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During 2020 Stampen Media found new ways of 
reaching more clients by a sucessful new collusion 
with Schibsted. 

The identified need was to make digital display 
advertising more accessible, more appealing, more 
educational and more professional to our salesforce 
as well as clients. 
This resulted in the development of a new platform. 
A platform that had us pick up the battle of 
maximized reach with giants Google and Facebook. 
Our total reach is now close to, or just above, 90% in 
our regions. 

We are now proud to say that we are pairing local 
eyes with local context in a display product that lets 
us target just about all potential clients of clients.

Introduction



The Challenge
New competition with different business models and 
more analytics

Sales representatives having to handle a declining print 
business with new solutions in digital advertising

Outdated systems not developed for, or not agile 
enough, for digital advertising

Combining the ad business with the reader business

Boost value on ad impressions

Monetizing our own data while handling the issue with 
3rd-partycookies



Solution

A new platform enabling targeted 
engagement on Stampens different sites, as 
well as targeting based on data such as 
geography, age, interrests and gender on 
Stampen and on Schibsteds sites.

During 2020, the platform was rolled out to 
all account managers of Stampen Media 
and has been subject to great success for 
both Stampen Media and its advertisers.



Solution
Stampen's platform has given our salesforce and advertisers 
the opportunity to implement a completely different type of 
targeting. It is still possible to sell on site, but new opportunities 
has opened up the possibility to aim advertising more precisely 
towards gender, age, geography and various interests. 

Through this type of targeting, the advertiser easily reaches all 
of Stampen's sites instead of just one. If required, and desired, 
national sites from Schibsted can be added. This is made 
possible due to the new collusion between Schibsted and 
Stampen. 

The targeting is also largely based on data from our readers,
resulting in a successful collaboration strengthening the 
inhouse teamwork between the editorial-, and the 
advertisingdepartment. 

Due to the fact that ads can now be displayed on a larger 
variety of sites, we find ourselves less vulnerable in terms of
inventory of ad impressions which in turn facilitates the reader 
business.



Our customers

For the advertiser, this type of targeting means more accurate 

campaigns where they can take advantage of ad impressions directly to 

the target group they wish to communicate to. 

By combining several sites, targeting also provides an increased reach 

for the advertiser compared to a campaign visible on only one site. 

In addition, the advertiser recieves a link, allowing them to follow the 

campaign almost simultaneously, seeing the ammounts of impressions 

and clicks the campaign is delivering.
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Education 
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To ensure maximum ROI, a great deal of 
time and money was invested in the 
training of our salesforce. 
During 2020 we therefore implemented a 
number of activities in order to increase 
the existing knowledge to better use the 
new logic. 
The three core ingredients to ensure this 
were:

• Learning - Our own LMS platform
where mandatory tests demonstrated 
individual skills .

• Training – roleplay etc.
• Coaching – iterating, routines, 

processes and code of conduct.



Results
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For Stampen Media, this new way of targeting has provided countless
of advantages and assets. Over all, we see the amount of satisfied 
customers, wanting to continue the collusion, increase in large 
numbers. 
Furthermore, we daily witness how this provides our salesforce with a 
more professional appearance. They now feel that they can master a 
completely different conversation with the customer.

Moreover, looking at concrete figures, the changed rethorics, the 
increased effect and the more targeted ads, this meant that we could 
charge customers with a higher CPM . 
Therefore, in 2020, we increased the CPM from an average of 70SEK to 
an average of just over the double. 
105% increase to be exact. 

During a year of a pandemic, we managed to increase our total digital 
advertising business by + 8%.



In addition
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Stampen Media has implemented and further developed its header 
bidding to be able to utilize the extra stock that rises when we sell 
fewer, but more relevant, views to our local customers. 

In 2020, Stampen's programmatic business increased by a staggering + 
44%. This, from already relatively high levels.




