
Welcome to  

Dawson Day ï Manchester 2011 

 

 
Nick Harknett 

Managing Director 



Health & Safety 

Å There is no fire drill today 

Å If the alarm sounds everyone is to make their way to 

Albert Square, and an event co-ordinator will make 

sure all delegates are safely out of the rooms 



Manchester Town Hall 

Å Built in 1867-8 in 13th Century Gothic Style 

Å The superb ceiling of the Great Hall is separated 

into panels bearing the arms of the principal 

countries and towns with which Manchester traded 

Å The landing outside the Great Hall is known as the 

Bees. On the mosaic floor is a pattern of bees, the 

symbol of Manchester's industry, found on the 

city's coat of arms 

Å The building comprises fourteen million bricks 

encased in spinkwell stone 

Å Queen Victoria refused to attend the opening in 

1877, reputedly because the Lord Mayor, Abel 

Heywood, had been a Chartist and suffered a term 

in prison 

 



Manchester Town Hall 

Å Designed by Alfred Waterhouse, 

there are 7 staircases with "easy 

tread stairs" to enable the Victorian 

ladies in their finery to ascend the 

stairs without having to look down! 

 



Å Graeme Underhill ï Managing Director, Bertrams Books 

Å Jaimie Dorwood ï Commercial Director Bertrams Library Services 

Å Neil Barker ï Library Sales and Technology Manager, Bertrams 

Library Services 

Å Inge Heijting ï North West Libraries Consortium 

Å Joanne Shadbolt ï Manchester City Council 

Å Jason Cherrington ï Global Sales & Service Director 

Welcome! 

 



Agenda for the Day 
Time Activity Where 

10.00-10.30 Registration /Coffee The Great Hall 

10.30-11.00 Welcome and Dawson 

update from Nick Harknett, 

Managing Director, Dawson 

Books 

Banqueting Room 

11.00-11.45 óTurning The Purchasing 

Process On Its Headô - 

Mandy Phillips, Liverpool 

John Mooreôs University and 

Heather Sherman, Head of 

Technical Sales Dawson 

Books 

Banqueting Room 

11.45-12.15 Exhibition The Great Hall 

12.15-13.30 Lunch & Exhibition The Great Hall 

13.30-14.10 óEfficiencies Through PDAô -

Dave Patten, University of 

Huddersfield and Jude 

Norris, Marketing & 

Technology Director, Dawson 

Books 

Banqueting Room 

14.10-14.45 óInnovation and Efficiencyô - 

Keynote Speaker, Ken Chad 

Banqueting Room 

14.45-15.30 Coffee with Prize Draw at 

15.00 

The Great Hall with Prize 

Draw in Banqueting Room 

15.30 Close   



Å Founded 1790; de-merged 2006 

Å UKôs leading printed media wholesaler 

Å Market share 

Å 55% newspapers / magazines 

Å 45% book wholesaling 

Å 34,500 retailers 

Å 68 distribution centres 

Å 5,100 employees 

Å Revenues £1.85bn 

Å Profit > £30m 

 

Supplier Developments 
 



Å Using the best people and processes from both businesses to 

create a better, stronger proposition  

Å Build up the commercial team with the combined talent of Dawson 

Books & Bertram Books 

Å Financially stable organisation 

Å Best people/processes 

Å Increased buying power 

Å Additional investment in dawsonera 

Å More IT resources 

 

Supplier Developments  

 



Supplier Developments  
 

Å A seamless integration ï invisible to customers 

ÅReinforce the Service Excellence agenda across the group building on key 

skills & competencies 

Å Always communicate professionally and openly to key stakeholders 

Å Joint working party to map out processes 

Å Significant IT development ï utilising NBS 

ÅRe-planning of the Norwich facility 

Å Significant investment in training - £400K 

Å Phased introduction 

Aiming for Seamless Integration 



Efficiencies Through Innovation 

1. Changes in the past year 

2. The market 

3. The need for innovation and efficiencies 

4. Some key messages/thoughts 

5. Summary 



Å Outside of the Industry, but media background 

Å Induction period to understand market/business 

Å A good business, but had become complacent 

with its customers 

Å Not close enough to its publishers 

Å A market struggling to come to terms with the  

change that ebooks was bringing 

 

