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Private clubs across the United States and Canada face challenges relating to every aspect of their operation — from rising food 
costs to employee compensation, changing demographics to decreased club usage, outdated technology to outdated pro shops 
and poor management to costs of liability insurance. 

Vendors have the solutions to every club problem facing private clubs today, including COVID-19. 

The lucrative private club industry is complicated and difficult to penetrate. Unlike other industries whereby a single agent often 
makes the final decision regarding any purchases for his or her respective business, vendors in the private club industry are 
hampered by a host of seemingly insurmountable issues. These include:
• The issue of scalability: How to reach 5,000 private clubs, daily fee and golf resorts and management companies with 

limited resources.
• Managing the decision-making process: How to dramatically reduce decision time.
• Establishing credibility: Creating a positive image among industry influencers. The most important aspect of effective 

marketing is to get people to talk often and favorably about your product or service to individuals who will affect the 
purchasing process.

• Gaining access to the key decision makers and influencers.
• Cost to market: How to make the most of your marketing dollars. With so many trade shows, publications and sponsorship 

opportunities, vendors are faced with the challenge of deciding where their marketing dollars would be most effective.

Targeting and building credibility with every individual involved in the decision-making process is crucial for success in private 
clubs. If any link in this “chain” becomes disconnected (i.e. by a board member not having heard of your firm), then your chance 
for a sale in that club significantly decreases. How can you reach each member of the “chain?” We’ll help!

2021- A Year of Celebration.
It’s BoardRoom magazine’s 25th anniversary as the Number One Publication of the 

private club industry.  BoardRoom magazine – Replace Emotion With Fact!

DECISION MAKING PROCESS 

“STANDARD” 
DECISION-MAKING

PROCESS

PRIVATE CLUB DECISION-MAKING PROCESS
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ENDORSEMENTS, PARTNERS AND ASSOCIATIONS 

The Association of Private Club Directors (APCD) is the parent organization of Distinguished Clubs and BoardRoom magazine is 
the official trade publication of the APCD. BoardRoom magazine remains the only publication of its kind to directly target the 
boards of directors, management of private and semi-private golf and country clubs in the United States and Canada, along with 
the management of golf resorts, private club management companies, PGA golf professionals, golf course superintendents and 
industry leaders. 

BoardRoom also goes to key individuals at the top golf resorts, daily fees, management companies, PGA pros and golf course 
superintendents.

It is much larger than a magazine. Industry insiders and decision-makers look to us to provide them with the information they 
need to survive and thrive. 

BoardRoom Replace Emotion with facts!

We establish relationships with our readers and advertisers. In fact, many reports keeping a library of past issues to use as 
reference material when purchasing opportunities arise. As a diversified leader in the private club industry, the Association of 
Private Club Directors continues to broaden its horizons to meet the needs of our readers, partners and advertisers.

BoardRoom magazine is a strategic partner and allied association works with Professional Golf Association of America 
(PGA), and Golf Course Superintendents Association of America (GCSAA), Club Managers Association of Europe (CMAE), 
United States Professional Tennis Association (USPTA), Club Management Association of America (CMAA), the American 
Culinary foundation (ACF), American Society of Golf Course Architects (ASGCA), Association of Club Catering (ACCP), 
Hospitality, Financial and Technology Professionals (HFTP), Professional Club Marketing Association (PCMA), National Golf 
Foundation (NGF) and World Golf Foundation.

Vendor conference information: How to successfully sell your products to the private club industry.

At this conference featuring professional speakers, topics include: scalability, establishing creditability, access the decision 
makers and most importantly, accelerating the sales cycle. No cost to BoardRoom advertisers.
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EXCELLENCE IN ACHIEVEMENT AWARDS 

What better way to recognize vendors and educators for their accomplishments and contributions to the private club industry than the peer-
recognized Excellence in Achievement Awards!

A highlight of the year, and the only industry award where suppliers, vendors and consultants are publicly recognized for their 
achievements. An independent panel of industry peers and experts representing various disciplines and aspects of club and course 
operations reviews all entries. Winners are selected for their overall excellence in their respective fields, their achievements, innovation, 
visions for the future and their continued impact on private club operations and the club industry.

Entry details for BoardRoom magazine’s Excellence in Achievement Awards is available by contacting John Fornaro at (949) 376-8889, 
ext. 1 or by emailing John directly at johnf@apcd.com. Deadline for entry is the end of October each year. All winners are showcased in 
an upcoming issue of the magazine.

