
NA: Hi, everyone. This is Nina Amir, the Inspiration-to-Creation coach and the author of How to Blog 

a Book, The Author Training Manual and several eBooks. 

 

Today we're talking about platform building and book promotion using social media. I'm here with my 

friend and my colleague Frances Caballo of Social Media Just for Writers. Hi Frances. 

 

FC: Hi, Nina. Good to see you. 

 

NA: You too. Frances has been a bit laid up so she's got her arm up like this. I'm just going to explain to 

people because she broke her wrist, but she's all matching colored, which I was very impressed with. 

She's in my favorite color purple. Actually, we're both in purple today. Anyway, that's sort of on the 

side. 

 

Many many writers feel social media and social networking is a waste of time or just work they don't 

want to do. In fact they typically just want to write. That's all they want to do, is write, especially they 

don't want to spend time messing around on Facebook, or Twitter, or Pinterest, or some other social 

media site. They think these are stupid, they think they're a waste of time, they don't realize the value of 

the activity. Sometimes they're really put off by the public part of it, putting themselves out there 

publicly on sites like Facebook where they feel like somehow their identity and content stuff is up for 

grabs. 

 

But they don't realize the value of these social media activities and even the necessity of them if they 

want to make their book successful. In fact social media really is a superb and an essential aspect of 

building your author platform which your platform is the foundation of all your book promotion and it 

is the essential aspect of marketing your book online which is where most book marketing is done 

today. 

 

I'm really pleased to be interviewing Frances. Frances has a wealth of knowledge about social 

networking and social media marketing. She's also wealth of knowledge about how authors can use the 

tool to build their platform and to sell their books, and how to do it efficiently which is of course what 

we want because we don't want to get sucked into the social media sites, all the different links we see 

and all of that. Before we get going, let me tell you a bit about Frances. 

 

Frances Caballo is a social media manager for Writers and Authors. She's also the author of Avoid 

Social Media Time Suck: A Blueprint for Writers to Create an Online Buzz for Books and Still Have 

Time to Write – very important. Also Social Media Just for Writers: The Best Online Marketing Tips for 

Selling Your Books; and Blogging Just for Writers. Currently, she's the social media manager for 

Women's National Book Association, San Francisco chapter and the San Francisco Writers Conference. 

She stays pretty busy doing all that and working for clients. You can find out more about Frances at 

Socialmediajustforwriters.com. You can also access her podcast there – Social Media for Authors. 

 

With all that said, once again, I want to welcome you, Frances. Thank you for taking time out to do 

this. 

 

FC: Thank you, Nina. 

 

NA: I think with all that, we're ready to get started. Are you ready? 

 

FC: I'm ready. 
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NA: All right. Super. Let us dig into this because this is really an important topic. 

 

Why should writers and authors use social networks? 

 

FC: I was listening to what you were saying and the dream is to write, and the dream is to spend all of 

our time writing and to have it published, out there and selling well. But the reality is that even authors 

who are traditionally published need to do a lot of their own marketing. Indie authors especially need to 

do a lot of their own marketing, and what social media does, it levels for playing field. You have all the 

tools available to you on any other author – whether they're self-published, have a small publisher or 

they have a big publisher and I also tell people that if you are content to selling your book within your 

zip code range and to local bookstores, sell at local cafes, sell to all your friends, reading groups, 

family, colleagues, then you don't need social media. But if you want to reach a worldwide audience 

and if you want to have great sales, then social media is how you attain that. 

 

NA: Right. I think for the majority of authors, they don't write these books just because they want their 

family, friends and colleagues to read them. They really want to get out there and make an impact in the 

world. 

 

FC: Absolutely. Right. My book has sales and it always sells in a great [inaudible] because early on 

there was a blogger on Twitter. He had me write a post for him. I always sell copies on Twitter. My 

blog subscribers are from all over the world – Portugal, France, England, India, as well as Canada and 

the United States. You can really reach out and reach a lot of people with your message. 

 

NA: Yes. Are there some social networks that are better for writers to use than others? There are so 

many out there. I think writers have a hard time choosing. How do they know which ones are better for 

them than others? 

 

FC: Right. It was just a common question. Just at the conference, [inaudible] and say, “What do I start 

with?” I think Twitter is important for all writers. It doesn't have an algorithm that heist with what you 

tweet. Like with Facebook, 6% of the people who likes your page actually see your post. On Twitter, 

that's not the case and you can probably talk with your followers on Twitter and reach more people. 

Beyond Twitter, I think it really depends on your genre. I would say that romance writers need to be on 

Facebook and Pinterest. I think people who write YA and new adult need to be on Tumblr. 

 

What I recommend is that you look at your demographic and a lot of you just say, “Well, anybody can 

read my book. My book is for everybody.” Well, your book isn't for everybody. My demographic are 

men and women, 45 years of age and above. That's who buy my books, that's who I talk to, that's who I 

write for. You have to determine who is your audience, what are the demographics and you go where 

your demographics are. 

 

NA: Okay. 

