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{s will, of course, be

employee. Cordon B. Mclendon, President of the applicant

poration, and Donald C, Keyes, Vice President in Charge of

sgtationg, will also b active ia the more
o ,‘.er pf Dirvectoras
S

Lendon Pacif

of general policy are involved., Iis prese

zve ong oF two 8G taries, two engineer-amnouncers, one or two
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LOFTIN RESEARCH & DEVELOPMENT CORPORATION

INTER OFFICE MEMORANDUM

Ivaamnma o

TO
FROM

SUBJECT

CONVERSATION GBM MARCUS COHN 10/25/66

GBM | am trying to be doubly careful about some of thses ads , because
until you can get a chance to do whst you want to do there, so if
| amy just to ...a bunch more that just came in you can just tell
me yes,no, or indifferent or what...

ORKIN:

H
O
o
<
>
—
=~
Z,
H
O

Marcus : A questionable yes

GBM : A questionable yes

Marcus : | really have four categories, yes or no are the two extremes
GBM Yes she told me what you had said about some ...probably

Marcus : The middle is Yes-question, no-question,

GBM: Second one: Add glamour to your life....

Marcus : This is an employement add, not for the treatment but for
employement

GBM Yah, | suppose that is what they are advertising for , advertising
for salesmen | gather

Marcus: The answer is yes, this is employement

GBM: But the closing line , Woodland Hills, Post BXXXEK¥X mark, appeal
8953 for full information , America's most famous cosmetic firm
Merrill Norman

Marcus: But that was for employement, the answer is ges.

GBM: Even though they say Americas most famous cosmetic's...

Marcus: |t does mot make any difference , they are advertising for
employees, this is Hughes Aircraft, this is American Airlines,
asking for hostesses,

IO R VAN« BU ) urlalﬁi”

GBM: Why be a wallflower....
Marcus: Questionable yes
GBM: Beat the growing.,.r
Marcus: Questionable NO

GBM: What did you say gou did hot like it




LOFTIN RESEARCH & DEVELOPMENT CORPORATION

INTER OFFICE MEMORANDUM

TO
FROM

SUBJECT
252=2=2

Marcus No, | said you are not going to like it , because this is your
product.

GBM: Well it is not my product, it is Roy's, but they want to spend
dough on it with us, it is actually

Marcus: Questionable ne

GBM: 1'11 just finish it... Unique

‘OANI LVINYOA

Marcus: Incidentally what you can do...would you have typed up all these
AU Y X B PR X ERXE XXX KB B X XA XK S BB E MU X EH RN X B R X R XK EX XY X EEX X R KB K Y K
proposed adds, so | can have them in fornt of me and actually go
through, with George Smith, or whoever else he appoints over there
to help formulate <concrete standards for this so | can discuss
this with him...It'd be terribly important rather than ...for me
to try to do it simply in theory alone

GBM: Right , we will have them all for you ...whern are you leaving
for Indianapolis ?

Marcus: Wednesday morning.
GBM: A1l right Now here..
Midas mufflers....

SN HS L)l’l‘dlld b

Marcus: Well, that's no

GBM No? ....Alarge selection of formerly leased automobiles...

Marcus: That is yes

OL INAWILYVAHEJ Sd

GBM Answer yes ...some of these adds, there are not many more but
let me just finish these adds because you caould say yes

Marcus No, | know exactly waht...

GBM Yes, but they might came back and say we also sell...we also would
like to invite you to look at our 1966 furs..

1, VIEJO0 d

Marcus All right go ahead..

GBM: | don't know, because | haven't even read all the adds myself...

Nt

Marcus | am not goigg to each word




LOFTIN RESEARCH & DEVELOPMENT CORPORATION

INTER OFFICE MEMORANDUM

S LRGSR
TfTvaamnmac

S

TO

FROM

No
SUBJECT

There was only one time.. when that girl called me that |
deleted one word, but outside of thet it is just the

of the product and to whom it is addressed

Let me finish that one..John Porter Executive leasing

Still yes?

Marcus Rlght ‘
GBM Planning on building.....etc;;

Marcus | would put that as a probable yes

‘OANI LVINYOJA

GBM Probable yes .....Discusss your dream house of to morrow...
GBM Probable yes....Close out of Muntz TV
Marcus: This is NO
GBM: no...lall right...! am going to finish it...table models....
Top one of a kind savings Edwards...etc
That is still no...

Marcus Right

GBM: After...this is evidently a brand name quote after six unquote
the etc...

HOIANTAS DI’IQD& =

Marcus Probable yes
GBM And the last page of these the national business federation...

Marcus This is one of the situations, | know it is the classified
newspapers , it is still by my test...the answer is no.

Dl Al e

dI40 HDL ININILIVIIAJ SH

GBM: Your answer is no..l| don't know that it is...

GBM This is See our disply add in this morning's LA Times..Block's
Nationally recognized as Etc...

Marcus The answer is no

MLIANA G WS\ ua

GBM Now here are two that are kind of unusual, and this | have seen
in newspapers, want adds, | think, these | imagine are called
rate holders, they are just probably just in there beccause if
they don't advertise something every day they lose their frequen

iods V




LOFTIN RESEARCH & DEVELOPMENT CORPORATION

INTER OFFICE MEMORANDUM

TO

FROM h-k-L-}

SUBJECT
cy discount ...we got a guy here who wnats to say 10 times
no, form one to ten times a day...on a year's contract only
this: and we don't know will it be one or ten times...a day..he
will designate that about once a week he says nad the next one
is pretty much the same thing so the first question is: Butler
publications , that is all he wants to say

Marcus What is Butler Publications?
GBM It is a perfectly reputable outfit...publishes among other things

law books ...many other things and he is not advertising law
books obviously

‘OANI LVINYOA

Marcus nononononono....publishing mevie magazine

GBM nonono we checked into that they don't even publish ...nothing
that they have is the slightest bit questionable,

Marcus No, it is not a question of being questionable Gordon, it is a
question of whether of not it is designed for mass circulation,

GBM A quesiton of whetther or not the ....well they have

Marcus Difer the law book circus..stunt...it is omly a limited number
of people , that would be interested in XX it, now if they
publish only law books and only architergt's books nad only
doc tor's books then | say yes

ADIAYES OIT9Nd B

Well, that is waht they do, they have nothing that would be of
mass circulation , | did not see what you meant, everything they
have is fitted for certain ...industrial engineers or on the
other hand

>Hnaliruavva

HOL INANILIVIAd SH

Marcus | would sya yes to that,

GBM And then the next one is...you know damn well the firm....Kimberl
ley Clark , that all they want to say...

