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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

International Sales Management / International Sales Management

Ders Kodu / Course Code

EISL322

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Bachelor / Bachelor

Ders Akts Kredi / ECTS 7.00
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 3

Ogretim Sistemi / Teaching System

Daytime Class / Daytime Class

Egitim Dili / Education Language

Turkish / Turkish

On Kosulu Olan Ders(ler) /
Precondition Courses

Bulunmamaktadir

None

Amaci / Purpose

Ogrencilerin uluslararas satis yénetimi ve satis stratejileri hakkinda bilgi sahibi olmalar,
satis slirecine yonelik gerekli profesyonel ve sosyal yetkinlikler kazanmalari
hedeflenmektedir.

It is aimed for students to gain knowledge about international sales management and
sales strategies and to gain the necessary professional and social competencies for
the sales process.

igerigi / Content

Dersle ilgili igerik Haftalik Ders Ayrintilar’'nda verilmistir.

The contents of the course are detailed below in weekly course content

Onerilen Diger Hususlar / Bulunmamaktadir None
Recommended Other

Considerations

Staj Durumu / Internship Status Bulunmamaktadir None

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

Profesyonel Satis Yénetimi, Abdullah OKUMUS, istanbul Universitesi Agik ve Uzaktan
Egitim Fakultesi,
Uluslararasi Satis Yonetimi Ders sunumu

Profesyonel Satis Yénetimi, Abdullah OKUMUS, istanbul Universitesi Agik ve Uzaktan
Egitim Fakultesi,
Lecture Presentation

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Dr. Ogr. Uyesi Fulya OZDEMIR

Asst. Prof. Dr. Fulya OZDEMIR




OGRENME GIKTILARI / LEARNING OUTCOMES

Bu dersi basariyla tamamlayan 6grenciler; satis, satis yonetimi, satis organizasyonu, uluslararasi Students who successfully complete this course; sales, sales management, sales organization,
satig, uluslararasi satis stratejileri ve uluslararasi pazar gesitleri, bu pazarlara nasil girilmesi gerektigi international sales, international sales strategies, international market types and how to enter these
ile ilgili kavramlar hakkinda yeterli bilgi sahibi olmaktadir. markets have sufficient knowledge about the concepts.

Ogrenciler satis ydnetiminin isletme fonksiyonlari igindeki yerini ve 6nemini kavrayacaklardir. Students will understand the importance of sales management within business functions.

Kisisel satis ve ikna teknikleri hakkinda bilgi sahibi olacaklardir. They will have knowledge about personal selling and persuasion tecnhniques.

Uluslararasi satista motivasyon, kiiltir ve liderlik konularinda detayl bilgi sahibi olacaklardir. They will have detailed information about motivation, culture and leadership in international sales.

HAFTALIK DERS ICERIGi / 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 Satis ve Pazarlama Kavrami ve Fonksiyonlari
Sales and Marketing Concept and Functions
. . gretim Yont N _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Pazarlama ve Satis Arasindaki iliki
The Relationship Between Marketing and Sales
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Satig Kavrami ve Asamalari
Concept of Sales and Stages
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Msteriyle iletisim Kurmak
Communicating with the Customer
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Kisisel Satis ve Kisisel Satista ikna

Personal Selling and Persuasion in Personal Selling
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Uluslararasi Satis Temsilcilerinin Segilmesi
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Ara Sinav
Midterm Exam
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Uluslararasi Satis Temsilcilerinin Egitimi ve Yiikselmesi
Training and Promotion of International Sales Representatives
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 Uluslararasi Satis Temsilcilerinin Motivasyonu
Motivation of International Sales Representatives
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Uluslararasi Satis Yonetimi |
International Sales Management |
. . gretim Yont N -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Uluslararasi Satis Yonetimi Il

International Sales Management ||
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Uluslararasi Pazarda Satis Stratejileri |
Sales Strategies in International Market |
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁgll(rlnerils)l'gt:é?]i\rgz Methods On Hazirlik / Preliminary
Technigues
13 Uluslararasi Pazarda Satis Stratejileri Il
Sales Strategies in International Market 11
. . Ogretim Yont - .
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(l?;ri/s)rgsgiﬁz Methods On Hazirlik / Preliminary
Techniques
14 Uluslararasi Satista Glncel Konular
Current Issues in International Sales
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 y Percentage of
Number - A
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 2.00 2.00
Bitlinleme Sinavi / Makeup Examination 1 2.00 2.00
Derse Katilim / Attending Lectures 14 4.00 56.00
Final Sinavi / Final Examination 1 2.00 2.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 1 20.00 20.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 1 25.00 25.00
Soru-Yanit / Question-Answer 14 4.00 56.00
Toplam / Total: 33 59.00 163.00
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Dersin AKTS Kredisi = Toplam Is Yiikii (Saat) / 25.00 (Saat/AKTS) = 163.00/25.00 = 6.52 ~ / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 163.00 / 25.00 = 6.52 ~

PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari / Program Ciktilari / Program Outcomes
LeaminglOicones 111112 (113|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.Bu dersi basariyla
tamamlayan 6grenciler; satis,
satis yonetimi, satis
organizasyonu, uluslararasi
satis, uluslararasi satis
stratejileri ve uluslararasi pazar
cesitleri, bu pazarlara nasil
girilmesi gerektigi ile ilgili
kavramlar hakkinda yeterli bilgi
sahibi olmaktadir. / Students 5 4 3 2 2 3 4 5 5 4 3 2 3
who successfully complete this
course; sales, sales
management, sales
organization, international
sales, international sales
strategies, international market
types and how to enter these
markets have sufficient
knowledge about the concepts.

2.0grenciler satig yonetiminin
isletme fonksiyonlari igindeki
yerini ve 6nemini
kavrayacaklardir. / Students
will understand the importance
of sales management within
business functions.

3.Kisisel satis ve ikna teknikleri
hakkinda bilgi sahibi
olacaklardir. / They will have
knowledge about personal
selling and persuasion
tecnhniques.

4 Uluslararasi satista
motivasyon, kultir ve liderlik
konularinda detayl bilgi sahibi
olacaklardir. / They will have
detailed information about
motivation, culture and
leadership in international
sales.

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

717




