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Our vision with ExporterToday is 
to be the go-to online resource 

for exporters, importers, and 
trades people through the 

sharing of learnings and insights 
to help these businesses drive 

their export performance. 
We’ll analyse and interpret 

trends in international markets, 
trade policies, and regulatory 
matters, helping our readers 

stay informed about emerging 
markets, global waters and news 

from the local export scene to 
enable best decisions.

Focused on established 
business leaders, our trusted 
platform provides forward-

thinking trends, key issues, and 
best practices to help them 

navigate the complexities of the 
modern business landscape. 
Management is committed 
to delivering high-quality 

content, including in-depth 
articles, interviews, profiles and 

expert opinions so that these 
professionals can understand 
complex business challenges 

and identify future opportunities.

At NZBusiness we aim to 
inspire, educate and inform 

entreprenures to help them make 
better business decisions and 

drive positive change. We strive 
to be the trusted source to help 

navigate the business landscape 
with certainty. In doing this, we 
provide well-curated articles, 

inspirational stories, expert 
advice and the latest insights 
to empower business owner-

operators and decision-makers 
to navigate through their 

business successfully.

OUR BRANDS

NZBusiness, Management and ExporterToday magazines are owned and published by Pure 360.

1955  
the first year  

Management was published

96%  
of all Kiwi 

businesses are SMEs

$72bn  
is the total value of 

New Zealand exports in 2022



*Google Analytics, February-March 2024 + Campaign Monitor February-March 2024.

NZBusiness is targeted squarely at this nation’s owner operators and owner managers. Their  
businesses (defined as those employing 1-20 staff), make up 96% of all enterprises by number and 
account for nearly 40% of value added output. Typical readers of NZBusiness are business owners, 

partners, directors, and general managers of companies with annual turnovers up to $20 million. Our 
digital magazine also reaches managers in larger companies, government agencies and corporates 

which have a small business interest. Around 25% of readers are employed in these areas.

AVERAGE DWELL TIME
1m02s

MONTHY PAGE VIEWS
23,565

MONTHLY UNIQUE USERS
10,265

REACH & ENGAGEMENT*

AVERAGE  
OPEN RATE

32%

NEWSLETTER 
SUBSCRIBERS

5,809

SOCIAL MEDIA

FOLLOWERS
261

FOLLOWERS
606

FOLLOWERS
3,804

DIGITAL ISSUE
Every quarter, NZBusiness publishes a Special Digital Issue as a supplement to the exclusive 
content and regular updates found on our website. These issues include specially curated 
content around specific business topics over 24 pages. They provide a targeted option for 

advertisers to reach potential clients in an editorial environment that is well-informed, and of 
value to the business leaders and owners who read our publication.

TOTAL PROMOTIONAL 
REACH

33,000 - 42,000



*Google Analytics, February-March 2024 + Campaign Monitor February-March 2024.

Management magazine is specifically targeted at New Zealand’s senior business decision-makers 
and leaders within the corporate sector, large government organisations and in the not-for-profit 

arena. The magazine is aimed at leaders who hold senior positions in New Zealand’s largest 
companies and organisations across all industry sectors. We tackle critical leadership, management 

and economic issues and highlight global trends that are likely to impact in New Zealand leaders, 
providing best practice advice on every aspect of leading a company.

AVERAGE DWELL TIME
1m05s

MONTHY PAGE VIEWS
13,626

MONTHLY UNIQUE USERS
4,200

REACH & ENGAGEMENT*

AVERAGE  
OPEN RATE

28%

NEWSLETTER 
SUBSCRIBERS

2,761

SOCIAL MEDIA

FOLLOWERS
741

FOLLOWERS
244

FOLLOWERS
1,175

DIGITAL ISSUE
Every quarter, Management publishes a Special Digital Issue as a supplement to the exclusive 

content and regular updates found on our website. These issues include specially curated 
content around specific business topics over 24 pages. They provide a targeted option for 

advertisers to reach potential clients in an editorial environment that is well-informed, and of 
value to the business leaders and owners who read our publication.

TOTAL PROMOTIONAL 
REACH

10,000 - 19,000



*Google Analytics, February-March 2024 + Campaign Monitor February-March 2024.

