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Ease of access to journal articles

Base: those describing access to journal articles as important

5Source: Access by UK small and medium-sized enterprises to professional and academic 
information . PRC Report (2009)



SME Large co. Univ

Recent 
difÞculty 55% 34% 24%

DifÞculties 
per year 11 6.4 12.4

Articles read 
per year 112 101 169

% articles w/ 
difÞculty 10% 6% 7%

6

DifÞculties accessing articles

Source: Access by UK small and medium-sized enterprises to professional and academic 
information . PRC Report (2009)
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Source: UNESCO (2010); ONS (2010); CEPA estimates



Core : 
Core readers = core authors

Periphery : 
Authors rare, occasional readers common

Intermediate : 
Occasional authors << regular readers

~10Ð30 million



Core: 
Core readers = core authors

Periphery: 
Authors rare, occasional readers common

Intermediate: 
Occasional authors << regular readers

New audience? 
Occasional readers exclusively

600Ð800 million??



Unrecognised???
90%

Subscribers/PPV
10%

Other sources 
say subscribers 

!  35Ð65%

Source: G Bilder



Could we sell more to turnaways?

ÒPublisher AÓ

40 million visits p.a.

50% non-institutional
= 20 million visits

40,000 PPV transactions

!  0.2% Òconversion rateÓ

Source: DeepDyve
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Source: Access by UK small and medium-sized enterprises to professional and academic 
information . PRC Report (2009)
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Issues with Pay Per View

¥ high prices

¥ inhibits browsing

¥ uninformative/misleading abstracts

¥ non-corporate payment mechanism
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¥ Opportunity to simplify transactional access?

¥ Purchase-once, view-anywhere functionality

¥ Business model ßexibility e.g.

¥ subscriptions

¥ day passes

¥ metered access

¥ pay-per-article

¥ multi-issue packages



PPV in the UK

¥ 60,000 PPV transactions p.a.

¥ @ ~$30 each

¥ = ~£1.2 million
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Further information

¥ Research Information Network ÒDynamics of 
Improving Access to Research PapersÓ

¥ http://is.gd/kEe9vb

¥ & UKSG conference 6 April

¥ These slides

¥ http://www.slideshare.net/mrkwr

¥ Mark Ware Consulting

¥ www.markwareconsulting.com 
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