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Yesil aklama: Sistematik bir literatiir taramasi!

Greenwashing: A systematic literature review

Peruze Cansu Akdeniz?

Leyla Leblebici Koger?

Oz

Mal ve hizmetlerin hizli ve bilingsiz tiiketimi, dogal kaynaklarin tiikenmeye baslamasiyla birlikte
cevresel bozulmalara da neden olmaktadir. Dolayisiyla cevre bilinci giinden giine artan ve
tiiketicilerin gittikge 6nem verdigi bir konu haline gelmektedir. Artan cevre bilinci ile birlikte
siirdiiriilebilir kalkinmay1 saglamak adina tiiketicilerin yesil tiiketime yonelmesinde biiyiik bir artis
gozlemlenmeye baslamustir. Artik tiiketiciler ¢evre dostu {irtinleri daha fazla tercih etmekte ve bu
iriinlere duyduklar1 giiven dogrultusunda satin alma karar1 vermektedir. Yesil aklama, gevresel
yarultici iddialar1 nedeniyle tiiketicilerin giivenini sarsan ve yesil pazarlamaya zarar veren faaliyetler
olarak karsimiza ¢ikmaktadir. Bu ¢alismanin temel amaci, 2019-2023 yillar1 arasinda “yesil aklama”
kavraminin gectigi tiiketici odakli makaleleri inceleyerek mevcut bilgi birikimine genel bir bakis ve
sentez saglamaktir. Bu kapsamda SCOPUS veri tabaninda yer alan konu ile ilgili makaleler sistematik
literatiir taramas1 yontemi ile incelenmistir. Sistematik literatiir taramasi sonucunda aragtirmanin
amacina uygun olan 48 makale degerlendirilmeye alinmigtir. Arastirma kapsaminda, bu makalelerin
yillara, yayimlandig1 dergilere, atif sayilarina, yazar sayilarma ve arastirma tasarimina gore
dagilimlar1 ayrintii olarak incelenmis ve tablolar aracihigiyla degerlendirilmistir. Bununla birlikte
degerlendirilen makalelerde “yesil aklama” ile birlikte ¢alisilan diger degiskenler de incelenmis ve
smiflandirlmistir. Arastirma sonucunda ayrintili incelenen 48 makaleden elde edilen verilere gore,
yesil aklama calismalarimin son yillarda artis gostermesine ragmen tiiketicilere yonelik yapilan
calismalarin yetersiz kaldig1 sonucuna ulagilmustir.

Anahtar Kelimeler: Pazarlama, Yesil Tiiketim, Yesil Aklama, Sistematik Literatiir Taramasi, Tiiketici
Davranisi

Jel Kodlari: M30, M31, M39
Abstract

Rapid and unconscious consumption of goods and services causes environmental degradation as
natural resources deplete. Therefore, environmental awareness is increasing daily and becoming an
issue that consumers increasingly consider. With increasing environmental awareness, a significant
increase has begun to be observed in consumers' tendency towards green consumption to ensure
sustainable development. Consumers now prefer environmentally friendly products more and make
purchasing decisions based on their trust. Greenwashing is an activity that undermines consumers'
trust and harms green marketing due to misleading environmental claims. The main purpose of this
study is to provide an overview and synthesis of the existing knowledge by examining consumer-
oriented articles in which the concept of "greenwashing" is mentioned between 2019 and 2023. In this
context, articles related to the subject in the SCOPUS database were examined using a systematic
literature review method. As a result of the systematic literature review, 48 articles that were suitable
for the research were evaluated. Within the scope of the research, the distribution of these articles
according to years, journals in which they were published, number of citations, number of authors
and research design were examined in detail and evaluated through tables. In addition, other variables
studied together with "greenwashing" were also examined and classified in the evaluated articles.
According to the data obtained from 48 articles examined in detail as a result of the research, it was
concluded that although greenwashing studies have increased in recent years, the studies conducted

for consumers are insufficient.

Keywords: Marketing, Green Consumption, Greenwashing, Systematic Literature Review, Consumer
Behavior
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Extended Abstract

Greenwashing: A systematic literature review
Literature

In recent years, there has been a rapid increase in companies announcing the environmental benefits of their products or
operational practices to the public. This is driven by changing societal interest and public discourse around environmental issues.
While the number of “green” products available on the market has increased, these conditions have also led to companies
deliberately misleading consumers about the environmental performance or environmental benefits of their products, a situation
commonly known as “greenwashing” (Markham, Khare and Beckman, 2014,s. 1).

Research purpose and importance

The main purpose of this study is to examine consumer-oriented research on greenwashing through a systematic literature review
method. In this context, an in-depth analysis of 48 articles selected by the final decision was carried out. Forty-eight consumer-
focused articles on greenwashing were examined in detail within the scope of a systematic literature review. The article selection
was based on 2019-2023, and the SCOPUS database was used.

Design and method

The methodology of this study consists of two stages: identification, reading and interpretation of relevant publications and
bibliometric evaluation of selected articles. In line with the procedure recommended by the PRISMA method for systematic
reviews, the first stage is identifying published articles from the database. Scanning the articles, selecting relevant articles based
on suitability, and examining and evaluating the articles were carried out (Moher, Liberati, Tetzlaff, Altman, Altman, Antes, and
Tugwell, 2009). The final portfolio was evaluated after all articles included in the research were compiled through SCOPUS
analysis.

Research problems
The research questions created in this direction are listed in Table 1.

Table 1: Research Questions of the Study

Research Questions

RQ1 What are the consumer-focused articles on greenwashing?

RQ2 What is the distribution of the articles examined according to the years and journals in which they were published?
RQ3 What are the citation numbers of the articles examined? What are the most cited articles?

RQ4 What is the multi-authorship status of the articles examined?

RQ5 In which countries were the reviewed articles studied? In which country has it been studied the most?

RQ6 What are the research designs of the articles reviewed?

RQ7 What are the variables included in the articles reviewed?

RQS8 Which sectors were covered in the reviewed articles?

Findings and discussion

The first finding obtained within the scope of the research is that consumer-oriented studies on greenwashing were mostly carried
out in 2023. It was concluded that the articles included in the review were mostly published in "Sustainability Switzerland",
"Business Strategy and the Environment", and "Journal of Cleaner Production". Among the relevant studies, Torelli, Balluchi and
Lazzini (2020) and Chen, Bernard and Rahman (2019) are the most cited studies. When the distribution of the number of authors
is examined, it is seen that the articles consist of articles with at most three authors. A total of 15 authors contributed to the articles
reviewed. When the distribution of the studies was examined according to the countries where they were conducted, it was
concluded that most studies were conducted in the USA, China, Brazil, and Spain, respectively. Three articles from Turkey were
included in the scope of the research. Finally, it was concluded that most of the studies were quantitative. In addition to these
findings, when the variables included in consumer-focused studies of greenwashing were examined, It was concluded that the
study was examined through the variables of consumer trust, green purchasing decisions, green advertising, green brand issues,
customer satisfaction, green literacy, consumer scepticism and word of mouth communication. The most researched variables
among these concepts are green purchasing and green trust. When the sectors for which the studies are examined are examined,
it is seen that the studies are conducted in the fashion, accommodation and food sectors.

In this research, choosing the SCOPUS database as the national database between 2019-2023 and only including articles in the
review can be considered a limitation of the research. Therefore, examining different types of publications through different
databases can be suggested for other research. At the same time, it can be suggested that researchers examine "greenwashing" in
terms of different premises or systematic literature reviews at the institutional level. However, it is thought that the fashion, food
and accommodation sectors are mostly chosen in studies on "greenwashing", and examining future studies on greenwashing from
the perspective of different sectors will also contribute to the literature. The premises included in the table of variables within the
scope of the research may also provide researchers with ideas for a new study to be conducted.

Peruze Cansu Akdeniz & Leyla Leblebici Koger
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Giris

Cevresel siirdiiriilebilirlik konusu giliniimiizde hiikiimetler, sirketler ve bireyler i¢in 6nemli bir endise
kaynag1 olmakla birlikte ilgi odagi konumundadir. Son yillardaki hizl kiiresellesme ve sanayilesme,
kirlilik, sera gazi emisyonlari, ozon tabakasinin incelmesi ve kiiresel 1sinma vb. durumlar cevresel
bozulmanin artmasina neden olmustur. Tiiketiciler, yatinmailar ve diger paydaslar ise cevreye yonelik
artan farkindaliklar1 sebebiyle satin alma ve yatirim kararlarinda cevresel ve sosyal hususlara daha ¢ok
dikkat etmektedir. Dolayisiyla sirketler, faaliyetlerinde kar amacindan Once gevresel agidan iyi
performans gosterme konusunda siirekli bir bask: altinda kalmaktadir (Aggarwal ve Kadyan, 2014,s.
22). Artan bu baski ile birlikte is diinyasi ¢cevresel beklentileri karsilamak adina “yesil pazarlama” olarak
adlandirilan yOnetim bicimini daha ¢ok hayata gecirme cabasmna girmektedir. Bu yaklasim ile
miisterilerin ve toplumun gereksinimlerini karl ve siirdiiriilebilir bir sekilde belirlemek, 6ngérmek ve
karsilamaktan sorumlu biitiinsel yonetim siireci benimsenmektedir (Peattie ve Charter, 2003, s. 727).

Bugiin bircok {iretici, giderek biiyliyen cevreye duyarli bir kesimi ¢ekmek igin {iritinlerini, hatta
kendilerini yesil olarak tanitmanin yollarini aramaktadir. Sirketler yesil bir kitlenin ilgisini ¢cekmek igin
genellikle cevre dostu gibi gortinen ancak aslinda belirsiz ve bazen yanlis olabilecek iddialar
kullanabilmektedir. Bu sebeple, “yesil aklama” yaygin bir faaliyet haline gelmistir. Yesil aklama, bir
kurulus tarafindan ¢evresel agidan sorumlu bir kamu imaji sunmak amaciyla yanlis veya eksik bilgilerin
yayilmast durumudur (Furlow, 2010, s. 22). “Yesil aklama” kavramini bir sirketin ¢evresel uygulamalar:
ya da bir {iriin veya hizmetin ¢evresel faydalar1 konusunda tiiketicilere dezenformasyon yayma eylemi
olarak da tanimlamak miimkiindiir (Baum, 2012, s. 424).

Firmalarin yesil aklama sonucu yaydiklar: bu yaniltici iddialarina maruz kalan tiiketiciler zamanla yesil
iriin veya hizmetlere yonelik giiven duygusunu yitirerek yesil satin alma kararlarinda karar vermekte
zorlanmaya baslamaktadir. Dolayisiyla yesil aklama, tiiketicilerin yesil satin alma siirecinde tiim pazar1
tehlikeye atabilmekte ve erdemli sirketlerin de yesil pazarlamasina zarar verebilmektedir (Chen ve
Chang, 2013, s. 489). Bu durumda yesil aklama kavraminin arastirilmasi ve dnlenebilmesi adina gerekli
tedbirlerin alinmasi giderek 6nem kazanmaktadir.

Bu calismanin temel amac, yesil aklama konusundaki tiiketici odakli arastirmalari sistematik literatiir
taramasi yontemi ile incelemektir. Bu baglamda, nihai kararla secilen 48 makalenin derinlemesine
analizi gerceklestirilmistir. Arastirma kapsaminda 6zgiinliigii saglamak adina 2019-2023 yillar1 arasi
SCOPUS veri tabanindan elde edilen makaleler incelenmistir. Yesil aklama iizerine yapilan sistematik
literatiir taramasi ¢alismalar1 incelendiginde, uluslararas: arastirmalarin 2021 yilina kadar farkli veri
tabanlar1 (Web of Science, ScienceDirect, Springer, ABI/Inform Global ve Google Akademik) araciligiyla
yapildig goriilmektedir (Gatti, Seele ve Rademacher, 2019; Yang, Nguyen, Nguyen, Nguyen ve Cao,
2020; Freitas Netto, Sobral, Ribeiro ve Soares, 2020; Santos, Coelho ve Marques, 2023). Tiirkge literatiirde
yapilan tarama sonucu yesil aklama kavrami iizerine yapilan sistematik literatiir taramas1 ¢alismasi
incelendiginde, arastirmada Tiirkiye’de 2022 yilina kadar yayimlanan Dergipark ve Ulakbim iizerinden
TR Dizin makaleler ve YOK TEZ merkezi {izerinden ulasilan tezler incelenmistir (Demiral, 2022). Bu
durumda literatiir incelendiginde 2019-2023 yillar1 arasinda SCOPUS veri tabanindan ulagilan Ingilizce
makalelerin incelenmedigi tespit edilmistir. Dolayisiyla arastirmamizin gercevesi de literatiirdeki bu
boslugu doldurmak {izerine ¢izilmis ve SCOPUS veri tabaninda 2019-2023 yillar1 aras1 “yesil aklama”
{izerine yayimlanan Ingilizce makaleler iizerinde arastirma yapilmistir. Bu aragtirmay1 diger
arastirmalardan ayiran diger bir temel 6zellik ise “yesil aklama” kavraminin tiiketici odakl: incelendigi
calismalarin degerlendirilmeye alinmas: olmustur. Zira diger sistematik literatiir taramalarinda yesil
aklamanin genel kavram olarak incelenmesi tiiketiciler iizerine yapilacak bir arastirma igin literatiirde
bosluk olusturmaktadir. Bu sebeple arastirmaya yesil aklama {izerine yapilan arastirmalardan
tiikketicilere yonelik olan makaleler dahil edilmigtir. Bu durumda hem daha ayrintili inceleme yapmak
hem de yesil aklamanin tiiketicilere yonelik yapilan calismalari adina literatiire katki saglamak
amaclanmistir. Bu dogrultuda oncelikle “yesil aklama” konusunun kavramsal gergevesi incelenmis ve
ardindan sistematik literatiir taramasina yonelik metodoloji sunulmustur. Arastirma, bulgular ve sonug
boliimi ile tamamlanmuistir.

