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Promotions Competition



• Promotions Competition Goals

– Share good ideas

– Recognize the best

• Entry categories

– Subscriber Acquisition 

– Subscriber retention and/or customer service 

– Single Copy 

– Newspapers in Education

– Third party or other verified circulation 

– Brand Marketing

• Judging Criteria

– Results

– Creativity

• Awards

– Seven entries will be recognized  among 4 categories

• Entry volume



Subscriber Acquisition



Second Place
Circulation 25,000 or less

Subscriber Acquisition

Second Place
Circulation 25,000 or less

Subscriber Acquisition

The Herald-Times
Bloomington, IN

Fall Special Free-Standing Insert



Newspaper:  The Herald-Times

City: Bloomington, Indiana 

Circulation Group :  <25,000

Category and Name: Subscriber Acquisition 

Name of Entry: Fall Special Free- Standing Insert 

Submitted By:  Tim D. Smith

Phone:  812-331—4203                             

E-Mail:  tsmith@heraldt.com

Title: Hoosier-Times Group Circulation Director 

Objective: Find a way to communicate our biggest subscription savings of the year to non-subscribers. 

Results: We’ve gone to the dogs to sell subscriptions!  We used the power of the word STOP!, combined 
with the cuteness of a puppy and a really good discount to sell a huge amount of subscriptions during our 
Fall Special sales period.  We inserted single copy, had carriers and DM’s sampling and placed them in 
various high traffic pick-up areas. 

Final results: This pup did not disappoint.  We had 765 Fall Special starts from 8/10/2010 to 
11/10/2010!  





First Place
Circulation 25,000 or less

Subscriber Acquisition

First Place
Circulation 25,000 or less

Subscriber Acquisition

The Janesville Gazette
Janesville, WI

Lucky 777



Newspaper:  The Janesville Gazette

City: Janesville, WI

Circulation Group :  <25 thousand

Category and Name:  Subscriber Acquisition

Name of Entry: Lucky 777

Submitted By:  Sara Miller & Lon Haenel

Phone:  608-755-9430 or 608-755-9423

E-Mail:  smiller@gazettextra.com or lonh@gazettextra.com

Title: Marketing & Circulation Director

Objective: To create urgency with a short-term expire date

Results: Creative was developed around a “casino” theme, along with a very aggressive offer: 7 months 
of 7-day delivery for $7 per month.

Final results: The one-time insertion in regional TMCs yielded 38 new customers, who placed their 
order on a pre-pay only basis.



� Short-term, aggressive offer.

� One-time Sunday drop in regional 
shopper products to non-subscribers.

� Pre-pay only

� Activated across three sales
channels- web, call center, and mail back.

Sample of Lucky 777 



First Place
Circulation 25,000 to 50,000

Subscriber Acquisition

First Place
Circulation 25,000 to 50,000

Subscriber Acquisition

The Daily Journal
Kankakee, IL

School Donation Promotion



Newspaper:  The Daily Journal

City: Kankakee, IL

Circulation Group :  25 - 50 thousand

Category and Name:  Subscriber Acquisition

Name of Entry: School Donation Promotion

Submitted By:  Craig Campbell

Phone:  815-937-3870

E-Mail:  ccampbell@daily-journal.com

Title: Circulation Sales Manager

Objective: Drive subscription sales, promote our newsroom’s “Education in Crisis” six-part series, and 
give new subscribers the opportunity to donate to a local school with a subscription purchase.

Results: Through a targeted Direct Mail campaign, as well as promotion through Single Copy inserts, our 
“School Donation” promotion achieved 200+ subscription sales. By purchasing a subscription, new 
customers donated a portion of their subscription payment to 44 different local elementary, junior high 
and high schools.

Final results: This promotion was very successful for us, and highly popular for attracting new readers. 
Our timing couldn’t have been better. We ran this promotion during May and June of 2010, a time when 
our local schools were struggling with well-publicized budget deficits. By promoting our newsroom’s 
“Education in Crisis” series, and promising to donate a portion of proceeds on all subscription sales sold 
during this promotion, we hit an emotional nerve with the public and got the results we needed.



� 200+ new subscription orders sold during 
promotion. 

� 44 local schools received donations from
new subscribers in this promotion. 

� 63% of all new orders paid. 

Free Standing Insert



Direct Mail piece: Full page ROP Ad:



First Place
Circulation 50,000 or more

Subscriber Acquisition

First Place
Circulation 50,000 or more

Subscriber Acquisition

Peoria Journal Star
Peoria, IL

eJournal Star



Newspaper:  Peoria Journal Star

City: Peoria IL 

Circulation Group :  50 - 100 thousand  (select from:  <25; 25 – 50; 50 – 100; >100 thousand)

Category and Name:  Subscriber Acquisition

Name of Entry: eJournal Star

Submitted By:  Angie Lyons

Phone:  309-686-3174

E-Mail:  alyons@pjstar.com

Title: Circulation Sales Manager

Objective: To increase readership and  awareness our digital newspaper

Results: We did not start promoting our e-Journal Star  until October of 2010. We have promoted it as an 
additional product for $1.00 per month to our current 7 day print subscribers 

Final results: From October to December  we  acquired  510 e-Journal Star subscribers. This number of 
subscribers will give us an additional $6120 in revenue  each year. 



