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Providing technical HVACR information and training to many generations of 
industry professionals for more than 100 years.  

Two of the HVACR industry’s leading training organizations, now united in a 
common mission: to provide essential educational coverage to a diverse audience 
of industrial, commercial and residential HVACR contracting professionals. This 
is accomplished by providing authoritative and useful HVACR servicing and repair 
information in two industry-leading publications.

Refrigerating Engineers and Technicians Association (RETA)—founded in 1910—
is an international society of individuals and companies involved in the design, 
operation and service of industrial refrigeration systems. 

RETA’s mission is to provide education, training, and networking benefits to both 
experienced industrial refrigeration system service technicians and operators and 
those who have recently entered this rapidly expanding field, one that is vitally 
important to safe, efficient and technologically sound ammonia, carbon dioxide and 
alternative refrigerant industrial-size systems.
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What does the operator owe? 
And, who does the operator 
owe it to?

Operators are essential. They are 
representatives of their companies and of 
the industry. As representatives, they have 
certain obligations. The first is an obliga-
tion to themselves. 

Their first obligation to themselves is to 
go home at the end of their shift. Safety is 
paramount. The operator has an obligation 
to be safe. They also have an obligation to 
know what being safe is. That means safety 
training and safety vigilance. They must 
learn about safety when the opportunity is 
presented. They must be vigilant. Safety is 
their responsibility. 

The operator has a choice to utilize their 
safety equipment or not. They have a 
choice to utilize safety procedures or not. 
Their employers have the choice to dismiss 
anyone for not following the safety rules. 
The operator has the opportunity to quit 

any job they believe is forcing them to be 
unsafe. The operator owes it to their family 
and to themselves to fulfill this first 
obligation. 

His next obligation is to obtain the best 
position for themselves possible. Operators 
need to determine what that means. Is it 
lifestyle, quality of life, money, living 
location, enjoyment of their work, etc… 

The operator owes it to their employer 
to maintain and even increase the 
efficiency of their systems. The efficiency 
may be the cost to generate refrigeration, 
or the ability to generate more refrigera-
tion with existing equipment. Efficiency 
may also be an extension of the opera-
tional life of equipment. The industry is 
changing, as it has for the last 150 years. 
The operator owes it to themselves to keep 
up with industry changes that may affect 
their systems. The operator has an 
obligation to bring changes to their 
employer.

Recent thoughts on safety and 
efficiency by Vern M. 
Sanderson, inspired by E.W. 
Wickey’s “What the Ice Man 
Owes.”

 Vern Sanderson, CIRO, 
CRST, RAI

WHAT THE 
REFRIGERATION 

OPERATOR 
OWES!

“OPER ATORS ARE ESSENTIAL. THEY ARE 

REPRESENTATIVES OF THEIR COMPANIES 

AND OF THE INDUSTRY.

”
The operator owes a debt to their co-workers. In most facilities, 

production doesn’t run without refrigeration. When refrigeration is 
down, the operator may get overtime, but during major interrup-
tions, the people on the production line may miss paychecks. The 
operator owes it to their coworkers to make sure they have a 
consistent, reliable, safe operation.

Operators also owe a debt to the public. Safe operation and 
refrigerant containment are paramount for community safety. Most 
refrigerants can be harmful in some form or another. Some are 
flammable, some can be hazardous, and others can be environ-
mentally dangerous; the operator is the first line of defense against 
these hazards. 

Additionally, refrigeration, in most instances, has a direct impact 
on product quality. Slow frozen foods or foods that have partially 
defrosted and refrozen are not as palate pleasing as quality quick 
frozen foods. Reliable refrigeration has a direct impact on your 
product.

The availability of products to the public can also be affected by 
the quality of refrigeration. If products cannot be produced and 
distributed, your customers will be forced to buy from competitors.

For those operators involved in charitable food distribution, the 
lack of refrigeration can result in lost product. The loss of this vital 
product can result in the poor going hungry. 

Operators owe a debt to the operators who trained them or 
paved the way for their careers. Even the “self-made” operator has 
received a boost from someone. The operator owes it to the next 
generation to pass it on.  

