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We the Sellers - Being responsive and informed can 
differentiate for a better bottom line 
 
Your prospects and clients are being called on daily, by a swarm of pesky sales 
people just like you and me. 
 
Constant interruptions by not only media sales “experts,” but light bulb, HVAC, phone 
companies and so many more. As sales representatives we have a duty to be the 
highest educated experts in our field. The old way of making purchasing decisions has 
changed. Our buyers have access to more information than ever before and in order for 
them to make a “best-in-class” purchase, the seller’s (that’s us) need to become 
consultants. 
 

Not only do business owners have more access to information, they also have less time on any given day than 
ever before. What business owners really want is to make an educated decision, along with help and expertise 
from someone they know and trust (again, that’s us…or at least it better be). The bottom line is business growth. 
If they have an opportunity for business growth, we have something to teach them. If we have an offering that will 
give them access to a differentiator, as consultants we need to be their educator and share our knowledge base. 
 
Does your client have a website they can manage themselves or are they staying on top of social media? 
 
The digital landscape has evolved and that has brought our clients and future clients a booming competitive 
market which is often commoditized, making it difficult for them to grow. Let’s help our clients and future clients 
manage their new competitive landscape with an offering that will enable them to stand out from the rest. With an 
integrated marketing campaign and strategy, we can help them achieve a new level of sales. 
 
Most media companies are starting to offer digital services along with traditional ways of marketing. If you are in 
a position that can offer all the solutions just talked about, you are in a good position. Don’t wait to offer any of 
these services because your competitors certainly won’t. As sales people, we get busy and overwhelmed with all 
the packages we are sent out to sell, or sometimes we are not 100 percent confident with our knowledge of 
digital and we do not offer it unless asked to. While we wait to get a better understanding of the products, our 
competition is beating us to the punch offering these digital services. It’s not just the digital telemarketers 
offering, it’s other media companies including local newspapers, TV stations, and others working from home. 
 
If you are scared your budget is being moved to fit digital dollars, you should be…because it is. Do yourself a 
favor: learn the product and sell it. If you can help your client out digitally, other dollars will be moved instead of 
yours. Help your client select a media mix appropriate for their business and win. If you are considered to be just 
another radio rep your budget will be cut, and one day, gone. 
 
Educate yourself and do not hesitate to discuss digital with your clients. If your company does not offer any 
digital services ask your management team. Our clients are ready and we need to be too. 
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