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Sugar Ray’s +1007 Spins
very Morning” by Sugar Ray is far and away the biggest
. airplay gainer on this week’s R&R
Alternative chart, with an increase
of +1007 plays. Fueling a 37-
11 leap on the chart, the song
is the first release from Sugar
Ray’s forthcoming Lava/
Atlantic album, 74:59—¢
concept that leaves the group
just one second shy of its 15
minutes of fame.

.

R&R CALLOUT AMERICA:

nny Kravitz is #4 with Women 25-34,
and growing every week!”
— Tony Novia/CHR Editor

We put the record into Power Rotation last
jveek. It is #5 in callout, and has turned out
to be a very strong record for us.”

— Kelly Michaels-MD/KALC

“Lenny sounds great on ZPL. We had the
e concerns as the rest of pop radio about
le rock edge on this record. Since we have
jeard the record on the air, our fears have
dissipated. Getting Phones!”
— Dave Decker-MD/WZPL

¥Great Uptempo Record! It is appealing to
\\ gth Males and FEMALES. We are getting
gréat phones.” — Mike Parson-PD/KPEK

L Wehad a feeling ‘Fly Away'’ could be a
format hit, and it has not let us down.
48 one of our best testing currents.”
. — Paul Kriegler-PD/KOZN

WV early callout on Lenny Kravitz's
VAway ' looks huge ... (if Top 10 out of
e chute isn't huge, what is, right?)
With all the ballads right now ... this is
great tempo and fits us perfect!”
— Mike Preston-PD/KBKS

.

DECEMBER 11, 1998
Year-End Music Issue

Thanks to its stellar chart performance, Columbia Records:
earns R&R’s Label Of The Year honors for 1998. Inside
our expanded issue this week,

you can find out how all o Ut

the labels stacked up,
where on our year-end
charts your favorite
song landed, and how

everything did on a
format-by-format basis. Itall "+ % 1 8
begins on the next page.

Over 15 New Adds This Week inciuding:

Q102/Cincinnati
WNCI/Columbus
WSHE/Orlando
WNKS/Charlotte
KPTY/Phoenix

Top 10 Callout at: KBKS, KALC, and B97

Lenny Kravitz
Fly Away

the new song from the aloum 5
| Produced, written, arranged and performed by Lenny Kravitz

Representation: Craig Fruin and Howard Kaufman/HK Management
©1998 Virgin Records America, Inc.

www.virginrecords.com
AOL Keyword: Virgin Records
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#4 AG LABEL #9 CGHR/RHYTHMIC LABEL
#9 ALTERNATIVE LABEL #9 CHR/POP LABEL

#8 HOT AC LABEL #10 ADULT ALTERNATIVE LABEL

_CALLOUT AMERICA

{Label)

CELINE DION My Heart Will Go On (650 Music)

—ALTTRNATIVE

(Label)

(550 Music)

They Don’t Know (550 Music)

URBAN AC _

(Label)

CELINE DION To Love You More (650 Music)
5 CELINE DION My Heart Will Go On (550 Music)

_ADULT ALTERNATIVE

THANK YOU FOR ATOP 10 YEAR'

SONY

From your friends at @ LT3 promotion
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We get great advice from two prominent
radio consultants this week: Dan Vallie
offers 13 important tips for when you
take your place behind the mirror at a
focus group session, and Irwin Pollack
has a great “clip 'n’ save” for managers
— 25 New Year’s resolutions. Also:
Management guru Dick Kazan on
maximizing your office space, how radio
boosted a video store’s fortunes, and a
1999 business planning calendar.

Pages 10-14

HOME IMPROVEMENT!

Back in the mid-"80s, two brothers in the
contracting business got the wild idea to
host a home remodeling radio show. The
Carey Brothers convinced the PD of a
major San Francisco station to air the
program, and the rest his history: 1.2
million listeners on 160 stations each
week. Al Peterson reports on this great
story.

Page 33

» Radio revenues rise 15% in October

= Carl Gardner elected President/Radio
for Journal Broadcast Group

= Phil Barry, Michael Henderson
garn promotions at Jones Radio

» Skip Finley leaves American Urban
Radio Nets to open consultancy

» Rick Dobbis takes Sony
Music Int’l exec post

+ Rod Phillips appointed PD
of WKFS/Cincinnati

Page 3

CHR/POP

* SHAWN MULLINS Lullaby (Columbia)
CHR/RHYTHMIC

« BRANDY Have You Ever? (At/antic)

URBAN

* BRANDY Have You Ever? (Atlantic)

URBAN AC

« DEBORAH COX Nobody's Supposed To Be Here (Arista)
COUNTRY ,,
+ BROOKS & DUNN Husbands And Wives (Arista)
AC

*R. KELLY & CELINE DION I'm Your Angel (Jive)
HOT AC

* SHAWN MULLINS Lullaby (Columbia)
NAC/SMOOTH JAZZ

 P. WHITE {/G. WASHINGTON, JR. Midnight... (Columbia)
ROCK

« METALLICA Turn The Page (Elektra/EEG)
ACTIVE ROCK

« METALLICA Turn The Page (Elektra/FEG)
ALTERNATIVE

 CAKE Never There (Capricorn/Mercury)
ADULT ALTERNATIVE

* R.E.M. Daysleeper (Warner Bros.)

NEWSSTAND PRICE $6.50
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Chancellor Spreads Big Apple Jam

By CALviN GILBERT
R&R OLDIES EDITOR

Chancellor Media has taken
its “Jammin’ Oldies” format to
the Big Apple with the transfor-
mation of WBIX/New York. The
flip from Hot AC to Rhythmic
Oldies took place December 4.

In making the change, Classic
Rock WAXQ/New York GM
Kathy Stinehour has added
similar duties at WBIX. Former
GM Bennett Zier will remain
with the station through an ini-

Rewind 1998: The Year In Music

¥ Columbia Records wins overall Label Of The Year

By Kevin McCage
R&R DIRECTOR/CHARTS & FORMATS
ony Music’s venerable Co-
lumbia Records closes
out 1998 with top honors in
R&R’s annual year-end perfor-
mance review. Driving Colum-
bia’s No. | overall finish were
top airplay hits in numerous
formats by artists such as Aero-
smith, Lauryn Hill, Savage
Garden, Destiny’s Child, and
Stabbing Westward.

With 7.5% overall chart
share, Columbia edged out last
year’s winner Atlantic by a
tight margin of two-tenths of a
percent — a much closer year-
end race than in recent years.

*“We are very proud and hon-
ored to continue the Columbia
Records tradition of developing
new artists while keeping our
superstars at the forefront,”

i commented Jerry Blair, Sr. VP

| ing part of in 1998

Lawrence Tt
Program KIO.

By MIKE KiNOSIAN
R&R AC EDITOR

Broadcast Architecture Sr.
VP/Research Operations Bob
Lawrence has been selected to
become KIOI/San Francisco's
new PD. He begins his new du-
ties Jan. 4. Lawrence succeeds
veteran Bay Area broadcaster
Bob Hamilton, who exited the
Chancellor Media AC in Octo-
ber to focus on his programming
consultancy. (The incoming PD
isn’t to be confused with Bob
Laurence, who occupied K101°s
programming chair several yzars
ago.)

“Since working with Bob the
past four years, I’ve come to
know him as one of the most
knowledgeable, experienced,
and hardest-working program-
mers in our business,” remarked
K101 GM Brent Osborne.

LAWRENCE/See Page 16

— >.5%
7.3%
= >T.2%
re6.1w%
8.8%
Mercury [ R 22
Reprise -8.2%
Capitol - 85.0%
Warner Bros. [T X: 17
Elektra/EEG L X: 1

LABEL PERFORMANCE

Ranked by percentage of overall chart share
Detailed format-by-format analysis inside.

for Columbia Records Group. “l want to congratulate our national and local promotion staffs
for their tenacity, creativity, belief in the music -~~~
to thank the diverse group of Colum*"

less energy. We would especially like
ists we have had the pleasure of be-

MUSIC/See Page 16

e S atm i

tial transition perios! and will be-
come a Chancellor senior exec-
utive. Veteran programmer Joel
Salkowitz has returned to New
York as WBIX PD. WBIX GSM
Robin Sloan and Marketing Di-
rector Jennifer Wolfe retain their
respective roles following the
format change.

The move to Rhythmic Oldies
continues Chancellor’s expan-
sion of the format. Following

WBIX/See Page 16

AFTRA Members
Weigh Merger

W Unions say alliance
will increase clout

By MATT SPANGLER
R&R WASHINGTON BUREAU

American Federation of
Television and Radio Artists
radio station reps R&R spoke
with last week are still pouring
over the packages of material the
union sent them last month on its
proposed merger with the
Screen Actors Guild.

“I’m reading the details
AFTRA gave me, and [ haven’t
made a decision on which way
I’m going to vote yet,” said
WBZ-AM/Boston sports anchor
Alan Segal.

“I've yet to completely digest
all the material about it,” said a
Chicago steward who wished to
remain nameless.

In October, the unions —
which have been discussing join-
ing hands since 1948 — agreed
to send their members a referen-
dum to vote on a plan to merge.
Members were mailed ballots by
the end of November and have
until the end of the year to vote.

AFTRA/See Page 18

| ‘Wheeier’ Dealer

wagak, widely known as

host of the popular Wheel Of WNAV-AM through his new-

Fortune game show
started his broadcast-
ing career at a tiny, g
250-watt radio sta-
tion in Chicago. Not
a bad market to start
in, except that he was
a newscaster for a
Spanish-language
station — and he
didn’t speak Spanish.

“To this day, I
don’t know who
was listening to
me,” he said reflectively,
laughing as he recalls his first
break in the business.