Marcus Well the answer is no... Resoundingly so...
GBM Why

see in
Marcus Because | ¥¥¥ Life Magazine display addsthere

lanruaguvaca
: . VIHJO

GBM Well Butler was in Life two weeks ago with a display...

Marcus What were they advertising?




TO
FROM

SUBJECT -

LOFTIN RESEARCH & DEVELOPMENT CORPORATION

GBM

Marcus
GBM
Marcus
GBM
Marcus
GBM
Marcus

GBM

Marcus

GBM

Marcus
Gbm
Marcus

GBM

Marcus

INTER OFFICE MEMORANDUM

They were advertising theit specialized books for architects,
law books,

It is a different thing, because the paper product

0K, that is fine that is all | want to know

That's just a 185 Million people they were advertising to

but Butler

Butler is not...

| got you

I would not care less about Butler...

Fine...because we do have a magaxzine coming up we will have it
in just @ moment, it is the last one...
Atnea Collection service...etc...

Questionable yes

The last theee Do you nneed...etc...power tools for your machine
shopp

Questionable yes
Your Dun and Bradstreet rating....etc...

Questionable yes

Now before we launch on to Jacobson...we have got about four of
these accoutns that we have questionable yes or nos that we are
sipposed to talk to morrow, we have already checked with all of
them, and told them that thay can't gor on to morrow, so that is
all right, but we told them that we would attempt to have them
an answer withig the next 24 haurs so what | am going to do to
morrow Marcus , if |I"may, without worrying you is go phone your
secretary and dictate them over the air the telephone, is that

all right with you...

| '11 be gald to Gordon, but | was only trying to expedite the

‘OANI LVINYOA

ADIAYES OIT9dNnd

S»rHdadliuavuva
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TO
FROM

SUBJECT

LOFTIN RESEARCH & DEVELOPMENT CORPORATION

GBM:

Marcus

GBM

INTER OFFICE MEMORANDUM

whole thing and actually get the whole

Well I...then | would give her all of the ones that are even
remotely questionable plus all the ones

Let me tell you waht my point of view is... | want to get them
all in writing, | actually would plan on putting them on separate
cards, and | would segregate the cards myself, and | would go
in where | say this now on some of these. on
some of the se, on Kimberley Clark for example | am the first
to agree that this does not belong in Cadassified Ads and [|'1]
explain to why | believe that , that gives me the
basis for discussion for the whole thing , | don't want the
selected...!| wnat them all... in order for them to participate

| dont' want
to go over there with a chip on my shoulder, to beat them over
ther head ...all I'l]l say is this is the problem we have got here
and this is one in good faith and i think thid is the way we
can get to them

Now Marcus,....the Don | think has a coupke of questions,
from the telephone company....

There are a couple of things...One we have a letter from the FCC

on WYSL, about a disk jockey problem up there XK¥XKEXKXKYX promo-
ting hops..it is a whole question etc...etc....

(here a long discussion on WYSL.....)

Two questions
one : we are at the persent time recording , utilizing a tpae
recorder at KADS to effect a seven second delay, in the braodcast

(This part not to be transcribed....)

Marcus | send you to day copies of the wanttad sections of theee newsapers

here in Washington, these are the kind of want ads that the FCC
is reading

IN that connection send me 3 copies of the Wasington Poat...

‘OANI LVINYOJA

AYHS OITdNd §

ScAdiiruauvw @ HDI
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LOFTIN RESEARCH & DEVELOPMENT CORPORATION

INTER OFFICE MEMORANDUM

TO
FROM

SUBJECT
GBM Now last one Speens Newstand, 4836 La Cienega...etc..

Marcus The answer is no
GBM Another one:Faucet Publications ...etc...

Marcus Questionable no
Your

GBM One that would be...l am trying to figure out ®ux définition
as opposed ...you had Butler Publication which we covered
a while age, which | am not overly familiar with ...except
that | know that they don't at this time have any ....
Butler Publications,,,,suppose they submit Butler Publications
blank balnk....now Tax Education guide with a nationwide circula
tiuon aleeady achieved of 30,000

‘OdANI LVINYOA

Marcus The answer is no

GBM Let's talk about ....Andee send Marcus the telgram to the FCC

parts not recorded

that is all right. Just a 100 cards....there is a limited
supplied ....and the other side of the coin is the limited
number of purchasers , it is both | think if you had suits

and it said men omly nine feet tall, | think that would be
all right for classified ad...even though you had a millign of
them ....What it really is , the more | thought about it to
day, it is something that is not in mass production and can't
be readily produced, in §¥X¥%KXX¥, depending on what the demand
is quantity

This is part of it. Leaving aside the Employement completely
because | put employement absolutely separately, | don't care
what employement it is, you can have Safeway running employement

ads

A¥dES DITdNnd

SUuadliiruauvu :H:)I

INHNILYVAHEJ SH

Don Now, | am sure that your description is stated in the light
of your feelings about the attitude of the Commissioners...

Marcus | am guessing

Don I know

. VEEJO JdODI

Marcus One thing | intended to do is go down there and talk XKE¥KXX to
the Broadcast Bureau




LOFTIN RESEARCH & DEVELOPMENT CORPORATION

INTER OFFICE MEMORANDUM

TO
FROM

SUBJECT This is what | told Gordon | anted to do yesterday, | want
the telgram forst, in my possession and copies of all these
proposed ads, and put them on cards, and go with these cards
as illustrations of what the problems are, and try to work
out on that level, at this particular point once | give you
the OK on all the employement ads and then they fall in two
other categories: the products and the services , the products
simply you cannot advertize Del Monte Peaches, period and the
reason you can't is because no matter what the deamnd is you
can always get more Del Maonte peaches to sell , but if your
advertising Del Monte peaches which are 3 feet wide and there is
only 24 cans of them | think it is perfectly legitimate...
for classified ads, '

‘OdANI LVINYOJA

Oh boy, of course there is that grey area betwean...

