2023 - 2024 / IST516 - Sales Management / Sales Management

GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

Sales Management / Sales Management

Ders Kodu / Course Code

IST516

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Master without Thesis / Master without Thesis

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

Daytime Class / Daytime Class

Egitim Dili / Education Language

Turkish / Turkish

On Kosulu Olan Ders(ler) /
Precondition Courses

Yok

None

Amaci / Purpose

Bu dersin amaci 6@rencilere, satis glicl ve satis yonetimi ile ilgili temel kavramlar, kisisel
satis planlamasi, satis glictinlin organizasyonu, egitimi, motivasyonu konulari hakkinda
bilgi kazandirmaktir.

The aim of this lesson is to gain knowledge of basics of sales power, sales
management, personal sales planning, sales power organization, training, motivation.

igerigi / Content

Pazarlama

Satig

Pazarlama Satis Farki
Musteri

PIK Degerler

Endustriyel Satis
Endiistriyel Alict Ozellikleri
Satici Ozellikleri

Marketing

Sales

Marketing & Sales Differences
Customer

MID Values

B2B Sales

The Roles of B2B Buyers
Properties of a Salesman

Satis Adimlari Sales Steps
Satis Planlama Sales Planning
Satis Glci Sales Power
Onerilen Diger Hususlar / Yok None
Recommended Other
Considerations
Staj Durumu / Internship Status Yok None

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

Karafakioglu, M. (2005) Ornek Olaylarla Satis Yénetimi
Altunisik, R., & Islamoglu, A. H. (2014). Satis ve Satis Yonetimi
Yilmaz, C. (Ed.) ve Ersoy, N.F. (Ed.) (2013). Satis Yonetimi

Karafakioglu, M. (2005) Ornek Olaylarla Satis Yénetimi
Altunisik, R., & Islamoglu, A. H. (2014). Satis ve Satis Yonetimi
Yilmaz, C. (Ed.) ve Ersoy, N.F. (Ed.) (2013). Satis Yonetimi




Ogretim Uyesi (Uyeleri) / Faculty Dr. Zeki Yiiksekbilgili
Member (Members)

OGRENME GIKTILARI / LEARNING OUTCOMES

1 Ogrenciler temel satis terminolojisini tanimlar. Students will describe the basic sales terminology.

2 Ogrenciler satis ve pazarlama arasindaki farklan agiklar. Students will define the differences between sales and marketing.

3 Ogrenciler satis ydnetiminin 6nemini agiklar. Students will describe the importance of sales management.

4 Ogrenciler satis adimlarini tanimlayabilirler. Students can define sales steps.

5 Ogrenciler satis adimlarini uygulayabilirler. Students can perform sales steps.

6 Ogrenciler satis gliciinii planlayabilirler. Students can plan sales power.

7 Ogrenciler satis giiciinii ve dnemini tanimlayabilirler. Students will define and describe the importance of the sales power.

HAFTALIK DERS ICERIGi / DETAILED COURSE OUTLINE
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Hafta / Week

Teorik Dersler / Theoretical

Uygulama

Lab

Ogretim Yontem ve
Teknikleri/Teaching Methods
Techniques

On Hazirlik / Preliminary

TEMEL KAVRAMLAR

Pazarlama

1 Satis

Pazarlama ve Satis Arasindaki Fark

BASICS

Marketing

Sales

Differences Between Sales & Marketing

Teorik Dersler / Theoretical

Uygulama

Lab

Ogretim Yontem ve
Teknikleri/Teaching Methods
Techniques

On Hazirlik / Preliminary

Musteri
Tuketici
Algilama
2 Ogrenme
Davranis

Customer
Consumer
Perception
Learning
Acting

Teorik Dersler / Theoretical

Uygulama

Lab

Ogretim Yoéntem ve
Teknikleri/Teaching Methods
Techniques

On Hazirlik / Preliminary

SATIS ve SATICILIK
3 Alicida Olmasi Gereken Ozellikler
Endustriyel Satista Alici Rolleri

