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A Great Future 

E SPC Inc., our partner in 
New York, is 25 years old. 
,My congratulations! 

When I thinkof our Elsevier 
people in New York, their dedica- 
tion and service orientation comes 
right to mind. The New York of- 
fice was originally established for 
book distribution services, and I 
am glad that we have such quali- 
fied people providing these. 

I am thinking of the way in 
which Mary Redman puts it else- 
where in this issue: "It's not just 
picking up a phone. For many out- 
side people the call may be their 
only contact with an Elsevier per. 
son. So there's a very special way 
you want to treat them ..." Those 
are words after my own heart, and 
I am delighted that Elsevier has 
people who can do this so well. 

That is why this issue of ESP 
World rightly pays special atten- 
tion to ESPC Inc. I shall use the 
rest of this column to point out a 
few reasons why New York is im- 
portant for ESP, and why it will 
hopefully become more so in 
future. 

In ESP's Long Term Plan for 
1988-1 992, it is explicitly stated 
that ESPC Inc. should assume a 
greater role in publishing, literally 
that we must "increase the share 
of ESPC Inc. with regard to infor- 
mation acquisition, in all disci- 
plines." By this we mean that the 
New York company must play a 
bigger role in developing publish- 
ing programs in which the Amster- 
dam company has been so 
successful. This also conforms to 
the policy ESP has adopted that 
acquisition work should take place 
closer to our information sources. 
Those sources are to be found in 
large measure in the US. 

In fields like materials science, 
chemistry, physics, computer sci- 
ence and biotechnology, my feel- 
ing is that there is much to be 
achieved. But that goes for other 
fields, too. To guarantee New 

York's full-fledged participation in 
publishing policy, I would like 
wherever possible for ESPC acqui- 
sition editors to be represented on 
the Publishing Coordination 
Teams, which coordinate publish- 
ing policy by discipline. 

New York should of course go 
on with its extremely successful 
clinical and biomedical programs. 
The relationships established with 
academic societies are especially 
excellent. It would be wonderful if 
the expanded publishing role that 
we desire for ESPC Inc. resulted in 
this kind of success in other areas. 

In addition, ESPC Inc. should 
serve as an 'outpost' with respect 
to new technological develop- 
ments. Many projects can best be 
brought to fruition in the United 
States. Eidetic, a new electronic 
product for the medical field, is 
one example. 

ESPC Inc. also has very valua- 
ble contributions to make to over- 
all ESP marketing, promotion and 
sales policies. When tackling ques- 
tions about new product forms 
and about our relationship with 
libraries, New York's input is 
much appreciated. Especially with 
respect to the latter issue, the com- 
pany's considerable experience 
serving the critical North Ameri- 
can market is extremely impor- 
tant. I think it is characteristic of 
the importance I place on what 
New York has to offer, that ESPC 
Inc. President Charles Ellis has a 
place on the newly formed ESP 
Managing Directors Committee, 
which meets bi-monthly. 

In short, we are pleased with 
what New York has meant to us 
up to now, and we hope that this 
only increases in future. To the 
New Yorkers among us, let me 
wish you the best for 1988. To 
them, but just as much to all other 
ESPers, Happy New Year. 
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harles Ellis, President of 
the New York company 
since 1981, has also worked 

for ESP Amsterdam, Pergamon 
Press in Oxford (twice) and other 
publishing companies on both sides 
of the Atlantic. Here follow re- 
marks based on an interview with 
Ellis on the occasion of the New 
York company's 25th anniversary. 

The initial charter for the com- 
pany was that it would provide an 
Elsevier presence in the United 
States. It would in two respects 
serve its parent company back in 
Amsterdam: the US distribution 
of books published in Europe, and 
the development of a complemen- 
tary publishing program of its 
own. 

What began 25 years ago as a 
company with four employees and 
a very modest distribution and 
publishing program, has now 
grown to be regarded as a me- 
dium-sized American publisher in 
its own right. The proportion of 
total revenues that derive from the 
company's own publishing activi- 
ties has increased year by year, 
and is now over 75%. 

The closeness of the relationship 
between the New York company 
and the Amsterdam companies 
has varied somewhat over the 
years. Now, however, it is a clearly 
articulated part of ESP strategy to 
regard the editorial effort in New 
York as equal in strategic impor- 
tance, if not yet in size, to the edi- 
torial efforts in Amsterdam. 

The New York company is 
strongest in the field of profes- 
sional, clinical medicine. In the 
US it is considered the leading 
commercial publisher of subscrip- 
tion-based journals in clinical 
medicine, of which the company 
can be very proud. We are build- 
ing on that strength, not only by 
acquiring new clinical journals, 
but by selectively developing a ref- 
erence bookprogram in that area 
as well. It is also in clinical medi- 
cine and nursing that the company 
has undertaken its first initiatives 
in software publishing. 

Ne W York, Ne W York. . . 
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25 Years is Just the 
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In 1987 New York scaled back 
its book publishing program, dis- 
continuing the acquisition of 
books in engineering, computer 
science and related disciplines. 
For some years it had invested 
considerable money and effort 
trying to build a program in this 
extremely competitive environ- 
ment, finally to decide that wait- 
ing much longer for it to become 
acceptably profitable was incon- 
sistent with ESP's financial objec- 
tives. In the biomedical area, 
however, it is still active in book 
publishing and has recently 
chalked up some rather important 
successes. This program is quite 
healthy. 

New York's publishing empha- 
sis has traditionally leaned toward 
applied science and professional 
markets, while Amsterdam's has 
leaned toward pure science and 
academic markets. This differ- 
ence, determined largely by the 
size and nature of the American 
market, will diminish in future as 
New York plays an increasing role 
in ESP's worldwide science 
strategy. 

North America is the largest 
self-contained market for English- 
language scientific and technical 
publications. The shared language 
and cultural homogeneity here 
make it much easier to sell publi- 
cations in large quantities. There 
is also a lot going on here in the 
applied sciences. In medical areas 
like cardiology and gastroenterol- 
ogy, the US is at the leading edge 
internationally. 

