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PRINT SPECIFICATIONS

DIGITAL SPECIFICATIONS

Ad design services complimentary, as are two revisions following initial design. Need more revisions? We’re 
happy to offer additional design time at a rate of $50 per revision.

AD SPECIFICATIONS

BUSINESSWEST WEBSITE:
TOP FULL BANNER AD
    Web (970 x 140 pixels)  
    Mobile (350 x 120 pixels)
RECTANGLE AD (300 x 250 pixels)
SKYSCRAPER AD (300 x 600 pixels)

BUSINESSWEST DAILY NEWS
TOP BANNER AD (970 x 140 pixels)
RECTANGLE AD (300 x 250 pixels)
SKYSCRAPER AD (300 x 600 pixels)

• Ad due 1 week before start date
• Please provide URL link
• Accepted format: JPG/PNG/GIF 

with a file size of 25MB or smaller

FORMAT REQUIREMENTS
• Max file size accepted is 25MB.
•  All camera-ready ads must be emailed as a high-

resolution Adobe Acrobat PDF file, with images and 
fonts embedded. PDF files created by Adobe Photoshop 
or Word are not considered camera-ready.

•  All color images and files must be submitted in CMYK at 
a minimum of 300 dpi resolution.

•  If you wish to use black, use “PROCESS BLACK” (C-0%, 
M-0%, Y-0%, K-100%).

• Dot gain is approximately 20%.
•  Avoid uneven color by using small areas of a single ink.
•  We strongly discourage using reverse type or multi-

color type that is less than 14 points in size otherwise a 
medium-to-bold sans-serif typeface is recommended. 
We will not be held liable for bad reproduction of such 
artwork.

PUBLICATION SIZE
Bleed Size: 10.25 in. x 14 in.
Trim Size: 10 in. x 13.5 in.
Live Area: 9.25 in x 12.75 in.

AD CREATION DEADLINE
 Materials due on or before the space/copy deadline 
listed on the editorial calendar.

CAMERA-READY DEADLINE
NOON on the Tuesday following the space/copy 
deadline listed on the editorial calendar. 

PAYMENT TERMS
•  Payment due net 30 days. A service charge of 1.5% 

per month for accounts over 30 days will accrue.
•  5% discount on prepayment of entire contract of 

two or more ads.
•  A 20% premium is applied to insertion rate for 

specified ad placement.

FIRST-TIME ADVERTISERS
•  Payment for the first insertion must  

accompany order.
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sample cover wrap

sample cover wrap

sample center spreads

BusinessWestBUSINESSWEST      COM

THE BUSINESS JOURNAL OF WESTERN MASSACHUSETTS ADVERTISEMENT

Get incentives for 
energy upgrades, cultivate 

a space for innovation.  

Find energy savings solutions inside.

NG_MACF_2417 //  Business West //  Coffee & Store - Cover Wrap MA  //  Full Bleed size: 10.25 x 14  Image area; 9.25X12.55  // 4C // PDF //  outside spread

Get familiar at ngrid.com/business

Learn how we can make energy upgrades 
attainable for your business.

BusinessWestBUSINESSWEST      COM

THE BUSINESS JOURNAL OF WESTERN MASSACHUSETTS ADVERTISEMENT

sample Milestone

Milestones in Business

Ben Markens calls it simply the “huge business that no one knows 
about.”

He was referring to association management, a specific niche that 
the venture he started three decades ago, the one that bears his name, 
morphed into — and with substantial benefits for not only the company but 
the city of Springfield and the region as a whole.

Indeed, Springfield is now the home, meaning the physical headquarters 
and mailing address, for national associations representing everything from 
the manufacturers of cereal boxes to homeopaths. 

As for the Markens Group, or TMG, as it’s called, since taking on man-
agement of the Paperboard Packaging Council in 2008, it has contin-
ued to grow its portfolio of association clients, add new members 
to its team of professionals, and become a great place to work 
— quite literally.

Indeed, TMG was recently named a ‘Great Place to Work’ 
by Forbes magazine in the small-business category. This 
is an honor that means a great deal to Ben Markens, 
who has always been a firm believer in the link 
between customer loyalty and employee satisfac-
tion, and has managed his company in such a 
way that people have the chance to do their 
best, where their opinion matters, and 
where success can be shared.

This mindset is on display in the 
company’s reception area, deco-
rated in part with hand-drawn 
portraits of TMG employees. 
These works of art convey 
the personalities of the spe-
cific team members, but also 
how these individuals have come 
together to make TMG a force within 
that business no one knows about.

All of this — from those portraits in the 
front lobby to the growing number of associ-
ations calling Springfield, Massachusetts home 
to the ‘Great Place to Work’ plaque — is what’s 
being celebrated as TMG marks a milestone: 30 
years in business.

