
The ChannelPro Network provides targeted 

business and technology information for 

VARs, MSPs and IT consultants who serve 

the technology and data needs of small and 

midsize businesses. Via its online properties,  

live events, research and monthly print 

magazine, the network delivers expert  

opinion, analysis, news, product reviews and 

advice vital to business success. Perspectives  

from channel pros, vendors, distributors and 

analysts are spotlighted daily.

NO OTHER  

MEDIA COMPANY 

CONNECTS YOU  

TO THE SMB  

MARKETPLACE  

LIKE WE DO.

 2014
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  KIT

www.ChannelProNetwork.com

MAKE THE CONNECTIONS.



No other media company offers this level of targeted access to resellers, managed service providers,  
integrators and system builders serving the SMB marketplace:

• Magazine circulation of 55,000 in the U.S. (25,000 print, 30,000 digital)
• More than 250,000 online average monthly visits
• More than 780,000 online average monthly views

Dear Advertiser:

The 2014 advertising year is here, and once again The ChannelPro Network is positioned to be your partner 

in building and executing integrated marketing campaigns that produce measurable results.

In 2013, we saw the IT channel landscape continue to change and evolve. There were a number of significant  

vendor acquisitions/mergers, product launches, and phaseouts. Each of these affects the way you and your 

partners conduct business—and fortunately for all of us, the channel pros you count on continue to evolve 

as well. They are shifting much of their business to the cloud, focusing on services, and developing vertical 

expertise at a rapid pace. The ChannelPro Network has been reporting on these changes while providing 

valuable insights into our audience and supporting our advertising partners as these changes occur.

The ChannelPro Network continues to evolve as well. We have rolled out a new website with rich resources 

for partners and advertisers, and we are happy to see our live event business (the ChannelPro SMB Forum) 

grow and improve. New advertisers and readers continue to seek us out and we welcome them all!

Advertisers both old and new are drawn to The ChannelPro Network because it offers them two key things 

they can’t get anywhere else: targeted access to the channel pros who serve the SMB marketplace and the 

resources of a media company that is creative, accessible, agile and results-driven—guaranteed.

So be sure to include The ChannelPro Network in your marketing plans for 2014. Our team is poised to 

make 2014 a profitable year for you!

Best regards,

Michael Siggins, VP and Publisher
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MAKE THE CONNECTIONS.
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All-in-One PCs

Audio/Visual Solutions

Backup & Recovery Solutions

Blade Servers

Business Continuity

Business Intelligence

Business Software Suites

Chips/Processors

Cloud Computing

Collaboration Tools

Compliance Solutions

Components

Computing Accessories

Cooling Solutions

CRM Solutions

Custom-Built Hardware

Desktop Systems

Digital Signage

Displays

Drives (SSD and HDD)

Electronic Medical Record Solutions  

Email/Collaboration Software

ERP

Green Solutions

Home Automation & Control

IT Contracting Services

KVM Switches

Managed Services

Middleware

Mobile Solutions

Multifunction Printers

Network Infrastructure

Networking Hardware & Software

Notebooks

Operating Systems

Peripherals

Physical Security & Surveillance

Printers 

Projectors

Scanners

Security Hardware & Software

Servers

Smartphones

Software as a Service

Storage Hardware & Software

Tablets

Ultrabooks

Unified Communications

UPS and Power Management

Virtualization

VoIP Solutions

Wall-Mounted Displays

Web 2.0 Solutions

Wireless & Mobile Solutions

And more ...

