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FCC Creates EBS Work Group

by Alex Zavistovich

WASHINGTON The FCC has estab-
Iished a new working group to test
emergency alerting equipment’s compat-
ibility with new EBS standards, which
are on track to be completed later this
summer.

According to Helena Mitchell, the
director of the Field Operations Bureau
(FOB) Emergency Broadcast System
project, the working group was formed

following a Dec. 10, 1992 demonstration
of emergency alerting systems sponsored
by the FOB. The working group is under
the authority of the FCC's EBS Advisory
Council. At press time, a group head had
not been named.

Included in the group are members of
the cable. television and radio seg-
ments of the industry—more than 20
people in all, Mitchell said. System
proponents on hand at the December
meeting will have input for the work-

ing group as well, she added.

Mitchell said that the tests will deter-
mine whether various pieces of emer-
gency alerting equipment are compati-
ble—and if so. to what degree—with
“black box™ standards to be set by the
Commission. The tests will be conducted
in two locations. Although final venues
have not been selected, a Washington,
D.C. site is likely.

The Commission is staying close to
projections on EBS action made last fall

RAB MSC Comes to Dallas

by Lucia Cobo

DALLAS Radio managers and sales
executives will convene in Dallas for
the Radio Advertising Bureau's annual
Managing Sales Conference, to be held
at the Loews Anatole Hotel, Feb. 4-7.

“Managing Out of the Box,” is the
theme for the 1993 conference, with
workshops, forums and keynote speak-
ers all designed to challenge the old
ways of doing business.

Forums

The RAB is presenting “Executive
Symposium,” an exclusive session limit-
ed to the first 200 managers to register.
The session will be taught by NewCity
Communications President and CEO

Richard Ferguson, and Bill Moyes,
chairman and CEO, The Research
Group. The session will prepare man-
agers for the changes in electronic com-
munications. Attendees will learn tech-
niques in strategic broadcast problem-
solving and corporate survival tactics.
Oren Harari. a senior consultant with
the Tom Peters Group, will present
“Cutting Edge Services: Creating a
Customer-Obsessed Organization.”
Harari will discuss his view that
today’s chaotic business world
demands bold and radical approaches
to management and how that concept
applies to radio.
Jim Newman, a communications
counselor to a number of celebrities,
continued on page 11 p

Acorn Out of EIA Tests

by John Gatski

LOS ANGELES Five potential digital
radio systems were submitted to the
Electronics Industries Association (EIA)
Digital Audio Radio Subcommittee in
December for consideration as a possible
U.S. standard. but the system that has gar-
nered the most publicity is not among them.
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Although it filed a statement of intent to
have its system tested by the EIA sub-
committee last summer, USA Digital’s
Project Acorn, a consortium ot broadcast-
ers including Group W and Gannett
Broadcasting, said it will not submit its
in-band, on-channel system for testing at
this time because of broadcaster opposi-
tion to the EIA testing process.

The systems slated 1o be tested starting
April 15 are: AT&T Bell Laboratories,
AT&T and Amati Communications,
Thomson Consumer Electronics/EURE-
KA 147, Jerrold Division of General
Instrument and NASA/Voice of America.

In a Dec. 16 letter to the EIA, Gannett
Radio Vice President of Engineering Paul
Donahue said trade press reports “have
raised uncertainty about the appropriate
forum for DAB (digital audio broadcast-
ing) testing and standardization efforts in
the U.S.

“The press reports (that) broadcasters
are concerned that the EIA is premature
in initiating the DAB testing process
without adequate support from the broad-
cast industry.” the letter continued.
“Until this uncertainty is resolved. we

continued on page 6 P
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by former FCC Chairman Al Sikes.
Mitchell said. Sikes had anticipated
release of W memorandam opinion and
order for an overhaul of EBS by the
summer.

Comments on the FCC's notice ol pro-
posed rulemaking—which combined two
carlier notices of inquiry regarding EBS-
were due on Jan. 15, Reply comments
have a Feb. 16 due date.

The FCC's Dec. 10 alerting system
demonstration was “informative™ for the
Commisstoners and stafters who attend-
ed. Mitchell said. Attendance for the
event was good, she added—despite
inclement weather carlier in the morning
that had shut down schools throughout
the metropolitan arca.

On hand at the event were Larry
Krudwig, of the National Weather
Service, showing the WRSAME
(Weather Radio Specitic Arca Message
Encoder), Sage Alerting System’'s Gerald
LeBow. who demonstrated the Sage |
RDS-based alerting technology (com-
plete  with a combination RDS
alert/smoke detector prototype): Marty
Callanan of the HollyAnne Corp.. with a
description of the SAM safety alert mon-
itor for mse with cable TV systems: and
Fred Baumgartner and Joe Wu of TFT,
who described their Model 911 emer-
eency information system manager, a
hybrid of the WRSAME system and the
Improved Colorado EBS plan.

Dynatech Cable Products Group's Ken
Lawson displayed the company’s PC
based all-channel message system for
video and audio alerts on multiple chan-

continued on page 3 p
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NEWSWATCH

Digital Manufacturers
Alliance Mails Out
Surveys to Companies

TOLUCA LAKE, Calif. The industry
group known as the Digital Manufacturers
Alliance is moving forward on compiling
information to help ¢quipment manufac-
turers with digital 1/O problems or ques-
tions.

The group predicts that it will likely
assess $200 annual dues for members.
The dues will gencrate revenue to devel-
op a comprechensive database of manu-
facturers™ staff people who can answer
technical questions about digital 1/O for-

mats and protocols. A survey of compa-
nies already has been sent out by the
group.

For more information, contact the
Digital Manufacturers Alliance, 10201
Riverside Drive. Suite 201, Toluca Lake,
CA 91602, or phone 818-753-9510.

Scientific Atianta,
Harris Allied Enter
Distribution Agreement

ATLANTA Scientific Atlanta has
entered into a national distribution agree-
ment with Harris Allied.

Harris Allied will now distribute the
complete lines of Scientific Atlanta ana-
log and digital satellite equipment
through its network of suppliers.

Kent Malinowski, Scientific Atlanta's
vice president of broadcast radio and
data systems, said radio stations using
Scientific Atlanta products can now
benefit from quicker delivery, more
credit availability and innovative prod-
uct leasing.

Harris Allied’s Ridge Retires

QUINCY, lll. Roy Ridge. Allied
Broadcast Equipment’s founder and a

A Little Bit of MAGIC...

Revealed!

pivotal figure in the merger of Harris
Allied in 1988, has retired from the
company to pursue outside business
interests.

Jim Woods. formerly Harris Allied’s
manager of ATV development, will
assume Ridge’s duties as director and
distribution product line manager.

