RECEVED

I SCLllseQoly...,




Part II. Description of the Curriculum Change

1. Syllabus of Record
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3 lecture hours
0 lab hours
(3c-01-3sh)

Prerequisites: CM 150

This course explores two primary functions of the electronic media; providing
programming for audiences and providing economic viability to media outlets by selling
commercial time to clients. Students will explore topics such as program development,
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Week #3 (3 class hours)
Program Development for Commercial and Non-Commercial outlets

Week #4 (3 class hours)

Program testing, audience testing & research

Week #5 (3 class hours)
Influences on Programming Success

Week #6 (3 class hours)
Program Scheduling Strategies
Programming changes & trends

Week #7 (3 class hours)
Programming Ethics
Mid Term Test

Week #8 (3 class hours)
Program Evaluation
Electronic Media Ratings and Research
Ratings and Sales Rates

Week #9 (3 class hours)
Basic Selling Perspectives
Organization and Management of the Sales Department

Week #10 (3 class hours)
Prospectmg and Researchmg Clients
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Agency/Service Selling
Network, Syndication and Station Rep Firms

Week #12 (3 class hours)
The Sales Presentation
attitude and ethics
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1V. Evaluation Methods

Grades will be determined by the successful completion of four case studies, one group
project (dealing with electronic media programming and sales issues) and two tests.

Assignments:

Four case studies 4X25 = 100 points (25% of total)
One group project 1X100 = 100 points (25% of total)
Two tests 2X100 = 200 points (50% of total)
Total points possible = 400 points

Grading Scale: Grades are calculated by totaling the points received on all assignments
and tests and dividing that number by the total points possible. The resulting percentage
determines the letter grade, based on the scale below:

90-100% = A
80-89% = B
70-79% = C
60-69% = D
below 60% = F

V. Required Textbooks, supplemental books and readings

Required textbooks:

Warﬁer; Charles & Buchman, joseph (1993) Broadcast and Cable Selling

VI. Special resource requirements
None









