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AFCP/NANI Headquarters:
Loren Colburn, Executive Director

Cassey Recore, Administrative Assistant
Alix Browne, Administrative Assistant

135 Old Cove Road – Suite 210
Liverpool, NY  13090

Toll Free:  877.203.2327
Fax:  720.528.7943

Email:  loren@afcp.org
Web:  www.afcp.org

Editor:
Dave Neuharth
P.O. Box 1149

Summerfield, FL 34492-1149
Phone:  352.347.4470
Fax:  352.347.3384

Email:  DJNeuharth@aol.com

Composition:
Barbara A. Holmes
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marketing representative:
Wendy MacDonald
10418 Bond Street

Overland Park, KS  66214
Office:  913.461.3721
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MISSION STATEMENT
Bring news and resources to the attention of the 
free paper industry by publishing a responsible 

quality magazine.

Free Paper INK is dedicated to 
keeping the industry informed on 
key issues, topics and industry 
news. If you have any items of 
interest that should be shared with 
people throughout the Free Paper 
Industry, simply email them to 
loren@afcp.org. We welcome your 
input, appreciate your readership 
and look forward to your contribu-
tions to our content.

Free Paper INK is not liable for er-
rors appearing in advertisements 
beyond the cost of the space 
occupied by the error, and noti-
fication must be made in writing 
within ten days of publishing. The 
right is reserved by Free Paper 
INK to edit, reject, or cut any copy 
without notice.

NO CASH REFUNDS

The opinions of the individual 
contributors or correspondents do 
not necessarily reflect those of the 
publication or its management.

Free Paper INK may include mate-
rial produced under copyrighted or 
syndicated ad service. Permission 
of the publisher must be obtained 
before copying any of the material 
from any issue of Free Paper INK. 

DEADLINES:  The deadline for 
classified ads, display ads and edi-
torial is the 4th of every month.

Cover Photo:
canstock.com
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th The May issue of INK will focus on the conference and trade 

show taking place in San Diego as the issue breaks. Highlights 
will include a look at people who are active in some of the 
programs involved with AFCP initiatives, including TLI Gradu-
ates and Rising Stars!

TRADE SHOW 
HELPFUL HINTS15
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  http://www.facebook.com/CummingsPrinting       @CummingsPrint         info@cummingsprinting.com

MORE DEPENDABLE
THAN YOUR FAVORITE
SUPERHERO
Getting your project done on-time…it’s really not too 
much to ask. Cummings Printing is ISO compliant. In 
2015, we boasted a 97.5% on-time rating. Now that’s 
dependability. We are committed to getting your job 
done when you need it. 
 
Cummings Printing is a third-generation family-owned 
company that has specialized in printing high quality, 
short-run publications for over 100 years. From 
magazines and journals to catalogs and guidebooks, 
every printed piece is as important to us as it is to you.

 MORE DEPENDABLE
THAN YOUR FAVORITE
SUPERHERO
Reliability, service and support…it’s what separates a 
quality printing company from the rest. Cummings printing 
is ISO compliant. In 2015, we boasted a 97.5% on time 
rating. Now that’s dependability.

Cummings printing is a third-generation family-owned 
company that has specialized in printing high quality, short-
run publications for over 100 years. From magazines and 
journals to catalogs and guidebooks, every printed piece is 
as important to us as it is to you.

4 Peters Brook Drive     |     P.O. Box 16495     |     Hooksett, NH 03106-6495     |     800-647-0035
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When your audit is complete the most important part of your audit 
process begins! To get the biggest return on your investment, 
make sure you promote your audit. It’s easy, and it’s free. Use this 
checklist to increase revenue today!

All of these audit promotions are included in the cost of your 
audit.

 DISPLAY THE CVC LOGO

 SIGN UP FOR FREE CONFERENCE CALL TRAINING

 LET US SEND A LOCAL AUDIT PROMOTION TO YOUR 
ADVERTISERS

 NATIONAL & REGIONAL AUDIT PROMOTION CD

 FREE ONLINE READERSHIP STUDIES

 CREATE IN-HOUSE AUDIT PROMOTION ADS – See samples 
at www.cvcaudit.com

If your audit is sponsored by IFPA, MFCP, WCP, CPII, MACPA, FCPNY, 
CPNE, CPM, SAPA, CPF, or PNAWAN you can have additional pub-
lications you own audited at association rates. Save thousands of 
dollars and call today for your no-obligation quote.  

AUDIT PROMOTION 
CHECKLIST

(800) 262-6392 • www.cvcaudit.com

http://www.cvcaudit.comIf
http://www.cvcaudit.comIf
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EDITOR’S VIEWPOINT

The Focus is on 
	 our Vendors 
In this issue of INK we zeroed 
in on the vendors who take part in the 
annual conference scheduled April 28-30 
in San Diego, Calif.

Whether you want to be updated on 
the digital aspects of the free paper 
print industry, the circulation numbers, 
software solutions, advertising promo-
tions or new revenue solutions, or want 
to learn how to build client relationships 
or websites, this conference will have it 
all. A wealth of information is just a few 
steps away. 

The vendors who sell their products 
have knowledge on many aspects of the 
printing business to share with you. Not 
everyone is going to purchase a prod-
uct, but the information they share is 
still free. And then when you are in the 
market for a service, you will already 
have the information as well as the name 
and phone number of the vendor who 
will take care of your needs. However, 
if you are in the market for a service at 
the conference, they are there to accom-
modate.

The vendors pay for their space to set 
up at the conferences, which helps pay 
some of the conference expenses. We 
appreciate their help and their invest-
ment to attend.

In this issue there are several features 
of vendors. Steve Harrison, a successful 
New York publisher in the free paper in-
dustry, wears two hats. Besides publish-
ing, he is also in the vendor business as 
the founder of Penny Lane Promotional 
Products. 

The man behind the numbers, Tim 
Bingaman, is also in the limelight in this 
issue of INK. Tim is a long-time vendor 
and sponsor at the AFCP conferences. 
How did the CEO and owner of Circula-
tion Verification Council (CVC) get into 
this business? Nothing to it – just sit 

back and collect the money. Well, maybe 
there were a few bumps in the road. See 
the article in this issue of INK.

There was a time in the history of 
AFCP that vendors were non-existent. For 
those of us who were around in the early 
2000’s, we remember the times when 
attendance at the AFCP conferences had 
declined and vendors were not part of 
the proceedings.

It was 2001 and the 50th anniver-
sary of AFCP. The association had a new 
Executive Director, Craig McMullin. On his 
recommendation the board decided to 
have the conference in Phoenix in June.

Many felt that the hot weather in 
Phoenix in June would not be a good 
drawing card for the annual conference. 
On the other side of the coin, Craig con-
tracted with an outstanding hotel with 
great rates for the conference – the Ritz 
Carlton. The brochure advertised a trade 
show.

As the time for the conference dead-
line approached, the sign up was not 
good. Craig enlisted the help of Carlos 
Guzman and Orestes Baez to serve as 
conference chairs and they put together 
an email and phone campaign to urge 
members and vendors to attend.

With their efforts and an excellent 
agenda, the conference became one of 
the best in the history of the associa-
tion. The last minute registrations did 
cause some problems though – too many 
people and not enough rooms. Many had 
to find rooms at nearby hotels.

The conference in Phoenix was a 
complete reversal of past trends. With 
its great turnout and trade show, AFCP 
gained confidence in setting its sights 
on some of the best conferences in the 
industry. And that trend has continued 
until today.

Join us in San Diego.

Dave Neuharth
Editor
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1000 Hedstrom Drive
Ashland, OH  44805

Continued on page 

IN MEMORIAM
inREM

EM
BRA

N
C

E	

In Memoriam:  
	 Henry Clifton Mundy

A longtime past member of the Southeastern Advertising 
Publishers Association (SAPA), Henry Clifton Mundy, died on February 
14, 2016.

Mundy, 79, was the founder of the Southside Shopper in Garner, N.C.
He served as president of SAPA in the 1980s and was on the board 

of directors until the mid 1990s.
During the last part of the 1990s he opted to retire, and turned the 

operation of the Southside Shopper over to his son and daughter.
He started his publishing career with the News and Observer be-

fore starting The Southside Shopper. He was able to build his garage 
startup business into a successful legacy for his family.

Mundy was a member of the Garner Lions Club and Hayes Chapel 
Christian Church.
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Rates to Rollback
	 on April 10, 2016

by Donna Hanbery, Executive Director, Saturation Mailers Coalition

The USPS has filed the notice it is 
required to file by the Postal Regulatory Commission 
(PRC) decision in the exigency case to announce that 
postal rates will “rollback” on April 10, 2016. 

Previous to this official filing, the USPS had re-
leased detailed rate information to all mailers about 
the “rollback rates” that will go into effect when the 
USPS has recovered all of the revenue the PRC found 
it was entitled to recoup “due to” the Great Recession 
and to collect with the 4.3% exigency increase that 
has been added to all Market Dominant postal rates. 

The Postal Service announced, absent Congres-
sional or Court Action to make the existing exigent 
surcharge for Market Dominant Products and Ser-
vices part of the rate base or to otherwise extend it, 
that the Postal Service would provide notice of the 
rollback date to the PRC at least 45 days before the 
exigent surcharge revenue target is reached. The 
USPS posted on its RIBBS website charts that show 
all of the rollback rates.

The Postal Service PRC filing, announcement, 
and posting of the rollback rates, is all required by 
existing order of the PRC. The Postal Service would 
still like to see some legislation passed before the 
“rollback” date to permit it to keep the exigency 
surcharge in place. In a USPS Release accompanying 
the announcement, Postmaster General Megan Bren-
nan said, “Removing the surcharge and reducing our 
prices is an irrational outcome considering the Postal 
Service’s precarious financial condition.”

The USPS, the President’s budget, and some mailers 
and associations have supported a continuation of the 
exigent surcharge as part of a potential postal reform 
package that would help stabilize Postal Service fi-
nances. Such a proposal was in the President’s budget 
and is in the Ipost bill introduced by Senator Carper. 
The USPS has also continued its exigency appeal chal-
lenging the last round of proceedings before the PRC. 
But in this contentious Congressional environment 
and election year, and in light of the extensive court 
proceedings and rulings that have already taken place, 
the likelihood of Congressional or court action to con-
tinue the exigent surcharge seems remote.

A chart of the rates for Enhanced Carrier Route 
Flats sent as High Density (TMC) Mail or Saturation 
Mail Flats, reprinted with permission of PostCom, 
the Association of Postal Commerce, accompanies 

this article. These are the rate categories used most 
frequently by free paper publishers that use the mail 
for all or part of their circulation. 

The rate category referred to as EDDM ECR Flats - 
Saturation refers to Saturation Mail pieces sent with 
the simplified address format, and as commercial 
mail where the mailer has a mailing permit. (These 
are not the rates for EDDM Retail where a business 
owner can enter smaller quantities of unaddressed 
saturation mail at a local postal office without a per-
mit). SMC is a member of PostCom and thanks that 
organization for the permission to share this infor-
mation and this helpful chart with our members.

So what is ahead for postal rates? With CPI con-
tinuing to be exceptionally low, it is not anticipated 
that there will be a rate change until January 2017. 
Under the current law governing the USPS, the 
Postal Accountability and Enhancement Act, postal 
rate increases have been limited to adjustments 
within the CPI rate cap, except for extraordinary or 
exigent circumstances. In 2017, after the exigent 10 
year anniversary of the law, the PRC is charged with 
conducting a “Rate Review” to determine how the 
rate setting process has worked. 

Although most mailers applaud the Rate Cap as a 
PAEA protection that has stabilized postal prices for 
monopoly products and encouraged the USPS to cut 
costs and right size its network, the USPS and postal 
labor have made it clear that they want to bust the 
cap. Brennan said, “Our current pricing regime is un-
workable and should be replaced with a system that 
provides greater pricing flexibility and better reflects 
the economic challenges facing the Postal Service.”

Mailers and other USPS stakeholders believe the 
problems the USPS faces are not due to the rate 
cap but unworkable and unfair government imposed 
mandates relating to health care costs and prefund-
ing, overpayment of retirement costs, and other 
burdens that could be fixed with postal reforms that 
do not unfairly and unreasonably burden mailers, 
and put the USPS and the federal government at risk 
of losing more of the postal rate paying customers 
that fund the USPS. 

Some mailers and associations, including SMC, 
have advanced an idea to be included as part of an 
overall postal reform package of a rate proposal 
that would give the Postal Service some additional 
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Regular Standard Mail Flats Postage Rates-Enhanced Carrier Route  

Exigency Surcharge Rollback 

(Potential Implementation April 2016) 

(All Rates Shown In Cents) 

SUBCLASS/  

Rate Category 

For Pieces Weighing 3.3 Ounces or Less Current Rates New Rates 

Current 

Rate 

New  

Rate 

% 

Difference 

Amount 

Difference 

Per 

Piece 

PLUS Per 

Pound 

Per 

Piece 

PLUS Per 

Pound 

ECR FLATS High Density/1 24.5 23.5 (4.1)% (1.0) 11.3 64.1 10.8 61.5 

        NDC Entry 21.1 20.2 (4.3)% (0.9) 11.3 47.3 10.8 45.4 

        SCF Entry 20.1 19.2 (4.5)% (0.9) 11.3 42.3 10.8 40.6 

        Delivery Unit Entry 19.1 18.3 (4.2)% (0.8) 11.3 37.8 10.8 36.3 

ECR FLATS-High Density Plus 24.0 23.0 (4.2)% (1.0) 8.8 64.1 8.4 61.5 

        NDC Entry 20.6 19.7 (4.4)% (0.9) 8.8 47.3 8.4 45.4 

        SCF Entry 19.6 18.7 (4.6)% (0.9) 8.8 42.3 8.4 40.6 

        Delivery Unit Entry 18.6 17.8 (4.3)% (0.8) 8.8 37.8 8.4 36.3 

ECR FLATS-Saturation 21.4 20.5 (4.2)% (0.9) 8.1 64.1 7.8 61.5 

        NDC Entry 17.9 17.2 (3.9)% (0.7) 8.1 47.3 7.8 45.4 

        SCF Entry 16.9 16.2 (4.1)% (0.7) 8.1 42.3 7.8 40.6 

        Delivery Unit Entry 15.9 15.3 (3.8)% (0.6) 8.1 37.8 7.8 36.3 

EDDM ECR FLATS-Saturation 21.5 20.6 (4.2)% (0.9) 8.2 64.1 7.9 61.5 

        NDC Entry 18.0 17.3 (3.9)% (0.7) 8.2 47.3 7.9 45.4 

        SCF Entry 17.0 16.3 (4.1)% (0.7) 8.2 42.3 7.9 40.6 

        Delivery Unit Entry 16.0 15.4 (3.8)% (0.6) 8.2 37.8 7.9 36.3 

* Add $0.035 (currently $0.036) for each piece addressed using a Detached Address Label with no advertising or a Detached Address 
Label containing advertising (Detached Marketing Label). 

revenue (beyond what is permitted by CPI) to help 
the USPS with its financial challenges. The willing-
ness of mailers and industry to accept a higher than 
CPI rate is conditioned, however, on other Congres-
sional action that would postpone the 10 year rate 
review one year to 2018, and would give mailers the 
certainty of two years of rate stability. 

