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Discussion Points 

• Setting the scene 
–A little something for everyone 

• PG’s tips for selling 10 million dollars 
by 2013

• How not to make to million dollars 

Presenter
Presentation Notes
Now the Presentation today is broken into 2 halfs.
The first half is for all of you who think with the left hand side of your brain – its all about numbers.
The second half is a little bit more visual and I’ll be be playing a couple of short clips, so that should suit those people who think with the right hand side of their brain. 
I also have a clip I’d like to show you on how not to sell 10 million dollars. 



Some Numbers 



Numbers

•The NZ average number 
of magazines each person 

buys in a year

30

Source - FIPP

Presenter
Presentation Notes
WE work in a very boyant magazine market. The avg number of magazines that a person buys every year is 30. Let’s compare that internationally.



Numbers

•The American Average

23

Source - FIPP

Presenter
Presentation Notes
Compare that to the American average which is only 23.



Numbers

•The Australian Average

25

Source - FIPP

Presenter
Presentation Notes
And we know that the aussies don’t read much, they come in at 25.



Numbers

•The U.K. Average

31

Source - FIPP

Presenter
Presentation Notes
The UK average is 31 but that number is skewed due the inclusion of trade titles.





Numbers

•Titles published in New 
Zealand

700
Source - FIPP

Presenter
Presentation Notes
So we buy lots of  magazines. We also produce the best magazines. Why, in addition to the 700 titles we publish in NZ, there are an xtra 3,000 international magazines that come in and get dumped from overseas. 
So that means that we need to produce the best magazines as we are in competition for the reader against the likes of Vogue/Marie Clare and Vanity Fair just to name a few. 
So we have to be very good at what we do.



Numbers

•Pig Hunting Titles

3

Presenter
Presentation Notes
Look I don’t why I put this slide in,buts all numbers related so I can justify it but there are 3 pig hunting titles.



Presenter
Presentation Notes
And here is an example of one. Have you noticed how simple the cover strategy is with these title, at acp we spend hours over what covers work and what don’t and theres even a session today about cover strategies here today. For NZ Pighunter its simple, pretty much the same shot ever issue but different pig! – or is it a different pig? And do use photoshop, a bit of work on the troters?



Numbers

•NZ’s total revenue 
magazine share 

11%

Source - FIPP

Presenter
Presentation Notes
Magazines make up for 11% of total ad share. So is that good? 

Lets have a look at other markets.



Numbers

•UK’s total revenue 
magazine share 

13%

Source - FIPP



Numbers

•Australia’s total revenue 
magazine share 

7%

Source - FIPP



Numbers

•Austria’s total revenue 
magazine share 

27%

Source - FIPP



Numbers

•Greek total revenue 
magazine share 

38%

Source - FIPP

Presenter
Presentation Notes
So what is Greece doing to get such a great ad share for magazines. I did a bit of research and an interesting strategy that the magazine community was employing. 



An example of a Greek magazine 

Presenter
Presentation Notes
Clearly they are going with the “sex sells” angle



PG’s top ten tips on how 
to sell 10 million dollars by 

2013



1. Demand the 
brief

Presenter
Presentation Notes
We have almost a submissive attitude what we take the brief from the client, also most too scared to ask too many questions. If you don’t think you have enough information from the client then you need to say so. 
Its hard enough to get a brief don’t waste the opportunity, the fact that you want to know more about the brief tells the media planner/client that you are interested in their business.
Just remember to ask the right questions, I suggest creating a briefing form which gives you a template to work with.   





2. Tap into the 
information 

available to you 

Presenter
Presentation Notes
Even if you don’t have access to a research team there is still a lot of information out there that you can use to sell magazines.

Don’t forget that the MPA produced Case magazine for you last year, there are also some great international websites you can access  



www.magazinesgetcloser.co.au

Presenter
Presentation Notes
Magazines get closer is an MPA Australian initiative and gives you lots of good case study’s that are probably more relevant to our market than the other international websites. 

There is a really good search function that you case studies demographic or category. 
 



www.ppa.co.uk

Presenter
Presentation Notes
The PPA is the UK MPA’s website.

I like the way that the site splits out consumer Ad and bus to bus Ad research. 



www.magazine.org

Presenter
Presentation Notes
If you need some inspiration go to the American MPA site. 

Click onto the Kelly Awards link and you can see all the best magazine creative that the American market has to offer. 
Its also a good idea to send clients ads off this website relating to their products – give them some food for thought, means that you are thinking about their business. 



www.magazine-
engagement.co.uk

Presenter
Presentation Notes
IPC media in the UK have a really good website. 
The have loads of research and a mini site devoted to engagement.
The site is all about how to magazines connect with consumers, and the role that magazines play in the marketing mix.



