
Nebraska 

Broadcasters Association 

I think everyone who attended our recent 
State Convention will agree that it was the 
best we ever had. Paul Jensen and his com
mittee did a great job on the convention 
arrangements and the board did a good job of 
l i ning up excellent speakers. 

Now is t he time when we must plan our work 
for the year ahead. The Board has had two 
meetings and we have discussed the directions 
in which we would make our major thrust in this 
next year . 

As you know we adopted the Non-Commercial 
Spot Announcement program and we will implement 
this next year. We have received the waiver 

NOVEMBER, 1971 

from the Federal Cormnunications Cormnission and we have positive assurances of $4,000 
income. What i s needed now, of course, is follow-through on the part of all member s . 

We have been very lucky to entice the champion head hunter of them all, 
Bud Pentz of Beatrice, to become membership chairman for 1972 and have challenged 
him with pr oducing 100% membership. 

Probably the bigges t emphasis is going to be on l egisl ative work. Owen Saddler 
and Bob Thomas have agreed t o continue to be co-chairmen of the Future of Broad
casting Cormnittee which handles this important function. Again this year, they pl an 
meetings with each of our Washington Representatives and Senator s . An addition to 
the committee this year is Bob Schnuelle, who is in charge of a p l an for Regional 
meetings with broadcasters in each area and their legi s lative representatives in the 
Unicameral. These meetings should be held before the session begins in January. 

Participation by individual broadcasters is what can make our state associ ation 
and our national associat i on effective legislativel y . If we individually will keep 
writing to our legislators, our representatives, our senators, the FCC an d The 
Whit e House, we 1 re going to get some things done. I hope you will take the time to 
do your part. 

ROGER T . LARSON. PRESIDENT 

KFOR. P. 0. BOX 802.09, LINCOLN, NEBR, 88501 

TELEPHONE ( 402) 432 - 660& 

Roger Larson, President 

FRANK P . FOGARTY. EXECUTIVE VICE PRESIDENT 

502 TWIN TOWERS NORTH. O M AHA , NEBR. 68131 

TELEPHONE ( 402 ) 346-0505 
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THE NBA BOARD AT WORK 

At a meeting in Lincoln on Nov. 6, t h e NBA Board of Directors did these 
things: 

••• Approved a campaign under the chairmanship of Bud Pentz to secure 100% 
of Nebraska station s in membership • 

• • • Gave finishing touches to the 11NCSA 11 (Non-Commercial Spot Announcements) 
project for non-profit organizations. NBA has applied for the necessary FCC 
waiver of sponsorship identificat i on • 

• •• Approved committee appointment s s ubmit t ed by President Roger Larson and 
printed elsewhere in this Newsletter • 

••• Heard convention arrangements chairman Paul Jensen report tha t 1971 at
tendance of 134 broke a ll records • 

• • • Received report on "The Electric Company" educational tv show costs, 
reported by AP to be $7, 000 ,000 for 130 half-hours , partly tax funds • 

••• Decided to infor m non-profit organizat ions of Dayton case, in which FCC 
ruled stations liable for time to opponen t s of United Fund campaign • 

••• Approved plans of pr esident fo r expanded and intens ified 11Future of 
Broadcasting" committee program, including pre-session meetings with legislators, 
geared to 11How can we help? 11 ques tion • 

••• Made plans for mi d-January meeting of member s at Lincoln, culminating in 
dinner f or Legis l ators and wives • 

• • • App r oved "Whitehead Doctrine" in principle, with speci a l support for 
de-regulation of radio • 

••• Endorsed Chap in plan for radio bureau in FCC. 

KHUB 11 RADIO IDEA SHEET" BUILDS BUSINESS 

KHUB , Fremont, has developed a one page radio "idea" sheet wh i ch is used by 
s t at i on sa l esmen to sell ·commercial schedules. The sal esmen leave the lined 
sheet with their prospects, with the r eques t that they use them to note ideas for 
radio corrmercials. They are then sent to or picked up by t he s tation, and de
veloped into air-ready commerci als . The instructions t o the client s read: 

11Suggestion: List promot i onal ideas as they occur t o you. It 
will save your time and help us do more for you. 

11For your gui dance -- There i s no need to devel op exact con
tinuity - Our writers will provide thi s service for you. 

11Approximately 75 words = 30 seconds 
11Approximately 150 words= 60 seconds 

11 I woul d like to have background music. 
"--Tape to be furnished . 
"--Please obtain approval from my/our company befor e using . 

