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Preface

This manuscript is the product of a tape recorded interview conducted
by William Ortman for the Oral History Office on April 17, 1973. Rosalyn
Bone transcribed the tape and Linda Jett edited the tramscript.

Doug Seigel was born in St. Louis, Missouri in 1934. Mr, Seigel's family
frequently moved so he attended school in various parts of the country.

He went through high school and attended two years of college in Maryland.
While at the University of Maryland, Mr. Seigel obtained a part-time job

at radio station WPGC, He then moved on to station KHMO in Hamnibal,
Missouri. ' This memoir contains Mr, Seigel's memories on the different

radio stations at which he has worked, humorous moments in Mr. Seigel's
career and the current position he now holds in sales at radio station

WCVS in Springfield, Illinois.

Readers of the oral history memoir should bear in mind that it is a
transcript of the gpoken word, and that the interviewer, narrator and
editor sought to preserve the informal, conversational style that is
inherent in such historical sources. Sangamon State University is
not responsible for the factual accuracy of the memoir, nor for views
expressed therein; these are for the reader to judge.

The manuscript may be read, quoted and cited freely. It may not be
reproduced in while or in part by any means, electronic or mechanical,
without permission in writing from the Oral History Office, Sangamon
State University, Springfield, Illinois 62708,




Doug Seigel, April 17, 1973, Springfield, Illinois.

William Ortman, Interviewer.

Q: Let's go back into your early life before we start talking about your
job here at WCVS., Where was your hometown, where were you borm, little
bit about that?

A: I was borm in St., Louis, actually. I guess you could say 39 years
ago since I'm going to be 39 at the end of the week. My family moved
around in the last twenty years. My father is deceased now for a year
and a half, My mother still lives in S$t. Louis and my wife's family
lives in St. Louis,

I went to school in various parts of the country but I went through high
school in a suburb of Washington, D.C. in Hightsville, Maryland. Member
of the first graduating class of Northwestern High School in Hightsville.

I went to college for two years at the University of Maryland College Park,
As I remember, the first job that I ever had was outside of Washington, D.C.
I was about fifteen years old and I was a carhop in a (laughter) drive-in
restaurant and I remember this so well because my first week on the job I
had a tray in one hand and I went to push the plateglass door open from.
the restaurant to go out to one of the cars parked and I ran my fist right
through a plateglass door and cut my wrilst open and was rushed to the
hospital and the whole thing. But I was about fifteen years old at this
time. '

Q: What would you say your lesson was at that point, if there was omne?

A: To watch where you put your fist. (laughter) If there has to be a
lesson that would certainly be it. I don't know. As far as my interest

in radio is concerned it happened by accident. Because when I was going

to the University of Maryland I was very interested in dramatics and being
an actor, Maybe I hadn't grown up as yet, I don't know. But I had this
wild idea that I wanted to be an actor. And I was majoring in speech at
the university and I was studying drama and was going to school and I

was in a few plays, George Barnard Shaw's Candida. I played March Banks
which was the lead. I was only a freshman at the time so that was really
something. But I found that people were kind of phony around me and I
can't stand any form of phoniness. Because of this I decided to get away
from the acting part of it and I happen to notice one day on the bulletin
board at school, a new radio station was opening, had opened in Maryland
and at this particular time, you know, they were asking for people, volunteers
to work at the station. Now this was not a radio station, university radio
station, 1t was a commercial radio station. So I went over there to see
the fellow who was running it and he said, '"Well, you know, this 1s a new
station, we really don't have much money and we can't afford to pay you."

I said, "Well, I don't have any experience, anyway, so can I just kind of
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work around the studios?" He said, "Sure." Of course I was dying to |get

on the air. I had no experience whatsoever and they weren't very anxious to
let me try it. He said, "Well, I'll tell you what. We have a fifteeq
minutes program once a week for the Salvation Army. You write the prqgram."
I had never written a thing in my life. And I said, "Well, okay." Mdet with
Major So—and-So, which I did. And I helped him prepare the programs and

this Major, and I don't know his name, it escapes me. He knew I was dying

to get on the air. And he said, "Well, what if I asked your boss if you
could be the announcer on our program each week?" And I said, "Oh, I'd

love that." So he did and the fellow said, "Well, as long as I don't have

to pay him anyway, (laughs) it's okay." So that's what I was doing. Then

I worked out pretty well. I was going to school, the fellows liked me.

