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Introduction
For over 29 years, IER has been providing the industry with an informed commentary and in-depth analysis of the market and

product developments, the latest business opportunities and emerging technologies. Together with the monthly magazine, the
IER product portfolio includes: The Business Book, The Sales Training Guide and the annual Independent Business Awards.

Based on GfK market data, The Business Book is a one-stop source of the latest market trends and statistics in three market
sectors: consumer electronics, major domestic appliances and small appliances.

The Sales Training Guide is an easy-to-read reference guide, designed to help retailers sell more goods and services. It
comprehensively covers product developments (including features and benefits) in consumer electronics, major domestic
appliances and small appliances. It also features expert advice on safety testing and marks, on financial guarantees and insights
into energy labelling.

The Independent Business Awards, run annually by IER, are acknowledged as the most prestigious awards event in the electrical
industry. Each year in January we invite manufacturers and retailers to submit their nominations for 15 award categories.

For further information about IER products and to find out how you can benefit from the IER editorial, publishing and advertising
expertise, please contact the IER team:

Anna Ryland
Editor
020 8429 5871
aryland@datateam.co.uk

Neale Salt
Advertising
01622 699127
nsalt@datateam.co.uk

Hannah Dedman 
Publisher
Tel: 01622 699175
hdedman@datateam.co.uk

Linda Dorling
Special Projects and Events
Tel: 01252 682634
ldorling@datateam.co.uk

Featu  res list 2010
JANUARY 2010
• Reviews from the top

Overview of 2008 in all three product categories – as
seen by the decision makers of the leading electrical
companies in the UK.

• Training for retailers – product and sales 
skills training

• Digital Switchover – an update
Contributors’ deadline: 20 November 09

FEBRUARY 2010
• HD developments including Free HDTV – a

product and market update 
• Green DA appliances – the latest

eco-technology developments.
• CES 2010 report

Contributors’ deadline: 14 December 09

MARCH 2010
• Dishwashers – a product and market update
• Green CE products 
• Connected products, inc internet TV, Wi-Fi

devices 
Contributors’ deadline 22 January 2010

APRIL 2010
• DAB – a market/product update

Contributors’ deadline 19 February 2010

IER Business Book 2010
The IER Business Book is a compilation of market
trends, based on GfK statistical information. It
interprets trends in sales volume and value
across all the leading electrical goods categories,
including analysis of the latest market develop-
ments, retail opportunities and forecasts.

Contributors’ deadline 12 March 2010

MAY 2010
• Digital cameras
• Home laundry – a product and market update.
• Air treatment – a product and market update

Special supplement: Independent Marketing
Awards 2010 – nominations

Contributors’ deadline 19 March 2010

JUNE 2010
• Floorcare
• Cooling appliances: wine cabinets and drink

chillers
• Home recording: PVRs and Blu-ray recorders

Contributors’ deadline 22 April 2010

JULY 2010
• Personal audio – products and accessories
• Induction – a product update

Contributors’ deadline 22 May 2010

AUGUST 2010
• I-TV interactive television, inc. internet TV, 

i-Player on TV sets
• Steaming food and other methods of healthy

cooking (DA and SKA)
• Winter warmers: portable heating

Special Supplement: Independent Marketing
Awards 2010

Contributors’ deadline 18 June 2010

SEPTEMBER 2010
• Winter warmers: focal point fires
• 3D television
• Batteries – a product and market update

Contributors’ deadline 23 July 2010

OCTOBER 2010
• Retail finance
• Compact and travel appliances (DA and SKA)
• Report from IFA
• CIH Show review

Contributors’ deadline 23 August 2010

The IER Sales Training Guide 2010
The STG is a one-stop reference guide for sales
staff covering product developments in the main
industry sectors together with market and style
tends in all related areas. STG is designed to help
independent electrical retailers sell more goods
and services
.