(Name of Firm) 
"Phone KHUB - (402) 721-5012 - And We will Pick Up Your Copy! 11 

"The idea works for us," said KHUB 1 s Glen Ilgenfritz. Glen will send sampl e 
copi es of the form to interested broadcasters on request. 
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BROADCASTERS URGED TO SUPPORT LICENSE RENEWAL BILL 

The National Associ a tion of Broadcasters Executive Committee, which includes 
Nebr aska ' s Dick Chapin, has agreed on draft legislation which will be introduced 
in Congres s for the purpose of stabilizing license renewal procedures . The text 
of the draft i s : 

11 In the fir s t sentence of Section 307 (D) change 1 three years' 
to five years and add the following proviso t o the second sentence 
of Section 307 (d): 'provided further that in any hearing for the 
frequency or channel of an applicant for r enewal of a broadcast 
licens e, the applicant for renewal of license shall be awarded the 
grant if such applicant shows that i ts program service during the 
preceding license term has been attuned to meeting the needs and 
interes t s of it s area and the operation of the s t at i on has not been 
characterized by seri ous de ficiencies, and shall be awarded a sub 
s t antial demerit if it does not make such a showing . 11 

Commenting on the draft bill, NAB President Vincent T. Was ilewski, said: 

"This i s a strong, po s itive and reasonable bil l. We beli eve 
t he bill will achieve s t ability in t he license renewal process, 
which i s not only in the interest of broadcas ters but in the 
interest of the listening and viewing public. It will give t he 
licensee a preference if his record is satisfactory. For the first 
time, the principle would be incorporated into law by l egi s lation . 
We believe it should gain wide support. We urge all broadcaster s 
to get behind this bill. 11 

As chairman of the NAB j oint boards, Dick Chapin of Lincoln has been giving 
vigorous l eadership to the drive for r emedial l egi slation. Bob Thomas of Norfolk, 
Nebr., i s a member of the NAB blue ribbon committee on license renewal reform. 

A dozen broadcasters met Oct. 29 in Omaha with Mark Evans of Metromedia, who 
i s chairman of the specia l NAB task force. 

J AMES D. J OHNSON NAMED MANAGER, NEBRASKA TELEVISION NETWORK 

James D. Johnson has been named Manager of the Nebraska Televi sion Networ k , 
effective immediately , it was announced by F. Wayne Brewster, President of t he 
Bi-States Company , t he owner of Nebraska television stations KHOL - TV in Kearney
Holdrege, KHQL-TV in Albion, KHPL-TV in Hays Center and KHTL-TV in Superior . The 
offices of NTN are in Kearney, Nebraska . Mr . Johnson fills the vacancy created 
by the resignation of Harry H. Packard. 

Mr . Johnson comes to Kearney-Holdrege 
fr om St. Louis , Missouri, wher e he was Director 
of Information Services f or the CBS owned tele
vis i on s tation, KMOX-TV. He has previously 
been associated with the Avco Broadcas ting Cor
poration i n Cincinnati, O. and KTVI in 
St. Louis . Beginning his broadcas ting career 
as a r adio announcer while in col l ege, Johnson 
has also worked for television station WTVC in 
Chattanooga, Tenn., and KBTX- TV in Bryan , Tex. 
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FCC: FAIRNESS DOCTRINE MAY COVER UNITED FUND AIR AID 

In an action with far-reaching implications, the FCC has told Avco Broad
casting Corp., that it did not believe its judgement was 11 reasonable11 in 
determining that views expressed on WLWD-TV, Dayton, Ohio, in favor of the 1970 
United Appeal campaign "did not constitute the discussion of controversial 
issues of public importance" in the Dayton area. 

A group calling itself United People had filed a complaint during the 1970 
campaign that its request for time for contrasting views had been inadequately 
handled by Avco. United People based its claim for time on the statement that 
11 United Appeal does not allocate its funds in a proper relation to the most 
important needs of the connnunity, that corporations do not give their fare share, 
and that the governing board of United Appeal is controlled by business leaders 
without representation of factory workers, poor people and youth. 11 The com
plainants wanted to stress direct giving to favorite charities. 

Despite the split vote on the Connnission (4 to 2) and the statement that 
11 our holding is, of course, limited to the facts of this case, 11 the action 
raised questions about how far broadcasters can go in giving air time to 
charities without incurring obligations under the fairness doctrine. 

At its meeting in Lincoln Nov. 6, the NBA board passed a resolution urging 
members to call this decision to the attention of local charities, in particular 
united fund groups. 

KFOR SPONSORS EXPLORER POST, BROADCASTING 

KFOR Radio is entering into the second year of a unique program. This 
project is part of the Boy Scout Explorer Program. The Explorers no longer need 
to be Boy Scouts. As a matter of fact, many explorers are girls. The purpose 
of exploring is to give young people of high school age an opportunity to become 
familiar with a profession or occupation which interests them so that they can 
better prepare for that profession or occupation in their formal training. 

By the means of a questionnaire in the Lincoln Public School 
of young people interested in broadcasting was furnished to KFOR. 
people were then contacted asking if they would like to belong to 
Post sponsored by KFOR. Approximately 20 have responded. 

System, a list 
These young 

an Explorer 

Corrununity Services Director, Bill Wood, is in charge of the Explorer Post 
for KFOR. Meetings are held weekly on Wednesday evening, and explorers are 
given a chance to learn all facets of the operation, particularly news, public 
affairs, copywriting, and production. 

