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Brand profile

ZKG ZEMENT LIME GYPSUM 

For more than a century, ZKG CEMENT LIME GYPSUM has been the 
leading international brand of specialist information in English for the en-
tire binder industry and its suppliers in mechanical and plant engineer-
ing. Professionals from all over the world come here to learn about raw 
materials, extraction and processing methods, thermal and mechanical 
processes, production control, plant management and quality control sys-
tems. Take advantage of this ideal environment for your editorial content 
and advertising messages. The ZKG provides specialist information on all 
media channels, i.e. print, digital via the website (www.zkg.de/en), news-
letter and social media channels (Facebook and LinkedIn). Once a year, 
the ZKG dedicates itself to decarbonization and a future-oriented industry 
with the theme “Green Challenge”.

28,000
Copies / Year

Copies actually distributed� 3,500 
Thereof E-Paper:� 1,107
Publication frequency� 8x / Year

234,348
Page Impressions� 19,529 / Month
Visits� 12,151 / Month
Unique User� 7,654 / Month

Page impressions website / Year

20,844
Recipients� 1,737 /Issue
Openingrate net� 27.5%
Publication frequency� 12x / Year

Newsletter recipients / Year

1,700
Follower social media
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Print
Editorial schedule 2024

Issue 
Month

Dates Main topics Trade fairs/events

7/2024 Publication 
date:
24.10.2024

Editorial 
deadline:
23.08.2024

Advertising 
deadline:
01.10.2024

Green Challenge
- Sustainability/sustainable solution in the cement, lime and gypsum industry
- Green cements/green materials
- Clinker-efficient cements
- CO2 reduction/CO2 neutral cement production
- CCS/CCSU
- Pioneering solution using hydrogen

06.11.-08.11.2024
9th International VDZ Congress
Düsseldorf/Germany

12.11.-14.11.2024
FILTECH 2024
Cologne/Germany

03.12.-06.12.2024
18th NCB International Conference 
on Cement, Concrete and Building 
Materials
New Delhi/India

8/2024 Publication 
date:
05.12.2024

Editorial 
deadline:
04.10.2024

Advertising 
deadline:
13.11.2024

- Storage, silos, halls and domes, air cannons, reclaimers, stackers and unloading systems, conveyor technology
- Kiln systems, burner technology, refractory technology
- Process monitoring and automation, process and quality control
- Weighing technology, repair and maintenance
- Filling, shipping, loading and unloading equipment and plants
- Packaging and palletizing technology
- Software, digitalization, Industry 4.0
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Issue 
Month

Dates Main topics Trade fairs/events

1/2025 Publication 
date:
28.02.2025

Editorial 
deadline:
27.12.2024

Advertising 
deadline:
06.02.2025

Focus on mortar
- Alternative fuels
- Kiln systems, burner technology, refractory technology
- Filters and dedusting, waste heat recovery
- Clinker cooler and crusher, wear protection
- Storage, silos, halls and domes, air cannons, reclaimers, stackers and unloading systems, conveying technology
- Software, digitalization, Industry 4.0

2/2025 Publication 
date:
15.04.2025

Editorial 
deadline:
16.02.2025

Advertising 
deadline:
24.03.2025

Special issue for the IEEE-IAS/PCA Cement Industry Conference 2024 
- Grinding, cement mills
- Process monitoring and automation, process and quality control
- Pneumatic transport
- Filling systems, shipping, loading and unloading equipment
- Dedusting and filtration technology 

04.05.-08.05.2025 
67th Annual IEEE-IAS/PCA Cement 
Industry Technical Conference, 
Birmingham, AL/USA

3/2025 Publication 
date:
04.06.2025

Editorial 
deadline:
04.04.2025

Advertising 
deadline:
12.05.2025

Special issue EUROPEAN MORTAR SUMMIT 2025
- Plant engineering for lime and gypsum works
- Binder systems, construction chemicals, additives and compositions
- Software, digitalization, Industry 4.0
- Weighing and conveying technology, wear protection
- Automation and process control

26.-27.06.2025 
EUROPEAN MORTAR SUMMIT 2025 
Düsseldorf/Germany
 
Annual Conference BVK, June 2025 

Print
Editorial schedule 2025

The editorial department reserves the right to make changes/additions on grounds of topicality.
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Print
Editorial schedule 2025

Issue 
Month

Dates Main topics Trade fairs/events

4-5/2025 Publication 
date:
31.07.2025

Editorial 
deadline:
30.05.2025

Advertising 
deadline:
09.07.2025

- Alternative fuels
- Storage, silos, halls and domes, air cannons, reclaimers, stackers and extraction systems, conveying systems
- Binder systems, construction chemicals, additives and compositions
- Automation and process control
- Software, digitalization, Industriy 4.0
- Drive technology and gear units
- Quarrying and crushing, extraction and storage
- Mills and mill design
- Blowers and fans
- Drive technology and gearboxes
- Plant engineering for lime and gypsum plants
- Packaging and palletizing technology

6/2025 Publication 
date:
05.09.2025

Editorial 
deadline:
04.07.2025

Advertising 
deadline:
14.08.2025

- Alternative fuels
- Emission control, environmental technology
- Kiln systems, burner technology, refractory technology
- Clinker cooler and crusher
- Drive technology, gear units, lubricants
- Software, digitalization, Industry 4.0
- Storage, silos, halls and domes, reclaimers, stackers and unloading systems, conveyor technology
- Construction chemistry
- Automation and process control

23.-25.09.2025 
POWTECH, Nuremberg/Germany 
 
September 2025
ILA General Assembly and Symposium, 
Sydney/Australia

The editorial department reserves the right to make changes/additions on grounds of topicality.
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Print
Editorial schedule 2025

Issue 
Month

Dates Main topics Trade fairs/events

7/2025 Publication 
date:
11.11.2025

Editorial 
deadline:
28.08.2025

Advertising 
deadline:
20.10.2025

Green Challenge
- Sustainability/sustainable solution in the cement, lime and gypsum industry
- Green cements/green materials
- Clinker-efficient cements
- CO2 reduction/CO2 neutral cement production
- CCS/CCSU
- Pioneering solution using hydrogen

November/December 2025 
Arab International Cement & Building 
Materials Conference and Exhibition 
(AICCE)
Place still open

8/2025 Publication 
date:
10.12.2025

Editorial 
deadline:
26.09.2025

Advertising 
deadline:
18.11.2025

- Storage, silos, halls and domes, air cannons, reclaimers, stackers and unloading systems, conveyor technology
- Kiln systems, burner technology, refractory technology
- Process monitoring and automation, process and quality control
- Weighing technology, repair and maintenance
- Filling, shipping, loading and unloading equipment and plants
- Packaging and palletizing technology
- Software, digitalization, Industry 4.0

The editorial department reserves the right to make changes/additions on grounds of topicality.
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Circulation audit:	

Circulation analysis:	� Copies per issue 
(1. July 2023 bis 30. June 2024)

Copies actually distributed (tvA): 3,500 thereof abroad: 1,905

- thereof E-Paper: 1,107 thereof abroad: 944

Copies sold: 415 thereof abroad: 143

Subscriptions: 410 thereof abroad: 141

Other sales: 5 thereof abroad: 2

Single copy sales: 0

Free copies: 3,085 thereof abroad: 1,761

Archive and specimen: 207

Summary of the survey method:
1.	Method: Dissemination analysis by file evaluation - total survey
2.	Basic population: actual circulation 3,500  
3.	Sample: total survey
4.	Target person of the study: not applicable
5.	Period of study: August 2024
6.	Execution of the study: Bauverlag BV GmbH
Details on the survey method are available from the publishing company.

Print
Distribution analysis

Geographic distribution analysis

Copies actually distributed

Business regions %* Copies

Domestic 18.6 651

Abroad 81.4 2,849

Copies actually distributed 100.0 3,500
 
*The percentages have been rounded to one decimal place.
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www.VectorOpenStock.com

International distribution

Copies actually distributed: 3,500 Copies

Print
International distribution

Africa: 5,9%

America: 15,3%

Asia: 28,6%

Oceania: 1,1%Middle East: 4,5%

Europe: 44,7%
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Ad prices, print space and bleed-format (plus 3 mm bleed to each side)

Print
Prices, valid from 1st October 2024

* * Price surcharge for design by the publisher 500.00 €; ** * Price surcharge for design by the publisher 250.00 €
All prices plus 19 % VAT. Agency commission 15 %. You can find the terms and conditions at: https://bauverlag.de/en/terms

Format

Advertorial 1/1 Page * 4,510.00 €
Advertorial 1/2 Page ** 3,100.00 €
Cover page  (no advertising presentation) 5,910.00 €
Cover story 
Cover story Fair price �Issues 2 

IEEE-IAS/PCA

10,900.00 €
13,625.00 €

Bleed format:
210 x 145 mm

Price (b/w to 4c) 
3,100.00 €

1/2 Page, horiz.

