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THE SMART WAY TO GET A JOB IN 

BROADCASTING 
A complete guide to cold contacting employers 

 
By Jon Chelesnik 

CEO, Sportscasters Talent Agency of America 
 
 
The information contained in this guide is for informational purposes only. 
 
Any advice that I give is my opinion based on my own experience. The implementation 
of ideas suggested in this manual does not guarantee success in the job market. 
Publication of the suggestions in this manual is simply a recommendation and an 
expression of my own opinion. 
 
No part of this publication shall be reproduced, transmitted, or sold in whole or in part in 
any form, without the prior written consent of the author. All trademarks and registered 
trademarks appearing in this guide are the property of their respective owners. 
 
Users of this guide are advised to do their own due diligence when it comes to making 
career decisions. By reading this guide, you agree that myself and my company is not 
responsible for the success or failure of your career decisions relating to any 
information presented in this guide. 
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It is estimated that 80% of the job opportunities in the U.S. job market are 
unadvertised.  
 
Whether you are looking to work on the air or behind the scenes, many of 
the best jobs in sports broadcasting are not going to be found on the 
Internet. That is why I’m writing this book.  
 
You are giving yourself a much greater chance to advance your career if 
you tap into the gold mine of unpublished opportunities. Most people are 
afraid to do it, though, because it involves a game plan that has unfairly 
taken on a taboo connotation: cold contacting. 
 
Cold contacting is a largely ignored strategy because many people are 
afraid to do it. They’ve heard that employers don’t like to be cold-
contacted. Not true. Employers don’t like annoying cold contacts. However, 
they love meeting talented people who present themselves professionally 
and creatively. If you demonstrate to an employer that you can help them, 
they will be grateful to hear from you. 
 
You have to cold contact the right way, though.  If done improperly, it can 
blow up in your face.  
 
In this book, I’m going to show you how to cold contact sports broadcasting 
employers so that you will distinguish, not destroy yourself. 
 
 
 

“If at any point while you’re reading this guide 
you have questions, please don’t hesitate to 
contact me. You can best reach me on Twitter 
(@staatalent), or on the STAA Facebook Page. 
Even if you don’t have any questions, I’d love 
to connect with you and say hello! If you want 
to reach me in private you can email me at 
jon@staatalent.com.” 



_________________________________________________________________________________________________________________	  

	   3 

 Cold Contacting to Get a Job - STAA 

www.staatalent.com	  

	  

 
 
 
 

 
Why You Should Cold Contact………………………………………… 4 
 
Three Excuses Why Job Seekers Don’t Cold Contact……….……. 5 
 
Be Smart About the Stations You Target………………..…..….…… 6 
 
How to Introduce Yourself…………………………..…………….…… 8 
 
Successful Follow Up……………...……….………..………...……… 12 
 
Final Words from Jon…………………………………………..….…… 14 
 
About the Author……………………………………………….……..… 16 
  

Table of Contents  
	  



_________________________________________________________________________________________________________________	  

	   4 

 Cold Contacting to Get a Job - STAA 

www.staatalent.com	  

Why You Should Cold Contact 
 
Since you are reading this, you have likely experienced the primary challenge of the 
sports broadcasting job market: lots of people applying for relatively few positions. 
 
Wouldn’t it be awesome if the number of people you were trying to stand apart from 
were closer to 10 instead of 110? It can be. Better yet — wouldn’t it be great if YOU 
could be the person who places your name in that limited pool of candidates? Cold 
contacting sports broadcasting employers is how you can do it. 
 
 

Which sportscasting job market odds would you prefer? 
  

 
 
 
 
 
 
 
 
 
 
 
  

                       Non-cold contacting      cold contacting 
 
 
When you cold contact an employer, you are introducing yourself and expressing your 
interest and availability for future job opportunities. Opportunities that don’t yet exist are 
not advertised. Therefore, you are putting your name on the employer’s radar at a time 
when not a lot of other job seekers are also vying for his attention. 
 
When done correctly, cold contacting works equally well for full-time, part-time and 
freelance opportunities. 
  



