Six Steps to Success in Selling Program Book Space

1. Be clear about your self interest and personal goals.  
· How does selling MORE2 ads give you power?

· How many contacts will you make?  By when?  What is your target amount for ad sales?

2. Who do you know who might buy an ad?  

· Your insurance agent, your banker, attorney, haircutter, elected officials, favorite restaurant, bookstore, realtor, cousins, neighbors?  

· What members of your congregation might buy an ad?  What vendors does your congregation use—printer, cleaning suppliers, furnace repairer? 

3. Be clear about what you’re asking.  

· Review information about the banquet, ad sales and deadlines, available from your coordinator in print or on the MORE2 web site at www.more2.org/.

· Prepare materials for each contact with a cover letter, information about MORE2, ad specifications and where to deliver ads or checks. 

4. Contact potential ad buyers to set up one-on-one times.

· Talk to people when you see them at your place of worship, in your neighborhood, at the market, at work; 

· Call them; and/or

· Send a letter or email then make a follow-up phone call.

5. Meet with potential ad buyers 
· Learn about their self interest.

· Tell the MORE2 story, talk about your personal commitment.

· Provide information about the banquet and ads. 

· Collect a check and leave a receipt or fill out an invoice for them to mail in with their check.
· Invite them to the banquet, provide banquet info.

6. Follow up
· Notify your congregation’s coordinator regarding sales and contacts made. 

· Deliver checks or invoicing information to your coordinator.

· Thank your ad buyers.  You may want to send a personal note in addition to the official thank you letter that will be sent by the Banquet Team Leaders.

2-28-2008


