
powerful marine
industry in*uencers

from across the
United States

23,000

THE CONCEPT:

Boat Show Exhibitor Magazine is a
valuable resource for companies that
want to reach a highly targeted
audience of marine industry
professionals: dealers, manufacturers,
show exhibitors, and distributors.
Advertising in this publication is a cost-
effective way to deliver your message in
a medium that highly qualiHed people
are likely to see, believe and remember.

No one in the U.S. has better access to
the industry's key decision makers than
the industry that represents them;
NMMA represents 85% of the
recreational boating industry.

16% Boat Dealers

16% Boat & Engine manufacturers

17% Accessories manufacturers

19% Marine retailers, Marine services, Marine wholesalers

37% Are presidents, CEO’s or owners

READ BY:

READER PROFILE:

AT A GLANCE
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THE PRODUCT:

Boat Show Exhibitor Magazine is a
high quality quarterly publication
dedicated to helping marine exhibiting
professionals produce measurable
results. Published by the world's largest
marine trade association, each issue
features case studies that highlight
successful exhibits, display tips, sales
and marketing tools, and ideas that
work from show experts.

We go inside and outside the industry
to bring our readers the information they
need to achieve measurable results.
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RATE CARD
Mechanical Requirements EDITORIAL CALENDAR

SPRING
(MAY)

SUMMER
(AUGUST)

FALL
(NOVEMBER)

WINTER
(JANUARY 13)

Attracting
Young Buyers

Making
Giveaways
Work

Mobile Lead -
Management
Systems
& Apps

Prepping
Staff:
Sales Speak
vs. Substance

Creating the
Wow Factor

The Right
Lighting

Graphics and
Signage
Do's and
Don'ts

Making an
Old Exhibit
New

Build Buzz
with
Public
Relations

Conducting a
Competitive
Analysis

Building Your
Brand
at the Show

5 Rookie
Mistakes—
And How to
Avoid Them

Budgeting
Blunders
to Avoid in
Tough
Economic
Times

Build, Rent or
Rehab
Your Exhibit?

Integrating
Sustainability
Into Your
Exhibit Plan

Geotargeting
Social
Media

Space
closing:
3/16/12
Material
closing:
3/22/12
Mail Date:
4/30/12

Space
closing:
7/5/12
Material
closing:
7/10/12
Mail Date:
8/15/12

Space
closing:
9/20/12
Material
closing:
9/25/12
Mail Date:
11/1/12

Space
closing:
12/14/12
Material
closing:
12/19/12
Mail Date:
1/25/13

�Financial
Services
Advertorial

�Dealer
Recruitment
Advertorial

�Exhibitor
Services
Advertorial

�Dealer
Recruitment
Advertorial

�Technology
Advertorial

�Dealer
Recruitment
Advertorial

�Dealer
Recruitment
Advertorial

Advertorial
closing:
3/6/12
Material
closing:
3/13/12

Advertorial
closing:
6/26/12
Material
closing:
7/3/12

Advertorial
closing:
9/10/12
Material
closing:
9/17/12

Advertorial
closing:
12/5/12
Material
closing:
12/12/12

Trim Size: 8” x 10.5”
Print Process: Web Offset
Binding: Saddle

2 Page spread (bleed):
16 1/4” x 10-3/4”
(keep live matter 1/2” from trim)
$8,000

Full Page
(bleed):
8-1/4” x 10-3/4”
(keep live matter 1/2” from trim)
$5,000 (Interior)
$7,000 (Back Cover)

1/2 Page horizontal
(bleed):
8-1/4” x 5-1/4”
(keep live matter 1/2” from trim)
$2,500

Quarter page
4 x 5.125”
$1,250

Eighth page
8 x 2.5625”
$625

Leaderboard Web Ad
728 pixels x 90 pixels
# of ads Impressions Monthly Cost Quarterly Cost Annual Cost

4 42,000 $200.00 $500.00 $1,800.00

# of ads Impressions Monthly Cost Quarterly Cost Annual Cost
8 42,000 $100.00 $250.00 $950.00

Square Web Ad
180 pixels x 150 pixels
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