The ChannelPro audience integrates the following technologies and solutions: 

ChannelPro Network readers identify their top-5 article choices:

Top revenue growth areas: Our readers’ revenue:

ChannelPro Network readers sell and integrate into these vertical markets and others:

96%  Prefer in-depth articles on technologies that can play an important role in how they serve their customers

94%  Prefer articles covering technologies, market trends and new business opportunities

92%   Prefer reviews and overviews of products/solutions they might recommend to clients

83%   Prefer updates on what is happening in vendor and distributor partner programs

81%   Prefer news and information about the latest products, software and services

Cloud Solutions 
Backup and Data Recovery 
Network Security Solutions 
Virtualization 
Mobile Solutions 
Managed Services 
Remote Monitoring and Management (RMM)

More than $5 million

$3 million to $5 million

$1 million to $3 million

Up to $1 million

Healthcare & Scientific

Insurance & Financial

Retail

Educational

Government

Home/Residential

84%

81%

73%

71%

62%

56%

WHAT OUR READERS WANT TO LEARN ABOUT

THE TECHNOLOGIES

VERTICAL MARKETS
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17%

12%

34%

37%



Our network provides news, insights, peer advice, product announcements and reviews on the technologies and 

trends that power the channel.

THE POWER OF ONLINE
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Our custom Sponsored Spotlights can  

feature a mix of our articles, your  

collateral, YouTube videos and news 

feeds, plus social networking updates 

from Facebook, Twitter, etc.

• Many sponsorship levels available

SPONSORED SPOTLIGHTSBANNER ADS & SPONSORSHIPS

ONLINE OPPORTUNITIES
Our online network offers you a wealth of resources to educate, influence and interact with our community. 

From traditional banner programs to custom Spotlights, sponsored content categories and email  

marketing programs, we have what you need to create a winning integrated program.

MAKE THE CONNECTIONS.



Reach and influence our audience through a variety 

of email-based programs. Sponsor one of our  

editorial e-newsletters or have us create a custom 

one just for you. Custom email  

blasts and list rentals  

are also available.

EMAIL MARKETING

Whether it is a video profile of your 

customer or solution, or reviews of 

the latest tech products that power 

the channel, our video team can 

create a wide range of video assets 

to meet your marketing goals.

• YouTube channel sponsorships
• Video sponsorships
• Webinars
• Podcasts

YOUTUBE AND 
CUSTOM VIDEO

2014MEDIA KIT
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MAKE THE CONNECTIONS.

Our monthly magazine is delivered to 55,000 

print and digital readers.

Our expert team of writers, editors and design-

ers is standing by to provide a full range of 

services to help you with your custom print 

marketing needs.

• Case studies
• Product profiles  
• Partner profiles
• White papers

• Magazine inserts
• Cover wraps
• Ad creation
• Much more

CHANNELPRO-SMB PRINT EDITION CUSTOM MARKETING PROGRAMS

CUSTOM PRINT PROGRAMS

PRINT OPPORTUNITIES
ChannelPro-SMB magazine is the only publication that focuses exclusively on the SMB segment of the chan-

nel. Multiple display opportunities are available, including full- and fractional-page ads, inserts, business reply 

cards, cover wraps, sequenced units, cover corner peels and more. 

FOR PRINT EDITORIAL CALENDAR AND PRODUCTION DATES SEE PAGES 10-11

White Box All-In-One PCs and Windows 8: A Perfect Match
Microsoft’s new Windows 8 operating system has SMBs clamoring for touch-enabled hardware. Get in on the excitement by offering white box All-In-One 

PCs based on the Intel Thin Mini-ITX All-In-One PC platform. They’re not only sleek, speedy, and compact but a perfect match for Windows 8.

Perfect for Driving Upgrades Perfect for Selling  
Customized Solutions

Perfect for Resellers and  
System Builders

Windows 8 and its touch-friendly inter-

face give businesses with aging PCs a 

compelling reason to upgrade, and white 

box AIOs based on the Intel Thin Mini-ITX 

All-In-One PC platform are a perfect fit 

for Windows 8. Here’s why:

• They have vibrant, responsive touch-
screen displays that bring the fun and 
convenience of tablet computing to 
the PC.

• They feature Intel Core processors, so 
they’re fast and reliable.

• They save space, reduce cable clutter, 
and make setup a snap.

• They’re available in an ever-growing 
range of stylish designs, like the cool 
new chassis from LG and other great 
models from manufacturers like ECS, 
InWin, Loop, MiTac, and more.

