MEPA CareerTrack

Rate Card Modeling:

Create Rate Cards that Sell

Mary companias think of rale cards as a place whose sole
pUrpCse is io disseminate rabes. Since decizions are being
mada whean reviewing this critical document, use i fo
comvince and creale desire, Use il lo upsell size and
frequency. Your rale card is your paper sakesperson, yel
mast rate cards lack selling power. Discover the straleges
fo rmazimize the hidden opportunities in your rale card.

Topics Coverad
v Choooe sizes and shapes that maximize
adverisar resulls
¥ Sal rates 1o ancourage increasing size and
frequency
v Make your rale card a paper salesman
¥ Create "Yes' instead of "Your price is oo high”
with your rate card
Results
Aftendess will leam exacily what changes to make to rate
cards 1o increase sales

Pl gacicw Polblissen of America

Selling on Rate Card ... Regardless

what the market is doing!

Many publishers feal they have ta cul rates because
fheir competitors are and that rate cutfing is the way
they have to do business. f's not! There are severd
slralagies you can take lo sell on rate card 100% of
fhe fime... regardless what your compefitors are
doing... and even f you're the litthe quy.

Topics Covered
¥ Undarstand why prospects really asked
for rate discounis
v Discover what you can do to ssll on rate
vy lime
¥ Three programs b move from rate
cuthing bo rate infegrity

Results

Farticipants will ses increases in revenua par page
starting with the first iszue they implement taclics.
Improve profitability without incurring additional
ExpEnses.

Register for this seminar and receive a four-page Special Report on Stress-Fros Ellling"" which identifies and
describes the 7 Steps to Successiul Sales.

Instructor: Jemad C. Rubin i president of Sales Powerhouse™ 2 caies and markebng consulting and framing company
whase mission is lo help clients reach fhe #1 posiion. Wi 24 years hands-on sales, markeding and fraining and consuling
expersnca, Janad hes & record of revilalzing ailing products, creating products, and adding profil certers, and empoweanng
solespeople. Jendd has & warshouse of prachcal, no-nonsenss, PRven win's i Boreases sas:

wirw SalecPowerhouss com
far: Publishers and Sales Managers who set rates and policy concerning rate discounting.
date: Thiursday, July 28, J005
time: 300 am. 1o 12:00 p.m. (A continenfal breakfas! will be sanved )
place: MFA Conference Center, 510 Seventh Avenue, 24" Floor, Mew York City
(Between 52 and 53 Siresds)
faa: MPA member companies -5195 per persan; Nonmember companies - $295 per parson.

Group discounts available,

voucher program- 2 {lwa) vouchers
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