
2026 TAB Show Seminar Series to be Presented by 
Gordon Borrell, President/CEO of Borrell & Associates 

Session # 1 – General Session (60 Minutes) 

Title:  Winning Local Revenue in a Digital-First World: What Works Now (and What to 
Stop Doing) 

This session is designed to align the full audience, build seller confidence, and provide a 
clear and practical framework for revenue growth. 

Content Focus: 

• Where broadcast wins: trust, local authority, and owned-and-operated advantages 
• Product mix and margin realities in a competitive reseller marketplace 
• Simplifying the sales message for today’s overwhelmed advertiser 
• Practical framework for addressing attribution objections (e.g., “I just needs clicks 

or calls”) 
• Industry growth trends and emerging revenue opportunities 
• Texas market benchmarks to provide state-specific context 

Session #2 – Interactive Breakout Session (90 Minutes) 

Title: Confidence and Credibility: The New Sales Conversation 

Content Focus: 

• Positioning broadcast and digital as a unified growth system 
• Script refinement and objection handling exercises 
• Consultative language for engaging overwhelmed advertisers 
• Strengthening seller confidence through practical phrasing and positioning 
• Facilitated small-group exercises (groups of approximately 8-10 participants) 
• Texas market examples and benchmarks where applicable 

Session #3 – Interactive Breakout Session (90 Minutes) 

Title: Product Mix, Margin & Competing with 1,000 Agencies 

Content Focus: 

• Evaluating product mix and profitability considerations 



• Navigating third-party reselling versus owned-and-operated solutions 
• Di erentiation strategies in crowded digital marketplaces 
• Protecting margin while delivering advertiser value 
• Facilitated small-group discussion and application exercise 
• Texas market benchmarks for revenue and category alignment 

Session #4 – Interactive Breakout Session (90 Minutes) 

Title:  What’s Next: Fastest-Growing Subcategories, Retention Levers & Surgical 
Prospecting 

Content Focus: 

• Identifying fastest-growing local advertising subcategories 
• Leveraging Texas market benchmarks to prioritize prospecting e orets 
• Building smarter call lists based on category and revenue momentum 
• Retention strategies and creative di erentiation 
• Practical tools for identifying high-value accounts (including market specific data) 
• Facilitated small-group exercise (groups of approximately 8-10 participants) 

 


