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Using NAA “Plan Book Methods,” Janesville (WI) Gazette Deploys New Special 
Event “Blitz,” Garnering Over $100,000 in New Online and Print Revenue, in One 
Week!  
 
The Challenge: 
In times of an uncertain economy and rumors of a recession, The Janesville (WI) Gazette 
was looking for an opportunity to shore up new multimedia revenue opportunities from 
dormant newspaper advertisers, as well as, have a program that would be attractive to 
new advertiser categories.  It was also essential that this advertising program be 
developed with variable “price points,” so it could appeal to a wide range of advertiser 
categories. With these goals in mind, the Gazette blended their print and online assets 
into the “Special Event Sales Plan,” and sought the assistance of The Blinder Group for 
its deployment. 
 
Synopsis: 
Instead of approaching advertisers with long-term contract agreements for advertising 
commitments for each month of the year, the Gazette opted to offer advertisers a “cost 
effective” opportunity to purchase one or more high-frequency weeks of advertising 
focusing on special events, sales or promotions they may have planned over the next 12 
months. In short, the newspaper opted to take a lesson from the NAA (Newspaper 
Association of America) “Plan Book” initiative, which stresses that advertising reps 
should meet with advertisers to assess their long-term goals, and then craft advertising 
solutions to help them during their planned promotional periods. 
 
With this program offering, advertisers were invited to purchase these pre-packaged, full 
weeks of print and online advertising at a palatable “combo” rate.  
If the advertiser agreed to purchase one or more of these weeks during the sales call, in 
advance of their actual placement, the newspaper was prepared to offer them: 

 100 column inches of guaranteed print ad placement within the first section of the 
newspaper, for each week they requested, with no extra charge for color.  

 50,000 impressions guaranteed online ad placement “above the fold” on the story 
pages of the newspaper’s Web site for each week requested. 

 A free “pick up” ad in the Gazette’s “TMC” product: the “Jotter.” 
All within the pre-selected week(s) they desired. 
 
The rate offered, for each week purchased of pre-committed advertising, was $1000 for 
both the print and online elements combined. This translated to a rate for the combined 
program at more than a 50% discount off what would usually be charged. However, for 
the advertiser to take advantage of all this value, they had to commit to the program by 
“close of business” on the day that the presentation was made.  No exceptions were 
made! 
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“The Gazette sales reps did a stellar job in conveying the sense of urgency when 
scheduling the appointment,” stated Jane Bruce from The Blinder Group, who performed 
sales training calls with the reps in Janesville. “The reps stressed the importance of 
having the final decision maker (or all the decision makers) at the meeting, and let 
everyone know that this opportunity was so fantastic that a same day decision was 
required.” While there were a few clients who resented having to make an immediate 
decision, most advertisers understood and were happy to comply.  It was stressed that this 
was their only opportunity to take advantage of this program and they could not add 
additional weeks beyond what they committed for on that day. The reps came prepared 
for the sales calls with a list of sales, promotions or special events that the advertiser 
traditionally runs, along with a calendar so that the client could easily choose their weeks.  
As each event was discussed, the rep advised the advertiser on which package would be 
most effective.  Several advertisers committed to multiple weeks, at varying levels. 
 
“The program was an overwhelming success, said Dan White, Vice President of 
Advertising Sales for the Janesville (WI) Gazette. “In the five-day ‘blitz,’ the Gazette 
generated over $100,000 in new incremental business. This package was integral in 
helping us close first-time advertisers, as well as generate additional weeks of advertising 
above annual commitments.”  
 
Blinder Group Support: 
Mike Blinder of The Blinder Group made an initial visit to the Janesville Gazette to 
conduct strategic planning with senior managers, as well as conduct an initial training 
session with the traditional salespeople of the newspaper to instruct on: 

 Prospecting new multimedia business 
 The basics of multimedia marketing and how the medium works  
 Best practices in selling online solutions 
 The benefits of bringing interactive products to market 
 Methods for using the Web to garner more market share  
 How to attack the competition with online offerings 

 
The training also included content informing the sales staff of The Blinder Group’s return 
visit, in which “4-legged” sales training/closing calls were performed with the reps, to 
assist in the launching of this initiative. Salespeople were urged and encouraged during 
the meeting to set up a large amount of appointments, with qualified “decision-makers” 
of area businesses. 
 
