
Inside Mining features topical information on mining and exploration 
projects in Africa and beyond, focusing on the entire mining value chain.
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Inside Mining and www.miningne.ws has an overall distribution of  
151 876 across print, digital and mobile platforms. Daily, weekly and monthly.

OUR READERS ARE YOUR BUYERS
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If you are a supplier offering products and services  
relevant to:

• Mine exploration 
• Mine projects

Use Inside Mining and the www.miningne.ws website, 
newsletters and social media platforms to gain exposure to 
our readers, who are your buyers.

Reach your buyers using our  
print and digital solutions

Magazine circulation

Local Africa Total audited

3 363 216 3 579

DIGITAL REACH
Digimag subscribers 5 656

Newsletter subscribers 8 872

Website page views per month 102 919

Social media following 30 850

Total means of distribution
(Non-audited print and digital) 151 876

www.miningne.ws

RATE CARD 2019Inside Mining

Distribution in Africa

Readership

Underground  
Mines 

Educational 
Institutes 

Institutes & 
Associations 

Mining  
Houses

Surface  
Mines 

Exploration 
Companies

Consulting 
Companies 

Financial & 
Insurance 
Companies 

Government: 
National, Provincial 
& Municipal 

Mining  
Equipment 
Suppliers 

Civil Engineering 
Contractors – 
Infrastructure & 
Construction 

2

Jan 18 –Jun 18

 15%  Kenya
 15%  Tanzania
 15%  Zambia
 15%  Zimbabwe
 12%  Botswana
 13%  Namibia
 15%  Ghana



WHY ADVERTISE IN INSIDE MINING?
•  It promotes your products and services to industry decision-makers
• It is distributed throughout Africa 
• It is accessible through multiple channels: print, newsletters, website and social media

Surface Miners

• Mine managers
• Quarry managers
• Water engineers
• Electrical engineers
• Environmental consultants
• Health & safety managers
• Procurement managers
• Transport managers
• Mine surveyors
• Maintenance managers
 
Underground Miners

• Mine managers
• Mining engineers
• Ventilation engineers
• Electrical engineers
• Grey water managers
• Water & sludge engineers
• Health & safety managers
• Shift bosses
• Shaft managers
• Shaft engineers
• Geologists
• Metallurgists
• Environmental engineers
• Procurement managers
• Mine inspectors

Civil Engineering Contractors – 
Infrastructure & Construction 

• Civil engineering managers
• Chief executive officers
• Managing directors
• Project managers
• Plant managers
• Road engineers
• Water engineers

Financial & Insurance  
Companies 

• Bank managers
• Insurance brokers

Government: National,  
Provincial & Municipal 

• Municipal managers
• Government officials
• Diplomats
•  Consulate generals – 

embassies
• Laboratories

Mining Equipment Suppliers 

Educational Institutes 

Mining Houses

• Chief executive officers
• Chief financial officers
• Mining engineers
• Mining consultants
• Exploration managers
• Metallurgists
• Geologists
•  Health & safety managers/ 

directors
 
Institutes & Associations 

• CSIR
• Mintek
• Council for Geoscience
• Chamber of Mines
•  SAIMM (SA Institute of Mining 

& Metallurgy)
• Association of Mine Managers

Exploration Companies 

• Exploration managers
• Geologists
• Metallurgists
• Project managers

Consulting Companies 

• SHEQ consultants
• Environmental consultants
• Electrical consultants
• Water consultants

www.miningne.ws
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Hot Seat

•  As a two-page story upfront in the magazine 
•  As a featured article in the newsletter

•  As an optional video clip on www.miningne.ws 

•  As a shared article on our social media platforms. This 
includes a specialised campaign to boost the story and 
extend its reach and engagement

Hot Seat
This prime position consists of an interview 
in Q&A format written by our editorial team. 
It includes a photograph of the interviewee 
and a pull quote on the front cover. 
The article will be featured:

• As a two-page cover story upfront in the magazine 

• As a featured article in the newsletter 

•  As a shared article on our social media platforms. 

This includes a specialised campaign to boost the 

story and extend its reach and engagement 

www.miningne.ws
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Content marketing opportunities across print and digital platforms

COVER STORY

The new Volvo R100E, with its focus 
on low total cost of ownership at the 
forefront of its design, is sure to be 
a hard hitter in the Southern African 
mining and quarrying sectors.