This program has been very successful for the youngsters, and at least one 
of last year's members is already launched into a broadcasting career. He is 
working part-time at KFOR while continuing his education o 

KRNU JOINS NAB 

NBA member station KRNU of Lincoln, which is operated by the University of 
Nebraska School of Journalism, recently became a member of the National Associ
ation of Broadcasters. The station, which has been an NBA member since the start 
of regular broadcasting in February, 1970, also is a member of the NAB Radio Code. 
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MEETINGS WITH STATE SENATORS ARE IN PROGRESS 

Bob Schnuelle, KGIN-TV, Grand Island, is chairman of a Future of Broadcasting 
Committee sub-cormnittee to arrange meetings with members of the Nebr aska Unicameral 
prior t o the opening of the 1972 session in J anuary . The meetings will r evolve 
ar ound the question of what broadcas ters can do t o help the legislature. 
Effective use of radio and television by the Legislators will be explained. The 
host broadcasters will a l so be prepared to answer the Senator s ' questions about 
bills of direct or indirect interes t t o broadcas t ers . 

The first meeting of the series was held in Omaha on Nov. 3, with seven 
Senators i n attendance. President -elect Frank Scott presided. 

The NBA will also hold its traditional dinner f or the Senators and their wives 
in January, on a date t o be selected. It will be an evening of relaxat ion, with no 
di scussi on of legislation. 

CABLE TV HAS ALI FIGHT LIVE, DIRECT, EXCLUSIVE 

The Nov. 17 fight between Muhammed Ali and Buster Mathis will be cablecast 
live and direct from t he Astrodome, Houston, exclusively on 11 CATV 9, 11 Lincoln. 
On e Nebraska broadcaster has reproduced the newspaper promo ad and sent it t o t he 
Congressi onal delegation and s tate legislators with t h e message: 

11 If you want to learn about the world of connnunica tions, just 
look below. If you 1 ain 1 t on the cable, you won't get it!' It 
behooves every one to t ake a good look a t TV cable l egi slation. 11 

Here i s the ad: 
LIVE & DIRECT 

from the Astrodome, Houston 

Muhammad vs Buster 
All · MATHIS 

12 
rounds 

. \ • ,1 , \ ~ .. ;. 
•. ~ ~~t· starting \~·!f!) , '"/ 

,. .... - .at 9:50 P. M. ·., ... ::.Y 

Wednesday, November 17th 

Exclusive on Cable TV CATV g Added Attraction 
9 P.M. Wed. Nov. 17 

George Chuvalo vs. 
Cleveland Williams LINCOLN 

To order Cable TV service, 
phone today! 435-4321 

TV TRANSMISSION INC. 



NEWSLETTER - 6 - NOVEMBER, 1971 

AWRT TO CELEBRATE TWENTIETH BIRTHDAY 

The Omaha Chapter of American Women in Radio and Television will hold its 
second annual broadcasters reunion at 8 PM, Nov. 20, in Howard Johnson's Motel, 
Omaha. Theme of the reunion is the twentieth anniversary of AWRT. A feature 
will be a videotape skit on broadcasting in the early fifties when AWRT was 
born. 

All Nebraska broadcasters are invited. No reservations are necessary. 
Admission is one dollar, and there will be a cash bar. 

KMTV HOLDS TELETHON AND MINI-TELETHON 

KMTV, Omaha, got cash and pledges totalling more than $126,000 for the 
fight against muscular dystrophy Labor day. The telethon, which was tied into 
the annual Jerry Lewis network effort, lasted nineteen hours. Local cut-ins 
were made every hour. It was the first time KMTV had participated. 

And t he same station had a "mini-telethon" Sunday afternoon, Oct . 24, as 
an expanded live version of the regular "Hiring Line" program. The mini lasted 
two and one-half hours, and attracted more than 500 calls from job-seekers in
quiring about positions described on the air. The KMTV 11 job bank" had 1,191 
names of job hunters going into the mini, and added sixty. Key object ives: to 
dramatize the unemp l oyment situation and to bring job openings and workers 
t ogether. 

KETV RECEIVES AWARD FROM NEBRASKA BAR ASSOCIATION 

KETV, Omaha, is the 1971 recipient of the Nebraska State Bar Association 
Award of Appreciation. The award was presented during the Bar Association's 
convention in Lincoln, Nebraska, on Sept. 30, to KETV 1 s Vice President and 
General Manager, Kenneth H. James. 

Mr. Milton R. Abrahams, Chairman of the Public Relations Committee for the 
Bar Association, said that only two awards were given, the President ts Award, 
which i s given annually to a lawyer and the award of appreciation which is given 
to a non-lawyer. Mr. Abrahams said, 11KETV 1 s award was for outstanding contri
butions to the public understanding of the legal system and confidence in ~he 
legal profession." Abrahams also said that the award is not given annually but 
"only when services are sufficiently outstanding to merit the award. 11 

KETV will continue its community service in cooperation with the Bar Asso
ciation by televising a series of three minute interviews during the Channel 7 
Noon newscast. These interviews were with attorneys and discuss new laws 
adopted by the 1971 legislature. 

STUDENTS AID IN ABC -TV TELECAST 

Six University of Nebraska broadcasting students worked with the ABC-TV pro
duction team on the national coverage of the Nebraska-Colorado football game. 
The students, who were hired for production positions to supplement the regular 
ABC-TV crew, included: Roger Moody of Fremont, Doug Parrott of El khorn, 
Rob Krecklow of Beatrice, Mike Wirth of Nebraska City, Jerome Gilg of Atkinson 
and Doug Brooker of Omaha. 

