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Trade journal
Title portrait 1

1  Title:  BANKMAGAZIN

2 Brief description:  BANKMAGAZIN is the banking sector‘s leading inde-
pendent specialist magazine for the German-speaking 
region. The editorial news coverage is comprehensive 
and focuses on the most essential aspects of the sector. 
BANKMAGAZIN offers substantial coverage, has a high 
circulation and a large subscriber base. Topics include: 
distribution, financial market and products, IT, commu-
nications, organisation, and job and career. The 
magazine also informs subscribers about investment 
consulting, sales training for financial and insurance 
products as well as IT solutions via Bank-IT. Top 
executives and decision-makers read BANKMAGAZIN.

3  Target group:  Directors, branch office heads, senior and middle 
managers with heads of marketing/communications, 
IT/organisation, controlling/risk management, human 
resources, credit, as well as heads of sales with 
consultants for corporate/private clients and invest-
ment consultants  

4 Frequency: monthly

5  Magazine size: 210 mm x 279 mm

6 Year of publication: 61st volume 2012

7 Subscription price:  Yearly subscription 
Germany €  160  (incl. V.A.T. plus p&p)
Foreign countries €  184  (incl. V.A.T. plus p&p)
Single issue  €  13  (incl. V.A.T. plus p&p)

8 Official journal of:  –

9  Membership: –

10 Publishing company: Springer Gabler
  Springer Fachmedien Wiesbaden GmbH
  Abraham-Lincoln-Str. 46, 65189 Wiesbaden, Germany
  phone +49 (0)611 / 78 78 – 0
  www.springerfachmedien-wiesbaden.de

11 Publisher:  –

12 Advertising:  Tanja Pfisterer (Assistant Head of Global Advertising/
Head of Key Account Management)
Britta Dolch (Head of Sales Management)

   Stephan Weber (Sales Management)
phone +49 (0)611 / 78 78 – 143
stephan.weber@best-ad-media.de

   Sabine Sommer (Media Sales)
phone +49 (0)611 / 78 78 – 152
sabine.sommer@best-ad-media.de

13 Editor:  Stefanie Kraus (v.i.S.d.P.)
phone +49 (0)611 / 78 78 – 213 · fax – 435
stefanie.kraus@springer.com

14 Scope analysis 2010 = 12 issues

 Total volume 836 pages  = 100.0%

 Editional part 683 pages  =  81.7%
 Advertisement part 153 pages  =  18.3%
 Supplements 5 items

15 Content analysis of the editorial part   683 pages  =  100.0%

 News, sectoral trends, studies 48 pages = 7.0%
 IT + organisation, security, technology 112 pages = 16.4%
 Finance, banking produkts, investment 84 pages = 12.3%
 Strategy + management, education, 
 carreer, staff 250 pages = 36.6%
 customers + sales, marketing 111 pages = 16.3%
 Politics + law, editorial, other 78 pages = 11.4%
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Issue, Month,
(AD)*, (CD)*, (PD)*

Fairs, Events, Congresses Themenschwerpunkte im Hauptheft *Special topics in the issue/ 
Extra issues  **IT-Solutions

1 January
AD   06.12.2011
CD  12.12.2011
PD   30.12.2011

FONDS professional Kongress, 
Mannheim, Germany (25-26.01.)

Risk management
Trends in the bank branch
Self-service banking
Further training: new programs

Complete Bank Controlling: Suitable for provi-
ders of consulting, BaselIII/IFRS/BilMoG, investment 
and liquidity management, providers of IT solutions 
for process optimisation

2 February
AD   02.01.2012
CD  09.01.2012
PD   27.01.2012

13. Wiesbadener Strategietage, 
Wiesbaden, Germany, (06-07.02.)
Call Center World, Berlin, Germany 
(27.02.-01.03.)

Target groups / CRM / Geomarketing
Mobile sales
Outsourcing (service providers for banks)
Employee recruiting

Call Centre/Contact Centre: Suitable for providers 
of call centre services, ITK solutions for customer 
acquisition and service

3 March
AD   01.02.2012
CD  07.02.2012
PD   27.02.2012

CeBiT, Hanover, Germany (06-10.03.)
Invest, Stuttgart, Germany (27-29.04.)

