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.__,_____~ Burch , chairman o f the Federal Communica tions Commiss i on 
"---- s i nce Oct. 31, 1969, will make t wo appearances at the NBA Convention in the 

Villag_er J19_t .el-, Lincoln, Sept. 26-28. He will make bri ef remarks at the Sunday 
evening dinner, and field questions, comments and s uggestions at the opening 
session Monday morning. 

A native Oklahoman, and a graduate o f the Uni
versity of Arizona Law School, Mr. Burch was practicing 
l aw in Tucson, Ariz., a t the time of hi s appointment by 
Pr es i dent Nixon. 

He first went to Washington in 1955 on the staff 
of Senat o r Barry Go ldwater. He served as chairman of 
the Republican National Committee in 1964-5, and di
rected the Go ldwater-for-President campa i gn. 

Chairman Burch i s noted f or t he clarity and candor 
o f his speaking, and i s particularly a t home in t he 
gi ve-and-take type of di scussion p l anned f or the NBA 
convention. 

NOMINATING AND RESOLUTIONS COMMITTEES NAMED 

The Hon. Dean Burch 
Chairman, FCC 

Pres ident Amos Eastridge has appo int ed two special committees as follows: 

Nominating 
Joe di Natale, KODY, N.Pla tte 
Roger La rson, KFOR, Linco ln 
Harry Snyder, KHUB, Fremont 

Resolutions 
A. James Ebel, KOLN-TV, Lincoln 

& KGIN-TV, Grand Island 
Ken James , KE TV, Omaha 
Bud Pentz, KWBE-AM-FM, Beatrice 
Bob Thomas, WJAG, No rfolk 
Dave Young, KSID, Si dney 

The nominating committee will submit nominations for both officer s and di
rectors . Both committees will r eport at the business sess ion of the NBA con
vention Sept. 26- 28. President Eastridge urged members with suggestions for 
either committee t o call or write any member. 
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NBA BOARD TO MEET I N LINCOLN SEPT. 11 

The final board meeting of the Nebraska Br oadcasters Association 1970-71 
activit i es year will be held in the Vi llager Motel, Lincoln , Saturday , Sept . 11, 
at 9 AM . By a happy chance Nebraska plays Oregon in Lincoln the same day . 

Since the 1970 convent i on in Omaha, the NBA board has met seven times, in 
var i ous parts of t he state . Reg i onal membership meetings were held at Beatrice 
and Grand Island in conjuncti on with board meetings. A general membership 
meeting and a dinner for the Legislature were held in Lincoln supplementing 
anothe r board meeting. 

All members of NBA are invited to a ttend board meetings a t any time, but 
ar e requested to notify the executive secretary in a dvance so that food service 
arrangements can be made. They are a l so urged to write the executive secretary 
abo ut matters they wish to take up with the board . 

Board members in 1970-71 were President Amos Eastridge, KMTV; President -elect 
Roger Larson, KFOR; Treasurer Orval Koch, Stuart Broadcasting Co .; Past President 
Hollis Francis, WJAG; Joe di Natale , KODY; Ray Lockhart, KOGA; John Powell, KHAS ; 
Bob Schnuel l e, KGIN-TV; Frank Scott, KLNG; Larry Walklin, KRNU. 

AAF CHIEF TO ADDRESS NBA CONVENTION; AD CLUBS TO ATTEND 

Members of the Lincoln and Omaha Advertising Clubs are being invited to th e 
Monday luncheon of the NBA convention , when the speaker will be Howard Bell, 
president and chief executive officer of the American Advertising Federation . 
Bell is a former NAB code authority direc tor and was also sales promot i on manager 
of WMAL-AM- FM-TV, Washington. 

As president o f AAF , Bell ha s had a l eading 
role in the movement for self-regul ation of adver 
tising . This will probably be his subject at 
Lincoln . 

Bel l heads an organization with nearl y 40,000 
individual member s in 180 aff iliated l ocal adver 
t i s ing c l ubs, more than 500 comp any members and 30 
affiliated nationa l organizations. Bell is a · 
graduate of the University of Mi ssouri Journalism 
schoo l, with a major in advertising. He also has 
a law degree . 

The join t meeting with the Lincoln and Omaha 
Ad Clubs i s an NBA convention tradition. Expected 
to attend are some of the bigges t time buyers in 
the state. 

Howard Bell 
President, AAF 

Also present at the Monday luncheon will be Frederick E. Baker, newly el ected 
chairman of the American Advertising Federation. Mr. Baker is chairman of 
N. w. Ayer-F. E. Baker Inc. agency, Seatt l e, Washington. '-'-
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1100ING SOMETHING ABOUT THE WEATHER 11 PRESIDENT' S PAGE 

Everything•s up to date in Kansas City ••• at leas t as f ar as the weather ser
vice i s concerned. Nine state broadcaster associations were represented recently 
at a one-day meeting in Kansas City with some of the top brass of the National 
Weather Service from Washington and the Central Region. 

They told us what they were doing, how they do it and what they would like 
to t ackle in the future. The broadcasters then t o ld them of changes we would 
like to see ranging from nitty-gritty things like termino l ogy to overhauling the 
entire weather service of the s tate of Wyoming. 