Peruze Cansu Akdeniz & Leyla Leblebici Koger
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Kavramsal ¢erceve
Yesil aklama kavrami

Cevresel ya da yesil iddialar (ticari bir iletisimde, pazarlamada veya reklamda) bir malin veya hizmetin
cevre tizerinde zararh bir etkisi olmadig1 ya da tam tersi ¢evre {izerinde olumlu etkilerinin oldugu
izlenimini yaratma faaliyetini ifade etmektedir. Bu iddialar ile s6z konusu mal ya da hizmetin rakip mal
veya hizmetlere gore ¢evreye daha az zarar verdigi savunulmaktadir. Savunulan cevreci iddialar
drtintin nasil retildigi, nasil bertaraf edilecegi veya kullanimindan beklenen enerji ve kirliligin
azaltilmasina yonelik ifadeleri icermektedir. Bu iddialarin yanlis veya yaniltici oldugu uygulamalara
ise “yesil aklama” ad1 verilmektedir. “Yesil aklama”; mallarin veya hizmetlerin gevresel nitelikleriyle
ilgili isletmelerden tiiketiciye her tiirli ticari uygulamayla ilgili olabildigi gibi ambalaj, etiketleme,
reklam, tiim medya (web siteleri dahil) iizerinde ve herhangi bir kurulus tarafindan yapilan her tiirlii
beyan, bilgi, sembol, logo, grafik ve marka adini1 ve bunlarin renklerle etkilesimini igerebilmektedir
(European Commission, 2016, s. 95).

“Yesil aklama”, bir kurulusun faaliyetlerini ¢evresel gosterme veya kurulusu yesil olarak tanitmak icin
kaynak harcama uygulamasini ifade etmektedir. Dolayisiyla yesil aklama faaliyetini, bir kurulusun
cevresel stratejileri, hedefleri, motivasyonlar1 ve eylemlerine yonelik yanlis veya aldatici bilgilerin
yayllmast olarak tanimlamak miimkiindiir (Nemes, Scanlan, Smith, Smith, Aronczyk, Hill, ve
Stabinsky, 2022, s. 5).

Bir bagka tanima gore “yesil aklama”, bir sirketin gevresel veya sosyal performans: hakkindaki olumlu
bilgilerin secici olarak agiklanmasi ve bu boyutlara iliskin olumsuz bilgilerin saklanmasi olarak ifade
edilmektedir (Lyon ve Maxwell, 2011: 5). Parguel, Beno1"t-Moreau ve Larceneux, (2011) ise yesil aklama
faaliyetini, “tiiketicileri bir sirketin ¢evresel uygulamalar1 ya da bir {iriin veya hizmetin g¢evresel
faydalar1 konusunda yaniltma eylemi” olarak tanimlamaktadir. Yesil aklama, bir sirketin {iriin veya
hizmetlerinin gevre agisindan giivenli veya “dost” oldugu algisini tesvik etmek i¢in halkla iliskiler veya
pazarlama faaliyetlerinin aldatici bir sekilde kullanildig: bir tiir ¢arpitma uygulamalaridir (Aji ve
Sutikno, 2015, s. 433).

Yesil aklama faaliyetini dort diizeyde incelemek miimkiindiir. Bu diizeyler: kurumsal diizeyde, stratejik
diizeyde, karanlik diizeyde ve iiriin diizeyinde yesil aklama olarak siniflandirilabilmektedir (Torelli vd., 2020,
s. 409):

1. Kurumsal diizeyde yesil aklama: Firmanin sahip oldugu imaj ve itibara yonelik veriler
hakkinda yaniltic1 ¢evresel iddialarda bulunmakla ilgilidir. Bu diizey statik bir boyutu yani
sirket ad1 ve logosu, vizyonu, standartlara baglilik ve kurumsal sertifikasyonu biinyesinde
barmdirmaktadir.

2. Stratejik diizeyde yesil aklama: Firmanin gelecege doniik stratejilerine yonelik (stratejik kamu
iletisimi, kurumsal orta-uzun vadeli hedefler, teknolojinin/siireclerin iyilestirilmesi veya
uygulanmasina yonelik stratejik plan, rapor iletisimi ve hedeflenen olaganiistii operasyonlar)
yaniltic gevresel iletisim ile ilgilidir.

3. Karanlik diizeydeki yesil aklama: Gizli yasa dis1 faaliyetlerle (kara para aklama, sug ve/veya
mafyayla gizli anlasma, yolsuzluk ve gizli amagclara sahip yatirimlar) sonuglanan yarnultici bir
cevresel iletisimi ifade etmektedir.

4. Uriin diizeyinde yesil aklama: Bir iiriiniin veya {iriin grubunun baz spesifik 6zelliklerine (6rn.
etiket, hedefli reklam, ambalaj ve iiriin sertifikalar1) yonelik yaniltici ¢evresel iddialarla ilgilidir.

Literatiir incelemesi

Bu boliimde SCOPUS veri tabaninda yer alan 2023 yilina ait makalelerin incelemesi yer almaktadir.
Arastirmaya dahil edilen 48 makaleye ayrintili yer vermek makale kapsami1 agisindan ¢ok uzun yer
tutacag i¢in sadece 2023 yilindaki makaleler degerlendirilmistir.

Policarpo, Apaolaza, Hartmann, Paredes ve D'Souza, (2023), sosyal sinizmin, yesil giyim markalarina
olan giiven iizerindeki etkisine iligkin teorik bir model gelistirmek adina yaptiklar: aragtirmada 600
Avusturyal tiiketici araciifiyla cevrim igi bir anket uygulamasi gerceklestirmistir. Arastirma
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sonucunda sosyal sinizmin yesil marka giivenini olumsuz yonde etkiledigi ve bu etkinin algilanan yesil
aklama artistyla agiklanabilecegi tespit edilmistir.

Apoloza, Policarpo, Hartmann, Paredes ve D'Souza (2023), yapmis olduklar1 ¢alismada gosterisci
tilkketim gtidiilerinin, ¢evresel kaygmin, algilanan tiiketici etkinliginin, sitirdiiriilebilir giyim
markalarina olan giivenin ve algilanan yesil aklamanin siirdiiriilebilir kiyafet satin alimini ne dlgiide
etkiledigini incelemistir. Bu dogrultuda Avustralya niifusunu temsil eden 600 katilimci aracilifiyla
cevrimici anket uygulamas: yapilmistir. Arastirma sonucunda, satin alma niyetini azaltan algilanan
yesil aklama haricinde, 6nerilen tiim 6nciillerin siird{iriilebilir giysi satin alinmasiyla pozitif bir iliskiye
sahip oldugu tespit edilmistir. Ayrica algilanan tiiketici etkinligi, gosterisci titketim giidiilerinin satin
alma tizerindeki etkisini olumlu yonde etkiledigi sonucuna ulasilmistir. Algilanan etkinlik yiiksek
oldugunda gosterisci tiiketim giidiilerinin satin alma tizerinde daha giiglii bir etkisi oldugu ve algilanan
etkinligin diisiik olmast durumunda bu etkinin azaldig1 ve gosterisci tiiketim ile algilanan etkinlik
arasindaki etkilesimin modelde en giiclii etkiye sahip oldugu sonucu elde edilen bir diger bulgu
olmustur.

Nygaard ve Silkoset (2023), yapmis olduklari calismada, blockchain bilgi boyutlarinin, ekolojik
sebzelere yonelik yesil aklama algisin1 nasil etkiledigini incelemistir. Arastirmanin Orneklemini
toplamda 492 katilimci olusturmaktadir. Arastirma sonucunda, tiiketicilerin giivenilir, seffaf, izlenebilir
ve tahrifata dayarnikl {iriin bilgilerine erisiminin, ekolojik gida tiiketicileri arasinda algilanan yesil
aklama etkisini azalttig1 tespit edilmistir. Ayn1 zamanda, blockchain bilgilerinin, tiiketicileri yesil
aklama tehdidine karsi sertifikasyon sistemlerinden ¢ok daha fazla korudugu sonucuna
ulasilmistir.  Arastirma sonucunda orijinalligi dogrulayan bilgiler, siirdiiriilebilir {iriinlerin
gelistirilmesini tesvik eder, yesil iiriin tedarikgilerinin fikri miilkiyet haklarini korur ve yesil {iriinlerin
tiiketicilere tedarikini giivence altina alir yargisina varilmistir.

Lopes, Gomes ve Trancoso, (2023), calismasiny, ¢evresel kaygilar ve tiiketiciler tarafindan dongtisel bilgi
arayisinin aracilik ettigi durumlarda, sirketlerin yesil aklama davranislarinin dongiisel tiiketim niyeti
tizerindeki etkisini incelemek amaciyla yapmistir. Bu amacgla Portekizli tiiketicilerden 826 gegerli
yanittan olusan bir 6rnek toplanmistir. Arastirma sonucunda, yesil aklamanin tiiketicilerin gevresel
kaygilarini, dongtisel tiiketim niyetini ve stirdiiriilebilir bilgi arama egilimlerini pozitif yonde etkiledigi
tespit edilmistir. Ayni1 zamanda tiiketicilerin sahip oldugu ¢evresel kayginin ve ¢evresel kaynaklar
hakkindaki ek bilgi arayisinin dongiisel tiiketim niyetini pozitif yonde etkiledigi sonucuna ulasiimistir.

Ioannou, Kassinis ve Papagiannakis, (2023), calismasinda yesil aklamanin, miisteri memnuniyeti
tizerindeki etkisini incelemistir. Arastirmaya toplamda 415 katilima katki saglamistir. Arastirma
sonucunda yesil {iriin yeniligi ile ilgili algilanan yesil aklama arasinda negatif bir baglant1 oldugu
sonucuna ulasilmistir. Ayni zamanda yesil iiriin yeniligi ile ilgili algilanan yesil aklamanin tiiketiciler
tarafindan kurumsal ikiytizliiliik olarak algilandig yargisina ulagilmistir.

Rahman ve Nguyen-Viet (2023), tarafindan tiiketicilerin yesil aklamay1 nasil algiladiklarini anlamak
i¢in yapilan bu ¢alismada, yesil reklam algisinin, aldatici olmamanin, yesil marka imajinin ve seffafligin,
yesil marka giiveni {izerindeki etkisi ve ardindan yesil reklamin yesil marka giiveni {izerindeki etkisi
incelenmistir. Arastirma kapsaminda 262 Vietnamli katilimcidan ankete dayali elde edilen veriler
kullanilmistir. Arastirma sonucunda, yesil reklam algisinin ve yesil marka imajinin, yesil marka
glivenini pozitif yonde etkiledigi ancak aldatici olmama ve seffafligin yesil marka giiveni iizerindeki
etkisinin 6nemsiz oldugu tespit edilmistir. Bununla birlikte yesil marka giiveninin satin alma niyeti
tizerinde pozitif bir etkiye sahip oldugu ve araci degisken olarak yesil reklam algisi, yesil marka imajt
ve satin alma niyetini kolaylastirdigini ancak aldatici olmamanin, seffafligin ve satin alma niyeti
arasindaki baglantiy1 kolaylastirmadig: sonucuna ulasilmistir. Ek olarak yesil marka giiveninin satin
alma niyetini olumlu yonde etkiledigi ancak seffaflifin yesil marka giiveni ve yesil marka imajt
iizerinde bir etkisi olmadig1 elde edilen bir diger bulgu olmustur.

Boncinelli, Gerini, Piracci, Bellia ve Casini, (2023), calismalarinda iki farkl: ¢ikolata barmin sahip oldugu
yesil renkli ambalajin tiiketici tercihleri tizerindeki etkisini analiz etmektedir. Bu dogrultuda 737 talyan
tiiketiciyle cevrimici bir secim deneyi gergeklestirilmistir. Arastirma sonucunda, yesil aklama
uygulanan gida iiriinlerinin siradan gidalara kiyasla pazar paylarini potansiyel olarak artirabilecegi
tespit edilmistir. Ayrica siirdiiriilebilir yiyecek tercih etmeyenler ve yesil iletisime kapali tiiketicilerin,
cikolata ambalajinin yesil rengine aldanmamaya daha yatkin olduklar1 sonucuna ulagilmustir.
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Majeed ve Kim (2023), arastirmasinda konaklama endiistrisindeki yesil aklamaya iliskin tiiketici
algilarmin onciillerini ve sonuglarini kavramsal bir gercevede incelemistir. Arastirma sonucunda, otel
operatorlerinin yesil bilgi paylasimi, yesil pazarlama, yesil bilgilerin ifsa edilmesi, kaynak koruma
iddialari, ¢evre sertifikalar1 ve yesil yikamaya iliskin tiiketici algilar1 arasindaki iligskiyi yansitarak
tiiketicilerin yesil tiiketim tutumlar1 (yesil giiven, ziyaret niyeti, ekstra 6deme istegi ve WOM)
belirlenmistir. Ek olarak, tiiketicilerin yesil aklama algisinda, tiiketicilerin yesil tutumunun miidahaleci
bir rol oynadig: ve cesitli yesil tiiketici davranislarini belirledigi sonucuna ulasilmistir.

Marcatajo (2023), yapmis oldugu bu calismanin amaci, yesil iddialarin tiiketicilerin siirdiiriilebilir
tiiketimi tizerindeki etkisini incelemektir. Tiiketicilerin yamniltici iddialara karst korunmasi amaciyla
yapilan bu arastirmanin sonucunda {iriinlerinin ekolojik 6zelliklerinin reklamimi yapmak isteyen
sirketlerin, gercek cevresel etkilerini degerlendiren standart bir metodoloji temelinde destekleyici
gosterimler sunmalar: gerektigi tespit edilmistir.

