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Background 

You are a Comcast Spotlight Account Executive starting a little under a year ago with the company. 
You are responsible for the execution of advertising strategies and relationship management for your 
clients in the Miami area. Your job is to provide this region with state-of-the-art advertising solutions 
through television and digital advertising. Comcast Spotlight provides local market coverage across 
multiple platforms (cable TV, satellite, telco, online, VOD) and can target customers geographically, 
demographically and by message to more efficiently and effectively reach specific audience segments. 
Your job is to become a trusted media partner for your business customers and to help them grow. 

You were born and raised in Miami, but decided to go to college in Illinois. You graduated with a major 
in Marketing and in your senior year, decided to take a sales course. The sales program at Illinois State 
hosted a career fair and that’s where you met Jessie Vignau, a Comcast Spotlight sales manager from 
South Florida. After several interviews, you were offered the position in Miami. How could you turn 
this down? You love the cultural diversity and weather in South Florida.  

The Opportunity 

While you were having lunch at your favorite Latin restaurant “La Carreta” the other day, you ran into 
one of your existing clients, who mentioned how difficult it was to find a reputable cosmetic surgeon. 
Hum…maybe this is a market you haven’t spent enough time on. You contacted Jessie, your sales 
manager, for potential leads and in doing so, ran across Luxurious Cosmetic Surgery in Hialeah. 

Luxurious Cosmetic Surgery (LCS) is a leading provider of the latest in cosmetic surgery.  According 
to the company’s website, the compassionate nature of the company, combined with extensive training 

and experience has earned LCS the trust and respect of the local community. The 
mission statement for LCS is to help clients reveal a new, more beautiful version of 
them! You decided to give the CEO of LCS a call, Dr. Alex Vidal.  

You called and left messages several times. After two weeks, you finally got through 
to Dr. Vidal. In the phone conversation, you briefly introduced yourself and 
mentioned how Comcast Spotlight could potentially help LCS by providing geo-
targeted advertising services. Dr. Vidal sounded interested and agreed to meet with 

you for 15 minutes.  
 
Preparing for the Sales Call 

Since this is your first prospect in the cosmetic surgery industry, you met with your sales manager to 
prepare for this meeting. It’s important that you analyze the current geographic areas where LCS 
currently does business as well as other areas that LCS could potentially increase its market share. You 
only have 15 minutes to present enough value so that Dr. Vidal invites you back for a more detailed and 
formal proposal.    


