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Welcome to TMCnet.com—the largest
telecommunications/technology portal

Dear Marketing Professional:

TMCnet.com is the premier destination portal for the latest and most
comprehensive information concerning the telecommunications and
technology sectors.  This unique portal provides unparalleled access to the
most influential executives who make high-level, technology-related
purchasing decisions.  In fact, if you sell anything in the telecom/technology
space, you will be blown away by this exposure to qualified customers.

TMCnet reaches your best prospects by objectively educating them and
gaining their trust.  Our visitors take the time to read the informative articles

and in-depth reviews about products and services on TMCnet.com.  And in turn, they make
better, more informed purchasing decisions.  This makes them a highly sought-after advertising
target. 

These days, search engine optimization and customer education portals are key elements in
the marketing mix.  Harness the power of TMCnet to accomplish both these goals all at once.
As the largest portal for the telecommunications and technology sectors, TMCnet ensures your
audience will be targeted and far-reaching.
Additionally, TMCnet provides volumes of news
and articles that are already highly ranked on the
top search engines.  Advertise with us and your
message will appear with these top-ranked search
results.  

Thank you for taking the time to learn about
TMCnet's exciting online properties and the
advertising units to help you generate increased
revenue.

Sincerely,

Rich Tehrani,
TMC President and Group Publisher

Welcome to TMCnet.com



4 ©2005 Technology Marketing Corporation.  All Rights Reserved.

TMCnet.com Audience
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TMCnet's mission is to be the Internet's largest portal of valuable information for the communications
technology sector.  TMCnet editors are leaders in their respective fields.  Over 500 original articles and
news items are posted daily—fulfilling the industry's need for topical, time-sensitive information.

TMCnet Editorial Focus
Daily, TMCnet.com imparts information that will help visitors become voice and data communications
technology experts.  TMCnet specifically targets advocates—those who will justify purchasing
decisions—and participants—those who will make these technologies work in any given
implementation, whether it be a contact center, service provider or an enterprise.  When addressing
our audience, TMCnet emphasizes the practical and the technological.  The goal is to educate decision
makers in order to assist them in making better buying decisions.

TMCnet Audience
With over 4,563,000 page views and reaching 400,000 unique visitors1 per month, TMCnet is a superior
vehicle for your advertising message.  Unique visitors have grown 79% in 2004, and page views have
increased 137% in 2004.2

TMCnet.com

For Rates and Ad Specifications see page 19 Source:1 February 2005 Webtrends 
2 December 04 Webtrends
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TMCnet Audience Demographics
61% of TMCnet.com’s audience are Senior Management/GM or above, what’s more, 37% are 
C-Level (CEO/President/Chairman/Owner)1.

Extend Your Reach Internationally!
40% of TMCnet.com’s audience are visitors from Europe, Asia, South and Central
America and other foreign nations1. 

Source: 1 2004 TMCnet Visitor Survey
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TMC & Competition 

TMCnet.com Against The Competition
TMCnet.com clearly outpaced its competition.  When Alexa.com compares CRM/VoIP Web
sites, TMCnet leads the pack.  Below: TMCnet (in blue) compared to Destination CRM,
Contact Center World, Telephony Online, and VoIP-News.  Rankings are based on the
proximity to being the #1 most visited Web site on the Internet, over the last 3 month
period.

Source: Alexa.com ranks Web site by traffic. The number indicates a site’s proximity to being the number one
most visited Web site. Date: 1/19/05, 3 month average.

No other medium even comes close!

If you are serious about reaching the communications market,

TMCnet.com is your ONLY CHOICE.

Ranked Closest 

to the #1 Most

Visited Web site!

Web site Alexa Site Rank

TMCnet.com 8,000

DestinationCRM.com 58,380

TelephonyOnline.com 70,400

AmericasNetwork.com 150,220

ContactCenterWorld.com 152,100

CommWeb.com 149,150

VoIP-News.com 88,000

Source: Alexa.com ranks Web sites by traffic. The number indicates a site’s proximity to being the number one most
visited Web site. Date: 3/4/05  Alexa is an Amazon.com Company. Neither Alexa.com nor Amazon.com endorse or are
affiliated with TMCnet.com in any way.
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TMC Channels

New this year to TMCnet is an exciting, highly targeted, advertising option—TMC Channels.  TMC
Channels are co-branded to include the "look and feel" of your corporate branding while containing
TMCnet's quality editorial.

