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DEALERS LABORING TO SELL CURRENT MODELS 
  Sticker prices on new vehicles are approaching $40,000 
as the nation’s SUV craze continues. But USA Today says 
some consumer relief may finally be in sight.
  A confluence of factors, ranging from a glut of SUVs to 
increasing discounts and the slowing market for new 
vehicles, may be poised to slow the ascent of prices.
  Discounts are rising. Automakers offered 2,923 deal 
packages in July, up 27 percent from a year 
earlier and up 9.7 percent from a month 
earlier, according to Cox Automotive.
  While the average sticker price of a new 
vehicle reached $39,500 in the first half of 
2019, you won’t necessarily have to pay that 
price. In July, Americans paid an average of 
$37,030 for a new vehicle when discounts 
were factored in, according to Edmunds.
  GM boosted incentives by $740 per vehicle in July, 
compared with a year earlier, as it “heavily discounted” 
crossovers like the Buick Enclave and Chevrolet Traverse, 
according to Deutsche Bank analyst Emmanuel Rosner. 
Ford increased incentives by $330.
  Dealers are also under pressure to sell this year’s models. 
At this time of year, dealers are supposed to be transitioning 
to next year’s models. But this year, they’re behind. That 
means they’ll get increasingly desperate to offload last 
year’s vehicles. In July, 90 percent of vehicles on dealer 
lots were from the 2019 model year, the highest percentage 
in at least 10 years, according to Edmunds.
  Another factor that could push prices lower is that SUV 
competition is heating up. For years, all you needed to do 
to sell an SUV was to make an SUV. That’s not the case 
anymore. True, SUVs are largely responsible for the auto 
industry’s overall price increases. But in Q2, 71 percent 
of vehicle sales were SUVs, crossovers and pickups. As 
competition has intensified, discounts are popping up. 
“Within the SUV segment, you’re definitely seeing more 
deals than if we had this conversation a year or two ago,” 
said Jessica Caldwell, analyst at Edmunds.
  Look no further than Nissan, which has heavy discounts on 
the Rogue (more than $4,000) and Murano (nearly $7,000) 
SUVs despite a corporate plan to 
reduce incentives to bolster profits, 
said Kelsey Mays, senior consumer 
affairs editor of Cars.com.
  This all comes against the backdrop 
of falling sales. Rosner projected last 
week that U.S. new-vehicle sales 
will total 16.7 million for 2019. While 
still relatively healthy, that would be 
down about 500,000 from 2018. And 
automakers are increasingly focusing 
on less-profitable sales to so-called 
fleet customers, like rental-car 
companies.

CAR PRICES NEARING $40,000, BUT RELIEF ON HORIZON
ADVERTISER NEWS
  The U.S. Postal Service, UPS and other delivery 
services should pick up some of the business forfeited 
by FedEx when it ended its ground delivery contract with 
Amazon, observers say. According to The Wall Street 
Journal, Amazon’s own logistics operation will likely 
also help make up the difference... Rite Aid has hired 
health care and insurance industry executive Heyward 

Donigan as its new CEO, succeeding John 
Standley, who is stepping down after nine 
years. Donigan most recently served as 
CEO of health-care plan analysis platform 
Sapphire Digital, MarketWatch reports... 
The North Face has created a new store 
format with the opening of an 8,000-square-
foot New York City location, and it plans 