More people are listening
now. Along with his Fortune
host duties — his contract
has been extended through
2004 — listeners in Annapo-
lis, the capital of Maryland,

Sajak

know Sajak as more than just !
a television personality. A
year ago, Sajak purchased

ly formed radio
| company, Sajak
Broadcasting.
: While no one is
& confusing Sajak
with Mel Kar-
- mazin, the conge-
nial host said future
plans in radio could |
include owning a
modest stable of
small-market sta-
tions. “I’m not
looking to be a ra-
dio mogul here,” he said. “If
this proves to be a good ex-
perience, then you start nos-
ing around for similar situa-
tions. Even though you have
these huge conglomerates
buying all these stations,
there still are orphans out

SAJAK/See Page 25

FCC Backs Off
Market Caps

M Pressure from
Congress forces delay

By JEFFREY YORKE
R&R WASHINGTON BUREAU CHIEF

The FCC has put off for now
the concept of reducing the
number of ra- pmEs
dio stations a
broadcaster
can own in
any market
where it also
owns a TV
station. The
commission
had floated the
idea of allow-
ing stations to
own just four radio stations in
such markets, half the number of
stations it can own now. The
turnabout likely occured in part

McCain

MCCAIN/See Page 25

Register online for R&R Talk Seminar °99: www. rronline.com
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EOF
Added at:
Z100 - New York!!
KIIS - Los Angeles!!
Already on:
KSLZ B97 290 KYLD KBMB

KTFM KKFR KQBT WROX WXSS
WDJX WKSS KGGI WFKS WENN

PRODUCED AND ARRANGED BY JIMMY JAM AND TERRY LEWIS FOR FLYTE TYME PRODUITIONS, INC.
CO-PRODUCED BY BOYZ 11 MEN
COURTESY OF MOTOWN RECORD CO., L.P.
MANAGEMENT BY QADREE EL-AMIN FOR SOUTHPAW ENTERTAINMENT i,
¢,
m"
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From the Dream\Works album = PRINCE OF EGYPT— INSPIRATIONAL. A Cappella version available on THE PRINCE OF EGYPT - MUSIC FROM THE
JRIGINAL MOTION P JRE S ACK. ©1998 Dream\Works L.L.C. ©1998 SKG Music LL.C. www.dreamworksrecords.com www.psince-of-cgypr.com
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Journal Broadcast
Group Taps Gardner
As President/Radio

Journal Broadcast Group has
elected Carl Gardner President/
Radio. He and
newly elected
President/Televi-
sion Jim Prather
il succeed Douglas
Kiel. who had
been President of
the entire broad-
cast group and
was elected Pres-
ident of parent
Journal Commu-
nications last
week (R&R 12/4).

“Carl and Jim will make a great
team to lead our growing broadcast
company.” Kiel said. “They ve each
played key leadership roles in the
tremendous success and record-
breaking earnings of our broadcast
aroup over the past six years.
They 've earned the trust and respect
of the outstanding leaders running
our stations across the country. |
have enormous confidence in the
future growth and success of the
broadcast group under their leader-
ship.”

Gardner, who most recently was
VP/Radio, added, “I’m so proud of
the talented staffs we’ve put togeth-
er at our radio and TV stations. The
job for both Jim and me is made
easier because our people never
stop pushing us to grow and im-
prove the company. It’s a fast-track
group, one that I’'m honored to be
asked to lead.”

Journal currently owns 23 radio
stations. But the company says that
number should grow to 36 in early
1999, when the previously an-
nounced purchase of Great Empire
Broadcasting’s 13 stations is com-
pleted.

' R&R Holiday
Schedule

R&R's Los Angeles, Nashville,
and Washington, DC offices will
| adopt the following schedule over
the holidays:

* The offices will be closed on
Christmas Eve, Thursday, Decem-
ber 24 and Christmas Day, Friday,
December 25.

* The offices will also be closed on
Friday, January 1.

* R&R will not publish the week
of December 21. The deadline for
the next issue, dated January 1, is
Tuesday, December 29.

Look for regular news updates
I throughout the holidays via the
R&R TODAY daily fax and R&R ON-
LINE website (www.rronline.com).

Gan;r-wer

HOW’ TO HEACH US

CIRCULATION:

I NEWS DESK:
R&R ONLINE SERVICES:
ADVERTISING/SALES:

ABG Radio Nets

American Country Countdown oontest winners were treated to a private con-

cert performance by the Dixie Chicks in Dallas last weekend. In addition to
the exclusive show, the ACC contest winners from across the country re-
ceived autographed banjos and the grand prize: Big Pink, the Dixie Chicks’
former touring RV. Ready for the wide-open spaces are (I-r) Dixie Chicks
Martie Seidel and Natalie Maines, Countdown's Bob Kingsley, and Dixie

Chick Emily Erwin.

JRN Promotes Barry, Henderson, Barich

BY ApAM JACOBSON
R&R ASSOC. EDITOR
Jones Radio Network (JRN)
has promoted Phil Barry to VP/
GM, Michael Henderson to VP/
Affiliate Sales. and Karen Barich
to VP/Finance. In these new posi-
tions, Barry and Henderson will re-
port to Jones International Net-
works CEO/Radio Networks Ron
Hartenbaum; Barich will report to
JIN Group President/Finance Jay
Lewis.
JRN/See Page 25

National +16%

Barry Henderson

Source: RAE

October Radio Numbers Surge

Radio industry revenues showed absolutely no sign of trailing off in the fourth
guarter. Business was up 15% in October, compared to the same month last year,

RAB stats show.

National, statewide, and local elections formed the backdrop to the month, which
saw national spending increase as much as 30%, depending on the region. On a
year-to-date basis, business is up 12% overall, 11% locally, and 15% nationally.

Phillips Now PD At WKFS/Cincinnati

By Tony Novia
R&R CHR EDITOR
Jacor has promoted WDIJX/Lou-
isville APD/MD Rod Phillips to
PD at sister CHR/Pop WKFS/Cin-
cinnati. Phillips first day is Jan 4.
WKEFS has been programmed on
an interim basis by Sterling

i
\""—.-'.‘:.:":.A

310-203-8727
310-203-9763
310-553-4056

FEH ":. Ot |
310-788-1625

310-788-1699
310-788-1675

310-553-4330  310-203-8450

moreinfo@ rronline.com
newsroom @rronline.com
jil@rronline.com

hmowry @rronline.com

Scheissler, who remains with Jacor
in another capacity.

Jacor VP/GM, Cincinnati FM Sta-
tions Alene Grevey told R&R, “We
are very excited to have Rod join
our team. He brings a wealth of ex-

PHILLIPS/See Page 25
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New Venture For Skip Finley

il Executive development system designed for mgrs.

At the end of this month, ——
Skip Finley will wrap up |
three years as CEO/COO |
of American Urban Radio |
Networks — last month he %
concluded two tours as gk
RAB Chairman — to |
launch a new executive de-
velopment system that will
offer managers training for
advancement.

The 27-year radio veter-
an told R&R he’s de-
signed two courses, basic and ad-
vanced. for GMs, GSMs, and PDs
that initially will be limited to 10
students at a time and be exclusive

Finley

to companies in Arbitron-
rated markets.

The system includes in-
*| formation designed to en-
courage independent
thinking, good work eth-
ics. and superior personal
skills. The advanced ver-
sion of the course will be
more in-depth, covering
sophisticated data man-
agement and teaching par-
ticipants how to draft a
strategic plan.

The six-week-long and/or 30-
business-day course will be con-
ducted via fax or e-mail.

Sony Music Int’l Taps Dobbis As Exec. VP/GM

By STEvE WoONSIEWICZ
R&R MUSIC EDITOR

Sony Music Interna-
tional has tapped Rick
Dobbis as Exec. VP. Based
in New York, he reports to
SMI President Robert M.
Bowlin.

Commenting on the ap-
pointment, Bowlin said,
“We are fortunate and
pleased to have Rick Dob-
bis join us. The breadth
and depth of his experience in both
the U.S. and European marketplac-
es is exceptional. and I look for-

ward to working closely
with him and our regional
presidents to cap:talize on
emerging opportunities.
| Rick’s grasp and under-
standing of economic and
technological develop-
ments impacting our busi-
ness will greatly contribute
to our strategic initiatives
and to the overall growth of
SML.”

“Sony Music Internation-
al was the global competitor we

Dobbis

DOBBIS/See Page 25
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Congress, RIAA Team To Teach Industry Issues
] Passage of Copyright Act aided by Rosen, House Task Force

By MATT SPANGLER
R&R WASHINGTON BUREAU

When the record labels need a loudspeaker in Washington they
call former lobbyist and political aide Hilary Rosen, CEO of the
Recording Industry Association of America since July 1997.

Rosen’s emphasis since joining
RIAA has undeniably been copyright
protection for the industry, along
with combating piracy. The associ-
ation lobbied furiously for the pas-
sage of the Digital Millennium
Copyright Act (signed into law on
Oct. 30). which ratifies the World
Intellectual Property Organization
(WIPO) Treaties. This bill, intro-
duced in Congress last year, enforc-
es cyberspace copyright laws for
more than 100 nations that do not
have them.

Black Box Block

“What we're saying here is that
nobody can build black boxes or
add new components to their com-
puters to get around protection of
any copyrighted work — whether
it's computer software, music,
movies, or books — if the purpose
is to circumvent copyright,” Ros-
en told R&R.

The legislation prohibits the use of
devices that “pick electronic locks.”
like black boxes, according to con-

ABC-NABET Dispute Turns Nasty

sultant Marla Romash, who worked
with RIAA on the issue. “The Inter-
net doesn’t recognize national
boundaries” when it comes to ob-
serving copyright law, she told
R&R.

