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Before making this decision, you may want to 
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Final PreparationsFinal PreparationsFinal PreparationsFinal PreparationsFinal Preparations
Depending on how you approach your program, you will likely need a
method for tracking and applying advertiser credit generated by your
program.  It’s recommended that you use ezAuction’s Advertiser
Credit report to produce a summary on a regular basis – either daily
or weekly as advised by your financial controller.  Once a credit report
has been printed, it can be delivered to traffic and billing where
appropriate credit memos may be issued and posted to receivables.
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Selling ezAuctionSelling ezAuctionSelling ezAuctionSelling ezAuctionSelling ezAuction
With key decisions regarding your program in place, it’s time to
consider the sales process.  This is where many programs fail, as a
number of critical systems fall short of producing the desired results:
ad dollars for your clients and revenue for your station.

To begin, it’s highly recommended you keep this as simple and
straightforward as possible for clients and sellers.  Begin by asking
your salespeople to think like a personal shopper for your listeners.
What kinds of items are your listeners likely to buy?  Never accept
distressed inventory from a client and ALWAYS be representing the
interests of your listeners.

When it comes to establishing advertiser credit, you may base it on
the selling price of a given item.  However, consider offering clients
85% of an item’s retail value.  For example, if a client places a
$1,000 item on the auction, they would receive $850 in advertiser
credit once the item is sold.  This removes their profit margin for the
equation and effectively levels the playing field.

In selling a given item, don’t start too low.  Consider placing the
minimum beginning price at 70% of retail value.  For example, a
$100 certificate would open for bid at $70.  Presumably, listeners
will bid up the price on a given item, meaning you may actually sell it
for more than the $70 opening price.  In cases where the item sells
for less than $85 (the advertiser credit) the station may lose a little.
There’s also the chance the item will sell for more than $85, in which
case the station wins.  This sort of give-and-take will lead to a shared
sense of commitment when clients know the station is willing to
assume a small part of the risk.
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Selling ezAuctionSelling ezAuctionSelling ezAuctionSelling ezAuctionSelling ezAuction
From the station’s standpoint, this method is a great way of manag-
ing exposure.  By setting acceptable floors and getting the most from
a given item, it becomes much easier to produce predictable cash
analysis from your auction history.

Along this same line, you may want to have a few policies in place for
the use of auction credit.  First and foremost, do not negotiate on
rate.  When an advertiser is placing a buy with accrued credit, they
must buy directly from the rate card.  You may also want to restrict
advertising buys to exclude some of your most valuable dayparts like
morning drive.  This would preclude a client from buying them.
Rather, they would be required to pay with a combination of cash and
accrued credit.

To prevent the auction from becoming a sales crutch, you might also
consider limiting the number of clients any single salesperson can
carry on the program.  For example, an acceptable level may by 15-
20.

Finally, it’s important to help your clients sell their products and
services on the show.  This may take the form of an in-store display
where a certain item is featured in a high-traffic location.

You can help your clients by preparing signage, offering a certain
number of promotional mentions as part of your auction package, or
featuring key clients in live or recorded promos that spotlight an item
and placement on the homepage of your ezAuction website.
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VVVVVariationsariationsariationsariationsariations
As noted earlier, there are many creative, profitable variations on
traditional auctions.  These include special event auctions and
category specific programs.

Special EvSpecial EvSpecial EvSpecial EvSpecial Event Aent Aent Aent Aent Auctionsuctionsuctionsuctionsuctions
A special event auction is usually framed around specific events like
Christmas, the changing of seasons, a charitable event or special
station promotion.  In each of these programs, auctions are usually
held over a two-or-three-day timeframe with intense on-air promo-
tion.  For example, a station may host a spring sale for two days in
March, featuring items that relate to spring and summer:  family
vacations, lawn and garden equipment and services, tickets to spring
events, etc.  For those two days, listeners may bid and buy items
from the program.  Naturally, the goal is to sell as much as possible
before the program concludes.

CatCatCatCatCategoregoregoregoregory Specify Specify Specify Specify Specific Aic Aic Aic Aic Auctionsuctionsuctionsuctionsuctions
Another successful variation on tradition programs is a category
specific auction.  In this case, the station will feature items from a
single (or closely related) category.  For example, a station may
produce an auction dealing specifically with dating.  The program
might feature dinners for two, tickets to movies and the theater,
flowers, jewelry, other gifts, etc.  These types of programs can be fun
and generate a lot of listener interest.
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Doing It BetterDoing It BetterDoing It BetterDoing It BetterDoing It Better
√ Use numbered certificates and make them look valuable.  The
numbering helps to prevent copies and makes it much easier to
track redemption.  ezAuction does this automatically and gives you
several options for communicating the certificate numbers and bring
information to clients.

√ Set certificate expiration dates of 60-to-90 days.  This will prevent
returns from clients who have gone out of business since the certifi-
cate was purchased by the listener.

√ Use customer phone numbers to ID successful bidders.  Especially
when you are asking listeners to pick up certificates directly at the
Radio station, this makes it easy to look up orders.

√ Leave your auction open 24/7.   With an online auction, there’s
little reason to NOT offer a 24/7 service, especially since so many
people shop online in the evening.

√ Don’t set prices too low.  Many auctions start pricing at 50% of
retail.  Listeners will buy at higher levels, and as you know, you won’t
get what you don’t ask for.

√ Only apply credit after an item is sold.  This helps protect against
exposure and motivates the client to aggressively promote given
items in-store.
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Get Started  …Get Started  …Get Started  …Get Started  …Get Started  …
In conclusion, trade is not bad when you can USE IT TO GENERATE
REVENUE.  Think of your auction as an alternative payment system
for clients.  Your auction will help you leverage closes, lock in
pendings and ‘upsell’ to existing clients by providing them with
additional funds.  When administered effectively, it also assures
advance collections and helps your station illustrate Radio’s power to
sell your clients’ products or services.

RAB provides the technology and hosting of your ezAuction … you
simply link to it from your website and listener emails!

It’s as easy as 1, 2 ,3 ...
Set your format:  Auction, shopping show or some
combination of both
Choose the method of certificate payment and delivery
Sell-in the inventory and promote

And MAKE MORE MONEY!




