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PRIVATE LABEL
-MAIL MARKE TING

Site Impact’s Private Label Email Marketing solutions have been powering
major advertising and media companies for more than 10 years.

TOP 10 REASONS WHY IT’S ALL RIGHT HERE:

1. More than 140 million opt-in email records in 5. In-house technology with various API's &
our database integrations

2. More than 750 selects and filters to target
your list including geo, age, gender,
HHI, levels of interest & more

Custom-branding and opt-out links available
Easily integrates into your marketing program

3. Competitive & turnkey service at wholesale

6.

e

8. Guaranteed higher click-through rates
pricing b

Real-time results

4. Same day campaign turnaround times 10. Unmatched level of customer service

RECEIVE A FREE 50,000 TARGETED
EMAIL DEPLOYMENT CAMPAIGN

Simply meet with your advertiser, find out who Then, analyze the campaign results
they want to target, run a count, and we will on your very own real-time
deploy the campaign! tracking platform.

41 SITE LAUNCH YOUR CAMPAIGNS TODAY!
JI3TE .+ Call Brandon | 561.685.8991

Brandon@siteimpact.com | www.siteimpact.com




OCTORER2018
4 | AFCP DIRECTORS
, 6 | EDITOR’SVIEWPOINT

features:

7 | THE ULTIMATE PRINTSOURCE

8 | RECOGNIZE YOUR RISING STARS

9 | THE LEADERSHIP INSTITUTE
[0 | CONFERENCE COMMITTEE UPDATE
| | | FROM THE TOP

I5| TRANSACTIONALVS. RELATIONAL SALES

6| RISING STARS: PROOFING WITH PIKACHU
|7 | ONTHE HORIZON

|8 | BUSINESS AND SERVICE DIRECTORY

12 THE\}ALLEY | 20| ASSOCIATION CONTACT INFORMATION
BREEZE 21| CLASSIFIEDS

The November issue of INK will look into the numerous
family publishing businesses and second or third generation
operations across the country. Also look for more emerging
information on how the LasVegas AFCP Conference will be
“A Golden Opportunity” for community publications!

AFCP/NANI HEADQUARTERS: Free Paper INK is dedicated to
Loren Colburn, Executive Director teeP'”g the industry informed on
Cassey Recore, Assistant Executive Director | KeY issues, topics and industry

. R . news. If you have any items of
Bethany Senez, Administrative Assistant | | icrect that should be shared with

135 Old Cove Road - Suite 210 people throughout the Free Paper
PRINTING & Liverpool, NY 13090 Industry, simply email them to
PRINTERS Toll Free: 877.203.2327 loren@afcp.org. We welcome your
Fax: 781.459.7770 input, appreciate your readership
Email: Ioren@afcp.org and look forward to your contribu-

Web: Www.afcp.org tions to our content.

Free Paper INK is not liable for er-

EDITOR: rors appearing in advertisements
Dave Neuharth beyon.d the cost of the space _
P.O. Box 1149 occupied by the error, and noti-
) fication must be made in writing
Summerﬁ_eld’ FL 34492-1149 within ten days of publishing. The
Phone: 352.362.7350 right is reserved by Free Paper
Fax: 352.347.3384 INK to edit, reject, or cut any copy
Email: DJNeuharth@aol.com without notice.
COMPOSITION: NO CASH REFUNDS
Barbara Holmes The opinions of the individual
Phone: 352.598.3500 contributors or correspondents do

not necessarily reflect those of the

Email: FreePaperINK@aol.com publication or its management.

MARKETING REPRESENTATIVE: Free Paper INK may include mate-
Wendy MacDonald rial produced under copyrighted or
10418 Bond Street syndicated ad service. Permission

before copying any of the material

Office: 913.461.3721 :
SPOTLIGHT Email: wendy@afcp.org from any issue of Free Paper INK.

1 4 PEOPLE INTHE Overland Park, KS 66214 of the publisher must be obtained

DEADLINES: The deadline for

MISSION STATEMENT classified ads, display ads and edi-
Bring news and resources to the attention of the torial is the 4th of every month.
free paper industry by publis.hing a responsible Cover Photo:
quality magazine. stockphoto-graf/shutterstock.com
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YOUR CHANCE TO STACK
THE DECK AGAINST
YOUR COMPETITION!

A GOLDEN

OPPORTUNITY
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8{8 STEEL CITY CORP

Your best source for circulation and distribution supplies!

800-321-0350 scity.com
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Charlie Delatorre

Tower Publications

8 4400 NW 36" Avenue

I Gainesville, FL 32606

Y| charlie@towerpublications.com
352-372-5468

Cityview

Johnston, IA

FIRST VICE PRESIDENT

John Draper

The Free Star

P.O. Box 277

Pipestone, MN 56164
jdraper@pipestonestar.com
507-825-3333

EXECUTIVE DIRECTOR
~
& AFCP / NANI

SECOND VICE PRESIDENT

Lee Borkowski

| Richland Center Shopping News
272 North Main Street

Richland Center, WI 53581
Iborkowski@wcinet.com
608-647-2911

AT-LARGE DIRECTORS

THIRD VICE PRESIDENT
Michael Van Stry

news@coastalview.com
A 305-684-4428

SECRETARY / TREASURER
- Greg Birkett
§ Dubuque Advertiser
}| 2966 JFK Road
i Dubuque, IA 52002
8 gbirkett@dubuqueadvertiser.com
" 563-588-0162

P.O. Box 126

Shane Goodman
5619 NW 86 Street

shane@dmocityview.com
515-953-4822, x305

Loren Colburn

135 Old Cove Road, Suite 210
Liverpool, NY 13090
loren@afcp.org
877-203-2327

Daniel Alexander
Denton Publications, Inc.
P.O. Box 182
Elizabethtown, NY 12932
dan@denpubs.com
518-873-6368

Coastal View News ?: n;y M/;IIe;_

4856 Carpinteria Avenue P(f Bercsflg Iser

Carpinteria, CA 93013 -, BOX
Lebanon, PA

Rich Paulsen
Southwest Iowa Shopper

Creston, IA 50801
publisher@crestonnews.com
j 641-782-2141 x230

Farris Robinson

Hometown News

2400 S. Ridgewood Avenue #22
South Daytona, FL 32119
frobinson@hometownnewsol.com
386-322-5900
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Will Thomas
Exchange Media Group
P.O. Box 490
Fayetteville, TN 37334
will@exchange-inc.com
» 931-433-9737

Carol Toomey
Action Unlimited
100-1 Domino Drive
Concord, MA 01742
carolaction@aol.com
978-371-2442

NANI BOARD MEMBER

John Hemperly

Engle Printing & Publishing
P.O. Box 500

Mount Joy, PA 17552
jhemperly@engleonline.com
717-492-2514
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& randym@themerchandiser.com
2 717-270-2742

RISING STAR REPRESENTATIVE

A.J. McNaughton

Appen Media Group

319 North Main Street
Alpharetta, GA 30009
aj@appenmediagroup.com
770-442-3278




The printed word is tangible. It takes up space

so it cannot easily be ignored...or forgotten.
Printed content has tested better with brand

recall than digital, and is proven easier for our
brains to process. When you choose to print,

you're creating a highly memorable
experience for your readers.

Cummings Printing is a third-generation,
family-owned company specializing in
printing short-run publications. We are

an excellent source of heat-set printing
for quantities up-to 100,000. We help
many AFCP publishers print their glossy
publications — contact us to find out how
we can create an unforgettable journey for
your readers, too.

Contact sales at 800-647-0035
or info@cummingsprinting.com.

Cummings

Publication Printers Since 1914

cummingsprinting.com

4 Peters Brook Drive | P.O.Box 16495 | Hooksett, NH 03106-6495 | 800-647-0035

Uncomplicated Pricing...

Lower Price Point...

Improved Marketing Materials...

Proven Advertiser Results...
Convenience of 1 Order National Buy...

Profitable Sales Product for Members!

Selling a NANI ad
just got easier!

national fadvertisingnetworkin..
CLASSIFIED ADVERTISING NETWORK

For More Member Information To Start Selling Ads Today! Contact the AFCP Office at...

Call (877) 203-2327 or visit afcp.org strengthening the free publication industry.”

Association of Free Community Papers “The mission of AFCP is to help its members
a cp 7445 Morgan Road - Suite 203, Liverpool, NY 13090 enchance their profitability and lead in



EDITOR'S VIEWPOINT

We

IN THE MAY 1SSUE OF FREE PAPER
INK publishers were asked to get involved in
a movement to stop tariffs from Canada.