In the case of RETA members, they owe their chapter. As Mr. 
Wickey said nearly 100 years ago: 

“The individual who simply pays his dues to the organization, never 
comes to the meetings, never fraternizes with the other fellow, fails to 
get the benefit of the experience of others, loses a whole lot. We all owe 
a debt to the organization. Let us pay that debt. I don't mean just so 
many dollars and cents, that is the smallest part of it, and really the 
least thing we need. It is the personal effort, really that counts and is of 
incalculable value.”

We owe future generations. We have an obligation to make the 
next generation better than we are. Being a member of RETA and 
RSES gives us the opportunity to volunteer and improve the 

training materials and exams to make them clear, precise, and 
encompassing enough to give the next generation a boost. Even 
outside of the organization, I would encourage every operator to 
pick a successor, someone that you will instill with your knowledge 
to make them great.

The operator owes a lot. But, the skilled operator receives more 
than they can ever repay.

Vern Sanderson is Senior Manager, Process Safety Management, SFC 
Global Supply Chain, Inc., Paulding, Ohio. 
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Refrigeration Service Engineers Society (RSES), founded in 1933, is a world-
renowned and admired education, training and certification association for 
heating, ventilation, air conditioning and refrigeration professionals. RSES offers 
several types of memberships including individual, corporate, school and lifetime 
designations.

RSES’s mission is to provide opportunities for enhanced technical competence 
by offering comprehensive, cutting-edge education and certification to both RSES 
Members and the entire residential and commercial HVACR industry. Topics 
include the installation, maintenance, service and repair of HVACR equipment; new 
technology; new products; industry trends and issues; business management and 
customer service; and news about RSES Regional, State and Chapter activities. 

Our Publications

•	 For RETA Members working in industrial refrigeration: RETA Breeze—first 
published in 1915—is produced six times per year in print and digital PDF 
editions.

•	 For technicians working in residential and commercial HVACR heating, cooling, 
ventilation and commercial refrigeration, RSES Journal, first published in 1933, 
is currently available quarterly as a digital magazine. 

•	 Both publications provide authoritative, peer-reviewed information to RETA-
RSES Members on the installation, maintenance, service and repair of industrial 
refrigeration systems (RETA Breeze) and residential and commercial HVACR 
equipment (RSES Journal); new technology; new products; industry trends and 
issues; business management and customer service; and news about Regional, 
State and Chapter activities. 
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THE BENEFITS of 
Using Thermal  

Imaging 
Inspections in 

HVACR
 BY JUSTIN SHEARD, FLUKE INDUSTRIAL IMAGING GROUP

Discover how this non-contact 
diagnostic method can assist during 
construction, preventive maintenance 
and troubleshooting issues. 

Unexpected failures in HVACR systems can lead to expen-
sive repairs, unplanned downtime and potential safety 
hazards. Using thermal imaging tools for inspections 

during building construction and for ongoing preventive mainte-
nance can help professionals avoid these costly errors. 
Thermal imaging, or infrared (IR) thermography, is a non-contact 
diagnostic method that detects the heat emitted by an object in the 
form of infrared radiation. Tools that use IR technology measure 
the amount of heat coming from an object and generate a heat 
profile or thermal image of the area. By highlighting hot spots or 
potential anomalies, a thermal imaging inspection can help iden-
tify hidden problems in HVACR systems, like overheating elec-
trical components, airflow obstructions and failing mechanical 
components such as bearings and belts.

Thermal imaging is one of the most effective tools for diagnos-

ing and preventing HVACR failures and can be used in multiple 
applications, making them a worthwhile investment for HVACR 
professionals. In this article, we will explore the five major benefits 
of thermal imaging inspections for HVACR applications, with a 
focus on preventing failures and reducing financial risks.

1. Preventing costly failures through early detection
Unplanned HVACR failures can be expensive and disruptive. 
Thermal imaging helps identify potential problems before they lead 
to catastrophic system failures, saving both time and money.

Detecting electrical failures before breakdown—Thermal imag-
ers are particularly useful in electrical installations since they offer 
a safe, non-contact method of gathering data about the system. 
They can identify overheated electrical components such as relays, 
motors and circuit breakers before they fail. Temperature increases 

w w w . r s e s j o u r n a l . c o m SPRING 2025 RSES Journal  23w w w . r s e s j o u r n a l . c o m22  RSES Journal SPRING 2025
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RETA DISPLAY RATE TABLE

RETA Breeze is the official publication of RETA. Each issue reaches more than 6,900 RETA Members six times annually. 