 

FC: Start with Twitter. If you write a nonfiction book, you have to be on LinkedIn. If you're doing 

romance, like I said you have to be on Facebook. You have to look at who your audience is and then 

determine where is your audience hanging out online. But I also recommend you start with one social 

media network. You start with one – hopefully it's Twitter – and you work it until you walk it. Unless 

you're really familiar with it, then you move on to a second social media network. It's overwhelming to 

start two or three at once. Start with one. 



 

NA: Okay. Are there any that you feel are growing more right now besides Twitter? You mentioned that 

Twitter is somewhere we all need to be as writers, but are there any other ones that are growing right 

now or more popular? 

 

FC: I just read a post on the Social Times website and that on a worldwide basis, Facebook is first, 

QZone is second, but that's just only used in China, Google+ came in third. That's how big it us. 

LinkedIn came in fourth. 

 

NA: Wow. 

 

FC: Those statistics were surprising because we always see how important Instagram is and how you 

need to have a presence on Instagram, but on a worldwide basis, It's Facebook, Google+, LinkedIn, 

Twitter. 

 

NA: Pretty amazing. So how does someone actually get started with social media marketing? If they 

want to get out there as an author, build their platform, how do they get going? 

 

FC: You're right. As you're writing your book is what I always recommend. This is what I do. As you're 

writing your book, you start a Facebook page, you start talking about your book. You can do a 

milestone for the first day you start writing it. Whenever I'm looking at book covers, I always let my 

audience decide and so I put it on both my Facebook page and my Facebook profile. I load up all five 

book covers, optional book covers and then my audience selects the book cover and that's the book 

cover that I use. 

 

You can say, “Today is the day that it goes to the printer.” Or, “This is the day that I'm writing chapter 

two.” Or, “This is a struggle I'm having with a character.” I see Suzanne Lakin ask her friends and 

followers to help her name her characters. I say involve your following as much as you can while 

you're writing the book and help them help you make some of your decisions, or they have buying [ph]. 

They're going to want to read because they had a voice in the creation of your book. 

 

NA: Right. Should they be getting started with one that they feel more comfortable with or should they 

just be choosing one where their demographic is? 

 

FC: Everyone needs to be on Facebook. You need a Facebook profile. Even if you don't want to have a 

Facebook page, start a Facebook profile because 1.3 billion users worldwide, it's the mega-mall of 

social media, and then go to Twitter. 

 

NA: Okay. So, do they need to have a website or a blog to make the social media effective? Is this 

somewhere to actually drive traffic? What's the point? Explain that. What's the point of being out there 

and do they need that website? Because to me it's about driving traffic somewhere. Whether it's to buy 

their book on Amazon. 

 

FC: It is and I always tell people to have their website up first. In that sense you're going to have your 

website before your book is completed. But that's okay because you need to start blogging or maybe 

blogging your book if you're writing nonfiction. So you need to have your website and a blog and then 

you want to drive traffic to your blog, to your website, to places they can buy. You want to have a 

landing page for your book that has information about your book that will entice them even further if 

they go to Amazon Buy or buy books. 



 

NA: Okay, all right. A blog or a website of some sort is a necessity. 

 

FC: Yes. It could be a very simple website – a homepage, which might be your blog as what I have, it 

could be an about page about you as an author and you can either have your blog as your homepage or 

blog as a blog page. 

 

NA: Okay, yes. That's what I always tell people. I agree with you. I always say, “You have to have the 

blog first and then you tie into the social networks so that you can drive people back to the website.” 

For anyone who doesn't understand this, a blog is a content management system, it is a website. The 

blog is where you're just producing content on a regular basis. But yes, I agree to have a page for your 

book and it's that way you can drive them to that page if you want and they would be your links to 

Amazon, or to Barnes and Noble, or whatever. 

 

FC: Exactly. 

 

NA: Okay. 

 

What are your top tips for using social media effectively and efficiently, which probably means in the 

least amount of time because that's what everybody is concerned about, right? This is going to take 

them away from writing their books. 

 

FC: Right. I'm always looking for ways to save time on social media because I'm busy. [Inaudible] 

everyone is busy despite what those schedule are. So I've looked forward to find some and I've 

changed. I've changed what I do. Just yesterday a new social media network came out – not really a 

network, but a new image creation that came out called Pablo, made by Buffer. You can make images 

in 30 seconds. You can use those on Twitter, Facebook and other social media networks. 

 

For content, what I do, I took a variety of things. As I follow people on Twitter, I create lists and then I 

go to my list in the morning because those are the people who have the great content in my niche that I 

know that I can rely on them for great content. The other thing I do is I subscribe to two applications. 

One is Swayy and ContentGems. What I love about these two apps is that everyday I get an email from 

them. With Swayy I get five stories. It is five stories that are top in my niche. ContentGems, they have 

a list of 10. With these apps, it gave me the content. I was willing to see what the blog is like, but 

within that app, I can find content and schedule it. So, I don't have to go to a separate app. 

 

Those are the top three things that I rely on. Sometimes I'll go to the Alltop.com website and look for 

stuff, but I also subscribe to a lot of blogs so I get a lot of blog post in my inbox, but ContentGems, 

Swayy, and having a Twitter with this will really save you time. 

 

NA: Okay. I know you've tried some other tools as well that I've tried also. So, I'm just curious. A lot of 

people like Buffer, we both have used Social Oomph, we both have tried HootSuite. 