Also being celebrated are the many qualities that have 
made all this possible: Imagination, perseverance, teamwork, 
and a strong sense of community.

To explain how they got here, Ben Markens turned the clock 
back to early 1988, when TMG was a consulting firm focused primar-
ily on the packaging industry and providing assistance with everything 
from costing to pricing to strategy.

“We helped leaders achieve their goals,” noted Markens, adding that 
many needed such assistance. “They didn’t get into this field because 
they liked packaging; they got into it because grandpa was in it, and they 
weren’t professionally trained managers. We tried to take them from being 
entrepreneurs to being leaders.”

A few decades later, these leaders were looking to TMG for a different 
kind of assistance, a different bundle of services.

“They were in the ditch,” said Markens, needing just a few words to get 
his point across, adding that the paperboard packaging industry leaders 
asked him to run their association.

He told them ‘no,’ noting that he had his own business to run. They went 
further into the ditch and repeated their request. This time, he said ‘yes,’ 
and essentially made running associations his business — or his new busi-
ness, if you like.

Markens jokes that he still believes he invented the association-manage-
ment-company model, even though he’s been told by many that it existed 
before TMG took over operations of the Paperboard Packaging Council 
(PPC) in 2008.

And if he didn’t invent it, he has certainly improved upon it, recognizing 
that while members of an association may know their industry inside and 
out, they probably have little, if any, idea how to properly run an associa-
tion.

So TMG manages it for them. “In the case of the PPC, there was a 
stunning turnaround; the association went from losing $1 million the year 
prior to TMG taking over management to an almost immediate turnaround, 
achieving financial stability through TMG and lowering dues to members.”

Results for other clients have been equally impressive, with TMG, which 
became an accredited association-management company in 2014, provid-

ing a large suite of services, including:

• Event Planning;
• Executive Director Services;

• Association Headquarters;
• Marketing and Communications;

• Speaker Management;
• Competition and Awards Management;

• Financial Management;
• Membership Services;

• Strategic Planning; and
• Website Design and Social Media.

Some associations need TMG to 
handle many of these services, 

while some require only a few, 
said Lou Kornet, vice pres-
ident and chief of staff, 

adding that one of the compa-
ny’s competitive advantages is 

flexibility and the ability to tailor a 
package of services to meet the spe-

cific needs of a client.
In short, TMG knows that one size 

doesn’t fit all.
TMG’s contract with the Paperboard 

Packaging Council stipulates that it could locate 
the association wherever it wanted, and Ben Markens 

chose his home — Western Massachusetts, and spe-
cifically, Main Street in Springfield. There are now several 

associations with that mailing address, and he expects that 
there will be many more in the years to come as word of TMG’s 

track record with successfully managing a host of associations 
spreads.
Such growth is expected because the model works, said Markens.

TMG has proven that in recent years, and as the company marks 30 
years of growth and prosperity, it is poised to write exciting new chapters to 
its success story and add more hand-drawn portraits to the reception area.

Becoming a star performer and true leader in this huge business that no 
one knows about hasn’t come easily, but TMG’s way of doing business has 
now become a model of success — in a great many ways.

Bringing It Home
TMG Celebrates 30 Years of Growth, Being a Great Place to Work

moving associations forward

1350 Main Street, Springfield, MA 01103
Phone: 413-686-9199 • markens.com

Celebrating significant 
accomplishments. 

To feature your company, call 413-781-8600 for rate information.

hen Ken Vincunas started with Development 
Associates 30 years ago, there were 10 
properties in the portfolio and most were 
single-tenant in nature.

Today that same portfolio features dozens of properties 
up and down the I-91 corridor, more than 2 million square 
feet under management, and tenants across every sector of the 
economy, from healthcare to financial services; technology to 
manufacturing.

Behind these impressive numbers are the professional 
qualities that have made them possible and that are also 
driving new chapters to this ongoing success story. They 
include reputation, integrity, longevity (this company was 
started in 1955), and an ability to not simply meet client 
needs, but far exceed them.

Vincunas, a principal with the company and a broker, summed 
it up with one word: Relationships.

“We’re developers, property managers, and brokers but we’re 
in the relationship business,” he explained. “We take the time 
to get to know our customers, and as a result are able to 
provide a workspace as close to ideal as possible, addressing 
both current and future requirements.”

Getting to know a customer means fully understanding their 
industry, specific business, identified needs, plans for today, 

and goals for tomorrow, said Vincunas, adding that commercial 
real estate is certainly not a one-size, or one-space fits all, 
business.

Equally important, this is a business where the service to the 
client doesn’t end when the lease is signed.

“When you’re in property management, you have to make 
tenant satisfaction your highest priority,” said Vincunas. “Our 
property management team sees to it that all tenant issues are 
addressed promptly and professionally.”

That team includes Travis Ward, Operations Manager at 
Development Associates for more than a decade; Joey Swain, 
office administrator, Kim Morrissette, administrative 
assistant, and Penny Moos, financial administrator. 