Advertising space is limited and assigned with “static placement” on a first-reserved, first-served basis. Multi-issue advertisers receive 
a 10% discount if they commit to all 6 issues. 

Full-page cover positions (IFC, IBC, BC) should add 10% to the listed rate.

DISPLAY SIZE Member 1x Rate
(Non Member Rates)

2 x Rate
(Non Member Rates)

3 x Rate
(Non Member Rates)

4 x Rate
(Non Member Rates)

5 x Rate
(Non Member Rates)

6 x Rate
(Non Member Rates)

Insert up to 8.375” 
(wide) x 10.625” 
(high)

Quote Required

A: Full page with full 
bleed: 8.375” (wide) 
x 10.625” (high) with 
.25” bleed built in on 
all sides

$1,810
($2,700)

$1,720
(2,565)

$1,629
($2,430)

$1,539
($2,295)

$1,448
($2160)

$1,358
($2,025)

B: 2/3 page: 4.75” 
(wide) x 9.25” (high)

$1,500
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$1,425
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$1,275
($1,900)

$1,200
($1,788)

$1,125
($1,677)

C: 3/4 page  
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1/8” bleed it is:  
w: 8.625 in x  
h: 7.5617 in

$798
($1,117)

$758
($1,061)
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($1,005)

$678
($949)
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($894)

$599
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D: Half page: 7.25” 
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$1,260
($1,880)

$1,197
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$1,134
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2026 EDITORIAL CALENDAR

RETA Breeze Publications Focus and Content Topics 
Articles published in RETA Breeze are presented to and peer-reviewed by RETA’s Publication Committee. Articles are run at the discre-
tion of Publication Committee and Chairman, depending on author and peer-review availability. RETA Breeze strives to provide a wide 
range of content that centers around educating and aiding the everyday industrial refrigeration technician. Commonly published topics 
include: management, compliance, operations, engineering and refrigeration history. All articles should be sent to RETA-RSES Publica-
tions (production@rses.org).  

•	 From the Desk of the President: A direct message from the International President of RETA-RSES Board, regarding overall Associa-
tion news, updates and announcements from RETA’s Executive Board Committee.

•	 From the Desk of the Executive Director: A direct message from the Executive Director to Members, regarding overall Association 
news, updates and announcements from RETA Headquarters.

•	 Education Corner: Focuses on updates and news regarding learning and education materials.
•	 Membership Corner: Engages with RETA membership in regards to news, past events, involvement reminders, opportunities and 

more.
•	 Certification Corner: Honors those who pass any RETA exam or authorization, with an occasional update regarding RETA certifica-

tions or testing practices. 
•	 Testing Corner: Guidance, updates or feedback about RETA’s ANAB-accredited exams—CARO, CIRO, CRST and the ANAB program 

from RETA’s certification psychometrician.
•	 Conference Corner: Addresses RETA’s Annual Conference, with overviews and updates on sponsorships, event details and more.

Note: RETA Breeze runs both digitally and physically. For each publication, approximately 3,000 physical magazines circulate, however, this number does 
not reflect total viewership.

RETA Breeze 2026 Editorial Outline*

*Editorial topics are subject to change. Send editorial suggestions and product releases to production@rses.org.

Jan/Feb:

Ad Space Close: 
01/05/2026
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01/05/2026

See below for 
Focus/Content 
Topics.

Additional Digital 
Distribution: 
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Ad Space Close: 
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Topics.
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Distribution: 
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May/Jun:

Ad Space Close: 
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Jul/Aug:

Ad Space Close: 
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Materials Due:
07/01/2026

See below for 
Focus/Content 
Topics.

