TIPS FOR SELLING ADVERTISEMENTS

ALMA HIGH SCHOOL YEARBOOK

SELLING ADS

A good ad salesperson must know the product, be able to present ideas clearly and logically, keep accurate records and present a positive, personal image to the business community.

Selling ads is a excellent public relations for the school

Well-dressed, properly prepared and efficient teenagers calling on local business persons does a great deal to enhance the image of the school, as well as teenagers themselves.

Yearbook advertising is a good business.

Buying an ad in your yearbook is just plain good business.  It is not charity.  It is not “touching” the local business persons for a hand out.  You are doing the person a favor, not the other way around.

Let’s look at some figures:

· Estimates of teenage spending in the U.S. run as high as $60 billion per year.  Teenagers also influence another $100 billion of their parents’ spending, including such major purchases as cars.

· The typical teenager’s average weekly income is $20.  This comes from gifts, allowance, and part-time jobs.  This means the average student has $1000 per year to save and spend.

· If there are 500 students in a school, which means that the students have a half-million spendable dollars this year.  And, they help their parents to spend almost twice that much.

· What do students buy?  They buy clothes, cars, gas, insurance, auto parts, radios, CD’s, cosmetics, haircuts, books, junk food, legitimate meals eaten out, motives, bowling, miniature golf, bicycles, skates; the list can go on and on.

· Local business personas are aware of this awesome teenage market, or should be.  That is where you come in.  You must remind them of the readily available business and how he/she can get a share of it by advertising in the yearbook.

SALESPERSON’S RESPONSIBILITIES
· SHOW CONFIDENCE:

· Be prepared.  You are contacting an established business person, so approach them at their level.  Be knowledgeable and efficient.

· Organize your sales kit and be able sure it is complete.  Be familiar with everyone in the sales kit.

· Know what the person has purchased before.  Be sure to take a copy of last year’s yearbook with you and/or copy of the person’s ad from last year’s book.

· Contact and attempt to sell every prospect assigned to you.  Follow up on re-scheduled appointments.

· Report daily to the ad manager.  Turn in any sold contracts with completed sales cards and checks.

· Have person sign your business form if he/she does not buy an ad.

· Dress sharply.  Don’t chew gum.

· If the person is busy and it seems like a bad time, make a definite appointment to come back.

· Be professional—behavior, speaking, mannerisms, handshake, etc.

· Write down everything—fill forms out completely.  Give person his/her copy.  BUSINESS PEZRSON MUST SIGN CONTRACT.

· Pick up a business card so you’ll have the right address, phone number and spellings.  Make sure it is a white business card if that is what will be used for the ad.

· Businesses may be billed after January 1 if they prefer.  NO CASH!

· Set date for picture if business wishes to have photo as part of ad.

OTHER SELLING TIPS

Never ask a question that can be answered “Yes” or “No.”  Don’t ask, “Would you like to buy an ad this year?”  Instead, “Would you like this year’s ad to be the same as last year or would you be interested in changing it?”
Shake hands and greet the business person by name, if you can.


Example:

“Mr. Benson, I’m Pete Moss and this is Sally Mander.  




  We’re on the yearbook staff at Alma High School.”




“This is how your ad appeared in last year’s book.  We 




  hope you  like it.  The school really does appreciate your 




  support.”


Closing the sale:
  Shake his/her hand and say:


Example:

 “Thank you, Mr. Benson, for your continuing support.  We 



   do appreciate it.”





 “Thank you for your time and support of our yearbook.”


How would you respond to the following statements?
CR:  “I don’t think advertising in a yearbook does me any good.”

SA:    List benefits—450 books sold, students, parents, siblings, grandparents see ad.

CR:  “I’ve already put an ad in the football program.”

SA:   “Only the people who go to football games get to see that ad and chances are it gets            

           thrown away.  The yearbook will always be around.

CR:  “My advertising budget is all used up for the year.”

SA:  “We can bill you on January 1.

CR:  “I’m sorry but I can’t help you.  You will have to talk to the manager.”

SA:  “Is he/she available?  If not, when is a good time to contact and how do I contact?”

AD SALES—THINGS TO REMEMBER AND DO
Sign in each day on the special sign-in book before leaving to sell ads.

Pick up sales packet and/or replenish packet as needed.

Leave sales slips or “sorry” slips from the previous day’s sales in your team’s classroom envelope.  I expect to find something in your envelope each day!


NOTE:
  YOUR CLASSROOM TEAM ENVELOP STAYS IN THE 
CLASSROOM AT ALL TIMES
On your team’s business visitation list on the outside of your team’s classroom envelope and your sales packet, check off the names of businesses visited the previous day.

REMEMBER, ACCEPT NO CASH; EITHER CHECK OR BILL LATER.

On visitations each day:

Introduce yourself and state where you are from (Alma High School).

Be professional in your presentation.

Show previous ad in yearbook, if appropriate.

If a sale is made, fill out sales form completely.  Give business person the carbon copy; you turn in the original in your team’s envelope.

When closing the visit, please be sure to say “Thank you” and shake hands.

DON’T FORGET TO SMILE!

