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Our Mission
To provide personalized, multi-platform marketing strategies to position our clients at the forefront 

in consumers’ minds by engaging them with advertising that creates an emotional connection. 

By targeting the right mediums with timely messaging, our individualized marketing plans allow 

every client to focus on their business while we take care of driving results. Through research, 

creativity, innovation and technology, we Follow The Eyes.
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State of the Industry by David Crnkovich
All you need to do is pick up the current 
Advertising Age and you can read about 
the latest merger or acquisition in our 
industry. While this trend may benefit 
the companies in question, I believe 
it does not help the businesses they 
represent. The question becomes, “who 
will represent the hometown or regional 
company which truly needs agency 
representation?” We have the answer!

Follow The Eyes has, at the core of our 
DNA, the belief that the in-market/
face-to-face agency model is the 
most effective strategy. We continually 
receive reinforcement in this belief 

through comments and thanks from 
our clients. The depth of knowledge we 
gain from scheduled and spontaneous 
conversations allow us to craft more 
effective, surgical marketing plans aimed 
at delivering their business goals or 
solving their pain points.

But, the industry is surging in the other 
direction. The vogue approach is to buy 
another agency, absorb their book of 
business and consolidate/streamline the 
personnel and eliminate duplication. 
That’s a fancy way of saying “cut the 
workforce” which is another way of saying 
people will lose their jobs. We are proud 

to say we create jobs and creating jobs is 
the essence of the entrepreneurial spirit!

My grandfather used to take me for a 
walk every day when he visited. And, 
literally every day he would tell me in 
some way or the other, “Davey, when you 
become a businessman, conduct yourself 
the Smith Barney way.” Smith Barney’s 
slogan was “We do business the old 
fashioned way.” Meaning face-to-face and 
with a handshake. 

Can’t imagine any other way!!
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What’s New by David Cook

The Scoop by Lisa Morris

What isn’t?  Since joining the FTE family 
August 10, 2015, our company has evolved 
dramatically.  I remember walking 
into the office my first day.  The team 
consisted of David, Laura, Lisa, Adam, 
Nathan, and myself.  Obviously, it didn’t 
take long for introductions.  I quickly 
settled in and began building my group 
of clients.  By the end of 2015, I  
had established my client base and really 
dug in learning the nuances of  
the agency world.  

The Client Services team is wrapping up 
2016 and getting our year-end reports 
finalized. We have the last billing for 
December to push out and then it’s on to 
2017. We are always working to streamline 
our process of reporting and making sure 
the clients receive everything they need 
from us in a timely manner.  Devon and 
Emily have certainly been through a lot 
of change this year. Follow The Eyes has 
grown from having only Lima and a few 
out of town clients, to over 50 clients 
across the United States and still growing. 
We are more than ready to take on the 
challenge of adding more clients and 
growing the business. 

Here’s an interesting development. 
Nielsen, the company we get the ratings 

I, like all of you, was blessed to learn from 
some of the best in the business.  The 
experience on our team makes it easy 
everyday to get things done and most 
importantly, help our clients achieve 
their goals.  I take pride and get great 
satisfaction in knowing that our agency is 
changing the lives of our clients.  When 
they attribute their growth to us it brings 
a sense of accomplishment like no other. 

data we use to build schedules for 
our clients, is in the process of buying 
Gracenote. Below is a little information 
about the buyout:

Advertising tracking company Nielsen 
Holdings said it would buy Tribune 
Media’s media data unit, Gracenote. 
Emeryville, California-based Gracenote is 
a large provider of television “metadata,” 
data that helps TV viewers figure out what 
programs they are watching when they 
use digital TV guides at home. 

Gracenote, which began operations as 
a CD metadata provider nearly 20 years 
ago, also provides data to mobile devices 
that can identify which movies, TV shows 
or music are being played. 

Fast-forward to today and it is easy to see 
our growth.  What was once a vision by a 
one-man band, has now become a fast 
growing company filled with an awesome 
staff of over 19 and counting.  Don’t blink 
because we are just getting started.  I 
am always on the lookout for top tier 
talent to add to our team.  2016 was a 
phenomenal year, and 2017 will eclipse 
that without a doubt.  Hold on to your 
hats and let’s enjoy the ride.

