
6 Years later: 
The Advantages to be the First 

to start Paid Content



Where we stand.



7,83m
Weekly Readers

26,61
Monthly Unique Users

>8m
Installs

9,42m
Daily Readers

DigitalPrint

Total Reach:
Source: Print - ma 2019 Presse II; Digital –AGOF daily digital facts; Basis: 16+ Jahre, Einzelmonat Januar 2019; Gesamtreichweite - best for planning 2018-IV, BILD (Marke pro Monat); 

** Source: facebook.de (Date: Sept 2018), Überschneidung mit Nutzerschaft von BILD, BamS und digitalen Angeboten unbekannt

39,15m

Reach via Print and Digital |  



219k
Weekly Readers

>38k
Installs

1,7m
Daily Readers

DigitalPrint

Total Reach: 24,58m

Reach via Print and Digital |  

WELT Print Gesamt: LEAE 2018, Quelle: AWA 2018. Welt.de Online/ Mobile Quelle: AGOF Daily Digital Facts, Basis; digitale WNK 16+Jahre (59,14m). Abgerufen am 03.12.2018, IVW Oktober 2018.
WELT Print, Online und Apps, Quelle: b4p 2018 II, Leser pro Ausgabe, Nutzer pro Woche.

22,2m
Monthly Unique Users



Who is our Audience?



14-29

30-49

Print

Mobile 

Newsportal

Mobile

Apps

Desktop

50+

Digital

Source: best for planning, Basis: German speaking population, 14+; Facebook Analytics; YouTube Analytics; Snapchat: internal Analysis 2018



Challenges.



5m

1998 2018

4m

3m

2m

1m

Print Circulation | 



1998 2018

50k

Print Circulation |

100k

150k

200k

250k



Ad Revenue Ad Revenue

Reader Revenue

Reader Revenue

FutureToday

Digital Strategy



Changes.



Key to Success is the right Model 
for the right Environment: Types of Paywalls

Metered 
Model

Freemium 
Model

Full Paid 
Model

Dynamic Paywall



WELT: Platforms and Channels

WELT ePaper

WELT Edition
WELT News

WELT.de



WELT started with Metered Model and Changed to 
Freemium Model

85k

74k

58.7k

47.3k

17.1k

Digital subscribers

Metered Model FreemiumWELT.de

Hard Paywall Metered Paywall Freemium

Hard Paywall

WELT News App

WELT Edition App

2017 20182012 2013 2014 2015 2016

Redesign „WELT Edition“ Launch FreemiumLaunch Paid Contet Relaunch WELT.de



No Influence on Traffic, Reach and Advertising Sales

Challenge is to communicate the Advantages of the Product

Keeps Complexity low

No Involvement of Editorial Team necessary

First Learnings

€

We started with a Metered Model at WELT



Learning:
Freemium is the right Model for Website & News App. Hard 
Paywall is the right Model for WELT Edition

Metered 
Model

Freemium
Model

Full Paid 
Model

Website & News App Editions App



BILD: Platforms and Channels

BILD ePaper

BILD News App

BILD.de



The Freemium Model is the right Model for BILD’s Website. 
Hard Paywall is the right Model for BILD Apps

Metered 
Model

Freemium 
Model

Full Paid 
Model



€
Targeting potential Subscribers with best Content

Clear Branding for premium Feeling and Understanding

No Influence on Traffic, Reach and Advertising Sales 

Selling Content is in the DNA of every Journalist

Freemium is the right Model for the Websites



AD No relevant Advertising Sales at Risk 

Clear premium Approach

Willingness to pay is higher

Never change a winning Team

Full Paid Model is the right Model for BILD Apps

€



Content is Success Factor #1.



Change in editorial Mindset is Key to Success



Documentaryabout Berlin based
clans and their criminal activities.

Top Conversion Article 2018

Video Documentary



Documentaryabout Pierre Michelle 
Lasogga(popular German 
Football player) andhis daily life.

Top ConversionArticle 2018

Celebrities & 
Gossip



Exceptional newscoverage about the
rather suddendeathofJens Büchner.

Top Ten Conversions2018

Exceptional
Coverage



Exclusive
Interviews

Exclusive interview with President-elect
Donald Trump about entry requirements, 
his political agenda and the NATO.

Top Conversion Article 2017



Astonishing
Mindsets

Thrilling story ofa man who
bequeathed hisbodyto science
once he was clinically dead.