Together, they deliver top quality customer-driven results.

“We’re developers, property managers, and brokers 
but we’re in the relationship business. We take the 
time to get to know our customers, and as a result 
are able to provide a workspace as close to ideal 
as possible, addressing both current and future 
requirements.”

BUILDING
RELATIONSHIPS
Development Associates Takes
a Client-First Approach

W Ken Vincunas, Owner/GM

From left, Kim Morrissette, Travis Ward, and Joey Swain

Employees Make This 
Dealership Stand Out 
from the Others  

‘Whatever.’  
That’s the word printed under Tracy 

Stearns-Faulstick’s name on her business 
card. That’s her title.

“Steve came up with that a long time 
ago,” she explained, noting that she’s 
worked everywhere but ‘under the car’ at 
the dealership. “When people asked me 
what I did, I would say ‘whatever,’ and that 
became my title.

At Steve Lewis 
Subaru, ‘whatever’ 
is more than a 
word on a business 
card — it’s an 
attitude, a mindset 
to do whatever 
is needed to give 
customers the 
best experience 
possible, whether 
it’s buying a 
car, getting one 

serviced, buying a part, or, as Lewis noted, 
taking an Outback for a test drive.

And this mindset sets the dealership apart, 
not merely in terms of the many awards and 
plaques on the desks and walls, but also, 
and more importantly, in the way customers 
are made to feel and the way the team is 
involved in the community.

“Since 1999 Steve Lewis Subaru has given 
more than $250,000 back to the Pioneer 
Valley,” said Stearns-Faulstick. “We’re 
dedicated to supporting our neighbors. So, 
every day, we strive to ensure our love is 
felt not just by our customers, but by all in 
our community. This is our town and we 
are committed to giving back. We’re truly 
grateful to be part of the Pioneer Valley; 

we believe in being a positive force in 
something bigger. And it all starts right here 
in our community. Not just by our donations, 
but by our actions”

 “We all sell cars, right? All dealerships sell 
cars,” She went on. “What sets us apart from 
other dealers are the people in the building 
— each one has their own personality, and 
we utilize employees to their strengths. We 
want to create a culture where people are 
truly more than the business.”

General Manager Joe Clark concurred.

“We pride ourselves on giving the 
customer a great education and a great 
experience when they come here,” he 
explained. “At most dealerships you go 
to, it’s all about price and kind of ‘in your 
face.’ Here, we build value in the product 
because we believe in the product, and that 
comes through in a great experience for the 
consumer.”

Joe Benjamin, the dealership’s fixed 
operations manager — he leads the Service 
and Parts departments — agreed.

“There’s a collective understanding that 

customers need to be treated better here 
than anywhere else,” he said. “There’s an 
underlying current with everyone here; in 
this area and this community, we do stand 
apart from other dealerships. We’re very 
pet-friendly, very welcoming, and very 
personable in general.

“Most people have certain expectations 
of car dealers that go back 100 years ago,” 
he went on. “Here, we treat customers like 
family.”

That’s the Steve Lewis Subaru experience 
— and that’s what the company, and its 
customers, are celebrating as the company 
marks 20 years of exceeding expectations.

“We want 
to create a 
culture where 
people are 
truly more 
than the 
business.”

“There’s a collective 
understanding that 
customers need to be 
treated better here than 
anywhere else.”

From left, 
Joe Clark, 
Tracy 
Stearns-
Faulstick, 
and Steve 
Lewis

315 Russell St
Hadley, MA 01035
www.stevelewissubaru.com

Here, Expectations 
Are Exceeded and 
Customers Are  
Treated Like Family

They call it the ‘Steve Lewis Subaru 
experience.’

And the team at the dealership in 
Hadley does so to distinguish it from the 
experience at what would be considered 
your ‘typical’ dealership.

That’s because … it’s not typical. It goes 
above and beyond what is expected and 
what has become commonplace within 
the industry. And this commitment to 
excellence has enabled the dealership to 
not only experience profound growth 
in sales over its 20 years, but also garner 
a host of awards from Subaru, for both 
customer service and commitment to the 
community.

These awards include:

Celebrating 20 Years 
of Excellence at Steve 
Lewis Subaru

• Subaru of New England 
President’s Award in 
2009-2018;

• Subaru Stellar 
Performance Dealer 
nine years in a row;

• 2013 DealerRater 
dealer of the year — 
Subaru, United States;

• 2014, 2015, and 2017 
DealerRater dealer of 
the year — Subaru, 
Massachusetts;

• 2015-2019 DealerRater 
Consumer Satisfaction 
Award; and

• Subaru’s coveted 
Customer and 
Community 
Commitment Award.