The AFCP Board of Directors endorsed the
efforts of the Stop Tariffs on Printers and
Publishers (STOPP) organization to stop tar-
iffs on Canadian newsprint which were put
in effect earlier this year. Publishers were
asked to contact their representatives in
Congress to protect the over 600,000 jobs
the print industry provides.

The Department of Commerce assessed
preliminary newsprint tariffs, which range
as high as 22 percent. Printers and publish-
ers were already feeling the pinch of higher
prices and disruption in newsprint supply.
The Commerce Department had imposed
the tariffs in response to a complaint from a
hedge fund-owned paper producer in Wash-
ington state, which argued that its Canadian
competitors took advantage of government

DAVE NEUHARTH
EDITOR

WHAT HAPPENS IN VEGAS...
CAN GROW YOUR BUSINESS!

If you participate in

subsidies to sell their product at unfairly low
prices.

Earlier this year in Florida, the Tampa Bay
Times let go dozens of employees because
of the tariffs. Numerous papers around the
country were affected.

That was the bad news.

The good news is that the efforts of the
many who got involved won the battle. In
August, the U.S. International Trade Com-
mission voted to overturn the tariffs. The
five-member body voted unanimously to
strike down the duties tariffs. The decision
means that Canadian paper providers will
no longer need to pay tariffs on newsprint.

What is next?

We have heard rumors that a tax on
advertising is still in the wind. If that tax
comes closer to being implemented, we will
have go back to work once again to ensure
that it does not happen. [

CVC online studies
we can tell you everything
you want to know
about your readers.

A GOLDEN
OPPORTUNIT Y
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Call (800) 262-6392 for more information, or look at

the sample study at https://WWww.research.net/r/cvc2016
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STORY SPOTLIGHT

The Ultimate PrintSource

THE ULtiMATE PRINTSOURCE, INC., HAS BEEN
printing for the trade since 1994.

This Association of Free Community Publications
member is a leader in printing programs for advertis-
ing, marketing and circulation departments.

The company operates as a seamless extension
of client operations for more than 50 newspapers
across the nation, providing cost-effective products
and unprecedented personalized service to advertis-
ing, marketing and circulation departments.

You name it, the company does it. Printing with
bindery, general sheet fed printing, heatset web
printing and non-heatset web printing. The prepress
is computer-to-plate with the latest technology.

Besides printing, the company provides forms,
labels, tags and stickers, and array of short run
products to compliment their long run capabilities.

Services include brochure design, advertising de-
signs, desktop publishing, mounting, list brokerage,
print media design, displays, business accounts and
color copying.

The Ultimate PrintSource has an experienced sales
staff that provides clients with 24-hour access to the
company'’s services. Their Customer Service Center
does estimates, places orders, can transfer a file, or
review a proof around the clock, all from the conve-
nience of your office or home.

The president of the company, Jeff Ferrazzano
said, “We have been blessed with growing sales
and great employees. Currently we have three web
presses, four Digital presses, two sheetfed presses
and a full bindery and mailing operations. We ship
throughout the country. I acknowledge that I was
only moving. God directed my paths and blessed me

The Ultimate PrintSource’s President, Jeffrey Ferrazzano, and

his wife enjoyed a day at San Francisco’s Fisherman’s Wharf.

Ferrazzano started out in the restaurant business
at the age of 11, working in his parents’ restaurant
in New Jersey. He learned under several chefs, and
at an early age took over operations in the kitchen.

He left New Jersey at 17 to pursue a restaurant
career in California, where he worked as a chef at a
Holiday Inn in Ontario.

At that time, he started working on an Apple
computer. Shortly after that, he and his wife started
a typesetting and design business. A local newspaper
salesman was looking for someone to print flyers and
suddenly they had their first print job. In 1991, his
new career was underway.

In 1994, Ferrazzano merged his business together
with his current partners, Jon Le Leux and his family,

with this business. Our theme verse is Proverbs 3:5.”

and the rest, as they say, is history. [
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Turn UNSOLD AD SPACE into INCOME!

Pay-per-call advertising will GENERATE REVENUE
& fill your publication with QUALITY ADS!

+ Classified or display ads available.
* No contract or commitment.
* Runs as space is available.
+ Prompt monthly payments.
+ No invoicing ever needed!

To learn more, contact Leigh Ann
American Classified Services, Inc.
618-351-7570 Email @AdvertisingResults.com

AccountScout CRM Mobile App
for Sales Reps

- Advertiser Data

- Re-run ads
-10S & Android
- Linked to office database

< FARE BRAINS

Software Company that Cares About the Details

303-791-3301
www.FakeBrains.com
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RISING STARS

NOMINATE ONE OF YOUR RISING STARS NOw
for this career development opportunity.

Since 2009 AFCP member publications have added
value to their organizations through participation
in the Rising Stars program. Add your name to this
growing list by nominating a talented industry pro-
fessional today.

“Encourage growth and teach leadership skills to
young professionals.” This simple mission of the Ris-
ing Stars program truly embodies what the program
is all about.

The Rising Stars program acknowledges individuals
who represent the best of our up-and-coming indus-
try professionals. If accepted into the program, nomi-
nees will receive free conference registration, a meal
plan, up to $500 in travel reimbursements and spe-
cialized training sessions during the conference. With
ongoing participation, a Rising Star can be selected
to attend two additional annual conferences; so with
enough conferences under his or her belt, a Rising
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Recognize Your Rising Stars

The 2018 R|smg Stars pose for a photo in Baltlmore.

Star could accumulate nearly enough TLI credits to
graduate - without ever paying a cent to attend.

After the conference, growth and skill develop-
ment continues. Each month the Rising Stars main-
tain their peer connections through participation
in a focused conference call. This affords them the
opportunity to remain engaged as we digest industry
topics and assigned training/discussion lessons.

As a member benefit, it is hard to find one that
offers as much to an individual and the publication
alike. Whether pounding the streets in sales, de-
veloping graphic arts campaigns, instituting digital
initiatives, or covering local news, the Rising Stars
program offers leadership training to all.

We encourage you to take advantage of this great
membership benefit by nominating your young pro-
fessional for selection into the program.

These individuals should show the promise of, and
a commitment to, impacting their publication and the
industry in a positive manner through professional
achievement. Nominees must also show they not
only perform their jobs to a high standard, but they
also have a commitment to furthering their knowl-
edge and abilities. Nominees must actively work in
the free paper industry for a member or associate
member of AFCP and are required to have been em-
ployed for more than one year. Nominees must not
be older than 35 as of December 31, 2018.

Recipients will be recognized during the 2019 con-
ference in Las Vegas, Nevada, where their training
opportunities will begin. The nomination deadline is
December 1, 2018. Nomination forms are available
from the AFCP office or online at www.afcp.org

If you have specific questions, you can contact the
AFCP office or AFCP board member and program chair-
person, John Draper, at jdraper@pipestonestar.com. [



THE LEADERSHIP INSTITUTE

The LEADERSHIP Institute

The Leadership Institute
is a structured sales
and sales management
training program
sponsored by the
Association of Free
Community Publications.

Association of Free Community Papers

To date, 1,814 free
paper professionals have
attended classes at the
AFCP, state and regional
conferences, earning over
10,935 class credits in
66 different course
curriculums. A total of 8|
people have completed all
the requirements and been
certified as Associate

Advertising Executives
(AAE) by the AFCP Board!

by Jim Busch

"Remember Tomorrow!”
—Jesse Itzler

NO ONE HAS EVER ACCUSED JESSE ITZLER OF BEING A
slacker. He has excelled in every aspect of his life.

As a teenager growing up in a middle class suburb, he
made a name for himself as a rapper and break dancer. Itzler
then went on to become a songwriter; and combining this
with his love of sports, he went on to produce team songs for
professional sports.

A flash of insight led him to found a private jet rental
service. In spite of having no business training or any avia-
tion experience, his company flourished and was eventually
purchased by Warren Buffet. Refusing to rest on his laurels,
Itzler became part owner of the NBA's Atlanta Hawks and
founded a series of successful companies.

In addition to his achievements in the business world,
Jesse Itzler is an author of several best-selling books and an
endurance athlete. He competes in ultramarathon races, has
raced around Manhattan in a stand-up paddleboard race and
has completed a treacherous winter climb of Mt. Washing-
ton.

