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Only librarians, on the whole, complain about the Big Deal, since their 
researchers are mostly not aware of costs and cost increases. And librarians 
have limited power. They also have no strong track record when it comes to 
negotiating, only in rare cases employing professional negotiators, it seems. 
That is their weakness, and the publishers’ strength. 

Jan Velterop, quoted in Reed Elsevier NV: Feedback from Meeting with Jan Velterop, FLASH NOTE, February 6, 2012, published by Cheuvreux Credit Agricole Group.



Open access movement vs business 
models 

What’s your plan if you can’t make 
progress? 

Who are your influencers on campus? 

What’s your university’s significance? 

Perpetual ownership of rights 



• Registration 

• Certification 

• Formalization 

• Improvement 

• Dissemination 

• Preservation 

• Use

http://www.stm-assoc.org/2008_04_01_Overview_of_STM_Publishing_Value_to_Research.pdf



Similar charts can be produced for other library groups (such as SCONUL 
and CAUL) 
EBSCO serials price projections typically in 5-6% annual increase range
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Source: ARL Statistics 2017-18 Association of Research Libraries, Washington, D.C.
**Figures not adjusted for inflation

***Trend line was extended with data from Ongoing and One-Time Resource Expenditures

Graph 4 
Expenditure Trends 

in ARL University Libraries, 1998-2018

Ongoing Resource Expenditures 
(formerly Serial Expenditures)***
(+166%)

Total Library Materials 
Expenditures
(+123%)

Operating Expenditures (+30%)

TOTAL Expenditures (+68%)

CPI (+54%)

One-Time Resource Expenditures
(Formerly Monograph 
Expenditures)***
(+23%) 

Total Salaries (+46%)

Expenditure Trends in ARL Libraries 1998-2018



Library budgets under pressure
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Customer pressure

Investor pressure



Global Marketplace for Journals
Publishers sell in markets around the world. Pricing varies according to local markets, journal format, 
initiatives such as Research4Life. Forex exposure can impact both publishers and libraries. The role of 

(quasi-)government agencies can also be impactful. 

N America Asia Europe Africa Australasia Latin America





Publishers in distress?

• Delays in concluding license agreements due to 
COVID lockdowns 

• Exposure to university financial challenges/cash 
conservation  

• Global economic challenges/currency exposure 

• Downward pressure on sales and pricing of 
books/textbooks 

• Declining enrollment in higher education  

• Threats to IP rights 

• Credit risk of serials agents (20% revenue) and 
bookstore chains 

• Cost savings and outsourcing already achieved 

• Open access regulations



R E S E A R C H  F R O M  C H I N A

Shift away from Impact Factor 
“Fewer but better” 

Publishing in Chinese journals

C OV I D - 1 9

Success of open sharing 
Financial pressures 

Loss of conferences (and time)

B R E X I T

Science funding and collaboration 
UK sales into EU/FOREX 

Workforce



•Author pays transaction fee (APC) 
• Institution pays (eg read & publish) 
•Funder pays (APC or direct sponsorship (eg eLife)) 
•Multipayer model 
• “Flip” to open; subscribe to open 
•Excess of funds in system



18% world share 10% world share 7% world share

Revenues (STM only)  $3.49billion (2019) 
Profit $1.298billion (+4% over PY) 
2,500 journals

Revenues $1.98billion (2017) 
Profit $631million 
3,000+ journals

Revenues (Research Publishing) $949million (2020) 
Profit $265million 
1,675 journals

The Big Three
Market strength of the world’s major publishers
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What are your priorities?

Price
Do you want to reduce spend?

Value
Do you want to maximize ROI?

Openness
Do you want to maximize OA?

Readership
Do you want to maximize 

access to content?

Arriving at a new contract

$ % n a



A lot of this sits outside the library

Publishers’ statements (eg SEC filings)

Your university’s interactions with publisher’s content

Your current licenses 

Publisher’s market environment

Other direct/indirect relations with publisher

Other flow of funds to publisher

,

$

V

b

Preparing to negotiate



Our relations with scholarly content
There are three things that are (or should be) countable

Use Create

What are our community 
members reading? 
How frequently? 
What’s being ignored? 
What can’t they access 
(turnaways)? 

What’s being cited by our 
community members in their 
work? 
Are things being cited to which we 
don’t have access? 

Where are our community 
members placing their articles/
papers? 
Are they publishing in journals to 
which we don’t have access? 
What’s their open access practice? 
Who’s funding their research (and 
any OA mandate)? 
How is their work being cited? 

Read



Fight for a slice of the pie

Grow the pie

Focus on price 
Winning vs losing 
Distrust 
Brinksmanship

Creative approaches to terms, scope, price 
Collaborative problem solving 
Trust 
Exploring mutual interests



Data Analytics for Negotiating 
Transformative and Open Access 

Agreements
Break-out session: strategy



The Scenario
You are about to negotiate with a publisher. 