RIAA might not have been able to
push the WIPO bill through had it
not been for the late Rep. Sonny
Bono, who spearheaded the House
Entertainment Task Force with
former House Speaker Newt Ging-
rich. This outfit is comprised of Ros-
en, Motion Picture Association of
America President Jack Valenti, rep-
resentatives from Time Warner
Inc. and Universal Studios, and Re-

RIAA/See Page 8

[ Sen. Wellstone Supports Union Workers At New York Rally

By JEREMY SHWEDER
R&R WASHINGTON BUREAU

Things are getting a little ugly one month into the labor dis-
pute between ABC and its unionized technicians. First, ABC
admitted it made a mistake when it broke an apparent media
blackout last week and issued a negotiations update to its em-
ployees. Then, on Monday, Minnesota Sen. Paul Wellstone made
a trip to Manhattan to speak to striking workers, reportedly call-
ing ABC and parent company Disney “the grinch that stole

Christmas.”

The dispute, between approximate-
ly 2400 members of the National As-
sociation of Broadcast Employees
and Technicians (NABET) and ABC,
started Nov. 2, when NABET work-
ers held a one-day strike to protest
ABC holding back information about
a new health package, NABET as-
serts. The next day ABC locked out
workers, filling their slots with man-
agers and other ABC employees.

Since then, NABET workers have
been picketing ABC offices in New
York, Los Angeles, San Francisco,
and Washington, DC. The network
stoked the fires last month when it
suspended health benefits for locked-
out workers.

Battle Lines Drawn

Sen. Wellstone, speaking at a
NABET rally on Monday, reported-
ly told ABC to ““treat your employ-
ees with dignity and respect.”” ABC.
responding to the senator’s appear-
ance, had the same comment that it
released on election night, when sev-
eral politicians refused to cross pick-
et lines: “It’s unfortunate when elect-
ed officials allow themselves to be
used. as tools in a private labor dis-
pute.” said ABC spokeswoman Julie
Hoover.

That all came after a cantankerous
week when NABET issued a two-
page statement firing at Disney/ABC
for sending all ABC employees an

“update” detailing the goings-on of
three days of contract negations held
before federal mediators. There had
been a news blackout on the talks,
but ABC said it believed the media-
tors had lifted it.

The union said last Friday the re-
lease of the update “is an obvious
and desperate attempt by Disney/
ABC to undermine the collective
bargaining process” and that the up-
date contained “outright lies and
misrepresentations of the events that
have transpired during the last three
days of negotiations.”

The union also said “the company
has made it abundantly clear by
words and deeds that it intends to pur-
sue its campaign aimed at destabiliz-
ing the negotiations while maintain-
ing a lockout designed to weaken our
resolve.” ABC’s Hoover told R&R,
“What we want is a contract with our
NABET-represented employees. This
was a good faith misunderstanding,
and we anticipate that we will all
move forward from here.”

Bloomberg

- BUSINESS
_BRIEFS

Jacor Signs Deal With Internet Rep Firm

W oodland Hills, CA-based firm 2CAN Megdia Inc. will be the exciusive
sales representative for Jacor Communications’ planned network of
245 websites (one for each station). 2CAN will create contests,
sweepstakes, and other promotions for Jacor. The deal does not currently
encompass Clear Channel Communications, whose merger with Jacor is
expected to close in mid-1999. Rob Schuck, marketing director for Jacor's
Internet initiatives, told R&R that about 60 sites are set up now, with all of
them expected to be in place by next spring.

Infinity IPO Expected

BS was expected to issue its IPO for Infinity Broadcasting Corp.

yesterday (12/12) at a share price between $19 and $24. The IPO
was anticipatedto raise about $3 billion, making it one of the largestin U.S.
history. CBS should continue to own about 84% of Infinity. CBS employees
were given an option to buy Infinity stock at the PO price.

PolyGram Sold, Removed From NYSE

he New York Stock Exchange defisted PolyGram NV on Monday due

to its $10.4 billion acquisition by Montreal-based Seagram Co. The
exchange said it considers removing any company for which fewer than
600,000 shares are currently trading. Last weekend, shareholders of the
Amsterdam-based PolyGram accepted Seagram’s buyout offer.

NAB Criticizes Proponents
Of FCC Rules Revisions

n a Dec. 4 filing, the NAB called many of the comments filed by

broadcasters and broadcast consultants in the FCC’s proceeding to
streamline its technical rules “expressions of self-interest.” The association
said many broadcasters supported the proposal —which calls for negotiated
interference agreements — because they have facility modifications they
would like to make or prevent competitors from making. Likewise, many
consultants have clients who would benefit if the new rules were adopted.
However, the NAB asserted, broadcasters “stand to sufferin the long term if
decisions are adopted in this proceeding that cause irreparable, long-term
damage tothe radio broadcasting service.” The NAB opposes, for example,
the suggestion that second- and third-adjacent channel station mileage
separations be reduced because it threatens the development of IBOC DAB.
Reply comments were due to the FCC on the same day.

FCC Warns Tower Operators Of Y2K Issues

hile most industry experts don’t expect severe problems with
antenna tower lighting in 2000, the FCC clarified Monday that if
Continued on Page 25

R&R/Bloomberg Radio Stock Index

This weighted index consists of allpublicly traded companies that derive
more than 5% of gross revenues from radio advertising.

Change Since

One Year Ago One Week Ago 11/27/98 One Year Ago One Week Ago

Radio Index 179.38 219.77 214.38 +22.52% +2.51%
Dow Industrials 7838.30 9016.14 9333.08 +15.03% -3.40%
S&P 500 953.39 1176.74 119229  +23.43 -1.30%
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Am_erica’s most respected kitchen expert .
returns to the radio!

Betty Crocker has been the hands-down expert on nutrition,

coolzing' and meal planning’ for more than 75 years!
Call 1-800-334-5800 toclay to find out how you can

l)ring' her into your audience's homes five times a week. 7

ASK BETTY

Rdbﬁd'ﬂm

winani-americanradiehistern~eors
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Beyond radio’s “star wars’...the Empire Strikes Back!

The web sets your station free
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RADIO BUSINESS

DEAL OF THE WEEK

1998 DEALS TO DATE

Dollars To Date: $12,774,624,748.06

TRANSACTIONS AT A GLANCE §

® WCMY-AM & WRKX-FM/Ottawa, IL; WJBD-AM & FM/Salem, IL;
and KLPW-AM & FM/Union, MO $5.96 million

(Last Year: $13,486,539,325)

* WFNR-AM & WVMJ-FM/

® WESP-FM/Dothan, AL $1.4 million
® KENA-AM & FM/Mena, AR $750,000

Blacksburg; WNRV-AM/Narrows; | Dollars This Week:  $40,085,000
WRAD-AM & WRIQ-FM/Radford; (Last Year: $134,155,000)
WBNK-FM/Christianburg; Stations Traded This Year: 2138
WPSK-FM/Pulaski, VA (Last Year: 2290)
Stations Traded This Week: 41

o

(Last Year: 54)

TRANSACTIONS

Bocephus Sells Seven SW Virginia Properties

New River Valley Radio enters Hokie country with $6.4 million deal:
Marathon media makes $6 million interstate deal

wv%“*&ﬁwx Ty w—w% |y #Mg
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WFNR-AM & WVMJ-FM/
Blacksburg; WNRV-AM/
Narrows; WRAD-AM &
WRIQ-FM/Radford; WBNK-
FM/Christianburg; WPSK-
FM/Pulaski, VA

PRICE: $6.445 million

TERMS: Asset sale for cash

BUYER: New RiverValley Radio Part-
ners LLC, headed by Stephen
Garchik. Phone: (703) 467-8222
SELLER: Bocephus Broadcasting,
headed by A. Thomas Joyner &
George Beasley. Phone: (919) 460-
9333

FREQUENCY: 710 kHz; 105.3 MHz;
990 kHz; 1460 kHz; 101.7 MHz; 100.7
MHz; 101.7 MHz

POWER: 10kw; 12kw at 479; Skw day/
10 watts night; Skw day/500 watts night;
1.75kw at 1207 feet; 3kw at 328 feet;
3kw at 64 feet

FORMAT: Talk/Sports; Oldies; Country;
Nostalgia; Country; Pop/Alternative;
Soft AC

BROKER: Michael Bergner of Bergn-
er & Co.

WCMY-AM & WRKX-FM/
Ottawa, IL; WJBD-AM & FM/
Salem, IL; and KLPW-AM &
FM/Union, MO

PRICE: $5.96 million

TERMS: Asset sale for cash
BUYER: Marathon Media Midwest

LP, headed by Bruce Buzil & Aaron

Shainis. They have interests in 30 oth-
er stations. Phone: (312) 204-9900
SELLER: Virginia Broadcasting
Corp., headed by President Richard
Fister. Phone: (314) 862-6220
FREQUENCY: 1430 kHz; 95.3 MHz;
1350 kHz; 100.1 MHz; 1220 kHz; 101.7
MHz

POWER: 500 watts day/38 watts night;
4.3kw at 200 feet; 430 day/59 watts
night; 1.6kw at 451 feet; 1kw day/126
watts night; 2.1kw at 341 feet
FORMAT: Full Service; Hot AC; Coun-
try; AC; News/Talk; Country
BROKER: EdWalters and Associates

WESP-FM/Dothan

PRICE: $1.4 million

TERMS: Asset sale for cash

BUYER: Gulf South Communica-
tions Inc., headed by Clay Holladay. It
also owns WDJR-FM/Dothan. Phone:
(601) 693-2973

SELLER: Signal Enterprises Inc.,
headed by Charles Chapman & J.
McDavid Flowers. Phone: (334) 793-
4002

FREQUENCY: 102.5 MHz

POWER: 100kw at 461 feet
FORMAT: Classic Hits

BROKER: Michael Bergner of Bergn-
er & Co.

