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INK will examine the rising cost of newsprint and
the impact it could have going forward. INK will also
have a review of some of the specific opportunities
on the schedule in Baltimore this May.

&\ AFCP/NANI HEADQUARTERS: Free Paper INK is dedicated to

IDEAS TO TAKE A BITE OUT OF YOUR NEXT BUDGET Loren Colburn, Executive Director keeping the indystry in.formed on
key issues, topics and industry

Cassey Recore, Administrative Assistant .
news. If you have any items of

ENTER NOWV: Alix Browne, Administrative Assistant . ,
. ! i interest that should be shared with
1 3 SHARK BANK' 135 Ol_l'd CoveIRoNaYd 1350u9|(t)e 210 people throughout the Free Paper
. IVverpool, Industry, simply email them to
Toll Free: 877.203.2327 loren@afcp.org. We welcome your
Fax: 781.459.7770 input, appreciate your readership
Email: Ioren@afcp.org and look forward to your contribu-

Web: WWW.apr.Org tions to our content.

Free Paper INK is not liable for er-

EDITOR: rors appearing in advertisements
Dave Neuharth beyond the cost of the space
P.O. Box 1149 occupied by the error, and noti-

fication must be made in writing

Summerﬁeld’ FL 34492-1149 within ten days of publishing. The

Phone: 352.362.7350 right is reserved by Free Paper
Fax: 352.347.3384 INK to edit, reject, or cut any copy
Email: DINeuharth@aol.com without notice.

NO CASH REFUNDS

COMPOSITION:
Barbara A. Holmes The opinions of the individual
Phone: 352.598.3500 contributors or correspondents do
Email: FreePaperINK@aoI.com not necessarily reflect those of the
publication or its management.

Association of Free Community Papers

‘ s - : MARKETING REPRESENTATIVE: Free Paper INK may include mate-
THE LE%DERSHIP I\%HTLTE Wendy MacDonald rial produced under copyrighted or
10418 Bond Street syndicated_ad service. Permis_sion

TLI PROGRAMS: IN- Overland Park, KS 66214 of the publisher must be obtained

Office: 913.461.3721 from an ’i)sysug ofyllrree Paper INK

VEST IN YOURSELF! Email: wendy@afcp.org / ’ '

DEADLINES: The deadline for
MISSION STATEMENT cla_ssified ads, display ads and edi-
Bring news and resources to the attention of the torial is the 4th of every month.

free paper industry by publishing a responsible Cover Photo:
quality magazine. www.shutterstock.com

February 2018
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PRINT DEMANDS

ATTENTI

The printed word is tangible. It takes up space

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

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

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

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

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

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

Cummings

Publication Printers Since 1914

cummingsprinting.com

4 Peters Brook Drive | P.O.Box 16495 | Hooksett, NH 03106-6495 | 800-647-0035
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We’re in search of
silend auclion donalions!
The Rising Stars need your help
to make our silent auction a success in 2018

Example of items include:
Unique Artwork
Music Memorabilia
Jewelry & Watches
Electronics
Gift Baskets
Autographed Items

Tifl.’le shares j 8 altlm(‘)re

ANNUAL CONFERENCE & TRADE SHOW

INNER HARBOR

Specialty Items
Gift Cards

qet ,‘our (deaa "/"Ile 7

2018

The 2017 auction was an amazing success and we need
your help to make Baltimore an even bigger splash!

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

All proceeds from the silent auction go the Bill Welsh Foundation to help provide scholarships for the Rising Starts to attend the AFCP annual conference.
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EDITOR'S VIEWPOINT
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DAVE NEUHARTH
EDITOR
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PAPERCHAIN Led to Free

Paper SRDS Listings

PAPERCHAIN CHAIR DAN ALEXANDER
notes that, “Promoting and branding our
free community papers is near and dear
to all of us whose livelihood is based

in this industry. While some of us have
been at this for years, our industry is still
very much in its infancy.

“Unlike no other time in our history
has the opportunity to assert our brand
been as promising as it is today with
daily newspapers experiencing dramatic
losses in paid circulation and finding
themselves seemingly unable to stop the
erosion.

“Despite modest growth in electronic
and digital models, nothing delivers like
strong local print products.

“More members see growth in new
areas once reserved for those paid prod-
ucts as a direct result of our free method
of mass distribution and the need of mar-
keters to reach local households with a
proven product.

“The success of an industry is never
achieved strictly by reaching a precon-
ceived plateau and remaining quiet, but
more so by the constant promotion of the
readily accepted method that solves a
problem and delivers the desired results.

“Free Community Papers have [de-
livered] and will continue to deliver the
required local results marketers of brick
and mortar facilities must have to suc-
ceed and meet their goals.

“Ensuring our individual and collective
success continues to be strengthened
and expanded, we are looking for proj-
ect minded free community paper staff
members to volunteer for short-term
committee work and brain-storming
discussions to generate new methods to
promote the industry.

“Please consider supporting this effort
by volunteering some time and encour-
aging co-workers to do the same. Call

your association executive director today
and let him/her know we can count on
your support.”

Alexander is the owner and publisher
of Denton Publications in New York. We
can’t thank him enough for his volunteer
work with PaperChain.

In 2006 the announcement was made
that the Standard Rate and Data Service
(SRDS) agreed to list free paper listings
on the SRDS website along with the daily
newspapers.

SRDS was considered the Bible for
major media buyers to use when placing
ads for their clients.

It became a reality through the efforts
of the PaperChain Committee and Tim
Bingaman, the president of Circulation
Verification Council (CVC).

When the agreement became a real-
ity, the SRDS website was receiving over
26,000 hits each day. For 87 years the
daily newspapers were alone on the site.

Since that agreement was made, when
a media buyer goes to the SRDS website
to look at a market, the information on
daily newspapers will pop up along with
the data on free papers in that market.
Media buyers will be looking at the rates,
demographics and distribution of the free
paper industry.

The PaperChain Committee, despite
eliminated revenue, has kept this ball
rolling. Despite their own falling revenue,
the free paper associations have pro-
vided enough revenue to keep the SRDS
agreement intact. The Association of Free
Community Papers (AFCP) has provided
the lion’s share of the revenue.

Thank you. [



STORY SPOTLIGHT

PRC |0-Year Rate Review

What does it mean for mailers?

by Donna Hanbery, Executive Director, Saturation Mailers Coalition

ON DecemBer 1, 2017 RoBERT TAuB,
Chairman of the Postal Regulatory Commission
(PRC) held a press conference to announce the

long awaited decision of the PRC in its ten-year rate
review of the rate-making system that has been in
place under the Postal Accountability and Enhance-
ment Act (PAEA) since 2006. Although the Commis-
sion declined to eliminate the CPI price cap and to
give the Postal Service the unfettered pricing discre-
tion it had been seeking in the review, it found that
there were problems with the current system.

In finding that changes
needed to be made to restore
the Postal Service to financial
health and to deal with other
problems or anomalies in the
prior rate making process, the
PRC announced the beginning
of another regulatory proceed-
ing, a rulemaking proceed-
ing, that would give mailers
and stake holders a chance to
propose their own “fixes” or
solutions to the problems and
to comment on the proposal
advanced by the PRC.

The decision and rulemaking
is in two parts. In a lengthy
determination, the PRC exam-
ined the rate cap system as it
has operated for the past ten
years, compared it to prior cost-of-service rate mak-
ing before PAEA, and proceed to analyze whether
or not the current system was working under the
objectives and factors set forth in the law.

In general, the PRC made the following findings:

e The CPI rate cap system has worked to achieve
the objectives of stable and predictable rates with
regard to timing and magnitude. But the rate-mak-
ing system had not increased pricing efficiency.

e That the Postal Service was in “poor health.”
Although it had generally achieved short-term fi-
nancial stability, it was in poor financial health from
the standpoint of medium- and long-term financial
stability. The PRC acknowledges that much of this is

“The PRC largely
found that the rate

cap system was
working to achieve

needed mailer
concerns of

predictability
and stability.”

due to the Great Recession, the emergence of new
technologies that hurt Postal Service volumes and
revenues, and a unique period of deflation where
the ability to raise rates under the CPI cap did not
help the Postal Service.

e The current system jeopardizes the Postal
Service’s financial health because it is not able to
raise the rates of “under water” products that are
not covering their attributable costs. For example,
the periodical class has historically had attributable
costs below the prices that the Postal Service has
been able to charge under a
rate cap system. Because the
cap is applied to all periodi-
cals as a class (and there are
no profitable periodicals), the
USPS has not been able to
raise rates above the CPI for
that class to cover costs.

e The Postal Service has
not maintained high quality
service standards.

