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OUR SALES TEAM
Academic and Library Sales
At SAGE India we have a team of highly trained and 
experienced professionals, who are responsible for 
the sale of all SAGE imprints. Apart from our offices 
in Chennai, Kolkata, Hyderabad, Mumbai and New 
Delhi, we also have a large network of sales force 
spread across various parts of the country led by 
Territory Heads. To ensure that enough focus is 
given to each product range, the sales team has 
been divided into library and textbook sales. 

The territory heads are essential to the success of 
our books as they visit the relevant colleges and 
institutes to meet faculty/academics and librarians. 
They distribute catalogues, obtain requests for 
inspection copies, and most importantly, secure 
orders and adoptions. They also hold on campus 
displays. Reps who have local knowledge 
and experience in academic markets to create 
awareness for our books amongst the campus 
bookstores, and work closely with the local trade 
as well as take orders in the field, add to the 
effectiveness of our localized sales team. 

 
Retail/Online Sales
We have a large portfolio of professional and serious 
non-fiction books that are sold through the retail/
online space. A special team/department under 
this initiative takes care of availability and visibility 
of all such products in the retail chain stores and 
the vast online network.

We also work closely with major online retailers 
including Amazon, FlipKart, InfiBeam. Most of our 
titles are included in “Look Inside” feature on 
Amazon which allows potential customers to read 
sections of your book before deciding to buy. We 
also coordinate “Deal of the Day” with Infibeam 
and “Book of the week” and “Author of the 
week” with Flipkart to promote our titles and 
increase the visibility that translates into sales. 
With enhanced opportunities offered by the ever-
expanding online supply chain we are regularly 
establishing relationships with new online retailers 
while maintaining the existing ones. 

GLOBAL REACH/KNOW US
SAGE is an independent international publisher of books, journals, and electronic media. Known for our 
commitment to quality and innovation, we are a world leader in our chosen scholarly, educational, and 
professional markets.

SAGE India is committed to the global dissemination of information. Our Marketing department develops 
plans and strategies to reach the widest readership possible, extending the exposure of each and every 
publication. We have a global presence through our affiliate companies in California, London, Singapore 
and distributors worldwide. This international visibility endures as a premium for SAGE authors and editors.



THE BOOKS  
MARKETING TEAM
We have a team of trained and experienced 
professionals, who are responsible for the 
marketing of all SAGE imprints. The marketing 
department uses its knowledge and experience of 
book publishing to market and promote your book. 
This is done in close co-ordination with all the other 
departments, to ensure the market focus of SAGE 
books, and maintain our competitive strength. 

Long before a book ever comes off the press, 
the marketing department develops plans and 
strategies to reach the widest audience possible, 
maximizing the exposure of each and every 
publication. SAGE’s highly targeted direct-mail 
promotion for books includes annual catalogues in 
which all new titles are included, as well as subject 
catalogues, the quarterly newsletter and select title 
brochures. 

Each new title also gets announced in the monthly 
newsletter (in the month that the book is scheduled 
to be published), which is then sent out to an 
electronic database each month. In addition to this, 
each book is widely advertised through all the SAGE 
websites (www.sagepub.in; www.uk.sagepub.com; 
www.sagepub.com) as well as various other online 
portals.

SAGE’s affiliate companies in UK, US and Asia 
Pacific, in conjunction with distributors worldwide, 
maximize the sales of SAGE books and journals 
through concentrated international marketing 
campaigns.

PRE-PUBLICATION 
MARKETING
Marketing in SAGE India starts when the advance 
information for your book is received. All our books 
data is fed via ONIX – the international standard 
for representing and communicating book industry 
product information in electronic form- ensuring 
that all of the information for your title is accurate 
and updated regularly. The advanced information 
for your book is provided to retail outlets and online 
portals in advance.

Promotions of forthcoming books are done through 
our printed subject catalogues, brochures and 
electronic campaigns. This creates awareness of 
the forthcoming titles.

We give individual attention to each book. Different 
marketing strategies are adopted for different books 
as in SAGE India we feel every book is unique hence 
must be dealt differently. Books are sent for review 
and the published reviews are used to promote the 
titles. 