The name of the station, by the way, was WPGC in Morningside, Maryland.
Prince Georges County, that's what the PGC stood for., Was a little two
hundred fifty watt station in the country and by the way, it's one of the
leading stations in the area now. I believe it's still contemporary now,
It's fifty thousand watts if I remember. But it was a little two hundred

and fifty watt station and the fellow who was rumning it at the time says,
"Look, you're working out pretty well. We have a program that's going on

the air called, "The Breakfast at some restaurant"—-I can't remember the

name of the restaurant--"and how would you like to just run the board

and be a staff announcer during this? Now we can't afford to pay you very
much.”" And I said, "Well that's all right. What can you pay me?" He

says, "We'll pay you five dollars a week." And I said, "Gee, okay, that's
fine." Of course it was costing me seven and a half for gas but I worked
really in a deficient. I swept the floors and did partically everything.
That station was so small at the time that the UPI machine was in the john.
(laughs)

Q: Well informed.

A: Yes, he's very well informed. So I worked there and finally became,

you know, did more announcing as time went on. Then we moved, my family
moved out of the Washing, D.C. area back to St. Louis and I was out of

work for a while. Was looking for a job in radio. Didn't have enough
experience really to break in anywhere. So my next job, I happened to

hear of an opening, I'll tell you how this came about and it's very
interesting. I may be getting off the subject a little bit. But somebody
asked me if I knew that they would introduce me to a fellow by the name of
Tony Bello in St. Louis, KMOX. As you know KMOX is one of the fine radio
stations in the United States. Fifty thousand watt clear channel CBS own
station and it's probably the dream of everybody to work at KMOX and I knew
I wasn't going to work at KMOX. But I'm getting away though. Because first
I worked at Hamnibal, Missouri for a while at KHMO, worked there for about

a year and a half and then I was out of a job. I was fired at KHMO and
didn't get along with the woman who ran the station and that's probably . . .

Q: Okay, well, let's back track then since you're talking about KHMO.
That's prior, you worked in the WPGC station, right?

A: Right,

Q: Your family moves back to . . .
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A: St. Louis.

Q: To St. Louis., At this point you say you're looking for a job and |you
locate one at KHMO in Hannibal?

A: Right,

Q: Now, you moved up there by yourself, then at this point perhaps,
right?

A: Right. T left the nest at that point, I was about twenty years old
and got a job in Hannibal and did quite well. Was very well liked in the
town as a radio personality. I was pretty popular. 1 was a young kid

and things were going pretty well and I did little selling on the side,
selling of radio time, not much., And didn't get along too well with the
woman who managed the station, nobody did, and ended up in a clash (laughs)
and by mutual consent I left., It was at that time really that T was out

of a job for a while.

Q: What about this woman? She's just on everybody's back all the time
or pushing or made problems?

A: Well, it was a question of moral character, her's not mine, and a few
other things and very, very weird situation but I just didn't feel that I
was going to get along very well there.

Q: How long were you down there?
A: I was there about a year and a half.

Q: About a year and a half. Hannibal, Missouri is a community of about
what? Seven, eight, ten thousand, something like that?

A: About twenty some thousand, I believe, yes. It's right across the
river from Quincy, of course, so you're really covering two markets there
and it was a five thousand watt station so it actually got in to Iowa as
well, I was out of a job for a while and some friends of ours said,
"Well, I know Kurt Ray who was a personality at KMOX and I also know Tony
Bello and I'l1l get you in to see them." And I said, "Fine." And so I
went down there I met with Tony Bello who was an account executive at
KMOX and he said, "Well, let's set up an audition." I said, "Fine." So
KMOX set up an audition for me. And they thought I had done a very good
job on commercials and so forth, but, of course, I only had really, a
year and a half's actual experience at commercial radio station except
for the time that I was in college. And obviously St. Louis is the
market, the pay is very well, can get anybody they want and particularly
KMOX and they weren't interested in Doug Seigel. But they were very
nice. Tony took me in to Kurt Ray's office and they told me that I was
very promising on the air and so forth. They said, "Well, let's call
around the country and see if we can get you a job. Do you want to stay
pretty close to St. Louis?" I said, "Well, I'd like too." Then they
made a few long distance telephone calls which I thought was very nice
and Tony said, "Well, I started in southern Illinois with a man by the
name of Charlie Cook. And WJPF in Herrin, Illinois, a little town of
about ten thousand people but it's a highly populated area. Carbondale
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is just a few miles away and Marion and so forth. Little Egypt it's
called." And he called Charlie Cook on the telephone and said, "The man
is pretty good. You want to talk to him," and I did. He asked me to
come down and see him, which I did. And I landed a job at WJIPF on th

