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Introduction  
 

These days, just about everybody I meet claims that they always wanted to be a writer. 
So what’s stopping them? 

For years, being a writer was not the problem. Getting published was! Even if you could 
write a Blockbuster, or the “How-To” book that the world was waiting for, the process of 
getting it published and distributed was so hit-and-miss that the vast majority of 
manuscripts never made it to market. 

Then along came Amazon, turning the book retailing market upside down by building 
their massive online sales portal. They saw that it wouldn't be too long before buying 
stuff online would become the norm rather than the exception. In what seems like no 
time at all, Amazon has dominated the Book, CD, and Video retailing landscape, with 
millions of customers buying billions of units every year. 

Once the Internet was established as a viable way to distribute, that is to say that the 
purchasing procedures and security were in place, the next wave was Digital Media. 
Apple did it, Netflix did it, and Amazon did it. 

Amazon’s strength lay in books. In the same way that Apple had combined a highly 
convenient purchasing system with a sexy device which could store and play music, 
Amazon's Kindle was set to be the next revolution. Amazon had the book catalogue, and 
a loyal customer base who were used to buying physical books online and who trusted 
the Company. Kindle took off like wildfire and now, several generations later, it’s 
synonymous with electronic books. At last count, there were over 30 million active Kindle 
devices in the world. 

The big publishing companies were justifiably sceptical in the beginning, and saw 
Amazon's approach to the market as a land-grab. However, as the market matured and 
the channels stabilized, it became clear that E-Readers would be the future of 
publishing. Alongside book downloads, the arrival of tablet computers revolutionized the 
sale of printed and recorded media, and the middle classes of the Western world began 
to move their media consumption towards an exclusively digital model. Amazon seized 
the opportunity, realizing that consumers who had invested in something like an Apple 
iPad might not want to carry an additional device for reading books. By launching a 
Kindle App to run on iPad, iPod, iPhone, and Android smart devices, Amazon ensured 
that virtually everyone who had a portable screen also had the capability to buy and 
download books from the Kindle store. 

For aspiring authors, the real breakthrough came when Amazon opened up the Kindle 
platform to User-Generated Content, and the arrival of Create Space and KDP quickly 
transformed the self-publishing market. Before Amazon got involved, “Vanity Publishing,” 
where the author paid for the production and manufacturing of their book, was really the 
only way to ever see your words in bound-print. Boxes of unsalable publications lay 
around in cupboards and drawers, often having cost their authors thousands, with little 
or no chance of ever reaching a public audience. They call it pulp in the trade! 

Self-Publishing Overview 
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Create Space is a force of nature, probably the ultimate in User-Generated Content. The 
Create Space platform enables any writer with a reasonable competence at word-
processing to create a book on any subject, format it, and publish it completely free of 
charge. Once the manuscript is uploaded to the Create Space engine, the book is made 
available for sale on the Amazon retail website, exactly the same as a JK Rowling or 
Tom Clancy novel, and competes for sales on level terms. If you, the Author, want one 
copy, you simply order one and it’s printed on-demand and shipped to you, usually 
within 24 hours. The old term “Vanity Publishing” has now given way to the more 
accepted “Self-Publishing” and a huge independent literary sector has taken shape. The 
book business is booming! 

The Amazon Self-Publishing Platform 

Amazon's platform consists of three key elements, each of which is a major opportunity 
for you, the author; 

KDP - Kindle Direct Publishing: Amazon’s web-based service platform which enables 
you to upload a complete book to an online server, which then formats it so that it 
displays properly on Amazon's Kindle devices (Kindle, Paper-White, Kindle Fire) plus the 
range of third-party Applications which allow Kindle books to be read on Apple and 
Android devices.  

Once the formatting is complete, your book is immediately available on Amazon 
websites across the world, and you have complete control over pricing and distribution 
channels. Amazon takes a cut of every sale, and you get 70% (or 35% in some cases). 

Create Space: This is the physical book Self-Publishing platform. Just like KDP, there’s 
an online dashboard where you upload a formatted manuscript and your cover art. The 
package is then checked, and once it’s approved, the book is made available on the 
Amazon websites. When someone buys a copy, it’s printed on-demand and delivered 
exactly as Amazon would deliver any other product, usually within 24 hours. The pricing 
model is highly controllable, and although you can easily make a similar cash amount to 
a Kindle book, the production cost means that it necessarily sells for a higher price. 

Audible: Audible.com is an audio-book publisher that’s been around for a few years but 
which recently became part of the Amazon platform. Audible is similar to KDP and 
Create Space in terms of its marketing functionality through Amazon; however, it is for 
audio books. Audible is so new in terms of self-publishing that I intend to cover it in a 
future book. 

 

Thanks for downloading this book. It’s my firm belief that it will provide you with 
all the answers to your questions. 
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Chapter 1: Researching to Find Your Niche   

 
It’s almost impossible to write an original work on the subject of Self-Publishing for 
Kindle and Create Space, for example. There are dozens if not hundreds of books on 
the subject, and all of them cover more or less the same information. Different authors 
will package their material in different ways, maybe targeting a different kind of reader. 
But nevertheless there is still room in the market for another book on the subject, 
because the science moves forwards, and new discoveries are made all the time in 
terms of how to write, market, sell and so on. The same may be said for just about any 
factual subject.  

When you write a non-fiction book, the intention is to give people the information they 
need either to solve a problem or to educate themselves and encourage them to try 
something new, such as a sport or a cooking method, or even writing for themselves! 
When you put your book together you're looking for a new angle to an existing topical 
subject. The concept of "How-To" is extremely well-established, and it’s the opening 
phrase of a vast number of web searches, so there’s a big clue about how to title your 
book. 

There are some great "How-To" books on the market about finding new ideas for non-
fiction Kindle books, and a key theme is the suggestion that you should be writing a 
series of books on similar subjects in order to build a faithful and loyal readership 
following. This is good advice, however in the short-term, in order to get you started in 
the writing game, you're just looking for that one killer idea that will motivate you to write 
it, market it and then spark new ideas for you to move on to the next project. So for now, 
you should be focusing on something which excites you and about which you can be 
sufficiently enthusiastic to create 30,000 words. 

If you already know the subject that you want to write about, then the first thing to do is 
check out the competition. Start typing your subject into the Amazon search box, and 
keep a close eye on the auto-fill titles (so-called Leading Indicators) which appear in the 
drop-down list below. This is the first indication if the subject is well searched-for. 

Depending on the territory that you're in, and the browser and device on which you’re 
searching, you may have the option to refine the search results based on various 
criteria: “new and popular”, “price” (low-to-high and high-to-low) “relevance”, and so on. 
Assuming you own a Kindle, or run the Kindle app on your tablet or smart phone (if you 
don't have any of these devices I seriously suggest you obtain one before you start 
thinking about writing for Kindle) then a good idea is to select "price: low-to-high". You 
will see that the first few titles are offered with a price of zero.  

Later in this book you will find information about Kindle Direct Publishing (KDP Select), 
an opportunity through Amazon you can enter, which allows you to promote your book 
free of charge for a limited period on Amazon. These zero-priced books are often on 
their free-promotion periods, and if you have any sense you’ll download them all 
immediately. Don't be fooled, free books are not poor books, they're just on promotion at 
that particular moment. 

Another reason why books may be priced free, or very low, is because Amazon price-
matches against other online book sites. If you want to give away a book permanently, 
there is a technique for forcing Amazon to zero-price your book, which is covered in the 
Marketing Section. 
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Now you have a bunch of books in your Kindle or iPad which you can read quickly, and 
gauge something about your competition. 

“New and popular” is also a good search, because this will show you what's selling. In 
the Sales Page analysis later on, you'll learn how to get a rough estimate of how well 
any book is selling by its Ranking. You can also get a good idea of how popular it is (and 
how good) by looking at its Reviews. 

Another great tool, which has nothing to do with Amazon, is the Google Keyword Tool. 
This used to be a standalone web application which anyone could access, and which 
would show you the search volume for a given keyword, along with search volumes for 
similar keywords in the same category. I guess Google realized that it was providing a 
free tool which was so well-used that it could now charge for it. So if you now look for the 
Google Keyword Tool, you won't find it. It's still there, but is now incorporated in Google 
AdWords, and called Keyword Planner, for which you will need to register an account 
before you can get to use the tool. You must do this, because it's an invaluable device 
when you come to title and market your book. At time of writing, there is no obligation to 
spend money with Google in order to use the Keyword Planner. But you need an 
account. 

If your true aim in writing your first book is simply to be published (so-called "Vanity 
Publishing") then you may not be too concerned with how saleable it is. However, if like 
the rest of us you're actually trying make some money out of your literary endeavors, 
then the less competitive the market you write for, the better your chance of success. If 
you write a great book on a subject which is highly competitive, and you can get yourself 
onto the front page of Amazon's rankings, you could make a great deal of money. On the 
other hand, if you can identify a niche which may not be so big, and which has 
disproportionately less competitive titles in it, you could still do very well, and you will find 
it easier to get up into the higher rankings for your category. 

As mentioned before, when Kindle customers go looking for a subject, many of them will 
buy more than one book. Therefore, it's unnecessary for you to be particularly original, 
but you need to bring something interesting to the party. The really huge markets are in 
Health, Wealth and Prosperity, and Love and Relationships. If you want to see what I 
mean, look for books on Dating. There are thousands of them, but the top few hundred 
titles sell really well. If you have an angle for a Dating book, and you can come up with a 
really attractive title, the world will beat a path to your door! Likewise, if you know a way 
that people can lose 5 kg in a week whilst eating chocolate and cream cakes, you may 
only ever have to write one book before you can afford your own tropical island! 

But these are extreme examples, and for the rest of us we're probably going to have to 
work a little bit harder to get to the top of our trade. 

If you already have a subject in mind, one of the best tools on Amazon is the opportunity 
to “Look Inside” and read the first few pages of all the competitive books in your market. 
Elsewhere in this book I recommend that you spend a disproportionate amount of time 
and effort on getting the first 10% of your book as close to perfect as possible, because 
this “Look Inside” feature is very important when people are browsing for a book to buy.  

If the first 10% is excellent, there's no guarantee that the rest of the book will be as good. 
However, if the first 10% is rubbish, it's a fair bet that the rest of the book is just as bad. 
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A couple of hours browsing these 10% extracts will ensure you get a good idea about 
the quality of your competition. 

This is the tool I use the most when judging whether to go ahead and write a book on a 
particular subject. Don't be discouraged if you find a few really great books. The market 
is huge. But if you have a few subjects to research, chances are you will discover that at 
least one of them is not as well represented. This will provide you with the 
encouragement you need to make a decision. 

Ask yourself; "Do I have something original to offer?" You may instinctively know that 
you can write a better book than anything else on the market on a particular subject, in 
which case you should get on and write it quickly, then focus all your energy on hustling 
it up the rankings. 

If you are following the pattern of writing a "How-To" book, then you will need to be 
prepared to write a step-by-step guide to how to achieve what you are claiming on the 
cover. In my experience, people frequently fail at new things they attempt simply 
because they do not have a system to follow, and if you can lay one out for them 
(particularly if you can explain briefly what the steps will be in the first 10% of your book) 
then people will buy. 

In this short chapter, I will emphasize the importance of doing due diligence in deciding 
which niche to write on. 

Dictionary.com gives the following definitions of “precursor” and “catalyst”: 

Precursor: 

noun 

1. a person or thing that precedes, as in a job, a method, etc.; predecessor. 

2. a person, animal, or thing that goes before and indicates the approach 
of someone or something else; harbinger. 

 

Catalyst: 

noun 

1. something that causes activity between two or more persons or forces 
without itself being affected. 

2. a person or thing that precipitates an event or change. 

So, instead of jumping straight into the creation of the content, these two aspects are 
very crucial. Leave them out and your book may not even sell! I will elaborate on this 
more in the coming chapters, so please pay close attention. 

Further, a “precursor,” in publishing terms, refers to conducting the necessary research 
(this will be revealed on the next page). Without proper and thorough research, there is a 
huge chance that you could be writing something which the market or readers may not 
want or like. 

Once you have completed the precurser, this will in turn transition to a catalyst. By doing 
research, you will get more ideas and inspiration for more content to write about. This is 



 
 

7 

a spin-off from the “precursor” and this goes hand in hand with the catalyst as the 
preceding step. 

Pre-Analysis (Forward Research) and Post-Analysis (Reverse Engineering 
Research) 

I’ve seen many resources and none have techniques even close to mine. Applying 
elements of Warren Buffett’s value investing principles, I have distilled the analysis into 
two main components that must be used hand-in-hand (remember the pair of glasses 
analogy). 

For a brief example of pre- and post-analysis to get the big picture, we will use the 
purchasing of a car as an example. 

Pre-analysis: I believe that based on my research, this car will be a good buy because it 
is fuel efficient, has a good safety and reliability record, and the interior of the car is 
luxuriously furnished. The manufacturer has also given a three-year warranty. 

Post-analysis: Looking at the reviews of car owners who have purchased and used 
these cars, as well as market feedback and sentiments for the past two years, it seems 
that this car is a safe bet. 

Get the difference? 

Pre-analysis, also known as “forward” prediction, is akin to looking ahead into the front 
windshield when driving a car. It empowers us to exercise independent thinking and 
conduct our own research simultaneously without any bias. 

Post-analysis is also known as “reverse” prediction (i.e., looking backward from a 
rearview mirror). It is validation and confirmation based on current or past results that 
have been made available publicly. 

When the research is done correctly, pre-analysis and post-analysis should converge 
and produce a similar result. It will empower us to make a well-informed decision on the 
topic to write upon. 

Do not worry about the tools required for these two components of market research. I 
will share them in the coming pages! 

 

20,000 Monthly Searches and 30,000 Rankings 

So what is a good niche to choose? How do we define a niche which has a pent-up 
demand? 

A good way to check the demand for a niche is the number of monthly searches for it. 
I’ve used MerchantWords.com and I strongly recommend it. MerchantWords is a paid 
online search engine that collates data on monthly searches of various segments on 
Amazon. See the image below and you’ll get what I mean. 
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I also use Kindle Spy, which basically reverse engineers books on the Kindle Store and 
tracks their performance. It is a good way to check out the competitiveness of a niche 
and uncover underexplored categories. The links are listed under the “Resources” page 
at the end of this chapter. 

Another alternative is the Google Keyword Planner. This tracks the various keywords on 
Google’s search engine. 

By tracking the search volume of specific keywords, we can deduce that there is some 
demand for it. A healthy number is approximately 20,000 monthly search volume on 
MerchantWords and Google Keyword Planner. 

Alas, a good monthly search volume will not necessary mean that the niche is profitable. 
This is where the sales ranks of books come in. There are approximately four million 
books on Amazon and a sales rank of 30,000 for an e-book simply means that this book 
is ranked 30,000 out of the 4,000,000 books on the Amazon platform. That by itself is a 
good benchmark for profitability as it will translate to a sale of three to five books per 
day, depending on the category. 

