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WHY BLOOMSBURY IS INVESTING IN
GROWING ITS DIGITAL RESOURCES
PORTFOLIO

More sustainable revenues
Export-driven

Direct

High price

Proven knowledge of market
Proof of delivery

Exclusive IP

Proven ability to secure partnerships
Proven knowledge of licensing
agreements

Market scale




DIGITAL RESOURCES:
OVERVIEW OF THE COMPETITIVE
LANDSCAPE

Matt Kibble




COMPETITIVE LANDSCAPE: OUR APPROACH

Subscriber Acc

—T "

Home « Explore » Education Resources « Research Tools « |ibrarians « Exhibmons « FAQGS + Take A Tour + Subscrer Services » Access My Archive

Action this day

4 September
2015

1842. Churchill asks the Prime Minister of
Canada for the loan of every available ship
from both Canadian coasts

e —
Cataloque -

Librarians

* Request a free trial for access to 800,000 key historical documents, online
for the first time ever, and we'll arrange a trial for you that fits your
institution’s specific requirements.

Browse the complete Archive using a
catalogue prepared by the archivists al ihe
Churchill Archives Centre in Cambridge:

‘With over 70,000 entries you can locate
references to individual people, subjects or
events at the touch of a bution.

Free Access for Schools = |

OCOomcOc

Modern History: Documented and
Diaitized

Home | About | Colections | SubscrberServices | Resources | Contactus & MaingList | Help | wWhats New

Access Provided by Bioomsbury  Log Out

s
- by
< BLOOMSBURY COLLEGTIONS "L 'S B \}\J

Rocurtly Viewsd (9) | Recont Search
Bivical Stuctes
Fim & Media
Latsrany Studes | Priloscony

Religous Suses 2 | Thasiogy

mf- o st ST AT H”rl"

BLOOMSBURY COLLECTIONS

Deivers online access 10 scholarly books from Bloomsbury's award-winning Academic division. Spanning the humanities
and social scionces, the site features the latest research publications from Bloomsbury, TAT Clark, The Arden
Shakespeare and Hart Publishing, alongside scholarship from histonc imprints Continuum, Berg and Bristol Classical
Press. New frontiist collections are added each year.

. -

L] manographs on 1. CONTINENTAL
- ::ﬂﬂl‘l“" PHILOSOPHY

.07 inclusng e wom I~ —

DRAMA i

Drama

Home Plays Playwrights & Practitioners Genres Periods Context & Criticism Theatre Craft About | Subscriber Services

A new way to experience plays

From curriculum classics to confemporary writing
An award-winning digital iibrary of playtexts, fimed Ive
performances, audio piays, theory and practice.

speare's Glabe, The American Shakespe:
Hamiet the Film, age on Screen, V & Aand LA Theatre Works.
Find out

Help

e in mind

BLOOMSBURY FASHION CENTRAL

Home: | procuts | Browse | Lessonans | Boto Guides

SHOP | ShopFanch Advarced search

WELCOME TO
BLOOMSBURY
FASHION CENTRAL
Whera youl discover scholarly
research, iconic images, and
quaiity {extbooks

Students ~ find out more:

Teachers and Lecturers — use the
sita in your (eaching

Geta free trial

BLOOMSBURY
FASHION

CENTRAL
e o

What's happening on Bloomsbury  Find a Textbook Take a Tour
Fashion Central?

Purchase or rent eBooks.
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BLOOMSBURY'S DISTINCTIVE APPROACH

Bespoke solutions for specialist users
Subject focus in Arts & Humanities areas
Unique content in diverse formats
Specialist tools

Content partnerships

11



PRACTICAL PRODUCT DEMONSTRATION:
BLOOMSBURY COLLECTIONS

Matt Kibble




HOW USER RESEARCH INFORMS NEW
PRODUCT DEVELOPMENT

Matt Kibble




Home J { About J [ ot J ‘ Help J | What's New J ‘

Services

Access provided by Sheboygan
Conservatory of Music / Log out

*
My Content |

You are signed in as Laura
Mipsum. Sign out.

Search

Go [ Advanced Search ]

Welcome to Bloomsbury Popular Music.

Lorem ipsum dolor sit amet, consectetur adipiscing
elit. Aenean euismed bibendum laoreet.

