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Ryan Dohrn is the founder of media sales 
training firm Brain Swell Media and the creator 
of the 360 Ad Sales System taught to over 
3,000 ad sales reps in seven countries. Ryan’s 
resume includes leadership roles at PennWell 
Publishing, Morris Publishing, Disney/ABC TV, 
Sinclair Broadcasting and The NY Times 
Company.  He is an Emmy Award winner, 
business book author and has been featured 
in USA Today and on Forbes.com. Ryan 
currently works on a monthly basis with over 
75 media companies and their related sales and 
management teams.  
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Over 200 magazine and newspaper titles. 
Over 3,000 ad sales reps trained in 7 

countries. 









 



This is all about us creating 
better conversations about 
our total marketing options. 
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Think like a teacher.  Keep it 
simple.   
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86% of people are visual 
learners. 
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@ryandohrn  Ryan@360AdSales.com.com - www.360AdSales.com 
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Awareness Ads Need? 

Purchase Consumer Buying Cycle 

Personal Consideration 

Social Influence Yes No 

Doubt/Validation 

Social Ad Campaign 

Print Ad Campaign 

Event 

eNewsletter 
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Advertising is not a one and 
done proposition.   



You have to reach 
potential customers in 

multiple ways on 
multiple days. 
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I’m sorry… We are moving 
all of our ad dollars to 

Facebook. 
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Why?  Please be specific. 
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70% of Facebook members do NOT 
reside in North America. 

 
Average age of a FB user is 31.   

 
So, you have a FB page… now 

what? 
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Only 33% of all Facebook users say that 
they learn about new brands on Facebook. 

-eMarketer 
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Unless you pay to promote a 
Facebook® post only 1-2% of 
your “fans” or “likes” will see 

your post. 



The fastest growing group 
of new users on Twitter 
and Facebook are aged 

between 55 and 64 years 
old.  Source: Neotericuk 
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Successful small to mid sized 
business owners that use 

social media as an 
EFFECTIVE marketing tool 

spend 15-18 hours per week 
on the computer. 

Source:  Inc.com 



I’m sorry… We are moving 
all of our ad dollars to 

Google Ad Words. 
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50% of Google Ad Word leads are 
“soft”.  That means 50% of your 

money spent is wasted.   
 

-BSM Research Survey of $5k spent, 2015 
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Average conversion rate for the Google 
search network…  ONLY 5.63%! 

 
-Wordstream via Smartinsights.com 
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We are not doing any print.  
Print is DEAD! 
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More magazines launched 
in 2015 than were shut 

down. 
Source:  PwC Global Entertainment and Media Outlook 2015-2019, Ontario Media Development Corp  
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PwC expects some growth in the 
overall magazine segment for the 
next five years, as the magazine 
industry reaches US $98.1 billion 
by 2018, up from US $97.1 billion 

in 2013 (a CAGR of 0.2%). 
 

Source:  PwC Global Entertainment and Media Outlook 2015-2019, Ontario Media Development Corp  



61% of readers took action 
as it relates to magazine 
ads regardless of the ads 
position in the magazine.  

Source:  GfK MRI Starch  

 



Customers are influenced by 
magazines more than any other 
media when considering new 
products or services.  Media 

ranks in this order:  Magazines, 
Internet, newspapers, radio, TV. 

Source:  GfK MRI Starch 
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Print is not trackable like 
digital.   
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Print is Trackable!   
But, Mr. Advertiser,  you 
willing want to take the 
needed steps to track 

it? 



Vanity URL 
Call tracking 

Unique ad content 
QR Codes 

Google Analytics 
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I’m sorry… We are spending 
all of our money on Search 
Engine Optimization. (SEO) 
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Awesome.  So, what will 
you do to promote your 
business for the next 6 
months while your SEO 

plan rolls out? 



“…it takes 4 to 6 months to 
start seeing results.” 
-Josh Steimle, Forbes 



Ok… so how do  
we sell it? 
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Minimum ad buy 3 months 
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