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The Problem with IT books in print

We are currently having problems with ensuring that new books in certain subject
areas, especially computer languages/programming are available for the students.
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...with budget cuts, the expense of computer books, and the quickness with
richburg S4 WHiCh the subject becomes outdated, this is not a feasible option for us.
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The solution is Safari Tech Books Online

° Joint venture between two of the most prominent and largest IT book
publishers in the World
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XML

The Safari Difference JAVA

* Safari is the first publisher led venture into the e-book market

* “Safari remains the only example in captivity of publishers
collaborating effectively on custom publishing” EPS, August 2003

e Safari is subject specific
* With Safari, you buy slots not books =i

* With Safari, some books are available before they become available in R
the bookstores S———

* Safari is the only place you can get new material from O’Reilly and
Pearson ebXML
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Top 10 Print Sellers Comparison

Carried on: Safari*
C/ C++ 7110
Consumer 0/10 On a_verage
Engineering 2/10 Safari carries
Graphics 6/10 approximately
IT Database 3/10 3.5 times more
Java 7110
MS 110 top ten sellers
NET 2/10 than any other
Networking 5/10 IT e-book
OpenSource 9/10 .
oS 6/10 provider.
Programming 5/10
Security 1/10
Software Engineering 7110
XML 5110
Web 5/10
Total: 71/160

44%

Source: Nielsen Bookscan Data YTD through week ending 3/9/03. Bookscan reflects units sold in retail channel including Amazon.
* Includes titles that are live in the service, plus those that are scheduled to go live.
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Safari covers everything for the IT expert....

: ASPNET .
[} N ET . — NET .1:{..‘,:.“-4:-'-.5 o "

j! Uinderstanding NET
i ¥

XML

-
izasiod IREAY

e i
Java weh ¥
Services e

o \'1
] o

Service




Pro(Ruest

'II:I,'_Z'HI' N I'_Jr'li_i I_l’-'_.l'_'l”'llr]:'_'l

....as well as the novice user...
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....the graphic designer...
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Safari has Superior Currency

New is primarily front list due to superior business model from the point of
view of publishers and authors

Agreements with publishers require direct e-feeds so licensed titles flow
into product very quickly

Before
2000
3%

2000
2%

2001
2%

1,830 Active Titles Pub Year of Planned New Titles
As of October 2003 147 titles scheduled for Nov 2003 — Jan 2004
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MARC Records

* Safari MARC Records

. Modified LC Print Records

. Available in Safari Back Office

. “Knows” Customer Collection

. Included With Customer Subscription
* OCLC MARC Records

. Cataloged by OCLC

. Accessed through OCLC Systems

«  Does not “know” Customer Collection i,lg

. Library must pay OCLC charges for records aol“
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New Usage Report

°* Account Usage Summary

« Counts Session Statistics & Turn-aways

* Includes Search Statistics

« Updated Daily

« Search Any Date Range (back to January 2003)
°* Accessed in Back Office

« Bottom of List of Usage Reports
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Usage Report Example

account Usage summary

From: 10012003 to 10312003

Fotal Number of Sessions 771
Average Session Length (minutes) O6:07
Concurrent Session Lirmit =
Murmmber of Rejected Session Regquests 20
Fotal Mumber of Keyword Queries g 2
Successful Queries i

Unzuccessful Queries 65

Total Mumber of Section Retrieval 4,247

View Detail

A

Hot Links to
Drill Down
Into Data

By Book <«

By Llser «
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NEW FOR 2004! — IBM Redbooks Added to Safari

i,
i
iy

H
AL

froul

°* 178 IBM Redbooks loaded into Safari Data.base Performanc
Tech Books Online — May 2004 Tuning on AIX

°* The second publisher to deliver content
to Safari that isn’t a partner publisher

. In-depth discussion on RODBMS
(Microsoft Press added March 2003) poromance chtactrstics
* IBM Redbooks provide “positioning and and nfomx0S AL
value guidance, installation and it o

implementation experiences, typical
solution scenarios, and step-by-step
"how-to" guidelines”

Budi Darmawan
Gary Groenewald

Allan lrving

Sergio Henrique Soares Monteiro
Keirnan M. Snedeker

ibm.com/redbooks H&d boOks
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Sneak Preview — Number 2
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COMING SOON! — Safari launches...
SAFARI BUSINESS BOOKS ONLINE

* Same flexible pricing model, different purpose built interface

°* New content from Publishers such as:
* Financial Times Prentice Hall,
« Crisp
« South Western

* Over 500 professional and textbooks covering every business
discipline

* Flexibility to swap books every 30 days
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NEW FOR 2004! — Safari launches...
SAFARI BUSINESS BOOKS ONLINE

Crisp Publications

Founded in 1985, Crisp
Learning has over fifteen
years of experience in
supporting the learning efforts
of thousands of corporate,
government, and educational
organizations, as well as
millions of individuals.