Steve Lewis speaks with 53 years of experience in the auto 
business when he notes that, while he’s proud of these awards, 
he’s more proud of what made those honors possible — the 
experience the team at the dealership provides to Subaru 
customers.

It extends to every department, from sales to service to parts, 
and involves making the experience as easy and pleasant as 
possible. And that’s how the team approaches everything, right 
down to the test drive. Steve Lewis explains:

“People get nervous when they’re driving something they don’t 
own,” he said. “If you put them in a nervous situation, they’re 
not comfortable, and they can’t properly experience the car. So 
our salespeople start the test drive, and they’ll do half of it, so the 
customer can get accustomed to the vehicle. After they’ve gotten a 
feel, we turn it over to the customer.”

That’s just one of many examples of how the team at Steve Lewis 
is working for the customer — not just trying to make a sale.

Again, it’s all about people.

“The reason for the dealership’s success is my employees — 
there’s no other reason,” he said. “If I had the worst car in the 
world with the same 63 employees, I’d be the best seller of the 
worst car in the world.”

Fortunately, he has what he and many others consider the best 
car in the world — Subaru.

COVER WRAPS                                             $7,500

A “Billboard” to the Business Community!
The BusinessWest nameplate graces the front of each cover wrap, 
otherwise the content is yours. Customize to include your logo, 
company information, employee profiles, client testimonials, or 
whatever you want to brag about: as the name suggests, this 4-page 
advertisement wraps the magazine. 

SPONSORED CONTENT                     $3,700 - $6,100       

Tell Your Business Story!
We offer 1 full-page or 2-full page spreads for sponsored articles. 
Content is provided by the client along with any logos, photos and 
artwork/graphics they want to include. We lay the page/spread 
out and send to the client for approval. The sponsored content is 
included in a printed issue and in the digital flipbook version with 
a hyperlink, is posted to our website as a sponsored article, and 
we use one digital shoutout and one digital ad with hyperlink to 
the content in our daily e-news. 1-page sponsored content is $3700 
and 2-page spread is $6100. 

CENTER SPREADS  (double truck)                     $6,100

Take Center Stage!
Center spreads run in the center of the magazine and create a 
substantial marketing piece that commands attention.

INSERTS                        $2,500 Per Insert
 

Stand Out!
Inserts get attention! Pick an issue, or several issues, and insert 
your flyer, promotional brochure or postcard.

MILESTONES                                      Call for Pricing
Celebrate Your Business!
When your business reaches a milestone anniversary, let your 
clients and colleagues know about it! BusinessWest’s editorial staff 
and graphics department will work with you to create a custom 
advertisement. Three display options available.

GIVING GUIDE 
The Giving Guide is an annual specialty publication 
highlighting regional nonprofits and charities, and is designed 
to serve as a guide for philanthropic opportunities for year-

end giving. Help support your 
favorite nonprofit or charity by 
sponsoring its profile in the Giving 
Guide. Inserted into a fall edition 
of BusinessWest and Healthcare 
News, the Giving Guide will reach 
more than 40,000 business and 
health care professionals, just in 
time for the season of giving. 

  
RESOURCE GUIDE/ANNUAL 
BOOK OF LISTS

The Annual Book of Lists is a one-stop reference tool for 
business and industry in Western Mass. The Resource Guide 
offers valuable information, statistics and data. This is the most 

comprehensive business directory 
for professionals in the region. The 
Annual Book of Lists is distributed 
to our subscription base and year 
round at regional events, it is also 
available at www.businesswest.
com as a digital flipbook with 
hyperlinks to sponsors’ and 
advertisers’ sites. Sponsorship 
opportunities available.

LEVEL UP

LEVEL UP is an interactive publication and digital flipbook 
profiling area trades and manufacturers, showcasing what they 
make, who uses it, and  careers available in each company. If 

workforce development is a top 
priority for you, make sure your 
company has a profile in LEVEL 
UP. The specialty publication is 
distributed to our subscribers, 
manufacturers, tech schools, 
regional middle schools, high 
schools, colleges, workforce 
development centers and 
recruitment offices. Sponsorship 
opportunities available.

CUSTOM PUBLISHING AND SPECIAL PRINT OPPORTUNITIES.

 SPONSORSHIP & SPECIALTY 
PRINT OPPORTUNITIES 
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DIGITAL ADVERTISING

TOP FULL BANNER   $508 / 30 days
(Must provide both ad sizes) $880 / 60 days
Desktop Web (970 x 140 pixels) $1286 / 90 days
Mobile (350 x 120 pixels)  $2502 / 180 days
      $4727 / 360 days

PREMIUM     $360 / 30 days
(300 x 250 pixels)   $685 / 60 days
      $1000 / 90 days
      $1946 / 180 days
      $3677 / 360 days

SKYSCRAPER RECTANGLE  $670  / 30 days
(300 x 600 pixels)   $1272  / 60 days
      $1858 / 90 days
      $3615 / 180 days
      $6829 / 360 days

RECTANGLE (A & B)    $309  / 30 days
(300 x 250 pixels)   $587  / 60 days
      $858 / 90 days
      $1669 / 180 days
      $3152 / 360 days

Compared to industry specific national averages: 
Publishing: 15% open rate; 12% click rate; Marketing/Advertising: 14% open rate: 8% click rate

Every day, decision makers visit BusinessWest.com for immediate access to local business 
information. Digital ads on BusinessWest.com are a great way to drive traffic to your web site.