Other findings of the PRC
of significance included its de-
termination that the plain lan-
guage of PAEA gave the PRC
“broad authority to engage in
rulemaking in order to modify
or replace the current rate
making system. The scope of
that authority is limited only
by what is necessary to achieve the PAEA’s objec-
tives.” The PRC rejected arguments that it did not
have the authority to change the rate cap.

On the more positive side, the PRC largely found
that the rate cap system was working to achieve
needed mailer concerns of predictability and stabil-
ity; and that the current system, with a regular,
known, cycle or rate adjustments, was more effi-
cient and had eliminated many of the administrative
burdens and costs and had improved transparency,
than the rate system that existed before PAEA un-
der the costs-of-service rate setting model.

The PRC's findings and determination runs 270
Continued on page 8
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Continued from page 7

pages, with a detailed examination of the history and
a discussion of each of the factors and objectives
under the Act. In spite of finding that the rate cap
system is widely supported by mailers and stake-
holders and has helped the Postal Service and the
industry have a system that all stakeholders seem to
believe is considerably better than the prior cost-of-
service method, the PRC also finds that the Postal
Service’s balance sheet and losses have grown under
the system and “need to be fixed.”

Although the PRC repeatedly acknowledges that
most of these financial problems are largely due to
the optimistic views of Congress in 2006 that vol-
umes would continue to grow,
the economy would be stable,
and that the Postal Service
would have the funds to pay a
very aggressive schedule for
prefunding Postal Service retiree
health costs, the PRC is not will-
ing to ignore those “big num-
bers” and “big losses.” Notably,
the accumulated deficit of the
USPS is approximately 59.1
billion and the RHBF require-
ment accounts for 54.8 billion
of that number. Although all the
Commissioners seem to lament
that Congress has not acted to
change the RHBP requirement or
to potentially forgive or ream-
ortize these “losses,” the Com-
mission insists it can’t ignore
these numbers and must craft a proposal to improve
the Postal Service’s medium- and long-term financial
health.

In announcing a proposed rulemaking, the PRC
makes it clear that its proposed rule is “a suggestion
only.” The rulemaking proceeding launches a 90-day
window of time for mailers and stakeholders to com-
ment on the PRC rule or to make their own proposals.
At the end of 90 days everyone will have a chance to
reply to the submissions of other parties. At the end
of the 120 days period, the PRC will then consider its
own proposal and industry and Postal Service com-
ments before issuing a final rule that would change
and make modifications in the present system.

Here is what the PRC is suggesting in its proposed
rule:

e Postal Service prices will still be tied to a price
cap based on CPI, but the USPS will have the right
to charge CPI plus 2% for each of the next five years
for all classes of mail.

"y 2018

“The PRC also
finds that the
Postal Service’s
balance sheet

and losses have

grown under the

system and ‘need
to be fixed.”

e In addition to the 2% “extra,” the Postal Ser-
vice could charge an additional 1% with .75% tied
to certain operational efficiencies, and .25% tied to
improvements in service quality.

e The Postal Service will be required to raise
prices for underwater products (like periodicals and
some standard flats.) For these products, the Postal
Service will be “required” to raise prices an addition-
al 2% over the allowable price change until prices
achieve full cost coverage.

e The USPS will have new restrictions on work-
sharing passthrough. The USPS should strive to
have, as near as possible, 100 percent pass through
of actual savings through worksharing. The fol-
lowing limits will be in place,
however, subject to a three-year
grace period for noncompliant
passthroughs:

Periodicals:
avoided costs;

All other classes: 85% -
115% of avoided costs.

The Commission Decision and
Proposed Rule clearly finds that
the PRC and industry must be
“stuck” with the Postal Service’s
bad balance sheet. The PRC
declined to follow suggestions
made by many commentators
that it should not accept as
a “given” the big debt on the
Postal Service's balance sheet
caused by the unrealistic health-
care funding, or that it should
also consider the Postal Service’s undervalued assets
like real estate, in determining its financial health.
The PRC refused to accept any of those arguments
and seems to say “we have to accept the numbers
at face value.” After doing this, the PRC decides it
“must” give the USPS more flexibility to raise prices
high enough to generate sufficient revenue to assure
medium- and long-term financial stability.

At least some of the Commissioners in Supple-
mental Comments - and in the case of Tony Ham-
mond, a dissent - expressed concern that the “fix”
proposed by the PRC might be problematic but
needed to be done because Congress had failed to
act on reform. Both Commissioners Langley and
Acton noted that the PRC’s proposed rulemaking was
“one approach to regulating market dominant rates,”
but invite other interested parties to propose alter-
nate solutions.

Tony Hammond formally dissented with the ma-
jority, stating “the proposed changes elevate the

75% - 125% of



objective of financial stability above the others.”
Hammond writes, “I have concluded that a signifi-
cant portion of the Postal Service’s financial instabil-
ity results from an overly aggressive retiree health
benefits pre-funding schedule — which warrants a
legislative solution — and from the Postal Service's
decision in 2007 not to pursue the final cost of ser-
vice rate increase authorized by the PAEA.”

Hammond states he would propose a onetime
price increase that raises the Postal Service’s fi-
nances to the level needed to ensure stability absent
those two factors, while leaving the price cap intact
for future rate adjustments. Hammond warns that
the changes proposed by the PRC could have a sub-
stantial negative impact on volumes.

Given the lengthy time the Commission took to
issue this decision, and the conflicting views and
uncertainty expressed in some of the individual
opinions by three of the four Commissioners, it
seems likely that the final order and decision of
the Commission on the new rules and system may
vary somewhat from what the Commission has
proposed.

The initial industry reaction was grim, lamenting
that this proposal, although preserving the “rate cap”
in principle, would do little to improve USPS efficien-

STORY SPOTLIGHT

cy and was certain to drive the USPS to raise prices

to the full extent permitted over the five-year period.

Several mailers and association leaders expressed
grave fears that the PRC proposal would do lasting,
potentially irreversible damage to the USPS and the
mailing industry.

In the Postal Service’s response to the Decision,
Postmaster General Megan Brennan, stated, “The
Postal Service agrees with the conclusion of the
Postal Regulatory Commission that the current CPI
price cap does not work and needs to be changed.”
She goes on to state, “We are analyzing the Com-
mission’s alternative price cap proposal to determine
the extent to which it advances this goal. We con-
tinue to believe that any price cap is unnecessary in
the rapidly evolving market place.”

As of the writing of this article, it is uncertain
whether or not any industry parties or the Postal
Service will appeal the PRC decision or what actions
or strategies may be pursued in the Postal Service
rule making. The only thing that is certain, is that
there will be some widely diverging views and com-
ments in the rule making in the year to come.

Although it is not clear when any new, final, rate
making rule may take effect, it seems unlikely that
any change in rates will occur before early 2019. [
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Will the “Cure” Kill the Patient?

THE PRC FounDp THE PosTAL
Service's position is poor. Al-
though most of the Commission-
ers and staff of the PRC seem to
acknowledge that the “blame”

for this problem lies largely with
the unworkable retiree healthcare
prefunding requirement, the PRC
appears to think it is stuck with
the cards it and the Postal Ser-

vice have been dealt. But play-
ing these cards for future rates
changes is a dangerous game for
mailers and the Postal Service.

You can’t fix a business that is
suffering from lack of revenue by
charging everyone more than the
market will bear. In a good faith
effort to “fix” the Postal Service’s
poor finances, the PRC is recom-

mending too much too long to
help the Postal Service get back
to mid-term and long-term finan-
cial stability.

Make no mistake about it, this
is like a year-over-year exigency
increase that will drive many busi-
nesses from continued use of the
Postal Service, and will exponen-
tially drive the interest of current
mailers to seek competitive alter-
natives for the profitable products
the Postal Service wants to keep.

Even Congress, in trying to
“make sausage” of competing in-
terests in its discussions of postal
reform, was not considering more
than a CPI plus 1% markup for a
limited period of time, or a one-
time adjustment in rates.

