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[bookmark: _Toc531160205]Executive Summary 
Introduction of a new product in a market is an important organizational strategy of enhancing the sales volume of an organization (Sorescu et al., 2011). Upon a reflection on various alternatives, the analysis establishes that Harlequin should introduce eBooks to benefit the expanding the market. Harlequin has the resources and capabilities to enter into the eBook business. The company’s authors are highly talented as evidenced by the series business which has seen the company’s brand name and reputation grow. Therefore, the report recommends launching the eBooks while and also continue with the printed versions. The competitors have significantly benefited from eBooks as evidenced by their sales performance under the period in consideration. The strong brand developed by Harlequin publishers provides the company with a competitive advantage and thus, introduction of eBooks would significantly enhance its sales and align the publisher with the changing retail business environment. The growth in eBook sales has been on a positive trend as evidenced by the publisher’s performance that is already in the e-books business. Therefore, Harlequin should consider utilizing its strong brand through the authors by embracing the new technology in distribution.
[bookmark: _Toc531160206]Critical Issues Considerations 
[bookmark: _Toc531160207]Consideration of Competition 
The intensity in competition is an important consideration when analyzing alternatives in the market. Harlequin’s series romance novels were one of the most sought-after products in North America. The series has 80% market share, and thus, the competitors in the market only account for 20% on series market segment. This implies that Harlequin series is the leader in the series segment and thus, attracts the majority of customers. Despite the promising market share in the series novels by Harlequin, the single title books have created significant competition to the series books from competitors such as Random House, Penguin, HarperCollins, and S&S. More customers are now being attracted to the single title books as opposed to series books. Therefore, this does not only pose a threat to the series demand to Harlequin but also puts the company’s management at a dilemma on whether to venture into the single market, abandon the series market or serve the two segments simultaneously. 
Another competitive force emanates from the authors. The dilemma exists between Harlequin and the writers who do write not only the series books but also write single title books. The writers seek other publishers to publish the single tile books since Harlequin does not do so. Therefore, there is a compelling force of losing the writers and customers to single title market. 
[bookmark: _Toc531160208]Expansion Consideration 
Over the years, the Harlequin brand has been reputable in the production and publication of women’s series romance fiction in the global markets. For instance, the company has sold its novels in approximately 100 countries under 23 languages. The critical success factors of the company have been consistency in production, efficient distribution system and use of creative control. However, the company’s growth in sales on series romance books has almost stagnated from the year 2000 and 2012. On the contrary, the company’s profitability has been on a positive trend with an increase in profit in the same period from 12.4% to 17.2%. 
The increasing profitability of the business and stagnating sales volume provides a dilemma on to company on a suitable course of action to take. The growth in the single title books market had significantly increased and accounted for approximately 45% of the revenues generated by the publisher. Therefore, to remain profitable and competitive in the market, the management of the company is considering introducing eBooks as a new product line in its product portfolio. One of the primary considerations on the new product line is the growth in the single title's market. The market has experienced positive growth over the same period that the series books registered low sales. The dilemma now arises on the most appropriate strategy to adopt without affecting the current market position which is still profitable to the company. 
[bookmark: _Toc531160209]Consideration of Consistency 
Consistency has been among the pillars that Harlequin has strongly held over the years in the series books segment. The aspect of consistency significantly influences customers’ loyalty as the company is consistent in various aspects including how a novel is written, distribution and warehouse systems among other factors (Topley, 2014). Therefore, readers understood where to obtain the books and understood what they expected in the books due to consistency. Considering how consistency means to the publisher, the single title books are more likely to dilute the consistency which is strongly held by the publisher. Besides, eBooks distribution has been faced with piracy challenges where publishers face losses due to digital rights theft. 
[bookmark: _Toc531160210]Alternatives Presentation 
[bookmark: _Toc531160211]Alternative 1: Limit Partnership Expansions 
The distribution system of Harlequin books mainly relies on partners. Through partners, the series books are easily accessible to customers at their convenience. Besides utilizing the partners’ stores such as Simon and Schuster’s (S&S), Harlequin also uses the partners’ sales force in distributing the books. One of the major hindrances of relying on S&S on the single title book (MIRA) lies with the fact S&S has been in the single title market over the years. Therefore, the partnership created benefits for the two publishers’ brands by Harlequin focusing on the series of books while S&S focused on single title books. Therefore, venturing into the single title books segment would strain the relationship between the companies and possibly impact adversely on the series books sales. Having a strong brand reputation plays a crucial role in influencing demand among consumers. This implies that Harlequin can limit the partnership with S&S, launch eBooks and focus on both series and single title books. 
