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Appendix A1

Sudan University of Science & Technology
College of Graduate Studies & Research Science

The Impact of Marketing Information System on the Customers’ Equity
Drivers. The Mediating Effect of Competencies Based and Moderating
Role of Organizational Variables
Study on Sudanese Banking Industry

PLEASE NOTE: This questionnaire must only be completed with the senior marketers of Sudanese bank
and have experience for fifteen years as minimum in bank work.

All information will be treated as STRICTLY CONFIDENTIAL and will be used for an academic purpose only.

Please feel free to contact the researcher if you may need any information concerning the questionnaire.

Name of Researcher: Mohammed Salih Yousuf
Mobile: + 249 122809296- + 299 912156135

E-mail: ms.yousuf @hotmail.com

Section 1: General Profile.

This section consists of general questions, which are important for us to know about the
backgrounds of our respondents in general. Please tick () clearly in the space that represents the
most appropriate answer for your case, as what provided below.

1- Please Mention your Bank's Name.

[ 1

2- Your age.

1/Less than 30 year | 2/ 30 less 3 /40 less 4/ 50 less 5/More than 60
than 40 year | than 50 than 60 year

3- Your Gender:
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4- Your marital Status:

1. Single

5- Your Educational Level:

1/ Secondary

2/ Graduate

6- Work Experience in banking :

1/ (10
less than

15

year)

2/ (15
less
than 20
Year)

4/ (25
less than

30 Year)

3/ Postgraduate

5/ (30
less than
to 35
Year)

3. Others

6/(3 Sless
than 40

year)

7/( More than
40 year)

Section 2: This section inquires about Marketing Information system Variables regarding bank
system quality, information quality, support service quality, and the marketing orientation available
by your bank. Please circle the most appropriate number after the following sentences according to
your opinion about your bank (to the best of what you knew).

Strongly disagree Agree Strongly agree

Strongly Strongly

Agree

Disagree

System quality

My bank system provides accurate information.

2 | My bank system is efficient.
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3 My bank system has quick response time

4 My bank system has easy access.

5 My bank system has easy use.

6 My bank system has friendly working environment.

Information Quality

1 My bank information is clear.

My bank information has format.

My bank information is up to date .

My bank information has timeliness.

5 My bank information has precision.

6 My bank information has completeness.
7 My bank information has conciseness.
8 My bank information has reliability and relevance.

Item Support Service Quality

1 My bank has recruitment and selection of the best
possible personnel.

2 My bank training is claimed to be one of the
essential features for improving service quality.

3 My bank teamwork is often seen as a means of
supporting willingness to deliver service quality.

4 My bank empowerment of front- line staff could be
fundamental to achieving and improving the level of
support service quality.

5 My bank performance appraisals and reward gives
the right directions to workforce.

6 My bank communication (two-way internal) as
upward and downward.

7 My bank has strong service oriented culture which
enhances the service quality.
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Item Marketing Orientation

My bank marketing orientation comprises customer
orientation

My bank marketing orientation comprises
competitor orientation.

My bank marketing orientation comprises inter-
functional coordination.

My bank marketing orientation comprises an
intelligence collection.

My bank marketing orientation comprises an
intelligence information dissemination

My bank marketing orientation comprises response
to intelligence.
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Section 3: Please circle your level of competencies based in the following areas:

Strongly disagree Disagree ‘ Neutral ‘ Agree Strongly agree

1 5

In my bank employees persevere until the task is
finished.

In my bank employees do a thorough job.

In my bank employees are full of energy.

In my bank employees do things efficiently.

In my bank employees generate a lot enthusiasm.

In my bank employees get nervous easily.

In my bank employees worries a lot.

In my bank employees can be tense.

In my bank employees are depressed, blue.

In my bank employees Value artistic, aesthetic
experiences.

In my bank employees have few artistic interests.

In my bank employees IS is sophisticated in service
value.

motivated employees. Orgamzatlonal compg¢

My Hamkkorgpliopeosati faghiynpleguts to more highly
customer-conscious employees
My bank organization is responsive to customer

Megdsbank development of specific/ individual

competencies can lead to improvement of work
My bank organization has competitive capabilities.

My bank development of specific/ individual

IO pRasHeislPYSsa RHUSTRGURR ALY oG ohest

employees.

My bank helps to improve the self- efficacy of
Ma;hakgmployee satisfaction leads to retention of

the best employees.
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1 Banking stakeholders know how to use and interact
the direction impact of balancing interests value.