During that training, the sales staff was supplied with proven support documents that 
reinforced the training, as well as provided an appointment-setting script to assist them in 
setting up the calls.  
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Sales Support Materials 
The Blinder Group also assisted in the production of the associated sales support 
collaterals necessary for this program’s deployment. A simple, easy-to-follow multiple-
page flyer was developed so the advertisers (and the sales team) could easily grasp the 
features and benefits of the sales program being deployed. Too often media companies do 
not graphically explain the online portions of sales programs in an easy-to-follow 
manner, thus creating confusion during the sales process. The Blinder Group has vast 
experience in creating such sales presentations. 

(JanesvilleFigure#1.jpg - Sample pages of the multimedia presentation created by The 
Blinder Group) 
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(JanesvilleFigure#2.jpg – “Sample “leave behind” created by the Gazette Marketing 

Department) 
   
Download the entire sales presentation used on Blinder Group sales calls at: 
http://www.blindergroup.com/articles/Blinder-Janesville-SalesMaterials.pdf 
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Guaranteed Revenue Generation: 
One of the key elements in ensuring sales success of this initiative is garnering advertiser 
approval of meeting attendance, as well as the validity of the concept in general. Some of 
these advertisers are new to marketing their business online and feel wary of trying new 
ideas. One of the most effective means of accomplishing attendance and acceptance is to 
introduce the advertiser to an industry respected “outside” consultant who has had 
success with similar programs, with similar businesses, in similar markets, all across 
North America.  That is why many media companies contract with The Blinder Group to 
perform “4-legged” sales training closing calls with traditional ad reps, to assist in the 
launch of programs like the one defined in this document. Also, during these assisted, “4-
legged” sales training/closing calls provided by The Blinder Group, the accompanying 
salesperson learns new, valuable techniques in how to sell innovative programs, like this 
one, in an effective manner.  
 
The Blinder Group has a proven track record of generating high “closing” ratios, 
resulting in significant revenue, for client media companies that have deployed this form 
of advertising sales initiative.  During these assisted, “4-legged,” sales training/closing 
calls, with the sales reps in Janesville, The Blinder Group achieved an 85% “closing 
ratio” during the initial 1st visit, when the call was performed in front of a “qualified 
decision-maker,” resulting in over $100,000 of new print and online revenue during the 
initial week of deployment. Once the initial training week was completed, the sales 
people continued to sell the program resulting in more revenue for the Janesville (WI) 
Gazette. 

 
(JanesvilleFigure#3.jpg – “Screen Snap” of Blinder Group sales call report as issued 

daily to newspaper management during sales “blitz” week) 



The Blinder Group, Inc. (727) 847-2464 profit@blindergroup,com  6

 
 
 
 
 
“I have to ‘take my hat off’ to Dan White at the Gazette,” exclaimed Mike Blinder, 
founder and President of The Blinder Group, Inc., a multimedia consulting and sales 
training firm, based in Tampa, Florida. “Dan had the vision to put together this program 
that mimics the logic of the NAA’s ‘Plan Book’ sales strategy.  However, rather than just 
sit with the advertiser and plan their entire year’s traditional print advertising, this 
solution forces a ‘blend’ of online and print as part of the solution. It also helps the reps 
see the value in taking online products to their advertisers, on every sales call.” 
 
 
Local Client Contacts: 
Dan White, VP Newspaper Ad Sales 
Janesville (WI) Gazette 
608 754-3311, dwhite@gazetteextra.com 
 
Blinder Group Lead Associate: 
Jane Bruce 
(813) 310-0427 
jane@blindergroup.com   
 
 
 
Download this case study at: 
http://www.blindergroup.com/articles/Blinder-Janesville-CaseStudy.pdf 
 
  
  


