With this edition of LMCIS we Route to:
proudly mark one year of our
company, LEARNing More Publisher
Circulation Idea Service LLC. Circulation Director

We purchased CIS from Ron Single Copy Manager
Anderson in November last year and Home Delivery Manager
December 2007 was our first edition.

: Zone Manager
\& Webve tried to sprug };rorr}]cgiosr,]MaHagera
- little and do some redecorating but

always with the goal of helping
circulation professionals. We are proud to be your Ad Director
number one source for circulation ideas.

\

‘x

Marketing Manager

Customer Service Manager

This is an excellent time to thank our contributors. Online Manager
They provide our readers with over 500 years of

circulation and newspaper experience. We like to
refer to them as our AAII b ? O\

Happy .

In 2009 our team is growing as we add 39
additional years of experience with Fred Foutz.
Fred is VP of Circulation for GateHouse Media and Ne “7 Ye Q2 l’ o
a highly regarded industry leader. As we work to
bring you the best ideas in 2009 Fred will be a
great addition. Our team is devoted too bring you
cutting edge ideas for many years in to the future.

Our HAAIl Starso are a remafgkably devo hard
working group that care what happens to our

industry.

This yeards historic presidential el efq il go
down as one of the best selling newspapers ever in

many markets. | was certainly impressed with the Want to discover how to

planning and efforts at many newspapers to reach industry professionals?
maximize sales. While the circulation/newspaper Contact Lewis Floyd about

industry has undergone widespread changes in advertising opportunities in

2008 with the new year around the corner the the number one circulation

recent interest in newspaper give us renewed trade publication, LEARNing
hope. More Circulation Idea

All of us at LMCIS would like to wish Service.

everyone a Happy Holiday season and a

prosperous New Year. CircldeaService@comcast.net or call

him direct at 850.532.9466

Visit us online for your training needs.
www.circulationidea.com
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‘ The Andersdanna Natior |
+ <8 Circulation Director Hall
Fame

We will announce two new members to
this prestigious hall of fame in January.
Nominees: Ken Jefferson, Joe Forsee, Bill
Jardine, Ray Mack, Cy Favor, Harold Schwartz,
Rich Randles, Frank Mastermarino, Don Michel,
John Murray, Fred Foutz, Doug Davis, Tommy
Knowles, and Carl McCarter.

Wedbre taking Don Mich
story on page nine to heart.

We are asking for your testimonials
regarding LMCIS. Please share with us
ways you have used our publication to
be successful in 2008. Also, we would
love to share your testimonials with
readers and nonreaders so get your
guote in today. circulationidea@yahoo.com

LET US HEAR FROM YOU !

Testimmonaly
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IN THE NEWS... _

Danny J, Griffin , age 55, past away September ABC Moves Closer to Counting Anything
23,2008. He was employed with
The Birminngham i News for 22
years.

Glen Tabor, SCMA Treasure and
PastPr esi dent sai
the SCMA President in 1993 and
was honored with a lifetime
membership. He will be deeply
missed by all of us in SCMA.
Tabor went on to reflect how
Danny loved his job and the
newspaper business which he the reports.

showed with his hard work. However, if a newspaper sells more than 5% of its
Special thanks to the o , circulation below 25% of the average price, it will be
Birmingham News and SCMA for this information. noted -- just not on the FAS-FAX or pub statement. Due

N flv off the shel ith to these changes, ABC will discontinue the requirement
ewspapers iy o e shelves wi for newspapers to report an average price.

$10 off coupons Below are the latest changes relating to the re -
organization announced in the summer.

The Audit Bureau of Circulations has voted to modify
changes that will affect newspapers reporting to the
organization. The changes apply to rules that
W@danization voted on last July -- U.S. dailies will be able
to report circulation as long as it's paid.
Currently individually paid circulation is broken out on
the FASFAX and publisher's statement in two
categories: copies sold at 50% or more of the basic
price and copies sold between 25% and 50% of the
basic price. Those categories will no longer be a part of

Coupons for $10 off a minimum purchase of $10 at
Boscovds stores brought s h Merle Pavigsonpthetnewlyrelected chairtnan ofattie ABCs o | d
out newspapers at the Standard-Sp e a k er , T h ebodd ahd d#eetor 8fénedia services at J.C. Penney,

