Sales Script: Advertisement Sales

Opening the call

You sell adverts in XYZ newspaper. You are sitting with Mr. Raj Kumar who is dealing in paints of various brands. He has three retail outlets in the city and you have come here to sell adverts in your supplement on lifestyles. 
You start with introducing yourself and make an opening statement, which is an attention getter

You: Good morning Mr. Ravi. I am Raj from XYZ newspaper and I am here to tell you about the benefits of the unique opportunities that you have to make money through advertising in our newspaper. And I am sure once you hear more about the opportunities you’d like to become a proud member of our family of advertisers.

Ravi: Go on

You: The reason for my call today is firstly to…………………………………………………………………………………………..

Building the call through Probing

Carried forward from opening the call script with the prospective advertiser Mr. Ravi…
After the opening statement you start to probe to understand Ravi’s needs and motivators. To ensure that you understand him well you also paraphrase your understanding. You also use encouragers and motivators together with your body language and conversational skills to create rapport and leave a mark on him as a credible, motivated and logical subscription sales executive. 

You: Great! What I’d then like to do is ask you some questions so that I can get a clear picture of your existing advertising and your requirements so that I am confident that……………………………………………………………………………………………………………………………………………………………

Presentation (carried over from the probing stage of the prospective advertiser Mr. Ravi) 

Presentation to the prospective advertiser Mr. Ravi:
You: Very right, that has to be an intrinsic part of your ad campaign. That is innovative ad options, brand building exercise, low CPT, good ROI, they all have to be a part of the  ad campaign. Well then Raj sahib, I now understand what your exact needs are and I am sure we have what it takes to give your ad campaign a fillip in the right direction. Actually we have got a lot of solutions at XYZ newspaper. However before I detail you about them let me ask you how much information do you have about XYZ newspaper? 

Raj: Well I like to think myself as a newspaper addict and I sure have read your newspaper. It seems to be a good newspaper. Though I don’t’ really know a lot about it.  

You: Thanks. It sure is a good newspaper. Let me quickly cover things that I think would be important to me if I were in your place. XYZ newspaper is the leading newspaper of Northern India.   It is a newspaper that is an intrinsic part of most Indians in the Northern India. It’s a contemporary newspaper that is refreshing, charming and constantly evolving to keep up with the times. XYZ has a very loyal audience, amongst the young and old alike. For most marketers the reach to their………………………………………………

Objection handling of the prospective advertiser Mr. Ravi

Continued from presentation stage…
Here the client may do as per your wishes and asks you for the cost, negotiates and then settles down with some ad options or else he objects or wants some more information.

Raj: One minute let me tell you a little bit more about your readership do you have any researched material available on it.

You: Of course we do have, here is the brochure detailing about it and also here’s the ABC and NRS report which corroborate what I just now told you about.

Raj (having a look) You see facial expressions are………………………………………………………………………………………

Suppose Raj comes out with an objection 
Raj: Well I am not sure about the costing. It is sounding too much.

You: Well, I can understand how you feel. Many of my advertisers felt the same when I presented my ad options, but when they found that actually there ad campaign is going to be run very cost effectively to the right audience they joined our family of advertisers. (You used the AIR technique of handling objections here) So lets see, quickly how am I saying that this is a very cost effective ad option I have presented in front of you. Let us for instance see how much you CPT would come to at this rate. See we have already talked about the total ad campaign in our supplement would be run for Rs. 8,10,000. The reach of our supplements is over 50 lacs readers because our survey and the NRS tells us that our readership doubles on the days our supplements hit the market. That means if we were to calculate your CPT for this readership it will come to: 
CPT = Total cost of advertising x 1000    =       810000  x 1000   =    162

                       Total readership                                5000000

That means your Cost Per Thousand is coming to……………………………………………………………………………………
Closing the prospective advertiser Mr. Ravi for

Advertisement…
Continued from objection handling stage…
Raj: I see. (Facial expression is of acceptance (buying signal - you try to close) You can use any of the closing technique you are trained in. 

For example you could use the copy close:

You: Mr. Raj, do you have the copy and artwork ready or would you like our artists to come up………………