This rate proposal would be part of a compre-
hensive postal reform package that would give the 
USPS the restructuring changes it needs to amortize 
health care obligations over a longer period of time, 
would allow the USPS and its employees to take 
advantage of Medicare participation (currently USPS 
employees pay for Medicare but do not participate 
in the plan), would give the Postal Service a right to 

refunds for overpayments to its retirement plans, 
and would make other changes that would improve 
the long-term health and stability of the USPS. 

As of the writing of this column, this proposal is 
still in the discussion stage. But it is an effort by 
mailers that opposed exigency, to try and meet the 
Postal Service part way on its financial challenges, 
but to also give the industry and the Postal Service 
some breathing room to adjust to changes that 
might be in an overall reform law, and to complete 
studies that would be required by the law, before 
the PRC begins its rate review process. But as of 
this writing, the prospects of comprehensive postal 
reform in the short-term, or long-term, during an 
election year remain uncertain. 
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FEATURE STORY

A long-time free paper 
industry publisher has some good 
advice. No matter what the busi-
ness, “Customer service is the 
core of everything we do.” 

Steve Harrison has served the 
industry for a number of years 
as the publisher and co-owner of 
the Genesee Valley Penny Saver 
headquartered in Avon, N.Y.

At the industry conferences you 
attend, you might run into Harrison as either a publisher 
or as a vendor. He founded Penny Lane Promotional 
Products (PLPP) and wears two hats:  one as an owner 
and one as publisher. 

On the publishing side, Harrison has been a long-time 
supporter of the Association of Free Community Papers 
(AFCP) and has served on its board of directors. He 
also has been an active member of the Free Community 
Papers of New York (FCPNY) and served on that associa-
tion’s board of directors and as its president.

As a publisher, Harrison is considered a natural leader 
because he was literally born into it. “I grew up with 
Penny Saver 101,” he said.

In 1948 his parents started the Genesee Valley Penny 
Saver in Avon, N.Y. The paper had a circulation of 3,000 
and was printed on a mimeograph machine, collated by 
hand, stapled in a corner and sent to the post office.

A native of Rochester, N.Y., he graduated from St. 
Bonaventure University in Olean, N.Y., and went back to 
helping his mother run the family business.

Harrison and his sister, Kim Dougherty, still own and 
publish the paper started by their parents. Its initial 
circulation of 3,000 has grown to over 130,000 serving 
the area south of Rochester between Canandaigua and 
Batavia. “I guess I’ve always had ink under my finger-
nails,” he said.

Penny Lane Promotional Products was a start-up busi-
ness. Thanks to convincing an “Ad Specialities” person to 
come aboard, he launched the company.

Harrison said, “He brought with him a pretty good 
client list and his expertise. We now have grown the 
business for 18 years and have two full-time representa-
tives,” he said.

When the decision was made to proceed, “We felt the 
company would be complementary to our print adver-

tising business. We could easily offer an assortment of 
promotional products to our print advertising custom-
ers, design the artwork (we already had virtually all their 
logos in our system) and have their choice of products 
by a certified vendor through the Advertising Specialties 
Institute (ASI) of which we are a member.

“A nice surprise has been the customer base has 
grown outside our print advertiser world. Word of mouth 
advertising seems pretty effective when it comes to 
promo products, and potential customers may ask our 
customers, ‘Where did you get that?’” he said.

In 2015 Penny Lane hired a rep that was particularly 
adept at selling wearables and she has increased the 
company’s top line.

Harrison said, “Embroidery seems to be the preferred 
method of production, but screen printing is an effec-
tive and cheaper alternative. The breadth of products 
we offer has increased to over one million, up from the 
300,000 when we first entered the market. 

“Cooling towels are a new product that you can have 
your logo imprinted on, and they do what they say:  
cool you off. Sports teams are a good target for these. 
Another item aimed at the sport enthusiast is a hoodie 
sweatshirt that comes with an insulated pouch for that 
all important beverage to stay cold or warm. And of 
course we can fulfill all the pens, mugs, hats and plaques 
that are associated with this industry. It’s all here at pen-
nylanepromo.com.”

Harrison considers customer service as the core of 
managing both the Penny Saver and Penny Lane Pro-
motional Products. The two (PLPP) representatives have 
deadlines to adhere to and work with a two-week turn-
out. Like in the print business, there are occasional rush 
orders. The artwork for an item is like ad copy with fewer 
words and a lot of logos.

Away from work Harrison has also been active in 
community service, serving on community chambers of 
commerce. He is credited with helping the Avon cham-
ber, when serving as president, grow from 20 to over 
100 members. He also teaches community advertising 
seminars.

In his spare time, he plays tennis and is an avid golfer. 
He and his wife Kathy have three children.

In addition, he also has a couple of other companies 
to take up his time:  Penny Lane Printing and The Penny 
Express, a direct mailing company.

Meet Steve Harrison: 
	 Both an AFCP Publisher & Vendor

Steve Harrison
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The Rising Stars to host both
	 Silent Auction & Editorial Session

by Amy Hanson, 2014 Rising Star

As I sit in here in my office in Osceola, I 
am reminded that winters in Iowa are oftentimes not 
fun. The snow can wreak havoc everywhere. The cold 
wind swirls around you and feels sharp against your 
face. 

Sometimes you are getting out of your car at your 
house and slip on a patch of ice. In mid-fall you try 
to catch yourself, but only succeed in banging your 
nose against the car door. 

I’ll have to plead the fifth on that last example.

I recently heard the well-known Mamas and Papas’ 
song, “California Dreamin’” on the radio. If you’re a 
northern Yankee like me, you can probably relate to 
these lyrics:

“All the leaves are brown and the sky is gray.
“I’ve been for a walk on a winter’s day.
“I’d be safe and warm if I was in L.A.;
“California dreamin’ on such a winter’s day.”

Change those words from L.A. to San Diego and 
we’re good to go.

The Rising Stars have been diligent in their prog-
ress of planning things for this year’s annual AFCP 
Conference, which is April 28-30, in sunny San Di-
ego. By the time this article goes to print, the confer-
ence will be right around the corner.

The Rising Stars are bringing back the Silent Auc-
tion, which debuted to a lot of success last year in 
Savannah, Ga.

We helped raise more than $5,000, and all pro-
ceeds go to the Bill Welsh Memorial Foundation to 
provide scholarships for Rising Stars to attend the 

AFCP annual conference.

I highly recommend donating an item for the auc-
tion, and then having fun bidding on the actual items 
during the conference. We work with paper every 
day, so we should have no problem shilling it out, 
right?

If you have questions, contact Alix at the AFCP of-
fice at alix@afcp.org or call 1-877-203-2327.

I can personally attest to the fact that the Rising 
Stars have greatly aided me in my journalism career. 
It has been a delight being able to write articles for 
different issues of INK Magazine and create relation-
ships with other people in this industry from all over 
the country.

There’s also something new coming down the 
pipeline.

This year, three other Rising Stars and I will help 
host an editorial session during conference called, 
“Today’s Newsroom.” We’re each going to share our 
experiences of what it’s like as young professionals 
in our offices, and what has worked best for us in our 
areas of the industry.

I’m currently in the process of gathering ideas and 
stories to share with all of you. 

Once we all have shared our pieces, there will also 
be time for audience members to ask questions. We 
encourage an open dialogue to enhance the learning 
process.

That session is currently planned from 1:00 to 
2:15 p.m. on Friday, April 29.

I’m going to be there. So, you should, too!

mailto:alix@afcp.org
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In the free paper industry, 
many people refer to Tim Bingaman, 
the president and CEO of Circulation 
Verification Council (CVC), as “The 
Man Behind the Numbers.”

It has been a 24-year journey but 
the numbers now exceed 50 million.

In 1992, Bingaman founded CVC. 
The company provides circulation au-

dits for numerous free paper associations.

Bingaman’s career started when he received a football 
scholarship to attend Missouri State University. For extra 
cash, he worked as a telemarketer for the Springfield News-
Leader. He also worked as the telemarketing manager and 
district sales manager. When he graduated, the newspaper 
offered him the position of Circulation Sales Man-
ager and he ended up staying in the industry.

In the late 1980’s and early 1990’s Bingaman 
worked for Gannett, Ingersoll Publications, JRC, 
Thompson and independently-owned newspapers 
in Massachusetts, Pennsylvania, California and Mis-
souri analyzing struggling community newspapers.

In 1989 with the Ingersoll 
team he was involved in the 
startup of a daily newspaper, 
the St. Louis Sun. “Building 
a daily from scratch gave me 
10 years of experience in 
one year. We literally worked 
around the clock, sleeping 
at the office and going home 
for showers,” Bingaman said.

The St. Louis Sun had a short history. It lasted for six 
months. When it closed, it was a shock to Bingaman. “It 
gives you an appreciation of what happens when something 
you love and worked so hard for doesn’t work out,” he said.

Bingaman continued in the business analyzing strug-
gling community newspapers across the country. While 
studying the feasibility of a publication in California, he 
realized that he did not have the kind of data he needed 
to make important decisions. The idea for CVC was born.

CVC was created in 1992 with 13 publications audited to 
meet the data needs of advertisers and publishers. Commu-
nity newspapers, shoppers, niche publications and magazines 
were in the mix. The auditing process was designed to pro-
vide an accurate picture of the publication’s circulation and 
readership to allow advertisers to make informed decisions.

The road to success was not easy. For six years CVC 
showed some success; but in order to pay the bills neces-
sary to raise a family, he was throwing a newspaper route 
in the morning, running CVC during the day, and rehab-
bing houses at night. His wife was working two jobs.

“Burning the candle at both ends and in the middle 
was not working and I was considering going back into 
working in the publishing field full time,” Bingaman said.

In 1998 Bingaman was attending the spring confer-
ence of the Midwest Free Community Papers (MFCP). He 
was approached by MFCP Executive Director Brian Gay 
and asked to provide audits for its members. The asso-
ciation would pay for the audits. The idea was to assist 
members in their efforts to get national advertisers and 
to give them more recognition.

Bingaman said, “CVC’s 
business doubled that day 
and it gave us the capital to 
acquire a competitor and to 
really grow at a rapid pace. I 
am not sure what would have 
happened without Brian’s 
vision, but I was relieved to 
give up my morning paper 
route and get some sleep.”

Other free paper asso-
ciations joined the trend 
to pay for their members’ 
audits. The 13 annual audits 
in 1992 have now grown to 
over 3,500 editions with a 
combined circulation of over 
50 million.

Bingaman continues to travel the country, 26 weeks a 
year, to talk to publishers and advertising professionals 
about the benefits of working with audited publications. 
He attends most free paper conferences.

An admitted publishing junkie, he has always collected 
antiques related to the business.

One day he received a call from a CVC auditor who 
was onsite at the Monticello Express News in Monticello, 
Iowa. He was told an incredible story about one of their 
subsidiaries called Publisher’s Idea Exchange (PIE) and 
the library of ideas they had collected since 1934. The 
company was for sale so he jumped in his car and drove 
to Iowa to take a look.  

FEATURE STORY

The Man Behind the Numbers:  
	 CVC’s Tim Bingaman

Continued on page 14

Tim Bingaman

With a helping hand from his 
wife, Sue, Tim Bingaman ac-
cepts IFPA’s Ben Hammack 
Award (above). Sue Bingaman 
enjoys a laugh with Gary Rudy 
at a conference reception.
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Professionally Designed 
Themes - Choose from our large 
selection of pre-designed themes 
or create your own.  

Did You Know? More than 50% of Your Advertisers  
Do NOT Have a Website!

Call now for a Free Demo: 1 (888) 958-6838          
Learn more at www.siteswan.com

Create Professional Websites for Your Clients with the #1 Website Builder for Print Publishers!

Easy-to-Edit -  
Add text, photos, coupons, videos  
and more. It’s so easy, you can grant  
your clients access to manage their  
site themselves.

Beautiful on All Devices -  
Our responsive design ensures 
that every site you create looks 
great on desktop, tablet and 
mobile.

 
There are thousands of small 
businesses in your area that need 
a website. Set your own prices and 
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Bingaman has been honored 
many times for his efforts 
on behalf of the free paper 
industry. Here he accepts 
Distinguished Service 
Awards from both IFPA 
(above) and AFCP (at right). 

The Man Behind the Numbers:  CVC’s Tim Bingaman

“Imagine walking into a vault full of books published 
monthly for over 70 years with the best ideas in the 
business. I purchased the company that day, rented a 
U-Haul and relocated it to St. Louis. We ran the company 
for five years and loved it, but it was just not a great fit 
with our core business. 

“Imagine the dust in an 
office that received over 400 
newspapers a day to review 
for good ideas. I sold PIE to a 
company from Oklahoma and 
it closed five years later when 
the corporation filed for bank-
ruptcy. It’s a shame because 
I still think the idea sharing 
concept could help publica-
tions today.” Bingaman said.