0f course, but we are going to try to work out ober a period
of time a definition with which we can live...and obviously
we are going to make mistakes on both sides...in trying to
get the broadest possible definition as | sit and talk to
the Commissionees about it

Do you feel the FCC will be reasonably tolerant

ds OI'tdnd

| don't know...l haven't talked to anybody at the commission

but | do know that we have to make some kind of good faith
effort in tlaking over this before we go ahead mn making up

the rules of the gaeame ourselves, because | don't want this thing
to end up in court that is not the way to solve this problem,

we can solve it in taking the approach which is sensible

Effie turned down an ad to day, she said on your instrictions,
and they are running that ad that says mail order prescriptions
or something, same time and money, | think you told her that
was all right

SOaaliiuavua HDIAH

INANLEVdId SH

Marcus | don't recall that

HOL

Marcus That is probably no

Mitch That is probably no | see because we got on from White Cross
Pharmacy whaich has been a charter advertiser with us , and we
had to turn them down earlier , so why do you take one prescrip-
tion and not the othert ?

e R S e

VI AJ0




LOFTIN RESEARCH & DEVELOPMENT CORPORATION

9-9-9-9--9-9-9 45 Ry_QRELCE oMEMORANDUM

TO
FROM

SUBJECT

Marcus | agree

Mitch | see | thought you said prescriptions are out and now
you meant prescriptions no matter whta are out

Mrcus 0K
GBM ste ottt | €€ Sicns st

Marcus | do want that telegram....

‘OJANI LVINYOA

GBM | need 30 minutes of your time....what time might be most
convenient...
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LOFTIN RESEARCH & DEVELOPMENT CORPORATION

INTER OFFICE MEMORANDUM

TO
FROM

SUBJECT - TENTATIVE DEFINITIONS OF CLASSIFIED ADS AS PER CONVERSATION
o ~ GBM-MARCUS COHN 10/25/66 X

"GBM:A CLASSIFIED AD IS AN ADVERTISEMENT UNDER A CLASSIFICATION
IN THE CLASSIFIED SECTION AS OPBOSED TO BEING PUT IN THE
DISPLAY SECTION

‘OANI LVINFOJA

MARCUS JUST LIKE THE YELLOW PAGES IN THE PHONE BOOK

MARCUS | PUT THE APARTMENT HOUSES, THE HELP WANTED , EVEN THE
LARGE ONES, I CONSIDER:- THAT ALL CLASSIFIED AD EVEN THPOUGH
IT TAKES UP A WHOLE HALF PAGE.

marcus  IF SOMETHING COMPARABLE TO: A SINGLE SERVICE OR PRODUCT
OFFERED TO A SINGLE BUYER.

MARCUS

Saauuavve giTAYES OTTINd B
INANLYVLIA ST |
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THE E\f\e g_{ga&ow STATIONS MEMORANDUM

To  ALL SALES PERSONNEL - KADS Date 29 NOVEMBER 1966
"’39;»?olicy file

From JACK DANAHY Subject INTERVIEW ADS and RESULTS PROMOS

le ?o gchieve the warmth-of-the-human-voice sound in KADS' format,
it is necessary to increase the frequency of the "interview ad’.
Our immediate goal is at least one interview ad every ten minutes.
Curient format frequency of the interview ad is far less than that
goal, :
To get more interview ads into each category, I must rely heavily
upon each of you to recognaze the need for the interview ad and,
then, to place immediate emphasis in this area of your sales approach.?:
You are all familiar with operation of the Norelco recorders. For
content of each interview ad, the basic elements are again outlined:

Begin each sixty-second ad with a slate. A slate is any close
variation of the following: "On K-ADS, you're listening to the
Classified Announcements section."...ore.."Thisbis the Automobile
and Motor Vehicle section on K-ADS."

!

LEAD-LINE: Just after the slate, and immediately before the body of the
interview, use a lead-line. The lead-line will depend on the
content of the ad. Examples of lead-lines follow. If a caller,
for example, needs a babysitter on a last-minute basis, the ;
lead-line could be: '"Babysitter needed tonight in the E1l Segundo
area." An even better lead-line is: '"Babysitter needed tonight
in E1 Segundo." For a client who is advertising for his lost
attache case, this could be the lead-line: "Fifty-dollar reward
for attache case lost near Wilshire and Fairfax."

——— e
dS DITdnd

Vary your entry into the actual interview with each ad. Try to
avoid the trite methodd such as: '"We have a Mr Smith on the line
who wants to sell a refrigerator. Could you tell us about it,

Mr Smith?".eeeandes.o'"Mrs Jones, I understand you have a house
for sale. Can you describe it for us?" Get right to the meat of
each ad using opening techniques like these: " Mr Smith, how
much do you want for your two-year-old refrigerator?”"e.ec.ecandeces
"Mrs Jones, why are you selling your home in Beverly Hills for
only $40,000?" Obviously, before beginning each interview ad,
you will have taken notes so that you will know essentially what
the client wants to insert. My point is that you should vary each
opening of the body of the interview, getting directly into the
facts of what is to be advertised.

STUNATO0E moay

- INHINLYVJHEd SH

The summary is even more terse than the lead-line and should run
like thiS: "00-531-00620 Babysitter Wanted' 531-0062c" o.ccandoo-u
", ,.876-2345, Found an attache case? Call 876-23L45." The summary
should always precede final repetition of the phone number.

dNaIadodd
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Jack Danahy to all KADS Sales Personnel, continued. Page 2.

From Subject

To obtain desirable format frequency of the interview, I'm setting a
daily goal for each of you of two interview ads, effective today. This
means that I will expect you to turn into the production department

two interview ads every day for the next several days. KADS' sound and,
consequently, your sales volume depend on your efforts in this direction.

A

2,RESULTS PROMOS: From the general discussion held yesterday, youmare all
aware of the station's need for results promos, voiced by satisfied

customers. To get more success stories for broadcast, I want you to do’
two things: i

When you make a sale, tell the customer that we're very interested
to know what kind of response he will have received. Ask him to
call you back at the end of his schedule, or when he is satisfied,
to tell you what kind of results he had.

3

SHTINAIADOT gAY HAS DITINd

When he does call back ( and he will ), connect your norelco

to the phone and let him tell you what happened. If is comments
are favorable at the end of your recorded conversation, ask him
for permission to broadcast his comments. Give that cartridge
immediately to production for editing and production. Whilk
recording, simply carry on a normal conversation eliciting the
customer's success story. Production will piece it together when
you give it to them.

KADS needs results promos. You can get them. Ask for a customer cgll-back.
You just might find that your caller has something else to advertise.