Volvo R100E
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The new Volvo Construction 
Equipment hauler range consists 
of the 45-tonne R45D, 60-tonne 
R60D, 72-tonne R70D and the 

flagship 100/95-tonne R100E, a com-
pletely new rigid hauler featuring new 
technologies and a striking new design.  

David Vaughan, managing director 
for Babcock’s Equipment business, 
attended the launch at Volvo’s Moth-
erwell facility where guests had the op-
portunity to test drive the R100E and see 
it in action at a nearby quarry. 

Vaughan says that the R100E rigid 
hauler, built for surface mining and 
quarrying applications where oper-
ational costs are critical, took centre 
stage at the event, and expects the 
machine to attract a strong following in 
Southern Africa. 

“Despite the fact that the R100E will 
be competing in one of the most con-
tested segments of the rigid hauler 
market, this top-performing machine 
with optimal production and minimal 
operational costs will be a strong con-
tender in the mining and quarry market 
segment,” he says.

Engineered to perform
The groundbreaking R100E is engi-
neered to perform and is built on strong 
Volvo DNA. Offering a true 100/95 tonne 
payload, the R100E allows operators to 
meet production rates faster while  
simultaneously providing low cost of 
ownership and ease of serviceability. 

The R100E’s 60.4 m3 capacity 
V-shaped body for optimum load reten-
tion and minimal material carry-back 
enhances cost savings and customers 
can expect to spend less per haul, 
while the industry-recognised load 
profile policy enables the operator to 
meet a consistent average target  
payload of 95 tonnes. 

Central to its powerful and efficient 
performance is the R100E’s new, fully 
electronic 783 kW Cummins QST30 
engine for superior power and fuel 
efficiency, backed by an improved 
‘connected’ drivetrain delivering high 
torque capabilities, excellent pulling 
performance and class-leading rim pull. 
The Volvo Adaptive Shift Control pro-
vides automated adaptive shift sched-
ules for excellent performance and fuel 
efficiencies in all operating conditions.  

Intelligent monitoring systems such 
as the On-Board Weighing (OBW) op-
tion ensure the machine moves the 

optimum safe payload to further boost 
production and minimise operational 
costs. Other features that make the 
R100E more durable, cost-efficient and 
comfortable than any other rigid hauler 
in its class include a speedy body-tip-
ping system ensuring fast cycle times for 
an all-round efficient performance; a 
new suspension design and wheel track 
configuration to absorb high levels of 
ground impact shocks; an ergonomic 
cab layout for improved operator expe-
rience; and a 360-degree visual system 
for safe and efficient operation.   

Vaughan says that the R100E has 
undergone extensive field testing at 
mining sites in both Sweden and South 
Africa, a key market for rigid haulers, 
with the machine tested in both cold 
and hot climates and in hard rock and 
coal environments. As with all Volvo 
machines, the R100E is built to the high-
est safety standards for the protection 
of both the operator and site staff.

Babcock expects the new Volvo 
R100E, with its focus on low total cost of 
ownership at the forefront of its design, 
to be a hard hitter in Southern African 
mining and quarrying.

Updates and modifications
The three D-Series rigid haulers – the 
R45D, R60D and R70D – are all based 
on the existing and well-proven Terex 
Trucks TR-Series, now with Volvo up-
dates and modifications to meet the 
brand’s exacting standards. Covering 
payload capacities from 41 tonnes to 
65 tonnes, the D-Series rigid haulers are 
designed to reduce fuel consumption 
while promoting safe operations and 
ease of use. Also powered by premium 
engines, the R45D, R60D and R70D rig-
id haulers achieve high-performance 
torque and up to 567 kW (760 hp) pow-
er, even at low engine speeds. With 
impressive tractive effort, generated 
by the complete drivetrain design and 
configuration, the D-Series rigid haulers 
are the ideal machines to traverse the 
steep slopes often found on mining and 
quarrying worksites.

The R100E and the D-Series machines 
will be backed by the same after-sales 
support, immediate access to parts 
and qualified service technicians, and 
well-laid-out service points for quick 
maintenance and increased machine 
uptime that is standard for all Bab-
cock-distributed machinery. Babcock’s 
after-sales service has earned the 

company the EMEA (Europe, Middle 
East, Africa) Best Dealer Volvo Services 
Award, announced earlier this year at 
the Volvo International Conference 
held in Portugal. Undertaken by an 
independent company appointed by 
Volvo, the survey measures after-sales 
service according to customers, with 
Babcock receiving top honours in the 
EMEA region. 

