
Monetise your content 

Outcome stories



new audiences and 
revenues

stalled. They want to access new markets 

territories promise new audiences and 

Initial costs would be high which 

with trialling new channels in these 
emerging markets. 

The answer is to use the Internet.  
 

 
The logic is simple: try the channels to see 

move on. The approach also means that 
the broadcaster is in a stronger negotiating 

can take away any barriers to moving.

The channels can go on air quickly 
to offer a mix of general and niche 
content that can immediately begin 
to generate both local and 
international revenue.



Maintain audience 
 

your business’s reputation

 
 

 
The point is to have a plan to deal with 

them should they arise. That means 
you can avoid costly interruptions to 

 
your business’s reputation. 

themselves relying on just one link for

had created a contingency plan. In it an Internet 
contribution unit was put in place to hedge 

 
 

then the unit would be switched on to keep 

The broadcaster would not have to wait for 
a new circuit or for any technology to arrive. 

ready to go. It doesn’t rely on a single 

can take any route to get where it needs 

 



Break through those 
traditional barriers 
to entry

 

many feeds are relied upon by many of 

get the same feed and content at the 
same quality. That fact has long been a 

barrier to entry into the TV marketplace: 
satellite lease capacity is expensive. 

To be viable a channel has to build a 
 

 
quality subject to compromise due to a high  
number of parallel feeds. 

customer to break through those traditional barriers to 

feed which suited their market.

Risk and costs were scaled so that it became possible 
to be more entrepreneurial. The key advantage was 
that the distribution platform could also act as a 

boosting the rate at which content could be monetised.



but margins are tight

 

 

delivery mechanism. Television might 
be thriving but there’s still a demand 

for downward pressure on costs to 

 
 

is minimal which means it is a service that 

customer to reduce reliance on satellite and 

not only reducing costs but expanding 
and localising channels to achieve better 
monetisation of content. 

The results were seen in the balance 
sheets. Greatly reduced fees, less 
commitment and risk, and the 
ability to avoid paying for capacity 
which goes unused.
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