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C H A P T E R  O N E : T H E   P R O D U C I N G   S T R A T E G Y

IMPORTANCE OF THE PRODUCING STRATEGY

Right now, your customers’ new media-driven video world includes hundreds of instant alternatives to your news-
cast. The number of news sources and media outlets has soared over the last few years and continues to grow. News
is coming at your customers from all sides. More information than ever before is available through the Web, blogs,
podcasts, RSS feeds, screens in retail stores, airports, planes and other public places, cell phones, PDA text messag-
ing and satellite radio, not to mention traditional radio, newspapers, books and magazines. Now your newscasts also
compete with on-demand television programming, allowing customers to program their information preferences
and watch their choices when it is convenient for them. So you really have your work cut out for you!

To be an effective customer-centered storyteller, you must understand how your customers use television. You must
develop a clear picture of what’s happening on the other side of the box during your newscasts. Newscasts are not
the high point of your customers’ days. Your customers are in and out of your newscasts. They watch television pas-
sively, choosing the least objectionable programs. Usually, your customers are watching with about 30% of their
attention. They may be busy cooking dinner, surfing the Internet, instant messaging, helping their children with home-
work, answering the telephone, or just having a conversation. You also need to understand how some of those other
interests (in the form of new media platforms) can be used to draw your customers back to your television newscasts.

To complicate this even further, they hold in their hands your newscasts’ number one enemy: the remote control.
When your customers are confronted by a roadblock in your newscasts or any programs they are watching, they
won’t think twice before they zap to another station. Don’t give your customers a reason to zap your hard work.

When you don’t apply The Producing Strategy, you run the risk of losing your customers permanently. In this world
of ever-increasing media options, it may take your customers twenty minutes or more to come back to your sta-
tion…if they come back at all! You must compel your customers to make an appointment to watch your news 
and stick with it.

Right now, television is a “push” business in a “pull” world where your customers are totally in charge. The
Producing Strategy will help you adapt your newscast to the demands and preferences of today’s customers.

Television news is a “push” business: customers tune in and consume whatev-
er programming or information is broadcast (or pushed) at that moment. But
today we live in a “pull” world, where customers get what they want when
they want it, choosing (or pulling) the most convenient product that uses their
time efficiently. To make sure your customers keep seeking out your product
and tuning in to your newscast, you must learn to give them exactly what they
want when they want it.

VOCABULARY A “PUSH” BUSINESS IN A “PULL” WORLD


