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What’s It Going To
Take To Get You
Active In IFPA Today?

by
Douglas

Fry

I remember the first car I ever
bought. It was a 1977 VW Rabbit
with a sun roof and no air condi-
tioning. I had never dealt with hard
selling car guys before. So, after we
took a test drive I simply said “I’ll
have to think this over.” The reason
for saying that was not to get some
leverage but that a purchase that
large required some thinking and
convincing on my part.

Dan Moran (that was the sales reps
name) wouldn’t let me get off the
lot without a signature. He finally
asked the question, “What’s it go-
ing to take to get you to drive home
in that Rabbit today?”

I had never heard that pitch before

and told him that I liked the car but
wasn’t sure I could afford it. By the
end of the sales process, that day, I
drove off in a new 1977 VW Rabbit.

What does that have to do with
IFPA? The sales approach is the
same. What is it going to take to get
you more involved in IFPA today?

I know you are busy. Everyone is. It
might be harder to sell today than it
was a decade ago. But if you don’t
invest some time in your own fu-
ture you’re going to miss out on a
lot of great programs. For exam-
ple...

SHARE Groups: Have you partici-
pated in a Sales Managers, Pub-

lisher, or Specialty Publication
SHARE meeting? They are free but
are priceless. I get tons of great
ideas, processes, techniques, and
tips that make my job easier. If
you’re not attending and would like
to just email me: douglas@ifpa.com
and I’ll put you on the list to receive
notifications on dates and times for
these great calls.

Events: Have you attended any of
the recent events IFPA puts on?
Publishers Summits, Sales & Man-
agement Retreats, and Digital
Workshops all add to your skills and
your bottom line.

Don’t wait another day. Give me a
call and let me know how we can
serve you better.



AFCP names Harrison
Publisher of the YearSteve Harrison was named Pub-

lisher of the Year by the association
of Free Community Publications
(AFCP) at the recent annual con-
ference in Las Vegas.

Harrison is the owner and pub-
lisher of the Genesee Valley Penny
Saver serving the greater
Rochester, New York, area.

In making the presentation, last
year’s recipient, Glen Fetzner, said,
“As the 2018 Publisher of the Year,
it is my honor and privilege to in-
troduce the 2019 Publisher of the
Year.

“This person has been an active
participant in the free community
paper industry his entire life. His
parents started their company in
1948; and thanks to two genera-
tions of hard work and community
involvement, they were able to cel-
ebrate the company’s 70th anniver-
sary last year.

“This individual’s passion and
commitment to the industry has in-
volved him with numerous associa-
tions, including FCPNY where he
has served on the Board of Direc-
tors for more than 20 years. He has
filled the roles of vice president,
president, and CPAN chair as well
as championing countless projects
and initiatives over the years.

“This person has also served on the
AFCP Board of Directors, as the
FCPNY representative. During his
AFCP service he went through the
chairs for the Annual Conference,
serving as Conference Chair in
2004.

“Under his leadership, their com-
pany has grown from a small local
publication to a regional group of
high-quality weekly publications
distributed to over 147,000 homes

throughout Central New York.
Their production facility has been
expanded on five different occa-
sions, growing the facility from
14,000 square feet to its current
27,000 square feet in order to han-
dle their own growth as well as the
additional printing they do for a
number of other area publications.

“This publisher’s commitment to
participating in conferences and
civic initiatives and to producing
the highest quality publication for
their extensive base of regular ad-
vertisers has won him the admira-
tion of community members, fellow
publishers and industry profession-

als. The true testimonial to this in-
credible standard of publishing
quality is their recognition as an
AFCP Best of the Best General Ex-
cellence Award winning publication
every year since 2011!

“The Genesee Valley Penny Saver
celebrated its 70th Anniversary in
2018 and a major component to
that history of success, growth and
employee commitment is the direct
result of the leadership provided by
their publisher.

