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ExecutiveTraveler
2007 circulation & demographics
Frequency: 10 issues

Circulation: 50,000

Primary Distribution:
Mailed into the home

Additional Distribution:
Private Aircraft and Fixed Base Operators
Select Resorts and Properties
Airline Membership Rooms

Executive Traveler reader trends
Lifestyle

74% own more than one residence
34% are considering purchasing a vacation home in the next three years
58% will acquire a luxury automobile in 2007

Travel
54% fly First Class or Business Class
22% have access to a Private Aircraft for travel
25% spend over $30,000 on personal travel annually
82% are planning to travel outside the U.S. within the next 24 months
95% have made multiple spa visits in the past 24 months
40% are considering an international golf trip 
62% are planning on taking a cruise in the next 24 months

Corporate
83% of ET readers’ companies are privately held
42% of ET readers’ corporate revenues exceed $20 million annually
11% spend over $250,000 corporately for management meetings and 
client entertainment
25% spend over $100,000 corporately for management meetings and 
client entertainment
52% are involved in planning off-site management retreats annually
68% are involved in purchasing corporate gifts for clients and employees

*Sources: All Media, Subscriber Surveys, Comparative Analysis
Circulation amount is based on a per quarter average. Distribution is subject to change based on subscriptions and renewals.

SOUTH
31%

AUDIENCE BY REGION

MIDWEST
25%

WEST
21%

NORTHEAST
23%

$100,000–$250,000
35%

$250,000–$500,000
31%

$500,000–
$750,000

13%

$750,000–
$1,000,000

10%

ABOVE 
$1 MILLION

11%

HOUSEHOLD INCOME

NET WORTH

$5 MILLION 
AND ABOVE

33%

$2 MILLION OR LESS
32%

$2 MILLION–
$3 MILLION

23%

$3 MILLION–
$5 MILLION

12%
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ExecutiveTraveler
2007 editorial overview
January CRUISING Executive Traveler is going cruising! From mega-yachts to ’round-the-world adventures, discover 

the new offerings of some of the hottest cruising companies, and learn how our readers can boost their business 
with a meeting at sea.

February BLUEGRASS BOUND Making the most of the “Horse Capital of the World.”

March/April ISLANDS What better way to escape than going to the islands? In March/April, ET looks at private island 
retreats and rentals, and shows readers how they can get away to their own piece of paradise.

May FAMILY ISSUE/GOLF CANADA School’s almost out, and it’s time for our readers to reconnect with the people 
they care for most of all. ET’s Family Issue reveals fabulous destinations and activities even the youngest travelers will 
enjoy.  More than just another great place to ski, Canada also offers fabulous golf. ET explores the greatest greens 
in the Great North this May.

June TRAIN TRAVEL All aboard as Executive Traveler rides the rails on world-class train tours. Readers learn how they 
can relive the Golden Age of rail travel on trains updated with all the latest amenities.

July/August ADVENTURE TRAVEL Summer is the perfect time to break away and try something new. This July/August, 
ET explores the frontiers of adventure travel, both for the enthusiasts and for those who prefer a glass of chilled 
Champagne at the end of their rafting trip. 

September GOLF ISSUE Fall is in the air, and as the last days of summer pass, there’s no better time to hit the links. 
ET plays a few rounds on the country’s best courses, stays at luxury golf retreats, and highlights products guaranteed 
to shave strokes from our readers’ scores.

October THE SPORTING LIFE From high-end resort lodges to custom-built shotguns, Executive Traveler takes our 
readers on a hunting trip they’ll never forget.

November SKI ET There’s fresh powder on the slopes and ET breaks out the Gore-Tex. In our Ski Issue, readers see 
some of the best places for luxury winter recreation. We have a few surprises in store for the après ski, too.

December FOOD & WINE Join us for a culinary adventure as we sip and taste our way through hill and dale.  
We’ll go national and international as we search for the perfect snail and the optimum wine accessory.

REGULAR DEPARTMENTS
Inside Corporate Retreats Making the most of your off-site meetings and events.
Inside Client Entertainment Events, activities, and destinations to help build and maintain solid client relationships.
Leadership Tips for improving leadership and management skills.
In Motion From SUVs to private charter, executive coach to commercial air, we explore ways to get from point A to 

point B with a minimum of stress and a maximum of value and style.
The Goods Dozens of unique, high-end gift ideas for business and pleasure.
Private Spaces Real estate resort developments and residence/destination clubs where executives can combine 

ownership with concierge-level services.
. . . AND MORE
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ExecutiveTraveler
2007 advertising rates  display

1x 3x 6x 9x 12x

FULL

2/3

1/2

1/3

1/4

2-PAGE SPREAD

COVER 4

COVER 2/PAGE 1

COVER 3

INSERTS/COVER WRAPS Contact publisher for pricing.

AGENCY DISCOUNT 15% to recognized agencies.

PAYMENT TERMS Net 30 days. A 1.5% interest charge will 

be assessed on past due invoices.

