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First of all I would like to say thanks to the Publications Committee team for giving me this 
opportunity and ability to grow this segment of the CLC. I also want to thank my predecessor, 
Melissa Perry for endorsing me and her support during my transition. It has been a great time 
getting this program to the next level and got to talk with some great people with one of my 
favorite topics- cars.  I have worked for a couple years prior with Tim Coy and he has provided 
invaluable help and guidance over the past few months and has flattened the learning curve 
considerably. Jack, Peter, Bob, Steve, Mike and Nancy Book have also been very helpful in the 
process when I had a quick question or needed assistance and helped me feel welcome and 
part of the team.  

 
CURRENT BUSINESS SITUATION   
 
Display Advertising: 
All of 2017’s advertisers have been retained and been invoiced for 2018, along with one 
recovered (Fusick). Some have paid upfront for the entire year, others pay monthly or in-
between. We have added 4 new advertisers for 2018 and my target is to at least double that 
number this year. This includes a trade-out with USA Parts who places our “Join the CLC” ad in 
their catalog which goes out to approximately 40,000 people yearly. (online and print)  
Current Display projected sales- $78,000 (goal for 2018 is $90K)  
 
Directory Advertising: 
This is my next project and will be starting in mid to late March. Some advertisers have already 
expressed interest and/or committed for 2019. The advancement of the digital age is a bit of a 
challenge to convince some advertisers but I can work with them to keep them on board.  
 
2018 Grand National Advertising  
We have had 5 advertisers come forward and have 2 months to get the rest of the advertisers 
and some new ones on board. Cadillac (CARAT) has not yet committed and that is a bit of a 
worry, but I will see what they say in the next week or so. Its tough to reach a consensus with 
a large corporation and keeping their focus on the “old” Cadillac vs the new Cadillac marketing 
is an ongoing challenge.  
 
Member and Commercial Classified Advertising: 
Commercial Classified I have received commitments from the 2017 advertisers and added a few 
more so we should be able to maintain that realm. As far as the member classifieds, I would 
suspect that will increase in volume do to the unfortunate circumstance of attrition. Some 
members have already divulged that either they are too old to maintain their cars, need to 
jettison their parts or in some circumstances the member passed away and the family would 
like to sell the car or parts.   
 
CLC Forum and Website Advertising 
I still believe this is a viable revenue stream but for now I have used this advertising as a 
“sweetener” in closing the deal for some advertisers on the fence. This arena is a work in 
progress, but it will get there as there is substantial visibility for members and non-members. 
Current advertisers have maintained their advertising revenue in the forum.  



 
The Cadillac Account—Carat (the media buyer for Cadillac) is still on board with advertising 
with us. They base their advertising payment on the number of CLC members, which went 
down about 3% for 2018 and they pay about 60-90 days out. Ronnie Hux has been an 
invaluable resource in giving much insight as he has a pulse of Cadillac Marketing and 
integrating it into the future of the CLC. 
 
Social Display/Sponsorship and Advertising:  
Working closely with John Houlby on a Facebook marketing program as well as other social 
media outlets. I believe that Linkedin is another good resource as there are numerous car club 
professionals who are Cadillac owners (eg, Cadillac Enthusiasts group). 
Working with Bill Anderson to get Judging sponsorships going, have $800 committed thus far.  
 
Other intangibles-  
My goal has always been to promote and increase the exposure of the CLC. I have posted on 
the Facebook page as well as shared content. Social media is key as well as getting involved 
with modified clubs to acquiring new members. I am working with John and Marsha who are 
key players in getting Mecum on board with a partnership that is mutually beneficial to the CLC 
as well as for Mecum.  
Being the merchandising manager is also a component in promoting and branding the CLC. We 
had some bumps in the road with GM Trademark and merchandising, but changes are on the 
way with GM as well, which I will mention at the meeting. Whether these changes will bode 
well for the CLC, only time will tell.  
 
Again, I appreciate this opportunity with the CLC and hope to have a successful 2018 and 
beyond. I look forward to working on and building relationships as to reiterate, my #1 goal is 
the promote the CLC and GM clubs.  


