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E-Reading in the US 
 Digital reading has leveled out at about 30% of trade book 

sales in the US 

 For some genres, like bestselling thrillers, the percentage is 
much higher 

  Children’s titles are much lower  

 E-reading is fluid: readers borrow as well as buy ebooks* 

 Power is consolidated in a few retailers hands: Amazon, 
Barnes and Noble (nook) and Apple 

  

 

* Source: Library Journal Public Library Patron Profile and DBW panel 



Libraries have embraced ebooks 

 

 90% of US libraries purchase ebooks 

 Six Libraries reached over one million Ebook checkouts 

in 2013 

 New York Public Library is the biggest lender of ebooks 

in the US 

 



Libraries Are a Powerful Way to 

Reach Digital Readers 

 61% of Americans have public library cards  

 Public libraries circulate nearly 2.5 billion items in a 
year (837 million circulations are children’s materials)  

 Library card holders are also book buyers, and read 
more books than non-holders  

 Libraries also help authors and publishers reach 
important target markets: card holders are more likely 
to own and use digital devices, the internet, computers, 
cell phones and e-readers and tablets 

 
 

 
 

Source: http://libraries.pewinternet.org/2012/06/22/libraries-patrons-and-e-books/ and DBW panel 



Libraries Promote Digital Literacy 

 Libraries are committed to helping people discover new 

technologies (DVDs, audiobooks, ebooks) 

 Libraries have added rows of computers to their rows of 

shelves—and one library in San Antonio, Texas, 

recently opened an all-digital branch 

 Consumers can check out e-readers as well as content 

 Library apps for phones and tablets also make ebook 

access easier 



But is e-lending a good idea*? 

Publishers must confront the challenges of a digital world 

where friction is reduced and “borrowing” a book free from 

a public library can be as simple as buying it from a 

retailer 

“Free” borrowing further complicates the ebook price 

challenges of recent years and worry many authors and 

agents 

After considerable controversy and pressure, and after a 

series of experiments, all the big six Publishers in the US 

agreed to sell ebooks to libraries. (May 2013) 

 *Good for publishers and authors, that is 
 



Not all our goals are aligned 

 
 Libraries would like to have unrestricted access to a 

complete catalog of titles, including the frontlist, for a 
“fair” price.  
 

 Publishers worry about cannibalization of ebook sales 
in a frictionless digital environment 
 

 In order to balance these concerns, various publishers 
have re-introduced “artificial” friction in digital lending, 
to better replicate the limits of the physical world  
 
 



Friction in e-lending 
 Windowing the frontlist (6 to 12 month delays) 

 Limiting circulation (26 or less)  

 Limiting time that titles are available (expiring after 12 

months) 

 One book, One User (no concurrent usage) 

 Requiring In Library Check In  (physical visit to library 

to check out a digital book) 

 Higher prices for library ebooks than retail ebooks 

 Managed eBook Collections (assembled and priced by 

Publisher) 

 

 Business models incorporating these forms of friction vary widely among 

US publishers. Details are publicly available.   



Natural Limits 
 In addition to these imposed limitations, librarians have 

limited budgets, and thus can never buy as many 
copies of a popular ebook as customers might like 

 “On holds” for popular books will always exist, so 
library ebooks are not an exact substitute for 
commercial ebooks 

 And of course no library can afford to buy every ebook 
title currently available: library ebook collections are 
just as curated as their physical shelves   

 



  Libraries have three primary national  

vendors for eBooks 



New models may encourage ebook 

borrowers to become buyers 

 

 Some contracts require libraries to display a “buy now” 

button next to ebook titles 

 If the “on hold” time for a title is too long, a patron   may 

purchase the title instead—immediately 

 Libraries may earn affiliate fees from these sales, which 

can be used to purchase more ebooks 

 



Evolving eBook Library Lending Policy at 

Hachette Book Group US 

 In 2010, with the ebook revolution well underway, HBG 

decided to step back from full ebook catalog lending and 

undertake a series of experiments and pilots 

 Although Overdrive had been selling all of HBG’s titles since 

2003, the publisher decided to suspend frontlist sales in 

2010. 

 Two pilot programs were launched with 3M and Baker and 

Taylor to gain information  

 2011 was the first year that HBG ebook sales volume to 

libraries was significant 

 



 Demonstrate goodwill to libraries, patrons, and press 

 Gain first-hand experience with evolving software and 

hardware for e-lending  

 Investigate various library platforms and pricing models 

 Obtain data for physical and ebook sales and circulation 

to aid in fine-tuning business model 

 

Pilot ebook Program Goals 



1 file 1 patron  

No term or circ limits 

Limit on check-out window of no more than 3 consecutive weeks 

DRM must be applied 

Library Digital Price “1.5” times retail hardcover or primary print price  

No inter-library loans or cross-border consortiums  

 

Monthly sales reports 

 

Monthly circulation reports 

 

Desired but not possible at time of test: 

Wish List triggers library purchase 

“Buy Now” Button next to Holds 



Test Details 
 300 backlist titles 

 12 libraries 

 11 states 

 3M offered Kiosks with integrated catalog search  

 Both 3M and B&T offered Cloud Library with easy 

ebook downloads 

 Prices and service fees varied by platform and provider 



Conclusions 
 

 Initial test data showed that backlist e-library sales and 

lending are not a threat to HBG retail sales 

 Frontlist restored to sale (under new terms) in May 

2013, with Overdrive, 3M and Baker & Taylor (Access 

360) 

 Library data will help us understand the market as it 

continues to mature 



 

 

 

   Questions? 



Thanks! 
 Lisa Faith Phillips, Director, Hachette Digital Strategy and Development/ Sales Strategy 

and Operations 

 Hachette Book Group and Hachette Livre 

 Alan Inoye and Larra Clark, ALA 

 Nora Rawlinson, EarlyWord 

 Wendy Bartlett Collection Development Manager Cuyahoga County Public Library 

Sources:  

Digital Book World Panel on Discoverability in Libraries, January 2014 

Pew Library Survey:  http://libraries.pewinternet.org/2012/06/22/libraries-patrons-and-e-
books/  

Library Journal Public Library Patron Profile 

 