So what is Jesse Itzler’s secret? With all of his accomplish-
ments, Itzler is the first to admit that he is no superman. He
readily admits his own shortcomings, failings and self-doubts.

Early in his life, Jesse Itzler adopted the simple phrase,
“Remember Tomorrow” as his personal motto. Like all of us,
Itzler has a voice inside his head that tells him to play it safe
or to quit when the going gets tough. When he is tempted to
quit or take the easy path, he tells himself, "Remember To-
morrow!” He thinks about how he will feel the next day about
not doing his best.

“How will I feel about myself in the morning if I quit? Will I
be proud or will I feel shame?” Frontloading his regrets gives
him the kick in the backside he needs to push through self-
doubt and exhaustion.

Most of us suffer from “Would’da, Should’da, Could’'da,”
because we don’t consider the consequences of our actions
until it is too late to change course. We are so absorbed in
the struggles of the moment that we don't take the time to
consider the long term implications of our actions. Taking a
second to “"Remember Tomorrow” reminds us of our objec-
tives and dreams. It distracts us from momentary pain by
helping us visualize what'’s at stake.

To enjoy a “Better Tomorrow!” we must always “Remember
Tomorrow!” M
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CONFERENCE
NOTES

You may be asking yourself ...

“Should | plan on going to the 2019 AFCP Vegas Conference?”

2019 Conference Committee

EACH YEAR AT THIS TIME PUBLISHERS START TO
think about whether or not next year is going to be
a good year, how much to budget for sales and what
can be done to grow the business. We would like to
offer the perfect solution to put all of these things on
the right track for 2019. Guess you could call it “"A
Golden Opportunity!”

The conference committee is already pushing the
planning calls every other week to formulate a pro-
gram that will include an abundance of business
growth presentations, solutions to everyday problems
and industry specific educational opportunities. From
the opening keynote that will be delivered by Andrew
Davis - entitled “"The Future of Digital is PRINT” - all
the way to the closing ceremony, the content will fo-
cus on improving your business for 2019 and beyond.

The educational offering in Las Vegas will include
two certificate programs again this year but pre-
sented on a schedule that will allow participants to get
involved in additional areas of the conference as well.
The Management Certificate will be offered for the
Coaching Workshop that will include both a Coaching

Skills Inventory self assessment as well as a session
focused on Effective Coaching Conversations. The TLI
Sales Certificate program will be targeted towards
Advanced Level Sales Training. It is being developed
as you read this.

Now, we also know that when you work as hard as
everyone does all day long at conference, there needs
to be some enjoyable down time in the evenings.
Who does that better than AFCP? Nobody! Where is
the best place to do that? Las Vegas! This setting will
provide everything from an AFCP slot tournament on
Thursday evening to the annual Club AFCP activity-
based mixer a few blocks from the Golden Nugget in
the Backyard of the Gold Spike!

From atmosphere to education to networking with
the people who do what you do, this conference will
offer something for everyone to take home and build
business with.

Don’t wait to add the April 25-27, 2019 dates on
your calendar. Do it right now and take the very first
step in seizing this “"Golden Opportunity” to make
2019 and beyond more successful. [
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Fremont Street, Credit: Shutterstock.com



FROM THE TOP
WITH CHARLIE DELATORRE

WHEN I wAs PrO-
moted to the General
Manager’s position of
my local shopper in
1996, I was asked to
attend a manager’s meeting at our regional office
in Jacksonville. At the time I worked for Add Inc,
which owned 5-6 publications in the North Florida
area. I was new to the management crew and anx-
ious to make an impression.

I'll never forget the nervous feeling I had pulling
up to the offices in Jacksonville, but I was deter-
mined to fit in, speak up and offer my opinions
when asked. I had just walked through the door
when my Regional Manager offered to take me on a
tour of the facility, including our press. There I was,
shaking hands and schmoozing people - on my way
to making that great impression I was striving for.

I spent most of my time that afternoon in the
pressroom. I
had never seen
a press operate
and I loved ev-
erything about
it. The smell,
the sounds, the
product rolling
off the press...
and I especially
liked the press-
men. I spent
about 20 min-
utes that day
talking to the
press manager,
asking ques-
tions and telling
jokes with the
pressmen. It
was a homerun
day and I was
feeling pretty
good, until one
of those awe-
some pressmen

" Ink in our Blood

by Charlie “Blue” Delatorre

pointed out that I had leaned against one of the ink
tubs and had a huge cyan stripe across my butt!

I had made an impression all right and found a
new nickname along the way. I made that weekly
drive for almost four years and every time I came
walking through that pressroom, someone would
yell “Blue!”

I realize not all of our operations have presses
but most of us have been around when one is run-
ning, and I think you’ll agree, there’s nothing quite
like it. But those machines don’t run themselves
(ok some do these days). They're run by dedicated
pressmen and presswomen who care about quality,
who care about hitting a deadline and most impor-
tantly, they care about our products.

This edition of INK is dedicated to them, the
printers and the issues surrounding the printing of
our various products. As owners, directors, manag-
ers and salespeople, we're often consumed with the
day-to-day opera-
tion of our busi-
nesses, but none
of it works without
our printer! It can
be a thankless job,
being a printer,
so let this be a
reminder to pick
up the phone or
walk back to the
pressroom and say
“thanks.” They'll
appreciate it and
you may even pick
up a new nick-
name! [

CHARLIE DELATORRE
AFCP PRESIDENT
TOWER PUBLICATIONS
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Meet Tom VWard of Valley Breeze

AFTER 19 YEARS OF WORKING FOR DAILY
newspapers, Thomas (Tom) Ward made the decision
to go into the free paper business.

While attending college he took a photography
class and fell in love with the work. He won two ma-
jor photo contests as an amateur and in 1977 took a
position with his hometown paper, The Woonsocket
Call in Rhode Island. He enjoyed working there as a
photojournalist for eight years.

In 1985 the Call was sold to the Journal Register,
but Ward stayed
on and served as
the Sunday editor
until 1991. He then
joined the staff of
the Fall River Herald
News in Massachu-
setts as its special
sections editor.
There he honed
his skills in the
emerging arena of
desktop publishing.
He also met Jamie
Quinn, a young ad-

Leading The Valley
Breeze are, from left,
Deputy Publisher James
“Jamie” Quinn, Control-
ler Barbara Phinney and
Publisher Tom Ward.
Ward and Quinn founded
the paper in 1996. Phin-
ney has been with them
- first as a bookkeeper -
since the beginning. .

moved to a business address.

The first edition was 10,000 copies delivered to
the Cumberland and Lincoln areas. The paper fea-
tured positive journalism in a tab format and was
an instant hit with its readers. The circulation was
quickly increased to 14,000 and then to 17,500.

Also there from the beginning were Editor Marcia
Green, who retired last year, and bookkeeper (now
Controller) Barbara Phinney.

In 1999 The Valley Breeze company expansion
was on the way. The
nearby communities of
North Smithfield and
Woonsocket were look-
ing for another news-
paper and in August of
that year, Ward started
those editions. A year
later the company ex-
panded to Blackstone,
Mass. Today 16,400
copies are distributed
weekly in those areas.

In 2006 The Valley

vertising artist who
did great work with
new technology.

In 1996 he made
the decision to 3 7
establish The Valley h ,7
Breeze. He said, s B |
“It was clear to me - |
that the Journal ‘\
Register Company
was failing our
community.” (He
lived in Cumber-
land, and Lincoln

river). “Circulation
was plunging and I saw an opportunity for a ‘good
news’ community paper.”

Ward asked Quinn to join him as a minority part-
ner and together they published their first news-
paper in March of 1996. They went to work in the
living room of Ward’s home in Cumberland, and the
rest is a history of success. The decision was made
to deliver the paper through racks and businesses.

“Thankfully, my wife and three young girls were
patient and understanding during the first nine
weeks of putting our paper together,” Ward said.
After those initial nine weeks, the production was

I 2 October 2018

y v v & Breeze purchased the

The Valley Breeze news staff is made up of, seated from left, Reporter
Nicole Dotzenrod, Design Editor Laura Colantonio, and Copy Edi-

tor Lise Barnett. Standing from left are Reporter Lauren Clem, News
Editor Pat Erickson, Reporter Jacquelyn Moorehead, Managing Editor
Ethan Shorey, and Sports Editor Eric Benevides. Missing are Reporter
was right across the Kayla Panu and copy editors Russ Gusetti and Nancy O’Halloran.