IT and software trends  
Biometrics
Website optimisation
Online marketing

Cloud Computing: suitable for providers of 
solutions for cost reduction and flexibilisation of 
IT and advertisers in the field of mobile services.

4 April
AD   01.03.2012
CD  07.03.2012
PD   27.03.2012

Pool & Finance, Darmstadt, Germany 
(26.04.)

Retail market including financial products /
Investment funds
Sales controlling
Payment transactions / Transaction Banking
Customer incentives

Claim Management: Suitable for providers of 
credit checks, debt collection, rating/scoring, 
factoring

5 May
AD   30.03.2012
CD  05.04.2012
PD    27.04.2012

LVFM-Leipziger Versicherungs-und 
Fondsmesse, Germany (09.05.)
PAYMENT Kongress, Frankfurt/Main, 
Germany (May)

Investment consulting including software / Service providers
Custody & Execution
Regional stock exchanges
Further training in investment consulting

Sales Software: Suitable for providers in the fields 
of consulting, customer acquisition, marketing, 
software

6 June
AD   30.04.2012
CD  07.05.2012
PD   29.05.2012

Consumer credit including credit insurance
Credit servicing
Credit risk management 
Claim management
Further training in the credit sector

Mortgage Lending: Suitable for providers of 
services, software solutions, credit checks, 
real estate valuation, financial support and for 
insurers and building societies

7 July
AD   30.05.2012
CD  06.06.2012
PD   27.06.2012

Trends in the bank branch
Self-service banking
Card business
Multichannel banking
Further training for bank strategists

Credit Software: Suitable for providers of sales 
channels, online banking and sales, credit business, 
sales financing, controlling, software solutions, 
services 

Trade journal
Schedule and topics T
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Regular sections: Strategy + Management | Finances + Products | IT + Organisation | Education + Career | Job Market | Lifestyle  

*AD = Advertising deadline | CD = Copy deadline | PD = Publication date

*) The special topics may be published as a special supplement as required; integrated into the main issue as an issue within an issue; or as an Extra Issue.

This overview of the subjects scheduled for 2012 is intended for your planning. We reserve the right to make changes if necessary. 
For further information, please call +49 (0)611 / 78 78 – 143 and – 152

Issue, Month,
(AD)*, (CD)*, (PD)*

Fairs, Events, Congresses Themenschwerpunkte im Hauptheft *Special topics in the issue/ 
Extra issues  **IT-Solutions

8 August
AD   02.07.2012
CD  09.07.2012
PD  27.07.2012

Private banking and wealth management
Financial planning
Investment funds
Closed funds
Temporary work and employee leasing

Core Bank Software: Suitable for providers and 
suppliers of strategies and solutions for business 
process optimisation

9 September
AD  31.07.2012
CD  07.08.2012
PD   28.08.2012

security essen, Essen, Germany 
(25-28.09.)
IT & Business/DMS EXPO, Stuttgart, 
Germany (20.09.)
Banken im Umbruch (Sept.)

Cloud computing
Business process management /
Data management optimisation 
Business intelligence
Interim management

IT Security: Security trends from the Messe Essen 
fair, especially for banks

IT & Business: Trends from the DMS/CRM fair, 
suitable for providers of software and IT solutions for 
marketing, sales, social media

10 October
AD  31.08.2012
CD   07.09.2012
PD   27.09.2012

EXPO REAL, Munich, Germany (Oct.)
CRM-expo, Nuremberg, Germany 
(Oct.)
DKM, Dortmund, Germany ( 23-25.10.)

Old age provision consulting and products
Real estate mediating / sales
E-learning
Further training for bankers in the real estate segment

Real Estate: Trends from Real Expo
Suitable for providers in the real estate sector: 
consulting, mediation, administration, financing, 
capital investment

11 November
AD   02.10.2012
CD  09.10.2012
PD   29.10.2012

15th Euro Finance Week, 
Frankfurt/Main, Germany (Nov.)
FI Forum, Frankfurt/Main, Germany 
(Nov.)