2 | Banking stakeholders know how to build talent
communication relationships from stakeholders
network.

3 Banking stakeholders know how to model social
responsibility.

4 | Banking stakeholders know how to manage the needs
of all stakeholders network members to meet long-
term values.

5 | Banking stakeholders know how to set oriented
policies toward balancing interests value that drove
performance measures.

6 | Banking stakeholders know how to innovate brand.

7 | Banking stakeholders know how to gain positive
benefits even in difficult and unusual circumstances
in different market structure.

8 | Banking stakeholders know how to use their rights to
accept or reject balancing interests value.

9 | Banking stakeholders know how to use competence
that is familiar with industry.

10 | Banking stakeholders know how to work in an open
situation.

11 | Banking stakeholders know how to seek for
responsible leaderships that effectively used
resources.

12 | Banking stakeholders know how to sophisticate
international stakeholders relationship.

13 | Banking stakeholders know how to offer customer
service and after- sales service.

14 | Banking stakeholders know how to provide offer in

home markets that was similar to that in the foreign
markets.
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Section 4: The following parts describe the organizational variables in your bank, and this
comes through three concepts (namely; organizational culture, organizational knowledge based
and organizational IS sophistication). Please circle the most appropriate number after the following
sentences according to your opinion (fo the best of what your knew).

Organizational Culture

My bank is a very dynamic and entrepreneurial place.

2 The glue that holds my bank together is loyalty and
tradition.

3 My bank is a very personal place.(e g. It is a lot like an
extended family.

The glue that holds my bank together is the emphasis on
tasks and goal accomplishment .

The glue that holds my bank together is commitment to
innovation and development. (e g. There is an emphasis

on being first).

6 My bank emphasizes permanence and stability.
7

My bank distributes rewards based on rank. (e g. The
higher you are, the more you get).

My bank is very production-oriented.(e g. A major
concern is with getting the job done).

My chief is a risk taker.( e g. They encourage employees
to take risks and be innovative.

My chief is a coordinator and coach.(e g. They help
employees meet the bank’s goals and objectives.

My chief is warm and caring.(e g. They seek to develop
employees’ full potential and act as their mentors and
guides.

Item Organizational Knowledge Based
1

My bank knowledge base has a knowledge
infrastructure consisting of technology.
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My bank knowledge base has a knowledge
infrastructure consisting of structure.

3 My bank knowledge base has a knowledge
infrastructure  consisting of culture along with
knowledge process architecture of acquisition.

4 My bank knowledge base has a knowledge
infrastructure consisting of conversion.

5 My bank knowledge base has a knowledge
infrastructure consisting of application.

6 My bank knowledge base has a knowledge

infrastructure consisting of protection.

At my bank enterprise data maintained within database

management system.

At my bank application developed by our own is staff
using fourth generation languages.

3 At my bank microcomputers linked by LANS.

4 At my bank business transaction is conducted with
suppliers/customers using electronic data interchange
(EDD).

5 At my bank data can be shared easily among various
internal systems

6 At my bank order changes are automatically reflected in
downstream processes Or systems.

7 At my bank our systems can easily transmit, integrate,
and process data from suppliers and customers.

8 At my bank our systems allow continuous monitoring of
order status at various stages in the process.

9 At my bank employees can easily retrieve information
from various databases for decision support (e .g .cost
information).

10 At my bank all service-related information is available
on line(e g. catalog, service description, detail
specification, price & etc).

11 At my bank documents are maintained using imaging

technologies.

-329-




12 At my bank customers can customize their orders on
line without phone, fax, face-to face interactions.

Section 5: This section is enquiring customer equity . Please circle the most appropriate
number after the following sentences according to your opinion (%o the best of what your knew).

My bank asks our customers to articulate a complete list of their
needs and requirements-pay attention to what they know that
they know.

My bank found out through marketing research what customers
want more of the bank — whether they are willing to pay for it.

My bank found out what customers give too much of (time or
effort, for example) that they would like to reduce the value.

My bank engaged in marketing research to understand which

definitions of value are relevant to our customers.

My bank tailored offers to focus on different value perceptions.

For large customers my bank develop individual profiles of
quality perceptions and drivers.

My bank information system measure our customers' value,
quality, and convenience perceptions.

My bank engaged in marketing research to probe the specific
features that signal quality to customers.

My bank do not automatically assume that low price is what
customers want.

My bank investigates what customers will pay to get time,
reduce effort, and add convenience.

My bank found out from customers what service products or
outcomes will be valued.