Sept/Oct:

Ad Space Close: 
09/01/2026

Materials Due:
09/01/2026

•	 Focus: 
2026 RETA 
Conference

•	 Content Topics: 
Conference 
events, 
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Additional Digital 
Distribution: 
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Nov/Dec:

Ad Space Close: 
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•	 Focus: 
2026 RETA 
Conference 
Wrap Up

•	 Content Topics: 
Covering 
Conference 
highlights in 
awards and 
events.
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SUPPLEMENT AD RATES

The RETA Technical Report is a revered series that is a stand-alone publication providing additional technical topics to industry 
professionals. It is digitally distributed to and archived for RETA Members on a semi-annual basis. Up to four pages of the publication 
can be sold as advertising and it is possible to sell out, so book your spots today.

The RSES Service Application Manual, or SAM, is the oldest published reference manual available that contains literally thousands of 
pages of technical data, equipment analyses and evaluations, field application instruction, regulations, good practice codes, business 
development guidance and more. RSES continues to release SAM Chapters on a semi-annual basis. Access to the hundreds of 
SAM chapters currently available is a member benefit. Companies interested in sponsoring a SAM Chapter will enjoy knowing their 
advertisement will sit eternally within the archive. Companies interested in advertising may do so at the following rates:

DISPLAY SIZE Member 1x Rate
(Non Member Rates)

1/4 page: 3.5” (wide) x 4.5” (high) $300
($600)

1/2 page: 7” (wide) x 4.5” (high) $500
($900)

1 page: 7” (wide) x 9” (high) $750
($1,350)

4 1-page ads $2,250
($4,000)

Sponsored email: 
includes a sponsor logo/link in email

Limit 1 per issue

$500
($900)

Email attachment:
Limit 1 per issue

$800
($1,300)

El Grande Advertisement: includes a 4-page ad; 
sponsored email;  

and email attachments
Limit 1 per issue

$3,000
($5,000)

1

Indoor Air Quality for the HVAC Technician

By Brynn Cooksey Sr., CEM, CMS
HVAC U

Unless stated otherwise, images courtesy of AirAdvice. 

According to the Environmental Protection Agency 
(EPA), we spend about 90% of our time indoors. The 
EPA has also concluded that the air quality indoors is 
two to five times worse than outdoors. Poor indoor air 
quality (IAQ) has been linked to several illnesses, includ-
ing allergies, headaches, fatigue, asthma and other 
flu-like symptoms. These issues are prevalent, yet indoor 
air quality issues often go undiagnosed and unsolved. 

Indoor air quality continues to be an extremely import-
ant issue, but it is a relatively untapped market for HVAC 
contractors. Many people suffer from poor indoor air 
quality, and even though we are not doctors and cannot 
cure their illnesses, we can improve their indoor air 
quality. Large retailers report that indoor air quality is a 
$10 billion dollar industry, and it is still growing. Every 
year, individuals purchase millions of products, such as 
dehumidifiers, humidifiers, air cleaners and air purifiers, 
in an attempt to relieve some IAQ problems. 

HVAC technicians and contractors are on the front 
line regarding indoor air quality. For starters, every 
cubic foot of air eventually goes through the air-han-
dling unit of the home or building. Additionally, many 
IAQ products can be connected to the existing HVAC 
system to help clean the air and remove harmful pollut-
ants. Numerous studies show that inefficient, poorly 
maintained, and poorly installed HVAC systems initiate 
or contribute to poor IAQ. In the case that a person has 
purchased an IAQ product (such as a humidifier or air 
purifier), it signals to professionals that the customer 
has a problem and is spending money to try to resolve 
it. This article discusses some common indoor air qual-
ity issues, how to measure them and how to resolve 
them so customers can enjoy cleaner air. 

TYPICAL IAQ ISSUES 
IAQ issues can come from a combination of sources 
inside and outside the building. Pollen can travel 

© 2024 by Refrigeration Service Engineers Society. Supplement to the Refrigeration Service Engineers Society.

Service Application Manual
SAM Chapter 650-020

Section 17A

Figure 1 This is an example of a report identifying air pollutants 
commonly found in homes. Recommendations are offered to 
help make informed decisions about health, comfort and safety.