Corporate customer business
Bond trading
Balance sheet analysis tools
Claim management

Outsourcing: Suitable for providers of services, 
software, IT solutions, credit, securities, payment 
transactions, back office, call centre

12 December
AD   27.11.2012
CD   04.12.2012
PD   27.12.2012

Regulation
Product information leaflets
Marketing / Direct marketing / Finance 2.0
Insurance sales and products
Further training in the insurance sector

Risik Management: Suitable for providers in the 
sectors of compliance, money laundering 
prevention, fraud detection, biometrics, Basel III

1 January 2013
AD    06.12.2012
CD  12.12.2012
PD   31.12.2012

FONDS professional Kongress, 
Mannheim, Germany (Jan.)

Customer management/Niche target groups / CRM
Payment transactions / SEPA
Online banking
Alternative and sustainable investments 
Further training: new programs

IT Outlook 2013: Hardware and software trends

Banking Guide 2012: (Handbook/eBook for 
decision-makers in the financial sector)
Service providers introduce themselves.
PD: 30.12.2011
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PTrade journal
Advertising rate card no. 42, valid from 01.10.2011

1 Advertisement formats and prices (Prices in Euro)

Format Type area formats 
width x height in mm

Format for bleed ads 
width x height in mm**

Basic price b/w 2 colours* 3 colours* 4 colours* 

2/1 page 388 x 240 420 x 279 7,330 8,550 9,770 10,990

1/1 page 175 x 240 210 x 279 3,800 4,410 5,020 5,630

3/4 page 175 x 178 210 x 189 2,850 3,460 4,070 4,680

2/3 page upright

horizontal

115 x 240 

175 x 156

131 x 279 

210 x 177

2,540 3,150 3,760 4,370

Juniorpage 115 x 178 131 x 198 2,290 2,900 3,510 4,120

1/2 page upright

horizontal

85 x 240

175 x 117

101 x 279

210 x 137

1,900 2,510 3,120 3,730

1/3 page upright

horizontal

block

55 x 240

175 x 76

115 x 117

63 x 279

210 x 86

131 x 137

1,270 1,880 2,490 3,100

1/4 page upright

horizontal

block

40 x 240

175 x 56

85 x 117

46 x 279

210 x 63

101 x 137

950 1,560 2,170 2,780

1/6 page upright 55 x 117 – 650 1,100 1,550 2,000

1/8 page upright

block

55 x 86

85 x 56

–

–

475 875 1,275 1,675

Advertorial: 1/1 page, 4 colours, € 5,630. Company/Product presentation within the context of special topics. Presentation in magazine layout. Discounts are granted 
based on quantity. Further informations on request. 
Business listing: 1/6 page, horizontal b&w / 4 colours, € 590. Brief profile including contact information and logo (The entry can be booked for 6 or 12 issues)

* ISO scale   ** plus 3 mm bleed difference on all sides 
Further formats on request.

Actual distributed circulation: 11,218 copies
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PTrade journal
Advertising rate card no. 42, valid from 01.10.2011

2 Additional fees:

 Placement:  Cover page 4c €  1,410 
4th cover page 4c €  1,130 
2nd, 3rd cover page 4c €  850 
Binding placement requests  €  510

 Colour:   Fee for special colours: fee for 
each additional colour, price  on request

 Format:  Ads over the binding:  10% of the b/w price 
Island position ads:  60% of the b/w price 
Satellite position ads:  10% of the b/w price 
Ads running into the bleed:  10% of the b/w price

3 Discounts:  applicable for orders placed within the advertising year 

   Quantity Scale  Length Scale 
For 3 ads 3% 3 pages 5% 
For 6 ads 5% 6 pages 10% 
For 9 ads 10% 9 pages 15% 
For 12 ads 15% 12 pages 20%

   Only one discount scale may be applied. 
Discounts apply to all additional fees: colour, placement 
and bleed fees. Discounts do not apply to special costs 
or additional technical costs.

