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

Selling Books in a COVID World

January 28 - 29: The APSS Free, Virtual Book
Selling University

Discover tips for selling more books to non-bookstore
buyers you never thought of for profits you never dreamed of even in uncertain
times. The APSS 2020 Book Selling University was such a huge success we
thought we would do it again. And yes, this two-day virtual conference is again
presented to you at no charge. Learn from new speakers and topics including: 

How to Get Media Attention When No One Knows Who the Hell You Are
A Panel Discussion About Getting More Publicity in Niche Markets
Marketing Books in a Covid World: What works - What changes - What New
Options Are Now Available
How to Contact and Get a Reply from Any Prospective Buyer
Selling More Books During a Pandemic (retail, military, government,
homeschooling, etc.)
How to Get Published Specifically for Special Sales
Seven Ways To Monetize Your Book
Copyrights, Trademarks and Avoiding Scams and Lawsuits
How to Create Your Personal Brand

Find more info and register here

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

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

You can have the greatest content in
the world but if people do not buy it
you won't get very far. What are three

http://pro.bookapss.org/join-application
https://bit.ly/3qfyVJO


reasons that someone else would want
to buy your content? What benefits
does it provide? What does it promise?
What problem(s) does it solve?
Communicate your answers to your
target readers/buyers. Stop selling your
book and sell what your content does --
then you can sell more books. 

Tips for Marketing Strategy

Book marketing is a lot like
exercising. You create a plan, set an
objective and evaluate your progress.
For example, when lifting weights you
begin with as much resistance as you
can perform correctly and
comfortably. Then little by little you
add more weight and try different
techniques until you reach your goal.
Then you raise your goal and do it all
over again, day after day after day. If
you quit, you go back to where you
originally started. The same principle
applies to running, swimming, biking
– and book marketing. 

Ideas for Successful Planning

Some questions to consider while
planning your post-Covid actions.

1.     What is your mission statement – why
did you write your book?

2.     Can you describe your content in
terms of the impact you want to make on
readers?

3.     Who are the readers who want that
your information, where and when do
they shop and how many of them are
there?

4.     What can you do to get them to buy?

5.     What are you willing to do to make
that happen?

Here are Aili’s important cues.
Hold your head straight and
avoid tilting it or cocking it to
either side. A smile should be
used sparingly because too
much smiling makes one seem
weak.



The Very Idea

Watch your body language when selling.
According to the Aili McConnon (Wall
Street Journal), striking the right
balance of power and authority with
warmth and empathy is essential when
communicating.

Too little eye contact can make
one seem deceptive, but too
much can turn into a “stalker
stare.” When making a point,
use the whole hand rather than
just your index finger. Pointing
with just an index finger makes
you appear overly aggressive.
People often touch their neck,
pull on their shirt collar of lift
their hair when they are anxious.
“Steepling” with your hands
conveys that you are confident.
Speaking slowly and pausing
makes you seem more
authoritative. 

Answers to Your Questions About
Non-Bookstore Marketing

"Why I do need more than one plan? A plan
is a plan." Samantha Lovell

Imagine yourself as a team coach competing
against one or several opponents in a week.
You have a basic strategy based upon your
existing players but create a separate game
plan based upon their strengths and
weaknesses vis-à-vis each competitor. Then
you make adjustments as the game goes on to
adapt to current circumstances. Coaches limit
their chances of success when they have only
one strategy and apply it uniformly against
each adversary.

This concept is analogous to selling in special
markets. The titles in your product line have
unique strengths and weaknesses.

A title’s strength in one market (i.e., a
spiral-bound cookbook sold through
a catalog) may actually be a weakness
in others (retail stores and libraries).

Success in this environment depends
on strategic flexibility -- your ability
to adapt to changing markets and
conditions. 



Leadership and Growth Concepts
By Tom Hill

Thinking Actively,
Analyzing Your
Thoughts
 
You are in a thinking state
of mind when you are
assessing options, deciding
on a course of action,
working through a problem,
estimating the likely
consequences or chain of
events, or simply organizing
your thoughts to make more
sense of them. When you're
at your best in this state,
your thoughts feel clear,
precise, and positive.
 
