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ANALYSTS: 17M IN SALES STILL WITHIN REACH 
  Honda and Hyundai posted U.S. sales increases in October 
while Nissan and Toyota fell as the industry — aided by 
richer incentives — kicked off the fourth quarter with a shot at 
hitting 17 million total deliveries for a fifth straight year.
  Honda rode a sharp rise in light truck deliveries to a 7.6 
percent advance, while Hyundai resumed its winning ways 
with an 8 percent gain. They and the rest of the industry are 
coming off a tough September, when quirks 
surrounding the reporting of Labor Day holiday 
sales contributed to an overall 12 percent 
decline, Automotive News reports.
  Toyota, however, wasn’t able to shake its 
September slump, falling 1.2 percent. Nissan 
was down 5.8 percent, its fourth decline in five 
months.
  For the second straight quarter, each of the Detroit 3 is 
skipping monthly releases. Ford Motor, General Motors 
and Fiat Chrysler will next report sales on Monday, Jan. 4, 
when their fourth-quarter tallies will be issued.
  The Automotive News Data Center, which estimates 
overall industry volume fell 1.8 percent last month, projected  
deliveries dropped an estimated 12 percent at General 
Motors, which was hurt by a UAW strike, 1.9 percent at Ford 
and 2.8 percent at FCA. U.S. light-vehicle sales were forecast 
to rise slightly in October, helped by an extra selling day and 
fatter discounts, according to analysts at Cox Automotive 
and J.D. Power, while ALG saw industry volume falling.
  Some analysts now say they expect the year’s sales to top 
17 million. That would be above the consensus forecast at 
the start of the year, when few analysts thought the industry 
could sustain a streak above that mark that began in 2015.
  Industry volume was off 1.6 percent through September, 
according to the Automotive News Data Center. If that rate 
of decline holds, it wouldn’t be enough to drag the industry 
below 17 million.
  Honda’s October increase was fueled by an 18 percent rise 
in light-truck deliveries at the Honda brand. Volume rose 
8.2 percent at the Honda division and 2.4 percent at Acura. 
Overall, American Honda said car demand dropped 1.5 
percent while light-truck demand surged 15 percent.
  At Toyota, sales fell for the second month in row, behind 
weaker car and truck deliveries. The company said overall 
U.S. sales dropped 1.2 percent, with volume falling 1.6 
percent at the Toyota division and rising 1.9 percent at 
Lexus.
  Light-truck volume fell 2.4 percent at the Toyota brand, behind 
weaker demand for the Tacoma pickup, Sienna minivan and 
Highlander crossover, even as two other CUVs — the RAV4 
and C-HR — set October sales records. Combined car sales 
at Toyota and Lexus dropped 2.8 percent while light-truck 
deliveries at the two brands fell 0.3 percent.
  A 14 percent decline in car sales led to the October decline
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ADVERTISER NEWS
  McDonald’s Corp. has fired CEO Steve Easterbrook for 
violating policy and demonstrating “poor judgment involving 
a recent consensual relationship with an employee. The 
burger giant named Chris Kempczinski, most recently 
president of McDonald’s USA, CEO and president, 
effectively immediately. Kempczinski has also been elected 
to McDonald’s board of directors. Easterbrook had served 

as CEO since January 2015. Kempczinski 
took over as president of McDonald’s USA 
in January 2017. He first joined McDonald’s 
in 2015... J.C. Penney will test a new store 
concept in Hurst, Texas, that includes style 
classes, a fitness studio and a video game 
lounge. The Wall Street Journal reports the 
move is the latest in a string of tests initiated 