TOP BANNER      3-Months   $1185/month
(970 x 140 pixels)       6-Months   $948/month
                   12-Months  $829/month

RECTANGLE (A, B, C, & D)       3-Months   $1082/month
(300 x 250 pixels)                  6-Months   $865/month
       12-Months  $757/month

SKYSCRAPER        3-Months   $1540/month
(300 x 250 pixels)                  6-Months   $1232/month
       12-Months  $1078/month

Local, current, and breaking news are sent to inboxes every business day. Digital advertising 
on BusinessWest.com Daily News puts you directly in front of the region’s business leaders 
and decision makers. If your goal is to get in front of the right eyes and drive them to visit 
your website, then BusinessWest.com Daily News is a “must buy” in your marketing plan.

BUSINESSWEST.COM

WEB AD UNITS & RATES
Files should be .jpeg, .png, or .gif, with a file size of 25MB or smaller

WEB AD UNITS & RATES
Files should be .jpeg, .png, or .gif, with a file size of 25MB or smaller

B

A

Rates based on 1 ad per week and invoiced monthly according to type of program.
• Ad due 1 week before start date • Please provide URL link • Accepted format: JPG/PNG/GIF

34%                4%           5,734
 Open Rate             Click Rate                   Average Daily Subscribers

✳

✳

◊

#

#

◊

◊

◊

 E-NEWSLETTER ADVERTISING
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CUSTOM E-NEWSLETTERS

CUSTOMIZED EMAIL NEWSLETTERS
Customize the art, the message, and the subject line. We’ll deliver it to the inboxes of 6,000 BusinessWest email subscribers. Custom E-Newsletters 
through BusinessWest are an effective way to deliver your message straight to decision makers in the C-Suite of this region’s business sector!

RATES:

SPECS & MATERIALS

Limit 1 per week, must run on a weekday.
Please provide materials 3 weeks in advance to give proper 
time for creation and testing. 
 
Image Requirements: 
•  JPG (camera ready image containing your message and 
images)
•  Max width 500px
•  Images must not exceed 350kb
•  URL to hyperlink image
 
Content Requirements:
•  Subject line
•  Sender name
•  Address in footer
•  Plain text email 
 (for email clients that don’t render HTML)
•  Copy provided in Word document
 (no images, colors or decorative fonts)
•  Preferred send date, am or pm
 
Proofing:
Name and email to send proof email

Rate Per Ad
1X 2X 3-4X 

  $2950  $2360  $2065

Rates are based on the number of insertions 
in a 90 day period.
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2024 STANDARD PRINT 
RATES & SPECS

FULL PAGE 
BLEED:  
10.25W X 
14H
(with 1/4” 
outside bleed)* 

FULL 
PAGE SIZE: 
9.25W X 
12.25H 

JUNIOR 
SIZE: 
6.875W 
X 9H 

3/4 
PAGE: 
6.875W 
X 12H 

1/2 
PAGE 
VERT: 
4.5W  
X 12H 

1/2 PAGE 
HORIZ: 
9.25W X 5.8H 

1/4 PAGE 
VERT: 4.5W 
X 5.8H 

1/4 PAGE 
HORIZ: 
9.25W X 
2.8H 

1/8 PAGE 
VERT: 2.125W 
X 5.8H 

1/8 PAGE 
HORIZ: 4.5W 
X 2.8H 

PAGE UNIT WIDTH HEIGHT
Full Page Bleed* 4 Col. – 10.25 in. 

(with 1/4” outside bleed)
14 in. 
(with 1/4” outside bleed)

Full Page 4 Col. – 9.25 in. 12.25 in.
3/4 Page Vertical 3 Col. – 6.875 in. 12 in.
Junior Page 3 Col. – 6.875 in. 9 in.
1/2 Page Horizontal 4 Col. – 9.25 in. 5.8 in.
1/2 Page Vertical 2 Col. – 4.5 in. 12 in.
1/4 Page Horizontal 4 Col. – 9.25 in. 2.8 in.
1/4 Page Vertical 2 Col. – 4.5 in. 5.8 in.
1/8 Page Horizontal 2 Col. – 4.5 in. 2.8 in.
1/8 Page Vertical 1 Col. – 2.125 in.    5.8 in.