SALES AND SALESMAN
Properties of Buyers
The Roles of B2B Buyers

Teorik Dersler / Theoretical

Uygulama

Lab

Ogretim Yontem ve
Teknikleri/Teaching Methods
Techniques

On Hazirlik / Preliminary

Diinyanin En lyi Saticilarinin Ortak Ozellikleri
Saticida Olmasi Gereken Ozellikler

The Common Properties of Best Sellers
The Properties of Salesman

Teorik Dersler / Theoretical

Uygulama

Lab

Ogretim Yéntem ve
Teknikleri/Teaching Methods
Techniques

On Hazirlik / Preliminary

SATIS ADIMLARI
5 Satigin Sanatsal Yani
Satigin Bilimsel Yani

SALES STEPS
The Art of Selling
The Science of Selling
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Hazirlik
Ik Intiba
Preperation
First Impression
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Glven Kurma
Ihtiya¢ Analizi
Building Trust
Need Analysis
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Uriine Ait Faydalarin Sunumu
Presenting the Benefits
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 itirazlarla Baga Gikma
Managing Objections
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Satig Kapatma
Closing Sales
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁgll(T;rT/?rr:aeg;i\;\Z Methods On Hazirlik / Preliminary
Techniques
11 Karli Musteri Gelistirme

Developing Profitable Customer
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 SATIS PLANLAMA
Satis Gucu Orglitlenmesi
SALES PLANNING
Organizing Sales Power
Teorik Dersler / Theoretical Uygulama Lab ?g{ﬁmlﬁggﬂi\% Methods On Hazirlik / Preliminary
Technigues
13 [Satis Giiciniin Odillendiriimesi
Promoting Sales Power
Teorik Dersler / Theoretical Uygulama Lab ?g&ﬁﬂ&gﬁgﬁgmz Methods On Hazirlik / Preliminary
Techniques
14 Satig Giicu Performans Yonetimi

Performance Management of Sales Power
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DEGERLENDIRME / EVALUATION

. Savi/ Katki Yuzdesi /
Yanyil (Yil) Ii Etkinlikleri / Term (or Year) Learning Activities N y Percentage of
umber S o
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 y Percentage of
Number o s
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 1.00 1.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 1 20.00 20.00
Bireysel Calisma / Self Study 14 4.00 56.00
Derse Katilim / Attending Lectures 14 2.00 28.00
Final Sinavi / Final Examination 1 1.00 1.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 1 20.00 20.00
Okuma / Reading 14 2.00 28.00
Toplam / Total: 46 50.00 154.00
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Dersin AKTS Kredisi = Toplam Is Yiikii (Saat) / 25.00 (Saat/AKTS) = 154.00/25.00 = 6.16 ~ / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 154.00 / 25.00 = 6.16 ~

PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari /
Learning Outcomes

Program Ciktilarn / Program Outcomes

1.1.2

1.1.3

114 (115|116 |1.1.7 118 | 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

1.1.18

1.1.19

1.1.20

1.1.21

1.1.22

1.1.23

1.0grenciler temel satig
terminolojisini tanimlar. /
Students will describe the basic
sales terminology.

2.0grenciler satis ve
pazarlama arasindaki farklari
aciklar. / Students will define
the differences between sales
and marketing.

3.0grenciler satis yénetiminin
6nemini aciklar. / Students will
describe the importance of
sales management.

4.Ogrenciler satig adimlarini
tanimlayabilirler. / Students can
define sales steps.

5.0grenciler satis adimlarini
uygulayabilirler. / Students can
perform sales steps.

6.0grenciler satis glictini
planlayabilirler. / Students can
plan sales power.

7.Ogrenciler satis giiciinii ve
dnemini tanimlayabilirler. /
Students will define and
describe the importance of the
sales power.

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