Over the years, his in-
volvement with free paper 
associations and his work 
with PaperChain to get the 
circulation numbers of free 

papers on the Standard Rate & Data Service (SRDS) 
website has earned him the appreciation of publishers 
throughout the industry.

In 2002 he received the Free Community Papers of New 
York (FCPNY) Excellence Award; in 2003 he received the 
Southeastern Advertising Publishers Association (SAPA) 

Herb Campbell Award; in 2008 the Independent Free 
Papers of America (IFPA) honored him with the Ben 
Hammack Award; in 2011 he was the recipient of the 
Association of Free Community Papers (AFCP) Distin-
guished Service Award; and in 2013 he received the 
IFPA Distinguished Service Award.

Bingaman was born and bred in St. Louis. His 
father was an executive with Southwestern Bell, and 

“My mom was as close to 
June Cleaver as any person 
you’ve ever met,” he said.

He received a Bachelor of 
Science degree in Commu-
nications at Missouri State 
University. He and Sue 
have three children:  Joe, 
Claire and Liz. 

Continued from page 13

http://www.siteswan.comCreate
http://www.siteswan.comCreate
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Trade shows can be a huge opportunity if we 
are willing to invest a little time and thought into how to 
maximize their potential rewards.

AFCP’s San Diego Trade Show is filled with a strong 
compliment of sponsors prepared to offer solutions to 
problems, opportunities to grow your business in new 
directions and efficiencies for the things your business 
continues to do the way they’ve 
always been done. The key to 
success lies in establishing even 
the simplest of strategies on what 
you need to accomplish with your 
trade show attendance.

Like good preparation for a 
sporting event, it is important to 
focus your plan in three specific 
segments – the pregame warm 
up, the in-game execution and 
the post-game analysis. Even the 
simplest game plan can make 
your trade show participation a 
winning experience for yourself, 
your team and your business.

Pregame Warm UP!
Spend a few minutes before 

you ever leave your office think-
ing about which businesses will 
be at the trade show and if there 
is anything in your company that 
they might be able to help you 
update, improve or streamline. 
Meet with your staff to get their 
input on products or services they 
might be interested in researching 
or find out their impression of vendors related to their 
specific area of expertise.

Once you have identified some of the areas that could 
be considered opportunities for your company, familiar-
ize yourself with the current products, services and costs 
your company is experiencing related to that product or 
service. Some simple notes and preparation here will help 
determine what size opportunity you are looking at when 
you see potential products or services at the trade show. 
Not knowing correct details about your existing situation 
can have a negative impact on being able to identify true 
solutions when they are presented at the trade show. 

Prioritize your needs list and make sure you select 
three or four targets to start your information search with. 
Conference activities can overwhelm schedules during 
the time you are attending and knowing where to con-
centrate your time first can optimize your benefits during 
your trade show visits. It is easy to get off track, but the 
impact can be detrimental to your ultimate success.

Game On!
Once you are in the trade show 

area, try not to get sidetracked so 
much that you lose sight of your 
game plan. Seek out the companies 
that were at the top of your priority 
list and set up a time to visit their 
booth when you can have their 
undivided attention to discuss their 
latest products or services. Trying 
to compete for their attention dur-
ing confusing or busy periods can 
leave you with incomplete informa-
tion or a bad impression.

If you identify a product or 
service that you are interested in, 
ask the vendor for references who 
are also in attendance so you can 
track them down. Many times you 
can get a much better read on the 
person’s true impression of a given 
product or service in a face-to-face 
conversation than you can from an 
impersonal email or phone conver-
sation down the road.

Once you complete your tar-
get contacts, focusing some trade 

show time on looking for what new products or services 
are available should be your next priority. According to the 
Trade Show News Network, 92% of trade show attendees 
are there to look for new products. Trade shows provide a 
focused setting to examine what’s new in the industry and 
many vendors will be featuring their new products and ser-
vices for attendees. The potential to find something you did 
not know was available within the industry often offers the 
opportunity to be a true game changer for many companies. 

Last but not least, take the time to gather information 
on products or services your competitors might be using. 

A Simple Trade Show Attendee  
	 Formula for Success

AFCP’s vendors are ready to answer your questions 
about their products. Plan now to spend time with 
those vendors whose products interest you most.

Continued on page 16
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Auctio� Item� Wante�!

All proceeds from the silent auction go to the Bill Welsh Memorial 
Foundation to provide scholarships for Rising Stars to attend the 

AFCP Annual Conference. Our first auction in 2015 was a success 
and we need your help to keep that success going in 2016!

UNIQUE ARTWORK
MUSIC

MEMORABILIA
JEWELRY & WATCHES

ELECTRONICS

GIFT BASKETS
AUTOGRAPHED ITEMS

TIMESHARES
SPECIALTY ITEMS

GIFT CARDS (NATIONAL)

Help U� Bea� Our Goa� I� 2016!

LAST YEAR THE RISING STARS 
RAISED OVER $5,000!

Contact Alix at the AFCP office at: alix@afcp.org or call 1-877-203-2327

FEATURE STORY

The more you understand about 
what they are doing and how they 
are doing it, the more prepared you 
will be to compete against them 
down the road. 

The Post Game Analysis!
Here is where all your efforts can 

be utilized or lost; and to be per-
fectly honest, most often are lost. 
When you get back home, invest 
the time to review the information 
you gathered at the trade show and 
prioritize your approach for each item you have obtained 
information on. A critical review should provide one of 
the following outcomes:

•	 Act on this right away. It’s a “no brainer” and I’m 
not sure why we aren’t doing this already!

•	T his possibly has potential but requires further anal-
ysis. The key component here is to assign responsibility. 

Follow it up yourself by XX/XX/XX, 
delegate it to a person with respon-
sibility to report back by XX/XX/XX, 
or request additional information 
from the vendor to determine how 
to proceed.

•	 May have value down the road 
but not right now. Circulate it to 
the appropriate people for review 
and filing for reevaluation as things 
change. This helps keep staff up to 
date on the industry and prepare for 
future developments.

•	C ircular file. Not sure why I 
took this other than to get the vendor to back off, but it 
really does not apply to what we are doing.

I’m sure this all seems like common sense, but be hon-
est. How often have you truly prepared for your trade show 
experience? By investing the time to step through this sim-
ple process, your trade show experience will add significant 
value to your industry knowledge, business performance, 
staff development and ultimately, your bottom line.

A Simple Trade Show Attendee Formula for Success

Chris Sedlak of Little Fish Big Ocean chats with 
conference attendees.

Continued from page 15

mailto:alix@afcp.org
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AFCP’s   Memories of  
     Conferences Past

1.  Will Thomas presenting 
“Apps for the Workplace.” 
(Savannah 2015)

2.  Attendees listen atten-
tively to one of the lunch 
presentations. (Savannah 
2015)

3.  Dan Alexander from 
Elizabethtown, N.Y., com-
ments during a session. 
(Savannah 2015)

4. Rob Zarrilli presents one 
of the many TLI classes. 
(Savannah 2015)

5. Rob Zarrilli at the con-
ference closing. (Savannah 
2015)

6. David Marquet present-
ing “Turn The Ship Around” 
closing keynote. (Savannah 
2015)

7.  Atlanta Aquarium dinner 
event. (Atlanta 2012)

8.  Rex Pemberton present-
ing “It’s Time to Climb.” 
(Denver 2013)

9. Charlie Delatorre pre-
senting the opening ad-
dress. (Orlando 2014)

10. Dinner in Savannah 
2015 (Pre Pub Crawl!)

11. Steve Baker presenting 
“The Great Game of Busi-
ness.” (Savannah 2015)

1 2

543

6 7

1110

8 9
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Make
Sales Soar
Like Magic
Improve your close
ratios to 70% or more
with the New MiAD

Wizard!

800.223.1600
service@metro-email.com
www.metrocreativeconnection.com
miadwizard.com

No training.
No time wasted.
No more tough sells.

It's a fact that spec ads help close
more sales— and yet spec ads are
used less than 20% of the time.
Now, with the real-world magic of
MiAD Wizard, personalizing and
presenting spec ads for EVERY
prospect is as easy as 1-2-3!

Visit Lou Ann Sornson at Metro’s
booth to see the Wizard
AFCP Conference & Trade Show
April 28-30 in San Diego
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CONFERENCE 
NOTES

Set Sail for Success!
by John Draper, Conference Committee Chair

It’s April and that means our vessel is 
about to set sail. 

In just a few short weeks the industry’s best will 
gather in San Diego for the Annual AFCP Conference 
& Trade Show. It’s never too late to take on good ini-
tiatives; but with just a few weeks remaining, if you 
haven’t made up your mind to join us you had better 
get moving.

This month our INK Magazine focuses on the trade 
show partners we will have with us in San Diego. 
These partners are truly available to help you Set 
Sail for Success. Over the years I have spent many 
hours talking with our trade show vendors. Some 
have become great business partners and even great 
friends. Simply stated, you’re rather foolish if you 
don’t endeavor to spend some time on the trade 
show floor learning from these wonderful resources 

and asking them how they can help your business.

Each of these vendors are featured in the pages of 
this edition. Do some homework between now and 
April 28, then come prepared to ask questions. If 
for some crazy reason you won’t be with us in San 
Diego, these vendors are still here to help and would 
love to hear from you.

In addition to putting together the trade show, our 
conference planning committee continues to hammer 
out our itinerary.  Whether via speakers, vendors, or 
networking time, it remains our objective to provide 
our membership with the resources needed to help 
their businesses. We are confident we have put to-
gether a program stocked full of helpful tools. 

We will see you in San Diego as we Set Sail for 
Success!

mailto:800.223.1600service@metro-email.comwww.metrocreativeconnection.commiadwizard.comNo
mailto:800.223.1600service@metro-email.comwww.metrocreativeconnection.commiadwizard.comNo
mailto:800.223.1600service@metro-email.comwww.metrocreativeconnection.commiadwizard.comNo
mailto:800.223.1600service@metro-email.comwww.metrocreativeconnection.commiadwizard.comNo
mailto:800.223.1600service@metro-email.comwww.metrocreativeconnection.commiadwizard.comNo
mailto:800.223.1600service@metro-email.comwww.metrocreativeconnection.commiadwizard.comNo
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by Greg Birkett

FROM THE TOP
WITH GREG BIRKETT

Greetings, 
	 AFCP members!
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As we prepare to 
visit San Diego for 
AFCP’s Annual Trade 
Show and Conference, 
I’d like to welcome you 
to the trade show issue 
of INK magazine. 

Elsewhere in this issue is a great article about 
making the most of any trade show. I know our trade 
show partners in San Diego are excited to meet with 
you and let you know how they can help your busi-
ness. Over the years I know we all have picked up 
some great ideas at conferences, including from our 
vendors. Last year, by taking advantage of a trade 
show special offered by one of our partners, I saved 
an amount equal to my airfare! 

This issue also is for those of you who can’t make it to 
the conference. Please keep our associate members in 
mind when you are in the market for goods and services. 

The INK committee has been busy planning this 
and future issues of INK magazine. It has been 
impressive to watch the thought process of what to 
bring you each month in each issue of INK. Thanks to 
this committee for all of their hard work. If you have 
a story idea for them, please make sure you let them 
know by sending an email. 

Perhaps you are a good writer and would like to help 
write articles for the magazine. Please let us know. 
It is great to see INK magazine 
continue to be the voice of the 
free paper industry as it is sent to 
members and non-members.

Another group of people I 
would like to thank are the 
judges in the “Best of the Best” 
advertising and editorial contest. 
Each year a group of people 
gives up their time willingly to 
gather to judge the thousands 
of entries received. As you can 
probably guess, it is sometimes 
a very tough job as our publica-
tions from across the country 
send in their best work to be 

measured against other great work. The winners will 
be announced at the San Diego conference and the 
awards will be sent out thereafter.

The membership committee has acquired the ser-
vices of former MFCP Executive Director Dick Colvin 
to help find new members for AFCP. Dick would like 
to get some leads from current members; so if you 
know of a publication or publisher who would make a 
good AFCP member, please send us the lead. Also, if 
you are a non-member reading INK (as I mentioned 
earlier, we send INK to non-members too), I would 
ask that you consider membership in the association. 
We have a great list of member benefits and in these 
challenging publishing conditions, it is great to be 
able to network with other publications on a national 
level. If you are not currently a member and would 
like to talk to Dick about membership, just go to afcp.
org and click on the contact link. Better yet, download 
the membership application and send it in.

The conference team has been meeting on weekly 
conference calls (sometimes more than one call per 
week) to finalize all the small details of the confer-
ence, from what food will be served to planning each 
and every topic and session. So many small details 
have to be thought of. It kind of makes me over-think 
things sometimes. Like last week when I visited the 
drive-up ATM and punched my PIN number in, I real-
ized that the keys were not only marked clearly, but 
they also have braille on the keys...hmmm.

On behalf of our members, I 
want to thank the AFCP board 
and AFCP staff for all of their 
hard work and dedication. I hope 
to see you at the conference in 
San Diego.

GREG BIRKETT
AFCP President
DUBUQUE ADVERTISER
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Plan Now to Visit our Vendors!

allySites
We built our first classified ads software in the 

early ‘90s. It managed renewals and billing. That 
initial solu-
tion worked 
well and then 
a wave of in-
novation came. 
We have seen first hand the evolution of the classi-
fied ad industry. Everyone wants to be the Uber of X 
but those aspiring companies aren’t the local leader 
like you. To stay the local leader, you must evolve 
your website to meet your customers’ current expec-
tations.

We searched for a classified ad website vendor but 
never found a good solution. We decided to build our 
own platform with our own team. Our software runs 
our websites and provides classified ads manage-
ment for other publishers. We have spent over 3,888 
software development hours evolving our solution. 
You can now have a $100,000 dollar website solution 
for a low monthly fee.

