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GENEL TANIM / GENERAL DESCRIPTION

Ders Adi / Course Name

PRINCIPLES OF MARKETING / PRINCIPLES OF MARKETING

Ders Kodu / Course Code

ISL235

Ders Tirii / Course Type

Ders Seviyesi / Course Level

Undergraduate / Undergraduate

Ders Akts Kredi / ECTS 4.00
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 4

Ogretim Sistemi / Teaching System

Formal Education / Formal Education

Egitim Dili / Education Language

On Kosulu Olan Ders(ler) /
Precondition Courses

Amaci / Purpose

Ogrencinin, isletmenin mevcut pazarlama anlayisini analiz ederek, pazarlama anlayisi
belirleyebilmesini, faaliyet gosterdigi sektor ve hedef pazarina gére pazarlama gevresini
analiz edebilmesini, isletmenin kontrol edemeyecegi degiskenleri belirleyebilmesini, pazar
bolimlerini degerlendirebilmesine, uygun boliimlerin hedef pazar olarak saptanmasina
katki saglayabilmesini, Griintin farkllastinimasina ve konumlandiriimasina, katkida
bulunabilmesini, tGriin yagsam doénemlerini saptayarak satis artirici tedbirler alabilmesini,
pazar yapisi, rekabet durumu ve isletme amaclarina gére, fiyatin belilenmesine ve
yonetimine yardimci olabilmesini, hedef pazara gore tutundurma karmasinin olusmasina
yardimci olabilmesini, pazarlama kanallarini belirleyebilmesini, kanal tasariminin

yapilmasini ve en uygun kanal sisteminin segimine katki saglayabilmesini amaclamaktadir.

The student will be able to determine the marketing understanding by analyzing the
current marketing understanding of the business, to analyze the marketing
environment according to the sector and target market in which it operates, to
determine the variables that the business cannot control, to evaluate the market
segments, to contribute to the determination of the appropriate segments as the target
market, to contribute to the differentiation and positioning of the product. To be able to
find the product life cycle, to take measures to increase sales, to help determine and
manage the price according to the market structure, competitive situation and
business objectives, to help create the promotion mix according to the target market,
to determine the marketing channels, to design the channel and to choose the most
appropriate channel system aims to contribute.

igerigi / Content

Pazarlamanin Konusu, Kapsami, Gelisimi, Modern Pazarlama / Pazarlama Cevresi,
Stratejik Planlama ve Pazarlama Ydnetimi / Pazarlama Bilgi Sistemi ve Pazarlama
Arastirmasinin Roll / Tuketici Pazarlar ve Tiketici Davranisi ile Endistiyel Pazarlar ve
Endustriyel Alici Davranislari / Pazar Bélimlendirme, Hedef Pazar Secimi ve Talep
Tahminleri / Mamul / Fiyat / Tutundurma / Dagitim kanallar ve Fiziksel Dagitim / Dogrudan
Pazarlama ve Hizmet Pazarlamasi / Elektronik Ticaret ve internette Pazarlama /
Pazarlama Ydénetimi ve Uluslararasi Pazarlama

Subject, Scope, Development of Marketing, Modern Marketing / Marketing
Environment, Strategic Planning and Marketing Management / The Role of Marketing
Information System and Marketing Research / Consumer Markets and Consumer
Behavior and Industrial Markets and Industrial Buyer Behaviors / Market
Segmentation, Target Market Selection and Demand Forecasts / Product / Price /
Promotion / Distribution channels and Physical Distribution / Direct Marketing and
Service Marketing / Electronic Commerce and Internet Marketing / Marketing
Management and International Marketing

Onerilen Diger Hususlar /
Recommended Other
Considerations




Staj Durumu / Internship Status

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

Ogretim Uyesi (Uyeleri) / Faculty
Member (Members)

OGRENME GIKTILARI / LEARNING OUTCOMES

1 isletmenin pazarlama anlayisinin gelisimine katkida bulunur. It contributes to the development of the marketing understanding of the business.
2 Pazarlama cevresini analiz eder. Analyzes the marketing environment.

3 Pazar bélumleyerek hedef pazarin segimine katkida bulunur. Contributes to the selection of the target market by segmenting the market.

