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PRESIDENT IS 

Now is ime to,,mark your calendar 
for the 1971 NBA Convention, September 26-28 
at the yill ger Motel complex in Lincoln. 

Under the able direction of convention 
chairman Paul Jensen, his cormnittee and your 
board of directors, the program is about 90% 
complete. 

On Sunday evening, the highlight will 
be an address by FCC Chairman Dean Burch. 
The 11 Nebraska Broadcaster of the Year 11 award 
and the Ak-Sar-Ben Community Service awards 
are also scheduled for that night. 

Not so incidentally, be sure to send at 

JUNE/JULY 1971 

CHAPIN ELECTED 
NAB CHIEF 

least two photos with your Ak-Sar-Ben entry See Story, Page 3 
this year. There will be a multi-screen 
slide presentation (courtesy of Bob Schnuelle and associates) including all en
tries. If the entry cannot be documented with pictures, send some shots of the 
station. 

Back to the convention. On Monday Noon, we will meet with members of the 
Omaha and Lincoln Advertising Clubs to hear Howard Bell, president of the Ameri
can Advertising Federation. Also on Monday, we 111 hear from Marianne B. Campbell, 
president of American Women in Radio and Television. Monday night, our speaker 
will be Senator Carl T. Curtis. 

The presentation Tuesday noon has been a highlight of several state meetings. 
lt 1s a dramatic presentation about a major retailer 1s marriage to broadcasting 
called 11 How The Lazarus Department Store Uses Radio and TelevisionN. 

The 1971 convention will also include sessions on news, public affairs and 
editorializing with emphasis on responding to the findings of your ascertainment 
labors and on promotion ideas that sell. 

Needless to say, there will be a fair amount of social activities as well. 
You 111 be getting your convention registration form soon. 

AMOS EASTRIDGE 
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EASTRIDGE TO ATTEND WEATHER SERVICE MEETING 

Amos Eastridge, president of NBA, wil l attend a one-day meeting with of
ficials of the National Weather Service on July 23 in Kansas City , Mo., for the 
purpose of discussing i mp roved service to broadcasters and better utilization 
of present services. Eastridge has invited presidents of fourteen state broad
caster associations to attend, and most will do so. 

Accord ing to a Department of Commerce offic ial who worked with Eastr idge 
in setting up the meeting, Kansas City is the hub of weather communications for 
the United States, as well as the location of the Severe Storms Center and head 
quarters of the Central Region. 

Eas tridge said that "emphasis will be on improved distribution of NWS 
products, discussion of some products broadcasters may not need and other prod
ucts that should be made available." He urged NBA members to send him sug
ges tions on how weather information service can be improved. Write President 
Amos by July 20, KMTV, Omaha. 

FCC CONS IDERING SIX NEBRASKA CHANGES 

The Federal Communications Commission i s cons idering six Nebraska applica
tions, two of them involving the Scottsbluff-Gering area. Duhamel Br oadcasting 
Enterprises of Rapid City, S. D. has asked for permission to move KDUH studios 
from Hay Springs, Nebr. to Scottsbluff . Nebraska Rural Radio Association has 
proposed transfer of control of KEYR to Guy Embree and Richard Baumgartner. 

James E. Kamas, president of Capitol Broadcasting Inc,, Lincoln, announced 
sale of KROA-FM, Aurora, to a group of local business men, including Herbert A, 
Roszhart, Jr., present manager, and State Senator Maurice A, Kremer, The sale 
is subject to FCC approval. 

And Wayne State Co llege has filed for an educational FM station, to operate 
on 91 ,9 megacycles. 

Still pending is the application of t he Beef Empire Gr oup to sell KVSH, 
Valentine, and KCSR, Chadron, to a group o f Wyoming broadcasters (see May, 1971 
Newsletter), 

The Commiss ion issued a construction permit for the new FM station at the 
Univer s ity of Nebraska at Omaha, at 90.7 on the dial, with 2,500 watts, Cal l 
letters will be KVNO . 

