WESTON WOODS AND SCHOLASTIC AUDIO PRESENTATION
HANDS-ON TIPS FOR IDENTIFYING & CLOSING SALES

Sales Strategies to Introduce:

1. Who are my target customers?

Be Creative!!!  - They are all around you.  

a.) In your school libraries – rounding out the collection

1.) Elementaries – read-alongs & audio books (resources for them to offer their teachers and students).  

2.) Secondary schools – audio books (for reluctant readers)

a.) read-alongs for ELL

b.) pair audio books with print copies – paperback or hardcover for classroom and/or library   

b.) In the classrooms – filling in their gaps

1.) elementaries – listening libraries with read-alongs

****KEY POINT – Most titles have AR/SRC quizzes available and lesson plan activities (available off of the website).  

c.) Preschool/Early Childhood – Child Development Departments of school      

Districts.  Often times these departments are also connected to before and after out-of-school time programs.

1.) For the little guys – WW great for creating listening libraries w/read-alongs

2.) Other out of school time filler for both younger and older students – DVD’s and videos

3.) After School Programs

a.) Listening libraries – sometimes paired with print copies  

                                            i.e. El Monte City Elem, City of Fontana

                                 4.) ELL Population – most departments will have an area of “need”

                                      that needs to be addressed.

                     e.) Public Libraries - Audio

                          1.) Definite potential as this area grows.  Many are dedicating more space 

                                To this type of product – try Children’s Librarian and YA Librarian.

(Wouldn’t it be nice to be able to sell WW into the public libraries)???!!!

****All of these customers will be different, to some degree, of course.  Ask them what their needs/goals are and present the product format as a possible solution.  I give examples of things that I have done for other customers in similar situations.  Be prepared and willing to customize to their needs & offer that solution.  

2.)  Solutions for Overcoming Funding Obstacles:  

      Think outside the Box!!!

       There are a lot of places to go that may have funds for such product (and if it’s not 

       This, then maybe it is something else in your book bag)!

a.) In the school sites:  Librarians

                                      Resource Teachers

                                      Reading Specialists

                                      Literacy Coaches

                                      Principal

b.) At the district:         District Librarians

                                     Curriculum Directors

                                     After School Coordinator

                                     Child Development Director

                                     Director of Special Projects

                                     ELL/ESL Funding

****Increasingly, there seems to be more opportunities opening up for ELL/ESL needs.  These are great products that could be a solution for customers.  