My bank found out from customers what service delivery
features can add to the value of our offering.

Brand Equity
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My bank determines the right mix of communications strategies
to effectively reach the bank's current and potential customers.

My bank utilizes marketing research to determine the

appropriate creative approach (the right message, communicated
in the right way).

My bank measures the extent to which our bank is attracting
new customers.

My bank ensures that our communications strategies effectively
remind existing customers to return or tell others.

My bank develops communications strategies that build
emotional ties with our customers.

My bank conducts research to examine the extent to which ours
communications are watched, read, listened to, experienced, and
acted upon by the customer and by the bank.

My bank determines our customers perceptions of our bank's
ethics.

My bank develops a data privacy policy for our organization.
Communicate it to our customers, employees, and stakeholders.

My bank examine our community record, environmental record,
and hiring and work practices. Improve where necessary.

10 My bank appoint an executive to be "steward of brand". Have

this individual look for conflicts within the bank's strategy.

Retention Equity

My bank determines the nature and extent of relationship that
our customers would like to have with our bank .

My bank examines our customers switching costs. What do our
customers have to give up to switch to a competitor.

My bank evaluate whether loyalty programs are important to our
best customers.

My bank determines whether our bank is up to the difficult
4 challenge of developing and implementing a special recognition
program for our best customers.
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My bank engages in marketing research to understand our
customers' interests and emotional links.

My bank provides benefits to our customers that link to
emotional ties.

My bank found out whether our customers value the idea of
community prior to implementing such a program.

My bank determines whether our bank has a distinctive" brand
personality” that may make it a candidate for community
building.

My bank before engaging in knowledge- building programs can
be sure to get customer consent and buy-in for utilizing
customer information to customize the relationship.

My bank utilize information gained from the customer to build a

lo . . . . .
learning relationship and to offer customized benefits.

Notice: If you want a free Copy of the results, it will be sent, kindly write down your name and
Email in the below box

Your Name’s

Email

Your Address

Thank you for your participation

APPENDIX A2: The Arabic Questionnaire

Appendix A2

*j\wj\&\w

-332-



L ol 53S0l g o glall ()3 paad) Arala

et} bl al) A8

YT S Ao dauatil) ¢ pdiall g B alll/5 jland) g (Al gudil) Cila glaall al.Bl S
il gud) & gl deliia A £Dlaal)

e ded 3aad 3 5 aed s Al sad) Cijladll 8 Gy gl (pidh e HLS Adasd 5 S () camoda ALY 5 jlaidd 1 BaY slay
ALY JS e ) ela ) ¢ pludl s (e Qo) A 5 jlaind o &5 JBY) e das

3] pla )l Jadd dpapalsy) ) pEM Lellanind sl ¢ (s pm S Jalain (1B gusall JUS L A Al e glaall IS
ALY B jlaialy (gl cila glaa (oY g liad cuiS 1) Galdl JlaN) B diy A

i g e e Calyl) ?‘““ °
CeYEANYYALAYAT k) Jgana o
ms.yousuf@hotmail.com A5 AN 1l Ggis e
(O 5 ) 0 gl Al 48 jral U Ayl Aagra Aale Aiadf (p0 (550 puddl) 120 Aale daal 1(1) anddl)

LY e sh LaS dlilla (8 iy 5 iy g (Sl b gl g S (V) el Jardiadd sl

Qﬂ‘}aﬂé:ﬂ\ L.i)m-d‘ (v.u‘ JSJ 914}“-\

s il andf - ¥

fhfu&_d'\. M'L.yd.éi) - MG~&J§U£~ Mﬁ'ﬁ&‘i)f' MV'M&‘

I

&h /Y 53N

e laiay) A -¢

A T 495 [ 9 5ieY L e
1ealadl) (5 glaall -0
) gh Y el =Y s 5 -\

-333-



) gieadly B puaal) Janl) (B 5 Al Baa -1

).\Siﬁ‘\.\.ui' djb\“o djb\’ﬂ U_AdjiJYo djij"' dji}\o m\cwdéi}\'
v | Yo b PRI o Yo a | Yo e

- - - -

-334-



daxdl) (a0 )2Lu) Bagag ¢ cilaglial) Bagag aUall) Bagay (3l LAY 48 gl Cilaglaall sl (e alafivy (Y) andl
Al g Alaadl day Cuuliall a3, Jea B3 pag sla il Ad Jaad 1) i puaal) Ao g1 58 gial) i gil] A gl g ¢

