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Since 1994, independent shop owners 
have relied on the trade publication 
American Quilt Retailer as a trusted 
source for information and resources to 
improve their businesses. As we expand 
our reach into all areas of the creative 
industry, our name has changed from 
American Quilt Retailer to Creative 
Retailer. Working with a network of 
respected advertising partners and 
business experts, Creative Retailer 
delivers accurate, unbiased editorial 
content on up-to-date product information and covers basic 
retailing concepts, industry trends, product information, business 
profiles, display ideas, and more.
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ABOUT US
Published bi-monthly, Creative Retailer 
magazine curates articles to keep you up-
to-date with ideas, practices, and trends in 
creative industries. We work with business 
experts and advertising partners to inspire, 
motivate, and guide independent shop 
owners to success. In person and web-
based events allow participants to connect 
with business experts and network with 
independent business owners. »  TRENDSETTING TOPICS AT 

MARKET
»  CLASSROOM 

SPACE 
MAXIMIZED

»  6 COMMON 
HR PROBLEMS SOLVED

RETAILER
GUIDING  

SMALL BUSINESSES  
TO SUCCESS

JANUARY 2023

ISSUE SPACE CLOSES AD MATERIALS DUE MAIL DATE

February 2023 (Issue 169) January 7, 2023 January 10, 2023 February 7, 2023

April 2023 (Issue 170) March 1, 2023 March 10, 2023 April 7, 2023

June 2023 (Issue 171) May 5, 2023 May 10, 2023 June 7, 2023

August 2023 (Issue 172) July 8, 2023 July 10, 2023 August 8, 2023

October 2023 (Issue 173) September 8, 2023 September 11, 2023 October 6, 2023

December 2023 (Issue 174) November 8, 2023 November 10, 2023 December 7, 2023

Dates are subject to change; timely notification will be given if adjustments to the schedule are made.

2023  
PUBLISHING  
CALENDAR
Creative Retailer is published bi-monthly with additional virtual learning 
opportunities throughout the year. By advertising in our publication, you are 
reaching your target audience in a dynamic and reliable way up to six times  
each year in print with additional email and digital opportunities available.

RETAILER®
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2023 PRINT DISPLAY  
AD RATES

RETAILER
GUIDING SMALL BUSINESSES TO SUCCESS JANUARY 2023

»  INSPIRE CUSTOMERS  TO COME IN
»  OFFER A 

CAPTIVATING EXPERIENCE 
»  WIN THEM OVER WITH SERVICE

Ad Size 1x 3x 6x

Full Page $1,630 $1,495 $1,335

1/2 Page $1,045 $940 $850

1/3 Page $815 $730 $665

1/4 Page $605 $520 $483

1/6 Page $415 $375 $340

1/12 Page $245 $225 $215

Premium Positions—add 10% (include inside front cover,  
inside back cover, pages 3, 5, 7, center spread and back cover.

Email art files to: 
andrea@creativeretailer.com

AD SPECS
1 full page ...................................................................................................................8.5" × 11" (trimmed size*) 

1/2 page vertical ................................................................................................................................ 3.625" × 10" 

1/2 page horizontal .......................................................................................................................... 7.5" × 4.875" 

1/3 page vertical .................................................................................................................................. 2.33" × 10" 

1/3 page horizontal ............................................................................................................................. 5" × 4.875" 

1/4 page ........................................................................................................................................3.625" × 4.875" 

1/6 page ..........................................................................................................................................2.33" × 4.875" 

1/12 page ...........................................................................................................................................2.33" × 2.33"

*Full page bleed—add .125" on all 4 sizes

Send all artwork as PDF files. Convert text to outlines. Embed all art. Make sure PDF includes 
crop marks, ad imagery fills a .125" bleed on all 4 sizes, and important content is within a .25" 
safety area inside the trim. Color ads must be CMYK colors with 300 dpi final output. Save PDF 
files for maximum compatibility; press optimized.



Overall ad size= 8.5×11"

Pink=8×10.5" live area  
(all important information should  
be contained within this area)

Orange=.25" safety area  
(text should not fall in this area)

Blue=.125" bleed area  
(all imagery should extend to  
fill this whole area)

Checklist for preparing files: 
☐ Convert text to outlines  
☐ CMYK colors 
☐ Embed all art 
☐ 300dpi resolution
☐ Include crop marks in PDF 
☐ Include .125" bleed in PDF
☐  Save PDF files for maximum 

compatibility 
☐  Save PDF files as press  

optimized

AD OVERALL WIDTH=8.5"

LIVE AREA WIDTH=8"

SAFETY AREA=.25" ON ALL 4 SIDES

BLEED AREA=.125" ON ALL 4 SIDES

AD OVERALL 
HEIGHT=11"

LIVE AREA 
HEIGHT=10.5"
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Creative Retailer welcomes your new product submissions for a chance to be featured in the  
Hot Picks and Materials Matter sections of each issue.

Send to: Andrea Abrahamson: andrea@creativeretailer.com
Include: Manufacturer/Designer Name, Product/Fabric Collection Name and Information,  
Date Available, Pieces in Collection (Fabric Only), URL.

DIGITAL  
OPPORTUNITIES

 1x 3x 6x

Dedicated Email Blast $1,630 $1,495 $1,335

eNewsletter Ad* $300 $275 $250

*Image (600 pixels wide × 400 pixels high), linking URL.

