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PRESIDENT’S MESSAGE:
2017-2018 MACPA
BOARD OF
DIRECTORS

This is a busy time for most community papers.
Spring activities are starting. Home shows are
scheduled, and people are planning their home
improvement projects.
I’m writing this article far away from MACPA
territory; I’m temporarily staying on the west coast,
helping in a family emergency. Being away from
home has reinforced for me the importance of
community journalism. I wait impatiently to see the local news in our
paper, and feel connected with home with every article. I’m reminded
of why we do what we do, and how much it can mean to our readers.
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MACPA’s new dues structure is now in place. The board has
adopted a new dues structure that reflects the audited circulation of
the members. Our initial roll-out in the last newsletter was
premature. The board tweaked it just a bit to benefit both our
members and the association. You’ll find details in the letter that is
being sent with your dues notice, explaining how our dues fund the
major benefit of our audits.
Speaking of audits, MACPA’s intern Cara is working with a number
of our members to help them bring their audits up to date. She’s
been nominated for an award—Berks Best in Computer Science—in
part because of the work she has done for our association. If you’d
like to see if Cara can help with your audit process, be in touch with
Alyse at the office. It’s a member benefit that helps the whole
association, since we base our rates on our audited circulation.
One of the best things about MACPA is the way it brings people
together. Getting to know other people in the free paper industry,
and having the chance to learn from them, is one of the best reasons
to be an active member. Just this month, MACPA lost a member
who was an inspiration and good friend to many of us. George
Wilbanks, owner and former publisher of the East County Times in
Baltimore, died on February 28 at age 85. His daughter Nancy
Morales continues as publisher. George was a past president of the
MACnet board. His sense of humor and down home common sense
made meetings, and out-of-meeting discussions both instructive
and fun. We will miss him. Our sympathy to his wife Geri, to
Nancy, and to his publication family.
If you haven’t already, take a moment today to register for the joint
MACPA-AFCP conference in Baltimore, May 2–5. The conference
will feature a line of great speakers, activities and vendors, and a
chance to spend time with friends in the industry, old and new.
Looking forward to seeing you all there!
Sincerely,
Ruth Isenberg, President
journalruth@gmail.com
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What’s in this issue
of the Messenger:
• Free Community Paper
Industry Branding
• How Do You Define
Success?
• Why Ask Questions In
Headlines?
• Metro Creative
Graphics - Featured
Associate Member
And more!!

