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Abstract
Cinema is known as one of the main pillars of cultural, social
and artistic development of any society. There are several
motivating and preventing factors for different audience
segments to go to the cinema, which can be used to improve the
performance of movie theaters and attract more audiences.
Therefore, the present study was conducted to identify the
motivating and preventing factors in attracting different sections
of cinema audiences. This research is a exploratory mixed
method study. In the qualitative section, a conceptual model of
effective factors in attracting cinema audiences was identified In
the quantitative part, a questionnaire was developed based on the
indicators extracted in the qualitative stage and was distributed
among the citizens of Shiraz with a sample size of 389 people. In
the next step, the respondents were divided into three sections
using the Keynesian clustering algorithm and the motivating and
preventing factors were identified in each section. Finally, the
mentioned factors were prioritized using Friedman test and
mean. Findings showed that “desire for entertainment, diversity
and having a new experience" in the first cluster: "genre and
subject of film" in the second cluster; and "cinema ticket price"
in the third cluster, are the most important motivational factors.
"tendency to other entertainments and hobbies" in the first
cluster and "distance from the house to the cinema" in the second
and third cluster were also identified as the most important
preventing factors.
Keywords: Art
motivational

marketing, audience attraction,

factors.

cinema,

a8

Sl po eloial g 6yin ((Kin dnwg’ (ol G151 (S glgie 4 bt
Bl pae b bl o (eoamte oyl 5 L85l Jolos dad 0 aslil
3 Slgi oo bl ololis &5 ) (58 3, Lot 4 Glbbre calise (lajiso
4 ol Gimeh oy cpl 5l 0S8 ookl 3)9e bleiww 3,Slas e
Pl Lot (lblore ilizee sl i 00333l 5 (285501 Jolse (ool pslaie
S i > ik e LS sl £ gy 5yl gy 28
2 Ml ¢ oS 150 ) bad olelid Lt (lblse Gis 3 j33e Jelgs
50 6‘43945 O Y 9 (peY u_aS Ao ) ol Cl)xuul sasls slue
odlitl b S simgusly A dl po 53 13,5 @ (585 389) Sed rd g
5 B35l Jelge g A8 5 o aw ) je =S sanadss wiyeSl
ogeil 3l edlimul b oad ol Jelge coles 15 3,5 plolis (iso ya 53 o5)bjb
& blo g
9590 9 P pgd it x5 (lbegl @y (o) e
st (o555 Jolse on et Cloipw Ll Coodd pow (iu 3 g «pkd
AB Aol § cuss Lisy (3 oS g Obuyd ple 4 ble? uoren
b lolid 035)05L Jelge cp et Olgie 4 pgw 5 pgd (A0 )3 ot b
w5355 Jolge ot lbolies daiews (i b5k 1605 5519

Oty &S b i Gieed slbanl b ganca gl (cpedy )8



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

douilo
Sl 53 5 03 olez pulpw 3 @3b5 bl b o B Gl ole 1 o 60 we ooy J S
& (T 394 ()iSan 5 f,500) conl Lot 03,5 ol 1y oo S5 213l (g dpSimd g (] puais (i
plsl sl olily (1665 2020 "aSils) 59500 ablid ploa o )3 Jlabjboyy (0,5 o o lgis
sob 4 Slpl el 0398 3850 lble Cds 3 eSU Lol )l SV sb dble leiww yuild 0 lp) jediS sl
85y sl 4 g odg ciglise Loyl jd ol oyl (! gla Jlo j5 a8 Jloys 9395 o0 Lot 40 4L 0/33 as¥Llo chawgie
Slotw Caio (3 e Jluo | (S wcs s ol 4 (2021 Tdaleiws (Mol o 45b01) cool 03¢ Jlo ,5 )L 175
Juial Glise S5 1 olnl loinw 9 058 (o Jldital pluiz lakew )3 pld (slales I pLbbre oS ol ol )9S
Sl 5l 3 Lot sl d9290 Lol & sl 00> (LS (e Slalllae e )10y 55 1 (slio el 5] Lo
=I5 5 el) Cul Gl 3 ek @ (lbbre Gl sl il S o Egose (nl g G 0y ol
(1400 w>l;

Sbside ol linl) 3 o] b G (So3iligy By &5 095 0wl me gt 4 Lok ((B)b ]
bl 21y Coinn cpl IS Caslus 5 lpte 50 (Cul Coldy LAl xe 4y &F) Lol dlaad (io]581 5 515 3959
T S158) ol wbls caslio ol syl 5 ladaly kol dalain 4 U e g Ngpd > ke 2l
e NS 25 it sLle 4 |y 6yt 3,3 Wl 45 ) (sl Walataw vl gy 0l 3 (1666 2020
S 3 LoB (6,5 IS5 51 Fgo Jolse g ools (ial8l lble 4 i | 255 CLs b uiiS” (53 0)lgen sy
2 2l G958 g0 03Il 4y Sloj g 53 ek L &S Gyl ) 2 58 icelo S olulis | U]
Jelge o8 yp 3 5 (164 2023 Too)ylan 5 5920) sl 0398 hbolie b bl 5 cledb] il L]
modly g ladalyy (phb 3 bt Cato LL)L Wgds lulid 335 (Sype 4 latnw bl (WO g
0555 Sl e gydge ol 5 (14 2022 il cusls Minlgso laia Cibgn olblbie s (slogs 3l sl
(222023 7 JIls) ams LzalS |y caio jd culld b bl s oljlopks

5 iyasby calis o ol slyl 5 Late b LB @)}l Lolge o 5385 oloe ol (lso el 5
Gl (Sl (2 oo 1 (S5 3515 Lot sl LB (65 JS 2 9 Jolge b b3l )5 Lot o (L)1
o ool e g L Ll (222023 Ve 5 s 5) o950 ol | e €8s 5 o (il el o

. Cuong

. The International Union of Cinemas (UNIC)
. Cuong

. Falduto et al.

. Avezzu

. Daldal

7. Pérez Curiel et al.

o o~ W NP



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

5 olblbe o) ol San > b g Szl Sglite 5553l slajls g Wadiolgs cold bk «sloygd b
2017 % J5,.5) 2905 ol 1) Jelse ol ol & G ool izl Gails Jlaygs s (b (B osS)
(Jle ol & 5l glite sl Lot lbbre 3l 09,5y p 0k)ljl 5 (5531 Jelge ccnl 2 ogdle (103
g (Cub cwd) oladl lloe & Cons gl bl b awlie b deinw oole Glbbre cul (1S
(A7 2018 % igr—gy5le ¢ yg0uld c93l)lg8) wimd LS (g i
590 i oolnl g basr (ogas ul ) ol plonil Glillas diz o oS Casl ol S0l 55 (25 Ay o0y
Mollory sloojlgiier (2023 «)Son g )9S ) Gz § o Jto (Bld Cumox gl Shy (i a5le
S ) olid T i (2023 ¢ Jluls) (oobuadl — _elats] Mo (2023 Vs lmdge ¢ golguns) ol
TBIlgl) (Kb 5 salatdl bl = puli Jolge (2023 Mipygy) (alots ol (2023 () en
5 ) OSLle cols) g eas Sl cas (1397 (lswin a5 5355) wkd LI (2023
(hen 5 JLS) 5 (8108 (1401 (ohlSen 55,3 i) Lot )3 5)lone 5Lid (1400 woolj 5555
Eao90 b (dm G &y 4 Lol ol 1 o plos] Slalllas cxslosls )13 adlllas g (awyp 3590 1y o e 9 (1400
Slllae ol )3 bt 4 Glbbre Qo LS 31 0u)ljl 5 ((3550) Jelge | (ol slaaia o5 g 03)5 3,65 0
() 25 3529 gl Mo dlsej cpl 3 dmgi g 325 5 ik Slallae direj > g Cul W8S 5 drg 350
& pomete 5 gol (sl Ol bl cnl )3 ey SIS 5l (S (32 400 (gy0d 5 e (Sin b
3y90 Oy Olelllae )3 98 B a5 ol ot 4y lble ol 0ilol Jolse o (55501 Jolge 8z jolate
o1 plorsl i g loi bl Gl 2 3o Jolse (osas )3 b tmgy 4T 5020 b ol uly sl 0355 dgs
oyl g )15 392 latew (lble 0535k 5 (LB Jelge 4 Cund (Lol g gl Ol join
&y 9 (B3l Jolgs Cosl Sl 5 (e s > Al o ) Cunl oals I Lelge cpl sl g5 paite
S0y Gds ed bl g (B35Sl Jelgs ololid Bua b iagd cpl oplply cCwlodds sy 035 Jelge
b Glbole 3 51 Jelge ol (saaaglyl g pomaste § ol og2yle o B )3 bt @ lbbe Ciliseo (gl
o olulid Cilisee Lelge Cuonl dgrge (dighy SIS | iy by p ogMe &5 ol oad |2l g Sk
culio syl @)l (gl (wlie dinj (sl ol g W8T pasdie |y Lot plbbre cilie (slais <l
gl Blojle agh by (npere wdin ol 4 deg b sjle lie bt Coto OMSUe g8y o
@ olbbre la oo Jelse g labaly a2 Sins )15 30 cod ) bt 4 plbbre Gl willys o elge

8, Kerrigan

9 Cuadrado-Garcia, Filimon & Montoro-Pons
10, Viswamohan & Chaudhuri

11 Brown

12 Olzacka



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

sl isy o b 4 lbbre Cds o)yl 5 (5501 Jolss lﬂ 9 9,1 dgg (48 ladaw & Olﬂ Plod g boiomw
SU)b Jalate (6)18 150 5 Cuenl ax > lblee Calize

