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Standardisation of data flows
or how to tell the market what you
have for sale
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Sales — Both Print and Digital

GLOBAL MARKETS WITH NO BOUNDARIES

sales reporting Metadata management
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Q@ New resellers, new territories New pricing models
(?) Back end systems management
(L) Managing Print Runs  Author rights management =
Z\ en h an Ced New retail channels El
- Retailer contract D
— e- b 00 kS management %
O Digital DIGITAL ASSET >
Q Igita MANAGEMENT., @

- : : IStribution

) Distribution

inventSRANI#E ement



|dentifiers

e |SBN use non-uniform

e Resistance to ‘data bloat’

e ‘Closed’ systems — are they?
o ISTC
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ONIX 3.0

* Rich metadata = sales opportunities
 Flexibility and fit for purpose

o Supply chain unready?

* Publishers struggling with data flows
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Why Metadata Matters for the

Future of e-Books
Wired
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Includes:

A, One completely fictional personal journal by a girl
1 decp in trouble and behind in her homewaork

- Said journal covered in doodles, cartoons,
drawings and sketches

‘{'L* Various website URLS and personal phone numbers
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This totally fictional material is extremely important 1o me.
If 1 weren't broke, 1 would offer a reward and everything.

But none of it happened.
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But it isn’t pretty...

Welcome Marcus Today is 9182010 4:00 pm
cﬂresn urce My Account Log Out
Home Search Administration Reports System Help View Cart (0)
Asset Details - Hellhound on his Trail Edit | Title Group | Download file

| Basic Info | Publication | Alternate IDs | Contributors | Prices | Sales Rights | Atftributes | Marratives | DRM | Audience/Age Group | Related Product | Awards |
| | I I I | gnis | I I I P I |
Files "|' History "|

Business Geographic Rights Country/Region Codes (separated w/spaces)

Model Type Type
Agency Country Not for AS CAFM GU MH PH PR UM U3
sale
Retail Country Exclusive AD AE AF AG Al AL AM AN AOD AQ AR AT AU AW AX AZ BA BB BD BE BF BG BH Bl BJ BL BM BN BO BR BS BT BV BW BY BZ CC CD CF CG

CHCICK CLCMCN CO CR CUCV CXCY CZ DE DJ DK DM DO DZ EC EE EG EH ER ES ET FI FJ FK FO FR GA GB GD GE GF GG GH GI GL
GM GN GP GQ GR GS GT GW GY HK HM HN HRHT HU ID IE IL IM IN 10 IQ IR 1S IT JE JM JO JP KE KG KH KI KM KN KP KR KW KY KZ LA
LBELCLILKLRLSLT LU LV LY MAMC MD ME MF MG MK ML MM MN MO MP MQ MR MS MT MU MV MW MX MY MZ NA NC NE NF NG NI NL
NO NP NR NU NZ OM PA PE PF PG PK PL PM PN PS PT PW PY QA RE RO RS RU RW SA SB SC SD SE SG SH Sl SJ SK SL SM SN SO SR
STSVSYSZTCTDTFTGTHTJTKTLTMTNTOTRTT TV TW TZ UAUG UY UZ VAVC VE VG VI VN VU WF WS YE YT ZAZM ZW

AU
Agency Country Exclusive AD AE AF AG Al AL AM AN AQ AQ AR AT AU AW AX AZ BA BB BD BE BF BG
CH CICK CL CM CN CO CR CU CV CX CY CZ DE DJ DK DM DO DZ EC EE

H Bl BJ BL BEM BN BO BR BS BT BV BW BY BZ CC CD CF CG
EGE
GMGNGPGQGRGS GTGW GY HK HMHN HRHTHU ID IEILIM IN 1O 1Q |

B
(Hi HERES ET FI FJ FKFOFHGAGEGDGEGFGGGHGIGL

IS IT JE JM JO JP KE KG KH KI KM KN KP KR KW KY KZ LA
LBLCLILKLRLSLT LU LV LY MAMC MD ME MF MG MK ML MM MN MO MP MQ MR MS MT MU MV MW MX MY MZ NANC NE NF NG NI NL
NO NP NR NU NZ OM PA PE PF PG PK PL PM PN PS PT PW PY QA RE RO RS RU RW SA SB SC SD SE SG SH 51 SJ SK SL SM SN SO SR
STSVSYSZTCTDTFTGTHTJTKTLTMTNTOTRTT TV TW TZ UA UG UY UZ VAVC VE VG VI VN VU WF WS YE YT ZAZM ZW
Retail Country Nat for AS CAFM GUMH PH PR UM US
sale

* Contact Us - Terms of Use - Privacy Policy - About
® Copyright 2010 Ingram Content Group Inc. All Rights Reserved.




Reality

e |nconsistent metadata
e Legacy systems

e RiIse of non-traditional retailers outside
nook world

« Key sales outlets demanding non-
standard data

 Changing requirements as market
develops
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eBook Nirvana?

e Consistent use of standards
o Supply chain ‘fully —loaded’
o Customer clarity

Standardisation is key — but can we
achieve it?
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