Editorial Focus
TMC Channels are topical—organizing TMCnet's wealth of information into specific areas of interest.
These channels, or "educational portals", commonly rank at the top of the leading search engine's
relevant results, providing visitors direct access to TMCnet's valuable information.

Here are some examples of channels—any term can be made into a lead generation channel.
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Source: 1 December 2004 Webtrends

1

� VoIP
� IP-PBX
� Speech Recognition
� Headsets
� CRM
� VoIP Developer
� VoIP Contact Center
� SIP

� Unified Contact Center Solutions
� Web-Based Help Desk
� Contact Center Recording &

Quality Solutions
� 3rd Party Call Monitoring
� WiFi Telephony
� Open Source Telephony
� Session Border Control

Look for more channels throughout the year.

TMC Channels Audience

TMCnet Channels average nearly 160,0001 page views and over 27,0001 unique visitors

each month!  The power and reach of TMCnet.com can be yours to harness by

becoming a Channel Partner.

1
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Sample: CRM Solutions Channel Sponsored by 

Maximizer Software Inc.

TMC Channels Advertising Offerings
TMC Channel advertisers are really partners.  TMC goes the extra mile to provide a truly
customized environment—a co-branded, content-rich sitelet with custom articles.  By
becoming a TMC Channel partner, you are able to leverage the expertise of publishing and
editorial professionals to create compelling content.  In addition, TMC’s design team will build
a professional-looking sitelet for you that receives significant traffic from TMCnet and leading
search engines.  Full reporting of all viewing data is available for your company to review. 

For Rates and Ad Specifications see page 19

TMC Channels
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with content
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Look and FeelChannel List

Links to

Sponsor’s

information
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CISmag.com

CISmag.com

CISmag.com
Not only is CISmag.com the online version of Customer Inter@ction Solutions®  magazine, it also is the
place to find late-breaking news from the call center, CRM and teleservices industries.  This powerful
combination of content provides a highly targeted reach with a large audience size.  

Editorial Focus
CISmag.com advises call center management and senior executives on the most important technologies,
services and methods, and how current issues affect their own call centers and the industry at large.
Visitors turn to CISmag.com to stay up-to-date on new technologies and techniques for improving
automated sales and service.  What's more, CISmag.com is all about helping corporations strengthen
customer relationships—helping visitors turn leads into customers and, in turn, making those
relationships even more profitable.  

CISmag.com Audience
While Customer Inter@ction Solutions magazine reaches over 70,000 subscribers per month, CISmag.com
reaches over 281,0001 unique visitors per year.  And, 93% of these visitors find the information on
CISmag.com very useful/useful in their work2.

Source: 1 Dec. 04 Webtrends
2 TMC Research
3 2004 TMCnet Visitor Survey

For Rates and Specifications see page 19

TMCnet.com Contact Center Audience3:

TMCnet Visitors Have Purchase Influence: 85.7% of visitors are personally involved in the purchase of call
center products and services.

And They are Buying: 31% of visitors personally buy, specify or recommend more that $100,000 worth of
call center product purchases.

Or Planning to Buy:
58% of visitors plan to purchase call center-related products and services in the next 12 months.

TMC Visitors are Planning to Purchase: (in the next 12 months)

70% plan to purchase VoIP/IP Telephony solutions for their call centers within the next 12 months.
46% plan to purchase hardware components 
41% plan to purchase Next-Gen phone systems
34% plan to purchase data networking products
33% plan to purchase CTI (voice/unified messaging/IVR/video conferencing)
29% plan to purchase CRM solutions.
31% plan to purchase e-mail management
28% plan to purchase Web-enabled e-sales/e-service solutions
25% plan to purchase recording/logging/monitoring 
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CISmag.com

Final Purchase Decision
37%

Influence Purchase Decision
26%

Specify Products/Services 
9%

Recommend
Products/Services

14%

Not Involved
14%

0% 5% 10% 15% 20% 25% 30% 35%

$5 million or more

$1 million - $4.9 million

$500,000 - $999,999

$100,000 - $499,999

$10,000 - $99,999

Less than $10,000 35%

32%

12%

4%

9%

6%

Contact Center Audience:

Decision Makers:1

Purchasing Power:1

Dollar amount spent by company on call center, help desk/customer support or
other related products or services in the last 12 months.