A large percentage of New Zealand’s export growth comes from new and emerging smaller  
exporters with innovative, premium products and services that the world wants to buy. ExporterToday is 

right behind these success-driven entrepreneurial businesses, and is targeted specifically at export related 
companies throughout New Zealand. These companies – 49% of whom are based in Auckland and Northland 

– travel more, communicate internationally more, freight more and have more sophisticated needs in 
banking, insurance, payments and logistics. Our readers come from industries including; Food & Wine, 

Manufacturing, Agriculture, Horticulture and Forestry, IT, Software, and Education.

AVERAGE DWELL TIME
1m25s

MONTHY PAGE VIEWS
4,059

MONTHLY UNIQUE USERS
1,005

REACH & ENGAGEMENT*

AVERAGE  
OPEN RATE

30%

NEWSLETTER 
SUBSCRIBERS

2,149

SOCIAL MEDIA

FOLLOWERS
338

HANDBOOK
The book that backs our export drive! Every year, ExporterToday publishes the New Zealand 

Export & Trade Handbook, the only definitive annual guide for companies involved in exporting 
and importing. It is a popular international guide to doing business with New Zealand.  

Updated and reviewed annually, it provides a wealth of specialised information relevant to  
New Zealand’s export/import industry.

DISTRIBUTION
3,500



ADVERTISING  
& SPONSORSHIP

Across our titles, we can offer you a variety of ways 
to engage with our audience – your potential clients 
via our channels to create genuine awareness.

We reach business owners, senior management, 
decisionmakers and influencers across the business 
sector. By partnering with us you can reach them 
too, while at the same time reinforcing your brand 
and key advertising messages.

NZBusiness, Management and ExporterToday 
provide our readers and advertisers high-quality, 

carefully curated content and big picture thinking 
in a very safe and trusted brand environment. With 
more than 85 years’ experience we bring a wealth 
of quality business journalism, expert advice and 
future led thinking.

Our brands focus on inspiring, educating and 
informing SME businesses and Business Leaders 
with practical and expert opinion articles to help 
them navigate their businesses along with delivering 
best practice thinking on critical leadership, 
management and relevant geo-political issues. 

OPPORTUNITIES
Brand Ads

A powerful way to display products and services 
via our websites, digital magazines and newsletter 
channels. Make an impact on our readers with a 
high-quality display ads.

Sponsored Content

Sponsored content opportunities across our titles 
provide advertisers an exclusive platform to tell stories 
and deliver complex messages in a high quality 
advertorial format. These can include company or 
people profiles, case-studies, expert opinion/thought-
leadership etc., either written by the advertiser or 
co-created with the our editorial teams.

This type of content allows advertisers to tap into 
the journalistic know-how of our editorial team to 
help tell readers your story in a compelling way, 

appropriate to our channels. This type of content is 
great for offering a point of view that is not ‘salesy’ 
and that our audiences will want to read.

Solus eDMs

A measurable effective marketing vehicle 
for advertisers to promote themselves to the 
NZBusiness, Management and ExporterToday 
databases. These blasts to our databases gives you 
an opportunity to share your undiluted message 
with our subscribers, with our readers assured the 
content we’re sharing is trusted and informative.

Always-on Sponsorship

A 12-month, always on, sponsorship package on 
one or more of our sites including a media package 
you’re able to spend through the course of the year. 
These packages are bespoke and tailored to your 
specific needs, but commonly include:

• Logo on homepage under ‘Sponsors’ section.

• Premium ad placement on website homepage for 
a specified time period.

• Sponsored content on the website in relevant 
category section.

• Solus eDM featuring your undiluted message.

• Inclusion of logo within the regular newsletter.

• Brand advertising package in a digital magazine.

• Shared content across social platforms.
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After building, scaling and 

successfully selling companies for 

the past 30 years, Linda Jenkinson, 

who hails from Aotearoa, is a magnet for 

business talent, an entrepreneurial pioneer 

and visionary.

