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The |nternet creates oPPortunitics to reach new customers and Proc{uce better and different
Products. Tradftiona“g, adoPtion and sales of online content has been slow because there are
concerns about how to get started and how to Prcvcnt the unauthorized rcProduction of
content. Publishers have been waiting for a solution that protects their content from unauthorized use,
yet doesn't requirc a major investment in new tcc}mologics and | resources to implcment. Tapping
into the |nternet’s oPPortur\ities, however, rcquircs Pubh’shcrs to ac{oPt new tcchnology and new ways
of dofng business. Easg~to~use aPPIication services service built on Ieading dfgital riglﬁts management

tcchnologg (DRM) are aPPcaring on the market and are bcginning to address the concerns of BZB
and B2C Pub!ishers.

’\/ ‘, Crcatc new revenue streams by sc"lng your content on the
web
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T here are three caPabilities in Particu|ar that are ériving the transformation of the Publisl’ling sector —
suPcrdistribution, Pcrsistcnt Protcction and monetization of content in the form of new Products from

the same origfna! source material.

SuPcrc]istribution

The ve!ocitg and reach of email has created a distribution oPPor‘tunity that had not been conceived of
afew years ago - digital content is an ideal Pro&uct to be marketed and sold via email. When customers
download electronic content, t}'}ey may choose to email it to their co”eagues or friends. |n this fashion, a

single Piece of content can be reprocluced rePeatec”g and shared among individuals, groups, and even
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communities. |t's a Power‘Fu! caPabilitg ”: the Publfslﬁer can be Paicl for each pass a|ong copy. This
concept of suPcrdistribution, where a Picce of content is continuously multiplicc{ and forwarded, is a
core benefit of dofng business over the |[nternet.
-2
! #! T|1c reach and vc|ocit5 of email |1c|Ps Publishcrs find new
" "’ "! customers
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Persistent Protection

Persistent Protcction enables Publishcrs to cxPIoit the superdistribution power of email. FPublishers

have had the abilitg to sell electronic content over the |nternet for several years via website download.

Thc bugcr would make a Paymcnt at a website and was given access to download their Purchasc. Thc

onlg Protection in P|ace was Preventing fulfillment until payment was received. | he customer was on

the honor system not to make copies and distribute them to colleagues and friends. | he advent of
Y p 2

Persistent Protectfon means the Protection stays with the Product, rather than at the Point of

PUFC!’IaS@.

Usfng a DRM-enabled aPPhcatfon or service Provfc{er, Pubhslﬁers "Package” their content inside an
electronic container, and it's only accessible to customers who have Paid for the content. (Customers
can send co”eagues coPies of a Purchasecl Product, but in Protectecl form on|3‘ T}'}e reciPient can't
access it until thcg have Purchascd their own copy. Fcrsistcnt Protcction ensures that the content
can't travel Freelg over the ]nternet‘ Other forms of replication, such as ”Cut and Faste” are disabled

as W@”

DRM~ena}3|eé services lets Pub!ishers easib sell Protectecl content over the lntemet. Customers can
make Purchascs 24 hours a c{ag. Man3 Publishcrs are cor\siclcring se”ing their archived content as well,

50 theg can generate additional revenues from Past issues and content that's out of Print but still in

deand.
Kcacl-l Ncw Audicnccs and Monctizc Morc Targctccl Froducts

T!’xe ]nternet makes it easy to reach new customers. Your Protectecl content can be emai!ecl,
downloaded from your website or distributed through news groups. (ontent can be clectronica”y

Purchased any time, from angwl’lere in the world. T his means you can egectivelg communicate c{frectlg
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with Potentia| customers and instant!3 Provide them with the Products t!neg requfre.