. . 
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OMAHA PRESS CLUB OPENS NOV. 22 

The new Omaha Press Club, occupying the entire 22nd floor of the First 
National Bank Bldg. (also new), will open for regular food and beverage service 
Monday, Nov. 22, following a week of open house receptions for the Club's 1700 
membership. Broadcaster Frank Scott of KLNG is president of the club, which is 
a $350,000 investment, and which is the culmination of six years planning. 

The Club features modern and complete facilities for audio and video news 
conferences. In most cases it will be possible for broadcasters to plug into 
the news conference facilities without transporting the familiar but cumbersome 
gear. 

The Club will offer service to its membership every day except Sunday, when 
it will be available for private parties. State Senator John Savage, retired 
World-Herald photographer, is Executive Director. 

RADIO FREQUENCY SIGNS PROPOSED 
ON INTERSTATE 80 IN NEBRASKA 

The Nebraska Broadcasters Association appreciates the cooperation of the 
Nebraska State Department of Roads in the placing of signs along Interstate 80 
through Nebraska giving radio frequencies of Nebraska radio stations. 

It is felt that this service to the traveling public will assist greatly in 
times of weather or other disaster and also will enrich the travel through 
Nebraska by informing the traveler of points of interest throughout the state. 

The Nebraska Broadcasters Association s uggests that there be a few criteria 
to guide the Department of Roads in this project. They are: 

No. 1: Only those frequencies which can be heard on the interstate for a 
considerable distance will be posted on the signs. We propose using all fre
quencies in cities and towns along the interstate or within 20 miles of the 
interstate, specifically, these towns would consist of Aurora, Cozad, Grand Island, 
Hastings, Kearney, Holdrege, Kimball, Lexington, Lincoln, North Platte, Ogallala, 
Omaha, Sidney and York. 

No. 2: All the frequencies in these cities (AM & FM) would be listed on the 
sign. 

No. 3: Only frequencies would be used and not call letters. 

No. 4: Each city listed would have four s igns . One on each side of town 
approximately 30 to 50 miles out, and another on each side of town at the exit 
ramp of the nearest rest s top. The only exception would be Omaha, which would not 
have any signs on the east side, since that would be Iowa territory. 

The Nebraska Broadcas ters Association pledges cooperation in the dissemination 
of weather, traffic, and tourist information. 

If there are any objections to the above procedures and criteria, please 
contact me. 

Roger Larson, President 
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Pioneer Nebr aska broadcas t er Don Searle died a t hi s home in Monterey, Calif ., 
Oct. 29 . At various times he was associat ed wi th KOIL, KMMJ, KFNF, KIOA and other 
midwestern s t at i ons . He entered broadcasting in 1925 as co-founder of KOIL • ••••• 
KHUB report s progress on it s FM installation. A s t art date has not been set, but 
shoul d occur in early 1972 •••••• KMTV 1 s Dave Hamer t estified before the United 
States Senate subcommittee on constitut ional r ights , chaired by Senator Ervin of 
North Caro lina . Dave i s pres ident of t he National Press Photogr aphers Association . 
He advocat ed passage of a bi l l to ma i ntain confidentia l relationships between news 
photographer s and their sources •••••• Al Gilmore i s the new genera l manager of 
KOWH, Omaha . He was district sales manager fo r Blue Cross/Blue Shield. He has 
been a director and secretary of the KOWH parent corporation , Reconciliation, Inc., 
s ince its f ounding •• •• •• Licensees of KOOO-AM, Omaha, have s t arted construction on 
a new FM radio station. Jim Treat , pres ident of the licen see company, hopes for a 
Dec . 1 s t art date •••••• Longtime broadcaster Byron Head los t a 40 -year batt le with 
art hriti s and died Oct . 25 . He was an on-the- air personality with KOWH, KOIL and 
KSWL. 

EMPLOYMENT CORNER 

Gary L. Hill, 90 Silver Lane 2-C, Eugene, Oregon, 97402, Phone 688-8940 . Educ. 
Danbury, Nebr., and wants relocate in Nebraska . HS major: journalism. Hono disch. 
army . Married, one daughter. Age 36 . Wants radio announcing and DJ, preferring 
CW , Top 40 . 3d class, endorsed . Sal ary needs : $400--$500 mo. 11 yr s . radio, 
mos tly in Oregon s tations. 

Pamel a M. Brooks, Box #8 , Shelt on, Nebr. 68867 . BFA, 1971, Stephens College, 
major , Theatre, minor in TV, Radio and Film. Interested in all phases of broad
casting; main interes t in childr en ' s educational programming and commercial work. 
Radio experience: commercials, production and direction. 11Willing to work hard 
at any job in communications to prove ability. 11 

Bob Au s tin, 712 North 5th St., Garden City, Kans . 67846, (316) 276 -3074, reported 
t o be a good continuity writer and production man, is availab l e. 

Patrick A. Ryan, 6025 Miller St., Arvada , Co l o . 80002, (303 ) 421-7298 , single, 22 . 
BA, 197 1, Creighton Univers ity, major, English, minors journalism and creative 
writ ing . Overall GPA, 3 . 3 on 4. 0 scal e. Draft, 1-A, lottery number 280 . Ob
jective: writing , creative, technical or otherwise. 

