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|CE-BREAKER

* Name
* How many years in the business

* One fun fact about youl!

* What do you want to get out of today \\
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GRAYTRAINING.TV

12,000 live sessions viewed in 2021!

Site Engagement in Jan & Feb of 2021

© @ O

13,850 1,000

WIN OF THE WEEK) i -n S - 3!& ? : s
EMICN | &S ”\&e ‘f\ﬁf’l“-‘-m:_\ 1 Gray Sales Consumed Sales Average Monthly Sales Training
= : : . Team Members Training Videos Videos Consumed Videos On
ed Training Courses per Gray Se”er GrayTraInlngTV
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o Most Popular Videos on the Site:
LI
1. Digital Products Course 6. V.B.R. Creation
2. Premion OTT 7. Sales Leadership
3. Advanced C.N.A Questions 8. Hunting New Local Direct Bus.
4. Top Performing AE Interviews 9. Client Guest Speakers
5. Circle TV 10. Creative Concepts




GRAYTRAINING.TV

FIVE MUST SEE COURSES

DIGITAL PRODUCTS

Get smart fast!]
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COURSE HIGHLIGHTS

Relevant Local Business Categories

Pre-Meeting Prep
Creative Concepts & ldeas
Downloadable Assets & Slides

Display » Rich Media * Local OTT App
Livestream » Weather App Open « YouTube

COURS HLIGHTS

‘Q ur knowledge of
- GDM products

> Poslitioning tips and benefits

C:

COURSEHIGHLIGHTS o
o Positioning

o Objections

o Pricing

o Strategy

STRATEGY SHOT

Trainer: Germain Kirk

DIGITAL PRODUCTS
Trainer: Mary Hart

( / Television » Digital » Mobile

PREMION OTT
Trainer: Mike Gordon

MULTI-PLATFORM
SELLING

COURSE HIGHLIGHTS
Updated Strategies
Identifying Ciient Types.
Video - Centered Strategies

. Presentation Pointers

with
Germain Kirk

EP

BUSINESS GROWTH PLANNER

ANEW and BETTER way
of presenting to your
clients!

MULTI-PLATFORM
Trainer: Germain Kirk

BUS. GROWTH PLANNER
Trainer: Mike Gordon
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BUSINESS
GROV/TH
PLANNER

ZING THE

BUSINESS GROWTH PLANNER 2.0

(S WS V—. SIS VST T T,

THE DESIGN

o Professional, bold, clean and an impressive design

o Focuses on the client and a creative
business/strategy discussion

o No more silos, instead VIDEO and interactive
o Impression selling

o If you're asking for $100k, make it look like a S100k!

INCLUDES

o 15 of our top categories, template ready
o On-demand training videos
o Market calculator (coming soon)

o A dedicated website: bgp.graytraining.tv



BGP CALCULATOR

o Market Information

o Household or Population data

o Local spending by top 65 categories

o Helps calculate a share point

o Strategy Shot — Ideas & Insights

o Valid Business Reason - custom

o Business Growth Planner Presentation
o Creative ideas for each category

o Research data

BUSINESS GROWTH PLANNER 2.0




PODCASTING

Available Now

o Designed to arm sellers with helpful information

quickly and while they are on the go
o Mobile phone and tablet optimized
o Audio clone of GrayTraining.TV (750 topics)

o Search by trainer, topic, genre, or category

gray

& podcast.graytraining.tv

gray.tfvairﬁng

New Podcasts

Mims Goza
New AE Training: Training to Close

e

& Feb 25, 2021 %) 1 plays

Michael Gordon
Morning Boost with Mike

§ Feb 25,2021 %) 3plays

Mary Hart
Morning Motivation with Mary

& Feb 24,2021 %) 1plays

Stephen Naylor
V.B.R.IN ACTION

@ Feb 23,2021 %) 1play plays
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AE TRAINING

CUSTOMIZED
APPROACH

ADVANCED
Pre Class Assessment
Individual Attention

Individual Role Playing

JUST A FEW OF THE MOST INFLUENTIAL TOPICS ACCELERATE /
WE COVER IN THIS TRAINING RESULTS 2l
) ] ] Sharpen Their Blade
o Habits of the top 1% in our industry [V ——
_ More Time Efficient
o Time Management New Local Direct
Networking
o Mitigating Churn
o Negotiation Strategies
o V.B.R.FocusedSelling | . |
o Digital, OTT
o Closing Ratio
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NEW BUSINESS STRATEGIES
THAT GET RESULTS
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FORWARD VISION

Looking ahead at our company plan
and vision to be successful

V.B.R. DEVELOPMENT

Steps to crafting a great V.B.R.
Cold call to HOT call

TODAY’S AGENDA

LOCAL INSIGHTS &
RESEARCH

A glimpse of the local market
dynamics and spending

CREATIVE SOLUTIONS

Creative solutions that get you in the
door and in front of the decision
maker

BETTER SOURCES &
CATEGORIES

Sourcing and Category strategies
that will help you hunt smarter

ROLE PLAY

Practice & develop your new skillset

THIS SESSION WILL BE INFORMATIVE, COLLABORATIVE AND FUN! @ gray






How Important Is A Video-Based

Marketing Strategy?

gray




of Businesses
use some sort
of video as a

marketing tool.

Has increased 25%
from only 5 years ago.

source: wyzowl, state of video marketing survey 2021

of those businesses say
video is an important part
of their marketing strategy.

Has increased 15% from only 5 years ago.

G



source: wyzowl, state of video marketing survey 2021

But... what happened during the pandemic

91% of marketers feel the
pandemic has made video
more important for
businesses.




Every seller having the ability
fo a commercial
in less than 5 minvutes...
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EASY TO USE BUILDS THAT WILL

YILDB: 8()": COMPELLING SPEED UP
CREATIVE FAST THE SALES CYCLE
Cpeey




Gilbert ¢

Pitbull Powersports

Choose Font

Creating a spot
in Waymark is

quick and easy.




