
Table of Contents 

. . . . . . . . . . . . . . . . . . . . . . . .  FirstRadioJob 1 

. . . . . . . . . . . . . . . . . . . .  KHMO. Hannibal. Missouri 2 

WJFP. Herrin. Illinois . . . . . . . . . . . . . . . . . . . . .  3 

. . . . . . . . . . . . . . . . . .  wCVS. Springfield. Illinois 4 

The McGavern Guild . . . . . . . . . . . . . . . . . . . . . . .  6 

. . . . . . . . . . . . . . . . . . . . . . . . . .  Pulse Survey 7 

w m  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  9 
Humorous Moments in Mr . Seigel's Career . . . . . . . . . . . .  11 

Technical Problems . . . . . . . . . . . . . . . . . . . . . . .  12 
. . . . . . . . . . . . . . . . . . . . . .  Daily Sales Meetings 13 

Remote Broadcast . . . . . . . . . . . . . . . . . . . . . . . .  15 

. . . . . . . . . . . . . . . . . . . . . . . . . . .  JimAustin 17 

Announcer's Salaries . . . . . . . . . . . . . . . . . . . . . .  18 
. . . . . . . . . . . . . . . . . . . . . . . . . . .  Contracts 19 

The Kennedy Assassination . . . . . . . . . . . . . . . . . . .  20 
Cancer Fund . . . . . . . . . . . . . . . . . . . . . . . . . .  21 



Preface 

This manuscript is  the  product of a tape  recorded interview conducted 
by William Ortman f o r  the  Oral History Office on Apri l  17,  1973. Rosalyn 
Bone t ranscr ibed t h e  tape and Linda Jett edi ted  the  t r ansc r ip t .  

~ o u g  Seigel  was born i n  S t .  Louis, Missouri i n  1934. M r .  Se igel ' s  family 
frequently moved eo he at tended school i n  various p a r t s  of the  country. 
H e  went through high school and at tended two years of col lege  i n  Maryland. 
While a t  the  University of Maryland, M r .  Se igel  obtained a part-time job 
at  radio  s t a t i o n  WPGC. H e  then moved on t o  s t a t i o n  KHMO i n  Hannibal, 
Missouri. This memoir contains M r .  Se igel ' s  memories on the d i f f e r e n t  
radio  s t a t i o n s  a t  which he has worked, humorous moments i n  W .  S e i g e l l s  
career  and the  current  pos i t ion  he now holds i n  s a l e s  a t  radio s t a t i o n  
WCVS i n  Spr ingf ie ld ,  I l l i n o i s .  

Readers of the  o r a l  h i s to ry  memoir should bear i n  mind t h a t  i t  is a 
t r a n s c r i p t  of the  spoken word, and chat  the  interviewer,  na r ra to r  and 
e d i t o r  sought t o  preserve the  informal, conversat ional  s t y l e  t h a t  is 
inherent  i n  such h i s t o r i c a l  sources. Sangamon S t a t e  University is 
not responsible f o r  the f a c t u a l  accuracy of the memoir, nor f o r  views 
expressed there in ;  these  a r e  f o r  the  reader t o  judge. 

The manuscript may be read, quoted and c i t e d  f ree ly .  It may not be 
reproduced i n  while o r  i n  p a r t  by any means, e l ec t ron ic  o r  mechanical, 
without permission i n  wri t ing  from the  Oral History Office,  Sangamon 
S t a t e  University, Springfield,  I l l i n o i s  62708. 



Doug Se ige l ,  Apr i l  17 ,  1973, Sp r ing f i e ld ,  I l l i n o i s .  

W i l l i a m  Ortman, In te rv iewer .  

Q: L e t ' s  go back i n t o  your e a r l y  l i f e  be fo re  we s t a r t  t a l k i n g  about your 
job he re  a t  WCVS. Where was your hometown, where were you born, l i t t l e  
b i t  about t h a t ?  

A: I w a s  born i n  S t .  Louis,  a c t u a l l y .  I guess  you could say 39 yea r s  
ago s i n c e  1 ' m  going t o  be 39 a t  t h e  end of t h e  week, My family moved 
around i n  t h e  last  twenty years .  My f a t h e r  is deceased now f o r  a year  
and a h a l f ,  My mother s t i l l  l i v e s  i n  St. Louis and my wife ' s  family 
l i v e s  i n  St. Louis. 

I went to  school  in va r ious  p a r t s  of t h e  country but  I went through h igh  
school  i n  a suburb of Washington, D.C. i n  H i g h t s v i l l e ,  Maryland. Member 
of t h e  f i r s t  graduat ing c l a s s  of Northwestern High School i n  H i g h t s v i l l e .  
I went t o  c o l l e g e  f o r  two years  a t  t h e  Univers i ty  of Maryland College Park, 
A s  I remember, t h e  f i r s t  job t h a t  I eve r  had w a s  ou t s ide  of Washington, D.C. 
I w a s  about f i f t e e n  years  o ld  and I w a s  a carhop i n  a ( l augh te r )  dr ive- in  
r e s t a u r a n t  and I remember t h i s  so we l l  because my f i r s t  week on t h e  job I 
had a t r a y  i n  one hand and I went t o  push t h e  p l a t e g l a s s  door open from. 
t h e  r e s t a u r a n t  t o  go out  t o  one of t h e  c a r s  parked and I ran  my f i s t  r i g h t  
through a p l a t e g l a s s  door and c u t  my wrist open and was rushed t o  t h e  
h o s p i t a l  and the  whole th ing .  But I was about f i f t e e n  years  o ld  a t  t h i s  
t i m e  , 

Q: What would you say your l e s son  w a s  a t  t h a t  po in t ,  i f  t h e r e  was one? 

