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AuthorNet

AuthorNet is an online facility where Cambridge authors can view their
royalty statements; access information about all stages of the publishing
process, including guidelines for initial submission; and order books online
— at discounts of 40% off their own books, 30% off any other Cambridge
books and 20% off journals subscriptions. We are also using AuthorNet to
provide you with simple tools and resources that help you get more involved
with the promotion of your book.

Log in at www.cambridge.org/authornet
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Mathematics publishing

Cambridge University Press has been publishing in mathematics for 300 years.

It now plays a major role in the pure and applied mathematics and statistics
communities worldwide, enjoying strong links with several major academic
societies and organizations and publishing the work of many Fields Medallists
and Nobel Laureates. Its broad list of current authors comes from around the
world, and includes mathematicians for whom English is not the native language.

Cambridge commissions, markets, sells and distributes its mathematics
programme across the globe. The University Press is always swift to embrace

new publishing technology. In our printing operations this means we can keep
books available through short-run digital printing, and at the same time minimize
our environmental impact by making them available electronically. In the field

of electronic publishing, the mathematics journals available through Cambridge



Journals Online have recently been supplemented by a fully coded archive of the
Journal of Fluid Mechanics, comprising 200,000 pages. Cambridge aims not only
to make each new mathematics title available in electronic form, but to launch
large-scale, fully searchable online collections.

To produce titles of the highest quality, Cambridge invests in its books and its
authors, through its careful process of peer review, through the high quality of
its production processes, and through the hands-on, personal approach of its
mathematics editorial team, who between them have sixty years of in-house
experience.

The Cambridge mathematics publishing programme is designed to reach all
academic levels, from undergraduate teaching to the highest levels of research.

From the broad sub-disciplines of pure mathematics, applied mathematics, and
statistics, the range of Cambridge mathematics publishing is unmatched; notably, it
has developed a significant presence in those meta-disciplines where mathematics
meets other subjects, such as physics, economics and computer science.

Because Cambridge markets and distributes books globally, Cambridge
mathematics titles can be found in lecture theatres, libraries and research
institutions around the globe. As a not-for-profit publisher, we use any financial
surplus to invest in our future publishing programme.

Cambridge University Press advances learning, knowledge and research
worldwide; it is one of the largest and most prestigious academic and professional
publishers in the world.
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Cambridge sales and marketing

The sales and marketing team in Cambridge promotes your book to customers
throughout the United Kingdom, Europe, the Middle East and Africa.

Our extensive, dedicated and professional sales network ensures that your
book is represented to every appropriate bookstore in the region, is readily
available to order online and is extensively profiled to academic, research
and corporate libraries. Our multi-lingual team makes regular personal calls
on key accounts, specialist distributors and smaller academic retailers. They
have an unparalleled reputation for excellence and service and were recently
voted the most supportive sales team in the industry by the Academic,
Professional and Specialist Booksellers Group of the Booksellers Association
of the UK and Ireland.
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Targeted campus sales calls are a core part of the promotional strategy for
our key textbooks. Our Higher Education sales team promotes appropriate
titles by making focused personal contact with course leaders and lecturers
in order to help with their teaching requirements and to influence their
adoption decisions.

Traditionally, the most effective ways to market academic books have been
direct mail, academic exhibitions and reviews; today, we are making ever-
increasing use of electronic media, not just to reach our existing customers
as effectively as possible, but to bring your book to the attention of a wider
community of prospective buyers.



Direct marketing

Your book will be included in all appropriate direct mail activity, including
relevant subject catalogues. All of our direct mail is sent to a wide range
of focused prospects — academics and professionals in relevant disciplines,
librarians, agents, booksellers and media contacts. We have our own
database of several hundred thousand people across all subjects in the
UK and Europe alone, and we make use of relevant third-party address
lists. Such third-party lists include appropriate associations and societies
as well as list providers. We use direct e-marketing activity such as e-mail
campaigns, postings on relevant sites and listservs and announcements in
appropriate e-newsletters.

Publication will also be announced in our regular new title e-alerts service
(www.cambridge.org/alerts). This is proving a popular service and will

help drive sales and awareness of your book.
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