Voice, WilkesBarre, and The Republican & Herald, said: "Many newspapers and their advertisers are under
Pottsville according to Circulation director Joe Nealon. increasing economic pressure. The ABC board is
Nealono6s circulation staff finaiggihe implenteMalich offadrbad se@df sweepigg d ay
restocking shelves. rule changes that will help to lower costs, streamline
Boscovdos operates 39 | ocat iR DetterWdfifeltircdidtich caeforidsanddpfovide 't on,
Wilkes-Barre, Hazleton and Pottsville. greater pricing and marketing flexibility for publishers."

Blog on Newspaper site from Anonymous newspaper carrier

| am a paper carrier (maybe yours). | am part of a movement to get a union in for the paper

carriers and bundle haulers here in County. Currently, an in town carrier makes .076

cents per daily paper that they deliver (yes, less than eight cents each). On a Sunday we

make .32 cent per paper. This adds up to a little over $41.00 a year for each 7 -day a week

customer.

We also have to pay a $5.00 complaint fee for missed deliveries (even when they are stolen),
wet papers and placement complaints. This means that if | get one complaint, the next 65
papers that | deliver are being delivered for free.

We also have to pay for the bags that we deliver these in (we use to get them for free). We

are now required to deliver the and the , Wall street
Journal and many other publications. We make much less on these as little as .04 cents on
some of them.

It appears that it does not make any difference to the if the gas prices have
doubled - our pay does not go up. The bundle haulers do not get any extra money for many
of the papers that they have to deliver to us from the printers and local dock. Even though it
costs them more time to do all of the extra paper work and extra gas for the added weight.

We are struggling to make ends meet so that we can deliver your papers to you in a timely
manner. The attitude that we have been given is if you can't do this just find another job.
Many make less than minimum wage during the week as it is.

| enjoy serving my customers and occasionally meeting them. This job also leaves me time

during the day to do other things. | am asking all that take the tocall -
(circulation) and ask for your carriers name and number. Then call your carrier and urge them
tocall - tofind out more about the union that we are working to get here. This is a
confidential call. Please help us so that we can help each other.
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New ldeas?

Cutting Edge Traini
Development Mate

8-Skills of a Successful
Single Cop%/, Home Delivery anfi .
Customer Service Managers. ’

Plus proven tips for a successf
Circulation Director

gMore——————

Buy all 4 and Save|{

Visit us online at

WwWw.circulationidea.com

U . )
| Circulation:|deaSeryie

For the Budget Mi

Get all FOUBkHs for
the Low Price of $249 anc
pay the shipping and han
Call 2586849 or email us today

clearn2007 @yahoo.com
$69.95 Each Plus $4 shipping and han
if sold separately




Spotlight on growth...

Should we be writing about
your_ newspaper?

These monthly Spotlight on Growth articles are all initiated from
our review of ABC six month Fas Fax reports for US newspapers.
Thus, if your newspaper is not an ABC member, yet is growing
circulation consistently, we have no way of knowing about you
unless you tell us. This also applies to newspapers in Canada, both
ABC members and otherwise.

If you fall into one of those two categories, and have shown daily
circulation growth for the past three years, or four of the last five,
and you would like to have us do a Spotlight on Growth article
about your newspaper, please email me at rnldandr@aol.com, or
call at (585) 381-0686. We look forward to hearing from you!

Thank you!

Ron Anderson

O

Newspaper Carrier De

Promotion Competition sponsored by
LEARNiIng More Circulation Idea Service

Winners to be announced in January 2009. Thanks for all
that entered. Visit us atvww.circulationidea.comto see the best
entries.

