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ABOUT US
Noria Corporation, the publisher of Machinery Lubrication magazine and
its sibling publication Reliable Plant magazine, is an unconventional pub-
lisher. Why? Because in addition to the traditional publishing model
(magazine, Web sites, events), Noria provides a range of educational
(consulting and training) services related to advanced machine reliabil-
ity and maintenance technologies. Our entire editorial team is
comprised of practicing professionals that make up the leadership of
Noria’s service team. In fact, Noria’s service practice represents the
largest part of its business.

You might ask, “Why would a publisher also operate a service busi-
ness?” From the start, Noria’s business model was conceived around,
and it continues to center around, knowledge dissemination. We be-
lieve that practicing in the field about which we publish improves the
quality, timeliness and usefulness of the editorial content in our publi-
cations. We don’t just write about it – we actually do it. 

Likewise, consulting and the provision of other professional services
require that Noria’s consultants and technicians possess effective writ-
ten communication skills, which we continuously hone and improve
through the publishing process. In other words, every part of the busi-
ness positively affects one or more other parts of the business. It’s a
business model that works for us.

The depth and quality of our services allow us to establish long-term
business relationships with end-users, which enables our advertisers
to reach a highly targeted audience that is qualified to buy their goods
and services. Our targeted audience members are the managers, tech-
nicians, engineers, planners and specialists whose daily responsibilities
include equipment reliability and process management – in a variety of
environments. 

Subscribers trust and rely on our valuable hands-on editorial that helps
them solve problems and do their jobs more efficiently and effectively
every day. It is this long-term commitment to quality business intelli-
gence that allows Noria to have the needed credibility among its
customers to participate in their daily commerce transactions.

Noria Corporation, including Noria Publishing, is impacting the way 
people think about advanced machine reliability and maintenance tech-
nologies. Noria is the education resource of choice for numerous
Fortune 500 companies.
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RATES
BLACK & WHITE 1X 3X 6X 9X 12X
Two Page Spread 9,250 8,330 7,860 7,400 6,940

Full Page 4,870 4,380 4,140 3,900 3,650

2/3 Page 4,140 3,730 3,520 3,310 3,110

1/2 Page Island 4,030 3,630 3,430 3,220 3,020

1/2 Page 3,650 3,290 3,100 2,920 2,740

1/3 Page 3,160 2,840 2,690 2,530 2,370

1/4 Page 2,680 2,410 2,280 2,140 2,010

TWO-COLOR PROCESS
Two Page Spread 10,480 9,430 8,910 8,380 7,860

Full Page 5,520 4,970 4,690 4,420 4,140

2/3 Page 4,690 4,220 3,990 3,750 3,520

1/2 Page Island 4,490 4,040 3,820 3,590 3,370

1/2 Page 4,140 3,730 3,520 3,310 3,110

1/3 Page 3,590 3,230 3,050 2,870 2,690

1/4 Page 3,040 2,740 2,580 2,430 2,280

FOUR-COLOR PROCESS
Two Page Spread 12,340 11,110 10,490 9,870 9,260

Full Page 6,500 5,850 5,530 5,200 4,880

2/3 Page 5,520 4,970 4,690 4,420 4,140

1/2 Page Island 5,360 4,820 4,560 4,290 4,020

1/2 Page 4,870 4,380 4,140 3,900 3,650

1/3 Page 4,210 3,790 3,580 3,370 3,160

1/4 Page 3,580 3,220 3,040 2,860 2,690

Back Cover 8,110 7,300 6,890 6,490 6,080

Inside Front Cover 7,790 7,010 6,620 6,230 5,840

Inside Back Cover 7,470 6,720 6,350 5,980 5,600

SPECIALTY ITEMS
Cover Peel 2,500 2,250 2,125 2,000 1,875

Product Supermarket* 800 720 680 640 600

Preferred Positions: Add 10 percent to cost of space. The publisher reserves the right to determine

what space can be reserved. Inserts and special ad sizes: Please call for quotes.

*Product Supermarket Specifications: 300 dpi Image, 225 characters of descriptive text, 

Company name,  Web site, E-mail, and Phone number. 