KENA-AM & FM/Mena
PRICE: $750,000

TERMS: Asset sale for cash

BUYER: Ouachita Broadcasting inc.,
headed by President Jay Bunyard. He

owns three other stations, including
KDQN-AM & FM/DeQueen. Phone:
(870) 642-2446

SELLER: Ouachita Communications
Inc., headed by President Edward
Stevenson. Phone: (501) 394-1450
FREQUENCY: 1450 kHz; 102.1 MHz
POWER: 1kw; 25kw at 302 feet
FORMAT: Country; Country

KSZL-AM & KDUC-FM/
Barstow & KDUQ-FM/
Ludlow

PRICE: $875,000

TERMS: Asset sale for cash

BUYER: Tele-Media Co. of Southern
California LLC. it also owns KVVQ-
AM/Hesperia & KHDR-FM/NVictorville.
Phone: (814) 359-3481

SELLER: First American Communi-
cations Corp. Phone: (619) 256-2121
FREQUENCY: 1230 kHz; 94.3 MHz;
105.7 MHz

POWER: 1kw; 4.6kw at 783 feet; 6kw
at 164 feet

FORMAT: Talk; CHR/Pop; CHR/Pop

KHBG-FM/Healdsburg
(Santa Rosa)

PRICE: $2.2 million

TERMS: Transfer of control

BUYER: Mary Constant. She owns
five other stations, including KGRP-FM/
Calistoga & KRSH-FM/Middletown.
Phone: (707) 588-0707

SELLER: Batista Vieira & David Her-
nandez, of Deas Communications
Inc. Phone: (408) 272-7532
FREQUENCY: 95.9 MHz

POWER: 340 watts at 394 feet

® KSZL-AM & KDUC-FM/Barstow

® FM CP/Yankeetown, FL $41,000

(Wichita), KS $800,000

® FM CP/Taos, NM $50,000

® KSOK-AM/Arkansas City & KAZY-FM & KSOK-FM/Winfield

® WINX-AM/Rockville, MD $600,000

® WESO-AM/Southbridge (Worcester), MA $175,000
® WOAP-AM/Owosso (Flint), Ml $140,000
® KOWW-AM/Blue Springs (Kansas City), MO $750,000
® KDEF-AM/Albuquerque $199,000

® WIZR-AM & WSRD-FM/Johnstown, NY $2.2 million
® WDFM-FM/Defiance, OH $3.95 million i
® FM CP/Westerville (Columbus), OH $5 million i
® WCRO-AM/Johnstown, PA $85,000 |
® WZRZ-FM/Mill Hall (Williamsport), PA $485,000 :
® KKUB-AM/Brownfield, TX $130,000 4
® KZTR-FM/Franklin (Bryan-College Station), TX $1 million :
® KDAE-AM/Sinton (Corpus Christi), TX $500,000

& KDUQ-FM/Ludlow, CA $875,000 ¢

® KHBG-FM/Healdsburg (Santa Rosa), CA $2.2 million
® KMMM-FM/Madera (Fresno), CA $4.5 million
® WCTH-FM/Plantation Key (Key West), FL $1.85 million

FORMAT: Classic Rock

COMMENT: Constant will own 100%
of the company following the transac-
tion.

KMMM-FM/Madera (Fresno)
PRICE: $4.5 million

TERMS: Asset sale for cash
BUYER: Lotus Communications
Corp., headed by President Howard
Kalmenson. It owns 19 other stations,
including KGST-AM/Fresno & KLBN-
FM/Auberry. Phone: (213) 461-8225
SELLER: Pat Ryan. Phone: (209) 673-
7374

FREQUENCY: 107.1 MHz

POWER: 9.9kw at 515 feet

FORMAT: Regional Mexican

WCTH-FM/Plantation Key
(Key West)

PRICE: $1.85 million

TERMS: Asset sale for cash

BUYER: Clear Channel Communica-
tions Inc., headed by CEO Lowry
Mays. It will own 454 stations after
merging with Jacor, includingWINZ-AM
& WIOD-AM/Miami & WFKZ-FM/Pian-
tation Key. Phone: (210) 822-2828
SELLER: BGI Broadcasting LP, head-
ed by Matthew Figgie. No phone listed
FREQUENCY: 100.3 MHz

POWER: 100kw at 440 feet
FORMAT: AC

BROKER: Blackburn & Co.

FM CP/Yankeetown

PRICE: $41,000

TERMS: Transfer of controi

BUYER: WGUL-FM Inc., headed by
Chairman Carl Marcocci. It owns five
other stations. Phone: (813) 442-4027
SELLER: Nature Coast Communica-
tions Corp., headed by David Zeplow-
itz.

FREQUENCY: 96.3 MHz

POWER: 6kw at 287 feet

FORMAT: Country

KSOK-AM/Arkansas City &
KAZY-FM & KSOK-FMW/
Winfield (Wichita)

PRICE: $800,000

TERMS: Asset sale for cash

BUYER: Innovative Broadcasting
Corp., headed by President William
Wachter. It owns four other stations.
Phone: (316) 232-5993

SELLER: Great Scott Communica-
tions Inc., headed by President Donald
Wiechman. Phone: (601) 844-8888
FREQUENCY: 1280 kHz; 95.9 MHz;
107.9 MHz

POWER: 1kw day/100 watts night;
25kw at 328 feet; 50kw at 387 feet
FORMAT: Nostalgia; AC; Country
BROKER: William Whitley of Media
Services Group Inc.

Continued on Page 8
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AC MARKETING

TONY QUIN

Does Vidpak Work for AG?

O Two veteran AC programmers talk about their experiences with

Vidpak™ video mailers.

As 1999 approaches, many AC stations are talking about
Vidpaks as an alternative to TV and direct mail. Tom
Jackson, OM of WLNK, Charlotte and Rob Harder, PD
of KISC, Spokane talk about how this new medium

worked for them.

TQ: Why did vou decide to use
Vidpak in the first place?

RH: Well. we'd heard some good
things about results that other
stations had been getting and
decided to be one of the test
cases for Triathlon Broadcasting.
We were look-
ing for a solu-
tion to our
declining
cume which
had been erod-
ing for about 3
or 4 months
and thought
this might be a
good way to get us back on
track.

Rob Harder

TJ: We needed to get the station
known as quickly as possible by
as many people in the target
demo as possible. We thought
Vidpak could do that because it
can be very targeted, and we
would get several minutes to

1 think if you need and
want a quick, big
impact, Vidpak would
be hard to beat.
—Tom Jackson

really explain to people what we
were doing. It was also really
unique in that you're receiving a
videotape in the mail, which is
still very novel. People would
say, 'Jeez, who sent me this tape?
Let's see what's on it'. And, of
course, the contesting element
that we put into it was an added
incentive to put it in your VCR
and watch it.

TQ: Tell me how the contest
aspects worked?

TJ: Well, for a start, we really
wanted to get people's attention.
I believe the novelty of receiving

a tape is a big factor. but we
wanted some insurance that
they would actually watch it
So we put a $10,000 instant
winner contest on the label.
Well, the only way you could
know if you're the winner is to
watch the tape. The research we
did showed that over 60% of the
people who got the tape
watched it. $10,000 is going to
get your attention, so we believe
people did watch it for that. We
also made it clear to them that if
they didn't win the $10,000,
they were still eligible to win
$1,000 just for listening for their
name on the air. And so for
about six weeks after the mail-
ing, we called
out names of
people on the [

mailing  list |
and gave [
away $1,000

if they called
in. We made it
clear it wasn't
for all of our
listeners, only the people who
had received the video tape, so
they were in a relatively small
pool of people and had a pretty
good chance of winning.

”

Tom Jackson

TQ: So what happened?

RH: Well, we mailed the videos
out right at the start of the sec-
ond phase of the Spring book
with a reply card for our on-air
contest. Within a few days we
started receiving just piles of
these reply cards in the mail. so
we knew the videos were out
there and that people were
responding to our call to action.
And everyday we'd get another
pile of these cards and we knew
then that we were really onto
something big because normally
the response rate is pretty low
for direct mail contests that
we've done in the past. We got a
huge response. In the end it was
over 20%.

TJ: We were pleased and pleas-
antly surprised at the initial
reaction when the tapes started
arriving. which [ guess took
about 10 days. For a couple of
weeks we were constantly hear-
ing from listeners or people that
we know in the community that
they or someone they knew had
gotten the tape. We did a pretty
good mailing, because we really
wanted to cover our target demo
Women 25-44. Tt just proves

e e S e e e e
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We knew then that we
were really onto some-
thing big, because
normally the response
rate is pretty low for
direct mail contests
that we've done in
the past. —Rob Harder

S ewmwmm

how impactful something like
this can be when you select your
target right and then go after it.

TQ: And what results did you
see?

RH: In the numbers, the first
month that the videos went out,
which was the second phase of
the Spring book, the quarter
hours only moved up just a little
bit, but our cume just went
through the roof. And the next
month we got the payoff, with a
quarter hour increase from an
8.4toa?2l.6.

TJd: Well, we mailed in February
and the contest stretched the
promotion into March. When
you look back at our discrete
months, they were the two
biggest months of this entire
year. February was, by far, our
biggest, March was the second
biggest of the year. We got a
huge infusion of both cume and
time spent listening.

TQ: And then how did the adver-
tising community respond?

R Actually very good. The
salespeople came back with

waany amaricanradiohictary cam,
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(The first month) our cume just went
through the roof. And the next month
we got the payoff, with a quarter hour

increase from an 8.4 to a 21.6.
—Rob Harder
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some very ¢
positive sto-
ries from
some of our ;
advertisers
who had
received our video in the mail
and were impressed with the
quality of the video and the pro-
motion we were doing. Actually,
I believe we probably got some
new clients because of it too,
people calling in who were
potential advertisers who had
seen the video and wanted to
jump on the bandwagon.

TQ: How would you compare
Vidpak to other media?

RH: well, we've tried traditional
television advertising and bill-

-_boards. We've done direct mail.

We've tried just about everything
you can think of to give us a
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cume and quarter hour hit. This
got the biggest cume increase
I've ever seen on any promotion
we've ever done. I would just
have to say if anybody's look-
ing for a quick fix or needs a
good bump 1 would highly rec-
ommend trying Vidpak. If
you've tried everything else,
this could be the winner you're
looking for.

