Slide #3	Traditional Publishing Business
AsFor some background, and for the sake of comparison, let’s take a quick look at how the traditional paper publishing business used to , and still does, (and still does..) work.

Click
The publishing house publishes a (paper)physical book.
Click
The book is then shipped to a retailer. , i.e. – The book store.

Click
The retailer then sells the book to the reader…
Click
….Who, in turn, pays the book store for the book. For this demo,In this example I chose the “retail price” ofto be 24 dollars. Of course, any number would do just as good, but let’s continue with the 24 USD example.
Click
The book store gets to keep about 50% of the income [Did you check this percentage out?], about 12$ in this example…
Click
… and the remaining 12 dollars$ - 50% of the retail price – isare paid to the publishing house.
Click





Slide 4	DIRECT EPUBLISHING THE WAY IT CANSHOULD BE
The advent of e-publishing, was expected to change all that, purely to the advantage of the publishers.
Click
e-books were to allow, for the first time, a direct channel for selling YOUR intellectual property, directly to the consumer. The reader.  Amongst other things, Lleaving all the revenue in YOUR hands, and cutting out “the middle man”. The book store.
Click
The sales process was meant towould  change. The book published contentsby the publisher…
Click
… were meant to beis sent in digital format directly to the readerbuyer.
Click
And instead of the 12$ we received in traditional sales from the retailer,
Click
Now the reader would pays the publisher directly, who would retainleaving it with the full payment. from the buyer. In this example, the publisher would receive the fullentire 24 dollars.$ would be received by the publisher.
This scenario would beWhile this would probably be devastating for book stores, butit  could have should’ve been the greatest news for publishers since Guttenberg.
Click


Slide #5	RETAILER E-PUBLISHING THE WAY IT IS
Unfortunately, as we all know, for the most part, that is not how the vast majority of e-book sales turned outis done.
Click
Yes, Indeed, we eliminated“got rid” of the ages old the intermediary, “middle man” – the book stores.
But publishers didn’t gaininstead of replacing them with direct access to theirour readers.
Click
Instead,  publishersWe  created a new middleman instead. 
Sleeker and, more modern, more powerful, but a middleman nonetheless. 
This left publishers off no better than before, withLeaving us with  the same 12 dollars and$ as before, sometimes less. At, while at the same time,  publishers lost much of the flexibility they used to have in the older, classic book business.stripping us with many of the flexibilities we maintained in the old and classic book business.
NetIS offers you, the publisheryou the ability to regain control over your ebooks. NetIS also allows you to also sell your ebooks DIRECTLY to YOUR readers .
Click



Slide #6	ADVANTAGES OF DIRECT E-PUBLISHING WITH NETIS
Let’s look atdiscuss some of the advantages of using NetIS for e-book publishing
Click
Double the revenue
Click
 That one is easy. As we have seen before, selling an ebook thru a third party, leaves youus with only 50% of the revenue. With NetIS, you get it all. we get all of it.
Click
Control over pricing 
Click
Publishing and selling books involves various pricing factors. Books are not tomatoes. Pricing strategies includevolve many considerations,  such as relative value to other books, the amount of time elapsed since the book was first published, potential impact on paperback sales [Benny, not clear what you mean here]paper book sale prices and much more.

When using NetIs to directly sell an ebook, youwe maintain your ability to control these parameters.
Third party retailers are much less interested in your calculations andthese considerations. of ours. They have their own interests tothey pursue, and tend to go withby a “one price fits all” notion.
Very much like selling tomatoes.
Click
Promoting your own brands
Click
An ebook sold by a middleman, means very low growth for YOUR brand name. It means the reader is barely aware of you, the publisher, as a brand that can elicit loyalty., and very low awareness to your brands by the buyer.
For example, Amazon is focused on promoting the brand “AMAZON”. Not YOUR brand.
Click 
You keep your control of sale formats
Click
Today’s ebook market is constantly evolvingchanging and shifting. By using NetIS, the decisions regarding sale formats – regular sales, subscriptions of sorts, special offers etc. – remain in your hands alone.
Click
 Make money from your website traffic
Click
You’ve have spent a lot of money and time to create a great website. And indeed, many people visit it every day. But, as it stands now,  if they want to purchasebuy  one of your ebooks, you send them to another website to buy it.do so.
With NetIS you can have them buy an ebook DIRECTLY offon YOUR website. No different from the way they purchase a physical book.Just as they buy paper books there.
Click
Know your readers
Click
NetIS will not only allow you to effortlessly sell ebooks directly. It will also allow you to know who bought them. You’ll be in the position toEnable you to react to and anticipate their needs and buying patterns. NetIs will provide you with real time analytics of your buyers and their  reading habits, with a click of a mouse. 
Click
These are just some of the advantages of selling your ebooks with NetIS  directly to yourthe readers. The list goes on, and I will be happy to describe more advatages NetIS holds for publishers at the end of the presentation.
The bottom line is
Click
With NetIS you have full control of what is YOURS.
Click