Top Conversion Article 2018



Content is Success Factor #1.



Exceptional
Coverage

Coverage ofJan Ullrich‘s history,
his drug issues and hisstruggle to
become clean.

Top Conversion Article 2018



Insights &
Reviews

Benchmark setting:
Statistic overview of
German saleries.

Top Conversion Article 2018



Opinions

Did the German government
encourage refugeesto migrate?  

Top Conversion Article 2018



Financial
Advises

Strategic advisesconcerning
financial issues.

Top Conversion Article 2018



Customer 
growth

Product

Pricing

Customer Acquisition
Marketing

Customer Retention
Customer Service

4 Pillars for successful Growth



Best Product Experience.



One Click Buying

Easy Experience



Paid content.Right Pricing.



Likelihood of Paying for online News in the Future

GER

SWE

FIN

USA

JPN

UK

0% 25%5% 10% 15% 20%

Source: Reuters Institute Digital News Report 2018

30%

8%

26%

18%

16%

10%

7%



Subscriptions

WELTplus

9,99 €/Month
WELTplus Premium

19,99 €/Month
WELTplus Gold

29,99 €/Month

WELTplus

Access to all Articels

WELTplus

Access to all Articels
Add-Free 

WELTplus

Access to all Articels
Add-Free 

WELT Edition

Access to our Edition 
App

WELT ePaper

WELT AM SONNTAG, 
DIE WELT as ePaper

WELT Edition

Access to our Edition 
App



Subscriptions

BILDplus

7,99 €/Month
BILDplus Premium

12,99 €/Month

BILDplus

Access to all Articels

BILDplus

Access to all Articels
Add-Free 

Access to ePapers
of BILD, BamS and Sport 
BILD



Reduced Price for 
1st year

Smart Product Offer

7,99 € 3,99 €/7,99 € 1,99 €

Full Price

Intelligent In-App Pricing



Marketing.



Special sales
and offers

Aim

Fire

Content
and

sweepstakesReady

Coupons and trials

Interest targeting

Re-targeting middle
engaged user

Re-targeting high 
engaged user

Targeting Funnel



Promotions and Sweepstakes

Exclusive pre-salesExclusive Lotteries



Customer Relationship Management.



E
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0-4 days after sale 4-10 days after sale 10-18 days after sale 23-30 days after sale

Minimizing first month Churn with a heavily 
tested onboarding Campaign

Welcome 1
Content

Welcome 2
App Installs

Welcome 3
Customer 
Benefits

Welcome 4
Service

Conversion 2nd 
month



Mobile / In-App CRM Onboarding

Welcome 2 
2nd  Session

Welcome 3 A/B Test
Day 7 / last day of free trial

Regular: 7,99€

Welcome 1  A/B Test
On App start

Regular: 3,99€/ 7,99€



Retention activities after onboarding

Customer
survey

Upsell / Loyalty 
e-Paper Voucher

Xsell / Loyalty 
Pr int (BamS) Voucher

Customer 
benefits

Promotional 
mailings

E
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Onboarding recap

Klicken Sie sich durch die 

heißesten BILD-Grls!

Exklusiv mit BILDplus:

monthly

Lust  in der BILD Ze it ung zu st öbern?

36 days after sale 60 days after sale 60 days after sale



Automated Winback Campaigns

Early Winback Winback I Winback II Winback III Winback IV

14 days later 30 days later1 day later
E
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B B A BAA B C A

1 year 20% off
1 month

free

1 year
20% off

Standard
pricing

3 month
66% off

Standard
pricing

6 months
50% off

3 month
66% off

12 month
50%

Standard
price

Standard
price

24 months laterCancelation/ End of contract

C A



Future.



500k

2013 2019

400k

300k

200k

100k

Circa 425k |

Growth of Digital Subscriptions



100k

2013 2019

80k

60k

40k

20k

Circa 90k |

Growth of Digital Subscriptions



500k

2013 2019

400k

300k

200k

100k

> 500k Subscribers
(Combined)

Continuous Growth of Digital Subscriptions



ARPU
Digital Free User

ARPU
Digital Subscriber

16x

Generating Revenue: efficiently.



Tobias Henning
tobias.henning@axelspringer.com

General Manager Premium | BILD & WELT

Thank you for your attention.


