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Quality over quantity. In a world of information overload and 

guerrilla marketing, the smart firms realize that distributing 

your message to the masses has limited value. But when you 

place your advertisement with Money Management Executive, 

you’re reaching a select group of sales, marketing, operations 

and C-suite executives in the mutual fund, SMA, 401k and 

529 industries. Two-thirds of our readers say they make or 

influence purchasing and investment decisions at their firm, 

which means Money Management Executive is reaching the 

people who matter.

With expert analysis from our editorial staff and outside 

contributors, 93% of readers rate our content as good or 

excellent, while 77% of those readers consider Money 

Management Executive as better than average, one of the best 

or the best publication of its kind.

You’ll notice that the 2010 editorial calendar includes several 

new features, including sponsored roundtables, which offer the 

chance for intimate networking and post-publication branding. 

Meanwhile, increased bonus distribution at the top conferences 

makes sure your message reaches the maximum audience of 

decision-makers.
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Needles Now President 
At Touchstone Investments

Touchstone Investments has hired 

Gene L. Needles, Jr. as president, in 

charge of all operations, 

including the company’s 

business management, 

strategy, distribution, prod-

uct management, market-

ing, advisory services, re-

lationship management and 

acquisitions.

“We are pleased to have Gene join our 

team,” said Jill McGruder, president and 

chief executive offi cer for IFS Financial 

Services. “He possesses the leadership 

and vision needed for Touchstone’s contin-

ued success.”

Needles said he would spend his fi rst 

month working with the existing team 

to develop a new product and distribu-

tion strategy “to take Touchstone to new 

heights.”

Needles has 27 years of experience in 

the fi nancial services industry, coming to 

the fi rm from AIM Distributors, where 

he was president and chief executive of-

fi cer in charge of all U.S. distribution. Be-

fore that, he held executive positions with 

MetLife, State Street and Putnam 

Investments.

State Street Global Taps
Lacaille as Global CIO

State Street Global Advisors has 

promoted Richard Lacaille to global 

chief investment offi cer, in charge of the 

fi rm’s research, trading and chief invest-

ment offi cers around the world in all areas, 

including currency, fi xed-income, asset al-

location, cash and equities. 

Lacaille will be based in London, report-

ing to President and Chief Executive Offi cer 

Scott Powers.

Since joining State Street in 2000, 

Lacaille has held a number of key executive 

positions with the fi rm, including head of 

global active equities and European chief 

investment offi cer.

“We conducted an extensive global in-

ternal and external search for this position 

and interviewed a number of extremely 

qualifi ed candidates,” Powers said. “Rick 

has a deep knowledge of the global invest-

ment environment and experience across 

all asset classes, plus signifi cant back-

ground with the fi rm over the past eight 

years as we considerably expanded our 

presence in Europe and the Asia-Pacifi c 

region. This experience makes him ide-

ally suited to this new role. Rick will lead 

a team of talented professionals that will 

guide our global investment philosophies 

to meet the changing dynamics of markets 

worldwide.”

Two Equity Stars—Ewing,
Thakore—Join Putnam

Nick C. Thakore and Robert D. 

Ewing have joined Putnam Invest-

ments to jointly run its large-cap equities 

team, both with the title of managing direc-

tor and portfolio manager. Both come from 

RiverSource Investments, where 

they developed an innovative approach to 

research and managed a number of large-

cap equity funds. Before that, both were 

with Fidelity Investments.

Calling the two industry stars, Putnam 

Chief Executive Offi cer Robert L. Reyn-

olds said: “I am excited to welcome these 

veteran managers aboard. I have known 

Nick and Bob for more than 15 years. They 

are exceptionally talented investment pro-

fessionals who will bring new energy and 

insight to our large-cap equity team. Large-

cap equities, clearly, are vital to most in-

vestors’ core portfolios, and Nick and Bob 

bring the experience we need to excel in 

that category.”

Thakore will run the Putnam Voyager 

Fund, and Ewing will run the Putnam 

Fund for Growth and Income, two of 

the fi rm’s fl agship funds.

