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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

Marketing and Sales Strategies in Sports / Marketing and Sales Strategies in Sports

Ders Kodu / Course Code

ESPR330

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Bachelor / Bachelor

Ders Akts Kredi / ECTS 5.00
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 3

Ogretim Sistemi / Teaching System

Daytime Class / Daytime Class

Egitim Dili / Education Language

On Kosulu Olan Ders(ler) /
Precondition Courses

Amaci / Purpose

Sporda pazarlama ve satis strateji basamaklamasi

Marketing and sales strategy cascade in health club business

igerigi / Content

isletmedeki her birim igin pazarlama ve satis stratejilerinin belirlenmesi

Determination of marketing and sales strategies for each unit in the business

Onerilen Diger Hususlar /
Recommended Other
Considerations

Staj Durumu / Internship Status

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

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Onur Bayhan




OGRENME GIKTILARI / LEARNING OUTCOMES

Sektor tanimi

Sector Definition

Musteri tanimi

Customer definition

10 Oncelik

10 Essentials

Neden spor salonuna tiye olunur ?

Why to become a member of the gym?

Egitmen icin pazarlama ve satis

Marketing and sales for the instructor

Kullp yéneticisi i¢in pazarlama ve satis

Marketing and sales for the manager

Satis personeli i¢in pazarlama ve satig

Marketing and sales for the sales person

Online pazarlama ve satis

Online Marketing and sales

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 Tanigma ve dersin tanimi
Meeting and description of the lesson
. . gretim Yont .. _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Sektor tanimi
Sector definition
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Neden spor salonuna lye olunur ?
Why to become a member of the gym ?
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 10 6ncelik - 1.bélim
10 essentials - part 1
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 10 6ncelik - 2.bolUm

10 Essentials - Part 2
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Egitmenler i¢in pazarlama ve satis
Marketing and sales for the instructor
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Egitmenler i¢in pazarlama ve satis
Marketing and sales for the instructor
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Vize
Midterm exam
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 Egitmenler igin pazarlama ve satis
Marketing and sales for the instructor
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Yonetici icin pazarlama ve satis
Marketing and sales for the manager
. . gretim Yont N -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Satig personeli icin pazarlama ve satis

Marketing and sales for sales person
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Satis personeli i¢in pazarlama ve satis
Marketing and sales for sales person
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁgll(rlnerils)l'gt:é?]i\rgz Methods On Hazirlik / Preliminary
Technigues
13 Online pazarlama ve satis
Online Marketing and sales
. . Ogretim Yont - .
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(l?;ri/s)rgsgiﬁz Methods On Hazirlik / Preliminary
Techniques
14 Genel tekrar
An overview
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
15 Final
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 Nun¥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 2.00 2.00
Derse Katilim / Attending Lectures 1 40.00 40.00
Final Sinavi / Final Examination 1 3.00 3.00
Gozlem / Observation 1 40.00 40.00
Soru-Yanit / Question-Answer 1 40.00 40.00
Toplam / Total: 5 125.00 125.00

Dersin AKTS Kredisi = Toplam is Yiikii (Saat) / 25.00 (Saat/AKTS) = 125.00/25.00 = 5.00 ~ 5.00 / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 125.00 / 25.00 = 5.00 ~ 5.00
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PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari / Program Ciktilari / Program Outcomes

Learning Outcomes 111 (112 (113 (114 (115 [1.16 [ 1.1.7 [ 1.1.8 [ 1.1.9 [1.1.10|1.1.11{1.1.12
1.Sektor tanimi / Sector

Definition 4 S5 5

2.Musteri tanimi / Customer

definition 4 5 5 5

3.10 Oncelik / 10 Essentials 5 5 5 3

4.Neden spor salonuna lye
olunur ? / Why to become a 4 5 5 5
member of the gym?

5.Eg@itmen icin pazarlama ve
satis / Marketing and sales for 4 5 3
the instructor

6.Kullp yoneticisi igin
pazarlama ve satis / Marketing 4 5 3
and sales for the manager

7.Satig personeli igin
pazarlama ve satis / Marketing 4 5 3
and sales for the sales person

8.0nline pazarlama ve satis /
Online Marketing and sales

Katki Dlzeyi / 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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