
Make the World Your Market

MEDIA KIT

Reach independent businesses 
that supply quality parts, service 
and equipment to the heavy 
construction industry.



Dear Advertiser, 

Thank you for the opportunity to tell you about the Independent Distributors Association.

Since 1958, IDA’s primary purpose has been to support and promote the independent dealers, 
distributors and manufacturers in the heavy equipment industry worldwide.

As the economy begins to improve, keeping your company’s name in front of buyers is more 
important than ever. IDA has created a variety of advertising opportunities to fi  t every budget and 
to assure maximum visibility in the marketplace. Our combination of online traffi  c, print circulation, 
and digital edition views gets your company in front of the industry’s primary decision makers at 
companies in 52 countries.

Look through these pages and discover how IDA can work for you.

Let me also take this opportunity to express our appreciation to all the IDA member companies that 
have been advertising with IDA for decades. Your patronage has been invaluable. We promise to 
continue to off er you greater opportunity and broader capability to grow your business.

For information about our weekly industry newsletter, contact the IDA offi  ce 972-241-1124.

Best regards,

Tiffany Cabral 

Executive Director

INDEPENDENT DISTRIBUTORS ASSOCIATION
   4251 FM 2181 Ste 230-501 Corinth, TX 76210   

972-241-1124  

info@idaparts.org    www.idaparts.org



IDA PUBLICATIONS ARE FORWARDED TO 52 COUNTRIES. 

IDA UNIVERSAL
The IDA member magazine delivers invaluable insights on every aspect of the heavy equipment industry—from 
equipment trends and environmental concerns to managerial, legal, and financial updates, along with essential 
technical and mechanical knowledge. *The Universal* keeps your company ahead of the curve. With unlimited 
digital copies available for your key team members, staying informed has never been easier. And with our expanded 
email circulation, we’ve tripled our reach, ensuring even more industry professionals stay in the know.

MEMBERSHIP DIRECTORY
This year-round reference 
guide is an essential tool for 
businesses, promoting 
member services both within 
the Association and often 
beyond, opening doors to new 
business opportunities. It 
features members 
alphabetically by company, 
individual contacts, country, 
and specialty, making it easy to 
find the right connection. For 
maximum visibility, you can 
enhance your listing by 
highlighting your company 
name in bold red, along with a 
description of your products 
and services, and your logo—
all for just a few extra dollars.

The IDA Convention and Trade 
Show is a global event, hosted 
annually in dynamic locations 
like Canada, Mexico, Puerto 
Rico, Europe, and across the 
United States. This guidebook 
is a must-have for all 
attendees, packed with 
everything from local activities 
and restaurant 
recommendations to area 
maps and essential convention 
and trade show details—
including attendee listings. 
Long after the event wraps up, 
it remains a valuable resource 
for reconnecting with new 
friends and potential clients 
you’ve met along the way.

CONVENTION/TRADE SHOW BOOK

Tiffany Cabral
Stamp



IDA Print Publications

MEMBER DIRECTORY

COLOR
Full Page $545
Half page $435

TWO COLOR
Full Page $435

PRIME PLACEMENT (all Publications)
Inside Front Cover $950 
Face Inside Front Cover (Page 1) $925

Inside Back Cover $925
Back Cover $999

ADD LOGO
BRANCH LISTINGS              

$100

$50 per branch

COMPANY NAME IN RED
AND DESCRIPTION $150

CONVENTION/TRADE SHOW BOOK

COLOR
Full Page $675 
Half Page $425 

TWO COLOR
Full Page $550 
Half Page $425 

BLACK & WHITE
Full Page $475 
Half Page $375

PRIME PLACEMENT
Inside Front Cover $950 
Inside Back Cover $950 
Back Cover $999

Listed on this page are the AD rates for all 3 IDA publications 
(magazine, directory, show book)
Please note that the Universal is now printed 5 times per year.

DEADLINES FOR SUBMISSION
UNIVERSAL MAGAZINE

January/February - December 15

April/May - February 15

June/July - April 15

August/September - June 15

November/December - October 15

MEMBER DIRECTORY - January 15 

CONVENTION/TRADE SHOW BOOK - August 15

When you are ready to place your order for an ad in an IDA publication; 
write (info@idaparts.org) or call (972-241-1124) IDA.  As an IDA member,  
you can now upload your advertisement or logo on your member profi le 
at www.idaparts.org.  
For non-member rates please contact IDA.

UNIVERSAL MAGAZINE

COLOR 

Full Page $899 

Half Page $669 

1/4 Page $449 

TWO COLOR

Full Page $599 

Half Page $445 

1/4 Page $289 

BLACK & WHITE

Full Page $529 

Half Page $400 

1/4 Page $269 

10% Discount for 

5 issues paid in advance 

$809   x    5   =    $4,045

$602   x    5   =     $3,010

$404   x    5   =     $2,020

$539 x 5 = $2,695   

$400 x 5 = $2,000

$260    x    5     =    $1,300

$476 x 5 = $2,380

$360 x 5 = $1,800

$242    x    5     =    $1,210



MATERIAL SPECIFICATIONS

DOUBLE PAGE SPREADS

There is a gutter of 1 inch  (1/2” on either side of the center) that will be dead space. Please use only a color or 
background photo in that area of the art so no live copy will be lost due to binding.