 

FC: Right. Now, Buffer also has another new app. They came out with about six months. It's called 

Daily, but it's only for iPhone users. You get everyday 125 new articles that they actually read. You 

look through that, you find what you really like and you press a button and then it automatically 

scheduled on Buffer. That also saves time. 

 

I use Social Oomph. I think HootSuite is a better application for people who are starting out on social 
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media. You can use it to schedule your Facebook, LinkedIn, Twitter. If you have a paid account, you 

can also schedule Google+ and I believe Pinterest, and you can check your Instagram on HootSuite. 

 

NA: Okay, great. 

 

Okay, what are your top tips for building platform on social media? One of the things that authors need 

to do – those of you who don't know about platform, one of the things you need to do is you need to 

build this built-in readership for your books before your book is ever launched and one of the best 

places to do that is on social media. What are the best ways for us to do that? To get these followers, 

friends, “tweeple,” or whatever we call them to join us and follow us so that when our book comes out, 

we hold it up, they are actually going to buy it? How do we get those built-in readers on social media? 

 

FC: It's all about images. Our brands can process information and images 60,000 times faster than text. 

Even LinkedIn is now allowing large images. In everything that you post, you need to have an eye-

catching captivating image or some sort of image from your blog post or an image you create with a 

quote. Images are huge on every social media platform. Every social media platform. That's why 

Facebook bought Instagram several years ago. Images are huge. 

 

The other thing is you have to really do all you can to increase engagement. That's the holy grail of 

social media. You want engagement because otherwise you're talking into the wilderness. You have to 

have people who are listening to you and the way you get engagement is you look at your analytics. On 

Facebook if you have 35 page likes or more, you have free analytics called Insights. Phenomenal, 

phenomenal analytics that provide you with demographics, with [inaudible]. Twitter has free analytics, 

Pinterest has free analytics and I would look at those and see what is resonating with people. What 

have I done recently? What have I posted that's resonated people and then you try to replicate that. 

 

On Facebook, the holy grail is shares, are people sharing your content. They're liking it, they're 

commenting, but are they sharing your content? That will keep you and Facebook's algorithms so more 

people can keep seeing your post. Twitter isn't like that because there isn't that kind of algorithm. I 

don't know about the algorithm on LinkedIn, I don't think anybody does. Engagement, images. 

 

NA: In terms of images, do you have some tools you like? I tried Pablo just the other day as soon as it 

came out and it's really easy to use, very quick. I know we both have used Canva. Do you want to talk 

about Canva and maybe some other image tools? 

 

FC: I was using Picmonkey quite a bit, but I find that I don't use it very much. Although it's really 

helpful to use, to resize images. You can use it for free, just to resize all your images. I use Canva.com 

and it's my go-to image resource now. I look for free images on websites like Unsslash, or Pixabay and 

I add quotes to them, I add them when I create my blog post. But what's been happening in my blog 

post a lot lately is that I'm creating text based images mostly because Buffer did a post about several 

months ago and they found that their text based images were actually improving engagement. 

 

I'm experimenting now with text based images for my blog post and I create them at a size that works 

for both Twitter and Facebook, but on Facebook, when I'm not posting my blog posts or information 

about my blog posts, I use nice images with nice post. 

 

NA: So what is a text based image? 

 

FC: Text based image would have something like how to conquer Google+. “Tips just for Authors” is 
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just for subhead and that's what it would be. On my blog I also have certain colors just like here, Nina. 

My primary color is a certain shade of orange. If you look at my blog, all the images have orange and 

it's typically an orange background. I might have the text in white. 

 

NA: So you're using that as the featured image on the blog? So if somebody shares it, that's what's 

coming up? 

 

FC: That's what's coming up. Right. 

 

NA: Okay, and what is that size? Do you remember what the size is? 

 

FC: Yes. I know it's 1025x300 something in height. But I can get those to you. 

 

NA: I'm just curious. Is there a tab on Canva that does the size you're talking about? 

 

FC: Yes. Was not a tab. It's just a very small print at the top above your templates that says, “Your own 

design” or something like that. 

 

NA: Okay. What about tips for promoting books? Either before they come out because presales, people 

don't think about it, but presales are really, really important. Using social media to get those presales 

before a book come out, and then also tips for after a book is out when we actually are launching it. 

 

FC: Well, before your book comes out, the biggest tips that I discussed earlier involving your audience 

in the creation of your book, that's really great. I think once you're book comes out, I would caution, 

don't over-promote. Use Twitter to send direct messages asking people to buy your book or maybe you 

just put a story at your blog [ph]. Books sales will come with engagement. The more you reach out to 

people, respond to them, talk with them online. Once you are known for your great content – because it 

all starts with a great content in your book and then it's your blog post, and then it's what you tweet. 

Once you know you have great content, then people will respect you and they'll buy your book. 

 

Someone told me this just the other day, “Would you put this out on Facebook for me?” They didn't 

mean it out, they didn't mean it pay it out, they meant on a Facebook post and I've explained Facebook 

post are not ads. You can buy ads, we could do that, but you can't just push, push, push sales. It's going 

to backfire. 