� Ad runs 2-3 times per week ROP

� Over 500 customers subscribed to it in the first 2      
months available

� These 510 subscribers will generate an additional 
$6120 in revenue 

Sample of ROP ad ran promoting e-
Journal Star



Subscriber Retention



First Place
Subscriber Retention

First Place
Subscriber Retention

The Janesville Gazette
Janesville, WI

EASYPAY & Retention Life Cycle



Newspaper:  The Janesville Gazette

City: Janesville, WI

Circulation Group :  <25 thousand

Category and Name:  Subscriber Retention and/or Customer Service

Name of Entry:  EASYPAY & Retention Life Cycle

Submitted By:  Sara Miller & Lon Haenel

Phone:  608-755-9430 or 608-755-9423

E-Mail:  smiller@gazettextra.com or lonh@gazettextra.com

Title: Marketing & Circulation Director

Objective: To grow the life-cycle length of Gazette subscribers, thereby reducing churn.

Results: In an effort to defend a hyper-aggressive rate increase, the Gazette created stronger retention
life-cycle marketing practices.  At a current discount of 10% off standard, EASYPAY is the most aggressive, 
standard rate.  In addition to EASYPAY playing a key role in preventing increased subscriber churn, our 
fall of 2010 rate increase– a 12.5% rate hike-- has further elevated the value of EASYPAY in our customers’
lives.

EASYPAY is promoted at every possible opportunity:  web, telemarketing, e-mail marketing, direct mail, 
insert media, ROP, billing statements and stuffers, and billing envelopes- both circulation and advertising,

Final results: Since our September 2010 rate increase, we have grown our circulation volume.  In fact, 
we’ve grown our volume of EASYPAY customers by over 15% since August 2010.  Our 5,800+ EASYPAY 
customers account for more than 27% of our entire home delivery base.   



� Enrollment forms included with every circulation 
billing statement.

� ALL billing customers receive telemarketing 
pressure to enroll in EASYPAY, usually 1-3 days after 
receiving their statement in the mail.  They continue to 
receive telemarketing pressure as they approach their 
service suspend date, as well.

�Website banner ads with EASYPAY pull-through to 
support ongoing campaign.

EASYPAY & Retention Life Cycle

GazetteXtra.com banner ad for EASYPAY pull-through
EASYPAY registration forms inserted into 

subscriber billing statements



EASYPAY & Retention Life Cycle

Subscriber 

billing 

statement and 

envelopes

Last Day Paper flier delivered by shortage drivers



Single Copy



First Place
Single Copy

First Place
Single Copy

The News-Gazette
Champaign, IL

Free Friday



Newspaper:  The News-Gazette

City: Champaign, IL

Circulation Group :25 – 50 thousand

Category and Name: Single Copy

Name of Entry: Free Friday

Submitted By:  Melinda Carpenter

Phone:  217.351.5601

E-Mail: mcarpent@news-gazette.com

Title: Free Friday

Objective: To increase sales numbers while directing traffic to stores.

Results: During the 3 week period compared to start of the program, there was an increase of 471%. The 
newspapers were purchased by the stores at a reduced rate and passed out free to their customers.



Sample of in-store signage



Sample of ROP ad



Newspapers in Education



First Place
Newspapers in Education

First Place
Newspapers in Education

The Janesville Gazette
Janesville, WI

3rd Annual NIE Golf Scramble



Newspaper:  The Janesville Gazette

City: Janesville, WI

Circulation Group :  <25 thousand

Category and Name:  Newspaper In Education

Name of Entry: 3rd Annual NIE Golf Scramble

Submitted By:  Sara Miller

Phone:  608-755-9430

E-Mail:  smiller@gazettextra.com

Title: Marketing & Newspaper In Education Coordinator

Objective: Create awareness of NIE with a fun-filled day of golf. Money raised helped provide 
newspapers in our area schools.

Results: The Gazette’s NIE program started its annual golf scramble fundraiser in 2008. Each year 
awareness and participation has gone up. Numerous golf challenges are held on the course to raise money 
for NIE. 4-person best ball competition with 1st place plaques awarded to the winning team. Boxed lunches 
were served to all of our players and appetizers were provided after the event while numerous raffle prizes 
and giveaways were handed out. Hole sponsorships also contributed to amount raised.

Final results: Over $2900 was raised in one afternoon for NIE.   



� Over $2900 raised in one 

afternoon.

� Each year awareness and 

participation grows.

Sample of 3rd Annual Golf Scramble Fundraiser



Additional Samples 3rd Annual NIE Golf Scramble Fundraiser

Trophy art for 1st place plaques

Web ad for awareness & alternate registration



Best of Show



Best of ShowBest of Show

The News-Gazette
Champaign, IL

Free Friday



Newspaper:  The News-Gazette

City: Champaign, IL

Circulation Group :25 – 50 thousand

Category and Name: Single Copy

Name of Entry: Free Friday

Submitted By:  Melinda Carpenter

Phone:  217.351.5601

E-Mail: mcarpent@news-gazette.com

Title: Free Friday

Objective: To increase sales numbers while directing traffic to stores.

Results: During the 3 week period compared to start of the program, there was an increase of 471%. The 
newspapers were purchased by the stores at a reduced rate and passed out free to their customers.



Sample of in-store signage



Sample of ROP ad


