ENS Media’s 12 Tips and Tactics
for a

Successful Early Christmas Sales Meeting

1. Hold the meeting off the premises, and, like Christmas gifts, make it a surprise. Forewarn your team you
are holding a special off-site sales meeting right after Labor Day, but don't let them know the theme.

2. Surprise your attendees with Christmas music, seasonal décor, and of course, wrap up your meeting with a
traditional turkey dinner with all the trimmings.

3. While your team is at the sales meeting, have someone back at the office post the appropriate notices,
packages, and visuals to maintain their Christmas focus upon their return.

4. Identify the most high-potential Christmas prospects and categories, traditional and non-traditional,
complete with category research, and some sample Christmas campaigns.

5. While I'm not a fan of "packages", I'm well aware that there are clients, and some radio salespeople, who
need packages to motivate them. If you're releasing station Christmas packages, do so at this meeting, and
gift wrap each package as your gift to the team.

6. Get in the spirit. Ask your creative and production people to keep it a secret and produce something that
will bring a laugh. Last year, one of our client's creative directors produced a custom version of "Twas the
Night Before Christmas," poking fun at each of the sales reps by name.

7. Recognition and incentives should be part of your Christmas sales meeting. Posting a results board where
each salesperson can proudly post each Christmas sale for all to see can keep the Christmas spirit and
momentum up. Small wrapped gifts can be selected with each sale.

8. And don't forget how empty your logs can be in January/February. When preparing your Christmas
packages, try to include schedules for January clear-outs and February sales.

9. Many stations offer discounts during those cold winter months. Extending those discounts over four months,
November through February, can make your Christmas package more appealing to those hard-to-please
transactional buyers, without effectively reducing your average rate of return over that period. For example, if
you discount your $100 rate to $80 in January/February, offering a $90 rate across the board, can be
appealing. It's also easier to sell your Christmas/New Year's greetings as part of the overall Christmas
presentation than to try to sell it last minute independent of the overall campaign.

10. Sell, sell, sell! Look for data and research with positive spending indicators about the pending 2018
Christmas selling season. This data will bolster sales rep confidence, and also be great ammunition in your
client presentations.

11. Surprise! Most stations have a great personality on board who'd love to poke fun at the sales reps. Have
them show up at your meeting dressed as Santa. They can present a personalized gag gift to each account
executive to further that Christmas spirit.

12. Be creative, have fun, and make money!

Merry Christmas to all, and to all a Great Year!!
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