DIRECT MARKETING
Our industry-leading customer database is 
extremely comprehensive and maintained by 
the marketing department. Records are updated 
regularly, and customer profiles are gathered 
from a variety of sources. We communicate with 
customers based on their relationship with us, 
their interests and contact preferences–delivering 
the right message, about the right product at the 
right time. This is essential in today’s market where 
customers expect to receive information tailored 
to their interest and needs. By doing this we have 
developed a large dedicated customer-base that is 
keen to hear from us and purchase our products.

Communication through direct marketing is a key 
component in the marketing strategy for all our 
books. This includes catalogues, brochures, fliers 
and emailers. Each book published will appear in 
our annual subject catalogues and subject-specific 
catalogues for each discipline once a year. We also 
produce seasonal catalogues. These are mailed 
to a large database that includes the book trade, 
our authors, academics and librarians. All our 
catalogues are used by our sales team and sent 
to library suppliers, wholesalers and book shops 
throughout the world. Our seasonal catalogues 
include all the new titles we are publishing in a 
six-month period. We also produce a quarterly 
newsletter announcing the latest releases as well 
as providing some insights into the happenings 
at SAGE. This has the largest mailing list and 
outreach.

In addition to catalogues, SAGE produces a variety 
of fliers, individual and cluster brochures as well 
as posters. These are sent to academics, librarians 
or a select mailing list. This is an effective way of 
highlighting particular titles to buyers. Posters are 
made specifically for display at university campuses 
and/or at retail outlets to create awareness of 
forthcoming/new titles.

Advertising 
SAGE routinely posts ads for its books on its 
website six months prior to publication, we place 
ads in relevant publications such as Economic 
and Political Weekly, The Book Review, Biblio 
etc on a regular basis and appropriate journals 
from our extensive in-house list of 170 journals. 
In addition to this we also cross advertise in non-
SAGE journals. SAGE also uses email campaigns 
to effectively promote new titles. 

INSPECTION COPIES
SAGE’s textbook inspection copy service allows 
lecturers to review texts before deciding to adopt 
them for their courses. Lecturers can request an 
inspection copy by clicking on http://www.sagepub.
in/inspectionCopy.nav. All you need to do to get 
a copy is to fill up the request form and provide 
complete details about the institution you teach at 
and the course you are considering the inspection 
copy for. Please ensure complete information is 
filled in to enable smooth delivery. 

Once you have received your inspection copy, 
we would appreciate if you could provide us with 
feedback at marketing@sagepub.in. Your opinion 
is invaluable to us in ensuring we provide you with 
the right publication for your course.



ONLINE MARKETING
All our books can be found on the SAGE website at 
www.sagepub.in including active backlist titles, 
and new titles, which are posted six months prior to 
publication. Our website includes details about the 
content of the book, sales information, a picture of 
the cover design, a note on the author/editor, full 
table of contents, endorsements, and reviews and 
if relevant-sample chapters too. 

We have additional features like ‘Author of the 
month’ and a ‘Latest news’ section where any 
relevant clipping of a talk delivered by the author on 
the book or a clipping of an interview is uploaded. 
Plus any other special promotions that we may 
like to run on the homepage and on other product 
pages too.

Our web pages are regularly updated to match 
the release dates of our new books. Since this 
information is uploaded months in advance, we 
request that changes be kept to a minimum.

The information feed is shared with all online 
portals immediately and any change thereafter 
falls completely out of our purview.

SAGE India books can be found on all our corporate 
websites:
India:  www.sagepub.in
UK and Europe:  www.sagepub.co.uk
US:  www.sagepub.com
Worldwide:  www.sagepublications.com

Alongside our traditional print catalogues, SAGE 
India provides pdfs of the catalogues which 
are available for download from our website at  
http://www.sagepub.in/sageCatalogues.nav 

E-BOOKS
SAGE India currently has over 1000 ebook titles 
from across the range of our publishing programme 
available via ebook aggregators and we are adding 
new titles all the time. We have partnered with 
Google as part of their Book Search progamme 
which allows users to browse through 20% of the 
content available for each title.

SAGE has partnered with myilibrary, EBL, ebrary, 
NetLibrary and dawsonera.com for sales to libraries 
and are working with ebooks.com and Amazon 
Kindle with regards to consumer sales. This means 
that the amount of content available to students and 
libraries around the world will grow tremendously 
over the coming months. It is an exciting project 
and one which is critical to meeting the needs of 
the market place. Our books are currently available 
through local aggregators in the US and UK as 
mentioned above. We are exploring arrangements 
with local vendors in India too and will soon 
announce e-books at Indian prices.