This is useful when: solving
problems and making
decisions, correcting
mistakes, making sense of a
situation, and reflecting on
the past.

One of the most effective ways of improving
yourself is to learn from your past
experiences, consider what you did well, and
decide what you could do better in the
future if you were in a similar situation.
 
When you are absorbed by what you are
doing, you are engaged and totally present.
By not judging yourself, you interfere less
with the task at hand and allow your
potential to take over. This is what Mihaly
Csikszentmihalyi calls flow. Turning the
Autopilot Off. Look for something new.
 
Practice scanning your environment,
consciously looking for what is new,
different, and unusual. Ask yourself
questions, like How has this street changed
since the last time I walked down it? What
are the differences between the people on
the train? What do I notice today about my
colleagues? These questions might seem
silly, but they force you to live in, think
about, and focus on the present— to become
aware of your surroundings and not slip
back into autopilot.

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

TV and Radio Shows

Take two classes and call me in the morning.

Practice on a regular basis and you can conduct
professional and successful interviews. Your practice
sessions can be as formal or informal as you want
them to be. They run the gamut from recording



yourself on Zoom to hiring a professional media
trainer as a coach. One technique described by
Benita Zahn is to have someone who knows nothing
about your subject ask you questions. This simulates
most interviews, and it will help you practice
responding to unexpected questions. The important
point is to do something every day to improve your
media skills. 

Four Tips for Negotiating
Large Book Orders

 By Brian Jud

Have you ever bargained with a potential
employer for a job offer? If so, you already know
the basics of negotiating a large, non-returnable
book order since there are many parallels in the
two situations. 

Read More 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

Legal Considerations Concerning
Research

Do not copy other people‘s work and pass
it off as your own. That‘s called plagiarism.
If people realize you are plagiarizing
someone, you will lose their respect, and
you could be sued.
Here‘s what you can do legally and
ethically. You can quote two or three lines
of text as long as you attribute the
information to the person. This is called the
doctrine of fair use. Put the words in
quotes, and list the person‘s name and
where it was published. If you paraphrase
the quote, you should still use the person‘s
name.

For example, ―The Bureau of Labor
Statistics showed unemployment dropped
by 0.7 percent in April.

If you aren‘t sure about whether to use
material, consult an attorney who
specializes in publishing.

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


 

Marketing Tip from
Pam Lontos

Construct a letter that markets
your book, remembering that
buyers don’t care about you or

your book … they care about
what your book can do for

them.

Start the letter with a benefit or a problem
your book can solve.  The second
paragraph should offer the solution to that
problem or outline what the reader will gain
from your book.  Add a testimonial or
review. Highlight your credentials. Only do
this after you’ve established value and
made them want the book with the first two
paragraphs.  Add another testimonial or
review    End with “For more information,
contact….”

How Come Authors Starve
While Obama Charges $45

For His Book?

 By Brian Feinblum

Book publishing is a tale of two worlds, one
where a handful of celebrity authors make
millions and the rest earn diner money. Can the
book industry survive this way?

Read More Here 

You Said It: Members Comments on APSS
Benefits

“Such a great time at the APSS online conference!
I'm still buzzing.” 

L. R. Hay

On January 28 - 29 APSS will conduct our second
free, virtual Book Selling Conference. Plan to be
there! (Info and registration at
https://bit.ly/3qfyVJO)

https://bookmarketingbuzzblog.blogspot.com/2020/11/how-come-authors-starve-while-obama.html?fbclid=IwAR0u9Pery5BLTyeIhpDD1mZFLjuf9vsyj-t86yOlcSZReUKKXgi1Yruwu04
https://bit.ly/3qfyVJO%C2%A0


They Said It:
Motivational Quotation

“In the absence of a decent time
machine, fiction remains the most
sturdy vehicle for visiting other eras.”

Tom Nolan

APSS Tip You Can Use Today

Storylist is a full-featured writing app that
provides easy formatting for manuscripts,
screenplays and novels. It can also help you keep
and organize notes about characters, plot point
and scene settings. The interface of the $15 iOS-
only app “takes some getting used to,” but the
app saves documents seamlessly to the cloud

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

(860) 675-1344
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