air making $71 a week as I remember (laughs) and I ran a radio show down
there, I was very happy, you know, the station was kind of an old line
station but Mr, Cook was a very nice man, I stayed there for about, oh,
I'd say a year and a half or so and I was drafted. Went in the army.
When I got out of the army I called Mr, Cook and he begged me to come
back to Herrin. I said, "No, I really want to move on to a little bigger
area if I can. I know that I've been out of it for two years but I still
think that I should be able to move on." And so he said, "Well, there is
a fellow who works in Springfield, Illinois at WCVS by the name of Jim
McKinney. Jim McKinney as you know is with another station now, but he
worked here years ago and why don't you call him and see if he's got
anything." So I said, "Well, okay." Before I called Jim McKinney,
though, I had heard of another station WMAY in Springfield and a fellow
by the name of Sil Binkin at the time., And supposedly WMAY was the top
station in Springfield at that time rating wise, and they were doing very
well, And WCVS was kind of floundering. And so I called Mr. Binkin
first and I told him who I was and that I wanted to be on the air and so
forth and so on and he said, "Well, send me a tape and a picture of
yourself and you know the whole deal., The resume." I said, "Well, I'm
only a hundred miles away. I'd be happy to drive down and see you." And
he said, "No, it won't be necessary. Just send me a tape." So I did and
I waited by the telephone for that perennial phone call that never came
and I waited a couple of weeks, nothing happened so I called Jim McKinney.
And he said, "Fine, Come down and see me Sunday." So I did and he and a
fellow by the name of Al Levens who was at the time manager of WCVS
interviewed me and they auditioned me and they said, "Fine. We want a
man for the all night show," I was the first person to do the all night
show at WCVS fourteen years ago this month, And they hired me. I was
very happy and my idea was, of course, to work here for a while, get back
in the swing and then go back over to MAY., (laughter) But a funny thing
happened. Sometime you can go in to an organization--when I came here
the station had just been sold to Bill O0'Comnor in Chicago.

Q: He purchased it?

A: He purchased it. And he was quite a radio personality himself in
Chicago. Now he runs a UHF television channel in Chicago. And I thought,
"Well, you can feel things move." Rebuilding, reorganization and excitement
that was happening here and I kind of wanted to be a part of it and being
on the all night show they asked me if I wanted to sell radio time during
the day. And I said, "Well,"--I really didn't--but I said, "Yes," because
I wasn't making any money. (laughs) And I was single at that time and
living in a furnished apartment. And I said, "Yes, I'd like to sell."

So I did. I started to make a few calls just at my leisure and really I
goofed off an awful lot and I really didn't care much for it, you know, I
still had this idea of being a star, (laughter) And finally Al Levens
called me in to his office one day and he just laid me out. He said,

"You are the most disappointing individual I have ever met." And he just
tore me apart one side and down the other and boy, my whole world collapsed
because he said, "You're not putting any effort whatsoever in to selling.
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You don't care whether you sell or whether you don't sell.,” And he
really put the wrath of God In me and I went out the next week and I
brought in about five orders in one day totaling a couple of thousand
dollars as I remember, Which at that time was a lot of money. And then
I just gradually worked more into it. I got off the all night show and I
went in to, I don't know, one of the other time segments, I've worked
just about every time segment on the air at the station. Now I'm just on
the air Saturdays on a regular basis and I record commercials but I
worked In to sales manager and I'm very happy. CVS is a great place and
it's an unique radio station because most radio stations this size around
the country there is a tremendous turnover in personnel. Sure we have
our changes on the air persomnel because if a guy is any good he's going
to move on. First of all we can't afford to pay anybody who's really
talented for any length of time so they move on. But when you stop to
think that the general manager has been with the station for thirty-one

years in one capacity or another and I've been here for fourteen years
and our program director has been here for thirteen years and, oh, right

on down the line. The newest member of our sales staff ig also the

oldest member of our sales staff and he's been here for nine years. So

we don't have much turnover in the sales department and in top management,

I think that speaks well; we're under a different ownership now. Roger
Neuhoff bought the station about six, seven years ago. He's a tremendous
guy to work for. He lives in Washington, D.C. and he bought Bill O'Conner's
other two stations in Indiana as well, in Terre Haute and in Anderson.