Proin gravida dolor sit amet lacus accumsan et vivera
Justo commodo. Read more...

Timeline of Popular Music

Bloomsbury Encyclopedia of Popular Music of the World [

33 1/3 Books

Timeline of Popular Music

Artists

Countries

Genres
Bock Title Artist Name Article Title Bock Title
Lorem ipsum doelor Lorem ipsum dolor Lorem ipsum delor Lerem ipsum dolor
sit amet, sit amet, =it amet sit amet,
consectetur elit consectetur elit : consectetur elit

Explore by Country

consectetur elit
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WHAT IS USER EXPERIENCE RESEARCH?

Create wireframes 1 year before launch

Talk to representative users:
 Researchers, students & librarians
 International

One-hour one-to-one sessions

Task-based
Talk to users early & often:
o Wireframes > mockups > prototypes

15



WHY DO USER EXPERIENCE RESEARCH?

o Get the product right first time
« Control costs
e Speed to market

e Get concrete feedback from economic

buyers
« Stimulate demand for early sales

16



DIGITAL RESOURCES:
NEW PRODUCT DEVELOPMENT




CASE STUDY:
DRAMA ONLINE

Jenny Ridout




DRAMA ONLINE

A new way to experience plays

DRAMA

500+
playwrights

*

Leading brands:
Methuen
Drama, Arden
Shakespeare *

Award winning
site

*

Faber, Nick w
Hern Books,
Shakespeare’s
Globe, BBC, etc

Exclusive *
IP

19



DRAMA ONLINE ‘
Market Need

FHE ARDEN SHAKLSPLARL

HAMLET

Market Need

 Demand for digital library
resources

E LD BY
ANN THOMPSON AND NEIL TAYLOR

e Constant access

» Easily linked to from college
networks

» Wider range of content (text,
audio, video, image)

ional  drama
heatre =

CURIOUS*
- INCIDENT

N |
THE .

NIGHT-TIME

20



DRAMA ONLINE

Growth — Partnership & Collections

* Nick Hern Books Play Collection

 Bloomsbury and Faber (400 plays)

Play Collection (1000
plays)

* L.A Theatre Works (400 audio
plays)

» Films: Shakespeare’s Globe,
Maxine Peake’s Hamlet, Stage on
Screen etc.

* Playwrights Canada Press
and Aurora Metro
Collection (300 plays)

» Bloomsbury scholarly
works (300 titles)
0 Theatre Studies
o0 Shakespeare
Studies
o Performing Arts

e The Hollow Crown
Shakespeare Films
Series1and 2

e BBC Drama Film
Collection

DANIEL CRAIG STEPHEN REA™S

COPENHAGEN
F .

As seen on the
8]8]
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PRACTICAL PRODUCT DEMONSTRATION:
BLOOMSBURY FASHION CENTRAL

Jacqueline Sells




BLOOMSBURY

FASHION
CENTRAL

EDUCATION AND RESEARCH
AT THE CUTTING EDGE™




SUBSCRIPTION PRODUCTS

. FAIRCHILD BOOKS LIBRARY

A‘ FASHION PHOTOGRAPHY ARCHIVE
AR

2
I » BERG FASHION LIBRARY

24



« All content in one handy place for single
access control — library friendly

« Subscription products all fully cross-searchable /
Interoperable

 The whole is greater than the sum of its parts

The BFC Value Proposition

25



N
I = BERG FASHION LIBRARY

Links to Fairchild Books and Fashion Photography Archive
Fully Cross-Searchable

26



BLOOMSBURY FASHION CENTRAL
EDUCATION AND RESEARCH AT THE CUTTING EDGE™

Home | Products [ Students | Instructors | Librarians and Institutions

Sign in | No account? Sign up

Take a Tour | Subscribe | About | Help

WELCOME TO

BLOOMSBURY RETAIL BUYING

FASHION From Basics to Fashion
CENTRAL
where you'll discover
scholarly research,
iconic images, and
quality textbooks.

