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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

Consumer Behavior / Consumer Behavior

Ders Kodu / Course Code

9204015052020

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

*Tlketici davranisi kavrami ve teorilerine yonelik bir anlayis kazanmak

*Tuketici davranisi kavramlarini tiiketicilerin gergek yasamdaki durumlarina uygulamak
Tuketici bélimi, talebi ve pazar potansiyeline yonelik arastirma ve analiz yeteneklerini
gelistirmek

«Stratejik karar vermeyi gelistirmek icin tiiketici davranisi bilgisini degerlendirmek

*To gain an understanding regrading to the theories and concepts of consumer
behavior

*To apply consumer behavior concepts to customers’ positions in real world

*To improve skills in the research and analysis regarding customer segments,
demand, and market potential

*To utilize knowledge of consumer behavior to enhance strategic decision making

igerigi / Content

Pazarlamada tiiketici davraniglarinin rold, tiiketici-pazarlama iliskileri, pazarlama etkinligi
acisindan tiiketici davraniglan, tliketici davraniglarinin temelleri ve etkileyen faktorler,
satinalma kararinda tliketici davraniglar ve tliketici davraniglar modelleri, tiiketici davranig
arastirmasi ve tuketicilik bu dersin temel konularini olugsturmaktadir.

The role of consumer behavior in marketing, the relationship between consumer and
marketing, marketing effectiveness in terms of consumer behavior, the fundamentals
of consumer behavior and the affecting factors, consumer behavior in purchasing
decision and consumer behavior models, consumer behavior research are the main
topics of this course.

Onerilen Diger Hususlar / Yok None
Recommended Other

Considerations

Staj Durumu / Internship Status Yok None

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

- Solomon M., Banossy G., Asegaard S., Consumer Behaviour:A Europen Perspective,
Prentice Hall

- Schiffman, Leon G and Kanuk, Leslie Lazar, Consumer Behavior,7. Edition, Prentice Hall

- Mowen, John C. and Minor, Michael, Consumer Behavior, 5. Edition, Prentice Hall

- Solomon M., Banossy G., Asegaard S., Consumer Behaviour:A Europen
Perspective, Prentice Hall

- Schiffman, Leon G and Kanuk, Leslie Lazar, Consumer Behavior,7. Edition, Prentice
Hall

- Mowen, John C. and Minor, Michael, Consumer Behavior, 5. Edition, Prentice Hall
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Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

PROF. DR. G. NAZAN GUNAY

OGRENME GIKTILARI / LEARNING OUTCOMES

1 Mevcut durumlar altinda davranissal bakis agisi 1siginda pazarlama faaliyetlerini analiz edebilmek

To be able to analyze the activities of marketing in current conditions from a behavioral perspective.

degerlendirmek

Pazarlama goérevleri ve onlarin tiiketici davranislarnyla iliskisini kapsayan temel fonksiyonlari

To be able to examine the major functions which includes the marketing tasks and their interactions
with consumer behavior

3 Firmalarin karsilastigi pazarlama ve tiiketici davranigi sorunlarina yoénelik farkindalik kazanmak

To be able to gain awareness regarding the major marketing and consumer behavior problems faced
by organizations.

HAFTALIK DERS iGERIGi / 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 Tuketici Davranigi Dersine Girig
Introduction to Consumer Behavior
. . gretim Yont .. _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Tiketici Davranisi: ihtiyag ve Gigliikleri Kargilamak
Consumer Behavior: Meeting Changes and Challenges
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Tuketici Arastirma Sdreci
The Consumer Research Process
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Pazar Boliimlemesi ve Stratejik Hedefleme
Market Segmentation and Strategic Targeting
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Tuketici Motivasyon ve Kisiligi

Consumer Motivation and Personality
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Tiiketici Algilamasi ve Ogrenme
Consumer Perception and Learning
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Tiketici Tutumunun Sekillenmesi ve Degistiriimesi
Consumer Attitude Formation and Change
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Ara Sinav
Midterm
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 iletisim ve Tiketici Davranigi
Communication and Consumer Behavior
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Sosyal ve Kiiltiirel Cergevede Tiketiciler
Consumers in Their Social and Cultural Settings
. . gretim Yont .. -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Tuketici Karar Verme Siireci

The Consumer’s Decision Making Process
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Kdlturlerarasi ve Global Tiketici Davranisi
Cross Cultural and Global Consumer Behavior
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
13 Alt Kulttrler ve Tuketici Davranisi
Subcultures and Consumer Behavior
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
14 Yeniliklerin Yayilmasi
Diffusion of Innovations
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
15 Tiketici Sosyal Sorumlulugu ve Yesil Pazarlama
Consumers Social Responsibility and Green Marketing
. . 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 Nun}llber Percentage of
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)
Derse Katilim / Attending Lectures 16 3.00 48.00
Final Sinavi / Final Examination 1 4.00 4.00
Ara Sinav / Midterm Examination 1 2.00 2.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 20 4.00 80.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 20 2.00 40.00
Toplam / Total: 58 15.00 174.00

Dersin AKTS Kredisi = Toplam is Yiikii (Saat) / 30.00 (Saat/AKTS) = 174.00/30.00 = 5.80 ~ / Course ECTS Credit = Total Workload (Hour) / 30.00 (Hour / ECTS) = 174.00 / 30.00 = 5.80 ~
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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

1.1.4

1.1.5

1.1.6

1.1.7

1.1.8

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.Mevcut durumlar altinda
davranigsal bakis agisi 1siginda
pazarlama faaliyetlerini analiz
edebilmek / To be able to
analyze the activities of
marketing in current conditions
from a behavioral perspective.

2.Pazarlama gorevleri ve
onlarn tiketici davraniglariyla
iliskisini kapsayan temel
fonksiyonlar degerlendirmek /
To be able to examine the
major functions which includes
the marketing tasks and their
interactions with consumer
behavior

3.Firmalarin karsilastigi
pazarlama ve tiketici davranigi
sorunlarina yonelik farkindalik
kazanmak / To be able to gain
awareness regarding the major
marketing and consumer
behavior problems faced by
organizations.

Katki Diizeyi / Contribution Level : 1-Cok Dustlk / Very low, 2-Disiik / Low, 3-Orta / Moderate, 4-Y{iksek / High, 5-Cok Yiksek / Very high
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