big red

PUBLISHING - AD SALES

Strengthening Bar News Through Strategic Ad
Sales Partnership

->» A CONCISE CASE STUDY

AT A GLANCE

CHALLENGES

e New leadership unfamiliar with Bar
News ad sales history.

e Limited capacity to review vendor
performance amid competing
priorities.

e Need for clear data to support
internal stakeholder alignment.

e Ensuring continuity with the
editorial team during leadership
transition.

BENEFITS

e Strong, proactive relationship with
editorial staff.

e Clear performance data showing
ad growth and revenue.

e Supported internal briefings and
strategic planning.

e Grew total ad sales by $150,000
since beginning partnership.

OBJECTIVES

When Katrina Mulligan became
Associate Director of Communications
in early 2024, she needed to quickly
understand WSBA's existing vendor
relationships, including their flagship
publication, “Bar News,” and ad sales
managed by Big Red M. She aimed to
review past performance, ongoing
strategies, and the impact on revenue.

She also needed to align ad sales
management with internal
stakeholders while maintaining positive
relationships with the editorial team.
Clear metrics and actionable insights
were critical to a smooth onboarding
process.

Ultimately, WSBA wanted continuity in
ad sales, steady revenue growth, and
strategic oversight during the
leadership transition.
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Big Red M has been a

great partner to work with.

They keep us informed,
provide clear data, and
have made it easy to
understand how our ad
sales are performing.
Their proactive approach
has really helped me get
up to speed and feel
confident in the
partnership.

KATRINA MULLIGAN

Senior Legal Editor,
WSBA
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SOLUTIONS

Big Red M, managing ad sales since 202],
provided consistent outreach, sales support,
and strategic advertising management. To
support Katrina, the team delivered historical
data, context, and contacts within their
flagship publication, “Bar News,” and former
leadership.

Regular performance summaries highlighted
ad growth, revenue trends, and engagement
metrics. This allowed Katrina to quickly
understand the partnership’s impact and
align with internal stakeholders.

Through proactive communication, data-
driven insights, and continuity planning, Big
Red M reinforced the value of the ad sales
partnership, contributing to a steady increase
in average ad sales per issue and growing
total ad sales by $150,000 since beginning
partnership.