Source: 1 2004 TMCnet Visitor Survey

CISmag.com visitors are

Decision Makers with

Purchasing Power

31% will

spend

$100,000+
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CISmag.com

CISmag.com Advertising Opportunities
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Editorial Focus

Based on the tremendously successful Customer Inter@ction Solutions® magazine, Customer
Inter@ction Solutions eNewsletters focus on cutting-edge content delivered directly, via e-
mail, to the most influential people in the call center…those who buy products and services
and decide how to implement them.   

Customer Inter@ction Solutions eNews - 3x/Week
Customer contact happens 24/7 in the 21st Century, and if you're not there to take care of
your customer, someone else will be. Keep up with the new economy, and keep your
customers satisfied.

Teleservices Outsourcing Insider - Monthly
Must-read news and analysis for service agency executives.

Communications Solutions - Bi-Weekly
Your weekly communications supplement of
news and trends, helping you to stay on top of
the convergence of voice and data—for the
enterprise, the call center and the service
provider.

Speech Technologies - Weekly
Covers the latest information on speech
technology and how it enhances the quality of
customer care, customer service and teleservices
(inbound and outbound).  If you're considering
adding voice to your Web mix, this is the place to
start.

E-Sales/E-Service - Bi-Weekly
For those who want to build tomorrow's
customer interaction center today. Find out
about the products and platforms that help you
get a jump on your competition, and then stay in
the lead.

For Rates and Specifications see page 20

Customer Inter@ction Solutions eNewsletters
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ITmag.com

ITmag.com

ITmag.com
ITmag.com is the online version of INTERNET TELEPHONY® magazine—focusing on the fast-growing VoIP
telephony industry.  IP telephony products and services are revolutionizing the way people
communicate.  According to Infonetics Research, it’s a red-hot industry.  They predict that U.S. and
Canadian next-gen voice equipment expenditures are expected to grow 468%, from $775 million in
2002 to $4.4 billion in 2006.  Even more impressive is the statistic from ATLANTIC-ACM’s study that
indicates  “North American IP telephony minutes are expected to reach 100 billion by 2007.”

Editorial Focus
As the VoIP authority since 1998, ITmag.com educates visitors about the products and services that drive
this ever-changing marketplace.  Full of informative articles, ITmag.com is the online resource for articles
on WiFi telephony, VoIP Development, SIP, IP Contact Center, and the successful deployments of related
products and services.

ITmag.com Audience
While INTERNET TELEPHONY magazine reaches over 40,000 subscribers per month, ITmag.com reaches
over 325,0001 unique visitors throughout the year. 

For Rates and Specifications see page 19
Source:1 Dec. 04 Webtrends

2 2004 TMCnet Visitor Survey

TMCnet.com VoIP/IP Telephony Audience2:

TMCnet Visitors Have Purchase Influence: 87% of visitors are personally involved in the purchase of
VoIP/IP Telephony, PBX or other telecommunications products and services.

And They are Buying: 31% of visitors personally buy, specify or recommend more that $100,000
worth of VoIP/IP Telephony product purchases.

Or Planning to Buy:
80% of visitors plan to purchase VoIP/IP telephony products and services in the next 12 months.

TMC Visitors are Planning to Purchase: (in the next 12 months)

66% plan to purchase IP phones
60% plan to purchase VoIP gateways
46% plan to purchase WiFi telephony
43% plan to purchase IP PBXs
40% plan to purchase IP videoconferencing solutions
40% plan to purchase SIP phones
32% plan to purchase network management tools
34% plan to purchase applications software
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ITmag.com

VoIP/IP Telephony Audience:

Purchasing Power:1

Dollar amount spent by company on IP Telephony, VoIP, PBX or other related telecommunications 
products or services in the last 12 months.