Michael L. Mo s eman, E 427 Montgomery , Spokane, Wash.: "experienced r adio announcer 
with 3 yea r s board shifts , news , pr oduction, engineering . " Will accept collect 
calls at (509) FA8-6311. 

THIRTY SECOND EDITORIAL 

A Nebraska radio stat i on recently broadcast a football game i nvolving the 
Papillion High School as host team. After the game, a station off icial wrote a 
letter thanking school off icia l s for t heir excellent cooperation and court esy . 
The Superintendent of the Papillion Schools replied, saying t hat it was t he first 
time he had ever been thanked by a broadcaster. The stati on official sent News 
letter the correspondence , saying that thank-you 1 s are an excellent and much 
neglected way of improving public re l at ions wi th school officia l s. 

Question: when was the last time you thanked a schoo l officia l ? Or a public 
offici a l ? Or a l istener/viewer? Or an advertiser? Or a staff member? 

f • 
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FCC GIVES NBA WAI VER, SPONSORSHIP IDENTS, 11NCSA 11 PLAN 

The decks a re cleared for imp l ement ation of the 11Non-Connnercial Spot Announce
ments Plan" (NCSA) , authoriz ed a t t he 1971 convention, with r eceip t of a waiver 
by the FCC of spon sorship identif ication. President Roger Larson expects that the 
plan wil l be under way in the spring of 1972 . 

Under the plan, NBA will receive voluntary contr i bution s from non-prof it or
ganizat i ons for assist ance in preparation and dist ribut i on of public ser vi ce 
announcements on member s t ations . However, NBA will pr ocess al l reques t s for air 
time in t he same manner, whether there is a contribution or not, and the fact 
t hat no contributions are required mus t be made known to potential contributor s. 
Member s t a tions can not be informed as t o whether a contribution has been made. 
Stations make their own dec i sions as t o what i s aired . NBA will make periodic 
checks of member stati ons and mai ntain r ecords of what i s a ired . 

Ex-Nebraskan Leo I. Geor ge, Washington connnuni cations at t orn ey , represented 
NBA in arranging the waiver. 

NAB, NCTA ACCEPT COMPROMISE CATV PROPOSAL 

At a special meeting in Las Vegas, Nov. 11, the Nationa l Associ ati on of Br oad
casters board of directors agreed to accept a compromi se proposal on connnunity 
antenna t e l evis i on sys tems advanced by Clay T. Whitehead, director of the Pres ident' s 
Office of Telecommunications Policy. The Nat i onal Cabl e Television Associ ation 
board had previously agreed t o the compromise . 

In accep ting t he compromise, the NAB Board reserved the right to work agains t 
t he s iphoning of free progrannning to a pay system, and to pro t ect the right of 
broadcasters t o own CATV 1 s . It pledged continued attention to originations and 
urged Congress to adopt proper copyright l egi s l at i on. 

With NCTA and NAB in war y agr eement, prospects are i mp r oving tha t the FCC plans 
fo r regulating CATV •s wil l go into effect in March, 1972. 

CONGRESS KILLS DC AD TAX 

The U.S. House of Representatives by voice vote on Nov. 11 killed a 4% tax on 
advert i s ing proposed for the Di s trict of Columbi a. The Nebraska Broadcasters 
Association had wired a ll members of the s t ate' s Congressional delegation urging 
them to oppose the tax, fearing tha t it would spread national l y . 

Representative Charles Thone of the First Nebraska District was back on 
familiar ground in opposing t he t ax . Thone successfully spearheaded efforts t o 
oppose the t ax when it was proposed in the Nebraska unicameral. He took part in 
the Congressi onal debate l as t week and assisted in marshalling vot es agains t the 
tax , s t at ing that 11 a proposed t ax on adverti sing anywhere i s a threat t o those 
involved in advertising everywhere . " 
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11NEBRASKA IN PERSPECTIVE II GI VES STATE TOTALS , RANKINGS, 153 SUBJECTS 

Nebraska was the 35th stat e in population in 1970---and a l so t he 35th in 
number of commercial FM station s . It was 34th in number of commercial AM 
stations, and 16th in number of commercial televis i on s tations . 

In 1968 , Nebraska ranked 37th in expenditures fo r political radio and tele
vision broadcasts, with a total of $315,000. 11 Broadcast expenditure per 
potential voter 11 were 37 cents, and i n this category the state was 32nd . 

These are among the findings in the 1971 Edi tion of 11Nebr aska in Perspective , 11 

compiled and published by r esearcher Joe B. Williams , Elmwood, Nebr. The booklet 
gives tota ls and r ankings in 153 different subjects. Copies are available from 
Mr. Williams a t $3 each. 

Remarks of Representative Charl es Thone, Nebraska, before U.S. House of Repre
sentatives, from Congressi ona l record of Nov. 11, 1971 on s ubject of: 

- ~ll THONE. Mr. Chairman, the Dis
trlt of coltm1bia revenue bill (H.R . 
11341) contains an amendment to levy a 
4-percent tax on the sale of advertising 
and related services including printing. 
The proposed tax on advertisiing should 
be eliminated from the bill. 

