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Who we are

The Upstream is East Africa’s oil and gas magazine, 
focusing on all factors pertaining the oil and gas 
industry.  The Upstream is your ultimate guide on the 
oil and gas industry, comprehensively putting all facets 
into perspective, shedding light on pressing issues and 
bringing the latest news in an objective manner.
 
The Upstream is a brainchild of Joe Watson, who 
has spent the most part of his professional life in the 
industry. His experience in this sector makes this 
magazine an informative, yet insightful piece. He is the 
CEO of Upstream Oil and Gas Ltd, the company that also 
runs KUOGE (Kenya Upstream Oil and Gas Expo) as well 
as the CEO to CEO OIL and Gas SUMMIT.  His passion 
continues to see the growth of innovative solutions in Oil 
and Gas, this magazine being the first. The magazine will 

have a weekly newspaper version that is meant on educating 
the mass market on the industry. 

As an option for Advertisements, The Upstream is coming up 
with a new concept that is yet to be tested in the local market. 
In partnership with an affiliated Marketing and Advertising 
Firm, the magazine features specialized advertisements 
that are not only designed to appeal to the intended target 
market but also priced reasonably. 

The magazine is visually appealing given that quality 
photographers with a unique eye ensure that each page 
fits the bill and can pass as an artistic pin-up in any reader’s 
world. 

The magazine is published quarterly.  
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Positioning Statement
The Upstream was developed to provide a platform 
through which the East African Community can 
explore the oil and gas industry. From news to pressing 
matters to innovative ideas and market information, 
The Upstream features all facets of the sectors in oil 
and gas factually.   The players in this industry find the 
magazine to be a must-have as it’s written by people 
in the industry for the people in the industry. They 
understand and appreciate it because they are their 
own readers.  For the very first time in East Africa, a 
magazine that acknowledges the unique characteristics 
that go to define a specific industry such as oil and gas 
and give it’s players a platform to explore them.

Competitive Advantage
The Upstream represents the publics interested in the 
oil and gas industry in East Africa- investors, owners, 
government, employees, suppliers and consumers. In 
the last decades, majority of publications and the larger 
media have focused on the day to day politics, focusing 
on the ‘selling headlines’ that are sometimes arguably 
misleading, non-conclusive and full of gimmicks to 
avoid the ‘tough subjects’ and unfortunately oil and gas 
has fallen into this bracket. This 60- pager is therefore 
designed to be a bold platform to tackle the real issues 
in this industry, the real, deeper way. Africa as a society 
has come quite far and we still have a long way to go as 
far as oil and gas is concerned and this will require us to 
tackle the matters of politics, leadership, environment, 
finance and economics, health, technology and the 
overall development of our oil and gas industry. 

 We believe that The Upstream has the capacity to 
agitate attention towards the key issues, become a 
great point of accessing information about oil and gas 
in East Africa for the public and agitate positive growth 
in the region.

Besides, it’s engaging, entertaining, informative, 
authoritative and meant to rouse the mind of the 
reader to think beyond his/her comfort zones. 
Any brand aspiring to reach over 70% of the East 
African population involved, interested affected by the 
oil and gas industry via an exciting, fresh and unique 
publication has a reputable partner in waiting. This is 
the first time in East Africa that ANY QUALITY Magazine 
has focused exclusively on a segmented mass market 
approach like this. 
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Editorial – The Editor will engage the reader in small 
real talk. A heart to heart welcoming gesture that 
summaries the magazine in 4-5 paragraphs.

Feedback Page – In its mission to be interactive, 
The Upstream will invite comments from readers on 
our various platforms from Social Media sites and 
emails. To keep us on the edge, The Upstream will 
be replying to each comment and publishing some of 
the questions and comments with responses in pages 
touching on the sections queried on.

Columnists – ‘Perspective’ is the section where our 
columnists will shed light on key matters pertaining 
oil and gas in East Africa. We have partnered with 
top leaders, journalists and players from all over East 
Africa to keep the content fresh, real and local. From 
real life ‘breakthrough’ stories to trending solutions 
there is nothing to fake about the East African oil and 
gas industry. This means that we can guarantee that 
our readers can relate and benefit from every page’s 
content. 

Women in Oil and Gas – women in oil and gas are 
growing in numbers every day. We appreciate that this 
is a cut-throat industry hence we are keen on featuring 
this women, so as to inspire others to come up.

Political Affairs – There’s no politics like African politics 
they say. But we are here to agitate a keener and more 
mature look into how politics are affecting the oil and 
gas industry. We are keen on leadership in Africa and 
agitating positive change in industrial politics for the 
good of the industry. 

Investing – the world now appreciates that Africa 
is indeed the future. The Upstream is therefore 
set to be a key guide in Investing in the oil and gas 
industry, be it infrastructure or technology by offering 
a comprehensive guide into different components of 
the same. 

Feature Stories – The Upstream features in–depth 
well researched feature stories with human-interest 
angles that will have a mind-boggling changing effect.

Business – Our Business Features will have escalating 
investment interest stories accompanied by verifiable 
figures and reports by reputable independent 
organizations or writers. This section will strive to 
empower our readers with financial knowledge that 
can help them shine from day to day basis.

CONTENT



10 11

TargET 
rEadErS aNd 
CirCulaTiON.

The Upstream has a niche in its target market as it 
focuses on the oil and gas industry in East Africa.  

