
NAEMT CORPORATE PARTNER PROGRAMWWW.NAEMT.ORG  |  800-346-2368

DIGITAL OPPORTUNITIES

NAEMT Website / www.naemt.org
Nearly 3.5 million annual impressions; unrestricted visibility 
across all EMS audiences.
Content: Focused sections; all NAEMT programs, news and events.

Ad Size (pixels): 180 wide x 150 high; Flash: 15 seconds.
Home page (above Quick Links)	 $1,750 per month

Home page (below Quick Links)	 $1,250 per month

Audience/Topic Landing page	 $1,000 per month 
(main navigation, above links)

Audience/Topic Landing page	 $700 per month 
(below links)

Interior page (above links)		  $650 per month

Interior page (below links)		  $500 per month
Discounts are available, based on ad frequency.

Ad in NAEMT Pulse
Advertise to more than 55,000 NAEMT members and friends of 
NAEMT in our monthly e-news, NAEMT Pulse.  
Content: Timely EMS news, association activities and 
announcements.

Position		        Size (in pixels)	     Cost Per Issue 
Above Quick Links       170 wide x 240 high 	     $1,500 

Below Quick Links       170 wide x 450 high 	     $1,000

Below Quick Links       170 wide x 240 high 	     $600 
Discounts are available, based on ad frequency. 

ADVERTISING & MARKETING OPPORTUNITIES

Ad in NAEMT Faculty Update NEW!
Circulated to over 10,000 faculty throughout the United States 
and abroad in English and Spanish. Company will provide a 
180-pixel-wide x 240-pixel-high ad for inclusion in the update. 
No more than five advertisements per update.
Content: Updates on NAEMT educational courses and activities.
Cost: $400 per ad
Discounts are available, based on ad frequency.

E-blast to NAEMT Members
Schedule a one-time e-blast to our members and provide your 
final html file for prior approval.
Cost: $7,500 for full members (10k+);
          $15,000 for all members (50k+);
          $30,000 for full NAEMT database of EMS professionals  
          (150k+)
For the cost of mailing to a specific target audience, contact 
corporatepartners@naemt.org

Investment of opportunities that total $1K or more will be 
recognized as an NAEMT Corporate Partner for twelve (12) months. 
See NAEMT Corporate Partner Brochure to learn more.

http://WWW.NAEMT.ORG
mailto:corporatepartners%40naemt.org?subject=
http://www.naemt.org/docs/default-source/corporate-partners-documents/naemt-corporate-partner-benefits.pdf?status=Temp&sfvrsn=0.7467279561976978
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PRINT OPPORTUNITIES 

NAEMT News
Quarterly, full-color publication with a total circulation of 
55,000+, includes a printed version mailed directly to all full 
NAEMT members, federal agency partners, national EMS 
organizations and corporate partners (10,000+ distribution).
Content: EMS feature stories.

Ad Size 			   1 X		  4 X
Full page 		  $1,700 		  $6,460

1/2-page horizontal  	 $1,000 		  $3,800

1/3-page vertical 	 	 $   800 		  $3,040

1/4-page vertical		  $   600		  $2,280

Back cover		  $2,000 		  $7,600

Direct Mailing to NAEMT Members
Take advantage of a direct mailing to NAEMT members. NAEMT 
coordinates the mailing using a clearinghouse, and you supply 
materials and cover the costs of the mailing, including postage. 
Cost: .$7,500 for full members (10k+);
          $15,000 for all members (50k+)
To mail to a specific target audience, contact  
corporatepartners@naemt.org

Insert in NAEMT Membership Mid-Year Mailing
More than 10,000 NAEMT members receive the mid-year 
mailing. Supply a one-page insert to access prime visibility!
Content: Thank you, reminder of benefits and upcoming  
NAEMT activities.
Cost: $7,500

ADVERTISING & MARKETING OPPORTUNITIES

Investment of opportunities that total $1K or more will be recognized as an NAEMT Corporate Partner for twelve (12) months.  
See NAEMT Corporate Partner Brochure to learn more.
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Join Us for the EMS Transformation Summit

NAEMT Grassroots Advocacy Guide Now Available!  

AMLS Isn’t Just for Medics

Mississippi Takes the Lead on B-Con

ACROSS THE NATION, more EMS agencies are 

offering mobile integrated healthcare and community 

paramedicine, while state legislatures are amending laws to clear 

the way for EMS to go beyond reacting to 911 calls to preventing 

them. At the same time, a growing number of healthcare entities 

are contracting with EMS to conduct frequent user interventions, 

readmission avoidance programs and other services to improve 

patient health while reducing costs. 

In January 2015, in response to questions about what 

differentiates MIH from CP, leaders from NAEMT and four 

national EMS organizations met in New Orleans to hash out 

clearer definitions for each term. The goal, participants agreed, 

was to make it easier for EMS to explain the value of MIH-CP 

to stakeholders, including other healthcare providers, elected 

officials and payers. 

But during the discussions, it became obvious that what was 

needed wasn’t just a definition of MIH and CP, but an articulation 

of EMS’s role in our nation’s healthcare transformation – a new 

EMS value proposition. The group realized that the changes 

necessary to survive – or even thrive – transcend MIH-CP. 

Market forces will dictate that EMS re-evaluate every aspect of 

EMS delivery through the lens of value.

The wider healthcare transformation, called “Healthcare 3.0,” 

represents the understanding that the healthcare system is in 

its third phase of evolutionary transformation, and that there is 

likely to be more change to come (4.0, etc.).

With Healthcare 3.0, economic value is central. Things 

like pay-for-performance, outcome-based payments, 

bundled payments, accountable care organizations, shared-

risk contracting, penalties for adverse outcomes such as 

readmissions or healthcare-acquired infections, financial 

bonuses for reporting outcome data (and penalties for not 

reporting it), and patient satisfaction scores have all had a 

significant impact on hospitals, home health agencies, skilled 

nursing facilities and physicians.

“How all these changes will impact EMS is relatively 

predictable – all we have to do is look at what’s happened to 

our fellow healthcare providers and begin preparing ourselves 

for the third evolutionary transformation for EMS, or what we 

could refer to as ‘EMS 3.0.’ And, like Healthcare 3.0, we need 

to base EMS 3.0 on the value proposition we bring to our 
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The EMS Transformation – Moving to “EMS 3.0” 
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stakeholders,” said Matt Zavadsky, NAEMT’s representative  

at the meeting, and chair of NAEMT’s MIH-CP and EMS  

Data Committees.

DETERMINING EMS VALUE

While EMS is present in almost every community in this country, 

EMS has often struggled to clearly define and articulate the 

value of its services, noted Kevin McGinnis, program manager 

for the National Association of State EMS Officials (NASEMSO).

In the 60s, the primary service provided by EMS was 

transportation, while the value was swift response and delivery 

to a hospital. 
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