Final Purchase Decision 
38%

Influence Purchase 
Decision  29%

Specify Products/Services 
10%

Recommend
Products/Services

10%

Not Involved
11%

Decision Makers:1

0% 5% 10% 15% 20% 25% 30% 35%

$5 million or more

$1 million - $4.9 million

$500,000 - $999,999

$100,000 - $499,999

$10,000 - $99,999

Less Than $10,000 32%

13%

5%

5%

8%

34%

Source: 1 2004 TMCnet Visitor Survey

ITmag.com visitors are 

Decision Makers with

Purchasing Power

31% will

spend

$100,000+
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ITmag.com

Top Banner

Side

Skyscraper

Buttons

ITmag.com Advertising Opportunities
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Editorial Focus

Based on, INTERNET TELEPHONY® magazine, the VoIP authority since 1998,  INTERNET
TELEPHONY eNewsletters deliver the latest telephony information directly, via e-mail, to
the most influential people in the industry.

VoIP Reseller - Monthly
VARs, integrators, resellers—get the scoop on tools, standards, testing equipment, channel
development, and marketing/sales strategies.

Internet Telephony eNews - Weekly
The next-gen network is here—find out what you need to reap the benefits and sell the
services it makes possible.

Next-Gen Service Providers - Bi-Weekly
Convergence for convergence's sake? Yeah, right!  The next-gen network offers service
providers new revenue streams and new ways to
attract and keep customers.

VoIP Developer - Monthly
In an industry evolving at Internet speed, VoIP
developers need reliable information in a timely
manner.  We'll keep you up to speed on standards,
platforms, APIs, app gens, and more.

WiFi Revolution eNews - Bi-Weekly
As WiFi (802.11a, b, g, i, etc.) makes its way into
homes, businesses, and the world at large, it enables
a host of applications and services.  We will help you
keep up with developments in the WiFi space.

For Rates and Specifications see page 20

INTERNET TELEPHONY eNewsletters
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TMC Technology eNewsletters

Showcase Your Marketing

Message In An Editorial

Environment!

Editorial Focus

Alternative Power - Monthly
We're exploring new technologies in battery power, solar, geothermal, wind, water power,
fuel cell (hydrogen, zinc, etc.) and zero-emissions generation. Get up-to-date news, event
listings, and original thoughts on the state of the alternative power environment.

BiometriTech - Monthly
BiometriTech examines the emerging technology players in the biometrics space, as well as
the systems integrators that will bring this exciting technology to the mainstream market.

Consumer Electronics - Bi-Weekly
Our latest newsletter covering a variety of consumer electronics topics.

Planet PDA - Monthly
Planet PDA concentrates on handheld computing solutions—everything corporate executives
and MIS management need to make intelligent decisions about incorporating mobile
devices into their computing infrastructure.

TMCnet Technology eNewsletters 

Product-Focused Editorial That Attracts

Your Best Prospects.
Pinpoint your target audience with one of
TMCnet's eNewsletter sponsorships.  Readers
depend on our objective editorial team to
deliver timely and vital information on a daily
basis.  As a sponsor, your message will be
featured prominently throughout the e-mail
message. 
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TMC Labs is the first, and most authoritative testing lab serving the converged world of telecom and
datacom. Our experienced staff of engineers objectively installs, implements and evaluates the
advantages and pitfalls of the latest hardware and software for VoIP and Contact Centers.

Editorial Focus
Since its inception in 1996, TMC Labs has conducted unbiased product reviews for the telecom/datacom
industry while building a solid reputation and a loyal following of readers.  These readers are
passionate in their quest for finding and recommending the best products for their company. TMC Labs
has built a solid reputation in the industry, and we pledge to continue providing the most complete,
most objective, and most definitive product reviews in the trade.