4 Columns: Job Advertisements / Business Connections   Page 6

5 Special advertising  Loose / Fixed Inserts: 
 forms:   2-page €  4,350 

4-page €  5,605 
6-page €  6,995 
8-page €  8,385 
Partial occupation (addition to price) €  400 
These prices apply for paper weights up to 170 g. 
Delivered untrimmed, trimming on request.  
Discounts are based on the Length Scale:  
(1 sheet = 1/1 page) 
 

    Enclosures: (no discounts available) 
Loose, maximum size 203 mm x 272 mm 
Up to 25 g per thousand €  340 
Up to 30 g per thousand €  350 
Number of enclosures  on request 
Prices for heavier enclosures  on request 
Partial occupation (addition to price) €  400

   Fixed enclosures: (no discounts available) 
Per thousand up to 25 g, incl. gluing costs, 
applicable only with purchase of a 1/1 page ad 
for postcards  €  250 
for CD, booklets  €  290 
Number of supplements  on request 
Larger and heavier formats  on request 
(also applies for product samples)

6  Contact:  Stephan Weber (Sales Management) 
phone +49 (0)611 / 78 78 – 143 
stephan.weber@best-ad-media.de

   Sabine Sommer (Media Sales) 
phone +49 (0)611 / 78 78 – 152 
sabine.sommer@best-ad-media.de

7  Payment conditions:  2% discount for payment prior to publication; 15% 
agency commission, agency status must be verified 
with the commissioning at the latest and in the form of 
an excerpt from the German Trade Register (Handels-
register); valid for Germany: additional VAT applies to 
all prices listed; payment due: upon receipt of invoice.

 Banking information:  Springer Fachmedien Wiesbaden GmbH 
Deutsche Bank Berlin  
Bank Nr. (BLZ): 100 700 00 | Account Nr.: 069700300  
Swift/BIC: DEUTDEBB  
IBAN: DE09 1007 0000 0069 7003 00

  You can find our general terms and conditions at  
www.best-ad-media.de/gtc
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Format Type area formats
width x height in mm

Format for bleed ads
width x height in mm**

Basic price b/w 2 colours* 3 colours* 4 colours*

1/1 page 175 x 240 210 x 279 2,770 3,320 3,880 4,430

2/3 page upright 115 x 240 131 x 279 1,960 2,352 2,744 3,136

1/2 page upright

horizontal

85 x 240

175 x 117

101 x 279

210 x 137

1,390 1,670 1,950 2,220

1/3 page upright

horizontal

block

55 x 240

175 x 76

115 x 117

63 x 279

210 x 86

131 x 137

990 1,190 1,390 1,580

1/4 page upright

horizontal

block

40 x 240

175 x 56

85 x 117

46 x 279

210 x 63

101 x 137

765 918 1,071 1,224

1/8 page upright

block

55 x 86

85 x 56

–

–

455 546 637 728

Classified ads available on request.

* ISO scale   ** plus 3 mm bleed difference on all sides
Applicable for Germany only – the current V.A.T. rate has to be added to all prices. You‘ll find our general terms and conditions at www.best-ad-media.de/gtc

Advertisement formats and prices (Prices in Euro)

Job Advertisements / Business Connections 
Supplement to advertising rate card no. 42, valid from 01.10.2011

Extra charges  
for colours:  per special colour on request

Rate for box numbers: Euro 12 (Germany)
  Euro 16 (foreign countries)

Contact:  Stephan Weber (Sales Management) 
phone +49 (0)611 / 78 78 – 143 
stephan.weber@best-ad-media.de 
 
Sabine Sommer (Media Sales) 
phone +49 (0)611 / 78 78 – 152 
sabine.sommer@best-ad-media.de
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1 Journal format: 210 mm wide x 279 mm long

 Print space:  175 mm wide x 240 mm long

2  Printing and 
binding methods:  Offset, adhesive binding

3 File transfer: FTP:  
  Access information on request

   E-Mail:  
monika.dannenberger@best-ad-media.de

   Maximum file size: 10 MB! 
Please use Winzip (.zip) to compress your file.  
The name of the zip file should start with the journal 
name, followed by the issue and customer name.