Advertising stimulates the economy. 
Therefore, any tax on advertising is 
counterproductive. The tax would stifle 
advertising that would promote sales to 
help create additional jobs and income. 
All knowledgeable businessmen agree 
that profitable merchandising requires 
advert ising to aid consumers in selecting 
between products and in stimulating in
terest in the goods or services the busi
nessmen have to offer. It is advertising 
that primes the pump to keep the retail
ers of Washington going. And it ls these 
retailers who pay most of the sales and 
income taxes of the District. A tax on 
advertising could cause revenues from 
District sales and income taxes to de
cline. 

In 1969. when the House and Senate 
held hearings on the possibility of a tax 
on advertising in the District, both 
bodies rejected the proposal. 

While a tax on advertising is unwise 
anywhere, it would have particularly ad
verse effects in Washington. One of the 
,area's greatest problems is the flight of 

T A X O N A D V E R T I S I N G 

business to the suburbs outside the Dis
trict. A tax on advertising within the 
District could cause advertising agen
cies, artists' studios, typesetters, engrav
ers and printers to leave Washington. A 
tax on advertising woUld cause more ad
vertising to be placed with news and en
tertainment media in Virginia and 
Maryland and less with those physically 
headquartered in Washington. 

National organizations representing 
labor, business, civic and professional as
sociations produce in Washington mag
azines, newspapers and newsletters for 
distribution to their members. It would 
be particula rly unfair to tax the printing 
done for members of these associations, 
almost none of whom live in the Dis
trict. 

Currently, the Nation is operating un
der a price freeze. It appears thait it will 
be difficult to obtain price increases dur
ing phase II. Therefore, It would be un
fail· to place the added cost of an ad
vertising tax on District of Columbia 
merchants and businessmen without 
evaluation of their ability to pass on 
these costs. 

There are also serious legal questions 
involved in the proposed tax on advertis
ing. If any State would attempt to tax 
advertising involved in interstate com
merce it would be in violation of the 
commerce clause of the Constitution. 
Such a tax for the District of Columbia 
would be in contravention of the codified 
policy that Congress will not impose a 
tax that a State would be without power 
to enact. 

The proposal does not attempt to ap
portion intra-District and interstate ad
vertising, in order to tax only the pertion 
of revenue derived from intra-District 
advertising. 

Thirty-five years ago in Fisher's Blend 
Station, Inc. against the Tax Commis
sion, the court ruled that: 

By Its very nature, broadca.sting transcen ds 
state lines and Is national In Its scope and 
Importance-characteristics which bring It 
wi thin the purpose and protection, and su b
ject It to the control, o! the commerce clause. 

Let me summarize the principal rea
sons why I believe a tax on advertising 
shoUld be stricken from the District of 
Columbia revenue bill. The tax on adver
tising would produce less total revenue 
for the District instead of more. The tax 
would drive advertising businesses and 
retail establishments from the District 
to the suburbs. The tax might cause 
many national associations to move their 
headquar,ters out of Washington. And 
finally, there are serious legal questions 
concerning the legality of a tax on ad
vertising. This proposed tax must be 
stricke~ !r_~~~_!le Di~t_!ict revenue bill..,._ 



NEBRASKA BROADCASTERS ASSOCIATION 

1971-72 COMMITTEE APPOINTMENTS 

Convention Committee 
Board Member: John Powell, KHAS 
Chairman: Herb Remick, KRGI 
Members : Bob Booe, KRAS-TV 

John Howard, KGFW 
Paul Jensen, KOLN - TV , KGIN-TV 
Jim Johnson, Neb. Television Network 
Rex Lathen, KMMJ 
Glen Pfenning, KAWL AM- FM 
Bob Schnuelle, KGIN-TV 
Bob Templeton, KICS AM -FM 

Membership Committee 
Board Member: Russ ·Gast, WOW AM-FM 
Chairman: Bud Pentz, KWBE AM-FM 
Members: Hollis Franci s , WJAG AM- FM 

Ray Lockhart, KOGA 
Bill Walter, KSTF-TV 
Dave Young, KSID 

Future of Broadcasting Committee 
Board Member: Bob Schnuelle, KGIN-TV 
Chairmen: Owen Saddler, KMTV, and 

Bob Thomas, WJAG AM-FM 
Members: Bob Booe, KHAS-TV 

Max Brown, KRVN AM-FM 
Dick Chapin, Stuart Enterprises 
Jim Ebel, KOLN-TV/KGIN-TV 
Howard Stalnaker, WOW-TV 

Public Relations Committee 
Board Member: Amos Eastridge, KMTV 
Chairman: Ken James , KETV 
Members: Lloyd Berg, Lloyd Advertising, Inc. 

