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October 3, 1975

Professor George Gerbuner, Editor
Journal of Communication
Annenberg School of Communilecations
3620 Walnut Street
Philadeliphia, Pennsylvania 1917k

Dear Professor Gerbner:

I am pleased to provide herewith a proposal for the management and manufac-
ture of Journal of Commurication by Tramsaction, Inc., You will find in the
enclosed pages details of a comprehensive program designed to provide a

full range of service and sales activities.

We are prepared to receive your edited manuscripts and continue from that
point to deliver finished copies of the journsl to your subscribers. We
can &also provide complete gubscription fulfillment services eliminating the
necessity for any substantial cleriecal effort on the part of your own staff.
Each of these services would be performed on a fixed cost per service basis
as outlined in the pages which follow. The prices shown for manufacture
are quoted in accordance with current specifications of the journal.

Also available through our program is complete service in the areas of dir-
ect mail and space advertising, circulation promotion, fulfillment, adver-
tising and list sales. Each of these gervices are defined and priced as -
precisely as possible. : :

The Transaction Pericdical Consortium is designed to service publications

such as Journal of Communication that do not currently maintain the staff
necessary to perform all of the required publishing functicns. It is not the
purpose of our program to become involved in the editorial processes or the
ownership of the publications we service.  Rather we are anxious to provide
services and in this way rationally utilize the personnel and supplier resour-
ces we have avallable.

If you wish us to manufacture a forthcoming issue of the Journal of Communi-
cation 1% will be necessary for us to place an order for paper as far in
advance as possible. For this reason I reguest that you sign a copy of the
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attached purchase authorization in the space provided and return it to me as
your authorization for Transaction to order paper. Upon receipt of your
instructicn I shall be happy %o prepare a contractual agreement for the
fortheoming year, reflecting the arrangements discussed in this proposal,

for your 51gnature.

Let me only add my personal feeling that the Journal of Communlcaflbn would
be an intellectually important and meaningful addition to our perlodlcal con-
‘sortium, :

As Ever,

JWK,%@W._\

'Scott B. Bramson
Publisher

SBB:jmj
ce: Irving Louis HDrow1tz



PURCHASE AUTHORIZATION

I hereby authorize Transaction, Incorporated to order sufficient
paper to print the forthcoming issue of the Journal of Communication

" and agree that the journal shall be responsible for the cost of
such paper.

" Bigned ' Date:

Gsorge Gerbner, Editor
Journal of Communicstion




Proposal Prepared for Journal of Communication

MANUFACTURING

Transaction will receive from the editors of Journal of Communication
edited, typewritten manuscripts and will provide typesettlng, proofreading,
layout, paste-up, printing and mailing services in accordance with the

schedule below.

The production staff of Transaction, Inc. will prepare

a dummy layout of the first issue of the journal to be manufactured by
Transaction and this will serve as a prototype for future issueg of the Journal.

Specifications:

Priceg:

Trim Size:

Freguency :

Quantity:

Pages:

Presswork:

Stock:

Proofs:

Binding:

Printing:

Manufacturing Ceosts

6-3/4" X 9-3/4" (7" X 10")
Quarterly

8,000 plus additional l,QOO's

160 plus cover; add'l 32 or 16 pages

Text - Black Ink throughout
Cover - 2 colors out51de/0 cclors 1n51de

Text - 50 1b. Eggshell
Cover - 65 1b. Navajo

1 Saltprint

Perfect

Camera, stripping, opaguing, plates, salts,
printing, text & cover stock, binding.

8,000 copies, 160 pages plus cover
Add'1 1,000's

8,000 add'l 32 pages

Ada'l 1,000's

8,000 adgd'l 16 ﬁages

Ad4'1 1,000's

6-3/b X 9-3/

$5,110.00
h85.oo
1,0l5.00
84,00
531.00

Lp,00

{continued)



Halftones, if any 6.50
Lineshots, if any 5.00
Typesetiing & Preparation:

Cost per text page: includes running heads & folios
10/12 PR x 28/47 plcas. : :

Cost per page of book reviews: included running heads
& foliocsg. 2 columns: $/11 PR X 15/L46 picas.