S e
SUj gy olod (2022 Tpgdsl g gy90 cmgely sgal)dline sloog)S g 33l e (355 ol g 6
5 ym e gl o sl o3l 5 b o |y gy Leleinl 5 s sl glgl 5 poles (lid 3 s
“:‘9919‘[)99§‘) 9 &w9l>9; c|59§».)9.b ‘17 c1395 c‘_,’.’bu).\ 9 ‘_,’.A.)l.'>) ))360 )l)S odlawl d)y90 Axnl> GO.ELC 9
elein] = (Kim bl cpl ladin ) (ol 2byl3l 4 syl ol 0395 itans 02 oyl 51 55 (2021
TephlSan 5 Joazg) Cusl 0yl (SO 5 S35 Byl ablil g s o 0jgyel g 03l )8 b v
(2021 & jusunsils)

h ((emge 9 olome (2l csilodoncne (Bl ¢5l5) 505 yin (b oS Lok 5 o sy slaosy (oo
OB alisee galga 50 98 il olej 5l 9 (2021 ( I <12 :1390 ¢ s )lglim) 305 0 58 4 Jos
03,5 )18 p bl b 5 s Bl sl 03505 o (o pulpw 3 1y (o3b Glble g 03,8 Wl |y core
g dgdb o ablis B,y cmio lgie & il gloj e dypj (375 2021 o) Ken g logw) ol
b1y bbb gin gy sy 30 ot g ot oojlopkd Wl o ol 1 b 2l 959050, Lilsé
(1666 22020 5158 canl 03,5 has Gisw cpl ) (63 sl (Sgug0

b 4 355 o did 1 > o Sy 55 S5 o8 3950 ol | 2y e ok Ll
5 phd 2Lk Bae (2022 Ve pugilejes 2022 Zogr 5 o5 g 21 2017 ()K,)5) w8 iy cawd B
ol b s 5 55 syl a5 g o g5 ki ot o5 ot ) cslaply ol 53 o5 €l e
Lt 9 whd L)l (2021 oo g (288 s (005 5) 5 Iy BMe o s 4 G g 25 W
$055) ol e 3 o ] ol 5ot 3 (65 1o e ol 51 5 bl c5yiShan L & e
(22023 Yoo, Kan 4

[N

3. Kotler & Keller
. Buchholz et al.
15 Sousa et al.

16, Kuzmanovic

7. Nikolic et al.

-
i

-



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

ol slilos pln olid liles I S als jo a4 Meal (rae yh S ipliblre (gow ] ol sLiles
5 2S) WS Ll te B Wl Ao aw ja > llil dage el )58 ohd bl Sl e g
18 o i 4 (i gl Al ye) Lataws 5 wled 5] 45 bogsyo closansss ol ol b (371 2021 % lSan
2 beudbge i oS Wbl ol i 5 llas (3 22023 M) o) 18 laiw g ohd ob,1L
g 030 pll (e il wladod oS Wles)S e 1) iSu cnl 53 )l3k A8y i g bt 5 ol (Gb)ljL aie;
Do W) 5l e S8 4]y bbb GBlE  Jge Jelos e Ojlie 4 5 lyide ladiilss 5 ajls
dl.hd\.c}o..?bo C)‘l‘ u_:b)l)b O‘).i.\.o 9 L:bw 9) C)‘-’.l )'| (2 2023 ‘C)‘)ls“*"’ 9 c_ﬁ._bﬁg) Llosls )1)§ L;:L»Lw
u»L»l).g ol 9 S &_f)) |) AP uLJol:u dl.am}.,,ij‘ 9 Uac\.....u|9> lal a8 S L)“ JL.») ey ol)%.a: D —u_i..b:)s
&S delge Wb ks & Lol {967 2023 MLbLL) Wi p5Y Slolidl ploul 4 wilosygl cand 4 a5 s3lus
o 38 Hgb e Lt 3 gl jein | gilo o lge b AL @ged alulid Wgd o bl (a5 sl
b o ol o5l gy e (GBS 0 b Sk 5 ARSI el 55 S cad ) i
§ oolial 5 5 b IS b yune &S Kigd oo cemgo UaopeSil ol gl 3 e cadlled o ploxl (el 3l
13 33l Sl i 5 losonss & tituad Jlelse 30 035,153 Jalge (2022 Mslunygn 5 clags: dise blals 2021
Weyge0y) dobes o @ie byl pals plosl 511y 3131 L 63,8 dgume |y (5o ,a5 (slacddlad 3 i) g 8Lk 390
(2002

L dab digej o o] it oS 3 Lt el 5 ol Ik oje> )3 48,5 Pl claingly dipdey ()
o535l 5 b3Sl Jelse o oo imgly whe (Hlie > 5 Conl gl (298 Culbge 3 IS L Lelse b ol
oS Hlosls 13 gy 3)90 (Simyp et g Y guarme oaiS A ye ) g Sy e @) Lt (lbbre
ODSan 5 Jyed 9 (2021) (omo 5 (28,8 sgacmm (005 5 (2022) (U 5 530 981 (slaingsy ol
lan 5 S35 5 (2012) Lpa (2016) liSen 5 ola (2018) i85 5 oty olslsho (2018)
DB s 90 1y plid Siles > %o Jolge oS st ala gl dex 1 (1390) s gl 5 (2011)
ol oadi iz drg Lot Cbbre g ol sa Shy 9 928 Jelse 4 agiagh Sl amed cpl j3 lesls

. Consumers’ film consumption journey
19, Kohli

2, Liu

21, Nakayama

22, Raymore



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

s opedls (2017) Mgl (2018) T ulegs 5 g (2020) sl 5 Kdgle (2021) I (slasingy
é—’lﬁ-" lJ Lbba)...i:l a5 Al L;;Lmuﬂ.a”J dgdxo o\.Lob- )‘ (2008) ke ]) 9 Ls&uua"?) 9 (2008) Y&O‘)M
boiye ol Jolge 4 g aitod cpl p3 losls J18 cw) 2 3590 1) (58 Lot ailiie slacled 5y 0jg> (bl
oS g 1103, a3liwl oS Loy 5l odd 3l (slayimgd yidu ¢ by i Caul ol o)Ll eS8, Lo 4
oor 9 5 g Lt olble ity dainggy ol )3 ogdle dy Cuslod S ool ael (g, I cdmely
Qg b ol g el cwldd) S5 el e o iz > Glbbe Qi glge 5 baojSl
B 4 ()9 08 dge ML o sl it (B lagiagg bl (lpl sl (ol Laulpd g bt Cuenl

.Aw)do

GBS (09

S90 J 9 baletw 4 Glblre Cla g ab)lil Cundg dgu0 jolaie 4 Slgie (hagh ol Sul 4 a4 L
Oigh SO Bua blod il sl ddllas 9,5 1,8 eolatwl 0y90 jdS slaiws old Caio (g0laidl 5 Sles
htlony oy Slagingly wwd 5 wodly Jlod g 4ygl)S Jai I rizmen pols tmghy Cusl (53,0
el Simgfy Sy pole (imghy deaidl 4 () g loodh Lo (slaby; 4 g b izmen 25 0 R
Judos 5l a8 isu 50 osd (6)90,S slaodls s jelate 4 el ord plol oS g AS iSu gy oS Cul
il ol 05 odlital (glagy (Sl 5 ot )f (905] 9 (Stued cpd 3l a8 SISy 50 g S (Slgime
el 9 &8ss Wopllss gadiwd d.,)]o 5l (5 sosls dlﬁb“’ L;..b:b Joowes) le).g LS)I}%‘ 469..5 6‘9:-"‘-"
55508y Ko mad iS (glgime Ludoo (518 2023 Ve Kan 5 JUgy) canl bl clogSl 5 lagssss
GRRR B & iy Bl plS @ pB g pastie (alpe oS cunl (e (025 5 (BUB Sy, 0a8 ]S (oo
ol odmlio b5 1 S 55 LS (lsis ubw olye (398 22023 ™M jolan) 15 o Lo

9)L"'°‘u"""' .,\.\.;I)Bdl)>| A.ul)_%d);)c)]o ‘\JW(JJ")S)" J‘?""W“Ja'“"
& bl NS ey S8 ey A 2)90 3,509, A 2y90 U9

i Slsiee o Jole =1 IS5

23 Sven & Tomas
2 Eva

25 Swanson et al.
%, Polonsky et al.
27 pownall et al.
28 Hamamra



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

Ohey 35 Wiged slasl Ol jolate 4 sl 0dd S5 jlied od gd 3l 8 Siegl s)lel dmele
Sloj g Conl Jlainl e (pSaiged sy jl (S opiwd 3 (S aiges D 4B IS (o psd )3 (6 S Ngees
Ml Eaple 5 455 o s (Saingy 1y (s S iges et (slo by 5 o3litl lSal (yle] dmals cpnle o8
)5 Sitngiy LSl > (ki Sl 1515 o (gl snels (sLiasl PS50 o ol 855 4 30 L 3,90
@ s g seled olulis el aSul & asg L (309 :1393 ,180) 3,5 oo 1,8 o3kl 390 chimd
2 L85 )3 0dlatul 3)50 yutsd )3 (S Wiged sho) 9 wal B addlas pl 3 Jleinl (g diges plol jolate
03,5 e 85 384 (550 S olsl 2 sl

38 05 Ui 3 e 390 sodls g gy dledy g Sludl (wyp Gl Sl (ST Ui 3 5l )90 slaesls
oy on 5 i iy B 3 GBS i slatl o K5 o) & 3 (gl ity
&S 05 (69,5 asliiwy 393 4 wjer deliiwy 400 w01y ) > i pladl o5V claodls (gyglaen 4 Cons
srosly cols o g il oSS jabl Gy 4 &S pladoliduwy gl LS g basluiiwy (wyp 5l w
A5 o b ol (o el 38l 5l oolil b 55 onid (65913,5 (slmonly .aixd S )15 oolil 590 doliduw, 389