-

50-year-old weekly
Observer newspaper in
Smithfield, R.I. The pa-
per has a paid circula-
tion of about 3,000. The
newspaper was convert-
ed to free distribution
and 10,000 papers were
printed for the market.
The decision was
made to add the Paw-
tucket, R.I., area to The
Valley Breeze in 2009.
Those 8,700 copies
bring the company’s
five-newspaper distribution to 60,000+ today. The com-
pany has grown to a payroll of more than 40 persons.
The company pays attention to its delivery system.
Drivers often go back to check on the pickups during
the weekend to record the pickup rate so adjustments
can be made the following week. Most of The Valley
Breeze papers are in high traffic locations like super-
markets, drug stores, restaurants, coffee shops, salons
and spas, schools (for staff only), libraries and more.
The Valley Breeze can be found in more than 1,000 lo-
cations across the northern one-third of Rhode Island.

o

Continued on page 17



FEATURE STORY

Pﬁﬁﬂ@ﬁﬂg Trends, lssues & Options

PRINTING IS A HUGE PART OF THE FREE PAPER
industry. The AFCP office has asked both members and
associate members about the trends, issues and options
related to printing that they see in the near future.

SHANE GooDMAN OF CITYVIEW PUBLICATIONS
said, “Full color is a must. We need to invest in it to
improve our image as an industry and to get the best
results for our advertisers — and to keep readers’ atten-
tion. Spot color won't cut it.

“Quality paper stock is a must. The days of printing
black and white on standard newsprint are over. Readers
and advertisers expect more.

“Sticky notes, wraps and similar options are important
as advertisers seek bright and shiny new options.

“Commercial printers are hungry and aggressive. Seek
quotes frequently.

“Understand newsprint prices. Commercial printers
are quick to raise prices when newsprint prices go up but
don’t seem to lower them when they go down.

“Create digital editions and promote this. Include in
your audit numbers, too. Use email to deliver.”

BARRY F1TzGERALD OF CUMMINGS PRINTING SAID,
“"While we are seeing unprecedented increases in paper
costs, quarter on quarter, for the past 18 months and
also increases in postage with more to come, potentially,
we as a company are seeing a lot of growth in the print
industry as a whole, especially in the city/regional mar-
ket.

“While both publishers and printers are absorbing
these hits, we are weathering the storms together and
are coming up with different ways of raising revenues
and getting our message out. Being a printer these days
means more than just putting ink on paper. You need to
be able to be a resource for whatever ideas your custom-
ers have to enable them to maximize revenue.”

HANs APPEN SAID, “SINCE OUR INCEPTION 30
years ago, Appen Media Group has outsourced our print-

ing. It has its pros and cons. On the pro side, we can
focus on what we do best: news, marketing, innovation,
serving our customers and readers.

"I also believe we took less of a hit from the recent
newsprint tariffs as we did not absorb the entirety of the
additional cost. Of course, this also means we have less
control over our print schedules, margins and cannot
handle disaster issues related to not printing ourselves.
We have put a lot of faith in the experience of our print-
ers and have always worked as a team.”

DaN ALEXANDER OF SuN ComMuNITY NEWs &
Printing in New York said, “Being a commercial web and
sheet printer has been an important component of our
company services; but at the same time, it can be a
heavy challenge.

“This year we've faced heavy increases in the cost of
raw goods due to tariffs, and finding skilled operators
has also been challenging.

“Despite the need to expand capabilities in both pre-
press and on press color reproduction and quality, we
find the biggest challenges are coming in the post-press
area. Increased insert volume has reduced speed output
not so much due to our equipment, but the quality and
condition of the flyer we are sent from outside sources.

“Delays due to poorly cut or folded products coupled
with postal costs and requirements make each week like
running a gauntlet race.

“Long hours and watchful eyes on the expenses help
to maintain smaller margins than we’ve seen in the past
as well as fewer competitors bidding on work.”

GREG BRuUNS, PUBLISHER OF THE ARCADIA NEwsS,
said, “We have outsourced printing and mailing services

since the Arcadia News was established in 1993. For the

last 15 years, I've been printing at Valley Newspapers in
Deer Valley, Ariz., which is owned by Independent News-
media, Inc., which has papers in five states and printing

facilities on both coasts.

Continued on page 14
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People

THE INDEPENDENT FREE
Papers of America (IFPA) has
appointed Joe Nicastro to the
board of directors. He replaces
Eileen Curley who left the free
paper industry to work in the
health care field.

Nicastro previously served
on the IFPA board and is well
known for his involvement in the
free community paper industry.

A Flanders, N.J., resident, he is the owner of
Mount Olive News and North Jersey Media Group.

He also owns a web business, CoolerAds, which has
unique tools for publishing companies.

He has been involved in local politics, serving on
the township council in Mount Olive. He has also
served on the Mount Olive Child Care Advisory Coun-
cil and as a council liaison to the Safety Committee
and Economic Development Committee.

Joe Nicastro

SorFTwARE CONSULTING SErvICes (SCS) Vice
President Curtis Jackson attended a reception at the
White House on August 29, 2018.

Jackson was invited to attend the White House
Historical Association’s Presidential Sites Summit. Dr.
Stephanie Tuszynski, Director of the Digital Library,
had asked SCS to attend in recognition of SCS’s pivot-
al role in helping build their new website and supplying
its new digital asset management system and Digital
Library (www.whitehousehistory.org/digital-library).

Among those who personally thanked Jackson
were President Donald Trump, First Lady Melania
Trump and Vice President Michael Pence. Jackson
received the rare, special treat of actually going into
the oval office.

The White House Historical Association is a private,

Spotlight

SCS Vice President Curtis Jackson can be seen on the
right, up against the rope.

.

far

non-profit organization founded in 1961 by First
Lady Jacqueline Kennedy with a mission to protect,
preserve and share with the public, artifacts and
archives of America’s Executive Mansion. Successive
First Ladies have been honorary chairpersons.

“The Presidential Sites Summit was a tremendous
success,” said Jackson. “The White House Historical
Association brought together over one hundred organi-
zations. These organizations represented presidential li-
brary sites from those of George Washington to George
W. Bush. Additionally, there were over 40 descendants
of past Presidents and First Ladies. It is an honor to
provide the White House Historical Association with the
integrated software systems that drive its Digital Library
and to support their mission of publicly sharing White
House history with these freely open online archives.”

SCS offers an extensive line of publishing related
applications. SCS is also the distributor of Fotoware’s
digital asset management products in the Americas.
More than 300 sites in 18 countries in five languages
use SCS technology to publish in either print or online
every day. SCS is a privately held company located
in Nazareth, Pa. It is owned by Richard and Martha
Cichelli. Learn more about the companies at www.
newspapersystems.com and www.fotoware.com [

P[Fﬁ[ﬁ]@ﬁ[ﬁ] Trends, Issues & Options

Continued from page 13

“Valley has always done a great
job with our products, and I know
I can depend on them to meet our
deadlines. If we look good, they
look good, and vice-versa - and the
result is a long-term partnership.

“With a monthly paper and some

|4 October 2018

special editions, I want to be able to
send my publications off and know
that they’re in good hands, and then
I want to get to work on the next
issue. Outsourcing our print work
makes the most sense for us.”

GREG BIRKETT oF THE DUBUQUE

Advertiser in Iowa said, “"Since we
do not have our own web presses
(we do operate a commercial print-
ing division for sheet-fed and digital
printing), having a good relationship
with our web printing partner is very
important.

“We are fortunate that we have
that relationship with Woodward



STORY SPOTLIGHT

Transactional vs. RELATIONAL sales

I was TALKING TO Nick, A
long-time ad manager, about
the nature of selling. “I agree
with the theory that there are
two types, transactional and
relational,” he said. "As consum-
ers, we have become increas-
ingly transactional. We go to the
store, pick out a product, take

it to the register, pay for it and
take it home - even if the clerk
at the register doesn’t bother to
say ‘hello.” Or we shop online, find something of inter-
est, compare prices, click ‘buy” and wait for delivery.”

Nick explained that organizations that rely on sales
- including newspapers - measure success in terms
of transactions. How many ads are in the latest edi-
tion? How much revenue will those ads produce?

