[bookmark: _Toc452372466]Table 4.1 Has your parent organization trained librarians by seeking advice or training from other departments of your organization that might have special skills in negotiating?

	
	No Answer
	Yes
	No

	Entire sample
	0.00%
	14.46%
	85.54%




[bookmark: _Toc452372467]Table 4.2 Has your parent organization trained librarians by seeking advice or training from other departments of your organization that might have special skills in negotiating? Broken out by Type of institution sponsoring the library

	Type of institution sponsoring the library
	Yes
	No

	Corporate and Law Libraries
	21.43%
	78.57%

	Medical and Hospital Libraries
	25.00%
	75.00%

	Academic Library
	10.00%
	90.00%

	Public Library
	0.00%
	100.00%

	Library Consortium
	22.22%
	77.78%




[bookmark: _Toc452372468]Table 4.3 Has your parent organization trained librarians by seeking advice or training from other departments of your organization that might have special skills in negotiating? Broken out by Country

	Country
	Yes
	No

	USA
	11.86%
	88.14%

	Canada
	0.00%
	100.00%

	Other
	29.41%
	70.59%




[bookmark: _Toc452372469]Table 4.4 Has your parent organization trained librarians by seeking advice or training from other departments of your organization that might have special skills in negotiating? Broken out by Type of academic library and for non-academic libraries

	Type of academic library and for non-academic libraries
	Yes
	No

	Community or 4-Year College
	12.50%
	87.50%

	MA or PHD Granting College
	5.56%
	94.44%

	Research University
	11.11%
	88.89%

	Non-academic
	20.51%
	79.49%




[bookmark: _Toc452372470]Table 4.5 Has your parent organization trained librarians by seeking advice or training from other departments of your organization that might have special skills in negotiating? Broken out by Annual spending on materials and content

	Annual spending on materials and content
	Yes
	No

	Less than $50,000
	0.00%
	100.00%

	$50,000 to $250,000
	20.00%
	80.00%

	$250,000 to $1,000,000
	17.65%
	82.35%

	$1,000,000+ to $5,000,000
	13.64%
	86.36%

	More than $5,000,000
	15.79%
	84.21%
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If so describe what your organization did in this area.
Corporate and Law Libraries
1) made other departments available to consult
2) n/a we have NO other departments. We are a stand-alone Public Law Library
3) We work closely with our legal department on all contracts so that we make sure that everything we need is in there.  They help to train us on key things to look for
Medical and Hospital Libraries
1) We have steer community and professors as advisory board. 
2) Procurement and discussions with other libraries (academic)
3) We partner with Procurement and they do some negotiating for u
Academic Library
1) set up a meeting with the university's procurement services to discuss roles and rules
2) Attended licensing training hosted by my organization's procurement office.
3) Maintain contact with University Counsel
4) Sought help of scholarly communications officer.
5) They trained only basic things not in dept.
Public Library
Library Consortium
1) This institution is self-standing and small, the librarian takes care of consortia negotiations.
2) We use committees populate by librarians from our libraries (such as a License Review Committee) to engage them and tap into their expertise.
3) tailored courses
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Table 5.1 Are your librarians assisted by other professionals from your organization, such as lawyers or negotiation experts, when conducting negotiations for major contracts?

	
	No Answer
	Yes
	No

	Entire sample
	0.00%
	43.37%
	56.63%




[bookmark: _Toc452372473]Table 5.2 Are your librarians assisted by other professionals from your organization, such as lawyers or negotiation experts, when conducting negotiations for major contracts? Broken out by Type of institution sponsoring the library

	Type of institution sponsoring the library
	Yes
	No

	Corporate and Law Libraries
	57.14%
	42.86%

	Medical and Hospital Libraries
	41.67%
	58.33%

	Academic Library
	42.50%
	57.50%

	Public Library
	25.00%
	75.00%

	Library Consortium
	44.44%
	55.56%




[bookmark: _Toc452372474]Table 5.3 Are your librarians assisted by other professionals from your organization, such as lawyers or negotiation experts, when conducting negotiations for major contracts? Broken out by Country

	Country
	Yes
	No

	USA
	44.07%
	55.93%

	Canada
	28.57%
	71.43%

	Other
	47.06%
	52.94%




[bookmark: _Toc452372475]Table 5.4 Are your librarians assisted by other professionals from your organization, such as lawyers or negotiation experts, when conducting negotiations for major contracts? Broken out by Type of academic library and for non-academic libraries

	Type of academic library and for non-academic libraries
	Yes
	No

	Community or 4-Year College
	50.00%
	50.00%

	MA or PHD Granting College
	38.89%
	61.11%

	Research University
	44.44%
	55.56%

	Non-academic
	43.59%
	56.41%




[bookmark: _Toc452372476]Table 5.5 Are your librarians assisted by other professionals from your organization, such as lawyers or negotiation experts, when conducting negotiations for major contracts? Broken out by Annual spending on materials and content

	Annual spending on materials and content
	Yes
	No

	Less than $50,000
	10.00%
	90.00%

	$50,000 to $250,000
	40.00%
	60.00%

	$250,000 to $1,000,000
	47.06%
	52.94%

	$1,000,000+ to $5,000,000
	40.91%
	59.09%

	More than $5,000,000
	63.16%
	36.84%




[bookmark: _GoBack]