And he come in to town and you talk with him if you see him, fine. He
always has a good word to say, if he has a gripe he tells you about it

and when you do something right believe it or not you get a letter of

praise from the guy. It's unbelievable. (laughs) Something you don't

see too often, I said a sales , , , I think I had more sold for a particular
month than anybody had ever done and I got a letter of congratulations
and praise, You know, a lot of owners are very quick to jump on you when
you do something wrong but they forget when you do something right that a
guy likes a pat on the back., And you know, contrary to what people think
the average person will say, '"Well, say it with money," but there's more
to it than that. It's nice to know that you're appreciated, too.

Q: You find that the letters of thanks and this whole attitude in general
is conducive to the little turnover. Is that right?

A: T think so. I think everybody works hard., I think it is very important
in the sales and in radio. Don't forget we're not selling a product. We
don't have an Arrow shirt or Hagger slack or a new car to sell. We have
an intangible to sell, Therefore, we have to sell ourselves first. And
if you have a different salesman calling on an account every other week
you have a problem because that account never gets to know his salesman
on a first name basis and this is very, very important. Yes, WCVS is
going very well, now., We're number one on the market in the 18 to 49 age
group according to the pulse survey. But we work very hard at it. It's
not a matter of taking it for granted. We're in a very competitive
market. There are two other AM's and there're three FM's and they're
always nipping at your heels and it takes, you know, a lot of work to
keep up and keep on top.

Q: You talk about competitive market when you've got about five stations
here but you go to a larger city, I mean, really a large one like Chifago
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where no matter where you turn your dial on radio you run across a Chipago
or a very localized station. You find competition in a smaller communfity
with Springfield with five stations more competition than you would inj a

larger market in your way of thinking?

A: No, I don't really, T think like in Chicago maybe they have, guessing
offhand, say they have twelve stations, I don't know, AM, FM. Therefore,
you really have to program for a particular segment in the community. Now,
WLS and WCFL as you know are fighting it out on a contemporary vein in the
18 to 49 age group. Well, that's fine, WGN still makes all the money and
does very well because they program to a different segment and they're the
old established station there. WVBM offers something else. Then you have
an all news station that hits those people. So actually when you buy radio
in Chicago you really have to buy more stations to cover the market really
well, The average person in almost every market, of course, is after the
18 to 49 age group. This is the group that the agencies buy in most. And
because of this WCVS probably has, in fact, I know last year and last few
years, we've had more national business on than the other two AM stations
combined., No, I can't say that, it's not true. Not combined but more than
either of the other two. Most agencies do not buy FM yet, particular in
this size market. Now they do, I'm sure, in Los Angeles and in Philadelphia
and places like this where 1f you have a really quality FM station that

has some audience they will buy it but they don't buy it as a rule on a
market this size.

Q: Okay, now we're stressing the idea of the agency. This would take in
something like maybe General Motors or Coca Cola or something like this?

A: Right.

Q: For a person who wouldn't be too familiar with it, would I be correct
in assuming then that, say General Motors goes to a large New York base,
perhaps advertising agencies and they set up the format for how it's going
to be done? They make the tapes and they feed these tapes or records or
commercials out to the various stations for so much over a year's time or
contractual basis? Is this how 1t works?

A: Well, yes, basically that is the way it works. In other words, we have
an agency which represents WCVS, McGavern Guild. They represent us on the
national scene. They actually make calls on agencies in New York and
California, St. Louis, Chicago, the major buying centers in the country.
And for example, say Ford is going to make a buy. All right Ford is
handled by J, Walter Tompson which is the largest advertising agency in
the world. And McGavern Guild will call on the four representatives at
that agency and stress the good points of WCVS. Ford will say, "Fine.
We're going to buy Springfield and it's going to be a two station buy

or a one station buy or whatever," If it's a one station buy you hope

you made your point best so they will buy you. If it's a two station

buy you can pretty well bet you're going to be in the buy. In fact,

in most cases if it's a one station buy we're going to be the buy

because they want the 18 to 49 group. So therefore they place the

order and a commission is pald to our agency and to their agency.

They send us transcriptions or tapes or whatever with instructions;

how long it's to run, thirteen weeks or fifty-two weeks or twenty-six
weeks or whatever, so many announcements per week.
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Q: Okay, do you find that the profit that comes in to your station
from the national is about the same per minute as a local commercial ¢r
do you make more money on a local commercial?

