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STRICTLY BUSINESS IS A 
FULL-SERVICE AD AGENCY!

Strictly Business has been telling the North Countries business 
stories for over 35 years. Strictly Business is a trusted brand. 

Trust Strictly Business Marketing Solutions for all of your marketing needs.

Digital Advertising • Social Media • Video Production • On-Demand Printing
Website Design • Direct Mail • Business Cards • Brochures • Notepads

Envelopes • Graphic Design • Logo Design • And more…See inside!
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Strictly Business magazine, published by The Northeast Group in 
Plattsburgh, New York, is the area’s premier source for business 
news, is mailed directly to local decision-makers; it has a monthly 
physical readership of more than 20,000. For over 35 years SB has 

built its reputation by focusing on all that is good about business in the 
North Country. When times are tough readers know they can turn to Strictly 
Business, not to hear about the poor state of the economy, but to hear about 
who is surviving and thriving during trying times and how they are doing it. 
Strictly Business features relevant articles by local writers, giving it an advan-
tage that cannot be matched by other publications. 

Strictly Business is now so much more than just our popular Strictly Business 
magazine. Strictly Business Marketing Services can assist with everything 
from developing your marketing plan, designing your logo/brand, creating 
your website, producing your advertisements, delivering those ads to your 
target audience and measuring the results. Why not trust your business’s 
marketing and Advertising with Strictly Business who has been the 
authority on telling the North Country business community’s stories for 
over 34 years!

ABOUT PAUL DEYOE

MARKETING SOLUTIONS 
SPECIALIST

Paul is a native to the North Country, and has been developing marketing 
plans along with buying/selling advertising in the Plattsburgh market for 
22 years. He is a Plattsburgh State School of Business graduate and he 
earned his MBA in Marketing from Empire State College. Contact Paul 
with your marketing questions or set up a free consultation with him: 
Paul.Deyoe@thenortheastgroup.com or call/text him at 518.569.1842.
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CONTROL-ALT-HEALTH

Plattsburgh ENT

In 2020, when one of the two North Country’s Ear Nose and Throat (ENT) physicians an-

nounced his retirement, patients were worried about access to care. There was no time to 

waste. A recruitment company hired by the retiring physician’s management team initiated 

a nation-wide search. Among the many modes of messaging about the vacancy was electron-

ic media. Blast emails were everywhere. One of those emails popped up on the computer 

of a board-certified Otolaryngologist physician and surgeon with more than 20 years’ 

experience, Dr. Angela Powell. “I was surprised,” she commented. “My computer was 

set up to block those types of communications, but somehow that one got through.” 

After reviewing the message, Powell was curious. She reached out to the recruiter and learned a little 

more. It sounded like the position had possibilities, but she needed additional information. The best 

way to get it? Go to the source. A road trip to Plattsburgh provided much of what she was looking for. 

“I loved the rural setting and was impressed with the area and the medical community,” she observed. “I 

was engaged and my future husband and I thought this opportunity might be the perfect start to the next 

chapter in our lives. I’ve always been a lover of the cold, snow and mountains and had a lifetime dream to 

have my own practice. I came to believe the North Country could be an ideal location for my practice and 

our forever home. “

A Wealth of Experience
By Mary Carpenter 

Photos by Jessica McCafferty

Powell initiated the process to establish a corporate entity with new in-

surance contracts. She identified a practice location; banking relation-

ships were finalized, equipment was ordered, IT services were installed, 

and a space redo was begun. She opened Plattsburgh ENT 16 months ago.

Now that I have introduced you to Dr. Angela Powell, let me share more 

information about this amazing woman.

A Maryland native, Powell earned her undergraduate degree from Spel-

man College in Atlanta, attended medical school at Northwestern Uni-

versity in Chicago and did her residency at the University of Pittsburgh 

Medical Center. “My initial goal was to become a neurosurgeon, but the 

more I learned about neurosurgery, the more I realized it was an all-con-

suming profession,” she explained. “I was a wife and a new mom with a 

young son at the time and I wanted to give my family the attention they 

deserved while, at the same time, fulfilling my dream to be a subspecial-

ty surgeon.” A medical student rotation in otolaryngology provided the 

direction to a new and fulfilling career path. 