TMC Labs Advertising Opportunities

TMC Labs Advertising Opportunities

TMC LABS

Top Banner

Side

Skyscraper
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Rates & Specifications

Rates & Specifications

Rates Per Banner, Button & Skyscraper Ad:

ROS Advertising 

• Buttons can be sold as exclusive for $25 CPM / 100,000   
minimum impressions (rotates up to 2 buttons)

• Banner: $35 CPM / 50,000 minimum impressions (rotates up to 10 banners)

• Skyscraper: $40 CPM / 50,000 minimum impressions (rotates single banner)

• Article Ad Box: $50 CPM / 50,000 minimum impressions (rotates single banner)

Type Dimensions Size Rotation

Banner 468 x 60 pixels 15 Kb max 10 

Button 125 x 125 pixels 12 Kb max 4

Skyscraper 125 x 600 pixels 25 Kb max 3

Article Ad Box 330 x 280 pixels 20 Kb max 3 
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What You Receive With Your eNews Sponsorship:

•  Up to 60 words, maximum of 64 characters per line of ASCII text. 

•  A hyperlink to your company's site, and an e-mail address. 

•  HTML only—Placement of company logo within a text ad. 

•  HTML only—Option of a banner, button, or skyscraper ad.   

Rates Per Newsletter:  Top Inclusion

$2,000 $1,700 $1,500 $1,000
1x 2x 4X 6X

$800 $700 $600 $500

1x 2x 4X 6X

Rates & Specifications

Classified Ads:
Classified ads appear at the end of our e-mail newsletters.  Minimum
schedule for classified ads is one month.

What You Receive With Your eNews Classified Ad:
•  Up to 45 words, maximum of 64 characters per line of ASCII text. 

•  A hyperlink to your company's site, or an e-mail address. 

•  HTML ONLY - Placement of a company logo in a text-style ad.

Rates Per Newsletter: 

Rates & Specifications
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TMCnet.com Bronze Program

• Creation of technology-themed
"channel" linked from TMCnet home
page and navigation menu throughout
TMCnet and related sites. 

• Channel will offer daily news updates
as well as the latest related articles,
white papers and case studies from
TMCnet. 

• TMC will also create at least one
original article per month related to
vendor and/or technology. 

• Vendor can contribute content and
TMC will edit and post all such
content. 

• TMC will promote channel throughout
Web site and online newsletters by
creating house ads linking to main
channel page. 

• Sponsor will have exclusive rights to
the top (just above channel header) for
a banner. 

• Channel will contain a box with links
to vendor's products/services. 

• Channel will display vendor-specific
news more prominently than other
industry news. 

• Detailed reporting of Web traffic on at
least a monthly basis, to include a list
of visitor IP addresses and URLs of
referrer Web sites (as available). 

• Channel privacy policy will show that
sponsor has full access to this visitor
information.

Bronze Program...

$3,000/month, 3-month contract minimum 

($2,500/month for current TMC advertisers or exhibitors in good standing)

Bronze Program Benefits:
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• Creation of technology-themed 
"channel" linked from TMCnet home
page and navigation menu
throughout TMCnet and related sites.

• Channel will offer daily news updates
as well as the latest related articles,
white papers and case studies from
TMCnet. 

• News release announcing the
partnership to run on TMCnet. 

• TMC will also create at least one
original article per month related to
vendor and/or technology. 

• Vendor can contribute content and
TMC will edit and post all such
content. 

• TMC will sponsor a discussion forum
on the channel.  TMC will seed forum
if needed to stimulate dialogue. 

• Sponsor will have exclusive rights to
the top (just above channel header) 
for a banner.  We can include as many
banners as the sponsor would like
(you may sell banners to your
partners and affiliates).  Banner specs:
468 x 60 pixels. 

• Two quarterly sponsorship of a
TMCnet eNewsletter (a $5,000 value). 

• TMC will promote channel
throughout Web site and online
newsletters by creating house ads
linking to main channel page. 

• Channel will contain a box with links
to vendor's products/services. 

• Channel will promote vendor's
participation in events. 

• Channel will display vendor-specific
news more prominently than other
industry news. 

• Detailed reporting of Web traffic on
at least a monthly basis, to include a
list of visitor IP addresses and URLs of
referrer Web sites. 

• Channel privacy policy will show that
sponsor has full access to this visitor
information.