 

NA: Right. What is the percentage? Because I've heard this talked about a lot, there's a percentage you 

should talk about personal stuff, percentage you should talk about business stuff, and then percentage 

you should actually promote. 

 

FC: Right. I don't recall this for personal, but the [inaudible] has always been 80/20. 80% of 100 people 

are the content, resources, 20% your content. Then Guy Kawasaki says, “No, it's 90/10. 90% content 

from other sources, 10% from your content.” Buffer did a post within last year about how much should 

be personal. That's always difficult because some authors are survivors of domestic violence and they 

don't want anything to be personal. I get those request all the time, “What do I do?” 

 

I would say just pen names, but personal, it depends on your comfort level. Most writers are introverts. 

How much personal information do we want to put out there? I would say you could cultivate who you 

want to share your personal information with on your profile and on your page. Keep it professional, 

but your page will do better if you're more personal. My problem is I don't personalize enough for my 



page so that's really a struggle for me as an introvert, but it's good if you do. Anybody will tell you that 

your Facebook page will do better if you do include personal. 

 

I think from Buffer might have said 30% for personal. It depends on your comfort level. 

 

NA: Right. I heard Dan Blank mentioned Instagram because I think people have a hard time with 

Instagram. They're not sure what to do with it and of course they have the same Facebook privacy 

issues and all of that. Traditional publishers now in the lot of cases are asking for your Instagram 

following, how big it is. When I heard that I thought, “Okay, I have to start using Instagram more.” 

Because obviously somebody thinks it's important, but it's also very simple to use because it will post 

to Twitter and to Facebook in seconds. 

 

Dan Blank was talking about how he decided to use Instagram as his way of showing his life. He does 

everything else on all his social media as professional and then he takes pictures of his life like a 

painting, barn, or whatever it is, and he post those. That becomes his way of letting people into his life 

in just through pictures. I thought that was a really nice way to look at it. That's sort of the tact I've 

taken even though it's not with Instagram, whether it's just photos, I take my iPhone with me 

everywhere. If I can take a picture and post it, I do. 

 

My daughter is always saying, “Why do you post all these stuff?” I'm like, “Because this is my 

business, I have to promote and I have to find something personal to put up there.” If I can say I was 

walking down at the beach, or I went on a bike ride or whatever, then that's something I can share. 

 

FC: I think those are all excellent examples, Nina, of how to share personally on Instagram. I know that 

I used to subscribe to Dan Blank's blog and he would sometimes send pictures of his child. He's really 

out there. I guess depends on your personal level of comfort. I think posting pictures of where you're at 

can be really good. However, for women I don't recommend forced work, it's just not a good idea. 

There's a really happy warm side to social media and then there's an ugly underbelly of social media. I 

always caution women about being too specific about where they are. If you're with family, you're at 

the beach, you're with your family and you're taking a bicycle ride, there's nothing wrong with that, but 

if you're by yourself, I would say no. 

 

NA: Right. I would probably have cautions about pictures of my kids if they were quite young and all 

of that. There are ways and there's that. You have to turn off the GPS on your phone and things so that 

people can't track where your home is or where those pictures were taken. 

 

FC: Right. I was just on interview with [inaudible] that was Lemony Snicket author Dan something I 

think and he was too asked a question about his child and he wouldn't answer it. He's being very open 

about his life, but when it came to his children, he didn't want any information out there. 

 

NA: Right, yes. Very important. 

 

Okay, we covered visuals. I was going to ask about that. Are there any other fast and easy way to use 

visuals or to develop them that you want to mention? 

 

FC: There are a lot of applications out there. Picmonkey is great. We already mentioned Canva. I'm 

trying to think of other applications that I've used in the past. I've used a lot, but I've forgotten them 

because I only use Canva and Picmonkey because they are easy to use and now I'm going to be using 

Pablo because it's super quick to use Pablo. It's much faster than Canva. 



 

NA: Right. 

 

FC: InstaQuote for Instagram of course. 

 

NA: Yes, I was just going to say InstaQuote. The only thing I didn't like about Pablo is I couldn't adjust 

where the text was. 

 

FC: Right. 

 

NA: It only goes across the whole – I was like, “I want it over here on the right” and that wouldn't do 

that. Yes, it's very easy. 

 

Okay, what about your top tools for making time on social media or social networking? Go fast because 

again, we're looking for how to do things quickly. It may be the same tools that you've already 

mentioned, but you have your book, How To Avoid Social Media Time Suck and I think that's really on 

people's minds a lot. 

 

FC: Right. I basically recommend a 30-minute strategy in that book and that is spend 15 minutes in the 

morning just trying to find – and that's information for three or four tweets, something for Facebook 

and post it and then you are done. You are so done for the morning. Then you go back in the afternoon 

for 15 minutes and you are social because that's what social media is all about. Then once a month you 

look at your analytics and determine what you should be doing and what you shouldn't be doing. That's 

basically the formula that I use everyday. Like I said, Swayy, ContentGems, Daily, you can subscribe to 

Scoop.it, that will give you great information with the thing in your niche that you specifi. 