Babcock’s after-sales 
service has earned the 
company the EMEA 
(Europe, Middle East, 
Africa) Best Dealer 
Volvo Services Award

COVER STORY

Babcock customers can now look forward to 
achieving production targets faster, as the  
new range of Volvo Construction 
Equipment rigid haulers becomes 
available in Southern Africa later 
this year, following the official 
launch in Scotland in April.

New Volvo CE rigid 
haulers to deliver 
improved production
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www.volvoce.com

www.babcock.co.za

                  A F R I C A N  U P D AT E S  O N  T H E          G R O U N D  A N D  U N D E R G R O U N D

www.miningne.ws

VOLVO 

RIGID HAULERS ENGINEERED TO PERFORM
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pipes dream
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IRON ORE
The Sishen 
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 Overall, Kumba delivered a stronger operational and financial performance  

in 2017, as the strategic changes made in the prior year became embedded 

            and gained traction.”  Themba Mkhwanazi, CEO, Kumba Iron Ore P10
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 Front Cover + Cover Story
 This exclusive package includes a front cover  
image and article. The article will be featured: 

a massive investment. For example, a 
surface mining operation may have 
100 trucks on-site, with about 600 tyres 
in total, at a cost of US$40 000 per tyre 
(R540, 000) – that’s hundreds of millions 
of Rands invested in tyres.

“A tyre is essentially a ground-
engaging tool, which requires a clear 
strategy that maintains not only the 
tyre but also the operations, to ensure 
that the tyre is not damaged and is 
adequately maintained, just like any 
other part of a truck or a loader,” 
Martin explains. 

To develop an adequate tyre 
strategy, Martin advises that a 
number of components need to 
be considered: 
•  Finding the right tyre best suited for 

the specific operation, so the client 
will get the maximum life from the 
investment.

•  How maintenance on that tyre will 
be carried out with the services, 
competencies and capabilities 
available, so as to extend the life of 
the tyre and maximise the uptime.

•  The most important part is the safety 
around the tyre. It is, by definition, 

support hub for the Southern African 
region, that includes Botswana, the 
DRC, Mozambique, South Africa, 
Tanzania, Zambia and Zimbabwe, with 
South Africa representing  the biggest 
part of the market for Kal Tire. We 
are very pleased with the company 
performance in Zambia and have 
some fairly aggressive strategies to 
further expand our footprint  in the 
Southern African region,” he says. 

As a service provider to the mining 
industry, Martin says that Kal Tire prides 
itself on the quality of the services it is 
able to offer customers. 

“The South African operation is 
dominated by underground operations 
thanks primarily to the business that 
came with the acquisition. With the  
regular and ongoing access to the rest 
of the global organisation, we often 
bring in expertise from our operations 
in Canada, Latin America and West 
Africa, to boost and bolster our skills 
and operations in South Africa. 

“In principle, our purpose at Kal Tire 
is to help our customers attain the best 
value and return from their tyres, by 
extending the life of the tyres as far as 
possible and increasing operational 
productivity through a well-managed 
tyre strategy,” adds Martin. 

Tyre strategies 
Kal Tire adopts a fact-finding, 
solution-building methodology that 
ultimately guides the formulation of 
a suitable tyre strategy, aimed at 
maximising the cost-effectiveness of 
the tyres and helping to enhance 
operational performance.

“When you consider the kind of 
money our mining customers spend 
on tyres annually, you realise that it is 

Holistically, Kal Tire’s Mining 
Tire Group has an extensive 
presence in all the 
mining districts across five 

continents. Over the years, it has built 
a reputation for innovation, reliability 
and outstanding service – standards 
that the local arm Kal Tire South Africa 
has fiercely maintained. 

“Initially, our Kal Tire customer base 
included a number of underground 
operations, but we were primarily 
focused on surface mining operations; 
however, after an acquisition of 
Tyre Corporation last year, Kal Tire 
now has about 1 500 people in the 
Southern African region, of which 
about 1 060 are currently in South 
Africa,” Martin explains. 