Bleed format:
100 x 297 mm

Price (b/w to 4c) 
3,100.00 €

1/2 Page, vertical

Bleed format:
210 x 100 mm

Price (b/w to 4c) 
2,750.00 €

1/3 Page, horiz.

Bleed format:
148 x 210 mm

Price (b/w to 4c) 
3,210.00 €

Juniorpage

Bleed format:
70 x 297 mm

Price (b/w to 4c) 
2,750.00 €

1/3 Page, vertical

Bleed format:
210 x 74 mm

Price (b/w to 4c) 
2,480.00 €

1/4 Page, horiz.

Bleed format:
100 x 145 mm

Price (b/w to 4c) 
2,480.00 €

1/4 Page, Col.

Bleed format:
52 x 297 mm

Price (b/w to 4c) 
2,480.00 €

1/4 Page, vertical

Bleed format:
210 x 50 mm

Price (b/w to 4c) 
2,120.00 €

1/8 Page, horiz.

Bleed format:
52 x 145 mm

Price (b/w to 4c) 
2,120.00 €

1/8 Page, vertical

Bleed format:
210 x 297 mm

Price (b/w to 4c) 
4,510.00 €

1/1 Page

Bleed format:
420 x 297 mm

Price (b/w to 4c) 
8,180.00 €

2/1 Page

Bleed format:
100 x 74 mm

Price (b/w to 4c) 
2,120.00 €

1/8 Page, Col.

https://bauverlag.de/en/terms
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Additional charges:
Placement:	 Inside front cover, inside back cover and back cover �   460.00 €  
	 besides table of contents� 350.00 €  
	 Other prescribed positions� 20% 
Special colour:	 Each color� 1,030.00 €  

   	 All charges are discountable.

Discounts:	� Published within 12 months  
(insertion year, starts with publication of the first advertisement)

	  

	 Staggered repeat discount	 Quantity scale
	 3 times 	 3 % 	 3 pages 	 5 %
	 6 times 	 5 % 	 6 pages 	 10 %
	 12 times 	 10 % 	 12 pages 	 15 %
	 18 times 	 15 % 	 18 pages 	 20 %
	 24 times 	 20 % 	 24 pages 	 25 %

	 Crossmedia discount
	� Discounts for print and online advertising and crossmedia adverti-

sing campaigns on request

	 No discount on inserts and additional technical costs.

Classified ads: 	 (not discountable)
	 Job offers b/w 		 per height mm� 6.40 €
					    (1 column, 45 mm wide) 
	 Job offers colour		 per height mm� 11.50 €
					    (1 column, 45 mm wide)
	 Situation wanted b/w 		 per height mm� 3.60 €
					    (1 column, 45 mm wide)
	 Opportunity ad, 		 per height mm� 6.40 €
	 Purchase/sale b/w		 (1 column, 45 mm wide)                

	� From a print value of 1,250.00 €, your job posting will be displayed 
online at www.ZKG.de for 4 weeks for free

Special ad types: 	 Bound inserts (sample - front page/back page required)
	 2-pages� 3,520.00 €
	 4-pages� 4,970.00 €
	 (others on request)

	� �Please supply bound inserts in untrimmed format of 216 mm wide 
and 303 mm high (four pages and more: folded). Raw format of 
bound-in inserts: bound inserts: 216 x 307 mm, head trim: 6 mm, 
foot trim: 3 mm, lateral trim: 3 mm each

	
	 Loose inserts (not discountable)
	 Maximum size 200 x 290 mm

	 Weight of loose insert� Price ‰
	 Full insert till 25 g and 2 mm thickness�  820.00 €   
	 (higher weights and thicknesses on request)
	 Print insert till 25 g and 2 mm thickness �  930.00 €   
	 (higher weights and thicknesses on request) 
 
	 For partial occupancy: selection costs per selection�  160.00 € 

	 Glued ad media� Price ‰ 
	  Postcard� 100.00 €
	 Product samples, other tip-ons � on request

	� Technical costs are not eligible for commission  
and are not discountable

	 Required delivery quantity:		 according to order confirmation
	 Delivery address:			   Print Media Group GmbH
						      Niederlassung Leimen 
						      Frau Tanja Sturm
 						      Gutenbergstraße 4
						      69181 Leimen
 	   Delivery memo:	 		   „For ZKG Issue...“

	�� We will be happy to provide you with information on other special 
forms of advertising.  Just contact us, we will be pleased to realize 
your individual customer wishes.

Print
Prices, valid from 1st October 2024
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Magazine format:	 �DIN A4 (210 mm wide x 297 mm high;  
		  untrimmed: 216 mm wide x 303 mm high)

Print space:	 185 mm wide x 282 mm high
		  4 Columns à 45 mm

Printing and binding methods:	 Offset printing, adhesive binding

Data transmission:	 - transmission by FTP: upon request
		  - �by e-mail (up to 10 MB): 

�order.management@bauverlag.de

		  For larger volumes of data, please contact:
		  Birgit Grewe, Phone: +49 5241 2151 5151

Data formats:	� Please deliver the files in the format of the advertise-
ment as PDF/X3 or PDF/X4. We expect a PDF with 
embedded fonts, only CMYK elements and images 
in a resolution of 300 dpi. Advertisements in bleed 
format must be created with a 3 mm filled bleed on 
all edges. Any bleed marks must be placed at least 3 
mm from the net format. Relevant information must 
be placed at least 3 mm from the page edge on all 
four pages. When booking the 2nd and 3rd cover 
page, a minimum distance of 8 mm to the band must 
be maintained. 

Colours:	� The colour mode is CMYK. The colour profile is ISO 
Coated v2 300%. If RGB colours are used, there will 
be colour differences.

Data acceptance/archiving:	� All files sent to us must be copies, the originals 
should remain with you until the respective issue is 
published for security reasons. The documents and 
directories must have a unique job and page name. 
Avoid special characters, spaces and umlauts in your 
file names if possible. 
 
Data is archived, so unchanged repetitions are usu-
ally possible. However, no data guarantee is given.

Guarantee:	� The client shall assume the guarantee for repro 
quality and correct data transmission. Deviations 
due to the delivery of faulty data do not constitute 
grounds for complaint on the part of the client. Slight 
deviations in tonal values are within the tolerance 
range of the printing process

Print
Formats and technical advice

Terms of payment:	� Net invoice value within 10 days following 
The date of the invoice,

	 VAT ID No. DE 813382417

Bank details:	 Bauverlag BV GmbH, Gütersloh
	 Sparkasse Gütersloh-Rietberg
	 IBAN: DE46 4785 0065 0018 0329 62	  
	 BIC: WELADED1GTL
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Cover story

Each ZKG CEMENT LIME GYPSUM cover story package always consists of the exclusive 
design of the cover page and a full-page advertisement in the magazine. In addition  
you can choose from one of three attractive additional components: 
- an exclusive report on a special and interesting recycling plant or 
- an exclusive video shoot or 
- a detailed online advertorial. 
 
Further services round off the packages and make them an effective and comprehensive  
and comprehensive communication solution.

What does the ZKG Cover story offer you?

www.zkg.de30    ZKG 2023 3

The early history
The history of KHD is the history of an industrial 
innovator. To trace the beginnings of what would be 
KHD, we must go back to the golden age of Germany 
industrialization in the 19th century to Humboldt In-
dustrial Plants, named for one of the most famous 
German scientists and explorers, Alexander von 
Humboldt. Von Humboldt’s work changed the min-
ing industry and provided the spirit of innovation 
that has defi ned KHD ever since.

The KHD name emerged in the early 20th cen-
tury, when pioneering industrialist Peter Klöckner 
formed Klöckner-Humboldt-Deutz AG, which 
brought together the activities of the iconic com-
panies: Humboldt Industrial Plants, Deutz Motor 

For close to 170 years, KHD Humboldt Wedag has 
been developing innovative technologies for the 
production of clinker and cement. Many of these 
machines and processes have become standards in 
the industry, allowing cement producers to signifi -
cantly reduce production costs and environmental 
impacts. In today’s very competitive market envi-
ronment, KHD is still going strong and continues 
to deliver value to its customers with products for 
high alternative fuel utilization, low energy con-
sumption, and lowest emission of NOX and CO2. The 
company is also looking to tomorrow and the need 
for the cement industry to decarbonize and digital-
ize. KHD is geared to deliver innovative solutions 
for this most challenging future as well.

