ODIS273 - International Sales and Negotiations / International Sales and Negotiations

GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

International Sales and Negotiations / International Sales and Negotiations

Ders Kodu / Course Code

ODIS273

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Associate / Associate

Ders Akts Kredi / ECTS 4.00
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

On Kosulu Olan Ders(ler) /
Precondition Courses

On kosul bulunmamaktadir.

There are no prerequisites.

Amaci / Purpose

Uluslararasi satig ve anlasmalar dersinin amaci, kiresel cevrede basaril, satis yonetimine
etki eden temel faktorlerin 6gretilmesidir

The aim of the international sales and agreements course is to teach the basic factors
that affect successful sales management in the global environment.

igerigi / Content

Uluslararasi satis ve gérismeler dersi, kuresel kisisel satis ve uluslararasi satig
yonetiminin kurallarini icermektedir. Kiresellesme, karsilikh kulttrel gérismeler, kiresel
pazarlarin tahmin edilmesi ve tanimlanmasi, kiresel insan kaynaklari gibi kiiresel cevrede
satis yénetimi icin 6nem tasiyan kavramlar igerir.

The international sales and negotiations course covers the rules of global personal
selling and international sales management. Globalization includes concepts that are
important for sales management in a global environment, such as mutual cultural
negotiations, forecasting and defining global markets, and global human resources

Onerilen Diger Hususlar /
Recommended Other
Considerations

Staj Durumu / Internship Status

15 yada 30 is guinu

15 or 30 business days

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

Prof. Dr. Abdullah Okumus. Profesyonel Satis Ydnetimi.
http://auzefkitap.istanbul.edu.tr/kitap/isletme_au/profsatisyon.pdf

Altunisik, R., & islamoglu, A. H. (2014). Satis ve satis ydnetimi. Sakarya: Sakarya
Yayincilik. ISBN 9758644766

Prof. Dr. Abdullah Okumus. Professional Sales Management.
http://auzefkitap.istanbul.edu.tr/kitap/isletme_au/profsatsyon.pdf

Altunisik, R., & islamoglu, A. H. (2014). Sales and sales management. Sakarya:
Sakarya Publishing. ISBN 9758644766

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

Ogr.Gov.Ferhat Dumanl

Lecturer.Ferhat Dumanli




OGRENME GIKTILARI / LEARNING OUTCOMES

Dis Ticaret kavramlari hakkinda bilgi sahibi olur. Have knowledge about Foreign Trade concepts.

Dunya ticareti ve ticaret yapisi hakkinda bilgi sahibidir. has knowledge about world trade and trade structure.

Farkli uluslararasi kurum yapilarini tanir. Recognizes different international institutional structures.

Uluslararasi satis ve satiscilik 6zellikleri hakkinda bilgi sahibi olur. Have knowledge about international sales and salesmanship features.

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 Uluslararasi pazarlama ve satis
International marketing and sales
. . gretim Yont .. _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Strateji kavrami ve Uluslararasi rekabet satis stratejileri
Strategy concept and International competition sales strategies
Teorik Dersler / Theoretical Uygulama Lab ?g;ﬁiﬁ:ﬁgtsgig Methods On Hazirlik / Preliminary
Techniques
3 Tuketim stratejisi, tlketici ve endustriyel pazarlar
. . Ogretim Yont - L
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Uluslararasi satis glici 6nemi ve satis glicinl anlamak
Understanding the importance of international sales force and sales
force
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab Ogretim Yontem ve On Hazirlik / Preliminary

Teknikleri/Teaching Methods
Technigues

5 Uluslararasi satis kurallari

international sales rules
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Etik ve kurallar
Ethics and rules
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Satis Teknikleri
sales techniques
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Vize Haftasi
midterm week
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 Satis Teknikleri
sales techniques
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Satis Yonetimi
sales management
. . gretim Yont .. -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Satis gucliniin belirlenmesi ve yetistiriimesi

Identifying and training the sales force
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Satig glicliniin motivasyonu
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁ;LT;ri/%Zt:g;li\éz Methods On Hazirlik / Preliminary
Technigues
13 Satista performans 6lgimi
Performance measurement in sales
. . Ogretim Yont: - .
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlrt\eri/s)l'r;sgiﬁge; Methods On Hazirlik / Preliminary
Techniques
14 Final haftasi
Finals Week
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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 Nurr¥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 1.00 1.00
Bireysel Calisma / Self Study 1 15.00 15.00
Derse Katilim / Attending Lectures 1 33.00 33.00
Final Sinavi / Final Examination 1 50.00 50.00
Toplam / Total: 4 99.00 99.00

Dersin AKTS Kredisi = Toplam is Yiikii (Saat) / 25.00 (Saat/AKTS) = 99.00/25.00 = 3.96 ~ / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 99.00 / 25.00 = 3.96 ~
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PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari / Program Ciktilari / Program Outcomes
Hzailifg QUERES 111112113 [ 114 [ 115 [ 116 [ 1.1.7 | 1.1.8 | 1.1.9 [1.1.10[1.1.11 1.1.12

1.Dis Ticaret kavramlar
hakkinda bilgi sahibi olur. /
Have knowledge about Foreign
Trade concepts.

2.Dlnya ticareti ve ticaret
yapisi hakkinda bilgi sahibidir. / 5 4
has knowledge about world
trade and trade structure.

3.Farkl uluslararasi kurum
yapilarini tanir. / Recognizes

different international 5 4 4 4 4 4
institutional structures.

4.Uluslararasi satis ve satiscilik
6zellikleri hakkinda bilgi sahibi

olur. / Have knowledge about 4
international sales and
salesmanship features.

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