HONORARY LIFETIME ACHIEVEMENT
Dave White
LIFETIME ACHIEVEMENT*

A. Judson BROWN III – NCIDQ; ASID
Rick Snellinger
GARY PLAYER EDUCATOR             
Thomas B. Wallace III, CCM, CCE, ECM
DAVE WHITE EDITORIAL AWARD
Bonnie J. Knutson, Ph.D.
JOHN FORNARO INDUSTRY IMPACT 

AWARD     
Tim Schantz - Troon
NEW PRODUCT
Proform Premium Matting 

AMENITIES PROVIDER
Sports Solutions       
ASSOCIATION
PGA of America        
ASSOCIATION PROGRAM    
Association of Club Catering & Event 
Professionals
BUSINESS INTELLIGENCE SOFTWARE 
Jonas Club Software                                
CHAIR MANUFACTURER         
Eustis Chair
CHILDREN’S PROGRAM         
KE Camps
CLUB FITNESS PROGRAMS     
1000 Hills Fitness
CLUB MANAGEMENT SOFTWARE        
Northstar Club Management Software
CLUB PHOTOGRAPHY 
EA Photography               
CLUB SIGNAGE                  
Signera
CLUBHOUSE ARCHITECTURAL DESIGN 
Peacock + Lewis Architects & Planners

CLUBHOUSE RESTORATION MASTER PLAN
C2 Limited Design Associates
CLUBHOUSE RESTORATION
Ansana Interior Design
CONSULTING COMPANY 
Club Benchmarking
CUSTOM DESIGN HOSPITALITY UNIFORM    
High-End Uniforms
CUSTOM DESIGN OUTDOOR FURNITURE       
XHIBTZ Contract Furnishings
CUSTOM LIGHTING DESIGN            
Castor Design Associates, Inc.
DATA PRIVACY SOLUTIONS             
CSR Privacy Solutions
ELECTION MANAGEMENT SYSTEM             
Survey & Ballot Systems
EXECUTIVE SEARCH FIRM 
Kopplin Kuebler & Wallace
FACILITY ENHANCEMENT ANALYSIS     
Clubwise Consulting
FITNESS EQUIPMENT                
Technogym
FOOD & BEVERAGE TECHNOLOGY     
FOOD-TRAK/System Concepts, Inc.
FURNITURE MANUFACTURER 
Gasser Chair Company            
GOLF COURSE MAINTENANCE FIRM 
BrightView
GREEN PRODUCT
Vivid Leaf
INNOVATIVE ARCHITECTURAL PRODUCT        
NanaWall
INNOVATIVE OUTDOOR PRODUCT         
Dayva International
INTERIOR DESIGN - BAR AND LOUNGE *
Bozeman Club & Corporate Interiors
PHX Architecture

INTERIOR DESIGN - CASUAL DINING 
C2 Limited Design Associates
INTERIOR DESIGN - CLUBHOUSE
Marsh & Associates | MAI
INTERIOR DESIGN - DINING 
Angela Grande Design
INTERIOR DESIGN – LOCKER ROOM 
Marsh & Associates | MAI
INTERIOR DESIGN – PRO SHOP 
Marsh & Associates | MAI
IT SOLUTIONS

Country Club Technology Partner     
LAW FIRM
Addison Law     
LAWYER 
Michelle Tanzer   
LOCKER COMPANY               
Hollman, Inc.
MANAGEMENT COMPANY      
Troon 
MASTER PLANNING 
Lichten Architects
INTEGRATED BUSINESS SOLUTIONS
Strategic Club Solutions
MEMBERSHIP ENGAGEMENT TOOL      
Newstation.com
MEMBERSHIP MARKETING       
Creative Golf Marketing
MEMBERSHIP SURVEY                
McMahon Group
MOBIL APP                                
Northstar Club Management Software  
OUTDOOR FURNITURE COMPANY 
JANUS et Cie
OPERATIONS & MANAGEMENT *
Denehy Club Thinking Partners
Golf Business Network

