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Welcome to March’s BIC Breakfast:
Territorial Sales Rights in Metadata -
Rest Of the World (ROW) is Not Enough

#BICBreakfast
Kindly sponsored by

Bowker.

a ProQuest. affiliate
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Ble BOOK INDUSTRY COMMUNICATION LTD

BIC Committees

Digital Supply Chain
Libraries
Metadata
Physical Supply Chain
Training, Events & Communications
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Ble BOOK INDUSTRY COMMUNICATION LTD

Regular BIC Events

BIC Breakfasts (monthly)
New Trends in Publishing Seminar (5t September 2017)

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

Building a Better Business Seminar at LBF
(12t April 2017)
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Ble BOOK INDUSTRY COMMUNICATION LTD

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.
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Over to Jack...
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Bowker.

a ProQuest® affiliate

Jack Tipping — Bowker UK



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

Bowker Mission

To connect readers with books, and provide
critical insights in to readership worldwide




Bowker Is Your Partner in Discovery!

-

BOWKER®

POWERSBOOK M 140+ years serving the global
DISCOVERY o .« g o .
TIEEEEs | = “=51  book publishing community
DESIGNED TO ™
HELP PUBLISHERS, )
BOOKSELLERS AND Book Publishers
LIBRARIES BETTER "
SERVICE THER Authors
CUSTOMERS. Libraries

Book Sellers

Book Consumers/Lovers




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

Prof UESL. | Syndetic Solutions -

BOOKS IN PRINT®
SEARCH.

Overview FAQs Enrichment [

DISCOVER,
\4 CONNECT."

\

Books In Print® combsnes the most trusied and authontative source Books In Print® is used every day by thousands of book
for tbhographe informaton with powerful search, dscovery and professionals and lbrary users to make connections.
calechon development tooks desigred spechically to sir carmiine the

book discovery and atqusiton process. Books In Print® contans

~~ over 20 mibon glabal tiles {in print, ot of print, and forthcoeming), NEWEST FEATURES INCLUDE:
- , * nduding books, ebooks, 2u0o books, and mulimedia trles Browse wil asast kbrary users in inding books based on authors,
adc genres, ar topes that interest them. Every query will return
a2 Libranes worldhwde consult Books In Pont® to find tiths, create Ists sugoested tles, eiminating dead-end saarches
* ‘_ k and deade which vendor, ebook platform, or anline retader to source
- the twle, Character Search allows the user ta search for a character
* from their favonte books and wew search results for al tiles the
o ke Books In Pant® 1s avalabie n two subscnption levels: characier appears i, and includes a bnef synopss of the character.
\ - » Unred States Edmon - Contans US. publcatons
‘- ‘. * Global Ecton - Ofers gobal coverage, induding US., UK, Find Simdlar aliows users 1o see suggested simiar ttles hased on
|~V Canaden, European, and Australian publicatans. saarch cntena, of they can search by speofic tags found in Syndetics
Book Profies.
.
Local Content Compatible Systems WHY BODKS IN PRINTS IS THE LEADING BIBLIOGRAPHIC
DATABASE FOR LIBRARIES, PUBLISHERS, AND RETAILERS
A AROUND THE WORLD:
Make your local content more These Vendor Partners support * Larges: hihograph research
o I o £ Cys = Pl ieanlan) * Wholesaler stock availabiy
discoverable. niegration of syndetics dispiay « Lists feature, 10 dawnioad 2 book It into inventary
content within their OPAC or * Onkine companson prcng and buymg oplions
3  Disolays View Insice Widget for easier browsing
Learn More discovery products. of purchasing

* Indudes a mobde app and over 40 professional
review seurces
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ProQQuest
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We bring your catalog to life.



Market Content ELO— l&St

Q@ inglishw Support Center j < | Publisher
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For Libraries For Researchers Find Products & Services For Customers Events About Blogs

Meeting your
Ebook Needs

Learn more about ProQuest ebooks
and our flexible models for acquiring
content.

