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How a Media Buyer Increases Your ROI for Television

Be it business or personal, any good relationship is built on trust, good communication and
mutual respect. Having a good and strategic relationship with clients is vital to the success of
any business; but, there are various perks to having a great relationship with your vendors, too.
The dynamic interactions involved in developing, buying and managing a media plan can be a
great source of success for your business, or can easily become a risky transaction with zero ROL.

Any media buyer worth their weight knows they must gain understanding of their client’s
business, audience and goals before purchasing any media. And sure, some businesses are
already aware of that information and feel they could just as successfully purchase their own
media without going through a middle man. But, the media buyer has great advantages:

1 Their media skills and expertise allow them to develop a plan that will help the client
achieve their goals;

1 'The resources integrated into the fabric of their agency are geared towards giving the
client success;

1 And, the relationships they can easily establish with vendors in the media market are
designed to give clients more bang for their buck.

For example, a media buyer must develop relationships with TV station partners that foster
understanding, set objectives and plan direction for the media buy. A media buyer must be
direct and firm at the appropriate times, but an amicable relationship can go a long way. It’s a
relationship that will increase ROI for the advertiser, and here are three reasons why it can be an
invaluable resource for your business.

Media Buyers Get Better Deals

Everyone wants the best deal available to them, and in the media buying market, agencies are
the ones who get those amazing deals.

It all starts with having a talented and experienced media buyer, one who:

Has in-depth knowledge about the market
Understands inventory pressures

Knows how to be flexible with the media buy
Shoots straight when dealing with the T'V partner
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Our buyers connect with station management and begin the negotiating process from the top
down, which gives the TV partners the flexibility to offer us better deals and more opportunities
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to upgrade purchases. The quality of these relationships result in high profile program
placements geared to increase an advertiser’s reach, but also make the T'V partner more
receptive to going that extra mile or offering us the best deal possible.

Also, we operate on a regular basis in the marketplace and represent a significant volume of
business to the TV station and its account rep, making them more inclined to give us better
placement deals.

Strategic Execution

Purchasing TV spots can be a jungle when trying to find multiple quality placements for your
advertisement. However, our media buyers know exactly how to get the best schedules, rates
and promotions for our clients. For each buy, our buyers follow a strategic plan designed to
increase ROI based on:

Client’s weekly sales goals
Network overlay

Building the brand

Latest market research
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Our buyers are then charged with the task of educating the T'V partners about this plan so that
they understand and are on-board with the process of increasing the client’s ROI.

Follow-up

The beauty of media buying is that the results are tested and proven every day! Our media
buyers are equipped to work with the TV station to capture data and have sophisticated ways of
processing it.

Unlike typical media buys where the majority of work is done upfront, the greater part of our
work begins after the buy is placed. Each week our media buyers contact 'T'V station reps to
review the previous week’s performance. We use this information to tell our clients how their
schedule 1s measuring up against the media plan at any point in the execution. Good data shared
up the ladder from the TV station partner to the media buyer and then to the client will greatly
enhance a client’s ROI.

In the end, increasing ROI is the goal of any media plan. Many advertisers who attempt to place
their own media buys can not effectively protect their ROI like expert media buyers can. It
takes a combination of front-end work to develop the right relationships with TV partners that
allow for effective negotiating, strategic execution and proper follow-up.
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