Over 20 million copies of their
best-selling Fifty-Minute
Books have been used
worldwide by learners working
to improve their lives and
careers.

Over 75 textbooks available in
Safari Business Books Online
from June.

Managing Change
at Work

Hew to Manage
Trarsition and Internal
Culture Change
Developing an
Approach That Ensuries
Positive Resulty

Cynthia D. Scott, ro._men
Dennis T. Jaffe, pho

Organizational Vision,
Values, and Mission

Learning to Lead

AnAction Plan for Success

&

Creative
Collaboration

Bruce Honig and Alain Rostain
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NEW FOR 2004! — Safari launches...
SAFARI BUSINESS BOOKS ONLINE

* South Western Busmess ETHICS

“In the classroom, online or in
the corporate workplace, South-
Western meets the needs of
all students of business. With
business tools and resources
that engage and enhance
learning. South-Western leads
the way to business success”

CASES, ASSESSMENTS, DECISION EXERCISES

JOSEPH w WEISS

IlH REAR

Almost 100 books available in i
Safari Business Books Online H FunpamenTais of B

from June @Eﬁ”F”F

Strengths in business and
economics textbooks

Database
Management
Systems

MANAGER'S

HUMAN RESOURCE
MANAGEMENT
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NEW FOR 2004! — Safari launches...
SAFARI BUSINESS BOOKS ONLINE

My Motes My Bookmarks

Logout

BUSINESS BOOKS ONLINE
¥ = Search

relationship marke Go |
pd

apIH

Advanced Search

Online reference to

= Browse by Category

Yiew &l Titles in an instant.

critical business skills

+ Current Affairs <

+| Finance/dcocounting

A Hurman Resources

Safari Business Books Online

H Managernent

+ Professional skills
+ Quality

+ Sales/Marketing
+ Technology

Unlike an online bookstore, Safari is a fully-searchable electronic reference
library that houses the best business boolks available today,

Zero in on exactly the information vou need to complete the task at hand 7 from
creating killer presentations, to understanding how supply chains work, to honing
your interview skills, Search across all books in the library simultaneously to

£ = Find a Specific Book

+ Author

e pinpoint exactly the chapter, sentence and exarmple you need.
+ Title Brush up on critical business skills, Browse by category to peruse the latest

+ Fublisher titles from today’s most authoritative business authors, Gain instant access to the

freshest and most powerful ideas to help yvou advance and grow.,

To get started, simply type in a search term such as “project creep™ or “interview
questions” in the Safar search box, Or, click on any one of the categories to the
left and begin browsing any book in the service,

Welcome to Safari

Welcome, ProQuest UK IP
Access,

{If you're not ProQuest UK I
ACoess,

click here.)

How It Works

* Find out how it works

=]

+ Yiew a sample search result

+ Yiew all titles

Customer Support

M. America: §00-775-7330
Outside M. America:
F07-529-2819

Hours: 6 a.m. - 5 p.m. PST
Email: Custormer Service
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saﬁri.
BUSINESS BOOKS ONLINE My Recent Searches | My Recent Pages My Motes My Bookmarks
" = Search ) ) . ) . o
Found 1042 section(s) in 409 book(s) that match your search for "relationship marketing”.
Irelatignship marke Go = Hide Bookcowers Books 1 to 10 of 409 | Page: 12345678910 HMNexth
o
Advanced Search rn. Book Title & ¢ Rel A7 Mozt Relevant Sections Fublizher Pub Date & ¢
" = Browse by Category A, Exploring Wweb Marketing & Project 1. Lab 1.2: Roles of Direct Marketing and Prentice Hall = 2000/01/24
Wi BT Managerment Relationship Marketing PTR
15 friss ! 11!—3';‘-:11-“ By Donald Emerick, 2. Internet Marketing Basics
# Current Affairs & I';‘;g;'r:;m[ Kimberles Round 3, Chapter 1
+ Finance/Accounting ~=— | Tahle of Contents
4 Hurnan Resources
i Manage_rnent : z Customer Service: A Practical 1. Building Custormer Intelligence Financial 2002/07/05
H PerFTssmnaI Skills Approach, Third Editian 2. Glossary Tirmes
H Guality By Elaine k., Harris 3. Communication and Technology Prentice Hall
+ Zales/Marketing Table of Contents
+| Technology
" = Find a Specific Book
3 Customer Service: Career Success 1. Changing Conventions in Custormer Prentice Hall 2000409701
* Author Through Customer Satisfaction, Service
+ [SBEM - Second Edition 2. The Master Key Called E-Plus
+ Title By Paul R, Timm 3. Recognize the Role of Customer
« Publisher Table of Contents Service in Tour Success
4 [EEEEEESENE CRM Handbook, The: & Business 1. From Product to Custormer: 4 fddison 2001708709
(e TheCat Guide to Customer Relationship Marketing Retrospective Wiesley
Hanalhossk
¥ — = | Management Z. The Manager's Bottom Line
By Jill Dyché 3. Further Reading
Table of Contents
5 Customer Share Marketing 1. The vin and vang of Marketing Financial 2002701431
By Tom Qsenton 2. Building Long-Term Lovalty Times
Tahle of Contents 3. The Web as an Offensive Marketing Prentice Hall
Weapon
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n L - N -
BUSINESS BOOKS ONLINE My Safari | My Recent Searches | My Recent Pages | My Notes My Booknmiarks Logaout
" = Search &