When her residency training was complete in 2006, Powell entered ac-

tive-duty service in the U.S. Navy and was stationed at the Naval Medical 

Center in San Diego. The following year she deployed with the USNS ship 

Comfort on a humanitarian mission providing care to dozens of Central 

and South American countries. Over the years, she served at the Naval 

Hospital Camp Lejune in North Carolina and the Naval Hospitals in Jack-

sonville and Pensacola, Florida. While in Jacksonville, she was nominated 

for the Military Health System Female Physician Leader of the Year Award 

twice and ranked as a top five Navy finalist. One award after another fol-

lowed in recognition of her dedication to her profession and her devo-

tion to patients.

Always striving to learn more and give more, Powell completed the re-

quirements to achieve the Executive Medicine Advanced Qualification 

Designator, co-directed the Command’s First Lean In Circle women’s 

leadership group and was promoted to the rank of Commander. Her ex-

ceptional contributions and leadership at NHJAX were acknowledged 

when she received the Navy and Marine Corps Commendation Medal. 

Her next move was to Walter Reed National Military Medical Center in 

Bethesda, Maryland where she earned a Lean Six Sigma Black Belt and a 

Joint Service Commendation Medal.

Powell completed her active-duty tours in 2019, transitioned to the Navy 

Reserves and accepted a position at the Guthrie Medical Group in Corning, 

New York. Over the next two years, she also served as Chair of the Otolar-

yngology section of the National Medical Association, as the first African 

American to Chair the Women in Otolaryngology section of the American 

Academy of Otolaryngology-Head and Neck Surgery and was President 

of the Harry Barnes Medical Society. It was while she was at Guthrie that 

news of the Plattsburgh opening crossed her computer screen.

Plattsburgh ENT’s office is located in a multi-unit complex just west of the 

city that is home to a number of health care professionals. Powell’s office 

is large and welcoming. It is clear that much thought and effort went into 

creating a peaceful, spa-like environment for both adult and pediatric 

patients. The colors are soft, the textures are interesting and the walls are 

lined with a collection of photos, many of them taken by Powell. “I’ve set 

up the office in a way that allows my patients to see a reflection of who I 

am – to immerse themselves in the culture and climate I’ve created. I love 

what I do. It is important to me to be able to give each patient the time 

and attention they need.” 

In addition to exam rooms, the office has a state-of-the-art procedure 

room. “I prefer to perform procedures like needle biopsies, sinus and Eu-

stachian tube balloon dilation, and ear tubes, in the office, if possible,” 

she offered. She also works in the operating rooms at CVPH to perform 

sinus and head and neck surgeries. 

Powell provides a number of services including diagnosis and treatment 

of recurrent ear and throat infections, pediatric neck masses, chronic si-

nusitis, nasal masses or polyps and sinus surgery, hoarseness and swal-

lowing disorders, head and neck cancers, and allergy testing and treat-

ment among others. “I find treating a complex patient exhilarating,” she 

exclaimed. “I appreciate that, despite the short time we have been in 

practice, patients are coming in from referrals by colleagues and through 

word-of-mouth recommendations.

Establishing her practice has been a huge learning curve for Powell. “I 

don’t have an MBA and medical school doesn’t teach you much about 

how to run a business, but I’ve been at it long enough now that every-

thing is coming together.” Despite the challenges, she knows she made 

the right decision. “My practice allows me to develop long term care rela-

tionships with patients and provide Holistic care. 

Asked about changes in health care over her professional career, Powell 

called it a “knowledge explosion.” “When I started college, I didn’t have 

a personal computer or email. Computers were in the computer lab for 

writing term papers. We used books for our classes. In medical school 

and residency, x-ray images were still on film. Electronic medical records 

were still in development. The major advancements in technology in the 

past few years could not have been imagined even a decade ago.” 

And then I asked about Angela Powell, the private person. I learned she 

sings!! “I began to sing at open mic events while I was stationed at Wal-

ter Reed as a way to be an anonymous vocalist and try out jazz, a genre 

I have never formally trained to sing. I loved it,” she offered. Her special 

talent is gospel vocals she started singing as a toddler. Madrigals, remi-

niscent of barber shop quartet pieces she sang in high school, are also a 

love language for Powell. She dabbled for a year or so performing with a 

Christian rock band while living in North Carolina. The gift of a karaoke 

mic and speaker from her husband has encouraged her to continue prac-

ticing at home.