Some items on the Weather Service action li s t as a result of the meeting. 

1) Review policy of no more than 3 direct weathercasts per day from a 
NWS office. 

2) Review wording o f forecasts to be more descriptive; e.g. use per
centage of cloud cover instead of 11partly cloudy 11 • 

3) Review wording of tornado watch. Review definition o f the boundary 
of tornado and severe thunders torm area. Use towns and cities well 
known by people as reference points instead o f mileage 11 either s ide 
of a line ••• 11. 

4) Stress the capability o f remote r adar in fixing all kinds of precipi
tation and de-emphasize importance of local radar in detecting t ornadoes . 

5) Work more closely wi th s tat e broadcasting associations, especially on 
convention programs. 

Other observations : The NWS would like to expand its Nebraska weather wire 
(now in Omaha, Lincoln and Fremont only) and extend their ag weather servi ce a long 
with it. Their prob lem is the obvi ous one of money. I would like to know how 
many NBA stations would be interested in subscribing to the weather wire if it is 
extended. The government would hopefully pick up the dis tribution tab. The 
station would pay lo cal loop costs plus a modest additional charge. Please use 
the enclosed po s t-card t o let me know. Results in the next News letter. 

In another area, they predicted State Forecast Cent er s as the trend. Nebraska 
do es not have one yet. 

The weather offici a l s fee l broadcasters can attract more v iewers and listeners 
by making fuller use of weather information provided, especially in the area of 
weather features. 

The interes t in cable television as a means of distributing weather informa
tion was apparent. It was pointed out t hat t o devel op cable weather project s a t 
the expense of services pr ovided to free broadcasting would be a great dis service. 

It•s a l so interesting to note that NWS now oper ates three FM stations (24 hour 
wea ther information) and that NWS may try for s imilar operations in all cities 
over 100,000 . 

My thanks again to Bob Beebe (known to many Nebraska broadcasters ) the 
Regional User Services Representative, for organizing a ver y profitable' day. 

AMOS EASTRIDGE 
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AWRT PRESIDENT WILL ADDRESS CONVENTION 

Marianne Campbell 
President, AWRT 

A Monday morning speaker a t the 1971 NBA con
vention will be Miss Marianne Campbel l, director of 
community aff airs , Avco Broadcasting Co ., Cincinnati, 
Ohio, and president of the Amer i can Women in Radi o 
and Television ( 11 AWRT 11 ). 

Miss Campbell brings a s t r ing o f 11 f i rsts 11 and 
11 onli es 11 t o her ass ignment. She was t he fir st and 
only woman director of th e National Associa tion of 
Broadcasters . She was t he fir st woman to serve on 
the Radi o Code Boar d. She has served as president of 
the Ohi o Associat ion of Broadcasters , and is pas t 
secretary-treasurer o f the Daytime Broadcasters Ass 1n. 

And she 1 s an experi enced small market broad
caster . Bef ore joining Avco , she was general manager 
o f WJEH-AM- FM in Gallipolis, Ohio, a sta tion compl ex 
whi ch she put on the air . Under her management the 
Gallipolis station s gained national a ttention for 
pr ofitable and community -o riented oper a tion . 

AK- SAR- BEN AWARD ENTRIES DUE SEPT. 3 

A. James Ebel, KOLN-TV, Lincoln, whose NBA Public Re l ations Committee is 
handling the annual Ak-Sar-Ben awards competition, has i ssued a l ast call for 
entries , po inting out t hat the deadline i s Fr i day, Sep t. 3 . 

All members have received two mailings , with the contes t rules and entry 
blanks . Member stations of NBA are all eligibl e and urged to enter. In radio 
t here wil l be one top prize and two citations . In TV, t here will be one t op priz e 
and one c itat ion. 

The top awards are handsome plaques and checks for $100 . The checks will go 
to local civic, charitabl e or service organizations des i gnat ed by t he winning 
stat ions. 

Entries are due Friday, Sep t. 3 . Only one entry per station i s permitted. 
Ak-Sar - Ben will s elect the judges . 

The awards will be made at t he Sunday dinner of the NBA convention, Sept. 26 . 
Before the winners are anno unced there will be a slide presenta tion depicting all 
t he entries . The present at i on will be produced by Bob Schnuelle, KGIN - TV , 
Grand Island . Jim and Bob urge al l s tatio ns to send photos with their entries . 
Co l or horizontal pictures are preferred. 
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OMAHA BROADCASTERS MEET WITH REP. McCOLLISTER 

Omah~ radio and televis i on executives held a breakfast meeting with 
Representative John McCollister of Nebraska's Second Congressional District Mon
day, Aug. 16. Planned as a discussion of broadcasting regulatory and legislative 
problems, the meeting also covered President Nixon's new economic policies, 
announced the night before. Congressman McCollister heartily approves of the new 
Nixon program. 

The Omahans also outlined industry positions on license renewals, cable 
television and political campaign expenditures legislation. President Eastridge 
complimented Congressman McCollister on his vote and strong statement against 
citing Dr. Frank Stanton for contempt of Congress. Mr. Mccollister is a member 
of the House Interstate and Foreign Commerce Committee, which has legislative 
responsibility for broadcasting matters. 