SHOP
FAIRCHILD
BOOKS RICHARD CLODFELTER

Find textbooks and course materials
] FAlRCHILD

ISBN, Title, Author or Subject nooxs

[ER Setect anguage [ [on convast S A A

B BERC ‘ FasHION
FASHION PHOTOGRAPHY

LIBRARY ARCHIVE

Take a tour Find a textbook

Free article News announcement
Learn how use STUDIO ancllaries, Browse Fairchild Books textbooks and Read this month's free journal articie.  Fairchild Books STUDIOs launching
request examination copies, and their tables of content in early 2015.

AOCESS INSUCION reSources.
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NEW to Berg Fashion
Library

Accurate exhibition
data for researchers

Images of highlights
and key pieces

L S—

CAN HIG; STY
+ LE
FasHioNing ,
A NATIONAL
CoLiecr
A 1oN

Curator comments
Provided by top

international
museums

EXHIBITIONS ARCHIVE

28



FASHION PHOTOGRAPHY ARCHIVE

Launching Summer 2016

29



Womenswear Menswear Couture Ready-To-Wear

600,000+ IMAGES
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House: Christian Dior

Label: Dior Couture

Designer: John Galliano
Season/Year: Fall/Winter 1998
Place: Paris

Photographer: Niall Mclnerney
People: Linda Evangelista
Garments: dresses, jackets, coats —
pelisses, accessories — cap,
earrings, rings

Colors: yellow, white, grey, green,
orange, red, blue, gold

Themes: historical dress, tribal

Related images

RICH AND ACCURATE DATA

31




FAIRCHILD BOOKS LIBRARY

Launching Summer 2016

32



* Features approx. 140 Fashion Studies
Textbooks — available as subscriptions for
libraries

 Simultaneous multi-user access —
tremendous value for money

« STUDIOs: Rich online ancillaries featuring
timeline, videos, quizzes, flashcards

33



PRACTICAL PRODUCT DEMONSTRATION:
BLOOMSBURY PROFESSIONAL ONLINE

Steve Savory




BLOOMSBURY PROFESSIONAL ONLINE

e Weblink: www.bloomsburyprofessionalonline.com

e Username: bloomsburyl137
« Password: bloomsburyl137

 For 48 hours only

35



HOW USER RESEARCH INFORMS NEW
PRODUCT DEVELOPMENT

Matt Kibble




Home J { About J [ ot J ‘ Help J | What's New J ‘

Services

Access provided by Sheboygan
Conservatory of Music / Log out

*
My Content |

You are signed in as Laura
Mipsum. Sign out.

Search

Go [ Advanced Search ]

Welcome to Bloomsbury Popular Music.

Lorem ipsum dolor sit amet, consectetur adipiscing
elit. Aenean euismed bibendum laoreet.

Proin gravida dolor sit amet lacus accumsan et vivera
Justo commodo. Read more...

Timeline of Popular Music

Bloomsbury Encyclopedia of Popular Music of the World [

33 1/3 Books

Timeline of Popular Music

Artists

Countries

Genres
Bock Title Artist Name Article Title Bock Title
Lorem ipsum doelor Lorem ipsum dolor Lorem ipsum delor Lerem ipsum dolor
sit amet, sit amet, =it amet sit amet,
consectetur elit consectetur elit : consectetur elit

Explore by Country

consectetur elit
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WHAT IS USER RESEARCH?

Create wireframes 1 year before launch

Sit down with representative users:
 Researchers, students & librarians
 International

One-hour one-to-one sessions

Task-based
Repeat during development & before
launch (prototypes)

38



WHY DO USER RESEARCH?

e Prioritise requirements
o Get the product right first time
o Keep development costs down

e Get concrete feedback from economic

buyers
« Stimulate demand for early sales

39



FUTURE PUBLISHING PLAN:
PRODUCT PIPELINE

Matt Kibble & Jonathan Glasspool




BLOOMSBURY POPULAR MUSIC —

Encyclopedia of Popular Music of BLOOMSBURY ENCYCLOPEDIA OF
the World (14 vols) POPULAR MUSIC

Unique scholarly content on OF THE WORLD

modern urban popular music

200+ countries
Entries on cities, districts,
genres, instruments, media

41



BLOOMSBURY POPULAR MUSIC

33 1/3: 120+ volumes
of indepth
commentary on
landmark albums

33 1/3 Global: new
series focusing on
albums from Brazil,

Cuba, Japan ...
New titles added each
year

Features

Artist pages
Interactive map
Timeline of Popular
Music

PARALLEL LINES
by Kambrew McLeod

42



BLOOMSBURY DESIGN LIBRARY

World
History
of

Design

10 million words

World History of Design
(2 vols)