Dutta-Powell, Rhee ve Wodak, (2023), yesil aklamanin tiiketiciler {izerindeki etkisini belirlemek ve
potansiyel miidahaleleri test etmek i¢in yaptig1 calismada, toplamda 2352 katilimcidan olusan temsili
bir 6rnek, bir kontrol ve bir miidahale grubuna ayrilmis ve {i¢ reklamdan olusan ¢evrimici bir deney
gerceklestirilmistir. Miidahale grubuna yesil aklama stratejilerini belirlemelerine olanak saglamak igin
tasarlanmis bir okuryazarlik miidahalesi yapilmistir. Arastirma sonucunda katilimcilarin, yesil aklama
yapilan reklamlardaki kurgusal sirketlerin, yesil aklama yapilmayan reklamlarda gosterilen sirketlere
kiyasla daha yiiksek yesil kimlik bilgilerine sahip oldugu konusunda hemfikir olma olasiliklar: nemli
oOl¢iide daha yiiksek oldugu tespit edilmistir. Bununla birlikte miidahale grubundaki katilimcilar, yesil
aklamali reklamlar1 olan sirketlerin yesil kimlik bilgilerini kontrol grubundaki katilimcilara gére dnemli
ol¢lide daha diisiik olarak degerlendirdigi dolayisiyla okuryazarlik miidahalesinin yesil yikamanin
etkisini azalttig1 sonucuna ulasilmistir.

Alvarez-Garcia ve Sureda-Negre (2023) tarafindan yapilan bu arastirma yesil aklama ve tiiketici egitimi
arasindaki iligkiyi incelemek adina yapilmistir. Bu dogrultuda farkl veri tabanlarindan elde edilen 17
makale incelenmistir. Arastirma sonucunda yesil okuryazarligin, yesil aklamaya kars: etkili bir arag
olabilecegi, tiiketici egitiminin, yaniltict yesil reklam veya yesil aklama reklamlariyla miicadelede
onemli bir strateji olacagl ve egitim Onerileri veya deneyimlerinin yesil aklamayla miicadeleye yonelik
olmasi gerektigi sonucuna ulasilmaistir.

Bladt, Capelleveen ve Yazan, (2023) ¢alismasinda farkli yesil yikama uygulamalarinin, tiiketicilerin
marka tutumlarini nasil etkiledigini arastirmistir. 315 Alman katilimcinin katki sagladig arastirma
sonucunda farkl yesil yikama uygulamalarmin, yesil yikamalarin boyutuna bagh olarak tiiketiciler
tizerinde 6nemli Olciide farkli etkilere sahip oldugu tespit edilmistir. Bununla birlikte yanls yesil
aklama uygulamalarmin ve gizli bilginin yesil marka tutumunu olumsuz etkiledigi ve iiriin
diizeyindeki yesil aklamanin marka tutumunu firma diizeyindeki yesil aklamaya goére daha olumsuz
etkiledigi sonucuna ulasilmistir.

Marko ve Kusa (2023), calismasinda hizli moda markalarinin pazarlama iletisiminde miisteri sadakati
tizerindeki etkisini incelemistir. Bu etkiyi incelemek adina néropazarlama arastirmasi yoluyla, Y ve Z
kusagindan bilingli ve bilingsiz tiiketicilerden olusan 14 katilimai (7 bilingli, 7 bilingsiz) ile segilen hizl
moda markasmin yaniltict reklam mesajlarina kars: tepkileri arastirilmistir. Arastirma sonucunda
secilen nesillerden bilgili katiimcilarin, secilen hizli moda markasinin yaniltici reklam mesajlarina kars:
daha fazla duygusal direng gosterdigi tespit edilmistir. Bununla birlikte hizi moda markalarinin reklam
mesajlarinin algilanmasi agisindan, gesitli asilsiz bilgiler nedeniyle, sertifikali siirdiiriilebilir moda
markalar1 da dahil olmak {izere ¢evre sorunlariyla ilgili tiim bilgilere giivensizlik duymasi nedeniyle
muhtemel tiiketicilerin egitilmesi gerektigi sonucuna ulasilmistir.

Shao, Jeong, Zhang ve Jang, (2023), calismasinda, pazarlamama tekniginin etkililiginin mfisterilerin
siipheciligine (yiiksek veya diisiik), cinsiyetine (erkek veya kadin), yagina (geng veya yash) ve gelir
diizeyine (yiiksek veya diisiik) bagh olarak degisip degismedigini arastirilmistir. Bu nedenle denekler
arasinda dort adet 2x2 tasarim kullamilmis ve katilimcilarin yesil siiphecilik diizeyini ve yasini
belirlemek i¢in medyan bolme ydntemi benimsenmistir. Arastirma sonucunda mesaj tiiriine yanit
olarak yesil stiphecilik, yas ve gelir diizeyi agisindan anlamli iliskiler bulundugu tespit edilmistir.
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Cavazos, Taylor, Eary ve Doty, (2023), yapmis olduklar: ¢alismada bireysel yesil aklamanin gida israfi
iizerindeki etkilerini incelemistir. Bu dogrultuda bir {iniversitede sekiz giinliik bir siire boyunca tabak
atig1 denetimi gerceklestirilmistir. Ayni zamanda 176 Ogrenciye uygulanan anket sonucunda
tiiketicilerin yalnizca %15,6'simin kompostlama seceneklerinden haberdar oldugu; ancak %83,3'liniin
kompost yapmaya istekli oldugu tespit edilmistir. Bununla birlikte kompost kutusu daha dikkat ¢ekici
hale getirildiginde bireysel yesil aklamanin olumlu yonde etkilendigi ve katilimcilarin kendilerini ¢evre
dostu niyetleri olan aktorler olarak gordiikleri ancak yesil sonuglar iiretmekte basarisiz olduklari
sonucuna ulasilmistir.

Santos vd., (2023), calismasinda yesil aklamanin kurumsal itibar ve marka nefreti iizerindeki etkilerini
ve algilanan c¢evresel performans ile algilanan yesil riskin aracilik etkisini arastirmistir. Yesil aklama
yapan markalar1 tanimlayan ve taniyan 420 Portekizli tiiketiciden alinan kesitsel birincil verileri
kullanan bir anket uygulamasi sonucunda, tiiketicilerin yesil aklama algisimin markalara zarar
verebilecegi kanisina varilmistir. Ayni zamanda yesil aklamanin algilanan cevresel performans ve
algilanan yesil risk yoluyla kurumsal itibar {izerinde olumsuz bir etkiye sahip oldugu ve yesil
yikamanin marka nefreti tizerinde dogrudan olumlu, algilanan yesil risk tizerinde ise olumsuz etkisi
oldugu sonucuna ulasilmaistir.

Arastirmanin metodolojisi
Arastirmanin amaci ve kapsami

Sistematik literatiir incelemesinin 6nemi, incelemenin yapilandirilmis bir sekilde yiiriitiilmesi ve
uygulanan inceleme yontemlerinde yiiksek derecede seffaflig1 icermesinden kaynaklanmaktadir (Hiebl,
2023, s. 229). Bu galismanin amaci sistematik literatiir taramasi araciligiyla yesil aklama {izerine yapilan
tiiketici odakli ¢alismalarin mevcut durumu {izerine bir arastirma yapmaktir. Bu dogrultuda
olusturulan arastirma sorular: Tablo 1’de yer almaktadir.

Tablo 1: Arastirma Sorular1

Aragtirma Sorular

AS1  Yesil aklama {izerine yapilan tiiketici odakli makaleler nelerdir?

AS2  Incelenen makalelerin yillara ve yayimlandiklari dergilere gore dagilimi nasildir?
AS3  Incelenen makalelerin atif sayilari nasildir? En ok atif alan makaleler hangileridir?
AS4  Incelenen makalelerin ok yazarlilik durumu nedir?

AS5  Incelenen makaleler hangi tilkelerde calisilmistir? En ¢ok hangi tilkede ¢alisilmistir?
AS6  Incelenen makalelerin arastirma tasarimlari nasildir?

AS7  Incelenen makalelerde yer alan degiskenler nelerdir?

AS8  Incelenen makalelerde hangi sektorler ele alinmigtir?

Bu c¢alismanin metodolojisi ilgili yayinlarin belirlenmesi, okunmast ve yorumlanmasi ile segilen
makalelerin bibliyometrik degerlendirilmesinin yapilmasi olmak {izere iki agamadan olusmaktadir.
Sistematik incelemeler i¢in PRISMA yo6nteminin &nerdigi prosediir dogrultusunda, ilk asamada
yayimlanmis makalelerin veri tabanindan belirlenmesi; makalelerin taranmasi, uygunluga dayali
olarak ilgili makalelerin secimi, makalelerin incelenmesi ve degerlendirilmesi adimlar:
gergeklestirilmistir (Moher vd., 2009). Arastirmaya dahil edilen tiim makaleler SCOPUS analiz
aracihigiyla derlendikten sonra, nihai portfdyiin degerlendirilmesi yapilmisgtir.

Tablo 2’de arastirmanin amact dogrultusunda yiiriitiilen aragtirma protokolii yer almaktadir.
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Tablo 2: Aragtirma Protokolii

Aragtirma Kriteri Agklama

Hakemli bilimsel dergi, kitap ve konferans bildirileri iceren en biiyiik veri

Taranan Veri Tabanlar: tabanlarindan biri kabul edilen SCOPUS veri tabani taranmugtr.

Yayin Tiirii Makale

Tarih Aralig: 2019-2023

Arama alanlar olarak; baglik, 6zet ve anahtar kelimeler se¢ilmistir. SCOPUS
Arama Alanlan veri tabaninda arama terimi olarak “greenwashing” terimi kullanilmus ilgili
arama 20.09.2023 tarihinde gerceklestirilmistir.

Konu Alanlar: Isletme, Yonetim ve Muhasebe,

Sosyal Bilimler
Yayin Dili Ingilizce
Dahil Etme Kriterleri Yesil aklamanin ana konu oldugu tiiketici odakli makaleler dahil edilmistir.

Belge tiirii makale disindaki yayinlar ve yesil aklamanin ana konu olmadig ya
Hari¢ Tutma Kriterleri da tiiketici odakli olmayan kurumsal ya da devletler agisindan incelenen
makaleler hari¢ tutulmustur.

Yesil aklamanin tiiketici tizerindeki etkilerine odaklanilarak literatiirden

Veri Analizi
uyarlanan aragtirma sorularina cevap aranmustir.

SCOPUS, saygin akademik arastirmalarin hizmetine sunulan en kapsaml 6zet ve alinti veri tabani
olarak nitelendirilmektedir (Fahim ve Mahadi, 2022, s. 84716). SCOPUS’ta 1970'li yillara kadar uzanan
1,8 milyarin tizerinde kaynaktan alint1 bulunmaktadir ve ayn1 zamanda yedi bin yaymncinin 84 milyon
kaydini, 17,6 milyon yazar profilini ve yaklasik doksan bes bin iiyelik profilini kapsamaktadir. Ayrica
bir makalenin, yazarin veya derginin kalitesini yansitan bir puan olan h-indeksi nedeniyle de 6nemli
bir veri tabanidir. SCOPUS, Web of Science (WoS) veri tabaniyla karsilastirildiginda daha genis bir
kapsama sahiptir (Di Vaio, Latif, Gunarathne, Gupta ve D'Adamo, 2023). Hem bu sebeplerden hem de
yapilan taramalar sonucunda, yesil aklama tizerine 2019-2023 yillar1 aras1 SCOPUS veri tabaninda
sistematik literatiir taramasi yapilan ¢alismaya rastlanmamasi sebebiyle ¢alismanin bu veri tabaninda
yiliriitiilmesine karar verilmistir.

“Greenwashing” anahtar kelime olarak atandiginda ve dahil etme kriterleri uygulandiginda SCOPUS
veri tabaninda 207 adet makale elde edilmistir. Bu 207 makaleden 103 tanesi 6zetlerin ayrintili olarak
okunmasi i¢in secilmis ve bunlarin i¢inden arastirmanin amacina uygun olan 60 tanesi ise tam metnin
okunmasi igin belirlenmistir. Tam metinlerin ayrintih okunmasi sonucunda arastirma sorusu ile
dogrudan alakali olmayan 12 makale kapsam dis1 birakilmis ve 48 makale ¢alismaya dahil edilmistir.

Sistematik literatiir arastirmas: kapsaminda incelenecek makalelerin secilmesinde izlenen yol ve her
asamada secilen makale sayis1 ve nihai analiz edilecek makalelerin secilmesi ile ilgili siire¢ Sekil 1’de
verilmistir.
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Sistematik Literatiir Taramasi

!

SCOPUS
\L Makale sayis1: 207
Baslik ve Ozet Okuma
\L Makale sayisi: 103

Detayli Inceleme

\L Makale sayist: 60
Degerlendirme
\L Makale sayusi: 48

Nihai Se¢im

Sekil 1: Sistematik Literatiir Taramasi Adimlar1
Verilerin analizi ve arastirmanin bulgular:

Yesil aklamanin tiiketici odakli ¢alismalari ile ilgili nihai olarak 48 makale belirlenen parametreler
cercevesinde incelenmistir. Bu makalelerin tamami SCOPUS veri tabanindan elde edilmis, Ingilizce
dilinde yazilmis makalelerden olusmaktadir. Arastirma kapsaminda belirlenen nihai makaleler tek tek
ayrintili bir sekilde okunmus ve bulgular SCOPUS analiz uygulamas: araciligiyla derlenip, manuel
olarak tablolastirilmistir. Belirlenen parametreler cercevesinde ¢alismanin diger bulgular: alt basliklar
halinde asagida sunulmustur.

