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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.

State of the Industry by David Crnkovich
TECHNOLOGY. It’s a double-edged 
sword. Love my computer…until there is a 
problem!! And, the pace of advancement 
gets faster every year. I remember when 
real-time, programmatic bidding/ad 
insertion was a shiny new object. Now it 
has become the norm and, very soon, a 
new shiny object will hit the mainstream. 
What is that you might ask? Let me  
tell you.

OTT, remember the acronym, it stands 
for Over The Top. It’s a term used for 
the delivery of film and TV content via 
the Internet, without requiring users to 
subscribe to a traditional cable or satellite 
pay-TV service like a Comcast or Direct TV. 
It’s the inevitable merger of the TV and 
digital video mediums. The convergence 
is exactly what excites me.

The top content on the 
Internet is video.  Time 
spent with traditional 

media is waning while Internet video 
consumption is exploding. In February, 
the ad exchange (you might recognize 
the name), YouTube, announced 
YouTube TV, which is a live pay service for 
$35 per month. Google is going directly 
at Spectrum, Direct TV and Comcast. 
And why wouldn’t they. It’s more video 
content for the video content king!

So why does all this excite me? It’s 
the arrival of the holy grail of real-time 
programmatic bidding. Think about it. 
Right now, using big data flowing into an 
algorithmic platform, you can serve an 
advertisement (display or preroll video) 
into a specific home in a neighborhood 
(based on relevancy). That is VERY 
granular. With OTT, once scale goes from 
national, to regional, to DMA, to zips 

and finally a household, we will have the 
ability to programmatically bid for a TV 
commercial to be placed into a show on 
HGTV for a window company. And, we 
can do this by age of neighborhood and 
the likelihood they will need replacement 
windows. All done without a schedule 
bought from a media company with a set 
price for the commercial. Now that  
is HOT!!

It’s a ways off, but the reality is, we will get 
there. Speed to marketplace is correlated 
to the adoption of OTT by the masses. 
Smart TV’s, everyone having an APP, faster 
in-home Internet speed, etc. All of these 
will determine how fast OTT takes over as 
the mainstream delivery method for all 
your video content including “TV”. 

Remember the CD? The speed of 
technological advancement is mind-
boggling. 
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“Creativity may well be the last legal unfair competitive 
advantage we can take to run over the competition.

—Dave Trott”

Q2 Work Anniversaries
Adrienne Shonkwiler 4/16
Emily Huxman 5/9

What’s New - Growth

What a phenomenal start to 2017!  Our 
team is growing and we now have 7, 
very talented, Business Development 
Directors (affectionately known as Biz 
Devs) around the country.  Our team 
has been landing new clients, refining 
our processes, learning, developing our 
skills, and helping many great companies 
grow.  The Biz Devs now plan and 
execute clients’ advertising needs in 
7 markets and 4 states.  We have had 
the opportunity to meet several great 
people and assist in developing many 

new relationships that have helped our 
company and team grow to where it is 
today.  The future is very bright due to 
the caliber of our people and the variety 
of clients they have.  

Our team will not become complacent 
or satisfied as we have much to do and 
learn.  We will always strive to develop 
and execute better strategies for our 
clients that propel them ahead of 
their competition.  We will continue 
to identify and partner with great 
businesses all around the country.  The 
Business Development Team is just 
getting started and I am excited to see 
where they take us.  

It will not be long before we will once 
again be looking to add to our team.  
The search encompasses many markets 
looking for top-level talent to bring 
into our organization.  We’re looking 
for people with a solid track record of 
media sales success with longevity in 
their market.  Our people are considered 
trusted advisors and have proven over 
time to be trustworthy and have taken 
care of their clients’ needs efficiently.  If 
you think you know someone that fits this 
description, please send him or her our 
way.  We’d love to talk to them about the 
unique opportunities of joining the team 
at Follow the Eyes.
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Demographic
First, we narrow down the clients 
demographic. This makes sure we are 
pulling the correct ratings information 
that we need for that particular clients’ 
needs.

Programming/Ratings 
Monthly programming and ratings from 
the broadcast stations are evaluated for 
the particular demo to ensure we are 
utilizing the proper programming for the 
client’s demographic.

Cable Programming
Programming grids received from cable 
providers list which shows and networks 
are integrated for frequency. We use 
these grids to make sure we are getting 
the client in the correct shows for their 
customers varied viewing habits.