Despite her busy schedule, Powell finds time to mentor high school and 

college students and to participate in panel discussions designed to re-

cruit medical students from minority populations. “When I started my 

career, there weren’t many people, especially women, who looked like 

me in the field. I am happy to do my part to open doors for the next gen-

eration.”

Dr. Angela Powell is a powerhouse. Her commitment to the community, 

to her profession and to finding ways to expand access to medical care for 

under served populations is the essence of who she is. The North Country 

scored a huge win when she chose to open her practice in our region. 

Plattsburgh ENT

79 Hammond Lane, Suite 12

Plattsburgh, NY 12901

518 566-7930

www.plattsburghent.com
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Help is at Hand
By Ahren von Schnell • Photo by Jessica McCaffertyTax preparation is something most people think about for only a few months of the year. But Lisa and John Wheeler, 

who own and operate Plattsburgh’s Jackson Hewitt franchise, think about taxes virtually non-stop. The couple, and 

the tax preparation professionals who work for them, make it possible for their clients to focus on other priorities. 

With nearly a thousand individual clients, many of them small businesses, they serve customers in Clinton, Essex, 

and Franklin counties. They also have military service members who call on their expertise. 

Jackson Hewitt

Initially, Lisa tried her hand at a variety of jobs to get a sense of where her interest lay. Perhaps the most impactful was her  time spent at a tobacco company where she served for ten years as General Manager. That role exposed her to the nuts and bolts of business management — most importantly its payroll and accounting aspects. 

Realizing she had an aptitude for bookkeeping, Lisa made the decision to pursue an Associate’s degree in Business Management and Accounting at Clinton Community College and earn a cer-tificate in payroll as well. 

From there, she spent time working at another tax preparation service, but was struck by what she perceived to be an assembly line approach and a culture which did not prioritize customer service. Long wait times and a lack of com-munication with clients were often the order of the day. She believed she could do better.
Rather than opening a private, indepen-dent tax service, Lisa and John, opted for a franchise with the nationwide tax experts at Jackson Hewitt. That brought with it sev-eral advantages. For staff members without a tax preparation background, Jackson Hewitt would provide the individuals with training, as well as ongoing support for any issues that arose. With technical elements of training ungirded, that allowed the Wheelers to focus on what they believed would be the most crit-ical component of their business — customer service. 

Tax preparers are required to be licensed, in order to provide their services for compensa-tion. They must demonstrate the appropriate knowledge and skills needed to shepherd their clients’ returns through an ever-changing set of tax laws and regulations, which to many a lay person can seem labyrinthine. 
One way Lisa ensures that her staff is equipped with the necessary tools to accomplish this is through direct involvement in the college to career pipeline for tax preparers. As an adjunct, she now teaches a course at Clinton Community College —Federal Income Tax. 

Many of her staff have been drawn directly from her pool of prior students, which affords her a greater degree of confidence in their abilities and in their likelihood of success in their new role.

Lisa not only contributes to workforce devel-opment by ensuring new tax professionals are equipped with the very latest information to tackle even the thorniest of returns, she also regularly gives her students hands-on expe-rience by providing them with internships at her own business. This experience helps to familiarize students with the importance of the human factor, even when crunching numbers. 
The Wheelers live by the tenet that a friendly smile when greeting a client is the bedrock of stellar customer service. A welcoming and empathetic demeanor is an essential tool for all employees, and in particular the receptionist, who is most often the first person a client inter-acts with. As with most first impressions, this will often set the tone for subsequent engage-ment a client has with the business. And since tax season can leave some people flustered or with flaring tempers, the receptionist plays an integral role in reassuring the customer that the team at Jackson Hewitt is there to assist.

A critical factor in providing the best assis-tance possible is the need to stay current on shifting tax laws. Much of this continuing education can be done remotely, affording flex-ibility to the tax preparer in how they wish to approach it. And, as a franchise, the Wheeler’s business is provided all this training through Jackson Hewitt. 

The virtual training allows Lisa to stay up to date on how each staff member is progressing, in terms of the amount of time spent on train-ing, as well as performance on assessments. This allows her to identify areas in which a person might need additional support, so as to ensure the highest quality of service pro-vided to customers. 