Marketing Information System 4% guidll Cila glaall ol
G | @y | e | @GN @Y System Qua]ity ew‘ X NES A
By Bady
~MJQLA;L.AJJ})A6£HQLA‘3LLAELLJ \
R J;ggjydng:ujhﬁgiﬂ Y
EVSENIPRE PREEN MR P L s S E
~€\J@¥\JH6£HQLA}LL4€LLJ ]
Ve Lia) Jac 2 4l L3 jeme Clasbea ol | 1
Gls | @ | e @Y | @Y Information Quality <lasiaal) 3aga | S
By By
aizmly b peas Dlagles | )
viaSaa ‘53‘).-40 QLA}LLA ]
~B‘).u.a3$¢n ‘53‘)..4& CL\LA}X’.A A%
'aﬁ.lLLlAj‘\:lﬁlA:\c‘ @HQ\AJLLA A
adl . N G4 Support 4aidll asyf ) Baga
99? g | e | @iy - i)
P o Service Quality
s Oalainal) (il sall JuadY LEA) 5 alasiid 4l yeas | )

-335-




Al G ad) ) G S et (B Aoupdl | Y
vdaAll [RPEN ua.naﬂ

Le ) el el & ki b peae 3 daadl 3y 8| Y
vdaadl) Basa alid g ALY Al S

O S el ladll il gl Adalidl b jeme ygds | €
Laxall B3 sa (5 she Gaend 5 Sl I el S
3l

ALY e 3ESA 5 o)) Clagis axi | ©
el 5 g8 Y dagaall

V00 s aelaS s g3 JSI b pas Juall | T

Eaﬁwﬂé\hhﬂ\&@;‘g&a&u&hduﬁw Y
cieaal)

g | @ | e | BBy a8 gy Marketing (.93.'-‘ 5 e Qﬂ\ adalf

’ oy . .
Orientation

Aa 5 el (b paal (& gudll an gl |
. ;M\

Aa 5 el (b padd A gudll aa gl | Y
. UMM\

Gl o (5 pomnal (ol a2 501 [T
s
. ;:LS..\X\

).54.'1 (panal LSS}AAS ﬁyﬂ\ ﬁ)ﬂ\ °
¢ Y Al glaa

)

Lt el (A pae & i) as
veSY Y

-336-




B0aa cApadaitl 58l ¢ Lpnadll) 5 )and) 1 glae A PA (a8l [ )20l Chiay sl £ 5ol 1() amadl)
uan) 4gb Jaxt s G paal) (o @) Cuun Allh g dlaad) sy eulial) B ) Jga 3 i3 g sl dabadll Claual
(w‘éﬂ\

Competencies Based  5_3dll /5 _jaa) (ubad

a8 g a9 gl KNEWY G| @Y Personality w\ SJHQJ\ il
Bady sy
Competencies

Tagl ole im0 il pall Ly G pema 3 | )

LS Tk Oyagh OBy hyas B | ¥

vo s8S JSd el ¥V (535 (silasall (B yeme B | €

el G ESD () g8k all Daday (8 jeae G| 0

+ A s Opmas (sl gall maay (e B 1

Ondena 535S O (S sidagall A emn A | A

O A gall i eme 5|

4 pae Alan o lad (il sall oy (A e (B | )

A pan plas g pel (5ih gl (B pma (B VY

dardl) A (8 G shay (g sda sall (8 pean B | VY

gl Ex o | @Y | @Y Organizational w\ 5_yadl) i)
Bady Bady .
Competencies

~@M@Hﬁu )

cos) Alalal Gglatia A peae aalaii | Y

VEandln LB Al i jemae i | T

+ Ol sall Jumdl Qg 8 jeay (il gl sl | €

dmﬂ\.n.b\i\;\)“ ‘_A\ @Jmu:\sk}d\ &L.AJL#JE:\ o

-337-




Ok

oS aa i Y 8 ean (il gl el 2%

ST il e 8 pemas (il sall slim (g3
vosb e

<) dd}gw\%{)ﬂ\"&cuﬂ\y@wﬁ#
~M\Q:maﬂ

Y s Al 4 il 3o LeSl) ‘_)A‘SSH‘)-\)L:\
vdeadl e Al 32 gl

¢ 3 U A5 3o S a8 peae acliy

] 9

LA

) 9

a8 gy

‘_’55131\1

By

Stakeholders 4alaall Glawa) 3 i

Competencies

O sbexing (aS 4 pad) daliad Claal aley
) gl ) g da il ola) () slady

Jaliadl Clanal 3808 (e 485 Jla)