Referring to the print screen below for a this book is ranked #22,016 in the “Free” section 
of the Kindle Store and #75 under “Self-Help.” 

 

Which Niche to Choose? 

Many of my students have 
asked me, what is a good niche to 
choose? There are so many 
profitable and competitive 
categories that they simply 
cannot decide! 
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Well, don’t dive straight in! 

Firstly, you must select a niche which you are passionate about. With passion, you will 
find the energy and driving force to complete the book. You will also do your utmost best 
to deliver a book of massive value to the readers. Sound logical enough? 

Secondly, you must have a firsthand experience on this topic. Imagine this, I feel weight 
loss is a profitable niche but I have zero experience on this topic. Will I deliver good 
content? Unlikely! While you need not be a professional or an expert in this area, you 
must have notable encounters or experiences. Would you take swimming classes from 
an instructor who cannot even swim? The same logic applies! 

Thirdly, there must be a demand for this niche, and the demand must translate into 
profitability. With passion and experience but no demand, your attempts will prove futile. 
For example, will you write a book on How to Make Your Pet Cockroach Live for 20 
Years? The author may have the experience and the passion, but how many individuals 
in this world keep pet cockroaches? To check for the demand of a niche, refer to the 
previous section on “20,000 Monthly Searches and 30,000 Rankings,” where we 
elaborated on the importance of search volume. 

For the best performance of a book, it is most ideal to have passion + experience + 
demand. 

The naysayers say it is difficult to make money from publishing books today. That is a 
huge misconception because these naysayers missed out on one, if not all, of the 
mentioned elements. 

Exercise: 

1. Write down five areas that you are deeply passionate about. 

2. Write down five areas that you have experience in, either professionally or 
as a hobbyist. 

3. Write down five niches that you feel have the best profitability. 

4. Look at your answers and see if there is a niche that has been repeated in 
your answers to these questions? That will be a possible topic to write about. 

Know and Predict Exactly What Your Readers Want 

This is where self-published authors will have to do additional research to further reaffirm 
their market analysis. 

There are a few channels to help you understand the inner minds of your readers. 

1. Amazon Reviews – Read the five-star reviews, as well as the one– and two-
star reviews of your competitors. You will know instantly what readers of this 
genre are looking for. In fact, if you have time constraints, I would suggest 
reading only the negative reviews. You will gain insight on the reasons why 
these reviews were given. Take note of them, and make sure that you’ll 
address them in your own book. 

2. Quora – This is a question-and-answer website where questions are asked, 
answered, and edited by its community of users. As such, there are many 
topics worth taking note of. Read the comments and replies and you’ll gain 
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insight into your readers. People who read, reply, or ask various questions 
on a particular topic will most likely be your end users. Knowing what they 
think and what answers they are seeking will aid you in crafting better 
content. Quora can also be used in the marketing of your book. More about 
this in Chapter 4 under Marketing Strategies. 

3. Yahoo Answers – This is similar to Quora. The user interface may be a little 
lacking but there is quality content. 

4. Search Engines – How can we forget search engines? Go to your favorite 
search engine (mine is Google, by the way) and type “niche + blogs” or 
“niche + forums.” For example, I will enter “diabetes blog” and “diabetes 
forums” and view the subtopics and the information that I want to research. 

5. Alltop – Alltop.com is a fantastic resource that aggregates and consolidates 
trending news from popular websites. What is unique about it is that the 
news is segmented into various categories, making it extremely user friendly 
for research and reading pleasure. 

6. Ezine Articles – Ezinearticles.com is essentially an article directory that 
accepts submissions from authors of a wide range of topics. In return, the 
author, website, and profile are exhibited on the website. This website helps 
you find out all the topics relating to a niche. For example, the topic of 
diabetes includes diets for diabetics, diet plans for diabetes patients, how to 
reverse diabetes, and herbal treatments for diabetes. 
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Fiction or Nonfiction, the Pros and Cons 

Fiction or nonfiction books can sell equally well. It all boils down to the content. Good 
content will eventually prevail and it does not matter if it is a fiction or nonfiction book. 

Writing a book may not be not an easy task, be it fiction or nonfiction, but there is always 
a problem of letting people feel the creativity and the idea behind the book. It is slightly 
easier to write fiction than nonfiction because of the research involved in writing 
nonfiction and the need to present the facts accurately. 

Publishing Nonfiction Books 

• The most important advantage of publishing a nonfiction book is the ability to 
update the content until the last moment, and then update again. This make 
is it very easy for authors to make more money from their books. Latest 
information on the subject matter will be updated in the book, thereby 
making the book have recent information in the modern world, allowing 
readers another reason to purchase a revised copy. 

• A nonfiction book is likely to have cross-references, with live links to 
bookmarks in the e-book edition(s). If you don’t already know how 
bookmarks work, you’ll need to learn or get a freelancer to assist you. 

• Publishing nonfiction may cost more in terms of time and take a good deal 
more work than publishing fiction, but it can be done. For some subjects or 
topics, it may be the ideal way to go, but there are also significant but less 
obvious advantages to writing fiction. 

Publishing Fiction Books 

• Fiction books can’t be updated once they are published. The more 
complicated your book, the more it matters that your content is robust and 
reliable. 

• When publishing a fiction book, it’s necessary that you have an exciting plot 
and engaging content that flows seamlessly. You have to ensure that your 
writing style and terms used are known to most people. Hence, you have to 
be very careful when writing a novel because there is a saying: people don’t 
always know what they don’t know. 

• One thing I immensely like about fiction books is that they can be adapted 
into a movie and it could further spin off into a trilogy! This is something that 
most nonfiction books cannot achieve, with the exception of biographies or 
books about real-life events. 

If your book includes illustrations, you’ll need to find out the technical requirements for 
the various sites, as well as how the total file size will affect your customers’ costs and 
your own printing cost, if applicable. 

As an author, you might decide to publish your fiction or nonfiction book. The choice is 
yours! Just focus on good content that wows your readers. That is all that really matters. 

The Art and Science: How to Craft Killer Titles and Descriptions That Sell 



 12 

Warren Buffett’s famous spectacles come into play once again for this topic. I have 
employed a two-pronged approach so that my book titles and descriptions are well 
balanced. I have regarded the crafting of titles and descriptions as an art, as well as a 
science. 

For instance, some e-book gurus will swear by the compulsory use of keywords in the 
book title. Others will insist you repeat the keywords twice for optimal effect.  

However, having said that, keywords are not entirely important for book titles. There are 
many books that seemingly do not have the keywords in their main title or subtitle but 
are still doing very well in their respective categories. I believe that Amazon is able to 
pick out certain keywords within the contents of the book, as well as selecting seven 
keywords on the backend of the KDP platform. In addition, we can also select two 
categories under which we want our book to be located. 

How to Chоoѕе the Right Kindle Kеуwоrdѕ 

One of the more соnfuѕing aspects of publishing to KDP is selecting keywords. For 
many writers, finding that ѕwееt spot for the right keywords has been the difference 
between making sales and obscurity. Like search engine optimization (SEO), there’s a 
bit of an art to it, and it’s imроrtаnt to experiment if your sales are currently flat. 

To make your book stand out from the crowd, you must learn how to strategically choose 
keywords and ethically harness their power. Whether you like it or not, there is no 
denying that keywords play some part in Amazon e-book sales. Selecting the right set of 
Kindle keywords can open up new markets and increase your visibility. 

Before we talk about choosing the right keywords, let’s dеfinе what kеуwоrdѕ аrе: thеу 
аrе tаrgеt wоrdѕ оr рhrаѕеѕ thаt уоu wаnt уоur e-book or book to rank for in ѕеаrсh 
engine rеѕultѕ, like Amаzоn. Whеn looking fоr thе right kеуwоrdѕ tо сhооѕе, уоu must 
know that there’s a сlеаr diffеrеnсе between Amazon keywords аnd SEO keywords. 

Amаzоn keywords аrе thе seven keywords you will be asked tо select when you publish 
уоur bооk that will help Amаzоn’ѕ аlgоrithm know whеrе уоur book should initially ѕhоw 
uр in their rеѕultѕ. It is an internal рhrаѕе that саnnоt bе seen in оthеr search engines 
likе Google and Yаhоо. 

The screenshot below shows the keywords for a book in the niche of Memory 
Improvement. 

 

SEO keywords are much 
more universal and are used not only to help Amazon’s search engine algorithm place 
your books in the right search results, but also to help other search engines like Google 
and Yahoo find your рrоduсt раgе. Thiѕ is vitаl bесаuѕе it will drivе more оutѕidе trаffiс 
tо уоur bооk’ѕ ѕаlеѕ раgе. 

Selecting Kеуwоrdѕ 

Amazon allows уоu tо сhооѕе uр to seven keywords for уоur book. If ѕоmеоnе еntеrѕ 
оnе оf уоur kеуwоrdѕ into Amаzоn’ѕ ѕеаrсh bаr, уоur bооk will ѕhоw uр in the search 
rеѕultѕ. No оnе but you or Amаzоn knоwѕ thе keywords. Amаzоn is thе biggеѕt ѕоurсе 
оf trаffiс tо уоur bооk раgе, so it’s crucial to gеt уоur keywords right. 
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Liѕt Yоur Kеуwоrd Ideas 

Yоu know уоur bооk mоrе intimаtеlу thаn anyone еlѕе, ѕо уоur mind iѕ thе best place to 
ѕtаrt with уоur kеуwоrd research. Whеn thinking up kеуwоrdѕ, rеflесt оn thе following 
quеѕtiоnѕ: 

• What tорiсѕ does уоur bооk соvеr? 

• Whаt problem iѕ ѕоlvеd bу уоur book? 

• Whаt might реорlе be searching fоr that уоur bооk can аnѕwеr? 

Remember, kеуwоrdѕ can bе рhrаѕеѕ, ѕо dоn’t соnѕtrаin yourself tо ѕinglе words. 

Chесk Yоur Kеуwоrdѕ with Google Keyword Planner or MerchantWords 

Hеаd оvеr tо the Gооglе Kеуwоrdѕ Tооl, which iѕ in thе Tools аnd Anаlуѕiѕ ѕесtiоn of 
thе Adwоrdѕ suite. It’ѕ frее to uѕе. Type уоur keyword оr phrase idеаѕ intо thе Kеуwоrd 
Tооl аnd look аt the global monthly sеаrсh figurеѕ. Thе higher the numbеr, thе better. 

Chесk Your Kеуwоrdѕ оn Amаzоn 

Nоw уоu саn сhесk thе kеуwоrdѕ уоu’vе gleaned on Amаzоn. While Amаzоn doesn’t 
рrоvidе thе ѕорhiѕtiсаtеd аnаlуѕiѕ оf Gооglе’ѕ Keyword Tооl, уоu саn ѕtill gаin inѕightѕ. 

Decide Yоur Sеvеn Kеуwоrdѕ 

Bаѕеd оn уоur rеѕеаrсh with Gооglе and Amаzоn, decide which seven kеуwоrdѕ аrе 
bеѕt for уоur book. Hаving dоnе аll thе rеѕеаrсh, thе finаl сhоiсе iѕ more of an аrt than 
аn еxасt science. Gо with your gut instinct. Yоu саn аlwауѕ сhаngе thе kеуwоrdѕ lаtеr. 
Tо аdd thе kеуwоrdѕ tо your bооk, gо tо thе KDP dashboard and сliсk оn уоur bооk’ѕ 
title. Scroll dоwn tо Stер thrее, Target Yоur Book tо Cuѕtоmеrѕ in Kindle Direct 
Publishing (KDP).  Add уоur keywords оr рhrаѕеѕ, ѕераrаting them with a соmmа. 

 

Resources 

Google Keyword Planner: adwords.google.com/KeywordPlanner 

MerchantWords: www.merchantwords.com 

Kindle Spy: www.kdspy.com 

Quora: www.quora.com 

Yahoo Answers: answers.yahoo.com 

Alltop: alltop.com 

Ezine Articles: ezinearticles.com 

End of Chapter Review 

• Using a combination of pre– and post-analysis will give you a bigger picture 
about your choices when it comes to selecting a topic in a niche that could 
use better representation. 

https://adwords.google.com/KeywordPlanner
https://www.merchantwords.com/
http://jvz2.com/c/508523/111047
https://www.quora.com/
https://answers.yahoo.com/
http://alltop.com/
https://ezinearticles.com/
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• Passion, experience, and demand are all critical factors for successfully 
choosing a niche to write in. Find a single topic that falls under at least two of 
those categories for best results. 

• Knowing what your readers want and what questions they are looking to 
have answered is the key to writing a book that sells. Taking extra time to 
read through blogs and forums relating to your topic will greatly benefit you 
prior to publishing your book. 

• There are pros and cons to writing both fiction and nonfiction. Consider the 
time you will spend researching as well as the potential to create a series 
from your first book. 

• When choosing a title for your book, you should first research the keywords 
that pertain to your topic. It’s important to be thorough and choose the 
strongest keywords possible because this is how readers will find your e-
book in the Amazon store and other places around the Internet. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Chapter 2: Creating GREAT Content 

How to Create Your Killer Table of Contents 

We’ve covered methods to do market research and analysis and, by now, you’ll know 
what topics to write about in your niche. 

Amazon allows a sneak peek into the first few pages of a book. Hence, the table of 
contents (TOC) is exceptionally important. (Because of the “Preview” function on 
Amazon, I also recommend a lead magnet on these first few pages just prior to the TOC. 
The lead magnet will be elaborated on in Chapter Five.) Potential buyers of your book 
will want to glance through your TOC to see if your book is worth their time and money. 
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As much as a book may have quality content, a killer TOC is also required to grab 
attention and generate curiosity. We want to create the buying impulse in readers. If 
they’ve taken the time to click on the URL of your book and enter into the “Preview” 
page, the reader will most likely be a highly qualified lead that we must do our best to 
optimize for the sale of the book and to capture their e-mail addresses (via the lead 
magnet). 

The method I usually use is this: Browse through your competitors’ books and look at 
their TOCs. Take down any of their TOC titles that you find attractive or catchy on first 
glance. I will recommend looking at ten to fifteen of the best books in your category. 
Compile them and then analyze these catchy chapters and see if they suit the contents 
of your book. Too lazy to do so? Fear not. Get a virtual assistant and get them to do it on 
your behalf. A virtual assistant is someone whom you engage online to help you with 
mundane administration matters, freeing you to do other things. This will be elaborated 
in the coming pages. 

Along with your own TOC, the other method which I employ will be to collate these 
TOCs and then hire a copywriter to further fine-tune them. A copywriter helps to sell your 
book to your readers by optimizing your words to be more powerful and persuasive. 
Typically, a good copywriter will have to understand your target group before he or she 
can perform such tasks. 
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Five Techniques to Produce Content Fast and Overcome Writer’s Block 

 

So now that you’ve put aside all those crazy notions of what a writer supposedly is and 
why you shouldn’t get published, let’s take a look at actually sitting down and writing a 
book. Most writers give up halfway through the process because they find it too difficult 
or they suffer from what is known as writer’s block. Here’s the thing—you never get over 
it. As a writer, it never gets easier to write; the process just becomes faster as the days 
go by and you get used to churning out words. 

