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                                           BY- LAWS





These are the rules and regulations that 
      AMPS Franchise owners live by.
HISTORY & FOUNDERS

Roosevelt Wright, III and Brandon Coleman founded AFRICAN-AMERICAN PEOPLE SUCCEEDING in the year 2000, in Shreveport, Louisiana. By 2003, positions shifted and decisions were made leaving Wright as the sole owner of AMPS Magazine. Wright had a vision to duplicate the concept around the country by proving that the vision could be lucrative in a secondary market, Indianapolis, Indiana. He felt if the concept worked in Shreveport, one of America’s Top 150 cities, the chances would be great that it would work in most cities it’s size or greater.

Wright wanted a name that people would respect. He felt the company needed an image that black people would be proud to support. The company needed a slogan that positioned the concept of the publication to be received by black people whenever they heard, chanted, or saw it printed. After careful consideration the acronym for the name A.M.P.S. was birthed, AFRICAN-AMERICAN PEOPLE SUCCEEDING. For years people questioned how Wright justified the acronym with the letters being that African-American would make the spelling change to AAMPS. Wright insisted that the hyphen in African-American made one word and demanded the word be spelled, AMPS.

Developing the concept took several years. The first decision was to focus on the younger audience and include information and articles that attract the older crowd. Advertisers were leery about buying advertisement in a publication that didn’t reach their target consumers. The Christian approach was taken but the content disturbed the advertisers who wanted to reach the non-religious affiliated audience. The political approach was taken and it turned away the religious audience. A social approach was taken but it wasn’t enough to keep the attention of the mature audience. Finally, the concept, binded by the name AFRICAN-AMERICAN PEOPLE SUCCEEDING, showed blacks in every genre of the community succeeding. The magazine was formatted to section the content, including the content of all ages and interests of the black family. Almost instantly, the magazine became important to every black person and it became a source of pride that would encourage and motivate blacks to elevate in whatever their field may be in the community.

CAN AMPS BE DUPLICATED?

Several newspapers and publications have tried to copy this format and it hasn’t worked for them. Many companies have studied this format and tried duplicating it but have had little success. The key to this company is the name and what it represents. AFRICAN-AMERICAN PEOPLE SUCCEEDING is a slogan that positions the company for elevation and respect of the people. Anyone can print a publication but AMPS becomes more than just a magazine. It will become a tool of pride for the African-Americans in your region….A MOVEMENT.
SETTING ADVERTISING RATES

You should be the advertising representative for your company until you establish a rhythm in your community and the name, AMPS, is house hold. Your character and personality is what will carry the pace of growth in your market. If you have great people skills, people will feel comfortable supporting your product. If you have poor people skills, it will be hard for you to sell this product. You have liberty to set your own rates for your market. However, the lower your rates are the more consistent support you’ll accumulate over time. Be aware of the value that your company will have but always understand what an average minority business in your region is comfortable paying on a consistent basis. Having high rates may get you a quick income but a quick rise in income is not as good as consistent income. Understand the competitiveness of your market and the setbacks that most small businesses face. Most of these businesses want to advertise but haven’t been offered an opportunity to advertise in a quality product at affordable prices. By handling all sales yourself, your overhead will be low, almost none. This way, your rates can stay affordable and people will advertise with you forever, thus still providing a profit for yourself. Your competitors won’t be able to compete with you because they’ll have an enormous amount of payouts and a large overhead of employees that leaves them no alternative but to charge high rates. This is your advantage. You own a franchise of a company but you pay yourself and work for yourself.

SIZES

Our company offers FOUR SIZES ONLY. There is the FULL PAGE, HALF PAGE, BOTTOM RECTANGLE in which we consider a ¼ PAGE, and the BUSINESS CARD. You may set your rates for each size but sell no other size.

