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Kvalitet brenda, poslovanje i kvalitet sadržaja definišu vrstu modela prihoda. Ali tržište se 

stalno menja iako je ta promena spora. 
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Veličina balončića određuje # kompanija u ovom sektoru + znači rast / - znači opadanje 



Glavna promena do koje će doći je da će sadržaj biti razdvojen po potrebama ciljne grupe. 

Preko različitih ponuđača ali i na jednoj zasebnoj platformi.  
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Transakcioni oglasi 



ć B2C 

• Prvi ponuđači usluga su pokazali 

da ima potencijala 

• Većina prati 

• Pokušaji i greške da bi se naučilo 

koja strategija je dobra za koji 

sadržaj i koji sistem se kada 

koristi 

• Metered Freemium 

• Jak Paywall – premium računi – 

sadržaj 

• Premium računi - osobine 

• Digitalno plaćanje 

• Plaćanje preko kanala distribucije 

 

 

 

B2B 

• Paketi da se sadržaj koristi za 

komercijalne svrhe 

• Paketi za upravljanje na platformi 

B2C 

• Strategija koji model i koja struktura sadržaja 

dobija koji plaćeni model. 

• Dalja diferencijacija modela 

• Korišćenje mikro plaćanja za članke i 

brendove lošeg kvaliteta 

• Više usluga za Premium račune 

• Paywall koji se bazira na sadržaju 

• Negativni Freemium – ako sadržaj 

dostigao x € besplatan je posle 20 

dana 

• Negativni paywall – prvih 10.000 

besplatni 

• Kombinacija između paywall i coins 

• Saradnja sa kompanijama koje koriste 

digitalno ili mikro plaćanje 

• Multi Device cene 

• Integracija modela prikupljanja sredstava 

putem interneta 

 

B2B 

• Odluka oglašivača koji sadržaj je besplatan a 

koji nije 

• Trgovina pravima 
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Plaćeni sadržaj 
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Kooperacija 





Business Model 

• Connecting the search with ads 

• On the first site and on additional 

sites 

• The Deals can be CPI; CPC ore 

Sales 

 

 

Using the search YouTube increases its given ad space with new possibilities to generate 

revenues  

Example: Search I/II - Video Description 



Business Model 

• Using additional space in the Video 

• In the best case: connecting the 

issue of the video with the issue of 

the ad 

• But also Paid Content could be 

provided in the CTA.  

 

Best Call to Action enables the monitarization of the content issue itself. The conversions are 

higher because of the relation of the issue and the ad.  

Example: Call to Action i/II YouTube Banner Description 





Business Model 

• Connecting the music of the video 

with the opportunity to buy it. 

 

YouTube is connecting the music of the private videos with the possibility to buy it instantly.  

Example: Call to Action iI/II Music YouTube Buy / 

Download the music 

Description 



Business Model 

• Connecting the search with Text-Ads 

• On the first site and on additional 

sites 

• Increasing the chances for the user 

to find something 

• And increasing the revenue 

• The Text links could also lead to paid 

content 

Text-Advertising are integrated in front, in between and at the end of Search Results 

Example: Search II/II - Adsense Description 



Business Model 

• The Usage of the blog is free 

• But to use it the user has to register 

 

 

To get access to special areas the customer has to make an account. A new opportunity for 

publishers but it has a long tradition in the gaming area.  

Example: Financial Times Description 



Business Model 

• The Usage of the games needs an 

account so the user has to sign up 

and give his e-mail address and 

other data.  

• The upselling goes with the .. 

 

 

 

A well known transaction for games, is to give personal data for the permission to use a game.  

Example: Bigpoint Description 



Business Model 

• Combine the advertising with an 

action from the customer.  

• Lowers the impact of advertising 

before the content usage.  

 

The user can choose, witch ad he wants to see.  

Example: HULU Description 



Business Model 

• Using Games with Questions and 

other activities to increase usage and 

loyalty 

 

Result 

• The book of mormon: Valuable site 

actions have increased by 10X and 

participants in the program view 2X 

as many pages. 

 

 

 

Example: Gamification Description 



Business Model 

• Access to Paid Content with 

Learning about the Products 

• Getting Points for the right usage 

and possibility to buy points.  

Captcha can be Used to Answer Commercial Questions and gets so more Points that can be 

used.  

Example: Gamification and Points Lokalisten Description 





Business Model 

• Share of free Content and high value 

exclusive content.  

• High Value Content is in the Plus 

package 

• 0,99 € 1’te month then 4,99 € to 

14,99 € 

• Online, APP, Digital Paper, Daily 

Paper at a kiosk 

• Partner CeleraOne 

 

Data 

• First statement of Axel Springer is 

that the visits haven’t fall after 

inventing BILDplus 

 

The main issue of a Premium Account or hard paywall is the separation of  low and high quality 

or short and long  content.  

Example: Premium Content / Account BILDplus Description 



Business Model 

• Share of free Content and high value 

exclusive content.  

