CONTENT LICENSING-DEFINITION AND ISSUES

Licensing agreements are your legal bond with providers of electronic content. Terms and conditions negotiated in a license agreement are incredibly important. The license agreement (and fees paid) may grant your organization much broader rights for distribution and redistribution of content to authorized users than would be permitted by the publisher’s or content provider’s standard copyright statement.

What might information professionals be licensing? Some examples follow:

· Electronic journal subscriptions

· Customized slices of databases

· High-value market research or other research

· Training programs (just-in-time, web-based programs)

· Enterprise business and news information services 

If your organization has not yet begun receiving information in this way, it is probably only a matter of time before it happens. The premise of making critical resources available in the most timely manner to as many persons as possible, accessible from the desktop whenever such resources are needed, is indeed compelling. We can expect more valuable content to be made accessible electronically, especially via the web when publishers are confident that they can protect their material from unauthorized copying and use. That confidence will come with licensing agreements that work successfully for vendors and information consumers alike.

At http://www.licensingmodels.com, you can find model standard licenses for single academic institutions, academic consortia, public libraries, and corporate and other special libraries. The models were created by five major subscription agencies and are considered to be in the public domain.  The key definitions included with the model licenses are very valuable, especially for persons who are new to negotiating licensing agreements. Reading through the definitions with your legal counsel and then considering how each term apples to your specific institution and intended use of electronic resources are excellent preparatory steps for meetings with vendors. 

Cordial relationships with vendors can become somewhat tense in licensing discussions. A way to alleviate the tension is to strive for that cliché—a “win-win” situation. Vendors are interested in terms and conditions that maximize the value of their intellectual property more than in terms and conditions mandating that their content be used in tightly restricted conditions.  In most cases, vendors are anxious that their information be widely available to support client business initiatives. 

Users must realize that the more liberal the delivery and redistribution terms negotiated in the license, the higher the value to the organization. Value comes in reduced administration and oversight time and costs, in addition to the value inherent in the information itself. Users are looking for reliable business information solutions and are anxious that their technology architecture, location of users, user behavior, and pricing requirements are addressed in the licensing agreements. When vendors and information consumers keep in mind the business objectives of their partners across the table, and negotiate to meet those objectives, there is every reason to expect that licensing agreements can produce the desired outcomes for both parties. 
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