
 

In late 1998 RadioAE.com was acquired by Clear Channel Worldwide and the portal became 
the new corporate intranet, sharing best practices throughout the company for sales, business 
operations, programming, creative work, human resources and all other areas of the company.

First On-line Resource for Radio Sellers: 
www.RadioAE.com 
  

                                                    

 

Bounceology
The Science and Art of Bouncing in Business and Life

After working for 15 years in the radio business, 
primarily selling and managing sales departments, 
Diane founded www.RadioAE.com in 1997, the first 
on-line subscription interactive website for SELLERS in 

the radio industry. Remember this was the early years of internet 
applications for business and the beginning of things that we now 
take for granted (sharing of best practices, magazine and infor-
mation sites, on-line commerce, etc.). Even AOL was new! Using 
the internet for a “magazine-type portal” was groundbreaking! 
The internet had enormous potential compared to the cost of 
printing a magazine or the travel costs related to on-site training 
events. RadioAE’s development team set out to build a web site 
that would help radio sales people sell more commercials.

www.RadioAE.com (which does not exist today) had one mission – to help radio sales people and 
managers do a better job. New FCC rules had changed and radio companies could consolidate. 
Managers were required to oversee sellers in multiple stations within a market. Even the industry 
associations and publication leaders like the Radio Advertising Bureau, the National Association of 
Broadcasters and Radio Ink did not yet have a deep online presence. The typical manager’s time 
for individual training and coaching diminished, yet the Account Executives were hungry for 
information and ideas. RadioAE.com was created to fill the training and information void and to 
provide sellers in this industry with ideas, useful tools and information they could download and 
activate to help their customers, thus selling more commercials and non-traditional programs.

In 1997, after about 6 months of development, Diane launched this new subscription site. The 
response was overwhelming and exciting. AEs and their managers were buying subscriptions. The 
site was up and running; filled with useful content, being used by subscribers and being written 
about in the radio industry press. It was a good business and a model for “sharing of best practices”.

The RadioAE portal provided a perfect venue for materials to come out of the filing cabinet 
(remember those?) and be put online where sellers could find them, download them and use them 
to drive revenue. RadioAE was structured to provide materials for each step of the sales process: 
prospecting, asking good questions, research, proposals, handling pending proposals, creative 
production, events, customer service and balancing work and home.



(Useful Ideas)

 Start by developing your product for the SOLE benefit of the user

 Put yourself in the user’s shoes and think about what they need from your product - and then give it to them

 Over-deliver value to the user of your product  

 Watch for an advocate who is willing to recommend your product to the leaders in your industry

 Once you have a recommendation, have conversations with the industry leaders to explain how they too 
could use your product inside their company

 Think and be prepared for how your product can be expanded with innovation to increase the value and 
usefulness once inside the company 

(Examples of this work)

Announcement materials for RadioAE

The unique outcome here illustrates that an innovative idea can lead to a product which can later
become useful and valuable for a larger company. Here are a few tips that might help duplicate this
situation if your product has this same potential.



RadioAE.com mails 30,000 laminated broadcast calendars to radio stations in December 1998!
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