Don Carlos, Bozell & Jacobs , Inc. 
Larry Russell, KVSH 

Freedom of Information Commi ttee 
Board Member: Frank Scott, KLNG 
Chairman: Jim McGaffin, WOW AM-FM- TV 
Members: Al Gilmore , KOWH AM-FM 

Ken Headrick, KFAB AM- FM 
Pete Mayeux, KRNU 
Ed Nicholls, AP 
Jim Quinn, UPI 
Bob Taylor, KOLN-TV/KGIN-TV 
Nort on Warner, KIMB 

Sport s Committee 
Board Member: Joe di Natale, KODY 
Chairman: Bob Templeton, KICS AM-FM 
Members : Jack Everton, KCOW 

John Howard, KGFW 
Jack Payne, KFAB AM-FM 
Dick Perry , KFOR 

NCSA Comnittee 
Board Member: Roger Larson, KF OR 
Chairman: Frank Scott, Kl.NG 
Members : Amos Eastridge, KMTV 

Hall of Fame Committee 
Board Member : Larr y Walklin, KRNU 
Chairman: Dave Young, KSID 
Members: Lyell Bremser, KFAB AM-FM 

Russ Hilliard, KOLT 
Paul Jensen, KOLN -TV/KGIN-TV 
Rex Lathen, KMMJ 

Legislative Dinner 
Chairman: Jim Kamas, KWHG (FM) 
Comnittee t o be appointed 

NOTE: This is your official notice of appointment to conmittees as above by 
Pres ident Roger Larson. If you are unable to serve , please let Roger 
or Frank Fogarty know. Also, if you wish to volunteer for one of 
these committees let us know. 

Nov., 1971 

~ 
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# 7 OF A SERIES 

SMOOTH SELLING 
by George N . Kahn, Marketing Consultant 

CLOSING THE SALE 
The a·rt of closing the sale can be 

compared to the approach of a shy 
suitor. 

He wants to marry his girl and she 
is more than ready to accept his pro
posal. But he cannot bring himself to 
pop the question and chatters o n about 
irrelevant matters. 

Here the analogy ends. A woman 
can steer the conversation back on the 
main track or, in some other way, make 
it easy for him to ask for her hand. 

A prospect, however, usually offers 
no such help and often the order is lost 
because the salesman simply didn't 
know how to close. 

Even while a buyer is offering objec
tions, he still may be psychologically 
ready to give you an order. All he needs 
is assurance from you that he is making 
the right decision. 

The buyer is not infallible. He only 
acts that way sometimes. He has his 
self doubts, fears and apprehensions 
like anyone else. In addition, he \s _b_ur
dened with tremendous respons1b1hty. 
Very often it is up to you to direct his 
thinking into proper buying chann~ls. 

How is this done? By always being 
on the offensive. Beat back objections 
with strong counter arguments until the 
prospect has exhausted his reasons for 
not buying. Then move in quickly and 
close the sate. 

Excuses or Ob)ectlons 

If you made a list of all the types of 
sales arguments you get, you'd find that 
most of them are excuses, not objec
tions. No professional salesman should 
be discouraged by such statements as: 

We're bound up with other pro
ducers. 

We are reducing our inventory. 
We're buying from too many differ

ent firms now. 
We're waiting until business condi

tions pick up. 
Your product is like one we are al

ready using. 
These are such obvious excuses that 

the prospect may as well be wearing a 
sign to that effect. Still these excuses 
can sink you if they go unchallenged. 

Turn these negative replies into posi
tive selling points. 

Excuses like the above can be 
knocked over like tenpins by the sales
man who is agile of mind and has a 
strong belief in the superiority of h is 
company and his merchandise. 

Self Confidence 

The ability to close a sale with ease 
and precision comes largely from hav
ing confidence in yourself. 

When is the right moment to close 
the sale? It's hard to find agreement on 
this question. Some veteran salesmen 
claim there is only one psycholog,cal 
moment and if that is missed, the order 
is lost. Others assert there are various 
times during an interview when the sale 
can be closed. The important thing to 
remember, they note, is that the sales
man must take advantage of his oppor
tunity. Like a halfback, he must scam
per through the opening made for him. 

Both these points of view are right. 
On some calls there is only one pro
pitious moment to dr_ive home t~e sale. 
This cannot be explained by logic. The 
one-chance closing may occur only 
once in every 20 interviews. The othe_r 
nineteen may offer several opportuni
ties for closing. In any case, always 
seize your opportunity. 

Pressure Point 

There is nothing wrong in using a 
little pressure if it brings results. Often 
it does. 

Many prospects are bored by the soft 
sell and will welcome a figurative boot 
in the plants to help them make up their 
minds. Buyers often toss in objections, 
not out of conviction, but as a means 
of obscuring their own doubts and in
decision. They're on the fence and wait
ing for someone to knock them off. 

Know your man before you apply 
pressure. Some prospects may resent it. 
But if a buyer seems to be wavering, 
make up his mind for him. Such an in
terview m ight go like this: 

Prospect: "I don't think I'm ready to 
buy right now." 

Salesman: " Mr. Smith, I think you're 
as ready as _you'll ever be. If there is 
still something you're in doubt about, 
name it and I'll clear it up. Otherwise, 

why don't we get this thing over with?" 
or: 
Prospect: "You r company is a litt le 

high in price." 
Salesman: " If that's all that 's worry

ing you, you may as well sign right now. 
Our prices are competitive and you 
won't do helter anywhere in the in-
dustry." . 

Don't, under any circumstances, he 
to get an order. Don't tell a prospect 
that prices are going up when they're 
not as a means of scaring him into 
placing an order. . 

