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In article #2 we promised to explain how radio airtime is sold and why you should use a feature.

Radio stations typically sell airtime in Reach Plans. These ensure your commercial airs in multiple day parts attracting more listeners. Let's say you opted for a 16 spot reach plan at $200/spot, that would cost $3,200 for one week, on one station.

This means that during your purchased cycle (Usually Monday to Sunday), you would have; 

· 4 Breakfast spots aired from 5.30 am-10 am

· 4 Day spots aired from 10 am-3 pm

· 4 Drive spots aired from 3 pm-8 pm

· 4 Evening spots aired from 8 pm-midnight

Because of the 4 Standard Day Parts, Reach Plans are typically sold in units of 4's ( i.e.: 12,16, 20, 24 etc.) but you can work with the station(s) to raise or lower these as your budget and needs allow. We do recommend 16 spots at a minimum per station, and only dropping to 12 if it's an absolute budget crunch, or you have other media support.

You want to have enough presence on each station to stand out. Without a minimum threshold, you're best advised to use a different strategy. You're competing with hundreds, or thousands of other messages each day.

Among the most powerful different strategies is to OWN a Feature. You want to become synonymous with a specific feature customers will automatically think of you when the feature is mentioned. That's Ultimate Top of Mind Awareness. Something like... 

· This Traffic Report is brought to you by SureStick Tires/TowTrucks Anonymous/See Clearly Wipers (fictitious names-coincidental if matches any true brand)
· This Health Update is brought to you by: medical device/low cholesterol food/exercise equipment

· This Money Matters Report is brought to you by: bank/investment stocks/credit card

This way if the feature only airs once a day or a week, it will stretch your budget, but allow you to enjoy the halo of being associated with a specialized report that appears to be customized for your business.

You may have to purchase a basic or minimum package of weeks or features, but this can help stretch your budget. By the way, don't forget to ask you rep or your agent/agency to ask for Overnight Bonusing.
The time is typically not sold as the audiences are smaller, but it's a great little bonus, which they will often give it to you at no charge if you ask. (Shhhh..this is our little secret!)
When you Own a feature you are typically after a very specific audience within that segment. It may come at a bit of a price premium, but if it zeros in on just who you're after, it can be a worthwhile upgrade.

In our next article, we'll DEMONSTRATE THE INCREDIBLE FLEXIBILITY OF RADIO.
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