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WHO AM |

25 years in newspaper -
editorial/advertising and
marketing at largest US s
media companies

Created Custom Publishing
@ 280K Circ.

Created corporate publishing
division )
Started own company 2006

/
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http://www.scripps.com/
http://www.brandsoftheworld.com/download/brand/148436.html

AD REVENUE DECLINES

Turnover
Training
Management relationship §
with advertisers?
Paperwork
Limited technology investment
Too many products/programs
Local advertising = local content




“BESIDES THE REGULAR NEWS, WHAT CAN THE
NEWSPAPER OFFER TO MAKE IT MORE
VALUABLE TO YOU”

Information about local entertainment
Information on best prices, bargains at stores
Information about local schools

Information on reliable homes services
Information about quality of car repair shops
Employment possibilities and job banks
Information about quality, child-care centers
Community activities in which | can participate
Information about community doctors, dentists
Stories about local, successful businesses.

From readership studies conducted over the last 20 years



CONTENT AS REVENUE

Local entertainment Small Space ads

Best prices, bargains at Pricing

stores |

Schools 1904

Homes services requency

Car repair, shops _ong-term contracts
Job banks Training

Child-care centers
Community activities
Doctors, dentists

Local, successful
businesses.

Advertiser Education



NON-TRADITIONAL REVENUE

Within the newspaper

Awareness Ads
New thinking
Long-term program
Turnkey program

Outside the newspaper

Branded Content
Growing ad medium
Huge money
How to find it




essions

nding ad content
and revenue

< for small, LOCAL &
non-traditional adverti




Newspaper

<+ Dependent on large
advertisers

<+ Sells by circulation/
readership

<+ Sells by the inch

<+ Willing to take one ad

<+ Confinually building new ads

< Expensive for small advertisers

<+ Limited advertising segments/content










Challenges of non-traditional advertisers

< Small businesses
& Service oriented
<+ Long product cycle

<+ Spend budget on yellow
nages/directories

+ High maintenance
& Don't care about research

+ They test with short campaigns
- coupons, offers, bring in this ad, etc

Parts & Labor
Warranty







OSt per impression
ers the largest audience
hopping/buying vehicle

+ Delivers more selling impressions than
other local media combined

< Conditioned small advertisers f
price/product and coupon




elling impressions

aily circulation paper

ertiser runs 5 days a week for 52
eeks

+ Cost per ad (2x2) = $100

<+ Annual selling impressions (5 days X
50,000 circulation x 52 weeks) =

<~ Annual contract cost = $26,0
<+ Cost per impression = .00
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(2x2, 2x3, etc.)

e benefit per ad
Selling Impressions
ONLY 1-2 year contracts

-lat MONTHLY rafe

Newspaper creates rates to
type of advertising

ness Advertising

NO price, product or coupons




reed us,
we'll be
there!

SED TO CHILL
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'/ 410-939-0110

LevelHeating.com
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The Survey

< Non-scientific

& Rates advertisers
by hame
awareness

+ Shows market
leaders, mature
categories

+ Shows selling
opportunities by
segment

< Makes advertisers
very
uncomfortable

Heat/Air Contractor

Roberts & Petty

Air Temp

Martin's Heating & Air
Lennox

Rich Cone

1 Source

Bosworth

Cole

Comfort Air & Heating
Frost Air

Heart of Texas

K & B Arr

Lard Heating & Cooling
Quality

Standard Plumbing
Thompson's

Trane

No Response



Training & Selling

What gets you through summer?

LENNOX D

< Scripted 2

. | ,\“ uuuuuuuuuuuuuuuuuuuuuu
< Easy choices }‘ \
W/ +410-939-0110
- 3,5, 7 days G. LevelHeating.com

- 1 or 2 year contract
- Co-op rate from newspaper

- Schedule ads a month at a fime
- Minimum fime with advertiser




Landmark painted over




AWAreness programs

+ $2 million annual sales
INn 60 days

$ 45-50 contracts
< 50% new advertisers
< 85% retention

Long-ferm
agreements

< EQsy to train reps

<+ Easy to create,
schedule and place

The T.O.N
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Faling into the
Foander’s Trap
Gaod Forne: The

Custom Cash-Flow
Report

OF SMALL
BUSINESS

1gna ..‘J_.I_u '.:LJ!L.?.J.],A. .',““.
.‘f BUNINES

? ” g Ly
H.U&The 5 Habits of
Successful Small Companies
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Safety

Ultimate Driving Machine

@ Luxury

Mercedes-Benz

- N




phasized that word ‘continuous’
g fo your advertising.”

ort-term, ‘one-shot’ advertising efforts are
usually a waste of your money and your
effort. The first tangible results of a pro
started now may not appear for fiv

Source: Wilbert M. Krieger, Managin
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A Holiday Classic!
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707% OF CONSUMERS WON'T
NEED A PLUMBER THIS YEAR

Unclog Your s\NWwuz,
Drain Today! -+
* Free Estimates ' L A A NN

555-1234




TOMA Ads Work
Throughout the Product Cycle

Since 1958.