GOV. EXON PLANS ARBOR DAY CENTENNIAL 

Governo r J, James Exon has invited NBA to 
plan the observance of the centennial of Arbor 
the firs t planning session at Lincoln July 1. 
by Frank Fogarty. 

be represented on a committee to 
Day in 1972 . The governor held 
NBA was represented at the meeting 

Arbor Day was started in Nebraska, by a Nebraskan, J, Sterling Morton of Ne
braska City, According to Gov, Exon the cent ennial will be observed nationally. 
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CHAP IN NEW CHAIRMAN NAB 

Richard Chap in, president of Stuart Enterprises, Lincoln, was elected chair
man of the National Asso ciation of Broadcasters board of directors in a Washington 
meeting June 29, In the post he will be chairman of the joint radio and tele
vision boards, comprising 44 members. He will also be chairman of the executive 
cormnittee. He has served eight years on the radio board, the past two as chairman. 

Chapin has had a meteoric career in broadcasting, which he entered only 
eighteen years ago, after chamber of cormnerce executive experience in Atlantic, 
Iowa, and Lincoln. Stuart Enterprises has six midwestern radio stations, the 
Imperial Outdoor Advertising Co,, with plants in Lincoln and Omaha, two newspapers, 
an insurance company and major ho ldings in real estate. 

Dick served the Nebraska Broadcasters Association eight years as director , 
secretary-treasurer and president, in addition to numerous committee ass i gnments. 
In 1969 NBA conferred the 11Distinguished Nebraskan in Broadcasting Award 11 on h i m. 

The new NAB leader has also invested his organization genius in other projects. 
He is chairman of the Lincoln auditorium advisory cormnittee, a member of the Lincoln 
Ai rport Authority and a member of the University of Nebraska board of trustees. He 
was selected as Lincoln's Advertising Man of the Year in 1971, and is a director of 
two banks . 

Chapin is a native of Lincoln, a University of Nebraska graduate, and an 
infantry and air force veteran. Dick and Jacqueline Chapin have been married 
22 years and have two children. 

KLE IN RAPS FTC MOVES 

Herbert Klein, the administration 1 s communications director, told an Arkansas 
audience lately that a recent move by the Federal Trade Commission to require ad
vertisers to prove their claims posed a precedent-setting danger to a free press. 
The FTC plan, said Klein, 11will lead toward further restrictions on an economic 
basis of the press and broadcast media 11 • He labelled the plan a 11very great danger 
to a free press 11 • 

Klein was also critical of the FTC hearings scheduled for t his fall by the FTC 
on the effect of advertising on the consumer. 11 1 decry this type of operation 11 , 

sa id Klein. 11 l t is a move against a free press and should be opposed by both the 
print and broadcast media as a step which can lead in a changing world to changing 
regulations which would be to the detriment of the free press 11 • 

NBA BOARD MEETS JULY 29 

The Nebraska Broadcasters Association board of directors will meet at t he 
Hilton Hotel, Omaha, Thursday, July 29, with dinner at 6 PM. Al l NBA members are 
invit ed to attend board meetings, but dinner reservations must be made in advance. 
Al so, members are urged to send the executive secretary a letter on anything they 
may wish to have the board discuss. 
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NAB BANS ABORTION COMMERCIALS 

The Radi o Board of the National Association of Broadcasters has voted to 
prohibit radio advert i sing for paid abo rtion referral services. The ban, 
recommended by NAB1 s Radio Code Board, would no t rule out public service an
nouncements concerning sex education or population control . 

I S D OF A SUPPORTING CATV? 

A Nebraska broadcaster has written a high official o f the Department of 
Agriculture to check on a report that the Department i s promoting cable tele
vision . His letter says in part: 

11 1 have jus t read the Straus editors report da te, June 28th , 1971, 
Numb er 102. The lead off is a story about the White House delib
erat i ons regarding cable. A direct quote from the second paragraph 
of that editorial is t hat information chiefs from Agriculture, 
Commerce, HEW, and Labor will boost cable media by reporting that 
they are using it successfully , inexpensively t o pitch their public 
service messages . 