Ridge will continue to advise Harris
Allied in duplicating its broadcast
equipment distribution business in
Europe. where he concentrated
cfforts for the company for more than
a year.

Ridge established Allied Broadcast in
the mid-1960s. and by the mid-70s,
offered an extensive radio broadcast
equipment catalog. Under Ridge's guid-
ance, Allied also made successful forays
into international multi-brand radio
cquipment distribution and integrated
radio studio systems.

After the Harris Allicd merger in 1988,
Ridge increasingly became involved
with public relations and international
distribution, including the establishment
of Harris Allicd Europe.

continued on next page P
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FCC Meetings
Via Phone

WASHINGTON The FCC has autho-
rized the National Narrowcast Network's
“Hearings on the Line” service to carry
live audio via telephone of the FCC’s
open meetings and other public proceed-
ings.

The FCC provides an audio feed and
“Hearings on the Line” sets up and pro-
vides a phone feed for the clients who
want it. For fee and schedule informa-
tion, write to: Hearings on the Line, Box
9597, Friendship Station, Washington,
D.C. 20016, or call 202-966-2211.

Benchmark Media
Systems Introduces
Jr. Controller

SYRACUSE, N.Y. Benchmark Media
Systems has introduced the Jr. Audio
Director, a low-cost audio controller.

The stand-alone controller features bal-
anced inputs and outputs, left only, right
only, mono, stereo and stereo reverse
control. It also inverts the right channel’s
polarity in cases where source material
results in sum-difference swapping in
stereo broadcasts.

The unit is rack mountable and is pow-
ered by the PS-1 wall-mounted 18 volt
power supply.

AES Calls for Papers

NEW YORK The Audio Engineering
Society (AES) has announced a call for

Antenna Tuning Unit
and Isolation Inductor
KABC Radio, Los Angeles

-rauuﬁgMuuVaumam mwwm
+ Rigid Transmission Line Components & RF Patch Panels - Standard Equipment Racks -
SERVICE
+ 24 Hour Service - Handcrafted Quality + Custom Parts + 40 Years Experience:

Call Us Today For Innovative Solutions To Your Broadcast Antenna Requirements!

KINTRONIC

technical papers to be presented at the 95th
AES Convention, scheduled for Oct. 7-10
at the Jacob Javits Convention Center.

The theme of the convention is
“Audio in the Age of Multimedia.”
Interested authors should submit a pro-
posed title, 60-word abstract and a 300-
word precis of the technical paper(s).
Session and submissions information
for papers in various categories are as
follows:

Group A: Architectural acoustics (theo-
ry), architectural acoustics (applications),
audio-related computer software, aural-
ization, loudspeakers (theory), loud-
speakers (applications), measurement,

microphones, recording and production,
and transmission.

Group B: Digital electronics (theory),
digital electronics (applications), digital
music, digital signal processing (theo-
ry), digital signal processing (applica-
tions), digital equipment interfacing,
perceptual coding, psychoacoustics and
multimedia.

Submit Group A materials to Robert
Finger, Matsushita of America, Business
Engineering Center/1E-6, One Panasonic
Way, Secaucus, N.J. 07094.

Submit Group B materials to Ken
Pohlmann, University of Miami, College
of Engineering, Dept. of Electrical/

FCC Creates EBS Working Group

P continued from page 1

nel television systems. Gordon Kaiser of
Cue Network Corp. described Cue’s FM
subcarrier message service, which
includes a pocket pager device and inter-
faces with Sharp computer products.
Galen Yockey of CADCO provided
information on that company’s broad-
band civil emergency alerting systems,
and Lynwood Williams explained his
firm’s philosophy in producing its line of
EBS broadcast equipment.

Other equipment manufacturers includ-
ed Scientific Atlanta, with a range of
alerting systems, including cable-based
equipment: StormWATCHER Systems’
radar system that provides local mapped
weather information: and Gorman
Redlich Manufacturing, also a manufac-
turer of EBS broadcast equipment.

LABS

‘\./:

P.O. Box 845 - Bristol, TN 37621
(615) 878-3141 « FAX (615) 878-4224

The spectators attending the demonstra-
tion included a delegation from
Gallaudet University, a Washington,
D.C.-based college for the hearing
impaired. The presence of the delegates,
along with a sign-language interpreter
who translated the proceedings, silently
underscored the need for an alerting sys-
tem that works with all media. rather
than just audio.

Of the demonstration, Mitchell said, “it
showed that there are more options for
alerting available than even we had
expected.” She noted that the displays
proved to the FCC that “whatever stan-
dards we come up with will be in tune
with the times.”

Computer Engineering, Coral Cables, Fla.
33124-0640.

NAB Insurance
Clients Get
Premium Dividend

WASHINGTON Broadcasters who
participated in the NAB property casual-
ty insurance program will have lower
premium costs in 1993 as aresult of a 15
percent dividend payment, according to
the association.

Stations received the dividend pay-
ment for their 1991 participation in
the insurance program, underwritten
by Royal Insurance. The NAB pro-
gram provides coverage for station
property, such as towers, antennas and
other special equipment.

Andrew Corp. to Develop
Fiber Along Russian
Rail Corridor

ORLAND PARK, . The Andrew
Corporation has formed a joint stock
company with a Russian partner to
design and develop a long- distance fiber
optic communications system between
Moscow and St. Petersburg.

The partner, Oktyabrskaya/VSM rail-
ways, will provide right-of-way along
the existing October Railway line for
the project. The 400-mile project will
provide the main communications link
between the two cities, according to
Andrew President Floyd English.

To get complete control of
your RF system
contact Continental first.
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AutoPilot is break-through
computer software that
makes automatic operation
of your studio/transmitter
facility a dream come true.

Automatic power changes
Automatic pattern changes
Automatic site changes
Automatic power trim
Automatic fault recovery
Automatic logging

Now your imagination is
the only limit.

The new FCC fine schedule
is imposing. Why risk a big
penalty when AutoPilot
can help you stay within
the rules?

Callus at 508-433-8877
or toll free at
1-800 255-8090
for more information
and a FREE DEMO.

BURK
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Mixing Mimes and Management

by Alex Zavistovich

WASHINGTON [I’ve been thinking a
lot lately about mimes.

That’s right, mimes. You know the
routine: White-faced, bug-eyed mute
clowns stand on a stage in your basic
black Danskin™. With outstretched
arms, they press against the imaginary
walls of a box that continually shrinks
around them. Just as the space gets
uncomfortably close, they create a door-
knob in the middle of one wall, step out
and make good their escape.

Sure they're annoying, and they make
terrible radio guests, but Our Friends
the Mimes (doesn’t that sound like a
public TV special?) know it takes imag-
ination and creativity to get out of that
box. Apparently, so does the Radio
Advertising Bureau (RAB).