“We are rebuilding the equity investment 

business at Putnam,” Reynolds added, 

“and we’re already seeing dramatic strides 

in enhancing the level of talent, improving 

the quality of research and strengthening 

performance. While others in the industry 

are cutting back, we see today’s very chal-

lenging market environment as an oppor-

tunity to rebuild and revitalize.” MME

Executive 
Moves

OppenheimerFunds Touts
Its 401(k) Assistance 

OppenheimerFunds Retire-

ment Services has produced a white 

paper to publicize its retirement assis-

tance program designed to help 401(k) 

plan participants take advantage of 

their plans’ benefi ts. The white paper 

focuses on the value of Oppenheimer-

Funds’ Tru(k)ourse, an enhancement to 

the fi rm’s Pinnacle and Record(k)eeper 

Pro platforms. Tru(k)ourse is designed 

to help plan sponsors by combining au-

tomatic enrollment, automatic deferral 

increases and a Qualifi ed Default Invest-

ment Alternative (QDIA). 

The enhancement helps fi duciaries 

satisfy their duties under the Employee 

Retirement Income Security Act of 1974. 

“It is not enough for a plan to provide 

top-quality investments,” said Rick 

Fuerman, vice president, Oppen-

heimerFunds Retirement Services.

Lincoln Financial Improves
Its Retirement Program

To provide employers with a more 

comprehensive retirement plan, Lin-

coln Financial Group is combin-

ing its two micro-small market group 

variable annuity offerings. The Lincoln 

Director and Lincoln American Legacy 

Retirement will merge under the name 

Lincoln Director, offering more than 80 

investment options as well as fi duciary 

support for plan sponsors, accumula-

tion strategies and tools for plan par-

ticipants, and Lincoln’s patented income 

annuity, i4LIFE Advantage. 

“Today, many employers are looking 

for comprehensive retirement programs 

that include a wide variety of investment 

options along with fi duciary services 

and plan support,” said Cindy King, 

head of defi ned contribution products 

for Lincoln.   MME

At Deadline

Gene 

Needles, Jr.
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READERSHIP & PURCHASE POWER

“ The breaking news in Money Management Executive’s daily enewsletter 

and the more comprehensive articles in its weekly print edition are a great 

source of valuable information for us and for our customers in the mutual 

fund and managed accounts industries, particularly in its coverage of 

operations and compliance issues.” 

Ann Bergin, Managing Director & General Manager,  

Wealth Management Services 
The Depository Trust & Clearing Corporation

“ Money Management Executive is a great means of staying on the latest 

edge of market news without having to scour larger publications, and the 

daily news is delivered expediently to my inbox.” 

Brett Wiebke, Legacy Program Administrator 
OppenheimerFunds Legacy Program

“ Money Management Executive has its finger on the pulse of the industry 

it serves. As a marketer to the industry, I look to the publication 

for information that focuses our sales efforts, leads our product 

management efforts, and keeps us on the edge of industry needs.” 

Christopher P. Willis, Executive Vice President, Marketing and Strategic 
Alliances, Pyxis Mobile

“ Money Management Executive keeps me up to date on everything 

important in the money management industry, without all the noise from 

investment areas that I don’t care about.” 

Dan Ahrens, Portfolio Manager 
Ladenburg Thalmann Gaming and Casino Fund

“ Concise, timely coverage of the dynamic asset management industry 

makes Money Management Executive rewarding and required reading.” 

Burt Greenwald, President, B.J. Greenwald Associates  

95% of our readers consider MME’s 
content ‘excellent’ or ‘good’.

75% of readers rank MME as one of 
the best or the best publication of its 
kind, and another 18% call it ‘better 
than average’.

60% of readers read the  
advertisements.

Almost two-thirds of our readers (64%) 
keep back issues for future reference.

65% of our readers influence  
purchasing and investment  
decisions at their firm.

>

>

>

>

>
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Mutual Fund 
Scorecard

Top 50 Fund Groups — August 2008
Long-Term Open-End, ETFs & Money Market Funds 

($ in Millions)

 Primary Assets Asset Growth Market Share
 Rnk Complex Meth dist Aug-08 Dec-07 Aug-07 1 Mth YTD 1 Year Aug-08 Aug-07

 1 Vanguard Group Direct 1,037,305 1,080,363 1,051,778 0% -4% -1% 13.6% 12.9%
 2 American Funds Wholesale 1,033,727 1,151,928 1,105,369 -1% -10% -6% 13.5% 13.6%

 3 Fidelity Distributors Dir/Whsl 812,936 928,870 899,592 -1% -12% -10% 10.6% 11.0%
 4 Barclays Glbl Investors Instl 303,734 337,813 295,020 -1% -10% 3% 4.0% 3.6%

 5 Franklin Templeton Inv Wholesale 285,540 322,054 318,561 -1% -11% -10% 3.7% 3.9%
 6 PIMCO Funds Instl 228,760 196,652 184,214 1% 16% 24% 3.0% 2.3%

