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Ders Adi

Satis Yonetimi

On Kosul Dersleri

Dersin Dili Tirkge

Dersin Seviyesi

Dersin Tiirii Segmeli

Boliim/Program
Koordinatorii

Dersi Verenler

Dersin Yardimcilari

Dersin Amaci

Ogretim Yontem ve
Teknikleri

Dersin Ogrenme Ciktilari

Satis ve satis yonetimi kavramlarini
tanimlayabilme

Satis yénetimi ve satis slirecini
anlatabilme

Satis slireci uygulamalari
sorgulayabilme.

Pazarlama ve satis kavramlarini
karsilastirabilme.

Satis plan ve bltgesini diizenlemeyi
tartisabilme

Satis yonetimi faktorlerini
dederlendirebilme.

Ogretim
Yontemleri:
Olgcme
Yontemleri:

Pazarlama dersini almis olmak

Meslek Yiksekokulu

Ogr. Gér. Serdar Canbaz

Ogr. Gér. Dr. Hiiseyin CICEK

Ogretim Yontemleri
Anlatim, Tartisma, Soru-
cevap, Derse katilim, Sunum
Anlatim, Tartisma, Soru-
cevap, Derse katilim, Sunum
Anlatim, Tartisma, Soru-
cevap, Derse katilim, Sunum
Anlatim, Tartisma, Soru-
cevap, Derse katilim, Sunum
Anlatim, Tartisma, Soru-
cevap, Derse katilim, Sunum

Anlatim, Tartisma, Soru-
cevap, Derse katilim, Sunum

Sinav, Derse katilim, Sunum

Form 2a:
DERS BiLGiLERI
Kodu Yariyil T+U Saat Kredi AKTS
PZR13206 Bahar 3+0 3 4

Satis yonetimi ve satis anlayisindaki gelismelere hdkim olmayi saglamaktir.

Anlatim,Tartisma,Soru-cevap,Derse katilma,Sunum,...

Olcme Yontemleri

Sinav, Derse katilim, Sunum
Sinav, Derse katilim, Sunum
Sinav, Derse katilim, Sunum
Sinav, Derse katilim, Sunum
Sinav, Derse katilim, Sunum

Sinav, Derse katilim, Sunum

Anlatim, Tartisma, Soru-cevap, Derse katilm, Sunum



DERS AKISI

Hafta Konular

On Hazirlik
Kaynak kitabin

1 Pazarlama ve Satis Anlayisi, Satis Sureci . .
incelenmesi

2 Satis ve Saticilik Meslegi _Kaynak k|ta_b|n
incelenmesi

3 Tlketim Psikolojisi ve Satin Alma Motifleri _Kaynak k|ta_b|n
incelenmesi

4 Satista Iletisimin Rol{ Kaynak kitabin
incelenmesi

5 Satis Sireci Kaynak kitabin
incelenmesi

6 Satis Sunumu !(aynak k'téb'n
incelenmesi

7 Satista Itirazlar Karsilama ve Satis Kapama Kaynak kitabin
incelenmesi

8 Satis Yénetimi Kaynak kitabin
incelenmesi

9 Arasinav _Kaynak k|ta_b|n
incelenmesi

10 Satis Planlama ve Bitgeleme _Kaynak k|ta_b|n
incelenmesi

11 Satis Glclnidn Belirlenmesi !(aynak k'téb'n
incelenmesi

12 Satis Glcunun Motivasyonu !(aynak k'téb'n
incelenmesi

13 Satista Performans Olgiimii Kaynak kitabin
incelenmesi

14 Perakende Noktasinda Satis _Kaynak k|ta_b|n
incelenmesi

15 Uygulamaci Sunumlari ?u klmsele__rlg
6nceden gorisme

KAYNAKLAR
Ders Notu -

Satis ve Satis Yonetimi Kitabi - Prof. Dr. Ahmet Islamoglu ve Dog Dr. Remzi

Diger Kaynaklar Altunigik

MATERYAL PAYLASIMI

Dokiimanlar

sinif Ici

Derse katilim,Sunum,...
Performans ! !

Sinavlar Ara sinav,Yariyll Sonu Sinavi.



DEGERLENDIRME SiSTEMi

YARIYIL iCI CALISMALARI SAYISI KATKI YUZDESIi
Ara Sinav 1 30

Sinif ici Performans (Derse katilim,Sunum,...) 1 20

Toplam 2 50

Yil iginin Basariya Orani 50

Finalin Basariya Orani 1 50

Toplam 3 100

DERS KATEGORIisSi

DERSIN PROGRAM GIKTILARINA KATKISI

No Program Ogrenme Ciktilari Katki Duzeyi
12345

1 Isletme ydnetimi ile ilgili temel bilgi ve becerileri agiklayabilme. X
5 Isletme ydnetimi ile ilgili temel bilgi teknolojileriyle birlikte gelismis paket

programlari kullanabilme.
3 Yonetim fonksiyonlarina teorik agidan hakim oldugunu goéstermek bu

fonksiyonlar pratik agidan uygulayabilme. X
4 Isletmelerde biiro diizenine, calisma sartlarina ve ekip calismasina uyum

saglama yetenedini gosterebilme. X
5 Isletmelerin kurulus ve isleyisi slrecindeki bitiin mevzuata hakim

olabildigini gésterebilme
6 Makro ve mikro boyutta ekonomi bilgisine sahip oldugunu ifade edebilme
7 Yeterli dizeyde mesleki yabanci dil bilgisine sahip oldugunu test edebilme
8 Is yasaminda ve is iliskilerinde meslek etigine ve sosyal sorumluluk

anlayisina sahip oldugunu gdésterebilme. X
9 Isletme iginde dogabilecek durum ve olaylara dair sorunlari algilama ve

sorunlara yaratici cézimler gelistirme yetenedini gelistirebilme. X
10 Atatiirk Ilkeleri ve Inkildplar ve Tirkceyi kullanma konusunda yeterli bilgi

ve biling diizeyine erisebildigini gbsterebilme.



