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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

SALE MANAGEMENT / SALE MANAGEMENT

Ders Kodu / Course Code

SEC21020109127

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Associate / Associate

Ders Akts Kredi / ECTS 2.00
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

Formal Education / Formal Education

Egitim Dili / Education Language

Turkish / Turkish

On Kosulu Olan Ders(ler) /
Precondition Courses

Yok

None

Amaci / Purpose

Pazarlama, musteri iliskileri, satis temsilciligi gibi alanlarda kariyer yapmak isteyen
o6grencilerin satis yonetiminin temel konularina hakim olmasinin saglanmasi.

Ensure that students who want to pursue a career in areas such as marketing,
customer relations, sales representatives have mastered the essentials of sales
management.

igerigi / Content

Kisisel satig, satis planlama ve butceleme, pazar potansiyelinin tahmini, satis glicinin
orgltlenmesi, satis glicliniin segimi, egitimi, motivasyonu ve énderlik edilmesi, satisgi
kontroll, satisginin soysal sorumlulugu ve etik.

Personal sales, sales planning and budgeting, estimation of market potential,
organization of sales force, selection of sales force, training, motivation and
leadership, salesman control, generic responsibility of salesman and ethics.

Onerilen Diger Hususlar / Yok None
Recommended Other

Considerations

Staj Durumu / Internship Status Yok None

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

Satis Yonetimi, Prof. Dr. Cemal Yukselen, Detay Yayincilik

Satis Yonetimi, Prof. Dr. Cemal Yiikselen, Detay Yayincilik

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Ogr. Gor. Mustafa SARI




OGRENME GIKTILARI / LEARNING OUTCOMES

Satis ve satis yonetiminin temelini teskil eden kavramlari tanimlar ve iligkilendirir Defines and associates concepts that form the basis of sales and sales management

Satis stirecini aciklar, stirecin 6gelerini organize eder ve yonetir It explains the sales process, organizes and manages the continuous items

Satis yonetimi kavramini anlatir ve satis planlama ve biitgeleme kavramlarini degerlendirir ve uygular Describes the concept of sales management and evaluates sales planning and budgeting concepts

and
Satis glictiniin motivasyonu ile ilgili temel kavramlari anlatir ve nasil uygulanacagini gésterir Describe the basic concepts of sales force motivation and show how it will be implemented
Satis guict performans degerlemesi yapar ve nasil uygulanabilecegini gosterir Performs sales force performance evaluation and shows how it can be implemented

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 Satis yonetimine giris
Introduction to sales management
. . gretim Yont N _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Satis kariyeri
Sales career
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Satis sureci ve satin alma sureci
Sales process and purchasing process
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Satista musteri iligkileri yonetimi
Customer relationship management in sales
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Satis guicli organizasyonu

Sales force organization
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Satig tahmini
Sales forecast
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Bolge ve satig glicti planlamasi, kotalar
Region and sales force planning, quota
. . 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 Satis temsilcilerinde bulunmasi gereken 6zellikler
Features to be found in sales representatives
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Satis temsilcilerinin segimi ve egitimi
Selection and training of sales representatives
. . gretim Yont N -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Satig performansinin degerlendiriimesi

Evaluation of sales performance
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Satis yonetiminde etik
Ethics in sales management
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
13 Ornek olaylar ve oyunlar
Case studies and games
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
14  |Ornek olaylar ve oyunlar
Case studies and games
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
15 Ornek olaylar ve oyunlar
Case studies and games
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
16 Final Sinavi
Final exam
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DEGERLENDIRME / EVALUATION

Savi/ Katki Yuzdesi /
Nun}llber Percentage of
Contribution (%)
Ara Sinav / Midterm Examination 1 100
Toplam / Total: 1 100
Basar Notuna Katki Yiizdesi / Contribution to Success Grade(%): 40
Katki Yuzdesi /
Sayi /
Percentage of
e 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
Final Sinavi / Final Examination 1 2.00 2.00
Derse Katilim / Attending Lectures 14 2.00 28.00
Beyin Firtinasi / Brain Storming 14 1.00 14.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 5 2.00 10.00
Final Sinavi igiin Bireysel Calisma / Individual Study for Final Examination 5 1.00 5.00
Toplam / Total: 40 9.00 60.00

Dersin AKTS Kredisi = Toplam is Yiikii (Saat) / 30.00 (Saat/AKTS) = 60.00/30.00 = 2.00 ~ 2.00 / Course ECTS Credit = Total Workload (Hour) / 30.00 (Hour / ECTS) = 60.00 / 30.00 = 2.00 ~ 2.00
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PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari /

Program Ciktilari / Program Outcomes

Learning Outcomes

1111112 (113|114 |21.1(212 213 |3.1.13.1.2|3.1.3 [3.1.4|3.1.5(3.21 322|323 (3.3.1]332

3.33

3.4.1

34.2

343

1.Satis ve satis yonetiminin
temelini teskil eden kavramlari
tanimlar ve iligkilendirir /
Defines and associates
concepts that form the basis of
sales and sales management

2.Satis surecini aciklar, slrecin
ogelerini organize eder ve
yonetir / It explains the sales
process, organizes and
manages the continuous items

3.Satis yonetimi kavramini
anlatir ve satig planlama ve
butceleme kavramlarini
degerlendirir ve uygular /
Describes the concept of sales
management and evaluates
sales planning and budgeting
concepts and

4.Satis gliciiniin motivasyonu
ile ilgili temel kavramlar anlatir
ve nasll uygulanacagini
gOsterir / Describe the basic
concepts of sales force
motivation and show how it will
be implemented

5.Satis glict performans
degerlemesi yapar ve nasil
uygulanabilecegini gosterir /
Performs sales force
performance evaluation and
shows how it can be
implemented

Katki Dlzeyi / Contribution Level :

1-Cok Distik / Very low, 2-Diistik / Low, 3-Orta / Moderate, 4-Yuksek / High, 5-Cok Yiiksek / Very high
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