NUMBERS | WANT
YOU TO KNOW
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QUESTION

IS THE GOOD STUFF ALREADY TAKEN?



OPPORTUNITY FUNNEL

How many accounts have billable revenue at your station in Q4 / 20217 263
What % has both broadcast and digital? 12%
How many accounts that advertised in 2019 & 2020, but not in 20217 520
Total accounts in Matrix? 1,134
How many businesses are within a 50-mile radius of the Peoria area? 31,544
How many good SIC categories can pass credit at your station? 16,532
Net “good” opportunity 31,281




NEW BUSINESS
OPPORTUNITIES

Over the past 6 months, over 934
NEW BUSINESSES have been created

within 50 miles of your station!

G



QUESTION

HOW MUCH MONEY W
ADVERTISING (Peoria/B

LL BE SPENT |
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HIS YEAR?
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QUESTION

PRE-COVI

HOW LONG BE

D ME

-ORE YOUR MARKET EC
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SMILLIONS

MEDIA AD SPEND

2019 - 2026

e=PEORIA / BLOOMINGTON, IL
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SMILLIONS
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SMILLIONS
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2021 = $286 million | 2026 = $365 million
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GROWTH / SHARE

+56%

+51%

+66%

+23%

+20%

1%



DIGITAL AD SPENDING

PEORIA / BLOOMINGTON, IL

2021 DIGITALAD SPEND - 131 MILLION 2026 DIGITAL AD SPEND 169 MILLION

19.0%

Other Digital 18.2%

Other Digital

6.4%
Mews Digital

7.9%
News Digital

21%
Directories Digital

—

2.6%

orT
2.2%

TV Digital

2.8%
TV Digital

:

2.3%
Bing

36.1%
Google

17.3%
Facebook

37.8%
Google

W Bing (2.3%) Email (4.8%) B Facebook (17.3%) M Google (36.1%) B Directories Digital (2.1%) 18.7%

. . . . - . - o
B News Digital (7.9%) [l Other Digital (12.0%) [ OTT (1.9%) B Radio Digital (1.5%) M Reach Local (0.6%) Facebook
v Digital (2.8%) W Twitter (1.1%) W Verizon (1.8%) [ | Yelp (0.8%)

[ | Bing (2.5%) Email (4.47%) B Facebock (127%) W Google (37.835) M Directories Digital (1.7%)
B News Digital (64%) I Other Digital (18.2%) Il OTT (2.6%) B Radio Digital (1.5%) M Reach Local (0.6%)
B TV Digital (2.23) B Twitter (1.1%) B Verizon (1.4%) W velp (0.8%)




AD SPENDING

PEORIA / BLOOMINGTON, IL

Digital Traditional
45.7% 47%

Digital
53%

Traditional

54.3%

By 2023 Digital will be over 50% of local advertising spend in YOUR market.

gr a- ! .
4 Television » Digital » Mobile




BY 2026, WHAT IS ONE DIGITA
POINT WORTH IN YOUR MA

»S1.7 million




Television e Digital ® Mobile




STRATEGIC REPORTS

1

BEST OF REPORTS / MATRIX

. Budget Report
. Ranking Report
. Churn Report

. Inactive Report
. Pacing Report

. Revenue Summary

DEALS REPORTS

1. Deal Status Report
BY AE - Number of Deals, Status, Deal State, Lost, Won,

Pending, Proposed, and Amount

2. Forecasting Report
By Station or AE — Pending, TY, Forecast, Budget, Diff

3. Weighted Forecast Report

4. Sales Stage Report By At - Client, What Sales
Stage, Time in the Stage, and Close Ratio

5. Forecast With Pipeline



BEST OF REPORTS / MATRIX

STRATEGIC REPORTS

1. Budget Report
2. Ranking Report
3. Churn Report
4. Inactive Report
5. Pacing Report

6. Revenue Summary

Gy



Wall Pad
am

RANKING INACTIVE CHURN

DRAW & WRITE
OUT THE
FOLLOWING...

*USE TOP HALF OF SHEET*



BRAIN-BOARDING
EXERCISE

6 questions
5 minutes

Person with the highest percentage of
correct answers gets a very nice prize!

READY? SET?



EXERCISE - 5 MINUTES

What are your top 10 billing
categories this year?

What % of your clients with TV
revenue booked in 2021 will also
have Digital or OTT billing?

How many inactive clients do you

have over the past 2 years?
(inactive for 3 mo., then go back 2 years)

What is the SS worth of those
inactive clients with the provided
timeline above?

CHURN

How many current billing clients
are at risk of not billing or
renewing in the next 3 months?

What is the revenue risk
for those clients?

G



SOURCES

[ / Televisicn = Digital » Mobile




QUICK
EXERCISE

1. Identify 10 great new
sources you can use

2. No Media or search
engines can be used

3. Go for new, unique, or
iInnovative

4. You have 2 minutes

5. Build your list on your
post it sheet




Wall Pad
am

N Ew SOU Rc Es RANKING INACTIVE CHURN

Based on all the great ideas,
and sources, shared by the
group today, please write down
your favorites (top 10-25 ~~~~~~~~~~— —— "/ — ——
sources) that you’ll use moving NEW PLAYBOOK

forward

List 10-15 new
sources here




TRADITIONAL SOURCES

Google YR YaHOO! (D
‘

=< wow

DuckDuckGo

TheChamber 0infOSpCICe‘” % \WEBCRAWLER
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NEW & INNOVATIVE

SOURCES THAT CAN

GREAT OP

PORTUNIT

HELP YOU

ES IN YOU
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SOURCES

Start Better — Finish Better

Common Sources

EXAMPLES Traditional Media, Google, Yahoo, YP

ADVANTAGES Many client options, lots of money

spent here

DISADVANTAGES Everyone is in that sandbox

i

"

>



CAMFIND

ldentifying Opportunities

Insights

o Search the physical word around you!
o Search businesses

o Search products

o Search for competitors

o Search pricing

Strategy

o Use the app to identify products, services or even businesses |

o Learn more about the products or services

o Identify competition and even pricing

o Leverage this tool to identify information quickly




HOME IMPROVEMENT

A Great Way To Find Local Businesses

&ngl An g i e<pS I i St Join Our Pro Network

Your home for
everything home “

What can we help you with today?

gray

Insights

Lots of local & regional contractors
Great ratings and reviews
Very competitive landscape

Start-Up ground for home improvement bus.