A mining engineer by profession, 
Martin joined Kal Tire in April 2017, 
a month before the acquisition was 
complete – an interesting time in the 
business, to say the least. 

“Although, at the time, I didn’t 
have a history in the tyre business, 
I do have a clear understanding of 
the demands of mining operations, 
which has been particularly beneficial. 
The South African office is the main 

EVERY 
TYRE TELLS 
A STORY
Mining operations are constantly challenged 
to maximise the efficiency of the equipment 
they operate – including the tyres that 
ultimately carry the load. Kal Tire South Africa 
has an enviable reputation as a leading service 
provider to the earthmover tyre market, and 
Vice President: Southern Africa  
John Martin explains why.

HOT SEAT

high risk to manage such large 
vessels under pressure, and therefore 
requires the right training, equipment 
and safety procedures when 
managing these  tyres.. 

With the combination of these 
considerations, Martin says Kal Tire 
has been able to develop tyre 
management strategies for a number 
of different projects in the region. In 
doing so, the company has been able 
to significantly minimise operational 
downtime, that would normally be 
attributed to tyre related failures.

Independence is critical
As a part of its unique offering, Kal Tire 
South Africa operates independently 
from all tyre manufacturers, and this 
unfettered approach has proved 
beneficial in numerous ways. 

“The independence has a number 
of advantages as it enables Kal Tire 
to make unbiased recommendations, 
when determining what the best tyre 
would be for a specific application. 
When associated with a specific tyre 
manufacturer, one would naturally try 
to recommend the best-suited tyre 
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“Our independence 
has a number of 
advantages as it 
enables Kal Tire 
to make unbiased 
recommendations 
when determining 
what the best tyre 
would be for a 
specific application.”
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John Martin, Vice President: 
Southern Africa, Kal Tire’s 
Mining Tire Group

A surface mining 
operation may have 
100 trucks on-site, 
with 600 tyres, at a 
cost of US$40 000 

per tyre

FAST FACT

•  In the first two pages of the relevant section 

• As a featured article in the newsletter

•  As a shared article on our social media platforms. 
This includes a specialised campaign to boost the 
story and extend its reach and engagement

Divisional Cover   
This special opportunity includes a section cover 
inside the magazine. The article will be featured: 

Cover Story Page 4-5

LANXESS
Outperforming expectations

COVER STORY

SOUTH AFRICA’S MATURE chrome 
industry has a huge socio-eco-
nomic effect on the country’s 
GDP. In 2012, the sector contrib-

uted roughly 200 000 jobs and millions 
of rand to the economy. But, while the 
mining industry continues to face con-
siderable external pressures, LANXESS 
Chrome Mining (Pty) Ltd. (LCM) has opt-
ed to adopt a more optimistic response 
to the market. 

The LCM business 
To date, LANXESS has been one of the 
world’s biggest suppliers of chrome 
ore for the chemical industry and a 
leading producer of chrome chemicals. 
The company handles the entire value 
chain from chrome ore to leather-
tanning materials in South Africa. The 
company’s mine in Rustenburg has built 
a reputation as being a supplier of 
high-standard chrome ore for local and 
international use. Recently, LANXESS 

announced its plans to further strengthen 
the competitiveness of its leather 
chemicals business. 

The LANXESS Leather Business Unit will 
streamline and focus its chrome value 
chain in South Africa while Argentinean 
chrome chemicals production will be 
discontinued during Q4 2017. LANXESS 
is the only supplier that is active in both 
organic leather chemicals and chrome 
tanning salts. In chrome tanning salts, 
the company has a unique position 
through its strategic backwards 
integration in chrome ore. 

The Leather BU currently employs 
1 500 people worldwide and has 
production sites in Leverkusen, Germany; 
Filago, Italy; Rustenburg, Newcastle, and 
Merebank in South Africa; Changzhou, 
China; and, until end of 2017, Zárate, 
Argentina. “In South Africa, we operate 
a unique value chain with direct raw 
material access and leading technology 
that allows us to effi ciently produce 

chrome chemicals. This strategic 
measure, therefore, enables us to further 
strengthen our competiveness in the 
chrome chemicals business,” says Ben 
Marais, country representative. The 
mine forms part of the Bushveld Igneous 
Complex, which holds the majority of 
South Africa’s chrome ore deposits. 

