


How to Build an Engaged Readership for Your Book 

A Workbook for Authors of Change 

Introduction: Every Aspiring Author Needs a Platform 

An author platform can be defined as how many people know and associate you and 
your name with something of value to them. It’s the visibility you have because of who 
you are and what you do, the connections you have made in your personal and 
professional life and all the social and traditional media in which you are or ever have 
been involved. Additionally, it’s the reach you have—how far what you do, say or write 
travels. 

The internet has made it so much easier for the savvy writer entrepreneur to build a 
platform that can help secure a book deal or can serve to make a book successful. This 
workbook will provide you with action steps you can take to increase your reach and 
visibility. No matter what your writing goals, a platform will support your overall 
writing career.  

If you seek traditional publishing, you need an author platform. 

Literally thousands of writers compete for every one slot an editor has to offer. This 
does not mean every book or writer is equal. After the projects that are clearly not 
publishable are eliminated, very little may separate one book proposal from another. 
Great minds think alike. A literary agent receives hundreds of query letters and 
proposals each week, many on the same or similar topics. The writers believe that 
they are unique and will state that there are no books like the one they plan to write. 
Literary agents and acquisitions editors know this is not true.  

In the end, a good query letter followed by a solid book proposal that shows the 
aspiring author has a strong platform separate one writer from the next and enhance 
his or her chances of landing a book deal.  

In addition, if you get a book contract, promoting your book is a partnership between 
you and your publisher. No one, not even your publisher, knows your book as well as 
you do, and publishers have limited resources to promote books. Your publisher will 
be most active in the months immediately before and after your book’s publication 
date, sending out galley copies and press releases to reviewers in hopes of getting 
your book reviewed or otherwise mentioned in print. They may also send out releases 
to online magazines but may leave that to you and your own marketing plan. That’s 
where you platform comes into play. 
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If you plan to self-publish, a platform is equally as important. 

You may want to self-publish as a way to establish your credibility so you can 
ultimately sell your book to a traditional publisher. There are not as many 
opportunities for new writers to obtain traditional publishing contracts, particularly if 
your subject area is not mainstream. Many books that continued on to become 
bestsellers began as self-published books. The authors believed in their own message, 
but they may have been ahead of the curve. Traditional publishers have to answer to a 
hierarchy of decision makers. They are typically risk adverse and would rather connect 
to a trend than start one. Therefore, self-publishing is a good option for building a 
readership but still requires the use of platform-building techniques.  

You may want to self-publish because you have no desire to have your work 
traditionally published. Eventually, you will need to promote your published books. A 
platform will help you do so successfully. Thus, you need to employ platform-building 
techniques as well, and you need to do so just as badly—if not more so—than an 
aspiring author who seeks a traditional publisher. No one else will help you promote 
your book.  

Exercise 

The first steps you need to take to build your platform involves evaluating yourself. 
Take some time to answer the following questions: 

1. What are your existing promotional skills? What can you do yourself or what 
do you need to delegate?  

2. What are your strengths and weaknesses when it comes to utilizing online 
platform building tools? What do you already know? 

3. What do you feel other people know about platform building or promotion 
that you find confusing? 

4. What are you already doing to build an author platform, if anything? Or are 
you a complete beginner and starting from scratch?  

5. What is your current reach and visibility? Consider how many social media 
connections you have or how large an email list you have built; how often 
you engage with your friends, fans and followers;  how often your messages 
are shared on social networks or via email; and other ways you connect with 
your potential audience or what you say or do goes beyond your immediate 
circle of influence. (Actually make a list of these things.) 
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Branding: Developing Your Identity as an Author 

If you are a working writer who covers many topics, you may be fulfilling your need for 
expression but you are not building a brand. Many creative find it difficult to focus on 
one or two subjects that become their calling card. It is great if you can describe 
yourself with many adjectives, but for branding purposes you want to narrow down 
the description to something people can remember and associate with you.  

Before you begin author platform building—or to get more impact from your 
platform-building efforts—figure out who you are, what you do and what core 
message you want to deliver. This doesn’t mean that you don’t have many other 
interests and things to say. It is simply a way to focus energy on one thing at a time so 
you can make that message strong and scalable. This will help people remember you 
and what you say. In other words, it will increase your visibility and your reach. 

