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The Advertising Audit®
A New Service Designed to Help Your Association
Sell More Advertising

s your association maximizing its non-dues
revenue from the sale of advertising in its
print and electronic products? Are your
advertising rates competitive? Are your
products competing successfully in the market
in which they operate? Would your sales
staff benefit from professional media sales
training? Is your organization maximizing the
benefits that come from the
cross-selling of products?
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The Advertising Audit® is
a comprehensive review and analysis of
your organization’s products, pricing, and
competitive landscape that will give you the
information you need to increase revenue while
assisting your staff in getting the most value
from the time they spend on the sales process.
Here is what is included:
Competitive Analysis—This portion of
the Audit will provide you with the competitive
intelligence you need to successfully compete.
The report will provide you with information
about your competition—those you know and
those you may not be aware of. It will look
at circulation, editorial content, advertising
promotions, sales structure, advertising rates,
value-addeds and other factors that contribute
to the success of those publications and
websites against which your organization
competes. This comprehensive assessment
will look at both commercial and association
publications and websites which are competing
for advertising dollars in your association’s
market.

Advertising Rates—Are your
advertising rates too low? This is a common
occurrence with association publications.
Low ad rates can be a reason advertisers
choose NOT to buy space in your association’s
publication. The Audit will compare your
advertising rates to those of your competition
and other publications of similar size and
provide you with a recommended advertising
rate structure that maintains your competitive
position while increasing revenue. The review
will also provide you with recommendations
for frequency discounts and color surcharges
as well as suggestions for other pricing
incentives designed to attract the advertising of
companies new to your product and increase
the amount of advertising purchased by your
current customers.
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at the systems that are
currently in place and
make recommendations how those
systems can be improved upon and used more
effectively.
Marketing Support—Ad sales success
can only be achieved when the sales staff
has strong marketing support behind them
assuring that your products are always in front
of the advertising community. The Audit will
look at how your organization communicates
with its customers and prospects including
the frequency of those communications and
media used. It will then recommend a tactical
marketing plan that you can implement to
assure maximum exposure while staying
within your budget. The report will also assess

external marketing support services such as
SRDS and how to make best use of these
services.
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-selling
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has including exhibits,
corporate memberships,
sponsorships, mailing lists and others
and will recommend ways that the sales
of these products can be better integrated
to increase non-dues revenues for your
organization.
Independent Advertising
Representatives—Although we will not
recommend any specific independent
advertising representatives, if you choose to
sell advertising through the utilization of the
services of such a firm, we will give you handson guidance about what to look for, how to
assess a firm, contract issues, and managing

them after they begin working for you. This
service will assure that you are getting the
highest levels of performance from this
contractual relationship.
Sales Training—An additional service
provided is a sales training program designed
just for your staff and delivered at your location.
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making process taking
place in companies
and advertising
agencies, maximizing your
investment in attending industry trade shows,
and specific techniques that will successfully
assure that your sales staff are maximizing
the sale of print and web advertising in all of
your products. Maximum benefit of this service
is achieved when the results of the Audit are
complete and incorporated into this session.

Our fee for our services is reasonable. Most clients have found that they only need to sell two
additional pages of advertising to more than cover the cost of this program. This is a solid investment in your organization’s non-dues revenue stream. It doesn’t cost--it pays.
Robert Silverstein, Principal
Your audit will be conducted by Robert Silverstein. Robert has over
30 years of experience in all aspects of publications management. He has
worked for both commercial and association publishing organizations and
has lead national sales teams which have consistently exceeded their
sales goals.
He has also been an active member of the association community including serving as Chair of the ASAE Communications Section Council and
as been a frequent speaker at ASAE and other industry events. In addition,
Robert is an adjunct member of the faculty at the University of Maryland
where he teaches several courses on marketing.

Contact us today to learn more:
Phone: 240-498-9674
E-mail: rsilverstein@adsalesexperts.net

Ad Sales Training Seminar

Customized, Personalized, Designed for Your Products and Staff

A

s with most professions, ongoing
education is essential for continuous
success. We are pleased to offer a fullday seminar on the latest trends, techniques
and methods to increase your organization’s
advertising sales.
Each session is custom developed for
your association’s products and the market in
which it is operating. Topics covered include:
• How to compete successfully against
commercial publishers
• Integrating web and print advertising
sales
• Selling the association advantage
• Establishing ad rates and policies that
work for you, not against you
• Understanding the advertising agency/
client relationship
• Cross-selling opportunities
• Branding of your publications and
website to maximize customer

awareness
• The tools of the trade: media kits,
research, circulation audits, tactical
marketing tools, prospect management,
and more
• Relationship selling and key account
management
Included with each class is an evaluation
of your organization’s media kit and other
collateral material as well as plenty of time for
your staff to ask specific questions about the
unique challenges they are facing.
For one flat fee of $995, you may
include as many members of your staff as you
feel would benefit and the session is held in
your office, so there are no staff travel costs.
Call to schedule your session now, so
your ad staff is fully prepared to reach new
levels of success as they prepare for the busy
fall selling season.

For more information about our services or to schedule an appointment, call 240-498-9674.

