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Co-op A
dvertising

The Voice of Many, the Power of One

Co-op advertising has been the foundation of GWA for decades. 
Many of us at GWA come from rural hometowns across America, 
growing up with the local grocer, appliance dealer, and hardware 
store.  We believe in the American dream and the foundation of 
hard work and entrepreneurial vigor that has driven this nation 
to what it is today. By helping independent retailers find their 
voice in an ever-crowded consumer marketplace we do our part 
in keeping that dream alive. When you are alone in the market, 
it is often too difficult to be heard, but when you stand together, 
it is impossible to be missed. At GWA, we focus our energy on 
combining independent voices in a way that brands each member, 
creates substantial media value, and makes a difference in our 
clients’ bottom line no matter their size, or situation. Some of the 
companies we have and continue to fight for include:
	 Ariens®/Gravely®

	 Bombardier Sea-Doo®, Ski-Doo®

	 Bosch®  
	 Cub Cadet®

	 Honda Power Equipment®

	 John Deere® & Co.

Some of the benefits our dealer networks enjoy from our turn-key 
programs are:
	 Reduced media rates in local and national markets
	 Online promotional and sales assistance
	 Custom creative services
	 Full-service verification

	 Kubota® Tractor Corp.	
	 STIHL®

	 Siemens®

	 Thermador®

	 Trane®

	 Yamaha®

CASE STUDY
Client: John Deere® & Co.
Location: Moline, IL
Situation: Organizing independent 
retailers across America

When GWA first met with John Deere® & Co., Deere was looking for a way 
to better utilize their vast dealer base to increase market share. In response, 
GWA and Deere created a co-operative advertising program, sharing 
advertising costs amongst dealers, and unifying those dealers across 
America.

The idea faced initial resistance, as many dealers viewed each other as 
competition and proved unwilling to support programs focused on mutual 
exposure. This notion changed as GWA and Deere met with dealers and 
convinced them that the cooperative exposure of bigger, brighter and 
more frequent ads would allow them to gain increased market share and 
distinction from competitors.  This led to the formation of one of the first truly 
successful dealer networks in America and helped Deere reach new heights 
within the industry. GWA then intensified a world famous slogan, “Nothing 
runs like a Deere,” and reinforced the ideas of community, quality, and 
heritage in the forefront of Deere’s brand image. Deere is now an industry 
leader and an American icon, making its way into pop culture and the 
hearts and minds of people across the globe.

Today, GWA works with a variety of world-renowned, quality brands 
committed to building a unique opportunity for their retail dealer base. 
These manufacturers have developed unprecedented co-op programs to 
enable their retailers to grow collectively for many years to come.
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Building the Arsenal

The task of media buying and negotiating can be one of the most 
challenging and dreaded aspects of any business owner’s day. Media 
have always adhered to strict cost structures, which are prohibitive 
to most companies’ needs. Today, with so many choices, the task of 
planning, selecting, negotiating, purchasing, and ultimately benefiting 
from one’s media purchase is rarely cost effective. Over the years, 
GWA and Global Media Works, our media planning and buying 
division, have assisted countless clients of all sizes with this challenge 
by finding ways to maximize each media dollar invested. Our 
philosophy is simple, it’s not the cost that matters, but the return on 
investment experienced by our clients.

Global Media Works has established partnerships with over 7,500 
unique media properties: 
	 Newspaper
	 Magazine
	 Radio
	 Network and Cable TV
	 Direct Mail
		  Flyers
		  Inserts
		  Promotional 

M
edia Buying &

 N
egotiation

	 Outdoor
		  Billboard
		  Mobile
	 Online Advertising			 
		  Banner/Strips
		  SEM
		  Email blast
	 Special Event/Sponsorships

“Experience is 
the teacher of 
all things.”

            Julius Caesar
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Who We Fight For

GWA and its family of companies have served some of the world’s leading 
brands over the years, and had the opportunity to make an impact in the lives 
of those they reach. 