The truth is that writer’s block does not exist. Yes, you read that right—it’s a complete 
sham of a concept that novice writers use to not write. This inspirational blockage is 
something that nonwriters laud and praise, wannabe writers keep claiming they are 
going through, and the general public believes that established writers have overcome. If 
you believe that you’re having a writer’s block, sit down and ask yourself these 
questions: 

• Are you not writing because you’re burned out from overworking and 
churning out too much written work before this? 

• Are you depressed because you think you should have written more before 
this block happened? 

• Are you not writing because you believe that your work is actually not worth 
reading and therefore not worth being published? 

• Are you just being lazy and not “in the mood to sit and write”? 

• Are you in a limbo due to unavoidable circumstances in your life that are 
causing you emotional turmoil? 

Nine times out of ten, you will realize that your “writer’s block” falls into one of these 
categories. As we saw earlier, inspiration is the idea that strikes you at random times. 
Actual writing is a process and a lifestyle that you just have to shift your worldview to fit. 
A writer’s block is not so much a lack of inspiration as the lack of drive to write; it’s not 
the idea or the plot—it’s you. 

So getting over a block is entirely in your hands. This is going to sound like the most 
unhelpful piece of advice that I shall offer you—to get over writer’s block, write. That is 
the best thing to do when you’re blocked. The more you write, the better you become. 
When you make it part of your lifestyle, soon you’ll find that the “writer’s block” vanishes 
and you’ve become that professional writer you venerate so much, the one who doesn’t 
get blocked. 

Even if you don’t have writer’s block, writing a book is not easy. It is difficult and 
extremely challenging and there will be days when you want to throw your pen and 
paper (or laptop, as the case may be) at the wall and cry. This is to be expected and you 
cannot allow yourself to be discouraged by it. Sometimes, your words, your characters, 
and your brain just won’t cooperate. When that happens, the best thing to do is to take a 
step back, remind yourself to breathe, and then maybe even sleep on it. Getting 
stressed out will only worsen it. 
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Here are some things you can do to make the process easier on yourself; they also help 
during a “writer’s block.” 

Use a Recorder 

Speak your ideas into a voice recorder. This is a practice that is becoming as obsolete 
as the typewriter. The trend (and the stereotype) is to use Post-It notes with random 
ideas and stick them to your noticeboard and then use them later. I’m not saying that this 
is a bad idea; it’s brilliant, especially when your idea strikes you at midnight and you just 
need to get it down before it vanishes. However, sometimes talking things out helps far 
more than writing them down; it makes things clearer and gives you fresh perspective. 
It’s also faster, which means you can get a lot more of your idea down before it goes 
away. When you later listen to yourself, it’s easier to transcribe and you may even be 
struck by new insights. 

Join a Writers Group 

Get yourself a mentor or join a writing group. Clichéd as this idea sounds, it actually 
works! When you work in tandem with a bunch of people, you have positive 
encouragement around you at all times. Writers have often spoken out about how sitting 
together in book clubs or coffeehouses inspire them; it’s not a cliché for nothing! When 
you join them, you will want to write, if only because your friend is hard at work and you 
don’t want to get left behind. Also, when you have someone to brainstorm ideas with, 
that’s always a bonus! 

500-Words-A-Day 

As I said earlier, the best way to get over a writer’s block is to write. Writing is a lifestyle 
change that you need to make; it needs to become a part of your daily routine, not 
something that you need to set aside time for. The best way to do this is to start by doing 
the 500-words-a-day plan. As the name suggests, the idea is for you to complete 500 
words in one day. For a beginner, this can be quite the challenge—500 words is a lot of 
writing to do at one sitting! Even if what you write sounds stupid, even if you’re not happy 
with it, don’t delete it in frustration. Tomorrow, when you read it with a fresh eye, you’ll 
find that you can actually use it, that in a strange way, it inspires you to write more and 
write better. Keep this habit up for a month or two and you’ll find that it’s become routine, 
a part of your life. And 500 words a day for 30 days, that’s 15,000 words, which can be 
published as a book! 

Talk to People and Gather Data 

This is especially important for the nonfiction writers. In fiction, you have the creative 
license to make up details about your characters. That’s not to say that you don’t do 
research in fiction writing; if you’re writing, for instance, about a custody case in court, 
then you must speak to lawyers and the like to get your facts straight and give your 
readers an authentic experience. But in nonfiction, you have comparatively less wiggle 
room. Fact checking and data collection is important—you don’t want to give your 
readers wrong information. 

For instance, I have published a book called The Millionaire Story – From Rags to 
Riches in 2012. Back then, I interviewed ten self-made millionaires from different 
industries and compiled their entrepreneurial journeys into a book. The book was a 
success and sold one thousand copies within three weeks! 
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Apart from helping you write properly, talking to different people will give you 
perspective, which is imperative for a writer. You cannot be solitary or isolated, despite 
how often authors are stereotypically portrayed to be the loners. You don’t have to be a 
social butterfly, but keep in mind that you’re writing about the world, for the world to read. 
Fiction or nonfiction, your primary source is people; so talk to your subjects, gather 
information, and compile data. When you’re in a blocked state, the cold, clinical facts will 
help you write far better than you expect them to! 

Edit Your Old Work or Other Writers’ Works 

If you are tired of writing, you’re “blocked,” or you just need a break, step back and take 
a look at some of your old work. More often than not, when you edit something, you end 
up getting inspired to write your own work! If you’re a blogger or you post your daily 
snippets and drabbles online, collect all of them, put those little pieces together, and edit 
them. Sometimes a few short stanzas a day can make an entire collection of poetry that 
you can publish! Or pick out an old novel or story you were writing and reread and edit it. 
You’ll find new insight or perspective you didn’t have before, simply because you’ve 
grown as a person since the last time you wrote it. When you analyze the way your work 
differs from that old piece now, you’ll understand how much you’ve developed as a writer 
and where you still need to work. 

Another option is to write a book using other writers’ books. Many times, authors—
especially in nonfiction—sell most, if not all, intellectual property rights to their books. 
This is called private labeling rights or PLR and these books are public domain books. 
You can download these and then edit the content, add content of your own to suit your 
target audience, and then reupload online and sell it as your book. The process is, of 
course, a bit more complicated than that, but that’s the essence of it. Look it up online if 
you’re further interested in it! I’m suggesting this because sometimes working on an 
already established guideline/plot is easier than creating your own. This shouldn’t end up 
being your only book though. It can serve as a beginning or a break from your own, but 
don’t let it be the end-all of your writing career! 

Exercise: 

As an aspiring author, getting your first book out is a good morale booster and helps you 
to gain confidence and momentum. 

Other than creating your own content, which of the methods listed above are best suited 
to your needs? 

State three methods that work best for you in order of importance and list actionable 
steps that you can undertake to create your content. 
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Chapter 3: Simple Outsourcing – Leverage Your Trusted Team of Freelancers 

 

 

 

 

 

 

 

 

 

 

 

As a self-published authors, you are in the business of asset management. While you 
may write your own content, you certainly can’t do the same for: 

1. Designing front covers 

2. Editing 

3. Formatting to various platforms 

4. Ghostwriting 

5. Copywriting (optional) 

You will need to assemble a team of competent freelancers to form your technical team. 
And the good news is that they could be all over the world. My regular book designer 
lives in Croatia, my editors are from the US and the UK, while my formatting guys are 
from India. My ghostwriters are from Europe to Asia. 

A budget place to look for them is Fiverr, which has vendors selling a range of services 
starting from $5. Additional add-ons are possible and subject to the pricing structure of 
the vendors. 

Another place that I go to is Upwork (www.upwork.com). While similar to Fiverr 
(www.fiverr.com), Upwork has bigger-ticket items and the freelancers typically have a 
higher hourly rate. A fixed price lump sum can also be negotiated for each assignment. 

Front Covers 

There is a saying that goes,: don’t judge a book by its cover. 

One word: FALSE! 

http://www.upwork.com/
http://www.fiverr.com/
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Appearance matters. A good front cover catches the attention and subconsciously forces 
the reader to click on your link (for e-books) and gives the reader the impulse to pick up 
the book to read the back cover (for physical books). 

What must the front cover do to grab your prospective reader or buyer? It must: 

• Be catchy. 

• Generate curiosity. 

• Convey a message via the title and subtitle. 

• Appear neat and professional. 

A poor cover is a reflection of the author himself or herself—if he or she cannot find time 
and money to design a good and memorable front cover, will he or she invest time on 
their content? I have dedicated one entire section of this book to how to get a killer front 
cover design. 

Editing 

Editing is also an extremely important part of the book. There is simply no way for an 
author to edit his or her own work. This is our blind spot and we need to get professional 
help. Editing also ensures that our readers have a pleasant reading experience. Readers 
will find it a chore to read books with many sentence structure errors, as well as 
grammar and vocabulary mistakes. A book with these mistakes will give an impression 
that the author is not meticulous in his work. 

From my experience, editing is divided into three subgroups in order of increasing 
budget and difficulty: 

• Proofreading: Proofreading renders a combination of grammatical 
assistance, sentence structure, and vocabulary and typo eradication. It is 
typically the final stage of editing performed before a book is scheduled for 
production. This is the most common form of editing and also the cheapest. 

• Copyediting: Copyediting is performed after the story or the content has 
been written. There is no major rewriting but the editor will make the content 
seamless and flow like the wind. Copyediting helps identify irregular or 
awkward sentences or phrases, and suggestions will be provided pertaining 
to the choice of words or phrasing required. Some copyeditors will also do 
fact checking. In a nutshell, copyediting is about consistency in style and 
flow. 

• Developmental editing: Developmental editors are concerned with the 
structure and content of your book. If your manuscript lacks focus, the editor 
will help you find the right direction or angle—the “right” direction generally 
being the most marketable. Unlike copyediting and proofreading, 
developmental editing is a collaborative process. A developmental editor 
may guide an author in conceiving the topic, planning the overall structure, 
and developing an outline. In some instances, he may coach authors in their 
writing, chapter by chapter. More commonly, a developmental editor is 
engaged only after the authors’ draft requires substantial revision and 
restructuring. In these cases, developmental editing is a radical form of 
substantive editing. 
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Formatting 

The advantage of marketing your book online lies in the fact that you can convert it for 
use on many digital platforms. Hence, we will require help in formatting. 

Upload to Kindle Direct Publishing - KDP 

Personally, I get my regular person on Fiverr to convert it to MOBI or EPUB format. You 
can do it on your own but I leave it to the professional guys to do it while focusing my 
efforts on creating content and managing my entire team. The site here is 
kdp.amazon.com 

Audiobooks 

Audiobooks are a trend that is catching on, and I will be elaborating on this gem in 
Chapter 7. You can take up the challenge to narrate and record your own book, but I 
prefer to outsource this area and oversee the entire process instead. 

Ghostwriters 

Once you have learned how to create content that end users want, with this content and 
your Table of Contents (TOC), you can either write your own content or outsource it to 
ghostwriters.  

The job of a ghostwriter is to take your ideas and, keeping your voice in the work you are 
writing, create a GREAT book that will represent you and your ideas in the best way 
possible.  

Note that a ghostwriting agreement is a “work-for-hire” contract. As such, you pay your 
ghostwriter to write your book. In exchange, you have all the rights to your content for 
your book. The ghostwriter you have hired has no ownership.  

If you would like, you could ask your ghostwriter, prior to working together, to sign a non-
disclosure agreement (an NDA). This would state that by signing, your ghostwriter has 
agreed to keep all the information about the writing project you are working on, will be 
kept in complete confidentiality.  

Some ghostwriters are expensive but they are worth investment if they have experience 
writing books in your genre and they have had success creating those books. A few 
guidelines about what to look for when hiring ghostwriters: 

a)  They should be highly skilled in writing. 

b) They should have a clear plan they give you for writing your book. 

c) Great ghostwriters are proficient at research as well as writing.  

d) They should be responsive, listen well, and implements your suggestions. 

If the person is responsive and replies within twenty-four hours, this is a positive sign. 
Also, make sure that the freelancer will allow for at least one if not two revisions. This is 
very important because some freelancers do not allow revision. If they want to have a 
long-term working relationship with me, they will take the time to build trust and partner 
with me to create a book we both will be proud to say we had authored. I will ask for 
quality work and will reimburse them accordingly if the work is well done. 

http://kdp.amazon.com/
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Finding a good ghostwriter takes time and I often call it a long-term strategic 
collaboration or partnership. It is an evergreen process. I’ve discovered that every 
ghostwriter has their own unique writing style and you need to deploy them as they fit 
best to your various books. 

If you find someone who fits your needs and requirements, give him or her extra perks. 
The most common one is to gradually increase their remunerations. Be appreciative and 
grateful to them to sustain the partnership for a longer time. 

Once you settle upon a ghostwriter, give him or her your killer TOC. If necessary, give 
additional details for each subchapter such as the number of words, how many bullet 
points, and the exact content and style required. 

Copywriters 

I am a huge fan of copywriting. To say it is a powerful weapon is a huge understatement. 
I will say it is a secret weapon of mine. 

Wikipedia defines copywriting as “written content conveyed through online media and 
print materials” that is “primarily used for the purpose of advertising or marketing. This 
type of written material is often used to persuade a person or group as well as raise 
brand awareness.” 

Does it sound powerful and practical for self-published authors like us? 

Unfortunately, many authors either do not use it or they feel that there is no need to “sell” 
their content. This is indeed a narrow mindset. Every product that involves a sale 
transaction must be sold properly via various channels. Having good sales copy with 
copywriting gives you the extra edge, the additional oomph, and a hypnotic driving force 
to convert prospects to long-term raving fans! Note: you have to ensure you can over 
deliver in your content or it will seem like a sales gimmick! 

In Chapter 4, I will give you insight on a proprietary technique used by my preferred 
copywriter: a quick and easy three-step formula for book sales – Driving Traffic (or 
Leads) + Conversion + Build a Relationship. 

With a copywriter, you will effectively take care of the traffic and conversion portion, 
which is 66 percent of the process! Now, how awesome is that?! 

Where are the good copywriters? How much do they cost? Can I afford one? Do I need 
to meet them face-to-face for a discussion for them to know my needs? Yes, I know 
these are just some of the many questions every self-published author has. 

While it is not immediately necessary, I will emphasize that this has to be one of the 
author’s long-term targets if he or she is keen to grow his or her publishing business and 
venture into the coaching or training seminar business. If you have a tight budget to work 
around, the information here will definitely be beneficial. But if you have a budget to hire 
a copywriter, then listen to what he or she has to offer. 

Writing Great Sales or Marketing Copy for Your Book 

So what are my tips when it comes to writing persuasive sales copy for your book? 