“Nielsen is a natural home for Gracenote,” 
said Gracenote CEO John Batter in the 
acquisition release. “Both companies 
have entertainment data at their core 
and have spent years delivering services 
to the world’s top media brands. 
Bringing together our data for driving 
discovery and tune-in with Nielsen’s 
deep insights about what people are 
watching, listening to and buying makes 
a formidable combination.”

This merger emphasizes Nielsen’s 
struggle to stay relevant as more 
programming is watched on devices and 
less on traditional television. Even Nielsen 
recognizes the switch to digital!

Q1 Work Anniversaries
Jennifer Bible 1/11/16
Lisa Morris 3/2/15
Devon Cook 3/16/16
Kiley Dear 3/28/16
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Geek Speak by Adam Sealts and Nathan Warnecke
The digital team has been working hard 
to carry over the great momentum we 
had at the end of 2016 into the New 
Year. The advertising industry has seen 
continuous year-over-year growth in the 
digital space.  Follow The Eyes clients 
continue to follow the same trend  
and we’re diving deeper into digital 
strategies to help our clients find the 
best ways to interact with their target 
audiences online. 

As Follow The Eyes continues to rapidly 
expand its client base, the digital team 
is identifying what combinations of 
strategies and targeting are working best 
for different types of business verticals. 
This is never a “one size fits all solution.”  
We’re able to develop integrated digital 
strategy combinations for a client. 
Streamlining various internal processes in 
the last couple of months has allowed the 
team to fully focus on planning strategies 
and campaigns to find the best available 
impressions based on campaign goals. 

Utilizing a combination of advanced 
optimization/data convergence, and 
a human touch within the platform, 
means ongoing digital campaigns are 
always optimizing in the greatest interest 
of clients. In other words, we’re getting 
better every single hour, every single day!

The digital ecosystem is in a constant 
state of evolution with respect to 
targeting capabilities and strategies. 
We are committed to making sure that 
we stay on the leading edge of new 

technology. The tip of the spear! In August 
2016, Follow The Eyes became one of the 
first agencies in the country to serve audio 
advertising on Spotify via programmatic 
real-time bidding. We will continue to 
keep a close eye on new trends in the 
industry as they gain traction and scale. 
As consumers continue “cutting the cord” 
on standard television delivery methods, 
advertising mediums like Connected 
TV will grow and become more readily 
available to buy advertising on local and 
regional levels. Stay tuned!

Birthdays Are
Worth Celebrating

At Follow The Eyes!

Emily’s
22nd Birthday!

Upcoming Birthdays
Laura Crnkovich 1/11
Adrienne Shonkwiler 1/28
David Cook 2/4
Jennifer Bible 2/27
Brad Tiernan 3/22
Misty Derek 3/27
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Get Creative by Jeni Bible

Employee Spotlight - Adrienne Shonkwiler

The creative team is the central hub 
of our growing company! We make 
your clients look great! Design takes 
an influential role in selling your 
clients brand and product to potential 
consumers. Good design does several 
things for our clients. It builds brand and 
company unity, conveys professionalism, 
communicates a clear message and 
raises visibility.

Our creative team focuses on good 
design and user experience principles 
to communicate our client’s message. 
Design trends are constantly changing an 
evolving. Some new trends are making 
their way to the forefront for 2017. Let’s 
take a look at a few.

When marketing your clients’ brand 
think about a few things. Keep in mind 
the aforementioned trends when 
asking for assets or writing an ad.  Can 
I communicate the message in 20 
words or less? What colors will impact 
the message? 95% of the time, less 
is more. A simplified design or a few 
carefully chosen images can say more to 
a potential customer than hundreds of 
words of copy in an ad.

Web Design
•   Wider Implementation of  
    Responsive Layouts
•   Mobile-First Approach
•   Video,  Animation & Cinemagraphs
•   Chat Bots to Help with  
    Customer Service
•   Persuasion with Numbers. Even when            
    the numbers are not meaningful, being      
    precise and specific still works.