Mclnnis Y™

PLUMBING 555-1234




fractor

Air Conditioning 16.00%
bing & Heating 14.00%
Mechanical 6.00%
3.00%

tic Chain
lelbos
R & S Plumbing

Fiffeen others @ 2.00%

MOA/ANnchorage



No Response 65.00%

 wowmn



eral Credit Union 26.00%

21.00%
nal Bank 15.00%
m Bank 10.00%

ank
redit Union 1
Denali Alaskan Federal Credit Union

Seven others £ 2.00%

MOA/ANnchorage



Categories

64.00%
52.00%
43.00%
fo/Truck Accessories 43.00%
Bicycle Shop 48.00%
Carpet Cleaning Company
Chiropractic

Computer Service & Repair

MOA/Anchorage



Phone answered 24 hrs, daily

1999 2002 TOMA Ads
15% 21% /X week

B




ame of your business was seen
million times in the newspaper
would it be better or worse next yeare

+ If you do nothing where will you be in
one yeare

<~ Where are you spending your curre
budget and are you getting this
Impressions

< Here Is a spec ad
<~ Do youwanta 1 or







g dlready done
ates for everything
eat rep training from script

+ Ad reps like selling them

+ Create REAL advertiser expectati
+ Contracts sold immediately




sreps fo sell 1, 2, 3 year contracts
derstand product cycle

be furnkey

argets non-traditfional newspaper revenue
< Sales reps use book 1o sell
<~ Not a 1-time shof

<+ Put into rate card

<+ Great for telephone reps

< Scares advertisers in action







PRIVATE LABEL MEDIA - BRANDED CONTENT




When an advertiser or company produces

something engaging for the consumer in order
to sell more product

Controls the editorial environment
Provides accurate and useful information




BRANDED CONTENT

Creating an editorial
environment for one
client

Targeted - mailing list,
counter, client

Regional or national
reach

Includes magazines,
Internet, newsletters,
Twitter, Facebook, etc.




116,000 Custom
Publications in US

Most are “invisible”
$1 billion in US for 2009

Average spending $1.8 million
per company

Advertisers using co-op, ad
budgets, communications, HR,

etlc.




HOW WAS THE $1.8 MILLION SPENT

¥ Print
® Online
Other

» 2009 spending was double that of 2008 and the highest amount since the CPC began
conducting the survey in 2003

Source: Custom Publishing Council



Niche Publications
Custom Content
Business to business



SUCCESS KEYS

Find market client
wants to reach

Get specific
demographics

Research topics of
highest interest

Uncover client’s marketing needs
Create overall seamless package

Distribution — mail, in-store’s, customer
list, 3" party




Ll IA0L ) Aok insios for your next car 1) S 41 -8 A4

NICHE

Narrow audience
Contains Advertising
Infrequent distribution

Very targeted
distribution

Brides, home
Improvement, attorneys,
diabetes, seniors

EXPLORER



PUBLIX SUPERMARKET

x Targets shoppers

» Provides USEFUL
content

x Healthy lifestyle
»x Coupons
»x Recipes’ Co-op funded
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HOMESTEAD - JOHN DEE

Started 1890s

In-house e f

Lk GARDENING,
Rkl )
T
LS 4‘?‘\ "
,k * w\ .

Increases relationship WS

3 e
A
Builds brand 31 ; .

Targets home hobbiest
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ON INVESTING

Financial

Showcases other
services and
products

Showcase money
managers

37% readers were
more likely to move

Money to Schwab




RIGHT AT HOME

»x Heating and A/C

x Target : Women

x 50% lifestyle stories
x 2X per year

x Opento all 11,000
Rheem/Ruud Contractors

» Customized for each
dealer with variable data

» Online sign up

¥ eESE W hf}ﬂ'ﬂl%
- acw ) NDGOCE AND TURKL

the =2
Stlmulus_ ¥ o)

IF YOU NEED A NEW HVAC SYSTEM NOW'S THE TIME.
THE GOVERNAMENT WANTS TO GIVE YOU THOUSANDS .

Broadview Heating
(uo) 526-7310

w_Hroads lew Hesting com



http://www.istockphoto.com/file_search.php?action=Browse&Cache=1151a49594ef1b55d81cd21cb28892a8&page=1http://issuu.com/PLMP/docs/www.rheemteammag.com

TYPICAL AD - NEW PROGRAM

Find your perfect A/C system!

With a few simple clicks of the mouse, Rheem™ DesignStar”
will show you the perfect Rheem® Home Comfort System
for you and your home!

(™ gz Call your Rheem Team®

vim== Top Contractor Today!

For more information, visit www.RheemTeam.com




esignStar.