S Jalos pbsl w0855 )3 edlital 5)50 LIS (adls (&S Gis ) b ddod jlel (obj)] jolate &
0.8 65b L jasls e aSul @ a3 b ool cawd 4 0.831 a8 cla o (gl LIS el lade oY
B 5 s 30 AS i ol Lie) (2014 ™) e o Lo o Jpd 16 S ol o]
o 4 aag b cd)S 8 oolanal )50 lig)S Gl gy 5 gy po 0ol 590 acliiusyy (bl (s 2
S 3595 wlie oL S e ol ldadge el sty 017 [l o 4 bgye Wl oy o
bl o9 bt dimalis 45 wsle 0941 Ll 55 asliuoy S #logyS sl oy ke cypioan
8,5 )15 a0l 3590 45 05 o3zl SY- )68 y9eil 5l 5w Aol claadlie olgy ol sl doliius y

assl
S Sy shaisl

lo Wilgi e Sl az) Gimogy slalgw (95 4 Cumd Ml (&S 305 B9y p @SB Jgol 4 298 L
@ Ul bl g bt 4 (bl Gl 90 Jolge g lelaly a0 Siny )3 180 cod ) batew 4 Glbbee
4 ublbre alisee cla isu ) laiww 4 lblbe Cls 01555l 5 (55:55] Jolge LT g S,15 293 2438 Lodas
gk B b cuwlite (sbaojlgdls s sk jlepgd Alsjo 53 5 phSI (S5 Slite (4513550 5 Coenl
5 pladl gy plol oz p5Y qlie (63955 5 bl 4 Cud (2B 5 B pitne SNl (slaelSly >

Sloss @l T Jgds 53 kil 3590 03l (slaslSol ¢ lanoslganls

2 Gwet



Quarterly Journal of Advertising and sales management

Vol 4, No 4, DES-MAR,2023,(82-111)

o495 9 Slinks Cu 3o ol dolidad
(82-111)1402 slinje (16 o) 4 o)los & 0,9

(MQ)—’ dlﬁbd}’ﬁ‘.j‘) Q*@S)-’ 2 aaliiwl dy90 uJLcM.Iol dlbbli[b 9 Lbb)'g.).zls 11 Jg.\:u

o dd i (slaelyads

ok salaiwl ‘_;LG)&.M LSL”“&.‘?,

P

v Art Marketing
v Film marketing
v" Cinema
Marketing

v" Facfors affecting

the Attraction of
Cinema
Attendance

v" film marketing
mix

v Motivational
Factors of
Cinema
Attendance

sl

o bl v
ok Lol v
Lo 3L Y
Sl g Jelse Y
Lo 4 bl
ol sl v
o Lol wel v
ol 5S Jelss Y
Lo 4 bl

P

v' Google
v Google scholar
v" Emerald Insight

v' SCOPUS
v Web of Science

L
pe plr Juy Y
Sl
ol SNl S .
AR sl
(@)

[CHRPWRNT AR

Slaal b bls)l o iy 5l & 548 QBl (S lgizme Jdoo lp (il 9290 @lio (Lol g gt |
lgme Jilos gl cales 50 g 80 3) lsme Lo 4 (imgp 16 g 0nSe s 4 iagy 18 lgie S 4
Jdos 5,504, 51 oolil b cpgw alsyo p3 .us OBl ol aite olaie 4 alibl g dlie 26 sl ¢ aS
oy 33 09 oo odlaiwl ol ytiwl abdlsto 3 5,Sus, cpl D &S BA st odly SKaS L adlgio ¢ 8ye (glgie
Foe el lapadls glsnl 4 (s WS oy g adllae (355 job 4 ()5 5 (JBI plie (oo g p)ker
Coles 50 WS Bl Jligwed gl g alin Jlee b ol jadls o b asby b 4 bbb ols j

IRV YO Wt Iy d>ye L)‘] s 2 Jod 8,5 J dbgiye slradlie > ol C]).M‘ s

(OiRg5 (LABL) ligw 4 Hlbliw da ;3 P50 Jolgs -2 Jouo

&l

Cuadrado-Garcia & et al,
(2018); Hart & etal, (2016)

Cuadrado-Garcia & et al,

(45) pas s
old o,5550

PS8

a8ao ),

ohd o35l Jolge



Quarterly Journal of Advertising and sales management 0952 g Ol Ca ke (oole dolikad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 poje (16 o) 4 oot 4 0,55
& y2xiwd 035 punl pl o Jols (2018)
(1394)
X o5 0SS A : | Lw
(1393) (osle 5 629 ymlow gioo 7 %:H)N&?ﬂ 3
--.9
(1393) Gole 5 9,k ioo whd CSlo a3 4
(1394) (63203 0315 pul pl 5 ols ol (B9)8 lie s sl Snys 5
(1397) Slopain sy g 55365 2 kd B oy b A 33l NI ‘
(1390) > )‘9|}.w La.m)b;..f;;}
Van de Vijver (2017); Hart & L s 7
etal, (2016) 0 9 0 Grn sla S
(1393) sle 5 092l (o8 Qliwls (38)) cupased oL 8
Maxfield (2003) ol (hwgo 9
Hart & etal, (2016) wld )3 059 slaogls Sl Sny 10
Hart & etal, (2016) old 39 (sdm dw N 11
(1394) (5,203 o315 wanl ol 5 2ol b sl Juio (ol g cudS 12
(1388) L3y 5yl 9355 5 Caly 45 e 13
Cnsh el
Yamamura (2008) TR SRS SRS 35 14
Lo gty g ddgy (slié 45 5 cuiS ot g LIS
(1394) (63,5003 031} patlyl 5 siols b 28lgy 9 (al6) Cloas 16
(1394) (o5 5 o3} punlpl g ol oS 17
L | yioles ¢ Wl (51
(1397) Sloin s yixs g 53,05 rlo pialed g dlg) (5)15 18
ol | e 4 el
Cuadrado(—zc(a)igla & et al, Sl el iy el 5 iy 19
walyl sl Maxfield (2003) bl Sl
1394 o Sl sbdygln g B yiogy b 5 20
( ) 83 > 03
Tefertille (2014) b (550 domiio g Coluny 21



Quarterly Journal of Advertising and sales management
Vol 4, No 4, DES-MAR,2023,(82-111)

o495 9 Slinks Cu 3o ol dolidad
(82-111)1402 slinje (16 o) 4 o)los & 0,9

Cuadrado-Garcia & et al,

2 Shls slal g 5 cliles

2018) i 22
5 55 <Yamamura (2008) A o ) s b y3 Sladss ’;
(1397) Slgscin (¢ yax> (g (sawlio liiss
(1394) (63,5005 0315 pnlpl o ol loiww (S yj g Cud)bs 24
Cuadrado-Garcia & et al,
; Van de Vijver o o )d pgual g o Cod 259 sla
2018); Van de Vij loigw ol o S S gd slas 25
(2017) bods
Lo ) Yl gl Lo
Walmsley (2011) o A o 0l 552 5 26
(=Y)
lw a0 Polonsky (2008
LTS IV S y( ) 5 5 Lt Aol 27
(1393) s
| Ji5 o 4 o wd Lol &1 (o2
Polonsky (2008) e , e 28
lodow 4 (438,
(1386) l.o)’T laiawo pd 05 1S slaplid goi b 29
b 3 ydo
wanlyl 5 els POIONSKY (2008) 3 ks ol oaiile; g (6)S el ‘f:» é 0
(1394) (o5 503 o3 Losns i
Pautz (2002) bt oy cuaid baipr gloa i 31
(1390) (on gl lodpw 4 (38 (B> sloaly 3o o) 32
(1386) L;l losons US" asal] jalls o LSS 33
(1386) Lj] Lz LS 3,55 OTII Ly
Lo (glys i ol ya 13,5 |
Polonsky (2008) eRs o ron 025 s 35
)
Manolika & Baltzis (2020)) odlgils b ey )35 o alyen 36
Manolika & Baltzis (2020) Oliwgs b cdg )35 5 alpen sl estls 37
Cuadrado-Garcia & et al, b s pld a0 (uilis Sl & ke 18
(2018) Ol
Van de Vijver (2017);
Cuadrado-Garcia & et al, losow 5> ] SLsles ol L8, 39

(2018)



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

Cuadrado-Garcia & et al,

(1390) Lo Jolpo (2018)  OFES A 2 el Sl 40
Maxfield (2003) Lo 4 430y codle &y s Sue 41
(1386) L;l Sjl By oyl bl 42
Manolika & Baltzis (2020); , . ,
Van de Vijver (2017) O L 8 2l 43
Manolika & Baltzis (2020);
Van de Vijver (2017); % oS el 4 cus (5,5 )
Cuadrado-Garcia & et al, Lo bbb 5% 44
(2018) Lo
(1394) (8 5w 03l WIHIB@L; 5 OB (655 4, ) lodw 3 45
Ol
Manolika & Baltzis (2020) loons 9 ol 4y (6o 0l 46
e ‘ g * e w
Manolika & Baltzis (2020) Lkl e @w * ok 47
A 4 gl
Cuadrado-Garcia & et al . oS
1 ls ES N .
2018) B9t & Bl sty 48
Manolika & Baltzis (2020) 03059y (S5 5l M5 93 4 led oo 49
Manolika & Baltzis (2020); ‘ .

