FOR IMMEDIATE RELEASE
 [Cable provider] Commencing Negotiations with [Broadcaster] to Carry [call signals]
[Cable provider]’s Goal is to Keep Rates Down and Channels on the Air
Contact:
Cable Operator Marketing / PR Contact 

Office

xxx-xxx-xxxx

Cell:

xxx-xxx-xxxx

Email:

your.name@cableco.com
[City/Town, State – Date] – [Cable provider] [will soon enter/has entered] into negotiations with [broadcaster] for the right to carry or “re-transmit” its [TV station/call signals] signal in [market/city].  [Cable provider]’s goal is to negotiate the lowest costs for programming and to provide customers with better service options.  But the fees to ensure access to channels like [call signals] are only getting more expensive.
“[Cable provider] is committed to signing deals for the programming our customers want at reasonable monthly fees and to avoid a situation where corporate broadcasters temporarily remove popular programs,” said [cable provider CEO/spokesperson]. “We negotiate in good faith, but this process has gotten harder over the years.” 
This process, which occurs across the country typically every three years, pits local cable businesses against national corporate conglomerates.  Historically, broadcasters were locally owned businesses that worked side-by-side with cable companies in the communities where they operate.  But as the broadcast industry has gone corporate, local cable operators are forced to negotiate with regional and national entities whose owners and employees are outside the community.
While [Cable provider] strives to keep negotiations fair and amenable, it can sometimes get contentious, with broadcasters looking to maximize their income from cable providers. That’s because broadcast retransmission fees are a growing source of income for corporations like [broadcaster] at a time when other revenue streams are shrinking: These fees are projected to cost U.S. consumers and satellite and cable operators $11.6 billion annually by 2022, a 51 percent increase from 2016, according to SNL Kagan.  This can make it more difficult to come to an agreement.
“While broadcasters demand a sharp increase in fees and then potentially pull their channels from the air until their demands are met, [cable provider] will be fighting on behalf of our customers to keep rates down and maintain uninterrupted programming.”

For more information about how and why local companies like [cable provider] are subject to these lopsided negotiations every few years, go to KeepTheConnections.com.
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