 

Then I prefer to use Social Oomph because it allows me to create recurring tweets with different 

headlines so I can test headlines, but I can also have the same link to the same blog post. It's a different 

headline and then you can space out every 32 hours, every week, every day, every two days and that's 

really fast. I'm working with a client now and she has HootSuite and you don't have that option on 

HootSuite. It's so slow-going. I think Social Oomph for me saves me a lot of time. 

 

NA: Yes. I'm using Social Oomph to actually create queues of tweets. I'm actually not using it for any 

of the other social networks. I don't know if you do, but I use it for Twitter. Do you use it for the other 

social networks? 

 

FC: No. 

 

NA: I'm using it for Twitter and I'll create queues of tweets for certain things. So I have a lot going on. 

It's not always just my books, but I will have a queue filled with tweets, maybe about one of my books. 

But then the next queue – for those listening, that's the nice thing about Social Oomph, that I like is this 

queues. You can actually cluster things by subject. Whereas you're using it for blog post, I have my 

Nonfiction Writers University so every month I have an event there. I can actually at the beginning 

once one event is over, I'll change the Tweets, I'll put in maybe three or four tweets about the same 

event and they'll run on a regular basis. I don't have to keep going to Twitter and tweeting. It's just 

there, it's running on a continual basis. 

 

The same for a lot of the events I do if I have any kind of a webinar or whatever. I can plug in a couple 

of tweets and say, “Run these every 12 hours or 24 hours” and it will do it for me. That for me is a big, 



big time saver. 

 

FC: Yes. In the old days of Twitter, you could have [inaudible] with social media scheduler people were 

using. What I found was that the top social media people were all using Social Oomph. That's why I 

checked it out and decided I'm going to dump HootSuite because Social Oomph, it is faster to use, 

easier to use. It's a little more expensive, but it's worth it because it saves me time. 

 

NA: Right. And then you said you were using lists within Twitter and just in case anybody is interested 

in checking out TweetDeck, I actually use TweetDeck. Actually TweetDeck will allow you to create 

columns for all the people you like to follow. Just like lists, but I can have 30, 40, 50 of them if I want, 

however many people that I like to follow. I can go through there and I can check out what they publish 

recently, what's running in their Twitter feed, I can click on it, share it and TweetDeck will allow you to 

schedule right from there. If you hit “Retweet,” it gives you the option to edit the retweet and you can 

then say, your first one you can publish it 8:00 am and the next thing you decide to retweet and share, 

you could publish at 10:00 am. You could go through there, schedule for the whole day, for tomorrow, 

or even all week if you wanted to. I find that very easy and plus you can see there everyone who has 

commented or said something about you, all those things. I actually like TweetDeck quite a lot. 

 

FC: And then on the Facebook page you can schedule your post within the status update blocks because 

there's a scheduling picture on the Facebook page that isn't on the Facebook profile. What I do is once a 

week I set up all my posts. Sometimes I do for two weeks. Set them all up so I don't have to worry 

about it. 

 

NA: That's great. I do not manage to do that. 

 

You follow a lot of really great social networkers and a lot of authors who are doing a great job. What 

are the things you see them doing? The habits that you see of the top authors who are doing a really 

good job on social networks? 

 

FC: Top authors? 

 

NA: It could be anyone really, but because I guess we as authors could learn from anyone. So, what are 

the best habits you see of top social networkers? 

 

FC: As an author, Isabel Allende probably – she and Anne Lamott probably have the best Facebook 

pages. If you look at other authors that are traditionally published, who are [inaudible] is a good one, 

she obviously has nothing to do with her Facebook page because it is stayed and boring. But Isabel 

Allende, she's active on her own Facebook page. She has millions of followers. Anne Lamott, very 

active on her Facebook page. I would say if you're looking to figure out how to really rock Facebook 

pages, look at those two people, follow them and see what they do because they are awesome. 

 

Peg Fitzpatrick is a great social media strategist. She works with Canva and she worked with Guy 

Kawasaki on his book, Author Publisher Entrepreneur and I would follow her. She has great 

information all the time. Rebekah Radice, she's another great one. She has a great blog and I follow it a 

lot. Buffer started out as a scheduling application just for Twitter, now it's Facebook, LinkedIn, 

Google+. They have a lot of apps, they're fabulous. They have one of the top social media blogs out 

there. 

 

Social Media Examiner is good, but it's geared towards businesses like pool businesses, or real estate. 



They have good information, but it's not specific to authors. HubSpot has great blog post, but Buffer is 

really phenomenal information that they have. They share their own studies. 

 

NA: I agree about Anne Lamott. I actually used her as an example one time because she also does a 

really good job on Twitter. 

 

FC: yes. 

 

NA: One time I went to look at her Twitter and she had been to like the US Open or something. She 

was talking, making jokes about Federer giving her the eyes, things like just funny stuff and it was just 

in the moment. You could see she was just having a good time and she's there at a tennis match. She's 

using Twitter to just have some fun and let people in on how she sees the world. She's just there making 

jokes that this professional tennis player is giving her the eyes, which he obviously wasn't, but what 

does his wife think and other people must be noticing. It was really funny. 

 

FC: It's hilarious. 

 

NA: Yes. I just thought that's just so human and gives us a window into her as a person. 