EBEL BACK FROM WORLD RADIO CONFERENCE 

A. James Ebel, vice president and general manager, KOLN-TV/KGIN-TV, has re
turned from Geneva, Switzerland, where he served as a United States delegate to 
the World Administrative Radio Conference, which adjourned July 17 a~ter a six 
weeks session. The Conference was attended by 700 delegates from more than 100 
countries. 

The Conference discussed and acted on frequency allocations, including 
assignments for space satellite broadcasting services. Ebel will report on the 
work of the Conference at the NBA state convention in the Villager Motel, Lincoln, 
Sep t. 26-28. 

FCC Commissioner Robert E. Lee, who was also a delegate to the Conference, 
has been quoted as saying that direct satellite-to-home telecasting 11may be sooner 
than you think •••••• Maybe telecasters should show a little more concern than they 
are 11 • 

2200 ATTEND WJAG HOMEMAKER SCHOOL 

More than 2200 people jammed the Norfolk municipal auditorium to attend the 
annual Homemaker School of Station WJAG, an event which was promoted solely on 
the station's own facilities. The predominantly female audience came from 55 
towns within a 60-mile radius. 

The principal attraction was a home economist furnished by Homemakers Schools 
Inc. The school included a display of sponsors' appliances. 

One delighted sponsor wrote WJAG that 11 since the Homemaker School, our busi
ness has been running about 7% higher which we credit mainly to this promotion11. 

Repeat: this was promoted only on WJAG radio. 

(Editor's note: we would like to have similar success stories for pub
lication in this Newsletter.) 
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SENATOR CURTIS SPEAKS MONDAY DINNER 

The Honorable Carl Curtis, United States 
Senator from Nebraska, will be the principal 
speaker at the NBA convention dinner in the 
Nebraska Club, atop th e new Fi rst National 
Bank Building in Lincoln, on Monday, Sept. 27. 

Senator Curtis is the author of a bill to 
extend broadcasters license periods from three 
t o five years. 

Repr esentative Dave Mart in from the Third 
Nebraska District has introduced a companion 
bill in the House of Representatives. NBA has 
been recruiting s upport for the Curtis-Martin 
bills by other state associations . 

FOI AND BAR-MEDIA GROUPS ACTIVE 
By Jim McGaffin, Chairman, 

NBA Freedom of Information Cormnittee 

AUGUST, 1971 

Senator 
Carl Curtis 

At the July 29 NBA board meeting it was agreed to pursue the enactment of a 
newsmen ' s privilege or 11 shield11 l aw in the next session of the Nebraska Legis 
l a ture. It was reported that key members of the print media appear ready to 
11 si t down and discuss 11 the proposed legislation with the broadcasters . This 
represents a slight change from their 11 l et ' s don 1 t rock the boat 11 position of a 
year ago . Frank Sco tt and Jim McGaffin will meet with Wor l d-Herald executives , 
and McGaff in will contact the Lincoln Journal again in early September . The 
Omaha Sun Newspapers have indicated their support of the proposal and carried a 
detailed story on the proposed 11shield11 l aw in a recent edition. 

Members of the Nebraska Bar- Media Cormnittee (guidelines for fa ir trial - free 
press) met in Omaha July 28 t o review the operation of the guidelines . I t was 
general l y agreed t hat the guidelines had been working fair l y well but that a 
continued effort has to be made to educate all attorneys, newsmen and l aw en
forcement officers in the state. To help achieve this a meeting of the cormnittee 
is scheduled for September 10 in Lincoln . Representatives of state, county and 
city law enforcement gr oups will be invited to this meeting for their views on 
the guidelines and to enlis t their aid in acquainting all police o fficers with 
the guidelines . At the annual meeting of the NBA billfold size cop ies of the 
guidel ines wi l l be made available to broadcasters for members o f their s t affs . 
Also to be distributed will be billfold size cop i es of Nebraska ' s open meetings 
and open records laws. 

At this writing,· something o f a test on the open meetings law may be in the 
making . It concerns the Omaha School Board-Eddie Chambers case and attorneys 
are arguing interpretations of the law. It appears the law, as it may apply in 
this case, may be headed for a court test. 
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A CONVENTION HIGHLIGHT: JJRO.\UCAST ADVERTISING FOR RET/\ ILE RS 

The 1971 NBA convention will close 
with a luncheon Tuesday noo u, Sepl. 28, 
at which a two-man team from Co lumbus, 
Ohio, will make a presentation on how 
their advertising agency has made 
broadcast advertising pay off f or their 
retail clients . The speaker s are 
Gus K. Bowman, president, and Ronald D. 
Foth, vice president ret~il services, 
of Byer & Bowman, a Columbus advertising 
agency whi ch handles the F & R Lazarus 
Department St ore, Co lumbus, and the 
L. S. Ayres department ~t ore, Indianapolis. 

Since Mr . Bowman became president of 
the agency in 1964, it has doubled its 
billings, with a big assist from retail 

Ronald D. Foth Gus K. Bowman 

accounts . Mr , Foth is in charge of all 
broadcasting activities for the agency 's retail accounts. 
tinuity writer, producer and account executive for various 
television stations. 