“Please join me in a celebration of
the 2019 Publisher of the Year –
Steve Harrison.”

Steve Harrison and his sister, Kim Dougherty, address the crowd after receiving the
Publisher of the Year Award. Dougherty is the Vice President of Genesee Valley Penny
Saver.



Sornson receives
McMullin DSA
Lou Ann Sornson of Metro Creative
Graphics was named the recipient
of the annual Association of Free
Community Publications (AFCP)
Craig S. McMullin Distinguished
Service Award at the recent annual
conference in Las Vegas.

In making the presentation, last
year’s winner, Trevor Slette, said,
“As the recipient of last year’s Craig
McMullin Distinguished Service
Award, I have the privilege of pre-
senting this year’s award.

“This individual has established
themselves in the industry as a
trusted friend to so many, an expert
industry resource to community
publications from coast to coast
and an intricate component of the
growth of the quality of the publi-
cations representing our industry.

“AFCP has been able to rely on this
person’s spirit of volunteerism for
over 10 years as an active partici-
pant in the ‘Best of the Best’
Awards judging. The contributions
they have made in recognizing the
graphic qualities that demonstrate
the ‘Best of the Best’ are truly out-
standing.

“Her participation has grown be-
yond the judging process by coordi-
nating and encouraging
involvement in the Andrew E.
Shapiro Cancer Awareness Promo-
tion – “Free Papers Fighting Can-
cer” – that recognizes the graphic
and civic excellence of our member
publications’ involvement in cancer
aware- ness programs of all types.

“Since joining Metro Creative
Graphics in 1991, she has devel-
oped relationships with both large

and small publications across the
country and has always worked to-
ward the best interests of the publi-
cations. Her friendship to those
publishers has been enjoyed
throughout her 28 years, and she
has been a constant source of sup-
port during both the good times as
well as the bad.

“Please join me in congratulating
the 2019 Craig McMullin Distin-
guished Service Award Winner, Lou
Ann Sornson.”



Gary’s Gallery
Sometimes the shots taken at a recent event, like the Digital Workshop, are just too much fun to pass up. Can
you name every person in these photos? And yes, that is an amazing slice or two of Chicago Deep Dish Pizza.



Tips For Coaching
The Sales Team
By Bob Berting, Berting Communica-
tions

Because of their value to the publi-
cation, it’s very important to focus
on the performance of the sales
team. While many sales managers
will lament about the sales force
and their inability to build advertis-
ing sales, the critical problem is that
the salespeople are simply not moti-
vated. In my experience as a large
suburban newspaper sales manager,
then executive, and current newspa-
per marketing consultant, I find the
following points to be valid in
coaching the sales team:

ENTHUSIASM BREEDS
EXCITEMENT

We always like to be around some-
one who truly enjoys what they do.
Our prospects and customers enjoy
working with salespeople when
they are enthusiastic. Enthusiasm is
a sign of belief that people can
sense. The axiom “To be enthusias-
tic, you must act enthusiastic” can
be applied for good results. The en-
thusiasm of the sales manager is
important. If the manager is low-
key, aloof and too reserved, this
could affect the enthusiasm of the
sales team.

SELF ESTEEM CREATES
GREATER SELFWORTH

This is probably one of the great as-
sets of a successful publication sales
team. They believe in themselves,
and they don’t worry excessively
about what people think of them,
but how they feel about themselves.
The sales manager has to always
keep the self esteem of the sales
team at the highest level by respect-
ing their feelings and individual
goals.

THE SUBCONSCIOUS
MIND HELPS TO ACHIEVE
EXCELLENT ATTITUDES

Salespeople can program them-
selves to set goals and beliefs. The
sales manager has to instill a good
team attitude by his or her attitude
every day. If the sales manager is
perceived as someone who is con-
stantly pre-occupied with worry and
negative beliefs, this will have a
negative effect on the attitudes of
the salespeople.