Past and current clients include:
Air Jamaica®

Ariens® / Gravely®

Beretta® 
Big Mountain Chevrolet
Blaise Alexander Auto Group
Bolongo Resorts®

Bombardier Sea-Doo® / Ski-Doo®

Bosch®

Cable Services
Caesars Resorts®

Champion® Windows
China Tourism Bureau®

Cub Cadet®

Dalco Electronics®

Evinrude  Johnson
Excel Motorsports
Fling Vacations
Honda Power Equipment®

Husqvarna 
Jersey Shore State Bank
John Deere® and Co.
Kubota® Tractor Co.

O
ur Clients

Linda A. Gary Real Estate
Micro Marketing International  
Mitsubishi Electronics
M.S. Rau Antiques
Overtons
Palm Beach Show Group
PC Connection
Pella Windows®

Pennsylvania House® Furniture
Robert M. Sides Family Music Centers
Shop-Vac®

Siemens®

STIHL®

Stygian Publishing
Thermador®

Toro®

Trane® 
Wells Fargo
XFL
Yamaha®

Yuroz
Zodiac  

CASE STUDY
Company: STIHL® Inc.
Location: Virginia Beach, VA
Situation: Creating a unified front

In 2005, GWA embraced the opportunity to work with STIHL® Inc., a privately 
owned company that manufactures and distributes the number one selling 
brand of chain saws worldwide, as well as other premium power equipment 
products to thousands of independent STIHL dealers across America. 

When GWA met STIHL, they wanted to keep their products out of the “big box,” 
unite their dealer base, and increase their brand visibility. GWA answered the 
call by blanketing the dealer footprint with media that asked: “Why is America’s 
number one selling brand of chain saw not sold at Lowe’s or The Home Depot?” 
This message resonated with consumers and began driving traffic steadily 
to local dealers who witnessed customers entering their stores, ad in hand, 
requesting STIHL products. Shortly thereafter, GWA helped STIHL introduce the 
“Marketing Advantage Dealer Advertising Program.”  The combined strength 
of dealer, distributor, and corporate advertising dollars, in addition to GWA’s 
media expertise, catapulted the STIHL brand to even greater heights. 

Today, through the cooperative efforts of GWA and STIHL Inc., their products 
are only sold through independent dealers, with over 3,100 united. 
Their message is clear and their brand remains as one of the strongest in the 
industry worldwide.
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Design and Conquer

Getting the right message to customers is vital to your 
business’s success. While our media division ensures your 
message is seen, our creative services team guarantees 
that message is strong, powerful, and concise, all while 
supporting brand strategy.  The creative services team boasts 
amazingly talented writers, artists and designers, whose 
professional experience crosses the gamut of print ads, 
billboards, postcards, catalogues and everything in between.  
With stunning photography, cutting-edge graphics, and smart, 
crisp text, our design staff will make sure your message is 
seen through the media clutter.

Creative

“Design is not just 
what it looks like 
and feels like.  
Design is how it 
works.”

              Steve Jobs



Digital Roots

GWA’s web division, Digital Roots Design, creates innovative solutions to effectively communicate your 
marketing message to your customer base. Our understanding of your business model and target market 
allows us to create websites that are a strong component of your marketing efforts. Our designers use state-
of-the-art software and web development tools to provide a full range of services from simple logo designs 
to complete website makeovers, including monthly service and maintenance. Our services include:
	 Web Site Design
	 Web Applications
	 SEM
	 SEO
	 Banner Advertising
	 Flash Applications & Rich Media

	 Traffic Analysis
	 E-mail Marketing
	 Marketing Strategy & Consultation
	 Media Plans & Negotiation
	 Logos & Corporate Identity

Verification

Verico is responsible for the verification, tracking, processing, and accounting of thousands of media on a daily 
basis.  It is the “watchdog” that provides proof and assurance to our clients that the correct ad ran under the 
criteria expected.  Verico is vital to the advertising process as it guarantees our work was completed so we can 
accurately bill our clients and track our media partners, and the success of our campaigns. In short, we 
are proud to offer this proven and successful tracking system to clients and media alike.

Be daring, be different, be 
impractical, be anything 
that will assert integrity of 
purpose and imaginative 
vision against the play-it-
safers, the creatures of the 
commonplace, the slaves 
of the ordinary. 

                         Cecil Beaton



356 Laurens Road
Montoursville, PA 17754
P 570|433|3366
F 866|294|5765
questions@gwa-inc.com
www.gwa-inc.com

ideas at work