He was former ly a con
Cleveland radio and 

Mr . Bowman and Mr. Foth will tell how Lazarus has increased its business 
through broadcast advertising and discuss broadcasting in its application to re
tailers of various sizes , 

The luncheon attendance will include retailers and agency executives from 
Omaha, Lincoln and other Nebraska cormnunities. 

NBA PROTESTS SRDS CHANGES FOR FM• S , SMALL MARKETS 

President Amos Eastridge of NBA wrote Standard Rate & Data Service protesting 
against changes of editorial procedures and content planned with a September ef 
fective date . SRDS announced: 

11A - For all FM stations affiliated with an AM facility in the same 
market, all duplicat ed data is scheduled for deletion. 

11 B - For all radio stations in market s of 25,000 population or less. 
SRDS editors plan to delete a ll non-essential rate and descriptive 
data , Data scheduled for deletion include program rates, program 
descriptions, coded regulations, personnel (reduced t o one name). 11 

Eastridge wrote that the changes would inconvenience the time-buyer, arres t 
the development of FM and penalize small markets, He suggested that SRDS meet 
with the National Association of Broadcasters and the Radio Advertising Bureau. 
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SCHNUELLE, LARSON ON 11 GOALS FOR NEBRASKA II COMMITTEE 

Bob Schnuelle, KGIN-TV, Grand Island, was named chairman of a steering com
mittee to develop goals fo r Nebraska, following an all day meeting of 75 public 
officials and private citizens in Lincoln Aug. 15 . Serving with Schnuelle on 
the steering committee is Roger Larson, KFOR, Lincoln. 

Other broadcasters who participated in the meeting were Amos Eastridge, 
KMTV, Omaha, president of NBA, and Jim McGaffin, public affairs director o f the 
WOW stations, Omaha. The next meeting will be held in the fall. 

Among suggestions offered at the meeting were a state slogan contest and a 
public appeal for suggested priorities, both to be spearheaded by broadcasters. 

NBA COMMENTS ON LICENSE RENEWALS AND 11CRITICIZE ME II ANNOUNCEMENTS 

The Nebraska Broadcasters Association has filed comments with the FCC in two 
proceedings that involve ascertainment of community needs and license renewal. 
NBA strongly denounces the proposed 11 eighth day announcements 11 asking the public 
for 11opinions, criticisms or suggestions 11 • NBA stated that 11 no professional pub 
lic opinion pollster would accep~ the responses to the 1eighth day announcements' 
as a true cross section of public opinion, because there is no control of the 
sample. The responses are haphazard and subject to manipulation. They should 
not be the basis of judging a station's performance11 • 

Pointing to the delays in getting license renewal, NBA says 11 it is an axiom 
that justice delayed is jus tice denied. Paraphrasing, a license delayed is a 
license damaged 11 • 

NBA continues: 11The time required for record-keeping, reporting and filing is 
already excessive. The licensee i s now swamped with paper work. The current pro 
posals would add greatly to the work load, without yielding a clue to the quality 
of performance. The proposed new forms are impersonal and computer-oriented. 
Increasingly the yardstick is tonnage, not quality. Already beset with demands 
that amount almost to blackmail, the licensee faces new uncertainties in the re
newal process if the proposals under consideration are adopted. 11 

NBA concludes with a plea for five-year licenses and for support by the FCC 
of legislation for orderly procedures, similarly to the bill proposed in 1969, but 
sidetracked when the FCC adopted new policies recently declared unlawful by a 
federal Court. 

EMBREE, BAUMGARTNER CONTROL KEYR 

The Federal Communications Commis sion announced Aug. 2 approval o f an appli
cation to transfer control of Western Nebraska Broadcasting Co., operator of KEYR , 
Terrytown from Nebraska Rural Radio Association to Guy W. Embree and Richard W. 
Baumgartn~r. Guy 11noc11 Embree has been manager of the station under former 
ownership. 

\......; 
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WJAG-FM ON AI R: KHUB-FM READYING; KFAB -FM NEW TRANSMITTER, ANTENNA 

Norfo lk got a nighttime radio service with the debut of WJAG-FM on Augus t 1, 
according to an announcement by Bob Thomas, vice president and general manager of 
the licensee corporation, Beef Empire stations . WJAG -FM will broadcast a t 
106.7 mhz, with 43,000 watts. The programming in the daytime is l argely a simul 
cast of WJAG-AM. Po st- sundown programming will feature music and sports. The 
stations will be sold jointly at the out set. 

Fremont will join the ranks of FM markets also this fall, according to 
Harry Snyder, owner of KHUB. The FCC has i ssued a CP for KHUB-FM, at 105. 5, 3 kw. 
Initially the programming will duplicate KHUB-AM, with speci alized programming 
later. The fall sign-on da t e is contingent on equipment delivery. 

Omaha' s KFAB-FM has been granted a CP to install a new transmitter and an
tenna, with remote control permitted. ERP will be 115 kw and antenna height 
500 feet. 