PUBLIC RELATIONS
The PR Manager will work with you to identify 
the most effective approach for promoting your 
book, which may include a PR campaign to target 
selected media. 

The book is sent out to mainstream publications 
and journals in South Asia and overseas relevant 
to your publication to generate publicity in the 
form of book reviews, author interviews which 
could be coordinated as one on one meetings to 
email interactions, Book excerpts, etc. Reviews in 
appropriate publications enhance public awareness 
of your book, and can in some cases have an 
impact on sales. We ask authors to select between 
15 and 20 publications in their author publicity form 
which they think would be advantageous to send 
review copies, and this list is further supplemented 
by suggestions from the public relations manager 
who takes care of the publicity of each book. SAGE 
has a substantial in-house database of review 
journals and mainstream publications, and we 
send out review copies of published books to a 
select list depending on the subject/focus of each 
individual title. 

All published reviews of your book are recorded and 
shared with authors/editors over email (as a PDF or 
scanned image) and if requested hard copies can 
be sent to your home or work address.

PR at SAGE is an incessant effort wherein newer 
opportunities are identified and innovative ways are 
discovered to publicize the books/authors so as to 
keep them in news!

If your book is to have a media campaign, the PR 
team will liaise with you directly to draft information 
for journalists or key lists. This will often be arranged 
to coincide with the launch of your publication, or 
to coordinate with other marketing activities, such 
as a key conference or event. 

Brand Management is another important aspect 
of PR. Wherein we ensure that SAGE branding 
guidelines are adhered to both within and outside 
the organization. This plays a major role in 
conferences and events.

CONFERENCES AND 
EVENTS
SAGE attends all the major national and international 
conferences in those areas in which we publish. 
SAGE India attends all major conferences 
throughout the country, and sends promotional 
material to a number of other such events where 
we may not be able to participate.

Authors can play an important role in the marketing 
of their book by informing SAGE of any events 
that could be a promotional opportunity. We also 
encourage authors to increase awareness of their 
book through their own contacts, relevant academic 
circles, and at conferences that they attend. 

Please note that books will only be available for 
display to conferences once they are published. 
This would however, depend on timely notification 
and feasibility of the request.  SAGE is happy to 
provide all authors with a simple A4/A5 flier for 
this purpose. 



Book launches: the myth 
and the truth
Myth 1: The publisher doesn’t do enough
Every author would like a book launch but not every 
book can be launched this way. Reputed publishers 
like SAGE don’t charge authors for publishing their 
books. They incur all the costs of editing, proofing, 
validating, printing, marketing, distribution, sales 
and royalties. In this day of global competition and 
economic realities, it is important to use resources 
wisely. Most universities have a stated policy of 
seeking a discount on the publisher’s list price. We 
sometimes have to pass on significant discounts to 
the universities for them to make a purchase and 
this is on top of the discount offered to the trader 
to distribute the books. 
 

Myth 2: Book launches are inexpensive 
ways of gaining publicity
Book launches are expensive propositions no 
matter which way you calculate them. Besides 
the direct cost of the event, the cost in terms of 
man-hours spent adds to the cost of the book in a 
way that is not recoverable by anyone. Even more 
troublesome is the hope that builds up that the 
event will be covered by the press and hence help 
sell books.

Myth 3: The publisher has the contacts 
to organize celebrities for book launches
We seriously wish we did. We would be happy to 
have them available to our authors. The sad truth 
is almost all celebrity releases are organized by 
authors themselves.

 
 
 

 
SAGE AND SOCIAL MEDIA
The online marketing environment is opening up 
new communication channels and one of the most 
exciting is social media. SAGE India is fully engaged 
with enterprises to help author’s voices be heard in 
a cluttered social media marketplace. Innovation is 
at the centre of this strategy and involves selecting 
the most appropriate means of interacting with 
individuals and groups who would benefit from 
our products. 