2007 closing dates
JAN FEB MAR/APR MAY JUNE JULY/AUG SEPT OCT NOV DEC

AD CLOSE 11/17 12/22 1/19 3/16 4/13 5/18 7/13 8/10 9/7 10/5

MATERIALS DEADLINE 11/24 12/29 1/26 3/23 4/20 5/25 7/20 8/17 9/14 10/12

CORPORATE OFFICE

Hurley Hargett & Sigler Media Group  |  504 Brookwood Blvd., Suite 110
Birmingham, AL 35209  |  hhsmediagroup.com

ADVERTISING INFORMATION
Aaron Lisech, Publisher  |  Publisher@executivetraveler.net

P: 205.874.8600 x101  |  F: 205. 874.8603
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ExecutiveTraveler

FULL PAGE RATE 5 photos, description of home & property, location border, contact 
name & number, company logo

1/2 PAGE RATE 2 photos, description of home & property, location border, contact 
name & number, company logo

1/4 PAGE RATE 1 photo, description of home & property, contact name & number, company logo

AGENCY DISCOUNT 15% to recognized agencies.

PAYMENT TERMS Net 30 days. A 1.5% interest charge will be assessed on past due invoices.

2007 advertising rates  real estate

2007 closing dates
JAN FEB MAR/APR MAY JUNE JULY/AUG SEPT OCT NOV DEC

AD CLOSE 11/10 12/15 1/12 3/9 4/6 5/11 7/6 8/3 8/31 9/28

MATERIALS DEADLINE 11/17 12/22 1/19 3/16 4/13 5/18 7/13 8/10 9/7 10/5

CORPORATE OFFICE

Hurley Hargett & Sigler Media Group  |  504 Brookwood Blvd., Suite 110
Birmingham, AL 35209  |  hhsmediagroup.com

ADVERTISING INFORMATION
Aaron Lisech, Publisher  |  Publisher@executivetraveler.net

P: 205.874.8600 x101  |  F: 205. 874.8603
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1/4 PAGE RATE

Formatted ads include:

1 photo, 25 words of copy, address, phone, website, logo

AGENCY DISCOUNT 15% to recognized agencies.

PAYMENT TERMS Net 30 days. A 1.5% interest charge will be assessed on past due invoices.

2007 advertising rates  ETC.  Executive Traveler Collection

2007 closing dates
JAN FEB MAR/APR MAY JUNE JULY/AUG SEPT OCT NOV DEC

AD CLOSE 11/10 12/15 1/12 3/9 4/6 5/11 7/6 8/3 8/31 9/28

MATERIALS DEADLINE 11/17 12/22 1/19 3/16 4/13 5/18 7/13 8/10 9/7 10/5

CORPORATE OFFICE

Hurley Hargett & Sigler Media Group  |  504 Brookwood Blvd., Suite 110
Birmingham, AL 35209  |  hhsmediagroup.com

ADVERTISING INFORMATION
Aaron Lisech, Publisher  |  Publisher@executivetraveler.net

P: 205.874.8600 x101  |  F: 205. 874.8603
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ExecutiveTraveler
2007 production specs

ad sizes (width x height)

non-bleed bleed trim size

FULL 7" x 9.875" 8.5" x 11.25" 8" x 10.875"

2-PAGE SPREAD* 15" x 9.875" 16.5" x 11.25" 16" x 10.875"

2/3 V 4.625" x 9.875" — —

1/2 V 3.5" x 9.875" — —

1/2 H 7" x 4.75" — —

1/3 SQ 4.5" x 4.75" — —

1/3 V 2.125" x 9.875" — —

1/4 V 3.375" x 4.75" — —

* Allow 1-inch gutter for 2-page spread.

media labeling requirements
Discs must be labeled with date submitted, issue month,
advertiser or agency name, contact name, phone number,
and file names.

production requirements
Thin lines, fine serifs, and small lettering should be limited to
one color. The publisher and printer will not be responsible
for matching color when a color correct SWOP certified proof
is not submitted. 

Executive Traveler is not responsible for errors or color 
discrepancies on ads not accompanied by a proof. E-mailed
files must be compressed before attaching and a proof is still
required. 133-line screens are required for best reproduction.
Screen tints must be a minimum of 5% and a maximum of
80%. Spot colors must be provided in CMYK screens.

Maximum dot density is 280%. For the best color match, 
final furnished dot size should be 5% sharper than the dot
size on the furnished proof. All electronic media will be kept
on file for six months, after which time it will be deleted
unless otherwise requested in writing.

specifications
Executive Traveler is a computer-to-plate publication—
electronic media is required. Digital files accepted.

Only CDs and zip discs in Macintosh format will be accepted
using one or more of the following applications: 

• Press-ready PDF 
• Quark Xpress 6.5
• Photoshop 7.0
• lllustrator 8.0

Illustrator documents must be submitted in two forms, one
of which is converted to outlines and the other in its native
form. Include all screen and printer fonts. Images must be
saved at 300 dpi. Web images below a resolution of 300 dpi
will not be accepted. All graphics, photos, and colors must
be saved as grayscale or as a CMYK process color and placed
at 100%. Bitmapped graphics must be 600 dpi at 100%.

CONTACT INFORMATION
Send print materials to:

Executive Traveler
ATTN: AD PRODUCTION
504 Brookwood Blvd.
Suite 110
Birmingham, AL 35209

Grace White
gwhite@executivetraveler.net
Phone: 205.874.8600 x110
Fax: 205.874.8603

E-mail files to:
artwork@executivetraveler.net

FTP details available upon request.