VFW AGAIN SPONSORS VOICE OF DEMOCRACY PROGRAM 

The Veterans of Foreign Wars and its Ladies Auxiliary have announced sponsor
ship of the 25th annual Voice o f Democracy Broadcast Scriptwriting Scho larship 
program with $22,500 in awards. The first prize is a $10,000 scholarship. This 
year ts theme is 11My Responsibility to Freedom11

• 

Originated 24 years ago by the Nat ional Associ ation of Broadcasters 
United States Office of Education, the Voice of Democracy project is now 
by the VFW groups, with t he co-operation of NAB and state associations. 
nearly 500,000 high school students competed for the five scholarships, 
shared in $330 ,000 in bonds, scholarships and awards distributed on the 
district and state levels. 

and the 
sponsored 
Last year 

and also 
lo cal, 

Las t year the second prize, a $5 ,000 college scholarship, was won by 
David H. Ahrendts, a s enior a t Kearney High School, Kearney, Nebraska. Third 
prize, worth $3,500, went to a Mitchell, S. D. youth. 

Complete information can be ob tained through the VFW department headquarters, 
PO Box 4552, Lincoln, Nebr. 68504, Area 402-434-5649. 

UN TO PUBLISH NEBRASKA PRONUNCIATION GUIDE 

The University of Nebraska at Lincoln will publish a new edition of the pro
nunciation guide to Nebraska place names, for the benefit of broadcasters, 
according t o word received from Larry Walklin, general manager of KRNU Radio and 
Associate Professor of Journali sm. Walklin and Peter Mayeux will co-ordinate 
the project. 

A rough copy of the first draft will be sent to NBA directors and members of 
the Higher Education Committee for checking in advance of publication. It is sug
gested that all Nebraska s t ation manager s check wi th their newsrooms to determine 
what place names give them trouble, and then write Walklin. 

Target date for publication i s late Sep tember, and if the schedul e i s met the 
guides will be distributed a t the NBA convention. 
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NEBRASKA THIRD HIGHEST, NAB RADIO CODE 

Forty one of the 65 commercial AM and FM radio stations in Nebraska subscribe 
to the NAB Radio Code . With 63.1% of its operating stations in the code fold, 
Nebraska ranks third highest in the nation percentage-wise. 

An interesting fact is that mid-continent stations made a clean sweep of the 
top s ix positions in percentage of code membership. The top-rank ing states, in 
order, are North Dakota, Kansas, Nebraska, Minnesota, South Dako ta and Iowa . 

ANOTHER RADIO SUCCESS STORY: KFOR 11FRESH AS A DAISY 11 

KFOR, Lincoln, received more than 150,000 entries in a contest held in con
junction with a 11 Fresh as a Daisy" c l ean-up campaign conducted April 15 through 
May 31. The purpose of the campaign was t o inspire lis teners to join in a city
wide campaign to clean up the environment. KFOR was inspired t o run the campaign 
by the Standard Oil Co ., which had a Fresh-As-A-Daisy advertising campaign 
breaking on April 15. Forty other advertisers joined to make the KFOR project 
the biggest clean-up, paint-up, fix-up ecology campaign in Lincoln history. 

In support of the campaign KFOR ran thousands of public 
The mayor issued an official Fresh-As-A-Daisy proclamation. 
connnunity organizations for meritorious work in ecology. 

service announcements. 
KFOR saluted twelve 

The station offered 350 prizes in the contest. They ranged from 5 gallons of 
gaso 1 ine to a Ford Pinto. 

Said Roger Larson, vice president and general manager of KFOR: 11 City officials, 
sponsors and listeners have all thanked us for our efforts." 

UN J SCHOOL NEWS NOTES 

Joe di Natale of KODY, North Platte, has given nearly 3,000 records plus 
several boxes of audio tape to the University of Nebraska Schoo l of Journalism for 
use by broadcasting students. This is the second such gift provided by KODY. An 
earlier shipment of t apes was sent in May. 

In response to requests the University of Nebraska broadcasting program will 
offer a correspondence course in Radio-Television Writing. This course, currently 
being prepared by Pete Mayeux, will be offered for college credit through the NU 
Extension Division in 1972 . 

Larry Walklin of NBA member s t ation KRNU and the University of Nebraska broad
casting faculty visited WJAG, Norfolk t o continue research into the early history 
of Nebraska broadcasting. Preliminary study already has included visits to Oak , 
Nebraska to compile information abo ut KFEQ when it was located in that t own and to 
Hastings to get data about Westinghouse station KFKX. 
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BITS ABOUT BROADCASTERS 

Larry Walklin, general manager of KRNU, will attend the national convention 
of the Association for Education in Journalism at Columbia, S . C., Aug . 22- 25 . 
Larry is secretary of the radio -television division of the organization •••••••••• 
Roger Lar son, KFOR, Lincoln, appeared before the Lincoln Schoo l Board in opposition 
t o cable telecasting of high school football games. The board permitted 20 tele
cas t s two years ago and last year reduced the number to ten, following a previous 
appearance by Larson. This year the number was further reduced to s i x ••••••••••• 
Myrl Jones, holder of a first class radio telephone operators license, would like 
to move from Omaha to a small er Nebraska town and return to broadcasting . For 
the pas t t en years he has been selling exercycles . He has had nearly twenty years 
of experience at KMA and KOWH as announcer and engineer. He can be reached at 
3555 No. 61st Street, Omaha, Nebr ., 68104, 402- 551-3344 •••••••••• The National Press 
Photographers Association will be represented a t the Lincoln convent i on by an 
Omahan who is national president . He is Dave Hamer, assistant news director, KMTV . 
Thus, NBA wil l have the heads of four major trade associations: NAB, AWRT, AAF and 
Hamer I s group . 