Over the past year ESP has been 
integrating its marketing and pub- 
lic relations activities in North 
America. Efficiency is one reason 
for the change, and elimination of 
confusion in the market is an- 
other. What we are trying to do is 
to make our internal procedures 

4 eenheid p t e r  ~3". 
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and organization transparent to 
the customer, and it seems to be 
working well. 

Sometimes the distance between 
New York and Amsterdam creates 
problems, and sometimes we are 
grateful for it. One disadvantage 
to being so far away is that people 
must rely to a very large degree on 
formal communications - meet- 
ings, memoranda and rather orga- 
nized telephone conversations. 

In contrast, our Amsterdam col- 
leagues learn a lot by osmosis, in 
casual hallway discussions and 
through the grapevine. But the dis- 
tance between us also encourages a 
sense of personal responsibility. In 
some ways, the New York com- 
pany is much more visible as an 
entity than are the Amsterdam 
units of equivalent size. 

I Charles R. Ellis, President, Elsevier Science 
Publishing Co. Inc. 



Outside the reception area, in gold-plate. 

With the current weakness of 
the dollar, all journals published 
in Europe are now experiencing, 
on top of their normal price in- 
creases, de facto additional price 
increases which reflect the sub- 
stantial reduction in value of the 
dollar against the guilder. Take 
this and combine it with the fact 
that library budgets in the US 
have been suffering recently, 

S 
largely because a politically con- 
servative government in Washing- 
ton has been reducing, rather than 
increasing, funds available for ed- 
ucation. The journals are the vic- 
tims of a real economic squeeze 
which arose through no fault of 
the European publishers. 

It is very difficult to say how 
much we can reduce the effects of 
this squeeze. But our public rela- 
tions should make people aware 
that we do not control most of the 
elements in this situation, and that 
when the shoe has been on the 
other foot, and the dollar has been 
high, we have passed on the bene- 
fit by allowing our dollar prices to 
decline. 

New York will probably experi- 
ence healthy but controlled growth 
over the next five years. Much of 
that growth is likely to result from 
New York's participation in the 
Publishing Coordination Teams 

1 now being established by ESP 
worldwide. * 

In 1988 ESP New York will occupy three 
floors of this stylish, historic building on the 
Avenue of the Americas in the Chelsea area 
ofManhattan. Since this 19th century 
woodcut was made, the domes on the towers 
have disappeared and one more floor has 
been added. 

E d Rowan is ESPC Inc.'s 
Vice-President, Finance 
and Treasurer. As one of 

New York's management team he 
has been closely involved with 
preparations for rehousing the of- 
fice. Here he reveals why this year, 
after a quarter of a century at 52 
Vanderbilt Avenue, the New York 
office is moving to a new address 
in Manhattan. 

When ESP New York was estab- 
lished in 1962 there was plenty of 
economical office space available 
in midtown Manhattan, the tradi- 
tional base for the publishing sec- 
tor. It was relatively easy for the 
first president of the company, 
Ben Russak, to find and rent - at 
an incredibly low price compared 
to today's standards - three 
rooms (with no air-conditioning) 
in the Vanderbilt Avenue skyscra- 



fornia, and Laux Publishing 

also keeps him busy. 
In all these areas Rowan deals 

not only with New York manage- 
floor in future, as opposed to our ment but also with Theo van der 
present 8,000 square feet (2,600 Raadt, ESP Director of Finance. 

Rowan attends the twice-yearly 
Financial Board Meetings in Am- 

Our departments interact sterdam and reports regularly to 
each other a lot. After the the Elsevier Holding Office in 

Neuchatel, Switzerland, on New 
York tax and treasury matters. 

tions like people in Amste 
do. The New York office i 

still have the Elsevier Christm 
parcels, little things like that a 
European flavor." 

Why has Rowan stayed so long 
with the company? "When I got 
the opportunity to join Elsevier it 
was like finding the proper place 
for me to build a career," he re- 
sponds, adding frankly, "Elsevier 
has never been boring. Not a year 
goes by that I can look back on 
and say, that was a boring year. 
No, there's always a lot of excite- 
ment in New York! There's been a 
lot of growth - annually we're in- 
creasing turnover substantially in 
excess of the inflation rate - and I 
think in general, there's always 
been a fairly thoughtful attitude 
on behalf of management toward 
its employees. I think we are lucky 

tions. These require special finan- to have a rather nice atmosphere 
in a nice 



I uinlcai Journals wing in Revenue and Res~ect  
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publishing. She is responsible for 
financial planning, budgeting, 
contracts and administration. 
McBride came to ESP from Rock- 
efeller University Press. He de- 

Sarah Albright, Desk Editorial Supervisor, 
Clinical Medical lournalr. 

scribes himself as product , 
manager for the clinical journals, 
and he serves as the contact per- 
son for the medical societies. . 

The first clinical journals New 
York published were Obstetrics & 
Gynecology (hereafter referred to 
as ad G) and Gastroenterology 
(Gmtro) . These were acquired in 

' 

1978, largely through the efforts of 
Jn~nes gels (then New York's 
President), Kam Hunter (then 
assistant to Kels) and former ae- 
quisition editor Diane Drobnis. In 
198 1, new company President 
Charles Ellis made continued ac- 
quisition of clinical journals a 
priority. He now works closely 
with Pad Weislogel, Vice k i +  
dent,.Biomediwl Publications,. . 
Hrho-ha bverall managemq&&~~, 
actl mpansl'bilityk , 



these journals. 
The Journal of the American 

College bf Cardiology (JAC) and 
Anesthesia &Analgesia (A &A) 
were added to the list in 1982. 
These have been followed by nu- 
merous smaller titles, such as The 
Journal of Ultrasound Medicine in 
1986 and the unusual tabloid pub- 
lication Clinical Report on Aging 
(Aging), from the American Ger- 
iatrics Society. 
0 & G is the largest of the clini- 

cal journals, with a circulation of 
some 3 1,000. JAC enjoys about 
22,500 subscribers, A &A just 
over 18,000, and Gastro about 
15,500. Society members make up 
most of each journal's subscriber 
base, but other customers (institu- 
tions and non-member individuals 
from both the US and abroad) are 
also important. 

