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/ 
11 received 

tct_e notif i ca-t.-' n of the next NBA 
Regional Meeting Friday, May 28, 
in Gra__nd Island, starting at 9:30 
AM and adjourning at 3:30 PM. To 
no one's great surprise, it's be
ing held in the new Yancey Hotel, 
a hostelry with an affinity for 
broadcasters. 

As in Beatrice, the format 
will be informal. We 111 cover 
what your Association is doing 
and talk about ways of doing it 
better. 

Representative Dave Martin 
will be there to hear reports on 
problem areas and to give us his 
thoughts on the best routes for 
progress. 

Bob Schnuelle and his 
associates have arranged a joint 
luncheon with the Grand Island 
Kiwanians. As you know, Kiwanis 
is a broadcast booster; espec
ially during Radio Month. 

If yo u haven't made your 
reser vation, do it t oday, by 
writing or calling Frank Fogarty 
502 Twin Towers North, 3001 Doug
las St., Omaha, 68131 - - 402-346-
0505. 

See yo u in Grand Island! 

Amos Eastridge 

MEETING WITH NBA 

Representative 
Dave Martin 

Grand Island May 28 

Senat or 
Roman L. Hruska 

Omaha June 12 

NBA TO MEET WITH SENATOR HRUSKA 

The Future of Broadcasting Cormni ttee, co 
chaired by Bob Thomas and Owen Saddler, has a ten
tative date with Senator Roman L. Hruska at break
fast, Saturday, J une 12, for discussion of legis
lative and regulatory problems of the broadcaster. 
Also a ttending will be officers and directiors of 
the Asso ciation. In addition, all members are 
invited. 

Among the subjects to be discussed are license re
newals, cable television, copyrights, political 
campaign expendi tures, cormnon ownership of l ocal 
media and the general regulatory atmosphere in 
Washington. 

The meeting completes a series of discus sions 
with all members of the Nebraska Congressional 
delegation. 
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GOVERNOR EXON PROCLAIMS RADIO MONTH 

Governor J . J. Exon paid tribute t o radio in a timely and well worded 
proclamation reading: 

WHEREAS 

WHEREAS 

WHEREAS 

WHEREAS 

WHEREAS 

r adio broadcasting is an essential service in creating 
public awareness t o constantly changing situations in 
corranunity, state, nation and the world; and 

radio advertising stimulates corranerce which helps t o 
maintain a stable economy; and 

our Nebraska radio stations consistently offer facilities 
for furthering civic projects that benefit a ll; and 

r adio broadcasters stand in constant readiness to give 
selfless aid in t imes of crisis; and 

the radio broadcast ing industry has endeavored to pro
vide all listeners with programs designed to inform, 
educate and entertain: 

NOW, THEREFORE, I, J. James Exon, Governor of the State of Nebraska, 
DO HEREBY PROCLAIM the month of May, 1971, as 

RADIO MONTH 

in Nebraska, and call upon all citizens to note the record 
of achievements of the radio broadcas t ing industry, its 
personnel and the theme; "Radio ••• The Greatest So und 
on Earth! 11 

IN WITNESS WHEREOF, I have hereunto set my hand and caused the Great 

Attest: 

Seal of the State of Nebraska to be affixed. 

DONE at the State Capitol, Lincoln, 
Nebraska, this 20th day of Apri l in 
the Year of Our Lord One Thousand 
Nine Hundred and Seventy-One . 

(Signed) J . James Exon 

Governor 

(Signed) Allen J. Beermann 
Secretary of St ate 
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CHAIRMAN BURCH TO SPEAK NEBRASKA BROADCASTERS CONVENTION 

The Honorable Dean Burch, Chairman of the Federal Communications Com
mission, has accepted an invitation to speak at the Nebraska Broadcasters Associ
ation Convention in the Villager Motel, Lincoln, September 26-28. He will be on 
the program of the opening dinner Sunday, September 26. 