4  File formats:  Please submit the print-ready  
PDF X3 files in the size of the ad format. 
Ads running into the bleed must be positioned  
with a 3 mm bleed on the page(s) in question.

5 Colours:  Special colours must be defined using their HKS  
or Pantone specifications. 
The maximum colour coating should not exceed 300%. 
Offset profile = Iso Coated V2 300

6 Proofs:  Since we use Process Standard Offset (PSO) printing,  
we don’t need proofs.

7 File archiving:  Since files are archived for 1 year, repeat printings of 
the unchanged files are possible as a rule. However, we 
do not offer a guarantee as to file availability.

8 Liability:  The commissioning party assumes responsibility  
for the timely submission of the advertising text and 
suitable, error-free printing materials and/or inserts. 
Should clearly unsuitable or damaged materials be  
submitted, the publisher will demand their immediate 
replacement. Should no suitable materials be submit-
ted, the publisher will print the advertisement in the 
quality the submitted materials allow. 

9 Contact:  Monika Dannenberger, Advertising & Layout  
phone  +49 (0)611 / 78 78 – 148 
fax +49 (0)611 / 78 78 – 443 
monika.dannenberger@best-ad-media.de

Trade journal
Formats and Technical Information F
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2Trade journal
Circulation and Distribution Analysis

1 Circulation  
 monitoring: 

2 Circulation analysis:  average number of copies per issue in one year 
(July 1 2010 – June 30 2011)

 

Print run: 12,497

Actual distributed circulation 
(ADC):

11,218 of which, abroad: 471

Copies sold: 4,805 of which, abroad: 248
Subscription copies: 4,704 Member copies: 1,839
Individual sales: 7

Other sales: 94

Voucher copies*): 6,413

Reminder, archive and record 
copies:

1,279

 *)  Non-qualified, controlled circulation to other managers, IT managers and 
investment advisors as well as at trade fairs, congresses and seminars.

3 Geographical distribution analysis:

 

Economic area

Percentage of  
actual circulation

% copies

Germany 95.8 10,747

Foreign countries 4.2 471

Actual distributed circulation (ADC) 100.0 11,218

3.1  Coverage in Germany structured according to postcode areas:  
Current coverage upon request



Contact:

Tanja Pfisterer
Head of Key Account Management
phone +49 (0)611 / 78 78 – 146
mobil +49 (0)151 / 140 700 93
tanja.pfisterer@best-ad-media.de

Rouwen Bastian
Key Account Management
phone +49 (0)611 / 78 78 – 399
mobil +49 (0)173 / 291 55 35
rouwen.bastian@best-ad-media.de

Ursula Saalfeld
Key Account Management
phone +49 (0)611 / 78 78 – 157
mobil +49 (0)151 / 426 010 85
ursula.saalfeld@best-ad-media.de

Sabine Schüler
Key Account Management
phone +49 (0)611 / 78 78 – 178
mobil +49 (0)160 / 963 822 84
sabine.schueler@best-ad-media.de

Comprehensive solutions tailored to 
your individual goals.
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Website
Portrait 1

1 Web adress (URL): www.bankmagazin.de

2 Brief description:  bankmagazin.de offers topical reports and important 
information from the industry on a daily basis. The 
service section also contains an extensive archive with 
valuable publications, the legal database, the bank lexi-
con, studies, tariff comparisons, links, deadlines, share 
trends, book suggestions, a jobs market, forums, special 
topics, raffles, and valuable and informative links to 
business partners.

