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B.E.S.T. 

Broadcast Essentials for Selling Today


✓ DAILY REMINDERS


✓ YOUR TIME TABLE 


✓ DIRECT ACCESS TO LBS PROS  


✓ NO ADDITIONAL COST, NO LIMIT OF PARTICIPANTS 


✓ THE ENTIRE LBS SITE IS AVAILABLE TO YOUR NEW HIRES



LBS is Your COVID Selling Headquarters 

40+ brand new videos since March 16. That's roughly NINE HOURS of new 
content BY broadcasters and FOR broadcaster pros specifically designed to 
help your sales efforts through this pandemic. 


✓What’s Your COVID STRATEGY?

✓How to Work from the Home

✓All-Star Panels and More.

✓Over 100 articles discussing how key advertisers are dealing with COVID 

and moving forward!



Over 1,000 training videos featuring over 60 trainers – 
making us the industry's leading training service!



Weekly sales ideas since every seller in your state can 
always use fresh, creative ideas for their clients! 




Over 3,000 relevant marketing support materials and 
research items updated every day and arranged by 

advertiser category!







Ask LBS - Live access to top industry minds when 
unique and real sales challenges arise! 



The broadcast industry's favorite webinars that focus 
on and provide street-ready skills! 



Questions?





MAKE A BETTER OFFER (or someone else will!)
Presented by Tim Burt for LBS



If you follow along and participate, by the end of this 
webinar, you’ll know how to create a simple offer that 
can help your clients sell more, faster, and easier than 
they may be doing now. 

And it will have come from YOU. 

My PROMISE to YOU:



W A R N I N G !
WHAT THIS REQUIRES FROM YOU:

1 ) A +/ - 20-minute fact-finding mission online.
2) A t iny bit  of data from your cl ient .
3) Some imagination (I will  help you with this)
4) The GUTS to present it .



D I S C L A I M E R :
1 ) I am making NO guarantees of ANY kind.
2) A low risk  /  high reward proposit ion.
3) Can be FUN! ( imagine that… ) .
4) Might just make your GSM happy.



 More than 30,000 ads, over $500 million in global sales

 25 years in radio, 16 of those with CBS Radio in St. 
Louis

 Write and produce 300+ ads per year





“OFFER” in this context means:
A limited time sale, subscription,

a BOGO, download, etc. 

A PROMISE that only YOUR 
CLIENT can deliver.

Something that their 
competition cannot or will not 

do (for whatever reason).



WHY IS THIS 
IMPORTANT?

Time compression,
Instant communication,

Instant grat ificat ion.



NO OFFER =

NO



WE ALWAYS WANT 
TO PUT OUR CLIENTS 
ON THE FASTEST 
PATH TO THE CASH, 
REGARDLESS OF 
THEIR NICHE.



Visit our 
showroom, 

website, 
etc. doesn’t 
cut it today.



IN 2021,
PEOPLE
EXPECT 
MORE.

They WILL
go elsewhere

to get it.



TWO TYPES OF OFFERS YOUR CLIENTS CAN MAKE:

BUY SOMETHING
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TWO TYPES OF OFFERS YOUR CLIENTS CAN MAKE:

BUY SOMETHING DO SOMETHING



WHAT DOES 
YOUR CLIENT’S 
CORE 
CUSTOMER 
REALLY WANT?







WHAT DOES 
YOUR CLIENT’S 
CORE 
CUSTOMER 
REALLY WANT?

• A better deal
• bigger bundle
• cheaper price 
• faster delivery
• a healthier alternative to fast food
• the app does something different and better
• etc. 



• Makes a promise
• Shows the result in advance
• Easy for audience to grasp



• $20 Gameday Pizza & Wings Platter
• Push, Pull, or Drag Trade-In Event
• $49 New Patient Cleaning & X-Ray



FACT: YOU MUST ADD A 
DEADLINE OR SCARCITY, OR 
PEOPLE WON’T MOVE.



WHAT DOES THE CORE AUDIENCE WANT?

BUY SOMETHING DO SOMETHING

Transactional:

Retail, restaurants, 
e-com, etc.

(KFC, ISP examples)

Holds their hand, and a 
first step:

Download, test drive, trial 
subscription to a service, 
etc. 
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Find a hole in the market 
and fill it.RECON01
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D I S C L A I M E R :





WRITING THE OFFER AD RULE #1 :

AN OFFER IS A DEDICATED 
CAMPAIGN… NOT AN AFTERTHOUGHT.



WRITING THE OFFER AD RULE #1 :

AN OFFER IS A DEDICATED 
CAMPAIGN… NOT AN AFTERTHOUGHT.

A GREAT OFFER IS THE STAR of the 
ad, not a hurried “ cram this in”  tag.



WRITING THE OFFER AD RULE #2:

ONLY TALK ABOUT BENEFITS & HOW 
TO GET IT.
No “ family owned,”  “ conveniently located”  garbage.

Through Sunday through 5pm at any Jim’s Auto Center, for only 
$49, you’ll get a conventional oil change, tire rotation, and 
complete fluid and brake check in 60 minutes or less. It’s 
our…“$49 1-HOUR PERFORMANCE PROMISE.” Schedule now 
at JimsAuto.com



Crème De La Crepe
Pasadena, California



This is the actual 
letter that was 
handed out:



Table 1 Table 2 Table 3

Hand in flyer, 
order free crepe 
and coffee

Receive crepe 
& coffee

Snack and juice 
table, get second 
Groupon letter



THE RESULT:
500 handed out on Black Friday.
30% return on first letter = 150 new people that day
30% return on second letter within 14 days 

= 45 repeat customers

*Results not typical. I have no idea how much your client could make or lose if 
they ran this promotion. 

Table 1 Table 2 Table 3

Hand in flyer, 
order free crepe 
and coffee

Receive crepe 
& coffee

Snack and juice 
table, get second 
Groupon letter





As I promised you earlier, if you followed 
along, you now have the tools to create a 
simple offer for your clients that nobody 
else will bring them. 

Or you’ll be able to help them refine their 
current offers to make them more effective.



MarketingWithTim.com/ LBS

Create an offer anywhere, anytime, for any client.
Download “Tim’s How to Create an Offer Cheat Sheet”

Want to create more potent and eye-catching offers? Learn even more 
simple (and powerful) tact ics on a LIVE ZOOM call with me tomorrow night . 

8 pm Eastern /  7 Central /  6 Mountain /  5 p.m. Pacific.  Space is l imited.

Register at MarketingWithTim.com/ LBS.