KHD HUMBOLDT WEDAG

Creating value through innovation for the 
cement industry

KHD has long led technological development in the cement industry. It continues 

this tradition of innovation, offering solutions that address some of today’s most pressing 

challenges. 
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A Pyrorotor® installed 
at a plant in South 
Korea
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Works and his own Klöckner Werke AG. Again there 
is a great deal of innovation wrapped-up in the his-
tory of these famous names: Deutz stepped onto the 
world stage with such milestone inventions as the 
“Otto” combustion engine which was invented by 
Eugen Langen and Nikolaus August Otto.

As the Deutz part of the business continued to 
focus on engines, trucks and tractors, so the parts 
of Klöckner-Humboldt-Deutz AG that grew into 
KHD Humboldt Wedag focused on the processing 
of minerals and coals, as well as on the production 
of cement. On the back of such a rich entrepre-
neurial record, the company began its exceptional 
role in the cement industry in the 1950s with the 
development of the cyclone preheater. The cyclone 
preheater allowed cement plants to significantly 
reduce specific heat consumption in comparison to 
the long kilns and Lepol kilns that were conven-
tional at the time. It introduced the completely new 
and revolutionary concept of staged-counterflow 
heat transfer in gas suspension. Because of its ob-
vious advantages, it quickly became the industry 
standard, and remains the go-to pairing for cement 
production in a rotary kiln today.

Not long after, KHD were responsible for 
introducing precalciner technology using highly-
efficient flash tube-type calciners, after Japanese 
inventors developed the so-called RSP pot-type 
calciners. The flash-tube Pyroclon® calciner trans-
ferred 90% of the energy-intensive process of raw 
meal calcination into a much more efficient reac-
tor, thereby cutting energy costs considerably. 

KHD continued to bring new technologies to 
market in subsequent decades, when the company 
adapted high-pressure roller grinding technology – 
developed by Prof. Klaus Schönert in the 1970s and 
1980s – to the needs of the cement industry. Com-
pared to the ball mills of the time, the roller press 
reduced energy consumption for the preparation of 
cement raw meal by more than 40%. 

1 Drawing of KHD’s old headquarters and manufacturing site in Kalk (Cologne), back in the early 20th century
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has further extended its strength there by setting 
up organizations with additional engineering, pro-
curement, and manufacturing capabilities. Espe-
cially KHD’s Customer Service Center in India has 
seen a consistent growth over the last years. This 
allows the company to best serve the needs of the 
fastest growing cement market in the world.

KHD also understands that the cement indus-
try is too small to forget any malperformance. The 
company offers a wide range of services to the ce-
ment plants, covering necessities such as original 
spare parts and inspections, as well as consulting 
and optimization services that support sustain-
able profitability. KHD experts can perform audits, 
undertake feasibility studies, and prepare modifi-
cations and retrofits to optimize any plant to the 
ever-changing process and market conditions that 
define the cement industry. 

 

R&D is the DNA of KHD
R&D lies at the core of the Center of Excellence. 
Here, new products and upgrades are developed 
from first concept to commercial reality. The engi-
neers are tightly connected to the real-world chal-
lenges faced by cement plants and serve projects in 
close cooperation with the company’s service and 
project execution managers. This ensures that KHD 
innovations are always practical and reliable. 

As machines and processes of the size required 
in the cement industry cannot be built in a lab or 
test center, the development of those innovations 
has largely been transferred to the most modern 
methods of computational simulation. KHD spe-
cialists have developed a range of simulation tools 
for various purposes and collaborate closely with 
internationally-renowned experts in their specific 
fields. 

KHD also operates a Technology Center that 
is also equipped with a raw materials testing 
laboratory, where varying materials and feedstocks 
can be tested to determine their characteristics. 

The information gathered is fed to the company’s 
processing engineers for use in the development 
of best-possible process and product designs. As 
raw materials and feedstocks change and become 
more variable in future, this capability is expected 
to play an increasingly valuable role, underpinning 
new product developments. 

KHD understands R&D to form the core of its 
business model. Customers expect KHD to be a 
technology leader in the cement industry, offering 
the most advanced machines and processes. That’s 
why KHD has set up its organization to take optimal 
benefit from the increasing knowledge around the 
world, and encourages close collaboration among 
the several entities of the group under a common 
technological leadership of the Center of Excellence 
in Cologne/Germany.

 
Into the future
The last three decades for equipment suppliers to 
the cement industry have been ruled by intense 
price challenges. The focus on technological devel-
opment that marked preceding decades has gener-
ally decayed for all technology-driven suppliers, 
and room was given to cost leaders, who offered 
general technologies at low prices. While this is not 
unusual in mature markets, the new needs of the 
cement industry now call for technological inno-
vation again. KHD understands that the future of 
the cement industry will be defined by the need to 
decarbonize and digitalize – and it is committed 
to supporting the industry through this transition. 

For example, KHD ProMax® is a suite of cloud-
based digital solutions that connects to and deliv-
ers real-world optimization of cement plant equip-
ment and process. Integrating plant data with 
state-of-the-art digital twin and machine learning 
technologies, KHD ProMax delivers benefits that 
include: 
 » Increased plant throughput and production sta-

bility
 » Reduced downtime and lower spare part costs
 » Intelligent maintenance workflows
 » Prescriptive dynamic maintenance – optimiz-

ing service life
 » Remote action through augmented reality from 

anywhere in the world
 » Improved business planning for maximum 

profitability and sustainability
 

KHD ProMax thus offers next-level improvement 
in cement plant performance. But the company is 
also aware that the challenges ahead do not allow 
any pause in innovation. This creates a business 
environment that KHD is optimally set up to serve. 
After all, innovation is a part of the company’s 
DNA. And with a committed main shareholder in 
place, KHD is revitalized and intent on reclaiming 
technological leadership among cement OEMs. 

7 The KHD headquar-
ters in Gremberg-
hoven/Germany
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The main shareholder in KHD is AVIC 
International Beijing Co. Ltd, a member of AVIC, 
one of China’s leading industrial corporations. This 
combination of KHD know-how with the strengths 
of AVIC will be instrumental in the rapid techno-
logical developments demanded by the market. 

Although the specific market requirements 
vary by regions, the main trends are clear:
 » Increased production capacities to deliver econ-

omies of scale
 » Lower energy consumption
 » A reduction in harmful emissions, such as NOX

 » Decarbonization
 

These challenges – and especially the last – will 
require a range of technologies such as solutions 
available from KHD to maximize use of alternative 
fuels up to 100% thermal substitution rates, and 
to deliver very high-efficiency grinding plants. 
In addition, KHD is working on high-level plant 
automation, which optimizes plant operations 
autonomously by leveraging machine learning 
with expert knowledge. The company is also com-
mitted to the development of products and pro-
cesses that will allow the decarbonization of the 
cement-making process, which is expected to be 
enforced from 2030 onwards.

 
People – the driving force of the company
Despite all the new technologies and tools to facilitate 
engineering, KHD knows that its real assets are the 
knowledge and experience of the people who work 
for it. Even today, the cement business is driven not 
only by technology and price, but also by human 
relationships and cooperation. KHD is proud of its 
exceptionally low staff turnover: many employees 
have been with the company for more than 25 years. 

Having developed from a former industrial 
trust of the golden age of German industrializa-
tion into a lean company of less than 1000 em-
ployees today, the hierarchical structures in KHD 

are flat. The management board overlooks group 
activities but also provides hands-on input into 
projects and activities if necessary. Local manage-
ment of Humboldt Wedag units in Germany, the 
USA, India, and China lead their entities in close 
collaboration with group management and their 
department heads. A hands-on mentality and ef-
fective communication at all levels of the company 
ensure flexible and target-oriented solutions for 
the mutual benefit of KHD and its clients.

 
Jianlong Shen, CEO of KHD Group
“Innovation by tradition” is the best description of 
KHD’s history over the past one and a half centuries. 
As a leading technology and service provider, we will 
continue to enrich our state-of-art product and tech-
nology portfolio to serve our clients and contribute to 
a better, greener, and more efficient future.

 
Matthias Mersmann, CTO of KHD Group
KHD has always been a technology leader in its 
genes and business model. We will continue to 
deliver that value to our clients, especially in the 
transition to decarbonization and digitization.

 
Matthias Jochem, COO of KHD Group
KHD project management and execution method-
ology is always based on a partnership approach 
with our clients, cooperation partners, and suppli-
ers. Our primary commitment is to deliver the pro-
ject on time and to specified technical performance. 
But the true excellence of KHD materializes when 
it comes to overcoming obstacles and changes – 
which are common to large investment projects – 
in a constructive and fair manner.