404 Main Avenue South
Fayetteville, TN  37334

800-247-7318 
ginger@exchange-inc.com

Circulation Verification Council
Circulation Verification Council (CVC) is an inde-

pendent, third-party reporting audit company spe-
cializing in community 
newspapers, shop-
pers, niche publica-
tions and electronic 
editions. A CVC audit 
covers printing, distri-
bution, circulation and 
readership studies, using the industry’s most thor-
ough and accurate methodology.

As a reporting audit company, CVC doesn’t make the 
rules. We simply report the facts. Our stringent meth-
odology and experienced staff ensure that the num-
bers we report offer a true picture of a publication, its 
readers and its market. These high standards benefit 
publishers and advertising decision makers alike.

Publishers find CVC to be a strategic business 
partner who provides valuable, objective information 
on their publications. Advertising decision makers 
know CVC is an impartial and trusted source for in-
formation on an ever-changing industry.

Without accurate information, a publication audit 
isn’t worth the paper it’s printed on. That’s why CVC 
audits ensure that the most relevant, up-to-date 
data is always reflected in our reports. Since 1992, 
we’ve been applying the most thoroughly progressive 
standards to audit processes of a wide range of print 
publications. Everything we do is designed to ensure 
that our database is the most current and accurate in 
the industry.

With a CVC audit you will gain the knowledge 
needed to better position yourself against competi-
tors for advertising revenue, and you will be able to 
arm media buyers and advertisers with the num-
bers they need to buy with confidence. We will also 
teach you how to promote your audit so that you can 
achieve the biggest return on your investment. Our 
free webinar training session and Audit Handbook 
will show you how to best promote your CVC audit. 
Call or visit our website today for more information!

338 South Kirkwood Road, Suite 102
St. Louis, MO  63122

800-262-0666
tbingaman@cvcaudit.com

www.cvcaudit.com

NCP Travel 
NCP Travel is a full service travel agency provid-

ing clients with industry best pricing that is available 
only through na-
tional affiliations 
we have with 
American Ex-
press Travel and 
Cruise Planners. 
NCP Travel has the ability to offer travelers exclusive 
pricing on a wide range of cruise vacations, destina-
tion wedding packages, private cruise sales, as well 
as cabin upgrades and special amenities such as 
shore excursions, discounted fares, travel gifts and 
more. As Cruise Planners travel advisors, NCP Travel 
also provides specialized land vacations, all-inclusive 
resorts and tour packages to the most sought-after 
destinations around the world.

NCP Travel was established by the Association of 
Free Community Papers (AFCP), under its solely-
owned subsidiary, NANI, to utilize the NANI Classified 
Network while supporting the member benefits and 

PLATINUM
P A R T N E R S

mailto:ginger@exchange-inc.com
mailto:tbingaman@cvcaudit.com
http://www.cvcaudit.com
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(909) 947-5292 • Fax (909) 930-9972
   Web Site: www.ultimateprintsource.com

We'll help you cut costs and maximize profits!
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AGERS' ASSOCIA
TIO
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Arizona Newspapers Association

Providing print services to over 50 publications 
and associations across the country. 

Web PressDigital Press

Direct/Solo MailCirculation Sales

•  Flyers
•  Inserts 
•  Wraps
•  Brochures

•  Rate Sheets
•  NCR Forms
•  Calendars
•  Booklets

•  Printing
•  Inkjetting
•  UV Coating
•  Shipping 

•  Bounce-back Cards
•  Bill Inserts 
•  Posters
•  Mailers 

CALL TODAY!

* Prices based on receiving PDF press-ready file, no bleed, maximum image 
10.5" x 16.5", paper stock is 10pt coated, prices do not include shipping.

A S S O C I A T I O N
Utah Press

SOLO DIRECT MAIL SATURATION POSTCARDS
As low as .157 postage per piece

200 piece minimum
No mailing list required Fast turn around times

 Call for more information

45# Coated Flyer 
  -8.5 x 11
  -Coated Paper
  -Full Color Two Sides
  -Low minimum of 25,000
  -Fast Turn Around
*$300.00 set up/plate charge plus $1.00 per M freight

Print & Deliver
Flyer Special 

$7.50 per M*

Premium Rack Cards
100 Qty25 Qty 200 Qty 500 Qty
$95*$31* $140* $295*

10% AFCP Member Discount
For Rack Cards 

Enter promo code AFCP

NICE

initiatives of AFCP. NCP Travel is part of an independently 
owned and operated Cruise Planners franchise as well as 
being a part of the American Express Travel Representa-
tive network and the nation’s largest travel agent fran-
chise company. It affords us the opportunity to leverage 
the NANI Network to the benefit of the NANI Rebate 
Program as well as our members and their readers. 

Having a relationship with NCP Travel provides publish-
ers and readers with a trusted source for travel bookings 
that provide affordable pricing with the comfort of reliable 
customer service. 

Let us provide you with some travel options for your 
next vacation, group travel or incentive travel package.

877-270-7260 
www.NCPtravel.com.

ad-builder
For over 70 years, ad-builder has provided media com-

panies with the artwork, ideas and co-op advertising sup-
port needed to grow their local retailers’ 
advertising. Creative Outlet, Recas and 
LocalPrices will increase the advertising 
spend of LOCAL ADVERTISERS and make 
their print, online and mobile advertising 
more enticing and efficient. 

Creative Outlet 

• Features hundreds of images, photos and other 
relevant content that is added to our site every month, 
all focused on the retail topics that appeal to your local 
retailers.

• Our newest partner, food images, is adding images 
every month that are perfect for restaurant and grocery 
advertising.

• Over 1,000,000 images are already in photos unlimit-
ed with new content being added daily – and by the way, 
it’s unlimited downloads.

• Auto images provides weekly updates for all the new 
makes and models.

• Our special section covers and editorial are updated 
monthly.

• Speaking of special sections, we now offer you com-
pleted sections! Just add advertising and you’re done.

GOLD
P A R T N E R S

Continued on page 22
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RIGHTSource
In by 7pm - back by 9am OR SOONER!

Revisions in 2 hours OR LESS!
Web | Print | Billboard | Logos | Layout | Promotion

Desktop | Laptop | Tablet | Mobile 

Send or revise your ads from anywhere...anytime...
with our Internet capable ad tracking & proo�ng system.

A Division of Times-Shamrock Communications

HAROLD F. MARION, MANAGING DIRECTOR
Phone: (570) 348-9108 • Mobile: (570) 489-5452

Email: hmarion@tscsdirect.com • Web: www.tscsdirect.com

YOUR ADVERTISING DESIGN WITH TSCS
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Recas

• Information on over 8,500 manufacturers with 
co-op and contact information.

• Get your piece of the multi-billion dollar co-op 
pie that goes unused every year.

• Access to our ever-expanding list of brands that 
now includes co-op for digital media.

• Not only do we find the money, we help make 
the entire process easier for everyone.

• Daily co-op leads that are guaranteed to engage 
your entire media sales staff.

LocalPrices

• A customized, branded mobile app for your pa-
per where local retailers post daily offers.

• Want to know what your local bakery has on 
special today? How about what drink discounts are 
going on at your local pub? You will have the app 
everyone will rely on in your community.

• Our mobile app is quick to set up and you’ll be 
ready to sell in no time.

• Apps for both iOS and Android platforms with 
your own icons and app name.

• Templates and marketing campaigns from our 
pros help make your sales cycle easier and your cus-
tomers more educated on the app.

1720 W. Detweiller Dr.
Peoria, IL  61615

800-245-9278
sales@adbuilder.com

Cummings Printing
Founded in 1914 by Lew A. Cummings, Cummings 

Printing has been producing magazines, catalogs, 
brochures and 
pieces of simi-
lar format for 
over 100 years. 
Through two 
World Wars, a depression, several recessions, the 
Internet and countless other challenges, Cummings 
Printing has stood tall among publication printers. 
This remarkable achievement has been accomplished 
by continually staying at the forefront of technology, 
while remaining family owned and operated.

Over the course of a century, Cummings has trans-
formed from a small commercial printer to a full-

Continued from page 21

Cummings
Publication Printers Since 1914
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service publication printer doing business in a new 
100,000 square foot facility. 49% of our employees 
have been with Cummings for over 15 years and jobs 
are often passed from one generation to the next. This 
combination of dedicated employees and technology 
has allowed Cummings to become a leading niche mar-
ket printer for regional, national and specialty publica-
tions with press runs in the range of 1,000 to 100,000.

Cummings recently purchased America’s first 
Komori 38D Web Press capable of producing 32-page 
standard size forms, 64-page digest size forms and 
16-page tabloid size forms. In addition, Cummings 
reinforces its commitment to quality, backed up by 
compliance as an ISO 9000 printer.

In our fifth generation, the future looks bright both 
from a personnel and an equipment perspective. As 
we move into our second century, Cummings will con-
tinue its tradition of producing quality publications, 
on time and at the best value. Cummings is able to 
handle every aspect of publication printing. No matter 
what size the job, we have the tools to achieve maxi-
mum efficiency, quality and cost-effectiveness.

Cummings also offers full mailing capabilities and 
is a past recipient of the Corporate Business Achieve-
ment Award from the United States Postal Service. 
This award was presented to Cummings at the Na-
tional Postal Forum in Washington, D.C. and is in rec-
ognition of our “innovation, teamwork, communica-
tion and customer satisfaction in partnership with the 
U.S. Postal Service.” The helpful staff at Cummings 
Printing is always available to answer questions and 
guide you through these innovations and the rest of 
the ever-changing world of publication printing. 

4 Peters Brook Drive
P.O. Box 16495

Hooksett, NH  03106-6495
1-800-647-0035

info@cummingsprinting.com

HubCiti
HubCiti® is a software and services company that 

provides newspapers with uniquely branded news 
only and community appli-
cations. We have created a 
unique approach to mobile 
app delivery that minimally 
impacts your team, increas-
es your readership and fol-
lowers, while complimenting your current print and 
online strategies. You can think of our platform as an 
uber app or portal that brings together in one place 
all locally-relevant information.

HubCiti began as an app-based consumer shopping 
platform meant to connect consumers easily with the 
products and services they wanted and needed lo-

cally, without all the hassle of juggling multiple search 
engines and websites. Since then, HubCiti has trans-
formed into a highly customizable, flexible mobile 
environment to serve up your news and local content 
in a convenient, multi-functional mobile application.

HubCiti was built with revenue generation in mind. 
From banner ads to enhanced listings to sponsorships 
to deals to inline ads, HubCiti provides over 20 types 
of ad units not to mention non-traditional or less 
obvious methods such as partnerships, interactive 
activities, video and bundles. Because the platform is 
so versatile, each app is highly individual and per-
sonalized for your branding, your followers, and your 
local area. Your app becomes the one-stop shop for 
mobile, social, and online promotional advertising.

We know that each paper is unique and has varying 
staffing levels. HubCiti can fill the gaps by providing 
flexible data, content, sales, marketing and support 
services to meet most every situation. We will work 
with you to ensure you achieve your mobile goals.

Mobile apps drive up to four times longer engage-
ment than mobile sites, not to mention that people 
use mobile apps six times more than websites. With 
HubCiti you finally have a mobile app platform that 
delivers all the features and flexibility needed to 
compete in today’s digital landscape.

To learn more, please visit our website at www.
HubCitiApp.com or contact us at 844-254-9663.

7703 North Lamar Blvd., Suite 440
Austin, TX  78752

844-254-9663
info@hubcitiapp.com
www.HubCitiApp.com

Little Fish Big Ocean, Inc.
Spreadsheets work, but there is a better way!

MaxPro, developed by Little Fish Big Ocean Inc., 
was created to bring your 
entire staff together and 
allow them to communicate 
quickly and effortlessly. 
By doing so you are also 
streamlining your operation, 
reducing redundancy and 
errors. Combining a CRM with a full suite of office 
software, you get the benefits of all your information 
in one spot, served to wherever you work.

A great deal of time has been invested in MaxPro’s 
design and usability. It’s because of this extra effort 
that learning is simple and integration can be done 
at your own pace. You have access to everything, but 
you can go as slow as you need until you feel com-
fortable enough to learn more.

Continued on page 24
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It’s not just MaxPro’s usability that makes it great; 
it’s also priced to be affordable. Pricing is based on 
the concurrent user, so you only pay for what you 
need. All of this and it still costs less than a single 
employee, yet helps everyone.

From daily email reminders to streamlined com-
munication between departments, MaxPro is de-
signed for the small- to medium-sized publisher. With 
this much data organized and at your employee’s 
fingertips, providing better customer service is easy. 
A single employee can answer nearly every need ... 
and customer service is key these days.

Since 2008, Little Fish Big Ocean Inc. has focused 
on helping small businesses. Having worked for a 
community publisher for nearly 10 years, owner 
Chris Sedlak brings fresh new ideas along with a 
clear understanding of what publishers need.

Committed to providing top-notch customer ser-
vice, Little Fish Big Ocean Inc. stands behind its soft-
ware by responding quickly to support calls or emails.

Chris Sedlak 
407.656.2777

chris@maxpropublishing.com
www.maxpropublishing.com

Merrimac Software Associates
The Merrimac Publishing Manager (MPM) is an in-

tegrated management system designed for small- to 
medium-sized newspa-
pers and magazines. 
MPM was designed by 
publishers for publishers. 
Save money by increasing productivity, cutting pro-
duction time, trimming overhead, increasing ad sales, 
improving collections, optimizing circulation and more!

As the world has headed more toward an Internet 
digital presence, Merrimac has kept pace. We offer 
eStores powered by Miva Merchant v. 5 for selling 
classified advertising, subscriptions, and whatever 
other items your company may have that’s saleable.

Do you have a paid online edition? If you do and 
you don’t have a Merrimac eStore, how do you check 
for valid subscribers? If you do have a Merrimac 
eStore, you can engage our Gatekeeper. Gatekeeper 
confirms the subscription status of an eSubscriber as 
he enters log-in information for your electronic edition.

If a subscription will expire soon, Gatekeeper gives 
the subscriber the option to renew now and, if the 
subscriber says ‘yes’, goes directly to your eStore.

Continued from page23
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If a subscription has already expired, Gatekeeper 
again gives the subscriber the option to renew now 
and, if the subscriber says ‘yes’, takes her directly to 
your Merrimac eStore to renew.