The LANXESS value chain itself involves 
the mining of the raw material, and the 
ore being broken underground and 
brought to the surface by conveyor 
belts. Once on surface, it is processed 
to yield chemical-grade concentrate – 
the raw material for LANXESS’s chrome 
chemicals plants; lumpy ore and 
metallurgical concentrate – the raw 
material for the ferrochrome industry; 
as well as foundry sand, which is used 
in metal foundries.

Safety fi rst
Marais attributes the mine’s success 
to the company’s commitment not to 

Despite South Africa being the largest contributor to the ferrochrome industry, the 
sector remains under immense pressure. LANXESS is the only South African chemical 
chrome industry player to handle the entire value chain.   By Mpinane Senkhane

compromise on what matters most. 
Right at the top of that list is safety. 

“From the outset, the company has 
committed itself not to compromise in 
the area of safety. On the contrary, and 
with the assistance of all its stakeholders, 
the company identifi ed areas for 
improvement in safety and consciously 
invested in better equipment and 
technology to allow workers to work 
safer, by removing them from the 
working face or using equipment to 
reduce the physical effort required 
by employees to perform day-to-day 
tasks,” Marais says.

“This has proved to be extremely 
fruitful, and not only assisted the 
company to improve its safety statistics, 
but also contributed greatly to the 
improvement in production volumes. 
All that was needed in addition 
to identifying areas of wasteful 
expenditure was to put in place 
appropriate measures to prevent the 
reoccurrence thereof.” The mine’s 
statistics refl ect this approach as it has 
achieved a zero LTIFR (lost-time injury 
frequency rate) and RIFR (reportable 
injury frequency rate) since November 
2016. LCM confi dently believes that it 
will be celebrating a zero-harm RIFR for 
the remainder of 2017.

Mindset at the core 
Sarel Ferreira, CEO, LANXESS Chrome 
Mining, expands on this LTI-free 
sentiment, adding, “LANXESS has been 
named the safety leader in the North 
West region. The key to realising this 
was to ensure that all employees and 
contractors are involved and support 
the idea of making LCM a zero-harm 

mine. “The zero-harm journey starts with 
workplace visits and consultations with 
our employees and contractors, under 
the banner of visibly felt leadership, and 
culminates with developing personal 
relationships with our workforce.”

The visibly felt leadership practices 
being conducted with management 
and the employees identify hazards, 
promote the stop-and-fi x method 
and reward employees for positive 
participation in the zero-harm journey. 
This method and approach to business 
is at the heart of the LANXESS business 
model. Ferreira explains how support 
from management is continuously 
highlighted to promote safety on LCM 
operations and the breakthrough came 
when the employees started to build 
relationships with the Safety, Health, 
Environment and Quality Department 
and management by always being 
visible and physically showing support 
and not only talking about it. 

“Management had taken the lead 
in communicating with all employees 
and personally visiting their workplaces 
to identify the areas where they would 
need assistance to ensure a safe 
working environment.

“The fi rst thing was to get them 
supporting our belief of having a zero-
harm mine. The key is the support and 
involvement of employees on all levels,” 
Ferreira explains.

Market conditions 
The chrome price has left market 
sentiments wary, and although the 
prices did increase for a short period, 
they quickly dipped again. Despite the 
shaky market, LANXESS has responded 

to market conditions with optimism.  
“At present, the mining operation 
is running in an optimal and cost-
effective manner and is in a very good 
position to benefi t from any increase 
in the price of chrome ore. Although 
the recent spike in the price on the 
international market was short-lived, 
it proved that the mine could provide 
the right volumes in a safe, cost-
effective and sustainable manner, 
which made the operation profi table 
at the appropriate pricing levels,” 
Ferreira concludes.  

Ben Marais, country 
representative and managing 
director, LANXESS South Africa

Sarel Ferreira, CEO, 
LANXESS Chrome Mining

www.lanxess.co.za
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expectationsexpectationsexpectationsexpectationsexpectations
Outperforming

•  The workforce fi rmly believes 
in and supports the zero-harm 
policy for the mine

•  Visibly felt leadership –
communicating with 
employees, visiting their 
workplaces and practising the 
stop-and-fi x method 

•  Implementation of new 
technologies, i.e.: 

   -   Drill jiggs to make the faces  
even safer 

  - New safety nets 
  - Pneumatic pinchbars

HOW LCM BECAME 
THE SAFETY LEADERS 
IN NORTH WEST:
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With a print and digital campaign,  
there is a reach of 151 876 for  
your marketing message:

• Print magazines 3 579

• Digimag subscribers 5 656

• Newsletter subscribers 8 872

• Website page views per month 102 919

• Facebook likes and Twitter followers 30 850

 CONTACT US

EDITORIAL 
Mpinane Senkhane (Editor) 

+27 (0)11 233 2643 
mpinane@3smedia.co.za

SALES 
 Jenny Miller  

t +27 (0)11 467 6223   
f  086 587 6247   

c +27 (0)82 637 2992   
jennymiller@lantic.net

SUBSCRIPTIONS 
Contact

+27 (0)11 233 2600
subs@3smedia.co.za
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BANNER POSITIONS

LEADERBOARD: 728 X 90

RECTANGLE
BANNER 
(Above the fold)

300 x 250

MIDDLE STRIP AD: 468 X 60

MIDDLE STRIP AD: 468 X 60

www.miningne.ws
Banners are sold on the home page and run-of-site pages.

•  Leaderboard: Prime position above the  

www.miningne.ws masthead.

•  Rectangle banners: In eye-catching positions in the 

right-hand column.

•  Middle strip and bottom rectangle banners: 

Strategically placed between or below 

newsworthy articles.

•  Home page: Maximum of four advertisers per banner 

zone to ensure optimum exposure for advertisers.

•  Run-of-site banners: Displayed across multiple pages, 

increasing brand awareness.

•  Takeovers: Own all banner positions and background 

branding for the period that you select. Package this 

with a concurrent newsletter takeover, and make sure 

your solution is top of mind for buyers. Takeovers are 

available for the homepage and run-of-site pages, and 

either static or with rotation (other advertisers will rotate 

with your takeover).

•  Newsletters: Reach our highly targeted readers’ 

inboxes weekly by advertising in our informative and 

relevant newsletters. Banner advertisements and featured 

articles give you the opportunity to share your marketing 

message and drive traffic to your website.

•  Videos: Use any of our banner positions for a company 

video promoting your products and services, or add 

other rich media elements to encourage visitors to 

interact and engage with your content.

•  Featured Articles + Boosting: Take a content 

marketing package across print and digital platforms, 

or a featured article in the newsletter or on the website. 

Our editorial team will boost the story and extend its 

reach and engagement with the right target audience.

Capitalise on the relationship we have  
with the mining industry

Expand your brand, market your products and 
services, and drive traffic to your website through  
our print and digital advertising opportunities.

BOTTOM RECTANGLE 
600 X 300

ONLINE OPPORTUNITIES
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DECEMBER & JANUARY

INVESTING IN AFRICA  
MINING INDABA ISSUE
Focus on: Prestigious  
projects of the year 
•  Energy management and efficiency, 

and alternative energy sources
•  Latest equipment and technology
•  Mechanised machinery
•  Junior mining and exploration
•  Health and safety

Distributed at:  
Women in Mining, Investing in 
African Mining Indaba

FEBRUARY & MARCH

WATER & INFRASTRUCTURE
THE WATER ISSUE 
Commodity: Coal and uranium 
•  Mine water and wastewater 

management
•  Pipes, pumps, valves and mixers
•  Comminution
•  Materials Handling
•  Environmental management 
•  Mine closure and rehabilitation
•  Health safety

Distributed at:  
Water Week and Enviromining 

APRIL & MAY

THE DRILLING AND  
BLASTING ISSUE 
Commodity: Diamonds  
and gems
• Drilling and blasting 
• IT and communications 
• Mine automation
• Junior mining and exploration
• Materials handling

Distributed at: 
Africa Rail

JUNE & JULY

THE EARTHMOVING AND 
LOGISTICS ISSUE
Commodity: Ferrous and non-
ferrous metals 
•  Earthmoving equipment
•  Opencast mining & contracting 
•  Mechanised machinery
•  Transmission, gears and motors

Distributed at: 
Oil and Gas Africa, Copperbelt 
Mining & Trade Expo, A-OSH 
Expo, Indutec & Watertec, African 
Construction & Totally Concrete