Advertisements 
What makes these journals dif- 

ferent from other research jour- 
nals, besides the fact that they're 
geared to individuals, is the con- 
siderable amount of paid advertis- 
ing they carry. JAC, for example, 
has carried as many as 173 pages 
of advertising in a single issue. In 
1987, JAC will exceed 1800 adver- 
tising pages in total, 0 & G about 
1 100. The fees paid by advertisers 
have helped a great deal to keep 
subscription prices at a level 
where individuals can afford 
them. 

"Most of the journals allow ad- 
vertising only in two 'wells', lo- 
cated in the very front and the 
very back of the journal," Janet 
Bailey explains. "So if you wanted 
to, you could read the journal 
without looking at the ads at all." 

Sometimes wells of ads are also 
permitted inside the journal, but 
then only between editorial sec- 
tions or at the very least, between 
articles. Articles are never broken 
up by ads, e$cept in Aging (more 
on that one later). 

Don McBride says there is a 
limit to how much advertising the 
journals will accept, too. "You 
would irritate the readers if you 
were to keep adding wells of ads. 
We get complaints that the ads 
mean more page-turning to get to 
articles and that they make the 
journals too heavy." (JAC can 
weigh over a kilo, about which 
McBride jokes, "Let's face it, it's 
not bathtub reading.") 

Most of the advertisements are 
for drugs (e.g. birth control in 0 & 
G) and medical equipment. All 
8 

Clinical journal desk editors: (I-r) Barbara 
Silber, Tina Petroulas, ClifSCole, Laura 
Ninger, Maureen Cullen. 

must comply with United States 
Food and Drug Administration 
(FDA) regulations and be ap- 
proved by the journal's own edi- 
tor. Some of the clinical journals 
also run professional recruitment 
advertisements. 

"The societies realize that they 
need the advertising revenue," 
notes Bailey. "They wouldn't be 
able to publish their journals or 
put on educational programs with- 
out the money they earn from ad- 
vertising. It isn't a necessary evil, 
either. The ads themselves provide 
an educational service." 

Elsevier New York works pri- 
marily with two specialized firms 
of medical advertising sales repre- 
sentatives. These outside represen- 
tatives sell advertising space in the 
clinical journals, and also handle 
sales contracts, insertion orders, 
typesetting, layout of ad pages and 
billing, saving ESP all that work. 
They are paid on a percentage 
commission basis. 

Clinical journal desk editors: (I-r) Mary- 
Claire Coston, Margie Pavin, Roger 
Morrison, Melsa Ulloa, Pat Chaisson, Josh 
Spieler. 

Production 
Not only are the advertisements 

in the clinical journals produced 
out-of-house, the journals them- 
selves are physically manufactured 
completely by third party firms. 
"We do no typesetting or printing 
in-house, and very little layout," 
Sarah Albright confirms. "Part of 
my job is to coordinate with all the 
out-of-house suppliers." 

Such suppliers are generally 
based outside New York because 
rents in the city are too high, and 
spaces too small. Some typesetting 
services are available locally, but 
they are expensive and employed 
only for rush jobs. 

Such as Aging, that clinical pub- 
lication which is such an exception 
to the rules. "Aging is treated 
more like a newspaper than a mag- 
azine," explains Albright. "Its 
deadlines are tighter, which is why 
we have it typeset locally at higher 
cost." 

"Aging is an exciting product," 
says Bailey enthusiastically. "It 
was developed with the American 
Geriatrics Society, and the con- 
cept is to present geriatrics infor- 
mation to the non-geriatrician, to 
general practitioners, family prac- 
titioners and so forth." 

Aging is thus not the official 
journal of the American Geriatrics 
Society, which ESP also publishes 
and which is aimed at geriatricians 
themselves. It is distributed on a 
'controlled circulation' basis, 
which means it's sent free to about 
50,000 selected readers. (There 
are also eight paid subscribers!) 
Pharmaceutical advertising covers 
the costs. 

The Road to ESP 
Albright, Bailey and McBride all 

studied liberal arts at college, and 
only Bailey knew she wanted a ca- 
reer in publishing. Albright comes 
from a small town in Ohio which 
she says is "pretty different'' from 
New York. She majored in English 
and taught for one year before 
heading East to the "exciting, 
glamorous world of publishing," 
as she puts it, tongue in cheek. 

Starting as a secretary at Rocke- 
feller University Press, Albright 
soon learned to copy edit. She 
joined ESP five years ago as a desk 
editor on Gastro, and now super- 
vises 14 desk editors working on 
22 publications. "I feel very for- 



Clinical journals published by ESPC Inc., 
New York. I 

tunate," she confesses. "I have a 
tremendous staff, they're all very 
intelligent and enthusiastic." 

McBride is the old-timer of the 
crew - nine years with Elsevier 
New York. A double major in Art 
History and German, McBride 
had also been working at Rocke- 
feller University Press and had 
planned to leave for a museum 
curatorship. 

After managing to obtain inter- 
views at some of New York's best 
museums, McBride changed his 
mind and decided to stay in pub- 
lishing. The offer he got from Else- 
vier - the chance to be involved 
in a new journals program from 
the very start -was too good to 
pass up. 

"I have no regrets," says 
McBride. "I must say it's been 
very exciting to come from the 
productionldesk editorial side, 
and to be thoroughly trained and 
involved in the publisher's side: 
finance, management and 
acquisition." 

Bailey's heart was always in 
publishing. She studied English as 
an undergraduate, but went back 
for an MBA in Finance because 
"I'd always thought publishing 
needed people who loved publish- 
ing, but who had a feel for busi- 
ness." She has worked for a book 
club company, the Special Library 
Association and publishing houses 
large and small. Bailey joined ESP 
two years ago in a newly created 
position within the Biomedical 
Publications Group. 

"I guess they were looking for 
someone with a real variety of ex- 
periences," she recalls. "Mine is 
essentially a business manager- 
type function. I find working here 
challenging. The people care a lot 
about what they're doing, and we 
have a good team working on the 
clinical journals." 

World Leaders 
According to McBride (and to 

most cardiologists), JAC is the 
world's leading journal in the car- 
diology field. Gastro is also seen as 
number one internationally 
among four or five competitors. 0 
& G is up against Contemporary 
Ob/Gyn News, which is a con- 
trolled-circulation publication. 
Such a journal is not peer re- 
viewed, so its articles cannot be 
cited as references in a scholarly 
journal such as 0 & G. Still, it 
competes with 0 & G for advertis- 
ing dollars. 