 7 T. Rowe Price Invt Svcs. Direct 215,458 231,541 222,530 0% -7% -3% 2.8% 2.7%
 8 State Street Global Adv Wholesale 152,866 169,094 130,306 -1% -10% 17% 2.0% 1.6%

 9 OppenheimerFunds, Inc Wholesale 146,950 164,021 161,675 -1% -10% -9% 1.9% 2.0%
 10 Dodge & Cox Direct 137,270 159,634 159,163 -1% -14% -14% 1.8% 2.0%

 11 Columbia Mgmt Group Wholesale 121,567 135,085 131,380 0% -10% -7% 1.6% 1.6%
 12 Legg Mason Wholesale 109,021 133,042 138,639 -1% -18% -21% 1.4% 1.7%

 13 BlackRock Wholesale 104,122 105,853 102,045 0% -2% 2% 1.4% 1.3%
 14 Dimensional Fd Advisors Instl 96,661 102,955 101,972 0% -6% -5% 1.3% 1.3%

 15 Janus Capital Group Wholesale 89,523 99,020 89,617 -1% -10% 0% 1.2% 1.1%
 16 AllianceBernstein Inv  Wholesale 78,504 88,976 86,124 -2% -12% -9% 1.0% 1.1%

 17 MFS Invt Mgmt Wholesale 69,539 79,798 80,031 0% -13% -13% 0.9% 1.0%
 18 JPMorgan Asset Mgmt Wholesale 68,980 74,589 78,637 1% -8% -12% 0.9% 1.0%

 19 American Century Inv Direct 66,731 76,569 77,113 0% -13% -13% 0.9% 0.9%
 20 Van Kampen Inv Wholesale 66,486 80,387 82,543 -1% -17% -19% 0.9% 1.0%

 21 Putnam Inv Wholesale 65,442 83,782 88,720 -2% -22% -26% 0.9% 1.1%
 22 Grantham, Mayo Instl 61,646 74,601 73,345 -3% -17% -16% 0.8% 0.9%

 23 Davis Selected Advisers Wholesale 57,286 65,829 65,470 2% -13% -13% 0.7% 0.8%
 24 SEI Corporation Instl 55,547 62,054 59,813 0% -10% -7% 0.7% 0.7%

 25 DWS Investments Wholesale 52,551 60,306 61,569 -1% -13% -15% 0.7% 0.8%
 26 Dreyfus Corporation Wholesale 52,376 60,111 61,968 0% -13% -15% 0.7% 0.8%

 27 Goldman Sachs  Wholesale 51,232 58,599 59,497 0% -13% -14% 0.7% 0.7%
 28 Eaton Vance Wholesale 50,174 49,922 48,504 1% 1% 3% 0.7% 0.6%

 29 John Hancock Wholesale 49,984 52,636 51,829 1% -5% -4% 0.7% 0.6%
 30 Invesco Aim Wholesale 49,961 62,122 62,687 -1% -20% -20% 0.7% 0.8%

 31 The Hartford Mutual Fds Wholesale 49,556 50,402 46,387 1% -2% 7% 0.6% 0.6%
 32 Lord Abbett Wholesale 49,535 57,850 59,810 0% -14% -17% 0.6% 0.7%

 33 Principal Financial Wholesale 49,485 54,121 52,751 0% -9% -6% 0.6% 0.6%
 34 Natixis Global Assc Wholesale 48,574 43,638 37,127 0% 11% 31% 0.6% 0.5%

 35 RiverSource Investments Captive 46,899 55,596 55,952 -1% -16% -16% 0.6% 0.7%
 36 Harbor Capital Advs, Inc. Direct 44,027 43,768 38,983 -2% 1% 13% 0.6% 0.5%

 37 Federated Investors Inc Wholesale 39,369 42,231 41,795 0% -7% -6% 0.5% 0.5%
 38 Wells Fargo Bank 38,801 44,100 44,386 1% -12% -13% 0.5% 0.5%

 39 Evergreen Investments Wholesale 38,785 49,941 51,996 -3% -22% -25% 0.5% 0.6%
 40 Schwab Funds/Laudus Fds Direct 37,872 51,691 56,595 -1% -27% -33% 0.5% 0.7%

 41 First Eagle Funds Wholesale 33,331 34,088 35,003 -1% -2% -5% 0.4% 0.4%
 42 Russell Investment Group Wholesale 32,920 35,854 34,624 0% -8% -5% 0.4% 0.4%