AUGUST & SEPTEMBER  
THE ELECTRA MINING 
BOTSWANA ISSUE
Focus on: Prestigious projects
•  Underground development, shaft 

decline and tunnel development 

•  Mechanised machinery 

•  IT & Communications

•  Mine ventilation

•  SHEQ feature

•  Economic Analysis 

Distributed at: 
Coal Africa, African Construction 
& Totally Concrete and Electra 
Mining Botswana

OCTOBER & NOVEMBER

THE COMMINUTION ISSUE 
  Commodity: Gold & PGMs
•   Comminution

•   Pipes, pumps, valves and mixers 

•   Mine water and wastewater 

management 

•   Mining machinery

•   Electrical control and 

instrumentation

Distributed at: 
Flotation 2019

FEATURES
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LIST 2019
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Print Terms And Conditions
Please note that if an agency is contracted to 
manage an advertising booking on behalf of a 
client that has made a direct booking, the initial 
booking will not be diminished or renegotiated 
until expiry of the existing contract. Please 
familiarise yourself with the full set of terms 
and conditions as all contracts are subject to 
these requirements.

Inside Mining rates*

ADVERT DESCRIPTION SINGLE 2-4 INSERTS 5-6 INSERTS

Full Page 18 600 17 700 16 750

Half Page 13 050 12 400 11 750

Third Page 11 200 10 650 10 050

Quarter Page 8 400 8 000 7 550

Double Page Spread 31 650 30 050 28 500

Strip Advertorial 7 450 7 100 6 700

Classified Business Card 3 750 3 550 3 350

DPS Half Page 22 150 21 050 19 950

Full Page Advertorial 20 500 19 450 18 450

Half Page Advertorial 14 350 13 650 12 900

COVERS SINGLE 2-4 INSERTS 5-6 INSERTS

Outside Back 26050 24 750 23 450

Inside Back 22350 21 250 20 100

Inside Front 24200 23 000 21 800

Inside DPS Back 37200 35 350 33 500

Inside DPS Front 39100 37 150 35 200

PROFILES SINGLE 2-4 INSERTS 5-6 INSERTS

1 Page Profile 22 350 21 250 20 100

2 Page Profile 31 650 30 050 28 500

3 Page Profile 40 950 38 900 36 850

4 Page Profile 50 250 47 750  45 200

5 Page Profile 59 550 56 550 53 600

Cover Story Package 50 250 47 750 45 200

Hot Seat Package 35 350 33 600 31 850

Divisional Cover Package 39 100 37 150 35 200

Divisional Hot Seat Package 32 550 30 950 29 300

Panel Discussion 18 600 17 700 16 750

Bellybands/Inserts 16 750 15 950 15 100

Gatefolds POA

Print Advert design rates*
ADVERT 
SIZE

COST ADVERT SIZE COST

DPS 3 400 Third page 970

Full Page 2 480 Quarter page 840

Half Page 1 250 Classified 490

*The above prices are in ZAR and exclude VAT. 
Please supply instructions, text, contact details, 
and high resolution pictures and logos

Inside Mining deadlines
ISSUES BOOKING MATERIAL

DEC JAN 2019 12 Nov 15 Nov

FEB MAR 2019 14 Jan 17 Jan

APR MAY 2019 11 Mar 14 Mar

JUNE JULY 2019 10 May 15 May

AUG SEPT 2019 12 Jul 17 Jul

OCT NOV 2019 06 Sep 11 Sep

DEC JAN 2020 11 Nov 14 Nov

FEB MAR 2020 13 Jan 16 Jan

Please note that the above dates may change

R330/annum (incl. VAT)
R55/issue (incl. VAT) 

SUBSCRIPTIONS

PRINT

Inside Mining advert specifications** (width x height in mm)
SIZE CROP SIZE TYPE AREA WITH BLEED

Double Page 
Spread 420 x 297

400 x 277  
(mind spine) 

426 x 303

Full Page 210 x 297 190 x 277 216 x 303

Half Page 
(Landscape)

210 x 148.5 190 x 128.5 216 x 154.5

Half Page 
(Portrait) 105 x 297 85 x 277 111 x 303

Third Page 
(Landscape) 210 x 99 190 x 79 216 x 105

Third Page 
(Portrait)

70 x 297 50 x 277 76 x 303

Quarter Page 
(Landscape) 210 x 74 190 x 54 216 x 80

Quarter Page 
(Portrait) 105 x 148.5 85 x 128.5 111 x 154.5

RATE CARD 2019Advert Rates & Specs 2019

Corporate video POA

*All the above prices are in ZAR exclude VAT          **Press-optimised, high-quality PDF file, 300 dpi 
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miningne.ws rates and dimensions* (width x height in pixels)

