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What are Promotions?

Promotions are a great way to create awareness 
about a product in combination with or without 
traditional advertising.  Promotions add value to 
the advertising dollar.  In this chapter, three radio 
stations and/or networks explain the promotions 
they have conducted with advertisers.

Many of the farm broadcasters at NAFB radio 
stations and networks have developed unique 
ideas for farm promotions that generate revenue.  
Opportunities include events like May Beef 
Month, June Dairy Month or National Ag Week 
with listener prize giveaways and trivia contests, 
special sponsored news reports, or paid remotes 
featuring area farmers and/or agribusinesses.  
Several NAFB stations also organize farm lunch 
promotions during spring planting, provide paid 
reports during harvest or have even developed 
annual tractor rides in their area that generate 
sponsorship opportunities.

Examples of Promotions
Northland Ford Truck Giveaway – WNAX, 
Yankton, SD

WNAX Radio in Yankton, South Dakota annually 
conducts the WNAX/Northland Ford Truck 
Giveaway.  The Northland Ford dealers provide 
a new pickup truck for the annual giveaway in 
return for a set amount of promotional plugs.  
During September through early January remote 
broadcasts are sold to livestock auction barns and 
other businesses in which listeners can sign up to 
win one of 57 keys that may start the truck.  Those 
finalists must attend the live final giveaway at the 
Dakota Farm Show in Vermillion the first week of 
January.

In the spring WNAX also organizes a “Seed a 
Section” contest.  The station partners with a seed 
company to run a listener promotion.  During 
each weekday of the four week promotion, the 
station highlights a different hybrid or variety 
that is announced several times a day during farm 
programming.  If, at the end of the day, a listener is 
a selected caller and can name the seed of the day 
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Learning Objectives:
• Describe what a promotion is and how it can benefit a station.
• Explain what co-op advertising is and how it works.

Promotions can be a fun way to promote a station or a product
(Photo courtesy of Michelle Rook, WNAX)

Promotions can help with station recognition and loyalty
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they win 20 acres of seed.  At the end of the four 
weeks the station has given away a whole section 
of seed.

Information provided by Michelle Rook of WNAX

Harvest Lunch – Red River Farm Network 
(Minnesota and North Dakota)

Lunch is delivered to the field (spring planting, fall 
harvest, or anytime) twice a week for five weeks.  
Farmers are invited to call in and register with the 
receptionist.  Lunch consists of 10 Subway sandwiches 
and a 12 pack of Pepsi.  Monday and Wednesday 
mornings at 7:30, a name is drawn and the winner 
is called.  The broadcaster chats on the air with 

the winner about their harvest progress and gets 
directions to the winner’s field/farm.  Tuesdays and 
Thursdays (the following day) the lunch is delivered 
to them at the field (or their farmstead).  Subway has 
the sandwiches and condiments prepared to pick up 
an hour before.  Sponsors are Farm Credit Services 
and Subway.  Farm Credit Services is notified of the 
winners and often had an FCS officer join the station 
in the field.  FCS often shot photos and used them in 
their newsletters.  This promotion generated excellent 
revenue, prize cost was very modest and the public 
relations value exceptional.

Information provided by John Vasichek of             
Red River Farm Network

Farm Babe Buckets – Wisconsin Farm Report 
(Madison, WI)

The primary sponsor for this promotion was Kwik 
Trip convenience stores—known for their milk 
in a bag and fresh produce.  The station picked 
different Kwik Trip locations to appear at for two 
hours during afternoon drive time.  They would 
announce the location for that day only shortly 
before arriving.  If people purchased a bag of milk, 
they were provided with a “Farm Babe Bucket” 
full of gift certificates and other assorted prizes.  
They had a limited number of buckets, which 
were sponsored by a local farm supply store.  They 
were small, eight quart buckets so anyone could 
use them to water animals or wash windows.  
Several sponsors were involved with providing 
merchandise for the buckets.

The promotion was a great money maker with 
high visibility.  People were lined up around the 
block before the station arrived to get their buckets 
– sometimes the store locations would actually be 
out of bagged milk before the station arrived.  This 
was really visual for the clients involved and fun to 
see how fast an audience can respond.

Information provided by Pam Jahnke (a.k.a. The 
Farm Babe), Wisconsin Farm Report

There are many other great promotions that have 
been developed at NAFB member stations and 
networks all over the country.  Contact your local 
NAFB farm broadcaster for more information.

Creating a good promotion can be challenging, but the results 
can be rewarding

Co-op advertising can be a cost-effective way to help promote 
a business
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Activities/Discussion Questions
Divide into groups and complete the following tasks:

• Develop an idea for a new promotion and a plan to carry it out that would work for a local 
agricultural dealer and station in your area.

• Present your idea to the class using a presentation that includes a sample of your ideas, such 
as a poster, commercial, or flyer.

• Brainstorm about how co-op advertising might work for agricultural dealers in your area and 
what suppliers or distributors they might work with to develop co-op advertising.

Co-op Advertising

Co-op advertising is a method to help share the 
cost of advertising with a manufacturer, supplier, 
wholesaler or distributor, where the manufacturer 
pays for part of the advertising.  Co-op advertising 
is a great way to help offset the costs of advertising 
while still adequately promoting the business.

In exchange for paying for a portion of the ad, 
the manufacturer or supplier requires the ad to 
mention its product or business.  When a grocery 
store advertises a certain brand of food, when a 
tire store features a famous tire in its ads, or when 
a carpet company features a certain carpet brand, 
you’re seeing co-op advertising at work.

This method of advertising is very lucrative 
for business owners because it allows them to 
reduce the cost of their current advertising or 
even advertise more.  Plus, the manufacturer’s or 
supplier’s product is being further promoted.

The supplier usually has restrictions on certain 
words or phrases that might be included.  Usually 
these rules are very simple and straightforward.

To get started with co-op advertising, first ask the 
suppliers if they have a co-op advertising program.  
Get a copy of the rules and follow them closely.  If 
the rules are not followed, many suppliers will not 
cover their portion of the ad.  Next, meet with a 
media sales representative.  They will help create 
an ad that promotes the business and the supplier’s 
product.  Keep excellent records.  The media 
representative will send invoices that accurately 
detail when the ads ran and which ads were co-op.  
Finally, make sure the company gets reimbursed.  
The supplier or manufacturer usually has a form to 
complete.

Source: National Federation of Independent 
Business

Working with manufacturers to create and promote products 
with co-op advertising can pay off


