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Without	
  rela&onships	
  and	
  ROI	
  you	
  
are	
  dead	
  as	
  a	
  media	
  sales	
  rep!	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



It’s	
  truly	
  all	
  about	
  excep&onal	
  
customer	
  service.	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



Holiday	
  cards	
  are	
  a	
  waste	
  of	
  &me	
  
and	
  money.	
  	
  	
  

PERIOD!	
  

If	
  you	
  wait	
  un&l	
  December	
  to	
  say	
  
thanks	
  a	
  good	
  compe&tor	
  has	
  
beaten	
  you	
  at	
  least	
  12	
  &mes.	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



Develop	
  an	
  Adver&ser	
  	
  
Reten&on	
  Program	
  

• 1.	
  	
  Monthly	
  incen&ves	
  
• 2.	
  	
  Quarterly	
  incen&ves	
  
• 3.	
  	
  Yearly	
  incen&ves	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



Monthly	
  Incen&ves	
  

•  eMail	
  business	
  ar&cles	
  
•  eMail	
  thank	
  you	
  from	
  the	
  rep	
  
•  eMail	
  thank	
  you	
  from	
  the	
  sales	
  manager	
  
•  eMail	
  thank	
  you	
  from	
  the	
  publisher	
  
•  eMail	
  business	
  &ps	
  from	
  Inc.com	
  
•  Bonus	
  bucks	
  that	
  add	
  up	
  for	
  quarterly	
  rewards	
  
•  $4	
  or	
  less	
  promo&onal	
  items	
  	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  









Quarterly	
  Incen&ves	
  
•  Video	
  Profiles	
  
•  Lunch	
  and	
  Learn	
  series	
  
–  Social	
  Media	
  Marke&ng	
  
–  Using	
  Video	
  to	
  Enhance	
  Marke&ng	
  
–  10	
  Ways	
  to	
  Drive	
  New	
  Business	
  

•  One	
  of	
  one	
  consults	
  with	
  partner	
  experts	
  
•  Web	
  site	
  traffic	
  review	
  with	
  partner	
  expert	
  
•  Redex	
  study	
  
•  Readership	
  eSurvey	
  –	
  can	
  benefit	
  all	
  
•  Phone	
  call	
  from	
  sales	
  manager	
  
•  Lunch	
  with	
  sales	
  rep	
  and/or	
  manager	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



Video	
  Real	
  Estate	
  Profile	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



Yearly	
  Video	
  Business	
  Profile	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



Yearly	
  Incen&ves	
  
•  Media	
  planning	
  mee&ng	
  with	
  experts	
  
•  Web	
  site	
  review	
  
•  Cyber	
  security	
  review	
  
•  Business	
  directory	
  inclusion	
  
•  Adver&ser	
  Party	
  
•  Rate	
  Protec&on	
  
•  Phone	
  call	
  from	
  Publisher	
  
•  Lunch	
  with	
  the	
  rep	
  and	
  editor	
  
•  Yearly	
  bonus	
  bucks	
  redemp&on	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



Strong	
  Referral	
  Program	
  

•  Easy	
  not	
  Cheesy	
  
•  Easy	
  to	
  understand	
  
•  BIG	
  payout	
  for	
  free	
  ads	
  
•  Printed	
  post	
  card	
  type	
  forms	
  
•  The	
  referrer	
  and	
  the	
  referee	
  get	
  something.	
  	
  
•  Most	
  referrals	
  per	
  quarter	
  bonus	
  reward	
  	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



ROI	
  Ini&a&ves	
  

•  To	
  many	
  unexplained	
  reports	
  are	
  VERY	
  bad	
  for	
  
business.	
  	
  

•  Overwhelming	
  an	
  adver&ser	
  with	
  reports	
  in	
  
not	
  proof	
  of	
  performance.	
  	
  

•  Offer	
  to	
  review	
  all	
  reports	
  in	
  great	
  detail.	
  	
  
•  Beder	
  to	
  present	
  to	
  the	
  adver&ser	
  
•  If	
  presen&ng	
  a	
  web	
  report	
  bring	
  the	
  web	
  
person	
  with	
  you.	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



Great	
  Repor&ng	
  Monthly	
  

•  Simple	
  WINS!	
  	
  	
  
•  Amount	
  of	
  exposure	
  kept	
  simple	
  
•  What	
  this	
  exposure	
  means	
  to	
  you	
  is…	
  
•  Do	
  the	
  math	
  for	
  them	
  
•  Compute	
  based	
  on	
  average	
  poten&al	
  sale	
  
•  Use	
  a	
  TON	
  of	
  visuals	
  
•  Don’t	
  let	
  them	
  figure	
  it	
  out	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
  



•  Total	
  exposure	
  in	
  print:	
  	
  25,000	
  readers	
  
•  Total	
  banner	
  impressions:	
  	
  125,000	
  
•  Total	
  online	
  exposure:	
  	
  45,000	
  readers	
  
•  Total	
  social	
  media	
  exposure:	
  	
  10,000	
  
readers	
  

•  Total	
  exposure	
  to	
  our	
  readers=	
  70,000	
  

RETURN	
  ON	
  INVESTMENT	
  PROFILE	
  -­‐	
  	
  JANUARY	
  2012	
  

SAMPLE	
  FOR	
  DEMO	
  PURPOSES	
  ONLY	
  



You	
  need	
  a	
  plan…	
  

•  Use	
  a	
  white	
  board	
  and	
  map	
  it	
  out	
  
•  Do	
  not	
  become	
  guilty	
  of	
  paralysis	
  by	
  analysis	
  
•  Do	
  NOT	
  think	
  your	
  adver&sers	
  are	
  above	
  
being	
  rewarded	
  

•  Get	
  the	
  sales	
  team	
  involved	
  from	
  day	
  one	
  

@ryandohrn	
  –	
  Ryan@360AdSales.com	
  -­‐	
  www.360AdSales.com	
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