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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

International Marketing / International Marketing

Ders Kodu / Course Code

EUTI220

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 2

Ogretim Sistemi / Teaching System

Daytime Class / Daytime Class

Egitim Dili / Education Language

Turkish / Turkish

On Kosulu Olan Ders(ler) /
Precondition Courses

Bulunmamaktadir.

Nane.

Amaci / Purpose

Pazarlama Yo6netimi dersi; pazarlama kavraminin tanimi, tiketici ve musteri arasindaki
farka deginerek pazarlama bilgi sistemi, pazar gevresi analizi ve pazarlama ¢evresi
faktorleri, pazar bolimlendirme, hedef pazar se¢imi ve pazarlama karmasi konularinin,
glincel pazarlama yaklasimlari ile beraber 6grenilmesini amaglamaktadir. Ayrica tiiketici
davraniglari, hedef kitlenin nemi, konumlandirma ve pazarlama stratejileri hakkinda
ogrencilere bilgi vermeyi amaglamaktadir.

The Marketing Management course; aims to learn the definition of marketing concept,
the difference between consumer and customer, marketing information system,
market environment analysis and marketing environment factors, market
segmentation, target market selection and marketing mix together with 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 kavraminin detayl bir sekilde, tim bilesenleriyle birlikte incelenmesi ve glincel
pazarlama yaklasimlarinin 6rnek ve vaka analizleri Gizerinden anlatiimasi.

Examining the concept of marketing in detail with all its components and explaining
current marketing approaches through examples and case studies.

Onerilen Diger Hususlar / Bulunmamaktadir. None.
Recommended Other

Considerations

Staj Durumu / Internship Status Bulunmamaktadir. None.

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

- Ogretim elemaninin hazirladigi ve sundugu igerikler.

- A'dan Z'ye Pazarlama - Philip Kotler - MediaCat Kitaplari

- Pazarlama ilkeleri - Philip Kotler - Beta Yayinevi

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

- POSTMODERN PAZARLAMA - Yavuz Odabasi - MediaCat Kitaplari

- Pazarlama iletisimi Yénetimi / Yavuz Odabagi- Mine Oyman / MediaCat Kitaplari

- Content prepared and presented by the lecturer.

- Marketing from A to Z - Philip Kotler - MediaCat Books

- Marketing Principles - Philip Kotler - Beta Publishing House

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

- POSTMODERN MARKETING - Yavuz Odabasi - MediaCat Books

- Marketing Communication Management / Yavuz Odabasi- Mine Oyman / MediaCat
Books

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Dr. Ogr. Uyesi Ahmet AYDIN




OGRENME GIKTILARI / LEARNING OUTCOMES

- Pazarlama ve pazarlamanin temel ilkeleri hakkinda fikir sahibi olma
- Pazarlama sureci agsamalarini listeleyebilme

- To have an idea about the basic principles of marketing and marketing
- To be able to list the stages of the marketing process.

- Pazarlamanin 6nemini ve amacini bilme

- Knowing the importance and purpose of marketing

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 agisindan yorumlayabilme - To be able to interpret micro and macro environmental factors in terms of marketing
- Glincel pazarlama yaklasimlan hakkinda érneklerle beraber fikir sahibi olma - Having an idea about current marketing approaches with examples
4 - Konumlandirma, tliketici davranislan vb. pazarlama ile ilgili kavramlari inceleme. - Positioning, consumer behavior, etc. examine the concepts related to marketing.
- B2B ve B2C pazarlardaki musteri davraniglarini etkileyen faktérleri hatirlayabilme - Being able to remember the factors affecting customer behavior in B2B and B2C markets
5 - Blylme stratejilerini taniyabilme - Recognizing growth strategies
6 - Hedef pazar bélimleme ve konumlandirma konularini 6zetleyebilme - Ability to summarize target market segmentation and positioning
7 - Pazarlama karmasi (4P) elemanlarini gercek isletme 6rnekleri (izerinden degerlendirebilme - To be able to evaluate the elements of the marketing mix (4Ps) through real business examples
8 - isletmenin pazarlama biriminde gorev aldigi alanlarla ilgili olarak mesleki paylasima ve dayanismaya - She / he is open to professional sharing and solidarity regarding the fields in which the company
aciktir. takes part in the marketing unit.
9 - isletmenin pazarlama biriminde gérev aldigi alanlarda paydaslarla iliskileri analiz eder ve yiir(itir. ;:c?nr]n?)e/\:f analyzes and carries out relations with stakeholders in the fields of marketing unit of the
10 - isletmenin pazarlama biriminde gérev aldigi alanlarda calistigi kurumun konumunu sorgular ve - She / he questions the position of the institution in which she works in the marketing unit of the

oneriler sunar.

enterprise and offers suggestions.