Makalelerin yillara gére dagilimi

Grafik 1’den goriildiigii tizere arastirmanin amacina yonelik segilen makaleler en ¢ok 2023 yilina aittir.
flgili makalelerin listelenme siirecinin 2023 yil1 Eyliil ayinda tamamlanmasi nedeniyle 2023 yili igin 9
aylik bir siire¢ incelemeye dahil edilebilmistir. 2019 yilinda 6, 2020 yilinda 6, 2021 yilinda 6, 2022 yilinda
14 ve 2023 yilinda 16 calisma yapilmigtir. Grafik egrisi incelendiginde 2019’dan giiniimiize yesil aklama
calismalarmin fark edilir diizeyde arttigini sdylemek miimkiindiir.
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Grafik 1: Makalelerin Yillara Gore Dagilim1

Makalelerin yayimlandig: dergiler

Grafik 1'de aragtrma kapsaminda

secilen makalelerin hangi

dergilerde yayimlandiklar:

gosterilmektedir. Bu durumda “Sustainability Switzerland” dergisinde 9 makale, “Business Strategy
and the Environment” dergisinde 8 makale, “Journal of Cleaner Production” dergisinde 4 makale

yayimlanmustir.
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Grafik 2: Makalelerin Yayimlandig1 Dergiler

Makalelerin atif sayilar1 dagilimlar1 ve en ¢ok atif alan makaleler

Grafik 2’de incelenen makalelere ait atif sayis1 siniflandirmasi yer almaktadir. Secilen makalelerden 46
tanesi 0-50 araliginda atif almis, 1 tanesi 51-100 arasinda atif almis ve 1 tanesi de 101-150 araliginda atif
almugtir. Ilgili galismalar arasinda 114 atifla en gok atif alan makale Torelli vd., (2020) ve 89 atifla Chen
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vd., (2019 e ait makaledir. Incelenen makalelerin biiyiik cogunlugunun 2023 yilinda yayimlanmig
olmasi1 sebebiyle atif sayilarinin yeterince yiiksek olmadig1 goriilmektedir.
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Grafik 3: Makalelerin Atif Sayilarina Gore Dagilimi
Makalelerin yazar sayilarinin dagilimi

Grafik 4'te makalelerin yazar sayilarmin dagilimlarn verilmistir. Calisma kapsaminda incelenen 48
makaleye toplamda 15 yazar katki saglamistir. Yazar sayist dagilimi incelendiginde ise bir yazarh
makale sayisi 3, iki yazarli makale sayis1 13, {i¢ yazarli makale sayist 18, dort ve iizeri yazarli makale
sayist ise 15"tir.
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Grafik 4: Makalelerin Yazar Sayilarimin Dagilimi
Makalelerin yiiriitiildiikleri iilkelere gore dagilim

Grafik 5'te ilgili makalelerin yiriitiildiikleri tilkelere gore dagilimi yer almaktadir. Arastirma
kapsaminda segilen calismalarin yiriitiildiikleri tilkelere gore dagilimi incelendiginde en ¢ok
calismanin ABD’ de yiiriitiildiigii goriilmektedir. Bu durumda ABD’den 9, Cin’den 6, Brezilya’dan 5,
Ispanya’dan 5 ve Italya’dan 4 makale inceleme kapsamina alinmigtir. Tiirkiye’den ise 3 makale
arastirmaya dahil edilmistir.
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Grafik 5: Makalelerin Yiiriitiildiikleri Ulkelere Gore Dagilim1
Makalelerin arastirma tasarimina gore dagilimi

Grafik 6’da makalelere yonelik arastirma tasarimi dagilimi yer almaktadir. Bu durumda arastirma
kapsaminda incelenen makalelerin biiyitk ¢ogunlugunun nicel arastirmalardan olustugu
goriilmektedir. Pasta grafikten de goriildiigii tizere makalelerin %18i nitel, %6’s1 karma ve %76’s1 nicel
aragtirmalardan olusmaktadr.

H nicel
nitel

® karma

Grafik 6: Makalelerin Arastirma Tasarimina Gore Dagilimi
Makalelerde yer alan yesil aklama disindaki degiskenlerin incelenmesi

Incelenen makalelerde yer alan degiskenler incelendiginde; yesil giiven, yesil satin alma karari, yesil
reklam, yesil marka, miisteri memnuniyeti, yesil okuryazarlik, tiiketici siipheciligi ve agizdan agiza
iletisim degiskenlere yer verildigi goriilmektedir. Bununla birlikte, ¢alismalarin bazilarinin moda,
konaklama ve gida sektoriinde yapildigi, bir kisminin da sektdr kisitlamas: olmadan genel kapsamda
yapildig1 sOylenebilmektedir. Tablo 3’te makalelerde yer alan degiskenler ve incelenen sektorler yer
almaktadir.
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Tablo 3: Makalelerde Yer Alan Degiskenler ve Sektor Dagilimi

Qayyum, Jamil ve Sehar (2022)
Guerreiro ve Pacheco (2021)
Caldas, Veiga-Neto, Guimaraes, Castro ve
Pereira, (2021)

Wang, Walker ve Barabanov (2020)
Urbanski ve Haque (2020)
ShabbirHusain ve Varshney (2019)
Kahraman ve Kazangoglu (2019)
Chen (2019)

Konu Atif Aciklama
Apaolaza, Policarpo, Hartmann, Paredes ve
D'Souza., (2023)
Marko ve Kusa (2023)
Policarpo vd., (2023)
Rahman ve Nguyen-Viet (2023)
Munaier, Miyazaki ve Mazzon, (2023)
Marcatajo (2022)
Ha, Ngan ve Nguyen., (2022) Tgili calismalarda yesil aklama tiiketici giiveni

Reck, Castagna, Shuqair ve Pinto, (2022) acisindan da incelenmistir. Genel itibariyle
Yesil Giiven Munir ve Mohan (2022) tiiketici gliveninin yesil aklama ile yakindan

iliskili oldugu ve yesil aklamanin tiiketici
giivenini azaltti§1 sonucuna ulagilmisgtir.

Yesil Satin Alma

Apaolaza vd. (2023)
Lopes vd., (2023)
Rahman ve Nguyen-Viet (2023)
Boncinelli vd., (2023)
Marko ve Kusa, A (2023)
Munaier vd., (2022)

Reck vd., (2022)

Lu, Sheng, Zhou, Shen ve Fang (2022)
Zhang, Ul Ainn, Bashir, Haq ve Bonn (2022)
Volschenk Gerber ve Santos (2022)
Bingaman, Kipkoech ve Crowley (2022)
Munir ve Mohan (2022)
Guerreiro ve Pacheco (2021)
Caldas vd., (2021)

Bulut, Nazli, Aydin ve Haque (2021)
Urbanski ve Ul Haque (2020)

Jog ve Singhal (2020)
Kahraman ve Kazangoglu (2019)
Braga, Martinez, Correa, Moura-Leite ve Da
Silva, (2019)

Chen vd., (2019)

Hgili calismalarda tiiketicilerin yesil {iriin satin
alma kararlarinda yesil aklamanin etkisine
iligskin incelemeler yapilmistir. Genel kam
tiiketici yesil satin alma kararlarimn yesil

aklama ile olumsuz yonde bir iligkiye sahip
olduguna yoneliktir.

Rahman ve Nguyen-Viet (2023)
Bladt vd., (2023)
Santos vd., (2023)
Xiao, Wang ve Guo (2022)
Ha vd., (2022)

Ilgili calismalarda yesil aklama, marka degeri,
marka tutumu, marka sadakati ve nefreti,
markadan kaginma gibi faktorler acisindan

Carrién ve Ortega-Gutierrez., (2021)
Chen vd. (2019)

Yesil Marka Reck vd., (2022) incelenmistir. Genel itibariyle yesil aklamanin,
Qayyum vd., (2022) tiiketicilerin markaya yonelik algilari {izerinde

Guerreiro ve Pacheco (2021) olumsuz etkisi oldugu sonucuna ulagilmisgtir.

Andreoli ve Batista (2020)
ShabbirHusain ve Varshney (2019)
Alvarez-G. ve Sureda-N.(2023)
Rahman ve Nguyen-Viet (2023)
Dutta vd. (2023)

Wang, Ni ve Zheng (2022) Hgili calismalarda yesil aklama, yesil reklam

Yesil Reklam Ce.ﬂdas vd., (2021) iA1.i§ki§i .de ince'lenmi§tir. Ye§i} akl.ama anlayisi
Guerreiro ve Pacheco (2021) diizeyinin, yesil reklamlara yonelik duyarlilikla

Jog ve Singhal (2020) iligkili oldugu savunulmaktadar.
Jones (2019)
ShabbirHusain ve Varshney (2019)
Kahraman ve Kazangoglu (2019)
Singh, Gupta ve Kapur (2022) Tlgili calismalarda yesil aklama, agizdan agiza
Zhang vd., (2022) o o . o
. . . iletisim faktorii agisindan da incelenmistir.
Agl.zdan Agiza Guerreiro ve Pacheco (2021) Agizdan agiza iletisimin yesil aklama ve satin
Iletisim Gil-Cordero, Cabrera-Sanchez, Cepeda- 5 8! $ yes

alma davrarmgi arasinda aracilik etkisi gordiigii
savunulmaktadir.
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Tgili caligmalarda yesil aklama, miisteri

Ioannou vd., (2023) memnuniyeti agisindan da ele alinmistir. Genel
Miisteri Memnuniyeti Ha vd., (2022) olarak yesil aklamanin diisiik miisteri
Braga vd., (2019) memnuniyeti ile iliskili oldugu
savunulmaktadir.

Alvarez-G. ve Sureda-N. (2023)
Dutta- vd., (2023)
Yesil Okuryazarlik Eng, DiRusso, Troy, Freeman, Liao ve Sun,
(2021)
Andreoli ve Batista (2020).
Dutta-Powell vd., (2023)
Shao vd., (2023)
Singh vd., (2022)
Munir ve Mohan (2022)
Tiiketici Siipheciligi Farooq ve Wicaksono (2021)
Urbanski ve Ul Haque(2020)
Kahraman ve Kazangoglu (2019)
Le, Jain, Tam ve Tam (2019)
ShabbirHusain ve Varshney (2019)
Policarpo vd., (2023)
Apaolaza vd., (2023)
Marko ve Kusa (2023)

Hgili calismalarda yesil aklama, okuryazarlik
agisindan da ele alinmustir. Okuryazarhigin yesil
aklamaya kars: etkili bir arag olabilecegi
savunulmaktadir.

ilgili calismalarda yesil aklama incelenirken
tiiketici siipheciligi konusuna da yer verilmistir.
Tiiketici stipheciliginin artmasinin yesil aklama
algisimi artirdig kanisina varilmaktadir

Hgili calismalarda yesil aklama kavrami moda

Moda Reck vd., (2022) . . L.
Lu vd, (2022) sektorii agisindan incelenmistir.
Munir ve Mohan (2022)
Bingaman vd., (2022)
Majeed ve Kim (2023) Hgili calismalarda yesil aklama kavrami
Konaklama Zhang vd., (2022) konaklama sektorii agisindan incelenmistir.

Chen vd., (2019)
Boncinelli vd., (2023)
Nygaard ve Silkoset (2023) Mgili alismalarda yesil aklama kavrami gida
Shao vd., (2023) sektdrii agisindan incelenmistir.
Cavazos vd. (2022)

Gida

Sonug ve Oneriler

Yesil aklama {izerine yapilan tiiketici odakli 48 makale sistematik literatiir taramas1 kapsaminda
ayrintili bir sekilde incelenmistir. Makale se¢iminde 2019-2023 yillar1 arast baz alinmis ve SCOPUS veri
tabanindan faydalanulmistir. Literatiirde yesil aklamanin yalnizca tiiketici odakli ¢calismalarina yonelik
yapilmus bir sistematik literatiir taramasina rastlanmamistir. Bununla birlikte 2019-2023 yillar1 arasinda
SCOPUS veri tabanindan Ingilizce dili ile stnirlandirilmis makaleler iizerine yapilmis bir ¢alismaya da
literatiirde rastlanmamistir. Dolayisiyla arastirmamizin 6zgiinliigli siralanan bu sebeplerden
gelmektedir ve sonuglarin literatiire katki saglayacag: diistiniilmektedir.

Arastirma kapsaminda elde edilen ilk bulgu yesil aklama {izerine yapilan tiiketici odakli ¢alismalarin
en cok 2023 yilinda yapildigina yoénelik bulgudur. Incelemeye dahil edilen makalelerin en ¢ok
“Sustainability Switzerland”, “Business Strategy and the Environment” ve “Journal of Cleaner
Production” dergisinde yayimlandigi sonucuna ulagilmistir. Tlgili galismalar arasinda en ¢ok atif alan
calisma Torelli vd., (2020) ve Chen vd., (2019)" e ait calismalardir. Yazar sayisit dagilimi incelendiginde
ise makalelerin en ¢ok 3 yazarli makalelerden olustugu goriilmektedir. Incelenen makaleler igin toplam
15 yazar katkida bulunmustur. Incelenen ¢alismalarin yiiriitiildiikleri iilkelere gore dagilimi
incelendiginde en ¢ok galismanin sirasiyla ABD, Cin, Brezilya ve Ispanya’da yiiriitiildiigii sonucuna
ulasilmistir. Arastirma kapsamina Tiirkiye’den ise 3 makale dahil olmustur. Son olarak ¢alismalarin
biiyiik ¢ogunlugunun nicel arastirmalardan olustugu sonucuna ulasilmstir.

Bu bulgulara ek olarak yesil aklamanin tiiketici odakli yapilan calismalarinda yer alan degiskenler
incelendiginde ¢aligmalarin; tiiketici giiveni, yesil satin alma karari, yesil reklam, yesil marka konulari,
miisteri memnuniyeti, yesil okuryazarlik, tiiketici siipheciligi ve agizdan agiza iletisim degiskenleri
araciligiyla incelendigi sonucuna ulasilmistir. Bu kavramlardan en ¢ok arastirilan degisken ise yesil
satin alma ve yesil giiven degiskenleri olmusgtur. Yapilan caligmalarin hangi sektorlere yonelik yapildig:
incelendiginde ise ¢alismalarin moda, konaklama ve gida sektorleri tizerine yapildig: goriilmektedir.

Yesil aklamanin tiiketici odakl ¢alismalarinin incelendigi bu arastirmanin bazi kisitlar1 bulunmaktadir.
Arastirmada 2019-2023 yillar1 aras1 ulusal veri tabani olarak SCOPUS veri tabaninin segilmesi ve
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yalnizca makalelerin incelemeye dahil edilmesi arastirmanin kisit1 olarak kabul edilebilir. Dolayisiyla
yapilacak baska bir arastirma icin farkl veri tabanlar1 araciligiyla, farkli yayin tiirlerini incelemek 6neri
olarak sunulabilir. Ayni zamanda “yesil aklama” kavraminin farkli onciiller agisindan ya da “yesil
aklama” kavraminin kurumsal diizeyde sistematik literatiir taramasi agisindan incelenmesi de
aragtirmacilara oneri olarak sunulabilir. Bununla birlikte “yesil aklama” tizerine yapilan ¢alismalarda
moda, gida ve konaklama sektorlerinin ¢ogunlukla segildigi ve yesil aklama {izerine yapilacak gelecek
calismalarin  farkli sektorler agisindan incelenmesinin yine literatiire katki saglayacag:
diistintilmektedir. Arastirma kapsaminda degiskenler tablosunda yer alan onciiller yapilacak yeni bir
calisma i¢in de arastirmacilara fikir sunabilir.
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Sosyal medya pazarlama aktiviteleri iizerine bir literatiir incelemesi

Mervenur Tarhan?

