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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

Sales Management / Sales Management

Ders Kodu / Course Code

9204015072020

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Second Cycle / Second Cycle

Ders Akts Kredi / ECTS 6.00
Haftalik Ders Saati (Kuramsal) / 3.00
Course Hours For Week

(Theoretical)

Haftalik Uygulama Saati / Course 0.00
Hours For Week (Objected)

Haftalik Laboratuar Saati / Course 0.00

Hours For Week (Laboratory)

Dersin Verildigi Yl / Year

1

Ogretim Sistemi / Teaching System

Face to Face / Face to Face

Egitim Dili / Education Language

Turkish / Turkish

On Kosulu Olan Ders(ler) /
Precondition Courses

Yok

None

Amaci / Purpose

Bu dersin amaci, 6grencilerin kiiresel pazardaki satis yonetimi ve kisisel satis konusundaki
temel ve 6nemli kurallar ve kavramlan 6grenmelerini saglamaktir.

To have students learn and understand the basic and essential principles and
concepts of personal selling and sales management in the global marketplace.

igerigi / Content

Ders kapsaminda satis slireci ve satig yonetimi odaginda profesyonel satis faaliyetlerini,
satis bolgelerini olusturmayi, potansiyel ve tahmini satislar ve satis kotalarini incelemektir.

The sales management course is an analysis of professional selling practices with
emphasis on the selling process and sales management, including the development of
territories, determining potentials and forecasts, and setting quotas.

Onerilen Diger Hususlar / Yok None
Recommended Other

Considerations

Staj Durumu / Internship Status Yok None

Kitabi / Malzemesi / Onerilen
Kaynaklar / Books / Materials /
Recommended Reading

David Jobber, Geoff Lancaster, Selling and Sales Management, 8th Edition, Prentice Hall,
2010.

David Jobber, Geoff Lancaster, Selling and Sales Management, 8th Edition, Prentice
Hall, 2010.

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Dog. Dr. ipek Kazangoglu




OGRENME GIKTILARI / LEARNING OUTCOMES

Satislarin isletmenin dinamik mikro/makro gevresindeki roliine yonelik 6grencilerde farkindalk
gelistirmek ve dgrencilere bilgi kazandirmak

To increase the student’s awareness and knowledge of the role that sales plays within the company’s
dynamic micro/macro environments.

Teknolojinin kiresel diinyada farkli kltiirler arasinda yapilan satislar nasil degistirdigine yonelik
ogrencilerde bir bakis agisi gelistirmek

To enlighten the student’s perspective of how technology is changing the way sales is conducted
cross-culturally and around the globe

Satis yoneticilerinin karsilastigi ydonetimsel ve etik sorunlar belirlemek.

To define managerial and ethical problems faced by sales managers.

HAFTALIK DERS ICERIGi / DETAILED COURSE OUTLINE
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Hafta / Week

Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
1 Pazarlamada Satisin Rolli ve Gelisimi
Development and Role of Selling in Marketing
. . gretim Yont N _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Satis Stratejileri
Sales Strategies
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Tiketici Satin Alma Davranigi
Consumer Buyer Behaviour
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Orgiitsel Satin Alma Davranisi
Organisational Buyer Behaviour
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Satisa Yonelik Diizenlemeler

Sales Settings
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Satig Teknikleri: Satig Sorumluluklari ve Hazirliklari
Sales Techniques: Sales Responsibilities and Preparation
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Kisisel Satis Becerileri
Personel Selling Skills
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Ara sinav
Midterm
Teorik Dersler / Theoretical Uygulama Lab ?g{ﬁh‘:};:{ﬁgggﬂ\r/‘z Methods On Hazirlik / Preliminary
Technigues
9 Satis Yénetimi: ise Alma ve Segim
Sales Management : Recruitment and Selection
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Motivasyon
Motivation
. . gretim Yont .. -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Egitim
Training
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Satis Giiciiniin Orgiitlenmesi ve Tazminat
Organisation and Compensation
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
13 Satis Tahminleme
Sales Forecasting
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
14 Satig Butgesi
Budgeting
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
15 Satis Performansinin Degerlendirilmesi
Sales Force Evaluation
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
16 Final Sinavi
Final Exam
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DEGERLENDIRME / EVALUATION

. Savi/ Katki Yuzdesi /
Yanyil (Yil) Ii Etkinlikleri / Term (or Year) Learning Activities y Percentage of
Number - A
Contribution (%)
Ara Sinav / Midterm Examination 1 100
Toplam / Total: 1 100
Basar Notuna Katki Yiizdesi / Contribution to Success Grade(%): 40
Savi/ Katki Yuzdesi /
Yanyil (Yil) Sonu Etkinlikleri / End Of Term (or Year) Learning Activities y Percentage of
Number o s
Contribution (%)
Final Sinavi / Final Examination 1 100
Toplam / Total: 1 100
Basari Notuna Katki Yiizdesi / Contribution to Success Grade(%): 60
Etkinliklerinin Basar Notuna Katki Yiizdesi(%) Toplami / Total Percentage of Contribution (%) to Success Grade: 100
Degerlendirme Tipi / Evaluation Type:
iS YUKU / WORKLOADS
Siiresi | Toplam Is Yiikii
. Sayi/ (Saat) / (Saat) / Total
SR Er e e Number | Duration Work Load
(Hours) (Hour)
Odev Problemleri igin Bireysel Calisma / Individual Study for Homework Problems 10 3.00 30.00
Ara Sinav / Midterm Examination 1 2.00 2.00
Derse Katilim / Attending Lectures 16 3.00 48.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 5 5.00 25.00
Final Sinavi / Final Examination 1 2.00 2.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 20 3.00 60.00
Toplam / Total: 53 18.00 167.00

Dersin AKTS Kredisi = Toplam Is Yiikii (Saat) / 30.00 (Saat/AKTS) = 167.00/30.00 = 5.57 ~ / Course ECTS Credit = Total Workload (Hour) / 30.00 (Hour / ECTS) = 167.00 / 30.00 = 5.57 ~
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PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari /
Learning Outcomes

Program Ciktilari / Program Outcomes

1.1.2

1.1.3

1141115 (116|117 | 118 [ 1.1.9 |1.1.10(1.1.11|1.1.12|1.1.13 {1.1.14|1.1.15|1.1.16 | 1.1.17

1.Satislarn isletmenin dinamik
mikro/makro gevresindeki
roliine yonelik 6grencilerde
farkindalik gelistirmek ve
ogrencilere bilgi kazandirmak /
To increase the student’s
awareness and knowledge of
the role that sales plays within
the company’s dynamic
micro/macro environments.

2.Teknolojinin kiresel diinyada
farkh kulturler arasinda yapilan
satislan nasil degistirdigine
yonelik 6grencilerde bir bakis
acisi gelistirmek / To enlighten
the student’s perspective of
how technology is changing the
way sales is conducted cross-
culturally and around the globe

3.Satis yoneticilerinin
karsilastigi yonetimsel ve etik
sorunlari belirlemek. / To define
managerial and ethical
problems faced by sales
managers.

Katki Dlzeyi / Contribution Level : 1-Cok Duistik / Very low, 2-Diistik / Low, 3-Orta / Moderate, 4-Yuksek / High, 5-Cok Yiiksek / Very high
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