PRINT AD RATES (NET)

PREMIUM PAGE RATES

AD UNIT DIMENSIONS

All Ads Include Full Color

 70% 
of advertisers have 

seen results in 
increasing brand 

awareness

97%
of readers typically 

look at most to all of 
the ads

91% 
of readers authorize 
purchases and select 
products and services Bleed Size: 10.25 in. x 14 in. |  Trim Size: 10 in. x 13.5 in.

Live Area: 9.25 in x 12.75 in.

SIZE 26X 13X 6X  1X
Full Page   $1886  $2297  $3018  $3429
3/4 Page $1532 $1867 $2452 $2786
Junior Page $1362 $1659 $2178 $2476

1/2 Page $1126 $1372 $1801 $2047
1/4 Page $657 $800 $1052 $1195
1/8 Page $470 $572 $752 $854
Discount off open rate 45% 33% 12%

POSITION     26X    13X      6X      1X
Inside Front  $2393  $2915  $3830  $4351
Inside Back  $2176  $2651  $3483  $3958
Outside Back  $2325  $2832  $3720  $4227
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SPECIAL SECTION  &  
CUSTOM RATES & SPECS

CUSTOM PRINT AD RATES & SPECS
SIZE   RATE  DIMENSIONS

Corner ad at 
top of page

One full column Bottom EdgeEdge ad One page 
sponsored content

Two-page 
sponsored content

Center  
Spread

Cover Wrap Spadea  
(half-wrap)

FULL PAGE 
SIZE: 8.5W X 
11.25H 

1 COL. 
VERT: 
2.5W X 
11.25H 

EDGE: 1.75W 
X 14H
(with 1/4” 
bleed) 

1/2 PAGE 
HORIZ: 8.5W 
X 5.3H 

1/2 
PAGE 
VERT: 
4.175W  
X 11.25H 

1/4 PAGE 
VERT: 4.175W 
X 5.3H 

1/4 PAGE 
HORIZ: 8.5W 
X 2.25H 

1/8 PAGE 
VERT: 2W 
X 5.3H 

1/8 PAGE 
HORIZ: 4.175W 
X 2.5H 

JUNIOR 
PAGE:  
6.325W 
X 8.25H 

One full column $1287 2.7”W x 14H”  (with 1/4” outside bleed) 

Edge ad $901 1.75”W x 14H” (with 1/4” bleed)

Bottom Edge (bleed) $901 10.25” x 2.125” (with 1/4” bleed)

One-page sponsored 
content

$3296 8.5”W X14” H + Edge ad: 
1.75”W x 14H” (with 1/4” bleed)

Two-page sponsored 
content

$4635 Full-page bleed (10.25 x 14”H) + 8.5”W X14” H + 

Edge ad: 1.75”W x 14H” (with 1/4” bleed)

Center spread $4635 20.5”W x 14H” (with 1/4” bleed)

Cover wrap $7725 20.5”W x 14H” (with 1/4” bleed) 4 pages with 
3” area on top of front cover for nameplate

Spadea (half-wrap) $3862 4 pages 10.25” W x 8.25” H (with 1/4” bleed)

Corner ad at top of page $669 5.5” x 5.5”  diagonal (this has to be designed on page)

SPECIAL SECTION AD RATES & SPECS
SIZE   RATE  DIMENSIONS

Full Page 
Full Page Bleed

$2997 8.5” W x 11.25” H

8.5” W x 11.25” H (with 1/4” outside bleed)

Junior Page $2163 6.325”W x 8.25”H

1 Col. Vertical $1442 2.5” W x 11.25” H

Edge $901 1.75” W x 14”H (with 1/4” outside bleed)

1/2 Page Vertical 
1/2 Page Horizontal

$1792 4.175” W x 11.25” H

8.5” W x 5.3”H

1/4 Page Horizontal
1/4 Page Vertical

$1045 8.5” W x 2.25” H

4.175” W x 5.3” H

1/8 Page Horizontal
1/8 Page Vertical

$746 4.175” W x 2.5” H

2”W x 5.3”H



 CONTACT US: 413.781.8600         
 WWW.BUSINESSWEST.COM BusinessWest

SPECIAL SECTION RATES & SPECS

Full Page: 8.5” W x 11.25” H

Full Page Bleed: 8.5” W x 11.25” H (with 1/4” 
outside bleed)

Junior Page: 6.325”W x 8.25”H

1 Col. Vert.: 2.5” W x 11.25” H

Edge: 1.75” W x 14”H (with 1/4” 
outside bleed)

1/2 Page Vertical: 4.175” W x 11.25” H

1/2 Page Horizontal: 8.5” W x 5.3”H

1/4 Page Horizontal: 8.5” W x 2.25” H

1/4 Page Vertical: 4.175” W x 5.3” H

1/8 Page Horizontal: 4.175” W x 2.5” H

1/8 Page Vertical: 2”W x 5.3”H

FULL PAGE 
SIZE: 8.5W X 
11.25H 

1 COL. 
VERT: 
2.5W X 
11.25H 

EDGE: 1.75W 
X 14H
(with 1/4” 
bleed) 

