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For more than a decade, ZEIT has grown against the market trend
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In 2020, paywall, e-mail and social marketing
dominate subscriber acquisition

January – July 2020

E-Mail
47%

Social
22%

Other
31%

E-Mail
18%

(Paywall)
60%

Social
7%

Other
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Print subscriptions
by channel of acquisition

Digital subscriptions
by channel of acquisition



Growth driver:
Promote unique offers
through e-mail marketing



Growth driver:
Create interaction with
surveys on social media



Growth driver:
Put unique content
behind a hybrid paywall
to generate subscriptions
or registrations.

Registration wall 
generates less
subscriptions,
but far more „leads“



Growth driver:
Give new subscribers
a warm welcome

+1 % higher conversion
into full subscription

Onboarding e-mails



Growth driver:
Use data to optimize
marketing efficiency



Growth driver:
Keep pricing
simple



Thank you! 
nils.vonderkall@zeit.de