Advance Registration ••• Nebraska Broadcasters Association ••• 38th Annual Convention 
Sept . 26 - 27 - 28, 1971 - Vil l ager Motel, Lincoln, Nebr . 

To: Paul Jensen, Chairman, NBA Convention Committ ee 
c/o KOLN-TV, 40th & W Sts, Lincoln, Nebr. 68503 

Please register the following persons for the NBA Convention to be held in 
Lincoln, Nebraska , on September 26, 27, 28, 1971. 

Name 
Wife's Name, 
if a ttending 

TOTAL FEES 

Advance Registration 
Fee 

(Enclose check payable to Nebraska 
Broadcasters Associat i on) 

Stat ion or Firm;__ ___ ____________ __;N ame 
--------------

Address ----------------------
ADVANCE REGISTRATION 
Members •••• $35.00 
Wives ••••• $25.00 

REGISTRATION AT CONVENTION 
Members •••• $40.00 
Wives ••••• $30.00 

MAKE YOUR ROOM RESERVATIONS NOW - RETURN THE ATTACHED VILLAGER MOTEL RESERVATION 
CARD TO PAUL JENSEN WITH YOUR ADVANCE REGISTRATION. 
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Sunday, Sept. 26 

~ :ternoon 
' ~ Golf, Hillcrest Country Club 

6: 30 PM 
Reception, hosted by Knights of Ak-Sar-Ben 

7: 30 PM 
Dinner, Villager Motel, with Ak-Sar-Ben 
Awards presentation, award to Nebraska 
Broadcaster of the Year, and Remarks by 
Chairman Dean Burch & Governor J J Exon. 

Open House 

Monday, Sept. 27 

Breakfast, hosted by Associated Press 

Morning Session, 9:00 AM 

The Honorable Dean Burch, Chairman, Federal 
Communications Commission, Remarks, followed 
by question-and-answer period. 

Panel: News, public affairs & editorializing 

Mrs. Marianne Campbell, President, American 
Women in Radio and Television, Remarks, fol
lowed by question-and-answer period. 

Gro up meetings 

Luncheon 
Speaker, Howard Bell, President, American 
Advertising Federation, with members of 
Lincoln and Omaha Advertising Clubs as 
special guests. 

Afternoon 
Panel, Our Work in Washington, keynoted by 
Richard w. Chapin, Chairman, Joint Boards, 
Nat ional Association of Broadcasters 

Panel: Promotion Ideas That Sell 

Report, World Administrative Radio Con
ference, A. James Ebel, KOLN-TV/KGIN-TV 

Presentation: Use of the Telephone in Remotes 

Evening 
Cocktail party, hosted by Northwestern Bell 

.-....,__ Telephone Company 
Dinner, Nebraska Club, Speaker, the Honorable 
Carl T. Curtis, U.S. Senator from Nebraska 

Tuesday, Sept. 28 

Breakfast, hosted by United Press Int. 

Business Meeting 

Luncheon, George Bowman and Ronald D. Foth, 
Byer & Bowman Adv. Agency, Columbus, O., 
presentation on 11How the Lazarus Department 
Store Uses Radio and Television''. 
Special Guests, Lincoln & Omaha Ad Clubs 

Prize Drawings 

2 PM Adjournment 

(SPECIAL NOTE: Big Red Nebraska, Number One 
football team in the nation in 1970, plays 
Texas A & Mat Lincoln, Saturday, Sept. 25) 

Ladies invited to all events. 

Pre-Registration fee: 
$35 members, $25 wives 

Registration fee at desk: 
$40 members, $30 wives 

Convention Arrangements Chairman: 
Paul Jensen 
KOLN-TV 
40th & W Streets 
Lincoln, Nebraska 68503 
Telephone: (402) 434-8251 



#6 OF A SERIES 

SMOOTH SELLING 
by George N . Kohn, Marketing Consultant 

SELLING GOODWILL 
Goodwill is the most elusive element 

in salesmanship. 
You can't wrap it, carry it, order it, 

service it, ship it or store it. Yet, it is 
one of the salesman's most precious 
assets. 

The goodwill of a business is a com
monly accepted asset that may be 
worth millions of dollars when the 
company is sold. 

A salesman's goodwill is just as im
portant and also carries a dollars and 
cents value. The amount of goodwill 
you carry into your selling will often 
determine whether you are a $10,000 
or $50,000 a year man. 

Full Time Job 

Building goodwill is a full-time job. 
lt isn't something you turn off when 
the sale is closed. Goodwill continues 
throughout your entire connection with 
the c ustomer. 