Yunus Dursun3

Abstract

Companies have begun to attach importance to social media marketing activities (SMMA) to
distinguish their products from their competitors' products and gain a competitive advantage at a
certain quality level. In the study, studies related to SMMA conducted between 2014 and 2023 were
identified. Twenty-four articles were accessed using Google Academic and DergiPark Academic
databases. An attempt was made to present a general view of the subject by examining the articles
obtained. A general screening model was used in the research. As a result of the research, SMMA is
mostly examined regarding its relationship with brand value and purchasing intention. At the same
time, there are studies examining the relationship between SMMA and the concepts of consumer
perception, demographic characteristics of consumers, brand trust, brand love, relationship value,
consumer participation, customer loyalty, and the limitations of the studies included in the research
and the suggestions given to these limitations have also been identified. As a result of the research, no
detailed literature review regarding social media marketing efforts was found. Therefore, this study
is expected to fill the gap in the literature and guide future studies.

Keywords: Social Media, Social Media Marketing, Social Media Marketing Activities
Jel Codes: M1, M3

Oz

Bu arastirmada son dénemlerde globallesen pazarlama ile kullanimi ve faaliyet alanlar1 hizli bir
sekilde artis gosteren sosyal medya pazarlama cabalarini konu edinen kavramsal bir degerlendirme
yapilmis olup bu konu ile ilgili makalelerin literatiir taramasinin yapilmasi amaglanmistir. Calismada
2014-2023 yillar1 arasinda calisilmig sosyal medya pazarlama faaliyetleri ile ilgili olan calismalar tespit
edilmistir. Google Akademik ve Dergi Park Akademik veri tabanlar1 kullarularak konu ile ilgili 24
makaleye ulagilmistir. Ulasilan makaleler incelenerek konu ile ilgili genel bir goriiniim ortaya
konmaya calisilmistir. Arastirmada genel tarama modeli kullanilmigtir. Yapilan arastirmalar
sonucunda sosyal medya pazarlama ¢abalarinin en ¢ok marka degeri ve satin alma niyeti ile olan
iliskisinin incelendigi goriilmektedir. Ayni1 zamanda sosyal medya pazarlama gabalarmin tiiketici
algisi, tiiketicilerin demografik 6zellikleri, marka giiveni, marka sevgisi, iliski degeri, tiiketici katilimi,
miisteri baghligi kavramlariyla olan iligkisinin incelendigi ¢alismalarin oldugu, bununla birlikte
arastirmada yer alan ¢alismalarin sinirhiliklar: ve bu sinirliliklara verilen 6neriler de tespit edilmistir.
Yapilan arastirma sonucunda sosyal medya pazarlama cabalari ile ilgili detayll bir literatiir
incelemesine rastlanmamistir. Bu nedenle bu calismamn literatiirdeki boslugu doldurmasi ve
gelecekteki calismalara yol gosterici olmasi beklenmektedir.

Anahtar Kelimeler: Sosyal Medya, Sosyal Medya Pazarlamasi, Sosyal Medya Pazarlama Aktiviteleri
JEL Kodlari: M1, M3
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Introduction

People's communication needs increase with the rise of social media day by day. Social media has
increased social communication, interactions, and social activities in the online virtual environment. For
example, Information transfers, real-time messaging, instant and fast interactions, and sharing between
people make online social communication even easier. People buy products or services daily under
normal conditions, so social media is very important for consumers. Social media is a platform that is
becoming more and more important every day, and its use is spreading like wildfire throughout the
globe. Therefore, it is becoming more complex day by day. Due to the increasing fame of social media,
brands have started to create activities on how to use and conduct social media.

Social media serves as a medium for interpersonal interaction and communication but has also evolved
into a space that enables companies to generate and disseminate content due to technological
advancements. The rapid increase in the use of social media and the intense interest shown by users
have paved the way for businesses and brands to turn to these areas. The limited and narrow
opportunities offered by traditional media have allowed the development of social media activities.
Other factors that direct businesses to social media activities are the desire to continue their existence in
the competitive conditions created by globalization and to be one step ahead of their competitors.
Particularly, the intense interest shown in channels such as Instagram, Facebook, and YouTube offers
significant advantages for companies (Cagil, 2017, s.5).

Social media marketing is advertising that can reach and sway customers at every point of the buying
process, from the products and brands they are considering to their final decisions. Businesses that use
social media marketing must pay close attention to how customers perceive them. This situation arises
from the fact that attitudes and purchasing behaviour are greatly influenced by consumer perception.
Social media marketing describes how consumers find social media channels entertaining, how much
they can customize them, how much they can engage with other users, and how much they are thought
to be innovative. Social media channels are more likely to influence consumer purchasing behaviour
because they involve consumers actively, and businesses cannot influence the information they convey.
As a result, consumers view social media channels as more reliable (Kazanci & Basgoze, 2015, s.435-
456).

Businesses know the performance advantages of integrating social media and have embraced it as a
marketing tool, but they lack management skills in marketing strategies. Furthermore, different social
media marketing strategies are based on the traits of the target market and industry structures. To
ensure that social media can be effectively utilized in business marketing initiatives, it is crucial to
establish the structure and content of SMMA (Paulin, Ferguson, Schattke & Jost, 2014).

As companies move their marketing activities to these platforms, using activities such as advertising,
promotion, corporate communication, and sales in these areas has made social media an even more
important place. Accordingly, social media has begun to be accepted as a sector, and companies have
started to turn to these areas.

This study aims to give information about the concept of social media. In addition, the study examined
the studies on SMMA and investigated which marketing concepts are related to this subject. For this
purpose, social media, marketing concepts, and SMMA were examined, and the studies on this subject
between 2014 and 2023 were examined in detail.

Conceptual framework
The concept of social media

The definition of social media by Hendrayati and Pamungkas (2020) is one tool that provides direct
interaction and communication between online individuals with the help of technology, without any
space or time constraints.

Social media contains information companies, institutions, and consumers use to interact and share
information with others on any platform (Blackshaw & Nazzaro, 2004). Social media can also be defined
as a medium where people communicate with other people, follow current news, share, and create their
profiles (Alhabash & Ma 2017). Lal, Ismagilova, Dwivedi and Kwayu (2020) defined social media as
digital platforms where content such as videos, texts, and photographs are shared, and which have a
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significant impact on marketing activities, providing services to consumers, and meeting their demands
and needs.

Social media is a concept whose importance has rapidly increased recently and substantially affected
human life. Social media causes significant developments in many areas, especially in marketing and
digital marketing. Activities in the marketing sector have gained a different dimension with social
media. Due to this situation, social media has become one of the most important concepts in digital
marketing. Nowadays, there is almost no digital marketing campaign without a social media network
(Sengtil, 2018).

Social media boosts mass communication by uniting many people in a virtual setting. Institutions can
quickly connect with their target audience and spread their messages using social media. Social media
is becoming essential to our everyday lives because of this feature. Social media users have made it a
habit to respond to the needs of large masses through it as well. The increasing interest and use of
information and communication technologies in almost every segment increases the power of social
media and gives a new form to the concept of socialization (Solmaz, Tekin & Herzem, 2013).

The concept of social media marketing

Information technologies, telecommunications, websites, and social sites affect a significant part of daily
and social life, especially marketing activities. In this period, when the competitive environment is
constantly increasing, companies have turned to social media marketing activities to achieve their goals,
increase their profitability, and stay one step ahead of their rivals. (Sunar & Yilmaz, 2019, s.80-86).
Businesses' advertising and marketing activities have become quite diverse with social media platforms.
Social media marketing can be defined as marketing activities to share content on social media
platforms, create advertisements, and thus encourage consumer feedback (Thakur & Kumar, 2018,
s.215).

Nowadays, social media activities attract great attention from marketers to increase profitability and
market share. Marketers are happy to use social media to advertise their goods, stay in touch with
customers, meet their needs more quickly, and reach large audiences quickly (Uygur & Dilmag, 2021).
Although social media marketing is a new brand field, the adaptation process was completed quickly.
The research conducted by Saravanakumar and Lakshmi (2012) mentioned that social media allows
businesses to easily communicate with consumers, market products or services, and increase customer
loyalty. However, since two-way communication dominates social media, managing this
communication requires a lot of effort and care. Otherwise, consumers whose demands are not fully
met may make negative comments, affecting thousands of consumers and damaging the brand image.
In order to eliminate negativity rather than improve its brand image, the business must manage social
media marketing in line with the company's global marketing strategies. In order to achieve this, the
business must create a profile suitable for its target customer base and communicate with them
accordingly (Saravanakumar & Lakshmi, 2012).

In this digital age, marketers know that marketing activities should be done for social purposes, not just
commercial ones. Operators should pay more and more attention to the period of correspondence
between the buyer and the seller. At the same time, businesses should share on social media platforms
to express their vision and mission and to present marketing techniques. Therefore, for a reason related
to the brand itself, the brand should offer training as part of the broadcast, share content at a
conversational level, use podcasts and written texts, use live videos in advertisements, and share them
on its website, including real and eye-catching content on social media platforms. Thanks to these, an
environment of trust is created by making the business or brand appear reliable, accessible, and sincere
(Gedik, 2020, 5.69).

Social media has led to various advertising and marketing strategies companies use. Social media
marketing has enabled companies to get input from their clients and improve their goods and services
to anticipate better and meet their needs. Businesses can also market their brands to wider global
communities by using social media tools. Social media platforms are widely available to individuals
worldwide, offering businesses exceptional chances to interact with communities and connect with their
intended audiences (Hajli, 2014, 5.392).
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Social media marketing activities

Through social media, companies can convey the messages they want to consumers and advertise
activities related to their goals with less expense and effort (Kim & Ko, 2012, 5.1480-1486). Social media
platforms provide company owners with novel and strategic avenues to engage with their target
audience, enabling them to establish and leverage effective competitive advantages. Social media
platforms enable firms to efficiently and expeditiously disseminate their content, advertising
campaigns, and brand messaging to extensive target audiences. Consumers also follow businesses'
social media accounts to be informed about their campaigns, advertising content, or new products
(Yadav & Rahman, 2018, s.3882-3905).

When social media emerged, brands were undecided about including it in their marketing activities.
Nonetheless, social media has become a crucial component of brand and company marketing in today's
ever-changing landscape (Wibowo, Chen, Wiangin, Ma & Ruangkanjanases, 2021, s.1-2).

In this digital age, brand managers attach importance to improving interactions between consumers
and sellers by improving their marketing strategies not only commercially but also socially. Anyone
who sees and uses social media as a marketing element can develop marketing strategies and techniques
that ensure social participation and meet the needs of society (Wibowo et al.,2021:1-2).

Thanks to social media platforms such as Instagram, Facebook, and YouTube, brands can interact with
consumers and contribute to the creation of an emotional bond (Kim & Ko, 2012). For example, the
content, photos, or videos a brand or business shares on Instagram can entertain, inform, and help users
communicate with other users. In addition, users can learn new information and follow up-to-date
information thanks to shared content. In this way, how users perceive the content shared by brands on
social media is referred to as SMMA. SMMA includes the many marketing operations companies or
enterprises undertake using social media platforms (Karayalcin, 2019, s.20). Arguably, SMMA can
provide an equivalent or greater contribution than conventional marketing operations in attaining
branding (Godey, Manthiou, Pederzoli, Rokka, Aiello, Donvito & Singh, 2016). SMMA has become a
very important issue for brands in establishing individual consumer relationships and reaching many
users quickly.

One of the most important purposes of SMMA is to increase traffic to the website, grow brands, and
reach more customers. The study conducted by Dolega, Rowe and Branagan (2021) examined the effect
of SMMA on website traffic, orders, and sales. The company's 12-month data, determined within the
scope of the research, was analysed. According to the research results, SMMA causes a large increase in
website traffic. When evaluated in terms of product orders and sales, SMMA does not have a great
impact. Another finding from the research is related to the size of social media campaigns.

In the research conducted by Kim and Ko (2012), marketing campaigns of luxury brands include five
main factors: Interaction, entertainment, personalization, trending, and word-of-mouth
communication.

Entertainment is defined as a result of the fun and play that comes from the social media experience.
Entertainment is considered one of the main drivers of social media use. Entertainment motivates social
network users to relax. Social media engagement fundamentally changes communication between
brands and customers. The interactivity of a company's social media posts is important because it
encourages customer reactions, such as liking and commenting on the company's posts. Trending is the
dissemination of the latest and most up-to-date information about brands. Social media users are
increasingly involving themselves in social media marketing efforts to learn about the latest trends in
the market. The level of personalization is defined as the degree to which the service is personalized to
respond to the individual's preferences. Personalization in social media refers to the target audience of
the messages sent. Social media is ideal for word-of-mouth communication because consumers can
spread brand-related information to their friends, peers, and acquaintances without restriction.

SMMA has been the subject of literature in different sectors. The pioneering research to define SMMA
in the literature is the study conducted by Kim and Ko (2012). Kim and Ko (2012), in their research on
luxury fashion brands, state that SMMA is classified as interaction, entertainment, personalization,
trendiness, and word-of-mouth communication. This classification forms the basis for studies in the
literature on social media marketing efforts (Yadav & Rahman, 2017, 5.3882-3905; Ebrahim, 2020, s.287-
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308). SMMA was used in a campaign that drew attention to women's health by Taubenheim, Long,
Wayman, Temple and Ruoff (2008). Thanks to SMMA in the campaign, a positive effect on the social
awareness of the campaign consisting of women was found (Taubenheim et al., 2008).