to remodel most of its 100 existing stores in the coming 
years, Glossy reports. The lighter, brighter store features 
products and stories that encourage shoppers to explore, 
a dedicated pickup area for online orders and services 
including personal styling... Almost a year after debuting 
its Southern Style Chicken Bites under its Member’s Mark 
store brand, Sam’s Club has added a Southern Style 
Chicken Sandwich and Southern Style Waffle Fries to its 
freezer aisle. StoreBrands.com reports that consumers 
say the products taste a lot like Chick-fil-A’s offerings. The 
Southern Style Chicken Sandwich, featuring individually 
wrapped breaded chicken breast fillets, costs $15.98 
for a 69-ounce bag. A 4-pound bag of waffle fries costs 
$4.98... Online used-vehicle retailer Carvana continues to 
pile up losses as it carries out a rapid expansion strategy, 
but bullish investors still like what they are seeing, 
Automotive News reports. The positives that emerged 
from Carvana’s Q2 earnings reported last week include 
continued spikes in revenue and retail vehicle sales, a 
key metric that showed narrowing losses for the first time 
and a huge improvement in the retailer’s gross profit per 
vehicle. Carvana’s gross profit per vehicle rose 46 percent 
to $3,175 in the second quarter, passing a goal of $3,000 
that the company set two years ago.
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AVAILS
  ACCOUNT EXECUTIVE, Tampa, Fla. — FOX O&O, 
WTVT: This opening at the top-rated station in Tampa 
requires the servicing of existing transactional accounts 
along with the development of new broadcast and digital 
business. Candidate must be highly motivated and possess 
strong presentation and prospecting skills. Position requires 
prior broadcast sales experience, preferably in an LPM 
market. Excel and Power Point are musts, and a working 
knowledge of WideOrbit, PRIME Lingo and Kantar Media is 
a plus. College degree is preferred. CLICK HERE for more 

information or to apply now. EOE.
  KTSF, a well-established leader in 
Asian Language Television in the San 
Francisco Bay Area, seeks a driven 
Account Executive to be a key, engaging 
liaison between our television station and 
businesses to deliver outstanding results 
through the effective sales presentation 
of television and digital solutions. 
The ideal candidate will be energetic, 
positive, goal-oriented and have a sense 
of urgency. Must be highly organized and 

possess strong verbal and written communication skills. To 
apply for this position: please email your resume to Javier 
Ortiz at jortiz@ktsftv.com and hrd@ktsftv.com.
  WPBF 25, the Hearst-owned ABC affiliate in the beautiful 
West Palm Beach market, has an incredible opportunity 
for you! WPBF 25 is looking for a dynamic sales superstar 
to join our phenomenal sales team. The ideal 
candidate will bring both Broadcast and Digital 
sales experience and will possess the drive 
and ability to thrive in a fast-paced, highly 
competitive market. Your creativity, originality 
and passion for developing new business will be encouraged 
and rewarded! CLICK HERE to apply. EOE.

See your ad here tomorrow! CLICK HERE for details.

STATUS QUO FOR BACK-TO-SCHOOL SHOPPING
  Back-to-school shopping – which used to be done in the 
immediate days leading up to the first day of school – is now 
happening in the immediate days after the end of the last 
school year, according to CivicScience. Much like every 
other “holiday” celebrated by retail, ‘tis the season earlier and 
earlier.
  But not everyone is so gung-ho. In fact, less than a third 
of American parents started school shopping before Aug. 1. 
Nearly three out of five plan to get it done in August, and 
there’s still 12 percent who are more than willing to wait for 
the last possible moment, CivicScience’s survey finds.
  Looking at a few year-over-year comparisons, Americans 
plan to actually slightly pull back on the idea of spending 
more on back-to-school spending, but more people (43%) 
plan to spend about the same. Thirty-one percent plan to 
spend less, with 26 percent spending more.
  Additionally, online BTS shopping is completely flat, the 
survey finds. Year over year, the number of American BTS 
shoppers who plan to do half of their school year shopping 
online went down ever so slightly, but it was not statistically 
significant. The major takeaway here is: BTS shopping is 
experiential and it’s hard to compete with that online.