And all that information is fully integrated with our 
software.

If your paper contains more than 25% editorial con-
tent in at least 75% of your issues, requester circula-
tion could let you save 50% or more on your postage 
without giving up saturation coverage. Find out how 
the Merrimac Publishing Manager can help you set up 
and maintain your requester operation. Call 603-323-
5077 today for a free estimate of your potential sav-
ings, or send an email to sales@merrsoft.com.

Call us to learn more about a Merrimac eStore 
and/or the Gatekeeper.

Tom Vachon 
603-323-5077

sales@merrsoft.com
www.merrsoft.com

Metro Creative Graphics, Inc.
Metro Creative Graphics, Inc., is the leading pro-

vider of advertising, creative and editorial resources 
designed to help media 
companies boost rev-
enue with their print, 
online, social and mo-
bile products. 

With an unparalleled dedication to providing the 
finest resources available for ready-to-use im-
ages, spec ads, ideas, stock-quality photos, logos/
trademarks, auto manufacturer photos, marketing/
sales materials, copyright-free editorial features, 
print templated sections, online e-Sections, specialty 
websites and groundbreaking digital ad development 
tools — plus custom image, ad design and editorial 
services — Metro is unmatched in serving the cre-
ative needs of today’s media companies.

Lou Ann Sornson, Regional Sales Manager
519 Eighth Avenue, 18th Floor

New York, NY  10018
800.223.1600

lsornson@metro-email.com
Web: www.metrocreativeconnection.com

Page 1 Printers
Page 1 Printers combines the latest technology 

with more than 35 years of commercial printing 
experience to deliver the 
precise results our cus-
tomers need on time, 
every time. 

Located in the Upper Midwest, Page 1 specializes 
in the cold-set and sheet-fed printing of tabloids, 

broadsheets, magazines, catalogs and inserts and 
offers binding, inserting, mail management and 
delivery, all with the finest in small-town customer 
service. Our help-our-customers-succeed approach 
makes us the printing partner businesses across the 
country count on, and our cutting-edge, environmen-
tally responsible technology ensures our customers 
get exactly what they need. 

With guaranteed turnaround and delivery, and a 
range of value-added services, Page 1 Printers gets it 
done right and right on time, every time.

1929 Engebretson Avenue
Slayton, MN  56172

(888) 836-6540 (toll-free)
(507) 836-6540 (local)

info@page1printers.com

Preferred Marketing Solutions
Preferred Marketing Solutions began twenty years 

ago as a supplier of premium print and promotional 
materials to Papa 
John’s Interna-
tional, Inc. As we 
grew and ex-
panded we began offering these same services to a 
wide range of organizations, and we have continued 
to stay on top of the latest technology and equip-
ment and to enlarge our client base and product 
offerings.

Today our products include printing (web and 
sheet-fed), direct mail, variable digital printing, 
print-on-demand programs, FSI printing programs, 
as well as uniforms, uniform fulfillment, custom 
embroidery and promotional products. In addition, 
we provide embossing, engraving, graphic design, 
fulfillment and shipping.

Our focus has continued to be on offering the 
highest-quality products and services, while taking 
advantage of economies of scale to keep our pricing 
competitive in the marketplace.

Our facilities are conveniently located in Louisville, 
Kentucky, within 700 miles of 70% of the U.S. popu-
lation. They consist of a 40,900-square-foot office, 
warehouse and production space, plus a 28,000-
square-foot promotional facility.

Chad Swannie, National Sales Representative
Jack Klausing, National Sales Representative

2001 Papa John’s Boulevard
Louisville, KY  40299

713-320-3021 or chad_swanie@preferredms.com
502-261-2662 or jack_klausing@preferredms.com

www.preferredms.com

Continued on page 26
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Signature Offset
We provide full service solutions for today’s pub-

lisher. We publish nothing, thus we are not a publish-
ing competitor. Our 
job is to make the 
already difficult 
task of publishing 
as convenient as possible for publishers.

Signature Offset was founded in 1970 as Inter-
mountain Color with only one purpose:  to serve the 
needs of the publishing community with top-notch 
service and superior product quality. That philoso-
phy has taken us from a single small web press in 
Boulder, Colorado to several state-of-the-art printing 
facilities nationwide. To underscore our commitment 
to quality, service and innovation, in the summer of 
2005 we changed the face and name of our company 
to Signature Offset.

Printing on newsprint or uncoated paper costs less 
than printing on coated paper stocks — a great deal 
less. Signature Offset inventories numerous grades 

of web paper in a wide range of sizes to provide a 
variety of options for the customer. Our pressmen 
are experts at consistently printing the very best im-
age on newsweb. We suggest that you look through 
samples of our work — displayed in each plant — or 
ask your sales representative to get a first-hand idea 
of our capabilities. More than anything, we want you 
to be satisfied.

Signature Offset has the expertise and the equip-
ment to produce the best possible product on news-
print, groundwood, or book stock. The fact that we 
specialize in making color look its very best on these 
stocks means you can sell and use color in your pub-
lication with confidence.

The number of pages, frequency of publication, 
job quantity, amount of color, and size of stock can 
all affect pricing of open web publications. You can 
email Erik for a price estimate for your publication or 
a copy of our Publisher’s Guide.

Eric Hall
720-562-0511

erikh@signatureoffset.com
www.signatureoffset.com

Continued from page 25
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PUBLISHING PROS DEPEND ON

PAGE 1 PRINTERS
“Page 1 prints our weekly newspapers and handles the bulk of our commercial printing work. It’s like our printing wholesaler, making it possible for us to profitably 
sell brochures, special publications for organizations commemorating a milestone, area visitors’ guides and so on, to our customers. Page 1 does it all, delivering the 
premium quality and competitive pricing I have to have. But where Page 1 really sets itself apart is in customer service. The Page 1 team is friendly and knowledgeable, 
guick to provide a solution to any issue that may arise.”

Because it has to be 
done right, and

right on time

ECONOMICAL WEB PRINTING � PREMIUM PRODUCTS FREE DIGITAL FILE REVIEW
INSERT/MAILING MANAGEMENT SYSTEM � DEDICATED DELIVERY FLEET

(888) 836-6540 WWW.PAGE1PRINTERS.COM

“We’ve been doing a premium visitor’s guide magazine since 2007. A couple of years ago, 
we got some quotes and work samples from Page 1 that convinced us to switch from the 
big printer down in Georgia that we had been using. We not only saved money, we’ve 
actually had people go out of their way to compliment us on the quality of the guide! That is 
something that just doesn’t normally happen. But the thing that really made a believer out 
of me was when we sent Page 1 our first print-ready PDF. Most printers just take what you give 
them and print it. But these folks proofread every word of the document and sent us a list of the 
typos they’d caught—and at no extra charge. They just wanted to make sure our printed product 
looked as good as it possibly could. I really can’t say enough about their customer service.”

JUSTIN R. LESSMAN – Publisher/General Manager — Livewire Printing Company, Jackson, MN
Publisher of the Jackson County Pilot, named Minnesota’s most outstanding weekly newspaper
at the 148th annual MNA Convention, and recipient of the Mills Trophy.

TIM DOUGLASS – Publisher
Pope County Tribune and Starbuck Times, Glenwood, MN
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Spark Digital Sales Group, LLC
Spark digital sales group is a premiere sales train-

ing organization for media companies and their sales 
staffs. Our team helps 
the company package, 
price, present and sell 
advertising products in 
their market area. By 
using a combination of classroom training, seminars 
and actual four-legged calls in the field with their ac-
count executives, Spark creates a 12-month residual 
income stream for the media company. 

With over 14 years of experience as a team, Spark 
is the choice for any media company. Whether train-
ing new staff or for refresher courses on tenured ex-
ecs, we provide the tools and knowledge to properly 
choose and price products as deliverable packages or 
bundles to customers in the field. These advertising 
packages offer such compelling Return On Invest-
ment for the business owner, retention and continued 
profits for the media company are assured. 

With our experience in pricing all across the U.S. 

and abroad, publishers can be sure that we will not 
have price points so high as to lower effective closing 
rates, nor so low as to leave money on the table. 

While we start the process five weeks in advance 
of our visit to the market area, we only spend one 
week with the sales team in the field. A minimal dis-
traction from day-to-day core sales processes insures 
current revenue goals will not be jeopardized. We 
say, “Give Us a Week and We Will Give You a Year!”

222 S. 9th St., Suite 1600
Minneapolis, MN  55402

Times-Shamrock Creative Services
Why choose TSCS? Simply put ... We Know News-

papers! We understand your needs! 

• New ads deliv-
ered overnight or 
sooner!

• Corrections in two hours or less!

• Improve sales team productivity with on time 
delivery.

Continued on page 28
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• Completely mobile via the power of XpanceNet, 
enhancing sales flexibility.

• Ads designed using SNAP standards, improving 
print quality.

Print, Magazine, Web, Billboard, Media Marketing, 
Layout & Design ...we can do it!

Ask about our low-impact start-up options that will 
not only save you time and money, but also give us 
the opportunity to show you what we can do while 
helping you generate additional revenue.

TSCS – the tool your sales force needs to increase 
revenues!

Hal Marion 
570-348-9108

hmarion@timesshamrock.com
TSCSdirect.com

TownNews.com
When you combine the news industry’s top Con-

tent Management System with powerful Big Data 
capabilities, amazing things happen. TownNews.

com’s integrated digi-
tal publishing and data 
management solutions 
can help you create 
compelling content, grow 
your audience and boost 
revenue with targeted 
local and programmatic campaigns.

TownNews.com was born in 1989 in the back shop 
of a Montana weekly. Today, our integrated digital 
publishing and content management solutions power 
some of the most distinguished media organizations 
in the industry. More than 1,700 newspaper, broad-
cast, magazine and web-native publications rely 
on us for their web, print, mobile and social media 
products.

We offer the products and services that news and 
media organizations need to survive in the digital 
age:

• Our groundbreaking BLOX Content Manage-
ment System (BLOX CMS) allows you to change the 
look and feel of your website with a sophisticated 

Continued from page 27
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yet simple click-and-drag interface. We also have a 
powerful, easy-to-use and affordable set of online 
products, which can be integrated and work seam-
lessly—saving you time and money.

• With our editorial front-end system, BLOX Total 
CMS, your content will flow seamlessly to your print 
publications, web/mobile sites and Live e-Edition, 
increasing efficiency and saving you money. BLOX 
Total CMS is disruptive technology that can double 
your output and cut costs ten-fold.

• TownNews.com’s Content Exchange helps 
news and media organizations like yours build 
revenue and audience from the content you’re al-
ready creating. Share articles, images, videos and 
collections with our vast network of media sites 
to earn new ad income via our lucrative revenue 
sharing plan, and attract new users by augment-
ing your site with professional content you pull 
from the exchange.

• TownNews.com iQ combines industry-leading 
content and data management platforms to help you 
deliver advertising and content that’s targeted to 

your users’ interests, making your online products 
even more competitive and boosting ad rates, sub-
scribers and visitor satisfaction.

• Our world-class network infrastructure serves 
billions of ad impressions and pages to hundreds of 
millions of visitors each month while maintaining 
99.995% uptime. Our data centers are engineered to 
ensure that no matter how popular your site be-
comes, it will always be available.

Our complete solutions suite also includes add-ons 
for business directory, classifieds, calendar, auto and 
real estate verticals, Live e-Editions and more, help-
ing you boost revenue, improve efficiency and grow 
your audience.

Why wait? Contact TownNews.com today to learn 
how we can help you thrive in the digital age.

1510 47th Avenue
Moline, IL  61265

800-293-9576
info@townnews.com

Continued on page 30
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*Source: Reynolds Journalism Institute “Tools We Use” report.

Why is TownNews.com the top CMS choice among
U.S. newspapers?* Maybe it’s because we give you
more ways to make money, create content and grow 
your audience than anyone else, at an affordable price.

Ready to thrive in the digital age? Call 800.293.9576 today.

Thanks for making
us number one.
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Bar-Z
Broaden your audience and revenue potential with 

a custom-branded mobile solution from Bar-Z.

Founded in 2005, Bar-Z is a mobile software 
development company 
offering over a decade 
of experience creating 
unique digital solutions. 
The company has worked 
with hundreds of publishers across the country de-
veloping customized revenue-generating strategies 
that capitalize on the growing mobile trends.

The Bar-Z Full Digital Platform™ supports respon-
sive design websites and native apps for iPhones, 
iPads and Android devices. This comprehensive system 

delivers editorial, advertising and location-based 
content to audiences on any type of device. Products 
include visitor guides, digital marketplaces, coupon 
and deal apps, high school sports apps, readers’ choice 
competitions, loyalty programs, and more. Each solu-
tion is tailor-made to reach your audience with custom 
graphics, multimedia content and a rich feature set.

Bar-Z handles all of the technological aspects, 
allowing publishers to concentrate on producing 
content and selling new digital advertising. The Bar-Z 
full-service approach includes dedicated project 
management, hands-on customer service, as well as 
monetization and marketing consultations.

It’s time to reach your digital revenue goals with 
a new mobile strategy and Bar-Z is your partner 
for success. Stop by the Bar-Z booth at the AFCP 
Conference to learn more about new digital solutions 
that help publishers increase revenue and ask how 
you can get your free responsive website.

J.W. Owens
512-732-0135

info@bar-z.com
www.bar-z.com

Continued from page 29
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Bluefin Technology Partners
Our platform offers publishers of all sizes a hosted 

solution to help grow their online, print, and mo-
bile classified 
business. The 
solution is 
designed to generate maximum revenue for publish-
ers by offering advertisers the best tools available to 
place, review, and publish their media buys – and by 
giving their readers a great online user experience. 
The four critical components we provide publishers 
are:

Bluefin Place Ad – Monetize your classified listings 
for self-service ad creation with the ultimate in upsell 
opportunities to generate maximum revenue. 

Bluefin Marketplace – Create a successful, local 
digital marketplace for your online, social media and 
mobile readers. Enhance your site content with pow-
erful Print-to-Web features. 

