“History of Communication”   INDIVIDUAL COURSE DESCRIPTION  
	Course Unit Title
	History of Communication  

	Course Unit Code
	APRE 102 

	Type of Course Unit 
	Compulsory

	Level of Course Unit 
	Associate Degree

	Number of ECTS Credits Allocated                                            
	4

	Theoretical (hour/week)
	3

	Practice (hour/week)
	-

	Laboratory (hour/week)
	-

	Year of Study
	1

	Semester when the course unit is delivered
	

	 Name of Lecturer (s)
	Assoc. Prof. Dr. Serra İnci Çelebi

	Mode of Delivery 
	Face to Face & PowerPoint

	Language of Instruction 
	English

	Prerequisities and co-requisities 
	None

	Recommended Optional Programme Components 
	None

	Work Placement(s)
	None 

	Objectives of the Course
	Throughout history of communication humanbeings have conveyed information and tried to be understood. Persuasive comunication has a special place in communication studies. Persuasion affects consumer behavior and interpersonal behavior. Most of the time, we do not send persuasive messages; instead, we are predominantly in the role of the persuadee, or receiver and consumer of persuasive messages. History of communication course is designed to give a perspective about how persuasive communication from the past till now changed with its tools ans strategies. 

The aims (goals) of the course are as below:

Goal 1: comprehending what persuasion is all about, can list the persuasion techniques and can differentiate among these techniques.

Goal 2: understanding persuasive messages and context to deliver a persuasive presentation

Goal 3: applying persuasive messages and techniques in their projects and professions


	Learning Outcomes
	Upon successful completion of the semester, students will be able to:
Learning objectives for Goal 1:
1. recognize persuasive messages when they come a cross in both national and international political campaigns, media commercials, and so on.

2. recall the names of persuasive communication techniques (sequential request strategies), defining and explaining each of them

3. discuss where each persuasive communication techniques (sequential request strategies) can be used

4. analyze different verbal, non-verbal, and visual persuasive context coming from different cultures both brought to the class and in their daily lives

5. decide which non-verbal persuasive communication can be suitable in different cultural context in their workshops
Learning objectives for Goal 2:
1. design persuasive speeches according to the requirements of internationally well accepted persuasive presentations

2. apply verbal persuasive techniques in addition to one or more of the sequential request strategies in their presentations 

3. use effective non-verbal persuasive communication in their presentations

Learning objectives for Goal 3:

1. create persuasive messages in their internationally designed persuasive workshops

2. employ persuasion techniques based on pre-given case studies and international situations

3. apply persuasive communication techniques (sequential request strategies) to different context in their professions   

4. decide about persuasive messages and slogans suitable to the nature of media they will use both in their class projects and professions

	Course Contents
	History of communication
Persuasive communication

Communication strategies

	Weekly Detailed Course Contents  
	WEEKS
	TOPICS

	
	
	Theoretical Courses
	Application

	
	1
	Introduction to the course and syllabus
	Syllabus

	
	2
	Introduction to persuasion; The power of persuasion
	Richard M. Perloff

Ch1 (pp. 3-10)
Mortensen, Kurt W.

Ch1

	
	3
	Cognitive dissonance & reducing strategies
	Richard M. Perloff

Ch9 (pp. 238-241; 243-244)
Mortensen, Kurt W.

Ch3

	
	4
	“Who says it”: source factors in persuasion;
Connectivity
	Richard M. Perloff

Ch6 (pp. 155-159; 166-167; 178-179)
Mortensen, Kurt W.

Ch5

	
	5
	Persuasive communication techniques-1 (Sequential request strategies)

	Richard M. Perloff

Ch10 (pp. 261-265)
Mortensen, Kurt W.

Ch9

	
	6
	Persuasive communication techniques-2 (Sequential request strategies)
	Richard M. Perloff

Ch10 (pp. 259-261; 265-269)
Mortensen, Kurt W.

Ch4 

	
	7
	Expectation as a persuasive tool; affiliation
	Mortensen, Kurt W.
Ch10

	
	8
	Social validation and

scarcity
	Mortensen, Kurt W.

Ch6 and Ch7

	
	9
	Mid-term exam

	Mid-term

(will cover weeks 1-8)

	
	10
	Message Factors; Verbal

Packaging
	Richard M. Perloff

Ch7 (pp. 210-219)
Mortensen, Kurt W.

Ch8

	
	11
	The law of involvement
	Mortensen, Kurt W.

Ch11

	
	12
	The Elaboration Likelihood Model and high vs. low involvement 
	Richard M. Perloff
Ch11 (pp. 296-298; 308-313)

	
	13
	Association


	Richard M. Perloff

Ch11 (pp.298-308)
Mortensen, Kurt W.

Ch12 & Ch13

	
	14
	Handing and presenting assignment
	

	
	15
	Final Exam
	Final exam

(will cover weeks 10-14)


	Textbook / Material / Recommended Readings
	Richard M. Perloff, 2010, The Dynamics of Persuasion: Communication and Attitudes in the 21st Century, 4th Edition, NewYork: Routledge.

Mortensen, Kurt W., 2004, Maximum Influence: The Twelve Universal Laws of Power Persuasion. NewYork: AMACOM.

	ASSESSMENT

	Semester (Year) Interior Activities
	Number
	 Semester (year) Note the% Contribution to

	Assignment & presentation
	1
	30

	Midterm exam
	1
	35

	Final exam
	1
	35

	TOTAL
	
	100


	Course Learning, Teaching and Assessment Activities in the FrameworkCalculation of the workload

	Activities
	Number 
	Duration (hour) 
	Total Workload(hour)

	Hours per week (theoretical)
	14
	3
	42

	Hours per week (Application)
	
	
	

	Presenting of observations and practices as report
	
	
	

	The preparation and presentation of the report, research paper.
	1
	20
	20

	internet and library research.
	10
	2
	20

	Preparing  and presentations of homework.
	
	
	

	Quiz

Preparation for quiz
	
	
	

	Supervision 

a) Mid-term examination

b) Self-study for exam
	1

1
	1

15
	16

	Final Exam

a) Exam

b) Individual studies for exam
	1

1
	1

15
	16

	                       TOTAL WORKLOAD (hour)=114

	AKTS CREDIT COURSE = Total Work Load(hour)/(30 hours/AKTS)= 114/30 = 3.8=4



Ethical Rules and Regulations:
· Students are expected to be prompt, come to the class with a good preparation, and participate in all learning activities during class sessions.

· Students are supposed to obey the regulation for the absence limitation of the university.

· The language of this course is English. 

· Students are supposed to present the projects/essays by using effective presentation techniques.

· Too much talking and interrupting the lesson in class are not tolerated. 

· Plagiarism will not be tolerated. Students are expected to be honest in all exams, assignments, and projects. Students who engage in dishonesty are subject to disciplinary penalties.

· It is expected that all special assignments such as term papers, projects, or research papers to be completed on the scheduled dates. Late work is subject to grade penalization. 
· The instructor has a right to modify established syllabus with sufficient notice given to course participants.

Contribution of Learning Outcomes to Programme Outcomes

	Learning Outcomes
	Programme Outcomes



	
	PO 1
	PO 2
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	PO 5
	PO 6
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	PO 8
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	PO 10
	PO 11
	PO 12
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Contribution Level: 
1 Very Low  
2 Low
    3 Medium
  4 High    
5 Very High
