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Over 200 magazine and newspaper titles. 
Over 3,000 ad sales reps trained in 7 countries. 











This	is	all	about	us	crea/ng	
be2er	conversa/ons	about	
our	total	marke/ng	op/ons.	
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Think	like	a	teacher.		Keep	it	
simple.			
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86%	of	people	are	visual	
learners.	
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Awareness	Ads	 Need?	

Purchase	Consumer	Buying	Cycle	

Personal	Considera@on	

Social	Influence	Yes	No	

Doubt/Valida@on	

Social	Ad	Campaign	

Print	Ad	Campaign	

Event	

eNewsleLer	
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Advertising is not a one and 
done proposition.   



You have to reach 
potential customers in 

multiple ways on 
multiple days. 
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I’m sorry… We are moving 
all of our ad dollars to 

Facebook. 
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Why?  Please be specific. 
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70% of Facebook members do NOT 
reside in North America. 

Average age of a FB user is 31.   

So, you have a FB page… now 
what? 
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Only 33% of all Facebook users say that 
they learn about new brands on Facebook. 

-eMarketer 
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Unless you pay to promote a 
Facebook® post only 1-2% of 
your “fans” or “likes” will see 

your post. 



The fastest growing group 
of new users on Twitter 
and Facebook are aged 

between 55 and 64 years 
old.  Source: Neotericuk 
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Source:		Inc.com	



I’m sorry… We are moving 
all of our ad dollars to 

Google Ad Words. 
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50% of Google Ad Word leads are 
“soft”.  That means 50% of your 

money spent is wasted.  	

-BSM	Research	Survey	of	$5k	spent,	2015	
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Average conversion rate for the Google 
search network…  ONLY 5.63%! 

-Wordstream via Smartinsights.com 
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We are not doing any print.  
Print is DEAD! 
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More magazines launched 
in 2015 than were shut 

down. 
Source:		PwC	Global	Entertainment	and	Media	Outlook	2015-2019,	Ontario	Media	Development	Corp	 
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PwC expects some growth in the 
overall magazine segment for the 
next five years, as the magazine 
industry reaches US $98.1 billion 
by 2018, up from US $97.1 billion 

in 2013 (a CAGR of 0.2%). 

Source:		PwC	Global	Entertainment	and	Media	Outlook	2015-2019,	Ontario	Media	Development	Corp	 



61% of readers took action 
as it relates to magazine 
ads regardless of the ads 
position in the magazine.  

Source:  GfK MRI Starch  



Customers are influenced by 
magazines more than any other 
media when considering new 
products or services.  Media 

ranks in this order:  Magazines, 
Internet, newspapers, radio, TV. 

Source:  GfK MRI Starch 
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Print is not trackable like 
digital.   
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Print is Trackable!   
But, Mr. Advertiser,  you 
willing want to take the 
needed steps to track 

it? 



Vanity URL 
Call tracking 

Unique ad content 
QR Codes 

Google Analytics 
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I’m sorry… We are spending 
all of our money on Search 
Engine Optimization. (SEO) 
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Awesome.  So, what will 
you do to promote your 
business for the next 6 
months while your SEO 

plan rolls out? 



“…it takes 4 to 6 months to 
start seeing results.” 
-Josh Steimle, Forbes 



Ok… so how do  
we sell it? 





PRINT DIGITAL EDITION

The Smiley Pete
Total Value: $6,395

Discount Price:
$4,157/month

Savings: $2,238 (35%)

The Colonel
Total Value: $5,562

Discount Price:
$3,615/month

Savings: $1,947 (35%)

Big Blue
Total Value: $4,340

Discount Price:
$2,821/month

Savings: $1,519 (35%)

The Henry Clay
Total Value: $2,250

Discount Price:
$1,463/month

Savings: $788 (35%)

The Tail Wagger
Total Value: $1,635

Discount Price:
$1,063/month

Savings: $572 (35%)

E-NEWSLETTER SOCIAL MEDIAWEB ADVERTISING

Invest in an
affordable
media plan.

4X Discount 5%  •  6X Discount 10%  •  8X Discount 15%  •  12X Discount 20%

A Partner in Progress.

Increase your LOCAL
visibility with a complete 
multimedia approach.

Choose any one of our 
bundled print & digital media
plans shown here, or let us build
a custom program that meets
your specific needs.

Call us today
at 859.266.6537.

Let us show you how we have
been building local business
and delivering real results
for 15 years.

Full Page
10.25” x 14”

Island
7..625” x 10”

Half Page
10.25” x 6.75”

5” x 13.75”

Quarter Page
5” x 6.75”

Eighth Page
5” x 3.18”

2.37” x 6.75”

A  PA R T N E R  I N  P R O G R E S S

S M I L E Y P E T E P U B L I S H I N G

$2.25www.bizlex.com
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INSIDE

By Scott Hamilton
CONTRIBUTING WRITER

Chris Eddie and Chuck Creacy are
confident that their latest enterprise will
be a successful one. That still doesn’t

mean they aren’t crossing a few fingers as the
weeks before its initial release tick away.

Smiley Pete Publishing — co-owned by
Eddie and Creacy and the parent company of
Business Lexington, as well as Chevy Chaser
and Southsider — is nearing the launch of

tadoo.com, a digital initiative that will provide
the Lexington area something of a one-stop
shopping experience when it comes to
central Kentucky’s arts-and-entertainment
scene. The curated website will be constantly
maintained and updated as needed, with
everything from a schedule for live music in
the area to a listing of what’s happening at
local galleries.