Changes and Our Approach 



The New Approach 

ÅSignificant Investment in S&M 

Å Improved customer engagement  

Å Proactive approach with consortia 

ÅStructured publisher program-Top 10 

Å Integrated service for print and ebooks 

ÅMore focus on the end user (students) 



ÅTotal books sales increased by 2% 

ÅVolume declined by 3% to 739M units 

Å Export sales rose by 4% 

ÅDigital market is 6% of combined sales 

ÅAcademic & professional sales amounted for 

72% of all digital sales 

Å eBooks forecast to be 25% of market in 5 

years 

 

The Changing Market? 



Å Changes in government funding 

Å Access to information 

Å Students more demanding 

 

The Changing Market? 



Å Market forces will create new 

behaviours 

Å More demanding and agile end 

users 

Å Need to embrace technology 

Å Look to innovate to create 

efficiencies 

Å Seize the moment 

 

The Need for Change 



Å Improve the customer experience 

Å Provide better and targeted content 

Å Prove the value of your expenditure 

 

The Focus Points 



Å With fees increasing students will expect more 

Å Their requirements are Now! Not 4-6 weeks 

Å Make it easy for them to access the information 

Å Utilise Demand driven business models 

Å Meet their needs ï particularly reading lists 

 

 

Å Tip! If you donôt provide it, they will get it ï  Informal route 

 

 Improving the customer experience 



Å Review your usage information/profiles 

Å Develop better relationships with academics 

Å Monitor student recommendations/social networking 

Å Use matching services/Alerts to develop your content 

Å Review your bundled packages 

 

 

Å Tip! Quality of content over quantity 

 

 Provide better and targeted content 



Å Your Finance people will expect it 

Å Digital technology provides the opportunity 

Å Increasing number of analytics packages available 

Å Need to think of your operation as a service business 

 

Å Tip! Use analytics to prove usage 

 

Prove your ROI 



Å Recognise more can be done with e-content 

Å Seek to overcome the e-textbook issue 

Å Stop bundling stuff customers donôt want 

Å Work with us to experiment on new business models 

Å Recognise the value the LBS provide 

 

Key Messages ï Publishers 



Å Donôt focus purely on price-Look for value 

Å Seek to improve standardisation within your membership base 

Å Work with businesses that can provide a broad range of services 

that help improve efficiency 

Å Share more information with your Suppliers as it helps with planning 

and negotiation  

 

Key Messages ï Consortia/purchasing 



Å Think about how you utilise ERM & technology to provide innovative 

services 

Å Educate Students & Academics better 

Å Review your workflows & processes 

Å Outsource non value-added activity 

Å Provide more focus on ROI 

 

Key Messages ï Librarians 



Å The market is changing rapidly 

Å We all need to listen to our customers more 

Å Recognise the growth of informal channels 

Å Provide more appropriate business models 

Å Focus our resources on value-added activities 

Å Work together in partnership to strengthen the value chain 

 

Dawson ï Summary for All 



Questions? 



Case Study ς Liverpool John Moores University 
Mandy Phillips 

September 2009 
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http://www.flickr.com/photos/stevendepolo/5749192025 



  

http://www.flickr.com/photos/creative_stock/5158137610 



A vision of the now? 



Partnering with Dawson to Improve Efficiency 

 
Heather Sherman 



Association of College and Research Libraries, 2010 top trends in 

academic libraries 

 

Academic library collection growth is driven by patron demand and will 

include new resource types 

 

ÅBudget challenges will continue and libraries will evolve as a 

result. 

ÅDemands for accountability and assessment will increase. 

ÅIncreased collaboration will expand the role of the library within 

the institution and beyond. 