The bottom line of this decision
is that it puts an effort to restore
the Postal Service’s financial
health before all other objectives
considered by the PRC. Although
the PRC finds that the rate cap
should be preserved, it effectively
dismantles the cap for the next
five years allowing year-over-year
increases that may significantly
outpace or even double the rate
of inflation and will, sadly, result
in the Postal Service still be-
ing saddled with high overhead,
Congressional mandated pre-
funding requirements that every-
one agrees would not have been
passed by a Congress with a bet-
ter crystal ball in 2006, and fewer
customers. Nk
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Meet Hank McAfee of
Tower Publications

How’s THIS FOR A JOB DESCRIPTION —
Establish creative identity for each publication;
schedule deadlines for all publications; design and
layout editorial content; oversee editorial planning;
direct photographers; design advertisements for cli-
ents; flat plan all publications; provide final approval
for all publications; design sales tools and promo-
tional items; manage and maintain asset library; ad-
ministrate computer network; administrate project
management software and provide staff IT support.

That job description belongs to Hank McAfee, the
Associate Publisher and Creative Director for Tower
Publications in Gainesville, Florida.

In the late 90’s, he started doing design work
for The Stuart News in Stuart, Florida. In 1998, he
joined the Buyers’ Guide in Gainesville — which was
owned by Add Inc and managed by Charlie Dela-
torre. Delatorre later purchased the Buyers’ Guide
and in 2000 changed the business name to Tower
Publications.

McAfee started out designing advertisements and
moved into various positions until he was promoted
to Associate Publisher.

McAfee said, “Great design should be easy. It can
be insanely time-consuming and difficult, but the
result should feel effortless. The hard part is limiting
the complications and obstacles that keep projects
from reaching their potential.

“To be honest, that’s the work I love most - find-
ing real solutions for the problems that get in the
way of making something great.”

McAfee has been
active with the As-
sociation of Free
Community Papers
(AFCP). He enjoys
the annual trade
show and confer-
ence. “The Rising
Stars program is
something that I am
proud to have been
involved with and
I'm looking forward
to my continued
growth within the
association,” he said.

McAfee is a native of Battle Creek, Michigan. He
moved to Florida when he was four and now calls
Gainesville his home.

From 1996-97 he studied graphic design at the
Florida Schools of the Arts.

McAfee and his wife are big supporters of their
local Humane Society, public radio and a small sum-
mer camp in Gainesville called “Girls Rock” where
local female musicians teach young female campers
how to play instruments in a band.

Married to Katrina, they love to travel. He enjoys
playing the drums in a band with two close friends
who have a blast making music together.

The couple shares their home with two pit bull
rescue puppies and a large fluffy cat. [
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Software Consulting Services, LLC
SCS builds trusted newspaper systems

“SCS has been the reason we were able to move all our
3rd shift graphic personnel to 1st and 2nd shifts; they
love sleeping when it's dark and we love having all the
work done by 11:00 pm! We look forward to more SCS
benefits as we develop our skills with their products.”

- Jane Means

CEO / General Manager
Kapp Advertising Service, Inc

newsbapersystems.com - 800.568.8006

Selling a NANI ad
just got easier!

Uncomplicated Pricing...

Lower Price Point...

Improved Marketing Materials...
Proven Advertiser Results...

national fadvertisingnetworkin..
CLASSIFIED ADVERTISING NETWORK

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

afep

Association of Free Community Papers
7445 Morgan Road - Suite 203, Liverpool, NY 13090
Call (877) 203-2327 or visit afcp.org




Family-Run

STORY SPOTLIGHT

Cummings Prlntlng

CUMMINGS PRINTING IS AN ASSOCIATE MEMBER
of the Association of Free Community Papers (AFCP)
with a long history.

Founded in 1914 by Lew A. Cummings and two
employees, the small commercial printing company
is now located in Hooksett, New Hampshire. Over the
100 years since its founding, the company has grown
into one of the most successful printing companies in
the country.

Cummings Printing has been a family-run publica-
tion printer since its inception, and the Cummings
name continues to manage the operation.

Jack Cummings, the current owner and president
of the company, has implemented a quality manage-
ment system that involves every employee from cus-
tomer service to shipping. Quality is a way of doing
business at Cummings.

Cummings said “Printing is not dead, in fact we
see just the opposite happening. It is growing and
thriving in many categories, niche magazines being
one of them. As is has been for over 100 years, our
main objective is to use our experience of publication
printing to partner with our clients and offer the best
possible product and service in the industry.”

Cummings started his career at the age of 16
when he began in the bindery department. From
there he worked his way through the press room,
layup, typesetting, customer service, and sales de-
partments and in 1989, he was named president.

Since then he has guided the company through
many changes from sheet-fed to half-web to 16 page
presses, and now a 32-page web press. The opera-
tion provides hot lead typesetting to paper tape,

electronic typesetting, film stripping to completely
digital image setting.

To accommodate these improvements, the compa-
ny left their 33,000 square foot facility in Manchester
for a newly-constructed 65,000 sq. ft. building in
Hooksett, N.H., and today it operates under approxi-
mately 100,000 sq. ft.

During this time, Cummings’ personal life grew as
well. He was married and raised two sons, with one
now in collage and the youngest in high school.

A sports fanatic, he follows the Boston pro teams,
the local college and high school teams, and plays in
a men’s basketball and soft ball league. His greatest
passion is fishing. When not in the office the prob-
ability is that he is near an ocean, lake or stream.

“It’s been a great ride so far, both personally and
professionally, and I'm looking forward to the future,
Cummings said. M
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FEATURE STORY

Getting to Know Jim

AN IN-DEPTH LOOK AT ONE OF THE ASSOCIATION
of Free Community Papers (AFCP) top volunteers’ back-
ground is an eye opener.

We know that Jim Busch has been instrumental in
transforming the level of professionalism and sales acu-
men of the free paper industry.

He has written the monthly Link & Learn message,
has taught over 60 of The Leadership Institute classes to
1,000 students, has helped design dozens of TLI courses,
and provides a quote that is distributed to the AFCP
membership each week that helps get us off on the right
foot every Monday.

Jim has been recognized for his volunteer work. In 2016
he was honored with the Gladys Van Drie Volunteer Award.

For Jim, it started when he chose to attend the Univer-
sity of Pittsburgh. He selected Pitt because it was close
to his home and his work. During college he worked full
time sometimes holding down two jobs. During his junior
year he exacerbated his situation by getting married.

While in college he learned how to multitask and
handle stress. He wasn’t sure what he wanted to do with
his life so he majored in Medieval/Renaissance Literature
and History.

Following graduation this degree, coupled with the
recession triggered by the Arab oil boycott, meant there
were no jobs waiting for him. He decided to build a cabin
on the edge of the Allegheny National Forest. He and his
wife lived there for several years — without the benefit of
plumbing or other modern conveniences.

When it came to employment, Jim said, “I didn’t choose
an advertising career as much as advertising chose me.”
He was working at a company that sold supplies to the
steel industry. In the early 80’s the mills were disappear-
ing, so he took a job selling Yellow Page advertising.

Twelve years later he was assigned to handle the Pitts-
burgh Pennysaver’s Yellow Page advertising. He made an
impression on his client and soon became their classified
sales manager.

In just four years, Jim tripled his department’s rev-
enue and was promoted to a district sales manager. In
2001, he became the Pennysaver’s director of research
and training. This role led to his invitation to join the
AFCP’s Leadership Institute and to write the Link and
Learn features for PaperChain. When the Pennysaver was
acquired by a local media organization, Jim was respon-
sible for training 140 multi-media salespeople. At the
end of 2016, Jim retired from Trib Total Media.

Busch has many fond memories of AFCP. He said, "I

ebruary 2018

have so many good memories of my association with
the AFCP that it is hard to choose the best. I would have
to say the two that stand out the most are the first TLI
training sessions at the Doral Golf Resort and winning
the Gladys Van Drie Award in San Diego. I was caught
completely off guard and am very proud of this honor.”

Jim told INK, “I believe that any success I had in my
career can be attributed to my curiosity and creativity.

I like collecting information and putting the bits back
together in new and interesting ways. This is how I plan
to spend my retirement. I have published a number of
history articles, personal essays and short stories. I'm
president of my local writer’s group and teach a number
of writing and creativity classes throughout the year. I
just completed a 20’ X 20" workshop/studio where I will
pursue my interests in making art, woodwork and metal
work. My grandson wants me to teach him woodcarving
and blacksmithing. Most of all, I'm looking forward to
spending more time with my wife. Due to the pressures
of work and raising a family, in 45 years of marriage
we've spent about 42 minutes together.”