Thanks,

L INANLYVAEd SH
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THE 6&@ é_{@@&@w STATIONS MEMORANDUM

K~-4DS STAFF NOVEMBER 9, 1966

DON KEYES Subject TELEPHONE INTERVIEW COMMERCIALS

While our station has assumed a great deal of vitality and variety
in the past 24 hours, I do detect a certain sameness in the manner .
in which our telephone interview commercials have been recorded.
These commercials are at this time the most dramatic and vivid
presentations we have. For that reason I don't wish to let them
fall into a rut and in this note will map out a few approaches

that can be made to the telephone interview commercial.

Basically, there are 4 main ingredients to be inserted into the
telephone interview commercial approach:

l.. The slate which identifies the category
2. The name of the product or service

3. The slow and careful repetition of the phone number or
‘address

L. A maximum length of 62 seconds

Using this as a framework for the telephone interview commercial
you should then regard as a matter of good basic practice the 5
Ws of journalism: Who, What, Why, When, Where and, time permitting,
the "schmaltz" element that will make the respondent a warm,
personable human being. For example, if in the middle of the 5
W's you threw in a question or statement that suggested the

- personal side of the advertiser's life, you would then have an
excellent 60-second spot. For example, if you were interviewing
a man selling his home, one of the 5 W's would be, "Why are you
selling your home, Mr. Smith?". The answer is that he is moving
to Omaha. At this point you might say, "My goodness, Mr. Smith,
that!s a long way from Los Angeles. Why are you moving to Omaha?™.
He then says that he has an excellent job opportunity with a meat
packing plant and that he's really looking forward to it. At
this point you would say, "Well, I certainly want to wish you the
very best of luck in your new job." He then says "thank you" and
you briskly move along back into the commercial matter of the.
5 W's. It goes without saying that this approach takes add}tlonal
seconds of time, but it makes for a better sounding commercial

because:

e o
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K-ADS STAFF NOVEMBER 9, 1966
PAGE TWO

DON KEYES Subject TELEPHONE INTERVIEW
COMMERCIALS

l. It makes you sound more human
2. It makes him sound more human

It is, therefore, more entertaining to listen to than if you had
restricted your questions to the 5. W's, and as we discussed
previously, if the station is listenable,&m it will get listeners
and hence results. '

For the moment follow as best you can the outline for the tele-
phone interview commercial as I have Jjust stipulated.

Before abandoning the subject I would like to pass on to you some
techniques with words that can be effectively utilized in the
telephone interview spot as well as pitfalls. I may be mistaken
but I believe I recorded the first telephone interview commercial
on this station, and I said in that approach, "This is the so and
so section of K-ADS and we have on the telephone Mr. Andre
Dunstetter." You would be hard pressed today to find a telephone
interview commercial on this station that doesn't lead off in
exactly the same manner. There are many variations you can use to
artfully get out of the slate and into the meat of the commercial.

Suggestions are as follows:

"On our K-ADS telephone now ise.."

"Want to buy a German Shepherd puppy? Mrs. Smith has a litter
of them for sale. Mrs. Smith, how old are the puppies?"

"Ever wondered what it might be like to-drive a 1930 Rolls
Royce coupe. Mr. Randall knows and he is on the phone with us
right now. Mr. Randall..." :
"Mr, John Doe of Alhambra has chosen to broadcast his want ad in
ferson. Mr. Doe, tell us about that boat you have for sale.”

STanaaoo ADIAYES orTang |

ININLYVAHId S

or better yet, tell our K-ADS listeners about that boat)

Or how about a statement of fact after the slate:

"Almost everybody likes boating here in Southern California.
If you've longed for a boat but felt you couldn't afford one,
Mr. John Doe will tell you about a boat bargain. What about

it, Mr. Doe?"
So, you see, with some imagination devoted to the construction of

the telephone interview we will eliminate the sameness that we
have already indicated and each interview will be interesting and

colorful.

HOIL
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K-ADS STAFF NOVEMBER 9, 1966
PAGE THREE

DON KEYES " Subject TELEPHONE INTERVIEW COMMERCIALS

The pitfalls are numerous but I'll only cover a few of the more
obvious:

l. Once you have learned what the individual has to sell, you
should make notes to which you can refer. This will help
prevent your constant repetition of the syllable "ah" and
will also help prompt the advertiser into a new area.

2. The verbal crutch spoken at every opportunity, "I see."
which only indicates to the audience that you are not blind.

3. This relates to #l...the use of "Well, ah".

L. The saccharin coated phrase of "Q.K. fine, Mr. Doe" which
indicates that you cannot possibly find fault with anything
. he says and that you heartily endorse his entire approach.

While these pitfalls are serious ones and can be serious detri-
ments to a really effective commercial, it is comforting to know
that 30 seconds spent making skeletal notes before the interview
starts will eliminate virtually all of them. Those notes relate
directly to the 5 W's. .Your questions should be stated in a warm,
friendly yet professional manner. After all, Mr. Doe really can't
afford to pay his money for precious seconds spent in our bumbling
around.

If any of you have further questions on the subject of conducting
telephone interview, please ask me and I will be glad to demon-
strate this for you.

One last point, when you have reached your end of the telephone
interview, allow a couple of seconds to pass to keep the tape
clear. This will enable us to dub it onto our automatic tapes
with a minimum of time spent in its production.

STuAdan0 ADIANES OITINd |
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To K= ADS STAFF NOVEMBER 9, 1966

From_DON KEYES - Subiect COPY WRITER

WEITER!'S
A1l commercial copymto be broadcast on this station shall be channelled
through D4 senld office. Dina is to be considered a specialist in
this area, has received specific instructions from me and therefore ,
knows the various:areas in which copy might be bettered.

The follo$ig%gpolicv shall be effective immediatelys

Should any of you have what you consider to be a particularly good idea
for a copy approach for a given client, you'll find Dina not only
receptive but eager to explore it with you. However, she will have

the jurisdiction in the copy area over sales personnel and her:decision
in these areas is to be observed. I'm sure sales personnel will
welcome this decision since it will enable them to spend less time in
the writing of result-producing copy and more time in revenue producing
telephone calls.