Figure 2 Common home IAQ issues. 
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1/4 page: 3.5” (wide) x 4.5” (high) $300
($600)

1/2 page: 7” (wide) x 4.5” (high) $500
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($4,000)

Sponsored email: 
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and email attachments
Limit 1 per issue

$3,000
($5,000)
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DISCHARGE FROM PRESSURE RELIEF DEVICES

15.5.1.2  
The termination of pressure relief 
device discharge piping relieving to 
atmosphere shall be not less than 
15 ft (4.6 m) above grade and not 
less than 20 ft (6.1 m) from windows, 
ventilation intakes, or exits.

15.5.1.3  
The discharge termination from 
pressure relief devices relieving to 
atmosphere shall not be less than 
7.25 ft (2.2 m) above a roof that is 
occupied solely during service and 
inspection. Where a higher adjacent 
roof level is within 20 ft (6.1 m) 
horizontal distance from the relief 
discharge, the discharge termination 
shall not be less than 7.25 ft (2.2 
m) above the height of the higher 
adjacent roof.

15.5.1.4   
Discharge piping shall be permitted 
to terminate not less than 7.25 ft (2.2 

m) above platform surfaces, such as
upper condenser catwalks, that are 
occupied solely during service and 
inspection.

15.5.1.5.* 
The termination of the discharge 
shall be directed upward and 
arranged to avoid spraying 
ammonia on persons in the vicinity.

15.5.1.6  
Discharge piping from pressure relief 
devices discharging to atmosphere 
shall have a provision for draining 
moisture from the piping.

From Appendix A (Informative) 
Explanatory Material 

A.15.5.1.5
The termination of discharge is 
considered the final several feet of 
the relief piping. The vent end point 
of relief piping may include a design 
to prevent rain and snow from 

entering. Many designs provide a 
method to prevent rain and snow 
from entering. The design at the vent 
end point may be a “tee” diffuser, a 
“double 45 degree” diffuser, a “bull’s 
horn” diffuser, a “spring self-closing 
flapper cap,” or a “sock hood cover.” 
The “spring self-closing flapper 
cap” is used on natural gas and 
tractor exhausts. The “sock hood 
cover,” which is typically bright 
safety yellow, orange, or red in color, 
has a light flexible string attached 
between the hood and the relief pipe 
stack for its containment if lifted. 

Another design method that may be 
incorporated has a fully open vent 
end point that is the “exterior stack 
extension” diffuser. The “exterior 
stack extension” diffuser has the 
relief termination piping extended 
on center up and into a separate 
larger-diameter stack extension. 
Any rain and snow that gets into the 

REFRIGERATING ENGINEERS & TECHNICIANS ASSOCIATION  |  JANUARY/FEBRUARY 2019

TECHNICAL
REPORT

THE

Mike Axthelm - WMI 
Fort Wayne, Indiana

There have been multiple articles about relief valve sizing, sizing the piping for the discharge from pressure relief 
devices but, few if any have addressed the termination for atmospheric relief valves. IIAR-2-2014 notes in chapter 15.5 
for Atmospheric Discharge, the following. (The emphasis is the authors.)
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RSES DISPLAY RATE TABLE

RSES Journal Rates

RSES Journal is the official publication of RSES. It distinguishes itself from other publications via its peer-reviewed technical articles 
containing content that can be applied on the jobsite. We will work with companies based on their marketing needs and budget. 
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2026 EDITORIAL CALENDAR

*Editorial topics are subject to change, and we will add impactful topics as needed to remain current with ever-changing industry trends.
Send editorial suggestions to tmciver@rses.org and product releases to rsesjournal@rses.org. 

Column/Special Feature Topics Tentatively Scheduled for Each Issue:

Energy Efficiency (Ongoing): Regular maintenance, upgrading to energy efficient systems, tips for reducing energy consumption and standards/regula-
tions related to energy efficiency.

HVACR Technology (Ongoing): Updates on the latest HVACR technologies, smart home integration (IoT) and innovations in the industry. Columns on 
HVACR events, issues and trends by Executive Vice President, President and Editor

Note: RSES Journal is presently on a quarterly publishing schedule in digital format only. The magazine is the flagship publication of RSES and is the No. 1 
Member benefit. The additional digital distribution listed above is tentative and shows are added regularly. 

