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More Benefits and Savings for APSS Members
           (The Association of Publishers for Special Sales - Join Now)

Attend the next APSS Free,
Virtual Book Selling

University, June 17-18

Discover how to sell more books to
buyers you never thought of for profits

you never dreamed of, even in
uncertain times.

See the agenda and register

The January 2021 APSS Book Selling
University was such a huge success we
thought we would do it again -- with
new speakers and topics. You will
discover how to sell your books in more
ways than you ever imagined and to
people you never knew existed— in
large, non-returnable quantities.

Recordings and “Ask the Pros”
meetings
If you would like to receive a link to
recordings of any of the ten sessions,
they will be available. Now you can
have a 15-minute, one-on-one meeting
with the speakers too. See more here:
https://bit.ly/3eFc7A4

Book Award Competition for
APSS Members (May 31 Deadline)
Independent Publishers of New
England (IPNE) invites APSS Members
to Join Their Award Program More
information about the 8th Annual
IPNE Book Awards

Registration for the 2021 IPNE Book
Awards closes on May 31st. This will be
your last chance to register for this
year's awards.  Enter the 2021 IPNE
Book Awards! (https://bit.ly/3or1kwE)
If you have a book with a publication
date of 2019, 2020 or 2021, you are
eligible to enter the 8th Annual IPNE
Book Awards.

To Your Success,

Brian Jud
Executive Director, APSS
BrianJud@bookapss.org

News You Can Use -- To Sell More Books in
Large, Non-Returnble Quantities

http://pro.bookapss.org/join-application
https://bit.ly/3eFc7A4
https://bit.ly/3tViBPB
https://bit.ly/3or1kwE
mailto:BrianJud@bookapss.org


Ideas for Selling to Non-Bookstore
Buyers, By Guy Achtzehn

Put some magic in your thinking by
asking “what if” questions. What if
highway blacktop also came in blue top
or red top depending on the speed
limit? What if gravity were suspended
for one minute out of every hour? What
if there were no bookstores – how
would you sell your books? Such
questions could stretch your thinking
and help lead to new ideas. What off-
beat “what if” questions can you ask
that could open your mind to think
about your concept in a different way? 

Tips for Marketing Strategy

What do a cat and a refrigerator have
in common? They both have a place
to put fish, they both have tails, and
they both come in a variety of colors.
What similarities does your book
concept have with a recipe in a
cookbook? A bud about to open?
Building a house? Making a law?
Raising a child? Running a marathon?
To what can you compare your idea?
How can that help you approach your
book marketing in a new way? 

Tips for Distributing Your
Book Profitably

Is your content ready for publication?
You have created a quality product
that you think is unique, needed and
saleable -- so start selling it. From this
point, you will either gain momentum
or learn what doesn’t work. As you
proceed, evaluate the results of your
efforts, and do more of what is
working and make necessary changes
to (or eliminate) that which is not.
Seek sales in new segments (such as
to corporate buyers, associations,
schools), create and communicate
new benefits of your content, develop
new products (or product and brand
extensions), and/or establish new
distribution. 

The Very Idea



Did you ever see an optical illusion?
Initially, you see only one image and you
assume that is all there is. Then suddenly, a
different image appears. One I remember is
an old lady with a big nose (image here).
When I looked at it a little longer it
appeared to be a young woman with her
head turned (or you may see it in opposite
sequence). Voila! There is more here than
first meets the eye. 

Doesn’t that remind you of non-bookstore
marketing? Initially, people see selling
books only through bookstores. Then the
moment comes when they say, “I see it.
There is another way and that is selling to
corporate buyers and through non-
bookstore retailers.” That is when real book
marketing begins, and sales start to happen.

Answers to Your Questions About
Non-Bookstore Marketing

"What is wrong with a one-size-fits-
all sell sheet?" Stacie Hansen

People at each level of the distribution
network have unique reasons for buying
your books, and pleas to an incorrect appeal
will not motivate them. Show them why it is
in their best interest to buy your book and
you should sell more of them. For example,
when selling to the buyer at a retail
operation you could demonstrate that your
superior promotional plan would bring
more people into their stores, increasing
their inventory turns and profitability.
However, an appeal to profitability would
not entice a librarian to purchase your
book, nor would it persuade a college
instructor to buy it as a textbook.
 