 
Jürgen Luckas, CFO of KHD Group
Like any other company, KHD wants to make a 
profit. Still, profit-making is not our only target: 
we also want to add value to our customers and 
help achieve environmental targets.

 

8 Jaypee Himachal ce-
ment plant at night 
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ronmental footprint of cement production further 
still. This comes amid growing concern about the 
industry’s emissions. 

The Pyrorotor delivers complete burn-out of 
even the lowest-quality alternative fuels. Based on 
rotary kiln technology, it features a rotating com-
bustion chamber to ensure proper mixing of the 
fuel with oxygen-rich tertiary air in temperatures 
up to 1200 °C. Speed of rotation can be adjusted 
from 0.3 to 3 rpm for ultimate control of combus-
tion conditions and to enable long residence times 
of up to 10 minutes. The use of recuperated hot 
tertiary air also means that no additional burner 
is required. There are currently eleven Pyrorotor 
installations with more on the way in regions such 
as South Korea, China, India, and Turkey. 

The Pyroredox is installed between the kiln in-
let and calciner to separate reactions that would 
usually occur concurrently in the calciner. In the 
fi rst stage, kiln exhaust gases are fed into the 
Pyroredox. This prevents complete combustion of 
the fuel and creates CO-rich conditions within the 
Pyroredox loop. Extended fuel residence time of 
about 4 seconds in this CO-rich atmosphere allows 
the CO to react with the NOX in the kiln gases, re-
ducing them to CO2 and N2. The remaining lean gas 
is fed into the calciner, where classic oxidation of 
the lean gas and tertiary air takes place, ensuring 
calcination of the raw meal.

This staged combustion delivers signifi cant and 
permanent reduction of NOX emissions, allowing 
very low NOX emission limits to be realized, while 
lowering the ongoing maintenance costs associ-

These are the most popular innovations that 
KHD brought to the cement market. Other innova-
tions introduced by KHD include the short kiln, the 
static v-shaped separator, and the multi-channel 
jet burner. The company was also among the fi rst 
to take-on the cement industry’s environmental 
footprint, introducing the low-NOX calciner with 
staged combustion in 1985. To this day, the com-
pany is proud of its innovative spirit, and the com-
pany’s management and global workforce execute 
their work in this spirit, day in, day out. 

Continuing the tradition 
KHD continues in this innovative tradition today. 
Among its most recent product developments, the 
Pyrorotor® and Pyroredox® help reduce the envi-
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2 A hand-painted 
advertisement for 
“Maschinenbau Anstalt 
Humboldt” from the 
early 20th century

3 A preheater concept drawing dating back from 1952 4 An advertisement for KHD rotary kiln installations
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5 A Pyrorotor® 
installed at a plant in 
Europe

6 A Pyroredox®  
installed at a plant in 
China

ated with catalytic SCR-systems. As such, it has 
proved particularly popular in China, which has 
some of the tightest NOX emission regulations in 
the world. Despite its huge impact on NOX emis-
sions, Pyroredox has no negative impact on clinker 
production capacity, fuel consumption, or power 
demand of the cement plant.

 
A global company with its heart in Germany 
Through a network of companies around the world, 
KHD is close to customers in all major global mar-
kets and can fulfil all regional requirements, quick-
ly and easily. These several KHD companies co-
operate seamlessly with each other, thus providing 
the optimal use of competencies and capacities that 
is critical to success in the cement industry.

Although the company network has evolved into 
a modern system of distributed competencies, the 
company’s heart is its Center of Excellence (CoE) in 
Cologne, Germany. The business unit unites KHD’s 
knowledge and experience and delivers all process, 
design, plant, and automation engineering servic-
es for the group. KHD employees work in modern, 
cross-functional teams to develop the best possible 
solution for each and every specific project. In doing 
so, they consider all multi-stakeholder requirements 
– from productivity to CAPEX and OPEX, reliability 
and maintainability, safety and ease of operation.

The technologies and solutions developed 
at KHD headquarters are made available to the 
global cement market via the company’s sales and 
services team. Alongside technical excellence, cus-
tomer service is the second key focus for KHD, be-
cause the company understands that success in the 
cement industry comes on the back of long-term 
relationships with customers. Regional customer 
service centers are thus located close to customers 
in all markets of the world. Recently, the markets in 
India and China have become very dynamic. KHD 
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The early history
The history of KHD is the history of an industrial 
innovator. To trace the beginnings of what would be 
KHD, we must go back to the golden age of Germany 
industrialization in the 19th century to Humboldt In-
dustrial Plants, named for one of the most famous 
German scientists and explorers, Alexander von 
Humboldt. Von Humboldt’s work changed the min-
ing industry and provided the spirit of innovation 
that has defi ned KHD ever since.

The KHD name emerged in the early 20th cen-
tury, when pioneering industrialist Peter Klöckner 
formed Klöckner-Humboldt-Deutz AG, which 
brought together the activities of the iconic com-
panies: Humboldt Industrial Plants, Deutz Motor 

For close to 170 years, KHD Humboldt Wedag has 
been developing innovative technologies for the 
production of clinker and cement. Many of these 
machines and processes have become standards in 
the industry, allowing cement producers to signifi -
cantly reduce production costs and environmental 
impacts. In today’s very competitive market envi-
ronment, KHD is still going strong and continues 
to deliver value to its customers with products for 
high alternative fuel utilization, low energy con-
sumption, and lowest emission of NOX and CO2. The 
company is also looking to tomorrow and the need 
for the cement industry to decarbonize and digital-
ize. KHD is geared to deliver innovative solutions 
for this most challenging future as well.

KHD HUMBOLDT WEDAG

Creating value through innovation for the 
cement industry

KHD has long led technological development in the cement industry. It continues 

this tradition of innovation, offering solutions that address some of today’s most pressing 

challenges. 
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A Pyrorotor® installed 
at a plant in South 
Korea
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Works and his own Klöckner Werke AG. Again there 
is a great deal of innovation wrapped-up in the his-
tory of these famous names: Deutz stepped onto the 
world stage with such milestone inventions as the 
“Otto” combustion engine which was invented by 
Eugen Langen and Nikolaus August Otto.

As the Deutz part of the business continued to 
focus on engines, trucks and tractors, so the parts 
of Klöckner-Humboldt-Deutz AG that grew into 
KHD Humboldt Wedag focused on the processing 
of minerals and coals, as well as on the production 
of cement. On the back of such a rich entrepre-
neurial record, the company began its exceptional 
role in the cement industry in the 1950s with the 
development of the cyclone preheater. The cyclone 
preheater allowed cement plants to significantly 
reduce specific heat consumption in comparison to 
the long kilns and Lepol kilns that were conven-
tional at the time. It introduced the completely new 
and revolutionary concept of staged-counterflow 
heat transfer in gas suspension. Because of its ob-
vious advantages, it quickly became the industry 
standard, and remains the go-to pairing for cement 
production in a rotary kiln today.

Not long after, KHD were responsible for 
introducing precalciner technology using highly-
efficient flash tube-type calciners, after Japanese 
inventors developed the so-called RSP pot-type 
calciners. The flash-tube Pyroclon® calciner trans-
ferred 90% of the energy-intensive process of raw 
meal calcination into a much more efficient reac-
tor, thereby cutting energy costs considerably. 

KHD continued to bring new technologies to 
market in subsequent decades, when the company 
adapted high-pressure roller grinding technology – 
developed by Prof. Klaus Schönert in the 1970s and 
1980s – to the needs of the cement industry. Com-
pared to the ball mills of the time, the roller press 
reduced energy consumption for the preparation of 
cement raw meal by more than 40%. 

1 Drawing of KHD’s old headquarters and manufacturing site in Kalk (Cologne), back in the early 20th century
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has further extended its strength there by setting 
up organizations with additional engineering, pro-
curement, and manufacturing capabilities. Espe-
cially KHD’s Customer Service Center in India has 
seen a consistent growth over the last years. This 
allows the company to best serve the needs of the 
fastest growing cement market in the world.

KHD also understands that the cement indus-
try is too small to forget any malperformance. The 
company offers a wide range of services to the ce-
ment plants, covering necessities such as original 
spare parts and inspections, as well as consulting 
and optimization services that support sustain-
able profitability. KHD experts can perform audits, 
undertake feasibility studies, and prepare modifi-
cations and retrofits to optimize any plant to the 
ever-changing process and market conditions that 
define the cement industry. 

 

R&D is the DNA of KHD
R&D lies at the core of the Center of Excellence. 
Here, new products and upgrades are developed 
from first concept to commercial reality. The engi-
neers are tightly connected to the real-world chal-
lenges faced by cement plants and serve projects in 
close cooperation with the company’s service and 
project execution managers. This ensures that KHD 
innovations are always practical and reliable. 