A: To watch where you pu t  your f i s t .  ( l augh te r )  I f  t h e r e  has t o  be a 
l e s son  t h a t  would c e r t a i n l y  be it. I don ' t  know. A s  f a r  as my i n t e r e s t  
i n  r a d i o  is concerned i t  happened by acc ident .  Because when I w a s  going 
t o  t h e  Univers i ty  of Maryland I was very  i n t e r e s t e d  i n  dramatics  and being 
an ac to r .  Maybe I hadn' t  grown up as y e t ,  I don ' t  know. But I had t h i s  
wild idea  t h a t  I wanted t o  be an ac to r .  And I was majoring i n  speech a t  
t h e  u n i v e r s i t y  and I was s tudying drama and w a s  going t o  school  and I 
w a s  i n  a few p lays ,  George Barnard Shaw's Candida. I played March Banks 
which was t h e  lead .  I w a s  only a freshman a t  t h e  time so t h a t  was r e a l l y  
something. But I found t h a t  people were k ind  of phony around m e  and I 
can ' t  s tand  any form of phoniness. Because of t h i s  I decided t o  g e t  away 
from t h e  a c t i n g  p a r t  of it and I happen t o  n o t i c e  one day on t h e  b u l l e t i n  
board a t  school,  a new r a d i o  s t a t i o n  w a s  opening, had opened i n  Maryland 
and a t  t h i s  p a r t i c u l a r  time, you know, they were asking f o r  people,  vo lun tee r s  
t o  work a t  t h e  s t a t i o n .  Now t h i s  was not  a r ad io  s t a t i o n ,  u n i v e r s i t y  r a d i o  
s t a t i o n ,  It was a commercial r ad io  s t a t i o n ,  So I went over t h e r e  t o  see 
t h e  fe l low who was  running i t  and he s a i d ,  " W e l l ,  you know, t h i s  is a new 
s t a t i o n ,  we r e a l l y  don ' t  have much money and we can ' t  a£ ford t o  pay you." 
I s a i d ,  "Well, I don ' t  have any experience,  anyway, so can I j u s t  kind of 
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work around t h e  s tudios?"  H e  s a i d ,  "Sure." Of course I was dying t o  g e t  
on t h e  a i r ,  I had no experience whatsoever and they weren't very anx ous t o  
l e t  m e  t r y  it. He s a i d ,  "Well, I ' l l  t e l l  you what. We have a f i f t e e  
minutes program once a  week f o r  t h e  Sa lva t ion  Army, You w r i t e  t he  pr  1 gram." 
I had never w r i t t e n  a th ing  i n  my l i f e .  And I s a i d ,  "Well, okay," Meet with 
Major So-and-so, which I did.  And I helped him prepare t h e  programs and 
t h i s  Major, and I d o n ' t  know h i s  name, i t  escapes me. He knew I was dying 
t o  g e t  on t h e  a i r .  And he s a i d ,  "Well, what i f  I asked your boss i f  you 
could be t h e  announcer on our  program each week?" And I s a i d ,  "Oh, I ' d  
love  that ."  So he d id  and t h e  fe l low s a i d ,  "Well, a s  long a s  I don' t  have 
t o  pay him anyway, ( laughs)  i t ' s  okay." So t h a t ' s  what I was doing. Then 
I worked ou t  p r e t t y  wel l .  I was going t o  school ,  t h e  fe l lows  l i k e d  me. 
The name of t h e  s t a t i o n ,  by the  way, was WPGC i n  Morningside, Maryland. 
Pr ince  Georges County, t h a t ' s  what t h e  PGC stood fo r .  Was a l i t t l e  two 
hundred f i f t y  w a t t  s t a t i o n  i n  t h e  country and by t h e  way, i t ' s  one of t h e  
leading  s t a t i o n s  i n  t h e  a r e a  now. I be l i eve  i t ' s  s t i l l  contemporary now. 
It 's f i f t y  thousand wa t t s  i f  I remember, But i t  was a l i t t l e  two hundred 
and f i f t y  watt s t a t i o n  and t h e  fe l low who w a s  running i t  a t  t h e  t i m e  says ,  
"Look, you 're  working out  p r e t t y  well. We have a  program t h a t ' s  going on 
the air  c a l l e d ,  "The Breakfast  a-t: some res taurantM--I  can ' t  remember t h e  
name of t h e  restaurant--"and how would you l i k e  t o  j u s t  run t h e  board 
and be a s t a f f  announcer during t h i s ?  NOW we can ' t - a f fo rd  t o  pay you very  
much." And I s a i d ,  "Well t h a t ' s  a l l  r i g h t .  What can you pay me?" He 
says ,  "We'll pay you f i v e  d o l l a r s  a  week." And I s a i d ,  "Gee, okay, t h a t ' s  
f ine."  O f  course it was cos t ing  me seven and a  h a l f  f o r  gas  but  I worked 
r e a l l y  i n  a d e f i c i e n t .  I swept t h e  f l o o r s  and d id  p a r t i c a l l y  everything.  
That s t a t i o n  was so smal l  a t  t h e  t ime t h a t  t h e  UP1 machine was i n  t h e  john. 
( laughs)  

Q: Well informed. 