Exercise 

To create a brand for yourself, answer some questions: 

1. Who are you? 
2. What do you do or write about? 

 Now see if you can come with a phrase that describes you and your work.  

Trick: If you need help, ask people who know you or your clients what you do or what 
you do for them. What do they get out of your books or your services? What benefit 
do they derive from reading your work or working with you? Notice the words they 
use and see if you might craft the most frequently used ones into a phrase or tag line 
that describes you. 

3. How do you want to be known? Pick a name to go with that phrase. Will it be 
your name? (This is a good choice for authors. You want to be easily found 
everywhere by your name.) 

4. What is your mission?  
 
 Write a mission statement for yourself. 

 
5. What are you pitching—more than one book, one book, products and 

services?  

 Write a pitch that is general to your brand and what you have to offer. 
 Write a pitch for your book. 
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You can follow this thought process for many different aspects of you, but for your 
Author of Change process, choose one or a few that you can relate back to your main 
topic or goal. Write it out. Think about it. Identify with it. Define yourself as that topic 
or goal, and think about how you will describe yourself to someone else.  

This is the first step of branding. It will help you determine a digital and social media 
strategy to support your writing.  

Your name and the tag line or phrase you choose for yourself, or at least the 
description of yourself, will be used across all your social networks, on your website or 
blog and in a variety of other places as you build author platform. Think about how 
you want to be known and found early. It’s hard to change this later. And good 
branding can serve you well over time. (Think of Nike, Levis, Porsche, Ford, Target, 
etc.) 

You also need a good pitch, or hook, for your book that captures its essence in a 
sentence or a short paragraph, accompanied by a great short description of yourself to 
promote yourself and your work to the media. Producers and editors are less 
concerned about you or your book; they are enticed into having you on their shows if 
you are able to create an entertaining or controversial show. They want a good story. 
When you develop clarity and confidence in who you are and  what you have to say, 
when you have the certainty that you are the person to say it, and you are ready to 
move into building a platform.  

Exercise 

 Create a “good story” for the media—a media pitch—below by weaving your 
book pitch with a very brief bio of yourself. Use the branding you created 
above. You will find many reasons to use pitch in your digital platform 
building as well. 
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Ways to Build Author Platform 

Platform building is a slow and steady endeavor, a marathon not a sprint. You can find 
all kinds of quick “pay to play” ways to gain followers through social media sites, for 
example. However, the fans, friends and followers you gain through engagement and 
your hard work will translate into what is called “conversion.” This means these are 
the true supporters who will buy your book and other related projects.  

There has been a lot of talk over the years about the need for a large author platform—
meaning huge numbers of fans and followers and large email lists. In fact, you may not 
need four million followers or 50,000 people on your mailing list to land a deal or to 
produce a successful self-published book. It might help…or not. 
 
For years marketers have touted the idea that the more fans, followers, likes, etc., you 
garnered on social networks, the higher the likelihood you had of actually selling 
something—in this case your book. Today, this is called “The Million Follower Fallacy.” 
In 2009, researchers showed that large numbers of followers on social networks did not 
always equate to “influence,” or sales. More researchers have gone on to study social 
networking behavior and have corroborated the fact that those with the most followers 
don’t always have the most influence. They awarded greater “influence” to those social 
networkers whose: 

 status updates got shared  
 were mentioned by their followers 

 
The researchers also found that you can gain influence on social networks by: 

 focusing on a single topic  
 posting creative and insightful information or content perceived as valuable by 

others.  
 
The researchers concluded that “influence is not gained spontaneously or accidentally, 
but through concerted effort. In order to gain and maintain influence, users need to 
keep great personal involvement.” (To read this study, click here.) 
 
When your do these two things, you increase the likelihood that your fans and followers 
will share your content or mention you. And each time they do one of these things, your 
“reach” becomes greater, because what you have written, said or done travels beyond 
your immediate circle or friends and followers. You gain more “visibility” as well, 
because as they mention you, they introduce you to their friends and followers.  

Remember: Platform consists of your visibility and your reach. To achieve both visibility 
and reach, you may not need four million followers—especially followers who aren’t 
“engaged.” A smaller platform of 5,000 or 10,000 engaged follower might actually be 
more useful. To achieve engagement—followers who comment, share, retweet, 
mention you, etc.—you need “social presence.” You have to show up.  

http://snap.stanford.edu/class/cs224w-readings/cha10influence.pdf
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That means you can’t just schedule all your tweets using such services as 
www.hootsuite.com. Nor can you just hire a social media service to do all your status 
updates for you. You can’t just sign up for all the social networks, like targets, and aim 
a bunch of arrows at them and hope they hit the bull’s eye. You have to have a more 
focused approach. Not only that, you have to have a presence on those networks 
every day and interact with people. You have to engage so your followers engage. 
Then they will, indeed, buy something—your book—from you. 

