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“We have to keep earning the trust of our customers”
William T. Kerr spends a great deal of time thinking about brand loyalty. Kerr joined Meredith in late 1991, after running The New York Times Company’s magazine division.

Meredith Corporation–publishes more than 50 home-and-family-oriented magazines, including Better Homes and Gardens and Ladies Home Journal, and owns a dozen television stations- has had a long and profitable relationship with its customers.

Why Meredith has become so successful.

1. Focusing on the core businesses: We focused on what really mattered.-publishing business, broadcasting business, printing business, residential real estate operating group, etc.

2. Raising the bar: We could establish a strong set of financial expectations for the company. We shifted to clear performance-based compensation with a heavy reliance on equity ownership. As a result, we’ve been able to raise the level of financial focus and performance.

3. Keeping the trust: One of the reasons we do well is that our customers trust us. 
Kerr always talks to their people about the issues of “care and commitment.” That means caring about customers and caring about the quality of our products.

“This trust and consistency is important because it allows Meredith to build off its core franchises. Once Meredith earns a customer’s trust that customer is more willing to buy other products that carry a Meredith brand’s name.”
How are we going to keep all this going?

We will be required to grow internally- focusing heavily on creating new magazines.

-To manage through that slowdown

-To maintain our number-one position within the categories in which we compete.

Challenges

1. To maintain our growth.

2. To invest the cash we generate intelligently.

3. To continue the flow of ideas and continue to attract quality people.
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