
HEADLINE
THE MAGAZINE BUSINESS HAS CHANGED more 
in the past five years than it did in the preceding 25:

• Competition for audience and advertisers from other 
narrow-cast mLi

ce
ns

in
g,

  S
yndication  and  Rights

Global Opportunities, 
Global Threats: 

Learning to Live With 
the Digital Age

Copyright 2005 Greater Fool Productions



Overview: Challenges
THE MAGAZINE BUSINESS HAS CHANGED more 
in the past five years than it did in the preceding 25:

• Competition for audience and advertisers from other 
narrow-cast media including cable TV and the Web

• Dramatic and disruptive changes in production 
processes accompanied by spiraling costs

• Hypersensitivity of authors and photographers to 
rights issues and increase in litigation

• Higher reader acquisition costs and consolidation 
among distributors

• Readers expect multi-platform access to information



Overview: Opportunities
THE CHANGES HAVE ALSO OPENED DOORS 
to new sources of revenue, new ways of touching 
readers and new ways of serving advertisers

• The Web taketh away, but the Web also giveth — 
it’s a hungry beast and has to be fed with content 

• Rising standards of living and ubiquitous American 
media have created a market for U.S. magazine 
content in many countries

• New delivery technologies make it possible to 
expand your reach geographically and in numbers 
at low incremental cost



Licensing & Syndication
THE EXPANDING MARKET overseas for U.S. 
content means foreign publishers are potential clients 
and partners for your magazine

• Foreign editions of U.S. magazines have always 
existed, but there’s been an upsurge in interest from 
foreign publishers eager to cash in on a proven 
concept in their own domestic markets

• The Spanish language market has licensed popular 
U.S. titles for decades, and major U.S. publishers 
such as Reader’s Digest (Selecciones) have now 
entered into direct competition with licensors like 
Editorial Televisa by publishing their own Spanish 
language editions



Market size and scope
LICENSING OF WHOLE U.S. TITLES is an 
enormous business that keeps growing:

• Editorial Televisa (Buen Hogar, Vanidades, Men’s 
Health, Prevention, Maxim, Cosmopolitan) produces 
57 titles, selling 137 million copies annually in 18 
Latin American countries

• U.S. magazines may be 
produced wholly by a foreign 
publisher with no invovlement by 
the U.S. publisher or they may 
be jointly published through a 
partnership between the U.S. and 
foreign publisher



Going global
LATIN AMERICA IS AN OBVIOUS AND MATURING 
MARKET but Eastern Europe and the circum-
Mediterannean regions are heating up, too

• Rodale Press has had a presence in Russia since 
the late 1980s with its Novii Fermer (New Farmer) 
magazine and now has multiple titles in Europe, 
most created through joint ventures with local 
publishers

• Forbes launched a joint-venture version of its U.S. 
business magazine in Russia 

• Large titles get the publicity, but niche magazines 
are hot worldwide. Rodale’s Mountain Bike 
magazine (135,000 circulation) was a huge hit in 
Germany but Bicycling (330,000 circulation) wasn’t



Small publishers can play, too
YOU DON’T HAVE TO BE DONALD FORBES to get 
in on the action. Many foreign publshers are small 
to mid-sized organizations and would prefer to work 
with a smaller, nimbler company like themselves

• For three years, World Publications licensed a 
Japanese consortium to produce Wake Boarding 
magazine in Japan

• In the past 12 months, World has fielded proposals 
from publishers in Russia, Turkey, Greece, Italy, 
Brazil and Japan to produce foreign versions of 
Saveur, Spa, Sport Fishing and Garden Design



How does it work?
THERE’S GOOD MONEY TO BE MADE but its also 
easy to expend a lot of effort for little return. Choose 
your deals and negotiate wisely:

• Unless you have direct, personal experience in a 
foreign market, partner with a local publisher

• You can expect to receive 7-10% of circulation 
revenues and 10% of the advertising revenue from 
a joint-venture license

• Don’t understimate the labor costs of securing the 
rights to, gathering electronic files for and burning 
copies of the content from your magazine 

• World asks for a minmum of $10,000 in advance for 
a one-year license



Finding a deal
BE PROACTIVE IN SEEKING DEALS if you think 
you have a “winner”

• There are consultants and licensing companies who 
specialize in selling U.S. media products overseas

• Where would your content prosper? Are there 
foreign markets where there may be an audience 
for your content? Foreign investment, especially in 
real estate, is pouring into Florida. Even regional 
content may have legs overseas

• Find large publishers in sympathetic markets and 
approach them with a proposal



Syndication
YOU DON’T HAVE TO SELL A WHOLE TITLE to 
make money in licensing. You can also syndicate 
individual pieces of content.

