TOBACCO COMPANY

ONE PARK AVENUE, NEW YORK, N.Y. 10016-5885 » {212) 545.3000

DIRECTOR OF SALES PLANNING

August 24, 1985

TCO All Division Managers and Asgsistant Division Managers
FROM : K. A. Sparrow
SUBJECT: Merchandising -- Newpert #1 Club

Please be advised that New Century Merchandising, Inc. is £illing
backorders for Newpori #1 Club material, as quickly as material
ig arriving from suppliers involved.

All NWewport #1 Club displays and stanchions should be in the
Field by 9/15/95.

New Newport #1 Club photos featuring the high, medium and low
impact pieces are enclosed.

As a reminder, Special Promotion guantities for Newport #1 Club
participants are at a base level of 150% of authorized premium
items and 200% of authorized savings ocffers. '

The Newport #1 Club Spescial Promotion riser card was made to
"gshowcase" our Special Promotions. ' )

Cur number one objective is to gain an additional tempocrary
display to feature premiums, coupon, Sticker, insert or BI1GLF
coffers, due to the heavy quantities authorized. However, an
additional cardboard display is not regquired. BAuthorized
gquantities of deals that will not fit on a cardboard display or
where an additional temporary display cannot be secured, may be
left as back up stock. There is no gratis payment authorized for
Newporlt temporary displays.

Payments made to retailers for the program components {display,

advertising, bonus where applicable) should be charged to Account
Number 500 on gratis. :
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Pleage refer to Joe Hickey's letters dated April 12, 1995 for = -

reporting displays as Level I, II or IIT and June 19, 1995 for
reporting high impact P-0-8 on CRS.

Those locations entered into the Newport #1 Club should be
changed to Niche "C" via an 8-181 or "UCI" via an 8-182 when
implementing the program.

Additional material needed for Newport #1 Club material, mugt be
reguisitioned through wyour Regignal Sales Manager.

Enclosed is a copy of all Newport #1 Club item codes for your
reference. ST

I'm sure you'll agree that this program is mutually beneficial to
both the retailers involved and Lorillard. Our objective to
heighten Newport’s presence in highly developed menthol areas and
give Newport, the #1 menthecl brand, the #1 presence it deserves
is easily accomplisghed.

Good Luck in implementing the Phase Two roll ocut of the Newport
#1 Club Program.
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