 43 BNY Hamilton Bank 31,525 36,314 32,178 8% -13% -2% 0.4% 0.4%
 44 Thornburg Invt Mgmt Wholesale 30,976 34,207 28,527 -3% -9% 9% 0.4% 0.4%

 45 Ivy Funds Inc. Wholesale 30,352 24,278 17,530 -3% 25% 73% 0.4% 0.2%
 46 Julius Baer Securities, Inc. Wholesale 30,257 36,356 33,026 -5% -17% -8% 0.4% 0.4%

 47 Pioneer Investments Wholesale 30,241 34,501 35,542 0% -12% -15% 0.4% 0.4%
 48 Oakmark Funds Direct 29,903 34,758 38,007 1% -14% -21% 0.4% 0.5%

 49 USAA Inv Management Co. Direct 29,466 31,283 30,651 0% -6% -4% 0.4% 0.4%

 50 Transamerica Funds Wholesale 28,952 31,844 30,477 0% -9% -5% 0.4% 0.4%
  Top 50  6,522,705 7,175,025 6,931,058 -1% -9% -6% 85.2% 85.1%
  Industry total  7,653,722 8,411,892 8,146,088 0% -9% -6% 100.0% 100.0%

Source: Financial Research Corp.
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Jeff Levering

By John Morgan

� e Securities and Exchange Commission could mandate the use 

of eXtensible Business Reporting Language (XBRL) in mutual fund risk 

return summaries by as early as the fi rst quarter of next year, 

according to industry experts, putting many fund compa-

nies on the data-tagging fast track.

XBRL US, the U.S. version of the international consor-

tium, has joined forces with Andover, Mass.-based mutual fund data 

provider NewRiver to make sure public companies, mutual funds and 

credit rating agencies are ready in time.

“� e SEC is trying to nudge the industry along,” said Jeff  Levering, 

vice president of corporate development at NewRiver. “XBRL is able 

to normalize reporting across companies so it’s consistent worldwide. 

Once you’ve got the taxonomies defi ned, it’s much easier to compare 

Companies Gear Up For XBRL Reporting
NewRiver Joins XBRL US Consortium

XBRL REPORTING, cont. on page 8
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Overlay Projects
Proceed Amid Downturn 

By Sonja Ryst

American Banker

Given the turbulence in fi nancial markets, 

now may seem an inopportune time for fi nancial 

advisers to make drastic changes to the way they 

interact with investors.

But according to bank offi  cials 

and technology providers, plenty 

of banks are moving ahead with 

their plans to implement new 

systems, including those that off er unifi ed man-

aged accounts and overlay so� ware.

“In periods where you need to batten down the 

hatches, the fi rst thing on your list is not ‘Let’s 

get a new product,’” said Charles “Chip” Roame, 

managing principal with the San Francisco con-

sulting fi rm Tiburon Strategic Advisors.

Most managed account upgrades, however, are 

UMA, OVERLAY, cont. on page 10

Wealthy Investors
Grow Pessimistic
Poor Performance Raises 

Many Questions

By John Morgan

As the stock market continues to stumble along, 

high-net-worth investors are becoming increasingly 

pessimistic about the economy and 

dissatisfi ed with the performance of 

their fi nancial services providers.

“When times are going well, peo-

ple don’t complain about fees, they 

complain about so� er stuff , like how 

they don’t think their adviser is atten-

tive enough,” said Walt Zultowski, 

senior vice president of research and 

concept development for � e Phoenix 

Companies and author of the “2008 

Phoenix Wealth Survey.”

“When times are tough, investors tend to com-

HNW OUTLOOK, cont. on page 9
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Guaranteed position premiums: Cover 4, add 20%; covers 2 & 3,  

add 15%; pages 5 & 7, add 15%; all other positions, add 10%.

Bleeds: Billed at additional 10% premium of earned rate. Money 

Management Executive is three-hole punched.

Frequency: Weekly (48 issues per year); e-mail is delivered daily.

Rate Calculation: Based on a calendar year beginning with the first 

insertion and concluding with the last issue of the year. Spreads 

count as two insertions. 

Pricing for Roundtable Sponsorships and Sponsored Reports varies between $10,000 - $15,000 NET.  

Please email louis.fugazy@sourcemedia.com for further information / sponsorship details.