$6,000/Month, 3-month contract minimum 

($5,000/month for current TMC advertisers or exhibitors in good standing)

In Addition to all Bronze Program Benefits, the 

Silver Program Benefits Include:

Silver Program...

TMCnet.com Silver Program
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TMCnet.com Gold Program

$12,000/month, 3-month contract minimum ($10,000/month for current 

TMC advertisers or exhibitors in good standing).

In Addition to all Bronze and Silver Program Benefits, the 

Gold Program Benefits Include:

• News release announcing the
partnership to run on TMCnet.com.

• An additional quarterly sponsorship of
a TMCnet eNewsletter.

• TMC will create quarterly case studies
based on vendor's customers’. 
(This benefit does not necessarily need
to mention customer by name.) 

• TMC will create one white paper for
vendor for every two quarters of
program participation. 

• Sponsor may customize look and feel
of channel, keeping within TMCnet's
general layout and design constraints. 

• RFP submission form will be embedded
in home page of channel.  Vendor
exclusively receives all RFPs. 

• Quarterly RFP submission links in
related TMC eNewsletter. 

• Minimum of one editorial or
advertising mention in related
magazine per quarter.  The channel
will be promoted as well as the
vendor's partnership with TMC in
supporting the channel. 

• TMC will produce a monthly "channel"
newsletter.  Vendor will be exclusive
sponsor of all  such newsletters, and
will have full access to the e-mail
address and other personal
information of subscribers, as outlined
in channel privacy policy. 

• Annual "Quick Glance" Web review (if
applicable) of one of vendor's
products/services (based on annual
commitment).

Gold Program...
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Everyone talks about lead generation.  With the new Lead Generation ProgramTM, TMC

delivers.

As you know, quality leads are the lifeblood of any business.  Without a continuous stream

of new, quality prospects, your business will never reach its full potential.  However, finding

these leads can be a daunting, extremely costly

and time-consuming process that drastically cuts

into the productivity of your sales staff.  TMC has

the answer.

Our new Lead Generation ProgramTM has

revolutionized the lead generation process.  This

streamlined system will increase your productivity

exponentially, delivering targeted prospects from

elite companies while allowing you to

concentrate on crafting and delivering your sales

message.  All you have to do is sell!  What could

be easier?

How To Take Part In TMC’s

Lead Generation ProgramTM

As a qualified advertiser* on TMCnet.com, you’re

instantly eligible to take part in TMC’s new Lead

Generation ProgramTM.  Each month that your ad

appears, you will receive lists of quality prospects

who request information about your products and

services.  

With over 3.3 million page visits every month1,

TMCnet.com is the ideal vehicle for delivering your

sales message to a captive audience.  Our site visitors

are hungry for new information and are always

looking for new products and services like yours!

View TMC’s current quality leads—updated daily on TMCnet.com
Follow this link:

http://www.tmcnet.com/scripts/fii/leadlist.aspx?cat=allabove

Added Value: TMC’s Lead Generation
ProgramTM 

All You Have To Do Is Sell!

Source: 1 December 04 Webtrends* A Minimum of $2500 in Online Spending per Month

TMCnet.com Lead Generation Program

24



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveEPSInfo true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /Unknown

  /Description <<
    /FRA <>
    /ENU (Use these settings to create PDF documents with higher image resolution for improved printing quality. The PDF documents can be opened with Acrobat and Reader 5.0 and later.)
    /JPN <FEFF3053306e8a2d5b9a306f30019ad889e350cf5ea6753b50cf3092542b308000200050004400460020658766f830924f5c62103059308b3068304d306b4f7f75283057307e30593002537052376642306e753b8cea3092670059279650306b4fdd306430533068304c3067304d307e305930023053306e8a2d5b9a30674f5c62103057305f00200050004400460020658766f8306f0020004100630072006f0062006100740020304a30883073002000520065006100640065007200200035002e003000204ee5964d30678868793a3067304d307e30593002>
    /DEU <>
    /PTB <>
    /DAN <>
    /NLD <>
    /ESP <>
    /SUO <>
    /ITA <>
    /NOR <>
    /SVE <>
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