Social media marketing examples include 
microblogging (Twitter), social networking 
(Facebook, Google +) and content sharing 
(YouTube)

THE RIGHTS DEPARTMENT
The Rights Department at SAGE India is dedicated 
to the dissemination of your work around the world. 
As authors you will receive a percentage of all 
revenue collected from copies of the translated 
editions. We greatly value your input and are 
very keen to utilize your knowledge and contacts 
to help generate translation deals, so please 
feedback any information you have on translation 
opportunities to the marketing managers or email 
permissionsbooks@sagepub.in



YOUR IDEAS
This is just a brief outline of the kind of things we 
do within the sales and marketing department. 
We encourage you to make suggestions and like 
to work as a team to provide maximum exposure 
and highest sales as possible for your book.  

IDEAS FOR PROMOTING YOUR 
BOOK
How can you as an Author/Editor help promote 
your book—

1. Mention your book in your emails. That 
way everyone who you email will know about 
the book – and anyone they forward your 
email on to, too! To find out how to add an 
email signature to your emails in Outlook, 
visit: http://office.microsoft.com/en-gb/
outlook/HP052427461033.aspx You can 
either add a simple line of text and a link, or 
a signature with an image included. Here’s 
an example of a signature with image –   
 
Available now/soon from SAGE BRANDING 
IN A COMPETITIVE MARKETPLACE 
RAJAT K BAISYA

 To read more on the  
book or purchase a copy 
log into  
http://www.sagepub.in

     

2. Just been booked for a speaking event 
or training course? When speaking to the 
organizers, why not try suggesting that they 
include a copy of the book as part of the course. 
You could say: ‘I’ll be covering a number of 
things which are mentioned in my new book – 
it would be great if everyone could get a copy 
in their delegate bags. 

 Provide the details to the marketing manager 
– and we will provide attractive discounts for 
multiple copy purchases.

3. Flyers for Conferences: If you are participating 
in a conference and there is a possibility of 
inserting a brochure in the delegate’s kits or 
distribution at the venue. Please inform the 
marketing manager in advance and we will 
have this generated for you with the applicable 
ordering information.

4. Twitter: Twitter is a free social networking 
and micro-blogging service that enables its 
users to send and read messages known as 
tweets. Twitter allows you to set-up search 
terms to allow you to monitor what is being 
talked about in your areas of interest – you can 
then comment on the relevant conversations. 
The more you engage, the more people will 
follow you to listen to your comments and 
recommendations, and to forward on (retweet) 
your messages to their contacts. As followers 
come to you, rather than you approaching 
them, Twitter is an ideal way to reach new 
audiences.

5. Wikipedia: Many students are using Wikipedia 
as the starting point for their research, so 
making sure that links to your book appear 



on the relevant pages will increase the profile 
of your book. Be careful, though – Wikipedia 
moderators object to using the site for 
promotional purposes, so make sure that you 
are making a real contribution to the site such 
as updating content as well as referencing your 
book. 

 On the pages relating to subjects that your 
book covers, add your book as a reference, 
with a link to your book on our website. If there 
is no page related to your specialist subject 
area, think about creating one (with your book 
as a reference, of course). You can find out 
how here: http://en.wikipedia.org/wiki/
Wikipedia:Tutorial 

 Do you have your own website or blog? 
If not, create one! We can set up a blog for 
you using our template (here’s an example of 
a SAGE blog created for the journal ‘Violence 
against Women’: http://vawjournal.
blogspot.com/) 

 Wondering what to write about? Given  
below are a few leads:
a) Conferences and training events that 

you’re due to speak at
b) Your last training session or conference – 

were there any interesting questions that 
came up?

c) Have you read any particularly good 
articles on your subject recently? – link to 
them! If readers agree, they’ll come back 
for more of your good advice

d) What do you think of any recent press 
coverage of your subject area?
The more you write, the higher your page will 
appear in search engine lists when potential 
book buyers are searching the web

Cover Design 
The marketing department takes care of cover 
design. There is a team of in-house designers 
who work on producing modern and cutting edge 
designs for the covers of our books. You can share 
your thoughts on what you would like your cover 
to look like with your commissioning editor at the 
time of submission of manuscript. We will take your 
views into consideration but the ultimate decision 
on what will be the most suitable design to sell the 
book will be ours. As your publisher we have the 
most to lose if your book cover looks inappropriate 
and or doesn’t aid in the sale of your book. 