¹⁄³ Page 
square

Full Page Tombstone

Ad Dimensions

½ Page Horizontal ½ Page Island

AD SIZE WIDTH X 
HEIGHT

Full Page

  Trim

  Bleed

  Live

8 ½” x 11”

8 ¾” x 11 ¼”

7 ½” x 10”

1⁄2 Page (Horizontal) 7” x 4 5⁄8”

1⁄2 Page (Island) 4 5⁄8” x 6 ½”

1⁄3 Page (Square) 4 5⁄8” x 4 ½”

Tombstone 2 ¼” x 4 ½”



2010 ONLINE ADVERTISING RATES

Format 1 Month 2 - 4 Months 5 - 8 Months 9 - 12 Months

Rates are per Month /NET

Leaderboard $3,200 $2,880 $2,720 $2,560

Vertical Banner $3,200 $2,880 $2,720 $2,560

Rectangle $3,200 $2,880 $2,720 $2,560

Button $2,000 $1,800 $1,700 $1,600

2009 Weekly eNewsletter & E-Alerts Sponsorship Rates 

Everyday, the industry stays abreast of market news with the MMExecutive.com Daily Update eNewsletter. Sent to financial 

services professionals eager for the latest news and job opportunities, the MMExecutive.com Daily Update eNewsletter stories are 

always up-to-the-minute, reliable and often exclusive. Leverage this opportunity to expand your brand’s reach. You can include 

your logo and a 50 word description or a banner at at the top of the eNewsletter.

Format 1 Month 3 Months 6 Months 9 Months 12 Months

Rates are per Month /NET

Banner $2,750 $2,625 $2,500 $2,400 $2,250

Button $2,600 $2,500 $2,350 $2,250 $2,100

Text Ad $2,450 $2,350 $2,200 $2,100 $2,000

For more information on advertising or sponsorships contact: 
Louis Fugazy, National Account Manager at 212.803.8773 or louis.fugazy@sourcemedia.com 

For production related questions / inquiries please contact: Gregg Silverman at gregg.silverman@sourcemedia.com or 212.803.8364.

Online Ad Specifications

Format Size File Size

Leaderboard 728w X 90h pixels Max File Size: 23k GIF or JPG

Vertical Banner 120w X 240h pixels Max File Size: 15k GIF or JPG

Rectangle 300w X 250h pixels Max File Size: 25k GIF or JPG

Button 120w X 90h pixels Max File Size: 10k GIF or JPG

eNewsletter Ad Specifications

Format Size File Size

Banner 468w x 60h pixels Max File Size: 30k GIF or JPG

Button 120w x 90h pixels Max File Size: 15k GIF or JPG

Text Ad Limited to 50 words + link

In addition to breaking news in the investment and asset management market and investment banking, MMExecutive.com 

features an extensive people database, Mutual Fund Sales Scorecards, blogs and commentary, reader polls, as well as content 

updated weekly.

Top Banner-LeaderBoard

728 x 90

max file size (35K)

Bottom Banner-LeaderBoard

728 x 90

max file size (35K)

Button

120 x 90

max file size (20K)

Rectangle 1

300 x 250

max file size (35K)

Vertical

Banner

120 x 240

max 

file size 

(35K)

Rectangle 2

300 x 250

max file size (35K)

 

Bottom / Marquee (new position)

Banner

468w x 60h pixels (24k)

Banner / Marquee

Marquee (button + 50 word text & hyperlink)

50 word text + hyperlink
Button

120wx90h 

*  Please note animated .gif images will not display correctly for users of Outlook 2007.  

We recommend advertisers supply static images for all newsletter ads.



INTEGRATED MARKETING SOLUTIONS

Are you leveraging all the right marketing tools for your campaign?

Money Management Executive offers a diverse array of options to help take your campaign to the next level. Try one of our creative 
solutions to raise brand awareness, to promote your firm’s expertise and to generate leads in an authoritative, exclusive and cost-
efficient way.

Roundtable Discussions 

Join an elite group of advertisers who have taken advantage of this brand building opportunity. We bring together a panel of 
industry experts to discuss a compelling topic. You, as the sponsor, receive a seat on the panel that will be moderated by our editorial 
team. Following the roundtable, an excerpted version will be published, along with color photographs, in a six to eight-page section of 
a selected issue.

 Executive Roundtable Sponsorship Benefits Include:

฀ •฀ A฀unique฀format฀that฀presents฀your฀firm฀as฀a฀thought฀leader฀in฀the฀selected฀topic. 
฀ •฀ The฀chance฀for฀face-to-face,฀intimate฀networking฀with฀a฀group฀of฀experienced฀industry฀professionals. 
฀ •฀ A฀sponsorship฀package฀including฀a฀full฀page฀color฀ad,฀100฀copies฀of฀the฀issue฀the฀Roundtable฀appears฀in฀and฀rights฀to฀post฀฀
  Roundtable discussion online for a limited time.