For Libraries For Researchers For Customers Publishers & Partners
ProQuest empowers academic, ProQuest supports researchers of ProQuest provides its customers with Join ProQuest a5 a strategic partner
Eovernment, corporate, school, and every type—students at every level, unified, regionally-based customer in serving the thousands of

public libraries with innovative faculty, information professionals, experience teams, dedicated to institutions, organizations,

content and technologies, as well as and patents and R&D meeting all of your service, support, researchers, and scholars worldwide

carviras thar arnahla crraracis recaarrharcewith yasr varied amd trainineg nagre srrace all wha triier 11s Far antharirative



Bowker.

a ProQuest® affiliate

Publishers: Are We
Receiving Your Metadata?

There is no charge for submitting
your title data to Bowker.

Shelf | List

‘5th Floor

3 Dorset Rise

London

EC4Y 8EN

Tel: +44(0)20 7832 1700
Dir: +44 (0)20 7832 1773

Bowker.

a ProQuest® affiliste
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Over to Kathy...
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BIC BREAKFAST
MARCH 2017

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

INGRAM
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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.

notes Sales Rights Type

Not recommended, but a

valid expression. Not
recommended because ]

01 For unrestricted
downstream partners
need to interpret ROW

into country codes, and

sale with exclusive
rights in the
. specific countries
this causes problems for o

. . or territories
some. "For exclusive sale

everywhere except the

| US; Not for sale in US"

Countries Countries Regions
Included Excluded Included Excluded

ROW

Countries Countries Regions Regions
Included Excluded Included Excluded

Sales Rights Type

03 Not for sale in the
specified countries or
territories (reason
unspecified)




Best Practice

Sales Rights Countries Countries Regions Regions ] Countries Countries Regions Regions
notes Sales Rights Type
Type Included Excluded Included Excluded Included Excluded Included Excluded
-Eest
recommended
alternative. 01 For
Expressesthe  unrestricted sale 03 Not for sale in
same thing, but  with exclusive the specified
with ROW in the rights in the US WORLD countries or ROW
"not forsale"  specific territories (reason
type. Simplest  countries or unspecified)

human-readable territories
way of
|expressing it




notes

Not a valid expression: US

sales rights types.
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Common Issues 2

Sales Rights Type

01 For unrestricted
sale with exclusive

and CA are included in both  rights in the specific

countries or

territories

Countries Countries Regions Regions
Included Excluded Included Excluded

WORLD

Countries Countries Regions Regions

Sales Rights Type Included Excluded Included Excluded

06 Not for sale in the
specified countries
(because publisher US CA
does not hold rights

in those countries or
territories)




Best Practice

notes Sales Rights Type Countries Countries Regions Regions Sales Rights Type Countries Countries Regions Regions
Included Excluded Included Excluded Included Excluded Included Excluded
01 For unrestricted 06 Not for sale in the
sale with exclusive specified countries
Correct Expression rights in the USCA  WORLD (because publisher ~ USCA
specific countries does not hold rights
or territories in those countries or

territories)




Best Practice

notes

Correct Expression

) Countries Countries Regions
Sales Rights Type

Included Excluded Included Excluded

01 For unrestricted
sale with exclusive
rights in the USCA  WORLD
specific countries

or territories

Regions

Sales Rights Type

Countries Countries Regions

Regions

Included Excluded Included Excluded

06 Not for sale in the
specified countries
(because publisher ROW
does not hold rights

in those countries or

territories)

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

24
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Thank you

Kathy Berners
Client Integration Specialist

katherine.berners@ingramcontent.com

..
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Over to Lindsey...
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Territorial Sales Rights
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The Kobo Story

Readers

26,000,000+

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

Qkobo

OPEN UP

PAGE 28 KOBO CONFIDENTIAL



eBook Market in Select Geos

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

($M CAD)
B%

Australia / New Zealand
Brazil

Canada

Germany

France

Italy
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__United Kingdom

El'cllﬂg’nited States
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*Size of bubble denotes relative value of eBook market

Qkobo

OPEN UP

PAGE 29 KOBO CONFIDENTIAL



It’s a Complicated
N /fl’" -y

@kobo

oooooooooooooo OPEN UP
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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%
T™W 0.00%