This high standard means that employees can give the best possible advice to members of the community. As an example, one of the most 

common mistakes that Lisa and John advise against is when businesses mix operational and personal expenses. They note that some of the best practices that can be followed include being organized, keeping receipts and financial documents in a dedicated folder, and keeping at least the first several paystubs of the year. 
Mid-October marks the period of the year when things become a little less frenetic in the tax preparation world. And as the pace slows for the autumn months, the Wheelers can be found spending time with their fam-ily, including 22 chickens and four dogs, and hiking. But by mid-December, they and their staff at Jackson Hewitt will be ready to help make filing taxes less taxing. 

John Wheeler’s roots are set deep in the Adirondacks where he spent much of his early life at Piseco Lake in Hamilton County.  Later, what started as a six-month stop in Saranac, New York to help a friend, turned into a lifelong journey of entrepreneurial adventures.  

John has been self-employed for more than 20 years.  As an experienced project manager, he developed a service line in commercial property maintenance and management, when he started Commercial Site Services, Inc. As a Licensed real estate broker, John handles the maintenance needs for commercial properties, as well as leases, rentals and fiduciary responsibilities. 

Tapping into his passion for the outdoors, John identified a demand for a quality service that was under-met locally when he established High Guys Tree Service.  “This venture turned out to be more than anticipated,” he noted.  “I had a vision of caring for my own clients, but very quickly we had a broad customer base. I just love the work!”

STRICTLY BUSINESS
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“Our success has 

been fueled by Hungry, 

Humble, Smart.”

Spar-Kil-Kleen, operated by husband and wife team 

Zach and Katie Hoyt, set the paradigm when it comes 

to the decisive way in which partnerships can help 

to fuel the success of an enterprise by leveraging the 

unique strengths each person brings to the table. The 

company, which serves the greater North Country 

region, provides a variety of cleaning services for 

businesses, organizations and private residences. 

Founded by Zach Hoyt in 2010, the business began as 

a detailing service that initially was a side operation. 

It soon capitalized on its success by expanding its 

services to include exterior cleanings and residential 

planning. 

As Spar-Kil-Kleen grew, it became clear to the Hoyts 

that despite the meticulous approach they brought 

to their projects, there were simply some things 

that were beyond the scope of a mere cleaning. That 

insight allowed them to identify opportunity from a 

need and inspired them to pursue a holistic approach 

by offering more intensive solutions for facilities 

management. As part of a new business they found-

ed, Unified Facility Management, their services are 

meant to address a broader spectrum of maintenance 

issues that arise, generally through long-term wear 

and tear. Solutions provided might include painting, 

tile replacement  or carpet upgrades.

With seventeen employees, most of whom have been 

with the business for quite some time, Spar-Kil-Kleen 

has a team with a broad reach and an abundance 

of experience. Many of their most successful staff 

members have been shaped by the core values that 

define the company. Zach summarized this as, “Does 

someone have the integrity to do it right when no 

one’s looking? That’s the biggest thing. You can’t cut 

corners – you have to clean them!” He added that 

the ability to be receptive to constructive criticism, 

have flexibility, learn new skills, and have fun are all 

qualities which will get an employee far in the clean-

ing sector. 

This dedication to excellence has helped Spar-Kil-

Kleen keep marketing costs down, as their reputation 

precedes them. Much of their new business comes 

from the referrals of satisfied clients. 

The Hoyts also recognize the prime importance of 

networking when developing a thriving business. 

They are active members of the Noon Rotary Club, as 

well as Adirondack Young Professionals. Both have 

served on the board of the latter at one time. They 

also recognize that social networking can augment 

more traditional methods, and hope to expand their 

digital exposure in the future. As their business has 

become increasingly successful, and greater demands 

are made on their schedules, a social media presence 

becomes more appealing. 

But commitment to one’s craft isn’t all roses. Every 

business will eventually encounter challenges, and the 

Hoyts are no exception. They note that, although they 

prefer to view challenges as opportunities, occasions 

often demand a certain measure of finesse. It’s import-

ant to make sure they are providing their clients with 

the most accurate and helpful guidance possible, while 

simultaneously being committed to the client being 

the ultimate decision maker for the project. Anoth-

er crucial element to their success is the ability and 

willingness to navigate the communication channels of 

client organizations, which can at times be Byzantine. 

On balance the Hoyts have found great fulfillment 

through the work they do. Katie observed that she 

particularly enjoys the networking aspects of operat-

ing a business and the opportunities to engage with a 

variety of people daily. “All of the networking groups 

that we are part of and the people that we have met 

through those groups, I would have never met if I 

wasn’t in the position that I’m in now.”