Van de Vijver (2017) elid s 4 50
Tefertille (2014) b 5 cilisee Slwlus] ayy50 51
Tefertille (2014) ol cloles pn 35 ped il 52

Manolika & Balt;is (2020); o psio @de
Cuadrado-Garcia & et al, SleMbl S g (5,500 Ll 53
(2018) s
: 2 hde g ssrcde slapld sLils

Austin (1986) 51 o o 54
(1393) sle 5 539 plw i0 NIEJPIRe &)l 55
(1389)‘_}‘)@93‘}’3 u‘i])f L"-;e:“’)) ‘_s_})l.& Lghbw.lﬁé O])fl MWUM{ 56

Cuadrado-Garcia & et al, Wil beld bire g Clils w26 2l

(2018) Slegias g 43, SleMb| 373



Quarterly Journal of Advertising and sales management

g8 g Sliakd Ca oo oole dolibad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 pliaoje (16 ly) 4 o)l & 0,95
: 9 Lcolung )0 bgld by g Clils
Tefertille (2014) ) glaies 58
Cuadrado-Garcia & et al, Cleg e

(2018) loduw 3y50 > 02l slac! las 59

Van de Vijver (2017) Lo 3y90 53 blisl g yliwgs las 60
Stevenson (2016) Olie o5y 61
Stevenson (2016) RUSRRCANES: 62

oS Sy sbasdl

Ol 3l om0 6asl)S sk ol 31 p3Y sbaodls g walats dolidiwy o B > i e ol (oS iu
cnl ploml (el ad (an i Jue =S o 4l oinygSl Sl ealatul b Ledw (lbbre dal > xas Jos
loiow 4y blod» g Clodpw 4y (yi8) Oldd yuiio 90 Bub loiw lble w9 0ad 3jlusbiwl Wosly Ll ()l
S5 iy o] S50 b alols oS Gib ol slaisy ) 1) alie slaailze a5 cal B oyl 4 09de
lpsize gl |y Sise m gl STe 3 i 35id Ol bagise 350 ¢ 8ol &g 4 ¢ gl dlopn 5 135
A3 o LS (g pise ) b)) I

(Oig3 saaidl) (isy b adgl 35150 -3 Jgu

b pisu &l 00w 02! (g o
M’ 3 :’
3 2 1 d o
(oawh 3 itiunl)
-1/73060 1/58268 -0/7396 Oy Lot 4 Jilos
-1/08306 -1/08306 2/11688 Lo 4 438y ilads dlaws

Ly dlols (508 a5 (id 35 jo & odalin jo g aidly by jisu 3950 g LIS G alold dslne 4y dl> o
ol dgdige 4By i > (xS pe oS00 )l wad St it (slp e dgdiee 03 S 2l ¢l
S50k lae da iz ST Al sdels 3929 4 (6iu WaASu S 50 p3 &S W oo 1SS Slej B Jolye
ol W25 3 10 40 Ol poss saiad Hlis 4 Jgas 363,50 I (6w o 3L sy
(Ldg3s sadl) b yicey 3S1p0 15 Ol pmis 4 Jgo
b sy )5S



Quarterly Journal of Advertising and sales management g8 9 Ok o o (ol dolilad

Vol 4, No 4, DES-MAR,2023,(82-111) (82-T111)1402 s (16 o) 4 o)los & 0,5
P P9 J/
0/531 1/549 1/244 1
0/017 0/011 0/041 2
0 0 0 3

sdmd )i 5 Jgda wdawy bl 4 e — S cdbadsd vy oNl byl (ab iSu @l e ol 3w opl 4
o3 g0 Ui 1y o yid 38 ye 50 Olysd gl sl (isk jo oled S1he
(g3 sadl) b yicy old 3510 -5 gun
(- YRT-C T4 FUR-X VO S Y1t 0%) BV JU¥ 593

M‘ 3
3 2 1 ,,‘5 o
(50 3,1u5tiwl)
~1/26793  0//21201 0/94262 o) Lot & les
-0/81399 -0/34021 1/35084 Lo 4 o8y ladd Dl

Uiy 0 Calid e g oS sy e calid lise oS cunl ol S 4 g i e oS clS g e
oy el gz 5l ol Moss S5 gm0 sy 05 pasuie o il (sl Al (e
Aede ol ) gangise Gelyly s g aps mls 60 Js s elatel ()

(25 LABL) ouss Pl gy sy (il ,lg Julod 4325 -6 Jgao

§ |9 o3 00lw! ey
S Lre s | Foo,b] S e
SN Sy
0/000 516/039 8y Lo 0 _plos
0/000 602/333 Lo 42 %) s Sl

S5 95 ligelo] ans b 0k 0L yuiie g3y 8 S g 0105 ) 5wl s oline a4 dorgi |
110 (s Jol iso a5 50 pundi caliseo idu dw 4 B aimdgol woles )3 )0 3939 by isu o  awlio
9> LiSu Bzl M« ol a4 il K8 111 (Gl pow i g 485 168 pgd isu )b



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

o8y b gl ls 7 Jgdo iten plp SKoded 4 Loy S i 93 ol slaw s 5l g o 5 ke
A2 o LS alisee gla yisy B A Fwl

Sl Loigw (ylblo Gilise b s (58 Lok (GBI Slg1)3 a5 =7 Jour

(o293
Py Lo 285 dlaws o) Lo & (38, Jolod s

10 oL

2812 T71/8 - - 44/5  33/6 = 21/8 - - Jo!
- 0/6 68/5 31 6 23712 7072 0/6 - 093
- 0/9 23/14 7517 - - - 5519 44/1  sgm

e 3,90 Globow £
5 o9 Fgere slaloinw ot (slads gorrs
15/5 5/5 7713 Js!
36/9 10/1 52/4 093
5312 712 38/7 gm0

5 8 <8l Jsl (5w plble )3 (18) Lot s olasi g boi & 8 hlod e T Jpir @S (ololy
oioe Glbbe ol 2 ogdMe (cudly dg2g pow ie GUbbre )3 (48 leipw b ol g Jlod oy iS¢ ilde 5
31> LS (55 e WBMe plois sldds oo & o is ple 4 Cons 4l
o 1 €o) b Lol 5 Clodw (lbbre Qi )3 30 Jelged (le dail) doicn o )3 i dl>pe 5
@ a2y LS (gwyp byesie cpl G dlal) U ad esliin] (Stwed Gupo lg ad (uyy d929 pis b 2525
loansp cd)S 15 ealitul 3)00 eyl (Stad s b Yoy el dmodly g Jlejind g (sl
Mgl oo Tokae g Cygo & Gleg
2 U bles g bt 4 lbbe Gl 53 530 elgs 51y oo (gpolinn 5 (it b o dlasly 2 jio (5,5 %
)85 392 (58 Lot



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

2 T e g Lo & lbbee ol 3 50 Jalse Sl Sopn (o (yloline iie b o alasly 1S (08 %
)l 3929 (538 Lot
0By loisw 4 bles b (g)bline 5 cute daly (sl & lolge 5l s ol il S5 (laas b 4 aag b
ol Aitd 0151534 15 (g loline it dlarly 58, Lo led L &8 lolse 5 daod o g 039 oS cdiiun
YU 3l s 4 8 el pIY 4S5 ) 5SS 5y e B ekl g B3 elge dtwd > 35 elge
Jshier 3 ol ol 51 4l g )bolias dlasly lotaus 4y 18y hlos b 48 (ol it 1 atod ] g3l 3590 (sl pite
(SHrCagly] & BAD (sl 0305 5 (B3 else (i ya 50 8 ul Sl e el 00D ()35 Camad
e sloodly glasy 5:Sike goil ol 85 B ealitl 3)50 ety b geil diel) cpl )3 A Al o ey
Psdiee pbsl b cnl jl g A8 e dmlio |) Mg el
wilosd gylae ©ygo cpl 4 o Cuond ] sloans b
9 Cuenl a2y Lld 5l iz jl Sy je ) Lot lbbre ox)bjl g (L8350 Jelge 1do (155 @
Syl SIS b (6)lI8 5L
IS b g cuoal s Lbd 5l laise o ja )3 Lt lbbie (5580 Jalge o 1 p2 )8 @
2,3 0959 (gloline BV
ot (bbb I Gisu o )3 0)bjl 5 (85501 Jelse s slp 008 53 lajiite (bl o5 cnl &
Jios o903l s 8 Jgaz )3 s asloyy Jolge ol gaaCuglgl 4y dny aloye 3 5 aB)S ) & (Sisor (90]]
D9 g odnlie bt lbbre cilizes (gla iz 03535k 5 (355 Jalgs (sl o y8 bl

Cliseo (5l (oS 85135l 9 (o 3a55T Jolge (o 8 (il g el (390 et -8 Jgua
(o931 sadly) loinw oyliblos

-

) w5 o,k
) & y1dlzo 93 -
L5551 Jole
I5bixo Cglas
2290 T 00000 727j00¢ sl i
3,
[5lixo oglas
92900 T 00000 1396/117 o3 i
3
[5Lixo Cglas
9 R S 0/000  Y-V/Y#A b i

5,



Quarterly Journal of Advertising and sales management g8 9 Ok o o (ol dolilad

Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 slinje (16 o) 4 oslei b g0
2,135k Jelge

N I5lixo Cglas

7o 0/000  A¥/+-v Jol i
5,

3 I5lixo gl

79I 0/000  YEY\4 pgd ik
3

3 I5lixo gl

79 ] ? 0/000  \a3/3-A Py i
5,

I 5SS ot Glbbre Sl sy jo el ot p uilly Jlod (pgesl (5)bline o 8 i gl el
Jolos oy Lo lbsbe 1 iy y2 53 6yl 15l 9 Cuonl anyd Lld 5l K03 ojle 4 sl o las e
0905l zols el jd 1> dgng s okylail Jelse dyge 13 Easge pl 2yl dgmg (g)bline MBI L5
olbbre Jgl s 015,05 g (5550 Jelse (dlad) Sile g Comal Glie (slaCogly] rizeen 5 (Sten

ool odalie JBO Jods 1 Lo

835133k 5 (w0561 Jolge (g glgl o Wb puie (ymt (30 pas] (Shamsod (39031 e -9 Jgd
(U932 SLABL) loipw Glble Jol iy 4
iyl oSl [ppK e s 5

* e . u
(] ‘5'4{5) 5-\-;),3}% d)lbt&o R A ( i )
_ 5 b £95 (oS 0 5 % & il
1 YA/ 4 55,51 ofee¥ <IvY
B S a2 (5l
2 VVIA- 3] oo i oy Lot LB )b
3 VYIVA 351 fonn < /¥ oold ol 4 bl
4 NI 55l o/ -IY¥ LSS OY
5 17/03 5555 WAL -Iv1 Oliwgd b c8g )35 5 (oalpen
6 VSI0F 35 ¥ AR o3lgls Ly cdy 5,35 o alyen
_ )bwgéd‘)f]d@bjsd)lfgbbb
7 VY 53,551 oo A
e et

8 \#IVA o 55l ofeeF NAte 0y0j9y (S 3l by 4 oles



Quarterly Journal of Advertising and sales management
Vol 4, No 4, DES-MAR,2023,(82-111)