100.00%

Qkobo

PAGE 31 KOBO CONFIDENTIAL
OPEN UP



PAGE 32 KOBO CONFIDENTIAL

A global footprint

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

Qkobo

OPEN UP



International pricing

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

Qkobo

OPEN UP

PAGE 33 KOBO CONFIDENTIAL



Take advantage of international pricing

Don’t leave “money on the table”
* Round UP to the nearest .99 after the auto-
conversion
* Be aware of currency differences

The Day of the Duchess
Scandal & Scoundrel, Book Il usD

by Sarah MacLean PR | CE

Scandal & Scoundrel (Book 3)

#1001 in Romance
#98 in Romance, Historical

Diyofthe
Duchess IEETEE
)

eBook Details

Book 2

CAD
PRICE

PAGE 34 KOBO CONFIDENTIAL

Pre-order this eBook

Available Jun 27, 2017

Your price $6.99

Pre-order Price
Guarantee

Earn Kobo Super Points!

Pre-order this eBook

Available Jun 27, 2017

Your price $6.99

Pre-order Price
Guarantee

Earn Kobo Super Points!

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

Qkobo

OPEN UP



Especially important with open market sales

G ko b 0 stephen king the shining x ﬂ ::;)n;ecr‘;inpte

OUVREZ VO3S HORIZOMS

eBOOKS ~  APPLICATIONS ET LISEUSES ~ o
o o
¥ Profitez de l'offre du jour Découvrez nos recommandations
1 - 12 sur 35765 résultats pour « stephen king the shining » SS SE Trier par : meilleures v..
Type de contenu A .
multimédia The Shining L8 8 & B
Tout (35765) v par Stephen King 6,85 €
eBook (35765) With an exeerpt from the sequel, Doctor Sleep.Terrible events occur at an isolated
hotel in the off season, when a small boy with psychic powers struggles to hold his
own against the forees of evil that are driving his father insane.
Catégories A
Tout (35765) ~
The Shining L8 8 8 &5
Ados et Jeunes Adultes
(825) par Stephen King 7,99 €

Biographies (1247) Danny is only five years old, but he is a 'shiner', aglow with psychic voltage. When
his father becomes caretaker of an old hotel, his visions grow out of control. Cut off

Commerce et finance {1202) by blizzards, the hotel seems to develop an evil force, and who are the... Read more

Essais et documents (12042)

Qkobo

PAGE 35 KOBO CONFIDENTIAL OPEN UP




Qkobo

PAGE 36 KOBO CONFIDENTIAL OPEN UP



Common issues

* 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

Qkobo

OPEN UP

PAGE 37 KOBO CONFIDENTIAL



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

Qkobo

PAGE 38 KOBO CONFIDENTIAL
OPEN UP
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Thank you.
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Recap of definitions
Publishing rights

Where could the publisher sell this product?
Not in ONIX

Sales rights

Where has the publisher decided to sell it?
In ONIX

Distribution rights

Who distributes it, and where?
In ONIX

Bl/* Territorial Sales Rights in Metadata



SalesRightsType 01/02

List all the countries where the
product can be sold

Ele= Pudl —
<SalesRights>
<SalesRightsType>01</SalesRightsType>
<Territory>
<CountriesIncluded>CA GB IE US</CountriesIncluded>
</Territory>
</SalesRights>

<SalesRights>
<SalesRightsType>02</SalesRightsType>
<Territory>
<CountriesIncluded>
AT BE BG CH CY CZ DE DK EE ES FI FR GR HR HU IE IT LT LU LV MT NL NO PL PT RO SE SI SK
</CountriesIncluded>
</Territory>
</SalesRights>

Bl/* Territorial Sales Rights in Metadata



SalesRightsType 03

List all the countries where the
product must not be sold

AD AE
CC CD
GF GG
KG KH
MR MS
PY QA
TN TO

AF
CF
GH
KI
MU
RE
TR

AG
CG
GI
KM
MV
RS
i 5]