SPECIALS

You may offer a discount for advertisers who choose to pay for consecutive months, in which you may decide how many is sufficient for a discount. For example: John’s Car Lot wants to purchase a half page ad in your book. Your half page ads are $200. John’s Car Lot will agree to advertise with you for three consecutive months. So, you may want to charge him $175 per month as a discount related to his commitment to your publication. If John decides to pay for all three months in advance, you may want to give him a rate of $150 per month.

ELECTION SPECIALS

You may charge for your front cover during election periods. You may set your own rates for candidates in your city. National candidates, such as Presidential Elections…etc, must be routed through AMPS Corporate office before running in your publication. You do not have leisure to endorse national candidates or national propositions that voters will vote on in upcoming elections. Corporate will make all endorsements for such acts if necessary. AMPS does not endorse local candidates either. We are a magazine and not a newspaper. We do encourage people to vote but to make their own decisions. Candidates can buy articles, ads, and space promoting themselves in the magazine. We do not give away free advertisement to a candidate. We also do not charge candidates different rates than the rates we offer their competitors. These candidates report what they spend on advertisement and it is safe not to burn bridges with any political officials. You may set special rates for election campaigns that may be higher than your regular rates, but the rates must be the same for every candidate. All candidates must know that they can advertise in your publication. It is important to send them all a copy of your rates and documents that represent your company and give them all a fair shot at the front page, back page, or multiple pages. 

SOCIAL SPECIALS

You may charge for birthdays, anniversaries, weddings, wedding announcements, graduations, family reunions, or church activities. We are a magazine and not a weekly newspaper. We offer full color pictures and our publication is free unlike most weekly black newspapers. We survive by charging for our content.

LOGOS AND POSITION SPECIALS

You may charge extra to place logos at the top of every page in your magazine. John’s Car Lot may want to really standout by placing his company’s logo on every page. You may charge him the regular fee for his ad and an extra amount for extensive advertisement throughout your book.

Companies can pay more to be placed in the front of your book, ONLY IF THEY FIT IN THE CONTENT of the section they choose to be placed in. For example, John’s Tattoo Shop can’t be placed in the first section of the magazine. Although we allow alternative advertising, it is not the image that we want in the political or religious section of the magazine. But a car lot, an insurance company, a restaurant, a suit clothing store…etc. can be placed in the special places and you may charge them extra once the respect of your publication grows in your market.

FRONT COVER

Any franchise publisher/owner has the right to dictate what will and will not be on the cover of their publications. Franchise owners may charge for the front cover. The price of your front cover should be determined by your rates. Of course, you may elevate the price of your cover, as it is the best place in the magazine to promote or advertise. 

Corporate has the right to rule out a front cover submission that may not be suitable to the image direction of the corporate company. For example, you can’t place a half naked woman on the front cover and call it African-American People Succeeding. No pornography, no half-porn, no drugs, no violence, no alcohol, no profanity, no thugisms, no promotion of homosexuality, no promotion of any religion, and no front cover advertisement. If franchise owners reproduce magazines privately in their markets with another front cover, which breaks any one of these codes, the franchise owner will be penalized with a fine of $5000 and a 3 months suspension from publishing within this company. During the six months, if he/she decides to terminate his contract with AMPS, he/she is prohibited from working with any other African-American (black) publication in the country for (2) two years.

FRONT COVER: PORNOGRAPHY / HALF PORN

Sexual body parts are not permitted on the front cover of your magazine. To be more graphic so that the message is totally understood: no showing of the penis, no showing of the vagina, no exhibition of breasts or nipples, no pubic hair, and no sexual positions are allowed. A man’s bare chest is not permitted on the cover either.

FRONT COVER: NO DRUGS / ALCOHOL

The front cover should not promote the sell or the use of illegal substances. Illegal substances include marijuana (even in the states that permit it as medicine). The drinking of alcohol may not be displayed on the front cover. Alcohol including: wine coolers, margaritas, daiquiris, beer, and any hardcore liquor. However, if an alcoholic company wishes to place their logo on the front cover, their place can be sold in the event that they are sponsoring a major event that’s being promoted in the issue. For example: The Super Bowl buys sponsorship and Budweiser is the official sponsor of the event. The alcohol itself should not be seen on the cover, but the logo is allowed on the cover.

