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“Subscription - revenue generating ideas that work”

#1

#2

How Google News Initiative can help on reader revenue

Ideas to define and optimize your reader revenue strategy 

#3 News Consumer Insights demo

#4 Q&A



Proprietary + ConfidentialProprietary + Confidential

Supporting the long-term sustainability of the news industry

Elevating Quality Journalism 

Evolving Sustainable Business Models 

Empowering Newsrooms Through 
Innovation

#1

#2

#3
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Innovation Challenge
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Interactive five day programme that features 
learning sessions and discussions hosted by 
industry experts ─ culminating in the development 
of a custom made reader revenue action plan.
 

MENA Digital Immersion Lab 
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There is no one-size-fits all solution. 
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But there are core 
principles.
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Does a digital reader revenue model make sense for your 
organization? 

Do you have loyal readers? What is the market 
opportunity?

What’s the right model?
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Do you have loyal readers?

Casual Readers
Readers with 1 visit in the last 30 
days.

Loyal Readers
Readers with 2-14 visits in the last 
14 days.

Brand Lovers
Readers with 14+ visits in the last 14 
days.

Demo date
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What is the market opportunity 

● Total monthly active users

● Monthly active user growth rate

● Average revenue per user

● Conversion rate

● Churn rate
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What’s the right model? Trade off with advertising
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If you don’t have convincing answers to the previous 
questions, focus on engagement to start the journey 
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Quick poll 

Demo date

What is your reader revenue strategy?   

- I am not planning to start a reader revenue model
- I am planning to start a reader revenue model in the next year
- I already have a subscription model 
- I already have a contribution model 
- I already have a membership model 
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If a reader revenue model makes sense, deeply understand 
your reader’s needs
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Build your value proposition around those needs 

Product 
and 

content

Value- 
added 

benefits

Marketing 
and 

positioning

User 
experience
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Telling stories in formats readers prefer

Our Online Training Center 
offers 55 lessons in 
16 languages on the best 
practices for using Google’s 
tools and products.

g.co/newstraining
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Make it easy for readers to pay and enjoy your content 
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Communicate your reader revenue program simply and 
powerfully 

Crónica
“We need the support of the people to put 

responsible, original and unconditional 
journalism into practice. It's time to help each 

other.”
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Focus the whole organization on unified goals 
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Track

Converting your 
readers

Retaining your 
readers

Growing your 
audience

Engaging your 
audience

● Churn Rate● Monthly Active Users

● Monthly Active User 
Growth Rate

● Monthly Unique 
visitors / in-market 
households

● # of Loyal Users & 
Brand Lovers

● Conversion Rate

● Reader Revenue ARPU

● Meter Stop Rate

● Paid Stop Conversion 
Rate

● Payflow Efficiency

● Average Visits Per User

● Average Pages Per 
User

● Average Page Speed

● Newsletter Opt-in Rate

● % of Known Readers
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Benchmark and optimize
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In summary

Understand your 
audience 

Optimize your 
content and funnel

Define your reader 
revenue strategy

Communicate simply 
and powerfully

Lab with

#
#
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How can Google support your reader revenue model? 

Understand your 
audience 

Optimize your 
content and funnel

Define your reader 
revenue strategy

Communicate simply 
and powerfully

META Innovation challenge

Apply to the Digital Immersion 
Lab with FT Strategies

Reader Revenue Playbook

News Consumer Insights

Google Analytics

Google Surveys

Newslab resources

News Consumer Insights

Google Sign-In

Google Ad Manager

Google Ads

https://blog.google/outreach-initiatives/google-news-initiative/fostering-innovation-middle-east-turkey-and-africa/
https://immersion.ftstrategies.com/pathways/page/1770813/digital-immersion
https://immersion.ftstrategies.com/pathways/page/1770813/digital-immersion
https://newsinitiative.withgoogle.com/digital-growth/reader-revenue/playbook
http://goo.gle/datatools
https://support.google.com/analytics/?hl=en#topic=9143232
https://support.google.com/surveys/topic/6280640?hl=en&ref_topic=6194693
http://g.co/newstraining
http://goo.gle/datatools
https://developers.google.com/identity/gsi/web
https://support.google.com/admanager/?hl=en#topic=7505988
https://support.google.com/google-ads/?hl=en#topic=9803759
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Juan 
Labourt
Partner Manager, Google UK



Proprietary + ConfidentialProprietary + Confidential

goo.gle/datatools

http://goo.gle/datatools
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GIF 5

Demo
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Nullam 
vitaese 
magna 
eget tips Grew the Brand 

Lovers conversion 
rate by 17%.

  

Increased the number 
of shoppers 

purchasing by 300% 
on the Complex 
SHOP using NCI.

Improved mobile 
subscriptions rate by 
54% with help from 

News Consumer 
Insights.

Increased their 
subscription revenue 
150% in one quarter.

Tested one-time
contributions

with an average 
contribution of $20.

Saw new digital 
subscription 

purchases triple 
month over month.

Case Studies
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Result:
● Increased their subscription revenue 150% in one quarter.

Thanks to News Consumer Insights’ recommendations, we managed to accelerate our consumer 
subscription growth in a very meaningful way. Their insights and benchmarks helped to shape our 

product strategy and provide our users with a way better experience than before.
Claudius Senst
Head of Consumer Subscriptions at Business Insider

Optimizing the subscription value proposition via Google Surveys

Removing friction on the subscription prompt and landing page

Growing BI Prime buying intent via free short-term trials

Leveraging Google Ad Manager and GA 360 integration to support 
subscription promotion strategy

Optimisations:
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Result:
● Improved mobile subscriptions rate by 54% with help from News Consumer Insights.

Optimizing the subscription value proposition via Google Surveys

Removing friction on the subscription prompt and landing page

Growing BI Prime buying intent via free short-term trials

Leveraging Google Ad Manager and GA 360 integration to support 
subscription promotion strategy

Optimisations:
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Q&A
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Thanks