Tables, Graphs, & Charts extra according to

complexity ' ' .

Mechanicals: includes layout & pasteup
Mailing:

Affix labels, sort, tie, bag & mail

Packaging & Freight

6.50

5.00
$l.30/column inch
.89 /column inch

$2.50/page

$45 /M

At Cost

This quotation is based on current prices for-paper and manufacturing services. Prices
are guaranteed for 60 days. We have quoted assuming a 501b. text paper. -Since we

feel a.lighter weight sheet will not provide adegquate opacity.



Subseription Fulfillment Service
Transaction is able to provide a comprehensive subscription fulfiliment service
which will include the following services:

1. Cashiering - receiving mail, opening, counting, depositing cash, submitting
cash reports on a publishing freguency basis.

2. Batching - match key research, grouping transactions into processing batches.

3. Complaint Handling - Research and resolve complalnts and correspond w1th sub-
scribers,

k4, Updating - Updating of Journal of Communication file performed as necessary,
normally once per month.

5. Issue Labels - Mailing labels will be generated for the Journal in zip code
sequence on a publishing basis. :

6. Renewals ~ Notices of renewal will be prepared and sent to subscribers whose
subscriptions are dus t0 expire or have expired remently - maximum four efforts

T. Involeing - Invoice notices will be prepared and sent to subscrlbers Whose
subscriptions were entered on the system Wlthout payment.

The ongoing cost of thls service shall be $1.30 per subscriber per year computed snd
charged on a monthly basis. Postage required for meiling renewsls and involces will
te charged separately - at cost. The cost of converting your current file to our

system will be determined after a detailed examlnatlon of the current system is made.

Subscription Sales
- Marketing - Direct Mail Promotion

- Transaction will be pleased to serve as agent for the journal in soliciting subscrip-
tions. TIn - this capacity Transaction shall generate and manage . a promotlonal program
to include space advertising, catalog listings, direct mall advertising and convention
exhibits. These activities will be performed by Trangaction at its own expense and
thus without charge to the journal. Transaction would retain 50 percent of the reve-—
nues received from such efforts and credit the Journal for 50 percent of such recelpts.
Trangaction would retain 20 percent of all renewal 1ncome and credit the Journal for
80 percent of such receipis. :

In addition we would be pleased to assist the Journal of Communication in sponscring
its own direct mail promotion to generste new members and institubional subscripticns.
Transaction can and would be of great help in planning a direct mail. ‘program, design-
ing a promotlonal package and executing optional and could be modified to the budge-
tary capacities of the Journal, the following represents our recommendation feor an
annual program. Of course, since the Journal would be paying the costs of such a pro-
motlon, 100 percent of the proceeds. derlved would be credited to the journal.

Assuming an initial subscriber file of;approximately.S,OOO members and subscribers, we
would recommend an annual direct mail effort designed to. increase circulation by at
least 1,000 subscribers per year. Anticipating a 2 percent response to-direct maill

(continued)



(approximate.industry.average), this would require a total mailing of 50,000 pieces

. during each year yielding approximately 1,000 new subscribers. This fey be performed
with one or more separabe mailings. The content of the promotional package itself is
an importent deiterminant of the cost. of such a.mailing as well as its success. If
Jdournal of Communication has been successful in the past with s particular type of
package, we would be fully prepared to utilize a similar updated package. What follows
are estimated prices for a package which has proved relatively su¢cessful for Society

magazine and other Transacticn publications. This mailing might be sent twice per
year, in the spring and fall.

Direct Mail Promotion Prices (Estimated)®

Contents of Package: 8-1/2 x 11 coated brochure, 2 col/2 sides,
Covering letter, Business Reply Envelopes,
order form, #10 regular outside envelope.

