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PRESIDENT'S POSTINGS

Our best days are still ahead of us!

The newspaper industry has been handed its obitu-
ary notice no fewer than a dozen times in the past
decade and yet we continue to print our editions
without fanfare. Certainly there are challenges —
just as there have always been.

A few of the PNAWAN publishers were able to at-
tend the combined IFPA/ SWCP / PNAWAN confer-
ence in Reno in September and it was clear from
talking to our peers that there is plenty of opportu-
nity to go around.

The three-minute idea exchange was worth the ad-
mission to the conference with at least 20 legitimate
money making ideas to take back to our individual
markets. Sure, there were more ideas than that, but
I'm only counting the ones that | think | can imple-
ment at my publication to help me make some extra
cash.

The speakers had some out of the box ideas as well
as some old ones that we needed to be reminded
of. The TOMA (Top of mind awareness) segment
is always an eye opening one for me. Twice in my
career | have used a TOMA survey to help boost
my bottom line and | think it's time to consider it
once again. Even if your publication doesn’'t want
to invest in the full survey you can still use the prin-
ciples of TOMA to get multi-year contracts signed
with many of your service industries.

| was particularly interested in the segment on mak-
ing money using video clips, though the presenter
went so fast | could only catch about every third
word. The conference planners should have given
him an afternoon to teach his ideas. The main idea
was that it doesn’t take a king’'s ransom to get start-
ed doing video clips on your website. Video can be
away to promote your staff, your publication or your
advertisers. Getting started will set you back hun-
dreds of dollars, not the thousands we all thought
it would take.

As with every conference, the best opportunities
came while visiting with other operators, owners,
graphics and sales staff at the cocktail hour or at
dinner. | continue to be impressed with the out of
the box thinking of many of our peers in the indus-
try. | was especially impressed with our neighbors
from the north in Alberta and British Columbia. They
come with their ‘A’ game and they always bring what
seems like half their country to support the effort. I'll
never get tired of hearing Dan talk “aboot” all the

ways he is making money.

What | left the conference with was a confidence
in our products. We are, in many ways, the exact
opposite of what our big city newspapers have be-
come. They have had to become leaner, but they
still move so slow and have such a snobby attitude
about what they represent. We on the other hand,
are little speedboats that can turn quickly, speed up
when we need to, slow down when necessary (to
pick up all those mom and pop ads the dailys just
ignore) and even go into shallow water to fish a new
hole.

Our demise will only come about if we forget what
makes us different or if we begin to think we have
“made it.” We are in an industry where we are either
moving forward or we are losing ground. There is no
place for ‘the status quo’ in this industry.

As | depart as the President of PNAWAN | feel like
| have done far too little and have occupied the
president’s slot too long. Our little association is on
solid ground financially but we are losing our iden-
tity as a unified group. In my two years as president
| have gotten to know a few of you very well, but |
have never met a large percentage of our owners
or managers. Some of this might be my geography
which places me on the far edge of all of the other
publications in our network, but | believe that a part
of it is the reduced patrticipation in our joint confer-
ences. This is the biggest challenge facing my suc-
cessor and frankly, the PNAWAN Group.

We need to find a way to make being a member of
this association a rewarding and important part of
our day. If we don't work hard to stay together it will
be easy to fracture apart, becoming one of those
groups you hear about that ‘used to be’ a fun group
to participate with.

| appreciate the friend-
ships | have made
along the way and
pledge to continue to
do my part as just an-
other member to move
our association for-
ward.

Regards.

Jay Lenkersdorfer
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COORDINATOR'S CORNER

Back in the saddle again....

A Greek philosopher once said “The only constant is
change.” That statement also applies to PNAWAN,
specifically the desk of the Coordinator.

As you probably know by now, Tamara is no lon-
ger with The Moneysaver, and therefore no longer
acting as PNAWAN Coordinator. So these tasks
fall back to me. There’s been some juggling, some
fleshing out, and a bit of chaos in the last couple of
months. But with the help of everyone involved, the
transition should be seamless.

Every year PNAWAN holds a “Best Ad Contest”
with all of our member papers. We encourage you
throughout the year (September 1 through August
31) to set aside some tear sheets of what you be-
lieve to be some of your best work. Then when noti-
fied, attach them to poster board and send them to
the PNAWAN office, according to the instructions
given.

This year | received entries from just 6 publications.
We then shipped them off to the local college for
their graphics class to critique and judge the ads
they deemed best in each catetory.

The judges have made their decisions for the 2011
PNAWAN Best Ad Contest. Here is the winning
list:

Best Black & White Ad - Little Nickel Classifieds,
The Claremont Apartments

Best Spot Color Ad - Little Nickel Classifieds, For-
eign Engines Inc.

Best Process Color Ad - The Giant Nickel, Indoor
Comfort Solutions

Best Ad Promoting PNAWAN - The Exchange,
What Can The Exchange Do For You?

Best Special Section / Issue - The Exchange, The
Big Horn Outdoor Adventure Show

Best Ad Campaign - The Moneysaver Lewiston,
Primeland- # Saturdays ‘Til Christmas

Best Automotive Ad - The Moneysaver Lewiston,
Valley Car Sales

Best Retail Store Ad - The Moneysaver Lewiston,
Hay’s Pumpkin Patch is Open

We would really like everyone to be able to see the
winning ads, so | have asked these winning publica-
tions if you could please arrange to have a PDF file
of their winning ad(s) emailed to me. I've received
response from only one publication so far, so we will
try to get them posted on our website.

Thanks to everyone who took the time to pull their
best ads and then sent them in for the contest. It's
never too early to start saving them for next year.
Your only expense is getting them shipped to the
PNAWAN office.

Remember that when you sell a PNAWAN ad -
classified or display — your name goes in the hat for
a $75 drawing at the end of each month. And for the
first ad you sell to a brand new customer, you will
be given $10 each at the end of the month. So, let’s
keep those ads coming!

Thank you so much for your support.

Linda Beck
PNAWAN
Coordinator

Linda Beck
PNAWAN Coordinator

The deepest principle
in human nature is the
craving to be appreci-
ated.

--William James

You must have a goal...
It's just as difficult to
reach a destination you
don't have as it is to
come back from a place
you have never been.
--Zig Ziglar

There is none who can-
not teach somebody
something, and there is
none so excellent that
he cannot be excelled.
--Baltasar Gracian

Lost, yesterday, some-
where between Sunrise
and Sunset, two golden
hours, each set with
sixty diamond minutes.
No reward is offered, for
they are gone forever.
--Horace Mann

If you are going to
achieve excellence in
big things, you develop
the habit in little matters.
Excellence is not an ex-
ception, it is a prevailing
attitude.

--Colin Powell

Be vigilant; guard your
mind against negative
thoughts. Pull yourself
out of bad ways as an
elephant raises itself out
of the mud.

--Eknath Easwaran

I don’t care how much
power, brilliance, or
energy you have, if you
don't harness it and
focus it on a specific
target, and hold it there,
you're never going to
accomplish as much as
your ability warrants.
--Zig Ziglar
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A WORD FROM THE
NEW PRESIDENT

First order of business....To our outgoing president,
Jay Lenkersdorfer, thank you for a job well done! |
know | have large shoes to fill. (Figuratively speak-

ing)

| came to work for The Nickel in La Grande, OR
in 1990. | have worked in every capacity, delivery,
graphics, classifieds, billing and sales. Everything
about this business is personal to me. When people
talk about The Nickel of La Grande they may as well
insert my name.

| refuse to believe that print media is a “Dying
Breed”. Our days of sitting back and just watching
the ads roll in may be over, but that’s ok, we are up
to the challenge!

| am looking forward to serving as your PNAWAN
President and hope to share my passion for our in-
dustry with you.

“Lets Do This!”

Susy McBride, Publisher
The Nickel

susy@lagrandenickel.com

Are you maximizing your
paper’s credibility?

If you haven’t completed your lat-
est CVC audit, show customers
and potential customers your pub-

lication’s strengths by contacting
CVC at 1-800-262-6392 or visiting
www.cvcaudit.com. It's included
as a benefit of your membership
in PNAWAN, so why wait?

Susy McBride
PNAWAN President

Know Your Numbers for
WRAP Displays!

All ads measured in SAU column
widths

36 papers participate in WRAP
Price per SAU column-inch var-
ies by paper

No minimum number of paper
choices or editions!

You're an
interesting person!

Or at least one of your coworkers
is. What's new, funny, or notewor-
thy lately? Send news and tips to
info@pnawan.org




PNAWAN WRAP - FALL 2011 -5

PAPERCHAIN UPDATE

October PaperChain update

We had several people stop by and look at the Pa-
perChain booth at the recent IFPA conference in
Reno, Nevada. We are still in need of purchases
that can be attributed to the PaperChain sponsored
listings in SRDS. Ifyou have such a purchase please
email the information to briangay@mchsi.com.

There were a few people who sat in on a presen-
tation by David Crawford from Standard Rate and
Data Service (SRDS) about the next contract for the
PaperChain. Please let your association know just
how much you rely on this service for contacts with
ad agencies.

As we reflect on last year, PaperChain continued to
have success with the SRDS we found that many
of the PaperChain members received buys from ad
agencies that were never contacted by the paper.
The only logical conclusion is that those ads came
from the PaperChian sponsored listings in SRDS.
Personally, | believe this is the best investment for
our industry.

Just to recap, the committees have been busy work-
ing on various projects.

* The Campaign Committee did a contest for ads
that could run in member papers. They just com-

pleted design work for new pop up banners for
tradeshows. We were spending more on shipping
than the new banners will cost.

* The Member Relations Committee is responsible
for the Link & Learn program and the new Link &
Earn program. They are also working on a member
survey.

» Then Technology Committee has been working
on posting to the PaperChain blog and have added
many facebook and twitter messages. Keeping up
with today’s technology is not an easy task.

* The Administration Committee is negotiating the
new contract with SRDS for the coming year(s).
They also function with numerous duties assigned
by the chairperson.

» The Public Relations Committee is working on
finding a charitable organization for PaperChain to
support.

As we move into next year and the following years
PaperChain needs to know what you want and ex-
pect from your involvement. Please complete the
survey that will be sent out before the end of the
year. That is the best way for the committees to
know how to serve you and your association bet-

PNAWAN TREASURERS REPORT

Fiscal Year Ending June 30, 2011

Checking/ Savings:
CDS oo $148,375.91
Checking .......ccoeeveennnnns 26,701.91
0] 7= | KN $175,077.82
Income
Classified Ad Sales ....$91,118.75
Misc. Income ........ccceeen..... 257.92
DUES ..o, 3740.00
Wrap Ad Sales ............. 15,422.74
Interest Income................ 2219.92
Total Income ................ $112,779.33
Expenses
Commissions .............. $77,100.99
Office Supplies .......ccccee..... 230.75
Administration ............... 11,024.50
Postage .....ccccvvvvvviiiiiiiinnnn. 330.02
Telephone ......ccccccvvveeeeeennn. 108.56
Internet & Database ........... 559.34
Bank Charges .......ccccccceeenn. 67.00

Legal & Professional ........ 1650.00
Promotions

Free Paper Assoc. ........... 2500.00
Printing .......ocooeiiiiiieeeee, 842.71
Bad Debt ..........oovvvvvvnnnnnn. 1639.40
Conference .......cccceeunn. 10,964.17
Mileage ........coeevvvviiiiiiieeeen, 58.00
Circulation Audit ............ 14,912.07
Refunds ..........oovvvvvvviinnnnnnn. 306.43
Tax & License .......cccc....... 1227.00
Total Expenses ............ $122,906.94
Net Income........cccoeeeees 10,127.61

Compare to Last Year - Fiscal Year Ending
6/30/10:

Total Income ........... $149,525.85
Total Expenses ......... 143,562.79
Net Income ........cceveee. 5963.06
Income Taxes
Federal — Overpayment of $600, $300 applied

to 2011 estimated tax. Receiving refund of $300
State of Idaho — Overpayment of $659, $300
applied to 2011 estimated tax. Receiving refund of
$359
State of Oregon — Due $150
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PNAWAN
OFFICERS

