ISSUE 4: MARKETING IS THE KEY TO INDIE SUCCESS
ENTER to How We Can
Market Your Books

As usual, the cartoon for this month’s issue is from our own Ari Bernabei. Ari
not only does our illustrations for Embellisher eReader books, he can also
create special commix for you. If you need to spice-up your business
newsletter or website with a fresh and humorous creation, then just email our
man Ari and tell him what you need in the way of a topic. He can give you an
idea of what it would cost for a single-panel or multiple-panels strip.

What do you need to hear from us?
Just tell us!

INDIE AUTHORS CAN
COMPETE
By Mike Monaco

Mike Monaco is Managing Partner of Author’s Marketing Pro, and
Our Open Source Partner

holds a BA from the University of Pittsburgh and an MBA from the
University of Southern California.

His background is talent representation having started his career in the motion picture literary department
of the William Morris Agency. He specializes in helping authors, screenwriters, producers, studios and talent
find their audience.

Approaching retail book buyers and convincing them to purchase your book can be a daunting task. Mike
Monaco offers suggestions, based on feedback from actual book buyers, to increase the likelihood that your
book will get their attention.

Every word is beautifully in place. Your masterpiece is finally finished. You feel like you are on top of the
world for finishing your book all on your own. Confident in your story, you send your materials off to as
many book buyers as you can. As the silent days, weeks and months go by, your confidence dwindles down.
You thought you did everything right.
Ready to put an end to these days of despair? In order to do that you would have to know what book buyers
want to see in order to make a decision.

Book Buyers Surveyed
A survey of book buyers was conducted to find out what would help them in the decision making process,
and what type of marketing material would help them do that.
Book buyers reported that they received everything from a postcard with a book on the cover to a packet
with 50 pages of material about the book—both of which would be ignored.
Authors, put yourself in the shoes of these book buyers. You receive submission upon submission each day.
Would you take a chance on a book that you hardly had any information on, only trusting a little postcard?
Conversely, would you take the time to look through all 50 pages of material?

What Book Buyers Want
The results of the survey helped us understand that book buyers essentially want four pieces of information:
1. A Professionally Constructed Biography – Your biography should set you up as the expert. It should
be concise.
2. A Book Description – The book description should be a short and simple synopsis of your book. You
may use a review or an excerpt, along with the ISBN.

3. Cover Art
4. An Introductory Letter from a Third Party – Now for the hard part, about 85% of book buyers
surveyed said they will look at submissions from a third party before they will look at submissions from
self-published authors directly.
Tip: When crafting a cover letter to assure buyers that your book is suitable, let them know that they
were found using target marketing and analytics, and weren’t chosen at random.

Postage Costs
The book buyers surveyed said that on average, the packets they received were about $8 in postage. If you
follow the plan laid out above your expenditure per kit should be around $1.70 in postage. That equates to
$34 for 20 book kits mailed. Using the 20 kit standard the resultant savings is $130. These savings can then
be put to better use by increasing the quality of your marketing materials.

Research the Demographics
The demographics of the city that your buyer is located in should be researched to make sure that is where
your intended readers are. For example:


When marketing a romance novel, is the book buyer located in a city with a divorce rate above the
national average?



If you have written a children’s book:


Are you targeting a toy store that sells children’s books?



Do you know the age of the parents in that city, the age of their children, and their literacy rate and
income rates?

All of this information is available and should be presented to the book buyer to assure them that your book
is a good investment. Your success rate goes up if you can have a third party present this information to
the book buyer. Following these steps will increase your success rate while saving you money.

Follow Up
The last step, and for some the hardest step, is to follow up. If you have experience in sales this should be
a simple task to overcome. However, most authors don’t have any sales experience.
Many find it unnerving to pick up the phone and place a follow up call, especially when it is to sell themselves.
This is a crucial step because authors don’t ever follow up a mailing with a phone call.
One of the survey questions asked was “if a book piqued your interest what could make you change your
mind?” About 15% of those surveyed indicated that it has to do with the volume of submissions they receive.
A buyer may be interested and sometimes they will be thinking about ordering a book based on a kit and
then the phone rings or an email drops in to steal their attention away and they get distracted or decide to
put it on the backburner to be acted upon later.
By making follow-up calls you put a voice to the submission and get a chance to interact with the buyer to
make it a memorable experience. A general rule of thumb is people buy from people they like so use this
opportunity to help them get to know you.

You worked hard on your book. You spend countless hours writing, reading and editing. Give your book the
chance it deserves by following the steps laid out above.
Ed. Note: We are in the process of working together with Mike to provide his author software to our clients.
We will also be discussing ways of integrating our ePub3 (multimedia) technology into the marketing
features to give Indie authors an edge over the “big dog” publishers.

“If you want us to design ePub3 content that your clients will interact
with, just request a free quote from EMRE Publishing.”

Jim Musgrave
CEIO (Chief Executive Imagination Officer)
English Majors Reviewers and Editors, LLC
P.O. Box 1123
San Diego, CA 92159
Business: 619-286-8936
Cell: 619-750-7360
publisher@emrepublishing.com
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STAY WITH US
We hope you enjoyed the first issue of The Embellisher. Our clients are
businesses, families and authors who understand the importance of mobile
publishing. Suggestions for article topics are always welcome.
Our Flagship App Delivery System ™

Contact Us
EMRE Publishing, LLC
San Diego, CA 92120
619-286-8936
publisher@emrepublishing.com
emrepublishing.com

AD SPACE AVAILABLE
If you want to place your own ad in this newsletter, please contact the
publisher with your request. He’ll send you the options and prices.