As machines and processes of the size required 
in the cement industry cannot be built in a lab or 
test center, the development of those innovations 
has largely been transferred to the most modern 
methods of computational simulation. KHD spe-
cialists have developed a range of simulation tools 
for various purposes and collaborate closely with 
internationally-renowned experts in their specific 
fields. 

KHD also operates a Technology Center that 
is also equipped with a raw materials testing 
laboratory, where varying materials and feedstocks 
can be tested to determine their characteristics. 

The information gathered is fed to the company’s 
processing engineers for use in the development 
of best-possible process and product designs. As 
raw materials and feedstocks change and become 
more variable in future, this capability is expected 
to play an increasingly valuable role, underpinning 
new product developments. 

KHD understands R&D to form the core of its 
business model. Customers expect KHD to be a 
technology leader in the cement industry, offering 
the most advanced machines and processes. That’s 
why KHD has set up its organization to take optimal 
benefit from the increasing knowledge around the 
world, and encourages close collaboration among 
the several entities of the group under a common 
technological leadership of the Center of Excellence 
in Cologne/Germany.

 
Into the future
The last three decades for equipment suppliers to 
the cement industry have been ruled by intense 
price challenges. The focus on technological devel-
opment that marked preceding decades has gener-
ally decayed for all technology-driven suppliers, 
and room was given to cost leaders, who offered 
general technologies at low prices. While this is not 
unusual in mature markets, the new needs of the 
cement industry now call for technological inno-
vation again. KHD understands that the future of 
the cement industry will be defined by the need to 
decarbonize and digitalize – and it is committed 
to supporting the industry through this transition. 

For example, KHD ProMax® is a suite of cloud-
based digital solutions that connects to and deliv-
ers real-world optimization of cement plant equip-
ment and process. Integrating plant data with 
state-of-the-art digital twin and machine learning 
technologies, KHD ProMax delivers benefits that 
include: 
 » Increased plant throughput and production sta-

bility
 » Reduced downtime and lower spare part costs
 » Intelligent maintenance workflows
 » Prescriptive dynamic maintenance – optimiz-

ing service life
 » Remote action through augmented reality from 

anywhere in the world
 » Improved business planning for maximum 

profitability and sustainability
 

KHD ProMax thus offers next-level improvement 
in cement plant performance. But the company is 
also aware that the challenges ahead do not allow 
any pause in innovation. This creates a business 
environment that KHD is optimally set up to serve. 
After all, innovation is a part of the company’s 
DNA. And with a committed main shareholder in 
place, KHD is revitalized and intent on reclaiming 
technological leadership among cement OEMs. 

7 The KHD headquar-
ters in Gremberg-
hoven/Germany
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The main shareholder in KHD is AVIC 
International Beijing Co. Ltd, a member of AVIC, 
one of China’s leading industrial corporations. This 
combination of KHD know-how with the strengths 
of AVIC will be instrumental in the rapid techno-
logical developments demanded by the market. 

Although the specific market requirements 
vary by regions, the main trends are clear:
 » Increased production capacities to deliver econ-

omies of scale
 » Lower energy consumption
 » A reduction in harmful emissions, such as NOX

 » Decarbonization
 

These challenges – and especially the last – will 
require a range of technologies such as solutions 
available from KHD to maximize use of alternative 
fuels up to 100% thermal substitution rates, and 
to deliver very high-efficiency grinding plants. 
In addition, KHD is working on high-level plant 
automation, which optimizes plant operations 
autonomously by leveraging machine learning 
with expert knowledge. The company is also com-
mitted to the development of products and pro-
cesses that will allow the decarbonization of the 
cement-making process, which is expected to be 
enforced from 2030 onwards.

 
People – the driving force of the company
Despite all the new technologies and tools to facilitate 
engineering, KHD knows that its real assets are the 
knowledge and experience of the people who work 
for it. Even today, the cement business is driven not 
only by technology and price, but also by human 
relationships and cooperation. KHD is proud of its 
exceptionally low staff turnover: many employees 
have been with the company for more than 25 years. 

Having developed from a former industrial 
trust of the golden age of German industrializa-
tion into a lean company of less than 1000 em-
ployees today, the hierarchical structures in KHD 

are flat. The management board overlooks group 
activities but also provides hands-on input into 
projects and activities if necessary. Local manage-
ment of Humboldt Wedag units in Germany, the 
USA, India, and China lead their entities in close 
collaboration with group management and their 
department heads. A hands-on mentality and ef-
fective communication at all levels of the company 
ensure flexible and target-oriented solutions for 
the mutual benefit of KHD and its clients.

 
Jianlong Shen, CEO of KHD Group
“Innovation by tradition” is the best description of 
KHD’s history over the past one and a half centuries. 
As a leading technology and service provider, we will 
continue to enrich our state-of-art product and tech-
nology portfolio to serve our clients and contribute to 
a better, greener, and more efficient future.

 
Matthias Mersmann, CTO of KHD Group
KHD has always been a technology leader in its 
genes and business model. We will continue to 
deliver that value to our clients, especially in the 
transition to decarbonization and digitization.

 
Matthias Jochem, COO of KHD Group
KHD project management and execution method-
ology is always based on a partnership approach 
with our clients, cooperation partners, and suppli-
ers. Our primary commitment is to deliver the pro-
ject on time and to specified technical performance. 
But the true excellence of KHD materializes when 
it comes to overcoming obstacles and changes – 
which are common to large investment projects – 
in a constructive and fair manner.

 
Jürgen Luckas, CFO of KHD Group
Like any other company, KHD wants to make a 
profit. Still, profit-making is not our only target: 
we also want to add value to our customers and 
help achieve environmental targets.

 

8 Jaypee Himachal ce-
ment plant at night 
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ronmental footprint of cement production further 
still. This comes amid growing concern about the 
industry’s emissions. 

The Pyrorotor delivers complete burn-out of 
even the lowest-quality alternative fuels. Based on 
rotary kiln technology, it features a rotating com-
bustion chamber to ensure proper mixing of the 
fuel with oxygen-rich tertiary air in temperatures 
up to 1200 °C. Speed of rotation can be adjusted 
from 0.3 to 3 rpm for ultimate control of combus-
tion conditions and to enable long residence times 
of up to 10 minutes. The use of recuperated hot 
tertiary air also means that no additional burner 
is required. There are currently eleven Pyrorotor 
installations with more on the way in regions such 
as South Korea, China, India, and Turkey. 

The Pyroredox is installed between the kiln in-
let and calciner to separate reactions that would 
usually occur concurrently in the calciner. In the 
fi rst stage, kiln exhaust gases are fed into the 
Pyroredox. This prevents complete combustion of 
the fuel and creates CO-rich conditions within the 
Pyroredox loop. Extended fuel residence time of 
about 4 seconds in this CO-rich atmosphere allows 
the CO to react with the NOX in the kiln gases, re-
ducing them to CO2 and N2. The remaining lean gas 
is fed into the calciner, where classic oxidation of 
the lean gas and tertiary air takes place, ensuring 
calcination of the raw meal.

This staged combustion delivers signifi cant and 
permanent reduction of NOX emissions, allowing 
very low NOX emission limits to be realized, while 
lowering the ongoing maintenance costs associ-

These are the most popular innovations that 
KHD brought to the cement market. Other innova-
tions introduced by KHD include the short kiln, the 
static v-shaped separator, and the multi-channel 
jet burner. The company was also among the fi rst 
to take-on the cement industry’s environmental 
footprint, introducing the low-NOX calciner with 
staged combustion in 1985. To this day, the com-
pany is proud of its innovative spirit, and the com-
pany’s management and global workforce execute 
their work in this spirit, day in, day out. 

Continuing the tradition 
KHD continues in this innovative tradition today. 
Among its most recent product developments, the 
Pyrorotor® and Pyroredox® help reduce the envi-
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early 20th century

3 A preheater concept drawing dating back from 1952 4 An advertisement for KHD rotary kiln installations
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5 A Pyrorotor® 
installed at a plant in 
Europe

6 A Pyroredox®  
installed at a plant in 
China

ated with catalytic SCR-systems. As such, it has 
proved particularly popular in China, which has 
some of the tightest NOX emission regulations in 
the world. Despite its huge impact on NOX emis-
sions, Pyroredox has no negative impact on clinker 
production capacity, fuel consumption, or power 
demand of the cement plant.