Jim plans to continue to take an active role in TLI and
will continue to write for Free Paper INK. However, Jim is
stepping away from writing Link & Learn. Jim remembers
when Scott Patterson was president and asked him to
write a “Couple of Short Pieces for PaperChain.” After 12
years and over 275,000 words, Jim believes, "It is time
to hear from some fresh voices in the industry.” [



CONFERENCE
NOTES

Enter Your I[dea NOWV!
AFCP’s New 3-Minute Idea Exchange

BAck BY POPULAR DEMAND, WE WILL ONCE
again hold the AFCP Idea Exchange at the 2018 AFCP
& MACPA Conference in Baltimore! But this year with
a bit of a twist...

Shark Bank!

AFCP’S ULTIMATE IDEA SHARING EXPERIENCE

afcp N

This great new session will make idea sharing
more fun than ever! Prompted by the popular hit TV
series Shark Tank, we have created our own SHARK
BANK which will play out live at the 2018 Confer-
ence in Baltimore! Participants will present their “3
minute” idea before a panel of five industry experts
(“Sharks”) who will question, critique and/or praise
your ideas, with the goal of getting the Sharks and
the audience to “invest” in your idea!

HERE’S THE IMPORTANT PART...We know you have
those creative and innovative ideas that you have
implemented at your own company, so why not share
them with your peers and give yourself a chance to
win some cold hard cash at the same time? To par-
ticipate, submit your idea on the official entry form
accompanied by any materials that you feel will help
us understand your idea. The ideas will be evaluated

IDEAS TO TAKE A BITE OUT OF YOUR NEXT BUDGET

by “investors” at the session in Baltimore for distri-
bution of the following prizes:

15t Place - $500.00
2" Place - $250.00
3" Place - $100.00

REMEMBER - an idea does not have to be original
to be entered, but it does have to be something that
was successfully implemented in your operation. Just
remember - there are no bad ideas if they are mak-
ing money!

Entry forms are available at www.afcp.org (look
for the Shark Bank button on the right side).

Entry Deadline: March |, 2018
Presenters Notified:

By March 31, 2018
Presentations:

At the 2018 AFCP & MACPA
Conference in Baltimore,
Maryland, May 3-5, 2018 m

p
Merrimac

o Affordable

e Easy to use; learn as you go
e Keep your legacy info
L]
L]

PLUS
Publishing software
for small and medium
newspapers

Y
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General accounting software
Credit Card Processing with
tokenization system

e Advertising data

e Classifieds

e Support system

L]

L]

Pagination module available
Customer-requested
improvements

e Owned and operated by a
25-year user

Helping newspapers succeed.

207.452.2476 * sfobes@merrsoft.com

AccountScout CRM Mobile App
for Sales Reps

- Advertiser Data
- Re-run ads
-i0S & Android

- Links to office
database

£ FARE BRAINS

Software Company that Cares About the Details

303-791-3301
www.FakeBrains.com
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CONFERENCE NOTES

CONFERENCE
NOTES

This Baltimore Conference is all about

Learning!

by Trevor Slette, 2018 Conference Committee Chair

ON BeHALF oF THE AFCP ano MACPA

Boards of Directors and staffs, it is my privilege to
formally invite you to the 2018 Joint Conference and
Trade Show. This annual event brings together the
free community publication industry for what promises
to be a fantastic conference in one of the East Coast’s
most historic and picturesque locations, Baltimore’s
Inner Harbor.

If you go to the AFCP website and download the
brochure, you are going to see how much has been
incorporated into this conference to provide attendees
with content that will challenge and expand your
thinking. The educational opportunities, presentations,
networking functions and speakers are all geared to
providing you with ideas to take home and utilize to
build your business. That has become the cornerstone
of AFCP Conferences along with the extensive
networking opportunities attendees experience (not to
overlook the fun and entertainment that conference
includes)!

HERE ARE JUST A FEW HIGHLIGHTS:

e Marcus Sheridan - Opening Keynote Speaker

e The Industry’s Largest Trade Show

e Hands-on Management Certificate Program
(limited seating)

4 .

ebruary 2018

A view of the stunning Ritz-Carlton Residences luxury condos on Baltimore’s Inner Harbor.

e Engagement Selling Certificate Program (limited
seating)

e The Leadership Institute (TLI) Classes

e Shark Bank - 3 Minute Idea Exchange Contest

e Baltimore’s Inner Harbor location, restaurants
and activities

e Community publication people from all over the
country!

I encourage MACPA members and NANI participants
to take advantage of the free conference registration
cost. Yes, that's right, zero, zilch, nada! Additionally,
NANI will pay $50 toward each room night booked during
the conference for up to four nights for participating
NANI companies. There’s no question that our annual
conference and trade show provides everyone ideas to
take home along with some fantastic memories!

This invitation includes my assurance that we will
do everything in our power to make this a worthwhile,
enjoyable and profitable experience. There's always
fun to be had, but more importantly, so much to learn
from one another. Make the commitment right now to
ensure that 2018 will be the year that you and your
team “Let Your Ideas Shine” and bring home a few
more to help build your business.

See you at the Hyatt Regency in Baltimore! [

Photo credit: rcr-baltimore.com



FROM THE TOP
WITH SHANE GOODMAN

The Value of Education

& the importance of continually investing in it
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by Shane Goodman

MosT OF You free paper publishers are among some of the smart-
reading this belong to est people I know. They value their AFCP membership,
a variety of clubs and and they take full advantage of the learning opportu-

nities. They personally enroll in the TLI courses, and
they require their staff members to do the same. They
work toward and earn their certificates, as they under-
stand the value in finishing what they start. And they
attend our annual conferences to expand their knowl-
edge and offer what they can to teach others, too.

organizations in your
community, your state
and our nation. You
write checks to pay to
belong to many of these, and, if you are like me, you
often question the value that you receive from these

important commitments of time and money. This all takes time and money, and the smartest
The smartest people I know are continually commit- | People I know are quiFe stingy with both. That’s why
ted to learning. They aren’t spending their time binge- | We take education seriously, and why we encourage

you to take full advantage
of the learning opportuni-
ties that AFCP provides to
its members.

In this issue of INK, you
will read about these fo-
cuses on education and how
you and your free paper
can benefit.

As always, thanks for
reading. [M

watching Netflix or posting
what they had for breakfast on
Facebook. They are reading.
They are listening. They are
enquiring. And they are soak-
ing it all in from various levels
of personal interaction with
people. The simple fact that
you are reading this magazine
is a reflection of how you value
the need to continually learn.

At AFCP, we appreciate your
commitment to lifelong educa-
tion and that’s why we focus
on providing opportunities for
our members to learn through
a variety of programs.

Without a doubt, successful

9)/%
SHANE GOODMAN

AFCP PRESIDENT
CITYVIEW

PUBLISHERS

MAKE
MONEY

selling NANT ads! /| . - : $6 5 ontiy

With 4-yser account

— - *ry entior
l\éf' < [prospecting to ention this ad
¥ : billing, MaxPro helps

v, \ publishers strer grow.

nationalfadvertisingnetworkin.
www.afcp.org/mani

For more information, call 877-2‘03/-5327'7

= => maxpropublishing.com 407.656.2777
February 2018 |5




The Leadership Institute
~ PROFESSIONAL DEVELOPMENT PROGRAMS

REGISTER
NOW!

Limited Seating Available

($25.00 Registration Fee)

The Leadership Institute (TLI) and AFCP
have put together this 6 class sequence
designed to provide advertising sales pro-
fessionals the key selling skills to master
this Engagement Selling Program (ESP).

Successful completion of all 6 sessions and
the competency evaluation at the Baltimore
conference will earn participants a profes-

For More Information sional development certificate from The

/’ or To Register Contact: Leadership Institute as well as fullfilment of
3 _ the core course requirement component for

’ AFCP at 877-203-2327 earning their Associate Advertising Execu-

or email Loren Colburn at loren@afcp.org tive (AAE) certification from AFCP.



Invest In Yourself

IT's TIME TO COMMIT TO YOUR FUTURE BY SIGNING
up to participate in the latest professional development
programs for the community publication industry. In an
effort to provide conference attendees with an opportu-
nity to gain industry-specific training certificates while
in attendance, two new certificate programs have been
developed for introduction in Baltimore this May.

Attendees will have the option to select from ei-
ther of the two programs based on their educational
needs. The Engagement Selling Program (ESP) will
be offered as part of the TLI track for those looking
to develop their sales skills. The Effective Hands-on
Management Program will be offered for those look-
ing to advance their effectiveness as a manager.

Both programs will be broken into six 70-minute
sessions over the three days, and participants at-
tending all six sessions will be awarded certificates of
completion. These programs will also qualify for credits
toward the AAE certification and the all new advanced
level Certified Advertising Executive (CAE) certification.