That said, you can get help. There are ways to spend money to help you build author 
platform that are perfectly effective and legitimate as part of your overall strategy. 
However, many people jump into social media marketing wanting to see instant 
results and they can fall prey to the snake oil salesmen of the internet.  

Also, the internet is not the only place to build platform. It just happens to be one of 
the easiest and most efficient places today to do so. Here are some things you can do 
to build your platform:  

1. Create A Website Or Blog 
2. Publish A Newsletter 
3. Interact On Social Networks 
4. Appear On Radio And Television 
5. Write Articles and Guest Blog Posts 
6. Produce Videos  
7. Produce Podcasts 
8. Write many Books 

For each one of these author platform-building elements, you will be asked to create an 
action plan with set goals and deadlines. This will help you implement the tools in the 
workbook. 
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Create A Website or Blog 

Begin with a website. Even though you may think you do not need a website because 
you are not selling something yet, you do need one and deserve one. Not every website 
is intended for ecommerce. You need to claim your real estate on the internet so people 
can find you. You need a home in cyberspace.  

Part of building platform involves becoming “discoverable.” When someone searches 
for you on the internet—the place all searches for just about anything are conducted 
these days, they need to be able to find you. Without a website, no one will find you. If 
they can’t find you, they can’t contact you. When editors and agents look at queries and 
proposals they check people out on the internet to see if they have some kind of 
presence. This is your chance to have a calling card that shows you at your best.  

A website serves as the hub for all the other platform-building endeavors in which you 
participate. You need to send everyone you meet somewhere. That somewhere is your 
website. Later, you can sell your book, other products and services from your website. 

An author website also helps you brand yourself. This is where you will control the 
impression people will have of you. The tagline or description of yourself you create I 
the branding section is put to use on your website. It s coupled with colors, pictures and 
a photo of you that help create  image and message you want to convey to the world. 

If you are trying to figure out what the most important thing to invest in is, creation of 
an author website is a good use of your resources. You can spend a lot of money on a 
website design or can nothing at all. Consider creating somewhere in between because 
you want your website to look professional. If you are not tech oriented you might not 
feel comfortable building your own website, even though there are many low-cost 
online products that make doing so easy and user friendly. You can create an 
inexpensive website with blog technology, and most websites today are, in fact, just 
blogs, not the traditional type of html-based websites. Even the least techie writers can 
create a nice website with a free blog provided by www.wordpress.com. This later can 
be upgraded to www.wordpress.org, which is the paid version. (You can use a different 
blog platform, but we recommend this one.) There are other blog platforms as well. 

You can set up a blog website that will have all you need, such as biographical 
information about you,  a place for people to sign up for your email list and your social 
networks and a link to your book on Amazon. Make sure to have ways to capture the 
email addresses of your followers so you can ultimately communicate with them. The 
advantage of a blog website is that it is dynamic rather than static; that means you can 
interact with your visitors. For example, people can comment on the things you write. 
Plus, you can constantly add content to it by blogging, and this has search engine 
optimization effects, which basically means it will help you drive more traffic to your 

http://www.wordpress.com/
http://www.wordpress.org/
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site. There are sophisticated ways to draw people to your website but that is beyond the 
scope of this workbook.  

The easiest and most efficient way to build platform and gain influence on social 
networks is with a blog. Your blog becomes your home in cyberspace, the place where 
you do business, entertain and get personal. Every day (or several times a week), you 
produce content that benefits your friends, fans and followers. You solve their 
problems. You answer their questions. You share what you know. And you send that 
content out from your home office to your satellite offices—your social networks—by 
creating status updates that contain the urls to your blog posts. Then, you spend a little 
time each day checking in at your satellite stations to engage with those fans and 
followers who have shared that content. And, of course, you focus on the fans and 
followers who come by the home office and comment on your blog. 

