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(] The May issue of INK is our annual Conference issue!
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AFCP/NANI HEADQUARTERS: Free Paper INK is dedicated to
Loren Colburn, Executive Director keeping the industry informed on
C Recore, Assistant Executive Director key issues, topics and industry
assey / ] news. If you have any items of
135 Old Cove Road - Suite 210 interest that should be shared
THE SU RVEY Liverpool, NY 13090 with people throughout the Free
SAYS Toll Free: 877.203.2327 e v Sl
.oe . them to loren@afcp.org. We wel-
Fa)f' 781.459.7770 come your input, appreciate your
Email: loren@afcp.org readership and look forward to
Web: www.afcp.org your contributions to our content.
Free Paper INK is not liable for
EDITOR / COMPOSITION: errors appearing in advertise-
Barbara Holmes ments beyond the cost of the
space occupied by the error, and
P.O. Box 773840 notification must be made in writ-
Ocala, FL 34477-3840 ing within ten days of publishing.
Phone: 352.598.3500 The right is reserved by Free
Fax: 352.347.3384 Paper INK to edit, reject, or cut

any copy without notice.

NO CASH REFUNDS

Email: FreePaperINK@aol.com

MARKETING REPRESENTATIVE:

The opinions of the individual

Wendy MacDonald contributors or correspondents
10418 Bond Street do not necessarily reflect those
Overland Park, KS 66214 cr)rfet:te publication or its manage-
Office: 913.461.3721 '
Email: wendy@afcp.org Free Paper INK may include
M EET TH |S YEAR’S material produced under copy-
righted or syndicated ad service.
VENDORS' ) MISSION STATEMENT_ Permission of the publisher must
0 Bring news and resources to the attention of the be obtained before copying any
free paper |ndustry_ by publls_hlng a responsible of the material from any issue of
quality magazine. Free Paper INK.
DEADLINES: The deadline for classified ads, display Cover Photo:
ads and editorial is the 4th of every month. shutterstock.com
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Using sticky
notes to lay
out your ads?

That’s your sign,
you need The
Newspaper Manager!

—-
Greg Booras, National Sales Manager,
The Newspaper Manager - Mirabel Technologies
Office: 708-750-0016 « Cell: 563-508-4081

THENEWSPAPER

gbooras@mirabeltechnologies.com « www.newspapermanager.com
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INDEPENDENT FREE PAPERS OF AMERICA

We have chosen a boutique hotel at a great rate. This will
be an event that will sharpen your focus and expand your
vision. Plan now to attend and save $50!

Ideally situated on the eastern edge of the Mile High City, Woolley's Suites luxury hotel in
Aurora, CO offers an elegant ambiance in the plains, about 60 miles from the edge of the
Rocky Mountains. Woolley's Classic Suites has a convenient location in Gateway Office
Park, adjacent to I-70 and near 1-225, just 13 miles from downtown Denver and minutes
from state porks, museums, shopping, restaurants, breweries, and go|1( courses.

Arrive seamlessly with their complimentary scheduled shuttle service from Denver
International Airport, only 10 miles away. This IFPA Event is hosted where you'll feel right
at home: Woolley's Classic Suites. Go to IFPA.com/events




DIRECTOR'S POINT OF VIEW

LOREN COLBURN
EXECUTIVE DIRECTOR

April 2020

A Different

Point of View

WHY IS IT WE LOOK AT SELLING
our products to advertisers so much dif-
ferently than we look at buying products
from businesses selling to our industry?
Almost every publisher can immediately
begin to list a ton of reasons a merchant
should be advertising in their publica-
tion. We can bring in new customers to
your business! Your ad message will be
read in more homes! We are a trusted
source of information to local consum-
ers! And the list can go on for quite
some time.

Yet when the table is turned 180
degrees and we mention trade shows,
people in our industry put their buying
hats on and many begin to act like the
"I don’t want to be sold” merchants that
they encounter all the time.

I would like to challenge you to take a
different approach to the sales process
the next time you find yourself on the
buyer’s side of the discussion. Forget
your knee-jerk defensive reaction to
identify your reason not to consider this
product, service or business solution.
That posture will only provide barriers to
your success.

I want you to picture for a minute,
the sales call you made where the
buyer discussed your publications with
an open mind and sincere focus on the
presentation of its unique features and
benefits. They were engaged in the
discussion and asked relevant ques-
tions that sparked additional information
exchanges. Remember how excited you
got putting together the ad campaign
that set in motion the most successful
seasonal sale the merchant had ever ex-
perienced. Recall the feeling of accom-
plishment when the customer thanked
you for helping build his business with
the successful ad campaign in your
publications. Now, I need you to hold on

to all those good vibes while we make a
shift.

With all those success memories
fresh, I need you to put yourself in the
position of having to solve a problem or
fulfill a need at your publication that will
require the help of an outside source.
Take a moment to understand what your
objective needs to be to take advan-
tage of the opportunity or eliminate the
problem. What questions will you need
to have answered in your search for a
solution? What suppliers might have
solutions available for you? Where can
you find suppliers who might be able to
provide those solutions? Where can you
network with other like businesses to
get recommendations on solutions and
providers?

I believe one of the best answers to
all of this is the AFCP Annual Conference
and Trade Show. You see, the trade
show is NOT an event you need to avoid
in order to prevent being sold some-
thing. It is an incredible resource for
you to search out solutions to problems,
answers to specific needs, and opportu-
nities for expanding your publication’s
capabilities! Your opportunity to deliver
that “thank you” to a supplier for suc-
cessfully helping your business improve
is only an open mind and one trade
show away.

So what are you waiting for? Embrace
the trade show opportunity coming in
Orlando. Or if you can’t be in Florida,
reach out to the trade show partners
listed in this issue of INK. Just like you
selling advertising, their long-term suc-
cess is not reliant on them selling you
something. It is reliant on them solv-
ing your problems and building success
stories.

And until next month - tell those me-
dia buyers, “If It’s Free, Buy It!” M



STORY SPOTLIGHT

A company that

offers you a

Do YOuU REALLY NEED A STAFF PERSON ON
your payroll to write obituaries and announce-
ments? Or is there a better way?

There is a better way. It’s called Modulist, and it
does so much more than obituaries and announce-
ments.

Modulist is a media services company that works
on behalf of newspapers. Basically, the service col-
lects the low-hanging fruit of paid verticals, doing
all the production work for you so that you can use
the time you
used to spend
writing such
content doing
something
more profit-
able.

Here's how
it works. Your
newspaper
sets up an
account in
Modulist,
choosing from
13 available
categories of

content that \ ‘ ':

you can make The talented staff at Modulist stands ready to help you increase

available to

your readers. Choose as many or as few catego-
ries as you want to make available to your readers.
Obituaries are the largest revenue producer, so we’ll
use funeral homes as an example.

After you set up your publication’s account,
Modulist then works with you to set up relationships
with funeral homes in your readership area. You
choose the funeral homes closest to your publica-
tion. These would be what Modulist calls “Tier 1”
accounts, as they are the most likely to use the
service due to their proximity to your publication.
Modulist will offer them “white glove” treatment set-
ting up their account so they can submit obituaries
to you, even going so far as to travel to their loca-
tion to set up an account if necessary.

“Tier 2" accounts are a little farther away from
your publication. Those funeral homes would be in-
vited to view a webinar explaining the service, with
Modulist talking them through the account setup.

“Tier 3” accounts are the greatest distance from

your publication. Modulist would send out mailers to
introduce the service with an invitation to contact
Modulist to get set up.

Next, Modulist provides you with in-house ads
and ghost-written articles to run in your publication
informing
your readers
about the
new service
available
to submit
their per-
sonal birth,
death, en-
gagement,
wedding,
anniversary,
birthday
and other
announce-
ments.
Individuals
can then set
up their own
accounts to easily submit their stories. The cus-
tomer can write the story the way they want it to
appear, choose the layout — with or without a photo
- easily crop a photo, and even calculate the cost of
the announcement at any time during the process
of writing it.

When a funeral home or an individual submits a
story, Modulist handles all the production. They will
reach out to the client for a new photo, if the one
submitted is not good quality. They will verify with
the funeral home that the death is legitimate, if the
obituary was submitted by an individual. Finally,
Modulist will collect payment and send you a print
ready pdf.

)

your revenue!

Continued on page 8
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STORY SPOTLIGHT
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Continued from page 7 family, with different run dates. They can receive an
instant proof to show the family and confirmation of
the cost they can present to the family in advance.
There are currently 13 modules available. In

addition to obituaries, the categories include mile-
stones, business announcements, community en-
gagement letters, pet milestones, and job postings.
Category number 14, press releases, is in beta test-
ing; number 15, legals, is in testing with develop-
ment; and number 16, classifieds, is being planned.

You can log into your Modulist account at any
time to see pending orders and where they are in
the production process. You can run reports to see
how much space to reserve for the current issue,
or for end-of-month or year-over-year financials.
Your monthly manifest will show how many ads
Modulist created for you, how much you earned and
how much was charged in fees. Modulist pays you
monthly via check or direct deposit. The process is

completely transparent, and all articles are archived Modulist wants to partner with publications for
in perpetuity. their mutual benefit. By taking paid content orders

for you, your time is freed up to allow you to focus
on the core tasks of putting out your media, thereby
reducing your costs and increasing your revenue.

So, what will this service cost you?

Nada. Zip. Zero. You set your own prices for the
content, normally on a per-column-inch basis, and
Modulist charges a processing fee to the consumer.
Funeral homes add their own fees and build the
charge into the total cost of the funeral.