• High Value Content is in the Plus 

package 

 

 

For the NYT the paywall was a huge success and the model for other companies 

Example: Aftonbladet Plus Description 



Business Model 

maxdome 

• Separate 3 Models  

• Free 

• Pay per View 

• Subscription 

Netflix 

• Separates 2 models 

• Subscription for VoD with 

different price points 

• Subscription for DVD Rental 

 

Both Content Supplier run since several years a Paid Content Strategy 

Example: maxdome and netflix Description 



Business Model 

• NY Times started 2011 with the 

Paywall 

• 10 article for free per Month (cut 

down from 21 Articles) 

 

Data 

• Till now they have 640.000 Digital 

Paying Users 

• Turnover of 133 Mio. $ net revenue 

• Other Data from 2011 

• Wall Street Journal: 537k 

• New York Daily News: 165 k 

• Newsday: 112k 

 

For the NYT the paywall was a huge success and the model for other companies 

Example: Paywall with Premium Account – NY Times Description 



Business Model 

• After 21 articles/month the Pay wall 

will be activated 

• Payment model with 3 different offers 

 

 

Data 

• Till June 2013 - 47,000 Subscribers 

 

 

A paywall focuses to generate revenues from the heavy users and to avoid the loss of mass 

traffic.  

Example: Paywall with Premium Account – Welt.de Description 



Business Model 

• The User can buy or get points with 

actions 

• The points can be spend for different 

activations 

 

 

 

 

Example: badoo Description 



Business Model 

• Users can donate a amount of 0.3 € 

to 5 € for the usage of the site 

• Or make a subscription to donate 

every month.  

• Or take a Premium Account 

• Partner is Flattr for Mircopayment 

 

Data 

• In January 2013 spending's were 

12.209,45 Euro 

• Myvideo is 8 to 12 times bigger than 

taz 

 

 

 

Example: Micropayment TAZ Description 



Business Model 

• Two Applications are offered.  

• A free one to win users 

• A Pro with more features to earn 

money 

• Without advertising 

• and more features 

A common model for applications is to run to versions of an app. The Pro Version has more 

features.  

Example: Premium Features Description 



Business Model 

• Split of Content 

• A Share of Data is Free 

• All Data can be searched via internet 

• The major content is for the premium 

members 

• The data can be Download by ppt, 

xls or jpg 

 

A Premium Account can deliver revenues in addition to the ad revenues. It focuses on the high 

users and that the content can be separated.  

Example: Premium Content and Features - Statista Description 



Business Model 

• With anytime customer buy Time to 

read and search in 10.000 

Magazines 

• First 7 days free reading than 20 

minutes free reading every month 

• And a lifetime offer of 599 $ 

 

Data 

 

• Fundraising of 10 Mio. € buy Rocket 

Hub 

 

A Premium Account can deliver revenues in addition to the ad revenues. It focuses on the high 

users and that the content can be separated.  

Example: Anytime Description 



Business Model 

• News Available for the APP 

• Easy Premium Subscription 

• Ad Free 

• Exclusive Content 

• Special Features 

• Offline available Content 

 

A Premium Account can deliver revenues in addition to the ad revenues. It focuses on the high 

users and that the content can be separated.  

Example: The Guardian Description 



Business Model 

• Getting a permanent connection to 

the customer for my content 

• Pay by Usage 

• Pay by month 

• Also not as a Hardware but also as a 

free APP 

• Other companies have followed 

• tolino shine 

• Spiegel eReader 

• Use a Device and Combine it with an 

own app 

• Hugendubel with Trekstore 

 

 

Ensure a permanent channel to the customer and the placement of the own Content Store 

Example: Kindle and Samsung App Store Description 



Business Model 

• Crowd founding for new Content 

• The Users themselves finance a new 

content release and reduce so the 

financial risk of the content supplier 

• Example 

• Tim Schäfer and Double Fine 

• 15 $ for the game 

• 50.000 $ for the own character 

• 20.000 $ evening with the team 

• Raised Sum: 1 Mio. $ 

• Interest: no 

 

 

 

Ensure a permanent channel to the customer and the placement of the own Content Store 

Example: Crowd founding Kickstarter Description 





Business Model 

• Appropriate articles are offered in a 

price range from 1 to 100 € in 

average.  

• The offers try to fit the target group 

 

 

 

Content Provider Use the Shops to get an additional revenue from shopping articles the target 

group likes.  

Example: Premium Content Description 



Business Model 

• Integration of Partners with contract 

comparison or deals for 

• Insurance 

• Credit 

• Phones 

• The Comparison is integrated in the 

Site of the Paper but the Partner 

runs the comparison 

 

Data 

• Example: Bild earns with Bild Deal - 

522.660 Euro 

Bild integrates deals and comparisons with the technology of a third party. The integration is 

easy and the models are fix and performance based.  

Example: Premium Content Description 



Business Model 

• The Shop Integrates different 

possibility 

• Insurance 

• Deals 

• Merchandising 

• Specials 

 

 

Example: the advocate shop Description 



Business Model 

• Lufthansa offers their customers at 

the end of the booking additionanl 

services like to rent a car 

• Therefore the customer gets a 

special price 

• Lufthansa gets a share of the 

revenues from sixt.  

 

 

Example: Cooperation Lufthansa and Sixt Description 



Business Model 

• Axel Springer try’s to offer a full 

range of digital services that fits the 

need of the user in different areas of 

his live 

 

 

The full Customer Live Cycle is not yet reached but its obvious that the coverage has grown in 

the last years 

Example: Axel Springer Description 



Business Model 

• Integration new Supplies for the 

customers 

• Partners enable the supply 

 

The Users can download the Content to their storage or get an Access to Dropbox and 

download it there.  

Example: Dropbox Description 



Business Model 

• Cooperation with allposters 

• Watch the Movie and get the Poster 

• 6 Months a Customer  Voucher for 

a Poster 

 

 

Example: Sell the copyright of the content Description 



Business Model 

• Purchase rights of the Videos. 

• So other can use them on their 

portals. 

• ProSieben gets an Share of the 

purchased content.  

All User generated content can be purchased on the portals. As an Example on my video.  

Example: Sell the copyright of the content Description 




