BF319 - CONSUMER BEHAVIOUR - iktisadi ve idari Bilimler Fakiiltesi - Finans ve Bankacilik Bolimii

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: Ko, 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 Elemanlar

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.
. 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.

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.

16  You are responsible for all weekly
course presentations after the midterm
exam.

Workload
Activities

Teorik Ders Anlatim

Ara Sinav Hazirhk

Vize

Ders Oncesi Bireysel Calisma
Ders Sonrasi Bireysel Calisma
Final Sinavi Hazirlik

Final

Vaka Calismasi

Odev

Laboratory TeachingMethods Theoretical

Number
14

14
14

N

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

Final Exam

PLEASE SELECT TWO DISTINCT LANGUAGES

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

Practise



Assesments

Activities
Final
Vize

Teorik Ders Anlatim

Weight (%)
60,00

40,00

0,00

Finans ve Bankacilik B&lim(i / BANKACILIK VE FINANS X Learning Outcome Relation
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isletme finansmani konusunda temel bilgileri kavrama, kullanabilme, degerlendirme ve yorum yapabilme, ekonomik-sosyal ve mali
gelismeleri analiz edebilme, finansal sistemleri anlama, finansal planlama ve isletmelere ait mali tablolari yorumlama konularinda bilgi sahibi
olur.

Finansin cesitli alanlarindaki (bankacilik, dis ticaret, factoring, leasing islemleri, finansal piyasa ve borsa islemleri, risk yonetimi, kredi
yonetimi, isletme finansmani vb.) temel kavramlarini anlar ve anlatabilir.

isletmelerde finansal yénetim islevini (analiz, planlama/biitceleme, yatinm, finansman ve denetim) yerine getirme, yatirim projeleri
hazirlama, degerleme, yonetme ve yatirm stratejileri gelistirme konularinda yeterli bilgiye sahip olur.

Finansal piyasa (para ve sermaye piyasalari) araglarini tanir, belirli risk diizeyinde en ylksek getiriyi saglayacak portfoyler olusturabilir ve bu
portfoyleri yonetebilir.

Ulusal / uluslararasi finansal piyasa ve kurumlari hakkinda yeterli diizeyde bilgiye sahip olur ve bu alanlardaki degisim ve yenilikleri takip
edebilir.

Finansal / bankacilik Griin ve hizmetler ile bu triin ve hizmetlerin pazarlamasi hakkinda gerekli bilgiye sahip olur.

Muhasebenin isletmeler agisindan énemi ve kapsami, temel muhasebe kavramlari, isletmelerin finansal rasyo ve tablolari hakkinda teorik
bilgilere sahip olur ve bu bilgileri kullanabilir.

Bu bolimii basari ile bitiren égrenciler: (1) isletmeciligin temel kavramlari, isletmenin temel fonksiyonlari, isletme biliminin tarihsel gelisimi,
diger bilim dallariyla olan iliskileri, isletmeler ve cevreleri, isletmenin amaclari, fizibilite etutleri, isletme islevleri, firmalar arasi isbirlikleri ve
girisimcilik konularinda ileri diizeyde bilgiye sahiptir ve bu konularda yénetsel kararlari alir ve uygular.

Modern yonetim perspektifi ile 6rgiitsel diizeyde analiz yapma ve tasarlama, isletme yonetiminin; planlama, érgiitleme, yiritme,
koordinasyon ve denetim islevlerini kavrama, anlatma ve uygulama konusunda bilgi sahibi olur.

isletme yénetimi, stratejik yonetim, insan kaynaklari yénetimi, érgiitsel davranis, girisimcilik ve etik konusundaki siirecler, teoriler ve
kavramlari agiklayabilme ve analiz edebilme becerisine sahip olur.

Organizasyonlardaki insan ve insan davranisi ile algi, tutum ve kisilik gibi konularin yani sira son yillarda 6rgitsel davranis alaninda ortaya
¢ikan yeni kavram teknik ve uygulamalara iliskin ileri diizeyde akademik bilgi ve birikime sahip olur.