INVESTING IN THE SALES
TEAM

Positive thoughts need to be pro-
jected every day and this can be
done by the development of a refer-
ence library of self help books,
DVDs, and podcasts. Listening to
podcasts while driving to and from
work, as well as between sales calls
is an excellent way to develop
“spaced repetition”, by repeat lis-
tening of the same podcasts in
spaced intervals.

HAVING MORE FUN
One of the greatest forms of moti-
vation is to lighten up and work at
making things fun. The use of hu-
mor in advertising campaigns is
powerful. The sales team needs to
brainstorm in sales meetings how
they can effectively create more hu-
mor in their customers advertising.
The sales manager needs to have a
sense of humor to direct this activ-
ity.

AVOIDING COMFORT
ZONES

Although it’s very easy for a very ex-
perienced salesperson to get into a
comfortable rut, newer salespeople
can have the same problem, al-
though sometimes to a lesser de-
gree. The sales manager has to

ensure that their salespeople are
learning something new on an on-
going basis.

See Bob’s website at www.bobberting-
.com where you can opt-in to receive his
Advanced Advertising Sales Monthly
Memo, learn about his consulting service
and see how he can become a columnist
for your publication. You can also pur-
chase his three e-book bundle for the
newspaper industry, and learn more
about all his training services including
his tele-seminar and webinar programs.
Bob is a professional speaker, sales
trainer, and publisher consultant and has
conducted over 1500 seminars for news-
paper advertising salespeople, manage-
ment, customers, and print media
associations. Contact Bob at bob@bob-
berting.com or 317-849-5408.



Powers wins Van Drie
Volunteer Award

Barb Powers was named the recipi-
ent of the annual Association of
Free Community Publications
(AFCP) Gladys Van Drie Volunteer
Award at the recent conference in
Las Vegas.

Powers is the owner and publisher
of Exchange Publishing in the
Spokane, Washington, area.

In making the presentation, last
year’s recipient, Karen Sawicz,
said, “This organization has been
able to accomplish some

amazing things over the years. The
key ingredient to almost every one
of those accomplishments has been
the volunteers who have given
freely of their time, their talents
and their energy to the betterment
of others. The Association of Free
Community Publications is pleased
to announce the fifth recipient of
the Gladys Van Drie Volunteer
Award.

“We are fortunate to have Gladys
here again for today’s presentation,
and would like to invite her to
come up to assist in the presenta-
tion of this year’s award.

“Without volunteers our associa-
tion, as well as all the associations
that our industry has been built
around, would be in a much differ-

ent place – one that would not be
able to provide for its members as
we do today. The Gladys Van Drie
Award looks to recognize the con-
tributions of a volunteer who has
given significantly to the better-
ment of each of our businesses over
the years, always without thought
to personal gain.

“This year’s recipient has embod-
ied that description repeatedly over
the years and has contributed
greatly to the long-term success
and accomplishments of commu-
nity papers across the country.

“They started their journey into the
community paper industry in 2000
after spending a few years in real es-
tate. By 2002, they had accepted a
position representing their regional
association on the AFCP board and
as an active participant in several of
AFCP’s initiatives.

“Her commitment to fellow pub-
lishers through her involvement in
PNAWAN, PaperChain and AFCP
stands as a testimonial to the type
of volunteers that keep this indus-
try moving forward.

“This year’s award winner has es-
tablished themselves as a trusted,
respected and ever-present volun-
teer for the entire free publication
industry and has repeatedly demon-
strated the devotion and efforts
worthy of the Gladys Van Drie Vol-
unteer Award.

“Please join me in congratulating
this year’s recipient, Barb Powers!”

Barb Powers stands with Gladys Van Drie and Loren Colburn after being named the
recipient of the 2019 Van Drie Volunteer Award.
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Publication
for Sale:

Multi-Generational
Owned community
shopping guide for sale
in beautiful south cen-
tral Lower Michigan.

