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Now that CRS 2018 has officially wrapped, we have 
several tips and tricks to help you get the most 
out of your time in Nashville. From rookies to old 
pros, everyone can benefit from a new perspective 
on networking. Just remember: Everyone is afraid 
to make the first move; everyone is human, just 
like you; everyone is valuable, no matter their title 
or market size; everyone is nice; and everyone is 
social. In the final installment of our Networking Tip 
Sheets series, we’ll offer valuable input from indus-
try pros who have made networking at CRS part 
of their job, and their career has benefited from it. 
Use these tips to maximize your experience at CRS 
2018 after the seminar and solidify the relationships 
you have created.

Use these tips to maximize your experience 
before, during, and after CRS 2018.



1.  Rate the panels
- Use the official CRS 2018 app to rate each panel you attended and 
leave feedback about what you would like to see for CRS 2019

2.  Follow up with your new contacts

3.  Get personal

Jerry Butler
Music Master
“Follow up with a thank you card, including another copy of your 
business card. Follow up with a call or email and connect on LinkedIn.”

Ashley Main
Bicoastal Media Country KWRQ/Medford, OR PD/Morning Host
“Email is a personal favorite. I’m good with text and calls, as well. I 
don’t know if it’s an age thing, but for me, Facebook is probably the 
best/easiest mode of communicating and connecting.”

Krisha Newport
Cumulus Country WIVK/Knoxville, TN On-Air Personality
“I reach back out to people that I have had a great interaction with, 
and I keep a supply of random postcards that I send to thank people 
for their time.”

- Drop a personal email or handwritten note to each contact

- Be specific about the conversation or interaction you had -- look at 
the notes you made on each person’s business card

Alana Lynn
Entercom Country KMLE/Phoenix, AZ MD/Afternoon Host
-“Email me or connect on social media. It means that you have taken 
the time to: 1) remember who I am, and 2) see number 1.”

- Reiterate who you are and where you work

Raffaella Braun
Warner Music Nashville Mgr./Regional Radio & Streaming Promotion
“A simple email reminding me of where and how we met at CRS is 
perfect! It’s an easy way to track a relationship, search for past topics of 
interest, etc.”

- Offer to collaborate in the future
 - It’s as much about the give as the get
 - Offer assistance and solutions instead of asking for favors

Raffaella Braun
Warner Music Nashville Mgr./Regional Radio & Streaming Promotion
“FOLLOW UP! Networking only works when you activate your intentions! 
Find out about different markets and cities, visit them, or stay pen pals 
occasionally.  And, when you’re in a position to help others or be a sound-
ing board, embrace it! I attend shows in different markets and invite those 
people to come with me!”

Lois Lewis
iHeartMedia Country KNIX/Phoenix, AZ APD/MD/On-Air Personality
“This industry is always about meeting people. Just network & never burn a 
single bridge.”

- Find something about each new contact to connect with on a personal 
level

Kimsey Kerr
Red Light Management, Marketing
“You have to stay in contact. Meet after CRS, or at least keep the 
communication going via email or phone. You could even become 
friends on social media and check in occasionally. You’re going to con-
nect with people on different levels. Be professional, and use your best 
judgement on how to keep in touch.”



4.  Follow up on your follow-ups

5.  Stay “social”

- Make a note of something you find that the two of you have in com-
mon, and engage them in conversation about more than just business

Briana Galluccio
MCA Nashville Coord./Promotion
“I followed up with emails or thank you notes – people LOVE hand-
written thank you notes! Write someone a note saying it was great 
to meet them and that you appreciate their [insert specific piece of 
advice or wisdom]. Ask them to get coffee. People love coffee, and 
they love to feel like they’re making a difference.”

- Set reminders to reach back out to contacts in a month

Shannon Potts-Franco “Sunny Leigh”
Scripps Country KVOO/Tulsa, OK Morning Host
“Email, social media, and -- if they aren’t creepy -- I give them my num-
ber! So far, I’m batting 1000!”

Danny Dwyer
Alpha Country KUPL/Portland, OR MD/Midday Host
 “With the social media world we live in today, put yourself to work 
via Facebook and Instagram. Ops Managers and PDs can see you 
-- and somewhat get to know you and your lifestyle -- and request a 
friendship. In the last year, I have made multiple new Facebook friends, 
and I plan on seeking them out to say hello this year at CRS. After 
all, we only get this once a year, so make the most of it. Get out and 
NETWORK!”

- Touch base about current events in the industry landscape, or share a 
new tip you may have learned that is making your life easier at the office

Danny Dwyer
Alpha Country KUPL/Portland, OR MD/Midday Host
“I did get a promotion to Music Director at The Bull. Not through 
CRS, specifically, but I was able to speak with various MDs in the 
industry during CRS, and they helped answer some questions and 
concerns for me to help prepare me for the position.”

- Continue to engage in conversations with peers via social media

Alana Lynn
Entercom Country KMLE/Phoenix, AZ MD/Afternoon Host
“I will also give their station a listen or check-out their website and send an 
email complimenting them on something they are doing. For record label 
contacts, I usually will just follow-up via social media or email.”

- Join industry-focused pages or groups

Lois Lewis
iHeartMedia Country KNIX/Phoenix, AZ APD/MD/On-Air Personality
“Generally, LinkedIn for music industry professionals, general managers, and 
executive-level management. I also use my email contact list and BIA data-
base to contact stations, programmers, and general managers. Networking 
is really what happens after the initial meeting.”

- Share industry articles you find interesting or useful

Jerry Butler
Music Master
“Generally, LinkedIn for music industry professionals, general managers, and 
executive-level management. I also use my email contact list and BIA data-
base to contact stations, programmers, and general managers. Networking 
is really what happens after the initial meeting.”



- Ask questions of your new pool of contacts; learn from one another 
year-round

Annie Brooks
Triple Tigers Records Dir./West Coast Promotion
“It led me to a few interviews that came out of networking.”

Shannon Potts-Franco “Sunny Leigh”
Scripps Country KVOO/Tulsa, OK Morning Host
“It is currently helping me in my search to find a new co-host! I’m network-
ing with tons of folks I’ve met at CRS and asking about potential applicants, 
current applicants, and future stars.”

Raffaella Braun
Warner Music Nashville Mgr./Regional Radio & Streaming Promotion
“I have been attending CRS since the early 2000s when I was an assistant 
at CAA. Even back then, I could not believe the network of radio folks that 
I met and learned from! I had worked awards show remotes with Ellen 
Appleton Productions, Premiere Radio Networks, AND Westwood One, and 
I had met some wonderful personalities that I was able to reconnect with at 
CRS. But, they introduced me further to their teams at CRS, and I was able 
to increase my network, find friends, and attend events and seminars that I 
believe led to my career as an Agent at CAA, and then as the WAR West 
Coast rep for 6+ years now. I am a firm believer that CRS helped me get 
into the label world after 10 years of Agency life and networking at CRS. 
While my relationships with the bosses at Warner were formed outside of 
CRS, I know for a fact that when my name was discussed with radio influenc-
ers as a potential candidate, more people knew me from CRS networking 
than those doing hiring assumed I knew!”
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