<SalesRights>

<SalesRightsType>03</SalesRightsType>

<Territory>

<CountriesIncluded>

AI AL AM AN A0 AR AS AU
CI CK CL CM CN CO CR CU
GL GM GN GP GQ GS GT GU
KN KP KR KW KY KZ LA LB
MW MX MY MZ NA NC NE NF
RU RW SA SB SC SD SG SH
TV TW TZ UA UG UY UZ VA

AW AZ BA BB BD BF
Cv CX DJ DM DO DZ
GW GY HK HN HT ID
LC LTI LXK LR LS LY
NG NI NP NR NU NZ
SL SM SN SO SR ST
VC VE VG VI VN VU

</CountriesIncluded>

</Territory>
</SalesRights>

Bl

BH
EC
IL
MA
OM
SV
WF

BI BJ
EG EH
IM IN
MC MD
PA PE
sY SZ
WS YE

BM
ER
10
ME
PF
TC
YT

BN BO BR BS BT BW BY BZ
ET FJ FK FM FO GA GD GE
I0 IR IS JE JM JO JP KE
MH MK ML MM MN MO MP MQ
PG PH PK PM PN PR PS PW
TDTF TG TH TJ TK TL T™
ZA M ZW

Territorial Sales Rights in Metadata



ROWSalesRightsType

What should happen in countries not
listed above?

<ROWSalesRightsType>03</ROWSalesRightsType>

Hint: most retailers will sell the product wherever they
can unless you tell them not to...

Bl/* Territorial Sales Rights in Metadata



<ProductSupply>

Tell recipients where to order the
product from

<!— Block 6 Europe supplier ——>
<ProductSupply>
<Market>
<Territory>
<CountriesIncluded>
AT BE BG CH CY CZ DE DK EE ES FI FR GB HR HU IE IT LT LU LV MT NL NO PL PT RO SE SI SK
</CountriesIncluded>
</Territory>
</Market>

<SupplyDetail>
<Supplier>
<SupplierRole>01</SupplierRole>
<SupplierIdentifier>
<SupplierIDType>06</SupplierIDType>
<IDValue>5030670173006</IDValue>
</SupplierIdentifier>
<SupplierName>HarperCollins Publishers Ltd.</SupplierName>
<TelephoneNumber>+44 1417 723200</TelephoneNumber>
</Supplier>

<SupplyDetail>

</ProductSupply>

Bl/* Territorial Sales Rights in Metadata



<ProductSupply> is repeatable...

Tell recipients where to order the
product from /in each market

<!—— Block 6 US supplier ——>
<ProductSupply>
<Market>
<Territory>
<CountriesIncluded>US CA</CountriesIncluded>
</Territory>
</Market>

<SupplyDetail>
<Supplier>
<SupplierRole>02</SupplierRole>
<SupplierIdentifier>
<SupplierIDType>07</SupplierIDType>
<IDValue>2002086</IDValue>
</SupplierIdentifier>
<SupplierName>HarperCollins Publishers Ltd.</SupplierName>
<TelephoneNumber>1-800-242-7737</TelephoneNumber>
</Supplier>

</Supplier>
<SupplyDetail>

</ProductSupply>

Bl/* Territorial Sales Rights in Metadata



<SalesRestriction>

Tell recipients that the product can
only be sold by specific retailers

<SalesRights>
<SalesRightsType>01</SalesRightsType>
<Territory>
<CountriesIncluded>GB IE AU NZ ZA IN</CountriesIncluded>
</Territory>
<SalesRestriction>
<SalesRestrictionType>04</SalesRestrictionType>
<SalesOutlet>
<SalesOutletIdentifier>
<SalesOutletIDType>03</SalesOutletIDType>
<IDValue>KB0O</IDValue>
</SalesOutletIdentifier>
<SalesOutletName>Kobo</SalesOutletName>
</SalesOutlet>
<SalesRestrictionNote textformat="06">
For sale only through Kobo
</SalesRestrictionNote>
</SalesRestriction>
</SalesRights>

Bl/ Territorial Sales Rights in Metadata
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BI BOOK INDUSTRY COMMUNICATION LTD

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
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