Match the appropriate benefit to
each prospective customer's reason
for wanting to own it. You may
have designed it as 8.5" x 11" so the
readers can use it as a workbook
and make notes in the large
margins. In this case you would
not promote its size but the fact
that the information may be
conveniently recorded and used
later. If your leather-bound book is
designed for a corporation to use
as a gift, then promote the feel,
smell and status of leather.        

Leadership and Growth Concepts



By Tom Hill

 

Solitude: I'm a huge believer in
experiencing solitude - a minimum of
once a year - the primary purpose is
absolutely no human contact - reflect,
read, pray, journal, exercise, meditate &
fast for three days. Nothing I ever
experienced comes close to the personal
impact. In addition to the above, it's
quite inexpensive. Make it a priority. 

You're on The Air
Tips for Getting On and Performing on

TV and Radio Shows

To the extent necessary, your hosts will try to make
you feel at home. They recognize that you are
apprehensive about appearing on the show, and they
will do what they can to help you relax. Do not worry
about the mechanics of the equipment. Your hosts
will show you how to place the microphone and how
to sit. If you have any questions, ask them before the
show begins.  
 
"You already have to worry about what your central
message is and the like. Don't worry about problems
that don't concern you." Jim Bohannon 

How to Maintain Your
Book-Selling Passion

 By Brian Jud

Every year over 1,000,000 ISBNs are assigned to
books, but a year later, how many of those
authors are still actively marketing them? I
would venture to say very few. When initial high
expectations and valiant effort result in few
sales, most authors quit to pursue other
ventures. Their attitudes become exhausted, like
a ball dropped on a basketball court. If left
unattended, it will bounce lower and lower each
time until it finally rolls to a stop.
 
Authors’ attitudes fade similarly. Those who do
not re-inflate their mindsets allow their actions



to roll to a stop. Their books are still on Amazon,
but the passion behind them is not. If you are in
that position, here are three things you can do to
reignite the fire you once had. 
 

Read the article here

Excerpt from Write Your Book
in A Flash -- The Paint-By-

Numbers System to Write the Book of
Your Dreams—Fast! By Dan Janal

Be Original
I can‘t tell you how many people write
books about leadership, sales,
motivation, diet, and fitness that
contain the same tired anecdotes, facts,
and inspirational quotes. This is lazy
writing, if not outright plagiarism. If
you plan on telling people they should
practice something for 10,000 hours to
become a master or they should drink
64 ounces of water, think twice. Draw
on your original ideas, so people will
think of you as an original thought
leader, not a thought repeater.

 

Marketing Tip from
Pam Lontos

Whenever you speak to a group,
make sure your book is mentioned
in your introduction. 
 
Have a book on the stage with you
prominently displayed to the
audience. Use a picture of the cover in
your hand-out. Put a picture on your
business card. Don’t miss a chance to let
people know that you have a book.
  

You Said It: Members Comments
on APSS Benefits

“I really feel more connected to the specialty world
and I now have some immediate actions.”

http://www.bookapss.org/Articles/MaintainPassion.pdf


Kim Catalano

They Said It:
Motivational Quotation

“If I’ve learned nothing else, it’s that
time and practice equal
achievement."
Andre Agassi

APSS Tip You Can Use Today

Do you want to sell books worldwide? Jan
Yager will help you discover all the
“Foreign Rights and Wrongs” in
international sales at the APSS Free, Virtual
Book-Selling University on June 17-18. Learn
how to prepare a pitch to foreign agents or
publishers as well as some of the co-op exhibits
that you can participate in without having to
purchase your own booth at an international
fair. Jan Yager has been selling foreign book
rights for decades into 34 languages, and is the
author of Foreign Rights And Wrongs, Jan will
tell you how to increase the likelihood that your
book will have foreign appeal even as you are
researching and/or writing it! For more
information and registration go
to https://bit.ly/3eFc7A4

For copies of all the previous issues of Book Marketing Matters visit
www.bookmarketingworks.com/mktgmattersnews

To subscribe to Book Marketing Matters email
Kim@bookmarketing.com

Discover even more information about non-bookstore marketing by
visiting the Special-Sales Tip of the Week at www.bookmarketing.com

Brian Jud is the Executive Director of The Association of Publishers for
Special Sales (APSS). Join this association for many discounts from

major suppliers and many educational programs that can help you sell
more books more profitably.

Discover more at www.bookapss.org 

Book Marketing Works. LLC
Box 715, Avon, CT 06001

www.bookmarketingworks.com
BrianJud@bookmarketing.com
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