10

11

12

13

14
15

16

'Y

18

19
20
21
22
23
24
25
v$

\

v

VO/A-

VO/IOY

Vo/o¥

VF/2)

VT

\Y/A-
\Y/av

YYIAY

YY/YQ

\Y/-Y

ARTER
Vo /PY
ARFATA
ARVARS
Vol
/OA
4ING
FIVY

/A

r/y-

/¥y

0/003

ofees
of+¥
0/023
o4\
ofeys
s
ey
RR

NG

/YA

AR

JAR

/¥

ATd
.J¥-

AR

/¥y

<IYA

o5
N
i3
vy
.Jy-
vy
IVE
JIY¥

—Iys

-0/19

—[¥f

o495 9 Slinks Cu 3o ol dolidad
(82-111)1402 slinje (16 o) 4 o)los & 0,9

loiaw 4 (g b oSS
P9 e eyl 4 s (9,55
b oo ohed )25 (S Szdl o
Ol
loiaw > calizee Slwlus! & >0

5 01395 (656 0 53 lodows 5
oblgg
bt 53 oISl ol i3,
S o LS 55 oL (slile
5 258cbe Sbpld sliles 4 Jiles
OlST sl slaain )5 s
P
5 Bolung o pld (Syme 5 Clals
sl loass
bodpuw 4 (318 Cole
Lo 53 0 (ST (slaphd g9
laiaww 3)50 > 0dlgils slacl las
bodw (5 jlome donio g Coluny
Sjl By oyl
oo 050y
Sely sl gy bl g ks
wkd Jolgs ol
@ B oo)S p g Ol )5 plo e
sl @ &b 0 ol cliled 4 biles
gold slag e > ol



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

0/05 §) jiaS s lokine s cslyls ok 55 olo it solod (sl O Jgisr 5 39 oo o1l & 415 lon
o jite polod oy (5)oline bl 123 95 liabol o 3 8 Jgao 3 &5 €S e il 4 abl e
G e 2 U 5 (b £98 (005 pw g )B4 Jbo Jolo dw )l g2y Lt 4 58 oS 4
s Jgl Gig oaimd S5 (o851 Jelge (n ke o 4 bl oloj @ JleS » g €8 Lo (LS
g Cloizw b 4 &5 )3 old sloled 4 blo» lotpwr @ a5 po g byl plo e Jale s (ieon
o9ei) @l 4ol 53 sz Lot bl Jsl ooy oo 033)b3k Jelgs i 4 €5l slaglSe )5 Clilash

Cal 00 0315 Lt 10 Jgaz 53 oi (bl po> iy )3 (5353 elgs (saaaglyl g ooyl (Siaurod

85,133 g (o9 1551 Jolge (Sxuaglgl 9 U piie (yat (30 yay] S (903 4505 —10 Jgus
(LiRg3s SLBaBl) Lo (ublie pgd (idu 4

19yl oSl e o g (paiie) L
O gl gblae (K )
1 YEIVY 0/000 0/27 okd 9590 o il
2 Yf.\  0/037 0/16 ol oS (¢jmme
3 YY/QY 0/018 0/18 odlgls b cdg 4,35 5 (2lyen
4 oY 0/000 0/33 45 il g (b £95 ¢ o0)S 0 9 o) 4 ol
L
5 Yvist  0/005 0/21 %) laiww (slys conlio ol yon
6 YYY\  0/000 0/39 ol by 4 bl
7 YW¥&  0/000 0/28 oS0t 4 bl
8 YAV 0/018 0/18 L st
9 Y\ISY  0/000 0/40 b Lol plSin 55 a5 il
10 YW\ 00031 0/16 iy (55,15) Copasis
11 YV/-4 0/000 0/41 Syl
12 Y /59 0/017 0/18 Lt (sl Jhio o, 5 S
13 Va/a¥ 0/000 0/27 0y059) S5 5l oAby 4 bles

14 14/-4  0/000 0/47 o550, Lap i )5



Quarterly Journal of Advertising and sales management

Vol 4, No 4, DES-MAR,2023,(82-111)

299/
()
15
16
17
18
19
20
21
22
23
24

25
26

27

28
29
30
31
32
33
34
1
2

oSle
sl
Y4/-4
YA/A4
i
YA/
VVYIEA
NN
VV/-4
\FIAY
Y O/AN
\ATANY

\FioF
\Y/OY

1Y/24

Yy/44
\ - /AY
Veo/A-
V+/YA
ARYIAR
UrY
AV
2/30
1/86

T o b
§)Plre (Rhunod
0/000 0/33

0/03 0/16
0/004 0/22
0/000 0/30
0/030 0/16
0/000 0/37
0/000 0/30
0/000 0/33
0/005 0/21
0/013 0/19
0/000 0/36
0/003 0/23
0/003 0/23
0/000 0/32
0/001 0/25
0/023 0/17
0/002 0/24
0/002 0/24
0/002 0/23
0/000 0/27
0/030 -0/16
0/003 -0/22

o495 9 Slinks Cu 3o ol dolidad
(82-111)1402 slinje (16 o) 4 o)los & 0,9

(o) LS

o lgiia ) whd ad odp b (05 3500
Oliwgd b cg )05 g (aljen
o b o plid 50 2138 Syl 4
b 1 (5 i 0SS
Uloxg5 5 G058 (6,58 by )3 Loiges 43l
o 01392 (25 haly] 4 G (2,55
ALl o )US 53 old Ll |l
ISP
boigw > ()5 slapld (S]
Olbbre plo L
ladSd g lacolusg ) lopld (Byre g Clids
slei!
Sladian ) 3> g jarade glapld sliled 4 Jole
oS! Jsl
acgorme Slagygin) 9 85 i g5 5 CudeS
b (3L dxiio 5 Colung
Slegidas g 9231y ¢y 5290 )3 bl (Byme 9 Clisls
Sl ld )il g B iy
Olite o545
bt 53 (Sl Sbayh 5 9 5505 sLiles
Soby sl sy Ml 5 Clads
b 0 (338 Cole
S U Lt alold
bk 4y I g0 5 s 9 Sl )5 oo > 5



Quarterly Journal of Advertising and sales management S99 9 Sliald S o ol dolidad
Vol 4, No 4, DES-MAR,2023,(82-111) (82-111)1402 kuwoj (16 5Ls) 4 oyleis 4 0,9

iy oSk g 36
) slad, Gyl Ssod
3 1/84 0/001 0126 et sl 0 & 5 oL slsles 4 s
5 9l old gadge 9 S Jolo dw pg> (50 )3 eaimd Sl (23551 Jelgs (ot 10 Jgar (ol
i o)l Jelse (roman Wledd S5 iy 4 o At €odlgls b ey L3S 5 (plpeads €old (giiae
Gliles & blo» o € Lot & b 0,8 ju g Sl plo o P «UB U lodow alold? Jole du oy Lble pgd
e 3oyl (Siad 905 2ol woles pd bad D Coenl cuiy @ oS s o ls @ S WL
Jolos ancugyl (pizmen 9 €38y Lot 4 hle g Clatpw 4 plbbre Gl 3 5 Jelger slajasls
alodds Sl 1T Jado 13 55 latw lbbre pgur (iSu p3 (o5 55]

(o) LS

G50 53 05,135 g (o 15T Jolge (SACu gl g (po ! (Shusod (39031 el —11 Jguo
(OiRg5s aBL) ligw bl wgu

ONlbo chaw g b

S gly! s, e | (Siaod (seiie) s L
I YOfr o 0/028 0120 Lt Gl
2 1997 0031 0120 Lo o 33 o9 5 Ik oS
3 Vave  0/000 0/45 5%y L (5l ool ol
4 VAIAY 0/007 0125 b S3mme g yguibe
5 Wiks 01042 oy FPreb et szt e MY

Ao Aoy

6 WKL 0/000 033 sSitgs 4 e
7 Whs 01003 028 oL loles plin 55 o5 s
8 \V/-f 0/000 0/34 Lo LS, 3,65 52
9 VA8 0/042 0/19 xSl
10 \FIVE 0/037 0/19 Lt 5 o S5Le5 oles 515
11 \EIVY 0/009 0/24 REESt
12 AR 0/016 0/22 ol ooy 4 bl

13 V1 A 0/006 026 555 03 5 ol A s



Quarterly Journal of Advertising and sales management
Vol 4, No 4, DES-MAR,2023,(82-111)

Ca gl g £
e oo

14 \Nias 0/001
15 VON§ 0/037
16 \\iidd 0/000
17 VE/-0 0/000
18 \Y/0Y 0/016
19 \Y/oY 0/030
20 VYIYY 0/000
21 Y1/40 0/019
22 VVIVA 0/002
23 \RIARA 0/000
24 RYARA 0/004
1 2/98 0/028
2 2/95 0/001
3 2/78 0/001
4 1/30 0/012

o o
0/31
0/19
0/344
0/400
0/23
0/20
0/350
0/22
0/30

0/329
0/272

-0/20
-0/30
-0/30
-0/23

o495 9 Slinks Cu 3o ol dolidad
(82-111)1402 slinje (16 o) 4 o)los & 0,9

* 0

(ko) b L

e b s ol 50 ualiS Sl 4
La"’)‘}:“‘ﬁ? » WL-Q L’)Jw"b 04y b C)JW.S ))‘AU
b 13 (251 sl 1,51
Lo 3yg0 ) 0dlgls (glacl o
Oblozg 5 (255 (5,58 L)

Lot S8 ol ] s
Lo 3590 53 blisl 5 liwgd Hlas
oo (3292 i ely] 4y Cmd 555
loiaw > calizee Sl & >0
Olbbe plo sl
sloased g ool 52 lopld (yxe 5 Slids
sloi]