Funeral homes love the Modulist software be-
cause they can simultaneously submit an obituary
to multiple papers requested by the deceased’s

“It's not about a quick sale for us,” said President
Devlyn Brooks. “I want to be asking you in three
years what we can do to help you.”

Stop by Modulist’s booth at the upcoming Trade
Show in Orlando, visit www.modulist.news, or call
701-241-5545 for additional information. [

Newspapers - Magazines « Shoppers
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The Only Way To Reach a Goal is to Have One!
KAMEN & CO. GROUP SERVICES,LLC

Media Appraisers, Accountants, Advisors & Brokers

(516) 379-2797 - 626 RXR Plaza, Uniondale, NY 11556 -
info@kamengroup.com . www.KamenGroup.com 800'32 1 '0350 SC|ty- com
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Marketing Solutions
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FEATURED ANALYSIS

The Survey Says...

What purchase method do you prefer for equipment?

B Responses
59.3%
70.0%
60.0% 5
50.0% 40.7%
40.0% -
30.0% -
20.0% - 0.0%
10.0% -
0.0% - T T
Outright Purchase Lease Either depending on the
circumstances
What purchase method do you prefer for software?
¥ Responses
80.0%
70.4%
70.0%
60.0%
50.0%
40.0%
30.0%
14.8% 7.4% 7.4%
20.0%
10.0% -
00w — | N B e
Subscription Purchase including Purchase with monthly Depends on
support services support fee circumstances

What is the increasing expenditure you fear the most in the coming
12 months?

" Mentioned by...
41.7%

45.0%
40.0%
35.0%
30.0% -
25.0% -
20.0%
15.0% -
10.0% -
5.0% -
0.0% -

33.3% 33.3%

I =

Printing Delivery Healthcare Staffing
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FEATURED ANALYSIS

Have you ever attended an
AFCP Conference Trade Show?

B Yes H No

100.00% 86.21%

80.00% -

60.00%

40.00%

13.79%

20.00%

0.00% -

No

If you answered yes to attending,

have you ever purchased goods

or services from a merchant you

met at an AFCP Conference and
Trade Show?

M Yes MW No
150.0%
96.0%
100.0%
50.0% -
4.0%
0.0% i T 1
Yes No

Which of these do you plan on
purchasing in the next 12
months? (check all that apply)

B Responses

60.00%
50.00%
40.00%
30.00% -
20.00% -
10.00%
0.00% -
> 5 & )
& & FE T & & S
B S O
& oc’. & X & L > &
L 0 Q7T E T EE W@
S-S S R \)b > < K
& & O F S © &
C Q$° o o° © (@) o\‘?

How important are the following
to your buying decisions?

M Critically Important

B Very Important
Somewhat Important

B Not Very Important

100%
90%
80%
70%
60%
50%
40%
30%
20%
10%

0%
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Joint AFCP & FMA Conference and Trade Show
April 23-24, 2020
Westgate Lakes Resort & Spa - Orlando, Florida

TOPICAL FORUMIDISEUSSIGNSE

Topical Roundtable Discussions Schedule
Thursday, 4/23/20: 2:35 - 3:50 PM

Bring a question to share! - Thought provoking open mic session to get the energy and engage-
ment fired up. Your chance to make sure your “need to know” item gets discussed.

Thursday, 4/23/20: 4:20 - 5:35 PM

Self Promotion and Readership — Tips to build your image and your audience. From community
engagement to outside promotion techniques — ideas that work.

Niche and Special Section Alternatives — What's working for members and what does it take to
jump in! Find a new revenue source or breathe fresh life into an old one.

Friday, 4/24/20: 9:15 - 10:30 AM

Circulation - Driving receivership up while driving costs down! Let’s include discussions of voluntary
subscriptions, demographic zoning and requester subscriptions.

Selling PRINT - in a digitally focused environment. Understanding the powerful benefits print
products can deliver for today’s advertisers.

Friday, 4/24/20: 11:00 - 12:15 PM
Content - What to include in your print product to build revenue, readership or both! How can you
develop that content cost effectively?

Print and Digital Packages - Blended programs to build revenues. Who's making it work, who
doesn’t think it works and how can other publications take advantage of these best practices?

Friday, 4/24/20: 1:15 - 2:30 PM

Sales Professionals - tips, tactics and tendencies that will improve your effectiveness.
This is for the “feet on the street” salesperson to take advantage of their peer
network!

Sales Management — from compensation, incentives, training and hiring -
what's working to drive sales and fill openings with qualified professionals.

Unique Revenue Opportunities — Events and other options that utilize
existing resources and assets. Building additional revenue streams that
compliment your current products.




FROM THE TOP
WITH CHARLIE DELATORRE

AS SMALL BUSINESSES,
most of us are deeply
entrenched in our local
communities. Many of
us sit on area boards,
volunteer with civic or
non-profit organizations, worship, coach T-Ball,
attend chamber functions and a thousand other
things that bind us to the communities our publi-
cations serve.

As publishers, we often pride ourselves on the
content we write, the homes we reach and the
value we provide our readers and advertisers
alike. We quote readership surveys and our most
recent CVC audit figures in an effort to prove our
relevancy and to show the commitment we have
for our towns.

You should know, I had a different column
already written for this edition of INK. It talked
about the annual
conference and our
trade show partners,
but as I sat proofing
my column tonight,
another school is
closing, another
event has been can-
celed and fears of a
global pandemic are
everywhere.

In this world of
instant gratification,
Instagram influencers
and the Presidential
Twitter Feed, noth-
ing like a good ole
fashion infectious
disease to make us
remember what re-
ally matters - each
other! I don't care if

Committed
to Each Other

by Charlie Delatorre

you're a Republican or a Democrat, live in a red
state or a blue state or really believe Mikey died
eating pop rocks and Dr. Pepper - now is the time
to be committed to each other.

These last few days have been (and most likely
the days and weeks ahead) are like a scene from
a movie. The suddenness with which this situation
has turned normal, everyday life into “The Walking
Dead - Episode 1” has been unnerving to say the
least. I hear many of my friends and some of the
customers we work with everyday, think most of
this is a bit overblown. My answer to all of them is
always the same - I hope you're right.

I don’t know what’s coming next or what will
have happened between the day I write this and
the time you read it, but I can promise you this, I
won’t be taking this opportunity to talk about poli-
tics, how much I hate the right or left or perpetu-
ating the myth that this is some mass conspiracy
brought about by
people who want to
crash our economy
or hate our economic
system.

This is the time to
come together and
remember what'’s
most important -
each other! Stay
Safe. M

AFCP PRESIDENT
TOWER PUBLICATIONS

CHARLIE DELATORRE
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iQ Audience+ by TownNews

gives media organizations of all sizes
powerful new tools to lift their
subscription rolls and preserve
advertising revenue, while boosting

audience engagement.

With iQ Audience+, you have the power to:

+ Convert drive-by visitors into paying subscribers.

+ Target users with custom offers and packages.

* Customize rulesets to meet your unique goals.

* Apply machine learning and proven best practices.

+ Maximize both subscription and ad revenues.

Town

Learn more at: TownNews.com/Solutions



CONFERENCE TRACK

Plan to Visit with the Vendors!

THE NEWSPAPER MANAGER

Eueling Publishers Around the Worl

The Newspaper Manager is an integrated publish-
ing CRM that serves over 15,000 media properties
worldwide. Our powerful software engine drastically
reduces overhead costs and manpower hours by con-
necting sales, production, marketing, and billing into
one powerful software package.
Design B Publishing Profi

From prospecting and sales, to ad orders and bill-
ing, The Newspaper Manager optimizes every aspect
of the advertising life cycle.
Between our opportunities portal
and nearly 70 reports, you can
project revenue and make deci-
sions based on real-time data.

imply Log in & We’ll Do the Work

Everything you need to run your publishing busi-
ness starts with a homepage dashboard at your
fingertips. From calls and follow-ups to meetings and
sales metrics, The Newspaper Manager gives you the
data you need in one snapshot.

Il Anywhere Y with the Mobile A

The Newspaper Manager iOS and Android app
helps you generate revenue from your tablet and
smartphone.

e Call your client directly from the app and access
Google Maps directions.

e Add contacts, notes, calls, and meetings on-the-fly.

e Access and edit client records anywhere.
More Outbound Proposals. More Incoming Sales.

Easily generate polished proposal templates and
convert them into contracts, I0s, and invoices. As
the only publishing CRM with integrated marketing
tools and a built-in business directory, The Newspa-
per Manager helps you identify potential advertisers.
The Formula You Need to Close More Deals

From callback lists to pipeline projections, The
Newspaper Manager offers the insight you need to
move your publishing business forward.

e Sell directly from your inbox by integrating your
email account.

THENEWSPAPER
Manager

o Automatically copy email threads onto client records.

e Customize rate-cards on-the-fly including com-
mission structures.

e Gain visibility with pipeline forecasting and cus-
tom reporting options.

e Renew contracts before they expire with auto-
mated notifications.

e Generate IOs and secure approval with legally
binding e-signatures.

e Prove ROI and grow revenue with marketing
services tools.

e Track prospects visiting your website to improve
the quality of your sales calls.

e Receive alerts when a prospect visits your web-
site or opens your email.

e Engage advertisers with mass email while log-
ging sales and marketing interactions.

Handles the H Lifti

of Production & Ad Orders

From bulk multimedia buys,
to complex skip schedules,
The Newspaper Manager of-
fers unparalleled convenience.

e Manage inventory in real time and deploy mate-
rial deadline notifications.

e Secure approvals with a client-facing portal and
manage flat-plans with transparency.

e Instantly publish digital editions and distribute
branded mobile apps.

e Manage classified templates efficiently with flex-
ible import and export tools.

