


strategies for increasing yearbook sales

Sports coverage is a big part of almost any yearbook. So what better place to market your book than at the
end-of-the-year team banquets and celebrations where the athletes and, more importantly, their parents will be
celebrating and reminiscing about the season.

One sure way to motivate yearbook
staffers is to turn yearbook sales into a
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The yearbook needs to be highly visible
throughout your school, which means
the staff needs to basically conduct its
own marketing campaign. Wear staff
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promoting when the book goes on sale,
and sponsor school events. Get the
name of the yearbook in front of the
student population as many times, and
as many different ways, as you can.

Several local businesses might have an
interest in purchasing your yearbook.
The library, police department, doctor
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it never hurts to ask. And while you’re at

it — try advertising the yearbook sale in the community section of your local newspaper.

Many schools have increased their book sales by adding the cost of the yearbook into the regular registration
fees, thus making it easier for their customers to pay. Just get the approval of your principal to make it an
optional check box on the fee list.

Just as you would always strive to have diversity in the yearbook, you should always make sure to bring some
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Take advantage of the loyalty every student has for his or her own class by turning yearbook buying into a
contest. The grade that buys the most yearbooks wins a signing party at the end of the year.

Divide up the school directory among all the yearbook staff members, and have them start making direct-to-
home sales telephone calls.

Strong testimonials can often lead to powerful ads. Nothing is likely to convince a parent to buy the yearbook
more than being able to read some strong, positive testimonials about previous editions of your school’s
yearbook.

Some schools have had great success by teasing their audience with a small sample of the contents of the
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display a couple of the book’s most attractive spreads and an order table.

Do some research in your
area to see what companies
might offer automatic dial
services. You provide the
list of customers and phone
numbers, and they make the
calls and play the automated
yearbook sales message of
your choice when the phone
calls are answered. Or, use
the school’s automated phone
system, if they have one.

The bottom line is — there
are always new and creative
ways for yearbook staffs to
encourage Yyearbook sales.
In the past, some staffs have
offered special discounts for
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population, target them with mailers and posters written in Spanish.

At most schools, football is a popular sport and the games are well-attended events. Use that to your advantage.

have set up a sales table at
the Homecoming game, and
sold the book to last year's
returning seniors, who still
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in the game programs.
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