If you're in doubt about the impor
tance of goodwill, look around you. l t 
manifests itself in all kinds of huma n 
endeavor. International diplomacy de
pends largely on goodwill among na
tions. Politicians run on the strength of 
the goodwill they have established with 
voters. 

Your company and thousands of 
other firms spend millions of dollars to 
create goodwill among customers, the 
public and stockholders. Corporations 
buy uniforms for the school band, con
tribute to local charities, supply speak
ers for various events and offer their 
facilities for community use. 

Customer's Interest First 

For the salesman, goodwill can be 
spelled out in three ways: 

1. Putting the customer's interests 
first. 

2. Working with the customer. 
3. Remembering to do the little 

things that make the customer 
remember you. 

First off you must impress on the 
buyer that you have his interest upper
most in mind. You are in a service oc
cupation. It's not the same as sitting 
behind a desk from nine to five or 
punching a time clock. The customer 
must be your constant pre-occupation 
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to the point that you think of him dur
ing off hours as well as on calls. 

Personol Touch 

Goodwill is doing favors for cus
tomers, but it's also a lot o f other 
things. 

It's sending the customer a card 
when he's sick, had a baby o r on 
ho lidays. 

it's admiring that stuffed marlin on 
his wall. 

It's a congratulatory note when he's 
passed a business milestone. 

It's small talk about his golf game or 
bowling score. 

Some salesmen hurry in and out of 
a buyer's office as if it were on fire. 
Even if you don't get an order, don't 
scamper for the door. Chat with the 
prospect for a while. The time you 
spend with h im may one day net you 
a fat commission. 

Sympathize with his special prob
lems, comment on his new suit. Let 
him know that sale or no sales you 
stand ready to serve him at all times. 
Treat the non-buyer with the same re
spect and deference that you would a 
customer who dumps a $100,000 order 
into your lap. 

Word of Goodwill Spreads 

Goodwill is a quality that will pre
cede the salesman who practices it. 

Take the case of Andy Derren. He 
was transferred from an eastern to a 
southwestern territory in a complex 
company shuffle. 

Andy has commanded a loyal band 
of customers in his old district and he 
was downhearted and bitter about leav
ing it. He almost quit. But he stayed on 
and was glad he did. During his first 
week in the new territory he was pleas
antly surprised to find that several 
prospects and customers knew him by 
reputation and were ready to do busi
ness with him. 

"One man," Andy recalled, "actually 
promised to line up other customers for 
me. That really gave me a good feel
ing." 

This did not happen by accident. He 
had earned it through the goodwill he 
had created over the years. 

Don't Hit and Run 

The salesman who hits and runs is 
destroying any goodwill his company 
may have created. Selling the merchan
dise is only the first step. You must fol
low through to make sure the product 
was delivered on schedule, that the bill 
ing was correct and that the customer 
is entire ly satisfied. 

Customer Confidence 

Keep a scrapbook of the stuff you 
gather. It makes a fine reference source 
to call on when you need it most. T his 
can be studied before going on a call, at 
lunch, o r while you're waiting in recep
tion rooms. Time is precious to a sales
man. Don' t waste it. 

You also cement goodwill by re
respecting a customer's confidence, 
being truthful with him, d isplaying tact 
and courtesy wi th recalcitrant buyers 
and conducting yourself at all t imes 
like a gentleman. 

Another exercise in futi lity is to 
make bum excuses for a job not well 
done. If deliveries fail to arrive on 
schedule or goods are damaged, admit 
the fumble and take the blame-even if 
you are blameless. You may lose a 
customer; that's the risk you take. But 
there is a better than even chance you'll 
command his admiration and respect 
for evermore. Bad breaks and acci
dents can happen and a customer 
knows it. But, he won't forgive a sales
man trying to weasel out of a bad situ
ation with tired, unconvincing stories. 

H ave you ever wondered what kind 
of a goodwill purveyor you are. H ere's 
a little exercise to help you find out. 
Answer nine or more "yes" and your 
goodwill capacity is pretty high. 

Anybody For Goodwill? 
1. Do I keep an anniversary and Christmas 

card list of my clients? Yes □ No □ 
2. Do I listen as well as talk during an inter-

view? Yes □ No D 
3. Do I spend time with a prospect even 

though he won't buy? Yes □ No □ 
4. Do I think of ways to improve a customer's 

profits? Yes D No D 
5. Do I aeree with customers when they have 

a legitimate gripe? Yes D No D 
6. Do I study references that may give me 

helpful hints for customers? Y.e.s □ No □ 
7. Do I try to see the customer's situation as 

he sees it? Yes D No D 
8. If a customer's son graduated from college, 

would I write or wire him congratulations? 
Yes D No D 

9. Do I use company sales aids to build good-
will? Yes D No D 

10. Do I refrain from knocking competition? 
Yes D No D 

11. Do I avoid weak excuses for poor perform-
ance? Yes D No D 

12. Do I make absolutely sure the prospect un
derstands the proposition and product? 

Yes □ No D 

R EPRINTS FOR YOUR SALESM EN ... this is a condensed vers ion. 
~ch lesson is _availn~Jc in a n expanded form, in a 4-pnire broch ure, 
s ize 8½xll, printed m 2 colors on white g lossy nar>er and is 3-hole 
pun~hed _to fit any s tandard 3-ring binder. Each subject in this expanded 
version 1s fu1ly and completely developed in comprehensive detail and 
includes a self-examination quiz for Salesmen. Prices are as follows : 

Consultants. Sales Training Division , Depni-tment TP, 212 Fifth Avenue, 
New York, N.Y. 10010. 