SPECIFICATIONS
NON-BLEED WIDTH DEPTH
Full page 7 3/8” 10”                          

2/3 page 4 7/8” 10”

1/2 page island 4 7/8” 7 3/4”        

1/2 page vertical 3 7/8” 10”

1/2 page horizontal 7 3/8” 4 7/8”

1/3 page vertical 2 1/4” 10”

1/3 page horizontal 4 7/8” 4 7/8”                      

1/4 page vertical 3 1/2” 4 7/8”

1/4 page horizontal 7 3/8” 2 3/8”                      

BLEED WIDTH DEPTH
Full page 8 5/8” 11 1/8”

BINDING AND TRIM
Publication trim size is 8-3/8 inches wide by 10-7/8 inches tall. The trim is 1/8
inch at the head, face and foot. For bleed ads, please keep all live matter 1/2 inch
in from trim to avoid trimming any copy, illustrations, etc. 

PREFERRED FILE FORMATS
Please provide files in one of the following formats, listed in order of preference:
High-resolution, print-optimized PDF,  TIF or EPS (with fonts embedded). Images
must be CMYK unless a spot color has been purchased. Please create outlines
on all custom fonts. Native page layout files are acceptable. However, for color
ads, both 2-color and 4-color, a high-quality color proof is required. If not pro-
vided, then the printer will be instructed to run the color to standard density.

ELECTRONIC SUBMISSION
CD-ROM disks accepted. E-mail and FTP options should be discussed with 
production manager.

SHIPPING INSTRUCTIONS
Send all print and digital ad materials, insertion orders, insert samples and 
instructions to:

Attn: Production Manager 
Noria Corporation, 1328 E. 43rd Court, Tulsa, OK 74105
Phone: 918-749-1400 x113 / Fax: 918-746-0925
E-mail: production@noria.com

AD MATERIAL PICKUP
Where multiple magazine issues are scheduled, in the absence of receiving new
ad material, existing material on file will be repeated.

2011 Print Advertising

Publisher reserves the right to mark “advertisement” on copy that readers might confuse with editorial 

content and to refuse copy that offends good taste or takes unfair competitive advantage. Advertisers and

advertising agencies assume liability for all content (including text, representation and illustrations) of adver-

tisements printed, and also assume responsibility for any claims arising therefrom made against the publisher.

Publisher is not liable for delays in delivery and/or non-delivery in the event of an act of God, 

action by any government or quasi-government entity, fire, flood, insurrection, riot, explosion, embargo, strikes

(whether legal or illegal), labor or material shortage, transportation interruption of any kind, work slow-

down, or any condition beyond the control of publisher affecting production or delivery in any manner. 

An agency commission of 15 percent of gross billing is allowed to recognized advertising agencies on space,

color, bleed and position only, provided account is paid within 30 days of invoice date. Advertiser and ad-

vertising agency are jointly and separately liable for payment. Accounts payable within 30 days. 

� Advertisers or agencies will be short-rated if contracted frequency rate is not fulfilled during a 

12-month period.

� An insertion order or purchase order is required for all advertising.

� No cancellations will be accepted after issue closing date.

CONTRACT AND COPY REGULATIONS

magazine
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2011 Online Advertising
www.machinerylubrication.com

magazine

BANNER 1

BANNER 2

BANNER 3

The Internet has become one of the largest communication mediums in the advertising 
market. Internet advertising provides a valuable function in fostering a familiarity that ulti-
mately generates click-through to the source of the ad. Internet advertising reaches active
consumers looking for information. Internet advertising allows the consumer to react directly
and immediately to advertisements. 

Internet advertising enables you to react to events or market changes immediately. User 
behavior can be measured accurately and objectively analyzed. Investments in Internet adver-
tising can be evaluated precisely.