Despite all its successes, there is 

I 
Paul Weislogel, Vice President, Biomedical 
Publications. 

still room for improvement in 
New York's clinical journals pro- 
gram. Bailey reminds us that de- 
spite our good showing in certain 
fields, we don't have a major sur- 
gery journal, for instance. 
McBride notes that industry-wide 
journal revenue is not growing 
very much from year to year, so 
we must try to take a biggeyand 
bigger piece of the pie. 

"Plus," says McBride, "the 
more journals we publish, the bet- 
ter deal we get from the produc- 
tion suppliers. Bigger volume also 
brings down fulfillment costs and 
spreads out overheads." 

But the main thing is thatpub- 
lishing these important clinical 
journals is excellent for ESP's rep- 
utation. "You're talking about 
some of the biggest and most pres- 
tigious medical societies,'' Bailey 
sums up. "This is their primary 
scientific literature, with our name 
on it. It's getting us more and 
more recognition." 



New York's F :!ss People 
Have North America Covered 

nager. 

the Amsterdam-based interna- 
tional sales managers do. They're 
on the road about fifty percent of 
the time, visiting their accounts 
and presenting new books and 

New York's library sales man- 
agers represent the entire ESP list 
of books and journals, not just the 
New York product. Cheryl Panico 
is the only library sales manager 
based at the New York office. Be- 
fore taking on this job, Panico was 
an assistant in the Sales Depart- 
ment. She covers New York and 
points north, including New Eng- 
land and eastern Canada. 

Panico says she loves the travel- 
ing, although hers is a difficult ter- 
ritory to get around in winter. 
Though she visits lots of famous 
private schools like Harvard and 
Yale, and major public institu- 
tions like the State University of 

library, they all tend to merge 
into one." 

1 Working from 
Home 

The other three Library Sales 
Managers work from their homes. 
Gregory Pritchard, formerly of 
Academic Press, moved from New 
York to Philadelphia to take over 
the Southeast territory. Bob 
Kimberlin, another veteran of pub- 
lishing, was recently brought on 
board to handle the Midwest. He 
lives in Chicago. Former librarian 
Laura Parker is based in Davis, 
California, and covers the Far 
West (including Alaska and Ha- 
waii) and western Canada. With 
the exception of newcomer Kim- 

responsible for over 700 accounts. 
These are mostly universities with 
graduate programs, although some 
well-endowed colleges are also im- 
portant customers; 130 medical 
school libraries and a number of 
hospital and corporate libraries 
are also included. 

The accounts are considered of 
primary, secondary or tertiary im- 
portance, depending on the num- 
ber of ESP journal subscriptions 
they hold, the potential for 
growth, and other factors. ( 
mary accounts have at least 
Amsterdam subscriptions, bu 
Sales Director Kathy Flanaga 
says when you add publicatio 
from New York, Barking and 
others, the minimum is more like 
1 50. ) The Library Sales Managers 
visit their primary accounts every 
12- 18 months, their secondary ac- 
counts every 18-24 months, and 
their tertiary accounts perhaps 
every three years. 

Although Cheryl Panico says 
she has never seen a European 
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books automatically but do get a they go into hospitals and set up a 
quarterly list of upcoming titles on display, usually just a table in the 
which they check off what they're hallway somewhere. They stack up 
going to want. Forrest also serves the books and as the doctors rush 
as liaison between the company by, the reps try to grab them and 
and various American book dis- call their attention to certain titles. 
tributors or wholesalers. They also go to small meetings 

For the distributors, Forrest's that we don"t cover, where there, g,:"-* 

job involves making sure as much are perhaps 500 doctors." ,& ld 4 - C  3 
pre-publication information as The Educational and Profes- 
possible gets out, the earlier the sional Sales Group also includes 
better. That's because the whole- Bea Shapim, who's in charge of 
salers produce their own newslet- College Adoptions. Shapiro is an 
ters which they send to their own ESP long-timer, having been with 
customers (mostly medical book- the company for 19 years. Her job 
stores). Sales assistant Janina is to handle orders and queries 

from university professors who 
'adopt' our textbooks for use in 
the courses they teach. 

New York's textbooks are de- 
signed for graduate students and 
third- and fourth-year undergrad- 
uates at selected universities. They 
do not sell in such vast numbers as 
do introductory books for first- 
and second-year undergrads, but 

eling to medical boo Kathy Flanagan says a good title 
might be adopted by 400 schools, 
each with one class of fifty stu- 
dents. With college adoptions, 
timeliness is of the essence. 

"If a course starts on September 
"We've instituted a telemarket- 9th, the book has to be in the 

program this year," Forrest bookstores by then," Flanagan 
emphasizes. "We've found that if 
it isn't in the store when classes 
start, we lose a certain number of 
students right off the bat, and in 
the end we don't sell many books. 
So Bea is in charge of a very spe- 
cial operation that gets the text- 
books out quickly, and she's done 
a wonderful job. 

"There are different aspects to 
Amsterdam's sales efforts," notes 
Flanagan. "For example, terms are 
not part of our sales discussions. 

such as through other companies' the company may explore But in the rest of the world, you're 
mail-order catalogs. Many chemi- idea for technical books. ( 1 ) dealing with a local language, 

(2) worrying about how to get the 
material in and the payment out of 
the country, and (3) considering 
the terms you might want to offer. 

"It's not so flexible here," Flan- 
agan concludes, "but it doesn't 
have to be, because of the enorm- 
ity and the homogeneity of the 

sional Sales Group. In addition to North American market." 
handling the special sales de- 
scribed above, she is responsible 
for sales to bookstores (both uni- L 
versity and technical). The com- 
petition is fierce, and increasing 
your market share is the name of 
the game. 