[bookmark: _Toc531160212]Alternative 2: Focusing on E-books 
The web-based providers such as Createspace that is owned by Amazon and Lulu.com provided authors with an opportunity to self-publish and develop a digital version of their novels. By doing so, the books can be distributed in digital format and thus, readers could access them through online. However, allowing self-publishing resulted in the problem among customers on determining quality books that are consistent with the readers’ interests. However, to eliminate this challenge, the sites that facilitated self-publishing offered readers with an opportunity to make reviews and recommendations to books. 
The e-book distribution medium has proven to be of significant importance to publishers such as Random House, Penguin, HarperCollins, and S&S. Although the published copies generated a significant amount of revenues to these publishers, the books sold through e-book channel of distribution was gaining momentum with the percentage of sales volume of e-books sold by the publishers increasing from one year to another. For instance, Random House eBooks sales rose from 0.1% to 22% of the total sales revenue from year 200 to the year 2012. This implies that the e-books are continuously gaining more customers and authors together with publishers are significantly benefiting from the online platforms. Therefore, embracing eBooks by Harlequin could be of significant importance in enhancing its sales volume and changing its distribution channel with the advancement in technology. The advancement in technology significantly cut distribution costs, and a publisher or an author can access a broader number of customers in a wider geographical region. 
[bookmark: _Toc531160213]Alternative 3: Transition to the Franchise through E-Books Publishing 
Despite the rise in eBook sales over the years, the traditional distribution sales also account for a significant sales volume among the authors or publishers. Authors can now self-publish and make sales through a digital platform. However, a strong brand is one of the considerations that authors derive value from being associated with a publisher. Although the authors can comfortably self-publish and make sales through eBooks selling, their sales can significantly be enhanced by having a strong brand name such as Harlequin. Therefore, the publisher can consider venturing into the eBooks business and make significant sales through the authors. 
[bookmark: _Toc531160214]Recommendation 
The advancement in technology has changed how books can be accessed by customers. Customers can now easily access their preferred books through the internet and make payments for such books. Therefore, Harlequin should consider having e-books on its portfolio to take advantage of the digital distribution that does cut not only cost on distribution but also have broader access to customers. The growth in eBook sales has been on a positive trend as evidenced by the publisher’s performance that is already in the e-books business. Therefore, Harlequin should consider utilizing its strong brand through the authors by embracing the new technology in distribution. The retail business has significantly changed over the years with development in technology, changing consumer preferences, increasing competition. The competitors have responded by embracing technology and utilizing digital platforms to distribute books. Therefore, Harlequin should embrace the technology to enhance the sales which have stagnated over the years. 
[bookmark: _Toc531160215]Action Plan 
Step 1: Definition of the organizational objectives and goals on introducing e-books 
Step 2: Setting SMART goals 
Step 3: Identifying the barriers and challenges of eBooks 
Step 4: Identifying the resources required in introducing eBooks both financial and human resources 
Step 5: Setting realistic timescale that the eBooks are expected to break even 
Step 6: Monitoring the performance of e-Book sales alongside the performance of other printed books 
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[bookmark: _Toc531160217]Appendix 
[bookmark: _Toc531160218]Diamond E-Analysis Insights
Organization – Harlequin has a strong brand reputation and thus, introducing e-books would significantly boost its sales volume. Brand reputation would also attract more authors in being associated with the publisher even in the eBooks business. 
Strategy – the development in technology has changed the retail business and hence the need to change with the emerging changes. The use of digital platforms in distribution is considered to reduce the overall costs and reach more customers significantly. Therefore, the strategy of embracing the e-book business would significantly enhance sales, reduce cost and reach more customers. 
Environment – the retail business environment is significantly changing as well as consumer preferences. Customers seek the channels of distribution that are convenient to them one of them being digital access to products. Therefore, by introducing eBooks, Harlequin would be aligned with the changes being experienced in the retail sector. 
Management Preferences – the management is concerned by consistency in providing readers with what they expect. Therefore, introducing eBooks that are consistent with the standards that the company originally had would significantly improve the sales of the publisher and position the company competitively against the rivals in the sector. 
Capabilities and Resources – the publisher have the required capabilities and resources to introduce eBooks in its portfolio. The publisher has experienced authors, and through their experience, the publisher can maintain consistency in writing books. 
Constant Sales Strategy – the stagnating sales by Harlequin necessitates the publisher to enter into eBook business. Introducing eBooks would enhance the publisher’s sales and maintain the company’s profitability. 

