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Discussion

« OStrategic Pivot
» Targeted Growth Model

 The Day’s Membership Model

How do we build a new business model to sustain our future?



What we once knew of our “subscribers”

Telemarketing Sale
Promo Code: newmover
October 3, 2001

40 Cove Road
Lyme, CT 06371

Active Mon-Sun Subscriber
on EZ Pay since 2001

Wet paper delivery
complaint last Tuesday

Subscriber 12,832 of 20,468



Change management initiative (2010-ongoing)

Awareness




Competitive position we could own

“A hub of distributed content and
conversation with a local connection from a
trusted source.”




Key Requirements

A content management and digital publishing infrastructure
A new publishing structure that assigns value to proprietary content

A customized user experience, with single sign-on authentication

A synergistic advertising, CRM, and consumer business model that
identifies and drives significant new revenue growth




Strateqgic asset: MaaX™ enterprise data warehouse

CDS
(USPS)
240,000 records

PRIZM NE
DEMOGRAPHICS
(Nielsen)
214,284 recoxds

MAAX
MARKETING
DATABASE

BUSINESS
INSTALL
(Nielsen)

16,900 records

CLICKSHARE
(Web Registration)
36,000 recoxds

REQUESTOR UPICKEM
(Non-Sub SMIC) (Contest/Deals)
68,000 records 26,000 records




Strateqgic asset: Nielsen Consumer Point™
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Segmentation model derived from consumption data
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Evaluate market on consumer behaviors

Segment Consumption Index Bar
Projected to: TARGETED GROWTH MODEL MARKET

Comparison Index Bar Chart
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Case Study:
The Day’s Targeted Growth Model




Three distinct life-stage segments to monetize

“Work hard, play hard”
e 25-34; single or young married
e College educated; dual incomes

e Outdoor activities; latest technology

* 16,998 households inside target market

“Families & sporty SUVs”
e 35-54; children present; upper income
e College educated; professional class
e Prime print; vacations; family activities

» 12,345 households inside target market

“Engaged citizen readers”
e 55+; empty nests; high income or net worth
e College educated; disposable cash
e Travel; cultural arts/events; civic activities

¢ 23,138 households inside target market




Segment > Target > Integrate > Convert > Measure

Email 1

Targeted Growth Model

Direct Mail Day 10 Day 4

’ Campaign Cycle

Day 7




Extract target segments from MaaX

=181 x|
File Session Tools ‘Window Help
B PEEBCH vaEo
B[] 40N < » Edit Query : O¥_TARGETED_GROWTH_MODEL_HHLDs o [ 4]
ﬂ'@ﬁ|xg|f§|@| 7| Name = Fields
£ Queries |37 _TARGE TED_GROWTH_MODEL_HHLDs 7 AMST -
BT AMST = [Z1 BUSINESS
; T Table [DEMD =l g oS E
E155 CAMPAIGNS ; DEMD
(%) UY_1_WEEKS_TO_GRACE_END_F [~ Show Drop Down Boses [ | Sort Yalue Lists (3 DIG_ADDR _
@Y_2 WEEKS_TO_GRACE_END_F g || [ Separate Query Lines I™ Reverse Sort (1 DIG_CON
() OY_3_WEEKS_TO_GRACE_END_F (21 DIG_WEB -
-(2) O¥_4_ WEEKS_TO_GRACE_END_F 5| |[4MST ZIP5]IN "06320" "05333" "0B335", "DB333", D340 06355 06357 06359 "DB370", D637 1", 0375, "06378", 06379 "06362"  0B385", "DB4 [ DRé&Ww!_HIST %
(2 OY_MAY_ACOUISITION_CAMPAIGI )|~ [[AMST.DPY_STATLIS] =" And [ EMST 2
(%) OY_RENEWAL_D7_DAYS_TO_ExF| ., [SMETWF_PRIZM_LIFESTAGE_MAME]IN "ACCUMULATED WEALTH" "AFFLUENT EMPTY MESTS","MIDLIFE SUCCESS","OUNG ACCUMULATORS [[1 EMST_SRCE
OY_RENEWAL 14 DAYS_TO_EXF § (45T APSRTMENT_IMDICATOR] = "HOT APARTMENT" AMD ([0 PARAM -
+(2) OY_RENEWAL_21 DAYS_TO_EXFI R | {(apST BUSINESS_INDICATOR] = "NOT BUSINESS” (1) REQ_CARD
(Z) OY_RENEWAL_28_DAYS_TO_EXF| 3§ (1 REG_MSTR &
(%) O_RENEWAL_35_DAYS_TO_EXFf— {3 sus £
MUy TARGETED_GR UDE | 9 i | [ |ZE3 SuB_COMP =
OY_TARGETED_GROWTH_MODE | B (0 SUB_PaYMT el
-(2) UY_VISIT_CASIND_OMCE_PER_vE| B Cance|| ) | Reset | Count | 34843 [ SUB_TRANS
-Cacos
@ DEMO -
-1 DIG_ADDR 5
FE] DIG_CON % )
F1(C] DIG_WER S .’
E1{C] DR&W HIST | - Y