CUSTOM 
OPPORTUNITIES

Blow-In Card $750/Issue Printing available for additional cost.

Fabric Insert $3,000/Issue  Based on bundle of 5" squares, 10-12 fabrics.  
Final cost based on weight of bundle.

False Cover $3,000/Issue  Custom cover plus full-page ad on opposite side.

Additional custom advertising opportunities are available; including belly bands, gatefolds  
and any other ideas that come to mind. Pricing determined based on specifics.
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ADDITIONAL WAYS WORKING 
WITH CREATIVE RETALER® CAN 
HELP YOU REACH SHOP OWNERS:

Submit an editorial proposal for consideration. 
Share your ideas on how you help retailers  
be successful, share new trends and your  
take on the direction the craft industry is heading.  
After all, success for retailers = success for you.   
We are all in this together!
 Submit editorial article proposals for consideration to:  
millie@creativereatailer.com with “Article Proposal” in the subject line.  
(Articles chosen for editorial publication will be paid a writer’s fee.)

Swag Bag Opportunities:
Throughout the year, Creative Retailer offers opportunities  
to put your “swag” in retailers’ hands. Send samples plus 
information on your hottest new products or collections,  
and we will make sure they go to independent retailers who 
could be stocking your products in their shops. (Swag Box 
Opportunities as linked to ads placed in certain issues 
throughout the year.)

Sponsor an Event!
Creative Retailer will host both Live and Virtual 
events in 2023. Sponsorship opportunities 
include making presentations, contributing  
swag and placing your logo and branding on  
all marketing materials.  

RETAILER®
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Responding to 
Challenging Times
Shop owners adapt and flourish.

BUSINESS

Earlier this year, Abby Jansen, owner and founder of 
Quilt Chic in Grand Rapids, Mich., noticed a slowdown 

in sales as customers coped with inflation and spent time 
outside during the summer. So, Jansen worked harder to 
display samples made with new fabric lines and offered 
kits featuring recently received fabric. “We are trying to 
stay as fresh as possible,” she says. 
 She also plans to hire a marketing firm to help with 
search engine optimization. Since starting her shop 
selling modern fabrics in December 2018, her inventory 
has been online, and she has handled marketing and 

online advertising herself. She had always planned to 
hire a marketing expert, but 2022’s economic conditions 
accelerated those plans.
 She’s cautiously optimistic the economy “will even 
out a bit.” Says Jansen, “If nothing else, what we are 
experiencing now is a reminder that you have to be able 
to pivot, to see areas to change as an opportunity and 
not a burden. I’m trying to approach [conditions] with 
curiosity and a positive attitude. And I’m trying to stay 
the course—offering a positive experience in a supportive 
environment.”

by  
KATHERINE 

HOUSE
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 Indeed, everyone has needed to pivot the past few 
years. While demand for quality fabric and creative kits 
boomed during the height of the pandemic, shop owners 
also have contended with price increases, a fickle supply 
chain and canceled events. 

WHEN ONE DOOR CLOSES …
Georgia Goode, owner of Calico Mermaid in Porterville, 
Calif., doesn’t sell anything online. And she doesn’t use 
TikTok or Instagram because her customers don’t. But 
that hasn’t stopped her from capitalizing on Facebook’s 
capabilities for two weekly presentations. She started in 
March 2020 when her shop was closed, and she didn’t 
know when—or if—she would reopen. People were seeking 
solid fabrics for making masks, and she had several on 
her sale rack. Her Monday Splash Sales via Facebook were 
born, and they continue to attract bargain hunters.
 On Thursdays, she introduces new fabric, notions 
and patterns via Facebook Live. During both sessions, 
she describes a product or fabric—labeled with a unique 
number—and indicates the yardage or quantity available. 
Customers text a designated cell phone to place orders and 
receive a “thank you” or “sorry; sold out” message. When 
the order is ready, employees take payment by phone.
 Goode now has customers all over the country, and 
expanding her customer base has been a plus. The 
downside? “I don’t know my customers like I used to,” she 
says. “I’ve never met them, and I don’t know what they want,” 
which can make ordering fabric challenging, she says.
 In Cincinnati, Ohio, Caleb Matthews, marketing 
director of HomeGrown HomeSewn, is grateful he 
investigated live online sales before the pandemic. 
In 2020, the shop launched “The Fab Stash Show” on 
Facebook three Sundays a month. Matthews and his wife, 
Abbey, who co-own the shop with her parents, appear for 
about 90 minutes, selling both discounted and regularly 

ABOVE Tawnee Kinnebrew, owner and founder of Wyldwood 
Creative in Renton, Wash., stands in front of her store’s Free Little 
Craft Library, repurposed from an old locker. People can drop off 
knitting needles, yarn, quilting books and other craft and sewing 
supplies, while others can take what they need.

“IN 2021, SUMMER COLLECTIONS ARRIVED IN OCTOBER AND HOLIDAY 
FABRIC IN JANUARY 2022. “IT REALLY INTERRUPTS CASH FLOW,”  
SAYS TAWNEE KINNEBREW, OWNER OF WYLDWOOD CREATIVE,  

WHEN SO MANY COLLECTIONS ARRIVE AT ONCE AND SHE INVESTS  
IN FABRIC FOR WHICH THERE IS NO LONGER DEMAND. “THEY SAY IT’S  

GETTING BETTER. TO ME, IT’S NOT BACK ON SCHEDULE.” 

”


