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KISA OZET
INSAAT SIRKETLERININ SATIS OFiISLERINDE GERGEKLESTIRILEN
HALKLA ILISKILER UYGULAMALARININ SATIS VE MARKA DEGERI
YARATMA SUREGLERINE ETKILERI
Ersin AYDENIZ

Giiniimiizde rekabetin giderek arttigi konut sektoriinde yeni satis yontemlerinin uygulandig
gorilmektedir. Toplum bireylerinin kimi yerde birikimlerini ve hatta kimi zaman gelecegini
satin aldigi bir Girtiniin/hizmetin satisinda halkla iligskiler yontem ve yordamlarina 6nem giderek
artmaktadir. Konut alicilarinin konut saticilart ile bulustugu satis ofislerindeki iletisim
uygulamalarini aragtirdigimiz ¢alismamizda halkla iligkiler yontem ve yordamlarinin dogrudan
ya da dolayl bigimde satis ofislerinde uygulamaya sokuldugu ve 6nemli bir is kolu haline
geldigi dikkat cekmektedir. Firmalarin iletisim biitcelerinin de biiyiik bir oranina sahip halkla
iliskiler uygulamalarinin satisa etkisinin élgiimlenebilir hale getirilip getirilmedigi sorunsali
arastirmamizin temelini olusturmaktadir. Insaat sektoriiniin ve sektoriin satis cabalarinda
uyguladiklar: yontemlerin gelisimini kapsayan arastirmada halkla iliskiler yontem ve araglar
insaat sektorii gercevesinde drneklendirilmeye cahsilmistir. Insaat firmalarinin yazili-basih,
yayin ve etkinlik araglarina ne 6l¢iide bagvurdugunu sorgulayarak ve konut ireticilerinin insaat
firmalarinin satis ofislerinde kullanilan halkla iliskiler araglarinin ve uygulanan yontemlerin
konut satisina etkisinin olup olmadig: arastirilmaya ¢alisiimistir bu ¢alismada.
Anahtar Kelimeler: insaat Sektorii, Satis Ofisi, Konut Satis1, Halkla iliskiler
Uygulamalar
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ABSTRACT
EFFECTS ON BRAND VALUE CREATION PERIOD OF PUBLIC
RELATIONS PRACTISES WHICH ARE EXECUTED IN SALE OFFICES
OF CONSTRUCTION COMPANIES
Ersin AYDENIZ

In our day, an increasingly competitive residential sector is seen the implementation of new
sales methods. Some persons of public in their savings and even sometimes a product purchased
by the future service sales is increasing emphasis on public relations methods and procedures.
Resident buyers of residential sellers with our study we investigate communication practices in
the sales office meets public relations methods and procedures to put into practice directly or
indirectly in the sales office that and it is noticeable that become an important business line. A
large proportion of the budget of companies in contact with public relations becomes
problematic not be brought measurable impact on sales of the application is the basis of our
research. Public relations, including the development of research methods applied in the
construction sector and the sector 's sales efforts in the framework of tools and methods have
been tried to exemplify the construction industry. Construction companies are written-printed,
broadcast and by querying the event means to what extent the applicant and residential
manufacturers of construction companies selling the public relations used in the office is
examined whether the effect on residential sales of tools and methods used in this study.
Keywords: Construction Sector, Sales Office, Residential Sales, Public Relations
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