Don't tell him that your product 1s 
in short supply when it isn't. These tac
tics will invariably boomerang on you. 

Ob)ectlons Are Standardized 

A new objection is as unlikely as a 
snowstorm in July. The same excuses 
and stalls keep popping up on call after 
call. The prospect who is too busy to 
talk, overstocked or satisfied with his 
present supplier is a fami liar figure to 
the experienced salesman. 

Make a list of these stock objections 
so you can counter them each time they 
come up. In this way you wi ll close 
more sales in less time. 

Selling is like a game of chess. The 
more often you can counter your op
ponent's move, the quicker victory is 
yours. 

Don't sidestep a serious objection, 
however. Meet it squarely and try to 
satisfy the prospect. Once you do, stop 
talking about this query. That's the 
time to close the sale. Many sales have 
been kicked away because the salesman 
talked past the psychological moment 
for closing. Give the man a chance to 
buy. 

Now let's check your closing tech
nique. If you can answer "yes" to seven 
of these questions you're closing with 
success. 

Closing on Cue 

1. Do you anticipate obstacles to a smooth 
closing? Yes D No D 

2. Do you pause in your talk to give the pros-
pect a chance to buy? Yes O No D 

3. Can you really tell the difference between 
an excuse and an objection? 
Yes O No D 

4. Do you recognize the psychological mo
ment or moments for closing? 
Yes O No 0 

5. Do you expect to sell when you make a 
call? Yes O No 0 

6. Do you use a little pressure with an un-
decided prospect? Yes □ No O 

7. Do you help the prospect make up his 
mind? Yes □ No O 

8. Do you keep minor arguments minor? 
Yes O No 0 

9. Can you sell without lying? Yes □ No O 

R EPntNTS f 'OR YOUR SALESMEN ... this is n condensed version. 
Each les~on ii-1 available in an expanded form, in n ii -pn17,re brochure, 
Hize ~ 1J.,x 11, printed in 2 colors on white ,.dos~y paper and is 3-hole 
rrnnc·hed to fit any s tandard 3-rinJ.! binder. Each :mbject in this expanded 
ver~ion is full:-· nnd completely developed in com1wcheni,1ivc detail and 
inc!udei-. a self-examination quiz for Sale~men. Prices are ns follows: 

Con$ultants. Sales Training Division, Denart.ment TP, 212 Fifth Avenue, 
New York, N.Y. 10010. 

1 to 9 copies (of each articlr) .. . ... ... ... . . .. . .. .. ... . so cents each 
1 0 to 49 co1,ies (of eneh nrticlc) .. .. .... . •. • .. . . . •.. ... 37½ cents each 
50 to 99 copies (of each article) . .. ...... . ... .... •. .. . . . 30 cents each 

100 or more copies (of each articlt>) . . . . . . . . .... .. .. . . .. 25 cents ench 

The entire Reries may be pre-ordered or individual nrtieles mny be ordered 
by number . . . addr(hlP. o rderR to the Gt>orgc N . Kahn Co., Marketing 

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

l. Tho Salesm a n la a V. I .P. 
2. Are You A Saleaman? 
3. Get Aequnlnted Wlth 

Your Company 
4. You"re On S t age 
5, You Can't Ffre Without 

Ammunition 

6. You Are A Goodwill Saleam a n , Too 
7. Clo•lng The Sale 
8. H ow To Set Up An I nterview 
9. Relaxing Be tween Round, 

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

Note: For expanded version see 
information on back o f th is 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 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 artic le) 
10-49 copies (of each artic le) 

50 ce nts 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 B½ xll, printed in 2 colors on 
white glossy paper and is 3-hole punched to f it any standard 3- ring binder. Each subject in th is expanded 
version is fully and completely developed in comprehensive detail and includes a self-examination quiz 
for Salesmen. The ent ire 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 Ch a irman of the Board of t h e George N . Kahn Com pany, a firm of Marketing and Sa les Train ing Consultants. 
With more t han 25 years of marketing and selfing experience Mr. Kahn writes and lectures extensively. Such pu blications 

as TH E HARVARD BU SINESS REVIEW. FORTUNE. SALES MANAGEM ENT. THE NEW YORK TIMES. INDUSTRIAL MARKETING 
AND PRINTERS INK h ave ca rried art icl es by or about him. H is book TH E 36 BIGGEST MISTAKES SALESM EN MAKE AND HOW 
TO CORRECT THEM has been a best seller. 

Mr. 'Kahn is also the publisher of a series of Greeting Cards used by salesmen to maneuver in a number of st icky selling 
situ ations. These colorful ca rtoon -type ca rds deal w ith such subj ects as: pressing for an order; activating dormant accounts; '---
salvaging lost sales; reaching elusive buyers. 

The George N. Kah n Company publishes a syndicated monthly house organ bearing a given firm's imprint. i t i s mailed to 
cust omers. prospects, stockholders, etc. to build goodwill and promote sales. 

Th e Sales Training Division of t he George N . Kah n Company conducts sales t raining seminars and also p rovides gues t 
speakers for annual and semi-annual sales meet ings and convent ions. 
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