Bloomsbury Encyclopedia
of Design (3 vols)
Encyclopedia of Asian

Design (4 vols)

Design: Critical & Primary
Sources (4 vols)

50+ eBooks

Image collections from
museums & archives

Design Reform,
Modernism and
Modernization

THE HANDBOK I]F
DESIGN FOR SUSTAINABILITY

DI Y ST LR 5
T e

43






DIGITAL RESOURCES:
SALES

Jacqueline Sells




CUSTOMERS

Groups of Customers

e Librarians

e Academics %%
= __J
IIGWA G bt

MNational Library ang Archives g

:9L'«|U{j|,

1R of tran

e Students

Routes to sell:

* Direct to budget holders

 Consortia

 Academic distributors




Research and
match
potential
customers to
product mix

Ensure good Implement

usage to marketing

guarantee repeat campaign to
subscription sale secure trials

SALES CYCLE

Sales team
Product and contact
Customer customer
Training establish
needs

Close sale and = ¢
upsell other nsure strong usage

products during trial

47



CUSTOMERS - REQUIREMENTS

Digital Rights Management

Hosting fees

Regular and robust updates

High increase In journals pricing

Discoverability

Usage statistics

Evidence based acquisition and demand driven acquisition
Accessibility standards

Maintaining access

1.
2.
3.
4.
D.
6.
7.
8.
9.

48



SUCCESS STORIES

Very large East Asian university library
Large Canadian university
East Coast US academic library

Large UK research university

£168,000
£80,000

£77,000

£33,764

Bloomsbury
Collections
Bloomsbury
Collections
Bloomsbury
Collections

Drama Online

49



DIGITAL RESOURCES:
MARKETING

Jenny Howell




MARKETING TO LIBRARIANS

! Digital Resources and
e Major Reference 201617

WIN SOME GIN

[ By
il

Marketing Channels:
Libraries

Sales collateral
Library conferences

Electronic: library emails; listservs;
librarian site

Print: catalogues; adverts and
reviews in library press

Promote platform and brand

ol



MARKETING TO ACADEMICS

DRAMA

1,900+ plays | visual aids| use it | recommend it

Great newsl You now have access to over 1,500 playtexts, 350 audio plays™ and 80+
hours of video® from leading theatre publishers and companies including Shakespeare's
Globe.

Content highlights:

» Leading scholarly editions from The Arden

Shakespeare

Realist works from Ibsen and Chekhov

Iajor foreign works in translation from Bertolt

Brecht, Luigi Pirandello, Eduardo De

Filippo, Frank Wedekind and more

« Comic masterpieces from Oscar Wilde and
Nogl Coward

Modem classics from David Mamet, Tom
Stoppard, Harold Pinter, Caryl Churchill,
Simon Stephens, Alan Ayckbourn, Mark
Ravenhill. Brian Friel, John Osborne, Christopher Hampton, Alan Bennett,
Willy Russell and David Hare

Video plays from Shakespeare's Globe Theatre

Audio plays from L.A. Theatre Works

*®

Take a virtual tour and leamn how to use all the playtext features including Word and
Speech Graph and Character Grid.

Start searching now »

Marketing Channels:
Academics

e Usage: drive traffic to content via
email and web (links, SEO);
Institutional campaigns

e Drive recommendations; enlist
authors

e Help librarian e.g. welcome pack

* Promote content

52



DIGITAL RESOURCES:
TECHNOLOGY

Pedja Pavlicic




CURRENT TEAM

Content
Architecture

Content

Conversion

Business
Sponsors

Content
Engineering

Software
Engineering

Product

Management

Content

Project
Management

Quality
Assurance

User
Acceptance
testing

B Bloomsbury Product Owners
B Bloomsbury Digital Team
EZ0 External vendor services

54



CURRENT PRODUCT DELIVERY PROCESS

User
Experience
Research

Requirements

Content
Architecture

Content
Conversion

Content

Quality
Assurance

Software
Iterations

User
Acceptance
Testing

Promote to
Live

55



OBJECTIVES

Potential to deliver 10 products per year
Drive the delivery costs down
Keep innovating across product portfolio

Define content formats for the 5 year publishing roadmap

Define best of breed user experience for those

Define corresponding content architecture

Build the platform which supports flexible product configuration
Eliminate software development dependencies from product delivery
process

New content workflow & tools

56



TECHNOLOGY PARTNER

o http://www.photon.in/

« Digital innovation partner for 34% of Fortune 100

* EXpertise across publishing, finance, retail, IT, pharma...