AIG Highstar Capital

Atlas Venture

Barington Capital Group

Benesch, Friedlander, Coplan 
& Aronoff LLP

Calibre

Carlyle/ Riverstone Holdings

CIT Group

Deloitte & Touche 

Energy Investors Funds

FdG Associates

Florida Capital Partners

Fulbright & Jaworski

Goodwin Procter LLP 

Greenberg Traurig

GTCR

Harris Williams & Co.

Harvard Business School

Heritage Partners

Houlihan Lokey Howard & 
Zukin

Jefferies & Co.

Kirkland & Ellis

Lincolnshire Management 

Linsalata Partners

McDermott Will and Emery

Merrill Corporation  

Merrill Lynch & Co.

Morgan Keegan & Co.

National City 

Paradox Capital

Pembridge Capital    
Management

Platinum Energy  
Resources

Probitas Partners

River Associates

Riverside Co.

Sun Capital Partners

The Halifax Group

Thompson Street  
Capital Partners

Wells Fargo Foothill

Past SourceMedia Roundtable Participants

Additional Integrated Marketing Solutions
Custom Events

As leaders in providing top-notch events for attendees, sponsors and exhibitors, SourceMedia Conferences now offer Custom Events. 
You will have access to an expert team who will produce targeted custom meetings and conferences based on your needs to help 
build relationships with top clients and prospects.   

eBooks

This powerful sponsorship opportunity provides a customized online platform constructed in an interactive format. eBook sponsorship 
programs incorporate a complete marketing package, providing an additional online channel to generate powerful leads. 

White Papers

Attract and retain clients with a white paper that offers valuable business intelligence while serving as an effective sales and marketing 
tool. A perceptive, in-depth analysis on a subject in your area of expertise establishes your company’s authority and credibility while 
showcasing your capabilities.

Web Seminars

Web Seminars are a successful method of generating qualified sales leads and portraying your company as an industry thought-
leader. Sponsors find that Web Seminars are an effective way to interact with their target audiences and effectively communicate 
with a wide array of industry leaders.

For further information and samples, please visit http://solutions.sourcemedia.com or contact:

Louis V. Fugazy 

National Accounts Manager 
Phone: 212.803.8773 Fax: 212.803.8646 Email: louis.fugazy@sourcemedia.com



PRINT AD SPECIFICATIONS

GENERAL RATE POLICY

1.  Advertising copy, including illustrations, is subject to approval of the publisher.

2.  Advertising which, in the opinion of the publisher, simulates editorial format will be 

labeled “Advertisement.”

3.  Advertisers will be short-rated if the contract space is not used within the period  

upon which their billing is based.

4.  Cancellations received after the 5th day of the month will incur a 25% cancellation 

fee.

5. All cancellations must be in writing prior to the advertising date.

6.  The publisher is not responsible for errors in reader service numbers or in the 

advertiser index.

7.  The publisher is not responsible for failure to publish or to circulate all or part of any 

issue or issues, because of strikes, work stoppages, accidents, fires, acts of God, or 

any circumstances outside the publisher’s control.

8.  The publisher reserves the right to reject or cancel any advertisement any time before 

publication date.

9.  Pre-payment required for first-time advertisers.

Commission: Agency commission to recognized advertising agencies:  

15% of gross billing for space, color and special position.

Publisher Services: Preparation of all ads will be billed to the advertiser at cost; i.e., 

shooting of negatives from veloxes or mechanical, pulling a match print from film, etc.

Binding & Tipping

Glue tip-in, inserts: $45 per thousand, non-commissionable.

Glue tip-in, BRCs: $35 per thousand, non-commissionable.

Hand tip-in: $125 per thousand, non-commissionable.

Machine binding: $25 per thousand, non-commissionable.

Business Reply Cards: Advertiser-supplied business reply cards will be charged  

the open 1⁄2 junior page rate. Minimum Size: 3 1⁄2” x 5”, 75# stock preferred. 

Special Nonprofit Discount: A discount of 20% off space and color rates is  

available for nonprofit  institutions. The nonprofit discount is given in lieu of the 

agency commission.

Inserts: General information as to space, size and mechanical charges will be  

quoted upon request and/or receipt of dummy or sample in publisher’s office.  

Inserts are non-cancellable. 

Binding and tipping charges (see above) will be added to net quantities. 

Discount for advertiser-supplied inserts are as follows:

2 full pages (4 or more magazine pages): 10%

4 full pages (8 or more magazine pages): 15%

6 or more full pages (12 or more magazine pages): 25%

Discount applies to black and white rates only.