Strategy

Don’t start with the “A’s,” go with the “B’s,” also look for
the companies that are aggressive to grow.

Show them how you can build demand and trust in the
community

You don’t need an Angi rating to determine your success



HOME IMPROVEMENT

Home

One Of Ryan’s Favorites!

HOMEOWNER IMPROVEMENT EXPENDITURES BY PROJECT TYPE (Y |

Insights o

o Great research from Harvard University

o Covers consumer spending for DIY and Contractors

Homeowners Average Total
Reporting Expenditure  Expenditures
H H H Projects (000s $ Millions of $
o Provides a clearer picture of how much consumers are spending e 000 1230 24,030
Kitchen Remodels 2,092 12,255 25,63!
Minor 1,788 6,886 12,31
Major 303 43,907 13,320

locally on certain home improvement categories

Bath Remodels 2,869 6,362 18,25

o Projection estimates by subcategories are provided T 2,445 3,435 8.39

Major 425 23,206 9,858

Room Additions 726 23,799 17,280
Kitchen 79 29,685 2,353

Bath 137 12,095 1,658
Bedroom 210 17,906 3,75
Recreation 98 25,785 2,528
Other 413 16,899 6,98

Outside Attachments 1,911 6,733 12,869

i . Porch, deck, patio or terrace 1,666 5,846 9,738

o Consult with prospects on your research and the potential consumer Garage or carport 368 8512 313
) REPLACEMENT 18,544 6,005 111,368}

spend and growth for their category Exterior 7,160 6,377 45,659

Roofing 3,383 7,674 25,962

Siding 968 5,054 4,893
i i i i Wind d 3,722 3,442 12,808}
o Consumer spending for this category will continue to grow over the o o ther ot impro gray”
exterior 766 2,604 1,994
n eXt tWO \/ea rs. Interior 6,520 3,849
Insulation 1,356 1,483

o Focus on more jobs and higher spend jobs.



If | search a business category, do they
both show the same search results?

. O vs facebook
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FACEBOOK

Great Business Opportunities

Insights

@)

@)

Search businesses nearby or at a specific location
Filter by “open now,” takeout, or even product or price
Filter in your friend ecosystem to personalize the search

and better connect with your clients

Strategy

©)

©)

Search by businesses near me
Search by business category
Search by businesses near a location

Find businesses your friends like —create a connection

< Q. Modern Exterminating C...

‘MJODERN

COMPLETE PEST EXPERIENCE

i

o :>4,
£ Book Now (~]

Jech Request an appointment
@B i

Home  About Photos Events Reviews

About

£ Suggest Edits

ELMWOOD

Elmwood
o Cemetery
[

& 2119 Gadsden St, Columbia, SC

29201

f e o

. e
o wood P
Qo

Get Directions

5 9

Vi




SEARCH

U.S. Chamber of Commerce “ el i &

N
YAHOO! mpjggarame SPOKE ﬁ
FOURSQUARE

SEARCH DIRECTORIES Mercmnt@%@o%ge%;!

THAT CAN PROVIDE A BETTER RESULT!

@ gray N Hotfrog




Enginejournal.com




RECRUITMENT

—— o Big Money, Ongoing, Non-Traditional Revenue

All Results near Charlotte, NC (US) ®
‘indeed  glassdoor

Job Results near Charlotte, NC (US)

H‘ ’L_‘g;\ﬂ:l’zTSSServiceCoordinator-Clinician f‘: Techni: 1Speci;1lést

1d I .

Gorelick Brothers Capital, LLC Olde Mecklenburg Brewe n S I I lt S
! Vice President of Acquisitions ?‘ Barback g
o Search businesses nearby or at any location
Seeall 44K jobs > o See companies’ top job postings
ConmsnyResultsTsar Ciarlomte NC(US) o Learn more about their culture (good or bad)
. Bank of America .
2| Banks & Credit Unions + 10K+ Employees o Build a strategy for the good and the bad
* Charlotte, N

G T N 7 o It’s notjust recruiting great people, it’s branding them as the best

27K Reviews » 46K Salaries » 1K Jobs em ployer tOOI

M Wells Fargo

‘Wells Fargo & Company (NYSE: WFC) is a diversified, community-based fina

trillion in assets. Wells Fargo's vision is to satisfy our customers’ financial ne:

o TV reaches more PASSIVE QUALIFIED CANDIDATES

30K Reviews « 46K Salaries « 1K Jobs

o It's about quality, not quantity
™ Dcloitte

o Show the community your business is the best place to work, and
_ why, through the power of video
o EOE | OFCCP




NEW BUSINESS
OPPORTUNITIES

Over the past 6 months, over 934
NEW BUSINESSES have been created

within 50 miles of your station!

G



PROXIMITY HUNTING

LOOK LEFT, LOOK RIGHT, OR JUST ASK SIRI!

o When you wrap up a meeting, take a minute to look around
o What business opportunities exist

o Use your phone to see everything nearby

Maximize the opportunity to create new connections




.RDEN CENT! R

“ansed Landscape Horiculturist #3201
"'uich Bag & Bulk * Soil * Gravel and More

f Facebook  NttPs://wwW.facebgok.com/3blossomsgardencenter

3038 Ronald Reagan Hwy ¢ Covington

of $1000 or Mara

-h-.—- -
Onw Dnnt Py 2.

