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What's the point of the book exhibit?

1. Prestige. If publishers want to exhibit, this is a sign that they

are taking PLC seriously as a decent-sized conference. And if we have

a big publisher presence, this looks impressive to PLC attendees, too.

2. Discounts. Publishers send special order forms for a list of

selected books, offering 10 or 20% discounts. Attendees can take them

away, and we usually leave the remaining order forms in the department

library for anyone to take, as the discount is good for a month or more.

3. Free books. The publisher sends an exhibit (usually 10-30 books and

some journal volumes) to advertise their listed discounted books. At

PLC we allow attendees to buy the display copies at the discounted

price, and keep the money that we make. Any leftover books go to our

library. At PLC 28 we gave relevant leftover books and journals to the

Educational Linguistics program at the GSE (eg anything on teaching,

L2 acquisition, world English etc).

4. PWPL sales. The Penn Working Papers exhibit and sell their volumes

at PLC. These include proceedings from past PLCs, and tend to be popular.

5. Sponsorship. Routledge gave $100 for an ad on the PLC 28

website. Future possibilities include sponsoring coffee breaks, T-shirts or a talk.

What can go wrong and how can I make it right?

1. Too few exhibitors. This actually is unlikely to happen, since

Benjamins come every year (usually just for Saturday, and they send

their own staff) and we have a long-standing relationship with Chicago

and Cambridge. But you must be pro-active about contacting publishers

early!

2. No PWPL presence. You must remind PWPL to prepare their exhibit and

either bring it to PLC themselves or arrange for the PLC commmittee to

do so.

3. Crap books. Heinemann sent a bunch of books to PLC27 that were

mainly for learners of English as a second language -- not appropriate

for PLC. At PLC 28, Routledge sent a lot of basic undergrad textbooks,

which are only marginally interesting to the PLC audience. Make sure

you look carefully at publishers' catalogs on their websites, and that

they're appropriate for grads and faculty in (serious) linguistics.

4. Expensive books. Publishers have in the past sent display copies of

new, hardback books. Even with a 20% discount, these can cost

$50+. Given that the majority of PLC attendees are impoverished grad

students, this is not a realistic approach. Advising publishers on

what to send cannot hurt and might work out. For instance, for PLC 28

we told Benjamins that their 'bargain box' (all vols for $10) was

usually very popular. So that's exactly what they brought - every

single hardback book on their table cost $10, and they sold like

crazy. Try this with the other publishers - look at their websites,

talk to other students in the dept, and put together a suggested list

of up to 20 books and journals that they could send. They might

appreciate you saving them the time and effort of choosing for

themselves.

FINAL POINT: as soon as you know the name of the plenary speaker, find

out if they have recently or are about to publish something. Contact

their publisher and ask them to send you copies. Juliette Blevins was

the PLC 28 plenary speaker. Cambridge sent flyers for a 20% discount

on her forthcoming book. Taking this approach might draw in a

publisher who hasn't exhibited at PLC before, or further improve

relations with one of our regulars, and will add to the professional

look of PLC.

Timeline

EARLY SEPT/OCT: publisher selection

- select publishers to contact

   - DEFINITELY: John Benjamins

   - DEFINITELY: Cambridge University Press

   - DEFINITELY: Chicago University Press

   - DEFINITELY: Blackwells

   - POSSIBLY: Routledge, Mouton

In the past, we've randomly contacted lots of publishing houses. It's

not worth it. Concentrate your efforts on the big four above, plus a

few others that you think might work out. For PLC

28 we got no response from Blackwells at all, which was weird. Really

try and get them to exhibit, because they have a great selection of

books. 

Use publisher websites to get the e-mail addresses of the people who

handle conference exhibits. Here are the names of PLC 28 contacts:

John Benjamins- Christopher Bell promotion@benjamins.com

Chicago Univ Press - Jennifer Alicia Johnson (Jenn) jaj@press.uchicago.edu

Cambridge Univ Press - Adam Chan achan@cup.org (NY office)

Routledge - Kaiulani C. Kaneta (Lani) Kaiulani.Kaneta@taylorandfrancis.com

Check the publisher websites though - people come and go, so make sure

the names above are still current before you send your e-mails.

OCT / NOV: sell the PLC

- if you haven't done so already, mention how great the invited

speaker is, how great the conference is, how many attendees we had the

previous year etc etc. This is necessary to a) encourage publishers

who haven't responded to do so b) convince confirmed publishers to

sponsor a web ad or coffee break. NOTE: Benjamins won't sponsor at

all, and will just come along on Sat. Don't antagonize them.

- send list of suggested books to publishers who have confirmed. 

- ask PWPL and Working Papers in Educational Linguistics if they will

send an exhibit.

DEC/JAN:

- provide shipping details to confirmed publishers




- any other follow-up e-mails (sponsorship etc)

JAN:

- reserve tables. If you're at Huntsman Hall and need more tables than

Anita can provide, ring the MBA Division and ask to borrow their

tables in Anita's name. If not, try a local party rental

company. Party Rental Ltd has 6ft collapsible tables at $6.50 each and

will deliver. However, the delivery charge is $45. Call Irene Silver

on 215-735-9782. Or check the phone book for other companies.

- check all shipments have arrived at the correct address. 

- check contents of shipments - do they all have order forms?

FEB:

- make signs for the book display eg. "Want to buy a book? Please take

it to the registration desk, or pick up an order form"

- write instructions for registration desk and give them a copy of all

price lists (usually the discounted prices are there on the order

forms).

- check PWPL and WPEL plan to have staff manning their tables for at

least part of PLC, so registration desk won't be overwhelmed.

- ensure that you will have help in setting up the book exhibit each

day of the conference - it can take about half an hour. And books are

heavy, so make sure you've figured out how to get them from their

overnight storage place.