ÅTechnology will continue to change services and required skills. 

 

http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-

b8a0-1601e0abedba 

 

 

Pressures Facing University Libraries 

 

 

 

http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba
http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba
http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba
http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba
http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba
http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba
http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba
http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba
http://crln.acrl.org/content/71/6/286.full?sid=51e085b5-2235-4b1e-b8a0-1601e0abedba


Pressures Facing University Libraries 

Å Demonstrate efficient practices to senior 

management 

 

Å Pressure to maintain or increase National 

Student Survey scores 

 

Å Increased expectations from students paying 

higher fees 

 

Å Need to market services to attract fee paying 

students 

 

Å Ensure that costly library systems are being used 

effectively 



ÅFollow the acquisitions process from identify titles for purchase to 

placing book on shelf. 

 

ÅWork with the library to identify bottlenecks and find solutions 

 

ÅHelp implement óbest practiceô workflows. 

 

ÅAdvise on anticipated time and cost savings. 

 

ÅSensitive to local issues 

 

 

Workflow Consultancy 

 



Total Book Management 

Books/eBooks & AV Material: 

Å  Covered 

Å  Labelled  

Å  RFID inserted 

Å  RFID programmed 

Å  Security tagged 

Å  Barcodes 

Å  Ownership stamps 

Å  MARC records ï AACR2  

Å  Customised spine labels  

Å  Reclassification projects  

Key 

Benefits 

Integration 

with Library 

Management 

System Outsource 

solution 

Oder eBooks 

using the 

same 

workflow 

Significant 

cost savings 

to library 

budget 

Titles 

available 

immediately 

in OPAC 

No 

cataloguing 

backlog 

Books reach 

end-user 

faster 



ÅServicing 

ÅOutsourcing of all servicing 

activities 

 

ÅCataloguing 

ÅProvision of AACR2 level II 

records for print and ebooks. 

ÅClassification to DDC, LC and 

NLM 

 

ÅReduce time to shelf to under 48 

hours 

Servicing & Cataloguing 

 



ÅPatron Driven Acquisition 

ÅProfiled by subject or DDC number 

ÅPurchased triggered by 

ÅNumber of rentals 

ÅNumber of times a book is previewed for 5 minutes 

Å5 minutes or more spent reading 

ÅSuggest for purchase 

 

ÅDemand / usage based model 

 

ÅOnly pay for titles end-users require 

 

 

 

Patron Driven Acquisition 

 



Acquisition & Online Management Portal 

Å Quick and easy search of 18 million titles 

of print, ebooks and AV material 

Å Integration with our ebook platform, 

dawsonera 

Å Filtered search results to identify the most 

relevant content 

Å Online ótrack and traceô information for 

order delivery 

Å Simple, powerful new title alerting service 

based on Dewey 22 

Å Real time management information 

Å Mapping of library acquisition, replicating 

preferences to model workflows 

Å Proposals, vendor loaders and EDI 

ordering 



ÅBest in class 

ÅAbility to model preferred workflows 

ÅMultiple approval layers 

ÅSophisticated user management 

ÅEmpowers the library 

 

ÅProposal / online ordering 

ÅSingle workflow for all formats 

ÅOne click ordering 

ÅSupport for multi-loan type / location orders 

 

 

dawsonenter 

 



Workflow efficiencies 

Library identifies 

titles for 

purchase on 

dawsonenter 

Fund codes, locations 

and stock category 

information are added 

to title details 

Orders 

approved on 

dawsonenter 

Dawson creates  

MARC record or 

EDI Quote file. 

File is loaded 

into library 

system 

Orders are 

checked and 

flagged for 

sending via EDI 

EDI file sent to Dawson. 

Library now has firm 

order with Dawson 



ÅProfiled on dawsonenter 

ÅMultiple profiles for different subjects or formats 

ÅCan form first stage of ordering process 

 

 

New Title Alerts 

 