She was the first women CEO/ Founder 

to list a company on the NASDAQ stock 

exchange with DMSC, the $250 million 

on-demand courier company she co-

founded that was described as being like 

Uber, before Uber. She went on to establish 

a global customer and employee experience 

platform, sold to the Accor hotel group, and 

WOW for Africa which is an NGO supporting 

women entrepreneurs in Senegal.

She’s now developed an exclusive 

programme, LevelUp, to support other 

CEOs and business owners to achieve their 

growth aspirations. Led by Linda herself 

and other centurions (people who have 

built 100M+ companies) who want to pay 

it forward, helping others just as they were 

helped.
“LevelUp is all about reimagining your 

INNOVATION  
AND INTERNATIONAL 
EXPANSION

Linda Jenkinson is a global 

entrepreneur with local 

roots giving growth advice 

to Kiwi companies. Tapping 

into the her years of 

business smarts, this World 

Class New Zealander offers 

up sound advice for SMEs 

looking to scale abroad.

WOR D S : 

D A V I D  N O T H L I N G - D E M M E R

INSIGHT

Linda Jenkinson.
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business to grow, whatever that means 

for you. I work with SMEs on building 

their businesses to hundred million dollar 

companies whilst eyeing out offshore 

markets. I run three or four of these 

programmes a year in which I tap into my 

incredible upbringing in New Zealand, 

having come from a small business family, 

and the business education I’ve been lucky 

enough to receive over the years. At the 

moment am helping more than 35 New 

Zealand companies on this journey, and 

would like to help hundreds more build 

bigger companies,” Linda says.

Growing up in the family business 

in Palmerston North, Linda says that 

entrepreneurship is in her DNA, and 

something that is intrinsic to the innovative 

way in which Kiwis approach business. 

Dialling into our conversation from her 

home in San Francisco, the 2021 UCOL 

Palmerston North Alumni Achievement 

Award recipient is preparing for a panel 

she’s part of on Kiwi innovation at South by 

Southwest in March.

“I think New Zealand has always 

been really innovative with many small 

companies going on to develop something 

that’s unique to New Zealand. Many then 

go on to explore taking that innovation 

offshore, and I think Kiwi companies are 

getting more experience in this which is 

adding to the entrepreneurial evolution 

we’re currently witnessing.”

Linda believes this process of learning is 

really important to talk about because it’s 

not an easy thing for companies to do. “I 

sort of see it as we’re laying the tracks for 

[growth] and there’s just more happening, 

which is really great. When I moved to 

the US years ago, you’d never see a New 

Zealand product on the shelves, and now 

you go to Whole Foods and I recognise Fix 

& Fogg from Wellington. That’s an external 

manifestation of how entrepreneurial 

innovation in New Zealand has changed 

over the past 25 years or so,” she says.

Despite being US-based Linda is a keen 

supporter of several local entrepreneurs 

with whom she has worked. “I’ve got 

entrepreneurs like Veronica H-Stevenson at 

Humble Bee who’s in the biotech space and 

is doing something completely innovative 

to Guy and Matt Hobson who were one 

of the first in the hard seltzer space 

with Native, but they just wrapped their 

company up, learned a lot about taking 

things offshore, built capability and are now 

looking at what do they do next.

“I’ve got lots of examples of companies 

that I work with and have encouraged 

them to spend time in the US and really 

understand what innovation looks like 

because when you see it, you can do it. And I 

think that’s the [US] really mirrors what the 

potential is for growth and innovation.”

For many SMEs however, tapping 

into growth markets proves to be quite 

challenging despite the huge potential that 

exists. Linda acknowledges this, saying 

one of the biggest challenges is the scale 

and size of the New Zealand market. “New 

Zealand is a tiny place, so most businesses 

have never experienced being in a place 

that has great scale such as China, the US 

or Europe. Sometimes their businesses are 

too broad because they’ve had to be broad 

to survive in New Zealand, and they wait too 

long to go international because they need 

to be more niched to be successful.

“One of the things I really see is that 

folks spend too long [in the local market], 

rather than saying, ‘actually I want to build 

a business, where’s the best market to be 

building it in?’ Prototype it here, and then 

build it concurrently in other markets.”