NETWORK NEWS
  NBC has staked out a spring Wednesday for next year’s 
Billboard Music Awards. The 2020 edition is set air live 
on April 29 from 8-11 PM (ET), with the telecast delayed 
at 8 PM in the West. A host and musical performers will 
be named later, the network says. Kelly Clarkson has 
emceed the trophy show each of the past two years. In its 
move to Wednesday night this year, the show averaged a 
2.1 rating in adults 18-49 and 8 million viewers, per Nielsen 
Live+same day ratings, easily topping the Big 4 networks 
on May 1. NBC noted that it delivered the network’s top-
rated in-season Wednesday in 18-49, 
excluding Olympics, since Dec. 7, 2016. 
The 2020 show will mark NBC’s third 
consecutive year airing the program... 
Last week’s premiere of BH90210 on 
Fox added 2.3 million sets of eyeballs in 
time-shited viewing, bringing its Live+3 
total to 6.1 million multiplatform viewers. 
It also drew a 2.1/11 among 18-49, which 
marked the biggest demo launch for a 
summer series since 2017. Fox noted 
that the BH90210 L+3 demo numbers 
were 50 percent better than this summer’s next-best series 
launches — NBC’s Bring the Funny and Songland (1.4). It 
also marked Fox’s most-streamed premiere ever... Scandal 
alum George Newbern, Nia Vardalos (My Big Fat Greek 
Wedding), Phil Morris (Doom Patrol) and Dannah Lockett 
(The Kenan Show) are set for supporting roles opposite Lea 
Michele, Bryan Greenberg and Charles Michael Davis 
in ABC’s holiday movie Same Time, Next Christmas. In 
the movie, Michele plays a young woman who met her 
childhood sweetheart (Davis) during her family’s annual 
Christmas visit to Hawaii. After being separated by distance 
and years, the two reunite at the same resort years later 
and the old chemistry between them flares up anew – but 
circumstances conspire to keep them apart.

AMAZON PRIME VIDEO MEDIA SPEND RISES
  Amazon Prime Video has significantly ramped up its 
media spend, according to two measurement companies, 
due to a sharp rise in the number of new original series, 
Television News Daily reports.
  MediaRadar says much of this came from the OTT video 
platform’s 13 new campaigns, the largest for its original 
series Hanna, which included a full 60-second spot during 
the 2019 Super Bowl. Amazon Prime Video has spent 
$73.1 million in national/regional TV, according to iSpot.tv, 
looking at the period from Jan. 1 through Aug. 11 2019. This 
is well above Hulu’s $38 million over the same period.
  MediaRadar says Hulu launched six new campaigns for 
its original series in the first half of this year, the largest 
for The Act. After Amazon and Hulu, Netflix spent $25.6 
million. Top shows for its media spend were The Umbrella 
Academy and Dead To Me, according to iSpot.tv. Other big 
players include YouTube TV at $19.7 million; Sling TV at 
$30 million; and Amazon Fire TV at $29.2 million.
  Looking at the same period a year ago, Hulu was at $90.4 
million for the first six months of the year, followed by Netflix 
at $58.8 million; Amazon Prime Video with $37.1 million; 
YouTube TV at $25.1 million; Sling TV with $39.6 million; 
and Amazon Fire TV at $32.5 million.
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Jay Leno

The crime problem in New 
York is getting really serious. 
The other day the Statue of 
Liberty had both hands up.
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REPORT: U.S. HOUSING MARKET ‘LACKLUSTER’
  The Federal Reserve Bank of New York described U.S. 
home sales as “soft,” “anemic,” and “lackluster” in a Monday 
report. “Housing activity indicators remained soft in June,” 
the New York Fed said. “Existing home sales fell in June, 
while new home sales only partially rebounded. Single-family 
housing starts and permits remained anemic.”
  The report pointed to June’s existing home sales level, which 
was 1.7 percent below a year ago, as part of the reason for its 
conclusion: “Home sales remain lackluster.”
  Still, all is not lost. “Favorable labor market conditions and 

a substantial decline in mortgage interest 
rates continue to act as positive forces,” 
the report said. “Inadequate inventories 
in affordable price ranges continue to be 
a drag on sales and to fuel home price 
increases.”
  The report noted the sluggish pace of 
home building. While there was some 
improvement in June, single-family 
housing starts over the past 12 months 
were flat with the year-earlier period, the 
economists said.