Judges 2008

Visit us online for biographical
information about our judges.
www.circulationidea.com

Left to Right:

Debbie Keenan

Dick Fuller

Chris Blaser

Fred Foutz

Steve Learn

LEARNiIng MoCerculationdeaService December 2008




Welcome New All Star

Fred Foutz

Newe st

® A |

Years of Circulatio
Experience to LMC

Fred Foutz is a 39 year newspaper veteran with most of
those in top circulation management posts at daily
newspapers, as well as a couple of years as editor and
publisher of a weekly newspaper. Foutz is a native of Dayton,
Ohio, where he started his career at the Dayton Daily News
as a district manager. His experience includes a ten year stint
with Knight Ridder and two separate terms with Gannett
totaling 15 years. While working for Gannett, Foutz was
awarded the APresidentds

Well known and highly regarded circulation professional Ron

ringo

Anderson had this to say about hi m
1969, when he was at the Hartford Times and | was there on
a three month assignment as a consultant. Fred struck me
then as someone who was very bright and would have a fine
career in our business, and that observation has been proven
correct. 0
Legendary circulation icon Joe Forsee said: fi | met Fred
years ago and was impressed with his enthusiasm and
circulation knowledge. 0
Foutz served on the Board of Directors of NAA, and is a Past
President and Board Chairman of CSCMA. Foutz, a strong Contact
supporter CSCMA, was voted theifr ACi rcul ation Exec¢utive
the Yearo in 1984 and won the fAPr ej:rﬂfe)gﬂatlﬂen:Awar do|in 20
Foust was also active on numerous ICMA committees and
task forces. Please feel free to welcome
After six years as Circulation Manager at the Journal Star in Fred Foutz to our All Star
Peoria, IL, he was promoted to his current position of Vice Team
President of Circulation for GateHouse Media.
Al am excited to add Fred to odJffoulzapiplaredmar Team, © LEARNI
More Circulation Idea Service Publisher Christie Learn said. Fred L. Foutz _
AFred and Keith are tops in thdqVi®€PPUNICUAIYL | ndusfry an
many awards and accolades is proof of their contribution to GateHouse Media
the circulation industry.o Western Region
One News Plaza
Fredds younger brother Keith, WbHeBig9®ieashi s start working
Fred in Hartford, Ct. is a regular contributor to LEARNing 309 -686 - 3149
More Circulation Idea Service. Fax-309 -686 -3143
With tongue fir ml yBoy,thisisdoiagedk Keilth sai d A
be tough on the readers, every month something from one of
the Foutz brothers. Actually, | am looking forward to 2009. It
is going to be a great year for LMCIS readers. o
LEARNing More Circulation Idea Ser vi December2008 n




SELLING NEWSPAPERS

Election Day Results

Make Single Copy Managers Smile

It happened all across this great country. Single copy managers smiled
and added more newspapers. Then they suggested to their circulation
directors to add another press run.

Did circulation people underestimate how many newspapers were
needed or did the demand exceed what could be anticipated? Or did the
cost conscience climate we live in dictate decisions? | think the

answer might be a little of all three. o cdc';;;,ug;z.%.,., [ =3

Here are a few election day results from around the country. No, :~ f "”"""""d') ﬂlurmng Newws.

not who won and | ost. Wedre ta ... o . = ces!
Several newspapers did a fantastic job with their election ‘ 'T’ - ' ‘
planning but look closely at the San Francisco Chronicle. This Histovic wi ‘s. QBAMA,. B=

newspaper clearly had their circulation, marketing and editorial
departments all on the same page. (See next Page)

Due to overwhelming demand, the Savannah Morning News

printed an additional 3,000 copies of their election day results
newspaper. fiWe significantly incr
normally deliver to racks and stores, but it was not enough to keep up
with the demand, 0 said Circulatic jiENIrNEm
wantsamemento i oranextrai of t hi s historic e

Due to demand, The Augusta Chronicle printed extra copies of the
final election results newspaper. Then The Chronicle produced a
special street edition with election results about 4pm. This late edition
featured a large front -page photo of president-elect Barack Obama and
his family. Circulation Director Jeff Hartley said the newspapers were
available in vending machines and retail stores by 5pm Wednesday.

The Virginian -Pilot printed an extra 8,000 copies of the election
results newspaper Wednesday morning but that was not enough.

The Pilot then printed an additional 15,000 copies during the day
Wednesday then on Thursday restarted, the presses to print 15,000
more newspapers.

"We've never had to do this since I've been here," said Circulation
Director Mark Quan, who has been with the newspaper for eight years.

The Virginian-Pilot started the day with a run of nearly 196,000 copies.
That included 20,500 for "single-copy sales," up from the usual 12,500.
The newspapers went fast, triggering the move to print an additional
15,000 copies. Those sold out, too, by late afternoon, Quan said.