“It's tempting to see all sales as transactional,”
Nick said, “but that would be a huge mistake. The
challenge is to be relational in a transactional world.
That's why customer loyalty, which is long term, is
more valuable than customer satisfaction, which is
sometimes based on single buying experiences.

“It starts with rapport,” Nick said. “I encourage
our sales team to find common ground and build
from there. Along the way, clients learn that our
folks have some marketing savvy. That gives us
credibility and makes selling a lot easier.”

To expand on Nick’s observations:

1. Individual transactions don’t necessarily lead
to good relationships. When sales people treat their
advertising product as a commodity, they encourage
prospects and customers to see them as anonymous
people at the cash register. There’s no connection.
That often leads to churn - advertisers who jump
ship if their ads don’t work right away.

John Foust

2. Good relationships can lead to more transac-
tions. A smart sales person looks beyond the imme-
diate gratification of today’s sale. He or she works to
build rapport and turn that transactional advertiser
into a marketing partner.

3. Leadership is relational. In many organizations,
a sales person who consistently has good numbers
is likely to be promoted to sales management. If his
or her company has a transactional sales culture, the
new manager will be poorly prepared for a man-
agement position. The duties of leading a team are
relational, not transactional.

4. Individual ad sales are transactional. Think of
a vending machine. Insert money into the coin slot
and get an ad. It’s difficult to go any further than
that, when sales people present themselves - and
are seen as - order takers who sell one ad at a time.

5. Ad campaigns are relational. Properly executed,
an ad campaign requires consistent contact between
sales person and client. From planning to execution
to periodic tweaks, there are plenty of opportunities
to build strong relationships.

6. Don’t forget your clients’ relationships with
consumers. On a broader scale, strong ad campaigns
create relationships between advertisers and their
audiences. Think of the number of times you have
been drawn to certain stores or brand names be-
cause you felt connected to them. That emotional
attachment is a major factor in brand identity.

And that kind of campaign success can lead to -
surprise! - more advertising dollars for your news-
paper. [

(c) Copyright 2018 by John Foust. All rights reserved.John

Foust has conducted training programs for thousands of news-
paper advertising professionals. Many ad departments are us-
ing his training videos to save time and get quick results from
in-house training. E-mail for information: john@johnfoust.com
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Printing Services, which operates a
large printing facility only 45 min-
utes from us.

“When we have been contacted
by other area printing facilities
to switch printing companies we
have been able to cite our great
relationship, quality printing and
competitive pricing as reasons

to stay with our current printer.
We have a great relationship with
the staff at WPS and-they work
hard on our behalf to give us a
great product. Their pre-press
folks will not hesitate to have our
backs if we need to fix something
last minute and sometimes they
catch things and let us know,

would be easier for
them to just print it and let the
error go to press. We also know
that we need to be good partners
too and try very hard to meet
deadlines.

“Hopefully paper tariffs are off the
table for good and newsprint supply

“will stay inaur-favor.” [
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Proofing with Pikachu

by Ericka Winterrowd, Rising Star

As AN EDITOR I AM ON A CONSTANT SEARCH
for mistakes. In fact, even when I read a letter-
perfect story I imagine an error, such as a misspelled
word, wearing one of those invisibility cloaks from
the Harry Potter books.

My quest for a nonexistent mistake is never-end-
ing because when it comes time to send an issue off
to press, I always have that momentary sinking feel-
ing of "Man, I hope I caught them all.” Then I start to
recite that familiar Pokémon
theme song every kid growing
up in the '90s knows: “Gotta
catch ‘em all, gotta catch ‘em
all.” As if my job as an editor
was akin to catching Pikachu
and Jigglypuff — except in my
case I'd be catching sentence
fragments and missing apos-
trophes instead. To those who
don’t know what a Jigglypuff
is, I apologize. Google it. It's
adorable.

The search for “publication
perfection” is something an
editor can always strive for.
However, we all have dead-
lines to meet and as one of my previous editors once
told me, at some point you just have to pull the trig-
ger. So here is one of my favorite tips that helps do
just that by focusing on improving eyestrain.

Eye fatigue is real. We've all heard the phrase "My
eyes are playing tricks on me.” Research suggests
that looking at screens all day is one of the main
culprits.

Eye fatigue is real.

Research suggests
that looking at
screens all day is one

of the main culprits.

According to allaboutvision.com, a main cause of
computer eyestrain is focusing fatigue. To reduce your
risk of tiring your eyes by constantly focusing on your
screen, look away from your computer at least every
20 minutes and gaze at a distant object (at least 20
feet away) for at least 20 seconds. Some eye doctors
call this the “20-20-20 rule.” Looking far away relaxes
the focusing muscle inside the eye to reduce fatigue.

Another suggested exercise is to look far away at
an object for 10-15 seconds,
then gaze at something up
close for 10-15 seconds. Then
look back at the distant object.
Do this 10 times. This exercise
reduces the risk of the focus-
ing ability of your eyes to lock
up (a condition called accom-
modative spasm) after pro-
longed computer work.

I like to take these rules one
step further (weather permit-
ting) and at least once a day
perform them outside. Not
only is it a good idea to get up
and move around a bit, but I
always find I'm much calmer
after breathing in some fresh air and taking in the
surrounding nature. For those in colder environ-
ments, research suggests that gazing at a photo or
a painting of nature can also help calm your senses,
and at the same time give those tired eyeballs a
much deserved screen break.

Now let’s send this issue to the printer - so we can
all rest our eyes! [

Publishing software improvements
. « Dedicated Customer
Helping newspapers succeed. SupportTeam

« Affordable & Easy to use\
- « Keep your Customer History
- "" « General accounting software
r ) ,! « Credit Card Processing with
y L
tokenization system
- « Advertising data

Merrimac » Classifieds

« Support system
« Pagination module available
« Customer-requested

PLUS

207.452.2476 « sfobes@merrsoft.com

- AFCP MEMBER BENEFITS -
3

Take fuﬁ advantage of all thé
available member benefits!
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ORLANDO, FL : OCTOBER 7-10, 2018

North American Mature Publishers Association
(NAMPA). National Convention, Caribe Royale
All-Suite Resort, Orlando, Florida. For informa-
tion call Executive Director Gary Calligas at
877-466-2672 or email gary@maturepublishers.
com. www.maturepublishers.com

LANSING, MI : OCTOBER 9, 2018

Community Papers of Michigan (CPM). General
Membership Meeting, Causeway Bay Hotel &
Conference Center, Lansing Mich. For information
contact Jack Guza at jackguza@cpapersmi.com.

To list your conference information in Free Paper INK, send it to: DIJNeuharth@aol.com
To list your conference information on the AFCP website, send it to: Loren@afcp.org

HARRISBURG, PA : MARCH 1-2, 2019
Mid-Atlantic Community Papers Association
(MACPA). Annual Conference at the Sheraton
Harrisburg-Hershey, Harrisburg, Pennsylvania.
For information contact Alyse Mitten: info@
macnetonline.com.

LAS VEGAS, NV : APRIL 25-27, 2019
Association of Free Community Publications
(AFCP). Annual Conference and Trade Show at
the Golden Nugget Hotel & Casino, Las Vegas,
Nevada. For information contact Loren Colburn:
loren@afcp.org.

NOZI4OH FHLNO

Meet Tom VVard of Valley Breeze

Continued from page 12

Audits by Circula-
tion Verification Council
(CVC) show receivership
into 88% of the homes
in the core market. CVC
has awarded the Gold
Star Award for Excel-
lence for several years.

The Valley Breeze has
a full-service marketing
agency offering custom

website design, SEO/ The Valley Breeze Sales Team is headed by General Sales Manager Doug
SEM, Social Media Mar-  Fabian, center. With him, seated left, is Sales Representative Gloria
keting, creative design Tanguay. Seated right is Classified Manager Donna Meehan. Standing
rear from left are Sales Representatives Cindy Hersom, Diane McCarthy,
Tammy Austin, and National/State Ad Director Karen Buckley. also support Yellow

and other services. The
website, valleybreeze.
com, has more than 100,000 unique visitors monthly.

Ward has supported the free paper associations and
is @ member of both the Association of Free Community
Publications (AFCP) and the Independent Free Papers of
America (IFPA).

Prior to entering the publishing business, Ward
received a Bachelor of Arts degree in Biology from
Rhode Island College. Active in the community, he
is long-time member of the Cumberland-Lincoln

Rotary Club, is past
president, and a Paul
Harris Fellow recipi-
ent. He serves on the
board of the high
school he attended
and at the Chamber
of Commerce.