PAYROLL PROGRAM 
ClubPay                          
POINT OF SALE COMPANY              
Northstar Club Management Software  
POOL COMPLEX DESIGN
PHX Architecture
PRIVATE CLUB BRANDING FIRM          
Pipeline Marketing
POOL RESTORATION & BUILDING
RenoSys
PURCHASING COMPANY            
XHIBTZ Contract Furnishings
REAL ESTATE SERVICE           
Hilda W. Allen Real Estate
STAFF APPAREL                  
Ambassador Uniform
STAFF TRAINING COMPANY      
RCS Hospitality Group
STRATEGIC PLANNING
Club Benchmarking
SUSTAINABILITY PROGRAM            
SES Lighting    
TAX CONSULTANT                           
Mitchell Stump, CPA
TAX, AUDIT & ACCOUNTING              
PBMares
TENNIS COURT BUILDER                
Welch Tennis
TENNIS MANAGEMENT
Cliff Drysdale Tennis
WEBSITE COMPANY 
MembersFirst

2020 BOARDROOM AWARD WINNERS

mailto:johnf@apcd.com
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INTEGRATED AND TARGETED MARKETING 

BoardRoom magazine celebrates all the men and women of the private club industry who have been 
part of the BoardRoom magazine family for the past 25 years. 

Our advertisers, our editorial contributors and the many private club general managers, board 
members and club staff members serve, give experiences and purpose to the more than 3.5 million 
private club members, all of whom have been part of BoardRoom magazine’s success over the past 
quarter century. 

No magazine supports vendors more than Boardroom magazine — with editorial opportunities, 
BoardRoom awards, vendor education and consulting and access to the decision makers. 

Voted number 1 magazine managers recommend companies to advertise. 
• Number 1 with board members.
• Number 1 with general managers
• Number 1 magazine read regularly
• Number 1 best content
• Number 1 favorite magazine
• Number 1 magazine passed to others to read.   
• Number 1 paid subscribers.

BoardRoom magazine, directly targets the boards of directors and general managers at private and 
semi-private clubs, management companies, golf resort managers, buyers, PGA Professionals and 
GCSAA superintendents throughout the world, and is designed to education and inform about all 
aspects of the private club’s operation. 

With integrated and targeted marketing, vendors wanting to penetrate the peculiar characteristics of 
the private club market can now open the door to change!

Vendors must emphasize a multi-pronged approach, and BoardRoom magazine can help you modify 
your relationship from that of a traditional seller and buyer to empowering your customers around 
your product creating brand loyalists and advocates. For vendors, this information, strategy, tools and 
support help migrate the private club market down the path from prospect to long-term customer. For 
vendors, BoardRoom magazine swings open an exclusive door to the private clubs.  

Facts replace emotion! That’s what we do and that’s how you’ll benefit.

• Private club board turnover averages 33 percent per year
• The average private club has nine board members with an additional 50 committee members
• On average every three years a 100 percent turnover of key decision makers.

INDUSTRY FACTS
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PULSE ON THE INDUSTRY 

BoardRoom magazine has surfaced with flying colors in a ‘Taking the Pulse’ survey focusing on organizations and 
publications serving the private club industry, with the highest mean ratings in a number of the categories including:

• Being important to the general manager, board members and the club
• Satisfaction with the publication
• Subscription value
• Effectiveness
• Communications
• Subscriber benefit and industry benefit, and 
• Reading times (shelf life)

Eighty percent of those surveyed read at least three out of each four issues and 69.9 percent of respondents spend at 
least 21-30 minutes reading the magazine while another 24.1 percent spend at least 11-20 minutes reading BoardRoom 
magazine. This clearly indicates the shelf life of BoardRoom magazine for both its readers and advertisers. Many clubs also 
maintain a BoardRoom magazine library for reference on different topics in the private club industry.

The survey completed by The McMahon Group of St. Louis, MI asked the questions of over 225 general managers, and other 
staff of private clubs throughout the U.S. and Canada. More than 93 percent of those who responded are general managers. 
It included representatives from country clubs, golf clubs, city, athletic, yacht, swimming, tennis and other private clubs, with 
memberships from less than 500 to more than 1,000, and with initiation fees ranging from less than $5,000 to more than 
$150,000. In this particular survey, all respondents reported being members of the Club Managers Association of America 
(CMAA), NCA, CSCM, NGF, HFTP, NCGOA, PGA, USGA, GCSAA and IHRSA.