 

FC: People who write memoir, Facebook is so natural for them depending on the comfort level. That's 

what Anne Lamott has done with fiction, but she has written a lot of memoir. It's natural for her and 

she's hilarious. She's just comical and she doesn't too much show her [inaudible] in life. She does a 

good job. 

 

NA: Yes, she does. 

 

Any other tips you would offer to aspiring authors, or published authors on how to do a good job on 

social media? 

 

FC: Don't worry about numbers. I think with publishers it can be a numbers game, but it's not a 

numbers game on social media. It doesn't matter how many page likes you have or how many followers 

you have. What you need to have is engagement and when I interviewed book coach Lisa Tener, she 

was also saying, “So you have 10,000 followers. How often do you engage with them? How often do 

you thank them? How often do you talk to them on Twitter?” It's engagement. Engagement is key on 

social media. 

 

We used to broadcast media. Radio and TV blaring at us, we can't decide when they do commercials, 

when they don't, what they say. With social media, people come to it when they have time, when they 

want to or they feel like it. So be social. Don't worry about the numbers. The numbers will come.  

 

NA: Yes. There was a study that was done. It came up with this theory called the Follower Fallacy, 

which publishers don't seem to have gotten the message, the note. Right? The memo as they say. They 

said that this idea that we have to have so many followers doesn't necessarily equate to book sales or to 

sales of anything. That really it is about having an engaged following, people who are really paying 

attention to you that are responding when you say something. 

 

So if you say, “Go buy my book.” They're doing it. Or if you're saying, “I have a new blog post. Go 

read it.” They're going to do that. It's not having 20,000 who never pay any attention to anything you 

post. Yet the publishing houses are looking for numbers because for them, what they want to know is 



that you have enough people following you to help sell your book. They can't tell really. I don't know. I 

haven't heard of anyone saying that they're now asking about engagement figures, but they just want to 

know that you've done the work to develop the platform. 

 

FC: Right. They want to know that you're on social media, they want to know that you have a fairly 

healthy following – obviously more important, but just as important there if you have an email list, that 

you are collecting email addresses of your readers so that you can talk to them directly. Because the 

truth is that social media is fabulous. You can reach a worldwide audience with social media, but you 

know what works best of anything is email marketing. That's why you need to collect those email 

addresses and you need to offer something free on your website because people don't just turn over 

their email addresses that easily anymore. 

 

You need to collect them so you can communicate directly and not through a third party. Directly. You 

can let them know if you have any contest, you can let them know if you're having a sale on your book. 

You can let them know about a new book that's coming out. You can if you write for specific niche and 

you're a nonfiction writer, then you can give them information like in my emails. I always talk about 

three or four other blog posts that have been written and I talk about them. Information that your 

audience needs. 

 

NA: Right. Maybe my last question really should be about email and calls to action because that really 

is the best platform element. It is just developing your own email list because you own it, it's not on 

Facebook, it's not on Twitter, these are people who have actually given you their email addresses and 

said, “I want you to stay in touch with me.” 

 

What are your best tips and tools for developing that mailing list using social media? Other than our 

blog with people coming to the blog, but maybe you could mention about the blog, too. Between the 

blog and social media, how do we get people on that mailing list? 

 

FC: Every blog post I have, enter the call to action. If it's on Fridays, we're going to have my show 

notes from my podcast, it is to subscribe on iTunes. If it's on a Monday blog, then it is to get your free 

book. What I do on my blog is that if you want a free eBook, you need to turn over your email address. 

For a while, that was Pinterest just for writers. I took that down and said, “It needs to be updated.” I 

updated my eBook on Twitter Just for Writers, which I never have done before and I released Twitter 

Just for Writers [inaudible] quite a bit as an eBook and that's what people want now. They want my 

eBook for free and that's what they had. 

 

I had a call a action at the bottom of each of my every blog post and then on the sidebar, it's not the first 

thing, but it's the second thing, there is an option to get your free eBook and do not say “subscribe.” Do 

not use the word “subscribe.” People don't want to subscribe, they want to get something for free so get 

your eBook. 

 

On social media I have a landing page on my website. A landing page just for my newsletter sign up so 

I tweet about that. I don't overdo it. I do it once with every two weeks because I'm different. Some 

people will do it every single day, every few hours. I don't. I do it with several couple of weeks and 

that's what I do. I put it on less frequently on Facebook actually because I really want engagement. I 

don't want to be blaring at people with “Buy my book” or “Sign up for my newsletter.” But I do have 

on the cover image, I now put a link. You could click it and sign up for my enewsletter. 

 

I have that. On Twitter, it's every two weeks, once in a while on LinkedIn. I don't do very much on 



Google+, but I mostly do that on Twitter. It's a long explanation, I'm sorry. 

 

NA: That's okay. That's a good one. 

 

FC: “What do I do? What do I do? All right, I'll do it. Okay.” 

 

NA: That's a good one and I probably share more than I should, but I think it's really important to have 

that good call to action. I'm actually just changing out all my calls to action one-by-one because I have 

several sites so I'm changing that call to action. Now I have the same one for a long time and I don't 

even think it's as good as it should be. I think that's really important, to be changing them out, to get 

new people to sign up and to be sharing it. 