NOVEMBER 2010
Modern kitchen – the latest developments in 
technology and design

• Coffee makers – a product/market update

Christmas supplement – seasonal opportunities in
CE and SKAs, including personal grooming and
floorcare

Contributors’ deadline 22 September 2010

DECEMBER 2010
• Irons and steam generators – a market/product

update
• Accessories: spares and consumables, inc AV

furniture
Contributors’ deadline 22 October 2010

JANUARY 2011
• Reviews from the top. Overview of 2010 in all 

three product categories – as seen by the 
decision makers of the leading companies in the
UK. Their opinions on the prospects for 2011.

• Memory card devices, inc audio players, 
cameras and camcorders
Contributors’ deadline: 19 November 2010

Please note: The features list may be subject to change at the editor’s discretion



Circulation
The Independent Electrical Retailer (IER) is the leading monthly title for the electrical industry with an audited circulation of 6,895 
(Jan-Dec 2008). Distributed to independent electrical retailers in the UK and Northern Ireland in addition to other electrical companies,
the magazine is a source of industry news and a communication tool for the senior personnel of the manufacturers, distributors and
suppliers in the UK.

IER is unique . . .
IER Magazine is the only magazine serving the whole of the independent market*, whilst at the same time representing and serving

the following key sectors:

• Retail network • Senior personnel in multiple sector • Manufacturers • Suppliers • Distributors • Service providers.

• IER has been established for over 29 years. This means it  has been able to build a strong relationship with its 6,900 readers, with a
strong individually requested subscription – a clear demonstration that readers have been able to rely on its in-depth market analysis
and features when making key business decisions.

� Independent electrical retailer 

� Multiple

� Service and repair of electrical
Goods 

� Electrical wholesale/
distribution retailer 

� Manufacturer/supplier 

Breakdown of IER circulation*

� Brown and white goods 

� Brown goods only 

� White goods only 

Breakdown of products sold by IER readership*

• Circulation of 6,895 (Jan-Dec 2008)
• The only magazine guaranteed to reach all the independents*

• High percentage controlled circulation and with a strong
requested readership

IER circulation

*Publisher’s statement *Publisher’s statement

IER..... not just a magazine
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Space
Space in the kitchen is often a concern to the UK consumer and

selling them an American style side-by-side refrigerator can

sometimes be a challenge.  However for those who have room for

such an appliance but don’t think the extra space is warranted,

think again!  The new G-series side-by-side from Samsung offers

over 100 litres more internal space whilst still having the same

external dimensions as a conventional side-by-side.  Unique

Ultrathin™ technology has made the insulation 33% thinner

without losing any efficiency in terms of cooling.  Plus the in-door

ice making unit frees up valuable space in the freezer.  The

inventive design also makes maximum use of the extra space,

with a large functional storage area allowing for even the most

awkwardly shaped items.  

Freshness
In the current economic climate, it might be that customers are

concerned with shopping more economically, a strategy that large

capacity side-by-sides can fulfill.  However consumers are

increasingly concerned with how wasteful they are and therefore

keeping food fresher for longer is the key.  Samsung’s range of

side-by-sides features the unique technology, Twin Cooling™ (and

some higher end models, Twin Cooling Plus™)

that allows the separate freezer and refrigerator

compartments to be controlled and cooled

independently, as well as preventing the mixing

of odours between the two compartments. The

Twin Cooling™ system maintains an optimum

humidity level of 45% (75% for Twin Cooling

Plus™) helping to ensure freshness. Food is kept

crisp and flavoursome with Multi Flow air

circulation feature which provides even cooling

throughout and quickly returns the temperature

to its optimal state after the door has been

opened. In addition to this technology, certain models offer a

feature called Cool Select™ zone which is effectively a fridge

within a fridge.  This patented technology allows five different

settings in a drawer within the fridge, perfect for thawing out

food hygienically or quick chilling drinks.

Imagine the same space outside,
yet more space inside
Imagine the same space outside,
yet more space inside

Andrew Jones, Samsung Electronics Product Manager for Home Appliances explains that the
modern kitchen requires a lot more out of a refrigerator than just keeping food cool.  Space, design
and cutting edge technology all play a key part in making it the real centre piece of the kitchen.
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Style
Choice of finishes are always important in a customer’s purchase
decision and have come a long way since the market that
refrigeration belongs to, white goods, got its name.  Now, silver
finishes lead the popularity stakes but new finishes such as darker
silvers and blacks and even glass finishes are growing in status.
One of the most desired features with a side-by-side is the in-
door water & ice dispenser. An ice cube dispenser and crusher
keeps drinks cool whilst the in-built water filter provides cool
fresh water whenever it is required.  With the new G-series model,
the traditional ice and water “paddles” have been replaced with a
contact switch and a sleek ‘espresso style’ dispenser for those
customers who are a little more discerning. 