Split Run: Split run (A/B split or zip code sort) will be charged  

$2,500 additional (non-commissionable).

Payment Terms: Billed upon publication; net 30 days.

n฀฀฀PUBLISHER RESERVES THE RIGHT TO CHANGE  

RATES UPON THIRTY (30) DAYS NOTICE.

Short Rate: Advertisers will be short-rated if, within a 12-month period from date 

of first insertion, they do not use the amount of space (frequency) upon which their 

billings have been based. Advertisers will be rebated if, within a 12-month period from 

date of first insertion, they have used sufficient additional space to warrant a lower 

rate than that at which they have been billed. Rebates will be offered as a credit toward 

future advertising scheduled or as a cash reimbursement.

Cancellation: Cancellations are accepted only before final date for reservation and 

must be in writing. 90-day advanced written notice is required for preferred positions 

and 120-day advanced written notice is required for all custom publishing projects. 

Cover positions are noncancellable. Advertisers will be responsible for  

late cancellations.

Online: Money Management Executive does not guarantee impressions on its  

website. Impressions quoted are based off of a historical average as provided  

by a third party vendor.

Send files with proofs to: SourceMedia/Money Management Executive •฀One State Street Plaza, 27th Floor •฀New York, NY 10004 •฀Attn: MME: Trafficking



DIGITAL & ONLINE AD SPECIFICATIONS

PDF Specifications:
We prefer to receive digital advertising files in Adobe’s PDF format created from an 
Adobe application using the PDF/X-1a:2001 specification. Typically, PDF files are 
created from PostScript files utilizing Adobe Acrobat Distiller, but PDFs created 
directly from InDesign will work as well. We do NOT recommend exporting PDF files 
directly from your native operating system, Quark, or other non-Adobe applications. 
The results of exporting from non-Adobe applications can be unreliable and will 
not meet our specifications because the profiles listed below were not used in the 
creation process. 

Creating PDFs from InDesign
From the File –> Adobe PDF Presets menu, choose PDF/X-1a:2001. Then choose 
Export from the File menu.

Creating PDFs from Quark
First you will need to create a PostScript file from Quark and then create the PDF 
with Acrobat Distiller.

There are two files you should download and utilize in the creation of both your 

PostScript and PDF files from our FTP site:

PostScript Printer Description File

The PostScript Printer Description (PPD) file is used by Quark and the PostScript for 
the creation of your PostScript file. Download this file, uncompress, and then place 
in the following folder for your respective operating systems:
Ftp://AdDrop:rainbow@Ftpfiles.sourcemedia.com/Distiller%20Settings/DDAPv3_PPD.sit
OS 9: Macintosh HD/System Folder/Extensions Folder/Printer Descriptions Folder/
OS X: Macintosh HD/Library/Printer/PPDs/Contents/Resources/en.proj/

Ftp://AdDrop:rainbow@Ftpfiles.sourcemedia.com/Distiller%20Settings/DDAPv3_PPD.zip
Windows: C:\WINNT (or WINDOWS in XP)\system32\spool\drivers\w32x86\3

Adobe Acrobat Distiller Setting File
This Adobe Acrobat Distiller job profile will automatically set up Distiller with 
the correct settings to create PDFs from your PostScript files. Download this file, 
uncompress, and then placed in the following folder for your respective operating 
systems:

Ftp://AdDrop:rainbow@Ftpfiles.sourcemedia.com/Distiller%20Settings/SourceMedia.joboptions.sit
OS 9: Macintosh HD/Application/Adobe Acrobat X/Distiller/Settings/*
OS X: Macintosh HD/Users/Shared/Adobe PDF X/Settings/*

Ftp://AdDrop:rainbow@Ftpfiles.sourcemedia.com/Distiller%20Settings/SourceMedia.joboptions.zip
Windows: C:\Program Files\Adobe\Acrobat X\Distillr\Settings*

* X denotes the Adobe Acrobat version. The installation location of your Adobe Acrobat may vary.

PostScript Checklist
Prior to making the PostScript file, please check your file to make sure that it meets 

the following SourceMedia specifications:

Check Page Size

 •  Page size should not be larger than the maximum allowable dimensions. 
Maximum single page image area is: 11" W X 17" H and maximum spread 
image is: 22" W X 17" H. 

฀ •  All pages should be built to trim size. All bleed elements should extend 1/8" 
or more beyond trim size. The trim sizes for our publications are detailed in 
our rate card. 

