2023 - 2024 / PIO535 - Business-to-Business Marketing / Business-to-Business Marketing

GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

Business-to-Business Marketing / Business-to-Business Marketing

Ders Kodu / Course Code

P10535

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Master with Thesis / Master with 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

On Kosulu Olan Ders(ler) /
Precondition Courses

Yok

None

Amaci / Purpose

"B2B Pazarlama" dersinin amaci, 6grencilere isletme-isletme pazarlamasi stratejilerini ve
uygulamalarini anlatmaktir. Bu ders sayesinde 6grenciler, B2B pazarlarini analiz etmeyi,
etkili pazarlama stratejileri gelistirmeyi ve B2B baglaminda musteri iligkilerini ydnetmeyi
o6greneceklerdir.

The aim of the "B2B Marketing" course is to provide students with an understanding of
business-to-business marketing strategies and practices. Through this course,
students will learn how to analyze B2B markets, develop effective marketing
strategies, and manage customer relationships in the B2B context.

igerigi / Content

"B2B Pazarlama" dersinin amaci, 6grencilere isletme-isletme pazarlamasi stratejilerini ve
uygulamalarini anlatmaktir. Bu ders sayesinde 6grenciler, B2B pazarlarini analiz etmeyi,
etkili pazarlama stratejileri gelistirmeyi ve B2B baglaminda musteri iligkilerini ydnetmeyi
o6greneceklerdir.

The aim of the "B2B Marketing" course is to provide students with an understanding of
business-to-business marketing strategies and practices. Through this course,
students will learn how to analyze B2B markets, develop effective marketing
strategies, and manage customer relationships in the B2B context.

Onerilen Diger Hususlar / Yok None
Recommended Other

Considerations

Staj Durumu / Internship Status Yok None
Kitabi / Malzemesi / Onerilen Yok None

Kaynaklar / Books / Materials /
Recommended Reading

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)




OGRENME GIKTILARI / LEARNING OUTCOMES

Ogrenciler, isletme-isletme (B2B) pazarlama kavramlarini anlayacak ve B2B pazarlarinin ézelliklerini
degerlendirebileceklerdir.

Students will understand business-to-business (B2B) marketing concepts and evaluate the
characteristics of B2B markets.

Ogrenciler, B2B miisterilerini analiz etme ve segmentasyon tekniklerini uygulayarak hedef kitleleri
belirleyebileceklerdir.

Students will be able to analyze B2B customers and identify target audiences by applying
segmentation techniques.

Dersi tamamlayan 6grenciler, etkili B2B pazarlama stratejileri gelistirebilecek ve
uygulayabileceklerdir.

Students completing the course will be able to develop and implement effective B2B marketing
strategies.

Ogrenciler, B2B baglaminda miisteri iliskilerini ydnetme ve siirdiirme becerilerini gelistireceklerdir.

Students will develop skills in managing and maintaining customer relationships in the B2B context.

HAFTALIK DERS iCERIGi / DETAILED COURSE OUTLINE
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Hafta / Week

Ogretim Yontem ve

Teknikleri/Teaching Methods On Hazirlik / Preliminary

Teorik Dersler / Theoretical Uygulama Lab

Techniques

1 B2B Pazarlama Temelleri ve Kavramlar

Fundamentals and Concepts of B2B Marketing

Teorik Dersler / Theoretical Uygulama Lab ?g{ﬁ;ﬂ;}ﬁgg&i\éz Methods On Hazirlik / Preliminary

Techniques

2 B2B Pazarlama Stratejileri ve Uygulamalari

Strategies and Practices in B2B Marketing

Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary

Techniques

3 B2B Pazarlarinin Analizi ve Segmentasyonu

Analysis and Segmentation of B2B Markets

Teorik Dersler / Theoretical Uygulama Lab ?g&ﬁ;g;:{ﬁg:&ig Methods On Hazirlik / Preliminary

Techniques

4 Misteri Odaklilik ve Deger Onerisi

Customer Focus and Value Proposition

gretim YO "
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁgll(rlnerils)l'gt:é?]i\r’:; Methods On Hazirlik / Preliminary

Technigues

5 B2B Uriin ve Hizmet Gelistirme

Product and Service Development in B2B
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 B2B Fiyatlandirma Stratejileri
Pricing Strategies in B2B
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Dagitim ve Lojistik Yonetimi
Distribution and Logistics Management in B2B
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Ara Sinav
Midterm
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 B2B Pazarlama iletigimi ve Reklami
B2B Marketing Communication and Advertising
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Satis Yénetimi ve Misteri iligkileri
Sales Management and Customer Relationships in B2B
. . gretim Yont N -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 B2B Dijital Pazarlama

B2B Digital Marketing
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Marka Yénetimi ve Kurumsal itibar
Brand Management and Corporate Reputation
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁ;LT;ri/%Zt:g;li\éz Methods On Hazirlik / Preliminary
Technigues
13 Musteri Deneyimi ve Memnuniyeti
Customer Experience and Satisfaction in B2B
. . Ogretim Yont: - .
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlrt\eri/s)l'r;sgiﬁge; Methods On Hazirlik / Preliminary
Techniques
14 B2B Pazarlama Performansi Olgiimii ve Degerlendirme

Measurement and Evaluation of B2B Marketing Performance
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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 72.00 72.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 1 1.00 1.00
Final Sinavi / Final Examination 1 76.00 76.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 1 1.00 1.00
Toplam / Total: 4 150.00 150.00

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 Ciktilar / 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|1.1.14 [1.1.15

1.0grenciler, isletme-igletme
(B2B) pazarlama kavramlarini
anlayacak ve B2B pazarlarinin
Ozelliklerini
degerlendirebileceklerdir. /

Students will understand 5 5 5 5 5 5 5 5 5 4 5 4 5 4 5
business-to-business (B2B)
marketing concepts and
evaluate the characteristics of
B2B markets.

2.0grenciler, B2B miisterilerini
analiz etme ve segmentasyon
tekniklerini uygulayarak hedef
kitleleri belirleyebileceklerdir. /
Students will be able to 5 4 5 4 5 4 5 4 4 5 4 5 4 5 5
analyze B2B customers and
identify target audiences by
applying segmentation
techniques.

3.Dersi tamamlayan dgrenciler,
etkili B2B pazarlama stratejileri
gelistirebilecek ve
uygulayabileceklerdir. /
Students completing the
course will be able to develop
and implement effective B2B
marketing strategies.

4.0grenciler, B2B baglaminda
musteri iligkilerini ydnetme ve
surdlrme becerilerini
gelistireceklerdir. / Students will
develop skills in managing and
maintaining customer
relationships in the B2B
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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