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• HC is pursuing a variety of experiments with free access to 

digital content to evaluate whether this can increase sales 
of e-book and physical books. 

• Two types of experiments: 

– Partial Access  

– Full Access 

• Two platforms: 

– Browse Inside on HarperCollins.com 

– e-book / digital audio 

• All experiments must be measurable! 



Browse Inside Platform 



Why we think this is the right approach… 

Browse Inside PDF Free Download 

Visitors 83,102 20,000  

Visits 85,867  30,000  

Downloads 0  15,000  

Page Views 3,827,306   

Avg Page Views per Visit 46   

Avg Visit Duration 15:55   

Clicks on Buy Link 1,177 

Emailed to a Friend 16,236 

…look at all these great things we’re learning! 



Case Study 1: Free partial digital audio  

Offer:   

 Neil Gaiman’s A Study in Emerald; free story to promote sales of the 
whole book, Fragile Things 

 Audio download without DRM or registration 

Results: 

Blog and viral success story 

Sales impact hard to measure 

Did not drive registrations 

Readers bypassed our up-sell efforts 

What we learned: 

Too easy to take it and run 

Need to tie it to registration, use 
DRM, or watermark 



Case Study 2: Early access to partial book  
using Browse Inside 

Offer:   

Sneak Peek of Warriors Volume 3 

Browse Inside preview of 20% on 
HarperCollins.com 

Promoted to 30k subscribers to Erin 
Hunter’s AuthorTracker mailing list 

Results: 

Increased preorders 30% 

Member benefit, incentive to register 

What we learned: 

Online promotion can impact 
sales 

Value of promoting to 
AuthorTracker mailing list 



Case Study 3:  Free whole DRM’d e-book 

Offer:   

Robin Hobb’s Shaman’s Crossing 

E-book giveaway with DRM and 
registration 

Results: 

 Drove same-title and backlist sales of e-
books 

 Drove registrations 

What we learned: 

Free DRM’d e-book can drive sales 

People will register for free content 



Case Study 4: Full Access to 100%  
using Browse Inside 

Offer:   

Neil Gaiman’s backlist book American Gods 

Results: 

Increased weekly sales of physical book at independent retailers 250% 

Valuable user feedback through online survey 

41% had never read an e-book 

30% of those would use Browse Inside to read a whole book 

What we learned: 

This type of promotion can 
bring new readers to ebooks 

Consumers are motivated by 
“100% for free” – the viral 
pass-along rate is very high 



Coming up 

• Upcoming free offers: 

– Full access to Paulo Coelho’s The Alchemist and his new hardcover Brida 

– Sneak Peek at Starbucks pick The Art of Racing in the Rain by Garth Stein 

• Lots more experimentation 


