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ADVERTISEMENT

JORDIN SPARKS
F//CHRISBROWN

MOST INCREASED PLAYS AT POP, RHYTHMIC & URBAN!
BIG SPINS AT POP (Top 5), RHYTHMIC (Top 20) & URBAN RADIO (Debut)!

KHKS Dallas 106 » *« WIOQ F‘hrll 106 « WRDW Phlll 102: =« KXXM San Antonio 100
KHFI Austin 98x « WRCL Flmt 97 » WXXL Orlandc- 96 » WRVW HNashville 93x
WZHT 83x » KKPN 93 « KZCH 92 « WZKF 92x « WFKS 91x « WHTZ 91« « KHTS 87+ and many more!

NEW AT: HOT 97 NYC « WPHI Philly « WPWX Chicago « WPOW Miami » WHHL St. Louis and more!

m Ber: OB ON TOUR THIS SPRING WITH ALICIA KEYS! = =
a - Over 870K Digital Downloads & Mobile Sales To Date! @ dﬁ* ?
3 Self-Titled Debut Album In Stores Now! GOLD! = ok
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‘The current
generation
is in tune
with a
YouTube
style of
learning.
Make it fast,
fun and
effective.’
—HKatey McCuckin

Online sales training programs offer value,
but only when matched with real-world experience

Sales Training,
YouTube-Style

Alexandra Cahill

ACahilli@RadicandRecords.cam

hen the RAB released figures last week showing toral
radio revenue slipped by 2% last year, the pressure on

already  ome-starved  sales

managers was kicked up

another notch. The decline is occurring as managers and

sellers have larger portfolios and platforms to monenze

than they did in the past and as they compete for ad dol-
lars with an expanding array of new media options available to markerers, This
confluence of mends is underscoring the need for better trmimng for radio sales
personnel, whether its the rookie seller or grizzled veteran.

In ey’ climate of cutbacks and cost-sbiing,
budget-conscious broadcasters are turning to online
traiming courses offercd by the BAB and such ven-
dors & Crverland Park, Kan.-based P11 Sclling

High Sales Staff Turnover

P1 Selling partmer Speed Marriott notes how dra-
patically the radio industry las changed since he
M'Rllfl.l from LﬂFl'_n"lllll‘Er B0 FCODMINT executneg in
the carly "8k Prior to deregulition, we represent-
ed one statbon, so naturally stafs were much amall-
er. It was miuch mose conducove o mentoring.”
Fast forwand 1o moday and semor sales managen
often oversee the ales effors of an entre chiser. In
my wn expericnce as direceor of sabes, | had seven
radio smatons and mne direct report—sax; general

wles managers, one natomal sals monager, one
sports muarkening manager and a nontraditional e
enue directos,” Marrion sy, He was also responsi-
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ble foar SU-6l accoum maragers. The memover was
sov high at the cluster, Marriott adds, thar he dickn't
ke the Lt names of some entry-level sellens

Jacobs Media GM ales comnsultant Paul facols
ays Yoverwhelming poessunes™ cased by vear-end
revenue foses and sweeping personnel cuts have
nuade training and mentoring new hins les of a
privriy. Its 4 challenge for managens to butld long-
term strategies to develop and nurture new people
whien the eimphasis i on shore-term resule; he adds

“It's difficult in all areas of our business,” Jacoks
savs. In spite of the challenges the industry Bices,
there’s never been a time when s been more
crucial to imvest insales training, salespeople and
new presentation models, be adds.

Subscription-Based Service
Marrioce and parmer Katey MoGuckin recognized
the need for a fexible and cosomized online radio
sales eraining wsteni A former miorming show hoss
and Boaneville public service director, McGuckin
had worked with Marrott in Kamsas Ciry where
he was already established at Advantage Systens,
which provides traimng progrems and other sles
services to radio. Inspiced by the global Web-hased
training provided by her friend Paul Ruussells com-
pany, o, McGuckin moruited  Marmioit and,
together, last April they Lunched PI Selling a5 a
video maming program tulored specibically for
racsn, The company clains to have ehients from 110
statbons it 36 markets and 11 senes.

Its goal & to make the traming proces “quick
and crestive” and simple for the casual or sophis-
ticated computer wser. “The current generation
b in tmne with a YouTube style of learming,”

MeGuckin says. “Make 1t Gue, fun and effective
Short clases are key, followed with testing and
accountabilicy  for TANREEment lI'l“'l'.l-Fh UL
reports =0 they sty on top of training”

The service, which m offered o 2 ane-year sub-
swription, featunes 130 eight- e 12-mimate dase
that are available 24/7. In addithon to sales raning,
the company olfiens segrments on PROEINMTING, pro-
dhscrion, human reources and FOC compliance

Hundley Bates, GM for Broadease One, which
owns stations in Nahville and Huntswille, Ala,,
wiys he wses the service for new and veteran sell
e “ln our case, it i womething we integrated
into a 15-day orientation program that s our for-
mal g process for new sellers” Barts ey
“Plus, it s a refresher for on-going teaching
moments throughout the year”

Anchorge Medo Groug GM Scor Smith, whose
comparty abo e the service, sy the indusry hus
gonse froam the “Jason Jennings el me, sell meVHS
oraning tape approach 1o 2 modern, Web-haswed ws-
tem that stresses peturn on imastment, accountabili-
v, imteracve and other new mallenmum e

Bue Smith cautions that not every new hine s
born vo sell and thar “no [amount of] traming can
make 2 pig sing” Jacobs adds that in mdio sale,
voi have to go oot and do it in the real world,
It's mot enough to st at the computer and warch
training videos: " You have to apply it and st in
frone of a chient and fail and learn from those fail-
ures and bnld up your skill set thae way”

Sirnlarky; the AT onbine mraiming academy doss
it focus solely on new ales hine, le recently added
an Advanced Radio Sales program o the groups
existing curniculun m “help rdio ales profesaon-
abs enthance their marketing knowledgpe and selling
kil The clases, which are based on exght yeans
of successfidly tramang more than 10,000 sellers and
mianagers, are wailable online and m-person,

“If I've learned anything by being onvolved in
sales. tramning for the RAB for the past 18 yean,”
executive VP of the seraces divisson Mike Mahone
wiws, it that contimous raning v ontcal o ules
sucoess. [n's with this wnderstanding that we've built
and continee o develop programs  like the
Acadermy Online that can be unifized w0 a variety of
ways i mieet the diverse needs of our memben.”

The 3b-year broadcasting veteran adds that
“radio has continued 1o grow m terms of oppar-
tumities, but those opportunities have come at a
price: complexity” In the current environment,
“sellers must be able w master fundamental sales
skalls that were and continne to be impartant and
they st abio be able o demomtrate continuous-
Iy higher levels of knowledie and expernse in new
areas sch 2 mubtiphitform and digieal selling™

According o MeGuckin, everyone is working
on new ways to approach changes in the indus-
try, Interactive is “obvioudy a huge growth area™
and the mest efficient way to respond o indies-
try shifts quickly

“Given the top-hine cuthacks that ane Aowing
through the mdustry right now; there are a percent-
age of compamcs that ane not going to spend the
money,  but the smanest comgunees will et
salespeople and wles training, Jacoln wna " That
mmigzhit iy in the fce of what 2 lot of commpandes can
do financially, but [ don't see any other way”™  BR
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