 

FC: Yes. Right now I have two calls to action, but I have two different sign bars. On my homepage, the 

call to action is just sign up for the newsletter when you open the blog post. On that page is a different 

sidebar and it's to sign up for the blog posts. 

 

NA: Right. 

 

FC: Then the third one is at the end of my Friday blogs, “Subscribe on iTunes.” 

 

NA: Yes. It's really important to really tell people what you want them to do. You can't assume that they 

know what you want them to do. You have to tell them what you want them to do. 

 

FC: Absolutely. If you're looking for ideas on calls to action, look at Derek Halpern, his website. He 

has a call to action on his “About” section. He has a call to action, I think he has two of them for his 

newsletter on his homepage. I think there's two of them on his “About” page. On every single page of 

his website, he is asking you to turn over your email and get something of value in return. You have to 

create something of value in return. 

 

NA: Yes, you do. It really is all about the value you're giving people because they won't just give you 

their email for no reason and this as well, and they won't do it for a newsletter anymore unless you can 

explain to them what a value s in that newsletter. 

 

FC: Right. Free newsletter is not something people want. The free eBook, yes and then they'll put up 

with your newsletter. 

 

NA: For sure. 

 

FC: Then when you start doing your newsletter is the kind of content that they want, that they need. 

Recently I did a survey on my blog and I used SurveyMonkey because I was about to launch my 

podcast and I wanted to know what is it that that audience really wants to know and why audience 

really wants to know about. So I got about 200 responses and I learned. “Hey, this is what you want to 

know about.” And one of the top things was Google+ so next week's episode is all about Google+. 

 

NA: Interesting. Surveys are a really good thing to do for sure. 

 

FC: Yes. You can use that information as well for your newsletter. Ask them, “What do you want to 

hear in my newsletter? What information do you need? You're a nonfiction writer, what information 

does your demographic within your niche need to know, what to know, have to know?” 



 

NA: Right. For sure. Any last bits of wisdom? 

 

FC: Spilled my wisdom. 

 

NA: You spilled it? No. There must be one more thing in there you can tell people before we close 

down. 

 

FC: Oh my gosh, what I say? This is terrible, don't autopost from your website. A lot of people do it. I 

think it looks spammy. It will save you a ton of time if you autopost from your website. So you can 

have a blog when it goes live. It will just autopost, but on Facebook, it just doesn't look right. It's much 

better to – we tell you blog comes out and social share buttons at the bottom or at the top, click that. 

Then what's the beauty of that is that then it forms in the format that Facebook's algorithm prefers. 

Then you have a clear chance of beating their algorithm, getting to your fans. 

 

NA: Okay. That is a very good tip to end on. That is a very good tip. 

 

FC: And I had to think about that. 

 

NA: That was a good one. 

 

All right, before we end, tell everybody who's watching or listening about your books and where to find 

them. 

 

FC: All right. The most recent book is Avoid Social Media Time Suck. I know it's a terrible title. Don't 

ever use that in your books, but as the name I thought of, it has great tips on how to save time on all the 

social media networks. I have two posting schedules that you can look at and use one that fits your 

schedule, and the last chapter is devoted to “How to avoid social media while you're writing” such as 

using apps such as Write Or Die. That's a pretty cool app, but it's scary because when you stop typing, 

it will erase what you done. 

 

NA: I won't use that one. 

 

FC: You won't use it. Then there's RescueTime, which keeps track of what you're doing and send you 

an email every week to tell you, “Hey, you're spending too much time on the Internet.” Listen to my 

podcasts on iTunes, Social Media for Authors podcast. Listen to that. I have other books you can find 

on Amazon, on my website and wherever eBooks are sold. 

 

NA: Okay, great. What about any other products or services you want to mention? 

 

FC: Yes. I am starting a new program for new authors and authors of new books. It's going to be Press 

Your Book program [ph] and I'm going to do a beta program. When that's done, it's going to open and 

that should be in summer. At the end of April I'm going to be doing a group training. It will be four 

sessions over four weeks and I'm on Social Media for Authors. 

 

NA: Very nice. I recommend everybody to sign up with Frances and do her trainings, or use her as your 

social media strategist because she really knows what she's doing. Frances has helped me with some of 

my social media and that's the other thing to remember. If social media seems too overwhelming for 

you, there are people who can help like Frances because you don't have to do it all yourself. You really 



don't. You could pick and choose what you do and what other people do for you. Yes it takes money, 

but the thing is that social media is a necessity. Marketing and promoting yourself and your work, 

building that author platform and promoting is just a necessity to be a successful author. 

 

If you don't want to do that, if it's just like pulling teeth for you, then Frances is here. She can help you. 

Just contact Frances and she will handle some of this for you or at least train you. That's the other thing. 

Frances just mentioned two trainings. You can get on board and get trained so that you know what 

you're doing and that will make it faster and more effective for you. 

 

FC: If you're wondering if you're doing a good job on social media, I also provide an analysis. My 

typical charge is $297. But if you mention Nina Amir when you contact me, I'll do it for $97. We'll get 

a report of an analysis of your social media and your website. 