11You have been in radio and television 
larly active in the agriculture f ield. 
question; did any one ever do more for 
radio and television? 

for many , many years,particu
Let me a sk you a simple 

Agriculture than commercial 

11 1 can 1 t believe that you would let t he Agriculture Department be 
so mis-informed as to take a stand for CATV. I n t he first place, 
as knowledgeable as you are in th is instance, I am sure you are 
aware that the CATV operators are not about t o spend money to take 
CATV into the farm communities. They have t o have a mass market 
close to their headquarters in order to keep t heir installation 
charges at a bare minimum. 11 

President Nixon recently appointed a high level committee 11 to develop a 
comprehensive policy with regard to cable television11 • It included the secre:.. 
taries of Health , Education & Welfar e , Housing & Urban Development and Commerce. 
A notable omission is the Secretary o f Agriculture. Thus, agriculture, which has 
the most to lose from the crippling of free broadcasting by CATV, is unr epresented. 

"GOALS FOR NEBRASK.A 11 MEETING CALLED JULY 15 

Members of the NBA are invited to attend a 11 Goals for Nebraska" meeting to 
be sponsored by the League of Nebraska Municipalities, in the Cornhusker Hotel , 
Linco ln, Thursday , J uly 15, starting at 9:30 AM, with adjournment planned at 5 PM . 

According to Del Rasmussen, executive secretary-treas urer of the League, 
letters of invitation are going to 95 mayors, the 93 county board chairmen, state 
senators, chamber of commerce personnel and representatives of broadcasting and 
newspapers . 

The morning will be devo ted t o a general session, and the afternoon to group 
discussions o f priorities for the development of Nebraska. A standing committee 
will be elected fo r the ongoing work. 
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AK- SAR- BEN WILL AGAIN OFFER AWARDS 

The Knights of Ak-Sar-Ben will again offer awards for community service by 
member stat i ons of the Nebraska Br oadcasters Association, according to an an
nouncement by A, James Ebel, v i ce president of KOLN-TV/KGI N-TV, and chairman of 
the NBA Public Relations Committee. 

Details of the Ak-Sar-Ben competition were mailed to member stations 
July 1, Ebel said, Included in the mailing were synopses of last year's entries 
and the 1971 entry blank. Judging wi ll be done by a panel of judges chosen by 
Ak- Sar-Ben. 

The winner in the television competition will receive a plaque and a check 
for $100, which it will present to a local organization of its own selection. 
The runner-up will receive a citation. 

The radio winner will a l so receive a plaque and a $100 check, and there will 
be two citations on the radio side. 

Ebel stressed the importance of including st il l pictures with entries. All 
entries, with pictures, wil l be included in a sl ide presentation to be shown at 
the opening banquet of the convention in the Villager Motel, Lincoln, Sunday, 
September 26. Winners will be announced at the same time. FCC Chairman Dean 
Burch will be speaker of the evening. 

NBA COMMENTS, CHILDREN 1S PROGRAMMING AND ADVERTISING 

The NBA has filed comments in FCC Docket 19142, under which television l i
censees would be required to devote 14 hours per week to children's programming 
at various hours of the day, including prime time. No commercials would be 
allowed in or adjacent to children 's programming. The Nebraska Broadcasters Asso
ciation summarized its position as follows: 

11lt is difficult, almost impossible, to define children I s programming. 
Inevitably criticisms and disagreements will arise which the FCC wil l 
have to adjudicate . When the FCC faces these decisions, it will be 
involved in programming decisions. The practice of pre-empting 
s t ation time for a s ingle age group would logically spread to other age 
groups and categories of viewers. Networks, licensees and advertisers 
have already embarked on a course of improvement and self-regulation . 
Parents have the prime r espons ibility of monitoring their children's 
viewing, and can be trusted t o do so . The actions requested in these 
proceedings strike at the very foundation of American f ree broadcasting 
by pre-empting revenue-producing time for a government-dictated pur
pose. For these reasons, NBA petitions the FCC to dismiss the petitions 
incorporated in this docket. 11 