MACPA OFFICE
10 Zions Church Road, St 201
Shoemakersville, PA 19555
1-800-450-6631
info@macpa.net
www.macpa.net
www.macnetonline.com
________________
Audit Assistance
cara@macpa.net
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SALES CORNER: AMATEUR VS.
PROFESSIONAL
By John Foust
What sets advertising amateurs apart from
professionals? Let’s examine some key skill areas.
1. Amateurs do most of the talking in sales
appointments. Professionals do most of the
listening. When they meet with prospective
advertisers, they work to learn marketing goals.
They concentrate on discovering “pain points.”
And they learn about the results of previous
campaigns. That’s accomplished with questions –
along with attentive listening.
2. Amateurs use puffery in ad copy. Professionals
use relevant information. They stay away from
empty claims and exaggerations like
“unbelievable,” “fantastic” and “incredible.”
Instead, they focus on specific features and
benefits that mean something to readers.
3. Amateurs sell one ad at a time. Professionals
sell campaigns. The best ads are not stand-alone
sales, they are elements of bigger marketing
campaigns. By taking the time to develop an
overall strategy, professionals have a guideline to
follow. There’s no mystery about what to do next.
They simply follow the plan.
4. Amateurs create spec ads before learning the
prospect’s needs and developing a marketing
strategy. Professionals believe it’s important to
diagnose the patient before writing a prescription.
I cringe when I hear stories of ad ideas that have
been created without doing any homework first.
Most of those ads are laughably off target.
5. Amateurs don’t know the difference between
image ads and response ads. Professionals know
that distinction can make or break advertisers’
expectations. Image ads are designed to create and
strengthen brand identities, while response ads are
designed to motivate consumers to “buy now.”
6. Amateurs see print and digital as separate
entities. Professionals know that print and digital
work together to project a cohesive brand image for
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their clients. In today’s multi-media environment,
the companies with strong marketplace identities
understand that everything must work together.
Logos, type fonts, benefit statements, theme colors
– they all play important roles.
7. Amateurs run anything their advertisers
request, because they don’t want to risk
offending paying customers. Professionals know
they’re obligated to stand up for solid advertising
principles (with diplomacy, of course). I’ve never
seen a sales person’s business card that listed
“Order Taker” as a job title.
8. Amateurs wing their way through
appointments. Professionals provide prospects
with a printed agenda and follow it carefully. They
know how to keep things on track. They stay away
from running down rabbit trails that can derail a
presentation. It’s a matter of respecting the other
person’s time and making a professional
impression.
9. Amateurs don’t care about typography.
Professionals understand that type has been called
“the voice of print” for a good reason. They know
that all upper-case type should be used sparingly
in headlines – and almost never in body copy.
They understand the nuances of serif and sans
serif fonts. And they know how to use line-breaks
to create readable headlines.
10. Amateurs think they know everything.
Professionals are not complacent. They strive to
learn more about their prospects, their market,
their competitors, and advertising in general.
There’s truth in the old saying, “The biggest room
in the house is room for improvement.”
COPYRIGHT LINE
(c) Copyright 2018 by John Foust. All rights reserved.
CREDIT LINE
John Foust has conducted training programs for thousands of
newspaper advertising professionals. Many ad departments are
using his training videos to save time and get quick results
from in-house training. E-mail for information:
john@johnfoust.com
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SPECIAL EDITION: CONFERENCE
SCHEDULE
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SPECIAL EDITION: CONFERENCE
INFORMATION
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5 March/April 2018 www.macpa.net www.macnetonline.com

SPECIAL FEATURE: WHO ARE OUR
ASSOCIATE MEMBERS?
Our Associate Members are some great
companies that are here to help your
publication thrive. They all offer many
services and products that will help you do
just that. Let’s take a moment and learn a
little bit about our Associate Members.

photos, online E-sections, and special section
templates. If you are looking for these type of
resources, contact them today!

Ask-CRM offers a sales software that is
designed specifically for the publishing and
media industry. It is easy to use and the
perfect addition to make your sales soar!

Instant Mobile Advertising Group provides
a mobile marketing campaign that is easy to
setup and use. This marketing campaign
includes standard text messaging as well as
picture or video messaging. If you're ready to
take your advertising capabilities to a whole
new level, this may be right for you!

Bar-Z provides mobile solutions for your
publication. From mobile apps and responsive
websites to cloud-based CSM and Data
Management. Bar-Z can help you better equip
your publication to help you thrive in the fastpaced world of smartphones.

Saturation Mailers Coalition is a coalition of
saturation program mailers, including free
paper publisher, shared mailers and coupon
envelope mailers who share a common
interest in maintain fair and reasonable postal
rates and regulations.

Circulation Verification Council, also known
as CVC, is probably one of our most loved
benefits! They are the third party audit
company that provides our members with
their publication audit. These audits are a
great resource which provides your
advertisers with the information they need to
know when it comes to advertising in your
publication.

Software Consulting Service provides
complete publishing, digital asset
management and advertising systems for
publishers of any size! Learn more about
them today!