Multi-channel campaign automation & CRM
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Lifestyle-oriented direct marketing

AMBITION & INDULGENCE DID
GO SO WELL TOGETHER.
YOU

You're invited to the latest, say YES. [_IEAR

Join the conversation. Visit www.theday.com/yes

It's all The Day.

or CURRENT RESIDENT

40 Cove Rd T HE
Lyme, CT 06371-1231

ABOUT THE

DID
YOU
SEE

IN THE KNOW
& ON THE GO

You're invited to the latest, say YES.

Join the conversation. Visit www.theday.com/yes

It's all The Day.

TIMES ARE CHANGING,
THE CLASSICS ENDURE.

You're invited to the latest, say YES.

Join the conversation. Visit www.theday.com/yes

It's all The Day. Carolyn Jones

or CURRENT RESIDENT

2446 Ladoga Drive

New London, CT 06320-1248
(ERRARARARARRRRARARRRANA

I e
SCAN FOR MORE

) o |

The Day and the Connecticut Tigers have teamed up with a
special membership offer for you!

Dear {FIRST_NANVE|Valued Reader}:

Become a digital member and receive 4 tickets to the Connecticut Tigers opening night game
Wednesday, June 20 at 7:05 p.m. at Dodd Stadium

As a digital member, you will enjoycomplete access to thed . The Days el ic replica edition,
and The DayPassport rewards program - all for only$59 99/ear.

Watch the Connecticut Tigers take on the Lowell Spinners. Enjoyfireworks. fun. and more for the entire
familyt

Don't miss this great offer! Sign up todayon our secure membership portal

“Offer expires June 1, 2012. Offer only valid to new members of The Day. At the completion of your first year, digital
only membership will autorenew every 52 weeks for $59.99.

, Affordable Family Fun

For ti s and more information,
call 860 962 or visit www.cttigers.com

860-442-2200 » Mobile Alerts » Member Services  » Advertising
The Day Publishing Company » What's Happening  » Become a Member P Classifieds
New London, CT USA P Contests » Member Rewards  » Contact Us

Copyright © 1998-2012



Lifestyle marketing promotes engagement + membership

& The Day Lifestyle - Yes X | @ The Day Passport - Home

SHARE THE DAY

U.S. census says
minority babies are
now in majority

Washington - For the first time in U.S.
history, most of the nation's babies are
members of minority groups, according to

new census figures that signal the dawn of
an era in which whites...

