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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

Marketing Management / Marketing Management

Ders Kodu / Course Code

9204015032020

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 derste pazarlama ydneticilerinin ve ust dizey ydneticilerin isletme amaclarina, isletme
kaynaklarina, isletmenin gevresel fakttrlerine, pazar ihtiyaglarina ve firsatlarina
odaklanarak aldiklari kararlarin incelenmesini amaglamaktadir. Ayrica, pazarlama

yonetiminde sorunlarin nasil analiz edildigini de icermektedir.

This course focuses on the major decisions marketing managers and top management
face in their efforts to harmonize the organization’s objectives, capabilities, and
resources with marketplace needs and opportunities. The course also presents a
framework for analysing problems in marketing management.

igerigi / Content

Ders, rekabet stratejileri, Uriin stratejileri, hizmet endustrisi, fiyat stratejileri, dagitim

kanallari, pazarlama iletisimi ve klresel pazarlar gibi konulari icermektedir.

In the course, competition, product and pricing strategy, service design, marketing
channels, marketing communications and other advanced marketing issues will be
discussed.

Onerilen Diger Hususlar / Yok None
Recommended Other

Considerations

Staj Durumu / Internship Status Yok None

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

Kotler P, Keller K., “Marketing Management”, Prentice Hall, 2009
Solomon M. R., “Marketing: Real People-Real Choices”, Prentice Hall, 2007

Winer R. S., “Marketing Management”, Prentice Hall, 2000
Bagazzi R., Rosa J. A., “Marketing Management”, Prentice

Hall, 1999

Kotler P, Keller K., “Marketing Management”, Prentice Hall, 2009

Solomon M. R., “Marketing: Real People-Real Choices”, Prentice Hall, 2007
Winer R. S., “Marketing Management”, Prentice Hall, 2000

Bagazzi R., Rosa J. A,, “Marketing Management”, Prentice  Hall

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Prof. Dr. Ayla Ozhan Dedeoglu




OGRENME GIKTILARI / LEARNING OUTCOMES

Pazarlama karmasi elemanlari anlayip, bunlari entegre olarak géz 6niinde bulundurarak karar To be able to have a good understanding of the principles in taking the four major marketing
alabilmek yip. 9 9 decisions. i.e., product, price, promotion and placing as well as those in taking an integrated view of
these four decisions.

Pazarda pazarlamacilarin karsisina cikan belli baglh gugcleri kavramsal olarak anlamak To be able to develop a theoretical understanding of the forces facing marketers in the market place.

. . Al . To be able to develop insights into the step-by-step processes involved in the development of
Pazarlama planinin oIU§turuInjasmda adim adim ilerleyen strece hakim olmak ve Grliniin gelecekte marketing plan, ensuring the successful future positioning and launch of new products/services in the
basariyla konumlanmasini saglamak

market place.

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 Marka Degeri Yaratma
Creating Brand Equity
. . gretim Yont .. _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Marka Konumlamasi
Crafting Brand Positioning
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Rekabetle Basa Cikma
Dealing with Competition
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Uriin Stratejisi
Setting Product Strategy
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Hizmet Tasarimi ve Yénetimi

Designing and Managing Services
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Fiyatlama Stratejileri ve Programlar
Developing Price Strategies and Programs
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Deger Aglar ve Pazarlama Kanallaru Tasarimi ve Yonetimi
Designing and Managing Value Networks and Marketing Channels
. . 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 Perakendecilik, Toptancilik ve Pazar Lojistigi
Managing Retailing, Wholesaling and Market Logistics
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10  |Biitiinlesik Pazarlama iletigimi
Designing and Managing Integrated Marketing Communications
. . gretim Yont N -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Kisisel iletisim

Managing Personal Comunications
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Pazarlara Yeni Oneriler Sunmak
Introducing New Market Offerings
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
13 Kuresel Pazarlar
Tapping into Global Markets
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
14 Sunumlar
Presentations
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
15 Sunumlar
Presentations
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
16 FINAL
FINAL
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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 Nurr¥ber Percentage of
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
Okuma / Reading 13 2.00 26.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 20 3.00 60.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 20 2.00 40.00
Final Sinavi / Final Examination 1 4.00 4.00
Ara Sinav / Midterm Examination 1 2.00 2.00
Toplam / Total: 71 16.00 180.00

Dersin AKTS Kredisi = Toplam Is Yiikii (Saat) / 30.00 (Saat/AKTS) = 180.00/30.00 = 6.00 ~ 6.00 / Course ECTS Credit = Total Workload (Hour) / 30.00 (Hour / ECTS) = 180.00 / 30.00 = 6.00 ~ 6.00
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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.Pazarlama karmasi
elemanlar anlayip, bunlari
entegre olarak g6z éniinde
bulundurarak karar alabilmek /
To be able to have a good
understanding of the principles
in taking the four major
marketing decisions. i.e.,
product, price, promotion and
placing as well as those in
taking an integrated view of
these four decisions.

2.Pazarda pazarlamacilarin
karsisina ¢ikan belli bash
gugleri kavramsal olarak
anlamak / To be able to
develop a theoretical
understanding of the forces
facing marketers in the market
place.

3.Pazarlama planinin
olusturulmasinda adim adim
ilerleyen siirece hakim olmak
ve Urlinuin gelecekte basariyla
konumlanmasini saglamak / To
be able to develop insights into
the step-by-step processes
involved in the development of
marketing plan, ensuring the
successful future positioning
and launch of new
products/services in the market
place.

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