- Costs:

Typesetting: _ $300.00 (complete)
Printing: _ :
25,000 Brochures - 8-1/2 x 11, 2 col/2 sides on
80# coated stock and folded to.fit #10

envelope - _ £60.00
25,000 letters. - 8-1/2 x 11 printed 2 col/l side '

on 20# vond and folded to fit. #10 envelope : 325,00
25,000 Kost Kut BRE w, order flap 24 # wove ,

1 col/2 sides '350.00
25,000 #10 Regular 2 #wove offset '

1 col/1 side . 225.00
25,000 Cheshire Labels Rented .@ 35.00/1,000 ' 875.60

"Mailing:
Affix Label, sort, tie, bag, mail _ ) : 450.00
- Postage @.018/piece plus $30 bulk permit , 4180.00

Total Cost. for 25,000 pieces mailed : $3,665.00 or .1llLé/ea.

Estimated Return From Mailing: -

500 Subscribers @ $12.00 ea. (Average) ' $6,000.00 -
" Gross 'Profit From Mailing ' 32?335100

'*Estimaﬁéd prices are based on those paid for recent meilings of a similar nature.
“Actual prices would be quoted and submitted for approval pricr to beginning work on
' mailing. Cost of mailing could be reduced if. the Journal .of. Cemmunication list was

exchanged for useful names from other publications.
Marketing - Space Advertising

Additional new subscribers can and should be cbtained through effective use of space
- advertising. An advertising exchange program should be created depending upon objec-
tives. ' : : '

The most importent aspect of the space advertising exchange program is the selection of
the begt possible media. This selection should properly be made in conjunction with
‘the editors of Jeurnal of Communication who know best the focus.of the journal as well
as the most appropriate readership to soliecit through advertising: ‘




Transaction will act as agent for Journsl of Communication and in this capacity will
communicate with the publications. selected to receive advertising, place reservations
for space and prepare copy for the ad which is to appear in each case, if requested.

Back Issue and Single Copy Sales

Transaction will receive and process all orders for back issues, single copies, and
bulk shipments of the journal. Transaetion shall provide for shipment of such materizls
and for invoicing of all such sales. Transaction will retain 35% of the net proceeds
derived from such sales and credit the journal with 65% of such proceeds.

Space Advertising Within Journal of Communication

Transaction, Inc. is prepared to act as agent in the solicitation of advertising. Space
Advertlslng has proven an lmpertant scurce of income to Soclety Magazine énd cther
publications published by Transaction and this should certainly be true for advertising
in Journsl of Communlcatlon.

Transaction, Inc. has a full time advertising manager on staff who sells advertising
for Transactlon publications. He is in contaet with most advertisers and agencles in
the New York area and on campuses throughout the country. Since New York is the loca-
tion of most publishers & advertising agencies, our proximity to the city is a real

" advantage, The advertlslng manager in conjuncticn with appropriate people ai the
Journal would prepare an advertising rate sheet stating rates and gpecifications.
Transaction would proceed to sell advertising, retaining 40 percent of the net proceeds
from each sale. WNo commission would be charged on ads sold by the Journal of Communi-
cation. and forwarded to Transaction for publicatiecn.

List Rental Income

_If the Journal of Communication agrees to make its subscription list available for ren-

. tal Transactlon would act as agent for the Journal in listing and renting the list. The
‘normal billing for such a rental would be $35 per 1,000 names.. At the request of the
publisher, Transaciien will agree .not to rent the llst without first consulting the
staff of the International Studies Association and notifying them of the client involved.
Transaction would retain 50 percent of ‘the net proceeds .from .such rentals - and would
defray the cost of preparing the list for the client. :

Permissions & Licensing Agreements

Transaction would act as agent for the Association in negotiating and arranging
Permissions & Llcen81ng agreements, including specifically but not limited to re-
production on microfilm through University Microfilms. Transachion would retain 20
" percent of the net proceeds received from the negotiaticns of such rights.



MANUFACTURING

'Conparlson of Wm. Byrd & Transaction prices for manufacture of J.0.C Prices quoted
are from 10/3/75 proposal by Transaction and from bill for the Summer 1975 issue
_ submitted by Byrd.