 
A global company with its heart in Germany 
Through a network of companies around the world, 
KHD is close to customers in all major global mar-
kets and can fulfil all regional requirements, quick-
ly and easily. These several KHD companies co-
operate seamlessly with each other, thus providing 
the optimal use of competencies and capacities that 
is critical to success in the cement industry.

Although the company network has evolved into 
a modern system of distributed competencies, the 
company’s heart is its Center of Excellence (CoE) in 
Cologne, Germany. The business unit unites KHD’s 
knowledge and experience and delivers all process, 
design, plant, and automation engineering servic-
es for the group. KHD employees work in modern, 
cross-functional teams to develop the best possible 
solution for each and every specific project. In doing 
so, they consider all multi-stakeholder requirements 
– from productivity to CAPEX and OPEX, reliability 
and maintainability, safety and ease of operation.

The technologies and solutions developed 
at KHD headquarters are made available to the 
global cement market via the company’s sales and 
services team. Alongside technical excellence, cus-
tomer service is the second key focus for KHD, be-
cause the company understands that success in the 
cement industry comes on the back of long-term 
relationships with customers. Regional customer 
service centers are thus located close to customers 
in all markets of the world. Recently, the markets in 
India and China have become very dynamic. KHD 

   33   33 25.04.2023   09:39:4625.04.2023   09:39:46

COVER STORY

36    ZKG 2023 3

www.zkg.de

op new technologies which will help with decar-bonization in the next decades. Already today, we provide various solutions that signifi cantly reduce CO
2 emissions by using one of the following levers: replacing fossil fuels with alternative fuels, pro-ducing cement with signifi cantly reduced clinker ratio through the use of calcined clay, and a va-riety of other solutions that increase the thermal and electrical effi  ciency of existing cement plants. These are all eff ective methods to reduce the car-bon footprint of cement production already today.

… and probably also the manufacturing costs?Correct. Thanks to increased effi  ciency and other improvements, the production costs are also re-duced. This is very elegant. If you know that your 

What are the current challenges of the cement in-dustry?
Good question, I think we all know the hot top-ics of our industry. These days it is the question of decarbonization, the main topic also in a lot of other sectors. It is a huge challenge, and everybody is involved!

What solutions does KHD offer its customers in or-der to be well positioned with regard to decarboniza-tion in the future?
What solution works for which client is depending on a lot of factors: what kind of raw materials are used and what technology is currently installed, just to name two of the most important ones. We work intensively in our R&D department to devel-

MATTHIAS MERSMANN, CHIEF TECHNOLOGY OFFICER AT KHDHuge challenges and everybody is involved

As part of the Cover Story in this issue, Matthias Mersmann, Chief Technology Offi cer 
at KHD, answered some very topical questions about technological developments in the 
cement industry in an interview with the Editor-in-Chief of ZKG Cement Lime Gypsum 
Dr. Petra Strunk.

André Sybon, MD of Humboldt Wedag GermanyThroughout its history, KHD has been the leading innovator in the cement industry. Now, in response to fundamental shifts in market demands relating to decarbonization and emission limits, we have the opportunity to introduce a new round of in-novation, such as the Pyrorotor® and our latest AI development, KHD ProMax® RTO, which meets the needs of our customers in a rapidly evolving world.
Rainer Krüper, MD of Humboldt Wedag GermanyKHD’s market, especially in Europe, is increasingly asking for EPC solutions. Fortunately, we have al-ready carried out many EPC projects and, together with AVIC, are able to off er customers complete so-lutions. Depending on requirements, main compo-nents are still built by KHD with additional equip-ment engineered and supplied by AVIC. 

Wolfgang Pajonke, MD of ZAB Dessau GermanyKHD off ers customer-oriented solutions and as-sists its clients through every stage of a project. It always starts with feasibility studies and meticu-lous project development. That way, we can meet any project requirement, and guarantee the design 

and delivery of sustainable, effi  cient, and most-productive cement plants.

Ashok Dembla, MD of Humboldt Wedag IndiaHumboldt Wedag India is a reliable partner to the Indian cement industry as it works toward the goals of the Cement and Concrete Roadmap 2050 for Net-Zero Concrete. We are committed to building a more sustainable world and forge close connections with our customers to support greater use of clean technologies, such as renewable en-ergy, novel cements, and more effi  cient produc-tion systems.

Dwayne Holland, MD of Humboldt Wedag USAKHD not only leads when it comes to products; we are also a project integrator. With a local market presence for project execution, we can meet cus-tomer needs for anything from small upgrades to full plants. This includes products and projects, such as limestone cement conversions, alternative fuels, and clay calcination, that are targeted toward the goals of the PCA Roadmap to Carbon Neutrality.www.khd.com
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- �Web-optimized PDF of your article  

(incl. cover page)
- �150 copies of the cover story for own use
- Online PLUS

Use the ZKG CEMENT LIME GYPSUM cover story for your exclusive presence in a ZKG CEMENT LIME GYPSUM issue!

Price: 10,900.00 €
Price in the trade fair edition 2/2025: 13,625.00 €
plus 19% VAT

Cover story packages

20
23

 3

   1   1

25.04.2023   08:29:0325.04.2023   08:29:03
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MEDIAMEDIA

Linking in E-Paper

Increase the effectiveness of your advertising campaign  
by linking your advertisement in our E-Paper  
(epaper.zkg.de). 

Linking ads in the E-Paper offers the following  
advantages:

• �Interactivity: Readers can click directly on ads to get 
more information or buy products online.

• �Enhanced user experience: Readers get direct access to 
relevant content or products

• �Enhanced information content: Ads can provide 
additional information or media on web pages through 
links

Price: 390.00 €

Linking in E-Paper

E-PAPERE-PAPER

WEBSITEWEBSITE

LANDINGPAGELANDINGPAGE

Linked  
advertorial

Linking 
for example 

to

All prices plus 19 % VAT. Agency commission 15 %. You can find the terms and conditions at: https://bauverlag.de/en/terms

https://bauverlag.de/en/terms


DIGITAL

Website traffic� 19

Website prices, formats and technical advice� 20

Website technical advice � 21

Newsletter time schedule� 22

Newsletter prices, formats and technical advice� 23

Online-advertorial� 24

17Return to content



18Return to content

Website
Website traffic

Traffic audit:	

Source for page impressions and visits: IVW, for unique user: Google Analytics/self-reported
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Website
Prices, valid from 1st October 2024, 

Formats and technical advice

Prices and forms of advertising (price for 28 days / 4 weeks):

All display banners rotate with a maximum of 2 other banners in the same position. Please always supply the respective desktop and mobile format. Other formats on request.
All prices plus 19% VAT, agency commission: 15%. You can find our technical specifications with a presentation of the formats at https://bauverlag.de/downloads/spec-sheet-online.pdf. 
You can find the general terms and conditions at https://bauverlag.de/en/terms

Form of advertising Placement
Desktop and tablet

Size in pixel (W x H)
Desktop and tablet

Placement
Mobile

Size in pixel (W x H)
Mobile

Price for 28 days /
4 weeks

Fullsize banner Content 468 x 60 Content 300 x 50 (6:1) 672.00 €

Superbanner At the top of the website 728 x 90 Content 300 x 50 (6:1) 840.00 €

Medium rectangle Content/
Marginal column 300 x 250 Content 300 x 250 1,176.00 €

Skyscraper To the right of the content 120 x 600 (sticky possible) Content 300 x 50 (6:1)
1,008.00 €
1,092.00 € (sticky)

Ad Bundle Alternating depending 
On availability

468 x 60
120 x 600
300 x 250

Content 300 x 250 1,008.00 €

Wide skyscraper To the right of the content 160 x 600 (sticky possible) Content 300 x 50 (6:1)
1,176.00 €
1,260.00 € (sticky)

Half page To the right of the content 300 x 600 (sticky possible) Content 300 x 600
1,344.00 €
1,428.00 € (sticky)

Billboard Under the navigation,
not on the start page 970 x 250 Content 300 x 75 (4:1) 1,680.00 €

Wallpaper Above and next to the content 728 x 90 and
120 x 600 Content 300 x 250 1,512.00 €

Expandable wallpaper Above and next to the content 728 x 90 and
120 x 600 (300 x 600) Content 300 x 600 1,680.00 €

OnlinePLUS Addition to an existing online 
article/advertorial Photos, videos, PDFs Addition to an existing online 

article/advertorial Photos, videos, PDFs 1,260.00 €

Microsite Own navigation
within the website Individual Own navigation

within the website Individual
10,206.00 €
(Price for 12 weeks)

Job offer In the job market Individual In the job market Individual 1,250.00 €

https://bauverlag.de/downloads/spec-sheet-online.pdf
https://bauverlag.de/en/terms
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File formats:	 JPG, GIF, Flash, HTML-Tag, Redirect-Tag
	 Weight: max. 100 kB per banner

	� The kB data given for every advertising material are maximum sizes and 
represent the total sum of all data defined by the advertising materials 
(including files to be loaded later, sniffer code, images, flash, etc.).