“Managing Out of the Box™ is the
theme for the RAB’s Management Sales
Conference (MSC), Feb. 4-7 in Dallas.
This year's theme refers to a puzzle in
which nine dots are arranged in a box-

R —

Tone

... Radio Ato Z

shaped grid. The nine dots have to be
connected by drawing four lines, while
never lifting your pen off the page.

It’s not as easy as it sounds. In fact,
you may find yourself completely frus-
trated unless you approach the puzzle
from another frame of reference. When
you stop thinking about staying inside
the box for an answer, it becomes easy.

In fact, there are a number of correct
solutions to this puzzle, but they all
involve stepping out of the box—taking
a course of action outside rigid precon-
ceptions.

These days, that kind of creative prob-
lem-solving is an important skill to
have. For proof, you need look no fur-
ther than the predictions for 1993

come up with some way to keep the sta-
tion on the air. He decided to attach a
thermometer to the transmitter, to
ensure that it wasn’t being run too hot.
Unfortunately, all he could find on
such short notice was a meat thermome-
ter from the station’s Kkitchen.
Undaunted, he put it to work immedi-
ately, and taped a note to the transmit-

There are a number of correct
solutions to this puzzle, but they

all involve stepping out of the
box—taking a course of action out-
side rigid preconceptions.

included in this issue of RW. We asked
broadcasters from different aspects of
the industry to share their opinions of
the hot topics for the coming year. Their
answers had much in common.

The revised ownership rules, increas-
ing use of local marketing agreements,
new technology—all these factors point
to new ways of getting things done in
broadcast management in 1993 and
beyond. The trick is to free yourself
from the burden of the box conceptr.
Once outside its limiting influence,
being free of the box itself is easy.

Don’t think that this “out of the box”
stuff is only a management or sales
gimmick, either. Many engineers will
recall a story (maybe it’s just a modern
myth) about a radio station trying to
squeeze the last few hours out of an
ancient transmitter. The problem was
that as soon as the transmitter built up
to a certain temperature, it would shut
itself down.

While waiting for assistance from the
manufacturer, the chief engineer had to

Now
over
750

units
sold!

-Proven Technology

any longer?

Facilities world-wide have adopted the DCR1000 Digital Cart
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ter: “Never run this thing any hotter
than ‘veal.'”

Creative thinking, right out of the box.

* * K

Radio people are all a little leery of the
“AMization of FM.” In fact, | think a
possibility looming on the horizon is
something I'll call “the cable-ization of
radio.”

While watching cable television the
other day, I came across an ad for
Digital Music Express. Yes, the cable
system for the nation’s capital is pick-
ing up DMX, the multiformat jockless
digital audio service.

Both DMX and Digital Cable Radio
(DCR) are toying with the idea of
adding local radio stations to their ser-
vices—at the request, they maintain, of
the stations themselves. Being carried
on cable is just the thing some of these
stations may need to fill in areas their
signal can’t reach.

That’s fine. But let’s think down the
road a little. Let’s say these cable ser-
vices really start to take off, and the
radio stations they carry benefit from the
extra coverage. | can foresee the start of
a trend toward “superstations” like those
in TV that were spawned when cable
television penetration reached a certain
level. I mean, why stop at the local ser-
vice when you can enter an attractive
financial agreement with one of the top
stations in a large market and pump its
signal out nationally?

National radio superstations. That
would really stand the media reps on
their heads. And it might open up the
other growing pain cable dealt with in
the '80s: must-carry for non-commercial
educational stations.

Of course, the cable guys have said
they aren’t competing with local radio,
by the very nature of their services.
Still, they may be adding the local sig-
nals before long, and I don’t think you
have to stretch your imagination too far
to buy into the concept I've just out-
lined here. Is it a possibility? You tell
me.

That’s it for me. I'm off to find a door-
knob before these office walls close too
tightly around me. Tune in next time,



January 20, 1993

READERS FORUM

If you have comments for Radio World, call us at 800-336-3045 or send a letter to Readers
Forum (Radio World, Box 1214, Falls Church, VA 22041 or MCl Maiibox #302-7776). All letters
received become the property of Radio World, to be used at our discretion and as space permits.

Transmitter “logic inversions”

Dear RW,

It was a pleasure to read Richard
Haskey’s article on the CCA FM4,000G
transmitter in the Nov. 25, 1992 issue. |
last worked with Richard in 1971 or
1972 when we were making measure-
ments on a 250 W AM, trying to figure
out why it couldn’t be heard in Cuyama.

Anyway, Richard’s article touched on a
subject I've told transmitter manufactur-
ers many times: Please make the control
circuits accept open collector inputs, and
please make status outputs open collec-
tor.

Most of the recently manufactured
transmitters I've worked with have
expected momentary contact closures to
some control voltage to activate a con-
trol. I've seen control voltages of +12,
+15 and +28 volts. In each case, after
examining the schematic of the transmit-
ter control circuitry, it would have been a
simple matter for the transmitter manu-
facturer to slightly rearrange the circuitry
to accept a closure to ground instead of a
closure to supply. The changes would
not require any more parts or increased
cost. Such an input could be driven by a
relay, an opto coupler, or an open collec-
tor transistor, allowing the user greater
flexibility. Most recent transmitter con-
trol systems provide open collector con-
trol outputs. This substantially increases
circuit density and decreases costs. If the
transmitter requires an external relay
interface panel. several hundred dollars
can be added to the system cost.

Similarly, many transmitters provide
remote output of the front panel LED
indicators. It would be stmplest to con-
nect these to remote control systems if
the remote outputs also appeared to be
open collector outputs. The driver tran-
sistors that are driving the front panel
LEDs could be used. with isolation
diodes. or separate driver transistors
(often open collector TTL outputs or
open drain CMOS outputs on chips)
could be used.

These simple “logic inversions” would
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vastly simplify the interface between
transmitters and remote control systems.

Harold Hallikainen, President

Hallikainen & Friends, Inc.

San Luis Obispo, Calif.

Kudos to CCA school

Dear RW,

I have just returned from the CCA
Electronics transmitter school held in
Atlanta (Fairburn) Ga. on Dec. 7-8. The
event was very informative and enjoy-
able. Ron Baker, Steve McElroy, Hugh
Anderson, Jerry Meier and Glen Clark
put together a superb program.

I can certainly recommend this school
to other broadcasters as money well
invested. When the next class is
announced, GO!

Lloyd Spivey
GM and CE
WLLS AM/FM
Hartford, Ky.

Thanks for a valuable lesson

Dear RW,

All of the publicity about the economy,
lack of jobs for recent college graduates,
and downsizing the broadcast industry
has had great impact on students in the
Radio-Television-Film discipline at West
Texas State University. Many of the
juniors and senior in the Broadcast
Management class at WTSU are particu-
larly concerned about their chances for a
career in the media in general and the
opportunities to become a member of
management in particular.