TRANS BYRD
.10/12 text inc. paste-up & mech,¥* $12.58 per page $16.85 per page
book review pagesg *w¥ $16.30 per page $22.95 per page
malling *kk $45,00 per M $53.25 per M
" halftones ‘ ) .. 6,50 ‘ 3.50
lineshots , , - 5.00 _ ' 2,00
printing, binding, stock &litho . 7200.00 ' ‘ 7033.94

(8,000 copies 224 pgs.)

*% Difference in price may result form fact that Byrd generates ptroofs for J.0.C.
staff at two stages of production as well as a blueline, Transaction proposal in-
dicates that JOC would see only blueline. This fact can keep Transaction's page
cost lower than Byrd because if proofs don't need to be sent out, corrections can
be made directly on computer tape.

*%%% Byrd prices may be higher because it included a printed wrapper for each issue
It is unclear as to whether the issues are wrapped at all and whether ar not this

cost of this service is included.in the Tranaction figures, .

Costs apparently not included in Tranaaction proposal but should be considered;

1. author alterations ($15.15 per hr. at Byrd)

2. tables & graphs (351.60 per\gageféi Byrd)

3. index pages ($36.85 per,ﬁ%ge at Byrd)

4. bind-in of sub. card (S4. 7l’per M at rd)

5. Advertisments, set new ($37 .55 per page a \Byrd)

6. back copy storage (8 20 per 100 coples Per month)
7. inventory maintenance

BUBSCRIPTION FULFILLMENT SERVICE

In terms of the cost of people’s time and the cost of our computer house, what the
JOC spends per subscriber and what Transaction proposes to spend are essentially

the same depending on FheEsEE supplies
o

1. Whe pays for supplies i.e. faper and printing of renewal notices, envelopes,
stationary, invoices, etc.? How much?

. Who approves copy dnd sets policy for such endeavors?

. Into whose bank account does the cash go?

. Who gets the bank statements?

. Is Transaction bonded and/or ensured?

. What kinds of checks and balances are incorporated into the system?

. Is Tranaction audited? By whom? how often?

. How is renewal information batched with orlglnal documents?
9. Range of cost of conversion? P
10 Cost of label lists other than to send issues? - ' 0 e
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Paragraph #1: Currently we do not pursue this type of solicitation to any great degree.
We do some exchange advertising and are listed in various free directories. The draw- -
back to this kind of arrangement is the determination of source of subscr1pt10n§ gpd .

the perpetuity of spllttlng renewal income, A%30, JRU mvrengrante™ Lyt Lo W
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Paragrap?s 2;§{MI§ past gxﬁ€§1¢nceug%fgg\a ﬁigbefﬂﬁggh_zgﬁﬁin fi gréﬂTQ£&§,5ﬁ\Q92// 7
piece mailing for&gmspééializé@;publxcatbgn« Y oo :
Transaction'proboses to éﬁgd a one page letter, brochure, and combination order
return envelope in a standard letter envelope with lable on outside.
W“%have-in past sent 4-page letter, brochure, order card with label, return envelope
in 'a window envelope, '
Comparison of Figures: 7 :

Transacition o LT Dorothy Kerr

25,000 brochures - $660.00 BT ' 50,000 brochures - $1145,55
25,000 1-page letters - $325.00 _I“'Wx 50,000 4-page letters ~ $1249,50
25,000 return-envelopes 7 s ' :

with order flap - $225.00 = . “. - 50,000 order cards - $900.00
‘mailing service 25,800 - $450.00 ™. mailing service 50,000 - $1183,49

What this.boils down to is that we spend approximately $8,000 for a 50,000 piece
" mailing and Transaction is proposing that we spend approximately $7200 for 50,000
pieces using,lower quality materials and less of them.