Chan and Guillet (2011) examined SMMA specifically for the hospitality industry. The social media
usage of the hotels identified in the research was examined, and concluded that these were weak. Within
the scope of the research, eight suggestions were made for better use of SMMA. These suggestions are,
respectively: better understanding social media, targeting social media marketing performances,
checking social media regularly, cooperating with human resources departments, sustainable
implementation of SMMA, choosing the appropriate social media platform, content production and
design that can attract the attention of customers, and is the ease of access to the company's social media
accounts (Chan & Guillet, 2011).

Seo and Park (2018) classified it as entertainment, interaction, and personality for the airline industry.
SMMA for the banking industry: customization, fashion, entertainment, and word-of-mouth marketing
(Torres, Augusto & Matos, 2018). Bilgin (2018), in his study on the five brands with the most social
media accounts in Turkey, stated these activities as interaction, entertainment, trendiness,
customization, and advertisement. Ebrahim (2020) expressed SMMA in the telecommunications
industry as a trend, personalization, and word-of-mouth communication.

Research methodology

Technological developments, internet usage, and digitalized lives have also increased social media
usage. One of the topics that has become very popular recently and is closely related to brands and
businesses is SMMA. It has been observed that the number of studies on this subject has increased in
recent years. However, no study has been found that deals with SMMA in a general framework and
evaluates the literature on this subject. This study is expected to pioneer future studies in terms of
evaluating the stage of marketing literature. In this regard, an answer to the following questions was
sought in this research.

= What variables are associated with SMMA in the studies conducted?
= Which procedures were achieved, and how did these results contribute to the literature?

It is observed that research on SMMA has been conducted recently in the literature. This study is
qualitative. Qualitative research can sometimes cover a single study or a group. This study used the
‘general screening’ model to detect the existing condition.

The general scanning model is carried out to reach a general idea about the universe with a certain
group of the universe. A general screening model is a research model performed on a sample or sample
taken from the current universe to reach a general conclusion based on the research problem and
purpose related to the current universe in a universe consisting of many elements (Karasar, 2012).

The universe of the study consists of research articles on social media. Qualitative research is generally
carried out with small samples determined purposefully. In this study, the purposeful sampling method
was chosen as the sample. The sample of the research includes 24 research articles related to SMMA
that were studied between 2014 and 2023 because they have become popular in recent years, and brands
attach importance to these activities.

In the articles examined within the scope of the study, the author, publication year, subject of the study,
and findings of the study were included. The aim is to present and evaluate the findings obtained from
the articles.

In this study, first of all, by using appropriate data sources, it was determined through studies in the
literature on which variables SMMA has an impact.

As a criterion in the selection of relevant studies,

e The study is related to SMMA,

e The study is included in Google Scholar (Scholar) and Dergi Park Academic databases,
e The full text of the study is accessible,

e The study is an empirical study.
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Google Scholar and Dergi Park Academic databases were used in the study. The keywords "social

"non "non

media", "social media marketing", "social media marketing activities", and "social media marketing
efforts” were used while scanning.

Literature review

A literature review was conducted to understand better the performance of these effective social media
marketing activities and to determine which concepts could be examined. We will attach great
importance to this field of activity, which has gained great importance in recent years, in terms of
strengthening brands and their ability to gain competitive advantage and maintain their presence in the
market. In the research, the distribution, examination, and interpretation of the subjects and data
adhered to the originality of the articles. Studies on this subject continue to be examined in recent years.

Several filtering options were used in the analysis of these articles. The search option displays the terms
'social media marketing activities' and 'social media marketing efforts'. Studies mentioned "social
media" in Turkish articles were also examined.

The article was classified as a publishing type while investigating these principles. English and Turkish
were chosen as the publication languages. These studies were subjected to a literature review in the
form of article name, author name, publication year, research subject, and method.

To better understand the importance of the study and determine its contribution to the literature,
studies on SMMA in the literature are examined.

Kim & Ko's (2012) study sought to quantify the influence of SMMA on consumer relationships and
purchase intention. In this study, SMMA is discussed in five dimensions. These dimensions are
entertainment, interactivity, trendiness, customization, and word-of-mouth marketing. The foundation
of SMMA was laid in the research conducted by Kim and Ko (2012). This study is about luxury fashion
brands and was applied to consumers who live in Korea. They use the luxury brand Louis Vuitton and
follow the social media accounts of this brand. These consumers were reached by survey method, and
a total of 362 people were included in the research. The research was analysed using structural equation
modelling and confirmatory factor analysis. According to the results of the analysis, it was concluded
that all dimensions of SMMA positively affected consumers' purchasing intentions. At the same time, it
was concluded that all dimensions positively affect equity, relationship and brand equity.

Balakrishnan, Dahnil, and Yi (2014) aimed to assess how SMMA affected consumers' intentions to buy
and their brand loyalty. University students were included in the study because they utilize social media
more frequently than other demographics. Two hundred students attending universities in Malaysia
were given a survey. Fifty surveys were found to be void. The research was analysed using structural
equation modelling through online forums, online ads, and social media platforms, and research
analyses have demonstrated the effectiveness of SMMA, particularly word-of-mouth marketing, in
boosting customer purchase intention and brand loyalty. These results demonstrate to marketing
managers that social media marketing has grown important in effectively reaching younger
generations. This further demonstrates how marketers can now more easily and quickly reach
customers thanks to the internet. In the research by Ural and Yiiksel (2015), the function of brand as a
mediator and relationship value on SMMA and consumers' purchasing intention was examined. The
research was conducted on the automotive sector in Hatay province. Data was collected in the region
where automobiles were sold for 30 days. First, a Skoda automobile brand with many dealers
throughout Turkey was selected for the field study.

Choosing a single brand in the study was deemed more appropriate in terms of the homogeneity of the
sample and controlling other factors arising from different brands. The research sample was determined
as customers who bought or thought about buying a Skoda car and were interested in this brand on
social media. A total of 120 people were administered a survey. Structural equation modelling was
employed in the studies. Based on the analysis's conclusions, it was revealed that the effect of SMMA
on purchase intention is partially mediated by brand equity and equity value. The study also revealed
that brand equity also affects consumers' purchasing intention. The results of this study revealed that
considering SMMA may be the best way to achieve customer loyalty. Since this study evaluates SMMA
and factors that ensure customer equality, it is thought to contribute to the literature and benefit
businesses and brands. One of the shortcomings of this research is that it is conducted only in the
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automotive industry. Since the sample covers a single product type, caution should be exercised when
generalizing the research results. Therefore, the results of this research need to be reproduced with
examples obtained from consumers of different automotive brands.

The study by Godey et al. (2016) concentrated on brand equity —the research aimed to evaluate the
impact of social media marketing campaigns on this phenomenon. Brands including Burberry, Dior,
Gucci, Hermes, and Louis Vuitton were covered in the study on luxury brands. Structural equation
modelling was utilized in this study to examine data obtained from an 845-luxury brand consumer
survey. A wide variety of nationalities, including Chinese, French, Indian, and Italian, are represented
by the poll respondents. These people were chosen according to how they interacted with five particular
luxury brands that are the subject of the study. Factor analysis is used to determine the components of
social media marketing and assesses these initiatives as a comprehensive idea that encompasses. The
research shows that these components significantly and favourably affect brand awareness and loyalty.
It is expected that the results of this study will provide ideas to businesses in the luxury sector and be
useful in their marketing activities. In addition, these results are expected to contribute to future studies
by filling the gap in the literature. The main limitation of this study is that it was studied only in the
luxury brand sector. For this reason, the results need to be confirmed in other sectors. Another
shortcoming is the significant cultural differences between consumers. These cultural differences need
to be investigated more comprehensively.

Tafesse (2016) aimed to measure the impact of SMMA on consumer participation in his study on
businesses' social media accounts to provide product information and consumers' experience. The
content analysis method was used in the research. The data was analysed using the regression method.
Upon analysis of the findings, it was discovered that the implementation of SMMA positively affected
the development of customer engagement. Simultaneously, research has shown that the marketing
endeavours undertaken by corporations on their social media platforms to disseminate product
information and facilitate customer engagement provide favourable outcomes in terms of consumer
involvement.

Algharabat (2017) surveyed 400 Facebook users to investigate the connection between SMMA and
brand love. A structural equation model was used to analyse the data. According to research findings,
SMMA positively impacts brand love. According to another result, brand love also positively and
significantly affects brand loyalty. The results show that self-expressive brands—both social and
inner —benefit from SMMA, which influences brand love. The author also discovers that brand loyalty
is positively impacted by brand love. The relationship between SMMA and brand love is fully mediated
by self-expressive brand (inner), while it is partially mediated by self-expressive brand (social),
according to the author's further findings. Since the concept of brand love is examined in the research,
it is thought that useful information is provided for both consumers and brands. It is thought that the
research results will fill the gap in the literature and contribute to the literature. The biggest limitation
of the research is the small number of samples. More people are expected to be reached and analysed
in future studies.

The study conducted by Gautam and Sharma (2017) aimed to investigate the effect of SMMA on
purchase intention. The main population of this research consists of consumers residing in Delhi, the
capital of India. In the research conducted on the luxury fashion industry, a survey was conducted on
243 consumers who follow luxury fashion brands. The structural Equation Modelling method was used
to analyse the data. Research results have shown that SMMA is effective in influencing purchasing
intention. The research also examined customer relations in detail and revealed that they mediate
between the intention to buy and SMMA. Since it is thought that the results of this research will make
positive contributions to brands by offering luxury values to customers, it is suggested that marketers
should give importance to SMMA. In addition, this research is expected to contribute to the literature
and guide future studies. This research has some limitations. The first of these limitations is the data
used for analysis in the research. The fact that the research results are based on cross-sectional primary
data may cause some measurement errors. Another limitation is the small sample size and the fact that
it is conducted in a single region. Different methods are recommended, and the sample size should be
increased in future studies.

In their research, Alan, Kabaday: and Uzunburun (2018) attempted to assess the influence of SMMA on
brand visibility, relationships, and the value of asset aspects. Simultaneously, scholarly investigations
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have explored the correlation between these components and client loyalty. Four hundred one Sakarya,
Kocaeli, and Istanbul residents answered the questionnaire. The results were analysed using the
AMOS16 program. The results revealed that marketing efforts positively affect brand presence, value,
and relationships. At the same time, it was discovered that these factors and customer commitment had
a substantial correlation. The research highlighted the activities businesses should consider to create
long-term and permanent customer relationships. It is thought that the study will be important in
evaluating the effectiveness of marketing activities carried out by businesses in the leading countries in
the use of social media in the world. This research has once again demonstrated the important potential
of social networks, whose number of users is increasing daily, for businesses and underlined the social
media activities that businesses should develop in developing long-term customer relationships. It is
recommended that the number of participants be increased and the sample group expanded for future
research. The study was conducted only for customers who follow social media accounts belonging to
the service sector, and it can be applied to different sectors to examine the impact of SMMA on customer
presence and customer loyalty in different sectors.

In research considering the ready-made clothing brands in Pakistan, Khan, Yang, Shafi and Yang (2019)
focused on brand value and customer response concepts. An attempt was made to measure the impact
of SMMA on these two concepts. The research surveyed 406 consumers who use ready-made clothing
brands living in Pakistan. Confirmatory Factor Analysis was employed to ascertain the analysis's
conclusions. In this research, brand value is discussed in two dimensions. These are brand awareness
and brand image. It has been stated that customer reaction consists of brand loyalty and price premium
willingness. The research revealed that the concept of brand value is a mediator in the interaction
between SMMA and consumer reaction. The results show that businesses should emphasise SMMA to
have good brand value and gain customer loyalty. The most important limitation of this research is the
small sample size and if it were not limited to people living in Pakistan. To obtain better results, it is
recommended that two countries be used in this study.

Chen and Lin (2019) focused on social identity and perceived value in their study. A poll was performed
on 502 social media users to investigate this matter. The findings were analysed using structural
equation modelling and the partial least squares regression approach. The study results indicate that
engagement in SMMA has a noteworthy influence on individuals' social identity and perceived value,
influencing their levels of pleasure and desire to purchase. This research is thought to be useful in
developing SMMA and benefiting businesses. The most important limitation is the small sample size.
For this reason, it is recommended that the research should not be generalized and should be applied
to larger populations in future studies.

Sehar, Ashraf, and Azam (2019) aimed to measure the impact of SMMA on brand value and consumers'
purchasing behaviour. Three brands were selected for the research application. These brands are Junaid
Jamshed, Khaadi, and Outfitters. Students who use these brands and follow their social media accounts
constitute the main body of the research. A survey was administered to a total of 360 people. Two
hundred of the surveys were valid. The structural Equation Modelling method was used to analyse the
data. When collecting data, five elements of SMMA (entertainment, interactivity, trendiness,
customization, and word of mouth). A structured questionnaire is used with three dimensions of brand
value (brand awareness, brand image, and perceived brand quality) and three dimensions of consumer
behaviour. Based on the findings of the investigation, it has been determined that there exists a
favourable correlation between SMMA, customer behaviour, and brand equity. It is thought that the
study's results will contribute to the literature. One of the limitations of this study is that it is only
applied to a single culture, and the sample is small. The use of limited variables in the study is another
limitation. In future studies, the study's results can be reviewed by adding the concept of brand
association.

Ebrahim (2020) researched the ideas of brand trust and loyalty. The study was an online survey
administered to 287 customers in Egypt who actively follow telecommunication providers on social
media platforms. A structural equation model was used to analyse the data. This research classifies
activities into trend, personalization, and word-of-mouth communication. Analysis results showed that
the relationship between brand loyalty and SMMA is mediated by brand trust. It is thought that the
research results contribute to the literature.
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The small number of samples and the fact that it was conducted in only one region is the most important
limitation of the research. Therefore, it is recommended that the research be conducted with a larger
number of samples by comparing different geographical regions.

