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Criteria for Analysis

Demographic Data-
Zip Codes

Household Income
Own/Rent
Education Level

Subscriber Data-
FOD

Length of Subscription History
Payment History (monthly, Quarterly, Easy-Pay, etc.)
Renewal attrition rates by FOD over time
New Subscriber Acquisition by FOD, Term & Price
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Types of Analysis

Revert Performance - How many of increased 
subs revert to  former price or FOD lower than 
billed 

Control groups for testing - i.e. more aggressive 
pricing model for certain geographies, FODs or 
payment histories
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Budgeting 

In depth weekly revenue and volume forecasting 
for:

Core subscribers – Projected attrition rates

New Starts at 1st renewal – different attrition rates

based on recent results

Projected Weekly Stop volumes (including ‘price’ stops)
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Budget Built on Data

• Subscriber Profile Factors:
– Establish Property Business Rules

• How often rates get increased, Target increase %, Stop 
volume Tolerance, Exclusions

– Core Subscriber attrition rates by FOD & 
price/term

– Price Elasticity from Mather analysis by FOD

– New Starts sales volumes by FOD/term/price 
overlaid with historical fall-off %s

– Projected Stops based on attrition rates by FOD

– Additional stop projections due to price



6

Budgeting 
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• Process provides us with:

– Weekly summary of transactions

– Weekly revenue (from actives, stops, vacations, restarts)

– We compare  this with budget and internal reporting

Results
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Results
• Circulation Flash Report also provides:



9

Results

• Rate per copy Growth 
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Results

• Rate per copy Growth

• Home Delivery Revenue (total dollars) 