These problems are combined with the
usual desire for a guest speaker to share
his/her experiences in managing a local
radio or television station. | contacted
Ray Poindexter. former general manger
of KAMR-TV. the NBC affiliate in
Amarillo. To my great delight, Mr.
Poindexter arranged for my class to
interview Pierson Mapes. president of
NBC. Len Martinez. chict engincer for
the student radio station KWTS-FM,
set up three microphones and a tele-
phone in one of our classrooms so that
we could do a live conversation with
Mr. Mapes.

The students were free to ask any ques-
tions that they wanted. and Mr. Mapes
was extremely open. honest, and insight-
ful in his responses. Topics ranged from
job market entry and the validity of rat-
ings to the value of a degree in broad-
casting and the free trade agreement’s
effect on the industry. Mr, Mapes spent
almost an hour answering questions and
commenting on the media after a very
long day on the job. He had just returned
from lighting the Christmas tree at
Rockefeller Plaza and concluded the
interview with us about 9:00 p.m.,
Eastern Standard Time.

1 would like to challenge the students
and faculty of this country’s colleges and
universities to scek the very best speak-
ers and guest lecturers for their classes.
Even the smallest schools can atford a
phone call or two, and the worst they can
say is no. Professional expertise like Mr.
Mapes shared with my class is invalu-
able, especially when you are not located
in a major broadcast center.

OPINION

Compromise
Is the Key to .. member that the process
U.S. DAB

Dissension in the radio industry threatens
to slow down the process of selecting a
digital audio broadcasting standard.

moves forward best when compromise
accommodates opposing interests.

The latest schism in the standard-setting
saga is USA Digital Radio’s decision to
pull out of the Electronic Industries Association (EIA) Digital Audio
Radio Subcommittee testing process. Dissent deepened with the NAB
DAB Task Force’s recent recommendation that DAB testing be
undertaken by the National Radio Systems Committee (NRSC) rather
than the EIA. The issue was further complicated by the task force’s
endorsement of the in-band concept.

For its part, USA Digital said it pulled out of the testing because
broadcasters are concemned that the EIA is driving the process with
inadequate broadcaster input. and that the process is moving too
quickly.

Perhaps the EIA’'s testing deadline is ambitious, but broadcasters
must remember that the U.S. is already out of step with most of the
rest of the world in its approach to digital audio radio service. The
development of a U.S. DAB system cannot afford to lose momentum
at this point.

The EIA is well qualified to test digital radio systems. Past EIA stan-
dard-setting efforts, such as MTS TV stereo, have worked quite well.
Prolonging the process by introducing even as respected a body as the
NRSC serves only to widen the gap between U.S. broadcasters and
the rest of the world.

Also, despite NAB’s recent enthusiasm for in-band technology, the
association ought not to endorse a standard until unbiased, scientific
testing is undertaken to determine the merits and flaws of all proposed
systems.

Of course, the onus of compromise should not rest entirely on the
backs of broadcasters. The EIA must accommodate broadcaster con-
cerns—including subcommittee vote allocations—and perhaps delay
the start of testing for a short time until the divisive issues have been

addressed.

underway.

If disagreements between broadcasters and manufacturers continue
to escalate, selection of a DAB transmission standard could be extend-
ed indefinitely—giving alternative digital audio service providers a
sizeable head start in the marketplace.

Before the process comes to a halt or is so splintered that there is no
consensus, the NAB and EIA need to call a truce and work out their
differences without severely altering standard-setting activities already

—RW

Simply saying thank you seems insuffi-
cient to those who worked so hard to
accomplish this lecture. The students
learned a great deal about their chosen
profession, and | discovered that even
the giants of the media will graciously
take their valuable time to help guide
our future leaders. Perhaps these stu-
dents’ contributions to the industry in
coming years will serve as the thanks
that 1 cannot scem to adequately
CXpress.

RuNell (Rudy) Coons
West Texas State University
Canyon. Texas

Rule compliance revisited

Dear RW,

Several readers have commented
recently on the sad state of FCC rule
compliance in some small (and not so
small) stations. We should remember
that while the Commission has gotten rid
of a lot of the “chicken™ stuft like log-
ging every half hour, the basic rules are
still there. Our power and frequency
must be correct, our antenna pattern in,
ete.

1 have noticed that the Commission is
using its power to exact “administrative
forfeitures™ (that's a bureaucrat’s word
for hefiv fine!) frequently and freely. |
have wondered if the inspector must col-
lect enough on each field trip to cover
the cost of the trip if he wishes to get
paid. No more “advisories.” now it’s
money time,

Back when the Commission got rid of
the “first phone™ license. | commented

that they were licensing the wrong per-
son: The midnight man in the boonies
needed a first phone: the Vice President
and General Manager of a major market
AM-FM-TV (50000 watts all around)
necded only a good sales record. | still
believe that the manager should be the
licensed one.

Next. 1 have scen very little in these
pages about the Commission’s current
Notice of Proposed Rule Making on the
EBS system. They seem intent on pre-
serving the weakest part of the present
system, the “*Daisy Chain™ handing down
of the alert from the CPCS-1 originating
station to the subsequent stations at
lower levels in the chain. Only this time
they are going to make it work!

Make it work by requiring cach station
to install a “device™ (their term) that will
monitor two stations, an AM and a FM.
and automatically seize your air signal
when it receives an alert. It is expected
that this “device™ will only cost between
$2.000 and $3.000.

For three thousand dollars. it may
work almost as well as a Radio Shack
Weatheradio Alert...if we are tucky.
The current two-tone signal with its
tuned reed detectors was a triumph of
high technology over reality—it can do
in 26 seconds what a DTMF (touch
tone) pad can do in 1/200 (one two-
hundredth) of a second. 1 am afeared
that they are now trying to outdo them-
selves—and they will. unless they get
lots of flack. like /ots. from real broad-
casters.

Lee S. Parr
Monroe. Va.
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NAB DAB Task Force Endorses In-Band

by John Gatski

WASHINGTON As expected, the
NAB’s Digital Audio Broadcasting
(DAB) Task Force officially has thrown
its support behind in-band, on channel
digital radio, but the endorsement has
drawn opposition from at least one
receiver manufacturer.

The DAB Task Force said testing
should focus on in-band technology
because there is little chance of getting a
spectrum allocation for an out-of-band
system in the U.S.

Many broadcasters support in-band
because it would likely be cheaper and
easier to implement than an out-of-band.
entirely new system, such as the
European-designed Eureka 147 project
that Canada is implementing.