BoardRoom magazine is designed to educate the board of directors, general managers and owners of private clubs about 
issues concerning all aspects of the club and golf course operations. Each editorial department directly relates to the 
positions held by the board:

Boardroom magazine is made available to 19,000 PGA Professionals and 14,000 GCSAA members
and to management company decision makers.

• Clubhouse Committee
• Green Committee
• Membership Committee
• House Committee
• Finance Committee
• Executive Committee

• Pro Shop Committee
• Food and Beverage Committee 
• Marketing Committee
• Bylaws Committee
• Law and Legislation/Insurance 
• Finance/Tax Issues

• Strategic Planning
• Technology Committee
• Course/Clubhouse Redesign 
• Membership Marketing Issues 
• Wellness and Fitness
• Wine

READERSHIP
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BOARDROOM AD & EDITORIAL CALENDAR 

JANUARY/FEBRUARY 2021 (COMMEMORATIVE 25TH ANNIVERSARY ISSUE)
Cover: Top Private Club President of the Year
Features: Private Club Presidents of the Year, Innovative Ideas, Vendor Case Studies
Editorial Deadline: November 10
Space Reservation: January 8 
Materials Due: January 15 

MARCH/APRIL 2021
Cover: BoardRoom Awards
Features: Excellence in Achievement Awards, Innovative Ideas, Vendor Case Studies
Editorial Deadline: January 19
Space Reservation: March 5
Materials Due: March 12

MAY/JUNE 2021
Cover: TBD
Features: Green Building, Sustainability, Wellness, Fitness, Innovative Ideas, Vendor Case Studies
Editorial Deadline: March 9
Space Reservation: May 7
Materials Due: May 14

JULY/AUGUST 2021
Cover: Design Issue
Features: Architects, Designers, Builders, Furniture, Lockers, Innovative Ideas, Vendor Case Studies
Editorial Deadline: May 11
Space Reservation and Design Feature Editorial and Ads: July 9
Materials Due: July 16

SEPTEMBER/OCTOBER 2021 (2021/2022 BUYERS’ GUIDE INSERT)
Cover: Technology Issue 
Features: New Products, Technology, Social Media, Marketing, Innovative Ideas, Vendor Case Studies
Editorial Deadline: July 6
Space Reservation and Technology Feature Editorial and Ads: September 10
Materials Due: September 17

NOVEMBER/DECEMBER 2021
Cover: Trends/State of the Industry 
Features: Excellence in Achievement Award Winners, Trends, Annual Recap, Innovative Ideas
Editorial Deadline: September 14
Space Reservation: November 5
Materials Due: November 12

JANUARY/FEBRUARY 2022 (CMAA SHOW ISSUE)
Cover: Top Private Club President of the Year
Features: Private Club Presidents of the Year, Innovative Ideas, Vendor Case Studies
Editorial Deadline: November 10
Space Reservation: December 24 
Materials Due: December 30 
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2021 AD RATES 

Our vendors have solutions and the evolution continues as BoardRoom offers advertisers 50 percent off rack rate for 
advertisements during our year of celebration, especially as the private club industry has faced and continues to tackle 
enormous challenges during COVID-19 pandemic. This has been one of the most challenging times as clubs recruit, retain, 
serve and entertain private club members in what has become a new normal. Still, the club remains each club member’s 
home-away-from-home.

Our vendors help private clubs ‘solve a problem and take away a pain!’

Editorial opportunities available. No additional cost for color. All prices net.
Would you like the opportunity to submit editorial? Our magazines give suppliers a platform in which to voice opinions and share expertise on 
issues relating to the private club industry. Editorial opportunities are available on a per-case basis. Please contact the publisher for details.

AD RATES 1X RATE 3X RATE 6X  RATE

Full page $4492 $3779 $3579
Full Page 25th Anniversary  $2246 $1889 $1789

Half page $3295 $2670 $2470
Half Page 25th Anniversary  $1645 $1335 $1235

Third page $2695 $2271 $1989
Third Page 25th Anniversary  $1347 $1135 $994

Quarter page $2197 $1889 $1787
Quarter Page 25th Anniversary  $1098 $944 $893

Logo Listing: $600 for an annual contract $395 at 25th anniversary special

SPECIAL 25TH ANNIVERSARY AD RATES

BoardRoom magazine is the only publication of its kind to directly target multiple decision makers including the 
boards of directors, chief executive officers, general managers, PGA golf professionals, golf course superintendents, 
management companies, golf resorts, daily fee courses, yacht and city club worldwide.

