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Overview and Rationale
Journalism students need to know how to sell advertisements to businesses with proper etiquette and background information.  They should know their product, identify their selling opportunities, and know the proper way to get an ad.
Goals for Understanding
· Essential Question 

· How do I successfully sell an ad to a business? 

· Critical Engagement Questions 

· What are typical mistakes a student makes when trying to sell an ad for the school newspaper? 

· What steps can a student take to avoid these mistakes?

· How can a student have a greater chance of selling more ads for the school newspaper?

Overviews and Timeline

Activity 1 (One 55-minute class)
· Pass out ten specific flyers with a business on it to the students.

· Students are to brainstorm in groups how they would go about approaching the business and what steps they would use to successfully sell an ad.

· Discuss the ideas as a class

· Teacher would pass out packet “Selling Tips for Greater Success and Knowing your Product!”

· Focus on teacher lecture about Knowing your product.  
· Discuss the importance of knowing the product that the business in trying to sell 

· End lecture with whole class discussion and students doing research on their flyer.  


Activity 2 (One 50-minute classes)
· Pass out Best Demonstrated Practices for Sales Representatives and have students read one by one.  Stop as needed to explain.  Students should have their homework while going through the worksheet.

· Pair up students and have half the class play the role of a business and the other half the sales representatives.  Practice selling an ad.

· Discuss the possible mistakes that they faced and how to overcome that hurdle.

· Students are then pair up and are assigned a possible business to try to sell an ad to.  

· Students will be given the rest of the period to research the product and come up with possible background information that would help them succeed in selling an ad.  Students will prepare to present their information for the following day. 
Assessment (One 50-minute class)

Students will role play in pairs and present their information to the class as if they were the business they were assigned.  Grading will be based on the knowledge of the product of a business, the proper etiquette and dress, and their organization and delivery of the presentation. 
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SELLING TIPS FOR GREATER SUCCESS

1.      Know your product!

2. Identify your selling opportunities

3. Identify with your adversities

4. Stay motivated and focused

5. Celebrate success!

1. KNOW YOUR PRODUCT!

*  Love what you are doing!

*  Know its value to the advertisers

*  Get acquainted 

· Spend time reading it

· know its value to the advertisers

*  Know what you have to offer in terms of the demographics of your school

*  Presenting your best self (proper dress and having a plan when you meet with the business)
Answer the following questions:

1. What are your readership demographics?

2. Who reads it?

3. How much money do they represent?

4. What product does the reader need from that business?

Best Demonstrated Practices for Sales Representatives
· Arrive and make contacts early

· Use early hours to access computers 

· Avoid drop ins

· Order ads, return calls before leaving

· Ask “What can I do for you this week?’”

· Send media kits, info, business cards

· Work at home

· Priorities:  Deadline items and large ads first

· Be active

· Have a plan

· Know the products

· Understand the competition

· Be consultative-honest

· Understand customer needs

· Dress properly (NO t-shirts, jeans. Sandals, cut-offs etc)

· Listen 

· Make follow-up calls

· Conduct research to find out what students are spending their money on

· Use personal notes

· Develop a sales book

· Treat customers how they want to be treated

· Practice, Practice, Practice, your presentation before trying to approach a business

· Enjoy selling

· Have a plan!