=4 Print 1 E-Mail j Add Mote [] Add Bookmark <= Return to Results List A Previous | Next b |

™ current Book

Irelatiunship marke Go

Advanced Search

SpH

CUSTOMER
SHAR

Custarmer Share Marketing
By Tom Qsenton

" = Table of Contents

Table of Contents

Chapter 9. Customer Share Marketing

Custormner Share

Marketing
The Yin and Yang of Marketing
B Capyright . . . . L
o neknonled . Wlarket share marketing and customer share marketing are complementary actions with the same overall objective: to generate
- now: armerts more sales and profits. While market share marketing creates unprecedented reach m helping to 1dentifyy and drive prospects,
= Forewor customer share marketing creates targeted, one-to-one conversations with those prospects. While market share marketing
- Introduction

wotles to drve sales this vear, customer share marketing helps to deepen customer relationshups, laying the groundwork for sales

The Battle for Market Share a decade from now.

[E2E

Unlocking the Power of

Custarmer Loyalty

- Marketing Crne-ta-One
Comes of Age

- Selling Direct Cormes of

Customer share marketing fulfills the promse of segmentation—bwlding a one-to-one relationship with each customer based on
relevance to each customer. Customer share marketing can truly accomplish what 20th century marketers mbutively knew was
the next logical step in the evolution of marketing. They were sinply unable to deliver on the promise of segmentation using the
avalable 20th century mass marketng tools. AN of that changed with the advent of the Web and email

Age

4+ Maximizing Your ) :
Custorner Tauches Table 9 4 demonstrates the extreme yet complementary differences between marleet share marketing and customer share

4| Permission, Privacy, and matketing. Though marlcet share markeeting still plays a cnitical role in reaching the masses most efficiently, itz effectiveness has
Pratection come and gone. On the other hand, customer share marketing's tne 12 just begmming. Market share market-ing's primary

+- Custormer Share mizston was to buld and sell one brand at a time to as many people as posstble, most of them unknown and unidentified.
Marketing Customer share marketing's mizstion 15 just the oppostte—sell as many relevant brands to each customer, all of them known and
B Customer Share identified.

Marketing: Tapping
Customer Lowalty . .
B The 3 Rs of Custormer Table 8.4. The Yin and Yang of Marketing

Share Marketing

B Mare from the

Customers You Have
1 = i =

Marketing Type Markeiing Perspective Marketing Sivle Marketing Scope Scles Parspeciive
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Subscribing to Safari Tech Books Online
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The ‘virtual’ IT library

°*  Only buy the books you need
* 25 point minimum (standard price $700)
°* Swap books after 30 days

Book Title Points on
Safari

The Informix Handbook $99.99 3
CCIE Professional Development: Routing TCP/IP, $70.00 2
Volume |

Advanced JAVA Networking $44.99 1

Learning the Unix Operating System, Fourth Edition $14.95 0.5
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Getting more from Safari

* 36% of 2003 renewals increased in value

...I strongly suspect that we will be adding points and concurrent users in
the very near future (we currently have 628 points with one concurrent user
and we will need at least two and probably three users at 800+ points
for a more efficient interface).

My record indicate that our next renewal will be 6/30/04, but we would like
to upgrade our subscription sooner than that. ...Can we pro-rate the

addition and put this on track with our next renewal cycle?
-U North Texas email to Oliver Kelzenberg
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Up-selling Simultaneous Users

* This chart shows, on average the % 30%
of rejected sessions vs. the number
of simultaneous users on the

25% -

account \
20%

15% -

/ 10% ———
Rejection Rate

5%

Simultaneous Users

— | 0%
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Conclusion

e Safari is different from every other e-book service
°  You ‘own’ your Safari account
* Safari covers every IT related subject

e Safari will grow quickly over 2004 to comprehensively cover the latest
technologies.

°* New publishers will be added to Safari in summer 2004
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