_________________________________________________________________________________________________________________	  

	   5 

 Cold Contacting to Get a Job - STAA 

www.staatalent.com	  

Three Excuses Why Job Seekers Don’t Cold 
Contact 
 
I first titled this section “Three Reasons Why Job Seekers Don’t Cold Contact.” I 
changed reasons to excuses, though, because calling them reasons validates them. 
The definition of excuse is an explanation put forward to defend or justify a fault. In 
other words, an excuse is a poor attempt to rationalize not doing something you should 
be doing. 
 
Here are the three most common excuses I hear from job seekers about why they don’t 
cold contact employers: 
 
1. There isn’t an immediate opening 
We live in a society of instant gratification. Job seekers don’t want to invest their time 
and money in pursuit of jobs that don’t yet exist. They need employment today, not 
three months from now. What they don’t understand is that applying only for the same 
advertised jobs as 100 other applicants usually results in the job market taking more 
than three months. 
 
2. It’s awkward 
Contacting an employer for whom you would like to work can be uncomfortable. 
Contacting one who doesn’t even have a current opening can be even more unsettling. 
Whether you are reaching out to a radio station program director, a TV news director or 
the general manager of a team, corresponding with someone who could hold the key to 
the next step of your career is a nerve-racking experience if you don’t know what to 
say.  I am going to show you how to address those challenges in a little bit. 
 
3. Fear of being a bother 
I hear this one all the time, especially from job seekers in their 20s. “I don’t want to cold 
contact an employer because I’m afraid of being a bother.” You are only a bother if you 
are unprepared and your approach is not well thought-out. Again, I am going to help 
you with those things in this manual. 
 
These three common excuses for not cold contacting employers actually work in your 
favor. Because it is hard, your competition isn’t doing it. Because it is hard, cold 
contacting is an easy way to set yourself apart.  
 
The loser says, “It’s too hard. I can’t do it.” The winner says, “It’s hard, but I will find a 
way.” 
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Be Smart About the Stations You Target 
 
It’s one thing to work hard in the job market. It’s another to work smart. When you are 
cold contacting sports broadcasting employers, work smart. Put together a target list 
using these four guidelines. 
  
1. Fewer is Better 
Regularly, sportscasters tell me how many demos and resumes they’ve sent to 
employers — 50, 60, sometimes as many as 100. Their effort is certainly to be 
commended, but their efficiency leaves a lot to be desired. Here’s why. In order to have 
success in the job market, you must follow-up your applications with a game plan of 
polite persistence. It is extremely challenging to effectively follow-up 50 applications.  
 
Your job search will be much more efficient and effective if you target 15 or 20 
employers and follow-up diligently, rather than contacting 50 or 60 with little or no 
follow-up. 
 
2. Be Specific  
A common mistake people make when cold-calling is 
to say, “I am interested in any opportunities at your 
station.” That will never work. Someone who will 
accept any job is likely qualified for none. It also 
simply sounds desperate. Instead, know exactly 
what role you want to fill and be sure it is one for 
which you have sufficient experience. Don’t say you 
want to be an anchor/reporter even though your only 
broadcasting experience is doing football play-by-
play. 

 
3. Market size 
The ability to realistically assess your own broadcasting ability is invaluable when cold-
prospecting. A recent college grad who wants to work in New York, LA or Chicago isn’t 
going to break into those markets as a sports talk host. Getting in as a board op or 
maybe a producer is a much more reasonable goal. Someone with three years of 
experience in Sheboygan is also unlikely to get a sports talk gig in a Top 20 market, but 
it is reasonable they can get a gig as a sports update anchor or reporter. 
 
Be realistic when evaluating what you are ready for in the next step of your career. 
  
  

“ To have success in 
the job market, you 
must follow-up 
your applications 
with a game plan of 
polite persistence.” 
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4. Geographic Desirability 
 
The places you target should be geographically desirable to you, but your chances for 
employment will be better if you are geographically desirable to the employer. Most 
sports broadcasting employers prefer to hire regionally. They want someone who 
knows the local sports teams and their history. Hiring regionally also cuts down on 
relocation expenses for the employer.  
 
Of course, choose targets in parts of the country where you would like to live. Maybe 
you have family in the region, you like the weather, or you just want to try something 
new. 
 