1/2 PAGE 
HORIZ: 8.5W 
X 5.3H 

1/2 
PAGE 
VERT: 
4.175W  
X 11.25H 

1/4 PAGE 
VERT: 4.175W 
X 5.3H 

1/4 PAGE 
HORIZ: 8.5W 
X 2.25H 

1/8 PAGE 
VERT: 2W 
X 5.3H 

1/8 PAGE 
HORIZ: 4.175W 
X 2.5H 

JUNIOR 
PAGE:  
6.325W 
X 8.25H 

PRINT AD RATES

SPECIAL SECTION AD DIMENSIONS

Full Page $2997
Junior Page $2163

1 Column Vertical $1442

Edge $901
1/2 Page $1792
1/4 Page $1045

1/8 Page $746

SIZE                RATE
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CUSTOM ADVERTISING 
RATES & SPECS

One full column: 2.7”W x 14H” 
(with 1/4” outside bleed)

Edge ad: 1.75”W x 14H” (with 1/4” bleed)

Bottom Edge (bleed): 10.25” x 2.125” (with 1/4” bleed)

One page sponsored content: 8.5”W X14” H + Edge ad: 
1.75”W x 14H” (with 1/4” bleed)

Two-page sponsored con-
tent:

Full-page bleed (10.25 x 14”H) + 8.5”W X14” 
H + Edge ad: 1.75”W x 14H” (with 1/4” bleed)

Center Spread: 20.5”W x 14H” (with 1/4” bleed)

Cover wrap: 20.5”W x 14H” (with 1/4” bleed) 
4 pages with 3” area on top of front cover 
for nameplate

Spadea (half cover wrap): 4 pages 10.25” W x 8.25” H 
(with 1/4” bleed)

Corner ad at top of page: 5.5” x 5.5”  diagonal (this has to be designed 
on page)

CUSTOM PRINT AD RATES

CUSTOM AD DIMENSIONS

One full column $1287

Edge ad $901

Bottom Edge (bleed) $901

One page sponsored content $3296

Two-page sponsored content $4635

Center spread $4635
Cover wrap $7725

Spadea (half-wrap) $3862

Corner ad at top of page $669

One full column

Bottom Edge

Edge ad

One page 
sponsored content

Two-page 
sponsored content

Center  
Spread

Corner ad at 
top of page

Cover Wrap Spadea  
(half-wrap)

SIZE                    RATE
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DISTRIBUTION

Delivering to the four counties
of Western Mass.
Business owners, presidents, CEOs, senior 
managers, and professionals along the 
I-91 corridor from Greenfield through 
Springfield and into Northern Conn., 
as well as along I-90 from the Quaboag 
region through the Berkshires 
subscribe to BusinessWest.

GEOGRAPHIC BREAKDOWN

TARGETED DISTRIBUTION

BUSINESS & COMMUNITY 
DISTRIBUTION
BusinessWest is distributed at many 
business and community events throughout 
the year.

CHAMBER PARTNERSHIP
Subscriptions to BusinessWest are gifted 
to members as part of their member-
ship benefit packages. 

Participating Chambers:
• 1Berkshire
• Amherst Area Chamber
•  Bradley Regional Chamber of Commerce
•  East of the River/ERC5 (East Longmeadow, 

Hampden, Longmeadow, Ludlow, Wilbraham)
• Greater Chicopee Chamber
• Greater Easthampton Chamber
• Franklin County Chamber
• Greater Holyoke Chamber
• Greater Northampton Chamber
• Greater Westfield Chamber
• Quaboag Hills Chamber
• South Hadley & Granby Chamber
•  Springfield Regional Chamber
•  West of the River Chamber (Agawam and West 

Springfield)

CIRCULATION:

8,400
READERSHIP:

25,200

BERKSHIRE COUNTY

HAMPDEN COUNTY

HAMPSHIRE COUNTY

FRANKLIN COUNTY

NORTHERN CT

FRANKLIN

HAMPSHIRE

HAMPDEN

BERKSHIRE

I-90

I-90

I-91

I-91

NORTHERN CONNECTICUT

AVAILABLE FOR SALE

BusinessWest can be found   
at the following:

• BusinessWest                     
    1441 Main Street, 6th floor,
    Springfield

• Barnes & Noble                                
7 Holyoke Street, Holyoke

• Barnes & Noble                              
555 Hubbard Ave., Pittsfield

• Barnes & Noble                              
Enfield Commons,                

    25 Hazard Ave, Enfield

• Hastings                                               
45 S Pleasant Street, Amherst