For community ser-
vice, The Valley Breeze
sponsors the Rhode
Island State Spelling
Bee and sends the
winner to Scripps Na-
tional Spelling Bee in
Washington D.C. They

4

Bag Day, an annual

roadside cleanup project for Cumberland.

Married to Carol for 37 years, the couple has four chil-
dren. Michaela is a PR specialist at Rhode Island School
of Design; Katelyn is now vice principal of Cumberland
High School; Kristen is a physician assistant at a local ur-
gent care facility, and Steven is a Supply Chain Manage-
ment student (senior) at the University of Rhode Island.

In his spare time Ward works in his garden of flowers.
“It's my therapy,” he said. [ INK
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afcp Community Publications Business and Service Directory

ADVERTISING SERVICES & SOLUTIONS

metrocreativeconnection.com

APPRAISALS & BROKERING
Newspapers
Magazines - Shoppers
Book Publishing

Confidential
Customized - Comprehensive

CONTENT AND DATA MANAGEMENT

TN TownNewscom

Digital Publishing Solutions For
News and Media Organizations
www.townnews365.com 800-293-9576
Online Solutions. Bottom-line results.

ENTERTAINMENT CONTENT

Providing its partners with free entertainment
content from our stable stable of publications,
including TV Guide, TV Weekly, Channel Guide,

HOPPER, and ReMIND magazine.

* ASK MATT

* CHEERS & JEERS

* MOVIE REVIEWS

* CELEBRITY INTERVIEWS
* BEHIND THE SCENES

* DAILY BEST BETS

* DID YOU KNOW?

* ReMIND ReWIND

MEDIA

888-584-6688 ntvbmedia.com/edge

CREATIVE SERVICES

TIMES-SHAMROGK
GREATIVE SERVIGES

@ PRINT DESIGN ® LOGO DESIGN

INDUSTRY NEWS

The Free Paper
Industry’s
News Source

877-203-2327

FREE PAPER

COUNCIL Readership Studies

Third Party Print & Digital Verification
Increased Exposure to Media Buyers
Learn What Your Readers Want
Call 800-262-6392 or visit www.cvcaudit.com

® WEBAD DESIGN @ PAGINATION An AFCP Publication
KAMEN & CO. GROUP SERVICES @ BILLBOARD DESIGN @ CUSTOM SOLUTIONS and Member Benefit
516-379-2797 WWW.KAMENGROUP.COM
855-614-5440 WWW.TCSDIRECT.COM WWW.AFCP.ORG
DIGITAL REVENUE CONCEPTS
CIRCULATION ) START A BUSINESS DIRECTORY WEBSITE FOR EMPLOYEES
O een | ideal directori s Souplite,
iaeal airectuories B

Launch your BIG idea today!
Perfect add-on to your Wedding & Home
Improvement Special Sections
www.idealdirectories.com
From the owners of Page Flip Pro & SiteSwan

FOR SUBSCRIBERS
+ Affinity Group
Insurance Plans

Affinity Group Underwriters
804-273-9797

www.agu.net

CIRCULATION SUPPLIES
“from the basic to the innovative!”

8{}@ STEEL CITY CORP
800-321-0350

For more information - see our ad on page 4

DIGITAL SALES TRAINING

ARK

Digital Sales Group

“lgniting digital media advertising sales!”

INCREASE YOUR DIGITAL MARKET SHARE
HANDS-ON DIGITAL SALES TRAINING

800-917-0820
info@sparkdigitalsalesgroup.com

LOCATION INTELLIGENCE

Global Leader in Location
Intelligence that drives sales!

LOCATION BASED ADVERTISING DRIVES SIGNIFICANTLY
HIGHER REVENUE FOR PUBLISHERS

B xAd

917-747-5935
www.xad.com

CLASSIFIED SALES SOLUTIONS

DISTRIBUTION BOXES - DISPLAY RACKS

MAJOR NETWORKING OPPORTUNITY

www.allysites.com 800-247-7318

. AFFORDABLE - DURABLE —_— — 2 s A
Software and services to take your \ (92 ¢/
e MADE IN THE USA » g e Cpeintly
aaverusing sales 1o the next iever. Largest Variety of Honor Boxes and Distribution CApril 25-2/, 2015
\ AFCP ANNUAL
- CONFERENCE
CTGenius- 43D THADE SHOW
& GOLDEN NUGGET
904-639-5213 WWW.CTGENIUS.COM || g66.366.6166 WWW.GOPLASTICS.com || V) e Ve Svamn 0
CLASSIFIED SOFTWARE & WEB DEVELOPMENT MARKETING PLATFORM
° BLUEFIN PLACE AD The Only Turnkey Solution
Nc an e THE BEST SELF-SERVICE AD PLACEMENT Designed Specifically for
d SOLUTION AVAILABLE TO PUBLISHERS Local Community Publishers!
Classified Ads Software 978-662-3323 BECOME YOUR
$100,000 Classified Solution WWW.GETBLUEFIN.COM COMMUNITY HUB
for a LOW Monthly Fee Bluefin Technology Partners || OCABLE

Advertising Solutions for Publishers

Publisher Network

Your Go-To Guide for Community Publication Business and Service Support
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MEDIA CONSULTING PRINTING AND PROMOTIONAL SUPPORT SEARCH PLATFORMS

Design. Content. ldeas.
Software. Training.
[ 1]

Providing the knowledge,
experience and technology to
help publishers grow and thrive!

401-455-1555
www.creativecirclemedia.com

Creative Circle
MEDIA SOLUTIONS

PREFERRED

Marketing Solutions
www.preferredms.com

800-270-1769

SEARCH ENGINE
PLATFORMS

MARKETPLACES
AUTOMOTIVE
REAL ESTATE

RECREATIONAL

AGRICULTURAL

VERTICAL & HORIZONTAL

800-944-3276 (ext. 0)

AUTOCONX.COM

MEDIA SELLER SOLUTIONS
SRDS Solutions for Media Sellers

Premium visibility packages deliver your
information where media decisions are made!

KANTAR MEDIA | SRDS

847-375-5000 = kantarmedia.com

Merchant Card Processing

Request a free quote:

1-888-697-8831 - msgpay.com
hello@msgpay.com

W\

MSG PAYMENT SYSTEMS

Ecommerce - POS
Mobile - Software

More than a CRM
your 24/7 business
partner

407.656.2777

7 ~ 7 maxpropublishing.com

PUBLISHING SOFTWARE

X FULLY INTEGRATED X DIRECT MAIL

X EASYTO USE X COMMERCIAL BILLING

X AFFORDABLE X GENERAL ACCOUNTING

X FREE DEMO X PAYROLL
Merrimac

PLUS

SELF-SERVE PROMOTIONAL PRINTING

Allow consumers to create flyers or
posters for delivery through existing
print distribution networks !

«ickflyer

949-386-4017 « pete@kickfler.co = kickflyer.co

SOCIAL MEDIA UTILIZATION

Friends=IFollow )

MONETIZE '
SOCIAL MEDI
FINALLY!

0e

@0@0
N

>SeP
N

603-323-5077 WWW.MERRSOFT.COM

Reinig@Friends2Follow.com | 801.403.7966

MOBILE APPS - NEWSPAPER SOFTWARE

AccountScout CRM Mobile App
for Sales Reps
- Advertiser Data
- Re-run ads
-i0S & Android

- Linked to office database

Fake Brains Software, Inc. - FakeBrains.com

PUBLISHING SOFTWARE

[M] THE NEWSPAPER MANAGER

How Publishers Profit

CRM SALES PRODUCTION BILLING
INTEGRATED MARKETING
Ph: 706-750-0016 gpooras@mirbeltechnologies.com

Www.newspapermanager.com

SOFTWARE SYSTEMS FOR PUBLISHERS
SCS BUILDS TRUSTED SYSTEMS

Find out why our customers call us “the best
tech support team” and say “we wish we could
contract with SCS to support all our products.”

(!

