


7 Steps to 
Selling Success



“You’re not making 
sales

You’re witnessing 
purchases.”

- Kevin Malone
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Best Written Proposals 
1. Customer focused
2. Problem solver
3. Set you apart
4. Demonstrates professional integrity
5. Stand out in the market
6. Understand the client
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The prospect is NOT buying 
advertising.



The prospect IS buying what 
advertising DOES for them



The 9 components of a successful 
proposal



Title Page
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Situation Review



Situation Review

Drive Traffic to website
Improve conversion rates
Capture data

This is what you told me…



This Campaign Will…

Create Excitement
Interest
Desire



This Campaign is…

Designed to increase the sale of 
personal computers



The Competition





The Competition
Here are your competitive advantages and challenges

Advantages Challenges
� Staff longevity
�Staff knowledge
�Superior facility
�Huge selection

�Location
�Name awareness
�Price perception



The Competition

�	
�������
	��

�

����������������������������������





Industry/Consumer



Industry/Consumer





Competitive Media













Why Radio









Radio has become a “Tech Geek”







Strategy







Tactical Execution 

Schedule Page 



Making The Magic Happen

672 Commercials per month
5 Rotating banner ads
12 Facebook page mentions
4 Sampling events per year



Investment

The products, systems, and services 
detailed on this proposal are available to 
(Client) through Date (5 business days) 
For an investment of $22,000 per month.





������������
���������	
��������
�


