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Single Copy
Blocking & Tackling

Operational & Structural Efficiencies to
Protect Revenue
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Question:

A bat and a ball cost $1.10
The bat costs one dollar more than the ball.
How much does the ball cost?
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Single Copy Structures

~ Company-owned
~ Independent contractors

What’s best for you?
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SC Sales as a %
of Total Circulation

| SC Volumes/Total Circulation Volume = % of total
Circulation

- EXAMPLE: A paper with total Sunday circulation of
100k has 20,000 Sunday SC sales on average. Same
paper has 75k total dalily circulation and 10,000 daily
SC sales.

Sunday SC Sales 20,000/100,000 = 20%
Daily SC Sales 10,000/75,000 = 13%
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SC Revenues as a % of
Total Circulation Revenue

~ SC Revenues/Total Circulation Revenue= % of total
Circulation Revenue

- EXAMPLE: A paper with total Sunday circulation revenue
$350k has $70k Sunday SC revenue on average.

$70,000/$350,000 = 20%
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Single Copy
Contribution Margin

. Example: $1.5 million SC revenue,
1 $1 million SC expense

~ (1,500,000-1,000,000)/1,500,000 = 33.3%
Contribution Margin
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AvQg. Revenue Per Copy

. Total SC Revenue / total annual SC papers
sold (paid)

. Example: $1,500,000 SC Revenue, at a
25,000 SC sales per day average paper:

- $1,500,000/(365*25,000) = $0.16438 Revenue
per Copy

- How does this year compare to last year?
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AvQg. Expense Per Copy

. Total Expense/ total annual papers sold (paid)

. Example: $1,000,000 expense, at a 25,000 a
day average paper:

- 1,000,000/(365*25,000) = $0.10959 Expense per
Copy

- How does this year compare to last year?
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Avg. SC Profit Per Copy

Avg. SC Revenue per copy — Avg. SC
Expense per copy = Avg. Profit per SC paper

Example: $1,500,000 SC revenue and
$1,000,000 SC expense, at a 25,000 SC
sales per day average

$0.16438 - $0.10959 = $0.05449 profit each
paper sold
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Avg. Profit Per Copy

| Avg. Revenue per copy — Avg. Expense per
copy = Avg. Profit per copy

. Example: $1,500,000 revenue and
$1,000,000 expense, at a 25,000 a day
average paper:

> $0.16438 - $0.10959 = $0.05449
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Accounts Recelvables

~Are you tracking AR by location or carrier?

~ Do you know what stores or carriers are
causing the problems and why?

. Do you know your SC write-offs last year?
~ Do you know your SC write-offs YTD?
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Accounts Recelvables
(cont.)

. Collections Policy and Procedures: how to
handle

. Clear steps to follow: ie. Collection letters,
bond application, attorney follow-up, small
claims court
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Single Copy: Sellout %

. Sellout % = sellouts / locations / # of days
~ National Averages: 18%
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Single Copy: Market
Saturation

' You should know your number of households per
single copy location (rack and OTC).

~ Example: 30,000 households, with 100 OTC
locations and 30 racks

~ Average SC sales location every 230 Households
OTC = 300 HH/location
Racks = 1,000 HH/location

When sales do not dramatically increase or decrease as you
add or remove locations, you have reached saturation.

\



Single Copy: Scan Losses

' What are your scan losses by location?
' How much are you losing each week?

. What does 1% of total scan loss mean to you—
how much is that? Do you know?
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Single Copy: Scan Losses - Example

TYPE: 58

BILLING PERIOD
ACCOUNT: i S FROM: 8/24/2014
DISTRICT: 18847 AVON LAKE 44012 THRU: 9/14/2014

REGION: West Zone {440) 933

===> RECONCILIATION <===

Daily Daily Sunday  Sunday
Datly  Daeily Cuolculated Scanned  Daily Daily  Daily  Daily Sunday Sunday Celcnlated Scenned  Sundey SundaySunday  Sunday
Darte W/E Draws Returns  Sales Sales Unpe  Rate Adfuist Unae % Draws Retwrns  Salex Sales Unae  Rate Adivist Unac %

B/24/20%4 92 49 43 4G 3 $0.88 §2.58 £.88% 50 24 368 3z 4 §1.82 5768 1L11%
8312014 92 30 62 80 2 30.86 3tz 3.23% 50 32 28 2% 7 $1.82 1344 Z2500%
ar72014 82 21 1 73 -2 ¥0.68 {3172y -2.82% 80 18 43 45 o $182 $0.00 0.00%
1472014 82 40 52 51 b $0.86 $0.86 1.92% g g o 5} G $1.82 $0.06 #Num!
TOTAL 368 140 228 224 4 $0.86 $3.44 1.15% 180 I 1068 98 11 $1.92 24z 10.09%

‘Totat Daily and Sunday Adfustment: $24.56
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Single Copy: New
Locations

~ How are your new locations (store and
vending machines) doing?

~ Are you tracking these separately from all
others?

~ Watch them for 8-10 weeks in a separate
track.
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Single Copy: Promotions

_If you have a single copy co-promotion or price
promotion are you gaining or losing revenue
during the promotion?

~ What are impacts on sales volumes compared
to prior base period?
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Single Copy:
Operational Issues

' Draw Management

~ Return Verification

- Merchandising

"~ Route Audits

- Complete Sunday Papers?

~ Scan-Based Trading

~ On-time Press Performance

~ Collections Audits

~ Field Resources match Sales Days?
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Revenue Enhancement

~ “Extra Value” Days
~ Thanksgiving Day

Create higher value and higher $

\



Field Reviews - Audits

~Regular Store Visits

~ Document Results

~ Look for Opportunities
- Check Store Logs
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®

~ Dedicated to Service & Quality™

~ Sell Saturday & Sundays in Menard'’s
- Scan Based
- Pick up returns the day after delivery

- Retall price must match lowest price you sell in your
market

- Contact Dan Gray, 715-876-
2833
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Safety changes mandated New back-to-school styles abound

~ SPORTS PAGE Bt LIVING PAGE F1

Saveup 10 Winner of the
-)_31 2004 Pulitzer

“s for Investigative
c?n“:\%“ Reporting

One of America’s Great Newspapers
$3.00 e 238 PAGES TOLEDO. OHIO, SUNDAY. JULY 26, 2015 UPDATES AT toledoBlade.com FINAL

g Concussions ﬁFashion forward

RULING USHERS IN A NEW EHA FOR AN ENDURING INSTITUTION B T T e

Obama says
Kenya leading
way lor Alrica

President praises progress
toward democracy, growth

NEW YORK TIMES But he found himself at odds
NAIROBI, Kenya — The re- with his hosts over issues of

Use the front page to promote value.




Use Social Media to Sell

11—
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Plan your weekend today with the Peach Weekender! Published every
Thursday in print & online! hitp://tol.bz/gkpk3c

-~ Facebook
~ Twitter
 E-mall

Forget r‘eélism; latest
& installment of action
franchise delivers




Questions?

Dick Fuller
dfuller@toledoblade.com
419.724.6314
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