CPM CPM
BANNER 1 Dimensions Contextual Run-of-Site
Leaderboard 728x90 $100 $80

CPM CPM
BANNER 2 Dimensions Contextual Run-of-Site
Medium Rectangle  300x250 $90 $72

Standard Skyscraper 120x600 $90 $72

Wide Skyscraper 160x600 $100 $80

Half Page 300x600 $120 $96

CPM CPM
TEXT LINK Contextual Run-of-Site

$30 $24

CPM CPM
BANNER 3 Dimensions Contextual Run-of-Site
Medium Rectangle  300x250 $65 $52

CPM CPM
RESOURCE SPONSORSHIP Contextual Run-of-Site

$50 $40

* CPM = Cost per thousand impressions

* Image dimensions are stated in pixels
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WHAT IS CONTEXTUAL ADVERTISING?
TARGET THE RIGHT AUDIENCE.
Contextual advertising technology uses dynamic keyword/category tar-
geting, allowing an advertiser to target a specific audience to match with
a specific advertising message. The pairing of Web site content with an
advertisement containing the same subject matter results in an in-
creased reader response for the advertiser – readers are more inclined
to click on advertisements related to their current interest. Potential
customers are redirected back to your Web site to learn more about
your company, products or services, and place orders. 

Contextual advertising ensures that your ads reach the right people that
are interested in your products or services. 

HOW DOES IT WORK?
Our technology methodically identifies the content and subject matter
of thousands of articles on our Web sites and only ties relevant ads to
those pages. We manually and automatically review, manage and opti-
mize our technology to assure your ads are being properly delivered to
our readers.

What we end up with is Web pages perfectly matched and blended
with related and appropriate advertising. 

Our advertisers are able to choose specific product/service categories
to target their advertisement to the right audience. Our technology al-
lows us to pair categories with relevant Web pages to reach a highly
qualified and targeted audience.

2011 Online Advertising
www.machinerylubrication.com

FILTRATION RELATED ADVERTISEMENT

FILTRATION 
RELATED 

ADVERTISEMENT
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SPONSORED WHITE PAPERS 
White papers illustrate common business problems that your customers encounter.
They inform and educate readers on possible solutions and motivate them to consider
using your company’s product or service to solve those problems. 

Decision-makers look to white papers for solid, accurate information. They need clear,
concise information with evidence of real business benefits, and they want it now –
not tomorrow or next week. White papers work. Here are the facts: 

• According to the “The 2009 B2B Technology Collateral Survey” (Eccolo Media,
Sept. 2009), white papers are considered the most influential form of business col-
lateral. A total of 77% of the survey participants indicated that they read at least
one white paper over the previous six-month period, with the vast majority of
respondents (84%) rating white papers as moderately to extremely influential
when making final purchasing decisions.  White papers are also frequently shared,
with 89 percent of survey respondents passing them along to others.

• Online marketing analyst Marketing Sherpa reported in 2008 that 44% of business
prospects said they are reading white papers more often than in the past. That
represents a 30% increase from those who said in 2007 that they were reading
white papers more often. More than half of business decision-makers and influ-
encers indicated in the survey that they read from two to five white papers per
quarter.

White papers offer a unique way to reach prospects early in the buying cycle and 
establish your organization as a thought leader. For a white paper to be effective, it
needs promotion. Our sponsored white papers provide the following: 

E-mail Blast. Readers receive an email alert notifying them of the availabil-
ity of your white paper.

eNewsletter. Your white paper is featured in one or more of our popular
eNewsletters to deliver even more qualified prospects.

Homepage. Readers can link to your white paper from the Web site 
homepage.

Relevant Articles. To maximize your exposure, your white paper will be
linked to from relevant articles on the Web site. 

White Paper Library. Visitors may also find your white paper in the Web
site’s White Paper Library.

Lead Generation. Prior to viewing your white paper, the reader completes
a brief registration form. The registration data is sent to you via e-mail. 

Let Noria Publishing help turn your white papers into marketing power tools. Sponsored White Papers    $1,900 / month

2011 Online Advertising
www.machinerylubrication.com
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2011 eNewsletter Advertising

FREQUENCY 1X 3X 6X 12X 24X 48X
Rates $2,450 $2,330 $2,200 $2,085 $1,960 $1,840

SPECIFICATIONS
RESOURCE SPONSORSHIP
Headline: up to 55 characters including spaces 
Body Copy: up to 225 characters including spaces 
Call to Action: up to 30 characters including spaces

Image: 
Max width: 80 pixels. 
Max height 120 pixels. 
Max file size 6KB. 
File type: GIF or JPG.