« 3,600 engineers in US, India, Indonesia, Netherlands

* Currently serving 150M consumer digital touchpoints every day

*
* Netherfands

UsS
Indi
ndia *

Indonesia

57



2020 PRODUCT DELIVERY PROCESS —

Content
Conversion

Configure
Product

Content QA

Promote to
Live Quarterly platform

Iterations

58



CURRENT STATUS

Current Status

» Platform design state complete
e Currently in the first sprint
e First product launch — December 2016

« Content workflow business process
analysis — December 2016

« Second product launch — February 2017

* Product roadmap ready — March 2017

» Up-skilled content QA team to do content
engineering

« Currently on schedule, budget and scope

59



FUTURE TEAM )

Business Product
Sponsors Management

Data/Usage Content content Project Platform

Engineering

Analyst Architecture
y | u & OA

Management Lead

Content Software

Conversion Engineering Content QA

60



DIGITAL RESOURCES:
FINANCE

Jenny Cook




ILLUSTRATIVE LIFE CYCLE

Investment Profile

£000 YrO Yrl Yr2 Yr3 Yr4 Yr5 Total Content &
Development
Cash: costs
Cash billings -- 264 288 400 430 450 1,832 capitalised
Direct Cost (10)  (40) (40) (40) (40) (40) (210)
Fixed Overhead (160) (180) (180) (80) (60) (60) (720)
CAPEX (200) (120) (50) (40) (40) (30) (480) Low
Cash Inflow/(Outflow) (370) (76) 18 240 290 320 422 :
incremental
Profit: costs post
Recognised Revenue -- 192 256 380 420 430 1,678 launch
Direct Cost (10)  (40) (40) (40) (40) (40) (210)
Fixed Overhead (160) (180) (180) (80) (60) (60) (720)
Amortisation -- (64) (77) (90) (110) (139) (480)
Contribution (170) (92) (41) 170 210 191 268 Increased
contribution
£700k as product
- matures
£0 / /
Revenues
/ -
recognised
-£400 | over life of

subscription

= Cash Inflow/(Outflow)
Cumulative Cash Time —>
- Recognised Revenue 62




FINANCIAL HIGHLIGHTS

Illustrative Digital Resource Profile
Target w ’
Revenues
£15m and /

profits £5m In
2021/22 |

/ _ Recognised
.~ Profit

N
o

w w
o (&3]

Cash payback

In fourth full
year 2020/21

Cumulative no. Launched products
= = N N
o (&) o 6]

Peak net
incremental
Investment
£2m in
2017/18 *

(61

FY17 FY18 FY19 FY20 FY21 FY22
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KEY ASSUMPTIONS

Key assumptions factored into the Project 2020 Financial
Model:

Individual product sign-off process
Revenue

 No. Products

* One-time purchase vs. subscription
Costs

e Headcount

* Product Development

Capital Spend

64



UPDATE:
BLOOMSBURY CONSUMER
DIVISION

Emma Hopkin




*
*

Consumer Book Market
INn the UK and US 2015



MARKET GROWTH SEEN ACROSS
MOST TERRITORIES EXCEPT

EI IDnDE — DDINIT NNII V/

J i = A +7.1%
Al data BookScan Measures are 52 weeks to 26" Dec 15 China data from Open Bock China, Germany, Austria, Switzerland data from G

Brazil, UK includes some panel Expartsiar;-l
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UK MARKET - BROAD SECTOR YoY CHANGES —
PRINT ONLY

Percent Change - 2014 vs 2015 (52 weeks)

®mVolume mValue

TCM

Adult Fiction

Specialist Non Fiction
Trade Non Fiction

Children's excl Y5

Nielsen BookScan
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US BOOK INDUSTRY — CENSUS BUREAU

