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BF319 - CONSUMER BEHAVIOUR - iktisadi ve idari Bilimler Fakdiltesi - Finans ve Bankacilik B&limii

General Info

Objectives of the Course

Consumer Behavior, a course related to fields such as marketing, business, psychology, and sociology, aims to understand how individuals and groups make purchasing
decisions. The primary goal of this course is to examine why, how, when, and what consumers buy.

Course Contents

The Concept of Consumer Behavior and Marketing, Consumer Behavior Models, Needs and Consumption, Motivation and Involvement, Perception, Learning,
Attitudes, Personality and Self-Definition, Lifestyle, Culture, Social Classes and Groups, Situational Factors, Diffusion and Positioning of Innovations, Organizational

Buying Behavior

Recommended or Required Reading

Textbook, projector, blackboard. Textbook 1: islamoglu, A. H., & Altunisik, R. (2013). Consumer Behavior, Beta Publishing. Textbook 2: Kog, E. (2012). Consumer

behavior and marketing strategies. Istanbul: Seckin Publishing.

Planned Learning Activities and Teaching Methods

Lecture accompanied by interpretation of the subject through presentation, discussion, case studies and questions and answers.

Recommended Optional Programme Components

The case studies in Book 2 are discussed in class with student participation.

Instructor's Assistants
There is no instructor's assistants.

Presentation Of Course

The course is taught face-to-face by the faculty member through a presentation projected on the projector.

Dersi Veren Ogretim Elemanlari

Assoc. Prof. Dr. Ceylan Bozpolat

Program Outcomes
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Weekly Contents

Order Preparationinfo

1  Please review the ECTS Information
Package before coming to class.

2  Please review the presentation titled
Week 2 from the course presentations
shared in the first week and the case
study on page 30 of Book 1.

3 Review slides 1-19 of the presentation
titled Weeks 3 and 4.

4  Review slides 20-37 of the
presentation titled Weeks 3 and 4.

5 Review the slides from the
presentation titled Week 5.

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

. Can analyze the individual, situational and environmental factors affecting consumer behavior.

. Explains the stages of the consumer and organizational decision-making process and evaluates the psychological factors involved.
. ldentifies and explains key concepts related to consumer attitudes, motivation, perception, and learning.

. Analyzes the influence of sociocultural factors such as culture, lifestyle, social class and groups, personality and self-awareness, and family on consumer behavior.
. Establishes the relationship between consumer behavior and marketing strategies, and develops practical suggestions.
. Interprets the role of consumer behavior in market segmentation and targeting processes.

. Explain the diffusion of innovations and their positioning in the market.

Laboratory TeachingMethods Theoretical

Definition of Consumer Behavior, its characteristics,
dimensions and its relationship with other disciplines

Consumer Behavior Models

Consumer needs and desires that form the basis of
consumer behavior, factors that play a role in sensing
the need and shaping the need.

Types of consumption and meanings attributed to
consumption

The Concept of Motivation, Motivation, and the
Motivational Process «Major Motivation Theories and
Types of Motivation *Measurement of Motivations
eInvolvement Theory and Its Role in Consumer
Behavior

Practise



Order Preparationinfo

6  Review the slides from the
presentation titled Week 6.

7  Review the slides from the
presentation titled Week 6.

8  You are responsible for all of the
weekly lesson presentations described
so far.

9  Review the slides from the
presentation titled Week 9. Read Book
2, pages 292-293-306-309.

10 Review slides 1-29 of the presentation
titled Weeks 10 and 11.

11 Review slides 29-63 of the
presentation titled Weeks 10 and 11.

12 Review slides 1-20 of the Week 12 and
13 presentation.

13  Review slides 21-43 of the Week 12
and 13 presentation.

14 Review the slides from the Week 14
presentation.

15 Review the slides from the Week 15
presentation.

Workload
Activities
Vize

Odev
Soru-Yanit

Derse Katilim

Ders Oncesi Bireysel Calisma

Ders Sonrasi Bireysel Calisma

Final Sinavi Hazirlik

Final

Ara Sinav Hazirhk

Laboratory TeachingMethods Theoretical

Number
1

6

14

14

14

14

1

1

1

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

Lectures, case
studies, questions
and answers,
discussions

The concept of perception and the perceptual process -
Selectivity in perception, perception, and interpretation
* Perceptual organization « Measuring perceptions

The concept of learning and learning theories
*Behavioral learning <Classical conditioning, operant
conditioning «Scientific learning and modeling
eLearning, brand loyalty, and positioning

Midterm Exam

«Consumer attitudes and their role in marketing
«Characteristics and functions of attitudes
*Measurement of attitudes *Attitude change

Personality theory and related concepts *Treyt,
psychoanalytic theory, and social psychological theory
+Self-definition and image «Personality traits and
marketing strategies

*The concept of lifestyle and its determinants
*Measurement of lifestyle ¢Relationship between
lifestyle and marketing *Characteristics and functions
of culture *Subculture and consumer culture «Cultural
values and marketing strategies

Characteristics and classification of social classes The
importance of social classes in marketing Social
groups and reference groups

The Role of the Family in Purchasing Decisions Conflict
in Family Purchasing Decisions Situational Factors

What is innovation? Types of innovation. The process
of innovation adoption, market segmentation, target
market determination, and positioning

Influencers of organizational buying behavior,
Organizational Buying Behavior Process

PLEASE SELECT TWO DISTINCT LANGUAGES

1,00
2,00
1,00
3,00
2,00
1,00
7,00
1,00
7,00

Practise



Assesments

Activities Weight (%)
Vize 40,00
Final 60,00

Finans ve Bankacilik B&limu / Bankacilik ve Finans X Learning Outcome Relation
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7
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LO.3:
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LO.5:
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LO.7:

Can analyze the individual, situational and environmental factors affecting consumer behavior.
Explains the stages of the consumer and organizational decision-making process and evaluates the psychological factors involved.
Identifies and explains key concepts related to consumer attitudes, motivation, perception, and learning.

Analyzes the influence of sociocultural factors such as culture, lifestyle, social class and groups, personality and self-awareness, and family
on consumer behavior.

Establishes the relationship between consumer behavior and marketing strategies, and develops practical suggestions.
Interprets the role of consumer behavior in market segmentation and targeting processes.

Explain the diffusion of innovations and their positioning in the market.
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