A: Yes, h e ' s  very  we l l  informed. So I worked t h e r e  and f i n a l l y  became, 
you know, d id  more announcing a s  time went on. Then we moved, my family 
mwed out  of t h e  Washing, D.C. a r e a  back t o  S t .  Louis and I was out  of 
work f o r  a while. Was looking f o r  a job in  rad io .  Didn't  have enough 
experience r e a l l y  t o  break i n  anywhere. So my next  job, I happened t o  
hear  of an opening, I 'll t e l l  you how t h i s  came about and i t 's  very  
i n t e r e s t i n g .  I may be g e t t i n g  o f f  t h e  sub jec t  a l i t t l e  b i t .  But somebody 
asked m e  i f  I knew t h a t  they would in t roduce  m e  t o  a  fe l low by t h e  name of 
Tony Bel lo i n  S t .  Louis,  KMOX. A s  you know KMOX i s  one of t h e  f i n e  r ad io  
s t a t i o n s  i n  t h e  United S ta t e s .  F i f t y  thousand w a t t  c l e a r  channel CBS own 
s t a t i o n  and i t 's  probably t h e  dream of everybody t o  work a t  KMOX and I knew 
I wasn't going t o  work a t  KMOX. But I ' m  g e t t i n g  away though. Because f i r s t  
I worked a t  Hannibal, Missouri  f o r  a  while  a t  KHMO, worked t h e r e  f o r  about 
a year  and a h a l f  and then  I w a s  ou t  of a  job. I was f i r e d  a t  KHMO and 
d i d n ' t  g e t  along wi th  t h e  woman who r a n  t h e  s t a t i o n  and t h a t ' s  probably . . . 
Q: Okay, w e l l ,  le t ' s  back t r ack  then s i n c e  you're  t a l k i n g  about KHMO. 
That ' s  p r i o r ,  you worked i n  t h e  WPGC s t a t i o n ,  r i g h t ?  

A: Right* 

Q: Your family moves back t o  . . , 



Doug S e i g e l  3 

A: S t ,  b u i s .  

Q: To S t .  Louis, A t  t h i s  po in t  you say  you're  looking f o r  a job and 
l o c a t e  one a t  KHMO i n  Hannibal? 

A: Right* 

Q: Now, you moved up t h e r e  by your se l f ,  then  a t  t h i s  po in t  perhaps, 
r i g h t ?  

A: Right. I l e f t  t h e  n e s t  a t  t h a t  po in t .  I was about twenty yea r s  o ld  
and got  a job i n  Hannibal and d id  q u i t e  wel l .  Was very we l l  l i k e d  i n  t h e  
town as a rad io  pe r sona l i t y .  I was p r e t t y  popular.  I was a young k i d  
and th ings  were going p r e t t y  wel l  and I d id  l i t t l e  s e l l i n g  on the  s i d e ,  
s e l l i n g  of r ad io  time, n o t  much. And d i d n ' t  g e t  along too w e l l  wi th  t h e  
woman who managed t h e  s t a t i o n ,  nobody d id ,  and ended up i n  a c l a s h  (laughs) 
and by mutual consent I l e f t ,  It was a t  t h a t  t ime r e a l l y  t h a t  I was out  
of a job f o r  a while.  

Q: What about t h i s  woman? She's j u s t  on everybody's back a l l  t h e  time 
or pushing o r  made problems? 

A: W e l l ,  i t  w a s  a ques t ion  of moral cha rac t e r ,  h e r ' s  no t  mine, and a few 
o t h e r  t h ings  and very ,  very  weird s i t u a t i o n  b u t  I j u s t  d i d n ' t  f e e l  t h a t  I 
w a s  going t o  g e t  along very  w e l l  there .  

Q: How long were you down there?  

A: I was t h e r e  about a year  and a ha l f .  

Q: About a year  and a h a l f .  Hannibal, Missouri is a community of about 
what? Seven, e i g h t ,  t e n  thousand, something l i k e  t h a t ?  

