
T he Daily Deal is the only twice 
daily digital newspaper to provide 
a comprehensive roundup of 
news and analysis involving the 

most significant deal transactions of the day. 
With breaking news, arbitrage statistics, industry 
personnel moves and exclusive content, The Daily 
Deal is a must-have among time-pressed, influential 
dealmakers.

The financial newspaper is delivered overnight to our 
subscribers’ e-mailboxes and updated again in the 
afternoon—ensuring readers get an exclusive first look 
at the latest news and maneuverings affecting the 
market. For its readers, the always-evolving deal 
economy unfolds within the pages of The Daily Deal’s 
gripping editorial.
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Retailers should see improved holiday results this year, though at least two pri-
vate equity-backed companies—Barneys New York and Loehmann’s, both owned 
by Dubai World’s private equity arm Istithmar World—are entering the season on 
shaky ground.

As the recession drags on and shoppers continue to look for discounts, value-
priced retailers have fared decently, analysts said. But for Loehmann’s, an off-price 
apparel retailer based in the Bronx, N.Y., times are still tough. 

Even if Loehmann’s does well during the holidays, it likely wouldn’t be enough 
to improve its credit rating because its liquidity has been deteriorating for so long, 
according to Standard & Poor’s analyst David Kuntz. “It’s a very tenuous situation 
right now,” he said.

And as consumers continue to look for value, it’s going to be tough for the luxury 
niche, Kuntz noted. Consider Barneys, an upscale retailer bought by Istithmar for 
$942.3 million in 2007. The company doesn’t have the cash on hand, or sufficient 
availability under its revolver, to cover operating needs over the near-term. n

Istithmar’s retailers struggle
at both ends of price spectrum

GTCR’s six3 To buy
inTelliGenCe aGenCy
seRviCes ConTRaCToR
David Carey writes that target 
BIT Systems’ customers include 
the National Reconnaissance 
Office and the Central 
Intelligence Agency
page 5

GReen mounTain Coffee
expeCTed To TRump
peeT’s bid foR diedRiCh
Michael Rudnick explains that 
the target’s stock gain reflects 
Green Mountain preparing a 
new offer that would counter 
Peet’s sweetened gesture
page 6

hendeRson ResiGns
as Gm Chief exeCuTive 
amid Revamp effoRTs
Lou Whiteman reports that 
Chairman Ed Whitacre will take 
over as the automaker considers 
a range of options for its 
struggling Saab business 
page 10by ChRisTine idzelis

ouTGoinG Gm Chief fRiTz hendeRsonfull sToRy >

Readership Breakout An incomparable value for your 
advertising investment:  
The Daily Deal offers two unique opportunities for 
advertisers: digital advertising in The Daily Deal PDF 
and in The Daily Deal’s e-mail cover letter. 

Because of its electronic delivery, placing your ad 
in The Daily Deal PDF ensures your ad reaches our 
subscribers during the workday—when key business 
purchasing decisions are made. Total reach: 21,050

Our banner ad placement opportunity in The Daily 
Deal’s e-mail cover letter gives your ad immediate 
attention and instantly grabs the eyes of our 
subscribers. Total reach: 14,899*

*Excludes readers subscribing to The Daily Deal 
mobile version (PDF only)
Source: The Deal’s own data, Dec 2009 

Top dealmakers rely on The Daily Deal 
for its timely and concise reporting of the 
news that helps them do their jobs better: 

Business & Industry 
Total: 21,050

Job Function
Total: 21,050

C-level 17%

Senior Management 69%

Other Titled Personnel 14%

Corporate 14%

Financial 53%

Professional Services 33%

Source: The Daily Deal June 2009 Readership Study 
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Advertising Rates 

Advertising Specs
The Daily Deal is a digital publication. All advertising must be sent 
to The Deal LLC in PDF format.
General resolution should be set to 90 dots per inch.
Both color and grayscale images should be set to “Bicubic Downsampling to 90 pixels per inch for images above 
90 pixels per inch.”
Monochrome images should be set to “Bicubic Downsampling to 90 pixels per inch for images above 90 pixels 
 per inch,” with compression set to “CCITT Group 4” with Anti-alias “Off”.
Embed all fonts.
Color Management Policies should be set to “Convert All colors to sRGB;” images used in the document should be 
RGB and set to “Destination Profi le: Adobe RGB (1998).

Advertising Specs
Maximum banner file size: 20K
All banners must have a border
Image must be in .gif or .jpg format only
Maximum looping: 3X

Each client is allowed a maximum of one piece of creative/ text 
rotating per week in any given position.
Creative must be received at least three business days prior to 
campaign launch.

Banner metrics, open-rate and CTR information will be provided to clients 
on a monthly basis in a consolidated report. Reports will be in a uniform 
format and will not be customized for clients (some exceptions apply).

2010 PDF Gross Rates

2010 Email Cover Letter Net Rates

Full Page
7.5”w x 10”h

Half Horizontal
7.5”w x 4.75”h

Color or Black & White       1x          3x	     6x	       9x         12x       18x        24x         50x      
Full page                                             $2,850     2,750      2,700       2,600       2,500       2,400        2,300        2,150 
Half page (horizontal)                        $1,750     1,700      1,650      1,600      1,550       1,500       1,400        1,300

The Daily Deal e-mail: Morning Edition*      
468x60 banner                                            $3,500/week
338x280 banner                       	          $3,500/week
Both                                                             $6,300/week

The Daily Deal e-mail: Update Edition*      
468x60 banner                                            $3,500/week
338x280 banner                       	          $3,500/week
Both                                                             $6,300/week

*Includes one ad in the companion PDF digital newspaper during the sponsorship week.

   Send materials to:
   The Deal – The Daily Deal
   Attention: Joseph Narvasa
   105 Madison Avenue, 4th Floor, New York, NY 10016
   Tel: 212.313.9272    Fax: 212.313.9293
   E-mail: jnarvasa@TheDeal.com

Premium Positions and Guarantees

First 1/3 of PDF: add 10%
No bleeds available
Each insertion is delivered twice each day to subscribers