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 Pazarlama Kavrami, Pazar, Tuketici ve Musteri Kavramlari
Marketing Concept, Market, Consumer and Customer Concepts
. . gretim Yont .. _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Pazarlama Bilgi ve Arastirma Sistemleri, Pazarlama Cevresi Analizi.
Marketing Information and Research Systems, Marketing
Environment Analysis
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Kontrol Edilemeyen Dis Cevre-Pazar Faktorleri (Makro Cevre)
Uncontrollable External Environment-Market Factors (Macro
Environment)
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Haazirlik / Preliminary
Techniques
4 Kontrol Edilebilen i¢ Pazar-Cevre Faktorleri (Mikro Cevre)
Controllable Internal Market-Environment Factors (Micro
Environment)
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Tuketici Pazarlarinin Yapisi ve Tuketici Davraniglan

Structure of Consumer Markets and Consumer Behaviors
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Orgiitsel Pazarlarin Yapisi ve Davraniglari
Structure and Behaviors of Organizational Markets
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Genel Degerlendirme ve Vizeye Hazirlik
General Evaluation and Visa Preparation
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Ara Sinav / Vize
Midterm / Visa
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 Stratejik Planlama ve Pazarlama Planlamasi
Strategic Planning and Marketing Planning
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Pazar Bolimlendirme ve Hedef Pazar Segimi
Market Segmentation and Target Market Selection
. . gretim Yont .. -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Konumlandirma, Uriin Politikalar ve Yeni Uriin Kararlar

Positioning, Product Policies and New Product Decisions
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Fiyatlama Kararlari ve Politikalar
Pricing Decisions and Policies
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁgll(rlnerils)l'gt:é?]i\rgz Methods On Hazirlik / Preliminary
Technigues
13 Dagitim Kanallari ve Fiziksel Dagitim
Distribution Channels and Physical Distribution
. . Ogretim Yont - .
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(l?;ri/s)rgsgiﬁz Methods On Hazirlik / Preliminary
Techniques
14 Tutundurma ve Biitiinlesik Pazarlama iletisimi, Giincel Pazarlama
Stratejileri
Promotion and Integrated Marketing Communications, Current
Marketing Strategies
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
15 Final Sinavi

Final examination
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DEGERLENDIRME / EVALUATION

Katki Yiizdesi /

Yariyil (Yil) igi Etkinlikleri / Term (or Year) Learning Activities ] Percentage of
Number - A
Contribution (%)

Ara Sinav / Midterm Examination 1 70
Proje Hazirlama / Project Preparation 1 30
Toplam / Total: 2 100
Basari 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 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
- Sayi/ (Saat) / (Saat) / Total

ST EHAL LT TS Number | Duration Work Load

(Hours) (Hour)
Ara Sinav / Midterm Examination 1 1.00 1.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 1 7.00 7.00
Derse Katilim / Attending Lectures 9 10.00 90.00
Final Sinavi / Final Examination 1 10.00 10.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 1 10.00 10.00
Tartigsma / Discussion 1 9.00 9.00
Proje Hazirlama / Project Preparation 1 3.00 3.00
Toplam / Total: 15 50.00 130.00

Dersin AKTS Kredisi = Toplam g Yiikii (Saat) / 25.00 (Saat/AKTS) = 130.00/25.00 = 5.20 ~ / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 130.00 / 25.00 = 5.20 ~

PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari /
Learning Outcomes

Program Ciktilar / 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.- Pazarlama ve pazarlamanin
temel ilkeleri hakkinda fikir
sahibi olma

- Pazarlama stireci asamalarini
listeleyebilme / - To have an
idea about the basic principles
of marketing and marketing

- To be able to list the stages of
the marketing process.

2.- Pazarlamanin énemini ve
amacini bilme

- Pazarlama Bilgi Sistemi’nin
alt sistemlerini 6gelerine
ayirabilme / - Knowing the
importance and purpose of
marketing

- To be able to separate the
sub-systems of the Marketing
Information System into its
elements
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3.- Mikro ve makro gevre
faktorlerini pazarlama
agisindan yorumlayabilme

- Giincel pazarlama
yaklasimlari hakkinda
orneklerle beraber fikir sahibi
olma /- To be able to interpret
micro and macro
environmental factors in terms
of marketing

- Having an idea about current
marketing approaches with
examples

4.- Konumlandirma, tiiketici
davraniglari vb. pazarlama ile
ilgili kavramlar inceleme.

- B2B ve B2C pazarlardaki
musteri davraniglarini etkileyen
faktorleri hatirlayabilme / -
Positioning, consumer
behavior, etc. examine the
concepts related to marketing.
- Being able to remember the
factors affecting customer
behavior in B2B and B2C
markets

5.- Buyume stratejilerini
taniyabilme / - Recognizing
growth strategies

6.- Hedef pazar bolimleme ve
konumlandirma konularini
6zetleyebilme / - Ability to
summarize target market
segmentation and positioning

7.- Pazarlama karmasi (4P)
elemanlarini gergek isletme
ornekleri Gzerinden
degerlendirebilme / - To be
able to evaluate the elements
of the marketing mix (4Ps)
through real business
examples

8.- Isletmenin pazarlama
biriminde goérev aldidi alanlarla
ilgili olarak mesleki paylasima
ve dayanismaya aciktir. / -

She / he is open to professional
sharing and solidarity regarding
the fields in which the company
takes part in the marketing unit.
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9.- Isletmenin pazarlama
biriminde gorev aldig alanlarda
paydaslarla iliskileri analiz eder
ve yurutdr. / - She / he
analyzes and carries out
relations with stakeholders in
the fields of marketing unit of
the company.

10.- Isletmenin pazarlama
biriminde gorev aldig alanlarda
calistigi kurumun konumunu
sorgular ve dneriler sunar. / -
She / he questions the position
of the institution in which she
works in the marketing unit of
the enterprise and offers
suggestions.

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