ADVERT 
DESCRIPTION

DIMENSION COST

PC Tablet
 

Mobile

1  
month

2-4 
months

5-8 
months

9-12 
months

Video

HOME PAGE BANNERS

Leaderboard 728 x 90 468 x 60 320 x 50 12 550 11 950 11 300 10 650 14 450

Rectangle 
Banner  
(Above the fold)

300 x 250 6 900 6 550 6 250 5 900 7 950

Middle Strip 468 x 60 5 050 4 800 4 550 4 300 5 800

Rectangle 
Banner  
(Below the fold)

300 x 250 3 800 3 600 3 400 3 200 4 350

Bottom 
Rectangle 600 x 300 3 150 3 000 2 850 2 700 3 650

Home Page 
Takeover 
(revolving)

6 300 6 000 5 650 5 350 7 250

Home Page 
Takeover (static) 24 450 23 250 22 000 20 800 28 100

RUN-OF-SITE BANNERS

Leaderboard 728 x 90 468 x 60 320 x 50 9 400 8 950 8 500 8 000 10 850

Rectangle 
Banner  
(above the fold)

300 x 250 5 200 4 950 4 700 4 400 5 950

Middle Strip 468 x 60 3 800 3 600 3 400 3 200 4 350

Rectangle 
Banner  
(below the fold)

300 x 250 2 850 2 700 2 550 2 400 3 250

Rectangular 
Banner  
(bottom)

600 x 300 2 350 2 250 2 150 2 000 2 750

Run-of-site 
Takeover 
(revolving)

163 x 768 4 700 4 500 4 250 4 000 5 450

Run-of-site 
Takeover (static)

163 x 768 18 350 17 450 16 500 15 600 21 100

Company 
News Office 20 250 19 200 18 200 17 200

miningne.ws Newsletter rates and dimensions (width x height in pixels)

DESCRIPTION
DIMENSION 
PC

COST 

1 month 2-4 months 5-8 months 9-12 months
Video

NEWSLETTER BANNERS

Leaderboard 680 x 150 6 750 6 450 6 100 5 750 7 800

Sidebar Ad A 190 x 300 4 400 4 200 3 950 3 750 5 050

Sidebar Ad B, C or D 190 x 250-300 4 050 3 850 3 650 3 450 4 700

Island Banner Top 516 x 100 4 750 4 500 4 250 4 050 5 450

Island Banner Left 220 x 150 3 400 3 250 3 050 2 900 3 900

Island Banner Right 220 x 150 3 400 3 250 3 050 2 900 3 900

Island Banner Bottom 516 x 100 4 400 4 200 3 950 3 750 5 050

Newsletter Takeover 33 750 32 050 30 350 28 650 38 800

ONLINE

Online Terms And Conditions
1.  Booking All bookings are to be made via the  

3S Media Online Contract Form.  
2.  Material All content is subject to 3S Media 

approval and 3S Media will not alter image files 
or tags. 

3.  Payment All online adverts must be paid for 
in full prior to publication. Please familiarise 
yourself with the full set of terms and 
conditions as all contracts are subject to 
these requirements.

*All the above prices in ZAR exclude VAT. 
DETAILS: Home page banners: Maximum of 4 advertisers per zone • A month consists of a
minimum of 4 x inserts • One change per month permitted • Payment by monthly debt order.  
Contract total divided by period of contract • Click through to website, email or PDF

VIEW IT ONLINE!
www.3smags.co.za/Inside Mining

Online Advert design rates*
ALL BANNERS COST

Banner design 425 per banner

*The above prices are in ZAR and exclude VAT. 
Please supply instructions, text, contact details, 
and pictures and logos.
20% discount applicable for more than one  
banner ad per order.

miningne.ws deadlines
BOOKING DEADLINE MATERIAL DEADLINE

Five business  
days prior to 
distribution date

Two business  
days prior to 
distribution date

miningne.ws
weekly e-newsletter

SUBSCRIBE TO

Email nomsa@3smedia.co.za

BANNER POSITIONS

Ask about our  
video opportunities

• Corporate videos
• Product and service videos
• Event videos
• CPD videos
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