The study conducted by Anggraini and Hananto (2020) aims to test the effect of SMMA on brand loyalty
through customer capital elements (value equity, brand value, and relationship equity). Convenience
sampling was used in the survey's participant selection process. Customers who shop on any of the e-
commerce sites in the Jakarta area of Indonesia and have social media accounts comprise the research's
primary population. A total of 161 valid surveys emerged in the main data analysis. The structural
Equation Modelling method was used to analyse the data. The study included people who use social
media regularly, have an account (as a shopper) with one of Indonesia's e-commerce companies, and
have at least purchased from this e-commerce company in the greater Jakarta area. The research
concluded that SMMA consists of five dimensions (Interaction, informativeness, personalization,
suitability for innovation, word of mouth communication). This study concluded that these elements
affect value, brand, and relationship equality. It is thought that the results of this study will help
businesses in their activities using e-commerce pages. The most important limitation of the research is
the small number of samples and the fact that it is only conducted in the Jakarta region. It is
recommended that this research be conducted in different geographical regions to increase the number
of samples in future studies.

The research conducted by Ardahanlioglu and Deniz (2021) aimed to investigate how SMMA affected
customer behaviour, relationship value, and brand value. It also aimed to investigate whether brand
and relationship value mediates the relationship between SMMA and consumer behaviour. A survey
of 754 social media users in Istanbul was carried out to evaluate the results of SMMA. AMOS24 program
was used to analyse the results. According to the results of the analysis, SMMA was found to have a
strong and positive correlation with consumer behaviour, relationship value, and brand equity. It will
continue to help marketing managers connect with customers easily. Marketing managers will feel
obliged to create and develop social media marketing strategies. Consumers will increasingly engage
with other consumers and brands through social media to shop for product options, evaluate
alternatives, and make purchases. Easy access to social media, low cost, and popularity will continue to
encourage all brand managers to take advantage of these features. The sample mass used and the
limited nature of the stimuli (i.e., social media marketing efforts) reduce the generalizability of these
results. Researchers can choose different sample universes regarding SMMA in their studies.

Cesur and Memis (2021) conducted a field study on Giresun and Kocaeli University students in their
study to ascertain how SMMA affects brand trust and brand preference. A survey was conducted on
students who have social media accounts on the internet and follow the social media accounts of GSM
companies (Vodafone, Turkcell, Turk Telekom). A survey was administered to 238 students in total.
The results of the analysis were obtained using explanatory factor analysis. According to the results of
the analysis, SMMA has a positive effect on trust in the brand. However, it has been determined that
brand trust mediates the effect of SMMA consumers perceive on brand preference. When the relevant
literature is scanned, the fact that no study has been found on the impact of marketing activities of
businesses on social media on brand trust and brand preference and has been applied to the GSM sector
in the field of service can be considered as an example for comparison from different perspectives. In
addition, the fact that there is no other study in terms of the methods used is another important issue
that increases the importance of the subject. Therefore, it is thought that the study will contribute to the
literature. It will be meaningful for researchers and practitioners to conduct the research by testing it
with consumers with different demographic characteristics and sectors, adding different variables, and
expanding its scope with a more representative sampling method.

The research objective by Dilek and Yasar (2021) was to investigate the influence of SMMA used by
businesses on consumer-based brand aspects. To investigate this matter, an examination was conducted
on the attitudes of university students who regularly use social media platforms towards companies. A
survey was administered to 349 Bingol University students as part of the study. The research was
analysed using structural equation modelling and confirmatory factor analysis. Based on the analysis
findings, it was revealed that SMMA has a considerable impact on brand awareness, brand loyalty,
brand associations, and perceived quality. In line with the findings obtained as a result of the analysis,
it is recommended that marketing and brand managers give more importance to using social media
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tools in their marketing strategies to increase brand value in the eyes of the consumer. The fact that the
research is limited to students studying at Bingdl University and that the effects of social media
marketing are analysed only on consumer-based brand value dimensions are important limitations of
this research. On this occasion, it is envisaged that different results can be obtained in future studies in
the literature by reaching consumer groups with different demographic characteristics and by including
different dimensions of the brand in the research.

The study conducted by Abbasov (2022) was conducted to determine the effectiveness of SMMA, which
is in an important position in improving companies' relationships with their customers creating
customer presence and customer loyalty. The research administered a questionnaire to 423 volunteers
who use social media. SPSS 22 program was used to analyse the data obtained. The investigation
revealed a favourable correlation between SMMA, brand equity, value equity, and relationship equity.
It is thought that the research results will contribute to the literature. No restrictions were mentioned in
the research.

The study conducted by Abuca and Ekici (2022) aimed to determine whether SMMA differs according
to the demographic characteristics of consumers. To achieve this, 502 people were surveyed using the
convenience sampling method. The SPSS20 program was used in the research. The findings show that
while perceptions of SMMA vary by gender, they do not differ significantly by age or income level. It
is estimated that the type of content created within the scope of SMMA that is in line with the
determined target audience will make marketing efforts more efficient. For this reason, it is thought that
the information obtained in this study will contribute to the literature, future studies, and businesses
that carry out/will carry out SMMA. This research was conducted with participants who could be
reached online through convenience sampling. This situation limits the generalizability of the results
obtained. In future survey-based studies, research on social media marketing activities can be
suggested, considering a certain sector, brand, or product group.

The study by Rahimi and Kirkbir (2022) measures the impact of SMMA carried out by businesses in the
food and beverage industry on social media platforms on customer inspiration and brand loyalty.
Consequently, the research's confirmatory factor analysis discussed SMMA in two dimensions. These
dimensions are entertainment and information dimensions. Three hundred eighty-eight students
studying at Karadeniz Technical University participated in the research. The research was analysed
using structural equation modelling and confirmatory factor analysis. From the marketing efforts made
by food and beverage companies on social media, it has been concluded that the information dimension
has a significant and positive effect on brand loyalty and customer inspiration. In contrast, the
entertainment dimension only positively affects brand loyalty and does not positively affect customer
inspiration. Only students from Karadeniz Technical University participated in the research. This is the
most important limitation. In addition, since the convenience sampling method was used, the research
result cannot be generalized to the population and is valid only for the sample. However, although it
cannot be generalized to the population, it gives some information about the population. It is
recommended that future research be conducted in different sectors and on groups with different
characteristics. However, as of the day the research was conducted, there is no literature on the effect of
SMMA on the inspiration and brand loyalty of food and beverage business customers. This study is
expected to close the gap in the literature.

In the study conducted by Eksi, Cesur and Yavuzyilmaz (2022) to examine whether Influencer
marketing plays a moderating function in the impact of SMMA on conspicuous consumption, a survey
was conducted on 126 people who use Instagram and have knowledge about Influencers. In the
research, the measurements of SMMA are interaction, informativeness, personalization, and trending;
Influencer marketing dimensions are considered attractiveness, expertise, and reliability. Structural
Equation Modeling was used to examine the research results. According to the research results, it is
possible to say that SMMA has a positive effect on conspicuous consumption, and at the same time,
marketing efforts also have a significant effect on Influencer marketing factors. Simultaneously, it has
been established that the dimensions of influencer marketing act as a moderator for the impact of
SMMA on conspicuous consumption. The research results are thought to contribute to the literature by
adding a different dimension to influencer marketing.

The research was conducted by Bilgin, Kethiida, and Yilmaz (2023); its goal was to investigate the effect
of SMMA on customer loyalty and student satisfaction. In the research, a survey was conducted on 1072
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students studying at a private university in Istanbul who actively followed the social media accounts of
these universities. According to the results of the analysis, SMMA positively impacted student
satisfaction. However, it was concluded that interaction is the SMMA that most affect student
satisfaction. It has also been revealed that student satisfaction has a mediating role in the effect of SMMA
on student loyalty. These results show that students attach importance to the trendiness of the
university's social media accounts and the fun content, and beyond these, the university's social media
is open to interaction. Some limitations in this study limit the generalizability of the results. First of all,
the application area of this research is limited to foundation universities in Istanbul. In addition,
research data was obtained from students who actively follow foundation universities' Facebook,
Twitter, and Instagram accounts. In the research to be conducted, the social media marketing actions of
state universities and foundation universities and the effects of these actions on the target market can
be compared.

In their study, Kuzucanl and Saygin (2023) used a cross-sectional survey design within the framework
of the quantitative research technique. Their research aimed to look into possible differences in SMMA
based on the demographic features of social media users. The present study focused on the English
Home brand, which has been identified as one of the brands that extensively use social media platforms
for marketing endeavours, as reported by Boomsocial. A poll is scheduled to be conducted among
individuals who are followers of the English Home brand on social media platforms. The research had
a sample size of 140 individuals. The statistical software package SPSS 17 was used to analyse the study
data. The study's conclusions show that participant SMMA is not significantly different based on gender
or marital status. However, there is observed variation in these efforts based on age and education level.
Everyone who can use the opportunities offered by social media and benefits from social media does
not refrain from using this platform; they use social media to promote their brand, name, and product.
Rather than the number or quality of activities carried out in this ambiguous medium, how it is
positioned in the consumer's mind is more important. This study tried to contribute to the literature by
revealing this position and perception through a brand. According to Boomsocial data, it is thought that
conducting this research on the brand that has been most active on social media for a long time is
valuable. It tries to help reveal consumer perception of the SMMA behind this popularity. In future
research, this study can be conducted with other companies at the top of the Boomsocial list, or the
study can be repeated with a larger sample.

The study conducted by Dilek and Cat1 (2023) aims to investigate whether SMMA impacts brand loyalty
in a way mediated by brand image. In addition, the impact of SMMA on brand loyalty and brand image
will be examined separately. The bootstrap technique and Sobel tests were used in the analysis with the
Process 2.16 macro plug-in of the SPSS 22.0 program to ascertain how the brand image functions as a
mediator. Factor analysis was also conducted to determine SMMA. As a result of the factor analysis,
four measurements were obtained: entertainment, interaction, fashion and personalization, and word-
of-mouth communication. The main mass of the research consists of users who follow "master's and
doctorate" accounts on Instagram. The important factors in selecting these people are their high
education level and frequent use of social media. A survey was administered to a total of 510 people.
Based on the findings of the analysis, it has been determined that brand image has a mediating role in
the effect of SMMA on brand loyalty. It has also been concluded that all dimensions of SMMA affect
brand image and brand loyalty. Based on this result, ready-made clothing brands should only pay
attention to SMMA and brand image to create customer brand loyalty. The most important limitation
of this research is that it only considers the ready-made clothing industry and the data is collected from
master's and doctoral students who follow an Instagram page on social media. New studies can be
repeated in different sectors and different populations. Additionally, brand loyalty can be studied with
different variables.

Erdogan (2023) conducted a study to identify and examine the factors of SMMA and to examine the
impact of these factors on value awareness and purchasing intention. A survey was conducted on 240
people over 18 living in Ankara and using social media. The survey was administered face-to-face. The
research classified SMMA as interaction, informativeness, personalization, trending, and word-of-
mouth communication. Structural Equation Model and confirmatory factor analysis were used to
examine the data obtained in the study. According to the research results, SMMA positively impacts
value awareness. It has also been revealed that informativeness and personalization factors positively
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affect purchase intention. The results of this study offer businesses and brands various ideas about
consumers' purchasing intentions. No restrictions were mentioned in this research.

Conclusion and recommendations

Information and communication technologies are developing rapidly every day. This has enabled
consumers to be more informed, participatory, and active. With social media, one of the most important
building blocks of developing technology, it has become easier to use smart devices, quickly access the
desired information, and quickly establish interaction and communication between people.
Accordingly, it is thought that many consumers continue focusing on social media. In this digital age,
marketing activities have also begun to change, along with changing consumer attitudes. Especially as
social media occupies a very important place in human life and its use becomes widespread, businesses
and brands want marketing communication to be faster and easier by carrying out their marketing
activities through social media. Accordingly, SMMA perceived consumers as a concept that can create
important opportunities for developing the bond between brands and consumers.

As SMMA has become popular, it has begun to gain an important position in various sectors worldwide.
For this reason, researchers in different sectors have examined the impact of SMMA on many marketing
elements.

This research conducted a literature study on SMMA, and studies on this concept in the last decade
were discussed in detail. It is seen that SMMA is classified in different ways by different authors in
different sectors. As a result of the literature review, it was seen that SMMA was examined with the
concepts of brand value, purchase intention, consumer perception, brand trust, brand love, customer
presence, customer loyalty, conspicuous consumption, customer inspiration, brand preference, and
customer equity elements. There are also studies on whether SMMA differs according to the
demographic characteristics of consumers.

When the results of the studies examined within the scope of this research are evaluated in general, it
is possible to say that SMMA effectively influences consumers' purchasing intention. The majority of
studies on social media activities were conducted on university students. Research is thought to focus
on the young population because they use social media more frequently and are fond of technology.
Considering the increasing young population in Turkey, it may be beneficial for businesses to give
importance to SMMA. According to previous studies, SMMA positively affects brand value, value
equality, relationship equality, and brand existence. Accordingly, it is predicted that as SMMA
increases, brand presence will also increase. For this reason, it is thought that businesses should give
special importance and emphasis to these activities. Thus, SMMA is carried out on platforms that
customers find reliable and can produce healthier business results.

In the literature screening examined, it is understood that most of the research was performed by
applying quantitative research methods and that the impact of SMMA on different variables was
measured. Literature screening about SMMA is extremely scarce in the literature. For this reason, this
study is expected to guide future activities to be carried out on social media, social media marketing,
brand, and SMMA.

Research on this topic is crucial for organizing marketing campaigns that include segmentation,
targeting, promotion, and positioning for companies that use social media for marketing purposes. It is
believed that companies who currently conduct or plan to conduct social media marketing (SM) may
find it advantageous to consider the demographic characteristics of their target audience and adjust
their plans accordingly. Marketing efforts are expected to be more effective if the kind of content
produced (entertaining, etc.) falls within the purview of SMMA and is in line with the identified target
audience. Because of this, it is believed that the literature review of this study will benefit companies
that currently engage in social media marketing as well as the literature and other studies in the future.
By analysing the result of previous research marketing, brand managers are advised to emphasise
integrating social media tools into their campaigns to elevate their brands' perceived value among
customers.