4 Uriin kararlarina yardimei olacak fikirler olusturur. Generates ideas to help product decisions.

5 Fiyatlama stratejilerinin olusumuna katki saglar. Contributes to the formation of pricing strategies.

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 Pazarlamanin Konusu, Kapsami, Gelisimi, Modern Pazarlama
Subject, Scope, Development of Marketing, Modern Marketing
. . gretim Yont .. _—
Teorik Dersler / Theoretical Uygulama Lab '(I:')gl:ﬁi;(?;ri/(?l'r;:cmi\rgz Methods On Hazirlik / Preliminary
Techniques
2 Pazarlama Cevresi, Stratejik Planlama ve Pazarlama Yd&netimi
Marketing Environment, Strategic Planning and Marketing
Management
. . Ogretim Yontem ve - -
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
3 Pazarlama Bilgi Sistemi ve Pazarlama Arastirmasinin Rolu
The Role of Marketing Information System and Marketing Research
. . Ogretim Yont - _
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlgri/?rgsgig Methods On Hazirlik / Preliminary
Techniques
4 Tuketici Pazarlan ve Tiketici Davranisi ile Endistiyel Pazarlar ve
Endustriyel Alici Davraniglan
Consumer Markets and Consumer Behavior and Industrial Markets
and Industrial Buyer Behavior
gretim YO "
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁgll(rlnerils)l'gt:é?]i\r’:; Methods On Hazirlik / Preliminary
Technigues
5 Pazar Bélimlendirme

Market Segmentation
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
6 Hedef Pazar Segimi, Hedef Pazar stratejileri ve Talep Tahminleri
Target Market Selection, Target Market Strategies and Demand
Forecasts
. . Ogretim Yontem ve = .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Technigues
7 Mamiil
Product
. . Ogretim Yoéntem ve . o
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
8 Ara Sinav
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab 'Cl')glzﬁmqeri/(')l'gt:cr:?\i\r,lz Methods On Hazirlik / Preliminary
Technigues
9 Dagitim kanallan
Distribution channels
. . Ogretim Yoéntem ve x .
Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
10 Fiziksel Dagitim
Physical Distribution
. . gretim Yont .. -
Teorik Dersler / Theoretical Uygulama Lab '?eglzﬁill(r;;ri/(?rr;aeg;i\r/\z Methods On Hazirlik / Preliminary
Techniques
11 Dogrudan Pazarlama

Direct Marketing
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Ogretim Yontem ve

Teorik Dersler / Theoretical Uygulama Lab Teknikleri/Teaching Methods On Hazirlik / Preliminary
Techniques
12 Hizmet Pazarlamasi
Service Marketing
gretim YO .
Teorik Dersler / Theoretical Uygulama Lab '?glzﬁ;LT;ri/%Zt:g;li\éz Methods On Hazirlik / Preliminary
Technigues
13 Elektronik Ticaret ve internette Pazarlama
Electronic Commerce and Internet Marketing
. . Ogretim Yont - .
Teorik Dersler / Theoretical Uygulama Lab Tgl:ﬁill(rlrt\eri/s)l'r;sgiﬁge; Methods On Hazirlik / Preliminary
Techniques
14 Degerlendirme

Evaluation
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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 80
Quiz / Quiz 1 20
Toplam / Total: 2 100
Basari 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 Y{izdesi / Contribution to Success Grade(%): 60
Etkinliklerinin Basari Notuna Katki Ylizdesi(%) Toplami / Total Percentage of Contribution (%) to Success Grade: 100
Degerlendirme Tipi / Evaluation Type:
iS YUKU / WORKLOADS
Siiresi | Toplam Is Yiikii
- Sayi/ (Saat) / (Saat) / Total
S e et eEes Number | Duration Work Load
(Hours) (Hour)
Ara Sinav(Vize) / Midterm Examination 1 1.00 1.00
Final (Dénem Sonu) Sinavi / Final Examination 1 1.00 1.00
Derse Katilim (Teorik) / Attending Lectures 14 3.00 42.00
Ara Sinav igin Bireysel Calisma / Individual Study for Mid term Examination 4 5.00 20.00
Final Sinavi igin Bireysel Calisma / Individual Study for Final Examination 5 5.00 25.00
Quiz (Kisa Sinav) / Quiz 1 1.00 1.00
Toplam / Total: 26 16.00 90.00
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Dersin AKTS Kredisi = Toplam is Yiikii (Saat) / 25.00 (Saat/AKTS) = 90.00/25.00 = 3.60 ~ / Course ECTS Credit = Total Workload (Hour) / 25.00 (Hour / ECTS) = 90.00 / 25.00 = 3.60 ~

PROGRAM VE OGRENME CIKTISI / PROGRAM LEARNING OUTCOMES

Ogrenme Ciktilari /
Learning Outcomes

Program Ciktilarn / Program Outcomes

1.1.2

1.1.3

114 (115|116 |1.1.7 | 1.1.8 | 1.1.9 [1.1.10(1.1.11 [{1.1.12

1.isletmenin pazarlama
anlayisinin gelisimine katkida
bulunur. / It contributes to the
development of the marketing
understanding of the business.

2.Pazarlama gevresini analiz
eder. / Analyzes the marketing
environment.

3.Pazari bolimleyerek hedef
pazarin segimine katkida
bulunur. / Contributes to the
selection of the target market
by segmenting the market.

4.Uriin kararlarina yardimei
olacak fikirler olusturur. /
Generates ideas to help
product decisions.

5.Fiyatlama stratejilerinin
olugumuna katki saglar. /
Contributes to the formation of
pricing strategies.

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