GRAPHIC FILE FORMATS

CMYK or grayscale. TIFs, PDFs (as indicated below). No JPEGs please. 

When scanning pictures: Please scan photos to the size that will be used in the ad. 

Color = 300 dpi.  Black and White = 300 dpi.

PDFs: Set to the following requirements: Adobe Acrobat Distiller version 4.0 or higher. Resolution at 300 dpi. 
Press Quality. Compress text and line art. Embed all fonts. 

DIGITAL AD REQUIREMENTS

Our printer uses only CMYK colors. Avoid using Pantone colors. Use the CMYK mix for any Pantone color.

Full Page
7.5” x 10”

Half Page
7.5” x 5”

1/4 Page
3.675” x 5”

Back Cover (bleed)
8.675” x 11.25”

Double Page (no bleed)
16” x 10”

SIZE SPECIFICATIONS



IDA Digital Media
www.idaparts.org

IDA WEBSITE BANNER ADS
Home  Page $875
Any Other Page $275

Newly designed, the IDA website 
off ers a great deal to viewers. Not 
only is there up-to-date informa-
tion on current events, convention 
activities and lists, but also potential 
members can view testimony about 
the association. Active members visit 
often to view convention videos, 
register for events, order products 
and pay invoices.  

Lastly, our new weekly electronic 
newsletter, THE REPORT, off ers the 
opportunity to place banner ads as 
well. For more information please call 
the IDA offi  ce at 972-241-1124. 

All this and more means the huge 
variety of data on the IDA website is 
very attractive to all search engines. 
More traffi  c equals more visibility for 
your company ads.

468 x 60 pixels - 72 ppi
GIF or JPEG



Take advantage of Free Publicity

Cover (bleed)
8.675” x 11.25”

Full Page Article
7.5” x 10”

1.75” allowance for masthead

.675” allowance for footer

GRAPHIC FILE FORMATS

CMYK  Color = 300 dpi. TIFs, PDFs (as indicated below). No JPEGs please. 

PDFs: Set to the following requirements: Adobe Acrobat Distiller version 4.0 or higher. Resolution at 300 dpi. Press Quality. 
Compress text and line art. Embed all fonts. 

Our printer uses only CMYK colors. Avoid using Pantone colors. Use the CMYK mix for any Pantone color.

Boosting your company's visibility is essential to its success, and 
association membership offers a powerful way to achieve that. In 
fact, the exposure you gain through an association can be as 
valuable as a $15,000 marketing campaign!
Isn't this what every manufacturer, dealer, and distributor strives 
for—getting their name out there? It's why logos and company 
names are proudly displayed on vehicles, parts, packaging, and 
more. But the real challenge is breaking into new markets, some 
of which you may not even know exist yet. 

This is where the 
benefi ts of 
aligning with IDA 
become evident. 
IDA 
has the ability 

and your com-
pany to the right 
people.

Why not take the opportunity to get 
free publicity? You can submit articles, 
pictures, news releases and even see 
your com-pany on the cover of the 
magazine with a 

two-page article inside....FREE.  Send your 

submissions to info@idaparts.org.

IPD Xtra raises the roof in the 

construction equipment world

IPDXTRA 

GOES GLOBAL!

VOLUME 41, ISSUE 4

SEPTEMBER-OCTOBER  2020

Independent Construction Machinery Rebuilders, Parts Suppliers, Manufacturers & Service Providers for the Heavy Construction Industry

A PUBLICATION OF WORLDWIDE INDEPENDENT DISTRIBUTORS ASSOCIATION

See story on page 14

UNIVERSAL

IDA World Trade Week see pages 5-9

VOLUME 41, ISSUE 2

MAY-JUNE 2020

Independent Construction Machinery Rebuilders, Parts Suppliers, Manufacturers & Service Providers for the Heavy Construction Industry

A PUBLICATION OF WORLDWIDE INDEPENDENT DISTRIBUTORS ASSOCIATION

See story on page 18

IDA UNIVERSAL May-June 202018 IDA UNIVERSAL  May-June 2020 19

My father in law is Randy Truckenbrodt, the founder of 
Randall Industries in Chicago and the oldest Genie dealer in the 
United States.

I joined Randy in 2012 as the Strategic Director of US 
Markets, the sister company of Randall Industries.

There, I learned the ins and outs of the construction equip-
ment rental industry and met some wonderful people along 
the way. This industry is full of some of the hardest working 
entrepreneurs in the country, and I fell in love with that.

Spending 6 years traveling the country with USM allowed 
me to meet all forms of suppliers. From rental companies to 
part suppliers to manufacturers, the pains were consistent 
across the board. 