 FRONT COVER: NO VIOLENCE

Violent acts or demonstrations of any kind are not permitted on the front cover of your publications. Re-enactments are not permitted on the front cover either. Violent acts include muggings, car-jackings, robberies, murders, rapes, kidnappings, or any other kind of violence. No weapons are permitted on the front cover. Weapons include: guns, sling blades, knives, bombs, or any other kind of weapon.

FRONT COVER: NO PROFANITY

Profanity of any kind is not permitted on the front cover. Profanity includes damn, ass, bitch, motherfucker, shit, fuck, bastard and any other kind of “curse word.” The word hell will be permitted if it is being referenced to the place opposite of heaven or describing the contents of poor conditions, neighborhoods, or circumstances. Although it is acceptable, it is certainly poor taste to use it on the front cover of a family publication.

FRONT COVER: THUGISMS

We do approve of using rappers on the front cover, but only within the image of our concept. No cover should have sagged pants, bandannas, gang signs, disrespectful signs or positions, a focus on gold/platinum teeth and too much jewelry, or weapons in hand. Rappers or “thugs” may be on your front cover but in attire that suits the image of our publication. For example: Ice Cube is a rapper and if we have a feature article on Ice Cube he must be in presentable attire that fits the image of our publication. Another example to be clear: Sean Puffy Combs is a rapper but if we use him on our cover, he can’t wear a shirt with a marijuana symbol on it. Although, these entertainers would probably not make mistakes like these, some entertainers will test your limits. The reputation of this corporate company is at stake every time an issue hits the stands. We do promote hip-hop and we do promote rap music. We don’t promote “thugisms” that may have a negative impact on African-American children. There are magazines for those images and many of them produce quality products. However, AMPS is not the place for such depictions. Inside your issue in your hip hop section, by all means promote hip hop the way hip hop is received but we do not promote violence, pornography, drugs, alcoholism, or profanity. The companies can buy advertisement but we don’t promote black youth using them, not even in their advertisement.


FRONT COVER: PROMOTING HOMOSEXUALITY

Our company doesn’t condemn homosexuality but we certainly don’t promote it. You have liberty to use a gay person on your cover but only if he / she fits the image of our publication. We don’t promote homosexuality but we do invite homosexual readers and consumers. For example: John is known all over the world for his homosexuality. He is in town speaking at a local college event. It is okay to print John on the front cover with headline reading he’ll be in our city this month. We will not print John on the front cover with his boyfriend kissing. We will not print John on the front cover encouraging other men to be gay. It is fine to print John has a new book out on his closet life as a gay man but we will not allow John to promote gay activity with his pose on the front cover: even if it is “seductive” or “obviously tainted enough to draw negative attention.”

FRONT COVER: NO PROMOTION OF ANY RELIGION

We do print ministers on our covers but we don’t encourage or force a specific religion. We can use the Pope on the cover but we don’t force the Catholic religion as a favorable religion. We can use Bishop John Whoever on the front cover but we do not promote Full Gospel or Methodist in any way that looks as if we are endorsing a religion to be special. We can print Rev. Such and Such or Pastor Whoever on the cover but we don’t promote the Baptist or Pentecostal religion higher than the initial reason that he is on the cover. Church names are acceptable if the article is about the growth of a church or an event that his church may be sponsoring.

FRONT COVER: ADVERTISEMENT

Logos are permitted on the front cover but front cover advertisement is prohibited. For example: a company can purchase a place for their company’s logo on your cover but the cover can’t be an ad for their company. For example: John’s State Farm Insurance logo can be in the bottom corner but the front cover can’t be a full page ad for John’s company. John’s picture can be the front cover and his logo can be on the cover as well but prices, phone numbers, or addresses can’t be on the front cover with him and the logo. That makes it an ad.