As it does now, social media will present marketing managers with numerous opportunities and
conveniences in the future. It will still make it easier for marketing managers to interact with consumers.
Marketing managers will be expected to design and develop social media marketing plans. Through
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social media, consumers will interact with brands and other customers more frequently to research
products, weigh their options, and make purchases. Popularity, affordability, and ease of access to social
media will keep pushing brand managers to utilize these tools. Marketing managers are responsible for
ensuring that marketing content emphasizes social aspects as much as commercial ones. They should
also highlight the interactions between buyers and sellers in their content.

SMMA is one of the most popular digital marketing activities today. Many brands, especially those
wanting to reach their target audience and obtain potential customers, actively use social media
marketing. In addition to businesses with this awareness, many businesses today do not fully
understand the importance of social media. To be aware of their SMMA in a highly competitive
environment, businesses must evaluate their competitors' SMMA well and handle them strategically.

The positive and meaningful relationship between brand awareness, brand trust, brand love,
relationship value, consumer participation, customer loyalty, brand loyalty, and consumers' purchasing
intention of SMMA reached in the study is instructive for marketers and researchers.

As a result of these results, it has been concluded that the majority of these studies will contribute to the
activities of businesses and will be beneficial to the studies in the literature.

Limitations and suggestions

The studies included in the research have some limitations. When these limitations are evaluated in
general, it is expressed as the small number of samples applied in a specific region and conducted only
in a single sector. In general, it is recommended that the number of samples be increased, the research
be applied in different and large geographical regions, and the research be covered in more than one
sector. All research questions were answered in light of the information mentioned above.

It is understood that at the current stage of social media, brands should give more importance to the
activities carried out in these areas. For this reason, it is thought that social media marketing researchers'
examination of these activities from a sectoral and scientific perspective will offer significant advantages
to brands for future studies.

At the same time, considering the studies conducted in this research, it is suggested that businesses
should give importance to SMMA to provide value to customers, positively influence their purchasing
intentions, and maintain relationships with consumers in the long term. The investigation did not yield
a comprehensive literature review on SMMA.

Therefore, this work is anticipated to close the literature gap and direct further research. Not being able
to access the entire literature is the most important limitation of the research.

In a very small number of studies, it has been examined whether SMMA differs according to the
demographic characteristics of consumers. However, it is thought that detailed research in this field can
guide brands to achieve their goals. Only English and Turkish sources were used in the research. It is
recommended that researchers use studies published in different languages in their future studies.
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sebebiyle ortaya cikan ¢ikar ¢atismalarinin oldugu makale taslaklarinin degerlendirmesinden feragat ederler, geri
cekilirler, (bagka bir deyisle, diger editor, yardimc editér veya yaymn kurulundan bagka birisinin bu degerlendirmeyi
kendisinin yerine yapmasini isterler). Eger bu faydalar yayindan sonra meydana ¢ikarsa editorler, tiim katilimcilardan
catisan ¢ikar unsurlarini agiklamalarin ve diizeltmeleri yayinlamalarini isterler. Eger ihtiyag duyulursa, cayma kararinin
yayinlanmasi ya da kaygilarin ifade edilmesi gibi baska uygun tedbirler alinir.

Sorusturmalara Katilim ve Isbirligi:

TUJOM Editorleri, ihtiya¢ halinde diizeltmeleri ve cayma durumlarini bildirerek ve siipheli veya stipheli iddias1 olan
arastirmalar1 ve yayin suiistimallerini takip ederek yayinlanmis belgenin biitiinliigiinii saglayacaktir. Editorler, hakem ve
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yazi igleri ile ilgili suiistimalleri takip etmelidirler. Bir editdr; basvuru yapilmis bir makale taslagi ya da yayimlanmis bir
makale ile ilgili olarak yayinci veya toplumla baglantili olan yayin etigi ile ilgili sikayetler yapilmissa bunlarla ilgili makul
cevabi Onlemleri almalidir. Bu tiir 6nlemler genelde makale taslaginin ya da yayimlanmis makalenin yazariyla baglantt
kurmak veya ilgili sikayet ya da ortaya konulan iddiaya gereken 6nemi vermek seklinde olabildigi gibi, ilgili kurumlar
ve arastirma organlariyla daha ileri seviyede baglantilar kurmak seklinde de olabilir. Eger iddia onanirsa, ilgili olmas1
halinde, diizeltmenin, cayma durumunun yayinlanmasi, kaygi ya da baska bir bilginin ifade edilmesi seklinde olmas1 da
miimkiindiir. Bildirilen her bir etik disi yaymn davranisi hareketi, yayimdan yillar sonra bile ortaya ¢ikarilsa mutlaka
sorusturulmalidir.

HAKEMLERIN SORUMLULUKLARI
Editoryal Kararlara Katki:

Akran degerlendirmesi, editore, yaynla ilgili kararlar vermesinde ve editoriin yazarla editoryal iletisimine, yazarin
makaleyi gelistirmesine yardimci olur.

Hizl: Davranma:

Secilmis herhangi bir hakem; bir makale taslaginda ortaya konan arastirmay:1 gozden gecirme konusunda kendisini
yetersiz hissederse veya taslagin hizli ve objektif bir sekilde gbzden gecirmesinin miimkiin olamayacagini bilirse, editorii
bilgilendirmeli ve degerlendirme siirecinden alinmasin1 istemelidir.

Gizlilik:

Degerlendirme igin gelen herhangi bir makale taslagi, ‘gizli dokiiman” olarak kabul edilmelidir. Bu dokiimanlar editor
tarafindan yetkilendirilmis kisiler disinda kimseye gosterilmemeli veya kimseyle tartisiimamalidir.

Objektiflik Standartlar:

Degerlendirmeler objektiflik ilkeleri cercevesinde ele alinmalidir. Yazarin sahsina yonelik kisisel elestiri dogru degildir.
Hakemler, diisiincelerini, destekleyici argiimanlarla/delillerle acik ve net bir sekilde ortaya koymalidirlar.

Alintilanan Kaynaklarin Belirtilmesi:

Hakemler, yazarlar tarafindan belirtilmeyen ilgili yaymlanmis eserlerin neler oldugunu bulup ortaya ¢ikarmalidirlar.
Onceden bildirilmis olan bir gézlem, tiiretme veya goriis 6ne siirme ile ilgili herhangi bir bildirim, ilgili alint1 ile beraber
olmalidir. Bir hakem, degerlendirilmekte olan makale taslag: ile kisisel bilgisi dahilinde olan baska herhangi bir
yaymlanmis makale arasindaki kayda deger bir benzerlik veya Ortiismeye, editoriin dikkatini cekmelidir.

Bilgilendirme ve Cikar Catismasi:

Bagimsiz degerlendirme sonucu elde edilen seckin bilgi ve fikirler gizli tutulacak ve kisisel ¢ikarlar igin
kullanilmayacaktir. Hakemler; rekabete dayanan, ortak calismaya dayali ya da baska iliskilerden kaynakli veya
makalelerle baglantili herhangi bir yazar, sirket ya da muhtemel kurum baglantilar1 sebebiyle ortaya cikan c¢ikar
catismalarinin oldugu makale taslaklarimni degerlendirmemelidirler.
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YAZARLARIN SORUMLULUKLARI

Standartlarin Bildirimi:

Yazarlar, bulduklar1 sonuglari acik ve net bir bicimde, diiriist¢e ve uydurmadan, {izerinde tahrifat veya uygun olmayan
veri manipiilasyonu yapmadan sunmalidirlar. Yazarlar, metotlarmi ac¢ik ve net bir bicimde, belirsizlie meydan
vermeyecek bir tarzda anlatmalilar ki boylece bulgular1 bagkalar: tarafindan dogrulanabilsin.

Ozgiinliik, Intihal ve Alintilanan Kaynaklarin Belirtilmesi:

Yazarlar, sunulan ¢alismanin orijinal olmasi, asirma olmamasi, baska bir yerde yayimlanmamis olmasi gibi yayin
gereksinimlerine bagh kalmalidir. Aksi takdirde diizmece ya da bilerek ifade edilen gercek disi beyanlar, yayin etigine
uygun olmayan bir davranis teskil eder ve bu durum kabul edilemez. Bir yazar; bagkalarmin calismalarini ve/veya
kelimelerini kullandiysa, bu durum, orijinalinin uygun sekilde iktibas edildigi ya da bire bir alintilandig1 ve boylelikle
bireylerin bu ise katkilarimin dogru sekilde gosterildigi anlamina gelir.

Veri Girisi ve Veriyi Tutma:

Yazarlarin, yayimla ilgili bir editoryal degerlendirme durumuyla baglantili olarak kullandiklart ham veriyi vermeleri
istenebilir. Boyle bir durumda yazarlarin, yayimlandiktan sonra bu tarz bir bilgiyi makul bir siire saklamaya hazirlikh
olmalar1 gerekir.

Yayin Etigi Kurallar::

Yazarlar, sadece yayin etigi ve sorumluluk cercevesinde yiiriitiilen ve tiim ilgili mevzuata uygun ¢alismalari, makale
basvurusu olarak sunmalidir.

Bilgilendirme ve Cikar Catismalar::

Tiim yazarlar makale taslaklarinda yer alan, bu taslaklarinin sonuglarin1 ya da terctimesini etkileyecegi yoniinde
yorumlanabilecek herhangi bir finansal ya da maddi ¢ikar anlasmazligini bildirmek durumundadirlar. Projeyle ilgili tiim
maddi kaynaklar aciklanmalidir.

Eser Sahipligi:

Eser sahipligi, sunulan c¢alismanin disiince, tasarim, icra veya c¢evirisine ©6nemli derecede katki sunanlarla
sinirlandirilmalidir. Kayda deger bir katkida bulunanlarin hepsi yazar listesinde yer almalidir. Arastirma projesinin belli
maddi yonleriyle ilgili katiim gosterenler olmasi durumunda da bu kisiler ‘tesekkiir edilenler’ olarak belirtilmeli ya da
‘katkida bulunanlar’ olarak listelenmelidir. Sorumlu yazar, uygun tiim yazarlarin makalede yer aldigindan, uygun
olmayanlarin da yer almadigindan ve ayrica tiim yazarlarin makalenin son halini gérdiigiinden ve yayin igin teslim
edilmesine onay verdiklerinden emin olmalidir.

Coklu, Gereksiz ve Es-Zamanl1 Yayim:

Bir yazar aslinda ayni arastirmayi anlatan bir makale taslagini genel olarak birden fazla dergide veya ilk yayindan fazla
yayimlamamalidir. Ayni makale taslagini es zamanli olarak birden fazla dergiye gondermek yayin etigine uymaz ve kabul
edilemez.

Yayimlanan Eserlerdeki Temel Hatalar:

Bir yazar kendisine ait yayimlanmis bir ¢alismada, 6nemli bir hata veya yanlishik ya da gercek olmayan bir bilgi tespit
ettiginde, hizli bir sekilde derginin editoriinii bilgilendirmelidir. Makaleyi diizeltmek veya geri cekmek icin editorle is
birligi yapmak, yazarin ytikiimliiliigiindedir. Eger editor ya da yayinci, yayimlanan makalede 6nemli bir hata oldugunu
tglincli taraftan Ogrenirse, hizli bir sekilde makaleyi geri ¢ekmek ya da diizeltmek veyahut orijinal makalenin
dogrulugunu gosterir kanit1 editore sunmak da yine yazarin ytikiimliltigii altindadar.
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YAYIMCININ SORUMLULUKLARI

Turkish Journal of Marketing [TUJOM] Dergisi Yayimcisi, editorleri “gift-korleme” hakemlik siireci konusunda
cesaretlendirmektedir. Hakemler ve vyazar(lar) birbirlerinin kimliklerinden habersizdirler. Bilimsel calismalar,
degerlendirme siirecinde en az iki hakeme gonderilir. Yayimci, kendisi, editdr ve diger taraflarla arasindaki iliskiyi bir
sozlesmede belirtir, gizlilik ilkesine riayet eder (mesela, arastirma katilimcilarnin, yazarlarin ve akran hakemlerin
gizliligi), fikrl miilkiyet hakkini ve telif hakkini korur ve yazi islerinde bagimsizlig1 tesvik eder.

Yayimci, olmas: gerektigi sekliyle dergi ilkelerini belirlemek icin dergi editorleriyle birlikte ¢alisir ve bu ilkeleri yerine
getirmeyi 6zellikle su hususlar bakimindan amag edinir:

7
0.0

Yazi igleri bagimsizligi,

®,
0.0

Gizlilik, r1za ve insan ve hayvan arastirmalarinda gerekli olan 6zel gereksinimleri igeren arastirma etik kurallari,
Eser sahipligi,

Seffaflik ve biitinliik (¢ikar ¢atismasi, arastirmanin finansmani, standartlar1 bildirme),

Akran degerlendirmesi ve dergi editoriiniin disinda editor kurulunun rolii,

Basvurular ve sikayetler.

>

o
*

®,
0.0

X3

o

X3

o

Yayimci, asagidaki durumlari saglamak icin dergi editorleriyle birlikte calisir:

e

X Derginin ilkelerini degerlendirmek (mesela, yazarlarla, okuyucularla, akran hakemlerle), periyodik olarak
derginin ilkelerini, ozellikle “cift-korleme” hakemligin prensipleri cergevesindeki yeni Oneriler agisindan gozden
gecirmek,

> Akademik kayit sisteminin biitiinltigtinii korumak,

> Stipheli aragtirma ve suiistimal edilen yaymnla ilgili yapilan sorusturmadan sorumlu olan taraflara (mesela,
kurumlar, hibe saglayicilar ve yerel yonetim organlari) yardimcr olmak ve miimkiin oldugu siirece vakalarin ¢oziimiinii
kolaylastirmalk,

> Diizeltmeleri, agiklamalar1 ve geri ¢ekmeleri yayinlamak ve

> Belirtilen zamanda say1y1 yaymlamak.

YAYIMCI BAS EDITOR

ﬁﬁé Prof. Dr. Ali Caglar CAKMAK
ACC Publishin

FAST AND CBJECTIVE REVIEW
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