3. Know your client 
(the real client)

Presenter
Presentation Notes
I going to tell you something that may come as a shock to some you. If your not sitting down then you need to hold on to something.
Agencies lie. 
How many times have you heard the line “client didn’t like it” only to find out it never made it to the client. 
Look its not totally the agency’s fault as one off their roles is to filter out proposals for the client.
I’m not saying that you should go around the agency but make an effort to include the client on presentations. At the very least It will be  amazing how much more insight you get from the client about their business and protects your business should the client move agency’s and you find yourself starting again.  



4. Know your 
magazine 

Presenter
Presentation Notes
You are only as good as the knowledge you have about your title.
Ask yourself a question, can you rattle of the essence of your magazine in a sentence. 
The more you understand your magazine means the more opportunities you will be able to identify. Remember the client expects you to be the expert on your magazine.




5. Look at the 
magazine offering 

three-dimensionally

Presenter
Presentation Notes
More than anything, your client wants to talk to your magazines audience, the ad page is only one element. You need to think about the different touch points you can offer. 

Most of the magazines you work on have subscriber bases, are sold at POS or may even have a website or live event, these are things that you should be tapping into so you can offer the client the total solution. 





6. You need to be 
competent with the 

“technical sell”

Presenter
Presentation Notes
Video…..
If you are selling to agencies you need to remember that the dynamics have changed. 
The media planner/buyer is most probably younger and tends to rely more on the numbers as they probably don’t have confidence or sophistication the pitch a title that may be left field (or doesn’t have huge numbers).
You need to be competent with using research and there will always be a way to spin the numbers in your favour….
example 



Readership
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Source: Nielsen National Readership Survey April 07 – March 08 – embargoed until midday Friday 30th May

Presenter
Presentation Notes
Lets imagine that you are the media planner for BMW and you are looking at magazines – your target is males, top sociols living in metro areas. Now on the face of it Metro doesn’t look strong.  




Environment
Males 25-59 Socio 1-3
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Source: Nielsen National Readership Survey April 07 – March 08 – embargoed until midday Friday 30th May

Presenter
Presentation Notes
However, if you cut the numbers another way then Metro is 64% more likely to reach that particular market meaning that Metro provides a higher targeted / less wastage proposition for the client. 
So you can use numbers to support the environment of your magazine.

 



7. Build great 
relationships

Presenter
Presentation Notes
This one is for you guys who are trying to get an increase in your expenses budgets. 
The fact is that people buy people and its human nature that clients will gravitate to people they like doing business with.
We are so lucky in this market where its not so commodity driven and relationships still come into play.
All the agency guys that I started out with are either media directors or senior planners, it makes a hell of a difference when you can pick up the phone and talk to these people. �For all media cadets or new entrants to the magazine sales industry, start forging those relationships now, the ROI on this will be huge. 



8. Do you have 
“cut through”

Presenter
Presentation Notes
Remember that your clients are probably receiving 10 other phone calls from media reps every day.
What makes you so special?
Don’t be afraid to self edit guys, take a step back and put yourself in the clients shoes and ask your self what you would want from the perfect rep. 
Don’t just roll out a presentation for the sake of it, make sure that you are delivering real value. 
What makes what you do different from the other “reps”?
Over the last couple of weeks one of our reps was flown over to Port Douglas by their clients to join in on their conference, one of our other reps received flowers from one of her agencies on her birthday. Its no coincident that this particular rep knows each of her clients birthdays.
What are you doing differently from your competitors?



9. Have fun!

Presenter
Presentation Notes
The world health organisation recently released a report of the most stressful occupations.
Two of the most stressful occupations were 
1/ sales jobs 
2/ jobs involving deadlines

You need to make sure that you are working in a culture where you can have a laugh. As a manager, I always make sure we celebrate the wins and reward sucess etc ….
We work in a great industry with some great people if your not having fun then something is wrong.  





10. Sell the 
magazine category 

first

Presenter
Presentation Notes
You will remember at the beginning of the presentation, I mentioned that our total mag ad revenue share was 11%. 
Now that number has been pretty static. If we could increase that number by 1 share point, then that would generate an additional 16 million dollars for magazine category. 
My challenge to you is to make sure that every time you present to a client, you add a “why magazines” slide at the beginning of the presentation? 
Instead of trying to steal each others advertisers, we should be pushing the magazine category. 
We are in such a great position as the advertiser searches for engagement, magazines connect with their readers unlike any other media does. 
We need to keep telling people about the power of magazines.   



Thankyou
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