Getting the right advice is another 

stumbling block Linda sees tripping up a 

lot of companies as they eye out grow in 

international markets. “People who have 

done business in New Zealand or even 

in Australia don’t understand what scale 

means. And so making sure you get the 

right sort of advice to support you on your 

global journey is really important. As Kiwis, 

we’re very engaging. People want to help. It’s 

not a hard thing to do, to go and find some 

really great offshore advisors to help you on 

that journey. And I highly encourage New 

Zealand companies to do that.”

And finding that advice? It’s often hard 

for people to find specific advice as to their 

own business interest. How does Linda 

suggest finding or tapping into people or 

mentors who can offer such scaling up or 

growth advice?

“Well, the easiest way is to attend trade 

conferences in markets you are looking to 

enter. Meet like-minded business people 

and network. Once again, I very much 

focus on America because America has a 

mindset that if you win, we all win. So it’s 

very easy to build relationships and get 

that sort of support or go to a company 

which is bigger in the space or in an 

adjacent space or in that market, it works 

really well here.”

As for when is the right time to grow 

beyond your borders, Linda says that once 

you’ve analysed the market opportunity it’s 

a combination of ensuring that market is 

right for your offering at that specific time 

and then test, and analyse.

“Ask yourself, is there an opportunity in 

the market for someone new to come into 

it, will my offering provide or respond to a 

disruption in the market? And then test, 

it’s all about coming up with a whole set of 

different strategies and testing them to see 

what’s going to work.

“I would say Kiwis wait too long to be 

testing in two markets at the same time 

rather than one because you might get 

different results. And so one of the great 

things about today, and there’s been some 

huge negatives and challenges with Covid, 

but one positive is the concept of remoteness 

isn’t as much of an issue. So there’s no reason 

why you can’t have customers in multiple 

countries at the same time.”

Linda says she is very analytical about 

scaling to other markets. “I’ll go and analyse 

the market, its size and opportunity, and 

then get on a plane, go to some conferences 

and experiment in terms of what’s wanted 

and needed. Some companies thrive in 

New Zealand and grow, and others thrive 

by building out a much more of a global 

footprint a lot earlier than what you 

might’ve done in the past without the likes 

of cloud technologies.

“It’s all so easy now compared to what it 

used to be like with the constraint of physical 

distance. This constraint isn’t really there 

anymore, so go out and make it happen.”   n

“KIWIS WAIT TOO  

LONG TO BE TESTING IN 

TWO MARKETS AT THE 

SAME TIME.”

– LINDA JENKINSON

21    

NZBusiness + Management  •  MARCH 2024

F ollowing the hammering that the North Island’s East Coast endured in early 2023, Pauariki Honey owners Cate and Mike King suddenly found themselves having to rethink their business’s direction.While Mike focused on bee health recovery and staff support, Cate searched for new, innovative ways to progress the business.Exporting had long been on their radar. They had successfully exported to Asia for six years. but finding new networks and contacts in New Zealand for offshore sales was challenging.
Cate had always believed mentoring was “an expensive luxury”, but after hearing BMNZ’s CEO Sarah Trotman on Radio New Zealand promoting a free mentorship for a year, she was convinced it was the right thing to do.Cate requested a mentor with export and strategy skills in the food sector, and Patrick Brookman proved to be, in her words, “the perfect match”.

Patrick had extensive overseas experience, having lived and/or worked in Australia, SE Asia, Japan and the US. His career has predominantly focused on food/nutrition markets and he was happy to share his food sector knowledge and contacts. “He automatically identified the need for us to diversify by exporting honey overseas and he had ideas on how and where we could focus our energy,” recalls Cate.In October they accepted his invitation to attend a retail innovation council meeting in the US; to pitch their honey to seven supermarket vice presidents. They were the 

first Kiwi company ever to be invited. It was an opportunity too good to miss.First they had to create a brand exclusively targeted at the North American market.Cate and her small team embarked on some intense market research. Brand story, website and marketing was undertaken on a tiny budget and King Bees Honey was born. 
“We spent four days in New York doing market research, visiting supermarkets, talking to consumers and giving away honey samples,” says Cate. “By the time we made it to Jekyll Island in Georgia, and met up with Patrick, we were ready to do our pitch.”The experience was both humbling and amazing. The Americans loved the product, the King Bees story, and were ready to work with Pauariki Honey.Today Cate and Mike are set to return to the US to meet up with head buyers and discuss King Bees going forward. They hope their story will encourage other business owners to reach out to BMNZ to find that perfect mentor.