Tip #1: Razor-Sharp Focus 
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Remove all distractions like social media, television, and mobile phones and sit down in 
a quiet room or place to work on your sales copy. Avoid doing this over a few sessions. 
You will need to gather your thoughts and pen them down. You need to treat good ad 
copy as a crucial part of the book. Therefore, having clear focus is important. 

Tip #2: A Good Flow 

Good sales copy is seamless and it consists of these components: headlines, main body 
with images, videos and graphics, social proof or testimonials, and most important of all, 
a call to action. They come together like parts of a machine, like the organs of a human 
anatomy, like the different instruments in an orchestra. 

Tip #3: Know Your Demographics 

Every product or service has a target group. Find one and work your magic on this 
group. If there are two strong groups of demographics, you can have two sales copies 
catering to each group. There is no one-size-fits-all solution. Know their fears or their 
mega problems and provide a clear, convincing solution. An online survey is one of the 
quickest ways to understand your target audience. Getting feedback from your e-mail list 
is also another cost-effective method. 

Tip #4: A Strong Call to Action 

This is the most important step. Many buyers hesitate to purchase due to a lack of 
urgency, price, the lack of a money-back guarantee, or a perceived lack of strong 
content. Your sales copy should cater to all these objections and eliminate every single 
one of these concerns. 

Tip #5: Listen to the Experts 

Like I’ve mentioned before, the long-term approach is to hire a copywriter. Remember, 
as self-publishers we are in the business of asset management. Henceforth, we have to 
let the specialists work their magic in their respective fields while we oversee the main 
writing process. If you can’t hire a copywriter, you could get advice from mentors or 
online resources. Scroll to the back of the book and get one such resource: How to Write 
Effective Ad Copy Cheat Sheet www.facebook.com/business/news/ad-copy-cheat-sheet 

Tip #6: Test, Test, Test…and Fine-Tune 

There is no hard-and-fast rule for perfect sales copy. You have to put it to the test. Be 
brave enough to test, tinker around, and fine-tune. Different niches call for different 
strategies and as an expert in your own field, you will know your audience better than 
anyone. Keep and track all the data you collect and fine-tune from there. This is an 
evergreen process even for established self-published authors! 

https://www.facebook.com/business/news/ad-copy-cheat-sheet
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How to Get a Killer Cover Design That Sells 

 

In this chapter I will share my personal experiences and observations on cover designs. I 
will also share some case studies to highlight key criteria for a killer cover design that will 
steal attention and make readers sit up. 

The first thing that you must do is outsource the designing process. I’ve seen authors do 
a terrible job designing their own cover. (I know you are asking for examples, but it is not 
polite to feature bad covers here. Sign up for my mailing list at the end of the page and I 
can keep you posted. Sound fair enough?) 

What are the key points of a good cover design? 

One Strong Focus Image 

One common mistake of most designs is that there are simply too many images, which 
makes the front cover looked cluttered and disorganized. What I do for all my covers is 
to have one strong focus image that conveys an immediate message. For example, in 
my book Networking is Dead, the focus image is a title. The title font signifies the 
concept of networking being an old term that needs to be changed. Tthis is the message 
I want to bring across to my readers.  

One or Two Fonts Used 

Another tip is to ensure that the fonts used are consistent. Looking at the books above, 
you will observe that the same fonts are consistently used for the title, secondary title, 
and other words on the cover. If the need arises, use another complementary font to 
highlight a key word or to emphasize specific words, but don’t have more than two fonts. 
You want your readers to be able to read your text in one go and understand the 
message as quickly as possible. 

Case Study 

A good cover designer can work wonders for your book. Don’t believe me? Check this 
out. 

Which book captures your attention and makes you want to explore more? 
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For fiction writers, here is a good example of 
Jane Austen’s Pride and Prejudice, a fiction 
classic brought back to life with a memorable 
cover design. (If you are wondering if there is 
any copyright infringement, this book belongs 
to the public domain; the intellectual property 
rights have already expired.) 

 

Another example of a public domain book is Think and Grow Rich by Napoleon Hill, 
which has been reprinted and reproduced in many versions. Check out the 3-D cover 
design. In my opinion, a 3-D cover design works well for lead magnets (covered in the 
later part of this chapter) as well as promotion of your book in other marketing channels. 

How do we know when we have found a good cover designer? 

Finding a good designer takes time, as well as chemistry. He or she must understand 
your needs and be proactive in giving suggestions. Also, your designer must allow 
revisions. Some designers only allow one or two revisions and that is not entirely fair to 
the author. The front cover is one of the most important aspects of a book and we must 
be absolutely perfectionistic about it. A book without a great cover is worthless, despite 
its quality content. This is because readers are visual creatures and will not look beyond 
the cover of a book that does not give them a lasting impression. I would also add this: 
cheap designers are never good, and good designers are never cheap! 

If you are unable to decide whether a cover design is good enough for publication, 
conduct a market survey using one of these two methods: 

1. Feedback from friends and associates: Send them your cover and ask them 
to critique it. Tell them to be honest and give genuine feedback on the pros 
and the cons. Ask for ways to improve the cover too. I will recommend 
seeking feedback from at least five of your closest friends but ten is an 
optimal number. 

2. Surveys from strangers: Very often, strangers give the best feedback. We 
can conduct an online paid survey or a poll. One service that I use is PickFu 
where a poll costing $20 will empower you with fifty responses from random 
individuals in their network. 
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Important Pages That Will Add Massive Value for Your Readers 

For a book to be well received by readers, the content must be perceived to be useful 
and applicable. We have touched on ways to create content that readers crave. To 
further add value to the book, there are a few one-pagers that I usually add, usually at 
the end of a chapter. They serve two purposes. 

Primary purpose: to consolidate the concepts and ideas of the book. Very often, readers 
feel overwhelmed by all the information in a book. The one-pager at the end of each 
chapter serves as a consolidation of thoughts for the readers. It will also remind them of 
the key points of a book. These one-pagers can exist in different formats, which are 
quite self-explanatory: 

• Summary page or end of chapter review – delivers the key points of the 
chapter for easy remembering. 

• Checklist – explains what has been taught so far and what will be taught in 
the coming chapters of the book. 

• Resource page for further reading on the topic. 

• Bonus section – free giveaways from the author to the reader. 

• Tasks list or action item list – encourages the reader to implement and apply 
steps from the book. 

• Promotion of a similar book – if you have other upcoming books or a similar 
book of the same genre, take the opportunity to promote it on this page. 
Direct them to sign up for your mailing list or to your Amazon page to 
purchase. 

• Leave-a-review page – this is usually toward the last two chapters of the 
book where you ask for an honest review of your book. You can attach a link 
that directs them to where they can leave a review. 
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Resources 

Fiverr: www.fiverr.com 

Upwork: www.upwork.com 

PickFu: www.pickfu.com 

End of Chapter Review 

• Make sure you have sample text that grabs the reader’s attention. Many 
times a reader will look over the sample of your book to see if it’s worth 
spending time and money on. For best results, your book sample should 
include an intriguing TOC, a strong introduction, and a lead magnet. 

• Writer’s block is not an inability to write, it’s the loss of motivation to write. 
The only way to work through it is to keep writing. Use the tips provided, 
such as using a voice recorder, writing five hundred words a day, and talking 
to other people about your topic for ways to be proactive and renew your 
drive to write. 

• While you are the master of your own content, you may find that you need to 
hire freelancers to help you with things such as design, proofreading, editing, 
and formatting. There are a few great places online to find quality assistants 
for an affordable price. 

• An important but underused asset for your book is the sales copy. To write 
an intriguing sales copy and determine your target demographic, it may be 
necessary to hire a copywriter who is familiar with what it takes to effectively 
reach your target audience. 

• An ideal front cover will have an image that conveys a message to your 
readers along with a title/subtitle combination that intrigues the reader so 
they want to look at your book for more information. 

• Adding a page at the end of each chapter detailing the contents in a concise 
way will give your readers a time for reflection on what they’ve just read. It 
may also give readers peace of mind that they understand the content. 
Providing a brief summary of each chapter also helps the reader if they want 
to go back and refresh their memory without having to skim through the 
entire chapter. 

https://www.fiverr.com/
https://www.upwork.com/
https://www.pickfu.com/
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Chapter 4: Essential Marketing Strategies to Fast-Track Your Book to Bestseller 
Status! 

Three Important Criteria to Be a Number 1 Bestseller 

There is no hard-and-fast rule for how to reach the top of the charts on Amazon rankings 
but from my extensive observations as well as constant tinkering over the years, I have 
narrowed it down to three factors: 

1. Downloads or purchases 

2. Reviews 

3. Price 

Downloads or Purchases 

Under the KDP Select Program, an author allows Amazon to exclusively market his book 
for ninety days. In return, Amazon allows the author to make use of Free Book 
Promotion, which allows the author to give away the book for free for five days within 
these ninety days. 

These five days are used to jumpstart or accelerate downloads of the book. Every 
reader likes free stuff, right? 

The other intention is to drive the book up the charts in its respective categories so that it 
will become visible to other readers. 

If the book is not under KDP Select or the author chooses not to give it for free, then the 
benchmark will be the number of purchases. Similarly, once the free book promotion has 
ended, the benchmark will be on the number of copies sold, as a book with a high 
number of purchases will surely move up the charts. 

Verified Reviews and Average Ratings 

There are two types of reviews: verified and nonverified reviews. Of the two, verified 
reviews are of higher importance because it certifies that the review is coming from a 
purchaser of the book. Hence, a verified review is a genuine review. Non-verified 
reviews are reviews left by readers who did not purchase the book. 

Reviewers can rate your book on a scale of one star to five stars. If a book has many 
verified three-star reviews and another book has the same number of verified five-star 
reviews, the latter will move up the charts at a faster speed. All the reviews of the book 
are taken into account and then averaged out over a score of five. 

Verified reviews with a high score are very important. I’ve observed that books with an 
average rating of at least four out of five are often promoted and cross-sold by Amazon 
using their “Frequently Bought Together” and “Customer Who Bought This Item Also 
Bought.” See the image below and you’ll get what I mean. 
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Why? For the simple reason that this book has a proven track record among readers 
and Amazon wants to promote such books to readers of the same genre for their 
reading pleasure. During this process, Amazon also gains through the sale of these 
books, creating a win-win situation. 

Price 

Even with a high number of downloads and verified reviews, a book which is $0.99 will 
be ranked lower than a book with similar downloads and reviews that is priced at $3.99. 
The reason is obvious: getting a reader to pay $3.99 is a lot tougher than getting them to 
pay $0.99. 

However, a higher price alone will not result in a higher ranking because it also depends 
on the number of reviews and purchases. At the end of the day, it is about delivering 
value. Books with fewer pages will have to be priced lower than books with a greater 
number of pages. I would recommend not pricing more than $2.99 for a book with fewer 
than thirty-five pages. There is no hard-and-fast rule on pricing a book, but I recommend 
studying your competitors. Personally, I am using $3.97 and $4.97 quite frequently as I 
realized that subconsciously, it seems less expensive than $3.99 and $4.99 respectively. 

What Is the Secret Algorithm Of E-Book Sites? 

 

As is obvious by now, self-publishing has become more lucrative mostly thanks to the 
efforts of Amazon and its introduction of Kindle books for self-publishers. This means 
that you need to be familiar with the process of digitizing your book and then promoting 
and selling it on Amazon. The procedure is fairly simple and Amazon offers you an easy 
guide to get into self-publishing, which will get you started. 

But a lot of writers forget that Amazon is as much a search engine as it is a portal to 
shop for things. How do you buy things on Amazon? You type your requirement into the 
search bar and wait for it to throw the results at you. This search option works because 
of the Amazon algorithm, which, like Google or Yahoo, categorizes and optimizes search 
results to suit your needs. 

So as a writer, self-publishing on Amazon, you must learn to make use of the Amazon 
algorithm to maximize sales for your book! This is one of the smarter promotion 
techniques you can use to sell more. As a self-publisher with limited resources, you’ll 
need to be extra smart. Now, it’s quite hard to get Google to optimize searches to 
include your work when a prospective buyer searches for something related to the topic 
your book talks about, but Amazon is something you can influence. Here is how. 

This process is essentially SEO, which optimizes the tags and the keywords in your work 
and then matches it to what a person types in the search engine. 
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Amazon works similarly. When you’re searching for a product, you rarely go beyond the 
second page, so you need to optimize your keywords and tags to make sure that your 
book turns up in the first few results. However, Amazon also uses categories. For 
instance, if I don’t set the category in which I want to search and I type something as 
innocuous as wax, I’ll get a wide variety of results, ranging from hair-waxing kits to 
candlesticks to books on beeswax. This means that as a self-publisher you have to be 
aware of both categories and keywords so that you can maximize sales. 

Let’s take a look at each separately. First, the keywords you need to focus on. 
Obviously, your title is going to be a keyword, but other factors like your subtitles, the 
book description, and your chapter titles can make a big difference! It’s more challenging 
to keep track of in a fiction work, I know, but you can customize the keyword searches to 
your advantage here too. Amazon allows you up to seven keyword strings to optimize 
your search, and the keywords that you pick are absolutely vital. These keywords are 
your title, your subtitles, and your description. They must be in these items or you will 
lose out. 

How do you find the keywords to use? Simple—go to Google and type out your subject 
matter to see what the most popular keywords are. For instance, if I am selling a book 
on how to cook Italian cuisine, I’ll type that into the search engine. Google gives me top 
results like “Italian Cooking Basics,” “Superfast Italian Recipes,” “Best Italian Recipes,” 
and the like. These are the words I should think about including in my book title, in my 
subtitle, and/or my descriptions. This way, when people search for cooking Italian in the 
Amazon search bar, my book will turn up within the first few results, which is what I 
need. 

In essence, find out the trending keywords in relation to the subject of your book and title 
your book accordingly. Make full use of the seven keyword strings Amazon allows you. 
Don’t waste the opportunity to bring your work to the forefront! 

Also, keep in mind that you can change your keywords! If one combination doesn’t work, 
go for another. This is especially true of nonfiction. In fiction books, you obviously can’t 
change your title, but you can change the description and your Amazon page. For 
example: 
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You won’t actually know if your keywords are working until you use them. If you don’t 
see an increase in sales within two weeks, change them. If you don’t have a book 
subtitle, add it with the keywords listed in it. Change your book description by working 
around the words and their order. Varying the words you use in your book description 
and the order they are in will work wonders. 

Book descriptions can be tricky with the way the Amazon algorithm works. Be sure to 
convey the benefits of your book and your book’s unique selling propositions. 
Remember to use HTML codes to bold, italic, and bullet point some paragraphs (see the 
image below). 

That’s the keyword search. There are more things to work out, but I’ve given you the 
basics to get you started. Do more research on your own to make sure your books get 
the best sales! Let’s shift to categories and how you can tackle this. 