Paul Jensen, Assistant Manager of KOLN-TV and a past president of the 
Nebraska Broadcasters Association, is Chairman of the Convention Arrangements 
Committee. Serving with him on the Committee are: 

Board Member: Roger Larson, KFOR, Lincoln 
Harvey Swenson, Kl.MS, Lincoln 
James Kamas, KWHG-FM, Lincoln 
Orv Koch, Stuart Broadcasting, Lincoln 
~ re Howard, KLIN, Lincoln 

c,/"~arry Walklin, KRNU, Lincoln 
~ eter Mayeux, KRNU, Lincoln 

Robert Van Neste, University of Nebraska, Lincoln 
Jim Vanderslice, Lincoln Tele. & Tele. Co., Lincoln 

SIGN OF THE TIMES! 

All major noncommercial-broadcasting operations in Washington will soon 
be housed together, half block from headquarters of FCC. They 111 fill entire 
eight-story building, now under construction at 2025 M Street, N.W. Occupancy is 
targeted for fall. Here are tenants: Corp. for Public Broadcasting, National 
Association of Educational Broadcasters, Public Broadcasting Service, National 
Public Radio, production unit of National Educational Television, noncommercial 
WETA-TV. 11 Broadcasting 11 Magazine. 

EBEL DELEGATE TO WORLD FREQUENCIES CONFERENCE 

A.James Ebel, Vice President and General Manager of KOLN-TV, Lincoln, 
and KGIN-TV, Grand Island, has been appointed to represent the United States as 
a delegate to the World Administrative Radio Conference for Space Telecommuni
cations, to be held in Geneva, Switzerland, this summer. The six weeks confer
ence will determine a basis for allocating frequencies which will be used for 
satellite transmission. 

Ebel is the long-time Chairman of the CBS Television Affiliates Commit
tee on satellite transmission. 

WOW-TV PROGRAM WINS NATIONAL AWARD 

WOW-TV, Omaha, won an award for "Distinction in TV Program Production, 11 

presented by the National Association of TV Program Executives at its recent 
national convention in Houston. 

The award in the public affairs division was presented to WOW-TV for 
"Home of Champions," a half-hour special program written and narrated by WOW Sports 
Director Russ Baldwin. The program reviewed the highlights of the 1970 sports 
scene in Omaha and Nebraska. 

WOW-TV Program Director Howard Gregory accepted the award for the station. 
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NAB RADIO CODE WOULD BAN ABORTION ADS 

Advertising for paid abortion referral service should be banned on the 
nation's radio stations. But the ban would not rule out public service announce
ments in the areas of sex education or population control. 

That was the consensus of the Radio Code Board of the National Associ
ation of Broadcasters at a recent meeting in Washington. 

The board recommended that the language in the code's standard on ad
vertising of personal products be changed so that such advert i sing by profit
making organizations would be banned. 

The issue has not come before the NAB Television Code Review Board, the 
TV industry's self-regulating body on broadcast standards. 

To become effective, the code board's recommendation now must be rati
fied by the NAB Radio Board of Directors at its June 24 meeting in Washington. 

The board was told that of the 3,366 radio stations monitored from 
April 1, 1970 through March 31, 1971, 3,009 (89 03%) were in compliance. Of the 
357 with violations, 346 corrected them after they were notified. Of the remain
ing 11, only four were withdrawn from the code and seven cases are pending. 

SWISHER TO MUTUAL OF OMAHA AS VP, TV ADVERTISING 

Arden Swisher, formerly Station Manager of KMTV and a past President 
of NBA, has been appointed to the newly created post of Vice President of tele
vision advertising by Mutual of Omaha, according to an announcement by V. J. Skutt, 
Chainnan and Chief Executive Officer of Mutual. Swisher goes to work for Mutual 
June 1. 

Mutual was the long-time sponsor of 11Wild Kingdom" on the NBC - TV network. 
The Omaha company owns the show, and since its cancellation by the network, has put 
it into syndication, reportedly with excellent results. 