1

Naturally,  Dina's creative efforts are subject to the revisions of
higher authority.

iﬂa Don Keyes

ADIAYES DIT9dNd
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To KADS STAFF Date 3 JANUARY 1967 | \é
cc: Bill McDowell - XTRA 3 s :

KADS Policy Book N/

From  JACK DANAHY - OPERATIONS MGR, KADS Subject  PUBLIC SERVICE ANNOUNCEMENT POLICY

ﬁ/

1) Effective today, as an intregal part of his duties as Traffic Director,
Jim Reid will be responsible for gathering, producing and scheduling all
public service announcements, KADS will broadcast between 300 and 40O
PSAs each week, as is current practice,

~2) The following is KADS' policy concerning Public Service Announcements:

a, Announcements will not exceed twenty seconds, each, that is.

b. Each PSA must be voiced by the director or local executive of the
organization for whom the announcement will be broadcast. -

¢, Each PSA will contain at least one mention of K=ADS,

d., Each PSA will be as localized as possible, mentioning Los Angeles or
a section or suburb, as appropriate.

e, For the time being, no more than five organizations will be scheduled
for public service time during a 24-~hour broadcast period.

f. PSA ETs will not be used on this station unless the produced recording
fulfills all of the above reguirements,

Organization directors or executives may be invited to KADS' studios, or may
call the station to tape announcements. A Norelco telephone recording of the

PSA is quite adequate for broadcast. If appointments are made for studio taping,
organization directors or executives are to be greeted by the Operations Manager,
the Office Manager, or thi Program Director. During all studio taping, the
Program Director will supervise the production of PSAs,

It is felt that first person Public Service announcements are more effective

than the announcer-read hackneyed copy distributed by public service organizations,
The announcement becomes more intimate and ear-catching when it contains a mention
of K=ADS and los Angeles, voiced by the organization director, himself,

Here's an example of the kind of PSA KADS will broadcast:

" T'm Mrs Fred Smith, chairman of this year's MOTMER'S MARCH AGAINST
POLIO in Los Angeles, asking all K-ADS listeners to fight Polio in
your neighborhood by giving your dollars to the mother who will ring

your doorbell on January 31st, "

On K=ADS, thid is David Rice who has organized a Social Book Club
as a non-profit avocation for anyone between 21 and thirty-five
who likes tc discuss books. I'm inviting K-ADS listeners to our
next discussion on January 10th at 6644 Fountain Avenue, Hollywood.

Valker Percy's The Moviegoer will be discussed, "

Attached to this memorandum is a K-ADS STATION PROMO/PSA RECORD ORDER, Each

PSA sckeduled for broadcast must be reflected on an ORDER, File will be
maintained by the Traffic Director, who will give the Office Manager a weekly
report of Public Service Announcements broadcast during the previous week. Renort
‘will contain name of organization, address, name of director or executiye NaicinG
PSA and number of times broadcast.
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LNHWNILYVIHIJ SHTIVS

CIOIK

d11ado0dda
TITIO




STAT. &1 PROICG/ PSE RECCED OALER

To Production: Date

From:

SP/PSA LENGTH

BEGIN: BROADCAST TIME LIMITATIONS:

JEND:

COPY (or summary of announcement):
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Part I, Paragraph 1, Section A

It is the policy of the applicant to ascertain the needs and interests of the
public by conducting surveys of the community on a continuing basis as well

as consentrated specific surveys during February and November of each
year. In order tc deterrnine the proposed programming of KGLA-FM,

Donzld C. Keyes, a Vice President of the McLendon Corporation, made a
survey of various Los Angeles Civic and Community leaders during the

week of November 10, 1965. Mr. Keyes asked these individuals how KGLA -
FM or FM radio in general might better serve their needs. Since it has been
our experience that many such individuals do not have specific ideas along
these lines, Mr. Keyes observed various programming voids in the community

and suggested program ideas. All of these suggestions were met with approval.

Persons interviewed and their organizations are as follows:

Leonard Wines
Execuiive Director of University Relations
University of Southern California

Mr. Reinig
Directcr of Public Health Education
Los Angeles City-County Health Department

Al Weinberg

Public Relations Director
American Legion

Los Angeles Area

Warren Swanson
President

Los Angeles Division
North American Aviation

Eugene L. Zechmeister
Finance/Public Relations Director
Girl Scouts of America

Los Angeles Area

Ed Shattuck
President
Los Angeles County Bar Association

Reverend McKnight
Executive Director
Los Angeles Council of Churches

~ sAan@aoodd |
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Part I, Paragraph 1, Section B

The significant needs and interests of the public to be served by the applicant
during the coming license period are as follows. The dissemination of
religious news through specialized news broadcasts which contain news items
of significance to all faiths. These programs will be produced in cooperation
with the Los Angeles Council of Churches and other religious organizations.

The applicant proposes to broadcast a number of newscasts specializing in
news of the educational field. Among those organizations which have
expressed interest in the development of such programming are the Los
Angeles City- CounLy hogl Dis » JCLA and USC. Further, the applicant
is consldermgq_tn?""ax\ d avbv\iaole oi daily air time to be used by the Los
Angeles City-County School District in its effort to broadcast instructional
material directly into the classrooms of the district.

The applicant proposes to initiate other informational programs dealing with
new developments within the aviation industry and the motion picture industry
in cooperation with the trade organizations representing those industries.
These prograsm will be of service to the hundreds of thousands of citizens

of Greater Los Angeles who are employed in those industries.

The applicant further proposes to aid the goals of the Los Angeles City-County
Health Department, the American Civil Liberties Union, the Girl Scouts of
America, the Los Angeles Bar Association, and the American Legion through
campaigns of public service announcements relating to the efforts of those

organizations.

With respect to the needs and interests of the public in the areas of national-
international matters, the applicant proposes to broadcast frequent editorial
comment, frequent news broadcasts dealing with national and international
matters, editorial comment from newspapers around the nation, as well as
those national and international matters that are coincidentally covered by
the programs proposed in the first paragraph of this section.

|
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Part I, Paragraph 1, Section C

Typical and illustrative programs ( other than Entertainment and News ) that
Applicant plans to broadcast during the coming license period, to meet those -
needs and interests expressed previously, are as follows.

PUBLIC AFFAIRS -- One 5-minute program per day, Monday through Saturday,
pertaining to news of interest to memebers of the aviation industry. Broadcast
times are not yet determined.

PUBLIC AFFAIRS -- One 5-minute program per day, Monday through
Saturday, pertaining to news of interest to members of the motion picture
industry. Broadcast times are not yet determined.

PUBLIC AFFAIRS -- Applicant proposes to broadcast '""Guest Editorials"

nine times each day, seven days a week. These editorials will be taken

from some of America's most outstanding daily newspapers and will be presented
in an effort to not only inform but to stimulate thinking on national and inter-
national matters.

EDUCATION -- Applicant proposes to broadcast one 5-minute program per
day, Monday through Saturday, pertaining to the interests of all educators in the

Greater Los Angeles area. This includes both public school and college and
university educators.

