
Mega Summit East 
2019

John A. Newby
Founder – 360 Media Alliance



Assumptions
 Future of  Content Delivery is Digital – NOT PRINT

 Demographics of  Print Audience Revenue Not Good

 Print Advertising Revenue to Remain Challenged

 Digital Revenue WILL NOT Offset Print Loses 

 New Non-Print & Digital Revenue MUST be Found

 Most Don’t Have the Digital Scale to Win This Way

 Print Model Must Adapt to Survive 





To Capture The Victory - You
Must Understand The Future!



Who Will Feel The Next 
Recession Worst?

* Retail Sq. Feet Per Consumer in U.K.  =  13

* Retail Sq. Feet Per Consumer in Canada  =  22

* Retail Sq. Feet Per Consumer in U.S.  =  42

Retail Space Has Grown 5X

Faster Than Retail Sales!

Let That Sink In!



Seismic Societal & 
Demographic Shirt Underway

Boomers

(Have The Dollars, They Are Retiring or Preparing 
For Retirement)

Millennials & Gen X 

(Mush Less Materialistic & They Seek More 
Interaction And Community)



 Sense of  Community

 Retail is About Experiences

 People Want Less

 Hassle to Millennials

 GenX needs to be stimulated

 1984 = 6-7% HH $ on Apparel

 2016 = 3% HH $ on Apparel

 Retail paired w/Restaurants

Emerging Shopping Patterns



PLACE Becoming More 
Important Than PRODUCT!



Humans Retain When

10% of what we read

20% of what we hear

30% of what we see

60% of what we hear and see

70% of what we say

90% of what we do (Experiences)



The Ultimate Battle Field
Main Street Vs. Wall Street



For News-Media and 
Businesses

It’s All About LOCAL



Education is Power!

$1.00 Spent w/chains = $0.10 Tax Revenue

$1.00 Spent w/locals = $0.40 - $0.70 Tax Revenue

1 Million Spent w/chains = $100,000 Tax Revenue

1 Million Spent w/chains = $4-7,000,000 Tax Revenue

10 Million Spent w/chains = $1,000,000 Tax Revenue

10 Million Spent w/locals = $4-7,000,000 Tax Revenue



Being Local is A Key

 Wall Street is Destroying Our local Main Streets 
Which Weakens Local Media.

 Wall Street Doesn’t Support Local Media

 Communities Can Support Local Media (what’s in it 
for them)

 Be Community Advocates, be their Champions

 Ability to Tap into Local/Regional Tourism Dollars

 Capture Chamber, Main Street, Local Government 
Dollars By Being Their Champion.



What if You Helped 
Local Business To Win

 Build Your Brand through Local Businesses

 Local Marketing Machine for Local Businesses

 Cross-Promotion with Local Businesses

 Strength of  Collaboration with Local Businesses

 Build Your Community with Local Businesses

 Build New & Local Revenue Stream

 Strengthen the Shop Local Mentality



Hyper-Local Loyalty 
Campaigns



OTHER STRATEGIES



Easy Event Strategy

 Only Need 1 Dedicated Body to Start

 Start with 4-8 Events Per Year

 Start Small & Build as Comfort Level Increases

 Seek Partners/Sponsor Dollars

 Gain Community Partners (Civic Groups etc.)

 Find Your Community Niches

 Unleash Your Products to Promote – its FREE



Event Anyone Can Do!
The 1st Saturday Gathering

Work With Long-Standing Events Such Farmers Markets and So 
Forth

Work with other Events to Bring Under the Umbrella

Car Shows 

Flea Markets & Garage Sales

Craft Fairs & Pop-Up Marekts

5K/10K Runs/Walks & Community Bike Rides

Local Food Trucks

Sell Partnerships To The Community Gathering



Digital Signage



Still Print Savings
 Federal Holidays (Approximate $30,000/yr. Savings)

 Overall Frequency (Approximate $150,000/yr. Savings)

 Your EZ-Pay Funnel (Approximate $240,000/yr. Savings)

 Year Long Sampling Program

 Customer Service & Retention Efforts

 Embrace Consolidation & Synergies

 NIE is Still Powerful

(Assumptions Based on 15,000K Print Circulation)



MUST  LOVE  CHANGE

“If you don’t like 
change, you will like 

irrelevance even less.”
Gen. Shinseki



New Approach

“Change isn’t 
mandatory, neither is 

survival.”



Value of Repeat Loyalty




