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As we strive to balance revenue needs and circulation number needs, subscription
discounting continues to be a topic of discussion and misuse. Below is our latest
guidance concerning circulation discounting. Please contact me if you plan to do
something else with discounting.

Renewal Subscriptions — Do not offer price discount promotions

Our most loyal subscribers are our active ones. More than any other pool of customers
they are reminded at least weekly the value of our product. Many in this group take
advantage of our annual discount (the one year subscription price) and are excellent
prospects for Easy Pay if that option is offered for your paper in the future.

Simply put, we should never offer discounted renewals. Papers should avoid ROP
and full run inserts (i.e. blanketed offers) that reach current customers with highly
discounted offers for new subscribers. This creates uncertainty and can lead to your
market expecting continued discounts. Use “value added” options to renew like free
classified ads, reader rewards certificates, travel mugs, cookbooks, etc., or other ideas
that are generally valuable to a user but not as expensive to us.

All discounted promotional “introductory” offers for new subscribers should run as single
copy inserts, an ROP ad in your TMC/shopper to non-subscribers or as a direct mail
piece to non-subscribers. If you must run an ROP ad or full run inserts like a sample
edition, then you should clearly note the offer is for first time subscribers only. A new or
first time subscriber is someone who has been expired for six months, or more.

In extremely rare cases a loyal subscriber may bring in an introductory offer or simply
cannot afford the regular discounted annual price. If you feel you will lose this specific
subscriber, then you should use price discounting to save the subscriber, or accept the
introductory offer. But these should be on a case by case basis and an exception. We
also know that some papers operate a stop saver program and a discounted price is
one of many tools they use to keep the subscriber.

New Subscriptions for In County — we should discoun t but not give the paper
away

New in county subscriptions are like gold — we cherish them and want more of them.
Out-of-area and out-of-state subscriptions are not nearly as valuable to our advertisers
and are more costly to us. Never offer discounted offers to out-of-county

audiences

Many circulation managers believe the easy route to gain in-county subscribers is to
offer a lower introductory price and forget about the customer and hope they renew.
We believe however the introductory price sets the stage for what rate they will pay in
the future and large discounts make it more difficult to get the customer to renew at our
full rate. Similar to so many issues in business, we need to strike a balance.



We believe the introductory price and any “value added” offer (yes — a discounted price
plus a classified ad) you offer should generate a call to action by the recipient. A large
discounted introductory price will generate customers that are much more difficult to
step up in price and thus cause higher churn.

We believe a published price that is $5.00 off the 1-year subscription price and $3.00 off
the 6-months subscription price along with “copy” that explains the discount off of single
copy (and with most papers at $.75 single copy this is a huge discount) and the ‘value of
the content” is the recommended new subscription offer for our papers. The “copy”
should include the reasons why your paper is so successful today — local sports,
editorial page content and advertisements including coupons if applicable are but a few
reasons why readers enjoy your newspaper. And finally, you need to make sure the
offer communicates it is for new subscriptions only.

And repeating what was communicated earlier — this new introductory price to new
subscribers should be targeted to non subscribers only. You should make every
attempt possible to avoid blanket offers in your market — we believe it is a bad idea to
promote discounts to current customers. Your periodic sample copy days may be the
exception. You should customize the sample offer by making sure the ad or insert
communicates to the reader the special nature of the sample copy day and that the offer
is good toward new subscriptions only.

In summary, we believe there is a positive and beneficial role for discounting but we
also recognize that poor use of discounting causes higher churn, and increased
expense to continue regaining the same high risk customers. Our guidance above is
intended to show how your paper should be discounting to generate new subscriptions.

The circulation manager, bookkeeper and GM/publisher have all been copied on these
guidelines, so each of you can work together to assure acceptable discounting efforts.

A few successful new and renewal offers are included with this memo.

We appreciate your efforts growing circulation — this remains a critical part of our
company’s success. Feel free to contact me at 502-513-1146 or e-mail me at
khogan@Icni.com if you have any questions about discounting to new subscribers or
need help with promotional ideas.




