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Amag¢ - Bu calismanin amaci, satis elemanlarinin satis miizakere becerilerinin algilanan satig
performans: iizerindeki etkilerini ortaya koymaktir. Bu calismada analiz becerisi, sentez becerisi,
iletisim becerisi, gozlem becerisi, ikna becerisi ve problem ¢ozme becerisi algilanan satig
performansini etkileyen dissal degiskenler olarak ele alinmigtir.

Yontem - Arastirma verileri, Istanbul’da uluslararasi bir ev tekstili fuarina katilan satis
elemanlarindan toplanmustir. Veriler, yiiz yiize anket yontemiyle toplanmistir. Arastirmada kolayda
ornekleme yontemi kullamilmistir. Toplanan veriler, Smart PLS paket programi kullanilarak yapisal
esitlik modellemesi analiziyle degerlendirilmistir.

Bulgular - Yapisal esitlik modellemesi analizi 6ncesinde 6lgek sorularimnin giivenilirlik ve gegerlilik
analizleri yapilmigtir. Giivenilirlik ve gegerlilik sartlari saglandiktan sonra arastirma hipotezleri ve
aragtirma modeli yapisal esitlik modellemesi analiziyle incelenmistir. Analiz sonucunda satis
elemanlarinin sentez becerisi, iletisim becerisi, ikna becerisi ve problem ¢6zme becerisinin algilanan
satig performansi iizerinde pozitif etkiye sahip oldugu bulunmustur. Ozellikle ikna becerisi ve
iletisim becerisinin algilanan satis performansi {izerindeki etkisi oldukga yiiksektir. Ancak analiz
becerisinin satig elemanlarmin algiladiklar1 satis performans: {izerinde anlamli bir etkisi
bulunmamustir.

Tartigma — Satis elemanlarinin basarisinda, satis elemanlarinin sahip oldugu becerilerin 6nemli
oldugu bilinmektedir. Bu calisma sonucunda, iletisim ve ikna becerisinin algilanan satis
performans tizerindeki etkisinin yiiksek ¢ikmasi beklenen bir sonuctur. Ancak literatiirden farkl
olarak bu calisma sonucunda, analiz becerisinin algilanan satis performans: tizerinde anlaml: etkisi
bulunmanus, gozlem becerisinin algilanan satis performans {izerindeki etkisi ise anlamli ancak
negatif bulunmustur. Arastirmanin uluslararasi bir fuarda farkl iilkelerden gelen satis elemanlar1
tizerinde yapilmis olmast bu sonucun ortaya ¢itkmasina neden olmus olabilir. Miizakere becerileri
Ogrenilebilen ve gelistirilebilen beceriler olduklarindan, isletmeler satis elemanlarimin miizakere
becerilerini gelistirici egitimler almalarini saglamalidirlar.
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Purpose — The purpose of this study is to reveal the effects of sales negotiation skills of salespeople
on perceived sales performance. In this study, analysis skill, synthesis skill, communication skill,
observation skill, persuasion skill, and problem-solving skill were considered as exogenous
variables affecting perceived sales performance.

Design/methodology/approach — The research data were collected from salespeople participating
in an international home textile fair in Istanbul. The data were collected by face-to-face questionnaire
method. The convenience sampling method was used in the study. The collected data were
evaluated by structural equation modeling analysis using the Smart PLS package program.

Findings — Reliability and validity analyzes of the scale questions were conducted before the
analysis of structural equation modelling. After the reliability and validity conditions were
provided, the research hypotheses and research model were examined by structural equation

1 Bu galigma, Prof. Dr. Erkan OZDEMIR'in danismanliginda 2020 yilinda tamamlanan Hakan YILSELI'nin “Satis Elemanlarmin Satis
Miizakere Becerilerinin Algilanan Satis Performans: Uzerindeki Etkileri” isimli Yiiksek Lisans Tezinden iiretilmistir.
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modelling analysis. As a result of the analysis, it was found that the synthesis skills, communication
skills, persuasion skills and problem-solving skills of salespeople had a positive effect on perceived
sales performance. Especially, persuasion and communication skills have a high impact on
perceived sales performance. However, analysis skill did not have a significant effect on perceived
sales performance of salespeople.

Discussion — It is known that the skills of salespeople are important for the success of salespeople.
As a result of this study, it is an expected result that the effect of communication and persuasion
skills on perceived sales performance is high. However, unlike the literature, as a result of this study,
the effect of analysis skill on perceived sales performance was not found to be significant, and the
effect of observation skill on perceived sales performance was found to be significant but negative.
The fact that the research was conducted on salespeople from different countries at an international
fair may have led to this result. Since negotiation skills are skills that can be learned and developed,
businesses should ensure that salespeople receive training to improve their negotiation skills.
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