GB U Lodow alold
b (gl 4 B8 )3 oLd liles & bl
b 4 b g0y oo 5 Ol )5 ol o 3
gols oo o Ol

oS o ol Ceod Jole dus g i 05,1k 5 (8553 alge (o eten o @ L1 Jpan il
Jelse (it i A conimed A €538, Ladns (gl cunlio olyen (B g Claspus Jls )3 gt g bo
g Clotw gl> a4 A& o Wld liled a4 Llo» «als U i aloldd  Jole aw Ll pow yicy o0di)bjl

i oo JS ) pgw (A oS Wbl oo Clatiw d bn o0y o 9 Ol )il plo o

S 35 4ol g Sy

5 Lot & lbbre dilide sl iz Qo > oaiybil Jelgs 5 (0551 Jolss ololis Ban L adlas ]
sl dx S 515 50 cod 1) ladms & lblre o Wil o elgs a2) ool gl iuy 4 (2555l
2303k 5 (25550 Jelse LT 5 50,05 3925 (538) Lk 4 o] il g Lt 4 bl ol y g Jelss oo



Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09

S B (S Jalate ()56 5 cusnl dxpy lbbre it gl idn ) b 4 bl cde
Jolge ololid 5 Canss Jlgus 4 2555l JLid & (S (ise dily cpl )3 0 |l g (b asseel tnghy
bt & Glbbre Gl Jge Jolgs o5 conl ol )by Jolbs @l ol plosil Loigw & lblre Gl g
Lt 4 bl e 48 ol ] gl Jlgus 40 il S0 e 4 153,5 (sabrdtd adlga 18 B > 1l e
Ul iokd (8 sl (Shg wkd o Gl Shy whd )5 S S iy whd oxijle b iy Jelse 3l cos
o dainw 3> (5ja)dely doipw & (o yid dabpo (S5 (glad doips )5 b5k Gl dotnw wloss
doigor 4 Gbbre (5,55 (b (5)l8) (la Sy bl (sloinl Mol doigwr (LI )18, (58 Lot
B gl detpw Cato (W (g)lIS ks doips Cblre (slagiie diMe (bl (Blilly) sl Sy
cpl b SIS 5 1S g dagi 3yge b iy slaytingss 3 adlls ol ol A ym )l 3 cledb] oS
oy eJlin sl w5103, S5 ) pamate gyl Ko B 3 1y elge cpl (ooles 4155 ldllas ) pliSomn ¢l
2017 T y9m05 63 o9 1401 () Ken § 3,8 Sgiume 1394 (o ,5xims odl) mualpl § ols) By
» 1y adge plo g mlodls J13 axg 3y90 1) plojl (Sopud slas o 2018 M) Kan g Luoyl5 —gol51g8
39l (A5 tlid o5jls Lolse (2016) Sl g ls i (et 43 0l03,S5 )0 5 2lolid 355 [tmghy
(2021) g)San 5 Jogs told (s (slo Sy (2003) Taanso old o)l sl Sh (1393) sl
rolie (2023) o) Ken 5 S5 5 Lo 2b)l3k Sbludl g (cla gl (2023) 5 told L ks po gl S
NP g g plolid 3)00 phd (slbled g law & Glbbre Gl JS 51 Jalge plgie 4 1) ol b )l5L 4l
o2 GSdngh d93e0 (gl cnl ) Xle3)S5 oy Iy pogad cul 3 3550 slaadlge 5 Jalse ol Jg Slesls
@ dga0me 2D Wiled,S pladl laiw 4 Jlbbre Cls y Fae Jolge (Byme jolaie a4y oo Jde &) 4 s &S
Sl sladae g bog)le (Jle gy lodlss j8 drgi 0)90 1) £d9e (nl laaia (lod g andly o290
390 1y wld b by Jolge s (2011) oiSan 5 J55 5 (2012) Lya (2016) )5en 5 )lo Lawsgs 00
Olbbre (5,55 9 (18 la Sy (sloal Ol ¢ 3litily) sl Shg 4 baipe Jelge g wlodls 1,3 a5
&l @l Shl g AL 0B (cnlply w1035 3l 355 (sbapned 3 1) btow & baape Jolge g ot 4
03)5 dbml 1y lagtagly plo Jl (gl cnl ples dag (njiere o 4 GUble il ge Jalge b b3l 5
Ll
S99 o8y bt 4 U1 hles g Lo 4 (lbbre Ll ge Jalse o sldally 42) pgd ©Vlgw 4 sy
g Sl 4253 lbbre Giliste (glaisy )3 Lo 4 lblbe Gl 0x)lbjl 5 (53551 Jelgs L) pgw g (31
O 4w & Lo b e bl (bolsl ol ) el o JLs (iggy (505 (50 53 38 ()1 (Fgliste (535,56

%, Van de Vijver
31, Cuadrado-Garcia et al.
32 Maxfield



Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09

P93 e AL Ogld S04 b (GBS mer o STy g (58 Lo LagSIl Ll | 45T 00 S [joxe
b 431y 03l33l g (L8350 Jelge (ancaglyl g olulid 4 Gise

wilisee slagish 53 (8 L slp (Flate 035)l35L 9 (5] Jelge & cunl cpl osims Ui Siagh ol
Sl 4258 ol cnl & b loigw 4 Gl laise lblre Cla ly gpaaln ) 45 3)b 3529 lbbre
55 st Jlo S5 5 g an (3b5 bled sl (538 Lt (gl o8 )15 52 Sl (Jgl s 53 29
g Mt Joler it plo e cal ol Jol Gisn )3 Letw (Lbbre o Shg 5l (o Ngpie boinw &
Olbbre (pl ey g0 (LS (gt dBMe S)j latnw glaasgacme sliled & Cand Jgere glolots Cuns
OBy Lot 4 et 458 iy g (ol 45 (o0 )8 e gy Aile (plaopSSl L Foke s plo 4 o
5 Sbuyd plo gy (lbbre jlatss ool gly (3) bt 05330 Jole (32 5iotee comioman S o g 28Me
Gl &S bl o goly8l ol a8 canl oas S bl dlawi oy 5 s 3l ped LiSu sl ladow 4 0,5 puo
b ol 51 ool ol & cunl gl o celo Siag dlan 5l g ol b i Lnasgto Jsled (gl o323, Latsus
Do e9dge 5 15 5 kb sLales wlenS o0 1y 5 Lo Jlo 3 LS5 b b g5 Lot 2 Mol
dele o piage 1 A B Lt alold g il o bbb jl Gise onl ln (8551 Jole o nre I (LaadMe
Sl 1y o5 Lo Mol b o] 5148 3,5 0 2 )3 1y (lbloes g i il on Ol @0 3 bag] 0505
9 9y (o5 bl I 8y bt sl bl () gy o0 botow 4 Jlo )3 )b Sl oS (pl b a8 oo
ot Caly Cand ) 2 oMo it BB ol g5 Jpons (slaloiiw 5 aloizs (slaasgorna (o Bites
g @B & bl asler Jeloe plo I St bield 1S (Siree 5 jomils g batew (o )3 gl § ho CudS
oS el o inte 9 2980 WOl ) G35 carge € slatal EMlS 5 i a2 (A (b £55 (0 )5
ol laioaws U G518 aliold cpgd sy dile dgus g0 Loduo 3 31)8 1yl jauas milo

b ol golga 53 3980 Lot bl joian glo b g 05Kl sl &5 olge o €S g o0 (S5 pobo @
oyl 2 ogde )by dgzg b e plw b Lided cpl gl o (2gled dylae (S 0 dU )b Gl )0
@ GUbbe Cla 3 5o Jelge St o5 48)5 Ojs0 (9350t Slallas oje cpl 3 &5 sl p3Y WSS ol 53
Oy SRR ple & Cud Glagly ool ol & Cunl (o oy cal 4 lodls 5 (g0 3)90 | Loiw
samd i 35 (2008) ) Ken g yguilge 5 (2020) 1L o Klgile sla imgsy .cunl (65 JolS Camals gyl
J s oS 4 bgye GlaopSl Wlgce i g latpw plbbre ol (3550 Jolse oS din ol
Ot ol (53831 50 (g im ABMMe 5 (6,50k 4 by Jolge g il dlgil b alien g (03 olan] (S 05,
4 s Glblbre (elain] Ol 4 bgje slaadlye 5 )l o050 Bl (gl )3 )l (5SS
gy sled 4 8 loinw S0zl Siekee =32 9> 9 Jgl Lie lblre (ly (i e 5 (5S0L
wolleo (slo Shy Coanl 5 (2018) ySen 5 Lus)S gololes (2011) oySen 5 5 (slogingsy comioran



Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09

qold 0,5 05k aile elge (yimgd cpl 55 0 can cpl 548 a0y )18 dngi 590 1) (Ll Gl > Bl
S olels B5S) Jele lgie 4

g boisw & Olbbre oy Jge Jolos o ldlally d2) pgd ©Vlgw 4 (9SSl il 3 Siagh sboasl
otz 3 laipw & olble ol 0kl 5 (85501 Jelse L) pow 5 (B0 392 o8, Latpws 2 T ol
bl | hotas isu ly 45 Casl o Sl (S8, slite (6 )i5,56 5 Camnl sy olblie Cilise
G o Sl ol il gedge g Sl (LRSI ele cn Biere () bt 4 bawgie ble ()
- o Sl ) 0148 1 1y bokd 155 5 03,5 sl |y ool dyloyes 45 s olaties sl Ao slalosls
Sy opmimen WS e 0)bd pld Wei Blial 5 aiS o pld cile g Adgi a4 obylL Wl aS 20
9 %8 S o Jgeme slaloinw b dunlio 3 oloinw (slrdegorme 4 (38) pgd 5 Jol slaidn 5 Lot (lbbre
&S D9 oo dlpiii ..\Jl‘_;a Ol 4 Lm"j 9315 Jolos (p St dhas 3l 0 liwgd g 0dlgls b By )35
sladsgoma 511505 25,50 ofg Cuo® o plgis 4 ]y gpose (ol kpd laplejle 5 (Ystue (LS4l
Ol g WS (o0 Mo (oL Mo (18 Lok & Waodlgls 5 (Ul I (ormwg b 298 W oo g oyt (oletew
bt lbolre jiSTa8 cpl dy dgi boyls JUid &y dnsle (ladyd don (gl |y Slglhé (K28 9 (o3latdl pdlie <l
- oo dlpiin balaiow 4 widd o )8 dagi 350 ()bw Clals 5l ke |y slan] (ladSis 5 bcolug Clas
)5 Cblpain plo S clld i cloanl asSis )0 g Wby 095 olaid] Colusg (g5llely 4y w4
Hlaslosle Ghagh wls » (e

