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As Germany’s central information and research centre for data and infor-
mation in the life sciences, ZB MED provides sustainable access to informa-
tion, literature and data. The negotiation of consortia deals is one of many 
information services ZB MED provides to the scientific community in Ger-
many and its libraries. ZB MED’s focus is on the life sciences, but national 
consortia deals with bigger publishers are not limited to those disciplines.

Overall, consortia negotiations attempt to achieve the following: 1. Increase 
access to scientific information in texts and databases. 2. Achieve savings 
through group-buying. 3. Support the transformation of scientific infor-
mation and data to open access. 

Currently, there is a diversity of consortia  
agreements in Germany covering

	ɲ Subscription agreements 
	ɲ Publish and Read agreements (so called transformative agreements)
	ɲ Gold OA agreements
	ɲ Diamond agreements

The consortia negotiation process follows individual steps - from clarifying 
requirements to negotiating with providers and communication through to 
implementation. It varies depending on the consortium to be established. 

The process is influenced by many different instances: current market, 
consumers, public tasks, citizens and scientific users. The aim is to achieve 
the most direct and least costly access to information and publication. 

Results of ZB MED consortia work: 

	ɲ 3 Publication Framework Agreements – Gold OA, 
	ɲ 6 transformative agreements (Read& Publish) 
	ɲ 8 subscription agreements (journals, databases)
	ɲ Cost savings for German libraries in 2023: 1,56 Mio €,  
in 2024: 2,26 Mio €
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Failure

Deciding on agreement type  
(subscription/ transforma-
tive/ Gold OA/ Diamond) and 
discount expectations.

Step 4

Creating the product sheet 
(basis of latter agreement) 
with all relevant service condi-
tions, preparing the participa-
tion survey and address lists.

	ɲ Group 1:Public/private in-
stitutions, universities 

	ɲ Group 2: Research insti-
tutes and foundations/ 
 departmental research 

	ɲ Group 3: Hospital libraries

Sending out the consortium 
participation survey via email 
and other tools

Idea/concept: Product  
negotiations initiated by

	ɲ Community members

	ɲ ZB MED

	ɲ Product owners directly  
or via Forum 13+

Start of 
consortia

Survey results

Preparing final 
publisher agreement Success Step 6

Initial exchange with 
publisher on chosen 
publications portfolio/ 
product, starting the 
negotiation. Including 
potential consortia par-
ticipants expectations

Discussing service and discount 
expectations with publisher and 
community, e.g. flat fee in pub-
lication agreement. Individual 
proposals.