THIS AND THAT
  Viacom and CBS may announce a merger agreement early 
this week after agreeing on how to structure their combined 
boards, media accounts say. Variety reports the two 
companies are negotiating a deal that could value Viacom 
at roughly $13 billion... Diving deeper into the OTT space, 
TVision is launching a new product that offers granular 
measurement of streaming content viewing over leading 
platforms. TVision Streaming Analytics provides second-
by-second, personal-level viewing behaviors at a time when 
more than half of U.S. adults are streaming, Broadcasting & 
Cable reports... The U.S. budget gap widened further in July 
as federal spending outpaced revenue collection, bringing 
the deficit to $867 billion so far this fiscal year, a 27 percent 
increase from the same period a year earlier.
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Mae West

Between two evils, I 
always pick the one 
I never tried before.

SUNDAY NIELSEN RATINGS - LIVE + SAME DAY

HOW TO HIRE SALES REPS WHO WILL SUCCEED
  Having trouble hiring the kind of salespeople you want 
(those who excel and show hustle)? Michael Houlihan, 
co-founder of Barefoot Wine, recommends changing your 
interviewing strategy.
  If you anticipate having a 
potential new hire represent 
your company at conferences 
and business luncheons, take him or her out to eat. Observe 
their table manners. Pay attention to how they treat the 
wait staff. Every encounter a new salesperson has in their 
professional life is an opportunity to 
represent your company. You don’t want 
boorish behavior to reflect poorly on you 
and ultimately be the reason a potential 
client refuses to do business.
  Businesses also thrive on sales reps’ 
ability to listen. To be sure that a promising 
candidate is up to the challenge, Houlihan 
recommends describing some of your 
challenges, competitors and how you 
expect your reps to handle them. Then, 
ask the candidate to write up what you 
told them by 5 PM the next afternoon. This tactic reveals how 
well they listen and perform under pressure.
  Good salespeople know how to hustle and prioritize. “If you 
give them five or six things, they can put them in priority,” 
Houlihan says. “Some employees, when the least little thing 
out of the ordinary happens, panic. They stop working and 
wait for clarification. That brings productivity way down.”
  Take your time to bring the right person on board, making 
sure the candidate everyone loves truly is a good fit for your 
organization.
  Source: SalesFuel — Manage Smarter.

ANALYSIS: PRIME-TIME PRICE INFLATION SOARS
  The average adult primetime CPM has skyrocketed 115 
percent since the 2009-10 upfront network TV sales season, 
according to a trend analysis released by Media Dynamics.
  The analysis, reported by MediaPost, estimates this year’s 
upfront for the 2019-20 primetime season averages $36.19 
for adult viewers on the major broadcast networks vs. $16.80 
for the 2008-09 season.
  While cable network CPMs continue to trade a massive 
discount vs. broadcast, they have inflated at comparable 
rates, rising 112 percent to an average of $19.45 for the 
2019-20 season vs. only $91.17 for the 2008-09 season.
  Media Dynamics attributes this season’s double-digit CPM 
hikes to increased scarcity in audience delivery among the 
major broadcast and cable networks, citing “the anticipated 
attrition in average minute 18-49 and 25-54 ratings due to 
mounting audience fragmentation.
  Despite the prime-time price inflation, Media Dynamics also 
estimates that both broadcast and cable network upfront 
sales volume grew at healthy single-digit rates.
  “We project an overall 5.4 percent increase in ad revenues, 
for a total of $21.9 billion,” the ad industry media market tracker 
noted, adding, “As was the case last year, the broadcast TV 
networks performed strongly, gaining 5.7 percent in ad dollar 
increases, compared to cable’s 5.1 percent increase; this 
is likely a reflection of growing concerns over cable’s reach 
erosion due to continued cord-cutting.”
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