Swisher was with KMTV since 1953. A University of South Dakota graduate , 
he is a past President of the Omaha Advertising Club, past Director of the Tele
vision Bureau of Advertising, and current President of the Omaha Better Business 
Bureau. 

MARINES SALUTE WJAG PUBSERV 

"Recruiting Notes", official national organ of the U. S. Marine Corps 
recruiting division, reproduced in its April, 1971, issue a WJAG 11 Public Service 
'Check'" in the amount of $2,052.75. The check represents the approximate rate 
card value of time donated by WJAG, Norfolk, Nebraska, for marine recruit ing dur
ing 1970. It was signed by Bob Thomas as General Manager ••••• hut it was also 
clearly marked 1'Not Negotiable". 
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NBA OPPOSES COMMON OWNERSHIP BAN 

The NBA filed comments in the FCC rule-making designed to break up multi
media ownership in the same community by reducing their holdings to one television 
station, newspaper or AM-FM combination within five years. 

NBA pointed out that under present ownership rules AM and FM stations 
have increased in number from 930 to 6,349 in twenty-five years. In the same per
iod television stations shot from 6 to 690. 

Nebraska added 27 AM stations and 23 FM stations between 1950 and 1970, 
the NBA comments pointed out. In addition, Nebraska developed 40 CATV's and a 
statewide educational TV network. 

LARSON REPS NEBRASKA AT STATE PRESIDENTS MEETING 

Roger Larson, President-Elect of the NBA, represented the Association 
at the annual conference of state broadcasting association presidents in Wash
ington April 26-28. FCC Chairman Dean Burch and most of his key staffers spoke, 
as did NAB President Vince Wasilewski and his chief aides. 

Principal emphasis of the conference was on legislative matters, Larson 
reports. However, he was struck with the number of business services available 
through NAB, including accounting manuals, wage-hour surveys and guides, opera
ting manuals, model application blanks, employee benefits studies, a careers in 
broadcasting booklet, legal memoes and many others. 

Larson attended the weekly breakfast of the Nebraska Congressional 
delegation with the home folks visiting Washington. In turn, Senator Carl Curtis 
and Representative Charles Thone attended the conference reception. 

Larson arranged to have Senator Curtis added to the program to discuss 
his five-year license renewal bill, and said the Nebraska Senator got a standing 
ovation. 

EASTRIDGE, LARSON, THOMAS TO OTHER STATE CONVENTIONS 

Three NBA leaders will speak at broadcaster conventions in nearby states . 
President Amos Eastridge has been invited to the Kansas meeting in Wichita May 21-
22 and to the Wyoming meeting in Casper June 4-5. Bob Thomas will be on the pro
gram of the Iowa meeting in Des Moines May 20-22. Roger Larson will go to the 
Colorado convention in Snowmass, Aspen, July 8-10. 

All three will scout for ideas to bring home and also tell our neighbors 
how we do it in Nebraska. And, of course, they will work for passage of the 
Curtis-Martin bills to extend broadcasting license terms. 

MCGAFFIN ON STATE ETV COMMISSION 

James M. McGaffin, Public Affairs Director of the WOW Stations, Omaha, 
has been appointed to the Nebraska Educational Television Commission by Governor 
J. James Exon. McGaffin 1 s appointment was approved by the Legislature. He will 
serve a four year term. Howard L. Stalnaker and Roger Larson recently finished 
their terms of service on the Commission. Stalnaker was chairman. 
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NAB ASKS TECHNICAL RULES RELIEF 

The National Association of Broadcasters has filed a petition with the 
FCC requesting amendment of the rules governing visibi li t y and acces sibility of 
AM, FM and TV transmitters, remote control units and moni t oring equipment. NAB 
would, where possible, have the transmitters installed so a s to be visible from 
the operating position, but if this would prove imprac t ical , permit installation 
of tran smitting equipment at accessible locations on t he licensee's premises pro
vided an extension meter capable of measuring all key transmitter paramaters was 
installed at the control location. 

