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Presenter
Presentation Notes
Intro self

Purpose of session: highlight a few key info industry trends, and discuss what the opportunities and challenges of these might be for the BL.

Not an exhaustive list, but then we only have an hour.  Hope to have covered the major points.

mailto:kworlock@outsellinc.com

Our Company

 The only worldwide business information firm
serving the media and information industry
» Global team of 50+
» Track 9 segments in the US, Europe, and Asia

* Provide fact-based analysis of markets, companies, trends,
technology

* Deliver actionable advice to CEOs and their teams in 300+
firms

» Offer subscription, membership, and custom consulting
services
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Bit of background:

About me

About Outsell

Explain BL relationship with Outsell


Information Industry $380 Billion in

2007

9% 7%

5% 10%

1%
4%

34% 1%

Source: Outsell's Publishers & Information Providers Database
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@ B2B Trade Publishing &
Company Information

B Credit & Financial Information
O Education & Training

O HR Information

Bl Legal, Tax & Regulatory

O Market Research, Reports &
Services

B IT & Telecom Research,
Reports & Services

O News Providers & Publishers

B Scientific, Technical & Medical
Information

[l Search, Aggregation &
Syndication

O Yellow Pages & Telephone
Directories
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This is what the total market looked like in 2007 (our preliminary data – full year data will be out in June, once all of the annual reports have been submitted and we’ve had a chance to analyse the data)

News is the largest segment, and an important one for the BL

STM is another key space for the BL, but represents a much smaller slice of the pie


Search to Soar, While News
Nosedives

2007-2010 Est. Industry Growth 5.5%
Search, Aggregation &

22.7%  Syndication
B HR Information

e 15.4%
R 0 5% M IT & Telecom Research, Reports
& Services
8.4% Credit & Financial Information
8% m Market Research, Reports &
I .7 Serviees
70 B Scientific, Technical & Medical
6.7% Information
Legal, Tax & Regulatory
5.8%
B2B Trade Publishing &
5% Company Information
I 5.2% m Education & Training
290N m Yellow Pages & Directories
Source: Outsell's Publishers & Information Providers Database B News Providers & Publishers
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While news is the biggest segment it is also the one in most trouble, with revenues from news predicted to move into negative growth between 2007-2010.  

STM maintains a reasonably steady growth rate over this period

Grew at 7.2% in 2006

Much of the growth stimulated by the activities of what we call the geophysical data providers, which grew by 41% in 2006


The changing nature of search

 Growing importance of semantic search
« Example: Hakia, illumin8

« Demand for delivery of search results in a more visual way,
indicating links between results

« Example: Grokker, Collexis
 Moving from a push to a pull model

« Example: Reed Business’ use of its Zibb search engine
« Movement away from search to discovery

« Example: Aggregate Knowledge

* Increasing demand for search to operate effectively across multiple
content types (text, video, audio, images)

 Needs to continue to prove value as importance of personal
recommendations increases

« Use of search across unstructured, untagged content: growing
acceptance that relying on users to tag data is foolhardy, since
either they don’t do it, or the results are patchy
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Search is now assumed as a basic – next gen services now moving far beyond basic keyword search


Convergence of information and
software: some examples

constroenion | Network”

Mercu ryMD

S luc

{)‘r%ualfiIES
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While everyone is now a publisher, publishers are also changing

Reed Elsevier one of the most obvious examples, with disposal of Harcourt and Reed Business and acquisition of Choicepoint

This will increasingly bring publishers into competition with technology players e.g. SAP and Oracle and IBM

http://www.construction.com/Network/

Why is workflow integration
iImportant?

e Productivity: * building project databases
» developing evidence-based research
* Decision-making: e supporting research direction

 finding, creating or adopting appropriate analytical

tools
. Compliance: e ensuring regulatory framework is in place

 creating awareness of parallel initiatives

“Research” may mean individual projects, but it is
also collaborative and community-driven
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Lessons to learn here from what has happened in B2B markets

Compliance is v.important in the scientific future (institutional, professional and ethical) and needs to be auditable


®)
Evolution: through Web 2.0
towards Enterprise 2.0

Enterprise IT Services (SAP, Oracle, Microsoft)

Third Party Content Suppliers

OUTSELL ¢
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We see three areas of rapid activity and development amongst the publishing community

Some is being done for individual customers, and some across the community

Publishers and service providers can be either:

Natural competitors (e.g. Complinet competing with traditional LTR publishers)

Natural allies (CMPMedica teaming up with Convera to develop search solutions)

…when they meet in the middle of these boxes

What publishers must remember however is that the culture of these market is totally different to the culture to which they have traditionally been accustomed.



Risk: if you don’t provide these integrations, others will do it for you (those working downwards) – this means that publishers are facing additional competition and possible alliances


B
Building blocks for growth

Recognised? Aggressive? Content
: requirement?
Invented? Defensive? €d
: : Wh tools?
Secure? Drives business 0S€ N
model? Segment or

extended?
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Problems: cannot create community, only recognise one

How can a community host make sure it doesn’t float away?



Vertical search: a defensive move?  A threat from smaller players without large content asset bases?



Workflow: need enough content to create a value chain that works!


So by 2020...

 All services are digital

 All services are mobile-proficient, and reflect high user
expectations for point of reference information

 All services are fully customisable to groups of
network users (corporations) and fully personalisable
to individuals

 All services display high intelligence factors, and
observe standards that allow maximum
Interoperability

« All services are funded by multiple revenue sources,
using inter-service revenue reconciliation which is not
apparent to the user
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A final thought....

7" “It is not the strongest of i

the species that survive, nor
the most intelligent, but
rather the one most
responsive to change”

% Charles Daw

OUTSELL ¢ 12



http://www.victorianweb.org/science/darwin/darwin_beard.gif

Come By and Visit Us

Outsell, Inc.

330 Primrose Road, Suite 510
Burlingame, CA 94010
Tel. +1 650 342 6060 Fax +1 650 342 7135

7-15 Rosebery Avenue
London, EC1R 4SP
Tel. +44 (0) 20 7837 3345 Fax +44 (0) 20 7837 8901
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