Check Colors Used

 •  Ensure all color NOT intended to separate as a spot color is defined as 
process color (CMYK)

Check Fonts

 •  Ensure that all fonts used are PostScript type 1 fonts. We do not accept 
TrueType or MultipleMaster fonts.

Check Images

 •  All images must be CMYK or Grayscale TIFF or EPS between 200 & 300 DPI.
฀ • Do not nest EPS file into another EPS file.
฀ • Do not embed ICC profile with images.
฀ • Total area density should not exceed SWOP standard of 300%.

Creating PDF Ads in Acrobat Distiller:
฀ •  Create a PostScript file from your page layout application, using the DDAP 

PPD that you downloaded. Make sure you only output 1 page per PostScript file.
฀ • Launch Acrobat Distiller.
฀ • Select the SourceMedia Distiller Job Option.
฀ •  Drag your PostScript file on to the Distiller window to create your PDF file.

Proofs
All color documents must include a SWOP standard color proof. We will attempt to 
color-match on press, as closely as possible, to what is provided. All B/W documents 
must include a composite laser.

Files can be sent on CD-DVD ROM or FTP
FTP Information: (with proofs sent to the indicated address)

Set your FTP Client software to the following configuration:

FTP Site Address: ftpfiles.sourcemedia.com

User Name: AdDrop

Password: rainbow

Upload files to: /dropbox/AdMaterials

When files are uploaded, please notify Production Department.

Accepted Banner Formats:
฀ • Static GIF 
฀ • Animated GIF 
฀ • JPEG
฀ • Flash (see instructions below)
฀ •  SourceMedia also accepts redirects from a variety of DART approved 

third-party Rich Media Agencies such as Atlas, Mediaplex, Point Roll, 
EyeBlaster, etc.

฀ • All files must be 30K or less.
฀ •  Please note for e-newsletters we cannot serve any rich media redirect 

tags, 1x1 tracking pixels, or Flash files.

Adobe Flash: (We support up to Flash version 9)

Please include the following:
฀ • Compressed Flash file (*.swf)
฀ • A backup GIF or JPEG image file

Compiling your *.fla file into a *.swf file. 
1. Create the Flash ad in the form of a button.
 In the button object Action (TOP LAYER): 
฀ •  Use clickTag command as part of the getURL and check the URL 

Expression box. 
  The clickTag variable means that you do not need to hard code a click 

through URL or click command into the .swf file. The clickTag variable is 
given a value in the Rich Media code in DART, which is passed into the 
clickTag variable in the .swf file once the ad is clicked on.

฀ •  Set the target Window as blank. Do not check the Window Expression box. 
฀ • Set the Variables as “Don't Send.”

2. Use a single click-through URL for your campaign.
 Button Object Action getURL example:
 on (release) {
 getURL (_level0.clickTag, "_blank");

3.  All files should begin with the same file name and may not exceed 12 
characters excluding the extension name. (for example, abc468x60.fla, 
abc.468x60.swf, and abc468x60.gif)

4.  In order to preview the background color of your .swf file in DART for 
Publishers, ensure it is not set in Flash. Instead, set the bottom/last layer 
to have a graphic that spans the complete movie, so no matter what the 
background color is set to, the user will always see the background color.

Note: When submitting a Macromedia Flash banner(s), you must supply a compiled .swf file 

and a standard GIF or JPEG image file used as backup for non-Rich Media enabled browsers. 

Please Include the URL for each ad campaign.

Submission Information
One-pixel border: SourceMedia highly recommends inserting a one-pixel border 
around the ads that have a white background so the user may be able distinguish 
it from white background areas of the site.

Referring URL/link and Tracking: SourceMedia will not schedule any campaigns 
with inactive referring URL/link (destination page/site) or 1x1 tracking pixels.

Email or FTP Information: Send materials and files using the following FTP. Please 
use the name of the folder or the subject line of the email to specify the name of 
the product where your ad will run. Email to your online ad traffic coordinator at  
gregg.silverman@sourcemedia.com.

FTP Site Address: ftpfiles.sourcemedia.com

Username: aduser

Password: fulcrum29

Send files with proofs to: SourceMedia/Money Management Executive •฀One State Street Plaza, 27th Floor •฀New York, NY 10004 •฀Attn: MME: Trafficking

ONLINE AD SPECIFICATIONS
SourceMedia uses DART for Publishers to serve ads to its websites. DART for Advertisers clients  

are encouraged to send Internal Redirects to expedite the ad traffic process.