KMA 1 s WILLIAMS TO KMTV 

~ Norman W. Will iams will be business manager of KMTV as of July 19, according 
to an announcement by Owen Saddler, executive vice president of the May Broad
casting Co ., station owner . Williams is a twenty-year veteran with May . He has 
been managing KMA, Shenandoah, and i s currently president of the Iowa Broadcasters 
Assoc iation. 
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FCC: YOU MUST REPORT TRADE-OUTS AND BROKERAGE! 

A Nebraska broadcaster has shared with the executive secretary's office an 
advisory from his Washington legal counsel stressing the impor t ance of reporting 
as revenue the value of merchandise and services received in '1tradeout" deals in 
return for the broadcasting of advertising . The disclosure must be made on 
Form 324, the annual financial report. 

Al so, the Connnission ruled that if the station allows the supplier to re
sel l the time, the transaction is a reportable brokerage agreement. Such agree
ments must be reported within 30 days of execution. 

The Connnission subjected two stations to substantial fines for violations of 
trade-out and brokerage rules. 

U.S. CHAMBER OPPOSES MEDIA DISCRIMINATION 

The Chamber of Commerce of the United States last week wrote a Senate sub
connnittee considering polit i cal campaign legislation opposing imposition of 
spendi ng limits on media, but said that i f limits are pl aced on the media they 
should be applied equally to all media. The Chamber a l so opposed: 

1) Free or reduced rates for political broadcasts and 

2) Free or reduced postage f~r political purposes. 

The Chamber endorsed: 

1 ) Broadening the base of political contributions through 
tax deductions (but not tax credits). 

2) Repeal of Sec. 315 of the Communications Act or 
suspension for presidential and vice president ial candidates. 

3) Full disclosure of campaign contributions and expenditures . 

4) Shortening of campaigns and consequent reduction of expendi
tures by scheduling party conventions later in the year . 

Frank Fogarty, NBA executive secretary, is a member and past chai rman of the 
Nat i onal Chamber's Cormnunications Connnittee, which shaped most of the Chamber's 
campaign policies. 

QUOTEWORTHY 

Richard Wiley, FCC General Counsel: "How much discrimi nation---compared to 
the treatment accorded the nonregulated print media---can this industry (broad
casting) be expected to assume? ••••••• If a product can be advertised on radio and 
television only when accompanied by a countering message on some supposedly rele
vant public issue, businessmen who use a mass cormnunications medium to sell their 
goods and services wil l find another outlet for their advertising dollar---and '-' 
presumably an unregulated one." 
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NBA CONVENTION IN LINCOLN SEPT. 26-28 

The 38th annual convention of the Nebraska Broadcasters Association will be 
held in the Villager Motel, Lincoln, Nebr., Sunday, Monday & Tuesday, Sept. 26, 
27 and 28. Among the featured speakers are the Honorable Dean Burch, chairman of 
the Federal Communications Commission, Richard Chapin, chairman of the National 
Association of Broadcasters Board, United States Senator Carl Curtis of Nebraska, 
Howard Bell, president of the American Advertising Federation, Miss Marianne 
Campbell, Cincinnati, o., president of the American Women in Radio and Television, 
and Gus Bowman of the Byer and Bowman advertising agency, Columbus, O., which has 
the Lazarus Department Store account, a heavy user of radio and television time. 

All active and associate members of NBA, together with their families and 
staffs, are invited to the convention. Pre-registration blanks will be mailed in 
mid-July. 

NBA has been able to get a small block of tickets for the University of 
Nebraska--Texas A & M game, to be played in Lincoln Saturday, Sept. 25. They are 
available only to those attending the convention and will be dispensed in the 
order requests are received by Paul Jensen, KOLN-TV, Lincoln, chairman of the 
convention arrangements committee. The tickets are $6.00 each. 