Slide #7	ADVANTAGES OF THE MIDDLEMAN
You might be thinking – well… that’s all true, but there are also advantages to using services likeof the likes of Aamazon.
For example
Click
Selling via third party platforms is “hHassle free”
Click
Publishers may think along the lines of: In other words, we’re are a publishing house. We can’tnot go into programming such a platform, tying upieing resources and man power to maintaining it. Who are weNot  to mention to compete with proper online platforms.?
Click
The online retailers have huge customer bases.
Click
Selling directly – bypassing them – would mean we, as publishers,  would not be selling to the millions of readers whose information is stored on the middleman’s database.they have access to. 
Click
Diversity of platforms
Click
There are so many digital readers out there. We can’tnot create a separatedifferent sales technology for each and every proprietary format. [Did you mean proprietary?]
Indeed, aAll of this is true. That is why NetIS is not here to REPLACE your current ebook sales venues. It offerscan be used as ANOTHER venue. One that can give you the, in which you have the flexibility and control to make optimal business decisions.like nowhere else.
Click
Slide #8	ADDING INTRODUCING “ ADD TO CART”
Let me illustrateexplain what I mean by “Another venue”. I’ll do so by comparing the way your website currently handles ebook readers and traditionalpaper book readers.
Say Ssomeone visits your website. 
Play Video
This is an actual videorecording of your website. TheHe reader sees a book he or she likes. For example, “A Ppassion for Lleadership” by Robert Ggates.
Second 25 Pause.
[bookmark: _GoBack]Or maybe the readerhe  didn’t go to your website, but. He just heard of the book from a friend, and decided to purchase it.

Play Video
So the reader he searches on Gfor it in google. Again, (again this is a videorecording of the actual search results).
Second 00:38. 
As you can see, your website appearsis the first result in the Ggoogle search. Now let’sSo he clicks on it.
Second 00:57 Pause.
The reader is now looking atWhatever the reason is. He is now in your website, with an intent to buy the book.
Play
Second 01:05
If the reader is Now if he is interested in the physicala paper book, he or she will click the “buy”  button, and get a list of buying outlets. The FIRST one is your own outlet, simply stating “Add to cart”, and, by default, the readerhe would choose that option.
You’reOf course, if he prefers, you are not preventingstopping the readerhim from purchasing the book from any of your dealers. The middle man is still available. But now the  readerbuyer still can choose has the choice to buy from you.
Second 01:40.
ButIn contrast, if someonethe buyer wishes to buy an ebook, things arewill be different. When clicking “buy” one seeshe would still get a very similar list to the list of vendors available for the he got when trying to purchase of a physicalpaper book. But with one noticeable difference. There’s noHe will find no “Add to cart” button.

NetIS isn’t about cutting out your current vendors. It’s about enlarging the pool, letting you add an “Add to cart” button also for ebook customers too. Giving them the OPTION to buy directly from you. 

D2C sales for physical books is one possibility among many. D2C sales forJust like allowing the buyer to buy paper books directly from you as ANOTHER option, you can do the same with ebooks can also be an attractive and convenient option, if the publisher usesing the NetIS platform.



You need to add the text you intend to use for the rest of the slides, especially the modules. 
 (
Is it possible to take an actual case history of a 
NetIS
 client and show 
NetIS
 in action with the particular, customized features that client requested and got? That could be one way to finish the presentation by demonstrating the 
NetIS
 application in a concrete way.
)