Amazon has different stores to buy different things in. We’re looking at the bookstore, 
where you’re selling your work. The categories here will be based on the genre of 
writing. Fiction and nonfiction, obviously, print or e-books, genres such as romance, 
mystery, thriller, horror, fantasy, etc., are some of the options you’ll get to classify your 
book. 

The algorithm may pair your work up with other titles. This kind of pairing elevates the 
sales for both books. A lot of writers have been known to rate their books in a category 
that gets them maximum sales, even if it doesn’t go with their book’s content. This may 
temporarily boost sales, but it will limit other genuine readers from buying your book in 
the relevant categories. 



 32 

Another way to boost sales is to change your category once in a while. Tags and 
categories keep changing, so changing yours once a month or so may help. You can 
keep trying different niches until you find the right fit. 

These two are the main ways to optimize the algorithm to boost your sales and help you 
promote your own work! You can also change your prices to get the algorithm to work in 
your favor by lowering the price to $0.99 so as to move more books, and then increasing 
it once you’ve got some momentum. Keep fine-tuning your Amazon page and your book 
descriptions to get Amazon’s attention (the good way, of course). 
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Three “No-Brainer” Steps to Book Marketing (and All Other Info Products) 

 

 

 

 

 

 

 

 

 

This is the big picture of book marketing and can similarly be used for other info products 
such as affiliate marketing, webinars, and online courses. 

My regular copywriter essentially sums it up in three components: 

1. Driving Traffic – this is where we drive traffic to the book and generate 
qualified leads. I will share many strategies about driving traffic and 
generating leads in what I termed Armageddon Traffic Marketing Strategies 
in the coming pages of this chapter. Yes, this sounds like a hyped-up name 
to use, and I will explain why I used this name and how it can be a double-
edged sword in due course. 

2. Conversion – this is where the prospective buyer purchases the book. 
Conversion is influenced by many factors that we have covered in earlier 
chapters: a catchy and unique front cover design, a compelling title and a 
complementary subtitle, as well as verified reviews, bonus items, and more! 

3. E-mail Relationship – this is where you engage your e-mail subscribers and 
build a strong relationship with them. Chapter Five will teach you the Rules 
of Engagement and how to effectively build rapport with your audience. 

So that’s it! You’ll just need to focus and ensure that you follow this simple three-step 
formula for the marketing of your book and other info products, as well as affiliate 
marketing. 
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Short-Term Marketing Versus Long-Term Marketing Prowess 

I have observed two very distinct types of self-published authors and both types are 
successful in their own right. They’ve used both short– and long-term marketing to sell 
their books. 

Short-Term Marketing Scenario 

Author launches book 1, markets it aggressively through his e-mail list, and uses KDP 
free downloads and paid book promotions. He ranks number 1 on the charts for the first 
three weeks, drops to the top 10 in the next two weeks and within the top 100 for a total 
of three months. The sales then taper down due to the shelf life of the book.  

He then launches book 2, which is in the same genre as book 1, and markets to his e-
mail list using his usual marketing strategies. Some of the sales momentum will carry on 
to book 2. Three months later, he launches book 3, which is in the same niche as book 1 
and 2. The sales of book 3 will gain traction and momentum to book 1 and 2. The cycle 
repeats and a steady stream of royalties ensues. 

Long-Term Marketing Scenario 

Author launches book 1 and employs the exact same short-term marketing strategies as 
mentioned above. The book similarly soars to the number 1 rankings and the author 
employs a very detailed and wide-ranging marketing strategy to keep the book at 
number 1 or in the top 10 as long as possible. 

He relies on a few, long-term marketing strategies to keep that position, such as: 

• Weekly book promotions (free and paid) 

• Blogging on her own website 

• Guest blogger on popular forums and niche websites 

• Podcasts to his mailing list 

• Webinar series such as question-and-answer sessions 

• Different pricing strategies such as $0.99, then $2.99, then $4.97, and back 
to $0.99 

• Offline promotions such as events, public speaking, and networking 

The next question will be, “Is it possible to do both at the same time and still succeed?” 

Yes, it is possible to do a hybrid of both. However, doing everything on the list for short– 
and long-term marketing is pure suicide. Remember, you are in the business of asset 
management, not marketing! A well-rounded mix of short– and long-term marketing is 
ideal, but you will need a reliable team of freelancers to assist you. 

How and Where to Get Your Initial Reviews 
 

The burning question is: Where do you get your initial reviews? For authors who have a 
following on social media or their blogs, the mailing list is the very first place to ask for 
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genuine reviews. As a self-published author, the “list” is very important and if we are to 
succeed, the process of growing our e-mail list of subscribers is ongoing. 

For newbies, the usual suspects are our friends, business associates, and relatives. Aim 
to get at least five, but fifteen will give you more credibility on Amazon’s algorithm. 
Readers will also view books with more reviews with a greater sense of assurance 
before purchasing. 

Be warned that purchasing reviews is against the rules and regulations on Amazon. 
Please refrain from doing so! You’ll get your account banned. I understand that there are 
also review-swapping groups on social media sites. I do not use them and, similarly, 
they are flouting the guidelines on Amazon. 

When I launched my first book, I looked up ten of my closest friends and sought their 
help for a review. Of these, five responded and gave reviews. Not a bad start and I built 
from there. I grew my mailing list gradually and for my second book I got about nine 
reviews. As my mailing list grew, reviews were no longer a problem for me. It takes time 
and can’t be rushed. It is an evergreen process and even top authors who have 
thousands on their mailing list are looking to build their mailing list every day—this 
process does not stop! 

One strategy that works is to approach the list of Top Amazon Reviewers and ask them 
to review your book. However, they are usually busy people and they get many similar 
requests from other authors too. It did not work for me, but it is worth a try if you can get 
a virtual assistant to assist you on this. Give your assistant a persuasive script and task 
them to contact these reviewers on your behalf. 

I also have software called Book Review Targeter that scans all the reviews of a 
particular category and digs out the e-mail addresses found in these reviews. With Book 
Review Targeter you can compile this contact info and instantly contact them. A clever 
software worth checking out that can be used hand-in-hand with a virtual assistant. 

In summary, my advice is to keep focusing on delivering good content. When there is 
good content with an attractive cover and a title that grabs attention, you’ll get reviews in 
a matter of time. 
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My Proprietary Marketing Strategies REVEALED! 

First, note, implementing many strategies can be very destructive. There are tons of 
techniques and the list is truly non-exhaustive. But if someone were to use every single 
one, it could be Armageddon for him or her. It is really too much to handle and we have 
to pick the strategies which are most suited to us. We must not get too carried away 
and implement every single idea.  

The strategies are also very powerful. Period. Most “gurus” teach you to use the KDP 
Free Book Promo, paid book promotions, some elementary pricing strategies, and 
that’s about it. To top it all off, I regularly get new ideas (which may or may not work, 
but hey, never kill an idea!) and you could gain new ideas too. This is an evergreen 
area and we must continue to innovate and experiment. To be part of the community, 
join in our mailing list at the end of the book! 

BEST Marketing Strategies 

• The SMART LAUNCH. Your best network is your own. Start by creating a 
special “launch” event. Here are the steps:  

- Invite up to 100 people to a breakfast or evening event. Invite them 30 
days or so before you officially launch your book.  

- Order100 advanced copies of your book. This will cost you about $3 a 
softback book. There are a variety of printing companies that can deliver 
books to you even within 48 hours (see www.48hourbooks.com).  

- At your event gift each person with an early-release copy of your book.  

- Share with the group the back story as to why you decided to write your 
book.  

- Give your group the opportunity, as an extra benefit, to network with one 
another.  

- Ask each participant to read your book within the next 30 days and 
provide an honest review on Amazon on your launch date.  

- Give them your projected publication date but also tell them, just in case 
of any unexpected setbacks in publishing, you will notify them by email a 
week before the launch date and then also remind them to post their 
reviews 24 hours before your official launch.  

- Once you launch, once again, send an email and thank them, in advance 
for putting up your book. Remember to tell them you couldn’t have done 
this without them and that if/when they write a book, because, let’s face 
it, in this content-dominated world, writing one’s own book should be on 
almost everyone’s list. This is your opportunity to build that psychological 
reciprocity that makes great networking happen.  

- Keep your network up-to-date on the success of your launch. For 
example, if you get 25, 50, 75, etc. in your network posting reviews, you 
are very lucky. Note that it takes 50 books to make it to the Amazon Hot 
New Releases list where 70%+ of all books are sold.  

- Don’t stop. Keep in touch with your network and keep repeating that you 
are there for them when they are ready to launch their book or even blog 
posts or white papers.  

http://www.48hourbooks.com)/
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• Kindle – There are many places to sell e-books, but my personal favorite is 
Amazon Kindle Direct Publishing, (www.kdp.amazon.com)  also known as 
Kindle or KDP. It is the place with the most readers and the traffic is simply 
massive. They are also the market leader in e-books. 

• Various Events – Events can be planned or impromptu. It can be formal or 
casual. Examples include parties, lunch gatherings, and school alumni 
meetups. As long as there is a gathering of people, there is an opportunity to 
let others know about your book. 

• Conventions – Conventions could be in the form of a book expo or book fair 
or a niche convention that you have a vested interest in. For example, a 
convention on healthy living will work for you if you have written a book on 
healthy lifestyles. 

• SlideShare – This is a slide-hosting service that features presentations in 
various formats such as PowerPoint, PDF, and others. Authors can create a 
neat ten– to fifteen-page slide show to serve as a preview of your current 
book. 

• YouTube – If you have videos such as step-by-step tutorials, public 
speaking videos, or animation on your book, YouTube is the place to list 
them. You can use a tool such as www.screencast.com.  

• Social Media – With an abundance of social media websites, you have to 
select what works best for you. LinkedIn, Twitter, Pinterest, Instagram, 
Google Plus, and Facebook are just some of the popular channels of social 
media. 

• Content Marketing – Build your fan base with consistent and valuable 
content. Although this takes time, once the readers are convinced that you 
give good information, buying your book gets so much easier. 

• Solo Ads – A solo ad is a one-time e-mail blast that one can buy from a 
vendor who has a list of people. Typically, vendors will segment them into 
various categories with different pricing packages. 

• Google AdWords – One of the leading pay-per-click advertisements, this is 
another way to drive traffic by placing relevant ads to your desired 
demographics. 

• Lunchtime Workshops – Give a talk or a workshop over lunch. Over deliver 
in your content and promote your book at the same time. This will require 
you to establish contact with the relevant HR personnel of each company 
where you want to present. 

• Facebook Ads – Similar to Google AdWords, tapping into Facebook Ads 
means leveraging the traffic and database of a social media giant. This is 
beneficial to self-published authors of all budgets. 

• Facebook Author Groups – These are niche groups and there are many to 
be found. Some are only by invitation, while most of them are open to the 
public. 

• Personal Website – What better place than your own personal domain 
name to list your book for sale? If you get a sale, it is a bonus. But, if you 
publish a book, be proud of it and feature it on your personal domain. A 

http://www.kdp.amazon.com)/
http://www.screencast.com/
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personal website will help with your branding, as well as give you an 
additional place to sell your book. 

• Blogging – If you have an existing blog, get the maximum benefit from it by 
keeping your readers updated regularly. If you do not have one, now might 
be the time to start one. Make sure that the URL is catchy, relevant to your 
niche, and easy to remember. 

• Webinars – A webinar is an online seminar that allows the speaker to share 
his content live to his audience and also take questions at the end of the 
session. 

• Kickstarter – Kickstarter is a funding platform for creative projects such as 
technological devices, films, games, and many more. Some authors have 
also aimed to crowdfund their books using this platform to gain publicity, as 
well as the funds to kick-start it. 

• Perma-Free Books – Perma-free is an abbreviation of permanently free. 

• Podcast – A podcast is like a sharing session of content and ideas in audio 
format. Podcasts can be located on your personal website or social media 
site, or can be sent to your e-mail subscribers. 

• Free Trial for Your Service – If you run a consultancy service offering your 
professional services, give a free fifteen to thirty minute consultation for your 
prospective clients. Let them know about your book as well. While not all 
may be able to afford your fees, some may want to purchase your book. It’s 
like killing two birds with one stone! 

• Public Speaking – Offer your services if there is an opportunity to speak on 
stage about your favorite topic. People often consider public speakers to be 
the authority in their niche. Ask for a booth at the venue to sell your books or 
for a book-signing session. 

• Giveaways – You can choose to give away the first few chapters of your 
new book or give away a previous book for free to attract people. Who 
doesn’t like freebies? If the readers find your content useful, purchasing your 
book will then become an option for them. 

• Libraries – Give a few copies of your books to various libraries. You’ll be 
surprised that these copies can garner plenty of readership. 

• Sponsorship – It could be something small scale or large scale. You can 
sponsor an event, and in return have a booth or miniature roadshow. You 
could also ask to give a fifteen-minute talk and provide beneficial information 
to the audience. This is a win-win proposition. 

• Affiliate Programs – Affiliate programs or affiliate marketing involves selling 
other peoples’ digital products for a commission. You have to do your 
research to find a good product that complements your book and then 
promote both products simultaneously. 

• E-mail Marketing – If you have an existing e-mail list, engage and update 
them regularly. Aim to grow this list as well. 

• Physical Farming – A form of guerilla marketing, this method involves 
giving out flyers and brochures in places with a lot of human traffic. It’s 
inexpensive and highly effective if used appropriately. Find out where your 
target audience is and get distributors to give out these flyers. 
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• Online Joint Ventures – Get a few speakers from various niches and 
leverage the expertise of each individual for an online joint venture. You’ll get 
exposure to each person’s network and database too. 

• Network Marketing – While it may seem out of this world to suggest 
network marketing as a form of marketing for books, this works well for 
books related to wealth creation, financial freedom, and health. I also find 
mailing lists or individuals who do network marketing to be slightly more 
receptive to new ideas or products. 

• Fiverr Gigs – Fiverr is a website that provides all ranges of services starting 
from $5. You could pay a vendor $5 to post your URL and message to their 
social media groups. While results vary, I have received sales from this 
channel before. 

End of Chapter Review 

• Downloads/purchases, reviews, and price all play an important role in 
whether or not your book will be favored in Amazon’s search algorithm. 
Make use of the KDP Select program to help increase your visibility to 
readers. It’s important to get verified-purchase reviews for this system as 
well. 

• Use the principles of SEO when choosing tags, keywords, and categories for 
your book. Research various search engines for trending keywords 
pertaining to your topic. Then, make sure to use those keywords in your title, 
subtitles, and book description. Keep changing your keywords, description, 
or category every few weeks as you track the ranking and sales of your 
book. 

• Learn the benefits of short– and long-term marketing and employ the one 
that works best for your book, or use a hybrid of both. Hiring a virtual 
assistant to help you with marketing tasks is a great idea because you can 
really leverage the VA’s expertise in data collection and have them send out 
e-mails and make blog posts to contact potential readers or top reviewers. 