SKYSCRAPER BANNER
• Located opposite the editorial content 
• 120 x 600 pixel image (30K file max, no animation)
• Hyperlink: web or e-mail

Lube-Tips eNEWSLETTER
Lube-Tips is a unique educational resource designed to give maintenance and operations pro-
fessionals an insider’s grasp of lubrication and lubricants. Each week, this highly used 
e-newsletter offers tips and facts intended to provide mind-opening insights and take the
mystery out of machinery lubrication. Lube-Tips greases the wheels of industry. 

Sales have become more complicated in recent years. As products become more  compet-
itive, sales support becomes more important. Your sales team cannot be sent out alone!
E-mail marketing provides a personal method of communicating with an audience that lays
the groundwork for success in the earliest stages of the sales process.

E-mail advertising effectively establishes contact with buyers – generating new prospects, cre-
ating awareness and branding, and providing a quick means of response and follow-up. The
sales process is shortened and simplified. Shorter sales process ... more sales.

Noria has achieved a successful publishing formula that can play an integral role in helping
achieve marketing communication goals – from product positioning and branding to lead
generation and sales.

Our e-newsletter is sent only to registered subscribers – readers that have formally re-
quested to receive it. 

QUICK TAKE
Debuted in May 2000
52,065 Subscribers





Noria Corporation   •  Phone: 800-597-5460   •  Fax: 918-746-0925  •  www.noria.com  •  sales@noria.com

2011 Online Advertising
www.reliableplant.com

BANNER 1

BANNER 2

BANNER 3

The Internet has become one of the largest communication mediums in the advertising 
market. Internet advertising provides a valuable function in fostering a familiarity that ulti-
mately generates click-through to the source of the ad. Internet advertising reaches active
consumers looking for information. Internet advertising allows the consumer to react directly
and immediately to advertisements. 

Internet advertising enables you to react to events or market changes immediately. User 
behavior can be measured accurately and objectively analyzed. Investments in Internet adver-
tising can be evaluated precisely.

CPM CPM
BANNER 1 Dimensions Contextual Run-of-Site
Leaderboard 728x90 $100 $80

CPM CPM
BANNER 2 Dimensions Contextual Run-of-Site
Medium Rectangle  300x250 $90 $72

Standard Skyscraper 120x600 $90 $72

Wide Skyscraper 160x600 $100 $80

Half Page 300x600 $120 $96

CPM CPM
TEXT LINK Contextual Run-of-Site

$30 $24

CPM CPM
BANNER 3 Dimensions Contextual Run-of-Site
Medium Rectangle  300x250 $65 $52

CPM CPM
RESOURCE SPONSORSHIP Contextual Run-of-Site

$50 $40

* CPM = Cost per thousand impressions

* Image dimensions are stated in pixels

RELIABLE PLANT WEB SITE WINS GRAND AWARD
The Reliable Plant Web site has been acknowledged as a quality and content leader by the communications industry.  The
site won an international Grand Award (highest honor) in 2007 and 2008 in the Writing That Works “Awards for Publica-
tion Excellence” (APEX) competition. Each year, only six for-profit Web and intranet sites were selected for a Grand Award.
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WHAT IS CONTEXTUAL ADVERTISING?
TARGET THE RIGHT AUDIENCE.
Contextual advertising technology uses dynamic keyword/category tar-
geting, allowing an advertiser to target a specific audience to match with
a specific advertising message. The pairing of Web site content with an
advertisement containing the same subject matter results in an in-
creased reader response for the advertiser – readers are more inclined
to click on advertisements related to their current interest. Potential
customers are redirected back to your Web site to learn more about
your company, products or services, and place orders. 

Contextual advertising ensures that your ads reach the right people that
are interested in your products or services. 

HOW DOES IT WORK?
Our technology methodically identifies the content and subject matter
of thousands of articles on our Web sites and only ties relevant ads to
those pages. We manually and automatically review, manage and opti-
mize our technology to assure your ads are being properly delivered to
our readers.

What we end up with is Web pages perfectly matched and blended with
related and appropriate advertising. 