Family owned for over
70 years,The Salesman
Publications' owner is
ready to retire and is
selling her weekly/Sun-
day publication that
home delivers nearly
50,000 copies via inde-
pendently contracted
carriers in Jackson, Cal-
houn and Northern
Lenawee Counties.

Established advertiser
base with room to
grow.

Send inquiries to P.O.
Box 1765, Jackson, MI
49204.



“Oh yeah?
Prove it.”

By John Foust, Raleigh, NC

I once encountered a car dealer
who took advertising puffery to
new levels. They publicized them-
selves as being number one in ev-
ery conceivable category. Their
general advertising theme was,
“We’re number one.” Their new car
slogan was, “We’re number one in
new cars.” Their used car slogan
was, “We’re number one in used
cars.” Their service department’s
slogan was, “We’re number one in
service.” And of course, their logo
featured their name inside a num-
ber one.

That approach must have simpli-
fied their advertising strategy meet-
ings: “Let’s just tell everybody
we’re number one in everything.”

I’m no legal expert, but I suspect
that they could not have been pre-
vented from using that exaggera-
tion, because saying “we’re number
one” is like saying “we’re the best.”
It’s just too common to be taken as
a serious deception.

The more important issue is in the
fact that the ads had no credibility.
There was no proof to back up the
claims. Consumers were never pre-
sented with any reasons to believe
what the dealership was saying.

I thought of that old ad campaign
recently, when I saw a series of ads
for another car dealership. Like the
old dealership, they were market-
ing themselves as a preferred place
to buy a car. But unlike those old
ads, these claims were on solid
ground, because they were sup-
ported by evidence. The ads
showed long-time customers hold-
ing up fingers to represent the
number of cars they had purchased
from the dealership. It was an at-
tention grabber – a simple and
effective way to sell the dealer-
ship’s longevity and reputation.

Unsubstantiated claims are lazy. It
takes practically no effort to write a

headline like, “We’re number one”
or “Best deals in town.” On the
other hand, it takes some creativity
to come up with the right kind of
supportive evidence.

The work is worth the effort. While
consumers ignore exaggerations
and unsupported claims, they re-
spond to relevant promises and
offers that are backed up by evi-
dence.

When you’re writing an ad or mak-
ing a sales presentation, it might
help to imagine someone sitting on
the other side of the desk with arms
crossed, saying, “Oh yeah? Prove
it.”

There are many forms of proof – sta-
tistics, photographs, and testimoni-
als, for example. Here’s how
evidence can help:

“Our new widget is the best on the
market” has no muscle. It’s better
to say, “According to XYZ research,
our widget has a 95 percent durabil-
ity rating.”

“Our paper is better than any other
advertising option” is an empty
statement. It’s better to write, “Let
me tell you about the great results
that Retailer X gained from adver-
tising in our paper. Their sales in-
creased by 27 percent during the
first month.”

“Our customers love us” is weak.
It’s more effective to say, “Here’s
what our customers say about us.”

Just because we believe something
doesn’t make it believable to others.
There is power in proof. Make that
imaginary skeptic on the other side
of the desk smile and you’re on the
right track.

(c) Copyright 2019 by John Foust. All
rights reserved.

John Foust has conducted training
programs for thousands of newspa-
per advertising professionals. Many
ad departments are using his train-
ing videos to save time and get
quick results from in-house train-
ing. E-mail for information: john-
@johnfoust.com



IFPA Board Meeting
Minutes
Board of Directors Meeting, Wynd-
ham O’Hare Hotel. June 7, 2019

Members in attendance: Rick
Wamre, Deborah Phillips, Joyce Fr-
ericks, Jane Quairoli, Joe Nicastro,
Eric McRoy, Shane Goodman, Doug
Fabian, Manuel Karam, guest LJ
Radon, and Executive Director,
Douglas Fry.

Rick Wamre called the meeting to
order at 1:00 pm local time.