Celts dominate Game 3

. Art meets food at food stroll
Lineup for state House,

Senate races taking
shape
Familiar names in local political arenas are

making their way up to the state level as
the November election nears

Schilling's gaming firm asks R.I. for more
help

YOUR SUGGESTED SUBSCRIPTION
Thu ~ Sun °%18%

Digital and home delivery subscribers get free
digital access to all premium content on
theday.com. Enter Delivery Zip Code*

Plans for $5.5 million
Groton road project
take shape

Town Manager Mark Oefinger said
Wednesday that construction is at least
two years away, but plans and funding
have cleared some recent hurdles that
have kept the much-needed improvements




Membership Model:

Paradigm shift from “address” to “user”




Registration requirement

Sign Im or Sign Up | You have 3 premium articles left bafore you must create a profile - Find out more Mamber Center | Rewards | Advertisa | Mobile | App | Contact Us

. theday.com

-

Member Center

To continue reading 10 fil Premium Articles per month you must create a profile on theday.com
A profike is FREE. Get started below.

Search the Archives Create a profile - | siready have a profile on theday.com. Sign Me In.
Profile Information ("required fields
Frequently Asked Questions
First Nama®
Find a Retail Location Last Name*
. What is this?
Contact Us el e

Email Address®
Password”
Repeal Password”

Your Town News® | Select : Zip code’

rﬁ Yas! | would like to receive profile information

Yes! | would like to receive mobile breaking news alerts

 1am at least 13 years of age and | have read and understand the Terms of Service.

No, thank you. Continue reading non-premium conbont

[t o |

Create profile on theday.com to view beyond 3 premium articles




Single sign-on authentication

HiJulia | You have 7 premium articies left bafore you must link your subscription - Find out more | Sign Out Member Center | Rewards | Advertise | Mobile | App | Contact Us

:g:;:.thedav&gg,,m,, Member Center

-~

My Profile » v
Delivery Subscription ~ | don't have a subscription to The Day. Check Avallability.
Search the Archives
Welcome, your profile is activated! You now have access to 10 premium articles per month
Frequently Asked Questions
Link My Subscription

Find a Retail Location Link my subscription to this theday com profile for UNLIMITED

access 10 ALL premium articles on theday.com

Contact Us
Account Number*

Zip Code®

must Sign In 1o your theday com account Phone Number*

hen don't forge

Cancel | Signout

Membership Plan »

Account Info »

Billing Info »

Connects registered user to all content access points — print, mobile, digital




Become a member of The Day

- theday.com

7
-

Contact Us

Alrzady have

profile. Sign In.

In order to acoess your acoount

information, place a vacation

make a payment on your acoo

Create a Profile on theday.com.

t to link your subscription to

Buy a Gift Membership

Buy a Busi
coentact Dani:

{880) 701-42

Member Center

My Profile »
Delivery Subscription »

Membership Plan+

Promotional Code:

Select the perfect subscription for your lifestyle.

You save 10% with an annual rate. Get unlimited access to premium content.

Digital Sliver Gold
5999 $ O 50 § 8 99
Annu 99 Annual Rate *119 Annual Rate *199

Home Delivery (Print Editicn) Sun Thur - Sun

Unlimited Digital Acosss

Exclusive Rewards, Giveaways, &

Ewvents at The Day Passport

Commenting Privileges on

theday.com stories
Daily Access to The Day's

Electronic Editicn to your Email,
Tablet or Mobile Device

Return to theday.com | Sign Out

Account Info »

Billing Info »

Platinum

5227
/ mth
Annual Rate *247

Maon - Sun

Four membership levels based upon frequency of home delivery




Fully activated membership

HiJulia | You have 7 premium articles left before you must link your subscription - Find out more | Sign Out Member Center | Rewards | Advertise | Mobile | App | Contact Us

Member Center

My Profile »
Delivery Subscription »
Search the Archives Membership Plan «

) Congratulations! You now ha
Frequently Asked Questions s ok i o 5

Y

nabon email has baen sent 1o juliabalfour@mac.com
Find a Retail Location

You are a Platinum Member £ my ombarehip plan

Contact Us

Platinum Membership for just $22.99 per month includes
PRINT DELIVERY MONDAY - SUNDAY
UNLIMITED DIGITAL ACCESS
EXCLUSIVE REWARDS, GIVEAWAYS, and EVENTS on THE DAY PASSPORT

