
Circulation Growth and 
New Revenue Venues  
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LEARNing More  
Circulation Idea Service 



Two Goals For Today…  
For You To Find One Idea That 
Will Cut Expenses or Increase 
Revenue Enough To Pay For Your 
Trip… and, get invited back.  
 

 









NIE As a Profit Center 



 Research shows that students do better in 
schools that utilize newspaper in 
education literacy programs. 

 

  



Testimonials 

 “Our teachers really value the newspapers as teaching tools. 
They teach current events, but also incorporate math 
activities, science from the weather pages, and English and 
writing skills. The Newspaper In Education program really 
benefits our students.” -Florence City Schools 
Superintendent Kendy Behrends 

 “Some of our children would never see the newspaper if it 
wasn’t provided in schools….they get so excited on the days 
when we use the newspapers. They really are a living 
textbook…. It’s an invaluable resource.”  -Micki McWilliams, 
Cherokee Elementary Teacher 

 “Thank you for letting us read the newspaper. It helped me 
start reading better and faster than other kids. I feel better 
about myself now…I’m catching up to the best readers in 
class.” - Rogers School 6th grader 

 

 



YES NIE Can Be A Profit Center 

Finding The Right Person 

Who are we seeking… 

 Professional Sales Approach  

 Design and marketing skills 

 Respected in their field   

 Willing to take NIE and Make it theirs 

 A fundraiser 

 



Ideas That Drive NIE As A Profit Center 

 
  
 
  Ask People 



Every 

Quarter… 

 

 

Ask People 









Ask The 50 Wealthiest  In Your 
Community To Lunch 

 
 

 

 

 



Donate up to $500 
Receive 1 full color 

3x6 Sunday ad in the 

TimesDaily Actual value of Ad: 
$991.60  

 

Donate $501 to $900 
Receive 1 full color 3x8 
Sunday ad in the TimesDaily 
Actual value of ad: $1148.80 
 

Donate $901 and up  
Receive 1 full color 3x10 (1/4 
page) Sunday ad in the 
TimesDaily Value of ad: 
$1306 
 

 



Have advertising 

Sales Reps contact 

Their Accounts for 

donations.  
 

 

 

The Sales Rep earned 15% of 

Donation amount for amount 
under $500.  

 

If they raised over $500 from  

an account they earned 30%.  

 

 



Other Ideas… 
 

 
  
 

Christmas Basketball Tournament 
 

Silent Auction where merchants donate items 

 

New wording on customer bills --- EXAMPLE: Students score 

much higher on test scores if they have a teacher that uses the 

newspaper as a part of their lesson. Would you like to sponsor a 

child for a year to provide them with a newspaper at school for 

only $7?  

 
 
 
 
 



Sell Something 
That Will Grow In 
Your Community 

 
 
 





My Publisher Said NO! 
His Concerns 
 Can’t Use Newsprint To Run Baby Pictures 

 

 Design the Promotion So that it did not exclude the 
outlying areas and lower demographics 

 

 Design The Promotion so those that don’t have computers 
(Older Demographics) Could Contribute 

 

 Get Enough Partnership Money To Pay For House Ads 

 

 Get Enough Partnership/Ad Dollars to pay for the calendar 
BEFORE they were printed 













NIE VACATION DONATION 



NIE Ideas 
The St. Petersburg Times Newspaper in Education eBuy for Education 2011 

online auction will take place from May 13 through May 22. 

One hundred percent of funds raised will be used to provide free newspapers and 

other educational resources to Tampa Bay area teachers and students. 

By supporting Newspaper in Education (NIE), you are directly impacting classrooms in 

our community and helping to improve students' academic achievement, create lifelong 

readers and cultivate informed and engaged citizens. 

Last year, more than four million newspapers were distributed to Tampa Bay area 

classrooms in Pinellas, Hillsborough, Pasco, Citrus, Manatee and Hernando counties last 

year at no cost to schools, teachers or students. 

Your participation in eBuy for Education 2011 will help NIE continue providing a 

 

"living textbook"  

the St. Petersburg  

Times - to Tampa Bay  

area classrooms at no  

Cost to schools,  

teachers or students. 
 



Sell the plates… 
with proceeds 
going to NIE 
on Special Days  



So what is a Newspaper Professional to do… 

Expense Cutting Ideas 
 
 
Move all of your NIE newspapers to 
the smallest day of the week.  
  
  
  
 



The key to finding a new 
revenue stream in our 
current newspaper culture 
is to be able to implement it 
without adding expenses 
and with very little risk... 

  
 Gone is the day where we can take a risk on an idea 

that might add revenue. Publishers are less likely to 
step out on faith than they were a few years ago.  
  
 





Add Sunday 
Newspapers 
to ADULT 
education 
programs  





What is a Core Value? 



Core values drives our choices.  