Strata reports
Strata software reports help us find the 
correct networks and dayparts to use for 
the final schedule. This is very important 
during the building process. Getting 
our clients on the correct networks will 
help us get to the highest reach and 
frequency.

Cost Per Point (CPP)
While building the schedules we look 
at the CPP rate. We make sure we are 
not placing spots on a network that isn’t 
cost effective for the clients’ dollars. It’s 
important to us to have efficient and 
precise schedules so we spend every 
penny wisely.

Tweaks
Once the broadcast and cable schedules 
are built, we go back through the 
schedule to make sure we are getting the 
most bang for their investment. The final 
step is confirming the statistics (reach/
frequency/CPP) ensuring our clients are in 
front of their customers eyes.

We take great pride in building the 
best schedule possible for our clients.  
Knowing our client’s are frequently seen 
by their customers is very important to us. 
This is a very detailed process that takes 
time to master.  As a data-driven agency, 
we converge all our data to create the 
most effective schedules which ultimately 
enhance campaign performance for 
Follow The Eyes clients.

Q2 2017 BROADCAST CALENDAR

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 MAY
Week M T W T F S S

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

JUNE
Week M T W T F S S

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

May 29 – Memorial Day July 4 - Independence Day

JULY (Q3)
Week M T W T F S S

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

Key Ingredients to Building a Successful Schedule
There are so many different components 
(ingredients) that are involved in building 
a successful schedule. It takes quite a bit of 
thought and time to round it all up and get 
it all together for each client.

The Scoop by Lisa Morris
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Geek Speak by Adam Sealts and Nathan Warnecke
Q1 saw significant growth in the digital 
space at Follow The Eyes. We served 
millions of daily impressions in our 
state-of-the-art platform. Also, we have 
launched 17 new search campaigns 
which brings the number of dynamic 
search campaigns to over 50 monthly 
campaigns. A big congratulations is in 
order for the business development 
team! As we continue to grow our digital 
footprint, it will become increasingly 
important to continue to educate 
ourselves and stay in tune with the latest 
trends and topics in the digital space.
Mobile advertising is out pacing desktop 
advertising. People have less time, 
better phones/technology, and are more 
comfortable using mobile devices than 

ever before. This means we have a great 
opportunity to influence consumers 
on these devices.  However, this has 
also contributed to a lower consumer 
attention span of just 8 seconds versus 
12 seconds in 2002. As attention spans 
shorten, it becomes more important to 
be able to target audiences wherever 
they may be – including desktops, 
tablets, mobile devices and connected 
TV’s. The use of engaging and relevant 
creative to connect with consumers 
across all mediums is the key to 
standing out and being seen in our  
fast-paced society.  

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.

Since the last newsletter, the Social 
Media Department has moved all of 
our accounts into a feature known 
as, Business Manager on Facebook. 

Business Manager is a tool for 
managing access to Pages and ad 
accounts. This tool is geared towards 
agencies like ours, who need to give 
different permissions to multiple 
people. Joining Business Manager has 
made the process of gaining access 
to a client’s business account much 
simpler. More than 1.8 billion people 
use Facebook every month to connect 
with friends and family and to discover 
things that matter. Business Manager 
provides us streamline tracking of 

Be Social by Kiley Dear and Laura Crnkovich
boosted posts and results that help 
us reach these 1.8 billion people more 
effectively. We are continue to utilize all 
of the capabilities of Business Manager 
while staying up to date with the ever-
changing updates of Facebook. In May, 
we are very excited to add a new face 
to our department and to continue 
evolving, while we Follow The Eyes! 
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We live in a world where everyone takes 
in media via their phones. Society is 
constantly on the move and attention 
spans are getting shorter. The creative 
department here at Follow The Eyes has 
a strategy for addressing the challenge of 
conveying the client’s message on a small 
screen. To do this, the following questions 
need to be answered – How can you 
make the most of the client’s ad copy? 
What will engage the user? Will they click 
the ad? What happens next? 

The answer to the first question is simple. 
To make the most of the client’s ad copy, 
narrow it down to their core message and 
what is important. Knowing an ad will be 
viewed on mobile, we can optimize user 
engagement by sticking to easy to read 
fonts, bold, branded colors, a prominent 
brand logo, sparse imagery, and a clear 
call-to-action. 