Currently, only one digital radio system
proponent currently is pursuing in-band
research: USA Digital’s Project Acorn,
which demonstrated over-air FM and
AM in-band signals at the NAB Radio
Show in September. (On Dec. 16, USA
Digital Radio officials said the consor-
tium was not going to submit Project
Acom to the EIA’s Digital Audio Radio
Subcommittee, which is scheduled to
begin testing systems hardware in April.
See related story. this issue.)

Despite the demonstrations of Project

Acorn, Denon of America President
Robert Heiblim said there is still uncer-
tainty about in-band and whether it will
work under real-world conditions.

When asked about his misgivings
regarding the task force’s endorsement
of in-band, Heiblim said, “1t isn’t proven
yet. 1 think it is foolish to put all your
eggs in one basket.”

Gary Shapiro. vice president of the
EIA’s Consumer Electronics Group, said
broadcasters should not favor one system
over another until objective testing is
done. “"It is premature to embrace any
system, in EIA’s view. before you have
the facts.” Shapiro said.

In its December meeting, the DAB
Task Force also stated it wants the
National Radio Systems Committee
(NRSC), the joint radio/consumer elec-
tronics industry workgroup, to test digi-
tal radio systems instead of going
through the EIA’s Digital Audio Radio
Subcommittee.

Putting the digital radio system testing
under the authority of the NRSC rather
than the ElA’s testing group was sup-
ported vocally by NAB officials and
many broadcasters at the NAB Radio
Show.

The task force believes that the EIA is
driving the testing process to the exclu-
sion of broadcasters. and that the

Don't let their size fool you.
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timetable EIA has scheduled for testing
digital radio systems is too soon.

One source said that the NAB was pur-
suing a delay of the ElA testing, which
tentatively is scheduled to begin April
15, although could start later, according
to EIA.

Despite the task force's recent actions
and broadcaster opposition to the EIA’s
planned testing, E1A officials said the
scheduled process is suited to objectively
test the digital radio systems and make a
recommendation for a standard. EI1A has
developed numerous electronics stan-
dards. including the TV stereo standard
in the early 1980s.

And, the EIA added, its 1993 testing
timetable is necessary to get a digital
broadcast system in place as soon as pos-
sible. to compete with upstart cable and
satellite services.

Denon’s Heiblim also took issue with
the NAB'’s opposition to the EIA testing
digital radio systems. 1 don’t understand
why everyone is opposing it,” Heiblim
continued. “*People feel that this a politi-
cal process. This process is only about
finding out technically what works.”

As a receiver manufacturer. Heiblim
said he does not care what system is cho-
sen—be it in-band or some other tech-
nology. “We're not the enemy. We just
want to make radios.”

The NAB Radio Board will evaluate
the task force’s positions at its annual
winter meeting.

Acorn Out of EIA Tests

P continued from page 1

will continue to attend EIA proceedings.
but must decline to submit USA Digital
Radio...for testing at this time.”

Although USA Digital demonstrated
FM and AM on-air digital radio signals at
the NAB's Radio Show in September,
some insiders speculate that USA Digital
decided not to participate, because the
system would not be ready for testing in
time for the April [5 deadline.

Donahue denied that assertion. “Ready
is a relative term.” Donahue said. “Our
developers said it can be ready (by April
15). That is our target date.™

Donahue noted that the AM research is
behind the FM. because it started later.

But Donahue reemphasized that Project
Acorn’s decision not to participate is
based on broadcaster concerns, and the
ElA needs to acknowledge those con-
cerns. “The FCC makes the final determi-
nation. The EIA needs broadcaster sup-
port.” he said.

NAB officials and broadcasters have
said that the EIA forum is inappropriate
for conducting the tests because the
receiver manufacturers would be driving
a process in which broadcasters have
more at stake.

with the customer in mind.
Why not give
Clark a listen?

1801 Holste Road ® Northbrook, It 60062

In December, the NAB DAB Task
Force voted to support the in-band con-
cept, and to urge the testing be carried out
by the National Radio Systems
Committee (NRSC), an industry work-
group comprised of electronics industry
representatives and radio broadcasters.

The task force also said that the April 15
EIA testing timetable is too soon, and
there may be an official request to E1A
for a delay.

Gary Shapiro, vice president of the
EIA’s Consumer Electronics Group, said
the EIA is “disappointed. but not dis-
mayed™ about USA Digital’s decision.

“We're excited about the number of sys-
tems that were proposed for the testing,”
he said.

Shapiro added that USA Digital's deci-
sion not to participate now could make it
“difficult™ for the consortium to be part
of the EIA testing process if it reconsid-
ers later.

As for EIA"s ambitious timetable to
begin testing by April 15, Shapiro has
said that the schedule has some flexibili-
ty built in. but that EIA would like to
conclude the process as quickly as possi-
ble. without compromising the quality of
testing.

Clark listens to its customers and designs its complete
line of audio/video cable accordingly. Now you can |
listen to Clark's new 700 Series snci

that are designed, as usual,

es

=

Cables available
cut to length and
terminated fo
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1-800-CABLE-IT!
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great our Audiometrics CD 10
Compact Disc Cartridge
Machine is. But you don’t
have to take our word for it.
Proof of a product’s worth

is in its performance. And
these CD 10 machines out-
perform all others. We’'ve sold
more CD cartridge players
than all other dealers
combined. We know what
we're doing.

The CD 10 is the natural
evolution of a great icea. We
simply made it better.

The CD 10 is the only
broadcast-ready CD player
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Industry Makes Predictions For 1993

Unistar Radio Networks Executive Expects Economic
Upturn, Increased Activity in Station Trading

Bill Hogan, President/GM,
Unistar Radio Networks

I think we're seeing a turnaround in both
the national economy and the radio econo-
my. The state of our national economy was
so important in these recent elections that

Bill Clinton was able to unseat incumbent
George Bush in a significant political upset.
If Clinton makes the healing of the economy
his first priority, which he said he would do,
then industries and people will begin to
believe that the worst is behind them and
free up spending and expansion. There are

Bill Hogan, President/GM Unistar Radio

already signs that this is
happening.

In the network radio
industry, which was hard
hit in 1992, we saw a defi-
nite increase in December
activity for upfront buying
for 1993. National spots
also saw improved activity
in the fourth quarter,
which is another positive
sign that national advertis-
ing dollars are beginning
to free up.

Furthermore, if we see
the financial institutions
loosen up the reins on the
money supply, we should
once again see an increase
in station trading. especial-
ly in view of this year’s
new legislation on owner-
ship limits and duopoly.