Bluefin Mobile – Now publishers can offer advertis-
ers and readers Bluefin Marketplace on smartphones 
and tablets, including native apps for iPhone, iPad, 
and iPad mini. The powerful user interface takes ad-
vantage of Bluefin “on the go,” with advanced search 
and display features. 

Bluefin Command Center – Easily manage your 
Bluefin environment with management reporting, 
site administration and datafeed processing. 

To find out more about how we can help your busi-
ness, contact us at:

89 North Main Street
P.O. Box 1723

Andover, MA  01810 
978-662-3323

sales@getbluefin.com

CTGenius, Inc.
CTGenius, Inc. provides innovative advertising 

sales solutions for the 
publishing industry. If 
you are ready to take 
your advertising sales to 
the next level, CTGenius has the tools and services 
to help you get there. As a provider of software and 
services, we can help you get the most out of your 
investment through technology without the burden of 
having to maintain the technology.

For more information, contact:
Michael Mandt

5000-18 U.S. Hwy. 17 #331
Fleming Island, FL  32003

904-639-5213
mike@ctgenius.com
www.ctgenius.com

MSG Payment Systems
Since 2000, MSG Payment Systems has been pro-

viding retail, PC and web-based payment solutions 
for the newspaper 
industry. We provide 
publishers resources 
that rapidly pro-
cess payments in a 
variety of methods 
simultaneously. Payments made on your website, 
over the phone, through the mail, or face-to-face can 
be managed with optimal efficiency by utilizing our 
comprehensive online transaction center. It boasts 
optional features including ACH/e-check processing, 
automated recurring payments, and a vault for se-
cure storage of sensitive card and bank account data. 
Plus, utilize the fraud protection suite to minimize 
your exposure to fraudulent transactions.

Additionally, we can integrate with many software 
vendors which allows for turnkey reconciliation of 
customers’ accounts. 

For more information or to request a free cost 
comparison of how our merchant services pricing 
matches up with your current provider, please give 
us a call or visit our website.

10555 New York Avenue, Suite 101
Urbandale, IA  50322

1-888-697-8831
msgpay.com

PAGE Cooperative
PAGE is a not-for-profit, member-owned, purchas-

ing cooperative that exists to help its members re-
duce costs and improve 
competitiveness. 

In operation since 
1984, PAGE Coopera-
tive has grown from 10 
family-owned newspaper 
companies into the largest purchasing entity in the 
newspaper industry. PAGE currently has an extensive 
nationwide membership covering all 50 states and 
including more than 1,600 publishing locations, of 
which more than 600 are daily newspapers. 

From commonly used items like newsprint, ink and 
plates to software and digital agencies, virtually all 
newspaper supplies and services can be purchased 
through PAGE with significant discounts. PAGE even 
offers discounted programs for FedEx and credit card 
processing. 

As the publishing industry changes, PAGE evolves 

Continued on page 32
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
 


 


 
 
 

 

   
  

   
     
 

 



 


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with its members, expanding its services to include 
revenue-producing suppliers that will further benefit 
the financial health of its membership. 

You can also visit PAGE’s award-winning website at 
www.pagecooperative.com to view a full list of sup-
pliers and much more. 

For more information, contact:

Steve Schroeder
700 American Ave., Suite 101

King of Prussia, PA  19406
800-468-9568

steve@pagecooperative.com. 
www.pagecooperative.com

Software Consulting Services, LLC
Founded in 1975, SCS’s business is providing soft-

ware to the newspaper industry. Family-owned and 
employing a staff of U.S.-based developers, sales 
and support staff, SCS has long been a trusted ven-
dor for publishers of all shapes and sizes.

SCS’s Community Advertising System (CAS) pack-

ages the core systems 
a publishing company 
needs to put out a pa-
per. As we like to say, 
it “Fits your business 
… Fits your budget … 
and Fits your culture.” Sold in a budget-friendly SaaS 
package, CAS has no capital expenditures to help 
minimize up-front costs.

CAS includes retail and classified order entry, ac-
counts receivable, display ad dummying, classified 
pagination, ad production management and news 
pagination management. In addition, the Community 
Advertising System offers web-based self-service 
modules for customers to place classified ads, proof 
display ads and view electronic tearsheets.

In addition to these systems, SCS provides on-
premise equipment to run the system in the form of 
next generation hardware from Intel. And of course, 
SCS offers 24/7/365 support that is highlighted by 
our “We have your back” server. 

AFCP member The Genesee Valley Penny Saver 
has been an SCS client since 2009. And in 2016, SCS 

Continued from page 31
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Why Choose Us? Environmentally sound, location, service.

40+ yrs
Service

1.800.678.9785
SignatureOffset.com

• Direct Mail
• New Flip-Book Technology
• Glossy & Cold Web Printing
• Superior Customer Service
• 6 Locations Nationwide

We are the Full Service Printer
for Today’s Publisher

Colorado Springs CO • Denver CO • Hattiesburg MS • Las Cruces NM • Olive Branch MS • Phoenix AZ
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is installing CAS at AFCP member Hometown News in 
Fort Pierce, Florida.

630 Municipal Drive, Suite 420
Nazareth, PA  18064

800-568-8006
phil@newspapersystems.com
www.newspapersystems.com

The Newspaper Manager
The Newspaper Manager™ is cloud-based soft-

ware for today’s multi-media newspaper publishers. 
Change the way 
you do business 
with Mirabel Tech-
nologies’ suite of 
software solutions 
customized for newspapers. It’s the choice for over 
12,000 publications, websites and events. Integrated 
CRM, ad/order entry, production, invoicing and clas-
sifieds put your entire staff on one system, increas-
ing efficiency and revenues. 

Salespeople on the road, remote employees and 
multiple offices can access your database real time 

from a PC, Mac, tablet, and smartphone. For an 
online demo, call 877-256-0362 or visit: www.Mira-
belTechnologies.com.

Andy Balch
Mirabel Technologies, Inc.

800 East Broward Blvd., Suite 510
Fort Lauderdale, FL  33301

954-332-3218
www.MirabelTechnologies.com

Twyzle
Twyzle is a new tech startup offering a one-stop 

solution for agencies and publishers to provide web 
services to their clients. 

On the front end, Twyzle 
is built using a block sys-
tem that breaks a tradi-
tional web page into rows. 
Each of those rows comprises a multitude of design 
options so that a unique site can be spun together 
in minutes. In-line editing then enables the finishing 
touches to be applied.
Continued on page 34
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Does your paper sell these?

Single Sheet Inserts Solo Direct Mail Every Door Direct Mail

Whether you’re starting a new program or trying to make an existing one better. 
We partner with papers to make printing fast, economical and worry free.

Chad Swannie
(713) 320-3021

Jack Klausing
(502) 261-2662
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On the back end, Twyzle includes a state-of-the-
art dashboard with a series of upsells to drive traffic. 
These upsells include the ability to add call tracking at 
the click of a button, run a Facebook or Instagram ad 
campaign, book appointments, send an SMS or email 
campaign, all without ever leaving the platform.

Twyzle is available as a white label technology 
platform with plenty of built-in monetization options 
for agencies.

For more information, contact:
Pete Roberts, Marketing Director

11205 Imperial Highway
Norwalk, CA  90650

949-386-4017
pete.roberts@panteradigital.com

www.twyzle.com

Ultimate Print Source
The Ultimate PrintSource, Inc., is a leader in print-

ing programs for advertising, marketing and circula-
tion departments. Even when we close our doors and 
go home at night, we’re still just a point and click 

away. Our Customer 
Service Center 
provides clients with 
24-hour access to 
our services. From 
here you can re-
quest an estimate, 
place an order, transfer a file, or review a proof, all 
from the convenience of your office or home.

When it comes to business communications servic-
es, we’ve got it covered. We can provide virtually any 
product or service imaginable to communicate with 
your clients, employees, stockholders, or vendors.

We’re experts at corporate identity pieces. But 
that’s only the beginning. To learn more about the 
many products and services we offer, please contact 
one of our representatives.

Jeff Ferazano
2070 South Hellman Ave.

Ontario, CA  91761
909-947-5292

jeff@ultimateprintsource.com
www.ultimateprintsource.com

Continued from page 33
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“Aim for success, not perfection. Never give up your 
right to be wrong, because then you will lose the abil-
ity to learn new things and move forward with your 
life.”

– Dr. David M. Burns

Recently, the noted physicist Neil deGrasse Tyson 
was a guest on the NPR game show Wait, Wait, Don’t Tell Me. 
In a segment where participants are asked questions from 
outside their field of expertise, Dr. Tyson got several ques-
tions wrong. Rather than being upset with himself, Dr. Tyson 
was elated. He explained to the show’s host that he has al-
ways welcomed his mistakes because they present an oppor-
tunity to expand his knowledge of the world. 

We can all learn a lot from Dr. Burns and from Dr. Tyson. 
Most people react badly when they make an error. They 
either deny that they made a misstep, try to blame their fail-
ings on someone else (spouses are often a convenient target 
for this approach) or they beat themselves up for making a 
mistake. None of these approaches are very effective. 

Denial makes you look both stupid and stubborn. Blaming 
others isolates you (and can lead to long periods of sleep-
ing alone on the couch). Beating yourself up over making a 
mistake does you even more harm.

First, negative self-talk such as, “I am such an idiot. I can’t 
believe I did that!” does irreparable damage to our self-es-
teem and self-confidence. Even worse, focusing on blaming 
ourselves blocks the pathway to personal growth that can 
be found in every mistake we make. If we attribute our er-
ror to our “stupidity,” we leave no room for improvement. “I 
screwed up because I am stupid. I will always be stupid, ergo 
I will always screw up in the future.” 

As humans, we are bound to make mistakes. The best 
way to deal with these inevitable errors is to admit our mis-
step, apologize to anyone who was hurt by our actions and 
then get to work on making sure we don’t repeat the same 
mistake in the future. This requires a dispassionate, logical 
analysis of your improper behavior. 

You must ask yourself, “Why did I do what I did?”, “What 
will I do differently in a similar situation?” and most impor-
tantly, “What do I need to learn to prevent this from happen-
ing again?” Perhaps you need to improve your presentation 
skills or to take some “EQ” training. 

By embracing our mistakes as learning opportunities, we 
will earn the respect of our peers and continue to grow intel-
lectually and emotionally throughout our lives. 

THE LEADERSHIP INSTITUTE
theLEA

D
ERSH

IPinstitute

The Leadership Institute 
is a structured sales 

and sales management 
training program 
sponsored by the 

Association of Free
Community Papers. 

To date, 1,814 free 
paper professionals have 
attended classes at the 

AFCP,  state and regional 
conferences, earning over 

10,935 class credits in 
66 different course 

curriculums.  A total of 81 
people have completed all 
the requirements and been 

certified as Associate 
Advertising Executives 

(AAE) by the AFCP Board!

by Jim Busch

The Leadership Institute
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From Blue-Faced Men to
	 Rainbow-Colored Carousels
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Entertainment & Enrichment at Sea

Remember when shipboard entertainment was 
simply a poolside game led by the cruise director 
and perhaps the occasional ice carving contest? 
These days it’s more like surfing on Royal Carib-
bean’s FlowRider and splashing in Disney Dream’s 
AquaDuck, the first water coaster at sea. When 
cruise lines proclaim that a vessel has more activi-
ties onboard than most resorts, they’re not kidding. 
Here’s a sampling of what modern ships have to of-
fer in the arena of entertainment and enrichment.

Ice Bar aboard Norwegian Epic

Not just the vodka is chilled. The bar, tables, 
stools, and even the walls are made of ice and kept 
at an arctic 17 degrees.

Cunard Insights aboard Queen Mary 2
Imagine attending a lecture series headlined by 

such well-known personalities as John Cleese, star 
of the Monty Python films, or Dr. Ruth Westheimer, 
television’s famous therapist.

Blue Man Group aboard Norwegian Epic

This award-winning show and concert, once found 
only in Vegas, will combine music, comedy and mul-
timedia theatrics.

Bon Appétit Culinary Center aboard Marina

If you are not satisfied with just feasting on ed-
ible indulgences but want to learn to craft culinary 
excellence as well, try the hands-on instruction 
provided by Oceania Cruises’ master chefs.

Carousel 
aboard Oasis 
of the Seas

Hand-crafted and 
one-of-a-kind, Oa-
sis’ Carousel is the 
whimsical center-
piece of the Board-
walk, inspired by 
Coney Island for the 
young and young at 
heart.

WaterWorks 
aboard Carni-
val Dream

With 19,000 square feet catering to kids and 
families, this ship features an aqua park with the 
longest water slide at sea. Don’t miss the comedy 
club and outdoor laser shows.

Digital Workshop aboard Nieuw Amsterdam

Powered by Windows, this interactive design 
studio offers free classes on images, blogs, movies, 
scrapbooks, and more. 

For more information and to reserve your next 
holiday, contact Cassey Recore, your Cruise Plan-
ners/American Express Specialist, at NCP Travel – a 
subsidiary of the Association of Free Community 
Papers. Yes – that means your next vacation can 
support your mental health AND the free publication 
industry!
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Hunters	and  farmers
by John Foust

I was talking to Kirby about the 
makeup of the ad team he manages. “A 
big key is to match personalities with job 
tasks,” he said. “For years, I’ve heard 
that salespeople can be categorized as 
either hunters or farmers.” 

These terms are self-explanatory. 
Hunters live for the thrill of the chase. 
Ask them to find new prospects, and 
they’ll be out the door in an instant. They 
love to attend networking events, find 
people who have just opened businesses 
in town, and make presentations to new 
prospects. On the other hand, farmers 
are at their best when they are provid-
ing customer service and working with 
clients to move them to the next market-
ing level. 

“It’s important to have both types,” 
Kirby said. “In industries like real es-
tate and automotive, it’s fine to have a 
lot more hunters than farmers because 
they’re always dealing with new pros-
pects. But in the media business, where 
you build long-term marketing partner-
ships, you need more balance. Hunters 
keep the sales pipeline filled and get new 
advertisers started in the right direction. 
And farmers strengthen existing relation-
ships.” 

