
 
 

A Local Media Association certified sales professional is the sign of a dedicated, knowledgeable and 
honest consultative sales expert. The LMA certified sales professional designation is how sales 
professionals can distinguish themselves from others. LMA certified sales professionals have been tried 
and tested in the consultative selling method – their goal is to help uncover the needs and concerns of 
clients and assist in developing the optimum marketing solution for them. 
 
The Advanced Digital Sales Certification Course consists of 27 video modules divided into six major 
categories. All modules either are viewable on a desktop or tablet. The learner must take an assessment 
after each module and score a 90-percent or better pass-grade before they can advance to the next 
module. There is a library of course materials, which also includes recommended worksheets for the 
learner to use in the future.  

 
Approximate times are listed for each module. The total viewing time 
of all the modules is approximately 7 hours. With time for assessments, 
the course requires approximately nine hours to complete. We 
recommend devoting an hour or two a week for the course in order to 
finish in approximately 6 weeks. The course is available for 12 weeks 
once they it is activated.  
 

A manager can be appointed as a team leader, and they will have access to reports detailing their 
learners’ progress.  
 
Upon successful completion of the course, the learner will download a custom certificate with their 
name on it, to certify compliance with the LMA standards of the Sales Certification Program. The course 
is compliant for two years. A completely new course will be available at that time in order to update 
compliance. 
 

CATEGORIES AND MODULES 
 
I. Digital Business Development  
The most overlooked opportunity in local advertising sales today is using digital tools to develop new 
business. At a time when cold calling is becoming a less effective sales method for most local media 
sellers, the emergence of search tools, social media and monitoring tools are creating a new approach 
for getting the attention of local advertisers. Modules in this section include: 

• Prospecting in the Digital Age (17 min.) 
• Researching Individual Prospects (30 min.) 
• Social Prospecting (32 min.) 
• Using LinkedIn for Business Development (28 min.) 
• Digital Conversation Starters (24 min.) 
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• Focusing Your Leads (28 min.) 
• Inbound Leads (28 min.) 

 
II. Multi-Platform Proposal Development  
The biggest shift in local media sales over the last decade has been the move from selling just one 
advertising product to an extensive line of 20+ advertising products. This requires a completely different 
sales approach. The focus is no longer “selling” a prospect on one advertising product, but rather  
understanding their unique marketing needs, so local sellers can pitch the right mix of advertising 
products. Modules in this section include: 

• Building a Multi-Platform Package (21 min.) 
• One-Page Digital Proposal (14 min.) 

 
III. Setting Client Expectations 
The most intimidating aspect of selling digital advertising is how to best establish expectations for 
clients.  Forget the digital jargon and metrics. Most local advertisers only care about the unique metrics 
of their business. Share your success stories with digital. You’ll feel more comfortable selling digital than 
ever before and you’ll disarm your prospects in the process! Modules in this section include: 

• Presenting Digital Advertising (13 min.) 
• Responding to Digital Objections (13 min.) 
• Monitoring Digital Ad Campaigns (13 min.) 

 
IV. Digital Advertising Formats 
All digital advertising isn’t created equal and each digital advertising format has its own unique 
marketing strengths. Understanding the nuances of each format will help you pitch the best mix of 
digital advertising opportunities for each of your prospects. Modules in this section include: 

• Display Ads (14 min.) 
• Online Video Advertising (20 min.) 
• Social Media Promotion (17 min.) 
• Mobile Marketing (16 min.) 
• Email Marketing (11 min.) 

 
V. Digital Sales Ideas by Business Category 
Hard to believe Web advertising has been around for almost 20 years now! Over that time, each 
advertising category has developed preferences for different digital advertising formats and they are 
constantly changing. In this section, we review the basic marketing needs and digital advertising 
preferences of the following top local advertising categories: 

• Automotive (14 min.) 
• Retail (14 min.) 
• Healthcare (11 min.) 
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• Financial Services (8 min.) 
• Restaurants (8 min.) 
• Home Services (8 min.) 
• Real Estate (13 min.) 
• Furniture (12 min.) 
• Business to Business (13 min.) 

 
VI. Key Digital Ad Sales Habits 
In this final section, local sellers will learn about the habits of other local sellers who have been 
successful at selling local digital advertising. Some of those habits include ongoing education, time 
management, experimenting, sharing ideas and constantly connecting with new prospects. 

• Sales Habits (12 min.) 
 
 
Stephen Warley developed The Advanced Digital Sales Certification Course. Stephen is a digital 
advertising sales expert in local media and has spoken at more than 60 local media conferences in the 
last decade. He founded LocalBroadcastSales.com in 2008. It is an on-demand sales training company 
providing over 35 sales trainers and 600+ video modules to over 10,000 local broadcaster sellers. 
Stephen produces the New York State Broadcasters Association’s annual “Digital Leadership Academy.” 
 
For more information and pricing details, contact Peter Conti, Sales & Marketing Director, LMA, at 
peter.conti@localmedia.org or 804-360-9434. 
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