Treasurer's Report- Deborah
Phillips: $159,000 in Money Mar-
ket account. Total Assets:
$1,130,066.54. No significant
losses for May. $24,419.33 total rev-
enue for May. Motion to accept trea-
surers report: Doug Fabian,
seconded by Joe Nicastro. All in fa-
vor.

Operational Overview- Douglas
Fry: Improvements made: Switch-
ing accounting firms. Too costly for
preparations. -Using Quickbooks
saves a lot of time, -Once a month
Executive Board call, -Communica-
tion with board improved via texts
and emails.

CADNET report- Douglas Fry:
Most pleased with 2x2 ads. Cur-
rently, CADNET would be able to
run more than two 2x2 ads each
week. Doug Fabian suggested ask-
ing publishers in a survey how they
felt about running more 2x2 fill ads
vs. classifieds. Joe made a motion to
increase from two display ads to
one to four after a survey of the
membership is done, via email and
a link to survey. Shane seconded the
motion. All in favor.

AdSense- Eric McRoy: Have 38
websites serving code. But only
three websites are doing well. Tried

to contain Google ads to one box.
He would like to let this run and get
the $100 month. He suggested
making display ads out of classified
ads and he can put this on the web-
site. It was suggested that he exper-
iment using his site and see what
publishers like. Take a single box
and rotate the ads. This will take the
place of Google ads giving us con-
trol over the content that we do not
have with Google AdSense. Eric and
Douglas will get together and will
report back if successful.

Digital Workshop Update- Dou-
glas Fry: 28 people signed up. Will
will begin at 9:00am and will run till
4:00pm in Maple room.

Membership Renewals- Douglas
Fry: Have received numerous mem-
bership renewals. Complimented
Board on a great job with calls.
Some members would like to pay
dues on a monthly basis. Douglas
will be checking on the feasibility of
that. Joe added that we need our
members to be involved. Could we
hire a PR person/firm to get materi-
als and the word out for more mem-
bers? The current board has a lot of
knowledge and talent but no time to
recruit. It was suggested the possi-
bility of paying a person/firm to lis-
ten in on conference calls to ask
questions to be able to come up
with a request for a proposal.

Manuel will lead a committee with
Joe and Doug Fabian to come up
with a one page proposal. Lively dis-
cussion followed over ways to get
our membership more involved.
Rick suggested we continue the dis-
cussions during each of our confer-
ence calls.

Philadelphia Event- Doug Fabian:
Plan is set to have Ryan and Tim as

speakers but in a way that has never
been done before. Eric will open.
Key is to use the audit and tailor it
to each publication. Each partici-
pant will leave with a booklet with
their numbers to take back as a pro-
fessional sales tool. We will record
the sessions and have them avail-
able. The exact mechanism for that
is still in the works. Shane sug-
gested a marketing blitz to everyone
eligible with audits. Manuel
thought a satisfaction guarantee
marketing blitz (20 seat max) would
be a great idea. Joyce suggested
postcards. Rick thought a promo
video with Ryan with be helpful.
Douglas will freshen up the list with
Tim.

SHARE Groups: Sales Managers:
Doug Fabian. Everything going
strong. Publishers: Joe Nicastro. All
is well. Douglas asked if the time
can be moved? Joe said we could try
for 11:00am EST/10:00am CST, 3rd
Tuesday of the month. Specialty
Publications: Rick Wamre reported
the call is 3rd Wednesday of the
month 3:00pm CST

IFPA Sales Training- Rick Wamre:
Sales of the most recent training
programs are behind probably be-
cause Ryan Dohrn is over exposed.
Doug Fabian suggested we send out
one of the training videos from last
year as a teaser. Rick will check with
Ryan. Eric questioned if share
groups are recorded. Douglas said
some are but we want to encourage
live attendance. Rick suggested
record them now and figure out
what to do with them later.

