	Course Unit Title
	Course Unit Code
	Semester
	Theoretical
(Hour/Week)
	3
	Credits
	ECTS

	
	
	
	Aplication
(Hour/Week)
	1
	
	

	Sales Force Training
	1106323
	III
	Laboratory
(Hour/Week)
	0
	4
	5


	LAnguage of Instruction
	Turkish

	Course Level
	Associate

	Course Coordinator
	Assitant Professor  Baran Arslan

	Course Aims
	Selling techniques, case studies and applications to give the nature ofsalesperson.

	Learning Outcomes of The Course Unit
	

	Teaching Methods
	Lecture.
The project will be supported with homework.



	Course Contents

	



WEEKLY TOPICS
	Week
	Topics
	Term
(Hour)

	1
	Sales, sales force, sales person, customer service awareness and sales process of clarification and recognition
	4

	2
	Sale of the principles and tactics to be followed in performing. Basic features ofsalesperson; business requirements and behavior
	4

	3
	Effective communication, active listening, effective presentation skills and salesand use body language to read
	4

	4
	Customer immense first touch: the front letter preparation, on the phone to ask forand accept an appointment
	4

	5
	Sales interview preparation: preparation of sales tools, a written sales plan,product information
	4

	6
	Sales and sales and the realization of the proposal: Order request, use and saleoff the order form
	4

	7
	Capture the wavelength of the customer to ask questions and yes answers to thesales tactics that invite
	4

	8
	Recognition signals in the purchase and sales closing questions
	4

	9
	Meet the customer objections and closing sales of objections the opportunity to convert sales tactics to convince
	4

	10
	Collection of Selling: Price, price circulars, terms, invoicing, discounts and othersales documents to use
	4

	11
	Discussing the implementation of a business customer sales
	4

	12
	the important sales tactics  for hot environments such as Store, aisle, supermarket sales 
	4

	13
	Suggestions from professional sellers : the rules to be adhered to sales and sales tactics
	4

	14
	General Review
	4


	Resources
	Satış Yönetimi Prof. Dr. Cemal Yükselen

	Course Materials (auxiliary equipment, models, etc.)
	Real-life case examples will be examined.

	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
	3
	42

	Working out of class time
	1
	15
	15

	Homework
	0
	0
	0

	Presentation
	0
	0
	0

	Midterm exams (including preparation time)
	1
	20
	20

	Project
	0
	0
	0

	Laboratory
	0
	0
	0

	Field work
	0
	0
	0

	Final exam (Prep time included)
	1
	35
	35

	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
	1
	13
	13

	Credit Work Load
	 
	 
	125

	Credit Work Load / 25
	 
	 
	5

	Course ECTS Credit
	
	 
	5


