
Advertising Director 
Educational Media Company at Virginia Tech, Inc. 

Purpose 
This position supports the activities of student media and of the student advertising staff by 
being the primary generator of new and increased sales, modeling sales excellence, and 
managing and mentoring students in the advertising department. 

Goals 

1. Develop new business by cold calling, analyzing prospects and conducting sales 
presentations. 

2. Build personal relationships with clients with frequent in-person contacts and meetings. 

3. Make student media the primary campus avenue for results-driven marketing for clients 
by developing comprehensive and effective marketing plans that produce measurable 
outcomes and ROI. 

4. Generate $40,000 in new accounts in year 1 and an additional $40,000 by year 2.  

5. Manage student sales team to meet team sales goals. 

6. Be an educator, role model, manager and mentor for the student sales team. 

Responsibilities 

1. Plan overall sales activities 
a. Set and communicate sales goals and timelines the conform with the EMCVT 

budget and publication calendar. 
b. Manage client lists with the General Manager. 
c. Maintain up to date business inventories. 
d. Maintain a strong sales cycle funnel for self and the sales team. 
e. Provide direction to support departments in creative and marketing. 

2. Identify and cultivate prospects with spending capacities of $3,000 per year and up.  
a. Monitor competing media weekly. 
b. Research businesses, sectors and the local marketplace. 
c. Cold call. 
d. Conduct needs assessments. 
e. Submit a weekly prospect report. 

3. Develop prospects into clients with personalized service and results-oriented proposals 
a. Make appointments with decision-maker prospects for business development. 
b. Keep an active schedule of outside appointments at all times. 
c. Work with the creative services department to produce high quality, effective art 

and copy spec and other campaigns. 
d. Develop and present campaign proposals that utilize the client's budget and 

EMCVT's multiple media outlets. 
e. Close sales efficiently. 
f. Persistently pursue and maintain relationships. 
g. Submit a weekly call report. 



4. Deliver outstanding customer service after the sale with a focus on marketing results 
a. Measure campaign results. Create internal and client reports on results. 
b. Make appointments with clients to review campaign results. 
c. Make adjustments to campaigns as needed until results are achieved. 
d. Coordinate and send a monthly client e-mail newsletter. 
e. Deliver  monthly contract fulfillment reports.  

5. Hire and educate students 
a. Hire and train a staff of student sales representatives and student sales 

managers as needed to manage existing customer accounts and meet team 
sales goals. 

b. Give sales training presentations. 
c. Bring students on sales calls and presentations for observation. 
d. Accompany students on their sales calls and coach them on client interactions. 
e. Use students as assistants to provide customer service to accounts. 
f. Provide input on sales activities, strategies, products and internal marketing 

materials. 

6. Meet all office and workflow expectations 
a. Meet team and personal sales goals. 
b. Meet deadlines. 
c. Submit accurate paperwork. 
d. Submit weekly and monthly reports of sales activities to the General Manager. 
e. Use AdManager to produce sales reports, contract fulfillment reports, etc. 
f. Proof client ads for every deadline. 
g. Attend weekly sales meetings and EMCVT management meetings. 

Must be able to 

1. Understand and communicate with: 
a. the local NRV market 
b. the university department market 
c. corporate sponsors affiliated with campus events and departments 
d. national and regional chain management and marketing departments 

2. Understand and effectively use online and social media as well as print and broadcast in 
campaigns. 

3. Understand and manage the funnel and the sales cycle to meet sales goals. 

4. Work independently, think creatively, and problem solve. 

Required 

1. Proven record of success in a sales representative or sales manager position. 

2. Reliable personal transportation and valid driver’s license. 

Preferred 

1. Bachelor’s or advanced degree. 

2. Experience using and/or administering Salesforce. 



 

Expected time allocation 

1. 55% new business development and customer relationship management 

2. 45% manage and train students 

Compensation Package 

1. Base salary and commissions: Base salary of $40,000. Commissions: Personal 
commission 10%.  

2. Significant bonus incentive program for beating team and personal sales goals and 
increasing overall sales. A successful candidate can expect to grow compensation to 
$55,000 - $65,000. 

3. Health and dental insurance. 

4. Long term disability and life insurance. 

5. Retirement account with  company contribution of 11% of salary. 

6. Generous vacation and holiday paid time off; sick leave; family/personal leave. 

About Student Media 

Educational Media Company at Virginia Tech, Inc. (EMCVT) manages the student media 
outlets on the Virginia Tech campus, including the Collegiate Times, collegiatetimes.com, 
WUVT 90.7 FM, VTTV Channel 33, Silhouette Literary and Art Magazine, Student 
Publications Photo Staff and the Bugle yearbook. We reach thousands of people daily with 
our student media products. College Media Solutions is student media’s advertising and 
marketing agency. The Advertising Director is employed by EMCVT, not Virginia Tech. 
We’re located in lovely Blacksburg, Virginia, with a low cost of living, endless outdoor 
activities and all the advantages of a big college campus. 

To apply for the position 

Submit letter of interest, resume and at least three references. Please apply via email to 
General Manager Kelly Wolff <kawolff@vt.edu> and submit only PDFs of your documents. 

 

 