Communications Committee:
Manuel Karam: Finished analyzing
email campaign data. The numbers
show about an equal response from
formatted vs. plain text emails. The
best response was via Communic8.

Annual Editorial and Advertising
Awards: Jane Quaroli

Sent out spreadsheets. Some cate-
gories are not entered as frequently



What’s Ahead?
Publishers
Summit
February 7 - 8,

2020

Clearwater
Beach, FL

Popular interactive event
for Publishers sharing

keys to success.

Sales
Management
September 27
& 28, 2019

Philadelphia,
PA

The last Leadership Summit was a
huge success. We will build on
that success to include Sales
Management professionals.

as others. Cost is not thought to
be an issue as the fees are $5 per
ad. Next step would be to see what
categories to add and which ones
to possibly update. Any changes
would take place next year. All
done digitally and can submit all
year long. The entry period is
7/1/18 through 6/30/2019. Win-
ners will be shown at the Septem-
ber event in Philadelphia.

Website: Joyce Frericks and
Douglas Fry: Everyone loves the
new website! They are currently
looking to add two or three pages,
one for each event.Douglas will ex-
plore ways to pay dues online.

Old Business: Deborah Phillip-
s:IFPA Nominating Committee Re-
port.

New Business: Rick Wamre: IF-
PA/AFCP Membership Survey. A
meeting was held with members of
AFCP to come up with different
ways to serve the members most
effectively. Currently 63% of IFPA
members are also members of
AFCP. Joyce made a motion to
send out the survey as is, pending
approval from AFCP. Deborah
Phillips seconded it. All in favor.

Other Business, TIP, Douglas
Fry: Debate was voiced regarding
how to continue funding the maga-
zine. Whether to go on newsprint,
less frequent, combine with other
trade publicaitons, etc. Shane sug-
gested using the funds to hire real
reporters for articles. IFPA cur-
rently sends out 300 copies of TIP.

2020 Publishers Summit: Dou-
glas Fry: Concerns regarding the
date in January were raised. Cur-
rently the Summit is scheduled
during Super Bowl weekend. Dou-
glas will contact the Edge hotel re-
garding Feb 7th and 8th and will
let the board know.

Doug Fabian expressed interest in
having a face to face SHARE Group
meeting possibly in April.

Shane Goodman suggested we have
a meeting in a city where they can
visit other publications.

Deborah Phillips made a motion to
adjourn at 4:03 pm. Doug Fabian
seconded it. All in favor.

IFPA BOARD
CONFERENCE CALL, 20

JUNE 2019
President Rick Wamre called the
meeting to order at 9:02am (EST)

Members in Attendance: Rick
Wamre, Eric McRoy, Shane Good-
man, Joyce Frericks, Doug Fabian,
Deborah Phillips, Joe Nicastro,
Manuel Karam, Jane Quairoli and
Executive Director: Douglas Fry

Treasurer's Report: Deborah
Phillips

CADNET up. Investments down
due to stock market roller coaster
these days. Budgeted Revenue

down. Expenses lower than ex-
pected. Overall budget net income.
Eric questioned who manages the
organizations investments and
what are we invested in? Douglas
sent out information at the Chicago
Board Meeting and will send out
Unity Trust information. Motion to
accept treasurer's report: Joyce. Sec-
onded by Eric. All in favor

Digital Workshop: Douglas Fry:
He will be sending out a survey to
all participants but was happy to re-
port that he has received all positive
remarks. Only "negative" is people
wanted another half or full day with
Will. An additional positive note is
that the event did not cost the asso-
caiton anything. Eric commented
that Will's presentation was very
good.

Membership Renewal: Douglas
Fry: Received a couple more pay-
ments.The work the board has done
has helped. Still working with ser-
vice provider on a method to pay



dues monthly. Joe reported he had
spoken to a non renewing member.
He would like to see more webinars
and online training to eliminate or
reduce travel. Rick asked Douglas
for an updated list of those who
have not renewed.