In addition to data about readership. 
authorship, turnaways etc, you need to 

build a picture of the negotiation. Visualize 
the talking points. Be ready with information 

and questions.



NEGOTIATION GAME PLAN WORKSHEET

NEGOTIATION GAME PLAN WORKSHEET

Negotiating Partner
Date

Negotiating Topic

Needs & Interests Rank Order Description Negotiating Partner Insight
1
2
3
4

Desired Scope 1
2
3

Desired Terms 1
2
3
4
5

Price Range Target
Max

BATNA

Communication 
Strategy

Relationship Strategy



What are your priorities?

Price
Do you want to reduce spend?

Value
Do you want to maximize ROI?

Openness
Do you want to maximize OA?

Readership
Do you want to maximize 

access to content?

Arriving at a new contract

$ % n a





• What has your growth been?*


• Which customer has the best pricing? Why?


• What is important you in this negotiation?


• What are the big drivers of your economics/finances/growth?*


• When does your financial quarter/year end?*


• What are some ways we can work together to come down on price?


* you should know the answers to these (at least) before asking 

Questions for your publisher



Questions for you
• What will the publisher’s demands be? 


• What do they really want? 


• What BATNA do they have? 


• What bargaining room do they have? 


• What questions will they ask you? 


• How will they respond to your questions? 


• What is their interpersonal style likely to be?



Types of organization

Some commercial publishers are privately owned. 
Whilst their activities are reported in the press and by 

analysts and brokers, there are no filing 
requirements. An IPO prospectus may be the only 

available source. 
Examples: Springer, SAGE

Many academic societies operate publishing 
programs, either through licensing rights to 
commercial publishers, or by direct publishing 
programs. Societies often are incorporated as 
charities and are subject to disclosures through 
charity reporting (UK) or IRS (USA). Some open access 
publishers also have charitable status. 
Examples: IEEE, ACS, PLoS

Many large scale-publishers are for-profit 
corporations listed on one or more stick exchanges. 
They are subject to widespread disclosures. 
Examples: Elsevier (RELX), Wiley, T&F (Informa)

Commercial 
Private

Commercial 
Listed

Charity

$

x w



Financial press 
Higher ed press 
Publishing press

Press
Mergers & acquisitions 

Society relationships 
IPO/share buyback etc

Company activities

SEC/LSE filings 
Investor calls

Markets
Financial statements 

Company reports

Financial

Sources of information
Many of these are available in your library

.$ 6 )

































%
 o

ut
pu

t i
n 

go
ld

/h
yb

rid

0

7.5

15

22.5

30

2015 2016 2017 2018 2019 2020

Elsevier Springer Nature Wiley

O A  O u t p u t  i n  g o l d  o r  h y b r i d  j o u r n a l s  



We fully support open 
access!

Growth rate in articles submitted and published accelerated 

further as we continue to gain market share. 

Electronic revenues saw continued good growth, partially 

offset by print declines 

There is continued debate in government, academic and 

library communities, which are the principal customers for 

our STM content, regarding to what extent such content 

should be funded instead through fees charged to authors 

or authors’ funders and/or made freely available in some 

form after a period following publication. Some of these 
methods, if widely adopted, could adversely affect our 
revenue from paid subscriptions.

ANNUAL REPORT FORM 20-F 2019

Share of national output 2020

China 29.53

United States 24.27

Netherlands 23.11

Finland 22.06

United 
Kingdom

21.68

Austria 21.58

Norway 21.16

Sweden 20.51

Hungary 20.28

Poland 19.76

Germany 19.07

Japan 18.96



Helping researchers 
share their work with 
the world

Revenue +5% and Adjusted EBITDA +14% on strong double-
digit growth in Open Access 
Mandates have the potential to put pressure on subscription-
based publications. If such regulations are widely 
implemented, our consolidated financial position and results 
of operations could be adversely affected.  
Green OA embargo periods should be sufficient to protect 
subscription revenues 
Gold OA is generating incremental revenue  

QUARTERLY REPORT FORM 10-Q  OCT 2020
ANNUAL REPORT FORM 10-K  2020

Share of national output 2020

Sweden 12.39

Germany 11.75

United Kingdom 11.63

Netherlands 11.51

Finland 10.88

Norway 10.78

United States 10.76

Austria 10.54

Japan 10.07

China 8.82

Hungary 8.07

Poland 6.17



























 

Our use of other products
Elsevier produces many products relevant to universities, hospitals, etc.

https://www.elsevier.com/solutions

https://www.elsevier.com/solutions
https://www.elsevier.com/solutions