A: You make more money on a national commercial,
Q: You make more omn a national.

A: Yes, we have a national rate card and local rate card. The national
rate card is considerably higher because your expenses of handling national
business are more. You've got two agencies to pay.

Q: Well, by the time you deduct your agencies and fees and so forth would
you say you still come out ahead for the national?

A: I'd say slightly, yes.
Q: It's pretty close?

A: Well, it depends, really and I don't handle any national business,
The general manager does. I'm strictly the local sales manager but
national business is very important and there is profit but boy, there's
an awful lot of work that gets involved into selling national accounts
which is why the rate is so much higher than local accounts would pay.
For example, a survey has to be taken just about every year and usually
pulse comes in and takes it,

The way a pulse is taken is a radio station orders it or an agency orders it.
Usually a radio station pulses say, "Do you want to participate?" And then
offers it to all stations. The radio stations then decided whether or not
they want to participate which means share of the cost of the survey., And
you know we're talking about, you know, maybe $2200 a person.

Q: Per station?

A: Per station except for the FM's, they get in a little cheaper, quite

a bit cheaper as a matter of fact which is a pet gripe of mine. T don't
believe it's fair. But anyway, so we'll say, "Yes, we want to go in on
it." On the last survey WTAX ordered, we were asked if we wanted to :
participate and we said, "Yes." So we paid approximately $2200 to have

it taken. Now, you hope to God you come out well because if you don't . . .

Q: That's a lot of pennies.

A: Well, you know, if you don't come out well you may not have to show it
locally, we can sell locally without showing a pulse survey but

the agencies subscribe to it.

Q: So they're going to get it.

A: They're going to get it anyway and if you don't show up well,
(laughs) you're on the other end of the line.

Q: You would take a pulse survey then, if I'm correct in assuming this,
80 you can show 1t to people you advertise with and say this is the reason
you should pick our station?
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A: OQurs. Right.

Q: Now, what happens if your station doesn't and somebody else does? | Is
it concealed informationm or is it just that the legal aspects say that
they cannot let you use it publically. You'd be aware of it probably
with the results.

A: Well, if a station comes out number one that has not subscribed to
the pulse he can then buy it but he pays double for it. Now, this is
something that is fairly new with pulse. So you're better off to take
your chances and order it. Although WTAX and us were the only two that
got it last time as far as I know. And although WTAX order it we were
number one. This is another little thing, you show it to a local account
and he says, "Yes, everybody's number one. I know." And MAY will be
with their survey showing them number one and WTAX will be in their's so
really it's not true. You can't buy off pulse survey. Some small little
dinky survey companies you never heard of, yes, I guess you could if you
wanted to but you wouldn't solve anything by it because the people you
want to see it are the agencies and the agencies don't pay any attention
to any but just a few, ARB and pulse.

Q: ARB? Now, what's ARB?

A: Well, ARB is another survey company that is acceptable by advertising
agencies, Really pulse and the ARB are the only two that are really
acceptable in an audience measurement survey.

Q: How do we go about this? I go around if I'm working for pulse and
knock on doors, I mail out envelopes to people and they're checking them
and sending them back to us?

At No, pulse is done by a sampling. A sampling of the people in your
listening area and it is a door-to-door survey. It's an in home, out of
home survey which does take in consideration the transistor radio
listenership.

Q: Okay. It'd be pretty obvious if you're on a FM station or you're a
manager of it and you have a pulse survey taken that you're not going to
come across with the thousands of people that listen to CVS, TAX or MAY
here locally. So of the three FM stations when this survey is taken,
you'd be the first in FM. You're not competing against the AM stations,
right?

A: Oh, yes, you're competing against everybody.

Q: Well, an AM would bound to come out second, third, fourth or fifth
rate then here in Springfield, wouldn't they?

A: Well, yes. This is very true., Although in this last pulse WDBR,
which is WTAX's FM, came out very well. But you see, you're primarily
fighting the AM's, this is true, but the FM can't be ignored. You know,
anything that has a frequency is a competitor and if you dismiss it
lightly you're going to be in trouble. So, when we program WCVS we take
in consideration what everybody has. We know FMB is country western and
we know VEM is a little of everything and we know DBR is out to get us.
And DBR looks very well in certain age catogories. Particularly the 12
to 17 year olds which really doesn't concern me.











