Through The Upstream’s extensive research, we have 
estimated that about 80% of the entire population is 
keen on these matters and/ or is directly affected by 
the same. Taking into account the population living or 
working with these men and women, the circulation of 
the magazine cannot be underestimated to be less than 
3000. 

Thus the advertisers have a guarantee that their 
products will get maximum exposure to all these people. 

Furthermore, through The Upstream’s expert writers, the 
magazine will cater for the information needs of those 
interested in understanding these matters more deeply and 
contributing to them, something we highly encourage.  

The Upstream recognizes the need to provide the reader, 
the advertiser as well the circulation and distribution agents 
with unrivaled products and content because it matters that 
the magazine maintains the lead in terms of uniqueness and 
exclusivity in the market with regard to all variables notably, 
fresh and relevant stories and features, deep quality print 
and content that is enjoyed by not just our target market but 
by all walks of life also.



12 13

PrOMOTiON

The Upstream will employ tactics and marketing 
strategies that will ensure that the product gets 
maximum exposure and is positioned as a great concept 
magazine that it truly is.

It will engage readers in competitions and offer giveaways 
in an effort to ignite interest from this population.

The magazine will also introduce a campaign to promote 
active readership as opposed to passive readership. 

The Upstream will also have social media marketing 
campaigns that will be aimed at eliciting anxiety and 
interest among members of the public.

The Magazine will occasionally invite key public figures 
to act as guest writers an in turn help in putting the 
magazine’s name out there. Take your average thought 
leader for example, activists and ordinary-extra-ordinary 
individuals. 

diSTribuTiON 
STraTEgy

The Upsteam is an East African Magazine set to 
conquer the Kenyan market before its penetration 
to the rest of East African market.  The magazine will 
employ a mass market sales strategy as it’s considered 
more effective in reaching a population that’s almost 
80% of the entire country. 

Distribution of the Magazine outside Kenya for the first 
6 months is expected to contribute to 40% of the overall 
sales. To ensure this, The Upstream is introducing a 
newspaper version that will be mass market- oriented.  
Subscriptions are projected to be not less than 20%.

The magazine has also established contacts with 
leading shops, travel places and hotels to ensure that 
the magazine is displayed in these institutions, thereby 
providing access to specific target audiences and 
maximizing exposure to companies advertising in the 
Magazine.

STRATEGIC BRAND DEVELOPMENT AND DESIGN BY 
DIAMOND VISION. 
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MaTErial SPECiFiCaTiONS 
RATE CARD

DESCRIPTION AMOUNT

PAGE 2 (INSIDE COVER) 100,000

 PRIME PAGES 90,000

INSIDE BACK PAGE 100,000

BACK PAGE 150,000

SPECIFICATION BLEED SIZE

DOUBLE PAGE
(SPREAD)

Top 0.4 CM
Bottom 0.4 CM
Outside 0.4 CM

L x W
44 x 30 CM

HALF PAGE VERTICAL Top 0.4 CM
Bottom 0.4 CM
Outside 0.4 CM

L x W
22 x 15 CM

HALF PAGE HORIZONTAL Top 0.4 CM
Bottom 0.4 CM
Outside 0.4 CM

L x W
22 x 15 CM

QUARTER PAGE 
VERTICAL

Top 0.4 CM
Bottom 0.4 CM
Outside 0.4 CM

L x W
11 x 7.5 CM

QUARTER PAGE 
HORIZONTAL

Top 0.4 CM
Bottom 0.4 CM
Outside 0.4 CM

L x W
11 x 7.5 CM

TERMS & CONDITIONS:
1. All payments are made upfront following artwork submission/approval.
2. Cash once paid is not refundable.

MATERIAL SPECIFICATIONS:

PLEASE NOTE:
• The  above  sizes  are  to  be  observed  to  the  later  to  avoid  unproportional  scaling  of  artworks.
• The  artwork  should  be  submitted   in  CMYK  Colour  Mode, EPS, PSD, AI  or  PDF  formats
• High  Resolution  JPEG  Images  of  300PPI  or  more  are  acceptable.
• Fonts  are  to  be  “ outlined “ or  packaged  to  avoid  missing  fonts  issues.

AD

HALF PAGE ADVERT

VERTORIAL FEATURES (2 PAGES) 80,000

20,000

info@theupstream.co.ke
+254 726 939 062

Sizes Bleed  Trim  Type 
Double Page 285 x 430mm 275 x 420mm 255 x 380mm 
Full Page 285 x 220mm 275 x 210mm 255 x 190mm 
Half-page 
Vertical 

285 x 115mm 275 x 105mm 255 x 95mm 

Half Page 
horizontal  

147 x 220mm  137 x 210mm 117 x 190mm 

Third page 
vertical 

285 x 80mm 275 x 70mm 255 x 50mm 

Third page 
horizontal  

102 x 220mm 92 x 210mm 72 x 190mm 

Full page inside 
covers (IFC, IBC, 
OBC) 

285 x 220mm 275 x 210mm 255 x 180mm 

 

ADVERTISING SPECIFICATIONS 
Advertorial material should be delivered according to the specified sizes of this magazine. 
Advertisements must be sent as an Open File and high-Resolution (300dpi). 
Material should be in the following applications: 
• Adobe Photoshop EPS 
• Adobe Illustrator EPS 
• Create outlines on fonts or alternatively save 
Fonts separately for advertisements created in Adobe Illustrator and Adobe In-Design 
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CONTaCT  uS

info@theupstream.co.ke
+254 726  939  062