ADVERTISING

Any owner may hire a sales representative to sell advertisements for his/her publication. Franchise owners may be the only sale person, if they choose to be. Percentages to sales representatives are to be decided by franchise owners. Sales percentages are to be no lower than 15% for reps. Persons hired should understand that they work for your company and not for AMPS MAGAZINE. If they have business cards, the AMPS logo can be on the card but your company’s name and address should be the focus of the business card or promotional piece.

GRAPHICS

Franchise owners are permitted to do in-house graphics for ads. Franchise owners can accept preset ads given to them by the customer wanting to purchase an ad in their magazines. Corporate is available to lay out pages and ads for your local publication. You will be charged for the extra work. Front covers are done for you by corporate free of charge. It is mandatory that corporate review your front cover before your print. If your cover doesn’t meet standard, corporate has the right to adjust your front cover to meet our national standard. 

PHOTOGRAPHY

AMPS Corporate Company has photographers with top of the line equipment. They are available to you if you have an important photo shoot and want more quality than you have access to. For example: you work out a deal with a celebrity to be on the cover of your magazine but they require certain types of cameras and film for their photo shoots, Call headquarters and let us send a photographer to help you capture the best shots in order to keep the account. AMPS will pay the photographer but franchise owners will take care of his/her travel expenses. Photos will belong to the photographer unless you buy them from him/her. If AMPS pays the photographer then the masters to the photos belong to AMPS and not your franchise.

You can be liable for using local pictures without clearance. You must understand in advance that when someone locally gives you a photo to print in your publication, they’re giving it to your franchise and not to AMPS MAGAZINE, meaning you are responsible for their pictures. Many times they’ll want their pictures back and will file lawsuits if you lose them. AMPS is not responsible or to be included in any lawsuits on behalf of your negligence to keep up with important documents. If you are ever in this situation, call headquarters for the best possible solutions to resolve it.

At public events, people can’t complain about their picture being in your publication unless they verbally tell you at the event “Don’t put my picture in the magazine.” If they verbally tell you not to place their picture in your publication and they have witnesses, your franchise is liable to be sued. However, as long as they are at a public event: concerts, church programs, high school sports games, community events, holiday events, parades, fundraisers, or any of the sort, you have freedom to print their faces in your publication without notice.

If you are doing articles on people, maybe a profile or an interview or a top story or a model, please have photo consent papers signed before you go to press. People can turn around and sue you a year later for no reason at all other than, “I didn’t ask for my picture to be in his magazine.” It doesn’t matter how much you did for them, unless you have a dynamic law team, they will win. Your franchise should type up a little letter and have it signed, giving you authorization to print their picture in your publication. People you know can turn out to be your biggest enemies.

Your camera should not have lower than 5 mega-pixels if you are taking your own photographs. Cameras with lower pixels won’t give you the best quality possible. Low pixels will danger the quality of the pictures and will also give your magazine a poor image. If you are hiring a photographer, unless he’s using film, make sure to he has appropriate equipment.

LOCAL / REGIONAL

Owners may charge the local clients according to their own rates system. A local or regional advertiser is anyone’s client but has no business beyond the borders that your publication reaches. For example: John has a Car Lot in Chicago but he wants to buy in the Indianapolis magazine. If Indianapolis has distribution points in Chicago and there is no Chicago AMPS, then John’s Car Lot is considered a regional advertiser. If there is a version of AMPS in Chicago, the Indianapolis publisher must suggest that John’s Car Lot call the Chicago branch of the publication. If a franchise owner steals business from another franchise owner under false distribution points, he will be fined $1000 to corporate and the price of the advertisement will be paid to the franchise owner within the client’s distribution area. Stealing business from a fellow franchise owner under false jurisdiction is ground for a penalty.