RSES Journal 2026 Editorial Outline*

Spring
March-April-May

Ad Space Close: 
March 20, 2026

Materials Due:
March 27, 2026

Editorial Focus:
Essential practices for superior 
residential/commercial service

Content Topics:
Essentials for success in 
residential and commercial training, 
service and installation
IAQ: Pollen/dust/mold prevention

Post-AHR Expo Review

Business Intelligence: Improving 
your company’s culture

Commercial Refrigeration: 
Ensuring stability in grocery 
systems 
Refrigerants: CO2 system training; 
Alternative refrigerants: what’s 
next?

Products: residential and 
commercial cooling; testing/
balancing instruments; service 
software

Additional Digital Distribution: 
• HVACR Educators’ Conference
• ACCA Annual Conference

Summer
June-July-August

Ad Space Close: 
June 12, 2026

Materials Due:
June 19, 2026

Editorial Focus:
Cooling systems

Content Topics:
Residential & commercial air 
conditioning & dehumidification
Data center cooling
Safety with refrigerants and 
electrical systems

Commercial Refrigeration: 
Cybersecurity of proprietary 
operation data 

Business Intelligence: Where to 
expand

Products: airflow, ventilation, 
motors, drives

Additional Digital Distribution:
• SkillsUSA

Fall
September-October-November

Ad Space Close: 
September 14, 2026

Materials Due:
September 21, 2026

Editorial Focus:
New heating and IAQ technologies

Content Topics:
Combustion analysis

Business Intelligence: Building 
trust

Commercial Refrigeration: 
managing energy consumption; 
winterizing cooling systems

Products: air handlers, fans, 
blowers; refrigerants

Additional Digital Distribution:
• 2026 RETA Annual Conference
• PHCC Connect
• ATMOsphere America Conference
(tbd per T-Mac)

Winter
December-January 27-Feb 27

Ad Space Close: 
Nov. 20, 2026

Materials Due:
Nov. 25, 2026

Editorial Focus:
Residential and commercial 
heating maintenance

Content Topics:
AHR show preview
Troubleshooting heating and indoor 
air quality
Airflow and ventilation 

Business Intelligence: Developing 
a business plan; AI innovations

Commercial Refrigeration: 
Refrigeration system diagnostics 

Products: residential and 
commercial heating; IAQ; airflow; 
ventilation

Additional Digital Distribution
• 2027 AHR Expo
• IIAR Conference
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RSES JOURNAL WEBSITE

RSES Journal offers a dedicated, engaged digital audience that is 
spending more time on our site and relying on mobile and tablet 
devices to access information they need for everyday operations. 
New features, new platforms and new content are planned to help 
meet the growing demand for digital content.

A	 300 X 250	 PLATINUM� $850

B	 300 X 100 	 GOLD � $800

C 	 300 x 50 	 SILVER � $700

D 	 300 x 50 	 BRONZE � $525

E 	 728 x 90 	 FOOTER � $500

AD SIZES/RATES*

SPECS
BANNER AD DIMENSIONS: Files should be sized accordingly:
300 x 250, 300 x 100, 300 x 50, 728 x 90 pixels.

ACCEPTED FILE FORMATS: Files should be saved as either a .jpg
or .gif file in RGB format. If submitting an animated file, please
submit an animated .gif. Include URL section should link to.

MATERIAL SUBMISSION: Materials should be emailed to
production@rses.org two weeks prior to the first of each month.

RSES Journal reserves the right to resize any incorrectly sized ads/images to fit the dimensions 
specified here.

*Rates listed are net.

57%
SESSION 
GROWTH
IN A YEAR

PAGE VIEW  
GROWTH
IN A YEAR

NEW VISITORS 
PER MONTH

33% 56%

A

B

C

D

D
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WEBINAR SPONSORSHIP

Webinar sponsorships will provide your company with 
quality, hard leads. Our readers report that they are turning 
to Webinars for training and insight more than ever before. 
Designed to augment the mainstay RETA/RSES training 
programs, these webinars offer students continuing 
education hours and feature experts who present targeted, 
audience driven topics. The content is free for RETA/RSES 
Members. You can enrich their educational opportunities by 
sponsoring a webinar.

RETA/RSES webinars provide presenters with a platform 
to gain followers and enhance their profiles as industry 
influencers.