Etkinlik

AKTS / IS YUKU TABLOSU

Ders Siresi (Sinav haftasi dahildir: 15x toplam ders saati)

Sinif Disi Ders Calisma Siresi(On calisma, pekistirme)

Ara Sinav
Kisa Sinav

Odev(ler)/Seminer(ler)

Uygulama (Lab., Atélye, Arazi,... Raporlari)

Diger (Derse katilim,Sunum,
Yariyill sonu sinavi

Toplam is Yikii

Toplam is Yiikii / 30 (s)

Dersin AKTS Kredisi

SAYISI

15
15
1

15

Siresi
(Saat)

3
2

10

20

Toplam

Is Yiki

(Saat)
45

30

10

15
20
120



Course Introduction Form (ingilizce)

Course Information

Y f
Curfﬁ:rutl)um Course Title Code Semester
2013 Sale Managemet PZRé32O Spring

Prerequisites

Language of

Instruction Turkish

Course Level

Course Type

Department/Program
Coordinator

Instructors
Assistants -
Goals

Content

Elective

Marketing course must be taken

vocational school

Lect. Serdar Canbaz

Lect. Dr. Huseyin Cicek

presentation

Learning Outcomes

Will be able to define the
concepts of sales and sales
management

Will be able to explains the
process of sales management
and sales.

Will be able to question
applications for the sales process

Will be able to compare
marketing and selling concepts

Will be able to debate sales plan
and budget

Will be able to evaluate the
factors of sales management

Teaching
Methods:
Assessment
Methods:

Teaching Methods
Narration, discussion,
question- answer, continue,
presentation
Narration, discussion,
question- answer, continue,
presentation
Narration, discussion,
question- answer, continue,
presentation
Narration, discussion,
question- answer, continue,
presentation
Narration, discussion,
question- answer, continue,
presentation
Narration, discussion,
question- answer, continue,
presentation

Continue, midterm, final exam, presentation

COURSE CONTENT

Form 2b:
L+P Hour Credits ECTS
3+0 3 4

To be dominated by developments in the understanding of sales
management and sales.

Expression, argument, question and answer, attendance to lesson,

Assessment Methods
Continue, midterm, final exam,
presentation

Continue, midterm, final exam,
presentation

Continue, midterm, final exam,
presentation

Continue, midterm, final exam,
presentation

Continue, midterm, final exam,
presentation

Continue, midterm, final exam,
presentation

Narration, discussion, question- answer, continue, presentation



Week Topics

1 Understanding of Marketing and Sales, Sales Process
2 Sales and Selling Profession
3 Consumer Psychology and Buying Motives
4 The Role of Communication Online
5 sales Process
6 sales Presentation
7 Online Sales Objections and Closing Reception
8 sales Management
9 Midterm exam
10 Sales Planning and Budgeting
11 Determination of Sales
12 Sales Force Motivation
13 Online Performance Measurement
14 Retail Point of Sale
15 General Review
RECOMMENDED SOURCES
Textbook -

Additional Resources

Documents

Assignments

Exams

IN-TERM STUDIES

Midterm exam

Study Materials

Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book
Examination
source book

of the

of the

of the

of the

of the

of the

of the

of the

of the

of the

of the

of the

of the

of the

of the

Satis ve Satis Yénetimi Kitabi - Prof. Dr. Ahmet Islamoglu ve Dog Dr.

Remzi Altunisik

MATERIAL SHARING

Continue, presentation

Continue, midterm, final exam

ASSESSMENT

QUANTITY

1

PERCENTAGE

40



Continue 1 10

Total 50
Contribution of in-term studies to overall grade 50
Contribution of final examination to overall grade 50
Total 100

COURSE CATEGORY

COURSE'S CONTRIBUTION TO PROGRAM

Contribution

No Program Learning Outcomes
12345

1 To understand the basic knowledge and skills related to business

management X
5 Basic knowledge of business management programs using advanced

package technologies
3 Management functions to implement in practical terms these functions

show that the dominant theoretical perspective; X
4 Enterprises in order desk, working conditions and gain the ability to

adapt to teamwork X

Show all legislation could be dominated by the process of the
5 . . .

establishment and operation of businesses
6 Be able to have the knowledge of micro and macro economics
7 Be able to have an adequate level of foreign language knowledge

Work life and business dealings that have an understanding of
8 . . . s X

professional ethics and social responsibility to show

Problems that arise in business situations and events detection and
9 . s ) . X

gain the ability to develop creative solutions to problems

Ataturk's principles and revolutions, and a working knowledge of
10 : .

Turkish and reach the level of consciousness

ECTS ALLOCATED BASED ON STUDENT WORKLOAD BY THE COURSE DESCRIPTION
Duration Total
Activities Quantity Workload
(Hour)
(Hour)

Course Duration (Including the exam week: 15x Total course hours) 15 3 45
Hours for off-the-classroom study (Pre-study, practice) 15 3 45
Mid-terms 1 10 10
Quiz

Homework(s)/Seminar(s)

Practice (Lab., Workshop, Area,... Reports)

(O =1 S SRS )

Final examination 1 20 20



Total Work Load 120
Total Work Load / 30 (h) 4

ECTS Credit of the Course 4