Forrest deals with the compa- 
ny's 'agency customers', who auto- 
matically receive all books in a 
certain discipline or disciplines. 
She also handles relations with 
New York's 'pre-select' book- 
stores. These stores don't receive 
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to Add" policies at the libraries 
they cover. (To add a new journal 
to the list, an old one must be 
dropped. ) 

"It isn't that people are out 
there canceling everything the 
got," Flanagan assures us. "But 
their money just isn't buyi 
it used to. By the time the d 
swings back, we will have 10s 
some subscriptions faster tha 
usual, and new subscriptions will 
be coming in a little bit slower " 

"I think our purpose in goin 
libraries has even changed a lit 

I personnel p p  

Marketing VP Mike Boswood 
European Experience Pays Off in America 

bit because of this," says Cheryl 
Panico. "In the past when finances 
were better, we could slant our 
presentations more toward sales. 
We still present product, but now 
we also have to do a lot of public 
relations. We must give the Mike BoSW',,,d, TT;..a b,,";~a-f Mn".~a".." 

impression that Elsevier is aware in hir N~ ynrk 

I I 
and reacting to the situation. Mos 
librarians really appreciate some- I Gndon and ~ks te idam (for 

F4 

one telling them what is going on.' 

ike Boswood grew up 
r ,cc z rcorucr ' r ,  irzur-rrrr6,  

I W 1 and went to school in .,. ...- . .- .. --. .. ofice. Endand. worked in 

Sales ~ i ~ a r t m e n t  works very 
closely with its 

the worst thing, though, is that we 
still aren't company-wide on the 
same computer system. So all the 
information that the sales man- 
agers use, and it's a considerable 
amount of information. is eat1 

ESP), married an ~merican and is 

~lanagan says book sdes to now Vice-President of Marketing 

libraries have been affected by the for Elsevier New York. He's a tall, 

currency situation as well. A deegvoiced man with a sophisti- 

library may try to make up a defi- cated British accent and an 

cit in its serials budget by taking equally British sense of humor. 

money out of its monographs Thoroughly familiar with work 

budget. habits and other cultural manifes- 

Flanaaan savs the New York tations in the US and Europe, Bos- 
wood is well equipped to perform 
his pivotal role in the New York 
company. 

A student of history and philos- 
ophy, Boswood says he took his 
first job in publishing because it 
"looked interesting, and I didn't 
have to get any other qualifica- 
tions to start out. As soon as I left 

ered manually. university, I got a job in London, 

"When Cheryl goes to vlslt g for a company that did everything 
but scientific publishing. It was an 

library, she has in front of her a 
" 

list of their holdings, so that she 
absolute mess of a place. Nobody 
really knew how to manage and 

can present journal samples with for this reason it was a good intro- some efficiencv. But in order to A..,.4:.... 4.. ... ....L:.. g in business. It 
create that pr&le, we have to look I 
at the New York printout, the Am- 
sterdam printout, the Barking 

all that is combined," ~lanagan , 
goes on, "but it'll be pretty dim- 
cult to do. I wouldn't say it's im- 
possible but it could take a long 
time." 

"It would certainly be a lot eas- 
ier if it were all one unified com- 

The special 25th anniversary logo. 

r- 
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was an education 
t h i n m e  

in how not to do 
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"Some years later, I wanted to 
work abroad," Boswood contin- 
ues, "and I saw an advertisement 
from this weird company that had 
#.l.-..+ l L A:Na"a..+ . names. I was I i lUUUL l V Ull lGlG111 

h;raA nn n Dmmnt 
lllIbU lVIIIVbion Manager in 
July 1976 for what was then called 
the Biomedical Press. I rose from 
there to the dizzying heights of 
Head of Promotion for the BMP, 
which I did for four years, until I 
left the company for personal 
reasons." 

Boswood's function has changed 
quite a few times in the six years 
since he re-joined ESP. With the 
most recent reorganization, he 
stopped working strictly for Else- 
vier New York and as he puts it, 
"started working'for Elsevier 



Wherever." Boswood calls the new 
l set-up "perhaps the first entirely 

logical organization we have ever 
had, and long may it last." 

A Big Job 
New York's Marketing Depart- 

ment is large, employing about 
half of all the company's employ- 
ees. In addition to marketing per 
se, it includes sales, marketing 
services, fulfillment, and advertis- 
ing and promotion. But New York 
does not perform all these func- 
tions with respect to all ESP prod- 
ucts. For instance, the Journals 
Fulfillment group there handles 
only New York journals. 

"The Marketing Department is 
responsible for worldwide promo- 
tion of all titles published in New 
York," explains Boswood. "We 
have diverse responsibilities for 
European products. We are re- 
sponsible for all sales activities 
and book fulfillment in North 
America. We manage and attend 
120 conventions and we do a cer- 
tain amount of promotion. North 
American promotion of individual 
titles and programs is simultane- 
ously done from Europe." 

It's somewhat complicated, 
even if logical. Boswood admits 
it's not a clear-cut situation. "In 
order for me to do my job effec- 
tively," he says, "I have to know 
the people in Amsterdam very 
well, and I have to know how Else- 
vier operates very well. The fact 
that I've worked in Amsterdam is 
extremely helpful." 

As head of a division with 90 
people, Boswood has lots of per- 
sonnel considerations. "Each time 
I've taken on more responsibili- 
ties," he remarks, "personnel has 
become a bigger issue. But I am 
extremely fortunate in having a 

' number of excellent managers who 
l 

i! have been with the company for 
many years." 

i 

rthquake 
I 

oswood savs he is ~ r o u d  of the 
low turnover the   ark et in^ De- 
partment during his tenure, 
though he admits it's only low by 
New York standards. {"In com- 
parison with ~msterdam there's 
been a complete earthquake here," 
he jokes.) 

How did the Marketing V.P. 
wind up on the other side of the 
ocean? Boswood left ESP Amster- 
dam in 1980 to join his wife-to-be 

in Boston, where she was working 
for the subscription agent Faxon, 
ESP's biggest customer. What did 

1 he do there? 
"I was an illegal alien," he 

quips, "doing consulting work. 
You know if you don't have a job 
in the States you just call yourself 
a consultant. We got married soon 
and I started working at Faxon, 
too. About five months later I 
joined Elsevier again and we 
moved to New York. 

"New York is all right," Bos- 
wood says with a hintofambiva- 
lence in his voice. "Living here 
takes a lot of aettina used to. Now 
we're finally settling in." 