"We had store managers from Farm Fresh, 7-Eleven, Food Lion, and
Wawa who were jamming up our phone lines saying they were sold
out at 9am," he said.

"We've had people here downstairs," he said, referring to the
newspaper's main office, "sometimes 15 at a time, wanting to buy
more than one"Quan added.

LEARNing More Circulation | dea Ser vi Deember2008
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Elections Results

O ——

¢ e oV )

S Toanciato (hronicle e o
———=—4 OWN A PIECE OF HISTORY

Order the special Chronicle Election Package commemorating
the historic 2008 Presidential Election.

Package includes:

% The Wednesday, November S, issue of the San Francisco Chronicle,
featuring complete coverage of the 2008 election results.

% A special commemorative issue celebrating the life
and achievements of President-elect Barack Obama.

CALL 1-800-310-2455 or

!

The Charlotte Observer  restarted presses Wednesday
because of high demand. The Observer increased its Wednesday
press run by 16,000 but that was not enough.

In anticipation of the
demand, The San
Francisco Chronicle
planned to sell an extra
40,000 copies of
Wednesday's paper, plus
40,000 special
commemorative editions,
said Chris Blaser, the
paper's Vice President of
Circulation. But because
of the demand, the

AiThey were flying off the shel
mul tiple copies, o0 said Kirk Wi
manager. At 9am. Wednesday, the newspaper turned the
presses back on and ran off more than 20,000 more, which sold
briskly.

Other huge issues in the Observer's history include the explosion
of the space shuttle Challenger, Dale Earnhardt's death in
Daytona and the No. 1 seller of all, the passing of Elvis.

At The News & Observer in Raleigh, North Carolina presses .. . . .
were turned back on during the lunch hour Wednesday for an edition was sold out by midmorning. So ina
extra run of about 10,000 papers, said Jim Puryear, Vice rare move, presses were restarted to print
President of circulation. They had already added 11,000 papers an additional 35,000 copies of the morning

to its normal press run anticipating brisk sales of the historic paper Wednesday afternoon.

newspaper. "I've been in the business for 28 years and
At the Winston -Salem Journal , the Wednesday press run was | it's probably the highest level of demand
increased to add 4,000 extra copies for newsstands, but they and excitement I've seen in my career,"
quickly sold out. Later this week the 84,000 -circulation daily Blaser said. "This has really touched

plans to reprint the historic front page as a poster and insert it everybody, particularly in the Bay Area."
into copies.

More than 2,000 special editions were sold
The State , in South Carolina increased its election night run by by the afternoon through the paper's Web

5,000 papers but had to print 10,000 more on Wednesday to site, SFGate.com, some to buyers as far as
meet demand. Norway, Blaser said. When word spread that
AfPeople were pulling them out the extra editions were available at The
were going into the stores, 0 s |Chroniclealine formed outside their

of circulation for the Columbia newspaper. building.

In the nation's capital, hundreds of people lined up for copies of the sold -out
Washington Post , which printed 250,000 additional papers to meet the demand.
USA Today printed an extra 380,000 copies to bring its total run for Wednesday
to 2.8 million.

"Print is certainly the hero in this story," said Tom Kelly, a vice president of
circulation for USA Today. "It's encouraging that people are reading us. | can't help
but feel there will be some carryover."
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Jestimonials - An Effective Sales
and Promotional Tool

A testimonial can be a powerful
and very effective way to

promote your product and

services.

ltdés 3: 00 A. M. andiyouo camuve o :
voice) to an already-persuasive message can really
provide an impact.

Think about the pages of your own newspaper or of

So you get up and turn on the TV, only to channel surf
through an endless stream of ads and infomercials:

Marie Osmond  promoting the Nutrisystem diet and magazines that you read. What usually attracts your
flaunting her figure, despite having had twenty -six kids.  attention the most? Picturesand stories of people.