	

	 You get a reporting about ad-impressions and ad-clicks after 
	 campaign end.

Delivery address:	� Please send the advertising material for your campaign to: 
	 order.management@bauverlag.de

Delivery date:	 7 working days prior to beginning of the campaign
	� These lead times give both of us sufficient time to test the formats and to 

ensure reliable delivery of the campaign. Otherwise, we can bear no costs 
for delays caused by late delivery to us.

	 Please send your materials together with the required meta information:
	 – booked site
	 – Customer name
	 – Order number
	 – Target-URL
	 – Booking period
	 – Form of advertisingat
	 – Motif name
	 – Contact person for inquiries 

 

For detailed information please see our spec sheet:
https://bauverlag.de/downloads/spec-sheet-online.pdf

Website
Technical advice

Discounts: 
Published within 12 months (Insertion year) 

Staggered repeat discount
12 weeks	 5%
26 weeks	 10%
52 weeks	 15%

Online ad specials: additional options
Wallpaper: coloured, clickable background
30% additional charge

We will be happy to provide you with information on other online special forms of
advertising. Just contact us, we will be pleased to realize your individual customer wishes

https://bauverlag.de/downloads/spec-sheet-online.pdf
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Issue Publishing
date

Booking
deadline

1/2025 15.01.2025 06.01.2025
2/2025 19.02.2025 10.02.2025
3/2025 18.03.2025 07.03.2025
4/2025 29.04.2025 16.04.2025
5/2025 15.05.2025 06.05.2025
6/2025 25.06.2025 13.06.2025
7/2025 22.07.2025 11.07.2025
8/2025 19.08.2025 08.08.2025
9/2025 17.09.2025 08.09.2025
10/2025 09.10.2025 29.09.2025
11/2025 13.11.2025 04.11.2025
12/2025 11.12.2025 02.12.2025

Newsletter
Time schedule, usage data and technical advice

File formats:	 JPG or static GIF, max. 20 kB (without animation) 
 
 
	

Format of newsletter:	 HTML or text

Delivery address:	� Please send the advertising material for your campaign to:  
order.management@bauverlag.de

Delivery date:	 7 working days prior to beginning of the campaign.
	� These lead times give both of us sufficient time to test the 

formats and to ensure reliable delivery of the campaign. 
Otherwise, we can bear no costs for delays caused by late 
delivery to us.

	� Please send your materials together with the required  
meta-information:

	 – booked newsletter
	 – customer name
	 – order number
	 – target URL
	 – contact person for inquiries

	 You will get a reporting about the recipients, 
	 Opening rate and ad-clicks.

For detailed information please see our spec sheet:
www.bauverlag.de/downloads/spec-sheet-online.pdf

Recipients: 

The ZKG Newsletter reaches management, plant 
managers, engineers and technical managers in the 
cement, lime, gypsum and concrete industry. 

Circulation:
1,737 Recipients
Openingrate net:  27.5%
(source: Inxmail, average per month July 2023 to 
June 2024)

https://bauverlag.de/downloads/spec-sheet-online.pdf
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Format:
468 x 60 px

Placement:
content

Price:
470.00 €

Format:
120 x 600 px

Placement:
next to the 
content

Price:
580.00 €

Format:
160 x 600 px

Placement:
next to the  
content

Price:
690.00 €

- headline up to 50 characters 
- up to 500 characters
- 1 image (275 x 255 pixel)

Placement:
content

Price:
580.00 €

- headline up to 50 characters
- up to 500 characters
- 1 image (275 x 255 pixel) 

Placement:
content

Price:
580.00 €

Format:
300 x 250 px

Placement:
content

Price:
690.00 €

- up to 4 text ads
- 3 Fullsize banner 
- 1 skyscraper

Placement:
content, exklusiv

Price:
4,300.00 €

- 1. Text ad in the Newsletter
- headline up to 50 characters 
- up to 500 characters
- 1 image (275 x 255 pixel)

Placement:
content

Price:
690.00 €

All prices plus 19 % VAT. Agency commission 15 %. You can find the terms and conditions at: https://bauverlag.de/en/terms

Prices and forms of advertising:

Newsletter
Prices, valid from 1st October 2024, 

formats and technical advice

Job offer

Text adText ad premium

SkyscraperFullsize banner

Medium rectangle

Wide skyscraper

Newsletter takeover Discounts: 
Published within 12 months  
(Insertion year) 

Staggered repeat discount
3 times	   5%
6 times	 10%
12 times	 15%

https://bauverlag.de/en/terms
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Online-advertorial
Show our users your expertise on a topic, demonstrate your problem-solving skills, 
or explain the benefits of your product in detail - the occasions for an online 
advertorial can be many and varied. The online advertorial is promoted with a 
comprehensive 4-week communication package consisting of the following 
components:

• �permanent online contribution on www.ZKG.de 
(can still be found via search after the 4 weeks)

• �Editorial teaser on the start page with link to the online article  
(subject to availability)

• �Medium rectangle with placement on the complete website as teaser  
with link to the online article

• �1 Text ad in the ZKG Newsletter  
with link to the online article

• �Promoted Facebook post via the Facebook fan page of 
ZKG CEMENT LIME GYPSUM with link to the online article

• Please deliver the online post in German and English

Price: 3,136.00 € plus VAT.
(Price for 28 days / 4 weeks)

Online-advertorial

All prices plus 19 % VAT. Agency commission 15 %. You can find the terms and conditions at: https://bauverlag.de/en/terms

https://bauverlag.de/en/terms
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Registration form

Order Whitepaper

WHITEPAPER

WHITEPAPER

Landingpage

ALTE SPINNEREI, KOLBERMOOR

Ob Ausstellungsraum in der ehemaligen Tuchfabrik oder Schwimmbad in der stillgelegten Zeche – eine 

 Vielzahl denkmalgeschützter Industrieareale, die in Folge des Strukturwandels lange Zeit leer standen,  

wurden in den letzten Jahren einer neuen Nutzung zugeführt. So auch die ehemalige Baumwollspinnerei   

in Kolbermoor, deren Revitalisierung weit mehr umfasst als die Sanierung eines denkmalgeschützten  

Gebäudes: Auf dem rund 200.000 m² großen Gelände ist innerhalb der letzten zwanzig Jahre ein kom­

plett neuer Stadtteil entstanden.

Fotos: Meike Hansen / Archimage

Nach einem Brand wurde die ehemalige Baumwoll-

spinnerei 1899 neu errichtet und blieb bis 1992 in 

Betrieb. 2006 erwarb die Familie Werndl das alte 

Fabrikgelände. 

Zwischen der Mangfall und dem Mangfall-

kanal gelegen, ist das revitalisierte Spinnerei-

gebäude heute das Herzstück eines 

lebendigen Quartiers. Es beherbergt 42 Loft-

wohnungen und 23 Büro- und Praxisräume. 

Energiezentrale
Batteurgebäude

Y-HäuserLoftreihenhäuser

Mangfallkanal

Spinnereipark

Spinnereineubau

Wohnenam Rosengarten
Spinnereihof

Pförtnerhaus

Conradtyhäuser

 
grohe.de

 

5 

4 
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Our communication package combine an appropriate set of advertising channels based upon your 
communication goals to ensure that you reach your entire target group.

We will be happy to put together further packages with suitable digital and print formats for you on request.

Halfpage ad on 
www.ZKG.de

Duration 4 weeks 
Price: 1,830.60 € plus VAT. 

Duration 4 weeks
Price: 5,612.40 € plus VAT. 

Wide skyscraper in   
ZKG Newsletter

Online advertorial on 
www.ZKG.de

1/2 page advertorial or advert 
in the print edition of ZKG 
CEMENT LIME GYPSUM

Online branding package Crossmedia product advertising package

Communication packages
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Webinar

Choose an interesting topic, create an exciting   
Presentation and have the webinar moderated by our 
expert ZKG CEMENT LIME GYPSUM editorial team 
and organized by the experienced Bauverlag event 
team. You will receive the contact details of the 
participants.

Price: 6,490.00 €*

Whitepaper

Publish your neutral, well-foundedinformation on  
a topic of interest to the target group in a useful 
white paper on ZKG.de. Interested  
high-value order the white paper and you will 
receive the contact details afterwards.

Price: on request

Gain valuable leads with the strong media brand ZKG CEMENT LIME GYPSUM!

Ask for our detailed information flyer!