Each four color, perfect bound issue of BoardRoom magazine lends itself to a longer shelf life than many of its 
competitor publications. Current subscribers report creating a “library” of past editions as reference materials for 
incoming board members on topical issues pertaining to the private club today.

If you are interested in advertising with BoardRoom magazine, please contact Dee Kaplan
(310) 821-0746 or dee.kaplan@gmail.com

ACCESS TO DECISION MAKERS

ADDITIONAL BENEFITS

mailto:dee.kaplan@gmail.com
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2021 BUYERS’ GUIDE

Published once a year, and bundled with the September/October BoardRoom magazine, the Vendor Buyers’ Guide give 
clubs the path to the private club industry’s top vendors, consultants and partners. It covers everything private club 
management and boards need to know so they can select the right partner for their club’s business. 

It’s kept on hand as a reference guide for club presidents, boards and GMs, offering a wealth of information about the 
industry’s vendors, consultants and suppliers.

AD RATES ANNUAL CONTRACT 25TH ANNIVERSARY

Full page $1494 $975
Full page - back cover $1675 $1100

SPECIAL 25TH ANNIVERSARY AD RATES

RCS Hospitality Group (RCS)

6412 Brandon Ave. #339
Springfield, VA   22150 
P/   623.322.0773
W/   www.consultingRCS.com
W/   www.RCSUniversity.com 
E/   info@consultingRCS.com  

reid-consulting-services-inc.
reidconsultingservices/ 
ConsultingRCS 
consultingrcs

Whitney Reid Pennell
President

BUYERS’ GUIDE

CONSULTING/HOSPITALITY MANAGEMENT
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A NEW GENERATION OF HOSPITALITY MANAGEMENT

RCS Hospitality Group offers cutting edge, tailor-made 
services to meet your club’s unique needs. RCS prepares 
clubs for the next generation of customers, members, 
and employees through insightful strategic planning; 
expert hospitality training and staff development; inspired 
operations consulting; and expedient hiring of the most 
talented managers in the industry.

RCS services are custom designed to help clubs strengthen 
their brand, maintain a strong culture, and enhance the 
member experience while operating in a stable business 
environment, and achieving bottom line success. 

Honored eight times by BoardRoom magazine for 
excellence. Clubs around the world call on RCS when in 
need of state-of-the-art quality solutions and club-specific 
training that leverages technology while honoring the 
timeless values of America’s great club traditions.

RCS offers: Executive Recruitment | Individual, Group, 
and Virtual Staff Development Programs | Membership 
Surveys | Strategic Planning Services | Food & Beverage 
Management, Evaluations, and Training | Renovations 
Expertise, Consulting, and Training

“…Faced with the daunting task of opening a new 70,0000 square foot 
clubhouse and new golf course, we needed the expertise of someone 
who had experience in executing the process at a very high level to 
meet our members’ high expectations. RCS turned a difficult, daunting, 
and complex endeavor into a simple strategy, without it being 
simplistic. They truly are experts in the private club industry.” 

Greg Sullivan, General Manager, 
Rolling Hills Country Club

“The F&B Boot Camp by RCS is the most beneficial training seminar 
we’ve ever experienced. It’s insightful, relevant, interesting and 
presented in such a way that it’s stunningly obvious that the people 
doing the training have intimate knowledge of Private Clubs and 
their members expectations. It’s entertaining and presented in such 
a manner that everyone can relate and benefit. We won’t start a 
season without exposing our staff to this invaluable training. We’re 
RAVING FANS.”

Gavin Speirs, CCM, General Manager/COO
Twin Orchard Country Club

“RCSU has been able to provide us with uniformed education in the 
Member versus Customer arena to maintain even and unilateral 
training to individuals who have yet to work in the Private Club 
Industry. RCSU has also removed the issues of multiple trainers with 
different personalities which maintains consistent direction to our 
staff in service to our members.”

