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Recommendation 

 

Michael Giusti, VP of Awards 
2016 CMBAM Awards Committee 
Jan. 25, 2016 

Dear Mr. Giusti: 

I can think of no more deserving student to receive the CMBAM Best Advertising 
Manager than Desi Kerr, the student business manager for Northwest Missouri State 
University. 

Desi supervises a student sales staff of four, working with them daily to secure 
advertising sales and underwriting for our five student media outlets – The 
Northwest Missourian student newspaper, Tower yearbook, KZLX 106.7 FM student 
radio and KNWT Channel 8 student television, and www.nwmissourinews.com, our 
joint website for our student media. In her role, she has spent the past year 
developing a motivational sales contest to encourage her sales staff to meet weekly, 
monthly, semester and annual sales goals to support our five student media outlets. 
Working with our professional business media manager Leslie Murphy, Desi 
developed this year’s	space-themed contest GOALAXY to provide a fun, entertaining 
yet competitive encouragement for the staff.  

In	addition	to	our	regular	publications,	Desi	supervised	her	staff’s	early	return	from	
Christmas break a few weeks ago to sell a special publication, our Undefeated special 
section	celebrating	our	football	team’s	second-consecutive undefeated season and 
Division II national championship. Under her leadership, the students sold 
advertising to support a 32-page, full color booklet honoring the team’s	
accomplishments, generating additional revenue for the publication and promotion 
for the media with the keepsake, commemorative publication for the university and 
local communities. It was a team effort, but it came together and succeeded because 
of her team focused leadership.  

Beyond that, Desi works closely with our advertising design manager and her design 
team, with each of the marketing consultants assigned a student designer with whom 
they work for designs of sold ads as well as working in tandem to design spec ads to 
recruit new businesses to advertise with us, no easy task in a small town with a finite 
number of businesses to solicit.  

Desi manages all of this as a full-time student on top of her nearly full-time job as our 
student business manager. I hope you will give her every consideration for the 
award. 

 

Sincerely,  

 

Steven E. Chappell 
Director of Student Publications 
Northwest Missouri State University 
stevenc@nwmissouri.edu 
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Recommendation 
Desi Kerr 

Northwest 
Student Media

050 Wells Hall
660.562.1530 Office

660.562.1521 Fax

660.562.1224
     Northwest Missourian

660.562.1225 
     NWMissourinews.com

660.562.1635
     Northwest Student Media  
     Underwriting/Advertising

660.562.1528 Tower

800 University Drive

Maryville, MO 64468-6001

February 8, 2017

Dear Sir or Madam:

I am pleased to get the opportunity to recommend Desi Kerr as a candidate for CMBAM’s Best 
$GYHUWLVLQJ�0DQDJHU��0\�H[SHULHQFH�ZRUNLQJ�ZLWK�'HVL�DV�D�PDQDJHU�KDV�EHHQ�YHU\�EHQHÀFLDO��
thus far.

I have worked with Desi Kerr through Northwest Student Media since the fall of 2015. We were 
both Account Executives, at the time. Working in sales is something I had never experienced before 
and Desi was inspiring to watch as a member of our team. She was consistently the top salesper-
son and always went above and beyond what was expected of her. Desi has been the Advertising 
Manager since the fall of 2016. She put an excellent training program together and developed an 
incentive program that she actively uses every week to motivate the team. Desi meets with the sales 
staff as a group, and individually, to monitor our progress and assess what we need to work on 
every week. 

As the Advertising Sales Manager, Desi works hard to make sure that the Account Executives 
are prepared. She will contact the staff to see if she can help us or to make sure we are working 
towards our goals. She is always focused on what needs to be accomplished, but knows how to 
approach each member of the team to motivate them individually. Desi is always willing to stop 
what she is doing to help the team with anything we need. All of this Desi is able to accomplish 
while managing her own client list and reaching her own sales goals. I believe it is a great quality 
in mangers to be able to focus so much on their staff while still successfully maintaining their own 
tasks and schoolwork. This is something that Desi does exceptionally well.

I know I speak on behalf of the entire Account Executive team when I say that Desi would be an 
excellent choice for CMBAM’s Best Advertising Manager and I hope you notice her outstanding 
qualities, as well.

Sincerely,
Emily Franken
Account Executive
Northwest Student Media
Northwest Missouri State University
573.953.1689
s520162@mail.nwmissouri.edu
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Management 
philosophy 

Desi Kerr 
 
  
 
 

My management philosophy has always focused on two things: motivation and support. Whether I am leading 
a training session or running a simple meeting I am always looking out for the best interest of my sales team. I strongly 
believe that by continuously motivating my team we can achieve anything we set our minds to. With motivating my 
team I also make sure that they understand I am here to support them in whatever decisions they make because I want 
them to feel confident in their position. My team needs constant motivation and support when it comes to the goals 
that we’ve outline for them; it could be their personal goal, team goal, or even just a special publication goal they’ve set 
for themselves. I try to challenge them with their goals as much as possible but use motivation and support to help 
point them in the right direction but I allow them to find their own solutions. 
 