• There are several marketing strategies that can be employed for success. 
Create combinations using a few different strategies at a time. Trying to do 
too much at one time can be a disaster and actually turn readers off instead 
of getting them interested in your content. 
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Chapter 5: List Building and E-Mail Automation System 

The Awesome One-Pager Lead Magnet 

 

 
 

Go to http://bit.ly/writersconfguide -and you’ll see the above image and accompanying 
descriptions. This is called a “landing page” or a “squeeze page” or a “lead magnet.” 

I have been using a simple but ruthlessly efficient one-pager lead magnet with good 
success in getting opt-ins. An “opt-in” is someone who stumbles upon the URL and gives 
you their e-mail address in exchange for the freebie that is being given away. 

In this section, I will touch on what items fiction and nonfiction authors can give away in 
order to attract readers to give their e-mail addresses. The item must be something 
interesting, exciting, and of informative or practical use to the reader. I always make it a 
point to over deliver and give items that pack small but play big. 

For nonfiction authors, these are some recommendations to entice readers to give their 
e-mails: 

• Checklists 

• Video training 

• Case studies 

• Cheat sheets and templates 

• Sneak preview of an upcoming book 

• Access to private forums or social media groups 

• Report with quick and easy tips 

• List of industry tips or best practices 

http://bit.ly/writersconfguide
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• Audiobooks 

For fiction authors, these are some recommendations, but you are only limited by your 
imagination: 

• Preview chapters 

• Sneak peaks into an upcoming book of the same series 

• Digital artwork 

• Video or graphic teasers 

• Giveaways of other books of the series 

• Audio books 

• Character biographies 

• Access to secret social media groups 

Exercise: 

1. Which of the above is readily available to you as a free gift to collect e-mail 
sign-ups? 

2. If none of the options are readily available, which option is something that 
you can create easily? 

How to Get E-Mail Subscribers with Little or No Money Down 

 

1. Influencers – These are people who have a certain status on a particular 
topic online. They could be bloggers, celebrities, or lifestyle specialists who 
are familiar in a niche. Approach them and let them know that you want to 
share some practical tips on this topic via a blog post, PDF file via e-mail, or 
a free report. If they find it useful and beneficial, they will then share it to their 
database of subscribers. If they find it really useful, they will opt into your 
mailing list! How much will that cost? Virtually nothing other than your time in 
creating it! 

2. Networking – Go to networking events; some are free and some require a 
small fee. Collect name cards and ask for permission to add them to your 
mailing list. Pitch about your book and its unique selling proposition. If the 
fee is $20, and you get ten leads, the cost of acquiring is $2 per person, 
which is quite decent. 

3. Content Marketing – If you have a blog, an e-mail list, or a following on 
social media, make sure you fully leverage and optimize on it. One proven 
way is with content marketing—sharing valuable content with your readers 
so that they know you are someone who gives useful information. Getting 
them to subscribe to your mailing list is easy once you have achieved that. 
Other than the time spent, there is almost no monetary expenses to it. 

4. PPC Advertising – PPC refers to pay-per-click advertising, where you 
assign a budget to expose your ads to readers. The two most popular 
choices are Google AdWords and Facebook Ads. There is a daily or weekly 
budget assigned so the user will not overspend. The good thing is that you 
can choose your demographics and audience type, hence the traffic is quite 
targeted. There is more elaboration on Facebook Ads on Chapter 6. 
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5. Events – They could be online or offline events. Online events could be in 
the form of hosting a webinar featuring a few guest speakers or a joint 
venture where two or more parties come together to pitch their respective 
products. Other online events could be a viral giveaway or a social media 
post where you encourage your readers to share the content on their social 
media channels. Winners will then get a prize based on their rankings. 
Offline events could be book fairs, an event where you are a guest speaker, 
or even giving out flyers of your book at heavy-traffic malls and junctions. 
The possibilities are endless and depend on your imagination and creativity. 

6. YouTube and SlideShare – One of the most cost-efficient ways is to upload 
a video on YouTube. Examples of various videos include sharing a few tips 
from your book or a video featuring yourself giving a short presentation. If 
you prefer to upload slides on your preferred topic, SlideShare is ideal. What 
I personally like about these two channels is that it is a one-time effort with 
minimal cost involved. They act as funnels that direct traffic to your e-books. 

7. Solo Ads – This refers to a one-time payment to Internet marketers who will 
send an e-mail blast to their database. The general idea is to entice potential 
subscribers with a catchy message or by directing them to a landing page 
where they can opt in to your mailing list. Prices vary and there are many 
services on the Internet. An example includes https://www.clickonomy.com/ 
where they segment their e-mail databases into a few categories. 

What Makes a Good E-Mail Headline? 

 

The biggest issue you’ll face as a self-publisher promoting your books via e-mail 
marketing is spam. You do not want to be classified as spam in your readers’ inboxes. 
The single most important method to avoid this is to make sure you have a great subject 
or e-mail headline! Choosing the right headline can try the patience of a saint; it’s like 
writing a catchy slogan that gets the message across but remains witty and funny and 
not boring. It is not easy. Here are a few things to keep in mind. 

• Keep it short. E-mail subject lines often get cut off in the middle when viewed 
on a mobile device or tablet; what’s the point if you readers can’t read it? 
Limit yourself to seven words or so (fifty characters). Your readers will skim 
through their mail list and a simple line will catch their eye far better than a 
long sentence. 

• Offer information. A headline like “Buy My Book!” will come off as too 
aggressive. Instead, give them a chapter title or your book’s subtitle. It’s 
more interesting, more engaging, and more likely to get you noticed. 

• Pique the readers’ curiosity. Ask a question in your e-mail headline. For 
instance, if your book is about a fantasy heroine who needs to take down a 
bad guy, you can say something like “Will Alana be able to defeat Lord Evil?” 
Make your reader curious and they will open your mail and follow your ideas. 

• Add a discount, a number, and a deadline in your e-mail headlines. If you 
say something like “Get your copy at $0.99, buy today!” your readers are 
more likely to respond to you. Sometimes, adding a deadline or telling them 
about a discount is the best way to get them to respond. The former adds a 
sense of urgency that will push their subconscious into at least checking out 

https://www.clickonomy.com/
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the offer. The now-or-never instinct kicks in—it will definitely boost your 
sales. 

• Give your readers an instruction. Some people respond better to commands 
than teasers or discounts, so tell them what they should be doing! Add a line 
that says, “Get your copy today!” in an imperative yet engaging tone that will 
get them moving. 

• Announce yourself. If you have something new to share with your readers, 
make that announcement in the headline. For instance, if your book is 
coming out on the twentieth of this month, and if your character is called 
Alana, then say something like “Alana comes to life on the twentieth, don’t 
miss out!” Engage your readers and get personal with them—it’ll go a long 
way in selling your books as well as building a loyal fan base! 

• Make a list of why they should buy your book. Lists are like countdowns—
everyone wants to know what happens at the end! If your headlines are 
something like 8 Reasons Why Alana is an Atypical Fantasy Heroine, then 
your readers are more likely to open your mail. 

• Have a joke. Subject lines for e-mails are generally professional and clinical; 
being funny can go a long way in attracting the right kind of attention. “Alana 
Defeats Lord Evil Butthead!” is far likelier to get you readers than “Alana 
Defeats Lord Evil.” 

Above all, make sure your e-mail headline tells the story of you and your writing. It 
sounds extremely vague and out there, I know, but it’s something that you have to 
customize to suit your specific needs! Take feedback from your readers—they’re the 
ones you want to impress, after all! Engage them and keep them in the loop and they will 
never miss a subscription from you. 

Exercise: 

Give your best shot and craft the best e-mail titles on the following: 

1. Revealing an insider secret to your mailing list 

2. Debunking personal development products 

3. Top mistakes Internet marketers make 

My suggested answers: 

1. This is SO GOOD, I may regret telling you 

2. WHY those $1997 GURU products are a waste 

3. The TOP 10 mistakes new Internet marketers make 

What Should I Do with My List? 

 

Once you have an e-mail list, you owe the people on it a duty to update them 
consistently with information that is beneficial or entertaining to them. It is not about 
selling them your products at the beginning. Rather, it is to position yourself as a friend, 
a mentor, and an acquaintance who delivers delightful content. 
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There is an Internet proverb which goes: The money is in the list. There are many items 
that you can sell to your list over a period of time once the mutual trust and rapport has 
been established. 

What can you sell to your e-mail list? Here are some examples to get you excited, but 
they are only limited by your own creativity and imagination. The key thing is to start off 
by selling something affordable and gradually work your way to bigger ticket items. 
Following are a number of tips to remember: 

• A $0.99 book that used to be priced at $3.97 on Amazon ($0.99 is an 
affordable quantum to most people). 

• An audiobook version of your book at $.99 cents (there could be some who 
prefer the audio version rather than an e-book). 

• The paperback or hardcover version of your book (there are some who 
prefer physical books rather than e-books). 

• A $17 or $19 “hacks, blueprint, cheat sheet, templates, checklists, and 
workbook” that you’ve specially created to accompany the book and that is 
not found anywhere else. The price of this product will go up to $49 in forty-
eight hours (this scarcity principle will ensure that this product is in limited 
supply and will force your readers to take action quickly). 

• A $39 or $199 online course, that allows the reader to learn at their 
convenience. (Video or e-learning is one big emerging trend to come on the 
Internet). 

• A series of three face-to-face consultations or mentoring sessions over 
webcam or Skype for $297 for forty minutes per session. 

• A book bundle or a boxed set of your series of books. Or gather the books of 
seven to ten of your peers in a similar niche and sell to your list with a 
limited-time offer (the offer starts at an introductory price of $4.99, and goes 
up to $9.99 in forty-eight hours and $15.99 in seven days). 

• A year-long mentorship at $999 where you personally guide and tutor your 
apprentice. 

Before you embark on a selling spree to your e-mail list, please have the patience to 
engage and give value to them. The selling will eventually come once the relationship 
between you and the subscribers is robust. Therefore, be generous in your content 
during the initial e-mails. Don’t jump the gun and sell too fast to your list. 

There are a few working styles pertaining to e-mails, and I’ve used this e-mail sequence 
as my working repertoire. Researchers have discovered that it takes at least seven 
rounds of e-mails or correspondence before someone finds you credible. In my opinion, 
seven is too little for an impact. I will usually load about twenty to thirty prewritten e-mails 
in my autoresponder. Remember, building a relationship takes time and we cannot 
afford to rush it. 

I make sure to differentiate myself from the rest of my competition with good content and 
also to make sure that my mailing list subscribers remember me right from the start. 

E-mail #1 (sent immediately when user signs up): [Welcome E-mail] Attach the free gift 
or report and a reminder that the next e-mail will be sent tomorrow. 
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E-mail #2 (to be sent one day after E-mail #1): [Content] This is sent one day after the 
first e-mail so that the reader will remember you. Start off with a story to connect with 
your audience. The idea is to ensure the audience can empathize with your plight, feel 
the emotions, and identify with their own problems. End with some practical solutions. 

E-mail #3 (to be sent two days after E-mail #2): [Content] Give valuable information to 
your subscribers. Make them feel that you are sincere and generous in wanting to help 
them. It can be a video training, a blog post, a checklist or a template, an e-book, or 
anything that you feel is beneficial for the subscriber. 

E-mail #4 (to be sent three days after E-mail #3): [Content + Engagement] Same as E-
mail #3, but encourage readers to give their comments and opinion by directly e-mailing 
you. 

E-mail #5 (to be sent three days after E-mail #4): [Engagement] Same as E-mail #3, but 
gives a list of common problems on this topic and your intention to give solutions to them 
in upcoming e-mails over the coming weeks. Encourage your readers to give you their 
input by sharing their problem. Do an online poll or survey to keep them engaged. 

E-mail #6 (to be sent three days after E-mail #5): [Social Proof, Testimonials, and 
Credibility] Show social proof, credibility, and testimonials of a product or service of 
yours. Do not go into selling it yet; leave it hanging and this e-mail will serve as a teaser 
campaign and build up to your next few e-mails. 

E-mail #7 to #10 (E-mail #7 to be sent four days after E-mail #6): [Content] and [Content 
+ Engagement] for as long as you desire. 

When the time comes to promote your own product or if you’ve found an extremely good 
offer for any other product that will benefit your subscribers, send a series of e-mails to 
promote them. Remember the scarcity principle—when promoting an offer, have a 
deadline to give some urgency. 

End of Chapter Review 

• Create a great landing page with an opt-in form to grown your mailing list. 
Create something nominal but exciting that you can give your readers in 
exchange for their e-mail address. 

• While e-mail marketing is essential to your e-book, it’s important not to spam 
your readers. Use the tips in Rules of Engagement for E-mail Marketing for 
best results. 

• Learn what your readers want and write valuable e-mail content that keeps 
them excited and intrigued while also being authentic. Build a relationship 
with your readers and they will continue to follow you. 

• A good start for a mailing list is two thousand but the max size of your 
mailing list should be as big as you can get it. Never stop telling people 
about your books and what you have to offer them. Continue to grow your 
mailing list every day. 

• You can get reader’s e-mail addresses both online and offline for your list. 
By attending events you can network in person with others in your niche. 
Online you can use pay-per-click advertising services and social media to 
reach new readers. 
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• Your e-mail subjects have to grab readers and get them to open the 
message. A dull or boring subject line may cause the e-mail to go straight to 
the trash or spam folder! 

• Get to know your e-mail subscribers before you start selling to them. Then 
start small and grow from there organically over time. Don’t push too many 
sales on them all at once or you risk losing subscribers. 
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Chapter 6:  Alternative Distribution Channels 

 
What Are the Various Print-On-Demand Channels? 

Print On Demand (POD) 

 

Here is another way to reduce initial investment as a self-publisher: go for a print-on-
demand store to sell your books! As the name suggests, print-on-demand publishing 
means that your book is printed only when a prospective customer places an order for it, 
so you can publish your own hardcover and paperback copies at a reduced cost—you 
don’t have to depend only on e-books! While you can do this on your own, it’s advisable 
to go through set channels that not only print on demand for you, but also take up 
promotional activity to sell your books. 

How these POD channels work is very simple. You finish writing your book and then get 
it digitized in a number of e-book formats such as EPUB, MOBI, PDF, etc. (Different 
PODs will expect you to submit different formats, so have all of them ready.) Have your 
cover and title page designed and ready. Some POD channels do offer help in creating a 
cover for you or give you a template to slot your book into, but it’s best to customize your 
cover to suit your book. 

Once you have all that ready, all you have to do is sign up, pay an initial fee, and then 
upload the items. You’re now officially set up on their virtual bookshelf for readers to 
demand copies of! When customers place an order, the POD takes up actual publishing 
of the book, prints the content and cover, then binds it (either paperback or hardcover, 
depending on the order) and then ships it to the customer. You receive your royalty in 
return. Let’s take a look at a few of these well-established POD Channels. 