Zach added that giving back to the community is 

another rewarding aspect of managing a success-

ful business. Since becoming an entrepreneur, he’s 

gained a deep appreciation for the importance of 

local job creation. He notes that the sense of re-

sponsibility he has for his employees’ livelihoods is a 

powerful motivator to succeed.

The Hoyts have developed an effective model for fu-

ture entrepreneurs. When asked to identify the most 

important personal qualities or practices that have 

brought them this far, they were quick to emphasize 

several. “I would have to say honesty and commu-

nication. I would say communication is key to our 

customers. We can’t fix something if we don’t know 

about it. Also, accountability and respect go hand in 

hand for me,” remarked Katie. 

Zach added that he finds their success has been fu-

eled by “Hungry. Humble. Smart.” He views necessity 

as the mother of motivation, humility as a teacher 

that helps one to be receptive to new ideas and meth-

ods and acquisition and novel application of new 

skills to be foundational to personal achievement. 

With dedication and insights like those, it’s not hard 

to see how Katie and Zach Hoyt have made Spar-Kil-

Kleen a stellar success and why they are rising stars 

among the constellation of businesses in the North 

Country. 

For the modern young professional, personal success is often a balancing act. Most observers recognize that a 

commitment to one’s craft, and the knowledge and skill to practice it, are critical elements needed to achieve in one’s 

discipline. Beyond that, and less conspicuous, other factors conspire to make the difference between success and 

failure. These often encompass the ability to network with members of the community, cultivating, strengthening and apply-

ing strong interpersonal skills and a dedication to lifelong learning and personal growth. And, far less glamorous, but no 

less essential, are the daily, mundane demands that are attendant with operating a business or organization.

Zack & Katie Hoyt 

Networking Brings Success
B y  A h r e n  v o n  S c h n e l l  |  P h o t o  B y  t y  K r e t S e r

Contact Paul Deyoe 
518.569.1842 • Paul@strictlybusinessny.com



Marketing Plan Development
How you market your business is vital to your success and is so much more than just adver-
tising.  A strong marketing plan identifies opportunities and threats to your business, tells 
consumers what products and services you offer with ads, invites them to do business with 
you through advertising channels and has metrics in place to monitor your plan's effective-
ness.  Don’t go in this alone, let our experts help you discuss your goals and put together a 
plan that will allow your organization to accomplish them.

Graphic/Logo Design
Your logo and your brand are so important to communicating your message the way you 
want it to be perceived.  Your logo should be the same everywhere; on your website, on 
your business cards and on the graphics on your trucks. Let us design a modern logo that 
matches your business’s personality correctly and defines your brand. We can even help 
you design your business cards, flyers, posters, stationary and so much more.

Website Design Consulting
Virtually every American makes purchases online today, many without ever stepping foot 
into a brick and mortar store.  Make sure your digital storefront is looking its best, and 
functioning properly, so the first impression consumers get of your business when they 
visit your website is a positive one. You’ll stand out from your competition and they’ll 
most likely choose to do business with you.

Search Engine Optimization (SEO) & 
Search Engine Paid Marketing (SEM/Pay Per Click)
When you search for something online, how often do you look past the first page of 
results? Most Americans never even make it to page two even though there may be 
thousands of pages of results.  Let our experts make sure your website is optimized to 
show up towards the top of the list, and that your organic business listing on the vari-
ous search engines - such as Google - shows up correctly.

Video, Radio & Print Ad Production
Any advertising campaign starts with an effective ad that tells your story and invites cus-
tomers to do business with you. In our opinion, having the right ad is 50% of the equation; 
how you deliver it to your audience is the other 50%. We’ll take the time to learn what 
you’re trying to accomplish with your ads, then storyboard scripts/proofs that will show 
you how we plan on telling it to your target audience.

Social Media Advertising
According to Pew Research, 72% of American adults are using social media today.  
Apps like Facebook, Instagram, TikTok, LinkedIn, Twitter, SnapChat and many more 
seem to consume more and more of our attention.  Which platform is right for your 
business? Our experts can help you determine which apps are best suited to reach 
your target audience and allow you to achieve your marketing goals.