TJ: I think if you need and want
a quick, big impact. Vidpak
would be hard to beat. It really
gets people's attention. It
worked for us and I think it'll
put your station on the map if
that's what you're looking for.
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TRANSACTIONS

Continued from Page 6
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WINX- AM/RockwIIe

PRICE: $600,000

TERMS: Asset sale for cash

BUYER: Mega Broadcasting, headed
by President Alfredo Alonso. It owns
eight other stations, including WKDL-
AM & WKDV-AM/Washington, DC.
Phone: (201) 541-9555

SELLER: Radio Broadcast Commu-
nications Inc., headed by President
William Parris. It owns one other sta-
tion. Phone: (301) 424-9292
FREQUENCY: 1600 kHz

POWER: 1kw day/500 watts night
FORMAT: Oldies/CHR

BROKER: Barry King of Norman Fis-
cher & Associates
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. Massachusel
WESO-AM/Southbridge
(Worcester)

PRICE: $175,000

TERMS: Asset sale for cash

BUYER: Evergreen Communications
Inc., headed by President Marshall
Sanft. (508) 764-4325

SELLER: Eastern Media Inc., VP
John Neuhoff. He has interests in three
other stations. No phone listed.

FREQUENCY: 970 kHz
POWER: 1kw day/21 watts night
FORMAT: Nostalgla
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WOAP-AM/Owosso (Flint)

PRICE: $140,000

TERMS: Asset sale for cash

BUYER: Hartman Broadcasting Co.,
headed by President William Janego.
Phone: (517) 723-5904

SELLER: Connoisseur Communica-
tions Partners LP, headed by Jeffrey
Warshaw. It has interests in 37 other
stations. Phone: (203) 227-1978
FREQUENCY: 1080 kHz

POWER: 1kw .

FORMAT: Nostalgia

R
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KOWW-AM/BIue Springs
(Kansas City)

PRICE: $750,000

TERMS: Asset sale for cash

BUYER: Christian Broadcasting As-
sociates LP, headed by President
Nicholas Marchi. Phone: (913) 782-
0367

SELLER: CBS Corp., headed by Pres-
ident Mel Karmazin. It owns over 160
other stations. Phone: (212) 314-9200
FREQUENCY: 1030 kHz

POWER: 1kw day/500 watts night
FORMAT: Country Oldies
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KDEF-AM/Albuquerque
PRICE: $199,000

TERMS: Transfer of control

BUYER: Henry Tafoya, of RAMH
Corp. Phone: (505) 888-1150
SELLER: Benjamin Chavez Jr. &
Mark Battaglia, also of RAMH Corp.
No phone listed

FREQUENCY: 1150 kHz

POWER: 5kw day/500 watts night
FORMAT: Sports

COMMENT: The purchase price includes
the assumption of an $84,000 promisso-
ry note. Following the transaction, Tafoya
will own 100% of the company.

FM CP/Taos

PRICE: $50,000

TERMS: Asset sale for cash

BUYER: Scott Parker. He owns sev-
en other stations, including KKIT-FM/
Angel Fire. Phone: (208) 726-5324
SELLER: EBT Broadcasting LLC,
headed by Charles Moss Jr. He has
interests in four other stations. Phone:
(970) 925-4550

FREQUENCY: 99.9 MHz

POWER: 10kw at 2768 feet
T
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WIZR-AM & WSRD—IFM/
Johnstown
PRICE: $2.2 million
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Continued from Page 4

publican congressmen such as Rep.
Mark Foley (FL), who is chairman
of the task force, and Gingrich. In
June, the task force pledged its sup-
port for WIPO and its companion
legislation.

The task force was formed in
1994, during the first few months
of the 104th Congress, “to create
a working relationship with the
Republican leadership, as well as
a group of Republican members
who heretofore had no relation-
ship with the entertainment indus-
try, nor a good understanding of
the economics and intricacies of
our business,” said Rosen. Prior to
its formation, she said, the record-
ing industry suffered from “a
high-profile Democratic tilt” that
emphasized the social, not eco-
nomic, issues surrounding the in-
dustry.

Artists’ Catch-22

Foley, who took over as chairman
after Bono died last year, has noticed
the industry has fallen into a Catch-
22 situation. While artists often es-
pouse liberal views, they simulta-
neously try to impress upon the Re-
publican Congress that they are busi-
nesspeople concerned with the eco-
nomic issues that face the industry,
like copyright protection and piracy.

“Part of the job has been frustrating,”
Foley told R&R, *‘because our side, the
Republicans, look at entertainers as lib-
erals and therefore will never support
our way of thinking. But when they find
out the economic consequences of what
we do, they start moderating a bit.”
Thus, he said, one of the focuses of the
task force has been to give the record-
ing industry an “entree into the Repub-
lican leadership.”

So far it’s been “a real success-
ful effort,” according to Rosen. Fo-
ley said the task force, which gath-

ers on an ad hoc basis, has expand-
ed to include key committee mem-
bers who can serve as the “eyes and
ears” of the industry in the commit-
tee rooms. Most significantly, he
said, his role has been to ensure that
the Speaker, House Majority Lead-
er Dick Armey (R-TX), and House
Majority Whip Tom DeLay (R-TX)
get the bills that involve the indus-
try out on the floor. For example,
Foley said, WIPO “would not have
gotten done” had it not been for the
Republican leadership.

On censorship, Rosen believes
the senators’ efforts are unlikely to
produce any legislation governing
music content, because “the over-
whelming majority of American
people, as well as Congress, realize
the industry’s voluntary system is
working.” She likens the issue to “a
virus that lies dormant and occasion-
ally flares,” often during election
cycles or times of crisis.

TERMS: Asset sale for cash

BUYER: Albany Broadcasting Co.,
headed by PresidentJohn Kelly. It also
owns WROW-AM, WFLY-FM, WPTR-
FM & WY JB-FM/Albany-Schenectady-
Troy. Phone: (518) 786-6600
SELLER: Hometown Broadcasting
Corp. Phone: (518) 762-4631
FREQUENCY: 930 kHz; 104.9 MHz
POWER: 1kw day/28 watts night; 3kw
at 300 feet

FORMAT: Nostalgia; Oldies
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WDFM-FM/Defiance

PRICE: $3.95 million

TERMS: Asset sale for cash

BUYER: Jacor Communications Inc.,
headed by CEO Randy Michaels. It
owns 242 radio stations. Phone: (606)
655-2267

SELLER: Lankenau Small Media Net-
work Inc., headed by Steven Lan-
kenau. Phone: (419) 782-9336
FREQUENCY: 98.1 MHz

POWER: 50kw at 500 feet

FORMAT: AC

BROKER: Associated Broadcasters
COMMENT: The purchase includes TV
station WDFM-TV/Defiance.
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FM CP/Westerville
(Columbus)

PRICE: $5 million

TERMS: Asset sale for cash

BUYER: North American Broadcast-
ing Co.Inc., headed by President Mat-
thew Mnich. lt also owns WMNI-AM &
WBZX-FM/Columbus. Phone: (614)
481-7800

SELLER: Davis Broadcasting Co.
Ltd. Phone: (614) 461-7714
FREQUENCY: 103.9 MHZz

POWER: 6kw at 328 feet

BROKER: Media Venture Partners
>9<A~W‘<5:-oc
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WCRO-AM/Johnstown

PRICE: $85,000

TERMS: Asset sale for cash

BUYER: Greater Johnstown School
District. Phone: (814) 533-5650
SELLER: Eagle Broadcasting Group
Inc., headed by VP Jane Austin.
Phone: (760) 722-8232
FREQUENCY: 1230 kHz

POWER: 1kw

FORMAT: Religious

WZRZ-FM/Mill Hall
(Williamsport)
PRICE: $485,000

TERMS: Asset sale for cash

BUYER: Forever Broadcasting LLC,
headed by Carol O’Leary. She has in-
terests in 25 other stations. Phone:
(814) 941-9800

SELLER: Big Mountain Broadcast-
ing Inc., headed by Sabatino Cupelli.
He has interests in three other stations.
Phone: (717) 769-3277
FREQUENCY: 98.7 MHz

POWER: 970 watts at 581 feet
FORMAT: Oldies

KKUB- AM/BrownfleId

PRICE: $130,000

TERMS: Asset sale for cash

BUYER: Brownfield Broadcasting
LP, headed by Kenneth Ripley.He has
interests in four other stations. Phone:
(806) 637-4531

SELLER: Brownfield Radio Inc.,
headed by Lucille Farr. Phone: (806)
637-4886

FREQUENCY: 1300 kHz

POWER: 1kw day/120 watts night
FORMAT: This station is currently silent
BROKER: Community Equity Asso-
ciates

KZTR-FM/Franklin
(Bryan-College Station)
PRICE: $1 million

TERMS: Asset sale for cash

BUYER: Brazos Valley Broadcasting
LLC, a subsidiary of Equicom Inc.
Equicom has interests in 26 other sta-
tions, including KORA-AM & KTAM-FM/
Bryan & KHLR-FM/Cameron. Phone:
(512) 257-2280

SELLER: Roy Henderson, dba Fran-
klin Community Broadcasting. He
has interests in 10 other stations.
Phone: (713) 426-2600

FREQUENCY: 101.9 MHz

POWER: 25kw at 328 feet

FORMAT: Classic Hits

KDAE-AM/Sinton (Corpus
Christi)

PRICE: $500,000

TERMS: Asset sale for cash
BUYER: The Worship Center of
Kingsville, headed by President Rufi-
no Sendejo Jr. It also owns KGLF-
AM/Robstown. Phone: (512) 387-
1510

SELLER: Nueces Radio Partners
LP, headed by Willis Harpole. He
owns one other station. Phone: (830)
816-2895

FREQUENCY: 1590 kHz

POWER: 1kw day/500 watts night
FORMAT: Nostalgia

1-800-622-0022 www.harris.com/communications

Next level radio solutions:
Harris Broadcast Systems

From source to transmitter, Harris has taken steps to offer
complete radio solutions to its customers around the globe
Whether you need one component in the air chain or a

completely integrated studio, Harris is ready to bring your radio

station to the next level

t Communications

next fevel solfutions
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Imagine a meter you could put in your office.. .a virtual, real-time monitor that would instantly tell you the effectiveness of your
programming...high-resolution information that is sc precise it could show you audience reaction to specific programming events.
giving you the opportunity to immediately respond to your audience.