The Billing Capabilities You've Always Wanted

Say goodbye to tedious tasks. Your ad orders can
be instantly converted into invoices!

e Get billing out the door with our robust elec-
tronic invoicing suite.

e Get paid ASAP with credit card processing and
client payment portals.

e Save manpower by processing payments by the
batch.

e Enjoy convenient integrations with QuickBooks,
PlugnPay, and Authorize.net.
Z0 Standard Reports Based on Live Data

If you can imagine it, we can report it. Our endless
customization options let you mine, filter, and export
data any way you like it!

Continued on page 16
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Continued from page 15

The Newspaper Manager helps thousands of pub-
lishers move their business forward. According to
our recent client survey, 98% of clients surveyed are
satisfied with client service. Contact www.newspa-
permanager.com to learn more!

PLATINUM

MobuLisT

Modulist is a media services company specializing
in the processing of user-generated paid content
submissions for newspapers, among other media
services. Our tagline is “Publish life’s stories” be-
cause we help newspapers publish stories about the
lives of the people in their community. We do that by
providing a world-class, convenient five-step online

portal to submit
paid content
such as obituar-
ies, announce-
ments, and

other milestones L I S T
directly to
multiple me-
dia outlets with a single transaction. In addition to
paid content publishing, we also offer other media
services such as page reprints, photo reprints, ad
creation, page design and concierge content produc-
tion. Our experienced and knowledgeable employees
and our company'’s focus on maintaining long-term
partnerships with local media outlets help position
our partners for the future by decreasing produc-
tion costs and increasing revenue in integral content
categories.

U

PREFERRED MARKETING SOLUTIONS

Preferred Marketing Solutions is a single source for
FSI print, catalogs, and direct mail execution. Every-
thing a newspaper company would need for seamless

CREATE AN UNFORGETTABLE
JOURNEY FOR YOUR READER!

There's something about reading a
printed publication that helps us slow
down and focus. Maybe it's the feel of

the paper, or the smell of the ink, or even
the perceivable effort that has gone into
creating it. When you choose to print,
rest assured you're creating an enjoyable
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 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
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o the PREFERRED
plan ex- Marketing Solutions
ecutions. www.preferredms.com
Experi-

enced staff delivers world-class customer service and
marketing support across all print and direct mail
avenues. In addition, Preferred also offers promo-
tional products, Point of Purchase, apparel and uni-
forms. Anything your company needs to market their
company, we have it! It’s all right here at Preferred
Marketing Solutions! Call Chad Swannie today at
713-320-3021 or visit us at www.preferredms.com.

TowNNEws
TownNews equips local media organizations with
the digital services and guidance to transform their
business models and flour-
ish in the digital age. Our
tools and expertise in print,
digital, video, OTT and
advertising enable forward-
thinking media organiza-
tions in dynamic markets

to efficiently engage their Town News

audiences, increase security and grow revenue.

Fueled by a passion for local media and a 30-year
proven track record of success, more than 2,000
news organizations have benefited from the platform
and tools we’ve built specifically for the media indus-
try to thrive.

CUMMINGS PRINTING
Our History

In 1914 Lew A. Cummings and two employees
opened a small commercial printing company and
began operation. Over the next 100 years Cum-
mings Printing evolved into a magazine and catalog
printer competing on a national scale. We believe
in investing in the future of the publication printing
industry and evolving with it and its publishers. Print
is not dead; in fact we see just the opposite happen-
ing. It is growing and thriving in many categories,
niche magazines being one of them. As it has been
for over 100 years, our main objective is to use our

CONFERENCE TRACK

experience of publication printing to partner with
our clients and offer the best possible product and
service in the industry.
Our Missi

Our objective at Cummings Printing has been
simple: provide customers with a quality product,

delivered Cummings

on time
Publication Printers Since 1914

and within
budget.
Quality is an overused cliché at most companies, but
at Cummings it is a way of doing business. As an ISO
9002 company, Cummings has implemented a qual-
ity management system that involves every employ-
ee, from customer service to shipping.
What sets us apart?

Cummings Printing is a partner that is easy to do
business with. Your publication or magazine will be
handled with professionalism and attention to detail.
A customer service representative will know your job
intimately as they guide it through production. Your
CSR will be there to answer questions and to help
make the print process easy and efficient. We are a
full-service publication printer. Owned and operated
by the Cummings Family since 1914, we have built a
reputation for competitive pricing, flexible scheduling
and personal service. At Cummings Printing, we are
proud of our ability to deliver a quality product time
and time again. We want to make your job perfect.
As a family-run publication printer for 100 years,
our focus is on printing runs of 2,000 to 100,000, so
we'll always give your job the attention it deserves.

SJOPUSASUILISIA

MeTro CRrEATIVE GRAPHICS, INC.

Metro Creative Graphics, Inc. is the leading pro-
vider of advertising, creative and editorial resources
designed to help media companies create, sell and
profit with their print, Web, social and mobile efforts.
With an unparalleled dedication to providing the fin-
est resources available for ready-to-use images, spec
ads, ideas, stock-quality photos, logos/trademarks,

T METRO

turer photos,
CREATIVE GRAPHICS, INC.

marketing/
sales materi-
CREATE. SELL. PROFIT.

als, copyright-
free editorial
features, print
templated sections, online e-Sections, and ground-
breaking digital ad development tools — plus custom
image, ad design and editorial services — Metro

Continued on page 18
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Continued from page 17

remains unmatched in serving the creative and sales
needs of today’s media companies.

LitrLe FisH Bic Ocean, Inc.

Little Fish Big Ocean Inc. was founded in early
2008 with the goal of helping small businesses com-
pete with the big guys through the use of affordable
business management software.

My name is Chris Sedlak and I've been in the
publishing industry since 1998. I got my start work-
ing as a production manager for a community paper
in Southwest Orlando. After a few years, I decided
that general manager was my next move. So I ap-
proached the owner and spoke to him about my
goal. He told me that a GM is accountable for im-
proving sales and I needed to find a way to increase
sales in order to earn that title.

So I took this new direction and met with the sales
manager. It didn’t take me long to realize that inef-
ficiencies were taking a lot of time away from making

Bluefin Technology Partners

Advertising Solutions for Publishers

introducing.....

Bluefin BizLocal!

Extend your offerings to business advertisers with an
innovative integrated business directory solution that
generates new digital and print revenue streams while
providing a great user experience!

Come by our booth at the AFCP Annual Conference and
Trade Show or schedule a demo by calling Steve at
(508) 254-1927, email steve@getbluefin.com.

Save This Date:

Association of Free Community Papers

Florida Media Association

C' o \ql! (s] ) Joint Conference and Trade Show

A
<Bliefin(

Bluefin Technology Partners, LLC
Advertising Solutions for Publishers

April 23-24, 2020

Westgate Lakes Resort & Spa
Orlando, Florida

alcp

calls. I then created a simple
database to pull his information
together and eliminate wasted
time. His calls immediately dou-
bled; and as you can imagine,
his sales went up. I took this
new success back to the owner,
who then asked me to do the
same for the rest of the sales
department. Once that was
completed, he then asked me to see what I could do
with the billing department, then production, and -
well, you see where this is heading.

It took me a while, but I realized a few years later
that the GM position had been filled - by my pro-
gram. It was about that time that I decided that I
could help other publishers improve sales using the
same techniques. That’s when Little Fish Big Ocean
Inc. was formed.

We created a unique system for publishers that
they could log into from anywhere. Remote sales-
people could easily communicate with the rest of

If you participate in

CVC online studies

we can tell you everything
you want to know

about your readers.

>

Call (314)966-7711 formore information, or look at

= -—

the sample study atwww.research.net/r/AFCP

CIRCULATION

COUNCIL




the office. And we added plenty of “smart” features
that take the work out of things like managing sales
territories and creating a credit scoring system for
advertisers that automatically warns of problems.

MaxPro is like having an assistant for each one of
your staff members that can be remotely accessed
from anywhere. Tying each department together
eliminates repetition and reduces errors, but it's
the centralizing of your company’s data that is most
critical. You as the publisher actually “own” your
information, instead of it being on your sales staff’s
phone. Imagine if your best salesperson walked
out the door. Are you going to lose time and money
trying to figure out where they left off? The answer
without a doubt is “YES!”

We're so thankful to be involved in this industry
and look forward to helping you. I can be reached
anytime at 406-656-2777 or by email at: chris@
maxpropublishing.com.

PUBLICATION PRINTERS

Publication Printers is a leading print partner for
newspaper publishers, providing expertise in creating
niche special

publications. Publication Printers.on
Family-
owned and Quality Web Printing

operated since 1979, Publication Printers Corp.
prides itself on treating every client like part of

the family, deserving of the best quality, customer
service and competitive pricing. Let us take care of
every aspect of your project from printing and bind-
ing to mailing and shipping.

SIC

MEeRRIMACPLUS

The company started in 1987, when the pub-
lisher of the weekly newspaper in the Brooklyn, N.Y.,
neighborhood where Tom and Kate Vachon lived at
the time asked Tom to help them rescue their mail-
ing list from a dying computer.

Personal computers were becoming affordable
for small businesses, but there was little software
available to help owners automate their operations
in a way that was specific to their needs. After he
successfully rescued the circulation data, the news-
paper owners asked Tom to develop a comprehen-
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sive manage-
ment system for
their operation.
Drawing on his
program develop-
ment experience
as well as on accounting programs he had written

for other clients, he developed the beginnings of the
system that became the Merrimac Publishing Man-
ager (MPM).

