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Tribal growth in digital subs

Topic Country +/- Publication

Trump USA Anti NYT, Washington Post,
Guardian

Bolsonaro Brazil Anti Folha de S. Paulo

Brexit UK Pro Daily Telegraph
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New KPIs create new culture

Circulation according to audit bureau

Relationships

Key metrics

Sales, revenue per transaction

Retention, lifetime value

Employees

Order takers, driven by senior
management’s needs

Customer success agents, driven by
customer needs

Energy from

Salary, bonuses

Fulfilling a mission by meeting
human needs

Interactions

Minimal: send the product

Critical: listen, touch base regularly

Way of working

Silo-oriented

Cooperation across silos

Other, horizontal, external, next

Focus Self, vertical, internal, today
year

Support Minimise handling times, resolve incidents Sincere a'tt.entlon, help use product
more efficiently

Branding Ad campaigns Word of mouth

Salespeople rewarded for

Transaction, quantity

Lifetime value, quality

Acquisition

Always be closing, no thresholds, wide
funnel, push what you want to sell

Attract the best customers,
engage, motivate ambassadorship,
intelligent threshold, chute, ask
what customer wants

WAN-IFRA Smart Data Report — with
NRC & Mather
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Gospel of Subscription
Revenue according to

WAN-IFRA 2. Strong
Product/Value

Proposition

7. Holistic

Organisation
Market/customer facing

Internal

6. UX Testing

& Iteration - 1. Clear goals

Sales Funnel & The End Game
Core Product

3.Segmented,
personalised
marketing &
content

5. Effective

Onboarding, [ Effec.tive
Churn Conversion &

Engagement
KPIs

Prediction
& Prevention




