
 
 

Breakfasts 2017 

Welcome to March’s BIC Breakfast:  
 Territorial Sales Rights in Metadata –  

Rest Of the World (ROW) is Not Enough 
 

#BICBreakfast 

Kindly sponsored by 

 

 



What is a  
BIC Breakfast? 





BIC Committees 
 

Digital Supply Chain 

Libraries 

Metadata 

Physical Supply Chain 

Training, Events & Communications 

 



Regular BIC Events 
 

BIC Breakfasts (monthly) 

New Trends in Publishing Seminar (5th September 2017) 

BIC Networking Events  
including our annual BIC Bash (November 2017) 

Building a Better Business Seminar at LBF 
(12th April 2017) 



BIC on the web 
 

New website coming soon 

Extensive Training Programme 

Social Media: 
@BIC1UK 

@KarinaLuke 
@LastPhoenixDown 

@BIC_LCF 
Connect with us on Twitter, Facebook and LinkedIn.  



 
 
 

Over to Jack… 
  
 
 

Over to Jack… 



Your Partner in Discovery 

BIC Breakfast  

Tuesday 28th March 2017 

Jack Tipping – Bowker UK 8 

http://www.bic.org.uk/


Bowker Mission 

  

 

To connect readers with books, and provide 

critical insights in to readership worldwide 
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 Bowker is Your Partner in Discovery! 

140+ years serving the global 
book publishing community 

 

Book Publishers 
Authors 
Libraries 
Book Sellers 
Book Consumers/Lovers 

 

 



No charge to supply  
metadata to Bowker  
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• Provide metadata to retailers, libraries, and 

schools 

 

• Communicate price and status updates in a 

timely fashion to multiple customers 

 

• Display enhanced content such as cover images 

and marketing descriptions for readers and 

buyers 

 

• Increase awareness of your titles 



 

Powerful Metadata 
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Market Content 
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For more information, please visit www.bowker.com 



 
 
 

Over to Jack… 
  
 
 

Over to Kathy… 
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BIC BREAKFAST  

MARCH 2017 

 
 

Territorial Sales Rights in Metadata:  

Rest Of the World (ROW) is Not Enough 



17 

Challenges of Incorrect  

Sales Rights 

How do metadata receivers determine who 

holds the rights?. 

 

1. Contact publisher directly. 

 

2. Contact distribution service provider to 

determine rights 
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Challenges of correcting  

this data 

• Simple change in metadata at route of supply 

chain. 

• Training staff. 

• Potential development work in 

ONIX/metadata supply. 

• Ensuring all updates are fed to all data 

suppliers. 
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What happens if e-Book metadata 

is duplicated by suppliers? 

• Customers receive wrong version of book. 

Example: American-English version instead of 

English version. 

• Duplicate records at retailers. 

• Titles removed from sale resulting in loss of 

sales. 

• Legal dispute. 
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Common Issues 1 

For the purpose of showing when ROW is included on the following examples this has been 
included in the regions included column which is where CoreSource presents this information for 
visibility in reporting. However, please be aware ROW cannot be provided in <RegionsIncluded> 
or <RegionsExcluded> in ONIX, and the sales rights type for the rest of the world (01 in this case) 
would instead be represented in the <ROWSalesRightsType> ONIX field.  
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Best Practice 
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Common Issues 2 
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Best Practice 
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Best Practice 

This is an alternative way of specifying the same rights as the previous slide (i.e. for sale 
everywhere except the US and Canada).  
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Thank you 

   

Kathy Berners 

Client Integration Specialist 

 

katherine.berners@ingramcontent.com 



 
 
 

Over to Jack… 
  
 
 

Over to Lindsey… 



Territorial Sales Rights 



KOBO CONFIDENTIAL PAGE 28 

The Kobo Story 

26,000,000+ Readers 

5,000,000+ Titles 

14,900 Physical and online stores worldwide 

33,000 Publishers working with us 

190 Countries we’re delivering eBooks into 

150 Countries we sell to on any given day 

17 Countries where we have localized content 



KOBO CONFIDENTIAL PAGE 29 

*Size of bubble denotes relative value of eBook market  

Estimated size of 2015 eBook market by geo ($CAD) 

eBook Market in Select Geos 

Country Estimated size of 

2015 eBook market 

($M CAD) 

Australia / New Zealand 184 

Brazil 92 

Canada 168 

Germany 284 

France 114 

Italy 84 

Netherlands 35 

United Kingdom 521 

United States 5,321 



KOBO CONFIDENTIAL PAGE 30 

It’s a Complicated 
Business 



KOBO CONFIDENTIAL PAGE 31 

Kobo’s territory  
breakdown 

Country % of Total Units  

JP 30.20% 

CA 26.60% 

FR 7.30% 

IT 7.10% 

AU 6.90% 

NL 6.10% 

GB 6.00% 

US 3.60% 

DE 2.00% 

ROW 1.50% 

BR 0.80% 

BE 0.50% 

SG 0.30% 

CH 0.30% 

AT 0.20% 

ES 0.20% 

TR 0.10% 

MX 0.10% 

SE 0.00% 

TW 0.00% 

Total 100.00% 



KOBO CONFIDENTIAL PAGE 32 

A global footprint 

We sell ebooks in over 180 territories. Without explicit rights data,  
you’re losing sales. 



KOBO CONFIDENTIAL PAGE 33 

• One ISBN can have multiple prices 

 

• Pricing varies by territory, e.g. much higher in Australia 

 

• It isn’t necessary to set prices for every territory, can just pick the main ones 
for you 

 

 

 

International pricing 



KOBO CONFIDENTIAL PAGE 34 

Take advantage of international pricing 

USD $6.99 converted 

to CAD = $9.34  

 

Manually update to 

$8.99 CAD or 

$7.99 CAD 

 

= Extra $1.00 to 

$2.00  PER UNIT 

SALE 

USD 

PRICE 

CAD 

PRICE 

Don’t leave “money on the table” 

• Round UP to the nearest .99 after the auto-

conversion 

• Be aware of currency differences 



KOBO CONFIDENTIAL PAGE 35 

Especially important with open market sales 



KOBO CONFIDENTIAL PAGE 36 

Know your rights 



KOBO CONFIDENTIAL PAGE 37 

• Not a week goes by we don’t see a rights conflict in markets 
traditionally treated as secondary, e.g. Canada, Australia 

• This also creates duplicate titles and confuses the customer 

• Retailer’s job isn’t to pass judgment on whose metadata is 
legitimate; we introduce conflicting parties and update our 
records when they reach a resolution.  

• But if a quick decision is needed, we will tend to side with the 
party who’s demonstrated competence in the past 

 

 

Common issues 



KOBO CONFIDENTIAL PAGE 38 

Common issues 

•  Not sending the correct price type might prevent titles from 
going on sale in a specific territory.  

 

• If an agency publisher has agency pricing in the UK — they 
have to send us a GBP agency price. We may not be able to 
convert from another currency based on their agreement, 
and we definitely can't do anything if they send wholesale 
prices for agency territories. 

 

• Use tax inclusive pricing in territories where the customer 
sees a tax inclusive price, e.g. UK and Europe 



Thank you. 



 
 
 

Over to Jack… 
  
 
 

Over to John… 

















 
 
 

Over to Jack… 
  
 
 

Any questions? 



Thank you for attending March’s BIC Breakfast:  
 

Territorial Sales Rights in Metadata:  
Rest Of the World (ROW) is Not Enough 

 
 

Alaina-Marie Bassett 
Business Manager 

Book Industry Communication Ltd 
 

0207 255 0513 
Alaina-Marie@bic.org.uk 