The Marketing Department cel- 
ebrated the company's 25th anni- 
versary with several promotions 
specially concocted for the occa- 
sion. Together with Amsterdam's 
Marketing Services Department, 
they held a reception at the 1987 
Medical Library Association meet- 
ing in Portland, Oregon. They had 
a beautiful 25th anniversary logo 
designed, featuring the New York 
skyline flanked by the traditional 
Elsevier trees. This they had im- 
printed on glass, apple-shaped 
paperweights (for special cus- 
tomers), coffee mugs (for librar- 
ians) and T-shirts (for the staff), as 
well as on banners and plastic 
bags. 

Push for PR 
"We need to upgrade our public 

relations activities in North Amer- 
ica," Boswood says, "We need to 
spend more money and give Else- 
vier a higher profile. I think we 
have a much better story to tell as 
a company than we do. 

"The 'crisis' in library budgets is 
a big topic nowadays," he empha- 
sizes. "Serial prices are increasing 
at a much greater rate than the 
rate at which academic library 
budgets are increasing. With re- 
spect to European journals, the de- 
cline of the dollar has made them 
seem even more expensive (some- 
thing like 26% above last year's 
prices). 

"Librarians are telling us that 
there's a problem, and that the 
problem has to be recognized. The 
more enlightened ones are not 
blaming Elsevier for the interna- 
tional exchange rates. They're sim- 
ply saying: we can't buy your 
journals, which is not good for you 
and it's not good for us - so 
what's to be done here? 

"What's really happening is that 
the traditional way of disseminat- 

A rather different-looking Boswood relaxes 
in Amsterdam in 1979. 

ing research information through 
journal literature is a bit out-of- 
date," according to Boswood. 
"There are great strains and 
stresses on the relationships be- 
tween faculty, publisher, library, 
and reader. It's not a particularly 
efficient system anymore, and 
something's going to have to 
give." 

Boswood also feels that we 
should sell the idea that, all to- 
gether, we are a large company. 
"The fact that Elsevier is getting 
into something new should be 
greeted by the scientific commu- 
nity as a piece of news, like the 
business community greets such 
an announcement from IBM." 

At the end of the day, Boswood 
concludes that there is indeed a 
"cultural difference" between 
himself and the Americans. "But I 
think it's very easy to be an Eng- 
lishman in New York. For some 
reason, Americans think well of 
the English, that's one thing. The 
second thing is that it's easy to be 
a foreigner in New York an way, 
because everyone else is!" 4 
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Teaching Tools for Med Students and Nurses 

Biomedical Soft ware 

"M edicine has always been 
one step ahead of other 
fields in terms of using 

online vendor in the US. "Soft- 
ware development was something 
I'd always wanted to do. On join- 
ing Elsevier I found it very excit- 
ing that a company that'd been in 
publishing so long was interested 
in moving ahead with software de- 
velopment. I think it's very for- 
ward-thinking on their part. 

"You always have to be aware 
that some people look at software 
with doubt," adds Quain pragmat- 
ically, "because it costs a lot to de- 
velop. There's always an extra 
element to it compared to the pro- 
duction of books and journals. We 
provide a high quality content in a 
software package, which just like 
with books and journals, has to be 
thoroughly reviewed by experts in 
the field. But in addition, there are 
considerable technical demands 
which do increase the develop- 
ment costs. 

"Software is a strange beast," 
considers Quain. "Just when we 
think we've got it as technically 
bug-free as possible, there's always 
a last minute glitch. Nevertheless, 
people need to understand that 
software has its own unique char- 
acteristics, its own little quirks, 
just as journal quirks are different 
from book quirks. Basically it's all 
the same game. Publishing soft- 

computers," says Biomedical soft- 
ware Development Manager Julie 
Quain. "In fact nowadays in most 
big hospitals in the US, you can't 
avoid using a computer some- 
where along the line. Some hospi- 
tals are so far advanced they have 
computer terminals right there in 
the patient's room and instead of 
writing on charts, nurses enter in- 
formation directly into a com- 
puter bank." 

Prior to joining Elsevier about 
six months ago, Quain worked for 
BRS-Saunders Colleague, a major 

These new biomedical software products are 
available for IBM PC compatible or Apple 
computers. 

sat down to try out the program 
and found even I can understand 
what biostatistics is all about. If 
someone like me with no back- 
ground in statistics is not fright- 
ened off by the program, then I 
think it it is a really good package 
for someone who needs to go 
through the training." 

Understanding Biostatistics is 
priced well within the reach of the 
individual student. "So far we've 
had very nice sales to individuals 
and a number of medical schools 
have also purchased it." 

Another product is Elsevier's 
Patient Simulations in Pediatrics 
(EPS). The first four patient simu- 
lation~ are finished. "The com- 
puter has really facilitated working 
with simulations," says Quain 
eagerly. "They were evolved to 
simulate activities that may be dif- 
ficult, dangerous or expensive to 
demonstrate in reality." Each sim- 
ulation presents a diagnostic di- 
lemma: after reviewing a brief 
patient profile and the presenting 
complaint, a medical student can 
do things like obtain a patient his- 
tory, perform a physical exam, or 
choose procedures, therapy and 
treatment. By giving students 
some exceptionally realistic expe- 
rience, EPS helps them learn vital 
diagnostic and treatment skills. 

The next products, specifically 
directed toward nurses, are being 

Biomedical Software Development 
Manager, Julie Quain. 

ware is not really very different, 
there are just more pieces 
involved." 

Now there are four new software 
products. The first is called Under- 
standing Biostatistics, launched 
September 1987. It's a tutorial 
program designed to help students 
learn biostatistics at their own 
pace. "It's a great teaching tool," 
enthuses Quain, "not meant to re- 
place the classroom experience but 
to supplement it. It's geared for 
any level and very easy to operate. 
I know nothing about formal sta- 
tistics myself, but the other day I 



sold under the MEPC imprint. 
(North American nurses in gerleral 
recognize MEPC far more as a 

The Science of Criminal Investigation 
software publisher than Elsevier.) 
Since MEPC Software published 
its first sets of Clinical Simula- 

1 
; tions in Nursing in 1984, there's 

been a tremendous demand for 
l computer-assisted instructional 

orensics List 
programs in nursing education. 