Kiiresellesme siirecinde isletmelerin siirekliliklerini saglama noktalarinda, pazar arastirmasi, bilgi sistemleri, tiiketici davranislari, stratejik
pazarlama, kiiresel pazarlar, rlin ve hizmet stratejileri, irlin hayat egrisi, fiyatlama, tedarik zinciri konularini anlar ve kavrar.

Matematik, istatistik ve ekonometri alanlarinda beceri kazanma, sayisal verilerden faydalanarak gelistirilecek olan istatistiksel ve
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ekonometrik ¢dziimlemeler ile daha etkin kararlar alabilme, alinacak kararlarin sonuclarini ngérebilme ve dogru tahminlerde bulunabilme
ve sebep-sonug iliskilerini yorumlama becerisi kazanir.

Para, banka ve finansal sistemin temel 6geleri ve bu 6gelerin isleyislerini yorumlama becerisine sahip olur.
iktisadi konularda temel kavramlar ve ekonomik géstergeler hakkinda bilgilere sahip olur.

Bir ekonomideki karar birimlerinin, tiketicilerin ve firmalarin, nasil karar aldiklari ve piyasada birbirlerini nasil etkilediklerini analiz edebilmek
icin gerekli bilgilere kuramsal ve uygulama diizeyinde sahip olur.

Bireyler, piyasalar ve Ulkeler arasindaki ekonomik iliskilerin isleyis kurallarina dair temel bilgilere sahip olur.

Temel hukuk bilgisinin yani sira, asgari diizeyde borclar hukuku, ticaret hukuku, bankacilik hukuku, sermaye piyasasi hukuku ve kiymetli
evrak hukuku bilgisine sahip olur.

Bilisim teknolojileri basta olmak Uzere analitik distinme gibi isletmeciligin cagdas yontem ve teknolojilerini kullanir.

Yasam boyu 6grenme davranisina sahip, iletisim becerisi yiiksek, takim calismasina yatkin, inisiyatif sahibi, analitik ve elestirel diisinme ve
problem ¢ozme yeteneklerine sahip, kendini ifade etmede ve kurumunu temsil etmede Turkceyi ve mesleki yabana dil bilgisini yazili ve
sozlU iletisimde kullanabilme becerilerine sahip olur.

Bilimsel arastirma yapmak icin arastirma yontem ve tekniklerini kullanir.
Atatirk ilke ve inkilaplart ile Turk dilinin temel 6zellikleri hakkinda bilgiye sahip olur.
Sanatsal ve sportif konulara iligkin bireysel yeteneklerini gelistirir.

Diinya kilturlerine agik, farkli inang, distince ve yasam bicimlerine saygili, bilimsel diistince gercevesinde bilgiyi sorgulama yetkinligine
sahip olur.

Sozlii ve yazili etkin iletisim kurar; bir yabanci dili en az Avrupa Dil Portféyl B1 genel diizeyinde kullanir.
Tuketici davranislarini etkileyen bireysel, durumsal ve cevresel faktorleri analiz edebilir.

Tuketici ve 6rgltsel satin alma sirecinin asamalarini agiklar ve bu sirecte etkili olan faktorleri degerlendirir.
Tuketici tutumlari, motivasyonlar, algilari ve 6grenme strecleri ile ilgili temel kavramlari agiklar

Kulttr, yasam tarzi, sosyal sinif ve gruplar, kisilik ve kendini tanima ve aile gibi sosyokdlttrel faktorlerin tiketici davranisi Gzerindeki etkisini
analiz eder.

Tuketici davranislari ile pazarlama stratejileri arasindaki iliskiyi kurar ve uygulamalara yonelik dneriler gelistirir.
Tuketici segmentasyonu ve hedefleme siireclerinde tiketici davranislarinin roltini yorumlar.

Yeniliklerin yayiimasini ve pazarda konumlandiriimasini agiklayabilir.
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