NATIONAL

If a franchise owner attracts the business of a national sponsor, he/she must set it up through the corporate office. No franchise owner can make deals for the other franchises except the corporate office. However, corporate must honor the franchise owner who constructed the deal with the national account with 20% of the earnings collected from the national sponsor as a finder’s fee. Any company choosing to place advertisement in every AMPS market is considered a national buy. If a national company chooses to buy in one market, the franchise owner needs no permission from corporate. If the national buyer is interested in two or more AMPS markets, the franchise owner must direct the buyer to corporate. A three-party buy must be constructed to include the national buyer, a corporate rep, and the franchise rep. All monies collected will report to corporate and the franchise owner will receive 20% of the negotiated payment. If a franchise owner constructs deals with a national buyer to purchase advertisement in more than one AMPS market without the presence of a corporate representative, the penalty is $1500. The only exception is if the franchise owner owns more than one franchise of AMPS, then and only then can he/she negotiate for the multiple markets that he/she represent.

LAYOUT PROCEDURES

Corporate is available for your local layout and printing. All publications will be formatted exactly the same. Franchise owners can dictate which articles serve special importance to them. Then, corporate will place articles or coverage according to the importance of the franchise owners. Franchise owners will not be permitted to change the format. For example: The Atlanta franchise owner would like an ad for a big rap concert to stand out in his issue but the hip hop category is in the back of this magazine. Franchise owners will not be allowed to change the order of content nor will he/she be allowed to place content in the magazine out of order. A franchise owner can layout his own publication and use his own printer if he has a better rate than we provide.

CORPORATE GRAPHIC DESIGN & LAYOUT FEES

The front cover of your magazine is non-negotiable. Corporate officials must review it before you print. If changes are to be made, corporate will adjust the cover to meet our standards for front covers. You may lay out your own publication. If you need to assistance of corporate, we do offer graphic design and layout. In each issue you print, you will get 4 pages from corporate at no charge. You will be charged $20 for each additional page that we lay out. For each full-page ad you will be charged $20. For every half-page ad, you will be charged $15. For every ¼ page ad, you will be charged $10, and for every Business Card size ad you will be charged $5. If these rates change, corporate must inform the franchise owner at least 2 months in advance or the franchise owner can refuse to pay new rates until 2 months after the time he/she was notified. 

If the franchise owner knows his graphic skills aren’t up to par to attract advertisement, he/she should consult corporate for help. Poor advertisement will destroy your publication no matter how many great articles you print. The source of your publication is advertisement. If your ads look sloppy, people will refuse to pay your standard rate. If the ad is quality, at least they won’t be able to use it as an excuse for their refusal to buy with you. Tacky layout also gives your magazine a tacky impression. No one buys tacky. They only want professionalism. 

 A franchise owner can get graphics done by an agency. It is not mandatory that the franchise owners use the corporate graphic department. We only offer graphic services to keep your overhead low. Graphic companies can charge up to $50 an hour. Many charge even more depending on the credibility of the graphic agency you select. Corporate won’t charge you by the hour. We will only charge you the flat fee for the size ad you need produced.

 If your local company can’t afford the graphic fee, you should add the cost of producing their ad to their cost of purchasing the ad as a one-time fee for your customers. For example: Joe Harris wants a full-page ad for his computer store but he has never advertised before. You take his picture, e-mail it to corporate with his ad specs, we create his full-page ad for you for $20. You take it back to Joe Harris for approval. He likes it. You tell him there is an additional $20 fee for the graphic work on his ad and he will never have to pay that extra cost again unless he changes his ad. The chances of Joe Harris finding someone to do the quality work that we provide for $20 is very slim. If you think this client will be consistent, you should pay the $20 production fee for him so you don’t lose a potential client over extra fees. Most African-American companies have never advertised before. They don’t have professional promotional budgets. They don’t have logos or concepts in mind. You will become their advertising agency to help them build them companies.