by CEO Jill Soltau that also includes ending appliance 
sales, making stores neater and easier to shop and grouping 
products by lifestyle... Kohl’s released its Black Friday ad 
last week, making it the first major retailer to do so this year, 
USA Today reports. The ad, which comes four weeks before 
Kohl’s Black Friday sale, includes 64 pages and more than 
100 deals taking place through the weekend... IHOP has 
signed a deal to open 94 new restaurants over the next five 
years at fuel centers operated by TravelCenters of America, 
Nation’s Restaurant News reports. IHOP has more than 
1,700 U.S. restaurants, and TravelCenters of America’s travel 
centers boast 650 eateries under a slew of banners, including 
Arby’s, Dunkin’, Starbucks, Burger King and Wendy’s... 
Consumers are increasingly expecting e-commerce retailers 
to offer services that match those offered by Amazon, such 
as fast, free shipping, package tracking and delivery delay 
notifications, according to a Convey survey. Nearly three-
quarters of online shoppers say they probably won’t do 
repeat business with a retailer if their delivery experience is 
poor... Tomorrow Starbucks will open the first Starbucks 
Pickup store in New York City’s Penn Plaza, designed 
for Starbucks customers on the go. The location uses 
Starbucks Mobile Order & Pay (a feature of the Starbucks 
mobile app) as the primary ordering and payment method. 
QSR reports Starbucks Pickup is just one way the company 
is modernizing and reimagining the customer experience in 
its stores in high-traffic, metropolitan areas... Mass retailers 
are embracing natural and organic beauty brands as sales 
continue to grow, with natural cosmetics sales expected to 
reach $54 billion by 2027, Drug Store News reports. Brands 
like Dr. Bronner’s, Burt’s Bees and Tom’s of Maine have 
become household names as more consumers demand 
natural products. The North American market reached $5.6 
billion in sales for 2018, according to Ecovia Intelligence... 
During its third quarter earnings last week, Wayfair reported 
net revenue from direct retail of $2.3 billion, up 35.9 percent 
from the year prior, Modern Retail reports. However, it 
continues to lose more money than it did last year, reporting 
a net loss of $272 million during the quarter.
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AVAILS
  WBRE-TV, Wilkes-Barre, Pa., is currently searching for 
a Local Sales Manager to assist in leading the day-to-
day operations of the sales department. 
The LSM develops and executes sales 
strategies which result in exceeding 
revenue targets in local, new business 
and digital revenue, and provides leadership for the 
broadcast/digital sales teams. Minimum 3-5 years of media 
sales experience, excellent communication skills, and 
experience guiding, directing and motivating personnel 

required. CLICK HERE for more details 
or to apply. EOE.
  Director of Sales: ABC6 Providence 
seeks a dynamic leader responsible 
for developing and executing creative 
plans to generate new business and 
grow revenue from existing accounts on 
all platforms, including spot TV, digital 
and mobile. The ideal leader will thrive 
in an Innovative Sales environment 
and build a team that will deliver results 
in a vibrant market. 5+ years’ television 

sales management, local and national, and experience 
managing digital media required. Resume to cantonio@
abc6.com. No calls, please.  EOE. *Please let us know 
where you saw this ad!
  Research Director, Phoenix: Want a chance to use 
your skills beyond cranking out one sheets? Do you 
need to get creative to get out of the research rut? How 
about the added bonus of sunshine year-round, lush golf 
courses and amazing gardens? We need the best and 
brightest for these Meredith stations to find strengths 
and opportunities – a fresh set of eyes to take the sales 
research from routine to extraordinary and to find the 
hidden stories in news research data. Want to become 
part of the Meredith team? Qualified candidates should 
apply online at Meredith.com.
  ABC7 Los Angeles is seeking a Sales Service Manager. 
This person will provide data-driven inventory analysis to 
assist in pricing and yield management; utilize 
data to develop reports that help drive sales 
results; ensure that all commercial inventory 
is being maximized; verify commercial logs 
for accurate programming information, 
commercial content, product separation, advertiser 
separation, and advise AEs about possible comparable 
make goods and program changes. Candidates must have 
5 years of related experience. CLICK HERE for complete 
details and to apply. EOE.
  FOX 5 Atlanta is seeking a highly motivated business 
developing Account Executive. The AE is responsible 
for maximizing share on established television and digital 
accounts with emphasis on developing new accounts by 
converting marketing dollars and alternative advertising 
platforms. A Bachelor’s degree from a four-year college or 
university in a related field preferred, a minimum of three 
years of experience in broadcast television and/or digital 
platform sales, and excellent presentation skills required.  
CLICK HERE to apply. EOE/M/F/V/D.

See your ad here tomorrow! CLICK HERE for details.