1 to S copico (of each article) •. . , , .. , •. , ... , . •. . .... , ... 60 cent• each 
10 to 49 copies (of each article) .. . . ... , .. . • . , . • ... .. , . 37½ cents each 
50 to 99 copies (of each a rticle) , . . .......... • . , . . . .. .. .. 30 cents ench 

JOO or more copies (of cnch article) ...... .... .... . ....... 25 cents (!ach 

The entir e series may be pre-ordered 01· individual articles may be ordered 
by numoor . , . address orders to the George N. Kahn Co .• Marketing 

Listed here are the tltes of the first 12 lessons in the "Smooth Selling" 
Sales Training Course. 

l. T h e Saletnta n is a V ,l.P. 
2. Are You A Saleaman ! 
3. Ge, Ac<1ualn1ed Wt1h 

Your Company 
~t.. You're O n S tage 
5. You Can•t Fire With out 

Ammunitio n 

6. Y o u Are A Goodwill S:1lesm:1n . Too 
7 . C losin g The Sa le 
8. How To Set Up An lnte rvi@.w 
9, llelaxlng 0etween R o unds 

10 . T he Compe1l1io n 
I J. Taking A Ris k 
12. P laying TI1e Short Came 

Note: For expanded version see 
informaiion on back of ,his page. ~ 



ORDER FORM FOR "SMOOTH SElllNG" SAlES TRAINING COURSE 
EXPANDED VERSION 

Sales Training Division 

GEORGE N. KAHN COMPANY, INC. 
212 Fifth Avenue 
New York, New York 10010 

USE BOX BELOW TO INDICATE TOTAL NUMBER OF 
COMPLETE SETS WANTED. 

PLEASE SEND US 

I COMPLETE SETS OF SERIES 
'------'· ARTICLES # 1 TO # 1 2 

To Order Individual Articln Please Fill In Boxes Below: 

QUANTITY QUANTITY 

#1. THE SALESMAN IS A V.I.P. #7, CLOSING THE SALE 

#2, ARE YOU A SALESMAN? # 8. HOW TO SET UP AN INTERVIEW 

#3, GET ACQUAINTED WITH YOUR COMPANY # 9. RELAXING BETWEEN ROUNDS 

# 4, YOU'RE ON STAGE # 10. THE COMPETITION 

#5, YOU CAN'T FIRE WITHOUT AMMUNITION # 11 . TAKING A RISK 

#6. YOU ARE A GOODWILL SALESMAN, TOO # 12. PLAYING THE SHORT GAME 

Prices are: 1-9 copies (of each artic le) 
10-49 copies (of each article) 

50 cents each 
37½ cents each 

50-99 copies (of each art icle) 30 cents each 
100 or more copies (of each artic le) 25 cents each 

EXPANDED VERSION 
Each lesson is available in an expanded form, in a 4-page brochure, size 8½ xl 1, printed in 2 colors on 
white glossy paper and is 3-hole punched to fit any standard 3-ring binder. Each subject in this expanded 
version is fully and completely developed in comprehensive detail and includes a self-examination quiz 
for Salesmen. The entire series may be pre-ordered or individual articles may be ordered by number. 

FIRM NAME------ ----------- ------- - --- ------

ADDRESS--- ------------ --- ----- ---- --------

CITY------------- --------STATE-------- - ------

OFFICIAL'S NAME ________ _________ _ __ TITLE-- - ------- - -

ABOUT 
THE 

AUTHOR 

MR. KAH N Is the Ch ai rman of th e Board of the George N. Kahn Company, a firm of Marketing and Sales Training Consultants. 
W i th more t han 25 years of market ing and selling experience M r . Kah n w r ites and lectures extensiv ely. Suc h p u blicat ions 

as THE: HARVARD BUSINESS REVIEW, FORTUNE:, SALES MANAGEMENT, THE NEW YORK TI M ES, IN DUSTRIAL MARKETING 
AND PRINTERS IN K have carried articles by or about him. His book THE: 36 B IGGEST MISTAKES SAL ESMEN MAKE AND HOW 
TO CORRECT TH EM h as been a best seller. 

Mr. Kahn is also t h e publisher of a series of Greeting Cards used by salesmen to maneuver in a number of sticky selling 
sit uat ion s. These colorful _cartoon:type cards deal w it h such subjects a s: pressing for an order; act ivating dormant account s; 
salvag ing lost sales; reach ing e lusive buyers. 

The George N Kahn Company publishes a syndicated monthl y house organ bearing a g iven firm 's imprint , it is m ailed to 
customers p rospect s, stockholders, etc. to build goodwill and promot e sales. 

The Sales Training Division of the George N. Kah n Company conducts sales training seminars and also provid es guest 
speakers tor annual and sem i -annual sales meeti ngs and conventions. 

.....______, 

Pr,nle d in US.A 

I 