We haven't seen the full
impact of either the new

For the world’s strongest
AM transmitters,
look to Nautel

Nautel AM transmitters keep you
on the air with an unmatched
combination of value, perform-
ance and reliability

Low cost of ownership — with typical
efficiency ratings up to 80 percent, a
totally solid state Nautel transmitter pays
for itself in tube replacement and utility

Superior audio transparency - Nautel
AM transmitters utilize inherently linear
digital Pulse Duration Modulation for the
cleanest sound you can broadcast. Audio
is ruler-flat throughout the range and
distortion is typically less than 0.5%

Field-proven reliability — Nautel
transmitters give you multiple protection
systems for both power line and lighting
transients, VSWR protection, soft failure
design, reserve cooling and safe on-air
servicing

nautel

Nautel Maine Iinc.

Phone: (902) 823-2233

on our totally solid state AM and FM transmitters.

201 Target Industrial Circle
Bangor, Maine 04401 USA

Nautel

(Nautel Electronic Laboratories Limited)
R.R. #1, Tantallon, Halifax County,
Nova Scotia, Canada B0J 3J0

Fax: (902) 823-3183

group ownership limits or duopoly, mainly
because financing has been so difficult over
the past few years. Ask any group owner,
big or small, and they can describe dozens
of expansion scenarios. What they can’t
describe is the plan to obtain the financing
to do it. With several thousand radio sta-
tions, it’s safe to say that there are millions
of ideas, but not the millions of dollars need-
ed to make most of these ideas come true.
LMAs (local marketing agreements) will
continue to grow in 1993. All radio execu-
tives are looking at the recent moves in the
Boston market as an example of what things
will be like as we continue through the ‘90s.
Satellite delivery has really changed radio
programming over the last several years and
should continue through the "90s. Our own

Unistar satellite-delivered, 24-hour formats
have seen steady growth since they started
as Transtar. More and more stations rely
either in whole or part of various satellite
programming because it works. Because of
either economic conditions or a simple com-
petitive advantage, stations are using prod-
uct that, simply stated, they could not afford
to produce themselves.

Satellite delivery will continue to grow and
improve. Like everything else, the quality of
satellite delivery is constantly improving.
Also, the reliance of broadcasters on nation-
al product continues to grow.

DAB will continue to be a big topic,
although the jury is still out on the impact
that digital broadcasting will have on the
average listener if and when the dust settles.

Washington Radio Attorney Foresees Proliferation
Of LMAs and Cashless Deals, Fueled by Tight Credit

Because of this, non-cash deals and
LMAs will continue to proliferate. The
continued on page 23 p

James Weitzman,

Washington Counsel
Kaye, Scholer, Fierman,
Hays & Handler

1993 will see the con-
tinuing impact of devel-
opments from 1992. FCC
liberalization of duopoly
will probably bring with
it as much change as did
the opening of the FM
band to broadcasting.
The economics of our
business stink due to
overpopulation of sta-
tions and concentration
of listeners in the top few
stations of each market.

Specialized lending
that fueled the run-up in
prices has been wiped
out, and the return of
bank financing to permit
new players’ purchase
of failing properties is
not on the horizon.

James Weitzman, Washington Counsel
Kaye, Schuler, Fierman & Handler
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OLDEST DiSC RETRIEVAL SYSTEM
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THE WORLD’S
NEWEST DiSC RETRIEVAL SYSTEM

No matter how technologically
advanced an industry may become, it’s
always a good idea to keep things simple.
Well, what could be simpler than program-
ming audio by hand? The Pioneer CAC-
V3200 Compact Disc Autochanger.
As a professional audio user, you'll be
impressed that it provides access to 300
CD's with uninterrupted playback thanks
to dual CD players. And they can be con-
nected together to program thousands of
CD's. You'll also appreciate that
its built-in interface makes it
pre-programmable for error-
free playback by almost any
computer. And its fade-in and fade-out ~
capabilities, pitch control, and analog and @! 'mmm.mﬁjl

digital outputs make it a remarkably inge- e

nious piece of equipment.
However, if you just want to get practi-
cal about the whole thing, you can look at
it this way, too. The CD Autochanger
makes audio programming so absolutely
efficient and error-free that your life will be made easier and your business could
become more profitable. Which makes it seem rather impractical not to find out more.

Call Pioneer and ask about the CAC-V3200
Compact Disc Autochanger. You'll find it to be a m
simple decision that deserves a big hand.

Pioneer Communications of Amenca, Inc., 600 East tirescort Avenue, Upper Saddle River, NJ 07458-1827 (201)327-6400 For more information and a list of Authonzed Representatives cal 1-800-421-6450
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News

for Radio
Stations

Increase Business Coverage . . .

Without Spending a Dime

No matter what your format, we have news for you!
And it's news your listeners want to hear. News about the
economy in a form they understand. How do we know?
We asked them. In a national survey more than 60% of
the respondents told us they are paying more attention to
business news now than they were six months ago. We also
learned that a majority of them use the stock market as an
indication of the health of the economy.

Where are they turning for this information?
More than a quarter of the respondents cited radio as a
viable source of business and economic news ... making
stock market information a key way to reach listeners,
particularly the much sought after high SES listener.

So who can give you the most complete stock
market information available to radio stations? We can.

We're the Nasdaq Stock Market, the second largest market in

America. For years, we have been providing television

stations with daily customized market reports. Now Nasdag
has developed a variety of services that provide radio stations
with this same type of information.

Best of all, all of our services are free!
Just call 1-800-777-NASD, and let Nasdaq develop a
custom market report to fit your needs. It's a unique way
to add to the service you provide without spending
a dime.

THE NASDAQ STOCK MARKET

NASDAQ

The Stock Market for the Next 100 Years
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RAB Managing Sales Conference Set in Dallas

P continued from page 1

will unveil a new personality analysis pro-
gram. PACEPALETTE System is
designed to help you understand yourself
and others quickly with a new sensitivity
as to why they think, act and talk the way
they do.

Nancy Friedman will lead a forum on tele-
phone “do’s and don’ts.” Friedman and her
husband developed a customer service
department while operating their own radio
stations. That concept has evolved into *“The
Telephone Doctor,” a system to improve
sales and service over the telephone.

Creative personalities Dick Orkin (of

Department Stores. will teach attendees
what they need to know to make radio a
permament major medium for retailing in
the coming years. The two will talk about
database marketing and how stations can
utilize this tool to generate retail revenue.

The Metro Radio Group of England will
present a strategy they have successtully
employed to generate revenue: “The
World's Greatest Salesperson.”™ The
World’s Greatest Salesperson is a depart-
ment of the station that generates miilions
for the company.

A keynote address sure to be well-
attended is Mimi Donaldson’s “How
Women Think.” Don-

RADIO'S SALES MEETING

Connect the dois. Use ondy four lines
Your pencil can't leave the page.

MSC*93

aldson is a management
and training develop-
ment specialist who
will discuss some key
differences between the
way men and women
think and communicate.
She will teach attendees
techniques to avoid say-
ing the incorrect thing
when communicating
with members of the
opposite sex.