CreateSpace 

You write your book, get a PDF version of it ready to go, along with another PDF of your 
cover design, both of which will be reviewed by CreateSpace. Once you get the 
approval, you can then choose your preferred distribution channel options. 

On CreateSpace—like with most POD channels—you can keep reviewing and updating 
your books! While this doesn’t make much of a difference to fiction titles, except the 
occasional typo errors to be corrected, for nonfiction writers, it can be a blessing. You 
can do it before and after it goes up; you can upload a revised file before you give your 
approval for the final proof. Afterward, though, if you want to upload revised versions, 
you will have to approve a second proof and your book will marked as unavailable until 
you’re ready to send it out once more. 

CreateSpace also has a number of templates for the interior of your book. Digitizing your 
PDF to look exactly like what you’d want your printed copy to look like isn’t easy, so a lot 
of writers find this a saving grace! It also offers cover design templates if you need. 
Another major advantage of using CreateSpace is that they have an open forum where 
you can get in touch with independent publishers (about whom we will speak in a later 
section). 



 48 

So, in essence, CreateSpace will put your book up, market it for you, and then sell it. 
You just need to pay an initial deposit and set up your preferences. You earn monthly 
earnings in royalties and you can continue to edit and consistently update your work. 

IngramSpark 

This is another excellent POD provider that helps you get your title on channels like 
Amazon, Kobo, and Barnes & Noble. IngramSpark helps you publish, promote, and 
manage your book and pays you a royalty for it. They do e-books as well as physical 
copies and offer step-by-step guides on how to make use of their portal to earn more. 

One major advantage of IngramSpark is that they publish a wide variety of genres. Be it 
a classic novel, a graphic novel, a children’s book, or a textbook, they’re willing to help 
you trim the covers and the designs to get you maximum sales at a lower cost. They 
also market e-books, so you have a dual channel for POD—both physical and digital 
stores will feature you! 

All you need to do is sign up and pay an initial fee. The website also offers you a number 
of calculators that will provide you with a general idea of how much you’ll have to pay to 
print and ship your book when an order is placed! It’s easy to use, accessible, and much 
cheaper than doing your own sales and promotion! 

Lightning Source 

Unlike CreateSpace or IngramSpark, many people don’t know about Lightning Source. 
There are a few things you need to keep in mind if you choose Lightning Source. They 
cost a little more to set up, so make sure you are willing to spend some money to 
promote and sell your work. 

Secondly—and most important—you must be technically capable! From digitizing to 
trimming your covers, the learning curve is slightly steeper. So make sure you’re well 
versed in all things digital and if you need to, hire someone else to do it for you. 

Lightning Source offers some amazing benefits. First, you can pick the option of 
booksellers not returning copies, reducing costs. The POD keeps track of everything, 
from printing to shipping, and then gives you a sales report along with your monthly 
royalty. Your agreement with them is nonexclusive, which means that you can continue 
promotion and sales on your own as well! And the best part is that they allow you a 
modicum of control over discounts, which no traditional publishing house will do! 

So, if you’re ready to work a bit more, Lightning Source could be your best option, given 
that they’ve tied with some of the most well-known and notable wholesale dealers in the 
US! 

These three are the most popular and well-connected print-on-demand channels for self-
publishers. There are a number of others channels that exist; look them up online and 
consider the pros and cons, the investments, and the projected profits before you jump 
into signing up with them. POD channels are an excellent way to dip your toe into the 
publishing business. Before you know it, you’ll be an indie publisher of your own! 

Self-Publish, Print, and Distribute Your Own Books 

A lot of people believe that publishing and distributing your book by yourself is not a 
feasible option, especially for someone who isn’t established. It is a challenging process 
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and involves a lot of effort, but it is possible and it is far cheaper than you would believe! 
Let’s take a quick look at how you can do this. 

Step 1 – Complete your manuscript, proofread it, and edit it. 

Since you’re publishing yourself, make sure your book reads well and doesn’t have any 
mistakes! As annoying as editors can be, they give you a fresh perspective. If you don’t 
want to pay for a professional editor, you must ensure that you’ve edited it thoroughly 
yourself. 

Step 2 – Organize your book and design a cover. 

For a self-publisher, this is a tricky proposition. Yes, you can design your own cover, but 
you may not be a brilliant artist. If you can draw and design as well as write, then you’re 
lucky and can design your own cover. However, if you cannot do it, then you’re in a 
rough spot, since you’ll have to find someone else to do it for you. 

“Never judge a book by its cover”—this is a complete and utter lie. In the publishing 
industry, you’ll find that the better the cover looks, the more attention it’ll attract. It’s 
human nature to be drawn to a pretty cover, no matter how much we try not to judge a 
book by the cover. Of course, your content will speak for itself, but the advantages of a 
good cover design cannot be denied. 

Apart from a cover design, the overall book design also makes a big difference! 
Something as innocuous as font can make the difference between a happy or an irritated 
customer, so you want to make sure that your book is well designed and a delight to the 
eyes—literally. For instance, if you’re writing a fantasy story for which you’ve invented a 
whole new language, having tiny messages hidden within the pages for the reader to 
decode in your new language will go a long way in promoting your book! Chapter titles 
and beginnings, lead paragraphs, fonts, indents, margin spacing, headers, and page 
numbers are all vital to a good book design. 

When you look for a book designer, make sure they are well versed in all these things. 
Make sure they keep you involved in every step of the process and get samples from 
them before you jump into hiring them. As for where you can find them, the Internet is 
always a great place to begin your search! Be very careful, do your research, and get 
testimonials and referrals before you hire someone—you don’t want your hard-earned 
money getting wasted! 

Step 3 – Find a reliable printer. 

A reliable printer is essential. You want someone who can deliver a large number of 
books in a timely fashion at the cheapest rate possible. You can select a printer who is 
located in a different city, but my advice is to look for someone locally—it makes it easier 
to supervise the whole process, especially since you can give and get proofs easily. The 
cost of shipping the copies to you is also cancelled since you can collect them yourself. 
Add to that the fact that it’s far easier to negotiate a suitable price in person rather than 
through mail or phone and a local printer is your best bet for getting it done at the lowest 
cost possible. 

Pick someone who’s experienced in the field and who will give you a number of options 
when it comes to things like binding, paper, and the like. For instance, in binding itself, 
there’s more than just paperback and hardcover; depending on the type of book you’re 
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writing, you could go for a spiral-coil binding, a case binding, or, if it’s a catalogue you’re 
distributing, a saddle stitched binding. You need to customize to suit your book, so make 
sure your printer is someone willing and capable of doing that. 

Also, word of advice—until sales picks up, don’t order too many copies. It’s money 
wasted if your books don’t sell, in which case you’ll have to rethink your marketing 
strategy. Instead, start out small with maybe around 300 to 400 copies and if you’ve sold 
those, go ahead and print more! 

Step 4 – Promote and distribute. 

You have your copies ready and raring to go, now you need to promote and distribute 
them to your target audience! This is, perhaps, the most challenging aspect of self-
publication, why most writers choose to go the traditional route of a publishing house. 
But as I said, it’s challenging, not impossible! 

Start out small—speak to the smaller bookstores in your area and see if they’ll be willing 
to stock you on their shelves. Devise a good marketing strategy for your books; even if 
you choose to go traditional and print instead of e-book publishing, you cannot ignore 
the power of the Internet and social media. Speak to people and encourage them to buy. 
Put up teasers and excerpts from your book to get them interested. 

Another modern way to publicize your work that’s becoming more and more popular is to 
make a video trailer about the book. This is particularly successful for fiction works. 
Share your trailer on social media, and you’ll be shocked at how popular your book 
becomes! A homemade trailer with you and your peers acting in it is the best way to go, 
if you’re so inclined; you can also make an animated video, which is even less work, 
though you should have the technical skills. 

I’d advise you to either hire a marketing expert in the form of a copywriter or take expert 
advice. When all is said and done, your objective is to sell your book as a self-publisher. 
You have to recover your initial investment and earn a profit, so if your marketing 
strategy isn’t sound, you’ll lose a lot of money. Most people aren’t cut out for this kind of 
work, which is why they give up on self-publishing, but with the advent of social media 
and online portals, you can easily get it done! Keep at it and don’t give up. 

Step 5 – Write more and publish more. 

The best way to establish yourself in the publishing and writing field is to keep doing it. 
The more you write, the more you publish, and the more you engage your audience, the 
better your chances of book sales. As I said before, work on a blog, open conversation 
with your readers, and then market yourself well. Don’t be the stereotypical reclusive 
loner writer. That will not get you published or gain you popularity. What you need is to 
keep your readers interested; talk to them and write relevant content that they want to 
read. Contact forums where you can interact with other writers and publishers. Join a 
community and become big! 

The Rising Star in Book Publishing: Audiobooks 

The sale of audiobooks is becoming more and more popular as the days go by. With the 
growing Internet market, audiobooks have exponentially grown. Where once we had to 
buy cassettes, and then CDs, now you can simply pay for and download the book you 
want. 
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Once again, Amazon has been a good platform—Amazon’s Audible is a brilliant place 
for a self-publisher to get into making audiobooks! The Audiobook Creation Exchange 
that they host—the ACX—is an online marketplace that you can access to make your 
own audiobook. All you have to do is confirm that you own the creative rights to your 
book and then upload a profile that describes the type of narrator you want. 

Following this, the website will connect you to prospective narrators that match the 
profile you’ve input; you talk to them directly and do your own casting! My advice is to 
pick a trained voice actor for the job—they know how to narrate and they do it well. 
Someone with a good portfolio or with vocal training is your best bet. Once that’s done, 
you can start recording and check out the ACX royalty rates and policies so that both 
you and the narrator get the best of the deal. 

The most challenging aspect of audiobooks is how long it takes to record the whole 
thing. First, the narrator must read the book and prepare the pronunciations, work out 
the voices, etc. Then, you begin work at the studio—it can take up to sixty hours to finish 
one book, and that’s being generous. ACX does offer the option of the narrator recording 
a sample file or a short demo of fifteen minutes for the writer to listen to; if you don’t like 
it, you can choose someone else. Another advantage of ACX is that it takes care of 
distribution too; your audiobook will soon be up on Audible, Amazon, and iTunes, for 
which you will receive royalties. 

Although ACX is the best option for a self-publisher, you do have other avenues to 
consider. Platforms like Infinity Publishing, Dog Ear Publishing, Book Baby, eBookIt, 
etc., all offer a variety of audiobook plans that you can look into, so do your research and 
decide which company suits your book and your needs the best! 

Ultimately, audiobooks offer you another alternative to get your book out there in public. 
If you want to make sure you can reach a larger audience, look into it. It makes you an 
all-rounder in the publishing industry, catering to the needs of all kinds. 

Brick-and-Mortar Bookstores 

 

As I mentioned previously, selling your books doesn’t have to mean going through 
formal portals and setting up in established bookstores. Access to such places can be 
difficult. Instead, as a small publisher, see if you can tie up with other indie publishers or 
look into brick-and-mortar retail outlets that will let you stock your books on their shelves. 
For those of you not in business, a brick-and-mortar store is a retail outlet that is situated 
in an actual building instead of an online shopping destination. Things like door-to-door 
sales, kiosks, small stores, and supermarkets are all considered to be brick-and-mortar 
stores. 

Indie publishers, or independent publishers, who have grown with their own self-
publications often run such small business joints. Check within your locality to see if you 
have any of these operating; approach them for help and ask them if they will publish 
you or at least offer you guidance in getting your own indie publishing company started. 
Indie brick-and-mortar stores are always willing to stock new authors; these indie 
publishers are not necessarily writers or self-publishers themselves. A lot of times, 
they’re your small bookstore owners willing to display novice writers for a cheap rate. 
Many times, such retail outlets stock up on a particular genre of book. Do your research 
and see if there are any located within your area that will help you get started. 
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Other than indie publishers, you do have other brick-and-mortar outlets you can look 
into! Supermarkets are an excellent place to start; ask your local supermarket owner if 
he will let you display your books on the shelves. It’s a good promotion method, 
especially since it caters to your local audience who will visit the supermarket regularly. 
Airports and cruise lines are two other great alternatives, though you’ll have to go 
through official channels and arrange for your book display. 

You can also talk to people operating in the field of your book’s subject matter. For 
instance, if you’ve written a book about happiness and how to achieve it, then ask your 
therapist if they would be willing to display it in their office. Or if you’ve written about hair 
care, then look to see if your hairdresser or salon would be willing to endorse you. 

You definitely need to set up your own website, both to make sales as well as to interact 
with your audience! Apart from that, speak to local librarians and used-bookstore 
owners. These places will probably not house your books or pay you for it, but they can 
help you organize workshops and promotional events to market your book effectively. 

In the end, promotion is all about keeping an open mind and an open eye—you never 
know when and where you’ll get the chance to market your book! Don’t try to fit your 
marketing strategy into a box; you’ll only end up following a rigid rulebook that’s probably 
obsolete. Be creative, be innovative, and be receptive—you will sell your books! 

Other Miscellaneous Places to Sell Your Books 

 

 

 

 

 

 

 

 

There are tons of places to sell your physical books. While bookstores are a common 
location to do so, the diagram above shows fourteen other possibilities. The possibilities 
are endless and limited by our imagination and action. 

The general idea is to place books in locations where there is: 

1. Good human traffic or crowds. 

2. A long waiting time for individuals. 

3. Correct gathering of your desired target group. 
 

Exercise: 

1. Do you know of anyone who could get your books in the above places? 
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2. Other than the locations listed above, could you think of other places that 
could give your books added exposure with little or even no cost? 

Resources 

CreateSpace: www.createspace.com 

IngramSpark: www.ingramspark.com 

Lightning Source: www.lightningsource.com 

Audiobook Creation Exchange: www.acx.com 

End of Chapter Review 

 

• Print-on-demand services will help you sell hardcopy versions of your book 
to customers. The book is only printed after the order is made so there is not 
a huge upfront cost to get your book printed. 

• Before your book is ready to market, make sure you proofread and edit your 
content. It’s easy to hire a freelancer in your budget to do this for you and 
your readers will be happy when they purchase a well-written book free of 
errors. The same goes for cover design. The cover design can make or 
break your book so spend a little extra on this to get the best design for your 
content. 

• If you decide to print your books, make sure you choose a reliable printer. 
Also, a local print shop would be a better option than one in a different city or 
state. When you can meet your printer face-to-face it’s more likely you can 
negotiate your price. 

• When you’re ready to distribute your book, start small by visiting local 
bookstores to see if they would like to sell your book. Even when selling 
printed books, you should leverage social media and other Internet 
marketing tools to get people interested and make sales. 

• Audiobooks are gaining popularity and with Amazon’s Audible service you 
can record your own book or hire a voice actor to read it for you. If you don’t 
wish to use Amazon’s service, there are other places out there where can 
you get your book published as both an audiobook and an e-book. 

• No matter what you choose to publish, it’s important to have your own 
website that readers can visit and make purchases. If you have a place for 
your readers to visit and leave you messages, you will build better 
relationships with them as well. 