“We choose. We choose to go into sales, not because it is easy, but because it is hard.” –JFKish. This is our office 
quote that our team lives by each day and is posted on the door to our office. Selling advertising is not an easy job 
because it requires great people skills, determination, resilience, problem solving, etc. This is why I push I try so very 
hard to continuously be motivating my sales team. One of my newest Account Executives has been receiving a lot of 
harsh objections from her clients and was beginning to feel like she was never going to make a sale; I kept sending her 
positive texts before she would meet with clients, asking how the meetings went, and always continued to give her the 
best advice I could offer. Then, she finally made a sale and she felt amazing but it felt even more amazing that I was 
there coaching her through every part of it. 
 

As I said before with motivation comes even more support. I know that confidence is one of the biggest keys to 
being successful in the world of sales because a client can smell fear from a mile away. I use a GroupMe to keep in 
contact with my sales staff where I post special publication deadlines, ask how everyone is doing, and make sure they 
know I am here from them. The greatest gift I can give to my Account Executives is my advice from experiences I’ve had. 
My team will bring me examples of their campaigns or keep me updated on how meetings go with clients and I always 
try to be positive and support them by telling them how great of a job they are doing or how proud I am of them.  

 
The last part of my management philosophy is having a unified team. When we have our weekly meetings our 

sales staff is always friendly and talkative to the point where everyone feels comfortable and is enjoying being in the 
office. I think that the atmosphere of where you work can strongly affect the efficiency of team so trying to have a fun 
but operational work environment means a lot to me as a manager. I want my sales staff to enjoy being an Account 
Executive and working with Northwest Student Media; this means team bonding outside of office hours or having 
friendly conversations in between the serious work ones. My sales team is very close knitted and even with some 
friendly competition they still care about the success of each other at the end of the day which is a part of my managing 
philosophy I take most pride in.  
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Resume 

May 2018 
Cumulative GPA 3.81/4.0 

Dec 2014 - May 2016 

DESI KERR 
310 W 7th St Maryville, MO 64468 • 636.633.9431 • desikerr18@gmail.com 

 
PROFESSIONAL SUMMARY 

Client-focused Advertising Sales Manager with experience in leading a sales team and selling as a top Account Executive. Solid understanding 
in developing marketing campaigns and working in advertising sales. 
 
EDUCATION 
 
BACHELOR OF SCIENCE in Advertising 
Northwest Missouri State University | Maryville, Missouri  
Academic Honor Roll (6 Trimesters)  
 
RELATED EXPERIENCE  

 
ADVERTISING SALES MANAGER  | Maryville, Missouri   
Northwest Student Media 

x Train a sales team of Account Executives how to successfully build strong relationships with clients and meet their needs 
x Develop a Sales Incentive Program to keep track of overall objectives and motivate the continuance of sales 
x Coordinate weekly meetings for sales team that included client updates, team goals, and sales training/exercises 
x Oversee the production of advertising for Northwest Student Media attentive to strict deadlines and budget 

 
ACCOUNT EXECUTIVE  | Maryville, Missouri 
Northwest Student Media  

x Develop marketing campaigns with various media outlets to a client list of 20+ businesses in the local area  
x Consistently meeting and exceeding monthly sales goals created by staff manager 
x Collaborate at weekly meetings with sales team to increase sales and to widen our client list 
x Report clients’ needs and wants to designers and act as liaison for successful advertising 

 
FLOOR MANAGER: Waitress | Augusta, MO 
The Silly Goose 

x Supervise the dining room to ensure customers are constantly enjoying our services 
x Work with individual servers to increase performance and customer satisfaction 
x Skillfully resolve customer problems and complaints through friendly communication 
x Effectively manage smooth operations between staff and customers under fast-paced conditions 

 
INVOLVEMENT 
 
AdInk 

Member | Fall 2014-Current 
Sigma Kappa Sorority – Kappa Alpha Chapter 

Panhellenic Delegate | Fall 2015-Fall 2016 
Gamma Chi (Recruitment Counselor) | Fall 2016 
Homecoming Float Chair | Fall 2016 

Student Ambassador 
 Provided Tours | Fall 2014-Fall 2015 

May 2015 – Dec 2016 

May 2016 - Current 
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Job Description 
Desi Kerr 

  
 
 
 
Northwest Missouri State University Marketing and Advertising Manager Duties: 

! Hire marketing consultant team 
! Assist in planning and co-leading all training and professional development with advertising 

and general media manager and director of Student Publications 
! Attend weekly managers meeting with advertising and general media manager and director of 