It soon became obvious that the time and invest-
ment required to develop a comprehensive, inte-
grated management system could not be justified by
a single custom installation. With the original clients’
help and encouragement, Tom presented a prototype
of the current Merrimac Publishing Manager at the
New York Press Association’s fifth annual convention
in the spring of 1989.

The reception by other publishers was enthusi-
astic. They were impressed by its scope, its focus
on the needs of weekly newspapers, its ease of
operation, and its reasonable projected cost. That
all remains unchanged, but many modifications and
improvements have been made in response to user
input.

Merrimac was purchased in 2017 by Carol Toomey,
owner and publisher of Action Unlimited and the
Smart Shopper. She not only owns the company, but
also has used Merrimac every day for more than 20
years to manage the publishing of her nine Massa-
chusetts weekly publications. Carol is supported by
the MerrimacPlus team consisting of service manager
Sabrina Fobes and computer software engineer Jim
Loughner.

Merrimac

SJOPUSASUILISIA

THE ULTIMATE PRINTSOURCE

The Ultimate PrintSource, Inc. operates as a
seamless extension of your newspaper operation.
Since 1991 we have partnered with over 50 newspa-
pers across the country providing print for advertis-
ing, circulation
and marketing ﬁe
departments.
Although our
quality and pric-
ing are excellent, ﬂ, S
it is our service Int ource “
that sets us apart Proverbs 3:5
from the rest. We care about every order no matter
the size and strive for 100% on time delivery.

We created a website portal to make sending
Continued on page 21
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Contact us for a demo today!

devlyn@modulist.news
701.412.8733
modulist.news
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Continued from page 19

orders and files easy and less labor for you. Some
of our products include single sheet/4 page inserts,
Direct Mail, EDDM, Rackcards, Bundle Hangers, NCR
forms, booklets/publications on a variety of stocks
from newsprint, offset to glossy. We have a digital
department for short run, sheet fed for medium runs
and web presses for long runs. So no matter whether
you have an order for 100 or 100,000 and up, we
have a press that fits your need.

Please email me, Jeff Ferrazzano, directly for
quotes or any information: jeff@ultimateprintsource.
com Thank you & God Bless.

Ask CRM

ASK-CRM is a sales software designed from the
ground up, specifically for media company sales
teams of all sizes. We start by integrating your

business

system -~

data into

ASK-CRM,  tools to streamline media selling
making

real business intelligence data available to everyone
in the sales process. In addition to robust contact
management, ASK-CRM features prospect manage-
ment, email and text message marketing campaigns,
and goals tracking.

Also, we just integrated the buyer intention survey
data from CVC to make it a seamless part of your
sales team'’s day-to-day productivity. ASK-CRM does
all of this and so much more; plus, it is affordable for
media companies of all sizes. Please stop by and see
us during the conference to learn even more about
what we offer.

SCS

Family-owned and employing a staff of U.S.-based
developers, sales and support staff, SCS provides ad-
vertising, production and digital asset management
software to publishers of all shapes and sizes. SCS
software is cur-
rently running
in more than
300 locations,
producing
2000+ publica-

Software Consulting Services, LLC tions worldwide
SCS builds trusted newspaper systems in 10 countries.

Whether you're a small weekly or a large daily,
SCS has solutions that “Fit your business... Fit your

CONFERENCE TRACK

budget... and Fit your culture.” We believe that good
technology should decrease the cost of production
and free your staff from repetitive tasks.

At SCS, we have four pillars of solutions for pub-
lishers:

(1) Production Suite - Premiere dummying, work-
flow management and pagination modules.

(2) Community Advertising System - A complete,
managed service, advertising and production solu-
tion.

(3) Newsroom Solutions - A print editorial re-
source and workflow management system.

(4) Digital Asset Management - Photo archiving
and web presentation plus automated color toning.

Our systems run on SCS-provided on-premise
equipment in the form of next generation hardware
from Intel. And of course, this is all backed by SCS's
24/7/365 support. Our staff is one of the most expe-
rienced and creative in the industry and are our best
and brightest. When we say we provide “"We have
your back!” service, we mean it!

Best of all, our Managed Service plans allow you to
enjoy all the benefits of the software while we take
care of the maintenance.

Finally, we've formed strategic partnerships with
many fellow AFCP partners, including ASK-CRM, MSG
Payment Systems and Times-Shamrock Creative
Services. AFCP members The Genesee Valley Penny
Saver, Kapp Advertising and Hometown News use
SCS’s systems every day. Talk to us to learn what
SCS can do for you!

CVvC

CVC provides circulation audits and readership
studies to newspapers, magazines, shoppers and
niche publications throughout North America. CVC
audits include print, website, digital edition, social
media, email

marketing, CIRCULATION
text media.

COUNCIL

CVC readership
studies utilize a
multi-tier study OUR DATA SPEAKS VOLUMES
platform that

can include residential phone, cell phone, online, QR
code, social media and email push studies to give
publishers accurate demographics spanning multiple
media platforms.

Continued on page 22
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Continued from page 21

BLUEFIN TECHNOLOGIES

Bluefin Technology Partners has a single vision:
to generate new revenue sources for publishers by
offering advertisers the best tools available to place,
review and publish their print and digital advertising
buys.

The Opportunity — Newspaper publishers are in
the best position to become the local destination for
online buyers and sellers. To achieve this, publishers

<Bliefin(_

e Aggressively
adapt to the chang-

Bluefin Technology Partners, LLC
Community Marketplace Solutions for Publishers

ing world of online
and print.

e Leverage “Brand
Equity” to increase
online / mobile rev-
enue and readership.

e Simultaneously grow their local markets through
both print and online channels.

Greg Booras, National Sales Manager,
The Newspaper Manager - Mirabel Technologies

Office: 706-750-0016 « Cell: 563-508-4081
gbooras@mirabeltechnologies.com « www.newspapermanager.com

The Solution - Bluefin Technology Partners helps
publishers enhance their classified presence in print,
online, and mobile. Our industry-leading Bluefin
Place Ad provides advertisers with the best self-ser-
vice place ad solution available. Bluefin Marketplace
gives newspapers an engaging online classified portal
that keeps advertisers and readers on your site.

We are introducing our newest offering, Bluefin Bi-
zLocal, an integrated business directory solution that
works seamlessly with your business classifieds to
enhance relationships with your commercial clients.

Since 2007, Bluefin Technology Partners has
delivered the highest level of customer support to
hundreds of newspaper titles in the United States,
Canada, United Kingdom, and South Africa. Our prin-
cipals have many years of experience delivering the
best advertising publishing solution available.

Z1PRECRUITER

ZipRecruiter is a leading online employment
marketplace. Powered by AI-driven smart matching
technology, the company actively connects millions

Are too many
of your best
sales prospects
escaping?

That’s your sign,
you need The
Newspaper Manager!

@ THENEWSPAPER
Manager
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ZipRecruiter o5

and job

seekers
through innovative mobile, web, and email services,
as well as partnerships with the best job boards on
the web. ZipRecruiter has the #1 rated job search
app on iOS & Android. Founded in 2010, the Santa
Monica-based marketplace has over 1000 employees
in the U.S., Canada, the U.K. and Israel.

NEWPAPERS.COM

Newspapers.com
is an Ancestry.com
site that partners
with newspaper
publishers with a
no-cost solution to digitize and monetize their his-
torical archives.

News

by <Blancestry’

KiNG FEATURES SYNDICATE, INC.

King Features Syndicate, Inc. is a print/digital syn-
dication company owned by Hearst Communications
that distributes about 150 comic strips, newspaper

W columns,
KING FEATU RES editorial car-
i toons, puz-
A UNIT OF HEARST Zles, and
games for print and digital media to nearly 5,000
newspapers worldwide.

Founded in 1915 by William Randolph Hearst and
Moses Koenigsberg, King offers production services
in partnership with its sister company, Reed Brennan
Media Associates. King is a global licensing leader,
representing popular classics including Betty Boop
and Popeye as well as new brands like Cuphead and
Tulipop. King is growing digital business focused on
connecting with and monetizing fanbases around
the world. For more information call or e-mail Randy
Noble @ 319-329-2693 or rnoble@hearst.com

MSG PAYMENT SYSTEMS

MSG Payment Systems, 19-year AFCP member,
provides credit card and ACH payment processing

v,

solutions for the
publishing indus-
try. We streamline
operations with a
plethora of solu-
tions, including MSG PAYMENT SYSTEMS

software integration and virtual terminal.
The MSG Payment Systems virtual terminal is a
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secure, cloud-based portal where users can accept
credit card and ACH/electronic check payments any-
where, anytime. Core features include:

- Software Integration: Process payments directly
in your software (including AccountScout and Com-
munity Advertising System) to save time on manual
procedures and bookkeeping.

- Recurring Payments: Automatically charge
customers on a recurring basis for a specific time

interval. Perfect for customers on subscription plans.

- Vault: Secure, PCI-compliant credit card and
bank account data storage.

- Fraud Protection: A suite of fraud protection tools
proven to reduce the risk of fraudulent transactions.

— QuickClick: Quickly and easily customize a
secure online form for customers to submit a pay-
ment. The form can be distributed by sending a link
or embedding a button on your website.

- Mobile & Tablet Processing: Use select Android
and Apple devices to accept credit card payments.

Our goal is to help grow your business by provid-
ing payment solutions that streamline operations
and minimize expenses. For more information or to
request your free cost analysis, contact our team at
888-697-8831 or hello@msgpay.com, or visit ms-
gpay.com/quote.