PRINT TO VIDEO

INCREDIBLE OPPORTUNITY WITH WAYMARK

VIDEO IS THE MOST POWERFUL
TOOL IN YOUR TOOLKIT — USE IT!

Strategy

o Browse your local newspaper and magazines for print ads
o Create a video campaign with Waymark

o Go see your client and impress them!

G-

https://waymark.com/preview/c503268d-5a80-4d94-a33e-d730fb19af27



https://waymark.com/preview/c503268d-5a80-4d94-a33e-d730fb19af27

' DIRECY MAIL TO VIDEO

INCREDIBLE OPPORTUNITY WITH WAYMARK

SO. ARE YOU READY? I e

0Of course you're ready. You've always been ready. You just didn't know it yet.
Becoming an OTC Eagle is pretty simple. In just a few short steps you'll be enrolled, _ =t e

registered and ready to go. We can't wait to have you join us. o m_
APPLY FOR ADMISSION REGISTER ._ 'aw E E K- CO M

Fill out the free application An advising session wil
online. It's easy, and only tell you which courses
takes a few minutes. take and how to registd

GET FINANCIAL AID PAY TUITION
Fill out the FAFSA, and You must sign up for M
apply for scholarships, Payment Plan the same
loans and more day you register

.*—?4
X

cermit #45

PICTURE YOURSELF HERE: TAKE A TOUR!

Our Student Amk dors combine ow > of with first-hand
experience to show yo at life is like as af S
Southwest ourl. Go 1o otc.edu/tours a

@ SPRINGFIELD & TABLE ROCK WAYNESVILLE
@ RICHWOOD VALLEY @ REPUBLIC

Applv now and learn more at 0TC.EDU.

Illinois Treasurer hopes to return 11 unclaimed Purple

Heart medals

M 1IDNATE: 2 aritinalls hirt Danria hinh rica fira




FIND ANY BUSINESS

Effective Business Targeting With Ease!

— iF 18,296 Credit
.
Infofree. "
s o b omrcatomens 2wy sl Home Previous Searches  Pre

All Businesses
Search among 15 million U.S. businesses
New Search Restart Search

[ )
Geography Type of Business/SIC Business Size Other n S I g l S

Selection required for Geography

Next Selection  I'm Done, view sales Leads  ©° o Search and find any business in your area
Search by ZIP code (up to 15)
Search by City (up to 5) O SearCh by SlC or NAlCS COde
Search by County (up to 5)
T o Filter businesses out by credit rating
wop saeite o T i e (o o lIdentify businesses that advertise based on tax records
g -
@ .
o | recommend every sales manager purchase this (S50 a month)
Fort Wortho
&5 Abilene S Longview S"”—"{éPIJ'J'l . .
gz = L " ' o Share leads based on target categories with your sellers
@'5
GO gle Map data ©2021 Google, INEG]  Terms of Use | Report 2 map erro

o ldentify new accounts to replace churn accounts

Search by Area Code Within State

o ldentify potential consumers by lifestyle choices in geo regions

gray




TRADITIONAL SOURCES

COMMON SOURCES THAT OFFER GREAT
VALUE IN FINDING LOCAL BUSINESSES




COMMON, BUT GOOD SOURCES

Google  ¥YP  vanoo!

DuckDuckGo

o infospace’ & \wesCRAWLER

vql_sq k TheChamber



http://www.google.com/url?sa=i&source=images&cd=&cad=rja&docid=N595s5SKhfFeVM&tbnid=bDDG58JUiuXjZM:&ved=0CAgQjRwwAA&url=http://www.yext.com/blog/?attachment_id=2521&ei=WKEmUrvWKuK8sQTFmIHADw&psig=AFQjCNFvog5da7M-BbCmFf3JyANqvUs1Qw&ust=1378349784799237

hvac laredo tx

Q Al Q Maps [E]images ¢ shopping  [B) News  } More

About 676.000 results (0.71 seconds)
Ad - nttps://www.prestigeai ditioningtx.com/ * (956) 320-6846
HVAC Repair & Service - Commercial & Residential
Offers HVAC Service Repair In Laredo & McAllen Texas. Instzllation & Repair Service. Call Now.
24/7 Service Available. Licensed Contractor. Request An Estimate. Highlights: Service
Appointment Avzilable, 24/7 Service Technicians Available, Estimate Availzble.
Residential HVAC Services - Commercial HVAC Services - Industrial HVAC Services

Sario Nne )

ElCartag ) ; ST

Eojto

PAID SEARCH RESULTS > PPC |

-~

0

@ Sema C:ﬂ!ll

Rating ~ Hours Your pastvisits

Service Pros Heating & AC Laredo

4.7 % % % % % (94) - HVAC contractor

10+ years in business - Laredo, TX - (956) 420-0723

Open 24 hours Directions
@ 'Id recommend them anytime for &li things hvac.

Express Air Cooling And Heating, LLC
4.6 % % % %+ (21) - HVAC contractor @ 0
3+ years in business - Laredo, TX - (356) 722-2665

P E O R I ‘* I L 3 6 1 (y 4 7 . I I . Open - Closes 5PM Viebsite  Directions
) (] 0 I I | I I O n @ 'Wehad 2 lot of bad experiences in Laredo with sub-par HVAC repair”

Be Cool Air Conditioning Inc.

4.9 % % % % % (53) - Air conditioning contractor 0 0

5+ years in business - Laredo, TX - (956) 635-7507

Open - Closes 6PM Website  Directions
) Provides: Air Conditioner Filter Change

= View zll

Pecple also ask

How much does a new AC unit cost in Texas?