Slimmer models
For those who lack the space to feature a side-by-side refrigerator
in their kitchen but desire some of its features, Samsung’s
traditional refrigeration models may do the trick. Consumers can
have the best of both without compromising on the value-added
elements such as the water through the door design.

What type of foods do you store in your fridge? 
By establishing food types you can identify that even
food storage temperature is important. Fruits and salads
require a humid environment to help them last longer.
Customers that buy a lot of frozen food need a frost free
(no frost) section.

Do you notice that lettuces, cucumbers and
general salad / fruit items are not lasting as
long in your current fridge? 
Food lasts longer in a Twin Cooling environment and
even longer in Twin Cooling plus models.  Less wastage
which saves money.

How often do you shop? 
If the customer does a large amount of shopping and
wants produce to last for a long period, it is crucial that
the food is kept in good condition. Multiflow is effective
at cooling, even when the fridge or freezer is at full
capacity.  Storage capacity is also important.

“What type of cold drinks do your family have?” 
The G series has a convenient ice area in the door to store
more crushed and cubed ice.

The G series also has large gallon storage areas in the
door for the 4 litre milk containers. Perhaps your
customer needs to chill beer or wine quickly and so the
Cool Select Zone is ideal.

Try these questions!

Ultrathin™ Insulation - More useable

space through out the fridge and

freezer section without impacting on

the space needed in your kitchen.

Twin Cooling™ (and Twin Cooling

Plus™) – individual evaporators for the

fridge and freezer sections mean no

transfer of smells.  Longer lasting food

storage due to higher humidity levels

in each section so less wasted food –

Money saving!  Salads and fruit stay

fresher for great dining experiences.

Multi-flow - Prevents any “warm

spots” which is excellent for food

freshness anywhere in the

compartment. There is a quick to

return to temperature which maintains

food freshness even in those hot

summer days when there is a demand

for ice creams and cool drinks!

Cool Select Zone ™ -  Can cool drinks

six times quicker than in the fridge,

defrosts meat more hygienically and

keeps certain products at a lower

temperature for longer. 
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Twin Cooling™ (and Twin Cooling
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"Sales Training Plus” - offer manufacturers a platform to showcase their products and provide retailers with selling,
tips and knowledge relating to the sponsors’ unique technologies. The retailer who has sufficient product training will

maximise opportunities at the crucial point of sale. Price on application
For further details contact:  Linda Dorling, Tel: 01252 682634; Mob: 07885 142398; email: ledorling@ntlworld.

Sales Training Plus

An Independent Electrical Retailer Publication

Business Book 2009
THE ESSSENTIAL GUIDE FOR ELECTRICAL RETAILING

trend analysis & forecasts • market statistics • profit opportunities

Produced in association with

The essential guide for electrical retailing
produced in association with GFK. 
The Business Book is published annually by
the IER magazine, to help independent
electrical retailers stay informed about what’s
going on in the market place, and thereby to
help keep them in business.

Business Book

Independent Business Awards, which are in their
19th year and have the longest heritage of any
awards in our industry. They recognise the
achievements of the independent electrical retailers
and honour their professionalism and service
excellence. 
The Independent Business Awards 2010 will take
place on 24 June 2010 

Independent Business Awards 2010

The Independent Electrical Retailer magazine is also produced in a fully interactive digital format of which is available on the IER magazine website.
Readers/subscribers will benefit from the digital issues by being able to bookmark pages, send, search, print, save any information of importance
and contact the advertisers directly via live URL and email links. 