The Engagement Selling Program (ESP) will walk par-
ticipants through a six-session sequence relating to the
skill and knowledge components required to become an
advertising consultant as opposed to focusing on order
taking. The program objectives focus on improving
the effectiveness of the marketing plans developed for

CONFERENCE TRACK

Sisn Up NOWV!

clients through better needs assessment, advertising
design and program planning. At the completion of all
six classes, participants will be awarded a certificate of
completion for the Engagement Selling Program.

The Effective Hands-on Management Certificate
Program is developed around the IT'S OKAY TO BE THE
BOSS - Management Workshop developed by Bruce
Tulgan, author of the must-read business book Not
Everyone Gets A Trophy. Skills and techniques required
for building relationships, delegating, employee focus
and performance modification will be presented over
the six sessions. This program will provide attendees
with practical applications they can put to use when
they get back to the office as well as the professional
distinction of being awarded their Professional Devel-
opment Certificate for Effective Hands-on Management.

These programs will have limited seating and res-
ervations will be handled on a first-come, first-serve
basis. Both programs will require minimal registra-
tion fees to cover material costs and to reserve one
of the limited number of seats. Fees are $25 for the
sales program and $60 for the management pro-
gram. Brochures for both classes and details on the
AAE and CAE Professional Certifications are available
for download on the AFCP website at www.afcp.org//
member-benefits/the-leadership-institute-tli/. M

Designilichackoflli

.
Ly

2018

ANNUAL CONFERENCE & TRADE SHOW

Stveie; Datess Moy o 2018)

, \ Deadline: February, 15 2018
altlmgr‘e é / Send questions or design entries to Alix: alix@afcp.org

INNER HARBOR - Your design must reference the AFCP 2018 Annual Conference and Trade Show in Baltimore.
afcp The conference logo does not have to be used in the design. The shirt color will be orange.
No more than 4 spot colors can be used.
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February 2018
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NEWEST EDUCATIONAL OFFERING!
* The Leadership Institute

PROFESSIONAL DEVELOPMENT PROGRAMS

EFFECTIVE
HANDS-ON
MANAGEMENT
SKILLS

Workshop developed by
. the author of Managing
FACILITATOR'S GUIDE Generation X and Not
Everyone Gets a Trophy...

BRUCE \ 4 BBucE
LGN 2y

& NOT EVERYONE GETS A TROPHY ]

REGISTER NOW!

Limited Seating Available

($60.00 Materilals & Registration Fee)

The Leadership Institute (TLI) and AFCP are
offering this 6 class sequence designed to
provide participants with the knowledge to
be more effective hands-on managers.

Successful completion of all 6 sessions while
at the Baltimore conference will earn partici-
pants a professional development certificate
from The Leadership Institute as well as
receiving credits toward obtaining the
advanced certification from AFCP as a
Certified Advertising Executive (CAE).

For More Information or

%@ | To Register Contact:
Association of Free Community Papers

877-203-2327

loren@afcp.org




THE LEADERSHIP INSTITUTE

The LEADERSHIP Institute

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

Association of Free Community Papers

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

Advertising Executives
(AAE) by the AFCP Board!

by Jim Busch

"Spontaneity is an infinite number of rehearsed possi-
bilities.”
— Peter Drucker

MAKING A SALES CALL IS STRESSFUL. SALESPEOPLE HAVE
to rapidly assess the situation and come up with a response
that will engage the customer.

Success or failure hinges on coming up with just the right
words to hold the customer’s interest. Sometimes, sales people
walk into an ambush and barely have a chance to introduce
themselves before they have to respond to a stream of objec-
tions.

To survive, sales people have to learn to “think on their feet.”
They cannot afford to get flustered. I once read a definition of
poetry as “the right words in the right order” and it immedi-
ately struck me that this phrase was also a great description of
selling.

Watching a skilled salesperson is like watching a great ath-
lete. In sports, and on sales calls, the players find themselves
in a fluid environment. When the puck is dropped or the ball
is snapped, things begin moving quickly and it is impossible
to predict precisely what is going to happen next. It is at this
point that experience and training kicks in and takes command.

Athletes spend many more hours training than they do facing
an opponent. They run endless drills to build "muscle memory”
until ball handling is second nature to them. They scrimmage
with their teammates to enhance their observational skills,
their situational awareness and to hone their reaction time to a
razor’s edge.

As “verbal athletes,” salespeople also need to drill and prac-
tice to remain at the top of their game. Taking the time to write
out a formal sales presentation for each of your products allows
the salesperson to think about the best ways to describe them
in a low pressure environment.

I don’t recommend trying to use these “scripts” on a sales call
as this would make your presentation stiff and awkward. The ex-
ercise of writing out your thoughts burns them permanently into
your brain and you’ll find these carefully crafted phrases flowing
smoothly from your lips when the pressure is on.

Most salespeople hate roleplaying, but it is the best way to
polish your presentation skills. Repeatedly practicing your pre-
sentation builds “mouth memory,” which helps a salesperson to
look and feel more confident when the pressure is on.

Champion athletes know that games are won or lost on the
practice field. Champion sales people know this is also true in
the selling game. [M
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Direct Mail is 5*" Largest
Local Advertising Category

Tomorrow's Media, Understood Today

U.S. Local Advertising Expenditures, 2017
Sin Billions

In 2017, local
businesses spent an

Nev;s1 rlnlpers estimated S7 billion

Local TV Stations
$9.9

to advertise their
_ products and
___—Radio . 5 .
$9.3 services via Direct
Digital Direct Mail Mail. That gave it a
$7.0 5.8% share of all
local advertising,
S making it the 5%
$6.0 largest ad medium,

OutofHome . L.

$4.9 behind digital,
Directories newspapers, TV,
Sai7 A8 and radio.

SOURCE: Borrell’s Compass/adspending.com
Highlights

4 Nearly half of all advertisers use Direct Mail
4 Those who do:

<> Invest more of their gross revenue into advertising

<> Spend $1 out of $10 from their ad budgets on Direct Mail

<> Think it's effective, but rate 7 media types more effective

<> Rely heavily on transactional data to determine success

<> Also tend to advertise in newspapers

<> Are highly likely to be increasing spending on digital ads

<> See the medium’s greatest value not in gaining new customers, but in
maintaining current business or reaching former customers

Results from Borrell’s Survey @ BORRELL

of 1,640 Local Businesses b il . i
. . o obtain a full copy of this special industry paper or to sign up to recieve
that Buy Direct Mail. notification of new reports, webinars and the latest in industry trends go to

December 2017 WWW.BORRELLASSOCIATES.COM.
©Borrell Associates Inc. All Rights Reserved




ASSOCIATION
UPDATES

Associations ihe N EWS

LONGTIME MEMBER OF THE

Community Papers of Michigan THE MipwesT FrRee Com- Sklenar Scholarship, the applicant >
(CPM) board of directors, Terry munity Papers (MFCP) is accept- Must be a current college student o
Roby, has decided to resign ef- ing applications for its annual or college graduatg. And for t_he g
fective at the end of 2017. scholarship awards. Kay F%X Scholarshlp,”the appltljcant >
He served the association as The Merle C. Been scholarship M!St b€ 2 cu.rrent SIS ST cj)
president and vice president. is for a high school graduating The deadlme.to gpply for all Z
senior or a student who has never three scholarships is February C
at- tended college. For the Joe 19, 2018. 8
THE NORTH AMERICAN >
Mature Publishers Association, Inc. o
(NAMPA), the only non-profit in- The 2018 NAMPA national sors will be attending to offer
ternational association of boomer/ convention will include many the attendees information about
senior publications in North educational sessions as well as their products and services.
America, will hold its 2018 Nation- networking opportunities for On Monday evening, the top
al Convention at the Caribe Royale  publishers, editors, sales staff, awards for publishing excellence
All-Suite Resort in Orlando, Florida  and others to share their wealth  from its member publications will
from Sunday, October 7, 2018 to  of knowledge and experience. be announced at a gala awards
Wednesday, October 10, 2018. Numerous exhibitors and spon- banquet.

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

APPRAISALS Why Baltimore?

Newspapers Conde Nast Traveler
Magazines - Shoppers names Baltimore one of
Book Publishing “6 U.S. Cities to watch”
BROKERING \
Nandvyou
Proud to be the expert media financial can bring\’
valuation resource for FORBES 400 List of home tons
America’s Richest People 2017, 2016 and 2015 S

Discover the current value of your publishing entity!