In other words, hunters provide width 
and farmers provide depth. Hunters 
specialize in bringing in new advertisers. 
And farmers specialize in helping those 
advertisers develop, analyze and tweak 
their marketing campaigns. 

One is not better than the other. 
They’re simply different. 

By nature, hunters need the stimula-
tion of newness. New prospects. New 
contacts. Instant results. Get a contract 
today and start looking for the next one 
tomorrow. 

Farmers take a longer view. They plant 
seeds and help them grow. What did they 
learn from the last marketing campaign? 

How can they build on that? 

“Obviously, it’s not always practical 
to have one group for new business and 
one group for existing accounts,” Kirby 
explained. “That’s why the best manag-
ers become matchmakers with account 
assignments. In addition to making the 
right hires, they have to figure out how 
to make the best use of the talent on 
their staffs. Along the way, it’s part of 
their job to help hunters become bet-
ter farmers and farmers become better 
hunters.” 

Kirby’s comments are right on target. 
In general terms, many hunters need 
to work on providing better customer 
service – an area which does not produce 
the instant gratification of a new con-
tract. And many farmers need to culti-
vate prospecting skills which require a 
higher level of assertiveness. 

Kirby also had some observations 
about sales managers. “A lot of managers 
have risen through the ranks,” he said. 
“They became sales managers because 
they did a good job as sales people. It’s 
human nature for managers to want to 
surround themselves with people like 
them, but that can be a mistake. They 
have to be flexible enough to cultivate 
personalities that may be the opposite of 
theirs. They shouldn’t approach manage-
ment like they approached selling. Now 
their success depends on helping others 
perform at their best.” 

Hunters and farmers. Effective ad 
departments have both. And effective 
managers know how to develop both. 

(c) Copyright 2016 by John Foust. All rights 
reserved. John Foust has conducted training 
programs for thousands of newspaper adver-
tising professionals. Many ad departments are 
using his training videos to save time and get 
quick results from in-house training. Email for 
information: john@johnfoust.com.

mailto:john@johnfoust.com
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In Support of the

Association of Free Community Papers

PERSONALIZED SERVICE...              
           ....AT AFFORDABLE PRICING

877.270.7260
Cassey.Recore@CruisePlanners.com

www.NCPtravel.com

- A subsidiary of the Association of Free Community Papers -

Three visiting professors 
will join The Leadership Institute 
(TLI) training session at the an-
nual Association of Free Com-
munity Papers (AFCP) conference 
April 28-30 in San Diego, Calif. 

Joe Mathes, a Wisconsin pub-

lisher who founded Delta Online 
– Internet Profit Consultants for 
Publishers, will teach a course 
titled “Why Print Still Matters.” 

Patricia Betts, the general 
manager of Iwanna Inc. and So-
phie Magazine in N.C., will teach 
a class on “Increasing Sales 

Through Co-op Advertising.”	
Hank McAfee, a graphic 

designer, creative director and 
associate publisher for Tower 
Publications in Gainesville, Fla., 
will teach a class on “Better 
Understanding Ad Design and 
Designers.”

Dare To Lead will take 
over the keynote sessions at the 
joint conference of the Inde-
pendent Free Papers of America 
(IFPA), the Southeastern Ad-
vertising Publishers Association 
(SAPA) and the Community 
Papers of Florida (CPF) sched-
uled for September 29 through 
October 1 at the Caribe Royale 
Resort in Orlando, Fla.  

The sessions will cover topics 

on effective leadership, creating 
and communicating your leader-
ship vision, how leaders create 
and empower their teams, and 
proven strategies to motivate 
and inspire your team.

The Citadel in Charleston, 
S.C., launched the “Dare to 
Lead” campaign to highlight the 
college’s mission to educate and 
develop principled leaders in all 
walks of life.

Associations     IN 
theNEWS

In a cost-cutting measure, 
the Community Papers of 
Florida (CPF) opted to provide 
Circulation Verification Council 
(CVC) audits for its members 
every two years. 

The association has pro-
vided full audits annually for 
its members since 2002. The 
change will take place effective 
in 2016.

ASSOCIATION
UPDATES
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To submit your “Associations in the News” story, contact Dave Neuharth at DJNeuharth@aol.com.

mailto:PRICING877.270.7260Cassey.Recore@CruisePlanners.comwww.NCPtravel.com-A
mailto:PRICING877.270.7260Cassey.Recore@CruisePlanners.comwww.NCPtravel.com-A
mailto:PRICING877.270.7260Cassey.Recore@CruisePlanners.comwww.NCPtravel.com-A
mailto:PRICING877.270.7260Cassey.Recore@CruisePlanners.comwww.NCPtravel.com-A
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Lead your sales team with AccountScout, reaching 
dormant advertisers before you skip them!    

Ad Management 
eBilling & Receivables  
CRM & Reminders  
Ad Repository 
eTears 
Many, Many Sales Reports! 

303-791-3301 
sales@fakebrains.com 

www.fakebrains.com

Affordable 
Software, 

Since 1991 

“I have had the pleasure of using AccountScout on a daily basis. 
Customer service of this caliber simply makes my job easier; more 
importantly, it improves the efficiency of our business”  

- Lacey, Rushing Media  

Austin, TX : April 4-6, 2016
North American Mature Publishers 
Association (NAMPA). Niche Media 
Conference in Austin, Texas. For 
information contact Gary Calligas 
at gary@maturepublishers.com.

Green Bay, WI : 
April 15-16, 2016
Wisconsin Community Papers (WCP). 
Annual Conference at the Tundra 
Lodge, Resort and Waterpark, Green 
Bay, Wis. For information contact 
Janelle Anderson at janderson@
wisad.com.

Seven Springs, PA : 
April 22-23, 2016
Mid-Atlantic Community Papers 
Association (MACPA). Annual Con-
ference, the Seven Springs Moun-
tain Resort, Seven Springs, Pa. For 
information contact Alyse Mitten, 
info@macpa.net.

San Diego, CA : 
April 28-30, 2016
Association of Free Community 
Papers (AFCP). Annual Conference 
& Trade Show, Sheraton San Diego 
Hotel and Marina on the shoreline 
of San Diego Bay, San Diego, Calif. 
For information contact Loren Col-
burn, loren@afcp.org.

Amsterdam, Netherlands :
May 4-6, 2016
International Classified Media 
Association (ICMA). Annual Con-
ference ICMA’s head office in 
Amsterdam, Netherlands. The 
site of the conference will soon be 
announced. For information visit 
www.icmaonline.org.

Mankato, MN : July 13-14
Midwest Free Community Pa-
pers (MFCP). Publisher’s Summit, 
Mankato, MN. For information con-
tact Kevin Haezebroeck at Kevin@
mfcp.org.

Denver, CO : 
September 25-28, 2016
North American Mature Publish-
ers Association (NAMPA). National 
Convention, the Magnolia Hotel, 
Denver, Colo.  For information 
contact Gary Calligas at gary@
maturepublishers.com.

Orlando, FL : 
September 29 – October 1, 2016
Independent Free Papers of Ameri-
ca (IFPA), Southeastern Advertising 
Publishers Association (SAPA) and 
Community Papers of Florida (CPF). 
Joint Conference, the Caribe Royale 
All-Suite Resort, Orlando, Fla. For 
information contact Douglas Fry, 
info@sapatoday.com, or Dave Neu-
harth, djneuharth@aol.com.

Louisville, KY : 
April 20-22, 2017
Association of Free Community 
Papers (AFCP). Annual Conference 
& Trade Show, Gait House, down-
town Louisville, Ky. For informa-
tion contact Loren Colburn, loren@
afcp.org.

o
n

 t
he

 h
o

r
iz

o
n

16/17ON THE 
HORIZON
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To list your conference information 
in Free Paper INK, 

send it to:
DJNeuharth@aol.com

To list your conference information 
on the AFCP website, 

send it to:
 Loren@afcp.org

mailto:sales@fakebrains.com
http://www.fakebrains.com
mailto:gary@maturepublishers.com
mailto:info@macpa.net
mailto:loren@afcp.org
http://www.icmaonline.org
mailto:info@sapatoday.com
mailto:djneuharth@aol.com
mailto:DJNeuharth@aol.com
mailto:Loren@afcp.org
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AssociationCONTACT 
INFORMATION

AFCP
Association of Free Community 
Papers
135 Old Cove Road, Suite 210
Liverpool, NY  13090
Toll Free:  877-203-2327
Email:  loren@afcp.org 
Web:  www.afcp.org
Loren Colburn

IFPA
Independent Free Papers of 
America
104 Westland Drive
Columbia, TN  38401
Phone:  866-224-8151
Phone:  931-922-4171
Email:  douglas@ifpa.com
Web:  www.ifpa.com 
Douglas Fry

Canada
Blain Fowler
c/o the Camrose Booster
4925 48th Street
Camrose, AB, Canada  T4V1L7
Phone:  780-672-3142
Fax:  780-672-2518
Email:  cbads@cable-lynx.net 

NAMPA
North American Mature Pub-
lishers Association, Inc.
P.O. Box 19510
Shreveport, LA  71149-0510
Toll Free:  877-466-2672
Phone:  318-636-5510
Fax:  318-525-0655
Email:  nampa.gary@gmail.com 
Web: www.maturepublishers.com
Gary Calligas

CPNE
Community Papers of New 
England
403 U.S. Rte. 302 – Berlin
Barre, VT  05641
Phone:  802-479-2582
Email:  dphillips@vt-world.com
Web:  www.cpne.biz 
Deborah Phillips

MACPA 
Mid-Atlantic Community 
Papers Association 
P.O. Box 408
Hamburg, PA  19526
Toll Free:  800-450-7227
Fax:  610-743-8500
Email:  info@macpa.net 
Web:  www.macpa.net 
MACnet (Advertising Networks)
Email:  info@macnetonline.com
Web:  www.macnetonline.com
Alyse Mitten

MFCP
Midwest Free Community 
Papers
P.O. Box 5720
Coralville, IA  52241
400 First Avenue #2
Coralville, IA  52241
Toll Free:  800-248-4061
Phone:  319-341-4352
Fax:  319-341-4358
Email:  kevin@mfcp.org
Web:  www.mfcp.org
Kevin Haezebroeck

PNAWAN
Pacific Northwest Association 
of Want Ad Newspapers
c/o Exchange Publishing
P.O. Box 427
Spokane, WA  99210
Toll Free:  800-326-2223
Phone:  509-922-3456
Fax:  509-455-7940
Email:  ads@pnawan.org
Web:  www.RegionalAds.org
Web:  www.PNAWAN.org
Kylah Strohte

SACP
Southwestern Association of     
Community Publications 
c/o Valley Publications
27259 1/2 Camp Plenty Road
Santa Clarita, CA  91351
Phone:  661-510-7520
Fax:  661-298-5338
Email:  scdarrin@pacbell.net
Darrin Watson

SAPA
Southeastern Advertising         
Publishers Association
P.O. Box 456
Columbia, TN  38402
104 Westland Drive 
Columbia, TN  38401
Phone:  931-223-5708
Fax:  888-450-8329
Email:  info@sapatoday.com
Web:  www.sapatoday.com
Douglas Fry

CPF
Community Papers of Florida
P.O. Box 1149
Summerfield, FL  34492-1149
13405 SE Highway 484 
Belleview, FL  34420
Phone:  352-347-4470
Fax:  352-347-3384
Email:  DJNeuharth@aol.com
Web:  www.communitypaper-
sofflorida.com
David Neuharth

CPI&I
Community Papers of Indiana 
and Illinois
c/o Family Flyer
P.O. Box 1004
Crown Point, IN  46308
Phone:  219-689-6262
Fax:  219-374-7558
Email:  Tina@FamilyFlyer.com
Tina Jackson

CPM
Community Papers of Michigan
1451 East Lansing Drive
Suite 213B
East Lansing, MI  48823
Toll Free:  800-783-0267
Phone:  517-333-3355
Cell Phone:  517-242-0203
Fax:  517-333-3322
Email: jackguza@cpapersmi.com 
Jack Guza

CPOWV
Community Papers of Ohio & 
West Virginia
3500 Sullivant Ave.
Columbus, OH  43204
Phone:  614-272-5422
Fax:  614-272-0684
Email:  phildaubel@columbus-
messenger.com

FCPNY
Free Community Papers of 
New York
109 Twin Oaks Drive, Suite D
Syracuse, NY  13206
Toll Free:  877-275-2726
Phone:  315-472-6007
Fax:  877-790-1976
Email:  dholmes@fcpny.com
Web:  www.fcpny.org 
Web:  www.adnetworkny.com 
Dan Holmes

WCP 
Wisconsin Community Papers
P.O. Box 1256
Fond du Lac, WI  54936-1256
101 S. Main Street
Fond du Lac, WI  54935
Toll Free:  800-727-8745
Phone:  920-924-2651
Fax:  920-922-0861
Email:  janderson@wisad.com  
Web:  www.wisad.com
Janelle Anderson (ext. 108)

national regional

state

mailto:loren@afcp.org
http://www.afcp.org
mailto:douglas@ifpa.com
http://www.ifpa.com
mailto:cbads@cable-lynx.net
mailto:nampa.gary@gmail.com
http://www.maturepublishers.com
mailto:dphillips@vt-world.com
http://www.cpne.biz
mailto:info@macpa.net
http://www.macpa.net
mailto:info@macnetonline.com
http://www.macnetonline.com
mailto:kevin@mfcp.org
http://www.mfcp.org
mailto:ads@pnawan.org
http://www.RegionalAds.org
http://www.PNAWAN.org
mailto:scdarrin@pacbell.net
mailto:info@sapatoday.com
http://www.sapatoday.com
mailto:DJNeuharth@aol.com
http://www.communitypaper-sofflorida.com
http://www.communitypaper-sofflorida.com
http://www.communitypaper-sofflorida.com
mailto:Tina@FamilyFlyer.com
mailto:jackguza@cpapersmi.com
mailto:phildaubel@columbus-messenger.com
mailto:phildaubel@columbus-messenger.com
mailto:phildaubel@columbus-messenger.com
mailto:dholmes@fcpny.com
http://www.fcpny.org
http://www.adnetworkny.com
mailto:janderson@wisad.com
http://www.wisad.com
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INK CLASSIFIEDS 

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

AVAILABLE NATION-
WIDE Let us distribute 
your paper in a unique, 
cost effective way while 
bringing in additional 
advertising revenue.  Call 
631.235.2643. The Email 
Shopper ask for Richard 
or email admin@thee-
mailshopper.com

SAVE TIME AND MONEY 
by purchasing your content 
from us. We supply en-
tertaining and educational 
content to free weekly com-
munity papers around the 
country. No contract! Email 
us today: FactsWeekly@
gmail.com or visit www.
FactsWeekly.com

KNOWLES MEDIA 
BROKERAGE SERVICES
Appraisals-Acquisitions

Sales-Mergers
Gregg K. Knowles, 
Licensed Broker. 