Advertising Opportunities in the Digital Issues of IER

Live URL & Email Links • Digital Bellybands • Flash advertisements • Page/Issue Sponsorship • Flash Rollover • Tabs/Inserts • Video/Audio Streaming

SalesTrainingGuide’08
T H E  E S S E N T I A L  R E F E R E N C E  F O R  S A L E S  S TA F F

• P R O D U C T  B E N E F I T S  &  F E A T U R E S • S A L E S  T I P S

An Independent Electrical Retailer Publication

THE www.independentelectricalretailer.co.uk

www.independentelectricalretailer.co.uk

The essential reference for sales staff
The IER Sales Training Guide is a
handy reference source of product
knowledge for electrical retailers who
wish to trade smartly.

Sales Training Guide



Web advertising
Sponsored email alert (banner and message) £750 per alert
Website button £300 per month
Website banner £600 per month
Website competition £750 per month
Agency discount 10%

� Please note:
Cancellation 28 days prior to publication

Display advertising rates
4 page cover wrap £8,750
Double page spread £6,500
Inside front cover £4,000
Inside back cover £4,000
Outside back cover £4,750
Full page £3,200
Half page £1,750
Quarter page £1,000
Business Builder £250

Special promotions
Other “special positions” Price on application
Training zone advertorial Price on application
Sponsorship of ‘Beating the Competition’ column £500 per issue
Inserts Price on application
Reprints Price on application
Sponsorship of round table discussions Price on application
Market research Price on application
Recruitment advert Price on application

Inserts / E-casting / Direct Mail
We offer the service running both loose and bound inserts, e-casting and direct mail options to go with and alongside the magazine. Please contact the advertising
department for a quotation

Mechanical data Please note all dimensions are height x width in mm

Type Trim Bleed
Double page spread 267 x 388 297 x 420 303 x 426
Full page 267 x 184 297 x 210 303 x 216
Half page (landscape) 122 x 82
Half page (portrait) 267 x 90
Quarter page (landscape) 65 x 184
Quarter page (portrait) 252 x  59
Eighth page (portrait) 32.5 x 267
Eighth page (landscape) 32.5 x 184

Technical specification
PREFERRED FILES:
Adobe Acrobat PDF Version 1.3
• Adobe Acrobat Distiller 5.x is the required software for creating pass4press version 2 compliant PDF files. (PDF files created with other software, such as Agfa Apogee,

must conform to the pass4press specifications and include page geometry information)
• Files must be PDF version 1.3 (PDF version 1.4 is not acceptable currently)
• All files to be supplied as composite CMYK (if a spot colour is required please contact the publisher)
• Where necessary a bleed area of 3mm must be contained within the file
• Files must contain crop marks
• All images contained within the PDF must be high resolution (300dpi recommended) CMYK format
• All fonts must be embedded
• Files should not contain TrueType or MultipleMaster fonts, because they can perform unpredictably at press
• Any trapping requirements should be applied by the file creator. No trapping will be applied by the printer
• Combined colour ink density must not exceed 300%
• Files must be submitted as single pages

or QuarkXPress, Adobe Illustrator, Adobe Photoshop
Images
All images in the file must be high resolution (300 dpi)
Colour images must be saved in CMYK mode as TIFF or EPS format. Do not use RGB images
Try not to use JPEG images. Convert them to EPS or TIFF format
If you have to send JPEG images you must inform us
Any images with clipping paths must be saved as EPS format, otherwise the cutout will not work
Do not embed files within files

� Because of issues with PDFs produced directly in InDesign and Adobe Illustrator, the PDF must be flattened in the program it was produced in to avoid layer and
transparency problems, or we suggest these formats are made and supplied as Tiff or EPS files. Otherwise we do not accept any responsibility for errors occurring
in the final print run. �

Typefaces
Use only Postscript type 1 or 3 (NOT TrueType). Where possible fonts should be converted to outlines or embedded in the file

Submitting material
Preferred method By Post on CD with colour proof to

Datateam Business Media Ltd.  15a London Road, Maidstone, Kent  ME16 8LY
By E-Mail - phone 01622 687031 for account handler’s email address
or by FTP - phone 01622 687031 for details

File naming procedure Publication Name + Month of Publication + Advertiser Name