“Not only have we found a new international market to sell our honey in, but we have also gained a new friend,” says Cate. “We are so grateful to be matched with Patrick and so thankful to BMNZ for offering this free mentorship.”  

FINDING THE PERFECT MATCHPatrick Brookman believes the importance of the ‘right match’ is critical to any mentoring experience. “It’s the number one determinant of future success. Establishing a rapport, 

credibility and trust are at the heart of the whole process,” he says.New Zealand has some excellent, experienced people who can assist startups and/or businesses seeking to expand their horizons. 
“With the rapidly changing world, increased ‘noise’ and the pandemic’s hangover it’s vital that business owners seek support from the ‘right’ mentor for their situation and do due diligence on their background before engaging on a project.”   n

Mentors provide empathy, experience and expertise. In conjunction with BMNZ, ONE NZ, EMA and BDO, a new support project for Northland’s businesses is currently underway, to assist them through the impact of the Mangamuka and Brynderwyn road closures.If you are facing a challenging road ahead, register for a free mentor. Alternatively, normal price is $295 plus GST.  To learn more or to register for a mentor Click here. 

IN ASSOCIATION WITH BUSINESS MENTORS

MENTORING GENERATES HIVE OF EXPORT POTENTIALAfter Cyclone Gabrielle made Gisborne-based Pauariki 
Honey rethink its business’s future, a mentorship with 
Business Mentors New Zealand helped open exciting 
export growth opportunities.



RATES
Newsletters and eDMs

Websites

NZBusiness Size Rate

Leaderboard Banner 600 x 160 pixels $900 per newsletter

Skyscraper 160 x 600 pixels $890per newsletter 

Banner 600 x 120 pixels $820 per newsletter

Rectangle (MREC) 300 x 250 pixels $700 per newsletter

SOLUS EDM $3,300 (per blast)

NZBusiness Size Rate

Billboard Banner 970 x 250, 623 x 160 and 373 x 96 pixels * All pages $1,050 per week

Leaderboard Banner 728 x 90, 486 x 60 and 280 x 35 pixels * All pages $900 per month

Homepage Banner 728 x 90, 486 x 60 and 280 x 35 pixels * Homepage $770 per month

Skyscraper 160 x 600 pixels All pages $880 per month

Medium Rectangle (MREC) 300 x 250 pixels All pages $715 per month

Management Size Rate

Billboard Banner 970 x 250, 623 x 160 and 373 x 96 pixels * All pages $920 per week

Leaderboard Banner 728 x 90, 486 x 60 and 280 x 35 pixels * All pages $650 per month

Homepage Banner 728 x 90, 486 x 60 and 280 x 35 pixels * Homepage $550 per month

Skyscraper 160x600 pixels All pages $600 per month

Medium Rectangle (MREC) 300x250 pixels All pages $520 per month

ExporterToday Size Rate

Billboard Banner 970 x 250, 623 x 160 and 373 x 96 pixels * All pages $835 per week

Leaderboard Banner 728 x 90, 486 x 60 and 280 x 35 pixels * All pages $590 per month

Homepage Banner 728 x 90, 486 x 60 and 280 x 35 pixels * Homepage $500 per month

Skyscraper 160x600 pixels All pages $550 per month

Medium Rectangle (MREC) 300x250 pixels All pages $470 per month

Management Size Rate

Leaderboard Banner 600 x 160 pixels $588 per newsletter

Skyscraper 160 x 600 pixels $567per newsletter

Banner 600 x 120 pixels $525 per newsletter

Rectangle (MREC) 300 x 250 pixels $450 per newsletter

SOLUS EDM $2,390 (per blast)

ExporterToday Size Rate

Leaderboard Banner 600 x 160 pixels $560 per newsletter

Skyscraper 160 x 600 pixels $540per newsletter

Banner 600 x 120 pixels $500 per newsletter

Rectangle (MREC) 300 x 250 pixels $430 per newsletter

SOLUS EDM $2,000 (per blast)