White box AIOs running Windows 8 are 

the perfect foundation for a wide range 

of high-margin custom solution opportu-

nities, including these: 

1.  Create interactive digital signage 
displays for retailers, hotels, building 
lobbies, and more.

2. Build intuitive, self-serve point-of-sale 
systems that accelerate checkout times 
and boost customer satisfaction.

3. Develop easy-to-use front desk check-in 
solutions for doctor’s offices and clinics.

4. Equip classrooms with engaging, touch-
based learning systems.

5. Improve efficiency and productivity at 
factories and warehouses by deploy-
ing durable, touch-enabled shop floor 

solutions.

Chassis, motherboards, CPUs, solid-state hard 

drives, and other components designed for the Intel 

Thin Mini-ITX All-In-One PC platform offer channel 

partners a perfect way to boost revenue, margins, 

and customer loyalty. Why?

• They’re standards-based, for faster, easier assembly.

• They deliver the superb quality and reliability you 
expect from Intel.

• They’re in stock and available for fast delivery from 
leading distributors.

• They give you greater control over prices and  
profit margins.

• They position you to maximize deal size by selling 
peripherals and service contracts along  
with your AIO hardware.

Intel, the Intel logo, Intel Core, Core Inside and InTru are trademarks of Intel Corporation in the U.S. and/or other countries.  Copyright © 2012 Intel Corporation. All rights reserved.

www.adventuresofaio.intel.com/promotions

Learn about the great discounts available to buyers of  
qualifying AIO processors, motherboards, and chassis at

For more information about All-In-One PCs based on the Intel Thin Mini-ITX platform, visit www.intel.com/go/AIO. 

“The available mounting options make this cost-effective technology perfect for everything from  
a school lab to a dental chair.”  —Paul Ostermann, Sales Representative, CTL Corporation

P R O D U C T     P R O F I L E

WHEN IT COMES TO DATA GROWTH and storage requirements, many 
smaller businesses face the same pressures as their larger counter-
parts. As storage needs increase, there is an accompanying need for 
more density in the data center; however high density in terms of servers 
requires higher performing products on the I/O and host bus adapter 
(HBA) side in order to provide enough storage.  
“One of the paramount use cases for HBAs in the data center environ-
ment is to connect a large number of drives for storage while comple-
menting the growing need for higher density and lower cost,” says Zaki 
Hassan, director of product marketing for the enterprise storage division, 
PMC. For resellers looking to offer solutions that can handle the ever-
expanding storage requirements of their customers, Adaptec by PMC 
offers a new series of HBAs designed to deliver maximum performance 
and connectivity while lowering costs.

Adaptec by PMC offers new SAS/SATA HBAs that are the industry’s only 
PCIe Gen3 low-profile/MD2 form factor HBAs with 16 native ports to stor-
age devices. These HBAs allow resellers to build  
systems that take full advantage of PCIe Gen3 bandwidth. In  
addition, with maxCrypto hardware encryption, Adaptec by PMC  
offers encrypted HBAs allowing resellers to eliminate the security risks 
associated with sensitive customer data.

All Adaptec by PMC HBAs offer full support for all 32/64 bit operat-
ing systems including VMware, Windows, open source Linux and Red 
Hat. The HBAs are also broadly compatible – Adaptec has established 
interoperability relationships with over 25 leading vendors for server, 
motherboards, drives and software. The current product line of HBAs has 
also been tested with over 300 disk drives, systems and other devices, 
easing configuration and speeding problem resolution.

From the industry leading performance of the 7H, the security of the 
7He, and the value of the 6H, Adaptec by PMC offers HBAs that can 
satisfy the storage needs of any customer.

Adaptec by PMC offers a range of HBAs that can suit any customer’s storage needs.

Optimizing  
Storage and  
Performance with 
Host Bus Adapters

HBAs to Meet Any Customer’s Needs

For more information, visit www.adaptec.com.