CoolerAds provides a way for you to have
the display and classified ads in your
publication reach a larger network. If you’re
interested in learning more about them and
how they can help you, contact me today!
JB Multimedia offers a great service for your
publication. With their flip-page services your
publication appears as it does when it's
printed out but online and with a flip-page
capability. The MACPA office uses their
services for the Messenger!
Metro Creative Graphics can provide you
with advertising, creatives and editorial
resource! They have a vast variety of stock
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SRB Communications is a full-service
advertising and marketing agency that is here
to help you! They specialize in multicultural
markets, media relations, public relations,
community outreach and broadcast
production. They help their clients build
brand awareness through many avenues.
SRDS provides a platform where media
buyers can go and find all the information
they need for their advertising campaign.
Your publication can be a part of this
platform!
This is just a preview of what each of our
associate members can offer. Contact each of
them today if you could utilize their services
at your publication!
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ASSOCIATE MEMBER CORNER: BAR-Z’S
NEW MOBILE PLATFORM FOCUSES ON
FLEXIBILITY TO MAXIMIZE REVENUE
We live in a changing mobile world. With over
80% of U.S. mobile users now owning
smartphones, and spending an average of five
hours daily using them*, smartphone
technology has certainly changed the way that
we live and work. Mobile apps are now many
people’s go-to resource for local information,
news, entertainment, communication, shopping
and more. With their growing usage in the
market, they’ve also become an increasingly
important component for publishers as they
look for new strategies to increase audience
engagement and digital revenue.
The speed and flexibility of mobile
solutions continues to evolve right
alongside the smartphones
themselves.
Developing mobile solutions since
2008, Bar-Z Mobile Development
has been at the forefront of these
industry changes. The company
offers a comprehensive mobile
solution which includes native
iOS and Android mobile apps,
responsive websites and an online
content management system. BarZ’s platform has had several
iterations through the years. The
company shifted from its initial
templatized approach which
minimized time to market, to an
image-based home screen that
focused on a more customizable look and feel.
The newest iteration of the Bar-Z platform,
known by this Texas company as the “Alamo
Release”, offers the ultimate combination of
quick time to market, complete customization
and flexibility designed to enhance revenue
potential.
Bar-Z’s Alamo Release offers a unique modular
format, enabling publishers to showcase a
variety of content types, listings, images and
slideshows on a dynamic screen layout.
Whereas the previous software featured a static,
graphic-based interface that was limited to the
size of the device screen, the Alamo Release
offers a scrolling design that highlights content
The Messenger

without limits. Similar to the familiar scrolling
of a website, the new app format offers
extensive area “below the fold” to present
breaking news, featured events, or top
categories of content to users without the need
to navigate further into the app.
The interface, content and layout can now be
dynamically updated for on-the-fly changes
offering publishers important benefits. Changes
to the previous graphic-based interface required
an app rebuild and resubmission to the app
stores, limiting the ability to make
major updates. The Alamo Release
was designed from the ground up
to support such flexibility. Bar-Z is
ensuring that clients gain new
benefits with the Alamo Release
while not losing features that
made their apps standout, and
thus, the platform still supports
custom graphic screens for clients
that would like to stick to their old
design.
Bar-Z’s Alamo Release has created a
substantial impact on revenue
opportunities. Dedicated “appwithin-an-app” sections and
sponsorship content can be added
at any point to coincide with sales
cycles, not an app development
cycle. The platform’s modular
“blocks” allow publishers to present content in
a variety of shapes and sizes to fit the needs of
each unique market or rate card. The Alamo
Release has also introduced push notifications
by topic, and additional banner, interstitial and
native advertising options to maximize revenue
potential.
If you are interested in exploring the new
revenue potential of a best-in-class mobile
solution, call Bar-Z. They can develop a mobile
product that you will be proud to introduce to
your market. Contact them at 512-732-0135 or
info@bar-z.com.
*Sources: comScore, February 2017, Flurry Analytics, March
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OUR ASSOCIATE MEMBERS

JB Multimedia, Inc.
Justin Gerena
P.O. Box 704
N. Bellmore, NY 11710
888-592-3212 x710
888-592-3212 (main/fax)
www.jbmultimedia.net
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Ask- CRM

Robin Smith
18903 Island Drive
Hagerstown, MD 21742
301-859-4777
301-800-275
www.ask-crm.com
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