Members of the Lincoln and Omaha Advertising Clubs will be invited to the 
Monday and Tuesday luncheons, at which Mr. Bell and Mr. Bowman will be the speakers. 

Serving with Paul Jensen on the convention arrangements committee are: 
Roger Larson (Board Member), KFOR; Harvey Swenson, KLMS; James Kamas, KWHG-FM; 
Orv Koch, Stuart Broadcasting; Marc Howard, KLIN AM-FM; Larry Walklin, KRNU; 
Pete Mayeux, KRNU; Robert Van Neste, U of N-Lincoln; Jim Vanderslice, Lincoln 
Telephone & Telegraph. 

NEBRASKA BROADCASTERS' SCHOLARSHIPS AWARDED 

Albert Sass of Grand Island has been awarded the 1971 Nebraska Broadcasters 
Association scholarship. This $250 scholarship is awarded annually to a Nebraska 
high school senior who will become a freshman broadcasting major at the University 
of Nebraska--Lincoln. The scholarship is awarded to a student with an outstanding 
high school record who has impressive scores on university tests and who demon
strates an interest in a career in Nebraska broadcasting. During his senior year 
at Grand Island Northwest High School, Sass was employed by NBA member station 
KMMJ as a part-time announcer. 

Other broadcasting scholarships awarded were: 

Offered by 
Stuart Stations ($264) 
Beef Empire Stations ($264) 
KOLN-TV/KGIN-TV ($250 each) 

Recipient 
Robert Krecklow, Beatrice 
Richard Janda, Ord 
Douglas Parrott, Elkhorn, 
Annette Brown, Omaha 

KLIN AM & FM ($200) Mary Cariotto, Lincoln 

and 

Norris Heineman Memorial ($130) Nance Herman, Omaha 
Ronald Dale Miller Memorial ($100) Mike Wirth, Nebraska City 
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J SCHOOL NOTES 

Three recent broadcasting graduates of the University o f Nebraska-Lincoln 
have accepted positions with NBA member stations. Nancy Dunn of Ralston is a 
member of the traffic department staff at KETV, Omaha. Kent Pavelka o f Lincoln 
jo ins KHUB, Fremont, in a sports-sales position. Linda Baldwin of Mitchell, 
South Dakota i s with KOLN-TV/KGIN-TV news in Linco ln •••••••••• Another NBA member 
s t at i on has s tarted participation in the broadcasting intern program a t t he 
University of Nebraska-Lincoln. Scottsbluff television station KSTF (TV) has 
entered the program with Douglas Brooker o f Omaha as the 1971 intern. 

EMPLOYMENT CORNER 

Employment Applications Received by NBA. 
viewed by NBA, and no references were checked. 
please contact him direct. 

None of t he job-s eekers were i nter 
If yo u wish t o consider appl icant , 

William I. Harper - 1816 Plaza Del Amo #4, Torrance, Calif. (213) 328-6841 or 
(21 3) 328-8780. 3 years experience in DJ, News, Sales, Sports. Age 30. Married, 
one child. First Class License . 

Br adl ey Carr - 790 Grand Concourse, New York, N.Y. 10451. Gradua ted University o f 
Missouri Journalism, June 1971. News editor and spo rts director, KTGR AM-FM, 
Columbi a , Mo. Television experience (news-writer, photographer) on University 
s t at ion, KOMU-TV. 

L. Bruce Barley - 5857 Fontana, Fairway, Kans. (913) 432-7004. Gradua t e , Uni
versity of Kansas , degree in broadcast journal i sm, June 1971. Radio experience a t 
KLWN, Lawrence, Kans., WREN, Topeka, KKOY, Chanute, KAKE-TV, Wichita. Announcer , 
newsman, engineer (first class license) and sales. 

Denni s Tucker - 9 Andria Road, Mattapan, Boston, Mass. Wants radio announcing . 
Three years college training, majoring in radio-TV. 