FOX SEES A BIG POST-WORLD SERIES PAYDAY
  Not long ago, Fox was staring down the business end of a 
possible four-game World Series sweep, one that might’ve 
found the network in the unenviable position of having to 
leave some $150 million in ad sales revenue on the table, 
Ad Age reports. But in what would prove to be one of the 
weirdest, most unpredictable Fall Classics in recent memory, 
the full seven games were required to settle the showdown 
between the Washington Nationals and Houston Astros.
  According to Nielsen live-plus-same-day data, Game 7 
on Wednesday night averaged 23 million viewers and a 
13.1 household rating, making it the 
20th most-watched broadcast of 2019. 
The ratings spike brought the full series 
average to 13.9 million linear TV viewers 
and an 8.1 rating, while generating north 
of $400 million in total ad sales revenue 
for Fox.
  Along with being the series’ biggest 
draw, Game 7 was also the youngest-
skewing broadcast, with Fox reaching 
an audience with a median age of 55.3 
years. Over the course of the seven 
games, Fox’s median age was 56.9 years, up a smidgen 
vs. last season’s 56.2. Baseball draws a decidedly older 
crowd than the other marquee sporting events; for example, 
CBS’s coverage of Super Bowl LIII posted a median age 
of 47 years, while the 2019 NBA Finals on ABC delivered a 
series average of 47.4 years during its six-night run.
  In terms of the dollar demo, the Nats-Astros series averaged 
a 3.4 rating, which works out to around 4.44 million adults 
18-49. Season-to-date, the general-entertainment/non-
sports program that has come anywhere near to serving 
up that many advertiser-coveted viewers is Fox’s own The 
Masked Singer, which through four episodes is averaging 
a 2.2 rating, or on the order of 2.85 million adults 18-49. 
Game 7 served up 7.92 million viewers from that same age 
range.

NETWORK NEWS
  NBC special Global Citizen Prize, hosted by John 
Legend, will be telecast on Friday, Dec. 20 at 8 PM (ET). 
This inaugural award ceremony, which will feature special 
musical collaborations, will celebrate individuals taking 
action to end extreme poverty... The 21st annual A Home 
For the Holidays with Idina Menzel will air Sunday, Dec. 
22 at 9 PM (ET) on CBS. Menzel performs songs from her 
new album, Christmas: A Season of Love, and introduces 
uplifting stories about adoption from foster care. Artists 
Adam Lambert, Ne-Yo and Kelly Rowland also perform... 
The 68th edition of Miss Universe airs on Telemundo 
on Sunday, Dec. 8 from Atlanta. The action happens live 
at 7 PM (ET). More than 90 countries and territories will 
be represented. Catriona Gray of the Philippines won last 
year, when the event aired on Fox... The Great Christmas 
Light Fight begins on ABC on Monday, Dec. 2. It is Season 
7 and the judges are lifestyle expert Carter Oosterhouse 
and interior designer Taniya Nayak. ABC has signed on 
for Season 8, to air in 2020. ABC offers two episodes per 
night for three weeks. In each episode, four families with 
dazzling displays compete to win $50,000 and the coveted 
Light Fight trophy.
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Conan O’Brien

If you’ve got leftovers 
from Halloween, here’s 

a tip: Candy corn makes 
an excellent chowder.
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DTC BRANDS OPENING THEIR WALLETS IN 2019
  Research from TV ad measurement and analytics company 
iSpot.tv has found that direct-to-consumer advertising has 
exploded throughout 2019, with the number of DTC brands 
increasing 81 percent in the six months from the end of the 
first quarter of the year to 186.
  The Direct-to-Consumer Brand Advertising on TV 
report fundamentally showed that the nature of DTC TV 
advertising is changing, in particular who and what a DTC 
brand is, Rapid TV News reports. iSpot says the modern 
DTC brand is typically under 10 years old, born in digital or 

social, and disrupting legacy business. 
These brands are commonly VC 
backed, with Millennials making up a 
large portion of their target audience.
  iSpot reported that in the first quarter 
of 2019, 103 brands had advertised 
on TV, with brands like HomeAdvisor, 
Booking.com, Wayfair and Chewy.
com having estimated spend exceeding 
$100 million.
  Overall, the report found that through 
H1 2019, direct-to-consumer brands 

spent $1.7 billion on TV ads with the leading networks for 
DTC ads, by impressions, being Fox News, HGTV, CBS, 
CNN and ESPN. The leading programs attracting DTC ad 
dollars were the 2019 NBA Finals, Friends, Law & Order: 
Special Victims Unit; SportsCenter; and the 2019 NCAA 
Men’s Basketball Tournament.
  The top five spending DTC brands were Booking.com, 
HomeAdvisor, Chewy.com, Wayfair and Expedia. At $90.3 
million, discount flight and hotel brand Booking.com spent 
nearly $16 million more than the next closest DTC brand.

