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PUBLISHING - AD SALES

PRLA'S SMARTER APPROACH TO MONETIZING
MEMBER COMMUNICATIONS

->» A CONCISE CASE STUDY
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AT A GLANCE

CHALLENGES
e Limited staff bandwidth to

take on advertising sales
responsibilities

Transition from print to digital
created a gap in monetization
strategy

Strong newsletter
performance but no dedicated
resources to capitalize on it
Need to generate non-dues
revenue without disrupting
member experience

BENEFITS

e $13,000+ in incremental non-
dues revenue generated
Significant staff time savings
by eliminating internal sales
responsibilities

Fully managed ad sales
program with no added
operational burden
Seamless, non-intrusive
experience with zero negative
member feedback

OBJECTIVES

The Pennsylvania Restaurant & Lodging
Association (PRLA) needed a way to monetize its
rapidly growing digital communications without
adding strain to its lean team. As their newsletter
evolved from a twice-monthly publication into a
daily touchpoint in 2020, it quickly became a
high-value asset with strong engagement across
their audience of 5,000 members and prospects.

Despite this growth, PRLA lacked the internal
bandwidth and dedicated sales expertise needed
to effectively sell advertising within the new digital
format. Their team was already focused on
delivering critical memlber services, managing
events, and producing consistent content, leaving
little room to take on additional responsibilities
like ad sales.

At the same time, PRLA recognized a clear
opportunity to generate non-dues revenue from
their newsletter. With proven engagement
metrics, the value was there, but without a
structured sales approach or resources to
execute, that opportunity remained largely
untapped. They needed a solution that could
unlock revenue without requiring internal effort or
risking member trust.
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“I've told many others
about this partnership, the
ease, the time savings, the
quality. It’s been incredibly
valuable.”

STEPHANIE

OTTERSON

Director of
Communications, PRLA
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SOLUTIONS

Big Red M delivers a fully managed ad sales
program tailored specifically to PRLA’s digital
newsletter. Acting as an extension of their team,
Big Red M manages the entire sales lifecycle, from
outreach and relationship building to deal closure
and invoicing support. This allows PRLA to monetize
its publication without diverting internal resources.

The approach focuses on clearly communicating
the value of PRLA’s highly engaged audience to
relevant industry advertisers. By positioning the
newsletter as a premium advertising opportunity
and proactively selling to aligned partners, Big Red
M generates consistent interest and revenue.

In addition to driving results, the execution remains
intentionally seamless and respectful of PRLA'S
member relationships. The program generates over
$13,000 in incremental revenue while maintaining
a professional, non-intrusive presence. With no
negative feedback from members and minimal
oversight required, PRLA gains a reliable, behind-
the-scenes revenue stream that complements their
existing operations.
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