Software Consulting Services, LLC
SCS builds trusted newspaper systems.

phil@newspapersystem.com

800-568-8006

MOBILE SOFTWARE DEVELOPMENT

INTEGRATED MOBILE
& WEB SOLUTIONS
TO REACH YOUR
AUDIENCE ON
ANY DEVICE

BAR-Z MOBILE DEVELOPMENT
info@Bar-Z.com  512-732-0135

PUBLICATIONS PRINTING

Cummings

Publication Printers Since 1914

v MAGAZINES
v JOURNALS
v CATALOGS

800-647-0035

v GUIDEBOOKS
v HIGH QUALITY
v SHORT-RUN PUBLICATIONS

CUMMINGSPRINTING.COM

TRAINING AND NETWORKING EVENT

A GOLDEN
OPPORTUNITY

APFRIL 25-27 2019

PRINTING

Got Print?

Send it to the Ultimate PrintSource

for the Best Service, Quality and Price

Commercial Printing
Inserts, Direct mail, Rackcards, NCR

www.UltimatePrintSource .com

SALES TRAINING FOR NEW HIRES

The Leadership Institute

Lighting the Way

%‘\

45

v Opening a Sales Dialog

v Effective Questioning

¢ Communicating Through Listening

v Making Recommendations Using Features & Benefits
v Answering Classic Sales Objections

v Closing the Sale

v 4 Essentials of Effective Ad Campaigns

AN AFCP MEMBER BENEFIT
afcp.org / Member Benefits / The Leadership Institute / Online Learning Center

WANT MORE INFORMATION?

LISTINGS IN
THIS BUSINESS
DIRECTORY

913-461-3721

Contact:
Wendy MacDonald
wendy@afcp.org

. FREE PAPER

Your Go-To Guide for Community Publication Business and Service Support




CONTACT
INFORMATION

‘national

AFCP

Association of Free Com-
munity Publications

135 Old Cove Road
Suite 210

Liverpool, NY 13090
877-203-2327
loren@afcp.org
www.afcp.org

Loren Colburn

IFPA

Independent Free Papers of
America

104 Westland Drive
Columbia, TN 38401
866-224-8151
931-922-4171
douglas@ifpa.com
www.ifpa.com
Douglas Fry

CANADA

Blain Fowler

c/o the Camrose Booster
4925 48th Street
Camrose, AB,

Canada T4V1L7
780-672-3142
780-672-2518 - FAX
cbads@cable-lynx.net

NAMPA

North American Mature
Publishers Association, Inc.

P.O. Box 19510

Shreveport, LA 71149-0510
877-466-2672
318-636-5510
318-525-0655 - FAX
nampa.gary@gmail.com
www.maturepublishers.com
Gary Calligas
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regional

CPNE

Community Papers of New
England

403 U.S. Rte. 302 - Berlin
Barre, VT 05641
802-479-2582
dphillips@vt-world.com
www.cpne.biz

Deborah Phillips

MACPA

Mid-Atlantic Community
Papers Association

P.O. Box 408

Hamburg, PA 19526
800-450-7227
610-743-8500 - FAX
info@macpa.net
www.macpa.net
MACnet (Advertising Network)
info@macnetonline.com
www.macnetonline.com
Alyse Mitten

MFCP

Midwest Free Community
Papers

P.O. Box 5720
Coralville, IA 52241
400 First Avenue #2
Coralville, IA 52241
800-248-4061
319-341-4352
319-341-4358 - FAX
www.mfcp.org

PNAWAN

Pacific Northwest Associa-
tion of Want Ad Newspapers

c¢/o Exchange Publishing
P.O. Box 427

Spokane, WA 99210
800-326-2223
509-922-3456
509-455-7940 - FAX
ads@pnawan.org
www.RegionalAds.org
www.PNAWAN.org
Kylah Strohte

SAPA

Southeastern Advertising
Publishers Association

P.O. Box 456
Columbia, TN 38402
104 Westland Drive
Columbia, TN 38401
931-223-5708
888-450-8329 - FAX
info@sapatoday.com
www.sapatoday.com
Douglas Fry

state

CPF

Community Papers of
Florida

P.O. Box 1149

Summerfield, FL 34492-1149
352-237-3409
352-347-3384 - FAX
DINeuharth@aol.com

www.communitypapersof-
florida.com

David Neuharth

CPM

Community Papers of
Michigan

1451 East Lansing Drive
Suite 213B

East Lansing, MI 48823
800-783-0267
517-333-3355
517-242-0203 - Cell
517-333-3322 - FAX
jackguza@cpapersmi.com
Jack Guza

FCPNY

Free Community Papers of
New York

217 N. Franklin Street,
Suite B

Watkins Glen, NY 14891
877-275-2726
315-472-6007
607-535-2939 - FAX
ads@fcpny.com
www.fcpny.org
www.adnetworkny.com

WCP

Wisconsin Community
Papers

P.O. Box 1256

Fond du Lac, WI 54936-1256
101 S. Main Street

Fond du Lac, WI 54935
800-727-8745
920-924-2651
920-922-0861 - FAX
janderson@wisad.com
www.wisad.com

Janelle Anderson (ext. 108)



INK CLASSIFIEDS

COMPUTER
SOFTWARE

SOFTWARE FOR THE
NEWSPAPER INDUSTRY
Accounts receivable,
scheduling, display and
classified advertising,
commissions, circulation,
circulars, trucks & car-
rier payroll. Contact Fake
Brains Software at www.
fakebrains.com or 303-
791-3301.

PUBLICATION
BROKERS

KNOWLES MEDIA
BROKERAGE SERVICES
Appraisals-Acquisitions
Sales-Mergers
Gregg K. Knowles,
Licensed Broker.
Office 712-792-2179
Cell 661-333-9516
Go to my WEBSITE for
listings: www.media-bro-
ker.com

. EMPLOYMENT

SALES ACCOUNT EX-
ECUTIVE Join our win-
ning team and live in the
wonderful community of
South Florida! Ocean Me-
dia Solutions, publishers
of My Living Magazines,

is rapidly expanding into
Palm Beach County! We
need an experienced Ac-
count Executive to join our
Outside Sales Team. The
ideal candidate will have

a proven track record in
advertising sales or sales.
Salary is commensurate to
experience, and includes
benefits. Please email
your resume to Elaine@
mediaoms.com or call
Elaine J. Buckley, Vice
President of Sales/Market-
ing @ 909-952-6797

CLASSIFIED
ADVERTISING

. EMPLOYMENT

MIDWEST FREE COM-
MUNITY PAPERS seeks
a self-motivated profes-
sional for the position of
EXECUTIVE DIRECTOR.
Eligible candidate must
demonstrate a proven
track record in sales and
marketing, management
and leadership, and pos-
sess excellent human
relations and communica-
tion skills. Previous expe-
rience in and/or knowl-
edge of the free paper
industry is preferred. Posi-
tion requires residence in
the Midwest. Please send
resume, cover letter, com-
pensation requirements
and references to: apply@
mfcp.org

ADVERTISING SALES
MANAGER The Smart
Shopper Group is rapidly
expanding their Shop-
pers into the Sarasota

Fl. Market and is in need
of an experienced Sales
Manager. This position
will provide leadership
and direction to Display
Sales Representatives.
Applicants must have a
proven track record of
motivating and managing
a sales group. Shopper
and/or weekly experience
is a plus. Salary com-
mensurate with experi-
ence. Please email your
resume with a cover letter
and salary requirements
in confidence to R Knight,
CEO at rknight@smart-
shopg.com

YOUR PUBLICATION?

PLACE YOUR AD IN

RATES:

Up to 30 words

$25 per issue
(additional words -
90 cents per word)

. EMPLOYMENT

ADVERTISING SALES
MANAGER. Perhaps it's
time to grow your sales
and management career
with an employee-owned
organization. The Eastern
Iowa Media Group - South
(EIMG-S) is seeking an
advertising sales manager
to lead and develop our
exceptional sales team.
This is a new position that
will require someone with
leadership experience, a
flair for building relation-
ships and the drive to
grow revenues. This is

a full-time management
position that includes a
base salary plus commis-
sion based on the team’s
sales results. We offer a
comprehensive benefit
package that includes em-
ployee stock ownership,
401(k), insurance, paid
time off, healthy activity
reimbursement, volun-
teer time off and much
more. EIMG-S produces
quality community media
products. You may know
us in your community as
the Mount Vernon-Lisbon
Sun, Marion Today, Solon
Economist, North Liberty
Leader, Linn News-Letter,
West Branch Times or
West Liberty Index. The
advertising sales manager
will lead the sales team

to achieve goals, develop
marketing campaigns and
sales promotions, provide
a high level of service

to our clients, and work
closely with management
to accurately forecast
department revenues and
expenses. The successful
advertising sales manager
will have above average
communication skills,

DISCOUNTS:
10% off for 6 months
20% off for 12 months

. EMPLOYMENT

have experience with
forecasting and budget-
ing, and team leader
experience. Media ex-
perience is a plus. Apply
online to wcinet.com/ca-
reers. Deadline to apply
is September 7, 2018.