2015 vs 2014

. Bookstore sales rose 2.5% to $11.17bn up from $10.89bn in
2014

. Retail segment sales rose 1.4% in 2015 vs 2014

Census Bureau includes book and non book items sold in brick and mortar stores only.
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US MARKET — NIELSEN
BOOKSCAN UNITS — PRINT ONLY
2015

2015 total Bookscan units sold: 664,989,000

» Retail 557,341,000 (+7%)
* Mass Merch/Other 107,648,000 (-7%)

2014 total Bookscan units sold: 635,093,000

* Retail 518,901,000 (+3%)
» Mass Merch/Other 116,191,000 (-2%)

Nielsen BookScan
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#1 IN US MARKET — PRINT ONLY 2015

#1 Adult fiction title vs last year

—Go Set a Watchman 1,606,456 units vs. Gone Girl TP 962,797

#1 Adult non-fiction title vs last year

—Life Changing Magic of Tidying Up 1,175,998 units vs. Killing Patton 1,190,152

#1 Kids title vs last year e N RULVOOT S TiFS

—Wimpy Kid #10: 1,515,913 units vs. Fault in Our Stars TP: 1,813,574

Nielsen BookScan
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US MARKET - AAP SNAPSHOT
2015 VS 2014 ($M)

Genre 2015 2014 Variance
Adult 4943.6 4835.8 +2.2
Children’s 1708 1764 59

Adult: w Children’s & YA:
HB — 0.5% HB -7.7%

PB +16.2% PB +19.5
E -9% E -43.4%

AAP Snapshot — Association of American Publishers Snapshot December 2015
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UK MARKET - PA SALES
MONITORS Q4 2015 (EM)

Genre 2015 2014 Variance
Fiction 505.7 515.9 2.0
Non-Fiction 626.5 578.1 +8.4
Children’s 256.2 285.2 -10.2

Print Fiction
(hardback) +0.8
Print NF

(paperback) +8.7
Print NF

(hardback) +17.1

A

Children’s:
Print - 4.2%

E -30.2%

Publishers Assocation Yearbook 2015

73



BLOOMSBURY BRAND VALUES

“An independent publishing hou_se providing a
bespoke service to the author” Times 1986

irieMoER 12 (986 T:mcb (5]
\RTS

%

&, PUBLISHING )

The iclephone  call  was 3 publishing bouse providing
3 a bespoke service 1o ihe
ible. Summoned by its voce author. “There has boen a
& 2 loncly London w climare of such vodatility with
5 o arcly.  Eakeoversand menpers thay we
'Gﬂluﬂrho.lmhldlhr felt the time wat right foe an
: [ I company of me.

was reporied by his firm 1o b digm ize”, he saml,
Iﬂllbﬂ\\'ﬂmu"ﬁk A maximem of 150 books
Libeis of Per annum i the tarpet for the
ﬂlhcrmqlaurhndq- first five years. And rather
er? Mot a bit of iL A few thin  have these  depan.

Mlmndlﬁu‘hmﬁhrof Calder  argues  that
e meos n-d-wnlw_namq A Bloomsbury's mafl will be able
the irade, | was bo witness the 12 work on them from incep-
unwdiling of what could be bt tion 10 publication, Will the
moal eaciling new Ppublishing  few whdzuyorhrrmn:
w;::::- years, thd from Jonathan Cape

msbury Publishing - among gdbers. she
Limited mbe’; it seductive looks afier Anits Bookner
Ippeiance 81 a4 lime when Julian Barnes aod Wilkam
small successful publishers  Wharios®

chapped symbol covening
Larger orpanizations, “Wm"'lﬁ%mwnnd
Funded by blue chips from  Secking. o fertility,  mid-
the City, it is the brainchild of -1#;3 tnd'a:;-gh-m_
s dynamic irman, n H
oa I'ru:\h agnl :ug anilrﬂ, in October bq:u‘u
Jackson. It has taken 3 year'y E no premises have been
anning for him 1o coflest his “Right now it's wher.
llow  foandi directors  €YEr wWe'te 3", says Mewioa,
round this table, are Lip ™1 h'mm.!“"
Calder. probably the mou Wy here oppasise the Britid
reipecied fiction edfiior in the  Muritum™, adds hope-
business; David Reynolds, 3 fully. ~Perhaps -\-'Il({u s
pac respondible for The mMobilke home™, smiles Calder,
Mherrated  Lork  Rise 4o 15 the wormicd abour whag
Candicford and Qur of Afrieg; OUNCY publishers will o7 She
and Alan Wherry, win's ':Wﬂ "llf“l'hfﬂhuw of a
UK snd Eu uALREas, 3 o
mopcan  sales IR0 Yo e going