A: About twenty some thousand, I be l ieve ,  yes. It 's r i g h t  ac ros s  t h e  
r i v e r  from Quincy, of course,  so you're  r e a l l y  covering two markets t h e r e  
and it w a s  a f i v e  thousand watt  s t a t i o n  so it a c t u a l l y  got  i n  t o  Iowa a s  
wel l .  I was out  of a job f o r  a while  and some f r i e n d s  of ou r s  s a i d ,  
"Well, I know Kurt Ray who w a s  a pe r sona l i t y  a t  KMOX and I a l s o  know Tany 
Bel lo  and 1'11 g e t  you i n  t o  s e e  them," And I s a i d ,  "Fine," And so I 
went down t h e r e  I m e t  with Tony Bel lo who was an account execut ive  a t  
KMOX and he said, "Well, le t ' s  s e t  up an audi t ion."  I s a i d ,  "Fine." So 
KMOX set up an a u d i t i o n  f o r  me. And they thought I had done a very  good 
job on commercials and so f o r t h ,  bu t ,  of course,  I only  had r e a l l y ,  a 
year  and a h a l f ' s  a c t u a l  experience a t  commercial r ad io  s t a t i o n  except  
f o r  t h e  t i m e  t h a t  I was i n  co l lege .  And obviously S t .  Louis is  t h e  
market, t h e  pay is very  w e l l ,  can g e t  anybody they want and p a r t i c u l a r l y  
KMOX and they weren't  i n t e r e s t e d  i n  Doug Seige l .  But they were very 
n ice .  Tony took me  i n  t o  Kurt Ray's o f f i c e  and they t o l d  me t h a t  I w a s  
very promising on t h e  a i r  and so f o r t h .  They s a i d ,  "Well, le t ' s  c a l l  
around t h e  country and see i f  we  can g e t  you a job. Do you want t o  s t a y  
p r e t t y  c l o s e  t o  S t .  Louis?" I s a i d ,  W e l l ,  I ' d  l i k e  too." Then they 
made a few long d i s t a n c e  te lephone c a l l s  which I thought was very n i c e  
and Tony s a i d ,  "Well, I s t a r t e d  i n  southern  I l l i n o i s  with a man by t h e  
name of Cha r l i e  Cook. And WJPF i n  Herr in,  I l l i n o i s ,  a l i t t l e  town of 
about t e n  thousand people but  i t ' s  a h ighly  populated a rea .  Carbondale 
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i s  j u s t  a few m i l e s  away and Marion and so f o r t h .  L i t t l e  Egypt i t ' s  
cal led."  And he c a l l e d  Char l i e  Cook on t h e  te lephone and s a i d ,  "The an 
i s  p r e t t y  good. You want t o  t a l k  t o  him," and I d id .  He asked me t o  
come down and see him, which I d id .  And I landed a job a t  WJPF on t h  
a i r  making $71 a week as I remember ( laughs)  and I r a n  a r ad io  show d wn 

1'd say a year  and a ha l f  o r  so and I w a s  d ra f t ed .  Went i n  t h e  army. 
When I g o t  out  of t h e  army I c a l l e d  M r .  Cook and he begged me t o  come 

i 
t he re .  I was very  happy, you know, t h e  s t a t i o n  was kind of an o ld  l i r l e  
s t a t i o n  but  M r .  Cook w a s  a very  n i c e  man. I stayed t h e r e  f o r  about ,  oh, 

back t o  Herrin.  I s a i d ,  "No, I r e a l l y  want t o  move on t o  a l i t t l e  bigger  
a r e a  i f  I can. I know t h a t  I ' v e  been out  of it f o r  two years  but  I s t i l l  
think t h a t  I should be a b l e  t o  move on, l1 And so he s a i d ,  "Well, t h e r e  i s  
a f e l low who works i n  Spr ing f i e ld ,  I l l i n o i s  a t  WCVS by t h e  name of J i m  
McKinney. Jim McKinney as you know i s  with another  s t a t i o n  now, but  he  
worked h e r e  years  ago and why don ' t  you c a l l  him and s e e  if h e ' s  go t  
anything. l1 So I s a i d ,  "Well, okay." Before I c a l l e d  J i m  McKinney, 
though, I had heard of another  s t a t i o n  WMAY i n  Sp r ing f i e ld  and a f e l low 
by t h e  name of S i l  Binkin a t  t h e  t i m e .  And supposedly WMAY was t h e  top 
s t a t i o n  i n  Sp r ing f i e ld  a t  t h a t  t ime r a t i n g  wise, and they were doing very  
well .  And WCVS was kind of f loundering.  And so  I c a l l e d  M r .  Binkin 
f i r s t  and I t o l d  him who I was and t h a t  I wanted t o  be on t h e  a i r  and so 
f o r t h  and so on and he s a i d ,  " W e l l ,  send m e  a t ape  and a p i c t u r e  of 
yourse l f  and you know t h e  whole dea l .  The resume. l1 I s a i d ,  "Well, I ' m  
only a hundred m i l e s  away. I ' d  be happy t o  d r i v e  down and see you. l1 And 
he  s a i d ,  "No, i t  won't be necessary. J u s t  send me a tape." So I d i d  and 
I waited by t h e  te lephone f o r  t h a t  pe renn ia l  phone ca l l  t h a t  never came 
and I waited a couple of weeks, nothing happened so I c a l l e d  J i m  McKinney. 
And he s a i d ,  "Fine, Come down and s e e  me Sunday." So I d id  and he and a 
f e l l ow by the  name of A l  Levens who was a t  t h e  time manager of WCVS 
interviewed m e  and they audi t ioned me and they s a i d ,  "Fine. We want a 
man f o r  t h e  a l l  n i g h t  show," I was t h e  f i r s t  person t o  do t h e  a l l  n i g h t  
show a t  WCVS fou r t een  yea r s  ago t h i s  month. And they h i r e d  me. I was 
very  happy and my idea  was, of course,  t o  work h e r e  f o r  a while ,  g e t  back 
i n  t h e  swing and then  go back over t o  MAY. ( l augh te r )  But a funny th ing  
happened. Sometime you can go i n  t o  an organization--when I came he re  
t h e  s t a t i o n  had j u s t  been so ld  t o  B i l l  OIConnor i n  Chicago. 