SJOPUSASUILISIA

TimMES-SHAMROCK CREATIVE SERVICES

TSCS is an advertising design company located in
Scranton, Pennsylvania. We provide print ad de-
sign, web ad design, mailers and pagination services

f ki
TIMES-SHAMROCK .. ctionc,
GREATIVE SERVIGES -~

publications
and special sections. Come try us out using our no

commitment, 90 Day, Paid Evaluation. We are just an
extension of your team!

SRDS KANTAR

SRDS SOLUTIONS FOR NEWSPAPER SELLERS.
Media buyers today develop integrated plans within
a media landscape that is more complex than ever.

Like consumers I(ANTAR MEDIA

use Google or
Bing, media buy-
SRDS Media Planning Platform

ers use SRDS.
com daily to
navigate that landscape and effectively identify their
best options among newspapers and digital brands.

Continued on page 24
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Continued from page 23

ProIMAGE

ProIlmage is a leading developer of browser-based
automated production workflows, ink optimization,
image color
correction
software,
and press WWW.NEW-PROIMAGE.COM

registration

solutions that help publishers reduce costs. Modular
cloud solutions are assisting publishers to improve
efficiencies by automating workflow processes from
Preflight, Ripping, Imposition, through to output
management. Our ECO SaaS GCR solution reduces
ink usage up to 30% while maintaining quality, while
OnColor SaaS automatically color corrects and tones
images, eliminating the need to manually touch them
up in Photoshop. Lastly, our press registration solution
provides faster make ready and improves press qual-
ity by adjusting the Tiff file for known press issues.

[ VisitingVendors

CT Genius, Inc.

CTGenius, Inc. provides innovative advertis-
ing sales solutions for the publishing industry. As a

provider of

software ﬁ._-.
and servic- ™
e CTGenius
help you

get the most out of your investment in technology
without the burden of maintaining hardware. We can
also provide IT consulting services to help you de-
termine your technical needs, evaluate your systems
and make sure you are getting the most out of your
investment in technology.

NEwsPAPER PRINTING COMPANY

Newspaper Printing Company (NPC) is a family-
owned, full-service commercial printer with over
30 years of experience, offering heat-set, cold-set
web and sheet-fed printing. Our bindery capabili-
ties include inserting, stitch & trim and perfect bind.

s AAE
Create. Sell.
* Images & Spec Ads for Every Advertiser

e Editorial Features & Themed Special Sections
* Essential Ad Development & Sales Tools

to Monetize Event Advertising

FREE TRIAL OFFER!
Call or email to get started today.

With Print, Digital & Social Solutions

* NEW Print & Online Special Sections Program With Local
Consumer Data, Marketing Pitches & Digital Sales Tracking

e NEW Automated Print & Online Calendar Platform

800-223-1600

service@metro-email.com
metrocreativeconnection.com

Visit metrocreativeconnection.com
to preview the latest content.

M=TRO

CREATE. SELL. PROFIT.




We have a

= . .
full-service in- " ....
house mailing . e 0...

.
department for . ® Y )

. o0

all your mailing
and fulfillment
needs. NPC
specializes in quick turn magazines, weekly newspa-
pers, catalogs and advertising inserts. Our goal is to
not only meet but to exceed your expectations.

NEWSPAPER PRINTING COMPANY

CLEAN TICKET

Readers who only want one or a few of your sto-
ries are the biggest market segment of all. Unbundle
your subscription and find new revenue.

With a single sign-on, a Clean Ticket works like a
gift card, purchasing paid editorial from any partici-
pating publication. Prices as low as 2 cents make it
easy to buy a single story. For presenting samples
of your product, this is far better than a paywall. Or,
the whole edition can be sold.

CONFERENCE TRACK

Micropayment means customer feedback. Edi-
tors are informed of reader interest better than ever
before. Specialized content can find its audience.
Result: a higher story count, a loyal audience.

Welcome your new Latino audience in their own
language. A simple click will switch from English to
Spanish.

Readers can leave a tip for reporters when moved
to do so.

Clean,
O

I | . . I®
The Clean Machine /

Readers
who only
want one or
a few of your
stories are
the biggest
market seg-
ment of all.
But they want it immediately, without complications
of any kind. The Clean Ticket Company is simple,
fast and fun to use.

Unbundle your subscription and find new revenue. [

SJOPUDASUILISIA

Publication Printerscon

Quality Web Printing

N\
91% OF NEWSPAPER READERS

REPORT TAKING ACTION AFTER
READING OR LOOKING AT INSERTS.

J

CALL 888-824-0303 OR VISIT US AT PUBPRINTERS.COM
LA N

Coda/Triad Newspaper Insert Study

Partnering with over 100 newspapers
across the nation to:

* Increase Revenue by printing Newspaper
Inserts

e Add Value with Specialty Publication
Inserts

¢ Expand Readership across all age and
income groups



ARE YOUR MEDIA SALES... HELP YOUR TEAM...

SOAR TO NEW HEIGHTS WITH ASK'CRM
A GAME CHANGING SALES PLANNING TOOL

ASK-CRM is an “affordable” newspaper-centric CRM designed to drive revenue
and help your account executives and managers be more productive.

¢ Account history complete with prior ad images available anywhere, anytime

o Churn analysis identifies advertisers and their lost revenue

¢ Call reports / mileage logs automatically delivered each morning

¢ Goals tracking functionality keeps everyone focused
¢ Email validation ensures your messages actually get to the inbox

¢ Email marketing campaigns driven by transaction history and other local criteria

¢ Text message (SMS) marketing campaigns provide a another way to reach clients

¢ Proposal generation tool helps sell your entire portfolio versus one pub/ad at a time

¢ Buyerintention seamless integration of [
sales team to close more business

-1 CVC audit data makes it easy for your

¢ Mobile interface provides instant access from tablets and smart phones alike

We do all of this and so much more in “ONE” tool!

Reach out today to learn what many of your friends have already discovered!

/SQG-};; GENESEE VALLEY LT " AXT IO
i Mometown News
M “Thop e ; @PEN NYSAVER Media Group
A s s A DAIRY STAR
E ——————— Create | Connect | Inform blggrﬂglem!n'
a SK C RM Robin Smith, Founder/President USA VETERAN
- robin@ask-crm.com E
tools to streamline media selling Call: 301.859.4777 Text: 301.800.2275 OWNED BUSINESS
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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, 2,265 free
paper professionals have
attended classes at the
AFCP, state and regional
conferences, earning over
13,841 class credits in
87 different course
curriculums. A total of 124
people have completed all
the requirements and been
certified as Associate
Advertising Executives

(AAE) by the AFCP Board!

by Jim Busch

"Those who are lifting this world upwards and on-
ward are those who encourage more than criticize.”

— Elizabeth Harrison

IN MY DESK DRAWER, I HAVE A COLLECTION OF
business cards. They all bear my name, but the titles listed
vary widely. The cards from my industrial sales days read
Service Manager and Technical Consultant. I have cards
reading Inside Sales Manager, Territory Manager, Market
Research, Sales Trainer, and Feature Writer. Of all the titles
I've been given, I am proudest of the title of Salesman.

At my core, I have always been and will always be a
salesperson. I like being a salesperson and being in the
company of salespeople. We salespeople are a special
breed. Tell a group of “civilians” what you do for a living
and someone will inevitably say, "I couldn’t do what you
do, I'd be too afraid.”

Fundamentally, salespeople spend their lives doing all
the things our mothers told us not to do. “Don’t talk to
strangers. Don’t talk about people’s problems. Don’t ask
too many questions.” And most of all, "Careful, don’t get
hurt!”

While salespeople don’t get many skinned knees on the
job, we do expose ourselves to a lot of emotional “boo-
boo’s.” We get a lot of doors slammed in our faces, both
literally and figuratively, and we hear a lot of emphatic
“NO’s!” In spite of this, we dust ourselves off, pick our-
selves up and start all over again. This can take a toll on
even the most resilient psyche.

Fortunately, we do not have to face the emotional toll of
rejection and chronic stress alone. Our brother and sister
salespeople are there for us. When I had an especially bad
day, my coworkers were always ready to offer encourage-
ment and lift my spirits. After a brief moment of commis-
eration, “I know...customers can be a pain in the backside,”
they would quickly switch into encouragement mode, “but
you're a great salesperson. You'll get the sale next time.”

This is why I like spending time with salespeople. We live
in a negative culture. Far too many of our conversations
are comprised of complaints and snarky insults. There is
a direct link between our success in life and our ability to
stay positive and encourage others. Because of how they
make their living, salespeople understand this better than
almost anyone else.

Salespeople lift the world upward and onward and this
why I am proud to count myself amongst them. [
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Introducing the Clean Ticket Company

Readers who only want one or a few of your stories are the
biggest market segment of all. Unbundle your subscription and
find new revenue.

With a single sign-on, a Clean Ticket works like a gift card,
purchasing paid editorial from any participating publication.
Prices as low as 2 cents make it easy to buy a single story. For
presenting samples of your product, this is far better than a
paywall. Or, the whole edition can be sold.

Micropayment means customer feedback. Editors are informed
of reader interest better than ever before.

Specialized content can find its audience. Result: a higher
story count, a loyal audience.

Welcome your new Latino audience in their own language. A
simple click will switch from English to Spanish.

Readers can leave a tip for reporters when moved to do so.
Readers who only want one or a few of your stories are the
biggest market segment of all. But they want it immediately,
without complications of any kind. The Clean Ticket Company
is simple, fast and fun to use.

Unbundle your subscription and find new revenue.

