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- Petit Press, 2nd largest news media house in Slovakia

- 21M EUR in revenue last year

- cca 500 employees with about 200 journalists

- SME.sk - largest newsbrand of the company, 2nd most visited serious news web

- cca 2.4M monthly RU (about 65% of internet users in Slovakia)

- cca 100M monthly PV

- launched our first paywall in 2011

About us



Digital subscription strategy

● We use freemium paywall model with about 20% articles locked from a total

of 10000 published each year.

● Very fast and easy to use check-out page with 1 click + e-mail to 

buy a subscription

● We use open-source CRM financed by Google – REMP

● Currently we have 60000 subscribers





Our products

● Standard product – 4 EUR / 4 Weeks or 39,99 / 1 Year or 69,99 / 2 Years -

national daily news, interviews, sports, culture

● Premium product – 6 EUR / 4 Weeks or 49,99 / 1 Year or 89,99 / 2 Years – e-

books, PDF copy of our daily print paper, special features in comments

section

● Premium w/o display ads product – 8 EUR / 4 Weeks or 59,99/ 1 Year or 

99,99 / 2 Years – all of the above + no display ads on our sites



Our marketing strategy and principles

● Readers must always find a direct and easy way to our check-out page – 40+ 

tracked placements



Our marketing strategy and principles

● Always-on digital marketing campaigns



Our marketing strategy and principles

● No promo offers!

● Unless it's our birthday :-)



Our marketing strategy and principles

● We offer a large discount on our prices only once per year – Black Friday

style. We started with a promotion available only on the day of our birthday, 

15th of January. This year the promotion lasted for a week.



Our latest tests

● Brand ambassadors
● Hypothesis: Will our readers share a free subscription with their friends? 

And after the free subscription, will they buy a subscription?

● 12 Weeks for 12 Euros
● Hypothesis: How price sensitive are our power users compared to our

regular users?

● (Not so) Smart retargeting
● Hypothesis: How can we retarget our users with a CPA as low as 

possible?



Brand ambassadors

● Format: Direct mail campaign

● Benefit: Unique coupon for a free subscription for 7 days

● Benefit Spec: Redeemable only once by non-active

subscribers, after free subscription ends, we follow up with

standard winback schemes

● Segments: Subscribers / Former Subscribers / Registered

users



Brand ambassadors - results

● Registered users
● E-mails sent: 278000

● E-mails opened: 48000

● Activated coupons: 1462

● Bought subscription: 19

● Former Subscribers
● E-mails sent: 65000

● E-mails opened: 20000

● Activated coupons: 1570

● Bought subscription: 96

● Current Subscribers
● E-mails sent: 50000

● E-mails opened: 27000

● Activated coupons: 438

● Bought subscription: 123 – conversion 28%



Brand ambassadors – key takeaway

When our subscribers shared the benefit with their friends, 

their friends were much more likely to become subscribers

themselves.

Next steps: Let's make it as easy as possible to share and 

activite the coupon.



12 Weeks for 12 Euros

● Format: Display campaign

● Benefit: Premium w/o ads for 12 weeks for 12 euros (50% 

discount)

● Segments: Former subscribers, Registered users, 

Registered user who visited premium content at least

3 times last 30 days, Registered user who saw paywall

more than 12 times in the last 30 days



12 Weeks for 12 Euros - results

● Registered user: 8500 impressions, 4 sales

● Former subscriber: 6800 impressions, 4 sales

● Reg user 12 PV / 30 Days : 150000 impressions, 13 sales

● Reg user 3 PV / 30 Days: 24000 impressions, 20 sales



12 Weeks for 12 Euros - key takeaway

The most hardcore (non-sub) power users are used to see

the paywall and are ok with the amount of content they see

before the lock.

Next steps: Test the amount of text before the paywall, so 

readers will be more inclined to buy a sub



(Not so) Smart retargeting

● Format: Fully functional roll-up creative, only on-site

● Benefit: None

● Segments: Every user who visited our check-out page in the last 7 

days at least once, cannot have an active subscription,



(Not so) Smart retargeting - preview



(Not so) Smart retargeting- results

CTR

~0,05%

Running

4 months

Revenue / 1000 imp.

3,5 EUR

No additional costs



(Not so) Smart retargeting - Key takeaway

If our users have already expressed their interest/intent in 

buying a subscription, then showing them our check-out page

again increases the chance of them converting.

Next steps: Test out different versions of the creative to raise

the CTR



What works for us

● While possibly sacrificing some growth, we keep a close eye on profitability of our

subscription product

● Our ad sales continue to decline so a steady growth of subscription revenue is more 

important than ever

● Our main goal is the revenue, number of subscribers comesas a close secondgoal

● We test new ideas practically every week



Thank You!

Peter Nagy
peter.nagy@petitpress.sk, +421 904 016 660
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