MARKETING SERVICES



For more information contact: Business Advocacy Representative, Paul Deyoe, 
Phone: 518.569.1842, Email: Paul@strictlybusinessny.com

Digital Video/Display Advertising 
The average adult in the US is expected to use digital media for 8 hours per day ac-
cording to Statista.com and for the first time ever, Nielsen is reporting that viewer-
ship from streaming video has surpassed traditional broadcast/cable TV.  That’s a lot 
of time spent on their smartphones, Tablets, Laptops and Smart TVs to do everything 
from shopping online, listening to music on Pandora/Spotify to streaming shows 
through whats called “OTT” or Over the Top platforms such as Hulu. With so many 
ways to get your video and display ads to your target audience digitally,  let our 
experts help you navigate this digital space that gets more complex by the day.

Traditional Media Buying
Television, radio, newspapers, magazines, billboards and more still offer advertisers 
a great platform to get their message out to their target audience.  If rating points, 
column inches and CPM/CPP are terms you’re not familiar with, let us help you build 
and purchase a traditional media campaign.  

Sponsored Content
We’re sure you’ve searched for 
something online, then later notice 
a headline for a paid story or a video relating to it. Sponsored Content allows a busi-
ness to educate a consumer on the product or service they’re searching for, while 
promoting their company at the same time.  If you find and read a sponsored article, 
or if you watch a paid video on how to choose the right light fixture for your din-
ing room, you’re more likely to buy the product from the company that taught you 
about it.  Talk with us about your story. We will create Sponsored Content to educate 
consumers and get them to choose you.

Email Marketing
No prospect is easier to sell more products or services to than someone who has 
already chosen you in the past! Email Marketing is a great way to stay in contact with 
your current customer base.  Let us help you manage your email campaigns, and 
deliver results for your business.

Printed Marketing Materials
As part of The Northeast Group, our Printing Solutions Department can help you design 
and print most promotional items for your business. Some of our most popular items are: 
Business Cards, Note Cards, Posters, Banners, Booklets/Catalogs, Pamphlets, Note Pads, 
Labels, Trade Show Displays, Envelopes, Greeting Cards, Magnets, Invoices, Folders, Job/
Yard Signs, Packaging, Tags, Calendars, Window Graphics, Floor Graphics, etc. Let us give 
you a quote for your promotional projects. 

Direct Mail
As part of The Northeast Group we print and direct mail items for businesses large 
and small.  If your business wants to send out Postcards, Flyers, Catalogs, Letters, etc., 
we can help.  From every door (EDDM) in your area to a narrow, targeted list - such 
as Households in Plattsburgh with an annual income over $100,000, or even every 
business in New England! - we can do it.

For more information contact: Business Advocacy Representative, Paul Deyoe, 
Phone: 518.569.1842, Email: paul.deyoe@thenortheastgroup.com



Full Page,
Inside Front/Back
Cover with bleed
8.75”x11.25”
with 1/8” bleed
and crop marks

Full Page no bleed
7.5”x10”

Centerfold with bleed
17.25” x11.25”

Centerfold no bleed
16.25” x10.5” 

Back Cover
7.5” x7.5” 

Ad Flyer Insert
8.5”x11”
No bleed:
8.25”x10.75”

Full bleed:
8.75”x11.25”
include bleed
and crops marks

Half Page 
Vertical

4.95” x 7.5”
Third Page  
Horizontal

4.95” x 4.95”

Third  
Page  
Vertical

2.375”  
x  
10”

Half Page Horizontal

7.5” x 4.95”
Sixth  
Page  
Vertical

2.375” 
x  
4.95”

Sixth Page  
Horizontal

4.95” x 2.375”

Frequency: Published monthly. 
Mailed approximately mid-month.

Closing Dates: See editorial calendar 
for ad due dates. Due dates are firm. 

Proofing Required: A PDF proof must be 
approved before each insertion.