Office 661-833-3834
Cell 661-333-9516

Go to my WEBSITE for listings: 
www.media-broker.com

FREE NEWSPAPER IN-
DUSTRY NEWSLETTER
From W.B. Grimes & Co,
The Nation’s #1 Broker

Offices Nationwide
(just e-mail us @ lgrimes@
mediamergers.com) or call

(301) 253-5016.

AVAILABLE IN SOUTH 
FLORIDA for free publica-
tions (Weekly or Monthly). 
Call Tony Battallan. (561) 
585-7537

WHAT’S YOUR PAPER 
WORTH?  Free Newspaper 
Appraisal. Go to www.medi-
mergers.com 

ASSISTANT SALES 
MANAGER  Advertising and 
Marketing position avail-
able in Wyomissing, Pa. 
Kapp Advertising is look-
ing for a person who is 
intelligent, hardworking, 
personable and energetic. 
Experience as a territory 
team leader is essential. 
Must be motivated and 
able to motivate others. 
Good time management 
skills are necessary in this 
fast-paced sales environ-
ment. Full benefit package 
and excellent opportunity 
for advancement. EOE. 
Send cover letter, resume 
and three professional 
references to randym@
themerchandiser.com

ADVERTISING SALES 
MANAGER The Smart 
Shopper Group is rapidly 
expanding their Shoppers 
into the Sarasota Fl. Market 
and is in need of an ex-
perienced Sales Manager.  
This position will provide 
leadership and direction to 
Display Sales Representa-
tives. Applicants must have 
a proven track record of 
motivating and managing a 
sales group. Shopper and/
or weekly experience is a 
plus. Salary commensurate 
with experience.  Please 
email your resume with a 
cover letter and salary re-
quirements in confidence to 
R Knight, CEO at rknight@
smartshopg.com

MEDIA COMPANY looking 
for aggressive, hardworking, 
highly motivated advertising 
sales professional for Inside 
and outside sales, Sales 
Managers, telemarketing. 
We don’t need sales people 
to make their goal, we need 
them to beat them.
What’s in it for you? 
• Family atmosphere! 
• Excellent compensation 
plan with great incentives! 
• Great earnings potential! 
• Health, Dental, Vision, 
Retirement Plans 
• Ongoing training and de-
velopment! 
• Room for advancement!
Open territories in Cape 
Coral, Fort Myers, Bonita 
and Naples.
Please email resume to: 
jkonig@breezenewspapers.
com.

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 Tom Brown, tom.
brown@myorrynews.com.

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

WEEKLY PAID NEWS-
PAPER EDITOR.  Seeking 
Weekly Newspaper Editor 
for two Community News-
papers in Clay County, 
Florida. Candidate must 
have prior newspaper expe-
rience, editing skills, writing 
skills, management skills, 
computer/Internet savvy, 
willingness to serve a local 
niche community, under-
stand deadlines and ability 
to work with a fast paced 
production & marketing en-
vironment while maintain-
ing high ethical standards. 
This is a full time position 
offering compensation com-
mensurate to experience 
plus benefit package. EOE 
Please send letter of inter-
est, experience and resume 
to jon@opcfla.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: Lee Mooty, General Man-
ager, to E-mail: Opportu-
nity@Hometownnewsol.com 
Or Fax: 772-465-5301-EOE

CONTACT:
Phone:  877.203-2327
Fax:  720.528-7943
Email:  afcp@afcp.org

CLASSIFIED
ADVERTISING

INFO
RATES:
Up to 30 words
$25 per issue
(additional words -  
90 cents per word)

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

EMPLOYMENT

COMPUTER  
SOFTWARE

DISTRIBUTION  
SERVICES

PUBLICATION 
BROKERS

EMPLOYMENT EMPLOYMENT

WANT

INFORMATION ON 
THE LEADERSHIP

INSTITUTE?

GO TO
WWW.

AFCP.ORG 

CONTENT 
PROVIDERS

http://www.fakebrains.com
mailto:admin@thee-mailshopper.comSAVE
mailto:admin@thee-mailshopper.comSAVE
mailto:admin@thee-mailshopper.comSAVE
mailto:FactsWeekly@gmail.com
mailto:FactsWeekly@gmail.com
http://www.FactsWeekly.comKNOWLES
http://www.FactsWeekly.comKNOWLES
http://www.FactsWeekly.comKNOWLES
http://www.media-broker.comFREE
http://www.media-broker.comFREE
mailto:lgrimes@mediamergers.com
mailto:lgrimes@mediamergers.com
http://www.medi-mergers.com
http://www.medi-mergers.com
mailto:randym@themerchandiser.comADVERTISING
mailto:randym@themerchandiser.comADVERTISING
mailto:randym@themerchandiser.comADVERTISING
mailto:rknight@smartshopg.comMEDIA
mailto:rknight@smartshopg.comMEDIA
mailto:rknight@smartshopg.comMEDIA
mailto:jkonig@breezenewspapers.com.LIVE
mailto:jkonig@breezenewspapers.com.LIVE
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mailto:tom.brown@myorrynews.com.ADVERTISING
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REVENUE IS UP! Unique 
opportunity:  four monthly 
publications in North 
Central Florida for sale. All 
publications are targeted 
toward high end senior 
gated communities. Two 
publications come with 
exclusive home delivery 
rights. All the newspapers 
are award winning. If you 
have looked at the stats 
on the senior market you 
will see the opportunities 
for the next ten years. Will 
work as consultant for one 
year if needed. For informa-
tion call 352-804-1223.

KAMEN & CO GROUP 
SERVICES – www.KAMEN-
GROUP.com – info@KAMEN-
GROUP.com
Myrtle Beach, SC publish-
ing entity that distributes 
from Ocean Isle, NC to 
Kiawah, SC. North Carolina 
Shopper & Auto Magazine. 
PennySaver from Major 
East Coast Region. West 
Coast Independent Film/
Movie Studio & Distributor-
ship seeks investors and/
or outright buyer. New 
Mexico Weekly Newspa-
per & Monthly Regional 
Magazine. New Mexico 
Statewide Monthly Health, 
Environmental & Sustain-
able Newspaper. Chicago, 
Illinois Cultural Regional 
Magazine. Honolulu-based 
(small) Book Publishing Co. 
Tampa, FL (area) Shopper 
– Mailed. Central Florida 
Regional Parents/Family 
Magazine – Mailed. South-
west FL Home Decorating 
Upscale Annual Glossy 
Coffee Table Books (two). 
Tennessee Magazine focus-
ing on Locals. Texas Weekly 
Newspapers (five). Indi-

ana Weekly Newspapers 
(two). Seattle, WA Niche 
Glossy Magazine. Pennsyl-
vania Regional Magazines 
(three). Cleveland, Ohio 
Niche Newspaper. Kentucky 
(area) Newspaper Group. 
Las Vegas, Nevada Glossy 
Tourist Magazine. NYC 
(area) Newspaper Group. 
Famous Coupon Queen 
Booklet. South Dakota 
Weekly Newspaper.  (Eu-
rope / Overseas Listings). 
Copenhagen, Denmark 
- Daily Newspaper. Jeru-
salem, Israel - Auto Parts 
(Manufacturing) Magazine. 
Florence, Italy - Cultural & 
Regional Magazines (four). 
Iceland - Weekly Glossy 
Tourist Magazine. Lucerne, 

Switzerland - Major Daily 
Newspaper Publishing 
Co. Geneva, Switzerland 
- Educational Magazine. 
Prague, Czech Republic 
- Science Directory. Bu-
dapest, Hungary - Book 
Publishing Co. London, 
England - Daily Newspa-
per. Edinburgh, Scotland 
- Weekend Newspapers & 
Tourist Magazines (six). Ka-
men & Co Group Services 
can help you to financially 
value your free distribution 
publishing entity. We have 
the experience and proven 
track record of correctly 
valuing all types of print & 
digital publishing organiza-
tions on a worldwide basis. 
Want to sell your valuable 
publication? We provide 
customized, confidential 
brokerage services and 
would be delighted to meet 
you at our corporate head-
quarters in Uniondale, Long 
Island, New York. Please 
call and schedule your visit; 
it would be our pleasure 
to welcome you! Need a 
new business plan for your 
title? Let us help you with 
creating a realistic and cost 
effective 2015/16 business 
plan that is concise and 
user-friendly. We are avail-
able to help you and your 
family. Simply call (516) 
379-2797 or email us at 
info@KamenGroup.com   /
www.KamenGroup.com

25 YEAR OLD WEEKLY 
paper for sale located 
Charleston, South Carolina 
- Family Owned - Debt Free 
- Financing available - Time 
for us to retire! - Call Rich-
ard @ 843-552-6826 

NATIONWIDE W.B. 
Grimes & Company. Check 
out our complete list @ 
www.mediamergers.com

OUTPERFORM YOUR 
CONDITIONS. Training 
and marketing materi-
als supported by research 
that will help your staff sell 
more ads in this economy. 
Affordable and proven 
programs. John Peterson, 
860-447-9198. Johncpeter-
son.com.

WANTED: Charlie Mouser 
advertising and sales train-
ing booklets. Contact Tom 
Griffis at 970-590-1927 or 
email to:  tomgriffis1@mac.
com

INSERTING MACHINE 
for SALE:  12 into 1 Muller-
Martini 227 inserting ma-
chine.  Additional pockets 
also available.  Contact Lee 
at lmsmith@theflyer.com or 
813-635-3396.

NICE 6 SLOT MULTI-
publication racks for sale, 
in good condition @ $20.00 
per rack. Can send a pic-
ture if interested. Please 
email Julie or Rob at julie@
opcfla.com or rob@opcfla.
com.  

CONTACT:
Phone:  877.203-2327
Fax:  720.528-7943
Email:  afcp@afcp.org

CLASSIFIED
ADVERTISING

INFO
RATES:
Up to 30 words
$25 per issue
(additional words -  
90 cents per word)

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

EMPLOYMENT PUBLICATIONS
FOR SALE

PUBLICATIONS
FOR SALE

PUBLICATIONS
FOR SALE

MISCELLANEOUS

EQUIPMENT FOR 
SALE

IS YOUR CAREER 
WORTH 5 MINUTES 

OF YOUR TIME?

INVEST IN 
TRAINING BY

THE PODFATHER,
ROB ZARRILLI!

GO TO
WWW.AFCP.ORG

CLICK ON

MEMBER BENEFITS →
THE LEADERSHIP INSTITUTE →

PODCAST ARCHIVES

WANT TO PLACE 
YOUR OWN 

CLASSIFIED AD?
CALL       

THE AFCP OFFICE 
AT

877-203-2327

http://www.KAMEN-GROUP.com
http://www.KAMEN-GROUP.com
mailto:info@KAMEN-GROUP.comMyrtle
mailto:info@KAMEN-GROUP.comMyrtle
mailto:info@KAMEN-GROUP.comMyrtle
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http://www.KamenGroup.com25
http://www.KamenGroup.com25
http://www.mediamergers.comOUTPERFORM
http://www.mediamergers.comOUTPERFORM
mailto:tomgriffis1@mac.comINSERTING
mailto:tomgriffis1@mac.comINSERTING
mailto:lmsmith@theflyer.com
mailto:julie@opcfla.com
mailto:julie@opcfla.com
mailto:rob@opcfla.com
mailto:rob@opcfla.com
mailto:afcp@afcp.orgCLASSIFIEDADVERTISINGINFORATES:Up
mailto:afcp@afcp.orgCLASSIFIEDADVERTISINGINFORATES:Up
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Upgrade your website.

allySites
an Exchange solution

We provide an entire classified ad management system combined with a desktop 
and mobile website. Our software allows you to enter ads directly into a web 
based application. This allows you or your customers to place ads from any 
device. Your art department can export ads based on filters for print.

Build automotive content on your website. Local shoppers 
value a website with local autos for sale. You can accept real 
time inventory feeds from independent and brand dealers. 

Our software helps you attract and retain more classified ad customers 
while maximizing the amount they spend with you. Automatic renewal 
emails save your staff time. Your customers can renew ads in the 
Customer Dashboard with a couple of clicks. 

Technology changes fast, change with it.
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Sheraton San Diego

Hotel & Marina

 SUCCESS
Networking Opportunities

Industry Specifi c Training

Great Entertainment

Great Food

Successful Ideas

Tremendous Trade Show

San Diego
Annual Conference and Trade Show 2016

Sheraton San Diego
Hotel & Marina

April 28-30, 2016
The Free Paper Industry’s

Largest Annual Event

Set Sail For Success!

Free Exchange of Ideas

Industry Specific Training

Peer to Peer Networking

Extensive Trade Show

Evening on USS Midway

All Inclusive Program

Product Growth Concepts

Learn Industry Trends

And here is why you need 
to do it right NOW...

Rooms available for the NANI Room 
buy-down are disappearing fast.

Got a newsworthy event 
going on with your business 

or with your staff?

Send the details and a photo to 
loren@afcp.org so it can be 

considered for inclusion in the next 
issue of Free Paper INK.

http://www.afcp.org
http://www.afcp.org
mailto:loren@afcp.org