SPONSORED ARTICLE

THE SERIES 7H FAMILY is ideal for data centers running data intensive applications that require 
maximum performance.  These low-profile HBAs provide up to 16 native ports using mini SAS HD 
connectors and don’t need an expander, eliminating latency, compatibility and configuration issues 
and costs. These HBAs take full advantage of PCIe Gen3 technology of 8.0 GB per second and are 
the only SAS/SATA HBA solution capable of more than 1 million IOPs with 512Byte blocks. “Series 
7H HBAs provide 2x the number of ports over other commercially available solutions in market,” 
says Hassan. “These high port count, low profile HBAs make it possible for data centers to optimize 
storage connectivity while lowering cost.”

THE SERIES 7HE has all the same features as the 7H with the addition of maxCrypto real-time 
hardware data encryption technology. These encrypted HBAs encrypt data on the fly without any 
performance penalty, making them the ideal choice for data centers running applications that 
include sensitive customer data.

FOR ENTRY-LEVEL STORAGE NEEDS, ADAPTEC BY PMC OFFERS THE 6H MODELS designed to provide 
maximum value and performance for the price. These HBAs support SAS expanders, allowing resell-
ers to scale up and design an optimal price-per-drive solution that meet customer needs. The PCIe 
Gen2 compatible 6H has 8 ports and is well-suited for desktop, workstation and server backups.
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PARTNER PROFILE
INNOVATIVE BUSINESS SYSTEMS INC.

EXPANDING OPPORTUNITIES WITH  
BACKUP SOLUTIONS

EXPANDING OPPORTUNITIES WITH  
BACKUP SOLUTIONS

SPECIAL ADVERTISING FEATURE

LEARN MORE ABOUT THE STORAGECRAFT PARTNER PROGRAM AT 

STORAGECRAFT.COM/PARTNERS

INNOVATIVE BUSINESS SYSTEMS INC.
 LOCATION: EASTHAMPTON, MASSACHUSETTS

 FOUNDED: 1987

 SERVICES OFFERED: CUSTOM SOFTWARE DEVELOPMENT, HARDWARE AND 
NETWORKING SUPPORT AND SERVICES, VAR, IMPLEMENTATION SPECIALIST 

 ONLINE AT WWW.FOR-IBS.COM

 The Company
One of the hallmarks of a successful company is the ability to adapt to chang-

ing customer needs. Founded in 1987 and incorporated in 1990, Innovative 

Business Systems certainly fits this bill. The company got its start by offering 

custom software development to its client base in Western Massachusetts. 

Soon the company added hardware and networking support and services. 

Today, the Easthampton, Mass.-based company has 23 employees and offers 

multifaceted IT services as a value-added reseller and implementation spe-

cialist, and as an MSP. “We do a lot of project-based work, and have packages 

to allow us to offer high-level services to clients 

for a fixed fee,” says Sean Benoit, a partner 

and the technical services manager. 

One burgeoning area is enterprise-

class storage — Innovative Business 

Systems is now able to offer backup and 

disaster recovery options to its small-

to-midmarket companies. This aspect 

of the company’s lineup is thanks to a 

partnership with StorageCraft® Technology 

Corporation, a provider of backup and 

disaster recovery solutions based 

in Draper, Utah.

  

  The Solution
About four years ago, Innovative 

Business Systems was looking 

for a better backup solution 

to offer its customers. “We 

were tired of working with 

tape — the issues with tape 

drives and tape changes,” 

Benoit recalls. The company looked into disk-based technologies and started using 

a product for backup and recovery, but found it wasn’t suitable. “After a couple of 

installs, we learned that the product wasn’t as robust as we expected,” Benoit says. 

Thus began the search for another solution — specifically a backup and disaster  

recovery (BDR) appliance. At the time, Innovative Business Systems was working 

with a business continuity solutions provider to install its BDR devices which 

were running a version of StorageCraft ShadowProtect® software for backup and 

recovery. “That is how we learned about StorageCraft,” Benoit says. After deploying 

a handful of those devices for its own customers, Innovative Business Systems 

was sold on StorageCraft. “The BDRs had an older version of the software, and we 

thought we could build a better wheel,” Benoit says. Innovative Business Systems 

reached out to StorageCraft with the intent to use ShadowProtect to build and 

deploy its own BDR appliances, and thus the partnership was born.