John c. Hudgens - 1816 So . Erie, Russellville, Ark. 72801. (501) 967-5659 . Now 
ass i s tant news director, Arkan sas s t a tion. Play-by-play and color sports . Has 
conducted talk program, DJ, MOR and rock. Will send t apes and references. 

Mike Reilly - 1701 Devoe, Lincoln, Nebr. (402) 489-5194 . Career Academy , S.F. Calif. 
Age 22. Position obj ective : "staff announcer, account manager." 

(Miss) Vivian Guarino - 147-30 Barclay Ave., Flushing, N.Y. Age 25. Si ngl e . Gr aduate 
Brentwood College and of licensed Schoo l of Broadcasting and Anno uncing, New York 
City . Obj ective: staff announcer or DJ. 

Terry L. Glaze - 606 So. 6th St., Broken Bow, Nebr. Gr aduat e, Brown Institute of 
Broadcasting & Announcing, Mpls, Minn. Objective: 11progr anming and anno uncing", 
Firs t class licens e . Announcing experience, KRGI, KCNI,KICS and KTCH. Age 23 . 

Brian Johnson - 16049 L St., Apt. D, Mojave, Calif. Hollis Francis, WJAG, Norfolk, 
has his application blank, but had no opening and returned hi s t ape . 

(Mrs) Lorraine Kaplan - 1408 Paseo Del Mar, San Pedro, Calif 90731. (213) 279-1939 . 
Wi dow. Native Ornahan. Graduate University of Omaha, Evelyn Woods Reading Dynamics. 
Comp l eted Career Academy of Broadcasting, L.A. Interested in radio commercials, '---' 
n ews, sales, television --- 11whatever 11 • Will live anywhere. 



The Hottest Ticket in Town! 

NO. 1 TEX AS SEPT. 1 9 7 1 

Through the courtesy of James Pittenger, Uni versity of Nebraska Tickets 

Manager, the Nebraska Broadcasters Association has secured a limited number 

of tickets to the Nebraska--Texas A & M football game in Lincoln on Saturday, 

Sept. 25, the day before our annual convention in the same city. These seats 

are available only to members registering at t he convention, and their wives. 

Your orders will be filled on a first come, fir s t served basis . There is an 

absolute limit of four tickets to a station, and we may have to ration even 

more tightly. 

NBA members planning to attend the convention and wishing tickets sho uld 

fill out the form below and send it to Bob Van Neste, Public Relations Dept., 

Administration Building, University of Nebraska, Lincoln 68508. With the 

ticket order form you must send check or money order . Tickets are six dollars 

($6.00) each. Checks should be made payable to the N~braska Broadcasters 

Association. DO IT NOW TO AVOID DISAPPOINTMENT! Money will be refunded if 

ticket supply is exhausted. 

Mr. Bob Van Neste, Public Relations Dept., University of Nebraska, 
Administration Bldg., Lincoln, Nebr. 68508 

Please reserve ---- tickets for the Nebraska--Texas A & M football game 

in Lincoln on Saturday, Sept. 25 . Enclosed is check for$ ---- to cover 

the cost of the tickets at $6 .00 ea~h. 

Your Name ---------------------------------
St at ion (or Business Affiliation if Associate Member) -----------
Street or Box Number ------------- City _______ Zip __ _ 

Date ----------------
(Signed) _____________ _ 
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# 5 OF A SERIES 

SMOOTH SELLING 
by George N. Kahn, Marketing Consultant 

© 1907 Geor ge N . K a li>, 

YOU CAN'T FIRE WITHOUT AMMUNITION 
A well-prepared salesman inspires 

buyer confidence. 

Every move you make in a pros
pect's office must reflect thorough or
ganization and planning. The way you 
handle a presentation or demonstration 
will often determine whether you get 
the order or the brush-off. 

One way to be convinced of the 
value of preparation is to be on the 
buyer's side of the desk. This happened 
to me recently when I purchased a 
transistor radio. 

