TV Stations
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Ok, here's how TV stations operate. 

They produce and broadcast TV programs within a particular market area. Stations have a federal license for a slice of the broadcast spectrum in their area. The number of stations allowed to operate in a particular market is limited.

A typical TV station has $60 million of annual revenue and 200 employees.

Programming and ad sales are their major activities. Programming is designed to appeal to an audience that local advertisers find attractive. Stations produce some programs themselves, usually news shows, and buy the rest from major network affiliates and from producers that own shows like Friends and Oprah.

Revenue comes from selling advertising spots. Ad rates depend on the popularity of programs as measured by companies like Nielsen. Local ads are priced in $ per 1000 viewers and may cost only $100 for a 30 second spot. 

Here are some strategic things you should know.

Advertising revenues vary from year to year and are very sensitive to economic conditions. A lot of local advertising comes from car dealers, furniture stores and restaurants, all of which advertise less when the economy is slow.

Because stations are given a particular section of the broadcast spectrum, they can sometimes broadcast more than one channel or other kinds of services. The switch to digital signals, which are more efficient, means that stations have extra spectrum available.

TV stations compete with local cable networks but also are partners with them. The federal government gives local stations the option to have their channels available through cable companies.

Public TV stations also sell ads but get much of their revenue from viewer contributions and from the federally funded Corporation for Public Broadcasting.

Here are some good talking points.
How many viewers can they reach?

What's their average market share?

How many other stations are in their market?

How much programming do they produce themselves?

What are their current ad rates?

Who is a typical local advertiser?

What are they doing with their extra spectrum?

How much were they hurt by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