EDUCATION -- ‘Applicant proposes to broadcast one 15-minute program per
day, Monday through Saturday, fa the purposes of carrying various instructional
material into the classrooms of the Los Angeles City-County School District.

Applicant further proposes to aid the Los Angeles City-County School District
in obtaining additional air time for this purpose on other Los Angeles stations.

'F

RELIGION -- Applicant proposes to broadcast two 5-minute programs per day
dealing with news of religion. All major faiths will be equally represented.

SPORTS -- Applicant proposes to broadcast a minimum of thirteen 1 -minute
sports program per day, seven days a week, pertaining to both amateur and
professional sports in the Los Angeles metropolitan area. These will consist .
mainly of scores, schedules and pertinent sports items such as news stories.

SHYNAHADOYd
INANILIVAEAd SHIVS

EDITORIALS -- Applicant proposes to broadcast an average of ten 1-minute
editorial programs per day, Monday through Saturday, in which the editorial
opinion of the licensee will be expressed.

dNaIDodd
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Part III

# 15: The staff will consist of two announcers whose partial duties will be
the gathering, editing, and broadcasting of news. They will make telephone
contact with various news sources in Metropolitan Los Angeles and will also
gather news for the specialized news programs from contacts in the Aviation
industry and Motion Picture industry. Station will subscribe to either UPI
or AP &s—wehtes—the-Los-Angeles City News-Sexwice.

0=(2H,

(b ) The station will devote approximately 0% of its news program
time to local and regional news each week.

i;
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Partylll

#16 : Applicant's policy with respect

to making time available for the
discussion of public issues will be as f

ows.

Applicant will aggressively seek out editorial response from qualified indi-

viduals or groups in order that both sides of editorial issues might be fairly
presented.

Subjects and participants will be determined by the applicant's familiarity with
the community through day to day contact as well as through continuing :
community surveys previously mentioned and participants will be selected

if, in the opinion of the applicant . or legal counsel, they are deemed respon-
sible or qualified.

# 17 : Applicant's proposed programming format will consist primarily of
variety in what might be best described as the most outstanding popular

music over the past 40 years. The blend will be one of pop concert orchestras,

light instrumental groups, chorals, soloists, dance orchestras, etc.
will be chosen primarily for its familiarity, beauty and melodic line. It will be
entirely adult oriented.

will represent approximately 62.91% of the broadcast schedule.

The music

After subtracting Commercial Matter, this programming

'
4
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" School District.

Part III

# 18 : Applicant proposes to contribute to the over-all diversity of program
services available in the Los Angeles community by broadcasting such programs
as the aforementioned news of the motion picture industry, news of the aviation
industry, editorials by the licensee, news of religious activity, news of interest
to educators and the making available of time to the Los Angeles City-County
To the best of the Applicant's knowledge, the quantity and

quality of all of these program services are unique in Metropolitan Los
Angeles.

\ Ces www\og[«)&&
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(b)) During political campaigns, Applicant will make additional time
available to the various candidates or groups.

However, this will not cause

the Commercial Matter percentage to go beyond 28%.

)

gOT: ININILYIVdHEd SHIVS

18 minutes

See question # 25
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Part VI

i . eI o E : : O
# 27 : At this writing, applicant has not yet determined what individual or
individuals will be responsible in this area.

(a) Yes

( b) Applicant will adhere to the programming and advertising
standards outlined by the National Association of Broadcasters.

# 29 : Applicant intends to keep informed of the requirements of the Com -
munications Act and the Commission's Rules and Regulations by frequent
contact with its legal counsel in Washington, Cohn & Marks; by reading
news of such in Broadcasting Magazine and other trade journals; by the use
of national news wire on which broadcast information is frequently carried;
and by contact with broadcasting trade associations and fellow broadcasters.

Employees and agents of the applicant will be kept informed of such information
by printed memoranda and meetings as the situations might warrant.

Employees' compliance with such directives shall be obtained by the vigilance
of the licensee, whatever form it might take.

# 30 W@m;q})@mpv:ﬁj
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To AL HERION « QUISIDE SALES, KADS
ges Bill MeDowell - ITRA i

B. R. Molendon ~ DALLAS

7 B. Melendon - DALLAS

D. D. Hamning = DALLAS
From. Subject

JACK DANAHY «» OPERATIONS MGR, KADS QUTSIDE SALES DAILY CALL REPORT
Aloewes ATTACHED IS AN EXAMPLE OF THE TYPE OF SAIES REPORT THAT I WANT YOQU
TO BEGIN USING EFFECTIVE TUESDAY, 3 JANUARY 1967. Por the time being,
I will need only one copy of your report each day. You should keep a
carben copy for your files.

I feel that this report will help you organize your day and will give
you & reference for recalls. It will give me an idea of what is going on
foutside” and will allow me to understand the problems you are meeting

in pitching the want-ad format,

If you have any suggestions for improving the report form, by all

S

means let me know immediately. COtherwise, the attached example will be
stenciled for use sach day,

HADIT A0
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KADS Cotsme SALES DAy (Aw Revorr

NAME DATE

1. Qaus MeTodAY (st Baees For Tor Moe Lisings ) !
NAME  PosSimoN_  AGENG] 0R B0SINE DsPoSITioN oR RESOLT

2. TOTAL MILEAGE TBDA ’

3. SALES TRoBIEMS ENGONERED 'ﬁm{ AND RECOMHENDED SoLTins ¢
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‘ INFO : GORDON AQ,LE'UDO'\)

THE w\.e i{@t&ow STATIONS MEMORANDUM

e
/

To/BARBARA FRANKLIN - PHONE SALES SPVSR, Date 31 DECEMBER 1966
KADS
cc: EACH TELEPHONE SOLICITOR - KADS
BILL McDOWELL - XTRA

From JACK DANAHY = OPERATIONS MGR, KADS  Subject KADS CALL~OUT SHEET

1) ATTACHED TO THIS MEMORANDUM IS A XKADS CALI~OUT SHEET. USE OF THIS FORM WILL
BEGIN TUESDAY, 3 JANUARY 1967.