:{_TM'{WY.O .
SPACE ADVERTISING

We curf&ﬁéﬁly are not involed in this area. Does Transaction take a commission on A
subscriptions obtained inm this matter? And who pays for graphics? And does Trans- e
action take a commission from the sellexr? ’

BACK ISSUE & SINGLE COPY SALES

Transaction proposes that the JOC would recéive $2.60 and Transaction $1.40 from

all such sales with Transaction doing the work. Lt-Turreatly Co5ts us postane and
about(5“mfﬁﬁtéﬁ”ﬁﬁfﬁfﬁggﬁﬁﬁﬁiﬁ;}ﬁiﬁiéf“ﬁrﬂerswwi;hMinnoi@iagwaéding_magbggé more
.minuteés, We currently,get all of the income. Ats¢o—does Transaction get it percentage
before or after cost OF postage is deducted? &$¢L¢€J? nxi?r'(icﬂgf'g&$L4 - ﬁﬁg -

I -:\g-«\.mx.a.) :ée, R IR SO At h odia wn
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SPACE ADVERTISING WITHIN JOC

Transaction proposal in -this area is pretty much standard. However, does Transaction
take commission on ads of the Consortium?

LIST RENTAL INCOME

Currently JOC is just starting to participate in this soet of thing. Thus far, we
have rented our list for a gross income of Approx. $150.00 and net income of
$100.00. /Since this is a area that must be carefully controlled and is not a

big problem to handle we would probably not gain much by farming it oul.



Manufacturing

Prices quoted in the Transaction procposal per page are roughly $L.00
cheaper than what we currently pay. However, at present the J.0.C,
staff sees proofs at two stages of production as well as a blue lane,
The Transaction proposal indicates that JOC would see only blue lins.
This fact can keep Transaction’s page cost lower because if proofs
don't need to be sent out, corrections can be made directly on taps.

Peinting, binding, stock & litho prices for 8,000 copies 224 pagss
ars just about the same., JOC is actually paying & bout $150.00 less
than the Transaction proposai,

JO¥ currently spends about $7.00 more per 1,660 on mailing thse issues
but it is unclear if Transaction is proposing the same kind of mailing
i.e., wrapped issuss,

-Costs apparently not included in Transsction proposal but should be
included:

1, author zlterations 5. advertisments, set new
2. tables % graphs 6. back copy storage

3. index pages 7. inventory maintenance
L. bind=in cards e

Subscription Pulfillment Servie

What JOC spends per subscribsr and what Transaction proposes to spend
a_re about the same. Howver, the financial arrangements proposed do
ndt comply with our current responsibilities to ASC. In additicen,

the Trensaction proposal does not indicate if the cost of supplies
sad-peFtegy. is included in their price.

Direct Mail Promotion
1. Currently,do not pursue the type of solicitation proposed in paraéyéph
#1. We do on occasion exchange advertising with other Journals. The
drawback tco this kind of arrangement is the determination of source
of subscriptions, cost of supplies, purchase of space, and perpetuity
of splitting renewal income. The Renewal income arrangement would
conflict with our ICA agreement regarding renewal income.

Transaction proposss to send a one page letter, brochure, and combination
orderblank return envelope in a standard letter envelope withlabel on
outside, Tn the past JOC has sent L-page letter, brochure, order card
with label, return envelope, and window envelope.,

JOC has spent approximately $8000.00 for a 50,000 piece mailing and
Transaction is proposing that JOC spend approx $7200.00 for EQOOOpiﬁue
using perhaps lower quality materials and less of them. s

Space Advertising

We currently are not involved iIn this area and have not included subh
expense in the budget., Does Transac tin take a commission on subscription
obtainsed in this matter? Who pays for graphics?

Back Tssue and Single Copy Sales




Transaction proposes that JOC would receive $2.60 and Transaction $1.40
from all such sales with “Transaction doing the work. JOC currently
does all of the work and keeps all of the income. It does not currently
cost us $1.40 in time and supplies to process orders.

SPace advertising within J0OC

Transaction proposéﬂi'in EEQ} area is pretty much standard. Is there
a speciial deal for members of the Consortium advertising in each other?

I.igt Rental Incoma

Currently J0OC does_only a small @ nount of this. Since this area must
be carefully contrdlled and is not & big problem to handle not much
would be gained by farming it out.
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The chief drawback-to ynuxwovegailwprﬁﬁeﬁai“is that wel card hot save any
money by using Transaction unless we satrifiee contral, Another ey
re@l concernis our responsibilites to both ASC and IC4A. In all matters
we must considsr their interests as well as our own.

e T o

We would 1like to know however, if Transaction is interssed in acting & &
our agent on a non-extlusive ‘basis for ad solicitation in the Journsal

of Communication, For such services, Transaction would receive 110% of the
net procesds 67 such sales. Howsver, JOC will retain the right to limit
the number of pages ofssek advertising in any given issue.