Workshops

The MSC will also
offer attendees any
number of workshops to
help sales managers
manage out of the box.
Sessions include:

» "Making Money
Without Using Invento-
ry and Other Out of the
Box Sales Ideas.™ led by
Ronnie Hanna and Julie

Ork:n’s Radio Ranch and Home for Way-
ward Cowboys) and Chuck Blore (Chuck
Blore & Co.). along with Barbara Gold-
mar, vice president and senior radio pro-
ducer, Backer Spielvogel Bates, New York.,
will discuss the nuts and bolts of what
makes good radio creative—what sells and
what doesn’t.

Keynotes

RAB President Gary Fries will lead the
opening session of the MSC with his 1993
“State of the Industry™ address.

€BS Radio Network broadcaster Charles
Osgood will deliver a luncheon keynote
aadress. The NAB Hall-of-Famer will
skare his views on radio and its role in
America’s daily life.

Tapping retail dollars successfully is
essential to radio’s survival. Two retail
experts, Paul Leblang, former senior vice
president. director of marketing, Saks Fifth
Avenue Department Store, and Fred
Newell, president, Sekiemian & Newell.
and former CEO of Rhodes Southwest

Lomax-Brauff of Breakthrough Marketing.
a company specializing in promotions that
use limited or no inventory:

« "Micro Marketing,” how to emplasize
specific markets. neighborhoods and con-
sumers;

« "Verbal Presentation and Business
Communications.” detailing how to com-
municate better in any number of situa-
tions. including onc-on-one with clients or
salespeople. convincing the boss. and mak-
ing speeches:

« "New Compensation Systems,” new
ways of doing business demands new ways
to motivate, compensate and keep good
salespeople:

« “Managing LMASs.” in which four man-
agers currently rinning LMAs share their
successes, their ideas and experiences on
what to do (or not);

* “How to Make a National Sales Call.”
national sales managers teach the right way
to make a national sales call, and make
your sales effort more productive and cost
efficient;

 “Manipulating Manufacturer’s Reps,”
Manufacturer’s reps are controlling more
and more discretionary promotion spending
money—find and exploit these sources;

Keynote speakers
will discuss ways
to make radio a
permanent medium
for retailers.

 “The Impact of New Technologies on
Broadcasting,” John Abel, NAB’s execu-
tive vice president/operations, will provide
a detailed description of some of what the
future has in store for radio;

* “OES—One Year Later,” Pierre Bou-

vard and Steve Marx take a look at the first
year of OES;

* "What You Don’t Know May Get You
in Trouble.” Barry Umansky, NAB Deputy
General Counsel. talks about laws, rules
and regulationrs and some money-saving
and problem-solving tips:

* "How Do 1 Start a Vendor Depart-
ment?”, a basic course in what vendor pro-
motion selling is about;

» “"Motivating After the Money Runs
Out,” how to maintain a motivated staff
when money is tight;

» "Selling Radio Abroad.” a South
African AM that bills $30 million using
U.S. techniques, a Scottish FM with mon-
eymaking ideas.

Other sessians will deal with recruitment
and training issues as well as the impor-
tance of change.

The Five Most Trusted Words
In Broadcast News...

"According ToThe Associated Press.”

When news breaks, your station’s reputation is on
the line. So turn to AP for accurate, up-to-the-minute
coverage of news as it happens.

Only AP has bureaus in all 50 states and every major

international city. That means more reporters closer to

the source, for firsthand coverave and fast delivery.

Give your listeners the news
and information you can truse.
Call 800-821-4747.

Radio's Most Reliable Resource.
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Create a Winning Work Environment

by Sue Jones

BURKE, Va. One of the most difficult
management tasks is blending people
with different personalities and abilities
with diverse tasks into a cohesive group
that is working toward the station’s goals
and objectives.

Building such a team requires combin-
ing several advanced managerial skills
such as motivation. information dissemi-
nation, incentives and fine tuning. It is a
continuing process. The following points
will give you a suggested tramework to
help enhance your eftorts.

Build the concept

Most employees want to meet or exceed
the station’s expectations for their work. It
is management’s responsibility to provide
the direction and focus ftor the group. The
focus begins with management explaining.
“wee are i this thing together.” This can be
conveyed in new employee orientation. the
personnel handbook. or through discus-
sions in staft meetings.

Management must convey to employees
how cach group or position contributes to
the success or tailure of the station, and
how important a successful inter-relation-
ship is for the employees.

The receptionist’s skill and manner in

handling incoming telephone calls is of

paramount importance to a business. The
caller may be a potential advertising
client secking information. It the call is
courteously and efficiently transterred to
the correct sales representative. the caller
is immediately impressed with the profes-
sionalism of your station.

However. if the caller is disconnected.
transterred to the wrong person. or treat-
ed as if it was an inconvenience to
answer the telephone, he or she will get a
very difterent impression of the station.
You may have the most popular DJs in

the area and the best programming. but if
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DO YOU KNOW YOUR MARKET?
YOUR COMPETITION DOES!

DATAWORLD MAPS CAN
Depict your coverage!
Market orient vour sales people!

Target your ethnic/demographic
markets!

Identify marginal signal areas!

Plot any special requirements!

MAP OPTIONS
SHADOWING (TERRAIN SHIELDING)
CONTOUR COVERAGE
POPULATION DENSITY
Z1P CODE BOUNDARIES
RECEIVED SIGNAL LEVEL
SPECIAL REQUIREMENTS

dataworld

A service of DW Inc

(800) 368-5754

(301) 652-8822

the receptionist is performing poorly. you
could be losing advertising revenue to a

competitor and giving an impression of

ineptitude to callers.

The receptionist should understand how
important his or her “link™ is to the whole
station. If the receptionist’s task is “com-
munications management” (directing,
routing and/or recording telephone mes-
sages, incoming/outgoing mail/fax/mes-
sages/packages). that position takes on a
new dimension. The receptionist now
understands his part of the station’s suc-
cess and the other staff members under-
stand the importance of that role. Aside
from the programming. he is the first
point of contact for your station.

Train, Train. Train. Staft training is
often the last item to be considered in the
tcam building process. However, it can
be one of the most eftective team build-
ing tools. Specialized technical training
tor staft members can make them more
valuable to vour organization as well as
assist them in their career development.

Courses available

Consider your engineer’s improved
repair skills atter spending a week at one
ot the Harris Transmitter Courses. Or,
how impressive it will be to your clients
to boast that all of the sales executives
are Certified Radio Marketing Consul-
tants (CRMC). (Editor’s note: The
CRMC certification program is available
through the Radio Advertising Bureai.)

One benefit that is commonly found in
other industries is tuition reimbursement.
Some stations offer tuition reimburse-
ment to statf who successtully complete
university courses in the broadcast/com-
munication fields. Some require a certain
amount of service to the station in return
tfor the training reimbursement. Other
requirements may include a proportional
repayment of the tuition if they resign
before the end of the service period.