File Requirements:
Preferred file format PDF "Press Quality" 

with fonts embedded
CMYK color space
Minimum resolution 300dpi
Keep text/images 3/8" from trim edge 

on top, sides and bottom.
For bleed allow 1/8" beyond all trim
Printer’s marks outside of bleed area (0.167 offset)

PRINT SPECS

For more information contact: Business Advocacy Representative, Paul Deyoe, 
Phone: 518.569.1842, Email: paul.deyoe@thenortheastgroup.com

Terms & Guidelines

Submit All Ad Materials To: 
Paul@strictlybusinessny.com

Additional Services:
Online Advertising on strictlybusinessny.com
Facebook & Instagram Advertising
Ad Flyer Insertion
Printing/Mailing Services
Creative/Design Services

Ad Choices:
Inside Front Cover  ◆  Inside Back Cover  ◆  2-Page Centerfold 
Full Page  ◆  Half Page  ◆  One-third  ◆  One-sixth  ◆  Back Cover

Full Page,
Inside Front/Back
Cover with bleed
8.75”x11.25”
with 1/8” bleed
and crop marks

Full Page no bleed
7.5”x10”

Centerfold with bleed
17.25” x11.25”

Centerfold no bleed
16.25” x10.5” 

Back Cover
7.5” x7.5” 

Ad Flyer Insert
8.5”x11”
No bleed:
8.25”x10.75”

Full bleed:
8.75”x11.25”
include bleed
and crops marks

Half Page 
Vertical

4.95” x 7.5”
Third Page  
Horizontal

4.95” x 4.95”

Third  
Page  
Vertical

2.375”  
x 
10”

Half Page Horizontal

7.5” x 4.95”
Sixth  
Page  
Vertical

2.375” 
x  
4.95”

Sixth Page  
Horizontal

4.95” x 2.375”

Frequency: Published monthly. 
Mailed approximately mid-month.

Closing Dates: See editorial calendar 
for ad due dates. Due dates are firm. 

Proofing Required: A PDF proof must be 
approved before each insertion.

File Requirements:
Preferred file format PDF "Press Quality"

with fonts embedded
CMYK color space
Minimum resolution 300dpi
Keep text/images 3/8" from trim edge

on top, sides and bottom.
For bleed allow 1/8" beyond all trim
Printer’s marks outside of bleed area (0.167 offset)

PRINT SPECS

For more information contact: Business Advocacy Representative, Paul Deyoe, 
Phone: 518.569.1842, Email: Paul@strictlybusinessny.com

Terms & Guidelines
Submit All Ad Materials To: 
paul.deyoe@thenortheastgroup.com

Additional Services:
Online Advertising on sbmonthly.com
Facebook & Instagram Advertising
Ad Flyer Insertion
Printing/Mailing Services
Creative/Design Services

MEDIA KITMAGAZINE



NOVEMBER

TIS THE SEASON

Closing Date 10/3/25

SEPTEMBER

SMALL BUT 
MIGHTY
Closing Date 8/4/25

OCTOBER

ENERGY 
EFFICIENCY
Closing Date 9/3/25

AUGUST

JUST KID-ING

Closing Date 7/3/25

JULY

PUBLIC SERVICE

Closing Date 6/3/25

FEBRUARY

LEGACY

Closing Date 1/3/25

2025 EDITORIAL CALENDAR

*Issue themes subject to change

JANUARY

BUSINESS 
FORUM
Closing Date 12/16/24

MAY

DOLLARS 
AND SENSE
Closing Date 4/3/25

JUNE

YOUNG 
PROFESSIONALS
Closing Date 5/2/25

MARCH

COMMUNITY 
HEALTH NEEDS
Closing Date 2/3/25

APRIL

FOUNDATIONAL 
FUTURE
Closing Date 3/3/25

DECEMBER

RESOLUTION

Closing Date 11/3/25

For more information contact: Business Advocacy Representative, Paul Deyoe, 
Phone: 518.569.1842, Email: Paul@strictlybusinessny.com

MAGAZINE

CONSTRUCTION FINANCE

NON-PROFITS, GOV'T, ALTRUISTIC ORGS

POWER/SOLAR/LIGHTING/APPLIANCES)

EDUCATION AND ALL THINGS KIDS

HOLIDAY AND WINTER

SMALLER CONTRACTORS



A local company serving printing and mailing needs for over forty  years.

Kimberly@strictlybusinessny.com  •  strictlybusinessny.com

Digital Video/Display Advertising
Direct Mail 
Email Marketing
Graphic/Logo Design
Printed Marketing Materials

Search Engine Optimization
Search Engine Paid Marketing
Social Media Advertising
Video, Radio & Print Ad Production 
Website Design Consulting

strictlybusinessny.com

STRICTLY BUSINESS 
MARKETING SOLUTIONS

Your solution for all of 
your marketing needs….