Confidential « Customized * Comprehensive

EXPERT COURT VALUATION WITNESS
Testimony ¢ Depositions ¢ Declarations

follow us at www.twitter.com/kamengroup

* Custom Brokering For Media Organizations

+ Print & Digital Media Valuations & Business Plans

» Book Publishing, Video, Film, Direct, Interactive,
B2B, Listing & Database Valuations

info@kamengroup.com www.kamengroup.com

KAMEN & CO. GROUP SERVICES

(516) 379-2797
626 RXR PLAZA, UNIONDALE, NY 11556

alii

ANNUAL CONFERENCE & TRADE SHOW

INNER HARBOR g8

May 3-5, 2018




RISING STARS
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The Wind inYour Sails

by Laura Bower, 2016 Rising Star from Kapp Advertising

FoOr MANY OF US, EDUCATION IS A WORD THAT
conjures a variety of thoughts. Some of those
thoughts evoke memories, whether fond or not, of at
least 12-13 years of our childhood. These memories
may include friendships made and lost, a moment
that forever changed the course of our lives, or may-
be just memories of bleary-eyed mornings dreading
the bus ride in the pre-dawn hours.

Other thoughts may revolve around the politics
surrounding the school systems today. After all, the
news is often filled with the
arguments for and against
a national standard and
curriculum, the increasing
difficulty in recruiting quali-
fied teachers, or a myriad of
other local and state issues
that will impact our commu-
nities’ schools.

Still other thoughts may
be the hopes and fears for
our children as they move
through their education. We
hope that they are success-
ful, that their lives will be
better and easier than ours,
and we fear that they may
fail in some way that we
could have prevented.

And all of this is before
we even begin to consider
the subjects and curriculum
of education. There's read-
ing, writing, and arithmetic,
the “Three R's” of traditional
schooling. Add in a little his-
tory, maybe a science class or two, don’t forget P.E.,
and we could be back in high school, all bright eyed
and excited, just waiting to graduate so we can be off
to the “real” world where we can make our mark in life.

Some of us went off to college where, to varying
degrees, we continued our education past the tradi-
tional years. Semesters often flew by with too few
hours to divide between the chosen track of studies
and the preferred socializing. Some went out into
the work force for a different sort of education, the
school of life, where we landed jobs, moved out of
our parents’ homes, and started families of our own.

No matter the path taken to get to this last school,

“For those attending
the Spring Conference
in Baltimore, AFCP
offers a great
opportunity... to learn
valuable skills and

techniques to
further their career
and also their lives
with a choice of
several classes.”

it is one we have all eventually entered. We learn the
importance of an income that is hopefully larger than
at least our regular monthly expenses. We learn the
meaning of work, responsibility, and endurance to a
degree that school never could teach. And if we're
lucky, we learn the real meaning of family, of friend-
ship, of love. What we do from there with our educa-
tion - simply peak with these life lessons or continue
to seek knowledge and wisdom - is up to us.

Do we choose to simply live in the school of life,
letting life’s situations
dictate the direction of our
lives? Or do we choose to
fuel our own fires, provide
the wind for our sails, and
lead a life of self-education?
If we choose this latter
course, where do we begin
and where do we head once
we have started?

Let’s start with Webster.
The New Webster’s Diction-
ary of The English Lan-
guage defines education as
(hold your hats now) the
process of being educated.
That process, however,
includes encouraging the
development of the mental,
aesthetic, physical, and/ or
moral facilities of a person.
In general, this seems a
more rounded approach
that we often consider, but
one that makes a lot of
sense when thought about.

After all, many of the
lessons we learn from the school of life and that we
learned in our years of formal schooling are valuable
lessons that help facilitate our decision to continue
our education. For example, where would we be if
hadn’t learned to read and write and, just as im-
portantly, if we hadn’t learned to persevere through
challenges? Ultimately, learning is often challenging
especially when it comes time to put those lessons
into practice, like when it comes time to get into
shape or when you learn a new sales technique that
is a bit awkward for your personality style.

So where do you go to continue your education?
Do you have to go back to college, spend each night



reading some new book on sales techniques while trying
to balance and maintain a solid and fruitful home life?
That, of course, is one option. But for those attending
the Spring Conference in Baltimore, AFCP offers a great
opportunity for those who choose to learn valuable skills
and techniques to further their career and also their
lives with a choice of several classes.

Classes are offered for attendees of all skill levels and
even varying professional tracks. They are led by leaders
in the community publishing field, making them great
resources and opportunities for all attendees. These
classes can also count towards a certificate program.
This certificate provides you, the recipient, with addi-
tional accolades and proves to your employers, or pos-
sibly even your employees, that you care not only about
the necessary skills for making your company successful
in the marketplace but the continued improvement and
growth of yourself as a whole.

After leaving the conference, it is again up to us as to
what we do with our new piece of education. After all,
this will be when it is time to put your money where your
mouth is, so to speak. Have you merely attended the
conference to socialize or because your employer told you
that you should? Or have you actually learned something
that you can use to improve yourself? Can you and will
you take your new skills and knowledge and grow as an
individual and a professional and leader in your field? Can
you persevere through the painful growth period of learn-
ing and practicing a new skill in order to arrive in a better
place professionally and personally? Only you know the an-
swer to that. But I hope, like me, you will find value in and
the desire to implement the skills and techniques you learn
while attending classes at the Spring AFCP Conference.

Each phase of our life provides us with opportunities
for education. Some, like the school of life, leave the
lessons to us. Our response to the situations we are pre-
sented with often determines the amount of growth that
we get out of our life lessons.

On the other hand, some opportunities greet us in a
more formal and traditional setting, settings that we have
chosen to enter into. The teacher or mentor can do all
that is in his or her power to pass on their wisdom, but
it falls on our shoulders whether we decide to be guided
by their insight or not. We can choose to be educated, to
advance our mental, aesthetic, physical or moral develop-
ment, or we can choose to stagnate. The power over the
wind for our sails rests solely in our own hands.

As to where your education will take you, I hope you
choose to sail further than you ever believed possible. [

If you participate in

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

——— —

————

Call (800) 262-6392 for more information, or look at
the samﬁ_lg study at https://www.research.net/r/cvc2016

CIRCULATION

COUNCIL

USA Today names Baltimore
one of “Five Underrated Food
Cities on the East Coast”

~.ahdyou
can bring

home tons
of Ideas!
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Changes are taking place All Over

ELAINE BUCKLEY HAS BEEN
named the Vice President of Sales
for My Living Magazines / Ocean
Media Solutions headquartered in
Stuart, Florida.

Buckley served Harte-Hanks
Shoppers for over 35 years as the
account executive for large national
and major local accounts in a foot-
print of approximately seven million
circulation in the Southern Califor-
nia area.

Over the years she has collected
materials from senior reps, as well
as her own first-hand experiences,
and put together a comprehensive
classroom-style sales training pro-
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ruary 2018

gram. She has conducted numerous

training sessions for members of
the free paper industry.

For the members of the Asso-
ciation of Free Community Papers
(AFCP), she has long been involved
as an instructor of The Leadership
Institute (TLI).

Her competitive nature is re-
vealed in one of her side activities.
As an active card player, she has
entered and won some poker tour-
naments.

Buckley plans to retain her
Southern California home and will
continue to provide TLI training
sessions. [M
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ON THE

HORIZON
mar. may oct.
ATLANTA, GA : VIENNA, AUSTRIA : ORLANDO, FL :

MARCH 2-3, 2018

Southeast Advertising Publishers
Association (SAPA). Leadership
Forum, the Le Meridien Hotel, At-
lanta, Ga. For information contact
Douglas Fry at info@sapatoday.
com

| apr.

WISCONSIN DELLS, WI :

APRIL 6-7, 2018

Community Papers of Wisconsin
(WCP). Annual Conference, Chula
Vista Resort in Wisconsin Dells,
Wisconsin. For information contact
Janelle Anderson at janderson@
pdsadnet.com.

The Leadership Institute

Lighting the Way

Another member benefit of the

Association of Free Community Papers

Association of Free Community Papers
a c 135 Old Cove Rd. - Suite 210, Liverpool, NY 13090
(877) 203-2327 or visit afcp.org

Specialized Training Classes

Designed Specifically For
Community Publication Professionals

Seven Classes Available Online at
AFCP’s Online Learnming Center

Leads to Professional
Associate Advertising Executive
(AAE) Certification

MAY 3-4, 2018

International Classified Market-
place Association (ICMA). Spring
Conference, Vienna, Austria. For
information email icmaonline.org

BALTIMORE, MD :

MAY 3-5, 2018

Association of Free Community
Papers (AFCP) and Mid-Atlantic
Community Paper Association
(MACPA). Joint Conference and
Trade Show, the Baltimore Inner
Harbor in Baltimore, Maryland. For
information contact Loren Colburn
(loren@afcp.org) or Alyse Mittten
(info@macpa.net).