2) EACH TELEPHONE SOLICITOR ( including night and weekend girls ) WILL RECORD THE
¢ TEIEPHONE NUMBER OF EVERY CALI~OUT MADE DURING HER SHIFT. WHEN A CALL-OUT RESULTS
IN A SALE, THEN A CHECK-MARK IS TO BE MADE IN THE APPROPRIATE COLUMN.
3) AT THE END OF HER SHIFT, EACH TELEPHONE SOLICITOR WILL GIVE COMPLETED CALL~-OUT
SHEETS TO THE PHONE SAIES SUPERVISOR. NIGHT AND WEEKEND GIRLS WILL LEAVE
COMPLETED SHEETS IN PHONE SALES SUPERVISOR'S MAILBOX. ;

IN AN EIGHT HOUR PERIOD, I WOULD EXPECT THAT EACH TELEPHONE SOLICITOR CAN EASILY

COMPLETE EIGHTY CALL-OUTS, USING THE CLASSIFIED SECTIONS OF ALL NEWSPAPERS AS
LEADS. ; :
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THE é\!\e l{@t&ow STATIONS MEMORANDUM

=

Tq,BngARA FRANKLIN - PHONE SALES SUPVSR, pgte 30 DECEMBER 1966
KADS

ce: ALL SAIES PERSONNEL, KADS
BILL McDOWELL, XTRA

ﬁon1JACK DANAHY - OPERATIONS MGR, KADS Subject CLASSIFIED ACCOUNT LISTS - KADS

1) To date, you have not provided clear working areas for each telephone solicitor.

2) In an attempt to organize the efforts of KADS' phone operation, I've come up with
the attached "account lists" for each girl. They are to be used on a trial basis,
effective today. Undoubtedly, some modifications will have to be made...~but the
only way to modify something is to start at a beginning.

_ 3) Evaluate the lists in two weeks, on 13 January 1967. During this period, gather
notes and written comments from all telephone solicitors for discussion with me

on that date.
. L) Lists attached were compiled from the Classified Section of the 29 December 1966

edition of the los Angeles Times,
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THIE MQ [{@\-&OW STATIONS MEMORANDUM

BILL MC DOWELL 19 December 1966
General Manager
X-TRA

JACK DANAHY Subject
Operations Manager
K-ADS

As we'lve discussed this morning, the adjusted salary schedule for K~ADS
sales personnel will be:

$100.00 -~ base
400,00 = draw
$500.00 per month, plus 20% commission

‘This means that a telephone sales girl will earn 20% commission on all
collections in excess of $2, 000,00 within a given month,

This schedule should provide telephone sales personnel with a true incentive
for more intensive phone soliciting and will give them more realistic goals
for future billing (and collection).

The schedule becomes effective 1 January 1967 and is subject to readjustment
by management as business volume increases,

-i’""/’
Policy book -- K-ADS y}{‘) ‘
B. R. McLendon ~- Dallas’ g

G. B. McLendon -~ Dallas

Dorothy Manning «=- Dallas
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THE \Q gff@&@w STATIONS MEMORANDUM
SHE

¢~ To JIM REID, TRAFFIC DIRECTOR, KADS Date 5 DECEMBEER 1966
N ces Sales staff ;

. ‘éﬁﬁbiicy file

From JACK DANAHY Subject TRAFFIC CONTROL - FREEBEES

1. Current policy on "no charge" ads is that such an ad will
not, under any circumstances, be broadcast longer than 10 days.
A no charge ad will always be deleted to provide an availabi ity
for a paying customer.

2. No charge ads are accepted to build program material in lieu
of paying accountse.

: 3. Sales personnel. have been instructed that all no charge ads
rust be written on a sales order. Each sales order for such an ad
will contain explicit instructions to end the schedule of that no
charge ad before a maximum of ten days from its begin date. ( For
example.sesA No charge ad that begins on 1 December will end on
or before 10 December. )

4+ So that announcers will follow througzh on these no chargeend
dates, indicate them on your control sheets. What I mean is this:
do not write "TF" after any accounte...always indicate the end date
of each ad. No charge ads, especially, should reflect a mandatory
end date.

D140
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THE l\d\o a_‘zmiow STATIONS MEMORANDUM *

To - EACH KADS STAFF MEMBER . Date . 29 NOVEMBER 1966

From. JACK DANAHY 55, Subject -OLD-SOUNDING FREE-BEES

l. We are still accepting want ads, at no charge, from you, your
. relatives, or non-business friends. Object of such acceptance 3 ‘
is to bulld program material in lieu of paying accounts ( "in lieu" -
does not mean "instead" ).

2, I will make only a few gtipulations to the aiting of no charge ads:

Such ads will come from KADS' "inmediate family".

-b. Ads that have even a remote possibility of being sold will
not be broadcast for free.

C. Ads accepted at no charge must be somewhat unique or unusual
and should lend themselves to format- -enhancing production.

de A sales order will be written on each no charge ad. ;

6. THAT SALES ORDER WILL CONTAIN EXPLICIT INSTRUGTIONS TO KILL
OR END THE SCHEDULE OF THAT NO CHARGE AD EErORE A hAXINUM
OF TEN DAYS FROM THE BEGIN DATE. -

DIA A0
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THE C{?\.Q a_/@@&ew STATIONS MEMORANDUM /

To SALES PERSONNEL : NOVEMBER 10, 1966

DON KEYES Subject

The following policy is hereby effective and relates directly
to the rough copy that you will be writing when closing a sale.

At the end of each commercial regardless of length, 3 sequences
will take place:

l. The slow, deliberate delivery of the telephone number

2. A one line or one word of the product and service

3. A repeat of the phone number read at the same pace
Therefore, when you are writing rough copy, be sure to include
for Dina the summary line, which could be for example, "puppies'

in the case of one of our present commercials,"a 1930 Rolls Royce"
in the case of another ... just the bares essentials of the product

or service previously described.

Don Keyes

NNaEDodd
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23, Octdber, 1966

We presently have approximately fifty (50) Advertisers
--- all 100% Classified.

See Like two (2) major Los Angeles newspapers we plan (we prefer--
footnote

|

would like, or?) to schedule approximately eighty (80) percent
classified ads and twenty (20) percent classified display ads.

Weak Categories;

Real Estate and Automotive at this writing.

Why Weak?
Current economic situation and uncertainty of prospects
of the new media. -- Station personel have confidence

in both areas.

Instructions on effective copy.

All sales personnel have teen previously trained 1in
writing advertising copy, unfortunately not pure radio copy,
but an understanding of what is needed is known and operations
and daily critiques should bring us up to the required norm.

The part time copy writer/announcer is not qualified and

will be replaced.

Signal Imorovements.

General comment;\&n most areas are gratifying. Storecasting
clients have requested the volume be cut down. Only known
problem is the La Habra area where K-ADS signal picks up
interferance from the local airport and its traffic.