PRESIDENT:
Susy McBride,
The Nickel,
LaGrande

VICE PRESIDENT:
Terri Bragg,

Giant Nickel,
Kennewick

TREASURER:
Diane Johnson,
Moneysaver,
Lewiston

SECRETARY:
Linda Beck,
Moneysaver,
Lewiston

COORDINATOR:
Linda Beck,
Moneysaver,
Lewiston

JOINT CONFERENCE REPORT

Hello Reno,

The tables and slots didn’t know what hit them when
members of the PNAWAN/SAPA/IFPA organiza-
tions strolled into Reno for their joint annual confer-
ence September 29-October 1. But, of course there
was lot's of training, good food, and camaraderie as
well. On the first day, we walked in to find multiple
colored t-shirts with a smiley face on them placed
on each chair, needless to say that sparked every-
one’s imagination. It was an ice breaker. Each table
had a different color shirt for each chair and each
table had a number on it. On each table there were
guestions that were important to our business. Each
table had 3 minutes to answer each question and
then had to move to another table that was num-
bered, so everyone ended up at different tables with
different people every time. It was a great way to
meet new people and hear their perspectives on the
same things that we are facing in our organization.
We got to pick and choose from several different
topics of training that ranged from sales to manage-
ment over the course of three days. The training
was excellent; the accommodations and food was
fantastic as usual.

From a sales manager’s perspective, these types
of trainings are very beneficial to the survival of

Paul from Burley, ID listens
intently to Mitch Henderson

The training was excellent as you
can see...no nodding heads

what we have taken for granted for many years.
We are all facing difficult challenges that are testing
our abilities as owners and managers to maintain
a profitable business and organization. We have to
ask ourselves daily what is our value to our com-
munity and are we proud of our product. We have
to look for ways to move forward and become more
progressive, not reactive. We need to find ways to
make money without spending it. As an organization
(PNAWAN), we have the tools to make this happen.
We know that standing alone; we can only last so
long. But, if we band together for a common goal,
great things are possible. | am very fortunate that
the Moneysaver has always been very training ori-
ented, and | always look forward to attending these
conferences and see that other papers in PNAWAN
feel the same way and invest in their employees.
Training is an investment, and having it in Reno
may have been a gamble. But, we are asking our
customers everyday to gamble on us. So, don't you
want to lower the odds by training your sales staff
and winning?

Ray Martin
Sales Manager
Moneysaver, Lewiston

Garth was like a sponge soaking in
all the great information

Michile, Pat, and Liz enjoy
some breakfast
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FROM THE WATER COOLER

The month of October is Food Drive month at
the Moneysaver in Lewiston. We're encourag-
ing our customer to bring in non-perishible food
items to be donated to the YWCA Food Bank. In
exchange we will give them $1.00 off the price
of a classified ad, although we’ll take donations
with or without placing an ad. This was an idea
that came from the on-going need for donations
by all the local food banks, and we selected this
one because it's not readily recognized by other
food drives. Employees are urged to bring items
in for donation as well.

When we contacted the YWCA to let them know
what we were doing, they were thrilled. We'd love
to fill our van with food items to be delivered to
the Y. Everyone is encouraged to keep your local
food banks in mind, especially as we head into
the winter months. Gardens are just about done
for the year, and the demands on food banks has
shown a steady increase in the past few years.
This trend may very well continue as long as the
economy and job market are down.

LOOKING AHEAD

Elizabeth Bragg reports that AFCP is partnering
with ICMA (International Classified Media As-
sociation) for their next conference April 19-21
2012 at the Sheraton Atlanta Hotel in Atlanta,
Georgia. This is a rare opportunity to see how
our industry is evolving all over the world. Mark
your calendars! More details will be announced
as they develop.

Handy Ad Submission Tips

Submitting a classified to the
PNAWAN office online?  Use
the “notes” field for category
preferences as well as other
things you want me to know about

the ad. Your customer wants our
new bi-weekly member? Mark a
random paper the customer didn’t
select and tell me in the notes
which paper it represents.

Know Your Numbers for
PNAWAN Classifieds!

# papers X # weeks = # editions
Minimum 12 editions to run an ad
$6.25 (+10¢ per word over 25) per
edition

25 words, 12 papers, $75.00/week
25 words, all 41 U.S. papers,
$256.25/week

25 words, all 7 Canada papers,
$87.50/2 weeks

25 words, all 48 PNAWAN papers,
$300.00/week




PNAWAN HAS 278,005
PROFURNITURE BUYERS

The 300%}31 ‘PNAZVAfN cir(cjl.ﬂatilon- auci;t a'rflid | CIRCULATION
readership study irom Circulation Verication _
Council has revealed that 278,005 people VERIFICATION

who read your publications plan to buy furniture C O UN C 1L

and/or home furnishings in the next 12 months.

OCIATION ¢
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That’s real buyers. Buyers your advertisers can reach.

Do you know how many are from your publication?
If not, call CVC today to schedule a 30-minute sales

training call or webinar. PNAWAN
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