Student Publications 
! Lead weekly marketing consultant team meeting 
! Arrange with marketing and advertising manager a monthly underwriting and advertising 

department meeting 
! Oversee all ad sales in the broadsheet, booklet/supplement, yearbook and online websites, as 

well as radio underwriting and television advertising with radio underwriting and television 
advertising director 

! Assign existing and new clients to marketing consultants 
! Responsible for monitoring and motivating marketing consultants in completion of weekly 

office and cold calling duties 
! Assist in setting marketing consultant team monthly goals and contests with advertising and 

general media manager 
! Responsible for monitoring the performance of marketing consultants weekly and by 

conducting performance evaluations 1 to 2 times per trimester 
! Manage, motivate, and reward all marketing consultants monthly and quarterly 
! Create and recommend special promotional and marketing programs with the marketing and 

promotion coordinator designed to increase revenue and to enhance status of the publications 
and websites with the advertising and general media manager 

! Be an expert on all clientele of Student Publications/Northwest Student Media including 
sales/marketing, ad design, and product history as well as market, customer, competition, and 
advertising information 

! Review issues of the Northwest Missourian, NWMissourinews.com, and Tower yearbook 
! Evaluate clients and prospects, and distribute results and suggestions to marketing consultants 
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Goals and revenue 
Desi Kerr 

   
 
 
 
 
 
 

 
PERSONAL GOALS 

 
 
 
 

TEAM GOALS 

 
  

SEMESTER GOAL TOTAL PERCENT OF GOAL MET 

Spring 2016 $6,000 $10,137 169% 
Fall  2016 $7,700 $7,636 99% 

SEMESTER TEAM GOAL TEAM TOTAL PERCENT OF GOAL MET 

Spring 2016 $21,200 $21,718 102% 
Fall  2016 $38,500 $27,204 71 % 
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NEW IDEAS Desi Kerr 

  
 
 
  

ONLINE GOOGLE REQUEST FORM: 
This year we decided to go completely online for submitting advertisements to our run sheet. Our design manager 
and I discussed the different features of the Google Request Form that we thought would be beneficial to Account 
Executives and designers. It allows you to put in every piece of information our designers need in order to keep 
things running smoothly week-to-week. To the right shows the design portion of the Google Request Form which 
allows Account Executives to be more specific in what their clients are asking for when it comes to the looks of the 
advertisement—this strongly helped our designers this year in creating ads. This form takes less than two minutes 
to complete. 
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NEW IDEAS Desi Kerr 
  
 
 
  

ONLINE GOOGLE RUNSHEET: 
Above is a screenshot of what our Google Runsheet looks like after you submit an ad through the Google Request 
Form. It separates all of the information into different columns and is very well organized for Account Executives 
and designers to see. Once a new ad has been submitted to the runsheet our design manager moves them to the 
correct run date that is shown at the bottom of this image. The outcome of moving our advertising request and 
runsheet to online has been way less mistakes in our weekly paper,  better design-account executive 
communication, and overall an easier flow of our operations. 
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NEW IDEAS Desi Kerr 

NEWLY UPDATED TRAINING PROGRAM: 
I took a training PowerPoint that I had been passed down to me and revamped it completely. I added new activities 
throughout the PowerPoint to keep my sales staff interactive during training. The left image shows the schedule I followed 
for our Two-Day Training Program that features the most important skills our sales team needs to know. I also added in the 
DISC Personalities program to help our sales staff understand different personalities and how to communicate efficiently 
with our designers because that was a big issue for us in the past years.  

SELLING EXERCISES: 
Occasionally at our weekly meetings we will practice selling 
certain items or things. My manager and I will be the clients 
and they have to practice selling to us. We’ve asked them to 
sell us specific colors before. We’ve also asked them to sell 
us this necklace in the image to the left. It is not a very 
attractive necklace to sell but activities like these make the 
meetings a little more fun. 
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Incentive 
program 

Desi Kerr 

THEME: 

GOALAXY INCENTIVE PROGRAM: 
This year I chose the theme of space for our incentive program. I began by making a 3-D diorama featured in the 
left picture where each Account Executive has an astronaut avatar on the map and is trying to make it to our 
spaceship at $20,000. The top right image is the chart we fill throughout the year for our total team goal. The 
bottom right image is the space designed prospect sheet for the staff to fill out. The program also contains things 
like a “Moon Base”, Intergalactic Powerball, and Astro Space Bingo. All parts of this program are designed to 
motivate our sales team to increase sales and to create friendly competition. 

 

Fill	in	
chart	

	

	

 
	

Prospect Name 

Type of Business Address 

Person you spoke to  

Phone Number 

Notes:  

Date Contacted  MC Name  

Result:  

Prospect Name 

Type of Business 
Address 

Phone Number 

MC Name  Person you spoke to  Date Contacted  

Notes:  

Result:  