 

NA: That's amazing. Yes, mention my name and get your discount. That's fabulous. Thank you for 

offering that. Anyway, if you decide to use Frances, tell her I sent you, tell that you've heard about her 

through on my program. 

 

FC: Absolutely. 

 

NA: Okay. Where can they find you and how do they contact you now that we told them to contact 

you. 

 

FC: They can contact me at Socialmediajustforwriters.com and they can use the contact page there and 

they can find me on Twitter at @CaballoFrances. They can find me on LinkedIn, Facebook, Pinterest, 

etc. 

 

NA: Everywhere. 

 

FC: Everywhere. 

 

NA: Are you on Tumblr too? 

 

FC: Not actively, but I'm really active on Pinterest. 

 

NA: Okay. 

 

FC: That's where I show more of my personal side. I have a lot of personal boards. 

 

NA: We didn't talk about Pinterest. 

 

FC: It's my fun social media network. I have a bunch of boards just about authors, writing, social media 

and I have a bunch of boards just because I like them. 

 

NA: I just mentioned that even though we're supposed to be pretty much done, but Pinterest is this 

great place... 

 

FC: Phenomenal. You should have a business account on Pinterest. I don't want to say this earlier. You 

should have a business account on Pinterest and what you need to do is every time you write a blog 

post, you create an image or you create two images for it, you need to create a pin board on Pinterest 

http://socialmediajustforwriters.com/
http://twitter.com/CaballoFrances


that's the name of your blog. Then you pin the images from your blog post to that board. What is 

interesting is that on my account, I have thousands of pins and I have 60 or 70 boards. The images that 

get shared the most are my blog images increasing traffic. 

 

NA: When you say a business account, is that different than a personal account? 

 

FC: Yes. 

 

NA: Because I think I only have a personal account. 

 

FC: Well, when you change to a business account, you get free analytics. 

 

NA: So I can change my whole account over to a business account? 

 

FC: Yes. 

 

NA: Wow. 

 

FC: There's an option to change it. 

 

NA: Okay. 

 

FC: And then you can have your website there on the side. 

 

NA: Okay. That's a good thing to know. I'll just mention this because we're on the subject of Pinterest 

because we probably talk about social networks till dooms day, but a lot of writers, I think think 

Pinterest is stupid and yet like you said, you're showing yourself there. 

 

Somebody once said to me before I got on Pinterest, they said, “Pinterest is like a visual depiction of 

you as an author.” I love that. I thought I could go there and create these boards and start pinning 

pictures to the board that show me. So, I have a board there about horses, I have a blog that's about 

boys dancing because of my son, but so I post pictures of man dancing. I have a vision board, I have 

the things I would wear because sometimes I go there and I find all these cool clothes. 

 

Yes, it's a way for me to express myself as well as to post all my blog post there and books because 

what a lot of people don't realize is – and you can verify if this is still true – but I remember reading 

that people buy more merchandise off of Pinterest than any other social media site. 

 

FC: It drives more traffic than Facebook, yes. 

 

NA: If you want someone to buy something... 

 

FC: I purchase items that I found on Pinterest. 

 

NA: Yes. If you want somebody to buy something, you want to pin your stuff to Pinterest. Plus you can 

pin your blog post images to Pinterest and it will automatically go to Twitter. 

 

FC: Yes. [Inaudible]. 

 



NA: It's like more bang for your buck or your time. 

 

FC: Yes. I have all kinds of boards on gluten-free, webs, beautiful images, words to remember – it goes 

on and on – author quotes. Just like I said I have 60 or 70 boards. Love it. 

 

NA: For those feeling overwhelmed, some of these things are things you can do while you're watching 

TV, whatever. You've been working for 45 minutes and you need a break, your brain is on overload and 

you just want to do something mindless, just go to Pinterest and pin some things. 

 

FC: I call it a vacation for the eyes. It's my fun social media network. I remember early on I've heard 

somebody say, “You need to have one social media network that is for fun.” Well, I kind of combine it. 

It is for fun for me, but it's also for business, but I have some really fun boards. 

 

NA: One more site for you just before we end it – there you go. We could probably come up with 

another 10. 

 

FC: [inaudible]. 

 

NA: All right. Everybody go to Socialmediajustforwriters.com to find Frances and to find her books 

and all of that, but you can also find her on Amazon if you just her name into Amazon. You will find 

her books and check out her programs, her services and I think that's it. Isn't it, Frances? 

 

FC: Yes it is. It's final. 

 

NA: Okay. I got the site right? Socialmediajustforwriters.com. 

 

FC: Yes. 

 

NA: And listen to her podcast and read her blog. 

 

FC: Yes. 

 

NA: All those things. 

 

FC: Do all those things. 

 

NA: Yes, do all those things. 

 

FC: I don't have time to write. 

 

NA: And sign up for her newsletter, get her free book. 

 

All right, well I really appreciate you taking the time to speak with me. Your doggy joined us in the 

background there. Even though the best is behind, I know he's there so that was nice. But I really do 

appreciate you taking the time and offering this great information to everyone. It's going to be really 

useful. 

 

FC: Thank you so much. 

 

http://socialmediajustforwriters.com/
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NA: You're very welcome. Everybody, this is it for today. Go out there and use social media to achieve 

more inspired results. 