A real -fioboks nhy odffedng b bave you Who Should be Included?

consolidate all of your debt and credit card balances into The best newspaper promotional campaigns will feature
one, convenient payment. (With small print on the testimonials from a representative sample from your
screen mentioning somethingmaketout fan 84% interest
rateo, finot | egal in any st @meagnsshpuwdbé oadprised of doth well knewnt h a n

three letterso, and fAmay r eigfluentialgeopleiptoescammungyras webas kypicali r s t

born male childo). residents from various neighborhoods around town.

Youdl |l al so wantargétedtoithec | ude pe
demographicsy oudr e trying to reach

specific campaign.
That Bearded Billy Bigmouth Guy yelling about how . . . . .
that Orange Oxy-Cleanstuff will remove blood stains Recruiting Testimonial Participants

from your teenage sonos h o oldowdoyoufindpeopleto become part of your
. . testimonial campaigns? Just ask!!!
Awoman who says sheb6s fijust IlkeAa/ogjo, and who
0 e

. " You amazed at the number o
claims to make $18,000 a month by writing poetry and and enjoy your newspaper and who would be more

stuffing envelopes, right from her mobile home. than glad to participate in your program, without any

Wilford Brimley entering the mends SPoeCmr,alafctoernysi deration (other th
extolling the benefits of Grape-Nuts. being recognized by family, friends and co-workers in
your testimonial ads).

We may all scoff at those sales pitches, but they The Dominion Postin Morgantown, WV was able to

remain on the air for one reason i they work! come up with a pool of more than 150 testimonial
Why Testimonials ? volunteers for its very effective promotional campaign

Whet her itds a f r od+knoanopsemesnen (@qf‘%f{sei Ygurqf?)é/va(tery. AN impres§ive t.ab section
. . was printed, featuring many of those testimonials.
our target audience can relate to, adding a face (and often a

A gecko selling insurance - presumably Roadkill
Insurance.

"Reading The Dominion Post
helps me prepare for each day.

My day isn't
complete without it.”

»
t - Dr Lewis Bell

mf Morgantown, WV

A The Dominion Pos vobecanse YOUR DAY matters
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Testimonials

Don Michel

The Macon(GA) Telegraph has also produced
a similar testimonial tab product, sent as part

of a fiwel comeod package
The tab includes community leaders and ﬂlld so Sl'IOUId YOU!
everyday citizens, from a wide variety of l .
demographic backgrounds. k. | believe it is the civic responsibility of

. . . L every Maconite fo be well informed about £
Multi -Media Campaigns ' our city, our nation and our world. That's -
Wherever possible, consider expanding your - why 1 read The Macon: Telegruph =
testimonial programs beyond your own | wouldn't start my ddy without it.”
newspaper6s pages and :
other venues. Options include: R
 Local radio. -Lynn Cass

Director of Public Relations,

Y Local TV. NewTown Macon SR
f Your newspaperoés sho
{ Direct mail.
I  Within subscription renewal packages.
I Single copy rack cards and retail locations.
{ Kiosk sales locations.
f Your own newspaperods
I Other appropriate websites.
{ Billboards.

Long -term Commitment

Remember that it takes time for your
market to assimilate and to recall your
message. A good testimonial program
should last for several months.

I n fact, many f@Abranc
remain in effect for nine months to a year
or more to have the greatest impact.

A Consistent Message and Theme

Your testimonial campaign should have a
focused message and afagline that people in the market will relate to and remember.

Most of us can remember these themes from national companies, even though they were used many years ago:

Mc Do n alWall # All For You.
CocaCola:/ t 6s t he. Real Thing
Burger King: Have It Your Way.

American Express Card:Dondét Leave Home W/ thout |t

= =4 4 —a -

Federal Express: When It Absolutely, Positively Has to Be There Overnight

Similarly, many newspapers have adopted longlasting themes that are consistently promoted in their

testimonial campaigns. A few that come to mind:
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Miss a Day and You Miss a Lot Newspapers in Education

Making a Difference in Your Life Identify one or more teacherswho effective apply NIE

Worth Every Second. Worth Every Cent in their classrooms at school. Include information
Discover Whatds I n [t for Yabguthowthe newspaperis specifically used in class
Do It Daily. (Read The Daily Planet) and the value of newspapers as an educational tool.
Americads .Newspaper Feature students who have an NIE program in their
classroom, what they enjoy about the newspaper and
how they use the paper as part of their education.