How much does it cost to install a new HVAC system?
®
g ray What is the average cost to replace a 3 ton AC unit?
How much does it cost to replace a 3 ton air conditioner and air handler?




GOOGLE MAPS

= [+
. @G - : S ; o Search nearby businesses

----- ® G e - o Search by target areas

sl to Qé‘g """"""""" )

BT s (©) (O b A e o Get ratings & reviews

""" Sl o o See their website and learn

ol Qrengiac . .

= " i o Plot your course for the day to effectively call on new business

GOOGLE GUARANTEE S e

Businesses with the "Google Guaranteed"

badge are screened, and are guaranteed to get
the job done right or your money back H1VAC pros nearby Sponsored

riest Inc. Campbell Appliance H...
3Rk kk k. Seereviews 41 % See reviews
GOOGLE GUARANTEED & GOOGLE GUARANTEED

e
-, .
RO

i Waco Serves Waco
(\ ey Open 24/7
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Strategy

o Prepare a 30 second
commercial and include in your
profile

o Add connections to your
network

o Build out a lead list

o Follow your clients and
prospects

o Post updates often, especially
your best work and
testimonials

o Join groups

o Celebrate accomplishments by
others in your network




Wall Pad

CURRENT PLAYBOOK
RANKING INACTIVE CHURN
Based on all the great ideas
and sources just shared with
) NEW PLAYBOOK
you, please write down your
new favorites (top 10 sources)
that you’ll use moving forward e ey
' sources here

NEW SOURCES

Add another 10
sources from
what we just

reviewed




CATEGORIES

DIVERSIFY YOUR STRATEGY
\ 4




7]

cHeck
LIST

LFE
bA[.AUCE pll)F/r

QUICK
EXERCISE

ldentify 10 new business categories
you should go after

They must be different than your
current top 10 (top of sheet)

Don’t list an industry, list a specific
category (e.g. not home
improvement, but flooring)

You have 2 minutes to identify 10
new categories that you feel have
incredible potential for you over the
next year.



BUSINESS
CATEGORIES

Based on all the great
business categories that were
just shared, please write
down your top 10 favorites.
They need to be different
than your current top 10 and
they cannot be high level
categories. (e.g., healthcare
or home improvement).

Wall Pad

CURRENT PLAYBOOK

RANKING

INACTIVE

CHURN

List 10-1. ‘

NEW PLAYBOOK

List 10 new
business
categories here

NEW SOURCES

Add another 10
sources from
what we just

reviewed




TOP LOCAL
BUSINESS
CATEGORIES

1.
2.
3.
4.
5.
6.
7.
8.
9.

NEXT 15

FAST FOOD

EDUCATION / SCHOOLS
GROCERY

INSURANCE

NURSING / RESIDENTIAL CARE
HOME FURNISHINGS

HEALTH / PERSONAL CARE
CASINOS

REAL ESTATE

. ENTERTAINMENT

. FLOOR COVERINGS
. CASUAL DINING

. UTILITIES

.POOLS & SPA

. RELIGIOUS
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MOLD BARRIER PROTECTION

Key Points of Idea

Pest Control companies are already under the home checking for moisture
Home lending institutions are starting to require a CL100 for underwriting
Pest control companies have a prime opportunity to serve a need
This is the perfect incremental revenue stream for them

1 job in mold barrier protection can easily be S4k to 8k, maybe more

1 job for mold barrier protection can be 22 year’s worth of a pest control
client!

REVENUE
(\, ........... .. OPPORTUNITY s 100k+




PADDLING

MICHIGAN

OUTDOOR RECREATION

Marquette, M|




PADDLING MICHIGAN - focused around bringing attention

to outdoor recreation during COVID.

Key Points of Idea
» |dea and Strategy were built 'a'r0und'a_lunique business
category that is often not thought of vyith_in our business.

biking, rock climbing, backpackmg, cyclmg, etc. has grown

|
i = Qutdoor Recreation — everything’frdm kayaking, mountain
| substantially over the last year.

= Qutdoor Recreational busmesses have a unique opportunity
right now to build a stronghold i in thelr local & regional
marketplace.

REVENUE
 GENERATED

$140k




All-Inclusive Vacation Packages:
Lodging, Dining, and Adventures in one
stress-free booking!

Leave the planning to us. Bring a spirit
of adventure and create memories that last!

from WLUC
Marquette, Ml

Upper Michigan's Pictured Rocks
Getaway. Book your adventure now!

Start Your Adventure




A

WLUC TV
Marqguette, M|

CREDIT
Cody Smith (AE)
GDM TEAM

Rick Rhoades (GM)
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RECRU ”lh ENT— As many IocaI reglonal and national businesses are

finding a huge need for employees, our statlons can provide multiple opportunities
and resources to help them get in front of the best talent in their industry.

Kev Point§ ofildea

Commercial creatlve WEH bwlt using the Waymark platform

\

Category: Food \Dlstrlbutlon |

Creative focused« prlmarlly on drivers, but also mcI\.lded other
tough to fill posrdlons such as Night Selectors. '

This client wanted to take a different approach wit t,helr
recruiting efforts\ ‘,

Brand Builder

20 o 699 Gk




WCJB

CREDIT
Tim Orwig - LSM

Gainesville, FL

Night Selector positions available
No experience needed!




