	 Course Unit Title
	Course Unit Code
	Semester
	Theoretical
(Hour/Week)
	2
	Credits
	ECTS

	
	
	
	Aplication
(Hour/Week)
	0
	
	

	Consumer Behavior
	1106224
	II
	Laboratory
(Hour/Week)
	0
	2
	2


	LAnguage of Instruction
	Türkçe

	Dersin Düzeyi
	Associate

	Course Coordinator
	Lecturer Hasan GÖĞCE

	Course Aims
	Consumer businesses are forced to address the definitions and the need to make production according to his need and requests. Therefore we are forced to address the audience prior to purchase, purchase and post-purchase behavioral characteristics of the moment to know the objectives of the course is to have the necessary theoretical considerations.

	Learning Outcomes of The Course Unit
	- Consumer behavior and learn to use the basic concepts related to progress

- Application-oriented analytical approaches to resolve problems related to consumer behavior

	Öğretim Yöntemleri
	Lecture, case studies to support.

	Course Contents

	The importance of consumer behavior, marketing, consumer behavior and properties of the concept, consumer behavior models, Learning, Motivation, Perception, Attitudes and strategies to change attitudes, personality and life style, group dynamics, and advisory groups, family, interpersonal communication, leadership and innovation in the dissemination of ideas, culture and social-class consumer purchasing process, after the purchase of consumer behavior issues will be addressed in



TOPICS OF WEEK
	Week
	Topics
	Term
(Hour)

	1
	The importance of consumer behavior in marketing
	2

	2
	Consumer behavior and properties of the concept of
	2

	3
	Consumer behavior models
	2

	4
	Learning
	2

	5
	motivation
	2

	6
	perception
	2

	7
	perception
	2

	8
	Attitudes to change strategies and attitudes, personality and way of life
	2

	9
	Attitudes to change strategies and attitudes, personality and way of life
	2

	10
	Group dynamics and counseling groups
	2

	11
	Family, interpersonal communication, leadership and innovation in the dissemination of ideas
	2

	12
	Culture and social class
	2

	13
	Consumer buying process
	2

	14
	Post-purchase behavior of consumers
	2


	Resources
	Yavuz Odabaşı ve Gülfidan Barış, Tüketici Davranışı, İstanbul: Media Cat, 2002

Michael R. Solomon, Consumer Behaviour, 7. Edition, Prentice Hall, 2007

	Course Materials (auxiliary equipment, models, etc.)
	current events

	Attendance
	%70

	
EVALUATION SYSTEM
STUDIES DURING THE SEMESTER
	Sayı
	Katkı Payı (%)

	Homework
	0
	0

	presentation
	0
	0

	Midterm exams (including preparation time)
	1
	100

	project
	0
	0

	laboratory
	0
	0

	Field Work
	0
	0

	Final Exams
	0
	0

	Term Paper / Project
	0
	0

	Portfolio Studies
	0
	0

	reports
	0
	0

	Learning Logs
	0
	0

	Senior Thesis / Project
	0
	0

	seminar
	0
	0

	other
	0
	0

	credit
	1
	100 

	semester of studies contributed to success
	-
	40

	contribution to the success of the final exam
	-
	60

	credit
	
	100



ECTS- WORKLOAD
	EVENTS
	Number
	Time 
(Hour)
	Credit 
Workload

	Course duration
	14
	2
	28

	Working out of class time
	0
	0
	0

	Homework
	0
	0
	0

	Presentation
	0
	0
	0

	Midterm exams (including preparation time)
	1
	10
	10

	Project
	0
	0
	0

	Laboratory
	0
	0
	0

	Field work
	0
	0
	0

	Final exam (Prep time included)
	1
	12
	12

	Quizzes
	0
	0
	0

	Term paper / project
	0
	0
	0

	Portfolio studies
	0
	0
	0

	Reports
	0
	0
	0

	Learning logs
	0
	0
	0

	Senior Thesis / Project
	0
	0
	0

	seminar
	0
	0
	0

	Other
	0
	0
	0

	Credit Work Load
	 
	 
	50

	Credit Work Load / 25
	 
	 
	2

	Course ECTS Credit
	
	 
	2