• For some reason, no one wants to spend the time 
and effort to create editorial content. They’d rather 
buy it pre-made

• Money AND Fame: Syndicating your content  — to 
Web sites, newspaper and foreign journals — can 
dramatically raise the profile of your magazine

• The list of potential clients is long, but the major 
players are newspapers (especially weeklies), Web 
sites and syndication services



Web -enabling your profits
THE INTERNET HAS HAD A LARGE and mostly 
negative effect on magazines to date, but even if your 
magazine’s Web site is a black hole, you can still pull 
some revenue by selling your content to other Web 
sites

• Many Web sites — even after the big bust — are 
still run by technologists with little or no expertise 
in creating content

• Magazines are good at creating content

• Sell your content for cash and/or trade it for links to 
your magazine subscription page

• In one 12-month period, World sold content worth 
$1.2 million to a half-dozen Web sites



Web syndication services
DELIVERING MAGAZINE CONTENT  one piece at a 
time is not profitable ... get a plan or have a partner

• For in-house syndication units, have a reasonable 
plan to grow to a size that would make the effort 
profitable

• Consider using a syndication service such as 
YellowBrix  — you provide the content, they do 
the rest and give you a percentage of the fees they 
charge users. RSI Copyright puts the licensing right 
on your Web site

• On the horizon: RSS (Real Simple Syndication). 
It’s a way for Website users to “subscribe” to an 
automatic feed of content from a variety of sources 
— maybe including yours



And now, the scary part
IF YOU HAVEN’T YET received a letter from a 
contributor’s lawyer, you will

• Writers and photographers have become very quick 
to call in the lawyers if they think you’ve violated 
their copyright

• Since the Tasini decision (Tasini v New York Times 
et al) by the U.S. Supreme Court, there have been 
a number of multi-million dollar suits against 
publishers

• You can’t publish (or license or syndicate) what you 
don’t own. If you publish material created by 
people who are not your direct employees, you 
must have a written contract that clearly spells 
out what rights you are acquiring



What is a contract?
TIME WAS WHEN A HANDSHAKE was all you 
needed to protect yourself. Now you need more

• A contract has three essential elements: (1) 
contracting parties; (2) grant of rights; (3) fee for 
transfer of license

• There are several other elements that should be 
considered essential: (4) creator’s warranty; (5) 
venue for disputes

• If you have any idea that some day you may re-
use the material — and you should — language to 
cover syndication and Web use must be included



Rights: What’s legal and what’s fair?
NOT EVERYTHING YOU CAN DO, YOU SHOULD 
DO — contributors should be partners, not peons

• Publishers have a bad reputation in the creative 
community

• Think through what rights and licenses you’d like 
to acquire in your contract. For any right or license 
over and above one-time publication rights, think 
about what’s a fair arrangement with the creator of 
the words or pictures

• Make several of your more experienced and more 
rational contributors part of the process, tell them 
what you want to do and ask what they think is fair

• Reach out to trade organizations like ASMP



Paperwork needs a process
NOBODY WANTS MORE PAPERWORK to do, but 
it’s legally necessary to protect your business. NEVER 
publish ANYTHING unless you have a valid, signed 
transfer of rights from the creator of the material

• Don’t listen to the complaints — and there will be 
many — that it’s too hard, or the contributors won’t 
agree or that it can’t be done. It can

• The surest checkpoint is to make it a policy that no 
payment can be issued for material without a valid, 
signed contract in hand. Period



Making it simple
BOTH THE POLICY AND THE PROCESS should 
be clear to everyone. At the same time you make 
contracts mandatory, there are ways to make it easier 
to create them and comply

• Standardize your contracts. No one has the time to 
negotiate, line by line, for each piece of content

• Have the final version of your contract reviewed by 
a lawyer familiar with copyright law

• Set up systems  — locked Word templates or a 
desktop application — to generate and archive your 
contracts

• At World we have created a Web-based application 
that fills out the contract for you, then archives it



Web application
TO ANSWER COMPLAINTS that filling out contracts 
“took too much time,” we’ve cut the time required to 
execute a contract to less than five minutes 



SELECT MAGAZINE • VIEW CONTRACTS

Web application



Web application
CONTRIBUTION TYPE • RIGHTS GRANTED 



Web application
CONTRACT TYPE • SELECT CONTRIBUTOR



Web application
ADD CONTRIBUTOR • REVIEW CONTRACT 





Web application
PAYMENT REQUEST



Web application
PAYMENT REQUEST FORM • ISSUE BREAKDOWN 



Next steps ... 
IF YOU GET THIS FAR you’re well insulated from 
class action and individual lawsuits AND you 
have the basis to become a player in licensing and 
syndication. At this stage you can consider:

• Creating a DAM (Digital Asset Management) system 
that warehouses all of your content digitally and 
attaches the rights status, contract and payment 
records to each piece of content

• Tying your contract management system to your 
accounting system to avoid rekeying payment 
information

• Sleep easier at night

Questions? Comments?
blount_steve@yahoo.com