SCDC Associate Warden 15

" sche

WISTV
Columbia, SC

W31 (0.,

NEWS

CREDIT
Ben Niswander (LSM)

Pause (k)

K » < o000/015




EMPLOYMENT DEMAND

TOP 10 CATEGORIES | PEORIA, IL

CATEGORY GROWTH- YOY # OF JOBS
LEISURE & HOSPITALITY 11% 16K
MANUFACTURING 5% 22K
EDUCATION 5% 32K
MINING, LOGGING, CONSTRUCTION 4% oK
OTHER SERVICES 2% 8K
GOVERNMENT 1% 19K

TRADE, TRANSPORTATION, UTILITIES 2% 30K @@

PROFESSIONAL -2% 20K @@
FINANCIAL 3% 7K

INFORMATION -7% 1.4K

SOURCE: BLS.GOV
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PROBLEM:

= |nsulation is crucial because it’s the key to reducing energy usage and
costs for a home or a business.

= However, the chemicals used in spray foam are actually VERY TOXIC.
= The problemisin how it’s installed and if it’s cured properly.

SOLUTION:

= Cotton Denim Insulation — industrial scraps

= Soy Foam Insulation — recycled paper
= Spray Applied Fiberglass Insulation — biobased

(", ooy 9100K+




HAWAII

NEWS LK)}

© M e T

KGMB KHNL KS Hasoadi

LOCATIONS

HAWAI




LOCATIONS HAWA” — was built as a unique way to feature

luxurious listings and agents to higher income families in the market.

Key Points of Idea

= 3-Minute sponsored segments are produced using an
agent/host tour concept.

= Segments air duning the lifestyle content show HI'Now.

= Segments are posted on the station’s website and include
digital promotions such as social media boosts, OTT,
Sponsored Content pieces, and other promotions.

(5 e O 16K




CREDIT
Lauren Pavich (AE)
PJ Tan (LSM)

Colleen Ching (GSM)
Katie Pickman (GM)

NewsNow
Honolulu, HI
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GO FOR THE REALTOR, NOT THE BROKER!

= 20% of the agents do 80% of the work

= Broker deals can often get blown up / KOA by the non-performers

= The top performing agents have money to spend, their competitive, and
they want to stand out above & beyond other agents

REALTOR BRAND-BUILDER

=  VIDEO, VIDEO, VIDEO

= TV | OTT | ONLINE |.MOBILE
= Agent Brand Builder (Video)
= Hot Property Showcase (Video)

= Showcase Results (Video)

= Educate (Video Tips / What you need to know)

@ g=CY OPPCI)RRE'I\'/UENIL{'E $40'60k







THE CHALLENGE:

THE OPPORTUNITY

Banks have long been in the “relationship management” business and have worked hard
to establish trusted relationships in the community

However, many banks have missed an opportunity to take those trusted relationships
and incrementally grow them with financial planning and wealth management.

Banks have failed at this because they’ve had their relationship managers focused on the
next loan vs the overall health of the customer.

O omdaeE §1 00K+

Wealth Management provides a consistent and reliable source of fee income for
banks.

Good clients produce an average of $25,000 to $50,000 per year in largely fee-based
revenues.



GERMAIN KIRK’S

TOP 10

FAVORITE LOCAL
CATEGORIES

Residential HVAC

Varicose Vein Removal (phlebologists)
Dermatologist & Med Spa
Dentists

Oral Surgery/Tooth Replacements
At-Home Senior Care Services
Senior Care Residences (on-site)

Bankruptcy Lawyers

L

Jewelry Stores

10. Bridal Dress Stores



Recruitment

Education (charter/Universities)
HVAC

Furniture

Legal

Banking/Financial
Tourism

Event-Based

L 0 N o U &~ W N B

Dental

10. Orthodontics

LORI COOLE’S

TOP 10

FAVORITE LOCAL
CATEGORIES




SERVICE
COMPANIES

?

QUESTION

What’s a customer worth for a landscaping company?

WHAT’S THE COST HOW MANY MONTHS How long does
OF LAWN SERVICE OUT OF THE YEAR? the average family
EACH MONTH? live in @ home?

S$200 8 13 YEARS

1 NEW CUSTOMER = $20,800
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YOUR MANAGER’S RECOMMENDATION

TOP NEW BUSINESS CATEGORIES TO FOCUS ON

-V
’ «
1. Heating & Air
2. Roofing, Siding, Gutters
3. Windows
4. Remodeling
5. Furniture, Appliances & Mattresses
6. Jewelry
7. Recruitment — all types
8. Flooring
9. Healthcare — Specialty
10. Financial/Banking
11. Technology Services — Ransomware, virus

protection, etc.

12. Travel & Leisure

$2.6m
S1.3m
n/a
S1.3m
S4m
S1.5m
n/a
S1.3m
S19m
S12m

n/a

S25m

Gy



BUSINESS
CATEGORIES

Based on all the great
business categories that were
just shared, please write
down your top 10 favorites.
They need to be different
than your current top 10 and
they cannot be high level
categories. (e.g., healthcare
or home improvement).

Wall Pad

CURRENT PLAYBOOK

RANKING

INACTIVE

CHURN

SOURCES

List 10-15 new
sources here

NEW PLAYBOOK

List 10-15 new
business
categories here

NEW SOURCES

Add anoth ™R

reviewed

what we ‘

List 10 new
business
categories here




V.B.R. DEVELOPMENT

VALID BUSINESS REASON
\ 4

[ / Televisicn » Digital « Mobile




ROUNDTABLE DISCUSSION |
HOW DO YOU “INTRO” |
THE COLD CALL OR DROP IN?,

h




THE MOST COMMON
INTRO’S WE SEE IN TRAINING

* |'d like to setup a time to conduct a CNA

* You are on my list and I'd like to stop by

* I'd like to stop by with my manager

* | want to talk to you about your advertising

* | saw your ad on another TV station

* |’ve got this really cool new Digital product you need to see

* I’m going to be visiting one of your competitors near you

next week, how about | stop by
 We are the #1 station in the market

* Are you interested in growing your business
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ASELLER THROWING A BUNCH OFQUMBERS AT ME!

