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Side by Side: The Islands of Long and Manhattan 

Due to the education nature of the site, income and revenue generated is based on the growth of the site and the 

amount of visits by users as well as other factors listed below. 

Money Earned: 

1) Education grants listed in the budget section will get the site up and running.  Donations can also be used to 

get the material on the site started.  An approximation of $7000 will be used. 

2) Photo services applied to all images.  A legal usage fee can charged to each photograph that is posted on the 

site.  A minimal fee between $5 and $10 is a reasonable amount collected for each qualified photograph usage. 

3) Donations can be received from local institutions such as municipal, private, or philanthropic.  A $1000 base 

will be approximated. 

4) Advertising revenue from local business, and historical institutions and locations.  For example, once the site 

is heavily used for research and the amount of hits increases, local island businesses can place advertising on 

the site.  Historical institutions and locations such as the Empire State Building and the Long Island Children’s 

Museum can also be charged for advertisement placement once site traffic increases.  Rates can be based on a 

cost-per-click (CPC), in the initial stages of the site, by cost-per-mille (CPM) or by a fixed cost.  Based on 

Hochman Consultants and average 2011 amounts (http://www.hochmanconsultants.com/articles/je-hochman-

benchmark.shtml), a fee of $1.04 can be charged per CPC, or $3.97 for CPM.  As for the fixed cost advertising, 

eHow approximates this at $10 to $50 per day (http://www.ehow.com/about_7319131_much-cost-advertise-

online_.html).  This method can be used once the site is heavily used an advertising can go to more users. 

5) In-class and online education can be provided, similar to the approach of the Museum of Modern Art.  Using 

graduate, or PhD students, to save money, history courses can be provided (some of these persons can also be 

contributors to the site).  With the museum as a model, these can run between five to ten sessions, and cost 

range can be anywhere from $50 to $500, depending on the instructor and the topic.   

6) Establish a collaborative effort with other institutions that provide online learning, possibly universities and 

historical societies.  A consortium of top universities, such as University, Duke University, Emory University, 

and Northwestern University, is partnering with 2U the leader in creating online academic experiences. Title 

Semester Online, the program will feature live class sessions that connect students and professors with richly 

produced, self-paced course materials.  While the courses are free, collaboration with other institutions, and 

Side by Side, provides the exposure needed to boost site visits and therefore advertising revenue.  EdX, that 

partners Harvard and MIT, also has a long history of collaboration and shared educational missions creating a 

new online-learning experience with online courses. 



7) As exposure develops, free online learning will succumb to fees for complete course material.  Once 

exposure reaches a premium, a login can be developed to access collection material.  A fee can be charged for 

access to materials located on the site.  Minimal information can be garnered with limited access, however, for 

quality academic content, a few will be charged.  Compared to other sites, Side by Side may achieve a quick 

response.  New York History: Historical News and Views from the Empire State 

(http://www.newyorkhistoryblog.com) mirrors some of Side by Side ideals.  There are over twenty-five 

contributors and likes on Facebook, while low, exceed 500.  A heavy traffic comparison with New York History 

Net (http://nyhistory.com) reveals that Side by Side could produce over two million hits within three years. 

… 

Calculating Class Revenue and Link Advertising 

Based on a one year budget, if a minimum of seven classes are offered with a minimum average of five students 

in each class at $100, a revenue of $3,500 is realized.  At a minimum traffic in a year set at 100,000 hits, an 

approximate advertising revenue can be determined.  Hypothetically with three large advertisers, revenue of 

$10,950 is netted if rates are set at a reasonable $10 per year at a fixed cost.  Five smaller institutions can use be 

charged $1.04 CPC.  If ten percent of traffic clicks on their link, $5200 is added to revenue for a total of 

$16,150. 