5 5,5 eodlatl ((Kimjd la Sho b odd asle slagld cuwls GRldl jolate 4y (lblre ganide v

fobbbre | (g id sl e slily 55 lbbre (4,18,
slapks b3k sashy 53 (T (Byme 5 Jelge oy S (sl I 5 oled 023l Jolse o 2255
S ds L

bl Gilises sla iy 3 5 B el 2 ol (5im sl S wilas 5 sl
(ol Sliles (gl sublage 9 (2B CUl (]38l cas blaww (J3b slas sk
15 o5h o Kb 3le] (clial, )3 Lot § (65lopled Cantio b layo (sloolSitules 5 kg, ()55 ¥/

ol Cilises (cla i

obblbe cilisee sy (s3lal sl S b culite (lie § lad saciniss (15,5 i 3 Y/

<\



Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09

30 olyRidg s ple edlatl 350 Slg o guls dodws 5 (gilwpld Cmio YL 5 AT Cuslow ¢l pie s 0gMe
ol g plS o)y & 45 35 0 Doy 0aia] ) Siimgly 4 gy sloatily olly disly cnl )3 0,5 )8
i ) odd (plelid (S5l Jelge Sl Wlg5 oo e cnl )3 g iy bt lLbbre (6 S pranal ilisee
F S olys 4 pld ioy Sloid sximdddl)] slacylucy 03,508 45) & 4255 b eioman a8 oolil 5 ol
iy 8 adlles 3590 35 1) acolocy ol 4 3131 Blos LYo wiilg e S Stimggy i slagiSols
0303 51,8 g 2050 (5 el ol sl 53 1y Lty el )3 0ud lulid belge Wil o izmed oai] (gl tmgly
S duglde (yagh (pl @ L] @l

Ui 5 delidiuw y 5l oolitel j5 g S 550 50 oedly (693,85 Helate 4 i Sldllas 4y 5] W5le (63,10
b slacodgiome «imgh pbul (392 aaiie il wile odls (65915,8 (slasbyy plu ) odlitul pac 5 oS
Yl Sl ool pas g (ourdSl 5 o)l sl gbj @ oad Gl SYlEe ledlinul 5 (gl (&S i plsl
e 4y LpS )5 dagi 3)90 Siaed (nl slacudgione e 4 Wlg e 58 > lapl ple 4 oad b
el plo & (o8 5o @l G plimes Sl o (e g Sloj Lulyd Sl Sludl pole laiagsy (0l b
Sjlw axlse slacodgusne b1y (gl

&lw

Ll oyl eolys Lotms 31 ool 4y o, Flales oty Ll (SisSa myp (1386) ys0,8 oo
ol ol ) & lss bl g 1 «Sim b olRtngyy

g oad Shol coas 5l sl (5,5108 ¢ (6,l8, duad lasew 2L ,l50 (1400) ooy 033 5950 g Lo yde o il
DOI: 20.1001.1.22287740.1400.11.2.2.227-44 (2) 11 s b it i o) Slsles culs,

5 okd i oo 6551 (1400) . j5apbs (55 cll 79 dms ¢ o ST e ((Sin b Lo yde (1l
5 ol sloya - Lo glaye a,m el 5 Gladhase Gla)lib 5l pem <SSz )0 Olnl Slosen
DOI: 10.22059/jfadram.2021.304757.615435 .(1)26 «_iwge

il 2 oln! lotw (i b 18 55U pyp (1394) o j0 el e (6035 cdozmods ()], S0l
20-7 30)10 (slaslss, Slalllas (5 didlaie o)l 165 159 )50 anlllas) Lls> IS sla o)

Lot glagdlo 4 Gl oleiw slaphs oISl Ciz  Bse Jelse (1390) pledl (oo gl
(bbb aodle olails (g lbas 5 Cu e 0aSisls ( S5k o pae wll (bl )5 il

o 0l gemme (Siled 5 dere (lo daz i Copde 4o G slasiy, (1393) Legl (S

(90 Loy ()50


https://dorl.net/dor/20.1001.1.22287740.1400.11.2.2.2
https://dorl.net/dor/20.1001.1.22287740.1400.11.2.2.2
https://doi.org/10.22059/jfadram.2021.304757.615435

Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09

ol elain] Slallle aloe o 5 5e Jelse 5 595 luls 5o Lams G pae (1388) . Ladllgl ¢ 3,5
DOI: 20.1001.1.20083653.1388.3.3.2.7 48-26 .(3)3

olesbe solnl (ol il Sapae (1397) Lo juame vamsle (oo 5 aldllsyl e sonplpl Ol el w5550
Jol Pla  Sll pole dnwgs 9 3o 0uSiamgly (o) Waoliils Slusl psle 57 (905 5 anlllae

bl sl e as'-‘)siw“" (1400) Ol oo g Juelowsl (2B 3 gy s ¢ olinw (( JLS
179-196 .4 11 (B sla ey S Gnls s sl
DOI: 20.1001.1.23833279.1400.11.44.9.8

Slote LoE 1 J5e Jolse Sl 5 (o2 (1389) 95,1 e )liz oo ol ool LoDl ol l,5
DOI: 20.1001.1.20088760.1389.11.9.6.6 .179-147 (3)11 o Sen s _ingss -0

5 hek addlle S o 5 ok DL 2 el (1397) ol Slrin siher e (55,055
DOI: 20.1001.1.10227180.1397.29.2.2.4 81-53 (111) 294w, . o

2 Glens slad Slaisl (1401) Ly b (g5l 5 cnalloled (Jole s ol o shal 0Ly 3 00,3 Sgians
2132 (117) 19 ol gl Uillioy ohd ooy wiged) wolidyluy 0,55, b leie
DOI: 10.22034/bagh.2022.331459.5137

2 skl b L 51 0S5, 50 S5 Jelse gy (1392) pluonis cssle csage w5050k i
DOI: 69-59 e (119 (shwge 9 iulad o e — Loy sl e 4y i L iz slagaialiss
10.22059/jfadram.2014.50016

@ 538, slp bbb 0oiS cudp slhadie Hlulis (1394) Lo (g0 miws ooly mealpl wgls ol
132109 as BO)6 wolbls| — Sin s clillie asios] i, oololy Joe 801 5 ohas 5 Lt
DOI: 20.1001.1.20088760.1394.16.30.5.2

Afrouz, A., Rashidi, E., & Danaei, A. (2022). Modeling the Relational Marketing of Iranian Films in
the Digital Age. International Journal of Digital Content Management, 3(1), 253-273. DOI:
https://doi.org/10.22054/dcm.2022.14068

Avezzu, G. (2022). The market for foreign cinema in contemporary Italy: a geography of film
consumption. GeoJournal, 87(1), 73-84. DOI: https://doi.org/10.1007/s10708-022-10639-y

Austin, B. A. (1986). Motivations for movie attendance. Communication Quarterly, 34(2), 115-126.

Bradley, P. S., Bennett, K. P., & Demiriz, A. (2000). Constrained k-means clustering. Microsoft
Research, Redmond, 20(0), 0. DOI: https://doi.org/10.1080/01463378609369627

Buchholz, L., Fine, G. A., & Wohl, H. (2020). Art markets in crisis: how personal bonds and market
subcultures mediate the effects of COVID-19. American journal of cultural sociology, 8, 462-476. DOI:
10.1057/s41290-020-00119-6

Brown, D. M. (2023). The Survival of Big-Screen Cinema in South Africa. Black Camera, 14(2), 121-
143. DOI: 10.2979/blackcamera.14.2.08


https://dorl.net/dor/20.1001.1.20083653.1388.3.3.2.7
https://dorl.net/dor/20.1001.1.23833279.1400.11.44.9.8
https://dorl.net/dor/20.1001.1.23833279.1400.11.44.9.8
https://dorl.net/dor/20.1001.1.20088760.1389.11.9.6.6
https://dorl.net/dor/20.1001.1.10227180.1397.29.2.2.4
https://doi.org/10.22034/bagh.2022.331459.5137
https://doi.org/10.22034/bagh.2022.331459.5137
https://doi.org/10.22059/jfadram.2014.50016
https://dorl.net/dor/20.1001.1.20088760.1394.16.30.5.2
https://doi.org/10.22054/dcm.2022.14068
https://doi.org/10.1080/01463378609369627

Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09

Cuadrado-Garcia, M., Filimon, N., & Montoro-Pons, J. D. (2018). Picturing Spanish filmgoers:
motives, barriers and film theatres. Regional  Science Inquiry, 10(2), 45-60. DOI:
RePEc:hrs:journl:v:x:y:2018:i:2:p:45-60

Cuong, D. T. (2020). The effect of physical environment and perceived value on customer satisfaction
and behavioral intention at the cinema in Vietnam. Test Engineering and Management, 82(1-2), 1665-
1674,

Dahana, W. D., Miwa, Y., Baumann, C., & Morisada, M. (2022). Relative importance of motivation,
store patronage, and marketing efforts in driving cross-buying behaviors. Journal of Strategic
Marketing, 30(5), 481-509. DOI: https://doi.org/10.1080/0965254X.2020.1811997

Daldal, A. (2023). The disappearance of the working class hero in the New Independent Turkish
Cinema: globalization and the politics of festivalism. Inter-Asia Cultural Studies, 24(1), 2-18. DOI:
doi.org/10.1080/14649373.2023.2156113

Eva, R. (2017). Innovative marketing strategies to increase the attendance to cinemas and the purchase
of legal movies. Erasmus School of Economics Bachelor Thesis: Marketing. Erasmus University
Rotterdam.