NAB would no longer require remote control and moni to r ing equipment t o 
be installed at the 11 norrnal operation position11 , but rather within viewing dis
tance of the operating position, irrespective of their locat ion within t he control 
area. 

The Commission placed the NAB petition on public notice, Apri l 30 , 1971. 
Interested parties have until June 1, 1971 to file statements. 

NBA members are urged to write the Commission in support o f the NAB 
petition, which recognizes today's technical and personnel conditions. Th e letters 
should refer to the NAB petition of April 21, 1971, 11 I n the matt er o f Amendment of 
Part 73 of the Corrnnission 1 s rules and regulations regarding t r ansmitter and remote 
contro l unit accessibility and visibility 11 • 

AK-SAR-BEN RENEWS AWARDS FOR COMMUNITY SERVICE 

The Knights of Ak-Sar-Ben will again present awards for community s e r v
ice projects conducted by member stations of the Nebraska Br oadcasters Associa tion. 
The contest will include projects sponsored by the station from September , 1970, 
through August, 1971. There will be one top prize for radio and one fo r televis i on. 
Each top prize will consist of a plaque and a check for $100, wh i ch t he r ecipient 
station will in turn present to a local community organizat i on or char ity o f its 
choice. In addition there will be two citation scrolls offered in both radio and 
television. 

The contest will be decided by judges selected by Ak-Sar-Ben, and the 
awards will be presented at the dinner opening the convention on Sunday, Sept. 26, 
Villager Motel, Lincoln. 

The NBA Public Relations Committee will handle the cont est . It is headed 
by A. James Ebel, Vice President and General Manager of KOLN-TV/KGIN-TV . 

A bulletin with complete details and entry blanks will be mailed t o the 
members early in June. 
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PENTZ PENS FCC ON TRANSMITTER POWER 

Gordon c. 11Bud11 Pentz wrote the Federal Communications Commission May 
7 urging relief from rules regarding transmitter power limits as follows: 

"This is in reference to your Report No. 9807, dated 
April 9, 1971-B. 

I would like to add my comments on this report regard
ing the 11 Rules TO KEEP AM STATION POWER WITHIN PER
MISSIBLE LIMITS BY LOWERING TRANSMITTER POWER 11 • 

KWBE has been using a resistor chain to dissipate 20% 
of our power since 1962. This is a needless waste of 
electrical energy and the additional cost for the re
sistor chain. While the resistor chain was not over
whilming in cost, it will have to be replaced at some
time in the not too distant future and that is simple 
additional dollars which, in my opinion, are spent 
needlessly. 

I would therefore respectfully request that the Com
mission give favorable consideration to allowing KWBE 
and other stations in a similar mode of operation, to 
remove the required resistor chain and reduce the 
transmitter power to the required level to continue 
with our respective contours • 11 

KOLN-TV AND KGIN-TV PUBLISH PRESSING PROBLEMS BOOKLET 

KOLN-TV, Lincoln, and KGIN-TV, Grand Island, have published a 44 page 
booklet entitled 110ur Most Pressing Problems", digesting the results of 321 
interviews made for license renewal purposes. The booklet lists local and 
national problems in the order of importance as ranked by the leaders surveyed 
and by the general public. It also lists the individuals intervi ewed. 

In the foreword, A. James Ebel, Vice President and General Manager 
of the stations, says they have a public service committee which meets weekly 
to determine how to apportion public service time. He also acknowledged the 
cooperation of Theta Sigma Phi, the University of Nebraska Journalism School 
and Kearney State College. He also salutes son Douglas Ebel, who assisted in 
computerizing the interviews. 

Among the local problems ranked highest by the respondents were drug 
abuse, environmental pollution, farm difficulties, out-migration of young people, 
development of downtown, industrial expansion, welfare reform, health services 
for the needy, the aged, and crime. 

