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We are in the 21st century A.D. The world of scholarly communication is firmly occupied by a 
handful of powerful publishers. Almost all scientific knowledge is surrounded by paywalls, 
careers are governed by metrics, and libraries pay tribute worth billions.

All of science? No! 

Source: Ehapa Verlag/asterix.de

1) Resisting the Scholarly Publishing Empire

A small community of indomitable 
researchers, librarians, and open-access 
activists refuses to stop resisting the system 
— with preprints, open licenses, and the 
unwavering conviction that knowledge 
should belong to everyone.
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2) The Role of the Consortium of Swiss Academic 
Libraries

3

➢ Established in 2000 to negotiate licenses for digital 

scientific resources for academic libraries

➢ Now playing an important role in implementing the 

Swiss National Open Access Strategy

➢ CSAL‘s role depends on type of negotiation

o Big Deal negotiations: CSAL prepares, organizes, and 

professionally supports the negotiations as well as 

the decision-making processes on behalf of 

swissuniversities

o Remaining negotiations: CSAL leads negotiations 

and involves library contacts through Working 

Group Licences
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3) Some Numbers: Part I
Top 4 publishers by licence volume 2025, in EUR 1,000 

4Source: CSAL (see consortium.ch for publicly available contracts)

15’567

6’581
5’684

2’921

Elsevier Springer Nature (without

Gold OA)

Wiley Taylor & Francis

Big Deal Negotiations 

plus ~ EUR 4.5 mio outside Big 
Deal agreement for Gold OA
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4) Some Numbers: Part II
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The Drain of Scientific Publishing https://arxiv.org/pdf/2511.04820

Please note: Profit 
margins as described 
in this graph are 
OPERATING PROFIT 
MARGINS (not net 
profit margins)
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5) Strategies for Reaching Negotiation Goals 
with Scholarly Publishers
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➢ Increase bargaining power through collective 

action 

➢ Define clear negotiation goals and priorities

➢ Thorough preparation and data analysis, 

including international benchmarking and 

exchange

➢ Build leverage and maintain credible 

alternatives

➢ Build internal and external support

Source: Asterix® – Obelix® – Idefix ® / © 2019 
Les Éditions Albert René / Goscinny – Uderzo
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6) Mandate for the Negotiations with Major 
International Publishers
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7) Elsevier 2024 and Wiley 2025: From No Deal to Deal
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8) Springer Nature 2026: Another No Deal Situation
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«No deal – no problem?»

or

«No deal and lots of 
problems?»
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Thank you!
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