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Amag¢ - Pazarlamanin amac tiiketicilerde talep yaratmak ve talebi yoOnetmektir. Talebin
yaratilmasinda satis promosyonlari ve tiiketicilerin kredi kart1 kullanabilme imkanlar1 bu noktada
6nemli bir role sahiptir. Bu calismamn amaci, satis promosyonlari ve tiiketicilerin nakitleri olmasa
da kredi kartiyla alisveris yapabilmelerinin tiiketicilerin plansiz satin alma davranislarina ve satin
alma sonrasinda pismanlik davraniglarina etkilerini ortaya koymaktir. Ayrica plansiz satin almanin
arac1 degisken olarak, cinsiyetin de diizenleyici degisken olarak etkileri olusturulan model
cercevesinde aragtirilmaktadir.

Yontem - Arastirma, 1 Nisan 2018 ve 21 Mayis 2018 tarihleri arasinda gerceklestirilmistir.
Arastirmada kolayda 6rnekleme yontemi kullanilmistir. Arastirma modeli Smart PLS kullanilarak
yapisal esitlik modellemesiyle test edilmistir.

Bulgular — Arastirma sonucunda, satis promosyonlarinin ve kredi kartiyla aligveris yapabilmenin
tiikketicilerin plansiz satin alma davranisinda ve satin alma sonrasi pismanlik davramisinda
dogrudan etkilerinin oldugu bulunmustur. Calismada plansiz satin almanin aracilik etkisi
aragtirilmig, ancak plansiz satin almanin aracilik etkisi bulunmamigtir. Ayrica modelde cinsiyetin
bir moderator degiskeni olarak etkisi de arastirilmis ve satis promosyonlarinin etkisinin kadinlarin
planlanmamis satin alma davramniglar1 {izerinde, satin alma sonrasi pismanlhik davranslar
iizerindeki etkisi de erkeklerde daha yiiksek bulunmustur.

Tartigma — Tatmin ve sadakat diizeyi yiiksek miisterilere sahip olmak isteyen isletme yoneticileri,
miisterilerinin satin alma sonrasi pismanlik duymamalari igin satis promosyonlarini ve kredi karti
seceneklerini dikkatli kullanmalidirlar.
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Purpose — The purpose of marketing is to create and manage consumer demand. Sales promotions
and the ability of consumers to use credit cards play an important role in the creation of demand.
The purpose of this study is to put forward that the effects of sales promotions and the ability of
consumers to make purchases by credit card, even if they do not have cash, on the consumers’
unplanned buying behavior and the post-purchase regret behavior. In addition, the effects of
unplanned buying as a mediator variable and gender as a moderator variable are investigated within
the framework of the model.

Design/methodology/approach — The research was conducted between 1 April 2018 and 21 May
2018. The convenience sampling method was used in this study. The research model was tested with
structural equation modeling by using Smart PLS.

Results — As a result of the research, it was found that sales promotions and shopping by credit card
had direct effects on the unplanned buying behavior and the consumers’ post-purchase regret. In
the study, the mediation effect of unplanned buying behavior was investigated, but no mediation
effect of unplanned buying was found. In the model, the effect of gender as a moderator variable
was also investigated. The effect of sales promotions was found to be higher on unplanned buying
behavior of females, and the higher on post-purchase regret behavior in males.

Discussion — Business managers who want to have customers with high levels of satisfaction and
loyalty should use sales promotions and credit card options carefully so that their customers do not
regret their purchases.

Onerilen Atif/ Suggested Citation
Ozdemir, E., Kilig, S., Cakirer, M., A. (2019). Satis Promosyonlar1 Ve Kredi Kart: Kullaniminin Tiiketicilerin Plansiz Satin Alma Ve Satin
Alma Sonras: Pismanlik Davranigt Uzerindeki Etkileri, [sletme Arastirmalart Dergisi, 11 (4), 2528-2545.



mailto:eozdemir@uludag.edu.tr
mailto:skilic@uludag.edu.tr
mailto:cakirer@aku.edu.tr
https://orcid.org/0000-0003-0903-7638
https://orcid.org/0000-0001-8060-7504
https://orcid.org/0000-0002-6372-4474