OCTOBER 7-10, 2018

North American Mature Publish-
ers Association (NAMPA). National
Convention, Caribe Royale All-
Suite Resort, Orlando, Florida. For
information call Executive Director
Gary Calligas at 877-466-2672

or email gary@maturepublishers.
com. www.maturepublishers.com

To list your conference information
in Free Paper INK,
send it to:
DINeuharth@aol.com

To list your conference information
on the AFCP website,
send it to:
Loren@afcp.org

Why Baltimore?

Departures Magazine names
Baltimore one of 9 Emerging
American Cities to Visit Now!
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afcp Community Publications Business and Service Directory

ADVERTISING SERVICES & SOLUTIONS
CREATE. SELL. PROFIT.

metrocreativeconnection.com

APPRAISALS & BROKERING
Newspapers
Magazines - Shoppers
Book Publishing

Confidential
Customized - Comprehensive

KAMEN & CO. GROUP SERVICES
516-379-2797 WWW.KAMENGROUP.COM

For more information — see our ad on page 21.

CIRCULATION

CVC Audits and

COUNCIL Readership Studies

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

TN TownNewscom

ENTERTAINMENT CONTENT
Providing its partners with free entertainment
content from our stable stable of publications,
including TV Guide, TV Weekly, Channel Guide,
HOPPER, and ReMIND magazine.

Digital Publlshlr.mg Solutlf)ns'For raskmatT
News and Media Organizations + CELEBRITY INTERVIE
www.townnews365.com 800-293-9576 : Ziﬁ'i“;!;'f:ffsm
. . . MEDIA * bip you know?
Online Solutions. Bottom-line results. 886.584.6688 nivbmedia.com/edge * REMIND ReWIND
CREATIVE SERVICES INDUSTRY NEWS
GHAPH“: AHHST EMEBGENGYS o The Free Paper
Vacation? Extended sick leave? Vacant position? L Industry’s
TSCS can cover the gaps or fill your empty po)siti'o\ns! & News Source
qrea o
TIMES-SHAMROCK/ asan [T 877-203-2327
extension E A publication of the Associatii
of your ™ of Free Community Papers
ROB JONES, MANAGING DIRECTOR team! WWW.AFCP.ORG
(570) 504-9309 o rjones@tscsdirect.cor'ﬁ\' \-/ —
DIGITAL REVENUE CONCEPTS
START A BUSINESS DIRECTORY WEBSITE FOR EMPLOYEES
o o . + Group Life
ideal directories A,

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

FOR SUBSCRIBERS
+ Affinity Group
Insurance Plans

Affinity Group Underwriters
804-273-9797

www.agu.net

CIRCULATION SUPPLIES
“from the basic to the innovative!”

%}@ STEEL CITY CORP
800-321-0350

- Make sure you see our ad on page 4 -

DIGITAL SALES TRAINING

ARK

Digital Sales Group

“lgniting digital media advertising sales!”

INCREASE YOUR DIGITAL MARKET SHARE
HANDS-ON DIGITAL SALES TRAINING

800-917-0820
info@sparkdigitalsalesgroup.com

LOCATION INTELLIGENCE

Global Leader in Location
Intelligence that drives sales!

LOCATION BASED ADVERTISING DRIVES SIGNIFICANTLY
HIGHER REVENUE FOR PUBLISHERS

@xAc

917-747-5935
www.xad.com

CLASSIFIED SALES SOLUTIONS

Software and services to take your
advertising sales to the next level!

CTGenius™

904-639-5213 WWW.CTGENIUS.COM

DISTRIBUTION BOXES - DISPLAY RACKS
AFFORDABLE - DURABLE
MADE IN THE USA

Largest Variety of Honor Boxes and Distribution
Racks for the Free Paper Publishing Industry
NTT AT ®

866-366-6166 WWW.GOPLASTICS.COM

MAJOR NETWORKING OPPORTUNITY

2018

altimerey

ANNUAL CONFERENCE & TRADE SHOW.

INNER HARBOR |
May 3-5, 2018 alep

CLASSIFIED SOFTWARE & WEB DEVELOPMENT

Exchange
Classified Ads Software

$100,000 Classified Solution
for a LOW Monthly Fee
www.allysites.com 800-247-7318

E-COMMERCE CLASSIFIED SOLUTIONS

BLUEFIN PLACE AD
THE BEST SELF-SERVICE AD PLACEMENT
SOLUTION AVAILABLE TO PUBLISHERS

978-662-3323
WWW.GETBLUEFIN.COM

Bluefin Technology Partners

Advertising Solutions for Publishers

MARKETING PLATFORM

The Only Turnkey Solution
Designed Specifically for
Local Community Publisher

BECOME YOUR
COMMUNITY HUB

LOCABLE

Publisher Network

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




afcp Community Publications Business and Service Directory

MEDIA CONSULTING PRINTING AND PROMOTIONAL SUPPORT SEARCH PLATFORMS
i SEARCH ENGINE
Design. COntent_. _Ideas. DIATRORMS
Software. Training. PR E F E R R E D MARKETPLACES
AUTOMOTIVE
[ ] Providing the knowledge, Mgrkeﬂng Solutions REAL ESTATE
° experience and technology to RECREATIONAL
help publishers grow and thrive! www.preferredms.com AGRICULTURAL
* VERTICAL & HORIZONTAL
401-455-1555 S Y STEMS :J ‘Prc?ln‘axs 800-944-3276 (ext. 0
Creative Circle L ) 800'270'1 769 T (ext. 0)
MEDI A SOLUTIONS www.creativecirclemedia.com AUTOCONX.COM
MEDIA SELLER SOLUTIONS SELF-SERVE PROMOTIONAL PRINTING
SRDS Solutions for Media Sellers ( ) ) More than a CRM Allow consumers to create flyers or

posters for delivery through existing
print distribution networks !

partner
l‘é—f@ 407.656.2777 %' Ck f Iy

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

your 24/7 business

KANTAR MEDIA | SRDS

.CO

847-375-5000 = kantarmedia.com S 10 elejelt STl ol || 949-386-4017 + pete@kickfler.co « kickflyer.co
PUBLISHING SOFTWARE SOCIAL MEDIA UTILIZATION
Merchant Card proceSSIng ){g’é’?y#g’l}lzs%RArED igg?ﬁn%géh BILLING Friends Follow
Request a free quote: \FreeomMo.  x awor oo™ 0000
1-888-697-8831 + msgpay.com MONETIZE \ ‘
hello@msgpay.com ‘ || Il |© “ | SOCIAL MEDIA. 4’» -
v Integrated software for community newspapers FINALLY! \I/‘
Ecommerce - POS m Merrimac Publ|sh|ng Manager
Mobile - Software MSG PAYMENT SYSTEMS 603-323-5077 WWW.MERRSOFT.COM Reinig@Friends2Follow.com | 801.403.7966

MOBILE APPS - NEWSPAPER SOFTWARE
AccountScout CRM Mobile App

for Sales Reps
- Advertiser Data

PUBLISHING SOFTWARE SOFTWARE SYSTEMS FOR PUBLISHERS
SCS BUILDS TRUSTED SYSTEMS

Find out why our customers call us “the best
tech support team” and say “we wish we could

HOW Publishers Profit contract with SCS to support all our products.”