According to Eddie, the website, which is
on pace to be fully launched by early

November, will fill a gap he says residents
have for years told him needs to be
addressed.

“All of our projects start out with people
coming to us, saying ‘You know what we
really need in this town? We need blank,’”
Eddie said. “That’s how we started Business
Lexington. We perceive a need and we try to
find a way to fill that need.” 

POINTS OF INTEREST: PET ECONOMICS PAGE 3 •  BRIEFS PAGE 4 •  WHO’S WHO IN LEXINGTON PAGE 6 •  PAUL SANDERS’ BOOK REVIEWS PAGE 8
J&H REACHES 4-YEAR MILESTONE PAGE 18 •  BIZLIST: PERFORMING ARTS ORGANIZATIONS PAGE 20 •  UPDATING EMPLOYEE MANUALS PAGE 22
EMPLOYING YOURSELF PAGE 24 • TRAIL BLAZERS ONLINE EMPIRE PAGE 25 •  PARTING THOUGHTS PAGE 28-29 •  LEADS PAGE 30

Local employees and
business owners

report that animal
companions in the
office reduce stress

and improve
morale. But what

does your furry
friend say about

you and your
business?

FINE VINES

By Tim Thornberry
COLUMNIST: AGRICULTURE

The hot, dry summer weather has
definitely not been good for most
crops, but some do better under

drought stress than others. Grapes are one
of those crops, and many Kentucky
producers are expecting a good harvest, in
part due to the arid conditions.

With that said, however, location has
played the biggest role in the grape harvest.
Vineyards in western portions of the state
endured the hottest, driest conditions,
creating more problems than those closer
to central and northern Kentucky.

Neil Vasilakes and his wife, Rachel, are
owners of Wildside Winery in Woodford
County. He said the vineyard is on track to
have a good year. 

“The vineyard is just looking
beautiful,” he said. “We have 11 acres of
grapes. We also have an orchard and a
couple of acres of berries, and we make
wine out of everything, but most of our
wines are grape wines.”

Vasilakes noted that his grapes are
grown in two different areas of the county,
one of which
suffered from a
spring frost after
warmer-than-normal
temperatures last
winter created an
early growing-season
environment. That
patch had to be
started over, he said,
causing a slight
decline in the yield
expectations. Still, he said, it was expected
to produce a good crop. The other area was
not hit by the frost, and those grapes are
right on target to produce a quality crop. 

New entertainment website a big “tadoo”

SEE VINEYARDS PAGE 14 !

SEE PETS PAGE 14 !

Steve Barron,
owner of
CD Central,
with his dog, Zena.
PHOTO BY EMILY MOSELEY

Vineyards flourish
through stress

of recent drought

Pets in the
workplace

SEE TADOO PAGE 9 !

Drought
strains feeding
supplies for
Kentucky
livestock
producers
PAGE 14

Kentucky’s
Bourbon Trail

boasts new
facilities
PAGE 10

Earthworms
making fertile

ground for
entrepreneurs

PAGE 12

BCTC’s theater
program takes

its show on
the road
PAGE 15

Barney Miller’s
still on top

afer 90 years
in business

PAGE 20

Smiley Pete publishers provide new way to track local arts and entertainment

Focus: Family-Owned Businesses
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Marketing	Partnership	Proposal	
Main	Street	Manufacturing	
Presented	by	Ryan	Dohrn	

	
	
	

Executive	Overview:		The	goal	of	this	marketing	campaign	is	to	place	the	
Main	Street	brand	and	spring	offer	in	front	of	35,000	perfect	buyers	in	the	
next	six	months	with	a	focus	on	affordable	and	proven	media.				
	
	
Option	#1:		MAXIMUM	EXPOSURE	PLAN.	
- ¾	page	4	color	ad	in	Inspire	Magazine.		Ad	created	free	of	charge.	
- Large	top	banner	ad	(728x90)	on	Inspire.com	for	one	month	
- One	inclusion	in	the	Inspire	eNews	sent	to	5,700	readers	
- 4	text	mentions	on	the	Inspire	Facebook®	feed			
- Total	Value,	$2400	
- MULTI-MEDIA	DISCOUNT	=	-	$500	
- Actual	Cost	,	$1900		

	
Option	#2:		SMART	BUSINESS	PLAN.	
- ½	page	4	color	ad	in	Inspire	Magazine.		Ad	created	free	of	charge.	
- Large	right	banner	ad	(320x250)	on	Inspire.com	for	one	month	
- One	inclusion	in	the	Inspire	eNews	sent	to	5,700	readers	
- 2	text	mentions	on	the	Inspire	Facebook®	feed			
- Total	Value,	$2000	
- MULTI-MEDIA	DISCOUNT	=	-	$300	
- Actual	Cost	,	$1700		

	
Option	#3:		BASIC	MARKETING	PLAN.	
- ½	page	4	color	ad	in	Inspire	Magazine.		Ad	created	free	of	charge.	
- Large	right	banner	ad	(320x250)	on	Inspire.com	for	one	month	
- Total	Value,	$1800	
- MULTI-MEDIA	DISCOUNT	=	-	$100	
- Actual	Cost	,	$1500		

	
IMPORTANT:		These	highly	discounted	prices	are	offered	for	one	week.		Please	call	me	
ASAP	to	get	locked	in!		(222)-555-1212.		Ryan	Dohrn	
	
	

Minimum	ad	buy	3	months	
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