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1.Visit the Newsstand
Regardless of how big or small a publication you have, 
representatives from your magazine’s departments should 
tour newsstands together. Choose a large variety to visit: 
independents, chains, groceries and Mom-and-Pops. You 
really need to understand what you are up against. Notice 
how the magazines overlap each other, how the shelves can 
get messy, how many full-cover facings there are (or aren’t), 
notice the riot of colours and fonts and then take a good 
look at the covers. Together, discuss which covers stand out 
and why. These discussions will benefit your magazine 
because you will be able to better picture your special product 
in context. Remember: all those other magazines think their 
magazines stand out too.

2. Don’t Polybag
The customer at the newsstand is, inherently, a browser. 
When they make a special trip or happen to stand in line, 
they want to flip through the magazine. Most people don’t 
take the time to find the content page, so they check out the 
magazine by perusing the pages, looking at photos, feeling 
the texture of the paper and scanning the articles. A 
polybag deters this activity. People feel guilty about opening 
up a polybagged magazine to see the contents—not just the 
teasers on the cover—before they buy it.  Polybagging 
diminishes purchase opportunities, especially when the 
insert isn’t enough of an incentive or there is no insert at all.

3. Mastheads
Understand that many magazines do not have full-cover facings 
on the newsstand. Do not put your title on the right-hand 
side of your cover. Your magazine can literally disappear as 
another magazine overlaps yours in order to fit on the shelf. 
On our newsstand, in some of the fuller sections, as little as 
3 inches of the covers can be showing. At the very least, if 
you do put your title on the right-hand side of the cover, have 
a logo that clearly identifies your magazine on the left.

4. Relationships
Nothing beats a good relationship between the publisher 
and a newsstand, particularly if you are a niche or regional 
title. The benefits to both parties are often reciprocal: 
exposure at no cost and, for publishers with small marketing 
budgets, this can be significant. Give some form of ad space 
to the newsstand for a window display or provide the props 
and the manpower to create the display. Optimyz and Halifax 
magazines have both used these options in our store. In the 

long run, the support a newsstand receives from a publisher, 
even if it is just information or regular contact, is to the 
publisher’s advantage. A newsstand will become more likely 
to choose your title over another publisher’s when it comes 
to display.

5. Covers
If you place a lot of attention-grabbing text on your covers, 
consider the opposite approach. Currently, more magazines 
than not have very busy covers so the less-is-more philosophy 
will make your cover stand out.

6. Retail Display Allowances (RDAs)
Retailers look for ways to boost their margins in a very tightly 
controlled industry. Many retailers have an RDA collector who 
negotiates with publishers on their behalf. (Publishers pay 
retail display allowances on copies sold.) These RDAs are 
an essential part of a retailer’s business. Presse Commerce 
(an RDA collector) has promotional program arrangements 
with Magazines Canada and Disticor. Any retailer who has 
agreements with Presse Commerce displays magazines in 
acrylic pockets at their cash, in their windows, on walls, floor 
displays and right on the racks. If you are distributed by 
Disticor or Magazines Canada, get involved in the Marketing/
Merchandising program. Your magazine can really stand out 
in those pockets.

7. Direct Consignment
Are you a new or very small publisher? Find the best independent 
stores in the closest major cities and get in touch with them 
directly. Ask if they would be willing to try your publication. 
Typically, if you are willing to have your title be returnable, 
most retailers will be favourable to placing it on their shelves. 
Let the relationship begin.
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