________________________ o o - ———— - -

£ WHY CHANGE

THEY’LL TELL ME THEIR STATKSN/S #1

...................... odin S NEEDED

________.________._._ — o — — — — — — — —  — — — — R —

& FROM THE CLIENT

THEY HAVE SOMﬁA(CKAGE THEY ARE TRYING TO PUSH s | PERSPECT'VE

sl”
__'VEGOTT H§‘_5_R_E_A_T_S_C_'i EDULE | WANT TO SHOW YO U
0 /'

ONLYﬁEIR PRODUCT IS WHAT YOU SHOULD BE BUYING

. Q~ L e
/

/



CLIENT INTERVIEW & PERSPECTIVE

ROUNDTABLE




CLIENT INTERVIEW & PERSPECTIVE




LET'S TRY A NEW WAY




~




VALID BUSINESS REASON

THE REASON THE TARGET WOULD WANT TO MEET WITH YOU
AND NOT THE REASON YOU WANT TO MEET WITH THEM!

: / Televisicn  Digital « Mobile
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CATEGORY
KNOWLEDGE

of a powerful VBR

BUSINESS
CONVERSATION

CONVICTION L



CATEGORY
KNOWLEDGE

OPPORTUNITY
OR IDEA

BUSINESS
CONVERSATION

CONVICTION
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The collision repair business is forecasted to be worth
upwards of 225.2M in the Laredo area this year

OPPORTUNITY
OR IDEA

BUSINESS
CONVERSATION

CONVICTION

CATEGORY
KNOWLEDGE

SaVv1lld JAId HL

-



-

b 4'.’4-'

The collision repair business is forecasted to be worth CATEGORY
upwards of 225.2M in the Memphis area this year KNOWLEDGE
OPPORTUNITY
OR IDEA

SyVvTlld 3AId JHL

BUSINESS
CONVERSATION

Q CONVICTION
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The collision repair business is forecasted to be worth CATEGORY
upwards of 225.2M in the Memphis area this year KNOWLEDGE

OPPORTUNITY
OR IDEA

SyVvTlld 3AId JHL

BUSINESS
CONVERSATION

& CONVICTION
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The collision repair business is forecasted to be worth CATEGORY
upwards of 225.2M in the Memphis area this year ?i? KNOWLEDGE

OPPORTUNITY
OR IDEA

SyVvTlld 3AId JHL

BUSINESS
CONVERSATION

CONVICTION @




V.B.R.
DEVELOPMENT

STEP 1:
Write down the pillars of the
V.B.R. on your brain-board sheet.

Wall Pad

M
CURRENT PLAYBOOK
RANKING INACTIVE CHURN
NEW PLAYBOOK
List 10-15 new List 5 new Write the
= ‘ pillars of a VBR
here

NEW SOURCES

Add another 10
sources from
what we just

reviewed

List 10 new
business
categories here




REMEMBER

THERE ARE TWO WAYS YOUR CALL OR DROP -
IN CAN BE PERCEIVED BY A CLIENT

: / Televisicn  Digital + Mobile
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Crafting A Valid Business Reason

Hi, this is Ryan with WEEK TV, I'd like to
speak with the person in charge of your

advertising and marketing...

| want to stop by and talk to you about

¢ your advertising.
Would you take
this appointment? What does your calendar look like this
week?




Hi, this is Ryan with WEEK TV. I'd like to
speak with the person in charge of your
advertising and marketing...

Better, but still  \What does your calendar look like this week?

NOT GOOD
ENOUGH!



LETS DO OuR Site Source:
HOMEWOFL FIFST/

Google

Q, Search Google or type a URL

SEARCH STRATEGIES:

“HVAC INDUSTRY CHALLENGES”

“HVAC INDUSTRY RESEARCH”

“HVAC TECHNOLOGY ADVANCEMENTS”
“HVAC INDUSTRY CHALLENGES”

“WHAT CONSUMERS SHOULD KNOW ABOUT
THE HVAC INDUSTRY TODAY”



LET S DO Odr INDUSTRY CHALLENGES
HOMEWOFK FIRST/ SEARCH STRATEGIES: “HVAC INDUSTRY CHALLENGES”

SEARCH FINDINGS:

TOP 8 CHALLENGES IN THE HVAC INDUSTRY TODAY:

SITE SOURCE: https://www.procrewschedule.com/the-top-8-biggest-challenges-in-the-hvac-industry/

Complex Teams
Talent Crunch

Changing Client Behavior

1.

2.

3

4. Climate
5. Higher Costs

6. Competition

7. Fluctuating Busy Periods
8

Smart Home Challenges



LET S DD oUR CATEGORY KNOWLEDGE
HOMEWORL FIFST/ SEARCH STRATEGIES: “HVAC INDUSTRY FACTS” OR BGP CALCULATOR

SEARCH FINDINGS:
ACCORDING TO THE BGP CALCULATOR:

o $119 billion will be spent on HVAC in 2021 (U.S.)
o Peoria, IL has 271,000 households (or 0.241% of the U.S. HH)

o We estimate that $321 million will be spent on HVAC alone this
year in Peoria, IL

o 1 slice of that opportunity for you (or 1%) is 3.2 million!

BGP CALCULATOR:


https://bgp.graytraining.tv/market-calculator/

LET S DD 0UR OPPORTUNITY OR IDEA
HOMEWORL FIFST/ SEARCH STRATEGIES: BGP, YOUTUBE, GOOGLE, OR GET YOUR CREATIVE ON!

THE BIG IDEA

o Educate home owners —risks & opportunities
o System operating performance — avoid more expensive fixes later
o Quality of life — reduce air-born allergens

o BUILD TRUST



LET'S DO OUR
OMENDRK FIRST THE BUSINESS CONVERSATION

o I'd like to have a BUSINESS CONVERSATION with you
@ o Discuss your goals and objectives
o Strategize with you on the opportunities ahead

o Show you how we can get to those objectives quickly

o Let’s meet



INDUSTRY ‘ -
KNOWLEDGE ‘ '-

CATEGORY
KNOWLEDGE |

OPPORTUNITY ‘ -
& IDEA ‘ "

BUSINESS
CONVERSATION

Hi, this is Ryan with WEEK TV. I'd like to speak with the person in charge of
your advertising and marketing...

