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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

PERSONEL SALES TECHNIQUES / PERSONEL SALES TECHNIQUES

Ders Kodu / Course Code

SUBS2102014276

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Associate / Associate

Ders Akts Kredi / ECTS 3.00
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 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

Kigisel satista basariyi yakalayabilmek igin satis siirecinin ve kigisel satis tekniklerinin

ogretilmesidir.

This course aims to teach the process of sales and personal sales techniques to

achieve success in personal sales.

igerigi / Content

kisisel satisin 6nemi, diger tutundurma faaliyetleriyle iliskisi,

kisisel satis temsilcisinin 6zellikleri,

kisisel satis siirecinin asamalari,

kisisel satis slrecinde potansiyel musterilerin bulunmasi ve hazirlik,
kisisel satigta musteri turleri,

kisisel satigta sunum stratejileri,

kisisel satis uygulamalari,

kisisel satista iletisim, beden dili, yazili ve s6ézlii sunum teknikleri,
kisisel satigta musteri itirazlar ve itirazlari ve itirazlar kargilama teknikleri,
kisisel satig strecinin kapatiimasi ve satis sonrasi musteri hizmetleri,
kisisel satis uygulamalari,

Kisisel satis stireci dersin kapsami igerisinde olan konulardir.

The importance of personal sales, other promotion
The relationship between activity

specification is for personal sales

The stages of personal selling process

personal selling process, potential customers

and in that the preparation

personal selling customer types

personal sales presentation strategies

personal sales practices

personal sales contact , body language, written and spoken
presentation techniques

personal selling and customer objections and appeals
techniques to meet objections

closure and sale of personal selling process

After the customer service

personal sales practices.

Onerilen Diger Hususlar / Yok None
Recommended Other

Considerations

Staj Durumu / Internship Status Yok None




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

Kisisel Satis Yonetimi_Prof.Dr. Aypar Uslu
Profesyonel Satis Yonetimi-Prof.Dr. Serap Gabuk

Kisisel Satis Yonetimi_Prof.Dr. Aypar Uslu
Profesyonel Satis Yonetimi-Prof.Dr. Serap Gabuk

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Ogr. Gér. ilkay Ugur

OGRENME GIKTILARI / LEARNING OUTCOMES

1 Kisisel satis slrecinde itirazlan karsilar ve sikayetleri yonetir. Meets Opposition in personal sales process and manages complaints.
2 Beden dilini etkin sekilde kullanir. It uses body language effectively .

3 Kisisel satis sunum tekniklerini uygular. Apply the personal sales presentation techniques .

4 Kisisel satis surecini yonetir. It manages the personal sales process.

5 Kisisel satis tekniklerini uygular. Apply the personal sales techniques.

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 Kisisel satisin 6nemi, diger tutundurma faaliyetleriyle iligkisi
The importance of personal selling, relationship with other
promotional activities
. . gretim Yont .. _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Kisisel satis temsilcisinin 6zelllikleri
Specification is for personal sales
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Kisisel satis surecinin agamalari
Personal sales process stages
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Kisisel satis strecinde potansiyel musterilerin bulunmasi ve hazirlik
The presence of potential customers in the personal selling process
and preparation
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Kisisel satista musteri tirleri

Personal sales customer types

3/7




Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Kisisel satista sunum stratejileri
Personal sales presentation strategies
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Kisisel satig uygulamalar
Personal sales practices
. . 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 Kisisel satista iletisim, beden dili, yazili ve sézli sunum teknikleri
Personal sales contact , body language , written and oral
presentation skills
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Kisisel satista musteri itirazlan ve itirazlarn ve itirazlan kargilama
teknikleri
Personal sales customer appeal and appeal and appeal to meet
techniques
closing the
. . gretim Yont .. -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Kisisel satis slrecinin kapatilmasi ve satis sonrasi musteri hizmetleri

Personal selling process and after-sales customer service
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Kisisel satis uygulamalari
Personal sales practices
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
13 Kisisel satis sureci
Personal sales process
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
14 Kisisel satis sureci
Personal sales process
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
15 Kisisel satig streci
Personal sales process
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
16 Dénem sonu sinavi

Final exam
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DEGERLENDIRME / EVALUATION

Katki Yiizdesi /

Nii}:t')ér Percentage of
Contribution (%)
Ara Sinav / Midterm Examination 1 40
Derse Katilim / Attending Lectures 14 20
Bireysel Calisma / Self Study 14 20
Ara Sinav Igin Bireysel Galisma / Individual Study for Mid term Examination 14 20
Toplam / Total: 43 100
Basari Notuna Katki Ylizdesi / Contribution to Success Grade(%): 40
Savi/ Katki Yuzdesi /
Nurr¥ber Percentage of
Contribution (%)
Final Sinavi igin Bireysel Calisma / Individual Study for Final Examination 28 40
Final Sinavi / Final Examination 1 60
Toplam / Total: 29 100
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:
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IS YUKU / WORKLOADS

Siiresi | Toplam Is Yiikii
- Sayi/ (Saat) / (Saat) / Total

S L e CERE Number | Duration Work Load

(Hours) (Hour)
Ara Sinav / Midterm Examination 1 14.00 14.00
Final Sinavi / Final Examination 1 14.00 14.00
Derse Katilim / Attending Lectures 14 3.00 42.00
Bireysel Calisma / Self Study 14 2.00 28.00
Toplam / Total: 30 33.00 98.00

Dersin AKTS Kredisi = Toplam is Yiikii (Saat) / 30.00 (Saat/AKTS) = 98.00/30.00 = 3.27 ~ / Course ECTS Credit = Total Workload (Hour) / 30.00 (Hour / ECTS) = 98.00/ 30.00 = 3.27 ~

PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari /

Program Ciktilar / Program Outcomes

Learning Outcomes

1.1.2

1.1.3

114115 (116|117 118 [ 1.1.9 |{1.1.10|1.1.11{1.1.12|1.1.13

1.Kisisel satis siirecinde
itirazlan karsilar ve sikayetleri
yonetir. / Meets Opposition in
personal sales process and
manages complaints.

2.Beden dilini etkin sekilde
kullanir. / It uses body
language effectively .

3.Kisisel satis sunum
tekniklerini uygular. / Apply the
personal sales presentation
techniques .

4 Kisisel satig surecini yonetir. /
It manages the personal sales
process.

5.Kisisel satis tekniklerini
uygular. / Apply the personal
sales techniques.

Katki Dlizeyi / Contribution Level : 1-Cok Diisiik / Very low, 2-Diisiik / Low, 3-Orta / Moderate, 4-Yiksek / High, 5-Cok Yiiksek / Very high
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