The industry consists of thousands of great suppliers that 
customers cannot discover or work with online.

Our family business, for instance, had a signifi cant amount 
of inventory sitting on our books, and we had no way of 
selling it.

Our options included: 

• List through legacy sites that are diffi  cult to navigate and 

to promote you manage. 

• Sell on eBay or Amazon, 
which are not designed for 
our industry and do nothing 
for our brand as a business.

• Send it to an auction, which 
we try our best to avoid.

• Build our own 
e-commerce site, which we 
did not have the resources for.

It was blatant that there 
was a lack of viable options 
to support USM and Randall 
Industries while we faced 
increasing pressure to utilize technology and adapt to the new 
era of equipment buyers.
 Today’s Buyer

This new era of equipment buyers is becoming 
more and more prevalent in the industry. Similar to
how we buy homes and cars, the new age of buyer 
wants self-service.

In fact, according to McKinsey, 86% of business 
to business customers prefer self serve reordering. 

Buyers want to be closer to the actual purchase before 
contacting a salesperson more than ever before. Being able to 
work with trusted suppliers online has become more and more 
critical.
 The First Marketplace For Part Suppliers

It became obvious 
to me that the industry 
was ready for a new 
platform. A platform 
built to support 
suppliers, not compete 
against them.

We needed to 
create a platform that 
equally supports buyers 
and suppliers to create 
a healthier industry as a 
whole. 

Technology needs to enable, not replace the human 
element that is at the core of the industry.

This is why we launched Gearfl ow.com.
Gearfl ow.com is the fi rst 

marketplace for all things 
construction.

We set out to develop a 
platform that makes it easy for 
customers to work with you 
online. Our primary goal is to 
enhance the buyer-supplier 
relationship, not interfere. To 
do that, we couldn’t just make a 
typical marketplace. 

On Gearfl ow, you will fi nd 
that each supplier is equipped 

with their own branded storefront. On a supplier’s storefront, 
you will fi nd information about the business, their reviews, and 
the inventory they have for sale.

This set up allows buyers to not only buy the products they 
need like in a typical marketplace but also choose the right 
supplier for them.
 Google: The Key To Part Sales Success

A lot of our success comes from gaining exposure on 
Google for the suppliers on Gearfl ow.

87% of 
shoppers 
begin their 
product 
searches 
online. The 
top three 
organic 
results on 
Google make 
up 70% of all 
clicks. On the 
fl ip side, all 
search results 
after the fi rst page make up a combined 3% click-through rate. 

What this means is if you aren’t in the top organic results on 
Google, you might as well not be online.

There is a science behind gaining exposure on Google, and 
it is not spending money on Adwords.

It requires signifi cant investments of time and money into 
your technology and content, an investment that few suppliers 
can make.

We designed Gearfl ow.com to do it all for you; all you need 
to do is get set up. 

Customers are out there Googling for what you sell. It’s our 
job to connect our suppliers with those buyers.
 The Gearfl ow Community

We have a unique opportunity to create a community of 
buyers and suppliers specifi c to our industry. The signs are all 
there.

Through the content we create and the inventory we 
represent, we have built a 
community of rental compa-
nies, contractors, warehouse 
managers, repair shops, and 
municipalities all engaging 
and working with the 
Gearfl ow suppliers.

Every new visitor to 
Gearfl ow.com is a potential 
customer, whether they are 
specifi cally searching for 
the parts you off er or come 
across your business during 
their search.

Built By Suppliers, For Suppliers
 A note to IDA members from Luke Powers

Gearfl ow Team (from left to right) Ben Preston, 
Luke Powers, Jacob Brass, Sarah Wilcox

Luke Powers
Founder and CEO
luke@gearfl ow.com
630-780-7500

Ben Preston
Co-Founder and CMO
ben@gearfl ow.com
978-844-2725

Supplier Success Beyond Sales
The only way we succeed as a business is if our suppliers 

succeed.
Supplier success relies on much more than the volume of 

transactions coming through the platform. 
We built the Gearfl ow platform through the eyes of our 

family business, continually asking ourselves what kind of 
information would help to inform our company, what sort of 
integrations would streamline our workfl ow, and what can be 
taken off  our plate so we can focus on our core value.

What has resulted is: 
• Reporting on traffi  c and conversion rates to inform product
pricing.

• Customer information to narrow target markets.

• Integrations with inventory management systems to stream-
line orders.

I• nterviews with suppliers distributed in trade publications.

 Working with the IDA
We couldn’t be more excited to be already working with 

several IDA members and look forward to meeting the rest of 
you. We are continually looking for feedback on how we can 
make your lives easier, so please don’t hesitate to reach out to
us anytime.
 

Sincerely,
Luke Powers and the Gearfl ow Team



IDA  -  SUPPORTING THE INDEPENDENT DISTRIBUTOR, 
DEALER & MANUFACTURER 

4251 FM 2181 Ste 230-501

Corinth, TX 76210   

972-241-1124

info@idaparts.org   

 www.idaparts.org 
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