1 kWFM
Solid State
Transmitter
$13,200 list
includes Exciter!

LEGEND 1000
Features

» Automatic Power
Output Control

+ VSWR Foldback and
Protection

» Remote Control Ready

» Full System and
Individual Module
Metering

» Motorola MRF151G
MOSFETS

LagendAOOOpk:tured'
« PLUS MANY MORE FEATURES

A * The Transmitter People”
= EnergyOnix

752 Warren Street, Hudson, New York 12534
(518)828-1690 FAX(518) 828-8476
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This type of training is very targeted. self-
motivated. and cost ettective. Training ben-
efits such as these motivate employees and
assist them in their own career development
while increasing the station’s talent.

Another type of training is oft-site or
on-site seminars. Subject matter and
quality vary widely. Ask the training
group for references of those who have
completed the seminar. Talk with them to
determine it this is the type of training
you need. Off-site seminars may be best
for training one or two people for special-
ized areas such as transmitter training or
traffic computer operation.

4

A

On-site might be appropriate for first-
line supervisory skills training for your
management team trom all of the depart-
ments. From a budget perspective. it
may be more cost effective to bring the
trainer to tive people than sending tive
people to the trainer.

It you use motivational speakers tor the
sales staft, invite all ot the department
heads to participate. The managers will
gain a better perspective ot the sales
effort and learn how to better deal with
clients and co-workers.

Learn from each other
A training opportunity that is the most
overlooked is staft cross-training. The
most valuable staft members are those
continued on page 20 p

MAKE THE MOVE IN '93 TO
AMERICA'S HOTTEST
NEW RADIO FORMAT!

"SINCERELY, | CAN'T FIND ENOUGH WORDS TO EXPRESS
MY FEELINGS ABOUT ASSOCIATING WITH SUPER GOSPEL
COUNTRY, BOTH ON A BUSINESS AND PERSONAL LEVEL.
SINCE AFFILIATING WITH S.G.C. IN SEPTEMBER, 1992, MY
BILLING HAS INCREASED 100%, GAINING NEW CLIENTS
THAT | BELIEVE WOULD NOT HAVE ADVERTISED WITH ANY
OTHER GOSPEL FORMAT."

DOC HOLIDAY, GM
WALD-FM
WALTERBORO, SC

CHRISTIAN COUNTY...
"COUNTRY WITH A HAPPY KICK"

DON'T MISS OUT!
BE THE FIRST & EXCLUSIVE STATION
IN YOUR MARKET TO CAPTURE THIS 25+ AUDIENCE.

N g

For Air Check & Affiliate information, call:

1-800-877-1950

Also available - free weekly syndicated
"Primetime Playlist” Show

Circle (188) On Reader Service Card



14

RUNNING RADIO

January 20, 1993

Low-Dollar Accounts Build Revenues

by Alan Fendrich

NEWPORT NEWS, Va. Scarching for
a “new bag of tricks”? A new way to
increase sales and prop up your sagging
revenue line?

One often overlooked area is low-dollar
ad budgets. Small advertisers run every
day in shoppers, dailies and weeklies—
yet most radio stations do virtually noth-
ing to get these dollars.

Why bother to get low dollar schedules?
After all. what good is an $80 or $100
schedule?

Small change adds up

Ignore low dollar advertisers at your
expense! Twenty-five of those $80 sched-
ules a week add up to an extra $104.,000 a
year. Plus, any station can go after low-
dollar ad money.

Obviously, the bigger the market, the
more small-dollar ad budgets are out
there. Stations in markets of 75.000
population, however, are making $6.000
to $8.000 a month off this strategy as
well.

Stations we deal with in the top 50
markets average an extra $15,000 a
month—one station reported averaging
$26.000 a month. Remember too. this
market segment isn’t interested in your
ratings. In fact, higher ratings actually
work against you because of higher spot
costs. In other words, this strategy can

work well for stations with smaller audi-

ence shares.

Tighter ad budgets make small-dollar
advertisers more valuable than ever. Even
stations that get agency buys are now

finding fewer buys out there—with fewer
dollars available. So. stations with good
numbers also can benefit from going after
low-dollar schedules.

However, low-dollar schedules pose a

Alan Fendrich

problem. How do you
contact the sheer vol-
ume of those advertis-
ers? Since only a frac-
tion of sales calls ever
result in a sale (whether
low- or high-dollar)
how do you convince
your sales department
to track down $80 sales?

Reach out
and call someone
A method we employ

FEATURES

ratio measurements
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THE LINEAGE CONTINUES. ..

Today’s 1900 Series Antenna Monitors

M 2 to 12 towers—Modular construction
M Fully Compatible with AM Stereo
M Suited to diplexed arrays
M Moveable Control & Display Panel option
M Jitter-free ‘‘True Ratio’’ Display
@ Unambiguous positive or negative angle sign display
M Continuous remote outputs of all phase and

® Microprocessor remote control system compatibility
® From the world’s leading antenna monitor manufacturer

For complete information, contact your authorized Potomac distributor, or

932 Philadelphia Avenue ¢ Silver Spring, MD 20910
Phone: (301)589-2662 » FAX: (301)589-2665

...THE STANDARD FOR THE NEXT GENERATION
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at Radio Profits Corp. is the telephone. If
at first glance that seems too labor-inten-
sive, take another look. We recently
developed a product designed to do in-
station automated telemarketing.

Our firm, a national database marketing
consultancy, has created a division to
help radio stations implement in-station
telephone-based sales systems.

The software, (Automated Radio Profit
Generator) allows a salesperson to
make twice as many calls compared to a

Tighter ad budgets
make smali-dollar
advertisers more
valuable than ever.
Even stations that
get agency buys are
now finding fewer
buys out there.

manual “index card™ system. Our prod-
uct is designed to generate a 100 per-
cent increase in the number of calls
dialed. Telemarketing is a “numbers”
game, plain and simple. Call more, sell
more.

In today's business climate, two-thirds
of radio stations are operating in the
red. The good old days are a thing of
the past. Only the
smart marketers
will prosper. The
name of the game is
quality service to
the client.

What it offers

The software
package is deliv-
ered loaded with a
station’s local data-
base of business-
es—up to 5.000
separate listings.
The station literally
Just plugs it in.

There’s a section called “The Hiring
Module,” a step-by-step guide for sta-
tions to select the right type of person to
sell. Hiring the right person is critical for
telemarketing. We provide a five-page
personality test in the Hiring Module.
We've licensed the test for our radio
clients to use.

We rent the Automated Radio Profit
Generator on a revenue sharing basis
that is “extremely fair and modest.”” We
offer what we call a “‘n<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>