Cancel | Signout

Account Info »

Billing Info »

Shift from “address-based” to “user-based”




Member levels vs. prior year (2009 — current)
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Overall member levels have grown since the deployment
of the MaaX database and campaign automation system



Average weekly revenue per member (2009 — current)
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Membership Launch

average revenues per member have climbed
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$4.70
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Despite the introduction of non-daily frequencies and incentive rating,
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Data-driven marketing:
exchange of value with customer data




Content marketing / e-newsletter design and execution

Elegant presentation of
news content, event and
calendar listings & other
features

Links to rewards,
contests, and other
engagement builders

e

Thursday, May 17,2012

Coast Guard cadets
celebrate week of
commencement
Plas pantof me Coast Guara
coment

Click bere to see
= how easy tis to
EVENT: Mystic Seaport  FOOD: From farm to ‘make the move
hosts Safety on Sea & table: Italians simply to Chelsea Groton!

Shore weekend know how to eat

Plactve police. fire, EMT ang. Pisnaring aumentic disnes racted in

ambulence personnel wil receive free. Ny’ fich history and soilis bath a
o Matihew

Shore ialabba
Saturday and Sunday, May 13.3nd 20, The young married couple has Just
fomeam w5pm published The Sounem ltaian

COMING SUNDAY: FOOD BLOG: What's
Lawrence and Memorial 'New London Style
celebrates 100 years Pizza"?

Flawrance and Memonal Flaccoraing to e webste for

115 100 anaiversary wh hs specal - Cancord New London Stye PLzza
magazine thatrecals s history while s partcudr syl s a hick crust

future 2 oy
in angnewsstang
copies of The Day nterpretations. Ahafs your take?

GVEAWAY:Win2  REWARD:Enioya  COUPON: Eroya FREE

July 6-9

8 Donate today at
www.Opsail2012CT.org
> advertising

> Mobite Alerts e
PWhats Happening  PBecome aMember  PClassiieds
»Contests *Member Rewards  >Contact Us

Facebook, Twitter, and
Email sharing of content
through social media

Sponsored advertiser
position sold at $8/M




Loyalty / membership rewards platform development

! theday.com Customer Service Become a Partner Signin | My Passport
|: THE DAY b7 Fully-integrated with

PASSPORT premium content / single

-------------------------------------------------------------- EXPLORE DREAM DISCOVER ABOUT PASSPORT PARTNERS CONTACT US sign-on authentication service

MEMBERSHIP -

RIS MORE REWARDING

Welcome to The Day Passport.
Experience a new level of membership with local offers
just for The Day subscribers. With a wide selection of

rewards, giveaways, and events there is something for
every member of The Day to enjoy.

Members enjoy exclusive
access to rewards, contest
giveaways, and local events

Home | About Passport | Our Partners | Rewards | Giveaways | Events | FAQ | ContactUs
860-442-2200 | The Day Publishing Company | New London, CT USA
Copyright ® 2012 | Designed by Julia Balfour, LLC

thada stay connected with theday.com [ [E]
lay.com DEAL




Loyalty / membership rewards platform development

Signin | My Passport

| THE DAY =

PASSPORT |

EXPLORE DREAM DISCOVER ABOUT PASSPORT PARTNERS CONTACT US

Home > Dream Gi

Disney On Ice-Mickey and Minnie's Magical Journey

DEC 5,201

Win four complimentary passes
to Disney On Ice Mickey and
Minnie's Magical Journey

Partner listing is featured
on a dedicated landing

page with social media
plug-ins

Iake your imagination your destination! Join Mickey Mouse and

Minnie Mouse on a journey into the magical worlds of Disney's
The Little Mermaid, The Lion King, Peter Pan and Lilo & Stitch.
You'll be captivated by the music, beauty and laughter in a journey
in a journey so magical, you'll never want to go home.