Clean,

Clean Ticket Company

The Daily Journal, 8 Dearborn Square, Kankakee, IL 60901
815 802 5150. email@CleanTicketCompany.com




The Blank Page

by Ericka Winterrowd, Rising Star

I'VE OFTEN THOUGHT OF PEOPLE AS BOOKS.
Some are very weathered with tattered but loved
pages, and some are so new they still have a plastic
wrapper on - like when I withessed my niece, Mollie,
being born. Her tiny hand squeezed onto my index
finger as she received her first shots in the delivery
room. That moment, for example, would be in the
first two pages of her story. I, on the other hand,
knew it would be a whole chapter in mine: “The day
I met the most magical girl in the world.”

My first foray into the world of

I \/hite canvas is actually freeing. It's

RISING STARS

rifying. OK, not just terrifying but infuriating. Poet
Dorothy Parker is quoted as having said, "I hate
writing, I love having written.” Man, that Dorothy
knew what was up. As a writer, I know all too well
the feeling of a story being held captive. You can
feel it bubbling up inside of you and you’re the only
one standing in its way. That’s pretty powerful. And
daunting.

What I've come to realize after years of putting
pen to paper, or rather fingers to keyboard, is that a

storytelling began with theatre.

I fell in love with drama and the
spoken word of Shakespeare. I re-
member when I was cast in a high
school production of “"A Midsummer
Night’s Dream.” I was enchanted
with the magical world of fairies
and lovers, as well as the rhythm

I felt on my tongue as I read such
beautiful words aloud.

A white canvas is
actually freeing.
It's a new
beginning.

a new beginning.

The ‘Story of Life,” however (for
those lucky enough to have lived a
decent number of chapters), shows
us that new beginnings can often-
times be incredibly lonely and even
painful. Those are the pages where
the main character gets their heart
broken or experiences great loss
— the kind that makes you ache in

It was later, however, that I dis-
covered just how much I love words
in general and that they are the building blocks of
storytelling. Writing can be a tricky business, though.
Most often it’s a solitary one, but I happen to like it
that way. I see the process as a sacred time where I
sit at my desk staring at a blank word document and
repeat these words: “Just tell the story, Ericka.” And
then I begin. You see, the beginning is always the
hardest part.

The truth is, I've often found that blank page ter-

Selling a NANI ad
just got easier!

Uncomplicated Pricing...

Lower Price Point...

Improved Marketing Materials...

Proven Advertiser Results...
CLASSIFIED ADVERTISING NETWORK

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

afcp

A iation of Free C nity Papers
7445 Morgan Road - Suite 203, Liverpool, NY 13090
Call (877) 203-2327 or visit afcp.org

national fadvertisingnetworkin..

places you never knew existed.

If you keep turning the page,
though, a new cast of characters eventually enters.
And slowly, word-by-word, new adventures are writ-
ten. Our heroine’s character arc shoots across the
sky as she discovers new meaning and purpose -
and who knows — maybe even new love. All of that
comes from having the courage to stare the empti-
ness down and tell it — “Not today, blank page, I'm
gonna keep writing. My story isn’t finished yet!”

On the contrary, it’s just beginning... [

(

MerrimacPlus will organize

tion, help you organize and

PUBLISHERS to build your newspaper.
We Want You! « Display ad entries and billing
" « Classified ad entries and billing
M errimac « One step safe credit card payments

« All your accounting needs

« Post office mailing and/or
subscription mailings

« Two dedicated support people

PLUS

Helping newspapers succeed.

207.452.2476  sfobes@merrsoft.com

your accounts with our CRM,
give you stats on your publica-

pay bills and run output sheets
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A few words about Buying SIGNALS

by John Foust

IN MY SENIOR
year of hich
school, I met
the new girl in
town on the
first day of
school. Louis-
ville, Kentucky
seemed like

a world away
from Greensboro, North Carolina,
where I had spent all of my life

to that point. And I was intrigued
by the girl whose family had just
moved from that exotic place.

We chatted several times
between classes. Although her
favorite topic was her boyfriend in
Louisville, my teenage brain missed
the significance of that information
because Louisville seemed a million
miles away. After turning me down
a number of times, she finally
agreed to go to a movie. As we
walked to the theater, she stopped
in front of a wedding shop, and
“oohed” and “aahed” over the wed-
ding gowns in the window, saying
she was looking forward to marry-
ing her boyfriend.

That’s when I realized I didn’t
have a chance. She couldn’t have
been more obvious if she had said,
“John, here’s a clue you can’t miss.
I'm not interested in you. In fact,
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I'm planning to elope tomorrow.”

Things turned out for the best.
I don’t know if she ended up mar-
rying the boyfriend back in Louis-
ville, but I eventually met the real
woman of my dreams, to whom I
am happily married.

Buying signals. If we pay at-
tention, they will show us where
we stand in the selling process.
There are negative signals, like
the unmistakable “no” of the Wed-
ding Shop Incident. And there are
positive signals. Some are more
definite than others. Let’s take a
closer look:

1. Non-verbal signals. Your
prospect may be prepared to
move to the next step in the sales
process if he or she...

- Nods frequently, agreeing
with the points you are making.

- Leans forward with an in-
creasingly pleasant expression.

- Holds his or her pen near the
advertising agreement, as if ready
to sign.

- Smiles while re-examining
your sales materials, especially any
suggested ads you are presenting.

- Maintains good eye con-
tact, and is not distracted by a
cell phone, email, or non-related
items on the desk.
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Westgate Lakes Resort & Spa
Orlando, Florida
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- Takes possession of the ads
you are presenting, by positioning
them on his or her side of the desk.

- Calls for an associate to step
into the room to hear your ideas.

2. Verbal signals. A number of
prospects won't say, “I'm sold.
Where do I sign?” But they will say
other things that show they’re ready
to make a commitment. Be ready to
move quickly, if he or she...

- Asks about the agreement.

- Asks when the ad campaign
can start.

- Asks about your billing proce-
dures.

- Requests clarification of an
earlier sales point. For instance,
“Tell me again how you can reach
my target audience.”

- Requests a change in the ad
copy you are presenting.

- Indicates a willingness to close
by asking, "What’s the next step?”
- Stops referring to THE ads

and starts referring to MY ads.
This is one of the strongest buy-
ing signals of all, because it shows
that he or she already owns what
you are selling. [

Copyright 2020 by John Foust. All rights reserved.
John Foust has conducted training programs for thou-
sands of newspaper advertising professionals. Many
ad departments are using his training videos to save
time and get quick results from in-house training.
E-mail for information: john@johnfoust.com.

[ NOT WITHOUT ME
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a Publication is in TROUBLE

by Bob Berting

IT's RARE FOR A NEWSPAPER
to head off a marketing strat-
egy problem before a crisis
is upon them. More often it
takes the sudden entry of a
new competitor in the market,
a serious plunge in sales, or
a similar emergency to get a
strategy change. The answer
is to evaluate the publication’s
marketing program in an objec-
tive, ongoing weekly basis.

Here are six clues that the publication is heading
for trouble:

1. Cutting rates becomes the driving force to
get sales. Deep discounting and constantly offering
“special deals” is an indicator that the publication is
using lower prices to beat competition. Customers
see the publication as just a low-cost medium and
don’t see any other value in doing business.

2. The publication can’t be differentiated
from its competition. It is vital that the publication
maintain a unique identity that distinguishes it from
the competition. This branding process is ongoing
and under constant review. The question is—how
often is it reviewed?

3. A steady stream of sales gimmicks. When
one special promotion runs into the next, custom-
ers soon think that nothing is really special. Instead
of getting customers on an ongoing campaign, the
publication floods the market with signature pages,
national widget month, and other one-time fluff
promotions that threaten the budgets of advertisers

Association of Free
Community Publications

&
F l O r I d 0 Florida Media Association

April 23-24, 2020

Westgate Lakes Resort & Spa
Orlando, Florida

afen

who want to put their money in campaigns that get
response.

4. Sales management tactics change arbi-
trarily. Instead of a roller coaster of contests, trips,
and bonus programs, the publication needs a unified
plan of rewards that will motivate the salespeople
on an ongoing basis. This can be an incentive plan
based on increasing sales or any activity that helps
dramatically improve the image of the publication in
the marketplace.

5. More and more leads come from the sales
force. Of course salespeople should develop leads;
but if salespeople are the primary source of new
business, the publication has a marketing problem.
Even the best salespeople can’t be at the right place,
at the right time, all the time. The publication needs
a well developed marketing program to keep their
name in front of prospects so when they’re ready to
buy, the sales staff can enter the picture from a posi-
tion of strength.

6. Customers start saying, "I didn't know
you did that.” Even when longtime customers
don’t have a clear picture of the publication’s overall
capabilities, it's a sign that marketing is failing. So
many times, a booklet or brochure showing ALL the
publication’s services can be very effective because
it clarifies and reinforces what the publication offers.
Of course an effective website is another powerful
tool. But that’s another story. m
Bob is the author of three e-books for the newspaper industry as well
as a professional speaker, advertising sales trainer, publisher market-
ing consultant, and columnist in many national and regional newspaper

trade association publications. He is the president of Berting Communi-
cations and can be reached at bob@bobberting.com or 317-849-5408.