  



_________________________________________________________________________________________________________________	  

	   8 

 Cold Contacting to Get a Job - STAA 

www.staatalent.com	  

How To Introduce Yourself 
 

 
 
As we said in Chapter 3, introducing yourself to a perspective employer can be 
awkward and sometimes intimidating. It’s an uneasy feeling when you are applying for 
an opening that, as far as you know, doesn’t currently exist. Hopefully, we minimized 
that concern for you in the previous chapter when we discussed approaching 
employers with a specific role. 
 
Some people also struggle with introducing themselves to employers simply because 
they are afraid of being a nuisance. To the contrary, though, someone who presents 
him or herself confidently and professionally is impressive to employers. 
 
Email vs. Phone 
Are you hesitant to introduce yourself because the thought of the phone call makes you 
nervous? You’re in luck. A phone call does demonstrate desirable aggressiveness and 
confidence and allows an employer to hear your personality. However, email is 
overwhelmingly better for two reasons: 
 

1. You can carefully choose your words for maximum impact. 
 

2. Email is unobtrusive. An employer can read it when at their convenience. You 
don’t have to worry about catching them at a bad time or in a bad mood. 
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Writing Your Email 
 
If you remember only one thing from this chapter, remember this: you MUST customize 
your email to the station you are contacting. 
 
I once received the following email from the program director of a sports radio station in 
a Top 3 market. He had just received a generic prospecting letter from a recent college 
graduate:  
 

“This is a pet peeve of mine, potential hires sending blanket emails, 
just changing the name they address it to.  Why would I hire (or take 
a chance) on someone who doesn’t take the time to get to know what 
he’s trying to get involved with?   
 
It’s great that he’s trying to sell himself, but do it 
customized to the person you’re reaching out to.  
Otherwise, it just looks like he’s doing a cut and 
paste job.  I don’t need cookie cutter hosts. I need 
creative thinkers that can provide more than the 
‘usual’ pitch.  And when I see someone who isn’t 
offering anything more than a change of the name, 
it hits my trash folder pretty quickly, especially in 
[one of the top three] media markets in the 
country.   
 
Also it’s critical to know the audience you’re looking for … I’m in 
[name of city] and while it’s great that he’s working to go for the top, 
he needs to come with more than just covering the ACC … I need 
real experience in a major market, and a story of success to sell.   

 
I don’t want you to invoke a similar reaction from the people you will be contacting. 
Here are some suggestions for writing your email to ensure that your correspondence 
elicits intrigue instead of annoyance. 
 
  

“You MUST 
customize your 
email to the 
station you are 
contacting.” 
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A job-prospecting email is very similar to a cover letter There are three main parts: 
 

1. The Opening Paragraph 
Start your prospecting email by stating your reason for contacting the station, which is 
to express your interest in future opportunities at their station. And don’t just say, “your 
station.” Refer to the station as it refers to itself. Ex: 670 The Score. 
 

In the second part of your opening paragraph, tell them what it is about 
them that is of interest to you. You might have to do a little bit of research. 
Maybe it is the fact that they are the top-rated sports station in the market, 
or that they are the flagship for the local NFL team. 
 
Here is a great way to test whether your opening paragraph is good:  

 
Ask yourself if the opening paragraph could be sent to even one other employer in the 
country. If the answer is yes, then you need to be more specific about why you want to 
work for that employer. 
 
By the way, when stating the reason they are attractive to you, make it about them, not 
about you. Don’t say, “this is the next logical step in my career,” or “I have always 
wanted to work at a major market sports radio station.” Your letter needs to be about 
what you can do for the station, not what the station can do for you. 
 