National problems high on the list were inflation, Vietnam, law enforce
ment, medical costs and strikes. 
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WYOMING BROADCASTERS AGREE TO BUY KCSR AND KVSH 

A group of veteran Wyoming broadcasters have announced purchase of two 
Northern Nebraska radio facilities now a part of the Beef Empire radio group. The 
sale is subject to FCC approval. 

Kerrn Kath, President of the new group, announced the purchase agreement 
involving KVSH, Valentine, and KCSR, Chadron. KVSH, Valentine is a daytime sta
tion which corranenced broadcasting March 6, 1961. KCSR, Chadron, also a daytime 
station, started in May 1954, corning into present ownership August 1, 1959. 

Applying for the two Nebraska facilities will be Tony Kehl of Riverton, 
Wyoming; Kern Kath, Gerry Roundsborg and Donald Jones all of Torrington, Wyoming. 
Kehl is president and general manager of KVOW in Riverton; Kath is owner and 
General Manager of KOOS in Torrington. Both Kehl and Kath have an interest in 
KWOR in Worland, Wyoming. 

No material change in broadcasting service is contemplated by the new 
owners, and there is no plan to alter the composite staffs of either station. 

The Beef Empire group also includes WJAG, Norfolk, and KCOL, Fort Collins, 
Colorado. 

NEBRASKA YOUTH SECOND IN VFW SCHOLARSHIP PROGRAM 

David H. Ahrendts, a senior at Kearney High School, Kearney, Nebraska, 
won second place and a $5,000 college scholarship in the 24th annual Veterans of 
Foreign Wars Voice of Democracy Scholarship Program. Third place and a $3,500 
scholarship went to a Mitchell, South Dakota youth. 

Edward L. Burnham, National Director of the project, wrote NBA President 
a letter of thanks, saying: 

"It has become increasingly apparent over the years 
that the support of the State Associations of Broad
casters has been of paramount importance to the suc
cess of the Voice of Democracy Program. Your co
operation has been deeply appreciated during the 
years and we hope that you will convey our gratitude 
to your member stations. They have been most help
ful in providing spot announcements, the use of 
recording facilities and professional and techinal 
assistance." 
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WJAGtS HOLLIS FRANCIS RECOMMENDS DRUG BOOKLET AND DIAL 

Hollis Francis, Assistant Manager of WJAG, Norfolk, writes the Executive 
Secretary as follows: 

11Dr. w. R. Spence has created a 11Dial a Drug11 and 
has written a booklet 11The Truth About Drugs" that 
explains the use of 11Dial a Drug11 and gives a list 
of terms. The 11Dial a Drug 11 is just that. Turn 
the dial to show the name of the drug in question 
and you have a brief accounting of that drug show
ing on the dial. 

The booklet contains a Slang Vocabulary that is 
one of the finest we've seen. It also points out 
how difficult, if not impossible, it will be for 
broadcasters to follow the FCC ruling regarding 
drug lyrics in songs. 

Did you know that LSD is called 11Wedding Bells 11 

and 11 Tranquility 11 ? The word 11Peace 11 means one 
ounce of heroin. One of the popular songs of 
today and one I especially enjoy is 11Snowbird11 • 

In 'drug slang, that refers to a cocaine user . 
"Stardust 11 means cocaine. A 11Sugar Daddy" is 
one who supplies drugs. 11 Sweet Lucy" means mar
ihuana. Whatever became of 11Sweet Lucy Brown11 , 

there was a song by that name. These are just a 
few of the expressions the Doctor lists. 

I don 1 t 'claim to be an authority on Drug Abuse but 
you might notify our members that the booklet and 
Dial can be ordered by writing Nebraska Council on 
Alcoholic Education, 1345 11L11 Street, Lincoln, 
Nebraska 68508. 11 

Bob Thomas, WJAG veep, has written NAB suggesting publication of a 
glossary of drug language for the assistance of station management in screening 
lyrics, as now required by the FCC. 