Price Point Promotion
The attached ad is
designed to reach
potential subscribers
who are price sensitive.
The $20.10 for 2010 offer
gives folks an
opportunity to receive
the newspaper for a
shorter length of time
with a lower out-of-
pocket cost. This
promotion can be used
again in 2011, but with
$20.11 for 2011.
Weeklies can begin the
promotion around April
of 2011, semi-weeklies
can start running the
promotion around the
end of May or the first
part of June, and tri-
weeklies can promote
the offer around the first
part of August. This
offer would be valid for
new subscribers only.

$20.10 for 2010!

Subscribe to The Kentucky Standard

for the remainder of 2010 for only $20.10!

» Receive comvenient, home delivery” 3 days/week through Dec. 31st, 2010.
» Mongy-saving als inside every edition of The Kentucky Standard

« Sunday coupons from SmartSource®

. PLUS...

' * Sports
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: « Community Notes

= *Entertainment
+ Breaking News & information
and so much more!
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Reader Involvement
Promotion

The “How much is your
Name Worth ” promotion is
designed to engage the
reader in a fun, puzzle type
promotion to get them
involved in determining
their discount. The reader
can use the letters in their
name to calculate the
discounted amount they
can receive on an annual
subscription purchase.
When using this
promotion, be sure to
include some guidelines,
such as: First and last
names only, no Mr. Miss or
Mrs. And no nicknames or
hyphenated / maiden
names. This add does not
ask for it, but you should
always ask for an email
address. Thisis also a
new subscriber only
promotion.

How much is INEWS-JOURNAL

K
money when you
Subscribe to the Central Kentucky News-Journal

ABC EIFGHI KLM

65¢ 35¢ 50¢ 22¢ 60¢ 40¢ 25¢ 70¢ 40¢ 55¢ 60¢ 80¢ 75¢

NOPQRS UVWXEYLZ

65¢  35¢ 45¢ 60¢ 45¢ 27 65¢ 45¢ 59¢ 62¢ 80¢ 72¢

Write your name in the grid below (one letter per box). Fill in the corresponding money amount for each letter. Total the amount. That’s
your total discount off the regular rate! First and Last names ONLY. No Mr., Mrs., Ms., or Miss. No nicknames or maiden names.

Your name saves you

Address: Regular Rate
City: Minus total Discount
State: Zip: Pay This Amount
Phone:

* Regular Subscription Rates: Local $45 - Elsewhere in KY $63.60 - Out of State $76
CKNJ +P.O. Box 1138 *Campbellsville, KY 42719
L
VISA ‘% @ ) NEW SUBSCRIBERS must not have been a subscriber for the last 6 months. Fill-in the blanks above

or mail to the CKNJ with payment to receive your 1-year subscription discount. Hurry, offer ends soon!

>1< sk * x




Value-Added /
Reader Rewards

Find ways to reward your
loyal subscribers and

add value to their
subscription purchase.
The Central KY News
Journal ’s advertising and
circulation departments
worked together to sell
and create Reader
Rewards Coupons for
anyone purchasing a 1-
year subscription to the
newspaper. Reader
Reward coupons can be
used for new or renewals.




This offer can be
good for new and
renewal customers.
The promotion was
very low cost for the
newspaper.

The two departments
worked together with
local advertisers to
offer free or
discounted coupons
to local businesses
and help drive foot
traffic for the
advertiser. They
received great
feedback from
advertisers who were
excited to go out and
begin using their
coupons.




The Value of Subscribing

Educate your single copy
buyers on the value of
purchasing a subscription.
Use BIG numbers and
lettering in the
advertisements to show the
percentage of savings they
get by moving from a single
copy purchaser to a
subscriber of the
newspaper. The bottom
coupon on this ad allows
subscribers to select the
price point that works best
for them, but points out the
“Best Deal ” is the 1-year
option.




Free Gifts

Everyone likes to
receive something for
FREE. The Perry
County News offered
a Free Cookbook with
every new l-year
subscription
purchase. Since
cookbooks are
typically very popular
gifts, they offered
their current
subscribers an
opportunity to
purchase a cookbook
for the low price of $5
plus the cost of thel-
year renewal.

Make sure you
include a space for
the subscribers
phone number and
email on all coupon
offers!