*Three sizes required to accommodate mobile platforms

NEWSLETTER Interview Q&A Supplied content

NZBusiness $1,600 $1,300 $1,135

Management $1,050 $960 $790

ExporterToday $850 $720 $630

WEBSITE Interview Q&A Supplied content

NZBusiness $1,800 $1,500 $1,200

Management $1,250 $1,100 $940

ExporterToday $970 $870 $750

 Gold Silver Bronze

NZBusiness $4,900 $3,900 $2,900

Management $3,900 $2,900 $1,900

Sponsored Content

Digital Issues

Gold Package (one only)

• Logo on cover and 
branding of issue

• FP ad (IFC)

• Full page editorial

• Leaderboard ad in 
Special Issue EDM

• Leaderboard Website ad

Silver Package 

• FP ad run of mag

• Full page editorial

• Banner in Special Issue EDM

• MREC on Website

Bronze Package 

• ½ page ad in magazine

• ½ page editorial

• MREC in Special Issue EDM



MREC

SPECIFICATIONS
Solus eDMs
HTML code supplied for a solus eDM will be dropped into our wrapper which includes our magazine masthead 
banner and our footer (includes unsubscribe option) or we can craet a text and image based eDM for you.

HTML File Specs
•  640-pixel wide HTML table designed and created by advertiser.
•  Maximum width can be up to 640 pixels.
•  Recommended width of entire content: 640 pixels.
•  Maximum allowable height of content: 2,000 pixels.
•  HTML with only a single (1) image is not recommended as it 

will most likely be considered as spam emai. 
•  All HTML should be table-based with no <div> tags, no 

floating or absolute positioning.
•  NO bookmark anchor tags can be use in the HTML file as it is 

not compatible with Lotus Notes.
•  JAVASCRIPT, Flash and iFrames are NOT allowable.
•  All styles must be tagged inline, not referencing any external 

style sheets, classes or Ids ad these are not compatible with 
Lotus Notes and Outlook.

•  NO background images or image maps allowed as they do 
not work in Lotus Notes, Gmail and Outlook 2007.

•  Animated GIFs are not recommended due to incompatibility 
with Outlook 2007.

•  Images In Relative Path: compress the HTML file and all the 
images in a ZIP file (.zip)

•  Language Encoding : UTF-8 Charset only : Big5, GB2312, Shift-
JS, etc are not allowed.

Image Specs
•  Each image should not exceed 300K. The recommended size 

should be less than 100k total of all images must be less than 
1024K. Under 300K is recommended images must be in .jpg, 
.gif or .png format and optimised for display on the web.

•  JPEG image : RGB format and not CMYK
•  JPEG image resolution : 72 dpi

URLs
• 3rd party URLs accepted. No jump tags. Must be dedicated 

standalone clickthrough URLs.
• The maximum length for a URL should not be over 255 

characters.

IMPORTANT NOTE:
Forms should not be used under any circumstances. Our solution 
is completely responsive.

Unsubscribe and Web Version links will be inserted by us.

Please send all material to leanne@nzbusiness.co.nz.  
Rates are per month and exclude GST. Volume rates on request.

LEADERBOARD

BILLBOARD

Display Ads
• We can accomodate a range of images including 

JPEG, GIF PNG and HTML. Flash creatives are not 
accepted. File size must not exceed 50KB (kilobytes)

• You can provide creatives by using a third-party 
vendor. Please find a list of what’s recognised: 
http://bit.ly/AdsSpecs

• Ads are charged by the calendar month – no 
part month charges.

•  Design costs available on request.

• Please submit online material at least 3 working 
days prior to go live date.

Digital Issues
Full Page
With Bleed - 216mm width x 303mm height
Trim Size - 210mm width x 297mm height

Half page
180mm width x 130mm height

Supply preferably as pdf with all fonts embedded
300 dpi

SKYSCRAPER

HOMEPAGE BANNER



CONTACT
Leanne Moss

Commercial Business Manager
leanne@nzbusiness.co.nz

021 510 771

David Nothling-Demmer
Managing Editor
david@nzbusiness.co.nz
021 149 2348