ANNUAL EMPLOYMENT REPORT DUE AT FCC MAY 31 

Stations required to report on their employment practices to the FCC 
must have their reports in Washington no later than May 31, 1971. FCC Form 395 
is to be used. The report is required of all licensees and permittees of broad
cast stations with five or more full-time employees. A full-time employee is 
defined as one working 30 hours or more per week. 
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MCCOOK PAPER BACKS NAB CIGARETTE COURT ACTION 

The McCook Daily Gazette recently published a powerful editorial sup
porting the NAB federal court suit contesting the constitutionality of the fed
eral ban on cigarette advertising in radio and television. Complete text of 
the editorial follows. 

11We don I t often sympathize with our electronic com
petitors but do feel compelled to support the National 
Broadcasting Association in its federal court action 
contesting the constitutionality of the federal law 
barring cigarette advertising on radio and TV. 

Cigarette smoking has been linked to cancer 
and as such is a threat to the health and 
welfare of the nation. Action is needed, 
but that action should come either through 
legislation directly at the source of the 
problem by outlawing cigarettes, or through 
educational efforts to more fully inform 
the public of the consequence. 

To ban radio and TV advertising of the product is 
discrimination against those media, but more import
antly it will fail to accomplish what is intended 
since the tobacco companies will continue to reach 
the public (and naturally a newspaper man would think 
even more effectively) through the printed media. 

Basis for the ban is that radio and TV sta
tions are licensed by the federal govern
ment while newspapers and magazines are not. 
The licensing is defensible since the air 
waves need some regulation to prevent jam
ming, duplication and to control other tech
nical phases of broadcasting. As is often 
the case when Uncle Sam has his finger in 
the pie, however, the requirements become 
too many and too often. 

When it comes to accepting advertising, the radio 
and TV stations should be allowed to accept whatever 
is available as long as the product is legally mar
keted. To attempt to solve the smoking-cancer issue 
by attempting to control one phase of advertising is 
like attempting to stop the advertising of gasoline 
in hopes of reducing traffic accidents. It just 
doesn't get to the base of the problem. 11 
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WARNER AGREES TO BUY KLIN AM AND FM, LINCOLN 

Norton Warner, the President and General Manager of KIMB Incorporated, 
announced today he has entered into a purchase contract with the owners of KLIN 
AM and FM in Lincoln, subject to approval by the Federal Connnunications Conunis
sion. Warner now owns four other AM radio stations and one FM station. They 
are KIMB AM in Kimball, Nebraska, • •• KRLN AM in Canyon City, Colorado •••• KABI AM 
and FM in Abilene, Kansas •••• and KKAN AM in Philipsburg, Kansas. 

Warner, an NBA member through his Kimball station, was a featured 
speaker at the 1971 convention of the National Association of Broadcasters . 

Present licensee of the KLIN stations is the Shurtleff-Schorr Broad
casting Corp. Donald o. Shurtleff is President and Marc Howard is General 
Manager, The station is an ABC affiliate, 

EASTRIDGE LABELS REVISION OF CABLE BILL LEGISLATIVE SUCCESS 

An amended version of LB 257, the cable television bill, was advanced 
by the Legislature on a 26 to O vote May 14. It allows counties to grant non
exclusive permits outside the cit y limits of an incorporated village or town. 
The bill includes a number of amendments drafted by an ad hoc committee of broad
casters. ·The original draft provided that county boards could grant exclusive 
franchises both in cities and counties, 

The NBA had previously opposed LB 82, which would have given cities the 
right to issue permits for CATV without a vo te of the people, LB 82 was killed. 