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
maturepublishers.com
Gary Calligas

regional

CPNE

Community Papers of New
England

403 U.S. Rte. 302 - Berlin
Barre, VT 05641
802-479-2582
dphillips@vt-world.com
www.communitypapersne.com
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
macpa.midatlanticbids.com
Alyse Mitten

MFCP

Midwest Free Community
Papers

P.O. Box 4098

Mankato, MN 56002

304 Belle Avenue, Suite 3
Mankato, MN 56001
507-388-6584
507-525-0808
director@mfcp.org
www.mfcp.org

Kelly Coy

PNAWAN

Pacific Northwest Associa-
tion of Want Ad Newspapers

¢/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

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
mifreeads.com

Jack Guza

FCPNY

Free Community Papers of
New York

621 Columbia Street Ex-
tension, Suite 100

Cohoes, NY 12047
518-250-4194
518-464-6489 - FAX
ads@fcpny.com
www.fcpny.com

FMA

Florida Media Association
P.O. Box 773840

Ocala, FL 34477-3840
352-237-3409
352-347-3384 - FAX
FMAclassifieds@aol.com
FloridaMediaAssociation.org
Barbara Holmes

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
wisad.com

Janelle Anderson (ext. 108)
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HErRALD PuBLISHING COMPANY
of Carroll, Iowa, recently an-
nounced the sale of the Lake Pan-
orama Times and the lakepanora-
matimes.com website to Big Green
Umbrella Media of Johnston, Iowa.
Both companies are locally-owned
media companies.

Herald Publishing Company’s
co-owner, Tom Burns, stated that
the transaction made operational
sense for both companies.

“We had sold our newspapers in
Guthrie County a few years ago,
but we held on to the monthly
Lake Panorama Times,” said
Burns. “As we focus more on our
newspapers in Carroll and Greene
counties, the timing of this made
sense. And we didn’t want to sell
it to a large corporation. We have
known Shane and Jolene Goodman
and many of their staff for years,
and we wanted to make sure
the publication would be in good
hands.”

“We will be proud to publish
the Lake Panorama Times,” said
Shane Goodman. "It is a great fit
for what we do with our group of
monthlies in our company, and it
will help us expand further west
from the Des Moines metro area.
The Burns family did a wonderful
job with this publication, and we
plan to continue with that tradition

of excellence.”

Goodman said the company
plans to continue with the writing
and photography services of Susan
Thompson, and Stormy Baker
will continue as the publication’s
advertising sales representative.
Shane Goodman will serve as the
editor and publisher. Jolene Good-
man will manage the advertising
processes.

The Goodmans have recently
become property owners on the
lake as well.

“We look forward to working —
and playing — at Lake Panorama,”
said Jolene Goodman.

Herald Publishing Company will
continue to publish the Carroll
Times Herald and the Jefferson
Herald.

Big Green Umbrella Media pub-
lishes CITYVIEW news and enter-
tainment magazine and 19 locally-
zoned Iowa Living magazines on
a monthly basis, as well as five
locally-zoned Adviser publications
on a weekly basis, and many an-
nual and quarterly niche publica-
tions.

The Lake Panorama Times is
mailed monthly to all homeowners
of Lake Panorama.
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WHAT'S GOING ON...

DeviiN NEwspPAPERS INC.
has sold their Staples World
newspaper in Staples, Minnesota,
to RMM Publications, LLC, a new
company that involves long-time
Minnesota newspaper owners Rick
Gail and Mike Kremer, as well

as the current editor of Staples
World, Mark Anderson.

The sale brings to a close a
26-year era of owning the Staples
World for Bill and Margie Devlin
of Finley, North Dakota. It is also
their last newspaper holding, hav-
ing spent much of their careers,
and marriage, publishing commu-
nity newspapers in North Dakota
and Minnesota.

Brenda Halvorson, General Man-
ager of Staples World, announced
that her retirement from journal-
ism would coincide with the sale of
the newspaper. She has held that
position for the past 30 years.

Rick Gail and Mike Kremer
have been partners in four weekly
newspaper ventures in the past,
spanning thirty years. The two
added current Editor Mark An-
derson to their business partner-
ship with the purchase of Staples
World.

Julie Bergman of Grimes,
McGovern and Associates repre-
sented Devlin Newpapers in the

sale. M
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UNPLUGGED

Our daily struggle with digital over-stimulation is
continuous and real. With emails, pop-up ads, and
notifications, we are often in sensory overload.
Printed content has tested better with brand recall
than digital, and is often easier on the eyes.
Bottom line: printed publications provide readers
with a meaningful and memorable experience.

/////L/.

Cummings Printing is a third-generation
family-owned company specializing in printing
high-quality, short-run publications. We help you
create compelling publications so your readers
truly understand the allure of the printed word.

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

Cummings

s Since 1914

cummingsprinting.com

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

http://www.facebook.com/CummingsPrinting @CummingsPrint info@cummingsprinting.com
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CREATIVE SERVICES DISTRIBUTION SERVICES FOR PRINT MEDIA

TIMES-SHAMROGK
GREATIVE SERVIGES

ADVERTISING SERVICES & SOLUTIONS

AMERICAN NEWSPAPER SOLUTIONS

@ PRINT DESIGN ® LOGO DESIGN Helping reinvent American newspaper
@ WEB AD DESIGN @ PAGINATION distribution through improved delivery,
® BILLBOARD DESIGN @ CUSTOM SOLUTIONS || circulation and marketing support services.
metrocreatlveconnectlon com 855-614-5440 WWW.TCSDIRECT.COM 248-572-6100  Www.ansnewspapers.com
APPRAISALS & BROKERING CRM - CUSTOMER RESOURCE MANAGEMENT E-COMMERCE CLASSIFIED SOLUTIONS
M N_ewspasp:rs ARE YOUR MEDIA SALES... HELP YOUR TEAM... BLU EFIN PLACE AD
agazines - Shoppers THE BEST SELF-SERVICE AD PLACEMENT
Book Publishing SOLUTION AVAILABLE TO PUBLISHERS
Confidential 978-662-3323
Customized - Comprehensive WWW.GETBLUEFIN.COM
KAMEN & CO. GROUP SERVICES ASK-CRM s a newspaper-centric CRM
516-379-2797 WWW.KAMENGROUP.COM Aﬁ’s“‘cdR'M designed tomaximize your sales efforts. Bluefin TeChnOI()gy Partners
For more information - see our ad on page 8 robin@ask-crm.com, 301.800.2275, www.ask-crm.com Advertising Solutions for Publishers
AUDIT & READERSHIP STUDIES DIGITAL MARKETING PLATFORM EDITORIAL RESOURCES
CIRCULATION . r High-Quality,
CVC Audits and ade @ ant Free Print & Digital Content
Readership Studies =
COUNCIL =
Third Party Print & Digital Verification || The hlealder In Iocckxl digital. pocanaRechnesh
Increased Exposure to Media Buyers nifying the sales process, marketing execution, %
and reporting in a single toolkit. Home and Garden 4

Learn What Your Readers Want

_656- . ) 3
Call 800-262-6392 or visit www.cvcaudit.com in fo%oa%fesllée:a:snst.scom Visit familyfeatures.com or contact Cindy Long @ 913-563-4752 §#

CIRCULATION SUPPLIES DIGITAL REVENUE CONCEPTS
“from the basic to the innovative!” START A BUSINESS DIRECTORY WEBSITE

' directories | * -’ ZipBoost
% STEEL CITY CDRP |dea| Launch your BIG idea today! Rebuild your emgymenf ad business!

EMPLOYMENT AD BUILDING

Perfect add-on to your Wedding & Home Contact the AFCP Office at 877-203-2327
800-321-0350 Improvement Special Sections to find out more about this member benefit!
For more information - see our ad on page 8 www.|deald|rectques.com powered by ZipRecruiteW

From the owners of Page Flip Pro & SiteSwan

CLASSIFIED SOFTWARE & WEB DEVELOPMENT

Exchange

Classified Ads Software

ENTERTAINMENT CONTENT
Providing its partners with free entertainment

content from our stable stable of publications,
y including TV Guide, TV Weekly, Channel Guide,
HOPPER, and ReMIND magazine.

Digital Sales Group * ASK MATT

“lgniting digital media advertising sales!” * CHEERS & JEERS
* MOVIE REVIEWS

DIGITAL SALES TRAINING

$100,000 Classified Solution INCREASE YOUR DIGITAL MARKET SHARE ¥ CELEBRITY INTERVIEWS
or a on ee - * DAILY BEST BETS
f LOW Monthly F HANDS-ON DIGITAL SALES TRAINING MEDTA
. 800-917-0820 * DID YOU KNOW?
www'aIIySItes'com 800-247-731 8 info@sparkdigitalsalesgroup_com 888-584-6688 ntvbmedia.com/edge * ReMIND ReWIND

CONTENT AND DATA MANAGEMENT DIRECT MAIL or PRINTING INSURANCE

Digital Publishing Solutions For Direct Mail ? + Crowplite

News and Media Organizations Turn-Key Saturation goir:ljg:cezi;m
www.townnews365.com Direct Mail PI'O ame + i\rglunr{atﬁcc;rggis

800-293-9576 | | ° Baey ° Fast ° P;zv@fig]]@il@

Online Solutions. | | jeffeultimateprintsource.com 909-947-5292 x-320

Affinity Group Underwriters

TownNews Bottom-line results. www.UltimatePrintSource.com songgﬂg"

Your Go-To Guide for Community Publication Business and Service Support
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LEGAL & PUBLICE NOTICE AUTOMATION

Your Legal Notice Experts

©

Our proprietary system automates the entire
process, saving time, money, and manpower.

866-672-1600
info@legalnoticeservice.com

LEGAL
NOTICE
SERVICE

NEWS AND INFORMATION

Subscribe to success
editorandpublisher.conmvsubscribe

Information and inspiration
newspaper professionals need
to evolve and prosper in
today's ever-changing
business environment.