Matthew Mulherin, Manager,
Quincy Country Club

TESTIMONIALS

BUYERS’ GUIDE

AMENITIES

Duffy’s Tri-C Club Supply

32615 Park Lane Avenue
Garden City, MI 48135
P/   800.274-8742
F/   800.274.8262
E/   customerservice@duffystric.com
W/  www.duffystric.com

Duffy and Mary Anne Linsell began Tri-C 
Club Supply as newlyweds in 1978.  
They personally delivered locker room 
amenities, housekeeping products, and 
shoeshine supplies to the local Detroit-
area country clubs from Oaklands Hills to 
the Detroit Athletic Club to the Country 
Club of Detroit.  Their son, Dan, born in 
1979, went along on the deliveries much 
of his life.  After college, Dan joined the 
Tri-C Team full-time and developed new 
markets to complement the country club 
industry.  

Since the 1990s, the Linsell Family and 
its professional staff, ship locker room 
amenities, shoe care, and housekeeping 
supplies all over the United States being 
a valued supplier by their customers. 

Shampoo, sanitizer, razors, body wash, 
disinfectants, masks, gloves, deodorant, 
tampons, urinal screens, shoeshine 
polish, golf spikes, and wrenches are just 
a few of the thousand-plus products they 
inventory. 

Please visit  www.DuffysTriC.com or write 
to us at CustomerService@DuffysTriC.com 
or call 1.800.274.8742.  

ABOUT US

The Linsell Family

4

ARCHITECTURE/MASTER PLANNING

“They really understood who we are as a club. 
They understood our culture and traditions. The 
building that they created clearly reflected that 
understanding. They got who we are.”

Chairman of the Golf Course Committee,
residential club in upstate New York

6 West 18th Street, 6th Floor
New York, NY 10011
P/   212.229.0200
F/   212.924.4282

E/   lichten@lichtenarchitects.com
W/  www.lichtenarchitects.com

@Lichtenarchitects

Formed in 1991, Lichten Architects is an award-winning 
architecture  firm based in New York with a portfolio comprised 
of private club, high-end residential, and institutional projects. 
Our work has been featured in the New York Times, The Chicago 
Tribune, Elle Decor, Architectural Digest, Traditional Home, 
BoardRoom, and numerous books and blogs.

The success of Lichten Architects’ projects is best attributed 
to the strength of the firm’s design vision, a collaborative 
approach, and responsiveness to both client and place. We are 
known for an integrated, seamless, and coordinated approach 

to our projects. We understand that no two projects are alike in 
their requirements and execution.

We are accustomed to complex programming and client 
priorities. Beyond design, we manage the multifaceted process 
of building a project: from analyzing codes to navigating 
member committees and public agencies, from coordinating 
with capital campaign committees to delivering well-
documented plans and on to construction administration — a 
continuum from the first conversation to move-in day. 

OUR GOAL IS SIMPLE: TO CREATE BEAUTIFUL, COMFORTABLE,
WELL-CRAFTED DESIGNS THAT IMPROVE WITH TIME.

Kevin Lichten AIA
Founder

Andrew Friedman AIA
Associate Partner

Margaretta Alfonso AIA
Associate Partner

TESTIMONIAL

Lichten Architects

WWW.BOARDROOMMAGAZINE.COM   |   949.376.8889
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“From the beginning, GBN’s professionalism 
was remarkable. How they went out of their 
way to learn the culture of not only the 
membership but also the staff shows they 
truly understand the club industry. The result 
for us was an outstanding new hire. We 
couldn’t have done it without them.”

Aidan Murphy, GM
Old Warson Country Club, St. Louis, MO

“The executive search process was 
well-executed with timely updates and 
coordination. I was very impressed with the 
communication, updates, and accessibility. 
Any club would benefit from their contacts, 
resources, and experience in the business 
of golf.”

Nick Jacovides, Club President
Bayville Golf Club, Virginia Beach, VA

TESTIMONIALS ABOUT US

5448 Apex Peakway Drive, Suite 156
Apex, North Carolina 27502

P/   919.372.8220
W/  www.golfbusinessnetwork.com
E/   pseither@golfbusinessnetwork.com

Patrick Seither
President & CEO

Bob Ford
Partner

GBN is an executive search firm that recruits the most 
accomplished leaders in the golf industry, including head 
professionals, directors of golf, and general managers. 
The force behind our firm’s momentum is some of the most 
qualified search consultants in the industry. GBN combines the 
highest level of industry experience with global expertise in 
executive search. The result is an unparalleled outcome for our 
clients. We are structured to promote internal collaboration, so 
clients receive the full resources of our entire firm, rather than 
the network of an individual consultant.  
GBN has invested significant time and resources compiling 
intelligence and critical candidate information, which propels 
our success. Complementing this proprietary database, our 
partners leverage their extensive professional network to 
confirm and validate that the most qualified candidates are 
identified throughout the search process. 
GBN differentiators:
• Partner engagement
• Combined art and science approach
• Exceptional candidate experience
• Risk mitigation
• Global search expertise