; It could show you daily how the new morning team is doing. .. whether that TV campaign is worth the money you’re spending...how
| many units you can really run in an hour...even the effect that 7:20 a. m. $10,000 give-away has on the seven o’clock hour.

It’s real. It’s here. It’s called MoBILTRAK.

MOoBILTRAK is the new car radio monitor. It’s immediate, accurate, and rolling out in U. S. markets right now. Call 1-888-772-TRAK
for information on MoBILTRAK ’s installation status in your market. And please visit MOBILTRAK’s website at www.mobiltrak.com.

-

- . o "1
snor® SHE o f
_~— -

-

—

e = i s e -
i - BEALL RIGHTSRESERVED _
MosILTRAK is a trademark and service mark of Mogit TRAK, Inc. The Mosi.TRAK logo js a trademark of MQBILTRA Inc

»
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* How to observe focus grouﬁs; Page 14

® RAB: Video store gives radio four stars, Page 12

* Arrow website hits the target, Page 12

{ MANAGEMENT F

The trouble with the future is that it usually
arrives before we're ready for it.
~ Arnold H. Glasow

29 NEW YEAR'S RESOLUTIONS

FOR MANAGERS

B' il'Wil] Pollack If you want to accompli?h

more as a manager in
1999, one thing is for sure: More of the same will
get you just that — more of the same. Think about
it. If you want to climb in your profession, want to
earn more money, or both, how can you expect to
accomplish more when you’re doing the same
things?

Take a look at your skills in recruitment of staff,
accountability and tracking systems, training,
account list management, inventory management,
and people skills. Then design an action plan of
what you'll do to improve next year. Here’s a start
— make these New Year’s resolutions.

@ Become better at managing each individual’s

@ Review a two-year billing history of the
station and familiarize yourself with billing
patterns, who is (and isn’t) on, etc.

12 Revamp current sales and marketing
material, one-sheets, etc. Ask each seller to come
up with one hot piece each.

@ Design an incentive contest for the national
rep. Goose each seller at each office.

@ Post account “hit lists” on the wall.

@ Take a seller (and spouse) out for a drink or
dinner.

@ Update the success letter book. Push client
testimonials.

strengths and weaknesses.
While we often try to manage
the team, we forget each person
has unique situations and chal-

lenges.

eGet out and meet your
top 30 advertisers and hottest
50 “suspects” every quarter.

© instead of holding sellers
accountable for the bottom line,
track those things that improve
the bottom line — number of
calls, specs, proposals, etc.

o Have five sellers ready to
hire at any time as the need
arises.

D Review systems of ac-
countability. Are they all
working? Could you add to
them? Take some of them
away?

@Look at the past five
written presentations from
each person on your staff.
How would you rate them on
a five-point scale?

@Have last year’s news-
paper ads pulled a month in
advance.

@To improve on time
management skills, have the
group figure the value of
every 15-minute unit of their

o Manage your inventory
better. Commit to having less than 5% of your total
inventory (168 hours) go unsold each week.

@ Adjust “guarantee draws” sooner rather than
later.

(7) Implement a program called “I'm Yours For
The Day,” in which you announce surprise “ride
days” with salespeople on a regular basis.

F

O cach quarter, audit the sales department.
Determine where they’re strong and where they’re
weak. Design sales meetings based on such
strengths and weaknesses.

omstitute an ASI — Advertisers Satisfaction
Index — to assess how pleased current and past
clients are.

@ Take your salespeople on a field trip -instead
of having a sales meeting once every calendar
quarter. Go to the public library (to show available
resources), visit a supermarket (to learn about shelf-
talkers, slotting fees, etc.), or attend a sales seminar
for an industry other than radio.

time. Ask them to brainstorm
ways they could be more cfficient each day.

@Analyze sales by geography and business
category.

@ Post a “10 Most Wanted” list of hot leads in
front of each seller’s desk.

@ Begin a formal evaluation program in which
you give honest input on performance-related
issues each quarter.

@Spcnd more time each day with new
members of the staff. Try to remember what it’s
like being new.

@ Reward the Salesperson Of The Weck,
Salesperson Of The Month, and Salesperson Of
The Quarter. Note: Set the criteria up front,
measure, then reward.

Irwin Pollack is a New Hampshire-based radio sales
and management trainer/consultant. He can be reached
at (603) 598-9300 or via e-mail atwww.irwinpollack.com.

WWW-americanradiehistern-eem

MORE EASY WAYS T0
MAKE OR SAVE MONEY

M Sublease your excess office space!

Byllick Kazan Sailboats glide smoothly through

B the shimmering blue water, palm
trees sway gently in the ocean breeze, and waves roll softly
onto the white sand beach. This is the view of Marina del
Rey and the Pacific Ocean beyond — from the sixth-floor
windows of my dentist’s office.

Though beautiful, this gorgeous panorama is expensive
and difficult to justify without a heavier patient load than this
dentist has. He also pays for a dental assistant, the latest
high-tech equipment, a computer system, a mini-library,
and a well-staffed reception area. Each day, this overhead
awaited him, until he got a wonderful idea: sublease some
of his space.

But he didn’t just offer empty space. He charged a
premium for what most dentists want, a turnkey operation.

The dentist who became his
tenant moved into a fully
staffed, state-of-the-art
facility. How valuable is

E this? As empty space, a
mee== portion of this facility

would sublet for $2000 a
month. With these amenities, which my dentist pays for
anyway, it could readily bring $5000 or more.

Now let's apply this to your business. In many stations,
there’s no shortage of space. You have a fully equipped,
secure facility ... and the substantial overhead that goes
with it. You're under pressure to maximize profits, so why
not get a quality tenant to sublease at a premium rate? A
wide variety of professional organizations could share some
of your space, such as an insurance company’s branch
office, a small software developer, or a mortgage broker.

This is found money! A good real estate agent can
discreetly solicit prospective tenants, and that costs you
nothing until you lease your space. Even then, you pay only
a small percentage of what you receive.

How about your parking lot? If it's not always filled, are
there adjoining businesses that might rent space from you?
For example, a retailer that may want to reserve close-in
spaces for customers could ask its employees to park in
your lot. A major tenant in an office tower may have
employees who'd feel safer after dark if they got their cars
from your lot. Or if you're close to a multiscreen movie
theater complex, offer overflow parking for a fee to the
theater chain on evenings and weekends. Maybe you're next
door to a large apartment building in a densely populated
area. If so, they frequently seek additional overnight and
weekend parking for tenants and guests.

Another alternative for your parking lot is weekend
auctions. Many of your advertisers have excess inventory.
Why not organize and promote weekend auctions or
warehouse clearance sales in your parking lot. This also
promotes your station and offers a valuable service for your
sponsors, a service you could charge for or package as part
of a bigger sale.

In any case, you've taken a substantial overhead and
converted more of it into a money-making asset, something
absolutely essential in today’s radio environment.

THE ROADTO

Dick Kazan is a successful entrepreneur who founded one of the
largest computer leasing corporations in the United States. He
created and hosts The Road To Success, the first radio talk show
to offer on-air business consulting to business owners and
employees. E-mail your comments or questions to him at
rkazan@ix.netcom.com.
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management = marketing = sales

MARKETING

FINGER-CLICKIN' GOOD!

A continuing feature highlighting selected websites of special interest

ARROW POINTING (AND CLICKING) IN THE RIGHT DIRECTION

There’s a lot to like about the comprehensive
website posted by Classic Hits KCBS-FM
(Arrow 93)/Los Angeles (www.arrowfm.com).

A music section offers a rock ‘n’ roll tour of L.A.,
concert listings, artist info and links, and a section
devoted solely to the Beatles. There’s a “Grape-
vine” section for music news and gossip, a place
to make requests via e-mail, and a “cyber club” to
join.

A recreation section guides users to restaurants,
movies, and other activities throughout Southern
California (neatly arranged by area). Of course,
there’s also the obligatory “meet the jocks” section.
And, as a nice touch, on many of the pages a Java-
script application tells you what song is currently
playing on the air.

A trip to Arrow’s website, though, just wouldn’t
be complete without dropping by the “Funzone.”
After you've taken the music trivia and lyric quiz-
zes, you can play three interactive games. One is a
“Concentration” game, in which you match up rock
album covers. Then there’s a crossword puzzle,
which you can fill out on-screen, with the help of
a plug-in application.

The most interesting game on the site is called
“Driving L.A.” You're behind the wheel of a “car,”
and trivia questions pop up in your rear-view mir-
ror. Possible answers streak by your windshield,
and you have to click on correct ones without fall-
ing for the incorrect ones. So rev up your mouse
hand and your mind for trivia, and hit the road!

What makes your website “finger-clickin’ good"? If your site is
breaking new ground with a killer app or a cool quotient in the
99th percentile, e-mail a short explanation and/or screen shot
along with an active URL to MMS Editor Jeff Axelrod at
jaxelrod@rronline.com with “FCG Site” in the subject line.

The Wheaties Sports Report

gives your listeners tales, tips,
anecdotes and advice available

nowhere else. From the folks

Champions comes the daily

feature of champion stations—

The Wheaties Sports Report.

Five shows a week, each

60-seconds, offered FREE OF

CHARGE and market-exclusive.

No cash, no barter, no
commercial content. Sell
the time to a local sponsor
and pocket the cash.

WAV Americanradiohictorsr o=

who brought you the Breakfast of

RADIO GETS RESULTS

SUCCESS STORIES FROM THE RAB

Radio Thrills The Video Store

SITUATION: Now with eight locations in the market, Video Safari has
been competing with a variety of locally owned and nationaily
franchised video outlets for more than seven years.