=A =4 =4 =4 -4 4

The Many Uses of Testimonial Campaigns

Testimonial campaigns have many specific applications for
circulation departments. The following are just a few ideas,
as well as some ideas and examples to increase their
effectiveness.

Highlight both corporate and individual NIE sponsors
including reasons why they support providing
newspapers in the classroom.

o . Carrier Recruitment and Retention
Subscription Sales, Readership and
Select appropriate, diverse group of current carriers,

Retention -~
etentio who are willing to relate the reasonsthey became and
Present a variety of current readers with selected have remained carriers.

demographic backgrounds. Have them relate such things as: Many years ago, the Des Moines Registeran quite an

I Their occupation. effective recruitment testimonial campaign, featuring
How long theyodve been a r ea dd/@retyofcarers:
1 A businessmanand his family who used the
profits to put a down payment on a house.
T A high school student who was able to deliver
papers in the morning and not interfere with

1
1 Why they read the newspaper (and why others should).
1

What they like best about the newspaper and their
favorite section.

T How they find time to read the newspaper. The time of school activities.
the day that they read the paper - their newspaper 1 A grandmother who delivered papers by herself
readership fAhabito. during the week, then shared the route with her

| The value that they find in the product. granddaughter as-earfibogding/

project on weekends.

) ) 1 A mother of three who delivered papers in the
Use those testimonials to promote new sales morning, then was available to stay home with

and to encourage continuing readership. the children during the daytime.

Also, consider testimonials of former
carriers who used the skills they learned to
go on to have successtul careers within
the community.

1 Why they expect to remain a reader in the future.

Single Copy Sales

Find a single copy buyerwho has the habit of buying your
newspaper from a newsstand, and reading it regularly. Use

testimonials to promote increasing frequency of purchase. Customer Service

Contact a Wllllng retailer who Currently sells your prOdUCt. Feature current subscriberswho have recenﬂy

Feature the retailer in ads and in dealer promotional indicated how pleased they are with the quality of

materials, mentioning how newspaper sales add profit, their delivery service. And invite others to share their

increase store traffic, are low risk/low maintenance, and service experience with the newspaperi whet her it o:
provide a service to customers. been good or bad.

If your newspaper has a partnership arrangement where the Publish pictures and testimonials from your Customer

retailerds favorite charity rSéh/;%éﬁ?eﬁrésenfatﬂ/élsghéwinbfhé’ﬁfl‘defth@yfhavéa'e of
newspapers, an effective test jfR8rwbriddnd pfomiBingRoSrodde ExelleBice ik
passingo picture between your thdriglultyossbrice. and the store

manager. . .
Promoting Online Products

EZ Pay Promotions Highlight heavy users (especially younger people)

of your online products and services, obtaining

similar information and endol
obtained from your print readers.

Select a reader (especially a newer, younger subscriber, if
possible) to give a testimonial regarding the convenience,
value and time-savings of an Easy Pay subscription.
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Testimonials

Other Uses for Testimonials?

You and your staff can probably brainstorm
and come up with even more ideas on how
testimonials can help you achieve your
promotional and sales objectives.

And, now t hat
article, I t hi
adult beverages.

After all, Dick Butkus and John Madden once
assured me it 7Tastes Great ...andis
Less Filling .

I 6m fi
nk 1 0l

For more testimonial
examples see page. X

Miller Lite slogan
revisited

The 'Great taste, less filling' tagline was last
used prominently in ads in 1991, is being
revived by MillerCoors.

The debate is on.

For years, Miller Lite notable drinkers bickered back
and forth. Some said the drink tasted great. Others
said it was less filling.

Now they'll have a chance to debate again.
MillerCoors LLC. is reviving its "Great taste, less
filling" marketing slogan, which was created more
than 30 years ago. The tagline started appearing
Sept. 1 and will air during football season.

All national Miller Lite radio spots immediately will
start using the "Great taste, less filling" tags, the
company said. Marketing materials in stores will
feature the slogan as well.

The "Great taste, less filling" tagline really never
went away, but it was last used prominently in a
campaign that ended in 1991 according to
MillerCoors.

Can you name the 18 people below?

r

LEARNiIi ng More Circul ation

|l dea Ser vi Dexember 2008

t e