 The Results
Today, Innovative Business Systems is a VAR in the StorageCraft Profit-Ability 

partner program and leverages ShadowProtect to sell backup appliances directly 

to customers that are transitioning from tape. (Innovative has sold BDR applianc-

es to 10 customers). In addition, Innovative Business Systems also incorporates 

ShadowProtect into BDR devices that it builds and owns in its capacity as an MSP; 

to date the company has deployed 23 of its own BDR appliances.  “We own the 

device and the software and provide backup as a service,” Benoit says. 

Benoit says the foremost benefit is the ability to now offer customers 

business continuity services. With the exception of customers in health care 

and financial services, “many of the SMB companies we work with don’t even 

think about recovery of data — they don’t have a disaster recovery plan,” he 

says. “With ShadowProtect, we can backup our customers’ data as well as get it 

back for them.” The ease, speed and reliability with which StorageCraft recovers 

data compared to other backup solutions has now enabled Innovative Business 

Systems to offer disaster recovery services to a new segment of customers. 

“We have seen a big increase from the StorageCraft partnership,” Benoit says. 

“Part of that is getting rid of legacy systems and transitioning customers to the 

StorageCraft product,” he says, “but a lot of that is being able to provide backup 

as a service and disaster recovery which we weren’t able to do before.” •

SEAN BENOIT, PARTNER AND TECH. SERVICES MGR., IBS

CUSTOM MARKETING PROGRAMS
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Custom programs include partner and product profiles, email marketing 

campaigns, research surveys, lead-generation programs, podcasts, webinars 

and all kinds of custom units.

OUT OF THE BOX VS. OFF THE SHELF

CUSTOM MEDIA SERVICES
Our expert team of writers, editors, developers and designers 

is ready to provide a full range of services to help you with 

your marketing needs. No one knows the SMB reseller  

audience better than we do, and you can tap that  

expertise to create masterful marketing campaigns.

Think of our team as an extension of your team. We’ll create 

and deliver the marketing asset directly to you or integrate it 

into a broader program.

We offer online, lead-gen, print solutions and more:

• Custom articles/case studies/white papers
• Custom show guides and maps
• Custom podcasts
• Custom webinars
• Custom ad creation
• Custom research programs
• Custom content for your website
• Custom print and digital magazines
• Custom email newsletters
• Custom videos
• Custom cover wraps
• Custom Spotlights

2014MEDIA KIT

Teaming Up with Intel®:  
A Partnership to Grow Your Business
More Options and Flexibility with Intel® Ethernet
Since its founding in 1990, ePlus Inc. has seen plenty of technologies come 

and go, but one aspect of its business has remained constant for years – its 

longstanding partnership with Intel®.

To be successful in the dynamic market for IT solutions and services, 

ePlus has had to adapt to innovation and changing customer needs. 

Today, the company is a thriving nationwide 

provider of technology solutions and ser-

vices with $825 million in annual revenues. 

Based in Herndon, Va., ePlus provides an 

extensive portfolio of offerings to a range 

of clients in core areas including the data 

center, cloud computing, unified communica-

tions, security and IT infrastructure. Integral 

to the company’s years of success and plans for future growth has been 

its ongoing relationship with Intel®. “What we really like about Intel is 

that the company provides us with a wide range of products in terms of 

networking cards, server chipsets, and storage technologies,” says Mark 

Melvin, CTO at ePlus. “All of the Intel product options give us the flexibil-

ity to offer our customers the IT solutions they need at the best possible 

price and performance they require.”

ePlus offers a comprehensive line of Intel® solutions  for servers, network-

ing and storage.  In the server arena,  Intel® Xeon processors enable ePlus to  

provide flexible, adaptable machines that meet today’s demanding comput-

ing needs. “The power consumption benefits, raw processing power and 

efficiency of Intel chips make these an easy sell among our customers,” 

Melvin says. As for networking, Intel® Ethernet Converged Network Adapters 

enable ePlus to offer customers 

the 10 GbE network connectivity 

needed in their data centers. “For 

customers that are undertak-

ing data center consolidation, 

moving into virtualization or 

migrating to public, private or hybrid clouds, 10 GbE has played a big role in 

getting them there in a very effective way,” Melvin says. As a result, ePlus 

differentiates itself from its competitors by offering 10 GbE solutions to maxi-

mize performance while keeping prices affordable. 