05 (S i yad) Faliadl andl g
AeliaY) Ay el

O @S A padl daliadl Clanal alay
v gaal) Ay gl a8l

258 (Al 2 6l A5 g dad gad dga g Sl
'o\d\}”%&

(sl ks

il ) siing (oS 4 pad) daliad) Claal alsy
G Anle el s dmall Cag ol (8 S dla)
caalind) 3 gl J<oa

Oshg";”’:g_'q:\sa:\é‘)md‘ daladl k_\\A.aai (AH
o2 gl 53 e Ba (md y o sl agd sin

O slaning (oS A padl daliadl Claual alay
cAelially 48 gl 56 <))

& Oslery S 4 yeadll daliadll Claal alay
7 s ad g

-338-




Of O siny (a4 jad) daliadl Claal alay
R Y PR PON g PO R [RCR

O3k (S 4 jad) daliadl Claal alay
¢ dalad Clanal pe g g cilidle

O a4 jeadl) daliad) Claal alay
vall aan Lo dedd g L) clead

O350 S A pad daliadl Clawal alay
b Al Al Adad) (3 1 & (g yal
vlaa Al 3 sl

¢ )l 4 e b haall A aal)

Yo

-339-




4l acld g ¢ dpadatil) ABEY) 1A ashlie LD L i puaally dualalil ¢ piiall Ciaay olial ¢ a0 1((€) anadl)

did) ge di ) uua llig Alaall sa ulial) aB ) Joa 8 i3 pudag slal | (Aalaiil cila glaall aUai ) ghat g ¢« draudaiil)

Organizational Variables 4xedaiil) < yaial)

N

gl Gyl | yaa | @Y | @4 Y | Organizational Culture & day | £
By By
bl gl 5 (Son USe s | )
el g oW gl g cluldly (8 pae | Y
(300D AlaY Jie)las mdd (JSe & pma | T
5 pleall Sladl e aslilly 4 g lulaly (8 peaa | £
e alaay)
Mia skl 5 g 1Yl ol VG 4 g cludaly (& joma | ©
AW oS o sl s
il Die A ) e satival) 33 sl b panp Ha | Y
< AW Tl &c‘){\
D Gt BlEN D las £ U 4s gia (A paa | A
v Jasl
Cose e 5Ky hladl)
eld sl dls gall ae by D e 5 Buie iy | )0
v peaal) Colaal g cilla
(s sall A ol 3y 0 D iga 5 H e oty [ V)
. d:\h E) @ahs M} ALy
@ g @y | Maa | @Y | @Y doaidatil) 48 jaal) Bacld |
Bady Bady o .
Organizational Knowledge Based
wd&@ﬂ@m’”“@m@w:\ﬁﬂ\ﬁmg )
wd&%ﬂ)ﬁ.&@“”@@sﬁwhﬂ\ﬁxu Y

-340-




L)A&_di_\.lé\:\ﬁ)ué\_\.\u’ ”:\:\.\JLQJ@ Mm:\ﬁ)’;d\ﬁdclﬁ
Vi juall o Uiy L) Fuleal dand ) AELED

L)A&_ﬂi_\.lé\:\ﬁ)ué\_\.\;.\: ”:\:\.\JLQJ‘E Mm:\ﬁ)’;d\ﬁ..\c\ﬁ

L)A&_di_\.lé\:\ﬁ)ué\_\.\u’ ”@L@J@wh)&d\imw
R

L)A&_di_\.lé\:\ﬁ)ué\_\.\u’ ”:\:\.\JLQJ@ Mm:\ﬁ)’;d\ﬁdclﬁ
FTON

G 9

By

) 9

‘_'55335\1

Organizational IS Sophistication

3)\3‘\ ﬁhwéw‘ﬁw&})ﬁaguh\:\ﬂ\
e bl 3acld

Gl (il gall ey ) gla (A jan (B Skl
v daadl B ) sl

ey i) (5 rall GLall L jeae B
Vigdadll cy L)