The salesman handed me an expen
sive model reputed to be one of the best 
in the world. But there was just one 
thing wrong when I turned it on: The 
radio would not play. 

The clerk, flushed with embarrass
ment, grabbed the instrument from me 
;ind started fiddling with it. He was so 
nervous he dropped the radio while 
trying vainly to get the case open. I 
was rapidly losing confidence in both 
the transistor and the salesman. 

In desperation, the man finally sum
moned over another clerk. The latter 
took one look at the radio and then 
fixed it with such speed and dexterity 
that it was a pleasure to watch him. 
The only thing wrong with the tran
sistor was that the battery was upside 
down. 

What impressed-and sold- me was 
that the second man knew what he was 
doing. The first salesman obviously had 
never even tried to learn how this prod
uct worked. It had apparently never 
occurred to him that even reputable 
merchandise needs expert presentation. 

The Buyer's Viewpoint 

When you make a call unprepared, 
you're not only abusing the hospitality 
of the buyer, but you are costing him 
valuable time. He has given you an 
audience because he hopes you can 
help him. A fumbling, maladroit sales 
talk will send you out of his office with
out an order. 

One of my first customers taught me 
a lesson I never forgot. I was young, 
brimming with enthusiasm, but I 
counted too much on exuberance to 
carry me through. 

This buyer, a man about 60 years 
old, heard me out. Then he looked at 
his watch. 

" Youngman," he said, "you've taken 
up a half hour of my time with no 
profit to me and certainly none to you. 
You' ll be permitted one more visit 
here, but next time you will have only 
15 minutes to make your presentation. 
If it isn't any better than today's, you 
wi ll not be welcome here again." 

I resented the way he talked to me, 
but later I decided the man had done 
me a favor. I spent the next two weeks 
boning up on every facet of his com
pany and the application of my prod
uct to his special needs. I went back to 
the buyer's office and delivered my 
sales talk in 12 minutes. 

The prospect gave me a substantial 
order. 

Avoid Embarrassment 

Some prospects may not give you a 
second chance. But it's a risk you don't 
have to run if you will devote some 
time to getting ready for your calls. 

Some steps to. take: 
1. Learn the facts of your company, 

product, competition and your 
prospect's firm until they be
come an effortless part of your 
sales talk. 

2. Rehearse your presentation at 
home until you can rattle it off 
without stammering, repeating or 
nervousness. 

3. Plan your sales calls, allowing for 
flexibility. 

4. Make the most of the sales liter
ature and other tools provided by 
the company. 

5. Set goals for yourself so you 
know where you're going anti 
how you're going to get there. 

6 . Use your time so that you do 
have the hour or two to prepare 
your sales talk. 

Memory Is Not Enough 

In memorizing your sales talk, don't 
become a robot. The trouble with many 
rote-learned presentatio ns is that they 
sound stilted and canned. Get away 
from the monotone approach; practice 
voice inflexions, change of expressions, 
e tc. that will enliven your talk. 

Make sure there is a pause or two 
in your speech to allow the customer to 
cut in. He may want to give you an 
order. Also, don't become so wrapped 
up in your presentation that you forget 
about the buyer's problems. 

A lmost everything on a sales call can 
be anticipated. There is very little that 
should surprise you- if you are pre
pared. With proper _ backgrounding, 
you can ad lib your way through any 
situation. 

T o start you off on the road to good 
sales preparation, here is a short quiz. 
If you can answer "yes" to at least nine 
of the questions, you are getting along 
well with your homework. 

