2023 - 2024 /| ECAM411 - International Sales Management / International Sales Management

GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

International Sales Management / International Sales Management

Ders Kodu / Course Code

ECAM411

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Bachelor / Bachelor

Ders Akts Kredi / ECTS 5.00
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 4

Ogretim Sistemi / Teaching System

Daytime Class / Daytime Class

Egitim Dili / Education Language

English / English

On Kosulu Olan Ders(ler) /
Precondition Courses

Amaci / Purpose

n:

Bu dersin amaglari: Sirket yonetiminde “Pazarlama”iglevi ve ardindan da “Satis” islevinin
anlamini ve yerini 6grenmek, 6zellikle uluslararasi satis teskilatinin olusturulmasi ve
y6netimi odakli olarak, Modern sirket yapisinda uluslararasi Satis Yoénetimi kavraminin
onemini kavramak, Gliniimiziin en popller pazarlama felsefesi olan “Tiketici Odakl”
yaklasimda satis kibinin roliint, sorumluluklarini ve etkisini anlamak, “Saticilik” kariyerinin
icerigini pazarlik becerileri, satig goérismeleri, toplantilara hazirlik, misteri temaslari, farkh
musteri tipleri gibi dnemli konular 6grenerek anlamaktir

To explain students the importance of sales and international sales management in
the company's attainment of marketing and sales goals

To equip students with the necessary theoretical knowledge related to personal sales
and international salesforce management in the company

To apply the theoretical knowledge to real life cases

igerigi / Content

Uluslararasi Satis siirecinde uzun vadede karlilik, etkinlik kavramlari, bitcelendirme,
uluslararasi satis takimlari ydnetimi, motivasyonu, takim ¢alismasi, uluslararasi satis
analizleri ve hedef belirleme teknikleri.

to explain students the importance of sales and international sales management in
the company's attainment of marketing and sales goals

To equip students with the necessary theoretical knowledge related to personal sales
and international salesforce management in the company

To apply the theoretical knowledge to real life cases

Onerilen Diger Hususlar /
Recommended Other
Considerations

-Kotler, Philip & Armstrong, Gary, "Principles of Marketing" (Pearson 2018)

Staj Durumu / Internship Status

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

Jobber, David & Lancester, Geoff, Lancaster, "Selling and Sales Management" (Pearson
2015)




Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

OGRENME GIKTILARI / LEARNING OUTCOMES

. - L« T L - Understand the contribution of sales function and international sales force in particular, to the overall
1 Satis islevinin ve 6zellikle “Satis Ekibinin” sirket icin 6nemini kavrar :
success of the marketing department.
2 Ozellikle uluslararasi arenada pazarlik, gériismeler , satis ekibinin motivasyonu ve yénetimi Gain how to use technology and personal skills in the process of negotiations, motivation and
sureclerinde teknoloji ve satis becerilerinin nasil kullanildigini 6grenir. managing the sales force in international context
o T - - - Explain the recent and contemporary trends in the management process of sales force in international
3 Ozellikle uluslararasi satis ekibinin yonetimi konusundaki glincel uygulama/ egilimlerini kazanir. context

HAFTALIK DERS iGCERIGi / 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 Development and Role of Selling in Marketing
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 Uluslararasi Satis stratejileri
International Sales Strategies
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Uluslararasi pazarlarda tlketici davranislar ve endustriyel musteriler
Consumer and Organizational Buyer Behavior in international context
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Uluslararasi pazarlarda satis slireglerinin organizasyonu
Sales Settings in international markets
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Uluslararasi pazarlarda satis slireclerinin organizasyonu

Sales Settings in international markets
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Sales Responsibilities and Preparation for international markets - 1
Sales Responsibilities and Preparation for international markets - 1
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Vize Sinavi
Midterm exam
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Uluslararasi pazarlarda satisa doniik sorumluluklar ve hazirlik evresi -
2
Sales Responsibilities and Preparation for international markets - 2
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 Uluslararasi pazarlarda iligki pazarlamasina dayali satis
organizasyonu
Relationship Selling in international context
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Uluslararasi pazarlar igin personel alimi ve kriterler
Recruitment and Selection for international markets
. . gretim Yont .. -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Uluslararasi pazarlarda satiggilarin motivasyonu ve egitimi

Motivation and Training
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Uluslararasi pazarlarda satis tahminleme ve bltgeleme
Sales Forecasting and Budgeting for international markets
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

13 Uluslararasi pazarlarda satis ekibinin degerlendiriimesi

Salesforce Evaluation in international context

DEGERLENDIRME / EVALUATION

Katki Yizdesi/

Yanyil (Yil) igi Etkinlikleri / Term (or Year) Learning Activities N?liz/tl)(/-:'r Percentage of
Contribution (%)
Ara Sinav / Midterm Examination 1 100
Toplam / Total: 1 100
Basari Notuna Katki Y{izdesi / Contribution to Success Grade(%): 40
Savi/ Katki Yuzdesi /
Yanyil (Yil) Sonu Etkinlikleri / End Of Term (or Year) Learning Activities y Percentage of
Number e o
Contribution (%)
Final Sinavi / Final Examination 1 100
Toplam / Total: 1 100
Basari Notuna Katki Y{izdesi / Contribution to Success Grade(%): 60
Etkinliklerinin Basari Notuna Katki Ylizdesi(%) Toplami / Total Percentage of Contribution (%) to Success Grade: 100

Degerlendirme Tipi / Evaluation Type:
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IS YUKU / WORKLOADS

Siiresi | Toplam Is Yiikii
Son | S | Gaan o

(Hours) (Hour)
Alan Calismasi / Field Work 1 10.00 10.00
Ara Sinav / Midterm Examination 1 10.00 10.00
Beyin Firtinasi / Brain Storming 1 10.00 10.00
Bireysel Calisma / Self Study 1 10.00 10.00
Derse Katilim / Attending Lectures 1 10.00 10.00
Ev Odevi / Homework 1 10.00 10.00
Final Sinavi / Final Examination 1 10.00 10.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 1 10.00 10.00
Okuma / Reading 1 10.00 10.00
Ornek Vaka incelemesi / Case Study 1 5.00 5.00
Performans / Performance 1 5.00 5.00
Problem GC6zim / Problem Solving 1 5.00 5.00
Rapor / Report 1 10.00 10.00
Takim/Grup Galismasi / Team/Group Work 1 10.00 10.00
Toplam / Total: 14 125.00 125.00

Dersin AKTS Kredisi = Toplam is Yiikii (Saat) / 25.00 (Saat/AKTS) = 125.00/25.00 = 5.00 ~ 5.00 / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 125.00 / 25.00 = 5.00 ~ 5.00
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PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari / Program Ciktilar / Program Outcomes
Hzailifg QUERES 111 (112113 [1.14 [ 115 [ 116 | 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.Satis islevinin ve 6zellikle
“Satis Ekibinin” sirket icin
6nemini kavrar / Understand
the contribution of sales
function and international sales
force in particular, to the overall
success of the marketing
department.

2.0zellikle uluslararasi arenada
pazarlik, gérusmeler , satis
ekibinin motivasyonu ve
yonetimi sureglerinde teknoloji
ve satis becerilerinin nasil
kullanildigini 6grenir. / Gain 5 3 5 4 3 4 4 3 4 5
how to use technology and
personal skills in the process of
negotiations, motivation and
managing the sales force in
international context

3.0zellikle uluslararasi satis
ekibinin yénetimi konusundaki
glincel uygulama/ egilimlerini
kazanir. / Explain the recent 5 5 5 3 5 3 3 5 4 5
and contemporary trends in the
management process of sales
force in international context

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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