MAGAZINE CONTENT

ADJUSTING THE FORMAT

Your publication will follow the format guidelines of the company. It is important that the format doesn’t change. The format has proven itself successful. If you have ideas that you want implemented in your publication, you should suggest them to your corporate representative. Your assigned corporate rep will respond to you with an answer about your requested changes. 

NATIONAL PAGES

Corporate AMPS will supply every regional publication with 4 mandatory pages per issue. These 4 pages will be: The Cover, The Corporate Editorial, and 2 Additional Pages. News of national concern: events, news, or featured articles will be available to you on the server at no charge. If corporate supplies you with advertisement from a national buyer, you will be paid a minimal fee of $200 per advertising page. If your publication is short on pages, corporate will supply you with the needed extra pages to complete your desired number of pages at no charge. If you need weddings and national events to fill the content of your publication, corporate will provide them for you at your request. Each page will cost you $20 outside of the two additional pages that are available for you.

USING YOUR SPECIAL EVENTS NATIONAL

Corporate does have the right to use your information or events in other publications under the name AMPS. For example: R.KELLY performs in Kansas City and AMPS-KANSAS has exclusive pictures of the event. We have liberty to use those pictures in all of the other publications just as we would for your publication if JESSE JACKSON spoke in Mobile, Alabama and we had exclusive photos of that event. You would receive the option to use those photos in your political section as well. Then, AMPS pays you $20 for your page.

SETTING PAGES IN ORDER

You may set your pages in whatever order you want them. However, you may not change the order of the sections of the magazine. For example: The format is Business/ Political, then Religion, then Social, then Women & Weddings, Health, then Youth, then Concerts/Events, then Music & Entertainment, then Alternative Advertising. Although you can’t change the order of our sections, you may decide which articles are priorities within the sections. For example: Rev. Joe Blow’s event may be of more importance than Bishop Such & Such’s Pastor’s Anniversary and you want them in that order. You may decide that your health articles are more important than your weddings and you want the weddings to follow the health articles. You may decide a particular wedding is more important than some of the other weddings and you want it placed first in that section. If corporate is laying out your magazine, special placements should be submitted when your pages are submitted for layout.

PAYMENT FOR PICTURES AND ARTICLES

If you are not the photographer for your magazine, you should hire a professional photographer to represent your company at important events. You are responsible for taking care of the photographer’s fees. If you have writers that require payment, you are responsible for their wages and not the corporate office.

BANKING & SETTING UP ACCOUNTS

You have freedom to use whatever bank you feel comfortable with using in your market. You will have your own Tax I.D. number set up through the name of your company. Your checks should have the name of your company on them. You may use AMPS on your checks in a DBA (Doing Business As) position. For example, your checks will read: JOHN JACKSON LLC, dba AMPS MAGAZINE-ATLANTA. Your Federal Tax Identification Number should be set up through your company’s name and not as AMPS-(CITY). For example, your tax papers would be listed under:

JOHN JACKSON LLC and not AMPS Magazine. 

CHECKS PAYABLE:

Your clients can make checks payable to JOHN JACKSON LLC or AMPS-ATLANTA (your city). When your bank account is set up, be sure to include (dba) AMPS-(your city) on your account info. Many of your advertisers may not feel comfortable writing a check to a name different from the name of the publication. 

LIABILITIES:

Your city should be attached to AMPS as the (dba) for your account. AMPS corporate is not responsible for any matters that concern your local publications. The corporate company is not responsible for bounced checks or non-sufficient checks made through your local publication. After receiving three reports from clients in your area concerning non-sufficient checks made under the name AMPS-(CITY), you will be inspected and corporate can terminate your contract on grounds of Consistent Irresponsible Business Transactions.

FRANCHISE FEE

It is mandatory that each franchise owner pays $2500 per year to join this institution. The $2500 will be divided into two payments. The first payment of $1250 must be made by March 15. The second payment of $1250 must be made by October 15. This fee is non-negotiable. Your fee includes: Consultation, Additional Layout Support, National Photos, Web Links, E-mail Account, your internet radio station maintenance, A Percentage of National Sponsorships, two boxes of business cards to get you started, and free Front Cover Design. Corporate will become the umbrella for your company.