OBJECTIVE: With additional national chains moving into the market,
the company wanted to preserve its market share by thanking
customers for their loyalty. Video Safari was looking for promotional
concepts that would accomplish this with strong impact.

CAMPAIGN: Using WZKL-FM/Canton, OH as its exclusive advertising
partner, the company launched its “Video Safari Mystery Shopper”
promotion. Over a three-week period, 33 60-second commercials
and supplemental promos were broadcast. The promotion involved
“catching” customers with an Oscar-nominated movie or actor from
the current or previous year, then rewarding that person with special
prizes, discounts, or simply a lot of attention!

RESULTS: The campaign resulted in considerable excitement and
word-of-mouth advertising for Video Safari, successfully taking the
spotlight away from new competitors entering the market. Rather
than talking about new store grand openings, Video Safari
customers were vocal about the “unexpected surprises” available
through shopping at Video Safari and commented frequently about
the commercials aired on WZKL-FM.

—— —RABTOOLBOX——

More marketing information and resources from the RAB

FROM MEDIA TARGETING 2000

Forty-one percent of heavy video renters (more than five in an
average month) earn more than $50,000 per year. More than a
quarter (27%) are college graduates, and 70% own homes. This
groups, on average, spends 48% of its daily media time with radio.

FROM RAB CATEGORY FILES

“Warner Home Video has created the newest option in video
distribution — cassettes ‘licensed’ under revenue-sharing terms
— with a component aliowing direct deals with a broad base of
retailers meeting certain criteria. The program works like this:
Retailers pay full wholesale price for an order matching their
historical buys on comparable titles. For this price, Warner
provides between two and three times the number of cassettes
paid for.”

INSTANT BACKGROUND — VIDEO STORES

Share of movie rental inventory for the average video retailer,
based on film category: Action/adventure, 19.8%; comedy,
17.8%; drama, 12.6%,; children’s, 9.2%; horror, 6.7%; adult, 6.1%,;
family, 5.8%; mystery/suspense, 4.4%; science fiction, 4.1%;
western, 3.2%, erotic thriller, 2.9%; classic, 2.9%; foreign
language, 1.4%; special interest, 1.0%,; exercise, 0.3%;.other,
1.8% (Video Store Magazineretailer survey).

For more information, call RAB's Member Service HeipLine at (800)
232-3131 or log on to RadioLink at www.rab.com.

Delivered in bulk weekly by

satellite for highest quality and

timeliness. Catch the feed on

Fridays at 3:00 p.m. Eastern time
on SATCOM C-5, transponder
23, SEDAT channel 13.

radio

Get off the bench and get
game! Call 1-800-334-5800
to put your station on

the lineup for the Wheaties

Sports Report.
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over 900,000 in an average week’
L "-.‘ A

No kidding! In an average week, over 900,000 very loyal 6-11 like Radio Disney can capture the hearts of the community and its advertisers,
year-olds will listen to Radio Disney'. Also with our 36 stations in 34 markets’,  the whole process becomes a lot more fun and rewarding,” says Brian Acker,

almost 2,000,000 «kids' have tuned in to Radio Disney. General Sates Manager, Radio Disney AM 1440/Minneapotis-St Paul.
And the audience continues to grow! Because we keep Ms. Peggy lafrate, General Manager for 3 Radio Disney Affiliates: AM 1260/

adding new markets, our core audience keeps on growing. Boston, AM 1450/Providence and AM 1550/Hartford really knows her
Even some of the grown-ups who work with Radio Disney are loyal fans too.  “stuff.” “We were able to make revenue right away because we made a target

“We're ecstatic! Our GM is very pleased with the cash flow. We took a non-  list of 25 appropriate advertisers that were right for the station. We presented
performing AM station and developed a revenue stream where there was  promotional packages tailored for the client. We did not sell traditional
none. We are exceeding our goals. What family radio, only promotional branding opportunities witi
Radio Disney.”

Better hurry, everyone is hearing about
our growth spurt. Call Glenn U. Leeder at

212-456-1773 for affiliation opportunities.

The Redio Stetion Just For Kids!

doesn’t love Disney?”, said Mr. Brad Samuel,
General Sales Manager for Radio Disney AM
1240/San Diego.

“...Already we are renewing long-term contracts

for 1999 based on results we have generated for a
broad spectrum of advertisers. When a radio format

© DISNEY 1 ABC RADIO NETWORKS RESEARCH DEPARTMENT ESTIMATES, 2 CURRENT AFFILIATES AS OF NOVEMBER 15. 1998
iohictor
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—{SALES}

PUT THE FOCUS ON GETTING RESULTS

Focus groups can be ex-
tremely valuable tools in
helping determine the course your station needs
to take. But interpreted incorrectly, they might not
provide the answers you were truly seeking. In his
firm’s Radio Focus newsletter, consultant Dan

By Dan Vallie

Vallie discusses what you need to know when
you’re going to observe your station’s focus groups.

* Know in advance how the people in the group
were screened in. Their perfor-
mance/screen affects their an-
swers and, ultimately, your re-
sponse and interpretation.

* Understand that you are
there to learn what your listen-
ers/customers think. What they
say isn’t necessarily right or
wrong — the point is their per-
ception of the station/market.
Their responses are not to be §®
categorized as right or wrong;
they are simply their percep-
tions.

* Be disciplined going into
the groups. Be prepared to ac- §
cept critic’'sm as well as praise.

What to do and what to avoid when observing focus groups

derstand his/her point if you listen closely and the
moderator is good. The point of the comment may
be valuable.

* When the respondent does know about a par-
ticular subject, that is valuable. And it's just as valu-
able when you find a respondent doesn’t know some-
thing you thought he/she should know.

* Take note of subjects/comments that come up
spontaneously. [t may be something important you
haven’t previously thought of.

+» Take note of the degree of
passion a respondent has for a
subject. This is something you
can see in focus groups that you
can’t see in a perceptual.

* Note how respondents talk
about various issues in regards
to their terminology and lan-
guage. You may also be able to
incorporate this into your mar-
keting.

* Avoid focusing on isolated
comments that one person may
make. Look for a consensus and
passion, or it may not be rel-

Whether you like or dislike the

focus group respondent’s comments or whether he
or she is wrong is not the point. What's important
for you to realize is that it's what a radio listener
believes to be true.

* Minimize talk behind the glass and take notes.
Don’t try to write down everything the respondents
say, just the surprising or interesting things.

* Don’t look for confirmation of your beliefs or
a comment to prove someone else wrong. These are
qualitative groups, not quantitative. You are look-
ing for feelings, opinions, attitudes, and concepts.
It’s not ad visable to draw the same kinds of conclu-
sions as you would from a perceptual study.

¢ Listen carefully to the respondent. Many won’t
be very articulate, but you may still be able to un-

evant.

* Avoid the temptation to
make decisions based on one group. Different people
are screened differently in each group. The next
group may have totally different responses.

* If the moderator isn’t probing something you
want to know more about, let him/her know.

Watching focus groups can be fun and entertain-
ing, but that is not the purpose. You should keep
your talking and joking in the observation room to
a minimum. Listen and learn.

Dan Vallie is President/founder of Vallie - Richards
Consulting, one of the country’s leading contemporary
consultancies. He can be reached at (828) 262-3919 or
via e-mail at ValiRich@aol.com.

MARK YOUR CALENDARS

Important dates and events in the coming months

[ 1999

e January 7-March 31 — Winter Arbitron.

e January 11 — 29th Annual American Music Awards. Shrine
Auditorium, Los Angeles; (213) 931-8200.

e January 31 — Super Bowl XXXIII. Pro Player Stadium,
Miami; (212) 450-2000.

* February 4-7 — RAB '99 Mktg. Leadership Conference &
Exec. Symposium. Hyatt Regency Atlanta; (800) 722-7355.

 February 18-20 — R&R Talk Radio Seminar. Grand Hyatt
Washington; (310) 553-4330.

* February 24 — 41st Annual Grammy Awards. Shrine
Auditorium, Los Angeles; (310) 392-3777.

e February 26-27 — Dan 0’Day’s PO Grad School. Summit
Hotel, Bel Air, CA; (310) 476-8111.

e March 8-11 — 41st Annual NARM Convention. Las Vegas
Hilton; (609) 596-2221.

e March 10-13 — 30th Country Radio Seminar. Renaissance
Hotel Convention Center, Nashville; (615) 327-4487.

* March 17-21 — South By Southwest. Hyatt Regency, Austin;
(512) 467-7979.

e April 1-June 23 — Spring Arbitron.

* April 19-22 — NAB99. Las Vegas Convention Center and the
Sands Expo Center; (202) 429-5420.

e May 17-20 — 39th Annual Broadcast Cable Financial Mmgt.
Convention. MGM Grand, Las Vegas; (847) 296-0200.

¢ June 9-12 — PROMAX Convention. Moscone Center, San
Francisco; (310) 788-7600.

¢ June 10-12 — R&R-Convention '99. Century Piaza Hotel,
Los Angeles; (310) 553-4330.

¢ June 14-18 — (nternational Country Music Fan Fair.
Tennessee State Fairgrounds, Nashville; (615) 244-2840.

e July 1-September 22 — Summer Arbitron.

¢ July 13 — 70th Annual Major League Ali-Star Game. Fenway
Park, Boston.

e July 22-25 — Conclave. Marriott City Center, Minneapolis;
(612) 927-4487.

¢ August 18-21 — 99 AWRT Convention. Drake Hotel,
Chicago; (703) 506-3290.

* August 31-September 3 — NAB Radio Show '99. Orlando;
(202) 429-5300.

e September 23-December 15 — Fall Arbitron.

* November 20 — '99 Radio Hall of Fame Awards Ceremony.
Chicago Cultural Center; (312) 629-6005.