Clinical Simulations in Nursing 
Pharmacology contains 12 scena- 
rios which help nurses build up 
the decision-making and problem- 
,solving skills essential to proper 
patient care. By working through 
the simulations, nurses can test 
and apply their knowledge of 
pharmacology and drug therapy in 
clinical situations such as they 
would experience in real life. 

In its final completion stage is 
Computer Preparation for the 
Nursing Boards. It's been specially 
designed to help students study for 

, the National Council Licensure 
' Examination for Registered 

Nurses. The program reflects the 
type of questions and scoring that 
students can expect to find when 
they take the Nursing State 
Boards. 

Right now the small software 
development team, which includes 
Associate Editor Maizie Jaffe and 
Editorial Assistant Bethanna 
Lyons, is not doing any active ac- 
quisition for new packages. "If 
something terrific falls into our 
lap, that's a different story," ad- 
mits Quain, "but quite frankly, we 
have enough in the works for the 
present." Future projects include a 
second edition of the highly suc- 
cessful Clinical Simulations in 
Nursing 1 and a National Boards 
Review preparation, very like the 
Nursing Boards preparation with 
questions and answers. 

"We're also looking to do a 
product geared specifically toward 
Part Three of the National Board 
exams for first year residents at 

d 

L medical schools," continues 
Quain. "As of 1989 students will 
take the exam online and they'll be 
working on computer patient sim- 

i 4: ulations. It seems to me like this 
new product can't miss. I can see a 
bunch of medical students getting 
together to buy it and all of them 
using it together." 

Quain argues there's definite 
. .. potential in the North American 

; 8 
software market. "Young people 
coming up through the ranks in 

:. :; "medical schools and teaching hos- . !\L .: pitals are used to working with y computers. We're getting past that 
age group where you have to ex- 
plain what computers and soft- 
ware are all about." * 







Stuck on the City 
Lvnne Brodv on Life 

Work in New York 

Lynne Brody, Director of Personnel, ESPC 
Inc. 

L ynne Brody, Director of 
Personnel for Elsevier New 
York, says many people 

think of her as a 'tmical New 
Yorker.' In fact, shd says, that's 
part of the reason she was asked to 
join the company almost 12 years 
ago, as Executive Secretary to 
thenqresiddnt James Kels. 

"James told me one reason he 
offered me the job was that I was 
one of the most American people 
he had ever met," Brody remem- 
bers smiling. "And he wanted 
somebody who was very Ameri- 
can, who would force him to think 
American." 

Brody says she "always wanted 
to live in the city," by which she 
means Manhattan, since she 
raised her family in Brooklyn, an- 
other borough of New York City. 
She says she was only waiting for 
her children to be off on their 

20 

own, and she's not kidding: two 
weeks after her younger child mar- 
ried, Brody moved into 
Manhattan. 

"Yes, the cost of living here is 
depressing," she admits. "I live in 
a smaller apartment than before, 
but that is the choice I made. My 
Brooklyn apartment was large but 
out of the way." Now that she's 
made it to Manhattan, Brody says 
she couldn't imagine what would 
make her want to leave. 

"All the negatives are out- 
weighed by everything that's avail- 
able here," she concludes easily. 
"The excitement, the variety. I 
take advantage of the city in every 
way - I go to the ballet, the thea- 
ter, the operai the museums. 

"I think that's why people think 
of me as a typical New Yorker," 
muses Brody. "I do take advan- 
tage of everything, and not be- 
cause I think I'm supposed to, but 
because I really enjoy all these 
things. I'm the kind of person who 
sits down with the Arts & Leisure 
section of the Sunday New York 
Times and starts having heart pal- 
pitations because no matter how 
much I do, there's always so much 
more that I'd like to do!" 

We Belong in NY 
Manhattan is a prime location 

for the company, too. The exis- 
tence of so many other businesses, 
including publishing houses, in- 
sures a large, steady pool of work- 
ers, both skilled and unskilled. It's 
also convenient for ESP's many 
authors and editors based at uni- 
versities in the greater New York 
area. Plus, as Brody says, there's 
just a "general aura, a certain mys- 
tique about working in New 
York." When Brody started at the 

New York company, there were 
only 63 employees and naturally, 
no personnel department. But as 
the company grew, Brody was en- 
couraged to get more involved in 
personnel and office management. 
Nowadays, Brody is concerned 
with legal issues which affect per- 
sonnel policy, and with developing 
an orientation program for new 
employees, and training programs 
for all employees. Plus she still 
sees every job applicant herself, 
even though that means lots of 
people because turnover is high at 
American publishing houses. 

Keeping abreast of all the new 
laws affecting personnel is very 
difficult, according to Brody. "The 
largest group of people entering 
personnel today are those with law 
degrees," she says, "and most of 
the promotional pieces .l receive 
for courses and seminais have to 
do with the legalities of personnel. 

"One example is the new immi- 
gration law," Brody continues. 
"This makes it the responsibility 
of the employer to make sure that 
new hires are American citizens or 
eligible to work in the US. We 
have to fill out certain forms 
within three days of hiring, which 
creates more time-consuming 
record-keeping. 

"Then there's COBRA, the Con- 
solidated Omnibus Budget Recon- 
ciliation Act, which provides for 
benefit packages to be continued 
for a certain period of time after 
employment terminates. Employ- 
ees must be advised of their rights 
under the law, and after termina- 
tion they become responsible for 
payment of health insurance poli- 
cies, for instance. Again, more re- 
cord-keeping. 

"The Age Discrimination Act is 
another one," Brody goes on. 
"Unlike in Holland, I could never 
mention a particular age for a job 



in an advertisement. I have man- 
agers who ask me if we can't ad- 
vertise for a returning housewife. 
That's the kind of person they 
want, someone with some work 
experience, a bit more mature, a 
bit more stable, more efficient. 
The best you can do is run an ad 
"Returnees welcome," which is 
okay because you're not limiting 

No References 
For legal reasons, Brody and 

many other American personnel 
directors no longer routinely give 
out references, whether good or 
bad. Too many US companies 
have been sued by former employ- 
ees who felt their chance at a new 
job had been unfairly prejudiced 
because of a bad reference. Brody 
says now she only confirms dates 
of employment, position and sal- 
ary, unless she gets written permis- 
sion from the former employee to 

get away with that anymore. Un- 
less the person is endangering the 
company, or has done something 
illegal or extremely insubordinate, 
you must go through an entire for- 
mal procedure. It's becoming a lot 

Then there's 'applicant track- 
ing,' or keeping count of the job 
candidates you see, broken down 
by sex and race. "This is to prove 
that you're an equal opportunity 
employer," explains Brody. "You 
have to be able to show the De- 

w 

partment of Labor that you're 
drawing the proper mix of candi- 
dates from the local labor pool, 
and that your hiring record is fair. 