Keeping your headline and text direct, 
bold, and to the point will hold the 
user’s attention. Now that you have thier 
attenion, initiate user engagement by 
adding a relevant, equally direct, call-to-
action. A concise call-to-action such as 
“Click Here” or “Learn More” or “Redeem 
Now” will encourage them to click and 

means of getting a client’s message out 
to the masses. Even if the user doesn’t 
click, it’s likely they read your ad. After 
maximizing the chances of the ad being 
clicked with the process described, focus 
on what the user will see after clicking 
the ad and optimizing their experience. 
A clickthrough url should lead to a 
page with all relevant information. The 

Get Creative by Jeni Bible

Best Actress

EMMA STONE
“LA LA LAND”

Best Actress

EMMA STONE
“LA LA LAND”

Think about this year’s Oscars Best Picture 
snafu. The information on the card was 
a victim of poor design hierarchy. “Best 
Picture”, the ‘headline’, was the smallest 
piece of text on the card. Had it been 
the biggest and boldest, and the other 
important piece, the winner (Moonlight) 
been more prominent, the entire 
situation could’ve been avoided. When 
it comes to an ad and its copy, think of 
the target audience as Warren Beatty 
and Faye Dunaway. Extra details aren’t 
as important as the core message. Your 
headline should be direct, to the point, 
and should be the focal point of the ad. 

will give the user a means to obtain all 
the information they could possibly want.

Similarly, in an ad, the user should be 
able to dissect the entire message in 
roughly eight words or less. A clean, 
minimal font, bright, contrasting, on-
brand colors, and a complimentary 
image will help with this.

The final questions go hand in hand. Will 
the user click the ad? In short, maybe not, 
but that isn’t a bad thing. While it is true 
that out of every thousand impressions, 
on average only five will click, digital ads 
are still among the most cost-efficient 

Easy To Read Fonts

Bold, Branded Colors

Prominent Brand Logo

Sparse Imagery

Clear Call-To Action

Direct Headline
(Rotates through different messages)

Secondary Message
(Static)

sale or coupon, if there is one, contact 
information, and any other relevant 
information the user could use.

When it comes to mobile advertising and 
its increasing role in marketing, the Follow 
the Eyes creative team spends countless 
hours staying on the cutting edge of 
graphic design. Understanding these 
challenges, engaging the user with short, 
easy to understand ad copy, encouraging 
the user to engage with a call to action, 
and providing them with those that do 
engage with all the information they 
need is what gives Follow the Eyes the 
Competitive Edge.
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Employee Spotlight - Ellen Dykes
I have 7 years’ experience in selling TV for 
a NBC affiliate in Memphis along with 
5 years selling for the CBS affiliate and 
in between NBC & CBS I went to the 
other side of the table and served 3 years 
as Director of Marketing for the largest 
furniture store in Memphis. After my 5 
years with WREG/CBS I decided I was 
ready to go out on my own. I had been 
working for quite a while on my business 
plan and my timeline to execute.  A dear 
friend of mine who knew that I had been 
working on a plan to go out on my own 
met me for lunch. She started to discuss 
how this agency out of Ohio was looking 
to start a satellite office in Memphis.  The 
more she talked, the more it sounded like 
my business plan! That’s when I realized 
the stars were being aligned for me to 
work with FTE.

As Director of Business Development for 
FTE, I really like being able to work with 
clients that over the years have become 
my friends! I can better serve their 
company with a set of instruments no 
one else in Memphis truly has! And now I 
am no longer working just a piece of the 
puzzle, I am working the whole puzzle 
and that is very fulfilling!

Working for FTE has allowed me to enjoy 
my family. My husband Russell and I 
have been married for 18 years and our 
2 daughters, Belle 16 and Reagan 12 
keep us on our toes. We love attending 
Alabama football games, Roll Tide! When 
we aren’t rooting for the Tide, we are 
supporting the high school band or JR 
High Basketball. 

Birthdays Are
Worth Celebrating

At Follow The Eyes!

Jeni’s
Birthday!

Upcoming 
Birthdays

Adam Sealts 4/13
Devon Cook 5/31
Lisa Coleman 6/18
Lisa Morris 6/21

Brad’s
Birthday!
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