3 Target group:  Directors, branch office heads, senior and middle 
managers with heads of marketing/communications, 
IT/organisation, controlling/risk management, human 
resources, credit, as well as heads of sales with consul-
tants for corporate/private clients and investment con-
sultants

4 Publishing company:  Springer Gabler
  Springer Fachmedien Wiesbaden GmbH

  Contact editor:  Stefanie Kraus (v.i.S.d.P.)
phone +49 (0)611 / 78 78 – 213
stefanie.kraus@springer.com

 Contact advertising:  Stephan Weber (Sales Management)
phone +49 (0)611 / 78 78 – 143
stephan.weber@best-ad-media.de

   Sabine Sommer (Media Sales)
phone +49 (0)611 / 78 78 – 152
sabine.sommer@best-ad-media.de

   Carolin Habermann (Sales Management Online)
phone +49 (0)611 / 78 78 – 211
carolin.habermann@best-ad-media.de

5 Usage data:  page 12
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Website
Prices/Advertising Formats P

1 Advertisement formats and prices (Prices in Euro)

Web Pixel Format CPM kB

Superbanner (Big Size) 728 x 90 75 max. 45 

Skyscraper 120 x 600 75 max. 45

Wide Skyscraper 160 x 600 or 200 x 600 75 max. 45

Medium Rectangle Site Rotation 300 x 250 75 max. 45

Medium Rectangle Fixed 1st Position 300 x 250 85 max. 45

Expandable Rectangle Small  from 300 x 250 to 630 x 250 100 max. 45

Expandable Rectangle Large  from 300 x 250 to 630 x 350 125 max. 45

Video Rectangle (Polite Streaming) 300 x 250 75 max. 45

Wallpaper (Superbanner + Skyscraper)  728 x 90 +
 120 x 600

150 each max. 45

Layer Ad + Rectangle Reminder (Tandem Ad) on request 150 max. 45

Half Page 300 x 600 150 max. 45

Expandable Half Page from 300 x 600 to 630 x 600 on request max. 45

Text and Logo (GIF) 300 x 115 55 max. 45

For details on special ad formats, please visit www.best-ad-media.de/special-ads

2  Discounts:   On request (conditions agreed on for print media do 
not apply for online media)

3 Payment conditions:  2% discount for payment prior to publication; 15% 
agency commission, agency status must be verified 
with the commissioning at the latest and in the form of 
an excerpt from the German Trade Register (Handels-
register); valid for Germany: additional VAT applies to all 
prices listed; payment due: upon receipt of invoice.

 Banking information:   Springer Fachmedien Wiesbaden GmbH
Deutsche Bank Berlin 
Bank Nr. (BLZ): 100 700 00 | Account Nr.: 069700300 
Swift/BIC: DEUTDEBB 
IBAN: DE09 1007 0000 0069 7003 00

  You can find our general terms and conditions at 
www.best-ad-media.de/gtc

 You can find our specifications for online advertising on page 21.13.
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Website
Usage Data N

Ads on bankmagazin.de activate users. 

80% of our users reported acquiring further information at a provider’s homepage 
because of information on products or providers they saw on bankmagazin.de

Our users are predominantly male.

74% male, 26% female

bankmagazin.de users are well educated.

75% have degrees from a traditional university or university of applied sciences; 
some even have their doctorates. 

bankmagazin.de successfully reaches decision-makers.

90% of our users either make investment decisions directly or fulfil an advisory 
function in investment planning at their companies. 

60% hold leadership positions at their companies. 

Source: 2011 Online User Survey, n=280, conducted by Best Ad Media + eResult

Results of the 2011 bankmagazin.de User Survey

bankmagazin.de offers an attractive advertising environment.

Portal characteristics (very good/good)

1  Access control:  –

2 Usage data:  Visits: 
9,500 per month (Ø July 2010 – June 2011)

   Page Impressions: 
24,100 per month (Ø July 2010 – June 2011)

   For the latest usage data, visit: 
www.best-ad-media.de/details-bankmagazin-online

88%

82%

81%

Topicality

Value of information

Practical relevance
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1 Data formats:  Flash, GIF, HTML, JPEG
Redirects possible

   If Flash files are submitted, an alternative GIF version 
should always also be sent as a fallback image.