Q: He purchased i t ?  

A: He purchased i t .  And he was q u i t e  a r a d i o  pe r sona l i t y  himself i n  
Chicago. Now he  runs  a UHF t e l e v i s i o n  channel i n  Chicago. And I thought,  
"Well, you can f e e l  t h ings  move, " Rebuilding, r eo rgan iza t ion  and excitement 
t h a t  was  happening he re  and I kind of wanted t o  be a p a r t  of i t  and being 
on t h e  a l l  n i g h t  show they asked m e  i f  I wanted t o  s e l l  r ad io  time during 
the  day. And I s a i d ,  "Well,"--I r e a l l y  didn't--but I s a i d ,  " Y e s , "  because 
I wasn't  making any money. ( laughs)  And I w a s  s i n g l e  a t  t h a t  t i m e  and 
l i v i n g  i n  a furn ished  apartment. And I s a i d ,  "Yes, I 'd  like t o  sell." 
So I d id .  I s t a r t e d  t o  make a few c a l l s  j u s t  a t  my l e i s u r e  and r e a l l y  I 
goofed o f f  an awful l o t  and I r e a l l y  d i d n ' t  c a r e  much f o r  i t ,  you know, I 
s t i l l  had t h i s  i d e a  of being a s t a r .  ( l augh te r )  And f i n a l l y  Al Levens 
c a l l e d  me i n  t o  h i s  o f f i c e  one day and he j u s t  l a i d  m e  out .  H e  s a i d ,  
"You a r e  t h e  most d i sappoin t ing  ind iv idua l  I have ever m e t , "  And he j u s t  
t o r e  me a p a r t  one s i d e  and down t h e  o t h e r  and boy, my whole world co l lapsed  
because he  s a i d ,  "You're not  p u t t i n g  any e f f o r t  whatsoever i n  t o  s e l l i n g .  
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You don ' t  c a r e  whether you s e l l  o r  whether you don' t  sell." And he 
r e a l l y  put  t h e  wrath of  God i n  me and I went out  t h e  next  week and I 
brought i n  about f i v e  o rde r s  i n  one day t o t a l i n g  a couple of thousand 
d o l l a r s  a s  I remember. Which a t  t h a t  time w a s  a l o t  of money. And t en 

t h e  a i r  Saturdays on a r egu la r  b a s i s  and 1 record commercials b u t  I 

I 
I j u s t  g radua l ly  worked more i n t o  it. I g o t  o f f  t h e  a l l  n igh t  show a$d I 
went i n  t o ,  I don ' t  know, one of t h e  o t h e r  t ime segments. I ' v e  worked 
j u s t  about every time segment on t h e  a i r  a t  t h e  s t a t i o n ,  Now I ' m  j u s t  on 

worked i n  t o  sales manager and 1 ' m  very  happy, CVS i s  a g r e a t  p l ace  and 
i t ' s  an unique r a d i o  s t a t i o n  because most r a d i o  s t a t i o n s  t h i s  s i z e  around 
t h e  country t h e r e  i s  a tremendous turnover  i n  personnel.  Sure we have 
our changes on t h e  air  personnel because i f  a guy is any good he ' s  going 
t o  move on. F i r s t  of a l l  we can ' t  a f fo rd  t o  pay anybody who's r e a l l y  
t a l en t ed  f o r  any l eng th  of time so they  move on. But when you s t o p  t o  
think t h a t  t h e  gene ra l  manager has  been with t h e  s t a t i o n  f o r  thir ty-one 
yea r s  i n  one capac i ty  o r  another  and 1 've  been he re  f o r  four teen  yea r s  
and our  program d i r e c t o r  has  been h e r e  f o r  t h i r t e e n  years  and, oh, r i g h t  
on down t h e  l i n e ,  The newest member of our s a l e s  s t a f f  is  a l s o  t h e  
o l d e s t  member of our  sales s t a f f  and he ' s  been he re  f o r  n ine  years .  So 
we don ' t  have much turnover  i n  t h e  sales department and i n  top  management. 
I th ink  t h a t  speaks well ;  we're under a d i f f e r e n t  ownership now. Roger 
Neuhoff bought t h e  s t a t i o n  about s i x ,  seven yea r s  ago. H e ' s  a tremendous 
guy t o  work f o r ,  He l i v e s  i n  Washington, D.C. and he bought Bill O'Conner's 
o the r  two s t a t i o n s  i n  Indiana a s  wel l ,  i n  Te r re  Haute and i n  Anderson. 
And he come i n  t o  town and you t a l k  wi th  him i f  you s e e  him, f i n e .  He 
always has a goad word t o  say,  if he has  a g r i p e  he t e l l s  you about i t  
and when you do something r i g h t  b e l i e v e  i t  o r  no t  you g e t  a letter of 
p r a i s e  from t h e  guy, It's unbel ievable.  ( laughs)  Something you dan't 
s e e  too of ten .  I said a s a l e s  . . . I th ink  I had more so ld  f o r  a p a r t i c u l a r  
month than anybody had ever  done and I got a l e t t e r  of congra tu l a t ions  
and p ra i se .  You know, a l o t  of owners a r e  very  quick t o  jump on you when 
you do something wrong but  they f o r g e t  when you do something r i g h t  t h a t  a 
guy l i k e s  a p a t  on t h e  back. And you know, con t r a ry  t o  what people th ink  
t h e  average person w i l l  say, "Well, say  i t  with money," but  t h e r e ' s  more 
t o  i t  than t h a t .  It 's n i c e  t o  know t h a t  you 're  apprec ia ted ,  too. 

