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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

International Management / International Management

Ders Kodu / Course Code

EUTI206

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Bachelor / Bachelor

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 2

Ogretim Sistemi / Teaching System

Daytime Class / Daytime Class

Egitim Dili / Education Language

Turkish / Turkish

On Kosulu Olan Ders(ler) /
Precondition Courses

Yok

None

Amaci / Purpose

Bu ders, 6grencilere pazarlama kavraminin tanimini, icerigini, pazarlama karmasi égeleri
ile beraber giincel pazarlama yaklagimlarini 6gretmeyi hedeflemektedir. Ayrica tlketici
davraniglari, hedef kitlenin 6nemi, konumlandirma ve pazarlama stratejileri hakkinda da
6grencilere bilgi vermeyi amaclamaktadir.

This course aims to teach students the definition of the concept of marketing, its
content, marketing mix elements and current marketing approaches. It also aims to
inform students about consumer behavior, the importance of the target audience,
positioning and marketing strategies.

igerigi / Content

Pazarlama Kavramina Giris, Pazarlama Bilgi ve Arastirma Sistemleri, Kontrol Edilemeyen
Dis Cevre Faktorleri (Mikro ve Makro Cevre), Tiketici Pazarlarinin Yapisi ve Tketici
Davraniglari, Orgitsel Pazarlarin Yapisi ve Davranislan, Stratejik Planlama ve Pazarlama
Planlamasi, Hedef Pazar Bélimleme, Konumlama, Uriin

Fiyat, Dagitim, Tutundurma, Giincel Pazarlama Stratejileri

Introduction to Marketing Concept, Marketing Information and Research Systems,
Uncontrollable External Environment Factors (Micro and Macro Environment),
Structure of Consumer Markets and Consumer Behaviors, Structure and Behaviors of
Organizational Markets, Strategic Planning and Marketing Planning, Target Market
Segmentation, Positioning, Product Price, Distribution, Promotion, Current Marketing
Strategies

Onerilen Diger Hususlar / Yok None
Recommended Other

Considerations

Staj Durumu / Internship Status Yok None

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

Modern Pazarlama ilkeleri Uygulamali Yénetimsel Yaklasim, Dérdiincii Baski, Omer
Baybars Tek ve Engin Ozgil, Birlesik Matbaacilik, 2013

Pazarlama ilkeleri - Philip Kotler - Beta Yayinevi

Pazarlama 4.0 ( Marketing 4.0) - Philip Kotler - Optimist Yayin Dagitim

POSTMODERN PAZARLAMA - Yavuz Odabas! - MediaCat Kitaplari

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Serhat DAGLI




OGRENME GIKTILARI / LEARNING OUTCOMES

Pazarlama sureci agamalarini listeleyebilme

Ability to list the stages of the marketing process

Pazarlama Bilgi Sistemi’nin alt sistemlerini 6gelerine ayirabilme

To be able to separate the sub-systems of the Marketing Information System into its elements

Mikro ve makro cevre faktdrlerini pazarlama agisindan yorumlayabilme

To be able to interpret micro and macro environmental factors in terms of marketing

B2B ve B2C pazarlardaki musteri davraniglarini etkileyen faktorleri hatirlayabilme

Being able to remember the factors affecting customer behavior in B2B and B2C markets

Buyume stratejilerini taniyabilme

Recognizing growth strategies

Hedef pazar bélimleme ve konumlandirma konularini 6zetleyebilme

Ability to summarize target market segmentation and positioning

Pazarlama karmasi (4P) elemanlarini gergek isletme 6rnekleri Gizerinden degerlendirebilme

Evaluate the elements of the marketing mix (4Ps) through real business examples.
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HAFTALIK DERS iCERIGi / DETAILED COURSE OUTLINE

Hafta / Week

Teorik Dersler / Theoretical

Uygulama

Lab

Ogretim Yontem ve
Teknikleri/Teaching Methods
Techniques

On Hazirlik / Preliminary

1. Hafta Pazarlama Kavramina Girig

2. Hafta Pazarlama Bilgi ve Arastirma Sistemleri

3. Hafta Kontrol Edilemeyen Dis Cevre Faktorleri (Mikro ve Makro
Cevre)

. Hafta Tiketici Pazarlarinin Yapisi ve Tlketici Davranislari
. Hafta Orgiitsel Pazarlarin Yapisi ve Davraniglar

. Hafta Stratejik Planlama ve Pazarlama Planlamasi

. Hafta Hedef Pazar Bolimleme

. Hafta Konumlama

. Hafta Ara Sinav

10. Hafta Uriin

11 . Hafta Fiyat

12. Hafta Dagitim

1 13. Hafta Tutundurma

14. Hafta Giincel Pazarlama Stratejileri

O©CoONO O~

1. Week Introduction to Marketing Concept

2. Week Marketing Information and Research Systems

3. Week Uncontrollable External Environment Factors (Micro and
Macro Environment)

4. Week Structure of Consumer Markets and Consumer Behaviors
5. Week Structure and Behaviors of Organizational Markets

6. Week Strategic Planning and Marketing Planning

7. Week Target Market Segmentation

8. Week Positioning

9. Week Midterm Exam

10. Week Product

11. Week Price

12. Week Distribution

13. Week Promotion

14. Week Current Marketing Strategies
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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)
Ara Sinav / Midterm Examination 1 65.00 65.00
Final Sinavi / Final Examination 1 85.00 85.00
Toplam / Total: 2 150.00 150.00

Dersin AKTS Kredisi = Toplam Is Yiikii (Saat) / 25.00 (Saat/AKTS) = 150.00/25.00 = 6.00 ~ 6.00 / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 150.00 / 25.00 = 6.00 ~ 6.00
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PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari / Program Ciktilari / Program Outcomes
Hzailifg QUERES 111 (112113 (114|115 [ 116 |1.1.7 [1.1.8 | 1.1.9 [1.1.10[1.1.11]1.1.12[1.1.13

1.Pazarlama siireci agsamalarini
listeleyebilme / Ability to list the
stages of the marketing
process

2.Pazarlama Bilgi Sistemi’nin
alt sistemlerini 6gelerine
ayirabilme / To be able to
separate the sub-systems of
the Marketing Information
System into its elements

3.Mikro ve makro gevre
faktorlerini pazarlama
acisindan yorumlayabilme / To
be able to interpret micro and
macro environmental factors in
terms of marketing

4.B2B ve B2C pazarlardaki
musteri davraniglarini etkileyen
faktorleri hatirlayabilme / Being 4
able to remember the factors
affecting customer behavior in
B2B and B2C markets

5.Buyume stratejilerini
taniyabilme / Recognizing 5 5 5 5 5 5 5 5 4 5 5 5 5
growth strategies

6.Hedef pazar bélimleme ve
konumlandirma konularini
Ozetleyebilme / Ability to 5 5 4 5 5 5 5 5 5 5 5 5 5
summarize target market
segmentation and positioning

7.Pazarlama karmasi (4P)
elemanlarini gergek isletme
ornekleri Uizerinden
degerlendirebilme / Evaluate 5 5 5 5 5 5 5 5 4 5 5 5 5
the elements of the marketing
mix (4Ps) through real
business examples.

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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