EDITOR 7 PUBLISHER «

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

MAILROOM CONTROL SYSTEMS

/ﬂaa/&/‘@d )
by MIRACOM

www.miracomcomputer.com
The leader in US Newspaper
Mailroom Controls.

888-3069-0639 (x83)
www.miracomcomputer.com

News to Use

G () Feature News
) 7 Free Content

www.napsnet.com s
email: printmedia@napsnet.com - 800-222-5551

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

MEDIA ACCESS - COMMUNITY PUBLICATIONS

WHAT CAN INK
DO FOR YOU?

Keep you informed.

Connect you with
industry professionals.

FREE PAPER

The Free Paper Industry's NEWS SOURCE

NETWORK ADVERTISING

national/advertisingnetworkin

Take advantage of our ability to access
over 9 million households!

For more information contact the
AFCP Office at 877-203-2327

SEARCH PLATFORMS

SEARCH ENGINE
PLATFORMS

MARKETPLACES
AUTOMOTIVE
REAL ESTATE

RECREATIONAL

AGRICULTURAL

X' VERTICAL & HORIZONTAL

800-944-3276 (ext. 0)
AUTOCONX.COM
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Design. Content. Ideas.
Software. Training.

PREFERRED

SRDS Solutions for Media Sellers

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

ICANTAR

847-375-5000 - kantarmedia.com

I Providing the knowledge, Marketing Solutions
° experience and technology to £ d
help publishers grow and thrive! www.prererredms.com
401-455-1555
Creative Circle R . 800'270'1 769
MEDIA SOLUTIONS www.creativecirclemedia.com
MEDIA SELLER SOLUTIONS PUBLISHING SOFTWARE

El presteligence

MANAGE CONTENT FOR PRINT AND DIGITAL PUBLISHING

Bundled solutions for CMS, editorial, e-edition & apps

WWW.PRESTELIGENCE.COM

info@presteligence.com 330.305.6960

PRINTING AND PROMOTIONAL SUPPORT
L

PER ADVERTISING
&N b
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Grow revenue and lower costs.

by providing the leading self-serve advertising platform for print,
digital and social media advertising.

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

MERCHANT CARD PROCESSING
Merchant Card Processing

Request a free quote:

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

W

MSG PAYMENT SYSTEMS

Ecommerce - POS
Mobile - Software

PUBLISHING SOFTWARE

X FULLY INTEGRATED X DIRECT MAIL

X EASY TO USE X COMMERCIAL BILLING
X AFFORDABLE X GENERAL ACCOUNTING
X FREE DEMO X PAYROLL

Merrimac

PLUS

603-323-5077  WWW.MERRSOFT.COM

STREETSMART PUBLICATION DISPENCERS
StreetSmart offers a Complete
Selection of Publication Dispensers
Visit our website - www.goplastics.com

or Contact Michelle r assistance. R
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GO PLASTICS LLC.
Wi1SION OF
nc Al

866-366-6166  WW W.GOPLASTICS.COM

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

. EMPLOYMENT

ADVERTISING SALES
MANAGER All Island
Media, Inc. publishers of
Pennysaver, Town Crier and
Trends is looking for an
experienced sales man-
ager to work in our Long
Island office. This position
will provide leadership and
direction to Display Sales
Representatives. 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

NEWS EDITOR. Publisher
seeking a News Editor with
experience in both print
and electronic media. We're
looking for someone with

a proven track record,
excellent writing skills, a
Journalism Degree and a
desire to take advantage

of all print and digital op-
portunities in this growing
Florida Market. We work in
a fast-paced environment,
so the ideal candidate will
be able to work well under
pressure to meet workflow
and printing deadlines, abil-
ity to work with other staff
writers as well as freelance
writers and control the
budget for the department.
This candidate needs to be
a people person with neu-
tral views, yet a passion for
accuracy in reporting. Con-
tact Publisher Jon Cantrell
at 904-264-3200 or jon@
opcfla.com

GRAPHIC DESIGNER.

Full time with benefits, two
weekly and two monthly
newspapers plus community
magazines. Fleming Island
Florida, just outside Jack-
sonville. Contact Jon Cant-
rell at 904-710-8181. Send
resume to jon@opcfla.com

free paper

CLASSIFIED
ADVERTISING

. EMPLOYMENT

LIVE AND WORK in fabu-
lous Myrtle Beach, S.C. The
Myrtle Beach Herald has

an immediate opening for
an experienced sales rep.
Email resume to Steve Rob-
ertson, steve.robertson@
myhorrynews.com.

ADVERTISING SALES
MANAGER needed for
Florida’s largest group of
community newspapers.
Salary, liberal bonus and
benefit package available
for the right individual.
Please send your resume
with cover letter and salary
requirements in confidence
to: Farris Robinson, Presi-
dent, to E-mail: Opportu-
nity@Hometownnewsol.com
Or Fax: 772-465-5301-EOE

PUBLICATIONS
FOR SALE

NEWSPAPER GROUP. Five
well-established weekly
newspapers in Houston
suburbs. Circulation from
1,000 to 25,000. Staff,
circulation, and printing de-
partment in place for new
owner. Email grafikshop@
sbcglobal.net or call 713-
977-2555.

FOUR FREE MONTHLY
PUBLICATIONS in North
Central Florida. Two are in a
high-end gated community
with special delivery rights.
Time to retire and go fish-
ing. 352-804-1223

YOUR PUBLICATION?
MAKE SURE YOU PLACE

YOUR AD IN

RATES:

Up to 30 words

$25 per issue

(additional words -
90 cents per word)

PUBLICATION
BROKERS

KAMEN & CO GROUP
SERVICES, LLC
Multi-Media Appraisers,
Accountants, Brokers &
Contract Negotiators
WEST TOWER 6th FLOOR
UNIONDALE, NY 11556
www.kamengroup.com
info@kamengroup.com
516 379 2797 - New York
516 242 2857 - New York
727 786 5930 - Tampa
"Kevin Kamen works relentless-
ly. Whenever he speaks about
the publishing business or com-
panies, I pay close attention.”
- Paul Tash, President/CEO of
The Tampa Bay Times & former
Chairman of the Pulitzer Board

Proud to be the expert
media valuation resource
for FORBES wealth & media
reporters six straight years:
2015, 2016, 2017, 2018,
2019 & 2020. Each year,
we assist FORBES with
determining the current
market valuation of media
tycoons listed in the an-
nual “FORBES 400 Richest
American’s Directory.” As
both appraisers & accoun-
tants Kamen & Co under-
stands that valuing a media
company consists of closely
examining both tangible
and intangible assets; not
only financial documents.
Our valuation reports aver-
age 25 customized pages,
take about five weeks to
complete and include a
narrative, standardization
grading analysis and finan-
cial projections. We provide
the most comprehensive,
independent valuation
within the entire valuation
community. As the leading
media financial valuation &
accounting firm domestically
and internationally servicing
the print, digital, broadcast,
tech, publishing, film, video,
domain, internet, social
media and cable industries

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

INK CLASSIFIEDS

PUBLICATION
BROKERS

we have developed business
relationships globally and
we care about each client
and respect their privacy. At
Kamen & Co our continuum
of multi-media valuation,
brokering, accounting and
contract negotiation finan-
cial services allows us to
meet the expectations of
our growing clientele list
from NYC to Los Angeles to
Honolulu to London, Israel,
Ireland, Denmark, Japan,
Estonia, Spain, Germany
and Norway. With 43 years
experience within the pub-
lishing arena we confiden-
tially provide exceptional
customized and confidential
service to both large and
small business entities. We
have assorted multi-publish-
ing and B2b business prop-
erties listed with our firm
for sale across the globe;
kindly contact us for specific
opportunities. If you are
considering selling your free
distribution publishing entity
we would be delighted to
assist you too! We strive to
meet multi-media business
challenges with foresight &
precision. Expert Court Wit-
ness, Accounting, Tax Debt
Management, Entity Forma-
tion, Valuation, Financial Ad-
visory Services & Contract/
Labor Negotiations.

WWW.AFCP.ORG

PER INQUIRY
ADVERTISING

BOOST REVENUE by run-
ning pay-per-call ads in
unsold ad space. Classified
or display. Prompt regular
payments. No invoicing
needed. No commitment!
Contact Leigh Ann at Amer-
ican Classified Services.
618-351-7570.

CONTACT:

Phone: 877.203-2327
Fax: 781.459.7770
Email: afcp@afcp.org
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YOUR PAPER’S‘ + Q »

LOGO PG 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

I Reach more quality candidates and increase traffic to your job
posts when you advertise on [your website].com, now powered
—-_J 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 ZipRecruiterg



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

ER@@ TRADE
pusLicaTion SHOW

- STARRING -
- PRINCIPAL SPONSOR - - PLATINUM SPONSORS -

THE NEWSPAPER N Town MO0
@ M anager _-.-_'.-__.':-3PREFERRED

Marketing Solutions
www.preferredms.com

GOLD SPONSORS:

g@m Cumml nes M=TRO Publication Printerscon

Quality Web Printing

Publication Printers Since 1914
CREATE. SELL. PROFIT.

SPONSORS: Kantar Media / SRDS Prolmage America
Ask-CRM King Features Software Consulting
Bluefin Technology Part. Merrimac Plus Services

Clean Machine MSG Payment Systems  The Ultimate PrintSource
CT Genius Newspapers.com Times Shamrock

cvcC Newspaper Printing Co. Creative Services

INK Magazine PaperChain ZipRecruiter

Joint Conference and Trade Show of the Association of Free Community Publications and the Florida Media Association

APRIL 23-24, 2020

WESTGATE LAKES RESORT - ORLANDO




