
10. Marketing and promoting the book 
 

Just as every book receives individual and careful consideration through the production process, the 
same applies to the marketing stage, where every book receives a custom-made marketing plan in 
order to maximise its publicity and sales. However, there are some aspects of this marketing process 
that are similar to the majority of books we publish and this section attempts to explain these to you. 

 

One of the most important documents that you will be asked to complete for LUP is the Publicity 
Questionnaire. This will be sent to you upon completion of the final manuscript by the Publishing 
Co-ordinator and it is important you complete this in as much detail as possible by the date requested. 

 

The Publicity Questionnaire is used and referred to extensively during the course of your book’s 
publication. The blurbs that you provide in the Questionnaire form the basis of the back cover blurb 
and marketing copy which the Marketing department will use to publicise your book. With the 
information you provide, and our experience in publicising and selling books, a final dedicated 
marketing plan is drawn up for the book and followed by the Marketing team at LUP. 

 

The following stages outline our general marketing activities that will adhere to your book: 
 

Stage one – Invisible marketing 
 

About nine months prior to publication we announce details of forthcoming books internationally via 
bibliographic information agencies such as Nielsen Bookdata and Bowker. This information is 
disseminated from these companies to libraries, retailers and websites, ensuring every shop, wholesaler, 
supplier, library or website has the book on their system for potential ordering. 

 

Stage two – The catalogue 
 

All new books are announced in a new titles catalogue, which is mailed to all retail customers 
including campus bookshops, independent retail accounts, major national accounts, and wholesale 
distributors. The catalogue is also sent to our representatives and key accounts in Europe, the Middle 
East, the Far East and Australasia. The information in the catalogue is replicated in the seasonal 
catalogues of our American distributors, Oxford University Press, who market and promote the book 
across the United States, Canada, South and Central America and the Caribbean. 

 

Stage three – Our UK sales representatives team 
 

Each year we hold two sales conferences to present our new seasonal catalogue to our sales 
representatives and review the previous six months’ performance. At this point we also distribute 
Advance Information sheets, highlighting the key selling points of every new book. The 
representatives then visit national retail chains and book stores, campus bookshops and libraries, 
library suppliers and wholesalers to ensure that copies of your book are purchased well in advance of 
publication. We also present our new books at the international bookfairs in London and Frankfurt 
to our international distributors and representatives. 

 

Stage four – US marketing and distribution – Oxford University Press 
 

In the US, the largest market for scholarly books, all LUP titles are advertised, marketing, sold and 
distributed by Oxford University Press, USA. Their seasonal and subject catalogues, which your book 
will appear within, are distributed to over 30,000 booksellers, libraries and academics and students 
and we work closely with OUP to ensure every book reaches its US potential. We present all our new 
titles to OUP twice a year and with strong and constant communication between LUP and OUP, any 
queries you might have about your US sales or publicity will be quickly answered. 

 

Stage five – Advance publicity 
 

About three weeks prior to publication we release review copies and press releases to relevant 
academic journals, national newspapers, magazines and examination boards. 



Stage six – Direct marketing and flyers 
 

We use targeted email marketing campaigns to promote the book to our mailing list. The book will be 
included on all subject relevant campaigns and a tailored individual email of the book will be sent to 
you directly for sharing with your personal contacts. 

 

We provide all authors with a flyer on publication for their use, to distribute to colleagues and during 
lecture tours for example. In addition, we contact societies and organisations with subject flyers which 
include your book. If you have any requests on additional societies you’d like us to contact please feel 
free to get in touch. 

 

Stage seven – Exhibitions and conferences 
 

The marketing and promotion of your book is continuous at LUP. Throughout the year, we attend a 
variety of academic conferences and exhibitions at which our books are available for purchase at a 
discount. Advance information, order forms, show cards, flyers, catalogues and other promotional 
material are sent to relevant conferences, even those we are unable to attend in person. 

 

Stage eight – Foreign rights 
 

LUP actively seeks the sale of foreign rights on all its books, widening the appeal and impact of our 
books by seeking translations and co-publication deals. We attend the international and acclaimed 
book fairs in Frankfurt and London every year in order to sell translation and new territory rights for 
our publications. 

 

Stage nine – Online and E-books 
 

Books in the series will, in due course, join Oxford University Studies in the Enlightenment Online, a 
digital collection available to university libraries. 

 

 
 
The above summary is only an indication of the marketing we do for our books. It is far from 
conclusive and we urge all our authors to be involved in the marketing process, to come to us with 
suggestions and be an active part in the promotion of their work. 