In addition, we would like tc see a mors detailed proposal regarding
space advertising exchange, catalogue listings, and coventionexhibits.
Please inclue costs of production and spacs as wedl as your fess for
set-up and administration of such a program,

Y . . P
AN - A B

({’L SN Jo *'.
\/’\}"‘? (34 LA [ Fu G - % 4 -ﬁ:i‘\wwl—’d“”‘{'\"’ e
R 1 i




%ﬁﬁ“‘ﬁ‘f -/
s %/7‘{}{ %ﬂ, \é_,/i 7
/""‘z

i

Gatober 29, 1373

Mr. Secott Bramson

Pubhiisher

Iravsactien, Inc,

Rutgers - The State Univerainy
Naw Drunswick, HI 08203

Dear ¥y, Sramson:

Tnank vou for vour letter of October 3 and the attached propogal.
We have studied iy carafully and hera are ouy commenta.

Mopufactuyian

Prices guoted in the Yransaction proposal pey page are voughly
4,00 cheaper than what we currently pay. However, at present
the dournal of Lommunicatlon seaff sees procfs at two stages of
production as well as & hise lime. The transaction proposal
indicates that JOC would see only blue line. This fact can koep
Irausaction’s page cost lower becaase if proefs doo't need te be
sent out, corrections can be made directly on tape.

Prioting, binding, stoclk and ditho prices for 2,000 copias 224 pages
are just gbout the aame. JO0 is actuelly paying about 3150.00 lsss
than the Transaction proposal. ‘

JOC currently spends about $7.00 more per 1,000 on wailing the
issues but it is enclsar 4 Tremsaction ig proposing the same
kind of mailing i.e. wrapped lssues.

Costs apparently not included in Tranzaction proposal but should be
ineludad:

1. auvthor altevations

2. tables and graphs

2. index pages

4,  bind-in cavds

3,  advertisements, set new
fs  buck copy storage

7. ipventory maintenanca

Subserdprion fulfillment gervice

What JOC spends per subscriber and what Yransazetion provoses to
spend are about the same. lowever, the fisancial srrangements
proposed do not comply with our current respongibilities to A3C,
In addition, the Transaciion proposal does not indicate if the
cost of supplies i included 1n their price.



deteber 29, 1275

Birveer pail proustion

Curvently we do not porsue the type of solleitation proposed in
pavagraph 1, ¥We do on cccasion exchenge advertising with other
journals, ‘The dravback te this hind of asrrangement iz the determin-
ation of source of subscriptions, cost of supplies, purchase of
apace, and perpetuity of spli tring renewval dncome. The ronewal
incone arvangenent would conflict with cur I0A agroement regarding
rengval Incona.

Iransactlion proposes to send g one-page letter, brochure, and
combination ovderblash return envelope in a standard letter
%QVEIQP@ with label on outside. In the past JOC hag sent 4-page

letter, brochurs, order card with labsl, weturn envelope, and
window zuvelope.

J0C hag gpent approwximarely §8,000.00 for a 50,000 pisce mailivg
snd Tramsaction is proposisg that JOU spend approsimstely 97,200.00
for 3,000 uaing porhaps lower guality materisls and less of them.

Gpace advertising

We currently aze not involved in thiz ares and have not ineluded
such expense in the budget. Uses Transection take a commission
on subseriptiops obtained in this matter? ¥he pays for graphics?

Back issue sud gingle copy Bales

Transaction propeses that JOO would recelve $2.80 and Transaction
91,40 from all such sales with Transactlon doing the work. .JoC
curvsatly dose all of the work and heeps a2ll of the incoms. It
does not currently cost us $1.40 in time and surplies to process
ardevs.

