
Media Buying Negotiation Guide
Media buying is the process of purchasing ad space on platforms like TV, radio, websites, or social
media. The goal is to get your ad in front of the right audience at the right time, for the best price.

Here’s a simple guide to help you negotiate better deals when buying media:

1. Know Your Audience
Before you start negotiating, know who your target audience is. Are they watching TV, using social
media, or reading newspapers? Understanding your audience helps you choose the right
platforms to advertise on.

2. Set a Budget
Decide how much you want to spend on advertising. Be clear about how much you can afford for
each platform. This gives you a strong position when negotiating prices.

3. Do Your Homework
Research the usual rates for ads on different platforms. If you know the average price, it’s easier to
spot a good deal or ask for a discount.

4. Ask for Discounts
Always ask for discounts or added benefits. For example, if you’re buying TV ads, you could ask
for a longer ad spot or additional air time at no extra cost.

5. Bundle Your Buys
If you’re buying ad space on multiple platforms (TV, social media, etc.), try bundling them together.
This can sometimes get you a better overall deal.

6. Negotiate Added Value
Even if the price doesn’t change, you can still ask for added value. For example, ask for:
- Bonus spots (extra ads for free)
- Premium ad placement (better times or locations)
- Featured promotions on their website or social media

7. Be Flexible with Timing
Ad rates can be cheaper during off-peak times (like late at night or mid-week). Be open to
adjusting your schedule to save money.

8. Sign Long-Term Deals
If you plan to run ads for a while, ask for a discount in exchange for signing a longer contract.
Media companies often lower prices for long-term commitments.

9. Track Performance
Once your ads are running, keep track of their performance. If they’re doing well, use that data in
future negotiations to get better rates or more perks.

10. Always Get it in Writing
Once you’ve agreed on a deal, make sure everything is in writing. This should include the price,
number of ads, time slots, and any bonuses you’ve negotiated.

By following these simple steps, you can negotiate better media buying deals and get the most out
of your advertising budget.