WWW.BOARDROOMMAGAZINE.COM   |   949.376.8889
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Golf Business Network
EXECUTIVE SEARCH/CONSULTING

http://www.consultingRCS.com
http://www.RCSUniversity.com
mailto:info@consultingRCS.com
mailto:customerservice@duffystric.com
http://www.duffystric.com
http://www.DuffysTriC.com
mailto:CustomerService@DuffysTriC.com
mailto:lichten@lichtenarchitects.com
http://www.lichtenarchitects.com
http://www.golfbusinessnetwork.com
mailto:pseither@golfbusinessnetwork.com
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BOARDROOMMAGAZINE.COM OPPORTUNITIES

Boardroommagazine.com is the digital address of BoardRoom magazine. We have two advertising opportunities that enable 
you to reach clubs, boards, board presidents, GMs and other club managers.

AD RATES  ANNUAL COST

Top Banner  Prices for all ads
Square Side Ads  available upon request

Footer - premium banner

Homepage - rectangle ad

WEBSITE ANNUAL AD RATES
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2021 AD SPACE AND DESIGN

Full Page

1/2 Page 1/3 Page

1/4
Page

1/2
Page

1/3
Page

BoardRoom magazine requires high
resolution PDFs or JPGs. If  you are 
submitting an ad designed in Illustrator, 
please convert all fonts to outlines, 
embed all images and save the flattened 
file as a PDF. 

PDF REQUIREMENTS
• PDF/x-3
• Acrobat 8/9
• Composite CMYK ONLY, no spot colors
• All Marks and Bleeds
• CMYK Only
• Bleed symmetric .125”
• Include your company name in the title

BOOK AD SPACE
Dee Kaplan
Phone: (310) 821-0746
E-mail: dee.kaplan@gmail.com

SUBMIT ALL ARTWORK TO
Heather Arias de Cordoba
Phone: (949) 365-6966
E-mail: heather@studiodelmar.net

FULL PAGE SIZE: 8.375” X 10.875”
BLEED: .25” (8.875” X 11.375”)
LIVE AREA: 7.175” X 9.675”
1/2 page (Horizontal.): 7.175”  x  4.75”
1/2 page (Vertical): 3.5” x  9.675”
1/3 page (Square): 4.75”  x  4.75” 
1/3 page (Vertical): 2.25”  x 9.675”
1/4 page: 3.5”  x 4.75”
Logo Ad - Business Card: 2.1” x 2.75” PLUS .125” BLEED
Logo Ad - Business Card FINAL SIZE: 2.225” X 2.875”
PLEASE DO NOT USE BORDERS

BoardRoom Ad Specs
The BoardRoom magazine is produced digitally on the Macintosh platform. Materials not 
received by Materials Deadline are subject to a “pickup” (previous ad), or if a new contract, 
no ad will run. Agency/advertiser will be still be responsible for payment based on contract. 
Materials received after the closing date, whether on extension or not, that do not go 
through the pre-press inspection process, are printed at the advertiser’s risk. Advertisers 
may not cancel orders for, or make changes in, advertising after the Materials Deadline of 
the magazine. The Publisher is not responsible for errors or omissions in any advertising 
materials provided by the advertiser or its agency or for changes made after closing 
dates. The Publisher has the right to insert the advertising anywhere in the Magazine 
at its discretion, and any condition on contracts, orders or copy instructions involving 
the placement of advertising within an issue of the magazine (such as page location, 
competitive separation or placement facing editorial copy) will be treated as a positioning 
request only and cannot be guaranteed. The Publisher’s inability or failure to comply with 
any such condition shall not relieve the agency or advertiser of the obligation to pay for 
the advertising. Also you need to insert a note for the creation of ads that they will need 
to submit images, logos, etc no later than 10 days before the Materials Deadline and all 
artwork needs to be approved by agency or advertiser on or before the Materials Deadline.

mailto:dee.kaplan@gmail.com
mailto:heather@studiodelmar.net