NBA President Amos Eastridge termed the amendments to LB 257 11a sub
stantial legislative success on the part of the Association", 

BROADCAST NEWS WORKSHOP IN LINCOLN 

The Broadcasting Division of the School of Journalism at the University 
of Nebraska - Lincoln hosted a two-day broadcast news workshop for professional 
newsmen May 7 and 8, 1971, Several broadcast news organizations assisted by pro
viding speakers, material, and information for the participants who came from NBA 
member stations KTTT, KHUB, KRVN, KFOR, KNCY, WJAG, KODY, KLNG and KRNU, 

Nebraska broadcasters who led discussions were Ray Depa, Jim McGaffin 
and Steve Murphy of the WOW stations, Omaha, John Hanlon, KFOR, Mark Gautier, KMTV, 
Bob Taylor, KOLN/KGIN-TV and Jim Peterson, KLNG. 

Pete Mayeux directed the workshop for the University of Nebraska, 

UNO CITES FORSBERG, OUTSTANDING ALUM 

Terry Forsberg, reporter-photographer for KMTV, was cited by the Univer
sity of Nebraska at Omaha as its outstanding alumnus of the year in the radio
television field, Forsberg is a 1962 graduate. He conducts the KMTV nightly 
"Sound Off II program. 
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BROADCASTERS BACKED "KOEPKE DRIBBLE 11 

Last February Gary Koepke, a University of Nebraska student, learned 
that he had Hodgkin's disease, a cancer of the lymph gland system. His family has 
no health insurance. 

A group of his University of Nebraska classmates, with advice and assist
ance from Lincoln broadcasters, devised the "Koepke Trans-Nebraska Basketball Drib
ble " , across the state. They wore out four basketballs, but on May 9 they completed 
the 500 mile dribble in three and one-half days. Along the route they collected 
$6,500 for Gary. With $2,400 from other money-raising activities, the Koepke fund 
now stands at nearly $9,000. The dribble is over, but the drive is not. Donations 
can be sent to the Koepke Fund, 418 Harper Hall, Lincoln, Nebraska 68508. 

The dribble was widely publicized by radio stations, especially those 
along the route. Many stations did remotes, with mobile cars, cameras and mikes 
meeting the dribblers at city limits and following them all through towno 

To editorialize, it was an inspiring project in an era when the unthinking 
criticise young people blanket fashion. 



#4 OF A SERIES 

SMOOTH SELLING 
by George N. Kahn, Marketing Consultant 

YOU'RE ON STAGE 
The scene is a murder trial several 

years ago. 
A young defense attorney takes up 

the alleged murder gun, slips a bullet 
into the cylinder and places the revol
ver to his head. Then, as jurors and 
spectators gasp in horror, he pulls the 
trigger. 

There is only a harmless click. Be
cause of a faulty firing pin, the gur. will 
not discharge. The lawyer knew it 
would not fire. He had tried it countless 
times outside the courtroom. 

T he defendant was acquitted. 
That lawyer could have dragged all 

the gunsmiths and weapon experts in 
the world to the witness stand to affirm 
the gun would not fire. Their testimony 
would not have been nearly as effective 
as that demonstration. 

Drama! Showmanship! These are 
what swung the jury and they are the 
same techniques that will make a buyer 
out of your prospect. 

Showmanship Sells 

A well-timed dramatic touch gets the 
attention of the prospect and holds it. 

A buyer can listen to you for an 
hour and not absorb a third of what 
you said. His attention span is short. 
But take ou t a Yo-Yo and twirl it a 
few times and he'll take notice in a 
hurry. Almost any product or service 
has the potential for demonstration. 
Salesmen have jabbed pens into the 
floor, painted buyers' walls and taken 
articles apart piece by piece to gain at
tention. 

Sometimes the demonstration is a 
pure attention getter, having nothing to 
do with the product's merits. Look at 
today's television advertising. A car 
rental agency shows a man dropping 
out of the sky into the driver's seat of 
an automobile. An investment firm pic
tl.!r~s a lion prowling Manhattan 
streets. A brawny arm emerges from an 
automatic washing machine. 

Aids to Selling 

You can stage an equally effective 
performance without resorting to 
hocus-pocus. Simply use two things: 
( 1) your imagination and (2) the sell
ing aids provided to you. 