Lead generation
Webinar and Whitepaper

*Price plus 19% VAT
Please note that we require a lead time of 8 weeks. You can find the general terms and conditions at https://bauverlag.de/en/terms.

Registration 
form

Order Whitepaper

WHITEPAPERWHITEPAPER
Landingpage

https://bauverlag.de/en/terms
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Video advertorial

Video advertorials that will convince you!

Moving images attract attention. Content and products can be 
presented in a more lively and emotional way, making them 
easier to perceive.
In contrast to classic commercials, video advertorials convey 
information, tips or stories that appear valuable to the viewer 
while subtly promoting a product, service or brand.
The focus is often on providing the audience with useful  
content while raising awareness of the advertised brand,  
without the advertising taking center stage.

Please contact us

Erdal Top
Director Video & Digital Services
Phone: +49 5241 2151-3344
E-Mail: erdal.top@bauverlag.de

Bauverlag not only has access to the target group, but also 
the expertise to implement an individual storyline perfectly 
and tailor-made for the customer in the construction industry. 
The Bauverlag brands also provide neutrality and credibility for 
your communication goals.

When will we realize our joint video project?
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Bauverlag Events

The portal for networking in architecture and the construction 
industry

Bauverlag organizes and plans 85 events every year. These 
include in-house events such as congresses, trade fairs and 
specialist forums. In addition, customer events are designed, 
planned and carried out. 

Our events offer you

- Networking and information transfer 
- �Contact with your target group and top decision-makers in  

architecture and the construction industry
- Neutral specialist presentations on trends and developments 
- Intensive exchange of ideas and information 
- In-depth information through accompanying trade exhibitions 
- New, innovative discussion and presentation formats

Expand your network. Take advantage of the professional  
exchange with colleagues and industry experts!

Rainer Homeyer-Wenner
Head of Events
Phone: +49 5241 2151-3311
E-Mail: rainer.homeyer-wenner@bauverlag.de

Malte Kienitz
Event Manager
Phone: +49 5241 2151-2424
E-Mail: malte.kienitz@bauverlag.de

Heike Carpenter
Assistance Eventmanagement
Phone: +49 5241 2151-1155
E-Mail: heike.carpenter@bauverlag.de

Please contact us
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Bauverlag Creative

ALTE SPINNEREI, KOLBERMOOR
Ob Ausstellungsraum in der ehemaligen Tuchfabrik oder Schwimmbad in der stillgelegten Zeche – eine 
 Vielzahl denkmalgeschützter Industrieareale, die in Folge des Strukturwandels lange Zeit leer standen,  
wurden in den letzten Jahren einer neuen Nutzung zugeführt. So auch die ehemalige Baumwollspinnerei   
in Kolbermoor, deren Revitalisierung weit mehr umfasst als die Sanierung eines denkmalgeschützten  
Gebäudes: Auf dem rund 200.000 m² großen Gelände ist innerhalb der letzten zwanzig Jahre ein kom­
plett neuer Stadtteil entstanden.

Fotos: Meike Hansen / Archimage

Nach einem Brand wurde die ehemalige Baumwoll-
spinnerei 1899 neu errichtet und blieb bis 1992 in 
Betrieb. 2006 erwarb die Familie Werndl das alte 
Fabrikgelände. 

Zwischen der Mangfall und dem Mangfall-
kanal gelegen, ist das revitalisierte Spinnerei-
gebäude heute das Herzstück eines 
lebendigen Quartiers. Es beherbergt 42 Loft-
wohnungen und 23 Büro- und Praxisräume. 

Energiezentrale

Batteurgebäude

Y-Häuser

Loftreihenhäuser
Mangfallkanal

Spinnereipark

Spinnereineubau

Wohnen
am Rosengarten

Spinnereihof

Pförtnerhaus

Conradtyhäuser

 grohe.de
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ARCHITEKTUR- 
LÖSUNGEN
WOHNEN AUF ZEIT

Your partner for content marketing, individual  
communication solutions and networking

We support you in reaching your target group with something 
special. In close cooperation with our specialist editorial teams, 
we develop customized online and print formats as well as 
specialist events for you.  

Bauverlag Creative offers you

- Supplements, brochures, white papers  
- Websites and microsites 
- Editorial videos and image films  
- Social media content 
- Moderation and event management

Become visible. Use the reach and channels of Bauverlag!  

Christian Ippach
Bauverlag Creative
Phone: +49 5241 2151-7799
E-Mail: christian.ippach@bauverlag.de

Please contact us
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Michael Voss, 
Publisher and Managing Director
Phone: +49 5241 2151-5511
E-Mail: michael.voss@bauverlag.de

Boris Schade-Bünsow
Managing Director
Phone: +49 30 8841-0626
E-Mail: boris.schade-buensow@bauwelt.de 
Foto: © Jasmin Schuller

Bauverlag BV GmbH
Friedrich-Ebert-Straße 62
33330 Gütersloh
Phone: 05241 2151 1000
E-Mail: info@bauverlag.de

https://bauverlag.de/en

Building. Knowledge. Passion. 
Architecture / Processing & recycling / Building materials / Construction companies / Job market / Technical building equipment / Fabricators / Housing and real estate industry

Location and management

https://bauverlag.de/en
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Contacts
Editorial office and job market

We will support your media plannings – just give us a call or send us an e-mail!

Dr. Petra Strunk
Editor-in-Chief ZKG
Phone: +49 5241 2151-7272 
E-Mail: petra.strunk@bauverlag.de

Bärbel Ellermann
Head of Job Market
Phone: +49 5241 2151-1919
E-Mail: baerbel.ellermann@bauverlag.de

Ariane Ewers-Busche
Sales Manager Job Market
Phone: +49 5241 2151-3000
E-Mail: stellenmarkt@bauverlag.de 

Christiane Klose
Sales Manager Job Market
Phone: +49 5241 2151-3000
E-Mail: stellenmarkt@bauverlag.de 

Denise Spindelndreier
Sales Manager Job Market
Phone: +49 5241 2151-3000
E-Mail: stellenmarkt@bauverlag.de 
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Contacts
Sales

We will support your media plannings – just give us a call or send us an e-mail!

Bernd Fenske
Key Account Manager
Phone: +49 89 24440-7344
E-Mail: bernd.fenske@bauverlag.de

Andreas Kirchgessner
Key Account Manager
Phone: +49 5241 2151-4411
E-Mail: andreas.kirchgessner@bauverlag.de

Erdal Top
Key Account Manager
Phone: +49 5241 2151-3344
E-Mail: erdal.top@bauverlag.de

Axel Gase-Jochens
Head of Digital Sales 
Phone: +49 5241 2151-2727
E-Mail: axel.gase-jochens@bauverlag.de

Birgit Grewe
Sales Service Manager 
Phone: +49 5241 2151 5151
E-Mail: birgit.grewe@bauverlag.de

Nicole Dony
Senior Sales Manager
Phone: +49 5241 2151-4242
E-Mail: nicole.dony@bauverlag.de

Stefan Hoffmann
Head of Sales Operations
Phone: +49 5241 2151-4747
E-Mail: stefan.hoffmann@bauverlag.de
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Other brands

Diese Wärmepumpe 
ist fl üsterleise

Franz Pongratz
Produktmanager KERMI GmbH

KEINE 
AUSREDEN 
MEHR
Diese Wärmepumpe 

Franz Pongratz
Produktmanager KERMI GmbH

KEINE KEINE 
AUSREDEN AUSREDEN 
MEHRMEHR

Fühl Dich wohl. Kermi.
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Marktübersicht: Heizen mit Holz Seite 22

Klimatisieren mit Wärmepumpe Seite 46

Digital und klimaneutral  Seite 70
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www.kuechenplaner-magazin.de

Studie:
Hohes Potenzial
beim Dunstabzug
 ▶ 32

AMK:
Mitgliederversammlung
mit Rekordbeteiligung
 ▶ 16

Küchenhandel:
10 Jahre
nah am Kunden
 ▶ 44

https://www.at-minerals.com/de/
https://www.bauhandwerk.de/
https://www.bundesbaublatt.de/
https://www.bft-international.com/de
http://www.bsbrandschutz.de
https://www.computer-spezial.de/
https://www.bauwelt.de
https://www.dach-holzbau.de
https://www.dbz.de
https://www.facility-management.de
https://www.kka-online.info
https://www.metallbau-magazin.de/
https://www.recovery-worldwide.com/de
https://www.shk-profi.de
https://www.tab.de
https://www.this-magazin.de/
https://www.tunnel-online.info
https://www.zi-online.info
http://fluessiggas-magazin.de
http://ikz.de
http://kuechenplaner-magazin.de