Sales Ammunition 

1. Do you devote some part of you r day to 
preparing your calls? Yes □ No □ 

2. Do you gear your sales talks to the pros-
pect's needs? Yes D No D 

3. Do you practice your presentation before 
a mirror or your wife? Yes D No D 

4. Does your talk contain more facts than 
oratory? Yes □ No □ 

5. Do you have a set goal in life? 
Yes □ No D 

6. Do you give the prospect a chance to in-
terrupt your talk? Yes D No D 

7. Is you r day planned? Yes D No D 

8. Are you completely familiar with your com
pany story and product line? 
Yes O No D 

9. Do you feel sure of yourself before a 
buyer? Yes D No 0 

10. Do buyers seem glad to see you? 
Yes O No D 

11. Are you glad to see them? Yes D No D 

12. Would criticism of your presentation cause 
you to try and improve it? Yes D No D 

REPRINTS FOR YOUR SALESMEN ... this is a condensed vers ion. 
Each lesson is available in an expanded form, in a 4-page brochure, 
s ize 8 l/2xll, printed in 2 colors on white g lossy pape r a nd is 3-hole 
punched to fi t any standard 3-rinJ:t binde r. Each s ubject in this expa nded 
vers ion is fully and completely developed in comprehensive detail and 
includes a self-examination quiz for Salesmen . Prices are a s follows : 

Consultants . Sales Tra ining Divis ion, Depart ment TP, 212 Fifth Avenue, 
New York, N.Y. 10010. 

1 to 9 copies (of each a rticle) . . .. .. .. . .... . . ...... . .. ... 50 cents each 
10 to 49 copies (of cnch nrticle) .... . . . .• .• ... . . .. . . , . ,371/2 cents each 
50 to 99 co1>ies (of each article) ... . ..... . ... . .. .. . . ..... 30 cents each 

100 or more copies (of each article) . . . . . . . . . . ... . 25 cents each 

The entire series may be n~-ordered or individual artic les m ay be ordered 
by number ... a<ldre~s orders to the George N . Kahn Co., Marketing 

L isted here are the t ites of the first 12 lessons in t he "Smooth Selling" 
Sales T raining Course. 

I. The Sales m a n is a V.i.P. 
2. Are You A Salesman ? 
3. Get Acquainted W ith 

Your Company 
4. You're On S t 3ge 
5, You Can't Fire Without 

AmmunitJon 

6, You Are A Goodwill Salesmant Too 
7, Cl osing The Sale 
8. How To Set Up An Interview 
9. Relaxing Betwee n R ound• 

10. The Competition 
11. Taking A Rhk 
12, Playing The Short Game 

Note: For expanded version see 
informa<ion on back of this page. ~ 



ORDER FORM FOR "SMOOTH SELLING" 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 Articles 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 # 1 0. 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 article) 
10-49 copies (of each article) 

50 cents each 
37½ cents each 

50-99 copies (of each article) 30 cents each 
100 or more copies (of each article) 25 cents each 

EXPANDED VERSION 
Each lesson is available in an expanded form, in a 4-page brochure, size 8½ x 11, 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. KAHN is the Chai rman of the Board of the George N. Kahn Company, a firm of Marketing and Sales Training Consultants. 
With more than 25 years of marketing and sening experience Mr. Kahn writes and lectures extensively. Such publications 

as TH E HARVARO BUSINESS REVIEW, FORTUNE, SALES MANAGEMENT, THE NEW YORK TIMES, INDUSTRIAL MARKETING 
AND PRINTERS INK have carried articles by or about him. H is book THE 36 B IGGEST MISTAKES SALESMEN MAKE AND HOW 
TO CORRECT TH EM has been a best seller. 

Mr Kahn is also the publisher of a series of Greet ing Cards used by salesmen to maneuver in a number of sticky selling 
situations These colorful cartoon-type cards deal with such subjects as: pressing for an order; activating dormant accounts; 
salvaging ·1ost sales; reaching elusive buyers. 

The George N Kahn Company publishes a syndicated monthly house organ bearing a given firm's imprint, i t is mailed to 
customers prospects, stockholders, etc. to build goodwill and p romote sales. 

The Sales Training Divi sion of the George . N . Kahn Compa_ny conducts sales training seminars and also provides guest 
speakers for annual and semi-annual sales meet ings and conventions. 

., 
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