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Dear Colleagues: 

The attached proposal for an Area of Enipliasis in Professional Selling under the niajor in Marketing 
(B.B.A.) will be an agenda itern for the Marc11 21, 2007, Full University Curriculum Coiiimittee meeting. 

Sincerely, - 
Mr. David E. Shipley, Chair 
University Curriculum Committee 

cc: Dr. Arnett C. Mace, Jr. 
Professor Sere W. Moreliead 
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Terry College of Business 
Depnrtmcut of Mauketing and Distributiolz 

January 11.2008 

The Department of Marketing and Distribution proposes the inclusion of an Area of 
Emphasis in Professional Selling be added tu the marketing major. This is a strengthening 
of our current sales sequence of two courses: MARK 4210 and MARK 4220. I'he 
requirenlents for the area of emphasis include the following: 

Conlpletion of MARK 4210 (Professional Selling and C k V )  with a grade of a B 01 

better. 
Gonipletion of M/IARI< 4220 (Sales Force Ytrategy and _Mgt) with a grade 01 t! B r3r 
better. 
C'ompletion of MARK 4500 (Ser~lices Marketing) with a grade of a C or better. 

* Completion of MARK 4800 (Marketing Internship) with an approved profcssionai 
selling ~osi t ion and a grade of S. 
Participation in the Tei-sy Professional Selliilg Competition. 
Patizipation in  he sales mentoring program. 

l 'he purpose of this area of emphasis is to allow students to specialize in the professional 
selling area of nlarketing and to distinguish those students who excel in that area. For that 
reasor,, we are requiring a grade of B or better in the two professional selling courses. 
Aii of the courses in the area of emphasis are already offered on a regular basis by the 
department. I h e  Marlceting Department has worlted with the Marketing Department 
5xecutive Advisoi.y Board to ensure that approved internships and mentors will ne 
available tc studelits who complete the other recluirements. 

Richard J.  Fox 
Interim Depart~nent Head 

148 Brooks Hall * Athens, Georgia/USA 30602-6258 (706) 542-2123 FAX (706) 542-3738 
An E q ~ ~ a l  Opportuniy/Afhr.mati\.e Action Institution 



PROPOSAL FOR AREA OF EMPHASIS 

SchooVCollege: 
Department: 
Major: 

Terry College of Business 
Marketing and Distribution 
Marketing 

Major Requirements: 
Major Required (3 classes): MARK 4000 

MARK 4 100 
MARK 4900 

Major Related (4 classes): Choose three or four classes from the following. The combination of MARK 
4210 and MARK 4220 constitutes a sales sequence. 

ADPR 3 1 10 ADPR 5740 MARK 42 10 
MARK 4220 MARK 4300 MARK 4400 
MARK 4500 MARK 4600 MARK 4700 
MARK 4800 MARK 5000 

If only 3 courses from above (Major Related) were chosen, you must choose one 
course from the approved major-related (available in the Marketing Department 
Advisor's Office) which includes upper division courses from ACCT, ECON, 
FINA, MGMT, REAL, RMIN. 

Area of Emphasis Title: Area of Emphasis in Professional Selling 

Proposed Starting Date: June 1,2008 

Area of Emphasis Description: 

This area of emphasis combines 12 credit hours (all currently offered within the department) with additional required 
activities. 

Coinpletion of MARK 4210 (Professional Selling and CRM) M-it11 a grade of a B or better. 
Completion of MARK 4220 (Sales Force Strategy and Mgt) with a grade of a B or better. 
Completion of MARK 4500 (Services Marketing) with a grade of a C or better. 
Completion of MARK 4800 (Marketing Internship) with an approved professional selling position and a grade of S. 
Participation in the Terry Professional Selling Competition 
Participation in the sales mentoring program. 

The department has worked closely with firms involved in the Marketing Department Executive Advisory Board to ensure 
that an adequate number of internships and mentoring slots will be available for students in the area of emphasis. 
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Marketing (B.B.A.) 

Revised (03/12/08) 
 
 
Semester Core Curriculum Hours 
 
Areas A-E:  42 
 
Required courses in Area A: ENGL 1101, ENGL 1102, and MATH 1101 
 
Area B: Electives 
 
Preferred courses in Area C: SPCM 1100 or SPCM 1500 (take under general electives if not taken in 
Area C) 
 
Preferred courses in Area D: MATH 1113 or (MATH 2200 or MATH 2250) (take under general electives 
if not taken in Area D) 
 
Preferred courses in Area E: ECON 2100 or ECON 2200 (take under general electives if not taken in 
Area E) 
 
Area F:  18 
ACCT 2101 
ACCT 2102 
ECON 2105 
ECON 2106 
LEGL 2700 
MIST 2090 
 
Entrance Requirements: 
Completion of Core Areas A-E and Area F, 60 hours earned, good academic standing (2.0 cumulative 
UGA G.P.A.), and overall grade point average of 2.6 required to apply. There is no guarantee of 
acceptance to any major in the Terry College of Business. Applicants are evaluated on the High-Demand 
- Selection Criteria listed below.  Students may apply if they are enrolled in course work that fulfills these 
outstanding requirements. Acceptance in the major is contingent on satisfactory completion of in-progress 
work. 
 
High-Demand Major - Selection Criteria  
•  Terry MAPP -- Multiple choice examination that measures academic achievement during the first two 
years of college programs.  
•  Grades in English courses (level of course will be considered)  
•  Grades in Math courses (level of course will be considered)  
•  Statement of Purpose in Marketing - - A brief essay [300-400 words] in which applicant describes 
his/her interest in the major and his/her future goals. 

 
Major Requirements 

Required Courses:  
Upper Division Business Core (12 hours) 
FINA 3000 
MARK 3000 

MGMT 3000 
MSIT 3000 or STAT 3000 

 
Marketing Major Required (9 hours) 
MARK 4000 (Prerequisites: MARK 3000 and MSIT 3000 or STAT 3000) 
MARK 4100 (Prerequisite: MARK 3000) 
MARK 4900 (Prerequisite: MARK 4000 and MARK 4100) 
 



 
 
Choose from Major Related Courses or Professional Selling Area of Emphasis 
 
Marketing Major Related Courses (12 hours) 
Prerequisite: MARK 3000 
Choose three or four courses from the following: (The combination of MARK 4220 and MARK 4210 
constitutes a sales sequence) 
MARK 4220 
MARK 4210 
MARK 4300 
MARK 4400 
MARK 4500 
MARK 4600 

MARK 4700 
MARK 4800 
MARK 5000 
ADPR 3110 
ADPR 5740 

 
If only 3 courses from above (Major Related) were chosen, you must choose one course from the 
approved major-related list (available in the Marketing Department Advisor’s Office) which includes 
upper division courses from ACCT, ECON, FINA, MGMT, REAL, RMIN 
 
Professional Selling Area of Emphasis (12 hours) 
MARK 4210 (grade of a B or better required) 
MARK 4220 (grade of a B or better required) 
MARK 4500 (grade of C or better required) 
MARK 4800 (an approved professional selling position and a grade of S) 
Participation in Terry Professional Selling Competition 
Participation in the sale mentoring program 
 
General Electives (12 hours) 
Four (3-hour) courses required:  Choose from 4000-level or above business courses outside the major 
and/or 3000-level or above courses outside Terry.  Two courses from the student’s major department 
(maximum 6 hours) my be used with permission of the major advisor. 
 
Arts and Sciences Electives (15 hours) 
Five courses in Arts and Sciences (lower and upper division) 
 
Total hours required 120 