The Proc{uction constraints on Printecl Pub!ications force Pub!islﬁers into oF]Cering “one size fits all”
Proc{ucts. Digital rights management services let Publishcrs casi|3 Producc a variety of oﬁccrings from
existing content. |n some cases, Potential customers may only need a ‘slice’ of a largc Publication and
wouldn’t Purclﬁase the entire ogering‘ Bg Producing electronic Pro&ucts, Publishers can easi13 sell a
largc report scgmcnt~bg~scgmcnt since you dort actua”y Print a Publication. 5imi|arly, Publishcrs can
create "ultra Premium” Products for their most demandfng, hig!%end customers. | his ability to easily

offer different Pricing and content combinations is a rcvolutionarg capability for Publishcrs.

ogcring bcttcr, more targctcc{ Proc{ucts means Publishcrs can find new customers who are wi”ing to
Purchasc information in the form in which thcg need it. Fublishcrs will be able to dcvclop awide range of

electronic Proc{ucts that theg wouldn't ordinarﬂg keep in Printed inventory, yet still can create revenue

with a DRM~cnab|6c{ service.

§ ‘ ’ § Your content can be sold on a scgmcnt—bg-scgmcnt basis,
@ attracting new customers that would not buy a largcr rcPort.
Graplﬂic courtesy Fublisl':Onc.
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How It Worlcs

Digital rights management (DRM) is the inclustry term used to describe the process of managing
access, usage and reProc{uction of electronic Proclucts, including databases, research reports, music,
newsletters and Pubhcations. Owners of these electronic materials have been reluctant to distribute
and sell their Proclucts over the Internet because tl’xeg have been unable to control what People
subsequent!g do with these items. DRMis a tecl—mo|ogg that he|P5 owners protect their assets and
still  take advantagc of the World Wide Web as a medium for rcaching customers.

Digital rights management is based on the abi|it5 to protect or Jock' the content inside an electronic
Package. The content can on|3 be accessed when a useris furnished with an electronic keg (also called
alicense). T hat kcg is tied to the Purchascr‘s computer and can't be shared. |f the user passes the
content on to another viewer, only the Protectec{ Package can be transferred. SU}Jsequent recipients

must Purchasc their own access - and receive their own kcy ~in order to access the content.
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Access to the content is manageci by a remote process, which determines which users are grantecl
kcgs. Tﬂpica”y, access is grantcd when a user }Dl195 the content, or is a member of a group (like

subscribcrs) who are scheduled to receive information on a rcgular basis.

DRM-enabled aPPhcation services, such as |nter | rust’s PublishOne, include management of the
process gorgranting access. Thc service handles the credit card transactions, manages subscription
riglﬁts and can discontinue granting new access l(egs when a document becomes obsolete or has been

upclated.

Who Needs Digital Rigl':ts Managcmcnt’?

l]cgou distribute electronic content, DKM gives you the abilitg to protect your content so that it can
only be used bg Pcoplc who have Paic] foritor by those you authorize. (onsider a research company
that sells higlﬁ value reports, and wants to deliver the reports to their clients e!ectronfca”g. If an
unProtectecl document was sent, it could be easilg reProc{uced and forwarded to People who haven't

Paid for the content, and the value of Purchasing the information would be diminished.

DRM hclps Publishers who want to sell their Publications and get Paicl for their Product. Thc DRM
services let Publishers easilg distribute a secure version of their Proauct over the |nternet. FuHisl’lOne
is a gooc] example of a DRM~cnablcd service that lets Publishcrs protect, distribute and sell their

content over the [nternet without worrging about unauthorized use or reProduction.

The focus on DRM aPP!ication vendors toc{ag is on making lcading digital rights management
teclmologg accessible through an easy-to-use web interface. Pecause PublishOne is a service,
Publishcrs won't need to invest in additional infrastructure, hire additional staff or use costly
consultants. You'll be able to easi13 implement dfgital rigl’lts management control over your Products

and ensure that thcg are onlg accessible to Pcop!c who have Paic] for them.

When done rig}wt, DKM tecl’mologg and its aPPIications and services let Publislﬁers focus on the
ciua|it5 of their content, their relationships with their customers, and creative business models instead of

the intricacies of the tec}mology infrastructure.

Gary Allen is a Director at [nter | rust Tec/mo/og/es, a /cac/fng clig/ta/ rig/7t5 management vendor,
which also owns and operates the PublishOne service. [Je is an expert on web-based commerce and

teaches at the Univers/ty of (alifornia.
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