As a business consultant, | recognize you’re up against several challenges
over the next year from increased competition, to higher costs, and higher
expectations from your clients.

There’s an incredible opportunity ahead if we plan correctly. Your industry

is expected to grow by 6% consistently over the next 8 years and consumer
spending on HVAC will top 321 million next year. One slice of that revenue
pie is 3.2 million to youl!

| believe if you educate home-owners on tips that will improve operating
performance, reduce airborne allergens, and save them money, you’ll serve
an important need and build demand & loyalty quickly.

Let’s get together soon and have a business strategy discussion on how we
can connect you with the right customers, that are willing to invest with the
right service provider. When is a good time in the next few days for us to
meet?



IS THE SCRIPT TOO LONG?
NOT IF YOU HAVE CONVICTION!

: / Televisicn  Digital + Mobile




EXERCISE

1. We are going to pair you all up in
teams of two

2. A manager will pick a category
for each team

3. Each team will develop a V.B.R in
stages by each pillar

4. Then you’ll have an opportunity
to practice/pitch what you’ve
developed

5. You have 40 minutes to complete
this exercise
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of a powerful VBR

BUSINESS
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CONVICTION L
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EXAMPLE: the collision repair business is forecasted to be worth CATEGORY
upwards of 225 million in our market over the next year KNOWLEDGE

*You have 7 minutes

OPPORTUNITY
OR IDEA

SyVvTlld 3AId JHL

BUSINESS
CONVERSATION

CONVICTION

100,
i )
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2 1 D N1 DEN ATEGO NOWLEDGE
EXAMPLE: the collision repair business is forecasted to be worth ?i? CATEGORY

upwards of 225 million in our market over the next year KNOWLEDGE —
*You have 7 minutes %
ik
OPPORTUNITY %
OR IDEA -
E
A
BUSINESS wn
CONVERSATION
Q CONVICTION



, - IDENTIFY CATEGORY KNOWLEDGE
EXAMPLE: the collision repair business is forecasted to be worth CATEGORY
upwards of 225 million in our market over the next year KNOWLEDGE
*You have 7 minutes

OPPORTUNITY
OR IDEA

SyVvTlld 3AId JHL

BUSINESS
CONVERSATION

& CONVICTION



IDENTIFY CATEGORY KNOWLEDGE
EXAMPLE: the collision repair business is forecasted to be worth
upwards of 225 million in our market over the next year

*You have 7 minutes

CATEGORY
KNOWLEDGE

OPPORTUNITY
OR IDEA

BUSINESS
CONVERSATION

CONVICTION

SyVvTlld 3AId JHL



ROLE PLAY TIME!

10 minutes

.-
&/




IDEAS THAT WILL
GET YOUR FOOT
IN THE DOOR!

@ gray’
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INEED-IDEAS

e

ON HOW TO MOVE BUSINESS
FORWARD?




V.B.R.

DEVELOPMENT

STEP 2:

AE should pick

categories

the sheet.

Wall Pad

three
middle
column and write them down on

3M
CURRENT PLAYBOOK
RANKING INACTIVE CHURN
NEW PLAYBOOK
SOURCES V.B.R.
List 10-15 new List 10-15 new Write the
sources here business pillars of a VBR
categories here here
VBR CATEGORY

_NEW SOURCES

sources i1ruiini
what we just
reviewed

catl _ciies here

Seller should
post three new
target
categories here




V.B.R. DEVELOPMENT

E XCE'RC | 998
\ 4

: / Televisicn » Digital » Mobile




EXERCISE

1. You're solo on this exercise!

2. Pick one of your three final VBR
categories

3. You’'ll have 15 minutes to find
industry challenges, category
research and an idea

4. Work with a Trainer or Manager
to help you find info for your
category

5. There is a prize for the best V.B.R.
pitch — TAKE THIS SERIOUSLY!




EXERCISE #2

1 KGNS.

Ir adveri NEXT STEPS

ting 1. Organize the intel you gathered
trusted campai into a script

paramount in 202 2. Then, turn the script into a

As THE trusted ;_:} CONVERSATION!
know community
have trust that dri

Let’s talk ideas! 3. You have 15 minutes

4. Leverage your assigned manager
What day WIS for consultation
on ideas that will buil

ity?
CoOmmUSES 5. The best V.B.R. pitch will take

home a cash prize!



ROLE PLAY

LET’S PUT ALL OF THIS TRAINING IN ACTION

BE CONFIDENT




THE BEST V.B.R. PITCH
AND OUR WINNER IS...




NEXT STEPS

What have other stations
accomplished after this training?

Gy




NEW BUSINESS
WORKSHOP

WHAT YOUR
COLLEAGUES IN
OTHER MARKETS
ACCOMPLISHED



256k 879k

New local direct Overall new business
In 8 weeks This year

EXCEPTIONAL PERFORMANCE

D39k 984k

New local direct Overall new business
In 8 weeks In 8 weeks




NEXT STEPS

1. Make outgoing hunting calls on Monday’s form 8:30a —11:30a

2. Goal is to make 30 calls, reach 8 decisionmakers and make 2 appointments
3. Track all calls by calls-appointments-sales (how much sold)

4. Schedule for 7 weeks — Nov. 8 — dec. 20

G



TEAM NEW BUSINESS GOAL
NEXT 7 WEEKS

$250,000




DOWNLOAD
TODAY'S
PRESENTATION

SCAN ME

@ L O




DO YOU HAVE