Virtualization, the cloud, and storage create a need for high performance 

I/O that is flexible and responsive to customer needs. The Intel® Ethernet 

Converged Network Adapter X520 family fits this bill by enabling ePlus to  

offer industry leading virtualization and unified networking support reduc-

ing CPU utilization and simplifying the network infrastructure.

The breadth of Intel® Ethernet products enables ePlus to take a consulta-

tive approach when building solutions for customers – a strategy that 

is particularly well-suited for the company’s service providers that offer 

compute or IaaS (infrastructure-as-a-service). Presenting options with 

value and flexibility specific to customer needs reinforces ePlus’ role as a 

trusted advisor. Intel’s ongoing innovation and predictable refresh cycles 

are other advantages to the partnership. “We can schedule a product  

refresh and get customers on a buying cycle that they can plan and 

budget around,” Melvin says. 

As the need for 10 GbE grows among ePlus customers, Melvin will continue 

to rely on Intel to provide solutions.

Intel, the Intel logo, Intel Core, Core Inside and InTru are trademarks of Intel Corporation in the U.S. and/or other countries.  Copyright © 2013 Intel Corporation. All rights reserved.

MARK MELVIN, CTO, ePLUS INC.

SPECIAL ADVERTISING FEATURE

For more information about Intel Ethernet visit www.intel.com/go/ethernet. 
For more information about ePplus solutions visit www.eplus.com.

PARTNER PROFILE: ePLUS INC.
Founded: 1990
Headquarters: Herndon, VA. 
Online at: www.eplus.com 

Services: infrastructure and supply chain optimization
Employees: more than 650 
Locations: 30+

 Intel® Ethernet Converged Network Adapters  
enable ePlus to provide the 10 GbE network  

connectivity customers need.
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LEAD-GEN AND CUSTOM RESEARCH
Our research team is the driving force behind our lead-generation and custom research offerings. Looking 

for leads? Let us fill your sales pipeline, recruit new partners and drive attendance to your events. Need to 

know market trends, purchasing data and preferences of The ChannelPro Network? Let our research team 

collect that data in a custom survey. Several program types are available and feature custom research,  

database marketing and download programs.

Our lead-generation programs are scalable, guaranteed and offer proven ROI.

VALUABLE CONNECTIONS

Whether you are recruiting new partners, driving  

attendance at your event or feeding prospects  

to your sales team, our lead-gen programs  

can work for you. We offer several  

program types that feature  

custom research, database  

marketing and download  

programs.

LEAD GENERATION

MAKE THE CONNECTIONS.
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EVENTS

The ChannelPro SMB Forum live events bring together IT solution providers, managed service providers, 

VARs, custom builders and dozens of sponsors. The events offer attendees interactive, in-depth sessions 

featuring some of the industry’s top channel pros in mobility, cloud computing and managed services.

A showcase of SMB vendor solutions provides additional learning opportunities and enables channel pros to 

get one-on-one advice on employing new technologies and services to better serve their customers.

Sponsorship packages all include a tabletop at the event plus branding in print and online leading up to and 

including the day of the event. We have several levels of sponsorship plus specialty sponsorship programs 

available. Learn more about our events at www.ChannelProForum.com

All attendees experience the following:

Sponsor Opportunities

SMB FORUM
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• Exciting, interactive format 
• Targeted educational presentations 
• Lively, interactive Q&A discussion
• Dedicated time to visit with the channel’s leading vendors 
• Hands-on experience with today’s latest form-factor gear, including tablets, ultrabooks,  
   all-in-ones and a variety of mobile solutions
• Awards and giveaways!