NBC MULLS MAKING PEACOCK STREAMER FREE
  Comcast’s NBCUniversal is considering making an 
ad-supported version of its upcoming Peacock streaming 
service free for everyone, bucking the trend of charging for 
streaming products, CNBC reports.
  It would be the first free streaming on-demand video service 
from a major U.S. media provider. Previously, Comcast had 
planned on making Peacock free only to cable subscribers 
and Comcast broadband customers.
  The new plan, which is still under consideration, would be 
to give away the ad-supported Peacock streaming service 
to anyone who wants it.
  There may also be multiple tiers of Peacock, but the 
cornerstone product will be free and ad-supported, for both 
cable and non-cable subscribers, the people said.
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FunnyTweeter.com

A bug flew in my mouth 
today and that’s probably 
the healthiest thing I’ve 

eaten all week.

SATURDAY NIELSEN RATINGS - LIVE + SAME DAY

MBWA: MANAGEMENT BY WANDERING AROUND
  If you’re looking for a way to improve your reps’ sales 
results, focus on your management skills. Specifically, you 
need to step out of your office or cubicle and talk with your 
reps in person.
  Long-time business management 
expert Tom Peters was one of the 
first proponents of the practice known as management by 
wandering around (MBWA). When Peters and co-researcher 
Bob Waterman studied Hewlett-Packard at its peak, they 
noticed that the CEO walked the aisles of his company’s 
offices where work was being done 
instead of staying locked in his office. 
At the time, this management style was 
considered radical.  
  Peters recognized the effectiveness 
of the management style. Before long, 
CEOs and sales managers agreed that 
the theory Peters was touting worked. 
MBWA contributed to the success of HP 
and many other businesses because 
managers who spent time with their 
salespeople understood the challenges to 
be conquered. With this critical knowledge, managers could 
then help their salespeople succeed.
  Your sales reps encounter customer challenges regularly. 
To help them get the most out of their prospect and customer 
interactions, work with them to improve their skills.  
  Whether it’s networking-building or polishing presentations, 
when you take the time to personally develop your reps, 
you’ll be rewarded with loyalty, commitment and higher 
sales numbers. This investment of your time and company 
resources will also improve culture.
  Don’t wait for a little problem to become a big one. Start 
wandering around and talking with your sales reps. Listen to 
what they’re telling you and take action.  
  Source: SalesFuel - Manage Smarter.
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at Nissan Motor The Nissan brand was down 3.7 percent 
and Infiniti fell 23 percent, for its 10th straight decline.
  Hyundai’s U.S. sales rose 8 percent to 57,094, reflecting 
strong retail demand for its expanded crossover lineup.
  While car deliveries dropped last month, Hyundai said retail 
sales of three CUVs — Santa Fe, Tucson and Kona — each 
rose by 16 percent or more while the new Palisade crossover 
racked up deliveries of 4,357.
  Volume rose 0.2 percent at Subaru, 11 percent at Kia and 
Mazda posted only its second increase of the year, with 
October deliveries rising 4.5 percent. Sales fell 7.9 percent 
at Mitsubishi and 18 percent at Mini. At the Volkswagen 
brand, volume fell for the fourth month this year, with 
deliveries off 3.2 percent.
  Among other luxury brands, deliveries rose 19 percent 
at Audi, 20 percent at Volvo, 13 percent at Porsche, 3.1 
percent at Land Rover and 420 percent to 1,935 at Genesis. 
Jaguar volume fell 11 percent.
  New-vehicle affordability is undermining retail sales, 
analysts say. New-vehicle prices in October are on track to 
be the highest ever, exceeding $34,000 for the first time and 
up almost $1,300 from a year ago, J.D. Power said.
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