We organize our operation according to our 

CORE VALUES.  

 
Our personal value structure was programmed in us from our 

growing up years. Our parents or grandparents, our church 

or other family members tried to instill in us a set of values 

and we want to instill in you a set of work values for your 

job. 

 

We could just give you a handout and tell you this is our 

Single copy core values, but I think it is important to tell you 

WHY these core values are important to us. 

 



Single Copy Core Values 

 
n More outlets 

n Better position(s) 

n Constantly adjust draws (Maximize sales and 
minimize returns) 

n Verify count on all returns 

n Attractive functioning racks 

n One route per household 

n Promote Promote Promote Restock Restock 
Restock 

n Constant communication with editorial regarding 
the front page 

 



 Intro To The  

 

 

 

 Spend the most  

time where it will do 

you the most good 

 

 



More outlets 
 

“Single copy is not about growing units, it’s 

about continuously maintaining and 

growing locations. When you continuously 

maintain and grow locations, the units will 

follow.” 

 







                             Better Position 
 





Manage Draw At the Location 
Level 





Draw Regulation 

 Do it weekly   
 

Sales patterns change. Trends shift. You need to be on top of 

them if sales are to be maximized. When draws are regulated 

only once a month, sellouts can go undetected for weeks, 

causing lots of lost sales. When draws are reviewed and 

regulated weekly, sellouts go down, as do returns, and sales 

go up. Make sure someone who knows what they are doing 

has the responsibility to do this weekly, and that it gets done 

religiously.  

 



 Vary draws by the day of the week.   
 

Sales differ at most outlets each different day of the week. 

You will sell more on food day than most other days, for 

example.  

 

Thus, in setting a new draw for this Wednesday, 

look at sales at the outlet for last Wednesday, and several 

Wednesdays’ previously, instead of comparing the Tuesday or 

Monday. That’s why recent day-by-day sales history for each 

outlet is so important and so helpful. 

 



Gather returns daily, where possible.   

Pick up yesterday’s unsold newspapers 

while you deliver today’s draws, if possible. 

This gives you quick input on sellouts, plus  

you can use the returns for other things.  

Most dealers like that too, since space to 

store returns is not always conveniently  

available to them. 

 



Double sided 
Rack Cards 



Count and Verify  



Count them!   

 
Count every one. Treat returns like you would 

money, because they are money. Ideally, someone 

not in the circulation department receives the 

bundles of returns and the lists of where they 

came from, then opens each bundle and counts 

them, and verifies in writing to Circulation and to 

Accounting that the numbers on the lists are 

backed up by the same number of copies. 

Discrepancies should be reported and investigated. 

Check editions, too. If home delivery editions are 

not sold in racks or at a dealers, yet come back as 

returns, something is wrong! 



Whole copies only.   
If you take headers, instead of whole newspaper, 
you are probably being cheated by some who sell 
the newspaper minus the header and they get 
credit for a return, too. I’ve seen this happen in 
several markets.  

If you just accept peoples’ word or affidavits, you 
are surely being ripped off by many! Yes, it costs 
more money perhaps to deal only in whole copies, 
but you will get it back in added revenue and 
added net paid credit. 

 



Eye Catching Racks… 





Make A big deal 
out of big 
deals… 



Rack Cards that grab attention 



Use some of those returns.  
Fill the back copy files from returns, to save 
newsprint.  

Use Returns for tear sheets from returns, also to 
save newsprint.  

Sample with sections from Sunday returns, mid-
week.  

Use some Sunday returns from that week to 
deliver as a bonus to new subscribers who are sold 
and started during the following week, and count 
them in net paid, per ABC rules, etc. 

 





Single Copy Manager Read This 

Everyday… 
 
 
 “Single copy is not about growing 
units, it’s about continuously 
maintaining and growing 
locations. When you continuously 
maintain and grow locations, the 
units will follow.” 



Bingo 





Tom Kaspari 

 

The Kaspari Shuffle racks 



Remind 
readers the 
value of 
reading your 
newspaper 



www.circulationidea.com 
 
 
Like Us On 

http://www.circulationidea.com/


Bringing you over 500 Years of 
Circulation Experience Each Month 

We bring you the top circulation experts in the industry: (Over 500 Years 
experience) Ron Anderson, Jerry Bellune,, Phil Hanna, Frank Mastromarino, Bob 
Bobber, Bob Dobson, Keith Foutz, Aileen Hood, Max Heath, Jim Martin, Debbie 
Keenan, Mike Zinser, Fred Foutz, Tony LeBlanc, Peter Gutierrez  and Steve Learn. 
PLUS our “Hot idea” section from newspapers across the country and Canada. 
 
 
 
 
Also providing quality training and development material. 
2356.710.3390 
clearn2007@yahoo.com 

www.circulationidea.com 
  
  
 

mailto:clearn2007@yahoo.com

