2023 - 2024 / OTHU216 -

GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

Ders Kodu / Course Code

OTHU216

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Associate / Associate

Ders Akts Kredi / ECTS 3.00
Haftalik Ders Saati (Kuramsal) / 2.00
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

Eczanede dogru satis ve pazarlama tekniklerinin nasil kullanilabilecegini ve bunun
etkilerinin nasil olacagini géstermektir.

It is to show how the right sales and marketing techniques can be used in the
pharmacy and how their effects will be.

igerigi / Content

Bu ders; 1. Yonetimde temel kavramlar ve eczane ydnetiminde satis ve pazarlamanin
énemi,2. T.C. Saglik Bakanligrnin Beseri Tibbi Uriinlerin Tanitim Faaliyetleri Hakkindaki
Yonetmeliginde yer alan; eczanede pazarlama ve satig yonetimine dair sinirlliklarin
okunmasi ve degerlendiriimesi,3. Pazarlamada temel kavramlar,4. Eczanede pazarlama
yoénetimi konularini igermektedir.

This course; 1. Basic concepts in management and the importance of sales and
marketing in pharmacy management,2. T.R. In the Regulation of the Ministry of Health
on Promotional Activities of Medicinal Products for Human Use; Reading and
evaluating the limitations of marketing and sales management in pharmacy,3. Basic
concepts in marketing, 4. Marketing management in pharmacy, includes topics.

Onerilen Diger Hususlar /
Recommended Other
Considerations

Staj Durumu / Internship Status

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

Eczacilik isletmeciligi Akil Notlari-Prof. Dr. Selen Yegenoglu - Dr. Ogr. Uyesi Nazli Sencan,
Giines Tip Kitabevi

Eczacilik isletmeciligi Akil Notlari-Prof. Dr. Selen Yegenoglu - Dr. Ogr. Uyesi Nazli
Sencan, Guines Tip Kitabevi

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Ogr. Goér. Doruk AKDOGAN

Ogr. Goér. Doruk AKDOGAN




OGRENME GIKTILARI / LEARNING OUTCOMES

Yoénetim, pazarlama ve satisla ilgili temel kavramlar agiklayabilir. Explain the basic concepts of management, marketing and sales.

Eczanede iyi pazarlama ve satis yonetimi uygulamalarini érnekler Gzerinden karsilastirir. Compares good marketing and sales management practices in pharmacy through examples.
Eczane eczaciligina pazarlama ve satig yonetimini uyarlar. Adapts marketing and sales management to pharmacy pharmacy.

iletisim becerilerini galisma hayatina adapte edebilir. Can adapt communication skills to working life.

HAFTALIK DERS ICERIGi / DETAILED COURSE OUTLINE

217




Hafta / Week

Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
1 Yonetimde temel kavramlar ve eczane yonetiminde satis ve
pazarlamanin 6nemi
Basic concepts in management and the importance of sales and
marketing in pharmacy management
. . gretim Yont .. _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Eczanede pazarlama ve satis yonetimine dair sinirliliklar
Limitations on marketing and sales management in pharmacy
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Pazarlamada temel kavramlar
Basic concepts in marketing
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Eczanede pazarlama yonetimi
Marketing management in pharmacy
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Satista temel kavramlar

Basic concepts in sales
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Eczanede satis yonetimi
Sales management in pharmacy
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Uygulamali SWOT Analiz ¢aligmasi
Applied SWOT Analysis study
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Ara Sinav
Midterm
Teorik Dersler / Theoretical Uygulama Lab ?g{ﬁh‘:};:{ﬁgggﬂ\r/‘z Methods On Hazirlik / Preliminary
Technigues
9 Tanzim ve teshir uygulamalarinin eczanede pazarlama ve satis
yonetimine etkisi
The effects of arrangement and display practices on marketing and
sales management in pharmacy
. . Ogretim Yont - .
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁiw:eri/?rr;:(r‘}]ﬁ\rg Methods On Hazirlik / Preliminary
Techniques
10 Beden dilinin eczanede pazarlama ve satig yonetimine etkisi
The effect of body language on marketing and sales management in
pharmacies
. . Ogretim Yoéntem ve - o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
11 Eczane Urlnleri pazarinin eczanede pazarlama ve satig yonetimine

etkisi

The effect of the pharmacy products market on the marketing and
sales management in the pharmacy
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Eczanede pazarlama ve satis yonetimi ile ilgili giincel makalelerin
okunmasi ve deg@erlendirilmesi
Reading and evaluating current articles on marketing and sales
management in pharmacy
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁgll(rlnerils)l'gt:é?]i\rgz Methods On Hazirlik / Preliminary
Technigues
13 Eczanede pazarlama ve satis yénetimi ile ilgili glincel makalelerin
okunmasi ve degerlendirilmesi
Reading and evaluating current articles on marketing and sales
management in pharmacy
. . Ogretim Yont - .
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(l?;ri/s)rgsgiﬁz Methods On Hazirlik / Preliminary
Techniques
14 Eczanede pazarlama ve satis yonetimi ile ilgili gincel makalelerin
okunmasi ve degerlendiriimesi
Reading and evaluating current articles on marketing and sales
management in pharmacy
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
15 Final Sinavi
Final Exam
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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 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 5 5.00 25.00
Final Sinavi / Final Examination 1 1.00 1.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 5 4.00 20.00
Performans / Performance 15 2.00 30.00
Toplam / Total: 27 13.00 77.00

Dersin AKTS Kredisi = Toplam is Yiikii (Saat) / 25.00 (Saat/AKTS) = 77.00/25.00 = 3.08 ~ / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 77.00 / 25.00 = 3.08 ~

6/7




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.Y6netim, pazarlama ve
satisla ilgili temel kavramlari
aciklayabilir. / Explain the basic 5 5 2 1 3 1 4 5 1 2 5 4 2 1
concepts of management,
marketing and sales.

2.Eczanede iyi pazarlama ve
satis yonetimi uygulamalarini
ornekler lizerinden
karsilastinr. / Compares good 5 5 2 1 3 1 4 5 1 2 5 4 2 1
marketing and sales
management practices in
pharmacy through examples.

3.Eczane eczaciligina

pazarlama ve satis yonetimini
uyarlar. / Adapts marketing and 5 5 2 1 3 1 4 5 1 2 5 4 2 1
sales management to
pharmacy pharmacy.

4.lletisim becerilerini calisma
hayatina adaptg—:‘ eclleblllr../ Can 5 5 9 y 3 5 3 3 1 1 9 9 5 1
adapt communication skills to
working life.

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