2. Sell Yourself 
The second paragraph is where you sell yourself. State your experience 
that is RELEVANT to the position you seek. I can’t stress this enough. 
People wreck this part all of the time. If you are prospecting for a job as 
a sports update anchor at a radio station, there is no reason to include 
your play-by-play or TV experience. In fact, not only is there no reason 
to mention it, but doing so will compromise your presentation. It gives 
the impression that you don’t know what is important and what is not. It also makes 
your letter look like a form letter. 
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3. Be Proactive 
Whether you are writing a prospecting letter or a standard cover letter, close it out by 
being proactive. Too many people make the mistake of saying something along the 
lines of, “Thank you for reviewing my stuff. I hope to hear from you.” That does nothing 
to further your application. Waiting to hear from the employer is the equivalent of 
LeBron James passing off to the last guy on the bench for the potential game-winning 
shot in Game 7 of the NBA Finals. Keep the ball in your hands by giving the employer a 
date upon which you will follow-up to briefly introduce yourself. 
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Successful Follow Up 
 
A friend of mine was a sportscaster who spent many years in the job market, rarely 
hearing back from employers. Nothing changed until he came to realize the necessity of 
following up his applications. 
 
“I made a lot of mistakes along the way,” he says. “I used to just send resumes out into 
the void and hope they’d speak for themselves. When I first started, I didn’t follow up 
and when I found out I needed to, it was still a struggle because I’m nervous on the 
phone.”  
 

Following-up by itself isn’t enough. HOW you follow up is 
what matters. The best strategy is polite persistence, and 
the best way to achieve polite persistence is through 
creativity. 
 
There’s a good chance the employer will take your initial 
introduction with a grain of salt. Polite persistence is where 
you start to convince someone of your genuine interest in 
their station or team. Employers receive the same, tired 
correspondence from job seekers with mind-numbing 
regularity. Make yourself memorable by doing something 
different.  
 

An STAA client, one who got a job as a TV sportscaster, puts it this way. “You don’t 
want to come across as needy, but you also don’t want to seem indifferent about 
whether or not you get the job. Don’t constantly ask, ‘how is the process going.’ 
Instead, email every now and then, revealing something unique about you or something 
you can provide if they hire you.” 
 
Here are three tips for following-up your correspondence: 
 
1. Timing 
When a station has a current opening, keep you name in front of them weekly. When 
you are prospecting, though, once a week correspondence is way too much. Once a 
month or once every six weeks will ensure that you don’t become annoying. 
 
2. Pick up the phone 
Your first follow-up should be via telephone, as you said you would do at the end of 
your introductory email.  
 

“Following up 
by itself isn’t 
enough. HOW 
you follow-up 
is what 
matters.” 
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An STAA client who took a job in minor league baseball says the employer who hired 
him told him that his follow-up call put him on the employer’s radar “as someone worth 
interviewing.” 
 
Whether you get the employer live or you get their voice mail, you want to accomplish 
two things in your call. 1) Reiterate to the employer what it is about his organization that 
is of interest to you. 2) Re-state your relevant experience. The goal of your follow-up 
call isn’t just to keep your name in front of the employer. It is to solidify yourself as 
someone worth considering. 
 
3. Be creative 
Remember what I said a moment ago: the best way to achieve polite persistence is 
through creativity. Your follow-ups don’t have to be outrageous, just different. Here are 
some ideas that I share regularly with sports broadcasting job seekers to help get the 
creative juices flowing: 
 

✓ A football, basketball, baseball or hockey puck with your name and 
number or a short message on it. 
 
✓ Your resume and cover letter inside a shoe with a note, “I just want 
to get my foot in the door.” 
 
✓ A brief list ideas you would bring to the position. 
 
✓  A mock segment of you performing the job you are seeking. 

 
I have to be careful here about sharing too many ideas because I don’t want everyone 
reading this book to all be doing the same thing. Then the ideas lose their originality, 
which defeats the purpose. 
 
There are two caveats to the creative approach: 

1. You must know your audience. Choose something that will appeal to them.  
2. Choose something that fits your personality. The approaches that work for one 

person might not work for another. 
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Final Words from Jon 
 
Congratulations! The fact that you’ve made it to this page of the manual demonstrates 
your dedication to being successful.  
 
I know I’ve provided you with a lot to think about, but you now have the knowledge to 
take the information, combine it with your skill and experience, and go out and make a 
splash in the job market. Here are a few final thoughts I’d like to share with you before I 
finish up. 
 