[M] THE NEWSPAPER MANAGER

- Be‘rU” ads ) CRM SALES PRODUCTION BILLING

- IC_>S & AndrOI_d ) INTEGRATED MARKETING

- Linked to office database Ph: 706-750-0016 gpooras@mirbeltechnologies.com Software Consulting Services, LLC
Fake Brains Software, Inc. - FakeBrains.com 508 bulds Lusied newspaner sysems

Www.newspapermanager.com phil@newspapersystem.com 800-568-8006

MOBILE SOFTWARE DEVELOPMENT VACATION TRAVEL
INTEGRATED MOBILE SAVE ON YOUR NEXT VACATION PACKAGE

2 REAGH TOOR Cummlngs -~ CRUISE PLANNERS

AUDIENCE ON Publication Printers Since 1914

PUBLICATIONS PRINTING

W YOUR LAND AND CRUISE EXPERTS

ANY DEVICE v MAGAZINES v GUIDEBOOKS = g
v JOURNALS v HIGH QUALITY Call us today or visit us online
BAR-Z MOBILE DEVELOPMENT v CATALOGS v SHORT-RUN PUBLICATIONS NE?’7t7r;‘7lgl72chm
info@Bar'Z-COm 51 2'732'01 35 800-647-0035 CUMMINGSPRINTING.COM A Subsidiary of the Association of F.ree Community Papers
PRINTING SALES TRAINING FOR NEW HIRES
( . . _
G t P - t 2 “ The Leadership Institute / LISTINGS IN
o Yinc: - - o ' | THIS BUSINESS
Lighting the Way L |/ DIRECTORY
Send it tothe Ultimate PrintSource Y Opsning a Sals Dilg <
for the Best Service, Quality and Price 2 Waking Recommendations Using Features & Benefis " 913-461-3721
Commercial Printing v ’é?i!?ﬁé'?ﬁfs'?iw Sa_les Oblecmns_ E | | Contact:
Inserts, Direct mail, Rackcards, NCR v4 Esse"":'; Z;f:;'é"; ;:RCS‘::;‘:;S L \ \ Weno(ljy Ma‘f:D onald
: : wen afcp.or
www.UItlmatePrlntSource om afcp.org / Member Benefits / The Leadership Institute / Online Learning Center T \ Y@ p-org

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

‘national

AFCP

Association of Free Com-
munity Papers

135 OIld Cove Road
Suite 210

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

Loren Colburn

IFPA

Independent Free Papers of
America

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

CANADA

Blain Fowler

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

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

NAMPA

North American Mature
Publishers Association, Inc.

P.O. Box 19510

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

ebruary 2018

regional

CPNE

Community Papers of New
England

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

Deborah Phillips

MACPA

Mid-Atlantic Community
Papers Association

P.O. Box 408

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

MFCP

Midwest Free Community
Papers

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

Kevin Haezebroeck

PNAWAN

Pacific Northwest Associa-
tion of Want Ad Newspapers

c/o Exchange Publishing
P.O. Box 427

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

SAPA

Southeastern Advertising
Publishers Association

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

state

CPF

Community Papers of
Florida

P.O. Box 1149

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

www.communitypapersof-
florida.com

David Neuharth

CPM

Community Papers of
Michigan

1451 East Lansing Drive
Suite 213B

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

CPOWV

Community Papers of Ohio
& West Virginia

3500 Sullivant Ave.
Columbus, OH 43204
614-272-5422
614-272-0684 - fax

phildaubel@columbusmes-
senger.com

Phil Daubel

FCPNY

Free Community Papers of
New York

217 N. Franklin Street,
Suite B

Watkins Glen, NY 14891
877-275-2726
315-472-6007
607-535-2939 - FAX
dholmes@fcpny.com
www.fcpny.org
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
800-727-8745
920-924-2651
920-922-0861 - FAX
janderson@wisad.com
www.wisad.com

Janelle Anderson (ext. 108)
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COMPUTER
SOFTWARE

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

OBTAIN VALUABLE
INFORMATION TO
IMPROVE YOUR
BUSINESS AT THE

INDUSTRY’S

LARGEST

SEE YOU IN
BALTIMORE!

PUBLICATION
BROKERS

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-bro-
ker.com

frce paper

CLASSIFIED
ADVERTISING

. EMPLOYMENT

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

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

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

e Family atmosphere!

e Excellent compensation
plan with great incen-
tives!

e Great earnings poten-
tial!

e Health, Dental, Vision,
Retirement Plans

¢ Ongoing training and
development!

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

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

RATES:

Up to 30 words

$25 per issue

(additional words -
90 cents per word)

. EMPLOYMENT

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

WEEKLY PAID NEWS-
PAPER EDITOR. Seeking
Weekly Newspaper Editor
for two Community News-
papers in Clay County,
Florida. Candidate must
have prior newspaper
experience, editing skills,
writing skills, management
skills, computer/Internet
savvy, willingness to serve
a local niche community,
understand deadlines and
ability to work with a fast
paced production & mar-
keting environment while
maintaining high ethical
standards. This is a full
time position offering com-
pensation commensurate
to experience plus benefit
package. EOE Please send
letter of interest, experi-
ence and resume to jon@
opcfla.com.

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

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

. EMPLOYMENT

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

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

ADVERTISING SALES
MANAGER Join our win-
ning team and live in the
wonderful community

of South Florida! Ocean
Media Solutions publishers
of My Living Magazines,

is rapidly expanding into
Palm Beach County! We
need an experienced
Advertising Sales Manager
to provide leadership with
our Outside Sales Team.
The ideal candidate will
have a proven track re-
cord in advertising sales/
management and have
the ability to manage a
team to their peak perfor-
mance. Salary is com-
mensurate to experience,
and includes benefits.
Please email your resume
to Elaine@mediaoms.com
or call Elaine J. Buckley/
Recruiter and Trainer @
909-952-6797

WANT TO PLACE YOUR
OWN CLASSIFIED AD?

CONTACT:

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

SA3HISSVIO NI
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PUBLICATIONS
FOR SALE

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

WWW.AFCP.ORG

free paper

CLASSIFIED
ADVERTISING

PUBLICATIONS
FOR SALE

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

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 infor-
mation call 352-804-1223.

DONATE AN ITEM
TO THE RISING
STARS SILENT
AucTIoN!

IND(@)\{e Xel:le
OR CALL
|-877-203-2327

RATES:

Up to 30 words
$25 per issue
(additional words -

90 cents per word)

. MISCELLANEOUS

YOUR PUBLICATION?

MAKE SURE YOU PLACE
YOUR AD IN

QUICK TRAINING op-
tions for sparking up your
sales meetings. Check out
the 28 different Podcasts
covering a variety of top-
ics at http://www.afcp.
org/member-benefits/the-
leadership-institute-tli/
podcast-archive/

VACATION TRAVEL is
available through NCP-
travel.com which is a sub-
sidiary company of AFCP
which helps support all of
our initiatives while gain-
ing the travel benefits of
both Cruise Planners and
American Express Travel.

INCREASE REVENUE
through pay per call adver-
tising. Run small classified
ads and get paid for each
call you generate. Prompt
monthly payouts! Con-
tact Leigh Ann for details!
618-351-7570, Email@
AdvertisingResults.com.

. PEER NETWORKING

NETWORKING OPPOR-
TUNITIES - AFCP offers
publishers a change to
exchange ideas, ask ques-
tions, obtain solutions to
problems and so much
more. Join and attend
conference for an experi-
ence that will grow your
business and your per-
sonal network.

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

INK CLASSIFIEDS

EQUIPMENT FOR
SALE

INSERTING MACHINE
for SALE: 12 into 1
Muller-Martini 227 insert-
ing machine. Additional
pockets also available.
Contact Lee at Imsmith@
theflyer.com or 813-635-
3396.

NICE 6 SLOT MULTI-
publication racks for

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

IS YOUR CAREER
WORTH
5 MINUTES
OF YOUR TIME!
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WWW.AFCP.ORG
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THE LEADERSHIP INSTITUTE —
PobcAsT ARCHIVES

CONTACT:

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




Selling a NANI ad
just got easier!

Uncomplicated Pricing...
Lower Price Point...

Improved Marketing
Materials...

Profitable Sales For
Selling Members

National Coverage...

L f )l |
_‘ AIJ[\EJ - Convenience of a One

m#m i Order Buy...

Proven Advertiser
Results...

Reliable - Audited
Publishing Performance...

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

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

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



A monthly publication provided by

the Association of Free Community PRSRT STD
Papers. INK’s mission is to bring U.S. Postage
news and resources to the free e Paid
community publication industry. < Permit #22
" Slayton, MN
z 135 Old Cove Road — Suite 210
w

Liverpool, NY 13090

ASSOCIATION OF l

FREE COMMUNITY PAPERS

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

Send INK the details and any photos

for consideration to loren@afcp.org. WWW.AFCP.ORG

AFCP’S ULTIMATE IDEA SHARING EXPERIENCE

afcpN

IDEAS TO TAKE A BITE OUT OF YOUR NEXT BUDGET

This fun new conference event will
take idea sharing to a whole new level!

Participants take home cash!
Attendees take home money making ideas!
EVERYBODY IS A WINNER IN THIS GAME!

See the article on page 13 in this issue for more details...

It will take a big bite out of your sales budget!



