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It’s not a go-kart 
business. 



It’s a 
machine-bending-
metal-piping-powder-
coating-and-spring-
attaching business. 



It’s not an article* 
business.



It’s a
knowledge-creating-
community-building-
connection-making-
storytelling-and-
information-distributing 
business



sustainability
do your thing.

How your product gets made 
matters. Thinking about every step 
of the process can spark new ideas 
that won’t break the bank. 







So, what’s your trampoline?



example
Here’s what I’m working on.



Charles Ornstein is a senior 
reporter for ProPublica covering 
health care and the 
pharmaceutical industry.













results
01. 5,000  free data downloads

02. More than $200,000 in sales

03. 2016 sales & revenues = 2X 
does it work?



Growth plans

01. Recurring revenue products introduced

02. Data sales partnerships with other publishers and journalism orgs

03. New API product being developed jointly with newsroom

 



Partnering with the Data Store

01. Any data used in original, published reporting

02. You provide data, documentation, and a sample set

03. We handle marketing, sales, fulfillment

04. Revenue share arrangements beginning at 50/50

05. 5 new partners to be announced in coming months. Current:



A few questions to ask….

01. What is our staff doing on a daily basis? 

02. What value do these activities create?

03. How am I capturing that value today?

04. Who might be interested in that value?

 



diversity
We create value by cultivating 
unique, identifiable relationships 
with specific people.

grow your audience



stay in touch
celeste.lecompte@propublica.org 



nyt crossword

2009: launched with Magmic

2016: owned & reported in circ. numbers:

● Q3: $2.5M
● YTD: $6.8M
● Up 53.2% over 2015