• The Odyssey Bookshop                 
9 College Street,  South Hadley

27  26 biweekly issues per year plus an 
annual Book of Lists

168K  average household income

91%    decision makers involved in  company 
purchases

92%    of our readers are decision makers

71%    do business within a 55 mile radius of 
their business
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DEMOGRAPHICS

168K
average household

income

91%
decision makers involved 

in company purchases

92%
Business Owners,

Presidents, CEOs, and 
Senior Managers

71%
do business within 
a 55 mile radius of 

their business

99%
of our readers pass their 

issues along to three or more 
people
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BusinessWest is the region’s premiere business publication bringing local business 
news, trends, and information to nearly 24,200 readers every other week. The 
Western Mass. business community widely regards BusinessWest as an invaluable 

and trusted business tool, which puts them directly in front of their targeted audiences.

Reach your target audience.

 46% 
Male 

54%
Female

55 yrs. 
Median age

92% 
Hold an executive 

level position

91% 
Involved in 

company purchases 

79% 
Bachelor’s or 

Master’s degree 

 31% 
Online/Publication 

Audience Duplication

30,000 
Monthly Uniques

45,000 
Monthly Page Views

 40% 
Male 

60%
Female

42% 
Completed 
High School

38% 
Completed 

College

21% 
Completed 
Grad School

80% 
Home

Owners

21% 
Home 

Renters

54% 
Married

46% 
Single

READER HABITS

90%  Find BusinessWest a timely and credible resource

84% Read 3 out of the last 4 issues

68% Read 4 out of the last 4 issues

87%  Have been loyal readers for 4 or more years

89%  Have taken action as a direct result of a published ARTICLE

76%  Have taken action as a result of an ADVERTISEMENT

TYPE OF BUSINESS
•  Accounting
•  Advertising/Marketing/PR
•  Banking/Finance/Investing
•   Business/Economic Development
•   Construction/Design/Engineering
•  Communications/Publishing
•  Education
•  Financial/Investment Broker
•  Government
•  Health Insurance

•  Healthcare/Medical Services
•   Hospitality/Catering/Tourism
•  Insurance
•  Law/Legal Services
•  Manufacturing
•  Non-profit
•  Real Estate
•  Retail/Restaurants
•   Technology Products/IT Services
•  Wholesale Trade

34%  Owner/Partner
29%  General Manager, 
Director, Other Office
18%  President/CEO
7%  Professional
11% Sales & Marketing
11% Vice President, 
Executive Management

31%  $5 Million or More
22%  $250,000 - $999,999
17%  Less than $250,000
16%  Unknown
14%  $1 - $4.9 Million

DECISION MAKERS
    92% of our readers are Business Owners, 

Presidents, CEOs, and Senior Managers

COMPANY SIZE
By sales volume:

COMPANY SIZE
By number of employees:

46% 1-19 
  Employees
31%  20-99
  Employees
13%  100-499
  Employees
10%  500+
  Employees
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DIFFERENCE MAKERS

Each year BusinessWest honors people who are shaping the future of 
Western Mass. by affecting positive change, making our region a better 
place to live and work. BusinessWest’s Difference Makers event, staged 
in March, recognizes and honors these extraordinary individuals. 
Announcement Issue: February 19; Event Date: April 2024

40 UNDER FORTY

BusinessWest recognizes the success and contributions of 40 outstanding young 
professionals under the age of 40 for their business accomplishments as 
well as philanthropic involvement and community service. This program 
not only recognizes young talent, it elevates expectations and perceptions 
of the region and serves as an instrument for economic development in 
Western Mass. The gala, held in June, to honor the chosen ‘40’ draws more 
than 650 people! 
Announcement Issue: April 12 Event Date: June 2024

HEALTHCARE HEROES

We honor those who are making a significant impact and reaching 
extraordinary new heights in the health and wellness community sector, 
which is large, diverse, and dominated by heroes of all kinds. They’re 
on the front lines, in the administrative office, the research lab, the 
neighborhood clinic, the family dentist’s office, the college health and 
science building, the region’s hospitals, and physician offices. They’re 
making real contributions to the quality of life in our communities. Healthcare Heroes 
takes place in October. 
Announcement Issue: September 2; Event Date: October 2024

WOMEN OF IMPACT

BusinessWest created the Women of Impact awards to honor women who have the 
authority and power to move the needle in their business; are respected 
for accomplishments within their industries; give back to the community; 
and are sought out as respected advisors and mentors within their field 
of influence. The Women of Impact awards takes place in December. 
Announcement Issue: October 14; Event Date: December 2024

CONNECT FACE-TO-FACE WITH THE REGION’S BUSINESS LEADERS.
BusinessWest offers several sponsorship opportunities to engage with our targeted demographics. Each 
sponsorship opportunity is reserved on a first-come basis.

EVENT SPONSORSHIP
OPPORTUNITIES