Q: You f ind  t h a t  t h e  letters of thanks and t h i s  whole a t t i t u d e  i n  gene ra l  
is  conducive t o  t h e  l i t t l e  turnover .  Is t h a t  r i g h t ?  

A: I th ink  so. I th ink  everybody works hard.  I think i t  is very  important 
i n  t h e  sales and in radio .  Don't f o r g e t  we're not  s e l l i n g  a product. We 
don ' t  have an  Arrow s h i r t  o r  Hagger s l ack  o r  a new c a r  t o  s e l l .  W e  have 
an i n t a n g i b l e  t o  sell. Therefore,  we have t o  sel l  ourse lves  f i r s t .  And 
i f  you have a d i f f e r e n t  salesman c a l l i n g  on an account every o t h e r  week 
you have a problem because t h a t  account never g e t s  t o  know h i s  salesman 
on a f i r s t  name b a s i s  and t h i s  i s  very ,  very  important.  Yes, WCVS i s  
going very  w e l l ,  now, We're number one on t h e  market i n  t h e  18 t o  49 age 
group according t o  t h e  pulse  survey. But we work very  hard a t  it. 1t's 
n o t  a matter of tak ing  i t  f o r  granted.  We're i n  a very competi t ive 
market. There are two o t h e r  AM'S and t h e r e ' r e  t h r e e  FM's and they ' r e  
always nipping a t  your h e e l s  and i t  takes ,  you know, a l o t  of work t o  
keep up and keep on top.  

Q: You t a l k  about competi t ive market when you've got  about f i v e  s t a t i o n s  
he re  but  you go t o  a l a r g e r  c i t y ,  I mean, r e a l l y  a l a r g e  one l i k e  Chi ago f 
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where no mat ter  where you t u r n  your d i a l  on r ad io  you run across  a  
or  a  very loca l i zed  s t a t i o n .  You f ind  competition i n  a smaller 
with Spr ingf ie ld  with f i v e  s t a t i o n s  more competition than you 
l a r g e r  market i n  your way of thinking? 

A: No, I don' t  r e a l l y ,  I th ink  l i k e  i n  Chicago maybe they have, guesging 
offhand, say they have twelve s t a t i o n s ,  I don' t  know, AM, FM. Therefore, 
you r e a l l y  have t o  program f o r  a  p a r t i c u l a r  segment i n  t h e  community. Now, 
WLS and WCFL a s  you know a r e  f igh t ing  i t  out  on a  contemporary ve in  i n  t h e  
18 t o  49 age group. Well, t h a t ' s  f ine .  WGN s t i l l  makes a l l  t he  money and 
does very well  because they program t o  a  d i f f e r e n t  segment and they ' re  t h e  
o ld  es tabl i shed s t a t i o n  there .  WVBM o f f e r s  something e l se .  Then you have 
an a l l  news s t a t i o n  t h a t  h i t s  those people. So a c t u a l l y  when you buy rad io  
i n  Chicago you r e a l l y  have t o  buy more s t a t i o n s  t o  cover the  market r e a l l y  
well ,  The average person i n  almost every market, of course, is  a f t e r  t h e  
18 t o  49 age group. This is the  group t h a t  the  agencies buy i n  most, And 
because of t h i s  WCVS probably has,  i n  f a c t ,  I know l a s t  year and l a s t  few 
years ,  we've had more na t iona l  business on than the  o the r  two AM s t a t i o n s  
combined. No, I can ' t  say t h a t ,  i t ' s  not t rue .  Not combined but more than 
e i t h e r  of the  o the r  two. Most agencies do not  buy FM y e t ,  p a r t i c u l a r  i n  
t h i s  s i z e  market. Now they do, I'm sure ,  i n  Los Angeles and i n  Philadelphia 
and p laces  l i k e  t h i s  where i f  you have a  r e a l l y  q u a l i t y  FM s t a t i o n  t h a t  
has some audience they w i l l  buy i t  but they don' t  buy i t  a s  a  r u l e  on a 
market t h i s  s i z e .  

Q: Okay, now we're s t r e s s i n g  the  idea  of t h e  agency. This would take  i n  
something like maybe General Motors o r  Coca Cola o r  something l i k e  t h i s ?  

A: Right. 