Win four complimentary weekday passes to Disney On Ice
Mickey and Minnie’s Magical Journey at the Dunkin’ Donuts Center
in Providence to one of the following performances:

+ Wednesday, December 28 at 1 p.m. or 7 p.m.
* Thursday, December 29 at 11 am.or3 p.m.
+ Friday, December 30 at 1 p.m.

M
More

Disney On Ice Produced by Feld Entertainment

Disney on Ice
(3 If you suddenly sense the hairs standing up on the back of your neck, you know :
‘Dieng ———, goe w 3 Produced by Feld Entertainment
“‘i -~ H you're in the right place. We've become quite famous for creating that kind of
i | _‘\_A_: electricity, the kind that tells you something magical is about to happen and the 8607 Westwood Center Drive

show is about to start. It's all part of the Feld Entertainment® experience and

just one of the many thrills we spine-tingling, giggle-making specialists provide Vienna, VA 22182

as the world's largest source of live family entertainment (703) 448-4000




Sponsored Contest Marketing

Get Home Delivery | Advertise | Mobile

i = TR O 0 Silverado (500 B ) W ™ B— o— 5
theday.com Zip )& %Nﬁ? 0% APR FOR 60 MONTHS W . W

+81,000 bonus cash forqualificd hifers =0 o Tthia

October 11, 2011

Contests

HOME l NEWS | BUSINESS ISPORYS lOPINION |A&E I MULTIMEDIA yourBIZsearch | real estate | jobs I cars I classifieds . obituaries | coupons | deals

Home > Contests > 2012 Southeastern Connecticut Calendar Photo Contest

Since Jan 2011, contests have _
generated over $200,000 in

’.uvn'

2012 Southeastern Connecticut

43 Calendar Photo

Contest

SPONSORED BY gg—;ilsgs s theday.mm

Welcome Vote

sponsorship revenue and over
21,000 unique registrants

Welcome to the Southeastern Connecticut Calendar Contest!

How does it work? >y
Share your photos of southeastern Connecticut and they may be included in the 2012 Southeastern Connecticut P rlgs
Calendar, brought to you by theday.com and Sprigs & Twigs.

We're looking for photos that capture the essence of the area. We're talking the essential images of our towns, in \‘\é I ngs

all sorts of weather and seasons

Submissions and voting for this year's contest are closed. Thank you to all who participated. Winners will be Our Co-Sponsors:
announced soon.

Are there prizes?
After the submission period, voting will open to the public. You may vote once per day. The photos with the most
votes, along with some of the editors’ favorites, will appear in the 2012 calendar.




Circulation/Subscribers >> Audience/Members

Evolution of Customer Insight:

The CRM Pyramid
6 Months 1 CRM
4 Months Life Stage Profiles
2 Months Total Market Demographics
Start Foundation: Basic Subscriber Data

Marketing Database builds Consumer Insight and begins the process of treating
customers as Strategic Assets which implies investment and ROL.



What we now know of our “members’

Bornin 1956 Bornin 1954

Registered for Sun Winefest HH Income: $100,000+

Dream Giveaway
Zillow Home Value: $455,000
Reads Grace magazine

and Sound & Country
Downloaded tickets to

Eastern CT Symphony through

Registered as “LymeMom”
The Day Passport rewards program

on theday.com

$780.16 in total Consumer

Signed up for Deal of The Day
Revenue since 2008

and has activated six offers

Registered as “Wigwam”
on theday.com

Two-week vacation

each July since 2003 i‘

Signed up for mobile

Homeowners
breaking news alerts

in Old Lyme, CT f
{

custom Town Page: Old Lyme custom Town Page: Waterford

Indexes high for

Indexes high for N
international travel 1x per year

having an annuity d =

Active Platinum Member (Mon-Sun)
on EZ Pay since 2001

The Day Member Profiles




Thank you

Daniel L. Williams

Director/Audience Development

The Day Publishing Company
860.701.4207 | d.williams@theday.com




