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Geschaftsmodell

Was ist ein Geschaftsmodell?

Haben Bibliotheken ein Geschéaftsmodell?
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Angebotener
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Wissenschaftliche Bibliothek - ZBW

Schlissel- Schlissel- Angebotener = Kunden- Kunden
partner aktivitaten Wert beziehungen
Content-Akquise | Forschungs-und
Verlage Infrastrukturent- | Lernprozess online Wirtschafts-
GBV wicklung unterstutzen, 2T lokal wissenschaftler/ -
Wissenschaft Kundenservice Konzentration 2.T. persénlich innen und
Andere Beratung auf ‘,’Y'Sl_s-hArbe” - Studierende
Bibliotheken . siegllisalsin . weltweit (B2C
Schliissel- i Kanale 825,
jederzeit und . = h ;
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Twitter als Science 2.0-Tool

Amanda L. Goodman (godaisies - 16 Std

Check out ~icanhazpdf where people ask for access to the documents they fise? #icanhazpdf
need but can't get through their library. @eGathering2015

2

. . - : ) s and Medical
Michael Rodriguez “topshelver - 16 Std Ubersetzung anzeigen & '

icanhazpdf - guerilla interlibrary loan. delighted = griffey mentioned this!
eGathering
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- 3 = TR Anvnne ahle = A7R-BRAP_RRARFR-A nlease? Hiranharpdf Thanks!
~Gardner, Carolyn Caffrey; Gardner, Gabriel J.;

ﬁ ™ Bypassing Interlibrary Loan Via Twitter: An Exploration of

| #icanhazpdf Requests; 2015:

o NEp://www.ala.org/acrl/sites/ala.org.acrlffiles/content/confere
ﬂ <= nces/confsandpreconfs/2015/Gardner.pdf

anhazpdf
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Twitter als Science 2.0-Tool
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partner aktivitaten Wert beziehungen
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ResearchGate

Publications Jobs

a from experts in your field.

1 Oliveira published an article

Article: Decision making at the front end
of innovation: the hidden influence of
knowledge and decision criteria

Maicon Gouvéa de Oliveira, Henrigue Rozenfeld,
Robert Phaal, David Probert

[Show abstract]

nt 032014, 45(2).

» D Manageme
OE10.1111/radm. 12058 - 2.51 Impact Factor

=]

Request full-text Foliow Share -

Ischke published a conference paper

Conference Paper: Market defined
Innovation Success

Boris Daniel Plischke, Markus Grottke

[Show abstract]

Add your work to your profile to create exposure for it

Add your publicaf

Browse publications from

RECENTLY PUBLISHED
YOUR METWORK
YOUR FIELD OF RESEARCH

PUBLICATIONS YOU FOLLOW - 1

Resend your requests to get full-texts faster

1 full-text you requested is still pending:
[1 Project Management Theory and the Management of

Research Projects
Resend request

View request

Go to your publications
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1.) Gebuhr fir Premium-Version Second
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Geschaftsmodell-Vergleich wiss. Bibliotheken vs.
Science 2.0-Tools
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Unterscheidung von offentlichen/Open Source vs.
kommerziellen Science 2.0-Tools
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