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Subscription Partnerships Defined

Working with outside companies to leverage 

their sales processes, services and 

communication channels to acquire new, high 

quality subscribers for magazines.  
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Subscription Partnership Models

Partnership Deductible

Offered when a consumer is purchasing a specific one-time item. The subscription is 

“bundled” with the purchase.  Price of subscription is “deductible” and a refund 

mechanism is provided.  
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Subscription Partnership Models

Club/Association Membership Deductible & Non-Deductible

Subscription is included with dues for membership in a club or association.  Price of 

subscription is either “deductible” from dues and a refund mechanism is provided, or

is “non-deductible” from dues.
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Subscription Partnership Models

Sponsored Individual

A direct-to-consumer company “sponsors” a free subscription to customers as a 

thank you or purchase incentive.  Sponsor pays a qualifying price to publisher of 

.01 cent or more “net of all considerations”.
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Subscription Partnership Models

Verified (Individually Requested)

Consists of copies designated to individual users who have an affinity for the 

publication.  All recipients must be afforded an option to 'opt-out' of receipt on an 

annual basis.

(Note: This presentation covers subscription partnerships, 
so Verified Public Place is not addressed herein)
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Subscription Partnership Models

Co-Marketing Sales

Sometimes called “partnerships” these marketing arrangements with outside 

companies produce individual net paid subscriptions through upsells or cross-sells at

point of sale. These upsells can occur at retail, 

on the telephone, through print or direct mail, or online.

Benefits of these programs include quality subscriptions (that will be reflected on

pink sheets) and value-added programs for advertisers. 



Unlock Your Magazine’s Partnership Potential

Partnerships Step-by-Step

STEP 1:  Brainstorm
1. Advertisers

2. Advertiser’s Competitors (get permission from publisher)

3. Your List Rental Customers

4. Your Competitors List Rental Customers

5. Edit Credits In Your Magazine

6. Use Search Engines

7. Hoover’s 

8. Brainstorm With Colleagues (editors, publisher, sales reps, etc.)
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Partnerships Step-by-Step

STEP 2:  Create a prospect list

1. Start by searching company website for company & contact information.

2. Sites like Hoover’s will give you key people in the organization.

3. Sites like Spoke.com and Whois.com can give you format of email address. 
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Partnerships Step-by-Step

STEP 3:  Prioritize

1. Scale – projected number of subs

2. ABC Category – how it’s reflected on your pink sheet

3. “Best Fit” with your title – are they your target audience

4. Ease of implementation – how much time/effort will it require

(tip: online partnerships are usually the easiest and cheapest)
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Partnerships Step-by-Step

STEP 4:  Make Contact - Sell it & Assess Viability

1. Introduction by Email first works best.  Include BRIEF 
information about your title and ask to set-up a quick phone 
call to discuss a potential partnership. 

2. Do Your Homework – know the company’s channels of sales 
and how you intend to implement the subscription offer.

3. Sell the Benefits – present the ways a subscription offer could 
enhance their marketing programs.

4. LISTEN to what the partner has to say and find out what their 
goals are and how you could help meet those goals – make it 
a win-win. 

5. Get as much information as you can in order to assess 
viability – sales volume, membership size, demographic, order 
processes, etc.  



Unlock Your Magazine’s Partnership Potential

Partnerships Step-by-Step

STEP 5:  Create Contracts & Promotional Material

1. Contracts should include what is expected of both parties and 
outline how the program will be executed.    

2. How is the program going to be promoted? Ads, Circulars, 
Online, Point of Sale, Packaging. 

3. How is the customer information collected? 

A.  Partner collects information and passes to publisher 
(yields larger volumes). 

B.  Customer must complete and return a response vehicle 
such as a BRC.  (yields lower volumes).  

4.  Be sure that all the necessary language to be compliant with 
ABC is included – and that the partner is aware that this is 
necessary.  
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Partnerships Step-by-Step

STEP 6:  Obtain ABC Approval

1. Create an order flow with screen shots and submit to your 
ABC representative.  

2. Complete “Program Evaluation Form” available on ABC 
website www.accessabc.com

3. Be sure that the partner implements the program as approved 
by ABC.  If any changes to the program are made – go back to 
ABC for re-approval to be safe.  
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Partnerships Step-by-Step

STEP 6:  Fulfillment Set-up

• Involve fulfillment team as early in the process as possible.
• Assign promotion key.

• Notify ABC reporting department at fulfillment house of promotion key 
and ABC category.

• Do you want these placed in their own model source? 

• Do you want these placed in their own renewal source? 

• For partnership deductible - where are refunds being sent and who is 
handling refund fulfillment?  (this information is included on 
promotional materials).  
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Partnerships Step-by-Step

STEP 7:  Bill Partner & Maintain Back-up

1. Invoice partner and collect payment within 4 months of order date if 
required (sponsored)

2. Keep copies of invoice and payment for ABC.

3. Partner must be able to provide access to proof of order and proof of 
payment.  

4. Keep copies of all contracts and ABC approvals.  
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Examples, Examples, Examples!
Deductible Partnership
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Examples, Examples, Examples!
Deductible Partnership

Subscription to Money Magazine is included 
with purchase of Microsoft Money software.  
Promoted on outside of box and BRC included 
on the inside with offer details.  
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Examples, Examples, Examples!
Deductible Partnership

One year subscription to Organic 
Gardening is included with 
purchase at Organic Bouquet.
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Examples, Examples, Examples!
Deductible Partnership

Offer details and 
refund 
instructions 
included with 
confirmation. 
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Examples, Examples, Examples!
Club/Membership Deductible

Subscription to 
Organic Gardening 
is included with 
new and renewal 
membership to the 
American 
Community 
Gardening 
Association 
(ACGA).  Offer 
details included 
with online sign-up 
form.  
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Examples, Examples, Examples!
Association Non-Deductible
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Examples, Examples, Examples!
Sponsored Individual
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Examples, Examples, Examples!
Sponsored Individual

1. Ubisoft uses a SPIN Magazine 
subscription to promote the sale 
of its new video game “Jam 
Sessions”.  

2. Redemption card is given to all 
customers who purchase the 
game at point of sale.

3. Customer completes and mails 
response card. 

4. SPIN invoices and collects 
payment from Ubisoft at the end of 
the promotion. 
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Examples, Examples, Examples!
Sponsored Individual

1. Silver Jeans uses a SPIN Magazine 
subscription to promote the sale of 
Silver Jeans. 

2. Redemption card is given to all 
customers who purchase Silver Jeans 
at point of sale.

3. Customer completes and mails 
response card. 

4. SPIN invoices and collects payment 
from Silver Jeans at the end of the 
promotion. 
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Examples, Examples, Examples!
Sponsored Individual

Subscription to Premiere 
Magazine included when 
customers purchase $13.99 
worth of Movielink 
downloads.  Movielink uses 
the offer to promote 
purchasing movies instead 
of rentals and increase 
average order value.  

Movielink pays Premiere a 
qualifying price of .01 cent or 
more per qualifying purchase 
made.  
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Examples, Examples, Examples!
Verified (Individually Requested)

Patti Example Card can be provided at 
events, retail, or 
language can be 
included on a printed or 
web form.  
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Examples, Examples, Examples!
Co- Marketing Sales

2 Free Issues of Southern 
Living Magazine -
promotion attached to  
packages of Duke’s 
Mayonnaise.  2 Free Issues of Southern Living with purchase of 

Duke’s Mayonnaise promoted in circular.  
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