Q: For a person who wouldn't be too f ami l i a r  with i t ,  would I be  co r rec t  
i n  assuming then t h a t ,  say General Motors goes t o  a  l a r g e  New York base, 
perhaps adver t i s ing  agencies and they set up t h e  format f o r  how i t ' s  going 
to  be done? They make t h e  tapes and they feed these  tapes o r  records o r  
commercials out t o  the  var ious  s t a t i o n s  f o r  so much over a yea r ' s  time o r  
con t rac tua l  bas is?  Is t h i s  how it  works? 

A: Well, yes, b a s i c a l l y  t h a t  is the  way it works, I n  o the r  words, we have 
an agency which r ep resen t s  WCVS, McGavern Guild. They represent  u s  on t h e  
na t iona l  scene. They a c t u a l l y  make c a l l s  on agencies i n  New York and 
Ca l i fo rn ia ,  S t ,  Louis, Chicago, t h e  major buying cen te r s  i n  the  country. 
And f o r  example, say Ford is going t o  make a buy, A l l  r i g h t  Ford i s  
handled by J, Walter Tompson which is the  l a r g e s t  adver t i s ing  agency i n  
t h e  world, And McGavern Guild w i l l  c a l l  on t h e  four r ep resen ta t ives  a t  
t h a t  agency and stress t h e  good po in t s  of WCVS. Ford w i l l  say, "Fine. 
We're going t o  buy Spr ingf ie ld  and i t 's  going t o  be a  two s t a t i o n  buy 
o r  a  one s t a t i o n  buy o r  whatever," I f  i t 's  a one s t a t i o n  buy you hope 
you made your poin t  b e s t  so they w i l l  buy you. I f  i t ' s  a two s t a t i o n  
buy you can p r e t t y  well  be t  you're going t o  be i n  the  buy. In f a c t ,  
i n  most cases  i f  i t ' s  a  one s t a t i o n  buy we're going to  be the  buy 
because they want the  18 t o  49 group. So the re fo re  they place t h e  
order  and a  commission i s  paid t o  our agency and t o  t h e i r  agency. 
They send us t r a n s c r i p t i o n s  o r  tapes  o r  whatever with ins t ruc t ions ;  
how long i t 's  t o  run, t h i r t e e n  weeks o r  fifty-two weeks o r  twenty-six 
weeks o r  whatever, so many announcements per week. 
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Q: Okay, do you f i n d  t h a t  t h e  p r o f i t  t h a t  comes i n  t o  your s t a t i o n  
from t h e  n a t i o n a l  is about t h e  same per minute as a l o c a l  commercial 
do you make more money on a l o c a l  commercial? 

A: You make more money on a  n a t i o n a l  commercial, 

Q: You make more on a  na t iona l .  

A: Y e s ,  we have a  n a t i o n a l  r a t e  card and l o c a l  r a t e  card.  The n a t i o n a l  
rate card is  cons iderably  h igher  because your expenses of handllng n a t i o n a l  
bus iness  a r e  more. You've g o t  two agencies  t o  pay. 

Q: Well, by t h e  time you deduct your agencies  and f ees  and so f o r t h  would 
you say you s t i l l  come out  ahead f o r  t h e  n a t i o n a l ?  

A: I ' d  say s l i g h t l y ,  yes .  

Q: It 's p r e t t y  c lose?  

A: Well, i t  depends, r e a l l y  and I don ' t  handle any n a t i o n a l  business .  
The gene ra l  manager does. I ' m  s t r i c t l y  t h e  l o c a l  s a l e s  manager b u t  
n a t i o n a l  bus iness  i s  very  important and t h e r e  i s  p r o f i t  bu t  boy, t h e r e ' s  
an awful l o t  of work t h a t  g e t s  involved i n t o  s e l l i n g  n a t i o n a l  accounts 
which is why t h e  r a t e  is  so much h ighe r  than l o c a l  accounts would pay. 
For example, a survey has  t o  be taken j u s t  about every year and u s u a l l y  
pulse  comes i n  and t akes  it. 

The way a pulse  is  taken is a r ad io  s t a t i o n  o rde r s  i t  o r  an agency o rde r s  it. 
Usually a r a d i o  s t a t i o n  pu l se s  say,  "Do you want t o  p a r t i c i p a t e ? "  And then 
o f f e r s  i t  t o  a l l  s t a t i o n s .  The r ad io  s t a t i o n s  then decided whether o r  no t  
they want t o  p a r t i c i p a t e  which means sha re  of t h e  c o s t  of t h e  survey. And 
you know we're t a l k i n g  about,  you know, maybe $2200 a person. 

Q: Per s t a t i o n ?  

A: Per s t a t i o n  except f o r  t h e  Em's, they g e t  i n  a  l i t t l e  cheaper,  q u i t e  
a bit cheaper as a mat te r  of f a c t  which is  a p e t  g r i p e  of mine. I don ' t  
be l i eve  i t 's  fair. But anyway, so w e ' l l  say, " Y e s ,  we want t o  go i n  gn 
it." On t h e  last survey WTAX ordered,  we w e r e  asked i f  we wanted t o  , 

p a r t i c i p a t e  and we s a i d ,  "Yes," So we paid approximately $2200 t o  have 
it taken. Now, you hope t o  God you come ou t  we l l  because i f  you don' t  . . , 
Q: That ' s  a  l o t  of pennies.  