d"ﬁmﬂanm Blopmabury s X Libris

| -




BLOOMSBURY BRAND VALUES

Y B Quality: )
o Literary
excellence

* Award winning

Independent:
e Opportunistic
* Versatile

 Ebullient/active !
design

W

Author loving

Creative and
innovative
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CONSUMER PUBLISHING STRATEGY

Global — taking advantage of our structure

Brand values
Author care
Direct to consumer — engaging the reader

Best practice with system and structural efficiencies

WINNER OF THE CARNEGIE MEDAL R I V E R
ne COTTAGE

e TR —

-

~ _SARAH-__
CROSSAN

‘One broke my heart and mended it'
Lo Coeceliaal hern

et
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ADULT STRATEGY

Global structure and transatlantic
relationship

Rigour into acquisition strategy —
targeting growth

Fresh talent coming to UK team
Focus on Crime and Literary

Fiction

Brand management — pick the
winners and exploit the silverware
Introduce illustrated non fiction
publishing

List focus leading to publishing
fewer books

JAMES RUNCIE
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CHILDREN'S STRATEGY

Harry Potter publishing
programme continues — 20"
anniversary of Harry Potter and the
Philosopher’s Stone June 2017
Continued rigorous acquisition
strategy

Growth of brands

Outright acquisition of copyright in
content and illustration

New partnerships

Beyond the Book
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CONSUMER PUBLISHING - CONCLUSIONS

Positive market place
New talent and management — new acquisition strategy

and focus

Direct to consumer — direct opportunities to the market

A NEW HISTORY!
OF THE
WORLD
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BREXIT AND BLOOMSBURY

Nigel Newton




B

+

REXIT AND BLOOMSBURY

Strong overseas currency revenues

Less susceptible to macroeconomic cycles

Not exposed to banking or property

2020 growth plan heavily focused on US market
Good post-Brexit publishing retail sales

UK macro uncertainty
Overseas print prices
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KEY EXAMPLES OF LONG TERM VALUE OF
BLOOMSBURY IP

- Harry Potter

- Drama Online

- Bloomsbury Professional Online
- Methuen Drama

- Khaled Hosseini

- Sarah J Maas

Generated £472,000,000 of cumulative revenue life to date
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CONCLUSION




QUESTIONS



INVESTOR RELATIONS CONTACTS )

Nigel Newton | Chief Executive Daniel de Belder
Wendy Pallot | Group Finance Director Bell Pottinger

50 Bedford Square Holborn Gate, 330 High Holborn
London London

WC1B 3DP WC1V 7QD

Tel: +44 (0)20 7631 5630 Tel: +44 (0)20 3772 2500

p.an N

N
) www.bloomsbury.com

,‘ www.twitter.com/bloomsburybooks f www.facebook.com/bloomsburypublishing

www.youtube.com/bloomsburypublishing www.instagram.com/bloomsburypublishing
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DISCLAIMER

Statements contained in this presentation are based on the knowledge
and information available to the Company's directors at the date it was
prepared and therefore the facts stated and views expressed may
change after that date. By their nature, the statements concerning the
risks and uncertainties facing the Company in this presentation involve
uncertainty since future events and circumstances can cause results
and developments to differ materially from those anticipated. To the
extent that this presentation contains any statement dealing with any
time after the date of its preparation such statement is merely
predictive and speculative as it relates to events and circumstances
which are yet to occur. The Company undertakes no obligation to
update these forward-looking statements. This announcement does
not constitute an invitation to underwrite, subscribe for or otherwise
acquire or dispose of any Bloomsbury Publishing Plc shares. Nothing
in this announcement should be construed as a profit forecast.
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