Cost of recording

Footnote: Source: Madeline Smith currently with K-ADS..6% years with L.A.
Times Classified and 2 years with the Herald-Examiner.




Norelco recorders (4) $500.00
(if not available
from extra company
source)

Production Time

Production Time
(or loss of same)

Sales Time NA
Telephone Calls NA

Major cost might be loss of effectiveness
of station sound.

Time to develop success with GBM at the helm.

This is an unknown but, would certainly be a needed

short cut to economic success.

Rate Card.

Sales personnel who are working with the rate card do not
have the problem anticipated by Mitch.

We will find ways to simplify and correct the rate card,
but I believe we should belay any changes until they are
needed.

Personnel

To date, no real problems.

A mistake was made in the copy/anncr. aréa, but this will

be correct ed.

Don Keyes is more than satisfied with the announcers.
Station Management and insides sales management have
combined to develop an operating team.

It is too early to evaluate outside sales or their required

management controls.




10. Summary
A. Reading from agencies

1."I don't think it will work but if
McLendon thinks it will ... it
probably will."

2. "McLendon may have a gold mine.."

3. General reaction to concept has been good.
We have created some problems by overcalling
agencies, but this was corrected (we hope)
the first week.

B. Personal reading from agency friends and acquaintances.
Much more confident in our conceptg now than was
evident early this year.

Gre Saleability

Now ...very good considering we have an intangible

compounding an intangible (we are not on the air).

December 1966

Unkown---we will need an audience to react to

a percentage of the ads, to ensure a base of
professional classified users. We will pick

up persongls, but this will not (editorial by
McDowell) pay our way ... we must have the
professionals .. Auto Dealers, Recruitment, etc.

We can do this, but we must develop an audience.
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Bill McDowell -- X-TRA Date  August 9th, 1966

Ursula Schweitzer+ - "H.O,

oo 2 '} Subject (CE& #Qb)‘?!\@ggmé 0[6{ ({f

Dear Bill:

I am enclosing original letter, as well as Xerox copy for your KGLA
Policy Book Ring Binder, from another applicant. Please Bill, either
you cr Rosie answer them just as you did the other applicants--either
tell them we'll be in touch later or, whenever you think it advisable,
you can write, suggesting a personal interview, etc.

Thanks and

PeSt:: :
This is, of course, in line with the previous memoranda I had sent you
on the matter. ] 1

L&K
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Bill M.cDowell - X-TRA August 3rd, 1966

245
@

Ursula Schweitzer - H.O. Subject
Dear Bill:

Please be referred to my memo of July 21st to GBM, copy of which I forwarded
to you with a covering men.o.

Gordon has now had a chance to read my memo and he agrees with my suggestions
made there. Thereiore, will you please go ahead and contact the various parties
involved and report back to us on your findings?

Thank you and

Regards, .




Bill McDowell - XTRA ' July 22nd, 1966

Ursula Schweitzer - H.O. Subject  KGLA (K-ADS) FM

receiving early this we ing binder with 21l of the mater GBM
thought ne ry to have in wh:»-.‘ is going in time-~-a string of policy
books £ ew all-Classifiec format in Los Angeles.

,J
.
@
]

o
-
2]
.

1yihnu contained in the ring
Advertising Market Information"
memo from Ke Ve E together with an article from
i zordon wants you immediately to
' mentioned in this article, and

%
B, O
e

w

ot

oks themselves~--we'll have to keep things coordinated. Whatever
e to incorporate, I shall send you immediately--appropriately

tegorized., I expect there will be many new categories as time

the same token, whatever material you come across that should
policy books, please send it to me right away.

sing copy of a menio I wrote Gordoen, just for your own information.
ceived his comments as yet, so don’t do anything unless you hear

row if you have any questions on this ugh I doubt it. Incidentally,
don say something to bout 1ool<ing around for a possible manager?
- attend to all of this without having to neglect a lot of XTRA stuff, As a
act, I think I should come on out there and help you! How about that?

L&K
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Gordon McLendon Date July 21st, 1966

Ursula Schweitzer Subiecr‘ KGLA (KADS) Policy Books
Dear Gordon:

I am sending you herewith the beginning -- or, if you like: the embryo of your
very own brain child aboat to be delivered to the Los Angeles public -- of our
KADS Policy Books.

As you will see, I have assembled and cate%orized the book in my usual logical
and brilliant fashion {pardon me!).

Although you told me to, I have not yet written to John *Arthur (Bloomquist\/ Rod
Smith, Lenore Kingston and Russ Potter, who are job applicants.

Neither have I written to Robert K. Strauss of the San Fernando Valley Sun who is
offering us informational material as well as advice and who, as much as I know,
will by now have gotten together with Bill McDowell.

Neither have I written to Richard M. Meltzer who has sen\d}.' us a presentation brochure
on Automated Classified Advertising. Obviously, he is trying to sell us a service that
could be profitably applied to this type of operation--I stress '"profitably applied' as
I'm sure they want to make some moneyout of this, too. XHEIHK °

Neither have I written to M.E, Lukins, who is offering us marketable information and
wants to arrange for a meeting with you so that he can present his ideas in both written
and tape recorded form.

‘The reason I have not done so as yet is that the moment these people hegr from us,
they will expect to arrange for personal meetings and personal interviews, etc.

Since you plan to leave for Europe next week, and I plan to take my own vacation
during that time, maybe we should wait for a few weeks.

Closing will not take place till the end of this month or August lst, and then we still
have a couple of month after that till we actually hit the air--don't we?

Except for Lukin who is lo cated in Louisville, Ky., everybody else is located in the
Los Angeles area, and it might be a good idea for Bill McDowell to screen interview
all the job applicants at his leisure and send us a report.




Subject KADS

Mr. Meltzer, who offers the automation is located in San Francisco but he, too, could '
get together with Bill McDowell first, to see whether his idea and/or price would be
feasible to give serious consideration or whether it would be better for us to wait

till we are actually in opezation‘and see where we are going, and then give this a try.

Please let me have your thoughts on the above. If, of course, you'd rather I go
ahead and write all of them--in your name--I shall do so forthwith.

You know, I am getting pretty excited now about our 'little fish" here--this is
new, novel, unique and I can't wait to see what will develop. It ought to be a ball
and I wonder how many people are going to imitate it, just like they did with your
all-news formal.

I bet you, the FCC can't wait either -- as Confucius say: "This here, year of
Gold-Fish-Bowl --h&who not learn to swim big fool. !

Swimmingly yours,

A







