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}Overview of the Digital Marketplace 
and Affordable Learning Solutions  

}The threats to the universityõs 
educational success within the new 
digital ecosystem  

}Ideas about new business models and 
responsibilities of bookstores & 
auxiliaries in the CSU  
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How can the CSU best profit in the 
emerging digital content ecosystem?  

 
}Addressing this question has been the 

motivation for launching both the Digital 
Marketplace and Affordable Learning 
Solutions.  
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}Launched in 2006 to understand the emerging 
ecosystem and develop new tools and services 
that met three goals:  

ƁChoice -  enables discovery of course-appropriate content, including 
commercial publisher content, library resources, and a wide array of 
OER (open educational resources ï Free Online Stuff) 

ƁAffordability -  solutions that reduce the cost of learning materials 
to the student and the institution  

ƁAccessibility - every student, regardless of economic, physical or 
learning disability, is entitled to a high - quality education with 
complete access to all learning materials.  

}Focused on technology and marketplace/business 
developments 
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}We found that successfully adapting to the digital 
world requires:  
ƁImproved, convenient means for faculty to find, select 

and manage affordable & accessible content  

ƁSimplified content adoption procedures  

ƁConvenient means for students to find, acquire, and 
manage this course content  

ƁDigital content not ready for wide scale adoption but 
could be soon  

ƁA campus - based service center to help with faculty and 
student needs  

Success requires the CSU and our business partners 
to rethink every stage of course content workflow  
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Á Launched in 2010, Affordable Learning 

Solutions  is an on-going effort to promote and 

conveniently deploy a wide range of the Digital 
Marketplace solutions within the CSU. 
als.csuprojects.org 

Á  Four Content Strategies ï quick overview 

Á Lower cost publisher content ï with focus on Digital 
Rentals 

Á  Using library content for instructional purposes 

Á  Open Educational Resources 

Á  Authoring ñnewò content with different business models 
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http://www.als.csuprojects.org




http://library.csudh.edu/ALS / 

Fall 2010 -   
Fall 2011  
 

105 Faculty  
Made Digital 
Choices  
 

6,900+ 
Students 
Enrolled  
 

Potential  
$490,000 
Savings 

Libraries Leading The Wayé 



http://www.csupomona.edu/~library/ali  

Partnering with Facultyé 

1. Conduct research on student needs and preferences 

2. Development and use of OERs for courses 

3. Testing new lower cost licensing model for publisher 
content 

4. Faculty development for using authoring tools that 
produce accessible online learning resources 



1. Supporting Campus Deployment 
Through Campus Leadership  

2. Scaling Shared Services Through 
Systemwide Collaborations.  

3. Engaging Technology and Publishing 
Companies in Collaborative Innovations  

4. Improving Accountability Strategies To 
Measure and Manage Outcomes  



FYI   Jack Gunther and Sandy Ehrhorn will be giving a 
wonderful presentation on the specifics of DM and 

AL$ tools and services tomorrow  

Tuesday at 10:45 AM  
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}The money grab  

}The control  

}The risks to the CSU  
ƁAccessibility  

ƁSecurity  

}The need for new business models  

}The universityõs success in graduating 
students  
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}Publishers and distributors want to cut 
òmiddlemenó ð e.g. the bookstore ð out of the 
business.  
ƁThere is a lot of money involved and investments/ 

business models that they need to protect  

ƁThere is greater price competitiveness and 
transparency -  threatening their old business models  

ƁStudents are exercising their choice to buy/not 
buy/buy from other places  

ƁThey want a direct channel to our students and faculty 
to build customer relations for sale of other content 
over the long term  

ƁThey want the elimination of used books  
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}Our Current Practicesé We Donõté 

ƁAssure access to course content at the start of the 
semester by all students  

ƁAssure the course materials are accessible for all 
students  

ƁòSupportó faculty selecting relevant, quality, and 
affordable content essential for student learning  

ƁòSupportó all our students acquiring and optimally 
using the course materials for their learning  

ƁIntegrate access and use of content across campus 
distributors: bookstores, libraries, and faculty  
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}CUSTOM business manager for the campus with 
publishers, technology companies, and for new 
business models for òoldó business practices 

¶Bookstores/auxiliaries bring business models to 
libraries, OER, authoring, custom publications, 
custom print services, etc  

¶There are CSU system and  individual campus 
requirements that determine program 
effectiveness  

¶Technologies for organizing, managing, 
delivering digital content need to be integrated 
with other campus platforms  
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}Improvements in instructional success will come 
from the CUSTOMIZATION and PERSONALIZATION 
of the total learning and college experiences  

¶Bookstores can develop and deliver content to 
meet the dynamic needs of the student 
throughout the course  

¶Technologies for organizing, managing, 
delivering digital content need to be integrated 
with other campus platforms (LMS, Library, SIS, 
etc)  

ƁBookstores can be fee - based student success 
     services centers  
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}Current process  

 

 

 

}Need for new process  

 

 

}Changes to policies and practices to align 
adoption/requisitions with course registration  
ƁHEOA and Section 508 compliance  

Discover  Negotiation  Acquisition  Delivery  
 

Adoption
  

Access 

Negotiation  Adoption  Acquisition  Delivery  
 

Discover
  

Access 
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   RFP for publishers to provide titles for 
licensed content deals 

 

Negotiation 

   5ƛƎƛǘŀƭ άǎŀƳǇƭƛƴƎέ ǘƘŀǘ ƛƴŎƭǳŘŜǎ ƛƴŦƻǊƳŀǘƛƻƴ 
ŀōƻǳǘ ŎƘƻƛŎŜ ƻŦ ƻŦŦŜǊǎ ǿƛǘƘ ¢Ωǎ ŀƴŘ /Ωǎ ŀƴŘ ŘƛǎŎƻǳƴǘǎ 
for early adoption 

 

Discovery 

    Collaboration with store systems for student 
access; Examining course/university fees 

 

 

Acquisition 

   Accessible eReaders and integration into 
LMS/Bookstore/campus technologies  

 

 

Delivery 
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}The management of educational content is divided 
among many stakeholders  
ƁAcademic Affairs and Academic Technology Services 

need to be better partners with bookstores/auxiliaries  

}Many needs must be accounted for  

}The strength of the CSU lies in its ability to 
leverage its size  

}AOA leadership and investment in this adaption is 
central to its success  
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