2019 Wonder Twins Event
Philadelphia: Doug Fabian,
Manuel Karam: Everything is on
track for the event. A meeting is
scheduled next week with Ryan
Dohrn. Communications Commit-
tee is working on something totally
different, bright and witty. Cur-
rently have more than half of goal
attendees. Douglas has arranged
transportation for Friday night to
take attendees into Center City.
Will be sending out information in
the next couple weeks to hopefully
fill the thirty remaining seats.

Douglas: Regarding the idea to
video record some of the sessions
for future use. We have received a
request for bid from a company in
Philadelphia. Doug asked for
thoughts as to what to do with the
video. He is reluctant to supply the
videos when others have paid for
the sessions. Joyce suggested pro-
viding the video to attendees and
charge for non attendees. Jane
questioned whether we can use
snippets of the video to send out as
promotional material. Manuel
would like to have it available to
take back to his team for a small
fee. Joe didn't think a lot would sell
since if they were interested they
would have come to the session to
get firsthand knowledge. The con-
cern is if videos are provided people
will be less likely to attend future
sessions. Doug made a motion to
invest a maximum of $3,000 out-
side of the conference budget for

the making of the video. Deborah
seconded it. All in favor.

2020 Publishers Summit: Dou-
glas Fry: The Edge Hotel can do the
first full weekend in February for
$169/night and $29 resort fee
(which includes WIFI, Parking and
breakfast). He said the organization
could absorb that fee as we would
have spent that on breakfast any-
way. Douglas is ready to sign the
contract. All agreed.

SHARE Groups: Sales Managers:
Doug Fabian. Going well. Have new
people each month. 12-14 this
month. Publishers: Joe Nicastro.
Moved the call to 11am and had a
good crowd. Will keep it at 11am.
Specialty Publications: Rick Wamre.
Eric gave a presentation on his wed-
ding event. Crowd was thin but the
information was good. Douglas
recorded it. Have to figure out how
to get more members involved.

IFPA Sales Training: Rick
Wamre: Rick and Douglas talked to
Ryan about putting together a
YouTube video. Will follow up with
Ryan.

Communications Committee:
Manuel Karam: Short term project:
Team working on cool ideas for
Philly. Concentrating on making it
cool, fun and edgy to get more at-
tendees. Long term project: Work-
ing on RFP project for a marketing
plan to get more members.

Annual Editorial and Advertising
Awards: Jane Quairoli: Douglas
and Jane agreed that Most improved
Publication, three different cate-
gories would be good to add. Spec
Ad, Best of Show and Do More with
Less space. Board would have to de-

cide which categories they want to
eliminate. Douglas said we should
wait until after this year and then
make a decision which categories to
add or delete.

Online Ads: Eric McRoy: Problem
with Google Ads and serving those
ads and not having control over
what was advertised. He has found
a simple solution. Click on CAD-
NET add to test. Douglas is testing
the ad plug. It is a better way to
make revenue from ads sold to ben-
efit IFPA. Eric will send out a link
so board members can see how it
works.

Website: Joyce Frericks: Running
well. No major changes in the last
month. Digital and Fall conference
info has been updated. Board com-
mented that it looks good and
works well.

Old Business. IFPA Membership
Survey: Rick Wamre: Tim recom-
mends holding off sending survey
until July 10th as he has seen slow
response over the 4th. Prior discus-
sion was to have IFPA and APCP to
send out the survey to their mem-
ber lists. Douglas is sending Tim a
membership list and AFCP is send-
ing him a membership list and Tim
is going to look into the dual mem-
bership and see how to proceed.
Once there is an actual plan Rick
will run it back by the board for ap-
proval.

New Business: None

Deborah made a motion to adjourn
at 9:34 am. Seconded by Doug. All
in favor.

IFPA Board Meeting
Minutes concludes
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