Space advertising within JOC

Transaetion provosal 1o this ares is prefiy manh gtandavrd. Is thera
a special deal for members of the Consortium advertising fn each
ether?

List rental income

furrently JOU does only 2 small suwount of this. Since thisz ares
wupst be earefully contrelled and is not 2 biz problen to handle not
wach would be gained by Ffarainz it out.



Getober 29, 1975 .
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ilities to both ASC spd ICA. Tn all parters we musth consider
nteresty mg wall ae LUET Seen .,

We would ke to hoow, however, If Transselion is interesied in
agtz&g 45 oyt agent own & non-exclusive basis for ad sslinicacion
in the Joupnal of Commupieation. ¥Yor such servieoes, Transaction
would recaive 404 of the met proceads of such salas. Howsvey,
JOC will vefain the vight to linil the meber of pages of
advertising in sny given issus.

In gdditdon, wo would ldke to see 8 wove derpiled proposal repavdiog
space advertilsing ewchange, cataloy iiﬁaimgWg and sonvention exfdbits.
Please includs coste of production and sproe s well a3 your fees

for seteup aod édmﬁ%i stration of Sﬂﬁﬁ B Progran. '

H2 are leoking iafward ter our k&aﬂﬁﬁ%ﬂ«

Bipcerely yours,

veorpe Usrbaer,
Ediror

Giskas ,////
0:  Me. Plwizs Lankfopdl

Hg, Mavehs Sisfere



3@ Rutgers-The State University, New Brunswick, New Jersey 08903  {201) 932-2280

~

November 13, 1975

Professor George Gerbner, FEditor
Journal of Communication -

The Annenberg School of Communications
University of Pennsylvania

3620 Walnut Street

Philsdelphia, Pernsylvania 191Th

Dear Professor Cerbner:

I have received and read yvour letter of Cectober 29, 1975 in response to
our proposal. My overall reaction to your letter is that you arpesr

to have read our proposal as a manufacturing quotation rather than as a
management service. While I continue 4o believe afber reading your re-
sponse to our proposal that we could Save you a modest amount of money,
in the preparation of each -issue, I think the more important guestion
would seem left unanswered by your letter is whether or not you feel that
the nature of the services we offer would be useful and necessary.

For example, you indicate that vhile our price per page for typesetting
and mechanicals is $4.00 cheaper than your current price, you suggest
That this msy be explained by the fact that you would see only blue lines,
wheress you now #lse See two sets of preoofs. In fact, galleys, corrected
galleys and pagé proofs would be prepared for your Journal and would be
proocfread and corrected-by our own staff, eliminating the necessity for
your efforts in this area. In other words , we would be doing precisely
what your now doing; however, these intermediate steps would be performed
by us and included within our quoted price. Indeed, there would be no
problem in providing you with galleys and page proofs for your review, but
this is precisely the sort of service which we offer and which we feel is
the most attractive and useful part of our activities in this area. With
respect to printing costs, it may well be true thet your own costs are. $150.
: less than that reflected in our proposal, but I would remind you that we
would be responsible for coordinating all dctivities with the printer so
that you would not have to become involved in these sort of activities.
Again, it is in this sres vhere we feel that oir own experience makes it
possible for us to offer superior service which the publications we handle
Tind to be extremely valusble. ' -

With respect to subseription fulfillment, my own feeling has always been thai
price is somewhat secondary to the capacity and effieciency of the system
being used. You indicate the prices in our proposal appear to be comparable

(cbntinued) AJ
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to those which you now pay, and indeed if you feel your -own system works
perfectly and prevides all of the information you require, I would suggest
that you not meke exchange since cireculation conversions are costly and
inevitebly introduce an initial error . factor. - However, it was my im-
pressibn after meeting with you in your offices, that the fulfillment
system.with‘Which'you'currently operate is rather limited in its capacities
and that you do have problemns maintaining an effective renéwal and invoice
program. We have.two alterngtive computerized. subscription fulfillment sys-
tems as well as several staff menbers  who-specialize and work only in this
area. If there are problems to.be solved with your owa system, I feel cer-
tain we can do it. ' If, on the other hand, there are not, there really is

no point in making any change. IR :