A: Well, you know, i f  you don ' t  come out  we l l  you may no t  have t o  show it 
l o c a l l y ,  we can sell  l o c a l l y  without showing a pulse  survey bu t  
t h e  agencies  subscr ibe  t o  it. 

Q: So they ' r e  going t o  g e t  i t ,  

A: They're going t o  g e t  i t  anyway and i f  you don' t  show up we l l ,  
( laughs)  you 're  on t h e  o t h e r  end of t h e  l i n e .  

Q: You would take  a  pulse  survey then,  i f  I ' m  c o r r e c t  i n  assuming t h l s ,  
so you can show i t  t o  people you a d v e r t i s e  with and say t h i s  is t h e  reason 
you should pick our  s t a t i o n ?  
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A: Ours. Right.  

Q: Now, what happens i f  your s t a t i o n  doesn ' t  and somebody e l s e  does? 
i t  concealed information o r  is it  j u s t  t h a t  t h e  l e g a l  a spec t s  say t h a t  
they cannot l e t  you use  i t  pub l i ca l ly .  You'd be aware of i t  probably 
with t h e  r e s u l t s .  

A: Well, i f  a  s t a t i o n  comes out  number one t h a t  has  no t  subscribed t o  
t h e  pu l se  he  can then  buy i t  but  he  pays double f o r  it, Now, t h i s  is  
something t h a t  i s  f a i r l y  new with pulse.  So you're  b e t t e r  o f f  t o  t ake  
your chances and o rde r  it. Although WTAX and u s  were t h e  only tm t h a t  
g o t  i t  last  time a s  far  as I know. And al though WTAX orde r  It we were 
number one. This  is another  l i t t l e  th ing ,  you show i t  t o  a l o c a l  account 
and he says,  "Yes ,  everybody1 s number one. 1 know," And MAY w i l l  be 
with t h e i r  survey showing them number one and WTAX w i l l  be i n  t h e i r ' s  so  
r e a l l y  i t ' s  no t  t r u e ,  You can ' t  buy o f f  pu lse  survey. Some s m a l l  l i t t l e  
dinky survey companies you never heard o f ,  yes ,  I guess you could i f  you 
wanted t o  but  you wouldn't so lve  anything by i t  because t h e  people you 
want t o  see it  a r e  t h e  agencies  and t h e  agencies  don ' t  pay any a t t e n t i o n  
t o  any but  j u s t  a few, ARB and pulse.  

Q: ARB? Now, what 's  ARB? 

A: Well, ARB i s  another  survey company t h a t  is  acceptab le  by a d v e r t i s i n g  
agencies .  Real ly pulse  and the ARB a r e  t h e  only two t h a t  a r e  r e a l l y  
accep tab le  i n  an audience measurement sunrey. 

Q: How do we go about t h i s ?  I go around i f  I ' m  working f o r  pu l se  and 
knock on doors ,  I mai l  out  envelopes t o  people and they ' r e  checking them 
and sending them back t o  us?  

A: No, pu lse  i s  done by a sampling. A sampling of t h e  people i n  your 
l i s t e n i n g  a r e a  and i t  is  a door-to-door survey. It 's an i n  home, out  of 
home survey which does t ake  i n  cons ide ra t ion  t h e  t r a n s i s t o r  r ad io  
l i s t e n e r s h i p .  

Q: Okay. I t ' d  be p r e t t y  obvious if you're  on a  FM s t a t i o n  o r  you ' re  a 
manager of i t  and you have a pulse  survey taken t h a t  you 're  not  going t o  
come ac ros s  with t h e  thousands of people t h a t  l i s t e n  t o  CVS, TAX o r  MAY 
he re  l o c a l l y .  So of t h e  t h r e e  FM s t a t i o n s  when t h i s  survey is  taken, 
you'd be t h e  f i r s t  in FM. You're no t  competing a g a i n s t  t he  AM s t a t i o n s ,  
r i g h t ?  

A: Oh, yes, you're  competing a g a i n s t  everybody. 

Q: Well, an AM would bound t o  come ou t  second, t h i r d ,  fou r th  o r  f i f t h  
r a t e  then h e r e  in Spr ing f i e ld ,  wouldn't they? 

A: Well, yes. This is very  t r u e ,  Although i n  t h i s  last pulse  WDBR, 
which is wTAX'S FM, came out  very  w e l l .  But you see ,  you 're  p r imar i ly  
f i g h t i n g  t h e  AM'S, t h i s  is t r u e ,  bu t  t h e  FM c a n ' t  be ignored. You know, 
anything t h a t  has  a frequency i s  a competi tor  and i f  you d ismiss  i t  
l i g h t l y  you' r e  going t o  be i n  t roub le ,  So, when we program WCVS we t ake  
i n  cons ide ra t ion  what everybody has.  We know FMB i s  country western and 
we know VEM is a little of everything and we know DBR is  out  t o  g e t  us.  
And DBR looks very  we l l  i n  c e r t a i n  age ca togor ies .  P a r t i c u l a r l y  t h e  12 
t o  1 7  year  o l d s  which r e a l l y  doesn ' t  concern me. 




























