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Digital Disruption Report on Publishing Book Industry 

I have looked into how modern digital markets have affected the traditional way in which books were purchased and read.
Ever since 1996, the threat of this has been looming, with the world being connected by the internet all be in very slowly at first this has now been made more available with the introduction of superfast broadband.
A gentleman call Jeff Bezos started a very well known retail company online, his first idea for the name of the company was confusing so he named it Amazon. Going on algorithms he thought his company would be the first name on a list. He also liked that there was an A and Z in the name because he wanted to the store to sell everything from A- Z, this is where the smile goes from on the Amazon logo.
There is an independent publisher called Morgan Entrekin of Grove/Atlantic Books, is happy with the arrangement he has with one of the internet’s giant book store Amazon.
“Right now [Amazon] is allowing me a perfectly fair margin, but what happens when they have total control or twice as much of the market share than they have now?” he said.
One source of numbers for online book sales, including for indie ebooks, is the website Author Earnings. It recently estimated that traditional publisher reporting is, “now missing two-thirds of U.S. consumer ebook purchases, and nearly half of all ebook dollars those consumers spend.”
[image: ]For online sales of adult fiction, ebooks outsold print for Q2-Q4 2017. (Author Earnings chart)
Publishers use value proposition plans/schemes to identify how to attract customers to buy the books and make them attractive. This is by using book signings and speaking tours along with measuring book sales. This means that you tend to keep most the costs yourself as there is no commission to pay to big publishing companies.
How to do this can be a little tricky this is where Indie publishing can help, this is where an independent publisher would treat the book as a business and not just a hobby, this is a form of self-publishing and you basically do everything yourself. You do your own marketing.
When using a publisher for a book there must be a percentage paid to the company before any royalties are paid to the author, this structure would be shown in the following diagram (see Link) https://www.wipo.int/edocs/mdocs/mdocs/en/wipo_ip_wk_del_07/wipo_ip_wk_del_07_www_215522.pdf
The purpose of the value chain is to show an analysis of how to create a competitive edge as well as improving productivity using this to increase margins. 
Michael Porter introduced this analysis into his book Competitive Advantage 
Value Chain Analysis Steps
Value chain analyses require research and can take time to develop. Below are the general steps it takes to create a value chain analysis:
1. Determine the business' primary and support activities.
Together, the primary and support activities make up the value chain. And they include each action required in the development of a product or service, from raw material to final product.
2. Analyze the value and cost of the activities.
The team tasked with creating the value chain analysis should brainstorm ways each activity provides value to customers and the business as a whole. Compare the activity to the competitive advantage you're trying to achieve (cost leadership or differentiation) and see if it supports the goal.
After the value analysis is complete, take a look at the cost of the activities. Is the activity labor intensive? How much does X raw material cost? Asking questions similar to these will help identify which activities are cost-effective and which are not. This where areas for improvement can be identified.
3. Identify opportunities to gain a competitive advantage.
Once the value chain analysis is complete, the primary stakeholders in the business can see an overview of where the business is excelling and where improvements can be made operationally.
Begin with the improvements that take minor changes and provide high-impact results. After the easy wins are identified and actioned, you and your team can tackle the bigger challenges that might be hindering efficiency.
The value chain analysis gives businesses a clear idea of how to adjust their actions and processes to provide the most value to their target market and increase profit margins for the company.
Primary and Support Activities
Identifying the primary and support activities is the first step in creating a value chain analysis. These are the key processes and systems a business uses to develop is product or service.
Primary Activities
There are five primary activities and they include all the actions that go into the creation of a business' offering.
1. Inbound Logistics
This is how materials and resources are gained from suppliers before the final product or service can be developed.
2. Operations
Operations are how the materials and resources are produced, resulting in a final product or service.
3. Outbound Logistics
Once a product or service is finished, it needs to be distributed. Outbound logistics describes this delivery process.
4. Marketing and Sales
This is how your product or service is presented and sold to your ideal target market.
5. Services
This is the support a business provides for the customer which can include support and training for the product, warranties, and guarantees.
Support Activities
Support activities help the primary activities in creating an advantage over competitors, and they include:
1. Firm Infrastructure
This entails all the management, financial, and legal systems a business has in place to make business decisions and effectively manage resources.
2. Human Resource Management
Human resource management encompasses all the processes and systems involved in managing employees and hiring new staff. This is especially important for companies that provide in-person service, and excellent employees can be a competitive advantage.
3. Technology Development
Technology development helps a business innovate. And technology can be used in various steps of the value chain to gain an advantage over competitors by increasing efficiency or decreasing production costs.
4. Procurement
This is how the resources and materials for a product are sourced and suppliers are found. The goal is to find quality supplies that fit the business' budget

 Looking at a study of whether ebooks are fazing out printed books had a surprising result. On a study completed by group of students studying Graphic Communications in California.
The group asked a group of students of college age whether they read for both pleasure and study. It was also used to see that in this generation of millennials where they are introduced to technology from a young age and not having to wait for libraries to have a book returned before taking it home to read and it is instantaneously available to download. 
The shocking factor with the conclusion of this study was that many  82% of the students preferred a printed book to an e book.














You Tube Assignment 1
https://youtu.be/FCjVTgbCYNI
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