<D,I9G7 George N. Kal,n 

Virtually every product or service 
has the possibility of demonstration. 
Anytime. you create action your pres
entation becomes more interesting. The 
sales aids or tools supply the means for 
such action. These props include 
charts, graphs, mock-ups, models and 
slides. They give lift and buoyancy to 
your presentation. Here is what dem
onstration can do for you: 

1. Catch the buyer's interest 
2. Fortify your argument 
3. Help the prospect understand the 

proposition 
4. Stimulate your own interest in 

the product 
5. Cut down objections 
6. Help close the sale 

There's nothing hypnotic about a dem
onstration. T he buyer may not be con
vinced by your sales talk, but the 
demonstration often will swing him 
over. 

Tools Need Personal Touch 

Dramatic demonstrations are used 
effectively by some of the most influen
tial corporations in the United States. 
No doubt your company has furnished 
you with similar aids. 

But how are you using these aids? 
The most elaborate equipment in the 

world is of no value to the salesman 
who is unprepared. If you don't know, 
don't show. 

If props are used, you must be fa
miliar with their operation so the per
formance will run smoothly. Check out 
the equipment before using it. An 
inept demonstration can kill fl sale. 

Nothing can chill a prospect's inter
est more quickly than a screen that 
doesn't pull down, a set of charts in 
the wrong order or an assembly model 
that has parts missing. And don't for
get that extension cord. 

Demonstrations that drone on too 
long may also be your swan song. Keep 
them short. 

Feeling of Confidence 

Demonstrations or showmanship 
.give the customer a feel ing of confi
dence in the product. They can do the 
same for you. The manipulation of 
charts, graphs, slides, etc. give you 
something to do with your hands while 
you are talk ing. 

A good salesman is enthused about 
his sales aids. He thinks of them as keys 
that will unlock the door to higher 
earnings. He knows that his firm gave 
him these tools to use, not to d iscard 
in his basement. 

Personal Showmanship 

Showmanship is more than props 
and gimmicks. Your voice, personality, 
manner, dress, tact and sense of timing 
a re as vi tal to your salesmanship as 
they arc to an actor on stage. The han
dling of the product , for example, can 
be turned into a supreme act of show
manship that will melt the hardest 
buyer. Hold the product as if it were 
precious and the prospect will think of 
it that way. Remove samples from your 
case as if they were rare jewels or 
paintings. But later, if you want to 
show the toughness of your product, 
fling it against the wall. 

A salesman who dresses quietly in 
good taste and who cultivates a charm
ing voice and smile is a walking exam
ple of showmanship. 

Showmanship also may be in some 
personal "prop" like a handsome ciga
rette case or walking cane. I once 
worked with a man who wore a fresh 
boutonniere every day. 

Whatever you do in the way of 
showmanship, do it in your own style. 
Imitate others when it fits your person
ality, but shun imitation if it doesn't fit. 

Here's a little exercise to help you 
determine whether you are us ing 
enough showmanship in your selling. 
"Yes" answers to at least nine out of 
thirteen puts you on the passing side. 

Is Your Sale Showing? 
1. Did your last interview include a demon· 

stration? Yes D No D 
2. Do you know where your sales aids are 

right now? Yes D No D 
3. Would you ever think of getting a pros• 

pect's attention by asking him if he had 
ever seen an alligator? Yes D No D 

4. Do you think of selling as playing a role? 
Yes □ No D 

5. Have you ever timed your demonstration 
in practice? Yes D No D 

6. Have you ever asked other salesmen about 
their use of tools, aids, etc.? Yes D No D 

7. Do you remove samples with loving care 
from your case? Yes D No D 

8. Do you put them back the same way? 
Yes D No 0 

9. Are you aware of the impression your 
appearance makes on a prospect? 
Yes D No 0 

10. Do you note advertising techniques? 
Yes O No 0 

11. Do your sales aids work? Yes O No □ 
12. Do you move around much in a prospect's 

office? Yes O No O 
13. Do you boldly use drama in your sales talk? 

Yes □ No □ 
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