CURRICULUM PROPOSAL FORM #4

UNIVERSITY OF WISCONSIN-WHITEWATER


CHANGE IN OR DELETION OF EXISTING COURSE
Type of Action
	
	Course Deletion 
	 
	Requisite Change

	
	Course Revision
	
	Repeatability Change

	X
	Description Change 
	
	Diversity Option

	X
	Title Change
	
	General Education Option

	
	Number Change 
	
	    area:

	
	Contact Hour Change 
	
	Computer Requirement

	
	Credit Change 
	
	Writing Requirement

	
	Add Cross-listing 
	
	Other
	


	Effective Term:

Fall 2002

	

	
	

	New/Current Course Number: 

Marketng 
 -   429
                 
	

	              Old Course Number: __________  
	


	   New/Current Course Title:

	Personal Selling and Sales Management

	 
	

	
             Old Course Title:
	Personal Selling

	 
	

	15 Character Abbreviation:


	Personal Selling

	
	

	25 Character Abbreviation: 





	Personal Selling

	                         Sponsor(s): 

                                                                                                                                     
	Jimmy Peltier

	                   Department(s): 
	Marketing

	                         College(s): 
 
	Business and Economics

	 Other Programs Affected: 
	None


Check if course is required in: 
____Major/Emphasis (specify):



____Minor/Emphasis (specify): 




____Other (specify):


 
Attach the following:

I. Detailed explanation of changes (use FROM/TO format)

From: 
Title:  Personal Selling
A seminar in the art and science of selling. Examined and probed in depth will be

the whys and hows of selling theories, principles, techniques and practices.

Prereq: 260-311 or 166-232 (Speech Electronic Media Emphasis Majors ONLY)

To:
Title:  Personal Selling and Sales Management

A seminar in the art and science of selling. Examined and probed in depth will be

the whys and hows of selling theories, principles, techniques, practices, and the basics of sales force management.   

Prereq: 260-311 or 166-232 (Speech Electronic Media Emphasis Majors ONLY)

II. Justification for action  

Nearly all personal selling textbooks (including the text used by the Department of Marketing) contain about 20% coverage of the basics of sales management and how they relate to personal selling.  This change reflects this basic coverage. 
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