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Highlights

Stable growth throughout recession

Free cash flow doubled since 2007

~ 40% of revenue from digital products

– New revenue opportunities, markets, business models

– Higher margin/lower working capital

– Improved end-user visibility

Emerging markets growth
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Increased value proposition
New revenue
Recurring/predictable
Customer data
Customer retention
Cross-sell

Authors 
Researchers
Societies
Instructors
Administrators      
Self-learners

Category 
Leadership Build, Buy or Partner

Digital Strategy

New & Existing 
Customers



Adjacent Opportunities
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Content-Enabled Services:  Dynamic Content Management

• Drive discoverability & usage
• Enable new product creation
• Access to new budgets
• Attract society partnerships

Benefits

• Part of TOPS program
• Content capture & enrichment 

(reduced software development  
time & expense)

• Opportunities to partner

Investment Required

Definition

A new set of tools that tags, stores 
& tracks content & enables the 
development of a new generation of 
product offerings 



Revenue Model

Customers

Services

Capabilities

Content

Tax Preparer Certification* 
CPA Exam Review
Bookkeeping Exam
CIA (Internal Auditing)
CFA (Financial Analyst)

Online Subscription/Fee

Wiley Accounting/Finance

Investment Required
Test Bank Platform 
Sales Channel 
(via partnership/acquisition)

Accounting/Finance Professionals

Content-Enabled Services: Test Prep
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Market-leading 

authored content

Automated scoring 

& assessment

Progress tracking 

& self-

remediation

Relevant & engaging 

instructional       

design

Improved 

educational 

outcomes
 Renewable revenue & margin 

improvement

 Initial model:  adoption sales to 
existing customer base with 
improved sell-through & 
customer retention

 Future models:  digital tutorial & 
institutional remediation 
products; custom online courses 
& direct student sales

Content-Enabled Services: WileyPLUS



Growth Drivers

Demand for skilled & educated labor force

– Investment in R&D and education worldwide

– Emphasis on outcomes-based learning

– Demand for professional development & certification

Technology enabling access, discoverability & new 
business models

– Content-enabled services

Emerging markets – source of content, revenue      
& capabilities
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