LEGAL REPRESENTATION

Corporate legal representation is available for you in the case that you may need it. Before you are granted the assistance of our legal representation, corporate officers must review your situation. If we feel your case was created by your own negligence, we have the right to refuse corporate legal assistance. If we feel you were in a no win situation, corporate will cover 10% of your legal fees if you’re using our attorneys.

PROMOTING LOCAL / REGIONAL EVENTS

A franchise can use the name AMPS to promote local or regional events that they may be apart of. If your franchise is sponsoring a Family Day in the Park, you can use the corporate name on any promotional items. Corporate only ask you to report the event, time, and date of the event.

If you are the promoter, insurance and other applications must be signed in the name of your

Franchise. For promotional use, you may use AMPS. Legally, you must use the name of your own company. For example: Harry Price owns AMPS-Chicago. He’s bringing Frankie Beverly & Maze to Chicago in concert as a promotion to build subscribers in his market. He can use AMPS on his radio spots, TV spots, fliers, and tickets but his contracts and insurance documents must be in the name of The Harry Price Agency.

 
ACCEPTABLE EVENTS

We do not promote strip shows, homosexual galas, racist (even if black) forums, and any other event that promotes the opposite of our national image. You have liberty to promote concerts, kid’s events, family events, blues shows, church programs, business forums, expos, fashion shows, heritage programs, black history parades, social parades, holiday parties, festivals, sports events, college events, educational, and even parties in nightclubs as long as the event is professional and organized properly.

DISTRIBUTION

You may hire a distributor or distribute your publications yourself. In the early stage of your publication, it may be wise to distribute your own product. The retails and shops that will allow their businesses to be outlets for you have the right to know who you are. It is good business to form a relationship with business owners who are willing to help promote your magazine. These business owners may become great mouthpieces that help endorse your product to their customers. They may even become advertisers, leave magazines in more places than just your clients’ place of business. You’ll expand your readership and sales by the number of people who see your product.

TOOLS THAT WORK

By setting affordable rates, minorities are able to advertise their businesses, events, organizations, churches, and families with the competitive quality to attract major response. Including local events, concerts, political forums, church programs, and entertainment, the publication will attract the local reader like the weekly heritage newspaper but send an explosive message through its advertising format. Allowing the front cover to be local or regional gives the community the opportunity to see their own role models promoted like national celebrities. Large photos of successful blacks throughout the city should glaze the advertisements inviting the local consumers to buy and support black. Use as many photos as possible to show Black families and black kids in a positive way. Promoting blacks who are progressing in every genre of the community is the key to winning the attention and support of the people. Print articles that reflect the true opinions of the community leaders and allow them to be as controversial as they please if it reflects their true feelings. Allow them to build followings through your publications and their followings will become your following. Allow your publication to represent every genre of the community: from religion to politics to weddings to hip hop music, so that everyone in the black household respects the publication and enjoy reading it. Allow your publications to be free to the public so that advertisers feel people have easy access to them. Encourage people to subscribe yearly. It will help you build your base of supporters. Write them letters, send them birthday cards, free tickets to events, discounts, and more. They will feel apart of your organization and will begin encouraging their peers to support you as well. Swap advertising with companies in your market that will help promote your publication: radio stations, TV stations, etc. Highlight people in the community who are successful in their fields and give them publications to give to their friends. Find ways to keep them apart of what you’re doing. Have event calendars and allow churches, nightclubs, and theatres to publicize upcoming events. It will draw people to your publication on a regular basis to keep up with current social events. Never let anyone talk your product down. It will surprise them in the beginning because the concept has never been introduced in most markets. The name and the concept that it supports has proven to be a very lucrative masterpiece that we believe will work in every city across the United States.
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