• Some places you can sell your books that you may not have thought of are 
medical clinics, airports, gift shops, events, super markets, and public 
libraries, just to name a few. 

Marketing Is A Full-Time Job  

  
One final note is that Marketing is a full-time job, but you don't have to treat it like that.  
 

https://www.createspace.com/
http://www.ingramspark.com/
https://www.lightningsource.com/
http://www.acx.com/
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Almost everyone who reads this is going to go check Facebook or Twitter or whatever 
site they prefer at least a billion more times before the year ends. Posting a link to your 
book or to an intersell view you did only takes a second of your time. After a while 
(mileage may vary) you won't have to  
market your books, you'll be marketing yourself, and your fans will just buy your books 
as you announce and sell them. That's the dream anyway. In the end, as long as you 
engage and work your booty off you will see results.  
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Chapter 7: Publishing on Kindle 

 
The first step to publishing your book on Kindle is to create an account.  Head on over to 
kdp.amazon.com and sign up for your account.  If you have purchased items from 
Amazon before, you will just need to log in 
 
You will need to complete all required information that Amazon asks for.  The details that 
the site requires for opening a new account can vary depending on where you’re 
located, so we won’t cover that here.   

Once you finish creating your account and have everything set up, head to your 
“Bookshelf.”  This is basically a dashboard, just like every other e-commerce site — 
Amazon just used a clever name.  Once you navigate to your Bookshelf, click the “Add 
New Title” button.  This will bring you to a page requesting detailed information. 

You will have the option of enrolling your book in the KDP Select program.  This is a 
program for Amazon Prime members where they pay a fee and are able to “borrow” a 
book for free each month.  You still make money when someone borrows your book, so 
don’t worry about losing profits.  Enrolling in KDP Select will help your book rank higher 
in the results, and it allows you to promote your book for up to five days every 90 days 
for free through the program. Just keep in mind that you won’t be able to publish your 
book anywhere else for those 90 days. 

Book Details 

Step one: enter the title of your book.  You can leave the Edition and Publisher blank.  
You may want to select “This book is part of series,” as this will allow you to create a 
series title in which you can add additional keywords to help in search results. 

The description of your book is extremely important.  People will make the decision to 
buy or not based almost entirely on the description.  If the description is interesting, they 
buy it.  If it’s boring, uninspiring and bland, they don’t.  You’re allowed 4,000 characters 
in KDP to write your description, and I suggest you use as much of it as possible.   

Also make sure to include as many keywords and related keywords as possible in your 
description. This can boost your rankings even further. 

Pen Name 

The next section is for adding contributors.  It is highly suggested that you use a pen 
name for this, unless you wrote the book yourself.  Don’t feel weird about this — it’s 
extremely common among writers.  Even Mark Twain, J.K. Rowling, and George Orwell 
were all pen names. 
 
Publishing Rights 

Now, onward to verify your publishing rights.  In this case, since the book is 100% 
original and you own all content, you want to select “This is not a public domain work 
and I hold the necessary publishing rights.” 

Categories 
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Kindle lets you select up to two categories for your book.  You should think carefully 
about selecting the categories best suited to your particular book.  Your goal here is 
being able to rank within the top 100 of that particular category.  If you have selected a 
very competitive category, you can always come back and change it if you aren’t getting 
the desired results. 

You also add in your “Search Keywords.”  You are allowed to add seven keywords, and 
you want to use the keywords from your title or series title, subtitle, as well as important 
words used in your description. 

Uploading The Cover and Book 

Click on the “Browse for Image” button and select the cover that you had created using 
fiverr.com or upwork.com.  You’ll have to make sure it’s in .jpg format. If not, you can 
always go back to your designer and have them send the cover in .jpg format. 

Next, you’ll need to upload your book.  You’ll see an “Uploading Your Book File” section 
which will ask if you want to enable digital rights management or not.  If you select “do 
not enable,” others will be able to share your book.  This can lead customers to other 
books you have for sale, so it can be helpful — but it’s not necessary, so feel free to 
select whichever option you’d like. 

Then, you will see “Browse for book” option. This is where you select your actual book.  
It will need to be an .epub file.  Once it’s uploaded, you can preview it and verify it looks 
right.  After that, click “Save and Continue” to move on. 

Publishing Territories  

After you upload your book and hit Save and Continue, you’ll see that it asks to verify 
your publishing territories.  Always select “Worldwide rights – all territories” as you want 
your book to be able to sell all over the world. 

 
 
 
 
Royalties 

In the “Choose Your Royalty” section, you will have two options: 35% royalty and 70% 
royalty.  KDP will pay 35% royalty if your book is being sold from $0.99 - $2.98.  For the 
70% royalty, you must sell your book from $2.99 - $9.99. 

You obviously want to get the 70% royalty for your books, but we are going to price our 
books at $0.99 to start so that we can build up reviews and get some sales.  Once we 
have some great reviews, then we’ll raise the price up to at least $2.99 and potentially 
higher if the book is selling really well. 

Click on the 35% Royalty option and type in the price of $0.99.  You should also check 
the boxes for all the other Amazon platforms so that your book is available to as many 
customers as possible. 
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Further towards the bottom, you will see “Allow lending for this book.”  This will allow 
people to share your book with family and friends, which is good for us because we want 
to get it out in front of as many eyes as we can.   

Posting Your Book 

Lastly, click the final check box to confirm that you have all the rights and that you agree 
to the KDP Terms and Conditions.  It’s a good idea to read the Terms and Conditions to 
make sure you’re complying with their rules. 

There you go!  You’ll get a message that your book is being published and will be online 
shortly.  You’ll also get an email from KDP once the book is up for sale.  Well done! 

Your Book is Published, Now What? 

 
Now that your book is published and available for sale on Amazon, you should head 
over to the Kindle store yourself and see where your book is currently listed when you do 
a search for your keywords.  It won’t be near the top at this point, so you may have to dig 
a few pages deep to find it. 

You’ll want to take note of which page it shows up on during this first search so that you 
can see the improvements once you start marketing and getting some sales.  You’ll  
 
also want to note your current Amazon bestsellers ranking, which you will find in the 
same product details section that you used when doing your research. 

It is also very important to find your ASIN (Amazon Standard Identification Number).  
This can be found in your product details section as well. 

 

 

You should also check your listing and verify that everything looks the way you want it to.  
Check the title, the cover, the description, etc.  If you need to make any updates, head 
back to your account and make the changes.  The book will be updated within 24 hours. 
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To get a “tiny” link to your book (a link that will be MUCH easier to share): 

• go to your book’s page on Amazon 

• look for the “Share” button to the right (see below) 

• click on the email box 

 

 

Getting Reviews 

 
Reviews are arguably the most important selling factor for your book.  If your listing has 
no reviews, no one will buy it. 

 
Types of Reviews 

There are two types of reviews on Amazon: 

- Amazon Verified Reviews 

- Unverified Reviews 

Amazon verified reviews are when someone purchases your book from Amazon and then 
leaves a review.  You can find these in the Reviews section of any listing.  They will have 
orange text in the review that says “Amazon Verified Purchase.”  Positive, verified reviews 
help your book rank higher than a larger number of unverified reviews. 

Unverified reviews are when a person didn’t purchase the book, but still left a review.   

Number of Reviews 

There is no magic number of reviews that you need to be successful.  It all depends on 
your competition.  It could be 15, 25, 35, or more.  Check out your competition and see 
how many reviews the more successful books with your keywords have, and make that 
your goal. 

How to Get Reviews 

Organically: You can always just sit back and wait for people who buy your book to 
leave reviews.  The biggest problem with this is that only 1 in 1,000 people actually post 
a review on a book they purchase.   
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Friends/Family: You can ask your friends or family to buy your book and then leave an 
honest review.  You can even send the book to them as a gift by using the “Send as Gift” 
button on your book’s listing.  You have to make sure their reviews meet Amazon’s 
review guidelines, so make sure you check that out. 

Facebook/Social Media: Find a group on Facebook that might be interested in your 
book.  If your book is about a low carb diet, find a group about that, or similar groups 
about weight loss or eating well.  Then create a post for that group, offering to give the 
book for free to members who are interested in it.  Interested members will message  
you; you can send it to them, then follow up a few days later by asking for an honest 
review. 

Set Up a Free Promotion on Amazon: Once you start getting a few reviews using the 
strategies above, you can set up a free promotion by going to your KDP bookshelf and 
clicking “Promote and Advertise.”  You will have an option to use a “Free Book  
 
 
Promotion,” which means that your book will be available for up to five days for free.  
Make the start date at least seven days from the current date when you set it up.  Tip: 
Before you set up your free promotion, change the price of your book from $0.99 to 
$2.99.  This will give your book more perceived value when it’s free, and will likely lead 
to more downloads. 

All of the reviews you get don’t have to be 5 stars.  It makes your listing look more 
natural if you have 4-star, or even 3-star, reviews mixed in.  The goal is to make sure 
your overall rating is at least at 4 stars. 

Improving Your Ranking 

Besides getting reviews, there are a few other strategies you can implement to improve 
your ranking in the Amazon search results. 

Amazon Wish List: On your book’s listing, under the “Give as a Gift” link, you will see an 
option to “Add to Wish List.”  When your book is added to someone’s wish list, it tells 
Amazon that people are interested in this book and that it is popular.  The more people 
that add your book to their wish list, the higher your rankings.  People typically use this 
wish list around the holidays to show friends or family members products that they want, 
or as a way to bookmark items for purchase later.   

Making $100,000 Per Year With Kindle 

 
You’ve got your books published. They are getting reviews, ranking higher and higher, 
and you’re getting some sales.  Congrats!   

While generating $100/per month from one book may sound great to a lot of folks, 
generating $1,000/month sounds much better.  Generating $10,000/month from Amazon 
Kindle alone sounds even better!  So how can we get there? 

Let’s say you only want to publish Kindle books and don’t want any backend sales 
funnel.  Great!  That will make this all the more passive once you get your reviews and 
ranking up.  Based on the target we set earlier in this chapter of having an Amazon 
Bestsellers Rank of #100,000 or better (that would look like ranking 1-100,000), and 
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having our book priced at $2.99, you can reasonably expect each book that you publish 
that meets that criteria to generate $100 per month.   

With that formula, you would need to get 100 books published on Kindle that meet the 
minimum criteria in order to reach that six-figure goal.  Sound like too many?  
Remember, you don’t have to write these books yourself. You can hire people on 
upwork.com to do it for you.  That’s what makes this strategy so effective: it’s very easy 
to get a lot of books published in a very short period of time.   

Maybe you don’t want to publish 100 separate books. That’s fine, too.  There are other 
ways to reach the six-figure goal with Amazon Kindle.  For example, you can establish a 
blog or a website around the topic of your book, and then include a link to that site in 
your book. 

When you start getting tons of sales, those readers will appreciate the value you 
provided in the book and want to check out your site.  This is where you provide an opt-
in page so they can subscribe to your list and receive any future updates on books, 
products, etc. related to the topic.  Now, you have an email list of interested readers who 
have a much better chance of buying your future book or product than someone who 
has no idea who you are.   

You can even put together a series of books related to the same topic.  That way, when 
your first book becomes extremely popular and you’ve generated a nice email list, you 
send a quick email out to your subscribers letting them know you just published a follow-
up book.  Instant sales!  Sales will become repeat sales and you will gain trust and 
authority with these readers, which will make them want to sign up to your website even 
more.   

If you’ve ever heard the internet marketing saying, “It’s all in the list,” you now know what 
that means.  I’ve heard of experts who have gotten hundreds of thousands of email 
subscribers to their lists.  That’s basically a license to print money!  These guys can 
make millions of dollars by sending just one email.  So if you don’t want to publish 100 
books, just set up a website and an email list and watch what happens! 

Conclusion  
 
Congrats! You’ve made it to the end of this book! You can now officially practice 
“Dominating Amazon Kindle”! 

Your book is in all the stores online. Your price is good. Your cover didn't make children 
cry, and you're about to start writing your next book, so I guess that you can say 
goodbye to the book you just finished.  
 
Right? Oh, heck no!  
 
There's so much more you can do. Your babies might be off to college, but wouldn't you 
like to make their lives the best that you can?  
Here are some other things that you can do with your books.  
  
● Make an audio book. Go on over to Amazon's ACX.com and load your book up. 
Audio books done through ACX have multiple ways to pay the producer, and one of 
them is a Royalty Share. Royalty Share means that you don't have to pay the producer 



 
 

61 

up front as long as you're alright with sharing the royalties from the audio book with the 
producer. It's also a fun process. There is nothing quite as exciting as hearing someone 
else read your work out loud.  
  
●  Make a comic book. I haven't done this one, but I'm currently thinking about it. There 
are a lot of sites to find artists, including DeviantArt and Reddit. However you do it, this 
one won't be free, unless you can find a royalty-share option similar to ACX. If you do, 
please email me and I'll add it to the revised editions of this book. In short, you're going 
to have to start pitching people, either from DeviantArt, Reddit, or wherever.  
  
●  Write Short Stories. Probably one of the best marketing tools out there is to write 
more stories. Specifically, you've just created a vast world that might even span multiple 
books, so why not write supplemental stories for that work and pass those out for free? 
Earlier, I mentioned that the best use of offering something free is as a marketing tool, 
and this is another way to use it. Write a short story prequel or maybe a short back story 
to one of the more subtle characters (Star Wars did this with every one of those bounty 
hunters you saw in The Empire Strikes Back), and put it up on Wattpad or wherever for 
free. This is fun, both for you and the audience.  
 
You'll get to play in the sandbox again, and your audience will get to see your story 
through fresh new material.  
  
There's so much more that you can do with your story. Podcast interviews, TV 
interviews, book signings, readings at local libraries, wine tours, pub crawls, Reddit 
AMA's (Ask Me Anything), and writing groups are just a few of your options. Your point is 
always to engage, but how you do it is up to you. As long as you’re sharing your love of 
the world or worlds that you've created with your audience, it doesn't matter how you 
engage. The excitement is contagious and your fans will love it. 
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Chapter 8: Before We Part 

 

Thanks for downloading this book. It’s my firm belief that it will provide you with all the 
answers to your questions. My main goal in writing it was to provide you with as much of 
that 20% of wisdom that yields an 80% return on your investment of time. My passion to 
help great, inspired people like yourself continues beyond this book. To this end, I 
welcome you to get in touch with me through email at melissa@networlding.com.  

My door is open for additional questions and support to help you realize the vision of 
both writing, publishing and selling a wonderful book, but also, simultaneously, making a 
huge difference in the lives of your readers. Please also visit my website at 
www.networlding.com to further explore ideas for your success and be sure to sign up 
for my newsletter, if you have not done so already. It’s the best way to stay in touch and 
constantly receive all kinds of free tools like this eBook.  

 

 
 

mailto:melissa@networlding.com
http://www.networlding.com/
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