[Cn el g & paall Jaall dia A jaa
vl s S Jalil o sading (550

Ll g & i o oSy il 8 peae b
A s 201800

S Clleall 8 W GuSad 5aY) O jaiad S a6
<Al dadaiy)

s JalSi 5 Ju i o Sy Liiadail 8 a8
A g AL 5 el e il

U a8 paivsall 41 pall o Liialad \@w@
daleall Al Jal el 3 seY)

il slaal) () 5ilh sall o iy O (K (A mae B
A o) A i) o) e A sy

e 5 e o laally Aaleial) Aoa]) K 3 e 3

341-




'@\"""M\

il U i Jlasinly sllas (G35l 3 jema A | V)
il e agibll Jaati QLU (Kay (B paa (| 1Y

vaa gl aa g cleld o Sl ccaila g

-342-




Sy i) 2851 S B3 gy pla sl 4 Jaxd 51 Cipaall (B (1503l (sia (o alaion £ 50l 108 1(©) avsdl)
(Al 51 uia) A Jaad 5 1) i peaall (8 @l ua @l g Alaad)

Customer Equity Drivers (s (asia il jaa

G| @l | sl | @Y Gl Value Equity el (i gia i)
e sad

peilalal ALS Al pun s Ll ) (ge cllay juas | )
O n ael O s8ym )l At agilllia

DS b ey (A 5y gl Casy DA AES) b paa | Y

0 D0 ST G 5y G 3 pmn B [ T
Rl il pein 5 J i le g 5 i)

Aaulial) Zadll Cay et agdl Gy gudll Giayy (8 pac dalii ) | €
SER

ZEL i) Ao e S Al L al) i jae Jocd | ©

8 sad) S jaad Ao il & 8l (A jean ) ghay LSl LI T
LS aa

h\j\jﬁiﬂ\}&ﬁngwﬁuwéﬁ% A4

525 A Bl gl Gl iy e B | A
coll 5B )

allay 53 g (il andl (LW (4 Y peae |
JEEB

Bl e Jpanll Ll g s i uma g oan | )0
Vil ) iy 5 Jagend 3¢

GEUJ\JQL;.\.\A."' \eas,gghl\ Sl e i i) Apae | W)
viaie S A

M&J\@)ﬂ\u\ﬂhhwhj\wu&ﬁ\@w 'Y

@l | Gl | saa| Y| MY Brand Equity D) aged | S
Bady Bady

LN Sladl ind (e pmall g el A ae i | )
olee Gl 5 el o jead) Gl (Y J sl

St daae 8 Gy setl) Cing (b peas Jasioy | Y
(ol Gl 3 e ledianal) Al 1) el

-343-




Tl jead a2al) ) i 0 g2l e el | T
Gl S llla) il il ol ey e |
P oA el s el
Lol 50 i A VL) Clndl jind jema sk | ©
Ll ) ae el
"BAAL&AMLAJ‘\@S‘;AD&JAI\UAAQU\MEMdH 1
J8 e adde oLy Chpualyg 4o jae 5 (Ao sama siBe g e
U jiae (DAY Ll ) &l ) 6 pae jo8 | Y
oLl ) Lealy g audatill lly & o Al Hghay (8 joae | A
QL»JLAA}‘&#\M\jsJW\JM‘éjHM q
Lo uadll (568 s a5 Jeal)
G Al 5 (el US55 ) 0sS LA | e g pems Gy | Ve
+ 8 peaall Ll A Gena Glailitall e iy
@y | @y | aa | @@y sy Retention Equity Jalaiayy e@.u‘ il
Bady ady
O Ll ) callay ) Al sae 5 dmpha b jan R | )
Ll juaa 5S0
@A RSl sl Gl gan Cpall Wil (8 peaa andy | Y
r ol ) agdgat gl ek o o
v Juadl Y dagall oY Y el 8 pean ity [ T
Qe | jaaia (ali gali o Gadis ki ) A pean | €
il
Lidla 5 Lig) pelbas agdl By gutll Cany (8 jaa Ll )l | ©
~'BM\
QMhujLﬁ)wi\Mh‘)lcaLuﬂsawaj} 1
~'B‘M\
Gk U8 ) seanl 588 (0 ey Ui ) o RES) 8 jema | Y
bl 138 e
M.“ﬁ&d\éﬁﬁw“w’" L% Adle DA Sras | A

seaalllal je

-344-




48 ga o Jgeand) e 1aSlie )5S o Sy 8 pan
O UE A8 Jpail il slas Jlaxind diea b ()53
48 prall oLy el 2diey

sl 05030 (e Lgle Juas Cilaslan (o Jontiany
vl Cun qiliall (i jal g aleill A8Dle

dgale o
o z153 s ¢ Gl e oY) tie agd Ju i Candl 138 g e dilae da o | ghany o 505 0,
bl (3 sanall & 5s SSIY) @y el gic

RSN 3 g and)

i) 138 B i JLia o ) S8

-345-