Falduto, A., Bonnici, G., Carter, J., & Laviosa, F. (2023). Italian cinema online: A conversation with
Gianluca Guzzo of MYmovies. it. Journal of Italian Cinema & Media Studies, 11(1), 163-172. DOI:
https://doi.org/10.1386/jicms_00165 7

Gazley, A, Clark, G., & Sinha, A. (2011). Understanding preferences for motion pictures. Journal of
Business Research, 64(8), 854-861.DOI: https://doi.org/10.1016/j.jbusres.2010.09.012

Gwet, K. L (2014). Handbook of inter-rater reliability: The definitive guide to measuring the extent of
agreement among raters. USA: Advanced Analytics LLC.

Hamamra, B. (2023). Domestic violence in Palestine during the outbreak of COVID-19: A qualitative
content analysis. Women & Criminal Justice, 33(6), 395-406. DOI:
https://doi.org/10.1080/08974454.2022.2086198

Hart, A., Kerrigan, F., & vom Lehn, D. (2016). Experiencing film: Subjective personal introspection
and popular film consumption. International Journal of Research in Marketing, 33(2), 375-391. DOI:
https://doi.org/10.1016/j.ijresmar.2015.08.005

Huang, J. J., Tzeng, G. H., & Ong, C. S. (2007). Marketing segmentation using support vector
clustering. Expert systems with applications, 32(2), 313-317. DOl:
https://doi.org/10.1016/j.eswa.2005.11.028

Hodinkova, D., Pachovska, O., & Rackovicova, L. (2021). The Cosplay Phenomenon in Intentions of
Art Marketing. Acta Ludologica, 4(2), 78-95.

Jani¢i¢, R. (2021). Arts Marketing in Development of Smart City Tourism Experiences. In Marketing
and Smart Technologies (pp. 215-224). Springer, Singapore. DOI: . https://doi.org/10.1007/978-981-33-
4183-8 18

Kashwan, K. R., & Velu, C. M. (2013). Customer segmentation using clustering and data mining
techniques. International Journal of Computer Theory and Engineering, 5(6), 856. DOI:
10.7763/1JCTE.2013.v5.811

Kerrigan, F. (2017). Film marketing (2nd ed.). Routledge.

Kim KH. (2021). Digital and social media marketing in global business environment. Journal of
Business Research. 131: 627-629. DOI: https://doi.org/10.1016/j.jbusres.2021.02.052

Kohli, G. S., Yen, D., Alwi, S., & Gupta, S. (2021). Film or film brand? UK consumers’ engagement
with films as brands. British Journal of Management, 32(2), 369-398. DOI: 10.1111/1467-8551.12401

Kotler, P., & Keller, K. L. (2016). A framework for marketing management (p. 352). Boston, MA:
Pearson.



https://doi.org/10.1016/j.jbusres.2010.09.012
https://doi.org/10.1016/j.jbusres.2021.02.052

Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09

Kuzmanovic, V. (2021). Art Market and Conceptual Marketing. Topics on Art and Money, 79. DOI:
10.1108/AAM-01-2019-0004

Lemos, C., Ramos, R. F., Moro, S., & Oliveira, P. M. (2022). Stick or Twist—The Rise of Blockchain
Applications in Marketing Management. Sustainability, 14(7), 4172, DOl:
https://doi.org/10.3390/su14074172

Liu, Z. (2023). The Influence of Film Marketing Strategy on the Film Box Office. Highlights in
Business, Economics and Manageme, 19, 1-5. DOI: https://doi.org/10.54097/hbem.v19i.11744

Manolika, M., & Baltzis, A. (2020). Curiosity's pleasure? Exploring motives for cultural
consumption. International Journal of Nonprofit and Voluntary Sector Marketing, 25(1), e1640. DOI:
https://doi.org/10.1002/nvsm.1640

Maxfield, S. M. (2003). Media at the movies: Analyzing the movie-viewing audience (Doctoral
dissertation, University of Florida).

Miller, H.,, & Hamm, U. (2014). Stability of market segmentation with cluster analysis—A
methodological approach. Food Quality and Preference, 34, 70-78. DOI:
https://doi.org/10.1016/j.foodqual.2013.12.004

Nikolic, D., Kostic-Stankovic, M., & Jeremic, V. (2023). How does genre preference influence the
importance of film marketing mix elements: evidence during the COVID-19 pandemics. Economic
research-Ekonomska istraZivanja, 36(1), 1-24. DOI: 10.1080/1331677X.2022.2080734

Olzacka, E. (2023). The Development of National Cinema in Post-Maidan Ukraine. East European
Politics and Societies, 37(2), 435-454. DOI: doi.org/10.1177/08883254221101

Pautz, M. (2002). The Decline in Average Weekly Cinema Attendance: 1930 -2000. Political
Economy, 11, 54-65.

Pérez Curiel, C., Castro, J. Z., & Velasco Molpeceres, A. (2023). Fashion, cinema and marketing: An
exploratory study of diversity and stereotyping on the red carpets in US Vogue. Journal of Global
Fashion Marketing, 14( 4), 404-418. DOI: doi.org/10.1080/20932685.2023.2200815

Polonsky, M., Kay, P., & Wong, E. (2008, January). Understanding barriers to attendance and non-
attendance at arts and cultural institutions: a conceptual framework. In ANZMAC 2008: Australian and
New Zealand Marketing Academy Conference 2008: Marketing: Shifting the Focus from Mainstream to
Offbeat (pp. 1-7). Promaco Conventions.

Pownall, M., Hutter, R. R., Rockliffe, L., & Conner, M. (2023). Memory and mood changes in
pregnancy: a qualitative content analysis of women’s first-hand accounts. Journal of Reproductive and
Infant Psychology, 41(5), 516-527. DOI: https://doi.org/10.1080/02646838.2022.2052827

Raymore, L. A. (2002). Facilitators to leisure. Journal of Leisure research, 34(1), 37-51. DOI:
10.1080/00222216.2002.11949959

Salavatian, S., Rohbakhsh, M., & Derafshi, A. (2018). Factors affecting the marketing of Iranian
filmmakers through social media. Journal of culture-communication studies, 19(41), 151-175. DOI:
https://doi.org/10.22083/jccs.2018.99022.2262

Sifaki, E., & Papadopoulou, M. (2022). Exploring film marketing in the new age digital era. Four
cases of marketing European art house film productions. International Journal of Cultural
Management, 1(1), 3-25. DOI: 10.1504/IJCULTM.2022.120963

Sousa, B., Malheiro, A., Liberato, D., & Liberato, P. (2021). Movie tourism and attracting new
tourists in the post-pandemic period: a niche marketing perspective. In Advances in Tourism, Technology
and Systems: Selected Papers from ICOTTS20, Volume 1 (pp. 373-384). Springer Singapore.

Sven,J.Tomas,D .(2018). The Event Movie: Marketing Filmed Entertainment for Transnat

Stevenson, D. J. (2016). Understanding the problem of cultural non-participation: Discursive
structures, articulatory practice and cultural domination (Doctoral dissertation, Queen Margaret
University, Edinburgh).



https://doi.org/10.3390/su14074172
https://doi.org/10.1016/j.foodqual.2013.12.004

Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09

Swanson, S., Davis, J. C., & Zhao, Y. (2008). Art for Art’s Sake? An Examination of Motives for Arts
Performance Attendance. Nonprofit and Voluntary Sector Quarterly, 37(2), 300-323. DOI:
https://doi.org/10.1177/0899764007310

Talebi, M. (2021). Fitting the model of Marketing and Increasing the Number of Customers in the
Iranian Film Industry. Turkish Journal of Computer and Mathematics Education (TURCOMAT), 12(13),
4985-4993. DOI: https://doi.org/10.17762/turcomat.v12i13.9673

Tefertiller, A. C. (2014). Motivations for Motion Picture Attendance in the Digital Age (Doctoral
dissertation, University of Houston, Houston, USA).

Turkman, M., Hassanpour Ghoroghchi, E., & Mohebi, S. (2021). Presenting a Model of Film
Marketing Process in Iran and Describing the Model (Case Study: Social Drama Genre). Journal of
System Management, 7(4), 253-270. DOI: 10.30495/jsm.2021.1943289.1556

UNIC. (2021). International Union of Cinemas Annual Report. Retrived from:
https://www.unic.cinemas.org/fileadmin/user_upload/Publications/UNIC_AnnualReport_2021.pdf

Van de Vijver, L. (2017). The cinema is dead, long live the cinema! Understanding the social
experience of cinema-going today. Participations, 14(1), 129-144. DOI: http://hdl.handle.net/1854/LU-
8544714

Viswamohan, A. I., & Chaudhuri, S. B. (2023). Traversing boundaries: Contemporary Hindi cinema
at international film festivals. South Asian Popular Culture, 21(1), 89-103. DOIl:
doi.org/10.1080/14746689.2022.2115736

Wiggins, J. (2004). Motivation, ability and opportunity to participate: a reconceptualization of the

RAND model of audience development. International Journal of Arts Management, 7(1), 22-33. DOI:
https://www.jstor.org/stable/41064828

Yamamura, E. (2008). Socio-economic effects on increased cinema attendance: The case of Japan.
The Journal of Socio-Economics, 37(6), 2546—2555. DOI: https://doi.org/10.1016/j.socec.2008.04.015

Yoon, Y., Deng, R., & Joo, J. (2022). The Effect of Marketing Activities on Web Search VVolume: An
Empirical Analysis of Chinese Film Industry Data. Applied Sciences, 12(4), 2143. DOI:
https://doi.org/10.3390/app12042143

Zulkifli, N. D., & Abd Rahman, N. H. (2021). Malaysian Youth Motivational Factors of Film-Induced
Tourism for Indonesian Film. Journal of Indonesian Tourism, Hospitality and Recreation, 4(2), 135-146.
DOI: 10.17509/jithor.v4i2,%200ctober.39284



Quarterly Journal of Advertising and sales management g 9 Olild L sk (ol doliad
Vol 4, No 4, DES-MAR,,2023 1402 ko (16 5Ly) 4 oyles 4 09