You Hire You 
A former sports radio program director in Chicago told one of my seminar audiences, “I 
don’t hire you. You hire you.”  You’ll get out of the job market exactly what you put into 
it. Working smart in the job market takes a lot more time than just working hard. The 
payoff, though, is landing the job that advances your sports broadcasting career. Few 
things in life will ever be more worth your investment of time.  
 
Results Take Time 
In our instant gratification society, it’s difficult to invest in things that don’t have an 
immediate reward. If you graduated from college, it likely took you at least four years to 
earn your degree. Fortunately, the sportscasting job market doesn’t take nearly that 
long, but you should expect it is going to take at least three months. Exactly how long it 
takes will be based upon your ability and your effort. Looking for a full-time job IS a full-
time job. If you aren’t attacking it for several hours each day, then ask yourself if you 
are truly giving it your best shot. 
 
Don’t Be Afraid to Ask for Help 
If you aren’t sure you are doing something right, don’t risk doing it wrong and potentially 
miss out on opportunities. Instead, ask for help so you can put your best foot forward. 
 
Take Action 
A plan without action is only a dream. Remember what the former Chicago sports radio 
PD said, “I don’t hire you. You hire yourself.” 
 
As I wrap up, I want to share with you a story. The summer before my freshman year of 
college, I was training to tryout as a walk-on for the basketball team at Kansas State 
University. My dad gave me a t-shirt. On the back it said, “Somewhere, someone is 
working harder than you. When you meet them in head-to-head competition, they will 
beat you.” The same is true in the job market. Invest the time it takes to make a great 
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impression. I guarantee you that somebody else is, and when you apply for the same 
job, they will beat you. 
 
I want you to be the person who out-works everyone else in the job market — the 
person who sets the bar by which everyone else will be measured. I know you can do it. 
 
Will you thrive in today’s sports broadcasting job market? By virtue of the fact that you 
have read this, I would say you have already taken a big step in that direction! 
 
 
 

 

 
 

  

Thank You So Much! 
 
I hope you’ve enjoyed this manual as much as I loved writing it for you. 
I can’t thank you enough for your support of Sportscasters Talent 
Agency of America and everything we do. 
 
I appreciate you for taking time out of your day or evening to read this, 
and if you have an extra second, I would love to hear what you think 
about it. 
 
Please leave a comment at http://tinyurl.com/po3dqbk, or if you’d 
rather reach me in private, don’t hesitate to shoot me an email. I read 
each and every single comment and email, so don’t be afraid to say hi! 
 
Lastly, if you haven’t already, you can follow me on Twitter 
(@staatalent), and join in on the conversations going on right now on 
our Facebook page. 
 
Thanks again, and I wish you nothing less than success! 
 

 
Jon Chelesnik 
jon@staatalent.com 
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About the Author 
 
A former sports broadcaster, STAA CEO Jon Chelesnik has been 
where you want to go, and has traveled the same road you are 
traveling. He hosted his own show on ESPN Radio Network and has 
done college and professional play-by-play on both radio and TV. He’s 
also struggled to pay his bills on an $18,000-a-year entry-level salary 
and fought self-doubt when getting to the next stage of his career 
wasn’t happening as quickly as he thought it should.  
 
It is these shared experiences that make Chelesnik uniquely qualified to help 
sportscasters at all levels to advance their careers. 
 
Chelesnik is a graduate of Kansas State University (go Wildcats!) and a member of the 
Board of Directors of the National Sportscasters and Sportswriters Association. He is 
also a popular speaker at broadcasting industry conventions, on radio shows, and at 
broadcasting schools and sportscasting camps. 
 
Career highlights 

✓ Board of Directors, National Sportscasters and Sportswriters Association 
✓ Guest speaker, RadioInk Sports Radio Conference 
✓ Panelist, Leaders in Media Conference at Texas Christian University 
✓ Guest speaker, The Conclave 
✓ Guest speaker, Kansas State University 
✓ Sports Broadcasting Instructor, Palomar College 
✓ Sporting News Radio Fill-In Host/Anchor 
✓ ESPN Radio Network host 1999 – 2003 
✓ Host/Anchor, XTRA Sports 690, San Diego, 1993 – 2000 
 
 