With respeet to direct mail promotion, the same sort of logic really holds
true. It is not really a gquestion of price at all, but rather the creation
of an effective promction piece, the intelligent selection of lists +tc be
used, and the careful monitoring of the results in each mailing. ' If this is
being done well now, again, there is no need for our service, If, however,-
you need professional assistence in this area, I feel certain we can provide
‘1t and work within whatever budget you nay. establish,

Beyond the activities mentioned above there are services which we offer which
you simply deo not now have availsble. We do for example, have a full +time
advertising sales representative who spends a good portion. cf his'time in New
York calling on advertising agencies, publishers, and othér general advertising
clients. This kind of perscnal interaction is the only way to generate any
substantial advertising. We also do attend many professicnal asssociation meet-
ings and conventions and would be able %o distribute and promote your publica-
tions at.these'events.-"Finally, we have a thoroughly comprehensive list of
subseription agencies through which to promote subscriptions to the Jjournal.

- I might add to the response to the query made in your letter thst there is no

- charge to you for catalog listings, convention exhibits, etec.

Again, I want to reiterate that our purpose in Preparing a proposal for you wes
not to have it considered exclusively as a cost competitive quotation for ser-
vices. - If you were satisfied with the menufacturing, subscription fulfillment,
marketing.and advertising arrangements you now have, then T see no reason to
pursue the matter further. If you feéel the services we offer would be useful
to. your publication then I think we have deronstrated that our prices are cer-
tainly in the same neighborhood as those you now pay end our future discussions
should center on how we can best fulfill the gualitative needs of your -publi-
cation in each of the service areas. T e

Yours very trﬁly,

- désiégz;awv

Scott B. Bramson
Publisher '

SEB: jrij
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Benel B. Beanson

Peleidnhng

Tranzastion

Buboars -~ Tha Stata Tnivergisy
Bowr Brunmwiek, WY QRGO

Jepr My. Bramstand

Sorry for the puch deluved vesponse to wour lsztter of Sovesber 13,
o waated o review vour proposal dn the iight of amperience wigh
vl an addizional izsue snd promotion piojsct, Both of whileh sre
aow gndariesy.

The feet fa that as of sow we ane "saﬁ:ﬁﬁffgfz with the memulse Gariag,
subeeription Inlfilisnest, mﬁ%%d& aad adwartisiog srranpewsnts”

We ngw bave. Thevsfowe. I sos no reason f;za:; purese the sulter of g
totel mosogowant savvics.

Honrawer, 4f vos gve inverested ia mrening the speeifis suprestions
made dn my lettey of Uorober 39, 1375, we will be plassad zo soveider
then furthar,

Hany thanks foy yeur isxta&rmﬁ;; verbape wa shall yvet find aveas of
caopevniion soensy ov later. '

Sinceraly yours,

Geovge Gerbney,

Rilgor
GGikag
&0 Izvieg Leuls Hopowits

Eivira Lenkford
. Harsha Blefers
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danuary 26, 1976
Dr. George Gerbner, Editor
JOURNAL OF COMMUNICATION
The Annenberg School of Communications
University of Pennsylvania
3 620 Walnut Street C5
Philadelphia, Pennsylvania 19174
Dear George:
Thank you for the copy of your letter of January 21 to .Scott.
I think you said it all and said it well wheh you point out
that you are satisfied with the manufacturing, subscription
fulfillment, marketing and advertising arrangements the
JOURNAL OF COMMUNICATION presently has. Under such circum—
stances it would indeed not be reasonable to proceed with
the matter of a total management service.
On the other hand, I hope that in the future we can work out
areas of marketing and advertising exchanges, perhaps along
with list rental exchanges, that would be mutually beneficial,
and at the same time in no way impede the autonomy of the JOUR-
NAL OF COMMUNICATION.
I wish to assure you of my genuine appreciation of the good
work being done by you and the Journal. We will seek to as-
sist you in any way we can in the months ahead.
Yours very truly,
Irving Louis Horowitz
President
ITH:sgb
cc: Scott Bramson

J
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