"Of course you can't control 
who responds to your recruitment 
advertisements," Brody admits, 
"but at Elsevier one of the things I 
am proudest of is that we have an 
excellent mix of people, on every 
level." 

A Personnel 
Crunch 

Right now, Brody says she and 
her colleagues in publishing per- 
sonnel are having some trouble 
filling their vacancies. Normally, 
the New York company's turnover 
runs at about twenty percent an- 
nually (not particularly high by the 
standards of American publishing 
houses). But in 1987, the percent- 
age was up a bit. 

"We think perhaps we're start- 
ing to feel the effects of the baby 
bust," Brody explains. "We also 
think that the problems we experi- 
enced last summer were the effect 
of our society, which tells the 
recent college graduate: You've 
worked hard for four years, now 
go off on a summer vacation be- 
fore you get serious looking for a 
job. And when you do start look- 
ing, look for something that pays a 
lot of money. 

"I get young college graduates 
who sit in my office and tell me 
how badly they want to get into 
publishing," Brody continues. 
"'Why do you want to get into 
publishing? I ask. 'Oh, I've always 
loved books' is usually the answer. 
'What salary range are you looking 
for? I ask. They're applying for an 
entry-level position. They often 
ask for $5-10,000 more than our 
entry-level salaries! At which point 
I wish them lots of luck and sug- 
gest they try another industry, be- 
cause they're not going to get that 
kind of money in publishing." 

Besides folks looking for big 
bucks, Elsevier New York also gets 
job applicants who are interested 
in publishing for the fame and 
glory, say, of promoting a national 
bestseller. "You'll sometimes get 
candidates right out of school who 
are absolutely starry-eyed about 
publishing," Brody notes, "but 
they want what they consider 
'glamour publishing."' Scientific 
and technical publishing does not 
rank high on their glamour scale. 

But once individuals have 
joined the company, why do one 
in five leave each year? Part of the 

recedtion deskon the 9thfloor. Znfiont of 
Cla;ke are several TV monitors. .. small 
cameras outside the entrance to each floor 
observe people waiting for access. kfthey are 
familiar faces, Clarke buzzes them in. 
Otherwise she asks them their business via a 
two-wav micronhone. 

answer is simply that it's Ameri- 
can to do so. On the average, 
Americans change jobs every three 
years. Many switch companies to 
be able to move up faster than 
they could by staying put. 

People also leave their jobs to go 
back to school for an advanced de- 
gree. Last year, four employees 
resigned from the New York com- 
pany to continue their educations. 
"We also lose a few people every 
year who have re-located to New 
York from other parts of the coun- 
try and then decide they just don't 
like living here," says Brody. 

New Competition 
"What's happening as well," she 

continues, "is that there are now 
other industries hiring for the 
same kmds of positions that we 
hire for. Banks, stock brokerages, 
and law firms are hiring copywrit- 
ers and copy editors, and they can 
afford to pay more. This is a new 
kind of competition and we can't 
keep up with it. 

"But this should not sound too 
negative," Brody emphasizes. "El- 
sevier New York has a well-earned 
reputation for being a good place 
to work. We have many long-term 
employees. Although the company 
is still rather small, we try to fill 
vacancies from within whenever 
possible, and we approach em- 
ployees when we see a possible ad- 
vancement for them. In addition, 
we post all job openings and any- 
one in the company is eligible to 
apply and will be seriously 
considered. 

"In fact," Brody goes on, "my 
favorite part of my job is when 
we're able to promote someone in- 
ternally, or to be a little creative 
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BBA Anniversary 
Publication 

/ Biochimica et Biophysica A N  
1 The Story of a Biochemical Journal 
l by E.C. Slater 

Elsevier celebrated the 40th an- 
niversary of BBA with the publica- 
tion of this book. Professor E.C. 
Slater retired from his position as 
Chairman of the Board of Manag- 
ing Editors of BBA in 1985, stay- 
ing on instead as Honorary 
Managing Editor. At the time, he 
was encouraged to write a history 
of BBA, recalling its remarkably 
rapid growth and some of the in- 
tricacies involved in the journal's 
birth and early development. 

The final chapter of the book, 
" 1986 and Beyond" consists of an 
informative discussion of the fu- 
ture of scientific publishing, high- 
lighting the advantages of working 
together with the expertise and 
new technical developments of- 
fered by a large international pub- 
lishing house. 

Copies of Biochimica et Bio- 
physics, The Story of a Biochemi- 
cal Journal may be bought by ESP 
personnel at a special discount 
price of Dfl 50. For more informa- 

The 1987 Monotype Trophy for 
Scientific and Technical Composi- 
tion was awarded to the typeset- 
ters H. Charlesworth & Co. for the 
excellence of the general layout 
and typographical consistency of 
this book, the 13th volume in the 
series Studies in Statistical 
Mechanics. 

Last October, Walter Firth, 
Managing Director of Charles- 
worth & Co., presented the trophy 
to PSED Director Dr. Pieter 
Bolman. Firth's gesture acknow- 
ledges the close collaboration be- 
tween PSED Physics production 
staff, in particular the desk editors 
who mark-up the highly compli- 
cated formulas and text for type- 
setting, and their colleagues from 
Charlesworth & Co. in Hudders- 
field, England. 

According to Production Man- 
ager Geoffrey Andrew, the surpris- 
ing thing about winning the prize 
was that as far as PSED is con- 
cerned, it was just a normal 'run- 
of-the-mill' book. "There was 
absolutely no extra time, effort or 
attention involved during prepara- 
tion," comments Andrew. "In 
other words, we are proud of the 
fact that the quality of this book 
represents our normal m 

standards." * 
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of the Book Department at ESP 
Amsterdam. 
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