MAKE THE CONNECTIONS.

2014 EDITORIAL CALENDAR
ChannelPro-SMB reports on the technologies and trends that impact the SMB market, including managed 

services, cloud computing, storage, security, networking, virtualization, hardware, software and others. In 

every issue you’ll find insights and best practices, peer advice, opinions from the leading voices in the SMB IT 

industry, analyst commentary, special content for system builders and more.

o Competing with the Cloud

o Developing Mobile Apps 

o Special coverage: 3rd Annual ChannelPro  

   Readers’ Choice Awards

o Wearable Computing

o Per-User Managed Services Pricing

o Master’s Class: Office 365

o Building the Perfect Server Closet

o Master’s Class: Microsoft Hyper-V

o Profiting from Big Data

o Meet the Millenials

o Mobile App Hit Parade

o Intel Says So Long to Motherboards

o The End Arrives for Windows XP

o Hybrid Cloud Storage

o Special coverage: 3rd Annual SMB All-Stars  

   and Vendors on the Vanguard Issue

o Software-Defined Everything

o Surface and the Channel

o Master’s Class: RMM

o Managing the Financial Transition to  

   Cloud Computing

o Master’s Class: PSA

o Mobile Application Management

o The Dangers of Cloud APIs

o Special coverage: 2015 Technology Preview

o Digital Signage-in-a-Box Solutions

JANUARY JULY

FEBRUARY AUGUST

MARCH SEPTEMBER

APRIL OCTOBER

MAY NOVEMBER

JUNE DECEMBER

CALENDAR DATA IS SUBJECT TO CHANGE

For editorial inquiries contact Cecilia Galvin, Executive Editor, at (919) 325-0109 or cgalvin@ehpub.com
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2014 ADVERTISING RATES & SPECS

PRINT (ALL RATES ARE NET)

PREMIUM PLACEMENT

  FREQUENCY

FULL PAGE

2/3 PAGE

1/2 PAGE

1/3 PAGE

1/4 PAGE

SPREAD (2 PAGES)

COVER II ADD 15%

COVER III ADD 10%

COVER IV ADD 20%

ANY OTHER REQUEST ADD 10%

	 1X	 3X	 6X	 12X

	$11,600	 $11,020	 $10,441	 $8,839

	 $9,513	 $9,036	 $8,562	 $7,247

	 $8,700	 $8,265	 $7,831	 $6,628

	 $6,728	 $6,392	 $6,055	 $5,129

	 $5,801	 $5,510	 $5,219	 $4,420

	 $19,140	 $18,184	 $17,247	 $14,583

  SPECIFICATIONS

FULL PAGE

2/3 PAGE

1/2 PAGE ISLAND

1/2 PAGE HORIZONTAL

1/3 PAGE SQUARE

1/3 PAGE VERTICAL

1/4 PAGE ISLAND

SPREAD

     TRIM LIVE AREA BLEED NOTES

8”w x 10.812”h 7.25” x 10” .125” all sides Keep live matter .375” from edge

4.5625”w x 9.5”h 

4.5625”w x 7”h

7”w x 4.5625”h

4.5625”w x 4.625”h

2.1875”w x 9.5”h

3.375”w x 4.625”h

16”w x 10.812”h 15.25” x 10” .125” all sides Allow .375” for gutter on each side

RATES AND SPECS ARE SUBJECT TO CHANGE

For advertising materials and specs information visit: www.ChannelProNetwork.com/site/advertising

For advertising materials and specs information visit: www.ChannelProNetwork.com/site/advertising

  TYPE

SKYSCRAPER

RECTANGLE

LEADERBOARD 

E-NEWSLETTER ADS 

SPOTLIGHTS 

LEAD-GEN PROGRAMS

  SIZE             RATE

160x600, 120x600 $141 cpm

300x250 $141 cpm

728x90 $141 cpm

 $2,601 premium ad

 $15,606 per quarter

 $5,202 base program

ONLINE (ALL RATES ARE NET)

11
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