Design
•   Bold Photography & Sleek Text
•   Minimalistic Modular Layouts
•   Illustrated (Hand Drawn) Images
•   Large Colored Shadows & Gradients

After 11 years working in Broadcast TV 
Sales, I made the leap to the “agency 
side” in April of 2016.  A self-proclaimed 
TV junkie, I’ve always loved the media 
business.  At Ohio Northern University 
I worked for the campus Radio, TV 
and Newspaper and graduated with a 
double major in Broadcasting and Public 
Relations.  I was fortunate enough to 
intern at WLIO-TV in Lima while in school 
and was hired as a Sales Assistant right 
out of college.  After 6 months of learning 
the ropes from the 5 sales people on staff, 
I begged my sales manager to let me 
sell.  There was no “list” at the time, so he 
handed me a phone book, said “GO” and I 
never looked back!  After three incredible 

years at WLIO (where I met David & David) 
my husband & I moved to Columbus to 
be closer to family.  I continued to work 
in broadcast sales for ABC6/FOX28 and 
then WBNS – 10TV until one day when I 
got a random phone call from my old pal 
David Cook.  I’ve always enjoyed helping 
businesses with their marketing but 
always felt limited because I could only 
sell them what I had in my toolbox.  So I 
really enjoy my new role as VP of Business 
Development because I can now help 
companies with ALL aspects of their 
marketing.  So far it’s been very rewarding!  
My most important role is mom to two 
daughters, Emma (5) and Paige (3) and 
wife to Matt, my college sweetheart, 
whom I will be celebrating 10 years of 
marriage with this summer.

“The work of an advertising agency is warmly and immediately 
human.  It deals with human needs, wants, dreams, and hopes.  
Its ‘product’ cannot be turned out on an assembly line.

—Leo Burnett”

TIP
For quick ad ideas based 
upon keyword searches, go 
to answerthepublic.com 
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Job Openings
Business Development Directors
Must have experience in media sales. Our 
goal is to provide cutting-edge marketing 
plans for our clients. Helping them grow 
is our passion!

Graphic and Web Designer
If you thrive in a fast-paced environment, 
have a love for all things creative, 
and are productive in a self-starting 
entrepreneurial environment, then Follow 
The Eyes is for you! Sample projects 
include video, print, email marketing, 
digital banner ads, websites and social 
media. Do you have what it takes? 
Experience in Adobe Creative Suite  
is a must.

Social Media is an easy to use and 
powerful tool controlled by the tips 
of our fingers – It can share a piece of 
content all over the world in seconds. 
From a business standpoint, it 
contributes to how companies interact 
with potential customers. 

At Follow the Eyes, our social media 
department is dedicated to increasing 
our clients’ online presence and 
reputation. We do this by creating and 
publishing content that increases brand 
awareness and online traffic. Engaging 
content starts consumer conversations 
and keeps brands relevant in todays fast-

pace online world. We help our clients 
establish a trustworthy relationship 
with current and potential buyers by 
constant social monitoring and rapid 
response times. 

As of the third quarter of 2016, 
Facebook had 1.79 billion monthly 
active users averaging 40 minutes spent 
on Facebook a day. This provides huge 
opportunities to reach any type of 
consumer imaginable. We use strategy 
to deliver the right content to the right 
consumer at the right time.

Be Social by Kiley Dear and Laura Crnkovich
At Follow the Eyes our social media 
department listens, gives guidance 
and tailors our approach and content 
according to our clients needs. We stay at 
the forefront of trends and updates. Plus, 
are constantly evolving in order to provide 
our clients with the best social media 
experience possible! 

Q1 2017 BROADCAST CALENDAR
JANUARY
Week M T W T F S S

1 26 27 28 29 30 31 1
2 2 3 4 5 6 7 8
3 9 10 11 12 13 14 15
4 16 17 18 19 20 21 22
5 23 24 25 26 27 28 29

Jan 1 – News Year Day

Week M T W T F S S
10 27 28 1 2 3 4 5
11 6 7 8 9 10 11 12
12 13 14 15 16 17 18 19
13 20 21 22 23 24 25 26

MARCH

Week M T W T F S S
14 27 28 29 30 31 1 2
15 3 4 5 6 7 8 9
16 10 11 12 13 14 15 16
17 17 18 19 20 21 22 23
18 24 25 26 27 28 29 30

APRIL (Q2)

FEBRUARY
Week M T W T F S S

6 30 31 1 2 3 4 5
7 6 7 8 9 10 11 12
8 13 14 15 16 17 18 19
9 20 21 22 23 23 24 26

Feb 20 – President’s Day

Notes:
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