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Unique Book Listings

Abebooks

Major Online
Retailer

Borders

Idependent Book
Shop

Buyers

• Book Collectors

• Avid Readers

• Students

Abebooks is the world’s largest marketplace for all 
kind of books – new, used, rare and out-of-print

Book
Sellers
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Software

Management

Abebooks.com

Abebooks.co.uk

Abebooks.de

Abebooks.fr

Iberlibro.com

Abebooks is positioned as the strongest 
long tail player of the online book retail 
industry:

• Largest selection of unique titles, 
editions, and book characteristics

• Robust search tool
• Advanced marketing campaigns



Long tail comparison between different types of 
bookstores
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Selling in micro-markets: Accessibility and discovery

Discovery
– How do customers know 

about your titles?

Accessibility
– How can customers find 

your titles?



Long tail suppliers for Abebooks
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Example for suppliers of Abebooks long tail

Specialized Book Seller
Dog Collector Books 

– 2592 titles for dog collectors
– Example title: Genetics for Dog 

Breeders

Print-on-demand Seller
Astro-Logos Books

– 242,302 titles Print on Demand 
available

– Example title: A Sub Generic 
classification of the New World 
bees of the genus Andrena

Specialized Publisher
Food Heritage Press 

– 530 cook book titles
– Example title: Savoring the 

Past : The French Kitchen & 
Table from 1300 to 1789

Diverse Seller Base 
Description
– 13,500 sellers
– 41 countries
– 15+ languages
– Average seller lists 5,000 

books



Vast selection of long tail suppliers lets customers 
find books further down the tail than ever before

Abebooks example: The Crab with a Long Tail



How all e-retailers can increase accessibility

1. Focus on high numbers of low volume products 
previously ignored

2. Systematically source / create products out-side of top 
selling items

3. Create robust systems to connect buyers with long-tail  
products



Factors driving discovery

Attracting Buyers
Pay Per Click ad campaigns

– Running long tail ad campaigns 
with Google and Yahoo to 
maximize the exposure of products 
and encourage discovery of 
Abebooks

Affiliates 
– Partnering with related websites to 

help their users discover 
Abebooks 

Natural Search
– Optimizing our website so that 

search engine users discover 
Abebooks 

Retaining Buyers
Product Development

– Wants
– Book sleuth
– Forums to foster community

Returning Buyer Features
– Newsletters
– Discount offers



The Role of Search Engines

Develop ability to find more and more specific 
information about niche interests  

Allow buyers to search for products 

Without search engines, niche book titles would never 
be discovered or purchased because no one would 
know they exist or where to purchase them

http://www.msn.com/


Long tail PPC ad campaigns create 1:1 marketing 
situations with an attractive ROI
PPC example: Bourkes Parakeets

Average cost / keyword Revenue per keyword / month ROI
$             0.10 – 0.20 $                     5 - 5,000 50-100%



Relationships with affiliate sites guarantee targeted ad 
placements and high conversion rates

Affiliate example: Modculture.com

Costs per transaction Revenue generated per site/ month ROI
5-10% / $1-2 lead fee $ 10 - $10,000 50-200%



Site optimization will allow search engines to find the 
long tail titles and provide Abebooks with qualified traffic  

Cost Revenue per search term / month ROI
Initial Set-up $              5-10,000 >200-300%

Natural Search example: Signed first edition Parable of the Talents



Developing tools to retain buyers who are looking for 
titles currently un-available
Wants example:
From: wants@abebooks.com [mailto:wants@abebooks.com]
To: Jane Doe
Subject: Abebooks has found the book you want

We're pleased to tell you that Abebooks.com has successfully found the following book you want.
Your Want: # A500297846
Title: The Rarest Book in the World

View or Order this Book at the link Below:
http://www.abebooks.com/servlet/ListingDetails?bi=703787966&cm_la=want

Cost Revenue generated / email ROI
Initial Set-up $              0.25 - 2.00 >100%

mailto:wants@abebooks.com


How all e-retailers can increase discovery

1. Grow search marketing campaigns to include 
titles out-side of the best seller list

2. Develop affiliate relationships to gain qualified 
traffic

3. Optimize product pages for search engines

4. Create features / tools for buyers to improve 
customer retention



Keys to Success for all marketersKey to success for all marketers

Ensure Access to the Long Tail
• Focus on high numbers of low volume products 

previously ignored

• Source / create products outside of top sellers

• Develop systems to connect buyers to long-tail products

Improve Discovery 
• Attract buyers with 1:1 marketing through PPC, unique 

(partner) websites and SEO

• Retain buyers through product additions
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