Our advertisers are able to choose specific product/service categories
to target their advertisement to the right audience. Our technology al-
lows us to pair categories with relevant Web pages to reach a highly
qualified and targeted audience.

2011 Online Advertising
www.reliableplant.com

FILTRATION RELATED ADVERTISEMENT

FILTRATION 
RELATED 

ADVERTISEMENT
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SPONSORED WHITE PAPERS 

2011 Online Advertising
www.reliableplant.com

White papers illustrate common business problems that your customers encounter.
They inform and educate readers on possible solutions and motivate them to consider
using your company’s product or service to solve those problems. 

Decision-makers look to white papers for solid, accurate information. They need clear,
concise information with evidence of real business benefits, and they want it now –
not tomorrow or next week. White papers work. Here are the facts: 

• According to the “The 2009 B2B Technology Collateral Survey” (Eccolo Media,
Sept. 2009), white papers are considered the most influential form of business col-
lateral. A total of 77% of the survey participants indicated that they read at least
one white paper over the previous six-month period, with the vast majority of
respondents (84%) rating white papers as moderately to extremely influential
when making final purchasing decisions.  White papers are also frequently shared,
with 89 percent of survey respondents passing them along to others.

• Online marketing analyst Marketing Sherpa reported in 2008 that 44% of business
prospects said they are reading white papers more often than in the past. That
represents a 30% increase from those who said in 2007 that they were reading
white papers more often. More than half of business decision-makers and influ-
encers indicated in the survey that they read from two to five white papers per
quarter.

White papers offer a unique way to reach prospects early in the buying cycle and 
establish your organization as a thought leader. For a white paper to be effective, it
needs promotion. Our sponsored white papers provide the following: 

E-mail Blast. Readers receive an email alert notifying them of the avail-
ability of your white paper.

eNewsletter. Your white paper is featured in one or more of our popu-
lar eNewsletters to deliver even more qualified prospects.

Homepage. Readers can link to your white paper from the Web site 
homepage.

Relevant Articles. To maximize your exposure, your white paper will be
linked to from relevant articles on the Web site. 

White Paper Library. Visitors may also find your white paper in the Web
site’s White Paper Library.

Lead Generation.  Prior to viewing your white paper, the reader com-
pletes a brief registration form.  The registration data is sent to you via e-mail. 

Let Noria Publishing help turn your white papers into marketing power tools. Sponsored White Papers    $1,900 / month
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2011 eNewsletter Advertising

FREQUENCY 1X 3X 6X 12X 24X 48X
Rates $1,750 $1,660 $1,575 $1,490 $1,400 $1,315

SPECIFICATIONS
RESOURCE SPONSORSHIP
Headline: up to 55 characters including spaces 
Body Copy: up to 225 characters including spaces 
Call to Action: up to 30 characters including spaces

Image: 
Max width: 80 pixels. 
Max height 120 pixels. 
Max file size 6KB. 
File type: GIF or JPG.

SKYSCRAPER BANNER
• Located opposite the editorial content 
• 120 x 600 pixel image (30K file max, no animation)
• Hyperlink: web or e-mail

Reliable Plant Mail eNEWSLETTER
Reliable Plant Mail delivers a wealth of useful information each week to plant maintenance
and reliability leaders. From technical tips and best practice reports to articles on hiring and
retaining the best skilled talent, this e-newsletter is an indispensible tool that assists plants
in their quest to achieve optimum uptime and performance with a minimal amount of re-
sources. 

Sales have become more complicated in recent years. As products become more  compet-
itive, sales support becomes more important. Your sales team cannot be sent out alone!
E-mail marketing provides a personal method of communicating with an audience that lays
the groundwork for success in the earliest stages of the sales process.

E-mail advertising effectively establishes contact with buyers – generating new prospects, cre-
ating awareness and branding, and providing a quick means of response and follow-up. The
sales process is shortened and simplified. Shorter sales process ... more sales.

Noria has achieved a successful publishing formula that can play an integral role in helping
achieve marketing communication goals – from product positioning and branding to lead
generation and sales.

Our e-newsletter is sent only to registered subscribers – readers that have formally re-
quested to receive it. 

QUICK TAKE
Debuted in May 2004
37,113 Subscribers
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