FOURWEEKS FORWARD _sales & Promotion Planning Calendar

_

January 3-9

January 3-9: Universal Letter Writing Week, Braille Literacy Week, Nat'l Law Enforcement Training Week, Diet Resolution Week, Nat'l Book Week

o_—

Nat'l Chocolate Covered

0________‘

Trivia Day

5

Bird Day

(6

Swap Day

7

0Old Rock Day

9

Virgin Sacrifice Day

(8

World Literacy Day

Cherry Day
March Of Dimes
established (1938)

Tennis Day
Flower Basket Day

Nat'l Spaghetti Day Day

Fair Deal Day
Nat'l Whipped Cream

Red Cross established

Apple Tree Day
Take A Poet To Lunch
Day

Nat'l Pass Gas Day
Typewriter patented
(1868)

First U.S. presidential

Man Watcher's Day
Rock "N’ Roll Day
Postal Day

Nat'l English Toffee Day

Stepfather's Day
Nat'l Apricot Day
Choreographers

First U.S. balloon

Day

Dragnet debuts (1952)
King Tut’s tomb

discovered (1924)
Atom first split (1918}

Blender invented (1910)
First road signs

appeared (1901)

(1881)

All My Children debuts

(1970)

Jimmy Carter saw UFO
(1969)

Telegraph first
demonstrated (1838)

election (1789)

call (1927)

WARMA-B e e acheretorv-e e

First transatlantic phone

First computer patented
(1889)

flight (1793)
First Concorde test
flight (1969)
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“And I-I-1 will always
love you-u-u.”

“Nowhere to run to,
nowhere to hide...’

Just add music and perceptions are altered. Emotions are heightened.

And, most importantly, YOUI revenues are hoosted. that's because nothing else has music’s power to reach your target audience, enhance
TR your station’s identity and hoost your ratings. Put the power of music to work for your
husiness, and you'll see the picture change in the best possible way.

For the power of music.s

BMI operates as a not for profit organization of songwriters and music publishers that licenses songs for public use.
Your BMI license fees are distributed to songwriters, composers and music publishers to support the craft of songwriting.

“I Will Aiways Love You” Writer: Dolly Parton. Publisher: Velvet Apple Music. “Nowhere to Run” by Eddie Holland, Lamont Dozier and Brian Holland, Stone Agate Music / EMI Music Publishing. Used by permission. All rights reserved.

www americanradiohistory com
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NEWSBREAKERS.

A Feather In The
Cap At KGGI

K1SV/Bakersfield PD Mark
Feather has been appointed PD at
Chancellor’s CHR/Rhythmic KGGI/
Riverside. He replaces Diana Laird,
who exited to become PD for Jacor’s
CHR/Pop KHTS/San Diego.

KGGI VP/GM Bob Ridzak told
R&R. “Mark is a future star and
has a lot of passion for the format.
Every radio station that Mark has
programmed has been a success.
With this great staff’ and his guid-
ance, we can take this station to

new heights.” According to Ridzak, |

KGGI APD/MD lJesse Duran will
remain with the station.

“I am thrilled at the confidence
VP/GM Bob Ridzak and consult-
ants Guy Zapoleon and Mark St.
John and the entire Chancellor crew
put in me.” remarked Feather. “I
look forward to getting there and
taking a truly terrific radio station
to the top and beyond.”

Prior to joining KISV, Feather was
PD at KQKS/Denver, a post he re-
turned to after a PD stint at crosstown
KJMN. He was also KISF/Kansas
City PD, an air talent at WERQ/Bal-
timore, PD/MD at WQXA/Harris-
burg, and began his radio career as air
talent at WYCR/York, PA.

Music
Continued from Page 1

Sr. VP/Promotion Charlie Walk
added, “Radio is increasingly song-
driven and more competitive than
ever. Our focus is and always will
be on introducing new artists to the
marketplace and selling records.
We design and execute individual
strategies for each artist.

“Columbia uniquely tweaks and
tailors the promotion and marketing
of each single to appeal to the de-
mands of the audience. Developing
artists from niche formats to the
mass audience and educating pro-
grammers and key music trendset-
ters are what helped us achieve No.
1 status this year.”

For a detailed look at the year in
music, turn to Sound Decisions on
page 35.

Carrol Adds OM Duties For KGSR

ctive Rock KLBJ-FM/Austin OM and 16-year station vet Jeff Carrol

has been promoted to OM over Adult Alternative sister KGSR, effec-
tive immediately. KGSR PDB Jody Denberg remains in place and will contin-
ue to handle day-to-day programming responsibilities at the statlon. Carrol
will also continue to oversee the daily programming of KLBJ-FM.

Carrol's new duties at the eight-year-old KGSR will include long-term
decision-making, research, and marketing. The consolidation of KLBJ-AM
& FM and KGSR (as well as Alternative KROX and Country KLNC) under
the LBJ-S umbrellain July of '97 reunited Carrol and Denberg.“Jody and t
previously worked together when he was my MD here at KLBJ before he
went to KGSR,;" Carrol told R&R. “So we're both very excited about this”

Broadcast Architecture Resets Staff

The Chancellor-owned Broadcast Architecture rescarch and consult-
ing firm has made a number of changes to its heirarchy. Among them:

* Glenn Huffman and Tom Webster become Regional VPs

* Hal Rood advances to Sr. Research Associate and Dir/International

Services

* Stuart Saunders is named Research Associate

* Bob Lawrence exits as Sr. VP/Research Operations for the PD post
at co-owned K101/San Francisco (see story, Page 1)

Huffman is a six-year BA statfer, including a stint as Director/Research.
He previously was an announcer at WBZZ/Pittsburgh. Webster, most re-
cently Sr. Associate, joined BA four years ago. Rood has been with BA
for three years. Before joining the company, he was Regional Sales Man-
ager for Westwood One. Saunders joined BA after attending Brown Uni-

versity.

Lawrence
Continued from Page 1

“We're fortunate to have him devot-
ing his many talents to K101’s con-
tinuing success.”

Broadcast Architecture CEO
Frank Cody commented, “We’re
thrilled for Bob and pleased that
Chancellor was able to promote
from within to fill the post at one
of America’s truly great ACs. Bob
will be working to maximize
K101’s fit within the Chancellor
platform, so having him in the
midst of one of Chancellor’s most
active clusters is a two-way bene-

- fit for the station and company.”

Lawrence joined Broadcast Ar-
chitecture 10 years ago and has
held various programming and on-
air titles in San Francisco, Philadel-
phia, and San Diego. “Coming to
San Francisco to program a legend-
ary station like K101 is an oppor-

AT NIGHT _

tunity I just couldn’t resist,” noted
Lawrence. “But I wouldn’t have
even considered it if it hadn’t meant
continuing as part of the Chancel-
lor family led by Jimmy de Castro,
John Madison, and Steve Streit.”

WBIX

Continued from Page 1
Chancellor’s success at other sta-
tions, notably KCMG-FM/Los An-
geles, the New York station’s core
artists will include Aretha Franklin,
Marvin Gaye, Prince, Barry White,
Chic, Gladys Knight & The Pips,
and Kool & The Gang.

In announcing the flip, Chancel-
lor Radio Group Sr. VP/Regional
Operations John Fullam noted, “We
at Chancellor Media welcome new
opportunities, especially if they cre-
ate a better way to serve our listen-
| ers and advertisers. Developing in-
| novative programming strategies (o
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Chancellor Taps Holden In Sacramento

hancellor Media has appointed Jeffrey Holden to the newly created

position of Director/Sales for the company’s Sacramento radio clus-
ter.In his new job, Holden will direct and coordinate the ™ |
group’s radio advertising sales efforts for KFBK-AM,
KSTE-AM, KGBY-FM, and KHYL-FM.

In ajoint statement, Chancellor Media/Sacramento
GMs Marc McCoy and Jay Werth said, “Jeff brings a
great perspective to our advertising sales efforts, hav-
ing been involved with the Sacramento business com-
munity for many years. His depth of client knowledge
of how to use radio as a marketing medium will help
Chancellor Media to outpace radio industry revenue
growth”

Holden most recently served as GM of EXCL Com-
munications’ KMYC-AM, KRCX-AM & FM, and KRRE-
FM/Sacramento. Prior to that he was GM at New West Broadcasting’s
KMYC-AM and KRFD-FM (later purchased by Embarcadero Media), where,
during his tenure, he established Sacramento’s top-rated Spanish-language

Holden

stations.

ued success with Metro”

and service to our affiliates.”

Metro Nets Elevates Three In P|ttsburgh

etro Networks'’ Pittsburgh office has elevated Brad Richards from

Asst. Director/Operations to Director/Operations. He succeeds Carol
Finelli-Brown, who becomes Director/Affiliate Relations. Reporter Jenni-
fer Emert is promoted to News Bureau Chief.

“These individuals have extensive knowledge of the Pittsburgh market
and previous experience serving Metro’s affiliate stations, VP/Great Lakes
Region Tony Rizza said of Richards and Emert. “This will prove to be a
great asset to our Pittsburgh operation, and we look forward to their contin-

Regarding Finelii-Brown, he continued, “Carol brings a wealth of leader-
ship and knowledge to this position. Her experience, work ethic, and un-
derstanding of quality service will play a huge role in the continued growth

capitalize on those opportunities,
such as the rhythmic dance beat
sound we developed for WKTU-
FM/New York, is one of our core
strengths”

Stinehour added, “Recent pro-
gramming developments in the
New York radio marketplace have
created an opening for our brand of
upbeat soul and party music from
the ’60s, *70s, and *80s. Jammin’
Oldies complements our New York
programming slate by filling a
niche not served by existing for-
mats. The New 105.1 — New
York’s Jammin’ Oldies — will pro-
vide New Yorkers the variety they
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crave with the energy, soul, and
passion that’s unique to this mar-
ket

Salkowitz joined Chancellor in
October when he was named PD to
oversee KTXQ/Dallas’ switch from
Rock to Rhythmic Oldies. A 10-
year New York radio veteran,
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