Types of Sponsorships
A. Technical Series Webinars feature industry experts who 
present an array of HVACR-related topics. RETA/RSES coor-
dinates the speaker and content for this monthly series.

B. Manufacturer Series Webinars give the sponsor the 
opportunity to provide presenters, topics and content.*
They are promoted in the same manner to RETA/RSES’ 
Membership base. Sponsors for these webinars get to 
select the dates for their Webinar.
*Presentations have to be technical in nature and non-proprietary.

EXCLUSIVE SPONSORSHIP� $5,250

*Rates listed are net.

Rate*

MATERIAL SUBMISSION: Materials should be emailed to
production@rses.org two weeks prior to scheduled webinar.

SPONSORSHIP
BENEFITS

TECHNICAL
WEBINAR

SPONSORS

MANUFACTURER
WEBINAR

SPONSORS

Logo in RETA Breeze or RSES Journal coverage 
(includes ads listing webinars)  

Logo/Link on blast invitations
(sent three times: save the date,

reminder and final call
 

Registration Form Questions
(ability to ask registrants

two questions)
 

Logo on intro and closing slides  

Company name mentioned by moderator at 
start and end of webinar  

Logo/Link on recorded archive page  
with media file/  

Complete registration/attendee list  

Performance reports  

Ability to invite anyone in their customer base 
to attend the live webinar  

A .wmv file of the recorded webinar 

ADVERTISEMENT CIRCULATION IMPRESSIONS

Logo in RSES ad featured in 
RETA Breeze or RSES Journal

6,000 x 3 issues
(x2 w/pass-along rate) 18,000

Email blast to RSES 
Members 5,000 x 3 blasts 15,000

Social Media
(Facebook, X, YouTube, 

Instagram followers)
1 Post on each platform 8,500

Webinar intro page 3–5 minutes while
introducing speaker 200

Follow-up emails
(thanks for attending/

survey or sorry you
couldn’t make it)

400 800

Archive pages
(Members-only page) 200 200

AVERAGE POTENTIAL IMPRESSION TOTAL 42,700

PROGRAM IMPRESSION OPPORTUNITIES
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CLASSIFIED ADS

Classified ads offer great visibility at a lower rate! All classified
ads receive a lead-generating reader service number like our
display ads.

MATERIAL SUBMISSION: Please submit ad materials in a  
hi-res .pdf format to production@rses.org. Material due dates are 
listed

Lori Schiavo
847-759-4035
lschiavo@rses.org

RETA Breeze and RSES Journal reserves the right to resize any 
incorrectly sized ads/images to fit the dimensions specified here.

A	 1-COLUMN x 1” (2 ¼” x 1”) VERTICAL OR HORIZONTAL

B	 1-COLUMN x 2” (2 ¼” x 2”) VERTICAL OR HORIZONTAL

C 	 1-COLUMN x 3” (2 ¼” x 3”) VERTICAL OR HORIZONTAL

D 	 1-COLUMN x 4” (2 ¼” x 4”) VERTICAL OR HORIZONTAL

E 	 1-COLUMN x 5” (2 ¼” x 5”) VERTICAL OR HORIZONTAL

F 	 2-COLUMN x 1” (4 1/2” x 1”) VERTICAL OR HORIZONTAL

G 	 2-COLUMN x 2” (4 1/2” x 2”) VERTICAL OR HORIZONTAL

H 	 2-COLUMN x 3” (4 1/2” x 3”) VERTICAL OR HORIZONTAL

SPECS

CLASSIFIED CONTACT

2026 CLASSIFIED ADVERTISING RATES*

C

D

H G
A

F

C

B B

E

G

F

H

E D

SIZE 1x RATE 3x RATE 6x RATE 12x RATE

1 COLUMN x 1” $195 $180 $165 $150

1 COLUMN x 2” $295 $280 $265 $250

1 COLUMN x 3” $345 $330 $315 $300

1 COLUMN x 4” $395 $380 $365 $350

1 COLUMN x 5” $445 $430 $415 $400

2 COLUMN x 1” $295 $280 $265 $250

2 COLUMN x 2” $395 $380 $365 $350

2 COLUMN x 3” $545 $530 $515 $500