MEDIA COMPANY look-
ing for aggressive, hard-
working, highly motivated
advertising sales profes-
sional for Inside and out-
side sales, Sales Manag-
ers, telemarketing. We
don’t need sales people to
make their goal, we need
them to beat them.
What's in it for you?

e Family atmosphere!

¢ Excellent compensation
plan with great incentives!
¢ Great earnings potential!
e Health, Dental, Vision,
Retirement Plans

¢ Ongoing training and
development!

e Room for advancement!
Open territories in Cape
Coral, Fort Myers, Bonita
and Naples.

Please email resume to:
jkonig @breezenewspa-
pers.com.

SA3HISSVIO NI

LIVE AND WORK in fab-
ulous Myrtle Beach, S.C.
The Myrtle Beach Herald
has an immediate opening
for an experienced sales
rep. Email resume to Tom
Brown, tom.brown@myor-
rynews.com.

FOR INFORMATION ON
ALL INDUSTRY MEETINGS,
GOTO

CLICK ON
‘UpcoMING MEETINGS’

CONTACT:
Phone: 877.203-2327
Fax: 781.459.7770

Email: afcp@afcp.org




INK CLASSIFIEDS

. EMPLOYMENT

WEEKLY PAID NEWS-
PAPER EDITOR. Seek-
ing Weekly Newspaper
Editor for two Commu-
nity Newspapers in Clay
County, Florida. Candidate
must have prior newspa-
per experience, editing
skills, writing skills, man-
agement skills, computer/
Internet savvy, willing-
ness to serve a local niche
community, understand
deadlines and ability to
work with a fast paced
production & marketing
environment while main-
taining high ethical stan-
dards. This is a full time
position offering compen-
sation commensurate to
experience plus benefit
package. EOE Please send
letter of interest, experi-
ence and resume to jon@
opcfla.com.

ADVERTISING SALES
MANAGER All Island
Media, Inc. publishers of
Pennysaver, Town Crier
and Trends is looking for
an experienced sales
manager to work in our
Long Island office. This
position will provide
leadership and direction
to Display Sales Repre-
sentatives. Applicants
must have a proven track
record of motivating and
leading sales in a similar
environment. Please send
resume in confidence to
jobs@lipennysaver.com

ArrLY NOW AT
WWW.AFCP.ORG
FOR 2019!

freec paper

CLASSIFIED
ADVERTISING

. EMPLOYMENT

ADVERTISING SALES
MANAGER needed for
Florida’s largest group of
community newspapers.
Salary, liberal bonus and
benefit package avail-
able for the right indi-
vidual. Please send your
resume with cover letter
and salary requirements
in confidence to: Far-

ris Robinson, President,
to E-mail: Opportunity@
Hometownnewsol.com Or
Fax: 772-465-5301-EOE

WWW.AFCP.ORG

PUBLICATIONS
FOR SALE

NICHE MONTHLY news-
paper and event manage-
ment business for sale. A
mix of monthly and annual
publications as well as a
number of yearly events
drive the $1.3M revenue
for this 25 year old busi-
ness. Established clientele,
distribution network, and
readership. Owner retiring
but will work as consultant
through transition. Mid-
Atlantic location. Principals
only may email me at
202Belden@gmail.com.

FOUR MONTHLY PUB-
LICATIONS in North
Central Florida for sale. All
publications are targeted
toward high-end senior
gated communities. Two
publications come with
exclusive home deliv-
ery rights. Will work as
consultant for one year if
needed. For information
call 352-804-1223

RATES:
Up to 30 words
$25 per issue

(additional words -
90 cents per word)

PUBLICATIONS
FOR SALE

KAMEN & CO. GROUP
SERVICES
www.KAMENGROUP.com
www.twitter.com/kamen-
group
info@kamengroup.com
516-379-2797
Kamen & Co Group Ser-
vices
626 RXR Plaza
Uniondale, NY 11556
We are the leading finan-
cial valuation multi-media
publishing firm in the
industry serving both the
domestic and international
publishing audience. Our
office values book publish-
ing, social media, video,
newspaper, shopper,
magazine and broadcast
entities as well as invest-
ment co’s that deal within
the media sector. At Ka-
men & Co Group Services,
our continuum of pub-
lishing advisory services
allows us to meet each cli-
ent’s needs. APPRAISALS,
BROKERING, CONSULT-
ING. We have publishing
properties for sale across
the globe; contact us for
specific markets and op-
portunities. Confidentially
email us at info@kamen-
group.com and/or feel free
to call us at our New York
corporate office 516 -379-
2797. Follow us at twitter
too! www.twitter.com/ka-
mengroup. KAMEN & CO:
Proud to be the expert
media financial valuation
resource for FORBES 400
list of America’s Richest
People 2016 and 2015

TO PLACE AN AD,

DISCOUNTS:
10% off for 6 months
20% off for 12 months

INK CLASSIFIEDS

PUBLICATIONS
FOR SALE

QUALITY, READER
popular, niche rural inter-
est publication for sale.
Onwer / publisher retiring,
Located in Midwest. Gross
$600,000 to $700,000.
Call 620-966-7557

17 YEAR OLD WEEKLY
free shopper for sale lo-
cated in Sulphur Springs,
Texas (on I-30). Family
owned, debt free, afford-
able financing available.
Looking to semi-retire.
903-348-3546.

. MISCELLANEOUS

BOOST REVENUE by
running pay-per-call ads
in unsold ad space. Clas-
sified or display. Prompt
regular payments. No
invoicing needed. No com-
mitment! Contact Leigh
Ann at American Classified
Services. 618-351-7570.

EQUIPMENT FOR
SALE

EQUIPMENT FOR SALE-
Rima RS 25-12S Compen-
sating Stacker saves at
least one man on delivery,
$9900. 2 web infeeds

for Goss Community, Bill
Rubber Super Surface
Tensioner, $3900 Ken
Hovland, 860-798-7810,
Ken@EagleGrovelLLC.com,
formerly Reminder Media
in CT.

NICE 6 SLOT MULTI-
publication racks for

sale, in good condition @
$20.00 per rack. Can send
a picture if interested.
Please email Julie or Rob
at julie@opcfla.com or
rob@opcfla.com.

CONTACT:

Phone: 877.203-2327
Fax: 781.459.7770
Email: afcp@afcp.org




)

YOUR PAPER’S‘ + Q

LOGO e ZipBOOSt
Hiring Just Got Simple

Advertise with [your paper] and improve the way you hire. Target

your local community through print ads and the newly redesigned
[your website].com, now powered by JobBoard.io. With the addition

of the ZipBoost, your job posts will be distributed to 100+ job boards.

Advertise in Print

Find relevant candidates by reaching your local community

il

through trusted and well-established print campaigns.

Advertise Online

Reach more quality candidates and increase traffic to your job

posts when you advertise on [your website].com, now powered

by JobBoard.io. A newer, better job board solution, JobBoard.io

combines the power of a white-label job board solution with

the candidate traffic of ZipRecruiter.

ZipBoost

Available when you partner with [your paper], ZipBoost

distributes your jobs to 100+ job boards, making it easier

than ever to find quality hires.

For more information about ZipBoost and other AFCP Member Benefits,
contact the AFCP Office at: 877-203-2327

powered by ZipRecrUiter”



A monthly publication provided by

the Association of Free Community PRSRTSTD
Publications. INK’s mission is to I U.S. Postage
bring news and resources to the free « Paid
community publication industry. E Permit #22
" Slayton, MN
g 135 Old Cove Road — Suite 210
w

Liverpool, NY 13090

afcp

ASSOCIATION OF FREE
COMMUNITY PUBLICATIONS

Got a newsworthy event going on
with your business or your staff?

Send INK the details and any photos
for consideration to loren@afcp.org. WWW.AFCP.ORG

. \ GOLDEI; OPPORTUNITY

LAS VEGAS

APRIL 25-27, 2019

e

AFCP ANNUALCONFERENCE
AND TRAD sHow

GOLDEN NUGGET
HOTEL & CASINO