   Size: max. 45 kB per advertisement. The maximum
allowable file size is based on the file size of the 
respective file(s).

   Best Ad Media reserves the right to reject files that 
would be especially straining for CPUs; a utilisation level 
of 40% may not be exceeded (for standard PCs).

   Sound can be include in advertisements, provided the 
following conditions are met:
-  At the start of the advertisement, the sound must be 

turned off. Only a specific action on the part of the 
user (click) should activate the sound.

  -  There should be a clearly visible button to turn off the 
sound.

  -  When the ad (e.g. its layer) is closed, the sound must 
automatically end.

   Information on Flash, expandable advertisements, 
HTML, and the use of redirects: 
www.best-ad-media.de/data-delivery

2 Delivery address: banner@best-ad-media.de

3 Delivery deadline:  Up to 2 business days prior to activation
Target link:
Please be sure to include the target link for each ad.

4 Newsletter If newsletter-format ads are submitted, please note 
 advertisements:  that animations cannot be displayed.

5  Contact:  Nicole Brzank
Advertising & Layout 
phone +49 (0)611 / 78 78 – 616
banner@best-ad-media.de

Website
Formats and Technical Information F
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Newsletter
Portrait 1

1 Name:  Newsletter BANKMAGAZIN, 
newsletter@bankmagazin.de

2 Brief description:  Readers of BANKMAGAZIN receive the latest news and 
essential information on the banking sector. Columns 
including Announcements, Big Issues, Hot Topics and 
Important Dates create a clear structure.

3 Target group:  Directors, branch office heads, senior and middle 
managers with heads of marketing/communications, 
IT/organisation, controlling/risk management, human 
resources, credit, as well as heads of sales with consul-
tants for corporate/private clients and investment 
consultants

4 Frequency:   every thursday

5 Publishing company:  Springer Fachmedien Wiesbaden GmbH
  Gabler Verlag

  Contact editor:  Stefanie Kraus (v.i.S.d.P.)

phone +49 (0)611 / 78 78 – 213
stefanie.kraus@springer.com

 Contact advertising:  Stephan Weber (Sales Management)
phone +49 (0)611 / 78 78 – 143
stephan.weber@best-ad-media.de

   Sabine Sommer (Mediaberatung)
tel +49 (0)611 / 78 78 – 152
sabine.sommer@best-ad-media.de

   Carolin Habermann (Sales Management Online)
phone +49 (0)611 / 78 78 – 211
carolin.habermann@best-ad-media.de

6 Usage data:   Current number of recipients on request and at 
www.best-ad-media.de/details-bankmagazin-online
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Newsletter
Prices/Advertising Formats P

1 Advertisement formats and prices (Prices in Euro)

Newsletter Pixel Format CPM kB

Advertorial/Textad + Logo/Picture (GIF or JPEG)*) Pic 140 x 100, Text 300 characters **) 55 max. 45

Advertorial/Textad + Logo/Picture (GIF or JPEG)*) Pic 140 x 100, Text 650 characters **) 75 max. 45

Fullsize Banner (GIF or JPEG)*) 468 x 60 75 max. 45

Rectangle (GIF or JPEG)*) 300 x 250 75 max. 45

2  Discounts:   Conditions agreed for print media will not 
be applied for online media, on request

3 Payment conditions:  2% discount for payment prior to publication; 
15% agency commission, agency status must be verified 
with the commissioning at the latest and in the form of 
an excerpt from the German Trade Register (Handels-
register); valid for Germany: additional VAT applies to all 
prices listed; payment due: upon receipt of invoice.

 Banking information:   Springer Fachmedien Wiesbaden GmbH
Deutsche Bank Berlin 
Bank Nr. (BLZ): 100 700 00 | Account Nr.: 069700300 
Swift/BIC: DEUTDEBB 
IBAN: DE09 1007 0000 0069 7003 00

  You can find our general terms and conditions at www.best-ad-media.de/gtc

  You can find our specifications for online advertising at 
www.best-ad-media.de/data-delivery

*) not animated files; **) incl. spaces
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