Geis Persongl
New Intermet Site
Helps Homeaowners
Choose the Best

HVAC System

For Them
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Trying Out the Program
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ﬂot Cash for
' %Cold Months

8 Ruud® 95% Gas Furnace!

* Upio $1500 Federal Tax Stimulus &
Up o $1200 CashBack from Ruud

* 95% Annual Fuel Utilization
Efficiency saves on utility costs &
could qualify for local utility rebates

* Energy Star Certified

B * Limited LifetimeWarranty
on the Heat Exchanger

NSUM
k.o ”’/1'

Caslgack

Contractor Name
123.456.7890
Web address, City
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* HOW UNCLE SAM *
IS MAKING IT EASY &
AFFORDABLE TO BUY
A NEW HYAC SYSTEM

Thousand Of Dollars Are sud "Bt |f your system

Ava

Under The New Federal
Stimulus Package

DON'T MISS OUT! %

*
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See how much you can save on a new

high-efficiency system

(Figures for example only)

Standard Tax Credit
System Qualifying
System
Total Coswitn | B 000 | 85,900
eMictousy 90% 95%
-£7.200 | -£7,200
enpreerosbes | DR -£350
FEDERAL TAX CREDIT /W _f,} 500
Aft:rclt!‘::a(t::: tand 54 450 83,850
Credits
" Dt 600

90% and 95%
efficient unit

Auwaally
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BUSINESS TO BUSINESS - B2B

Published for businesses
Communicate products, services
Can be content driven by audience
Influence buyers

Published for employees/partners
Communicate company information
Sense of values

Highlights areas geographic/divisional
Increase employee value
Create “oneness”



BUSINESS TO BUSINESS EFFECTIVENESS

74% - a better way for a company to promote its
products and services compared to other forms
of marketing.

94% of B2B readers thought custom publications
were informative

75% said they enjoyed reading a custom
magazine



B2B RHEEM AND RUUD

AAAAAAAAAAAAAAAAAA

In 2008, Rheem/Ruud
wanted to improve
communications directly —
with its dealers. in 2009
Helps update marketing o o e
orograms, training, NEW | Rheem
oroducts, sales tips, etc. | Designstar
Wiliindsiihin — ey
business knowledge S




RESPONSE

Overwhelmingly positive.
Dealers felt “included”

Insert other materials in
mailer

Greater use of Rheem’s
marketing programs he: Stlmulu 3
Ability to communicate qu,gu-.gmmsmm B
changes/updates e S ek
Survey recipients for -
upcoming issues topics
Online version




TRADE GROUPS - WINES OF CHILE

Chilean Wine Industry

Challenge
Declining Share
Outdated Reputation
No contact with US buyers

No unified message

THE NEW FACE OF

CHILEAN WINE

No longer content as an inexpensive “good buy,”
boutique vineyards and large producers are
being noticed as some of the world’s best!




PROPOSAL - WINES OF CHILE
mone M == é

Wit R
custom magazine | @& N CHILE e
Expand beyond N
wine
Target buyers

Fly Fishing In The
throu_gh_ BEAUTY OF
sophisticated 1 PATAGONIA
mailing list
Influence,
educate &
entertain




NEWSPAPERS STRUGGLE WITH BRANDED CONTENT

Quasi a news product | - “
Use newspaper model 0

Put wrong people in charge |
No patience - this takes TIME
Try to get current staff to sell
Ad-selling mindset

Won't think outside their
market

Don’t want clients involvement

Little expertise in printing
technology




GOLF MAGAZINE - NEWSPAPER EXAMPLE

High-end
Target - Upscale, men, 35-65
Distributed golf shops, courses, zips, retailers

Editorial/Sports controlled content
Ad staff sold ads




FROM EDITORIAL

Terrible cover
Canned stories

All local

Ad placement issues

Basically, treated as a
special sections they
didn't want to do it



WHAT READERS EXPECT

WoRL'
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Look who's back!

~
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x Distribution

x Print (not just
newsprint)

x Mass Vs target
x National Vs market

. % Content not news

-y

- x Targeting readers by
segment

» =



SKILLS

Direct mail expertise
Printing technology
Marketing data

STRONG, WELL- WRITTEN CONTENT that
Interests the target audience




GETTING STARTED

Minimum staff
Prototypes or pre-written content

Do some jobs on the cheap to get
portfolio of publications

Look for a few niches for quick
revenue

Outsource everything else after
contract

This is NOT an news/editorial, but
not “advertorial”




GETTING STARTED CONT,

When are proposals are due
Existing publications
Stay in touch with prospects

Budgets could be in different areas - HR,
communications, special initiatives

Preferred vendor for co-op

Be prepared for non-involvement or over
Involvement

Get in annual marketing offerings
Get out of your market



WHERE’S THE MONEY

» Manufacturers

» Companies targeting US market _ " ‘, | "1

»x Pharmaceuticals =8\ W i t_j‘i.f;f

x Large retailers S “Lﬁ ol |
LN )

% Outsourcing h %
x Chambers, economic development |
» Niche regional/national distribution & =
» Auto, boats,
» Destinations
» Airlines




CONTACT

Bill Sabo, President

Private Label Media Partners
bsabo@privatelabelmedia.com
615-469-0577

Brentwood, TN