The more you write and publish blog posts, the more easily you are found in the search 
engines. You become discoverable. The more you blog about a particular topic, the 
more you are perceived as a thought leader in that subject area. In fact, a blog can give 
you expert status, help you earn your readers’ trust, drive fans and followers to your 
networks, elicit engagement, and provide one of the best book promotion tools 
possible. A successful blog with a reasonable amount of engaged readers is a platform. 
And it provides influence, visibility and reach. 

If you get started and find that you really love consistently utilizing the internet you can 
explore the world of search engine optimization and meta tags. If your eyes are glazing 
over, don’t worry about it. These are also the types of concerns you can delegate to the 
techies in your life, or you can hire someone.   

The primary point to remember is that you want to have a home in cyberspace where 
you can attract people to you and be easily found. That place is your website. This 
becomes your hub and the address you will direct people to through all your other 
efforts at engagement.  

Exercise 

1. Go to www.godaddy.com or some other provider of URLs and purchase: 

 www.yourname.com (as well as .net and .info and .org) 
 www.thenameofyourbook.com (as well as .net and .info and .org) 
 If you came up with a tag line for yourself, like “XX Coach” or “XX Expert,” 

purchase  that URL also. 

http://www.godaddy.com/
http://www.yourname.com/
http://www.thenameofyourbook.com/
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2. Go to www.wordpress.com (or some other blog platform if you prefer) and 
open a free account. This is your test site to play with and get used to. Make it 
“private.” Don’t panic about what you call it, unless you are going to keep this 
as your “real” author website. Create the following: 
 

 The title of the blog 
 A tag line for the blog 
 Several pages, including: 

 
 About (an author bio) 
 Contact 
 Media Kit 
 Products (if this applies) 
 Services (if this applies) 
 Books (if this applies) 

Now create content for each of the pages.  

 1-2 blog posts. 

You now have the crux of a blog website set up—and you’ve learned how to 
use WordPress. You can either decide to publish your site (make it public), or 
you can show it to a website or WordPress site designer and ask him or her to 
duplicate what you’ve done on a self-hosted WordPress.org site. (You will pay 
for hosting and the design work; you may also pay for a premium theme.) 

 

What is your specific goal for this author platform-building element? What would 
you like to achieve? (Example: I’d like to have my website built by March 1, or I’d 
like to have 25 new followers by the end of each week.) 

By when would you like to achieve this goal? (Specify a date.) 

When will you begin utilizing this platform-building element? (Specify a date.)  

What are the three things you commit to doing right now to get started building 
platform in this area? 

1.  
2. 
3. 

http://www.wordpress.com/
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Publish A Newsletter 

All sorts of business people have used newsletters as a way to build a mailing list. The 
advantage now is that you can write and publish them without using a graphic designer. 
If you find an email capture company that you like, they typically have templates you 
can use to produce newsletters on a regular basis.  

These are companies like: 

 Constantcontact.com 
 Aweber.com 
 Mailchimp.com  
 Verticle.com 

These companies help you collect email addresses from your subscribers by providing 
you with the means to place forms on your website. They make sure people actually 
“opt in” to your lists. Additionally, some of these companies offer “autoresponders,” 
which are automated messages that go out to your subcribers, and ways to integrate 
your messages with PayPal or online shopping carts.  

Once you have an email system set up on your site, which means you have a form on 
your blog that asks people to subscribe to your newsletter, you can strategically send 
out newsletters with content of interest and value to your subscribers. This allows you 
to stay on their radar. Then when you are ready to announce that you have something 
to sell—like your newly released book—they will feel they have received free content 
from you for a while and you have earned the right to ask them to purchase something. 
Thus, your offer will not feel like you are selling something to them.  

Learning to use the templates can be fun. If you can discover how to create custom 
graphics through Photoshop, Picassa,  or other programs, so much the better. The more 
you can do yourself the more you can use your monetary resources for things that are 
tedious or beyond your abilities.  

The key is to not overload your email list with constant correspondence. Send them 
great content on a regular basis, but make sure you do not become “white noise.” You 
do not want the people on your list to ignore your letters. All of these email services 
allow you to determine how many people are actually reading your mail. They all 
provide statistics that show you how many people open your newsletters and how many 
people opt out of your list. When you send too often, you’ll notice people 
unsubscribing. 

Content rich autoresponders are another way to keep in touch with your email list in a 
strategic way. When someone signs up for your list you can have a welcome email sent 
to them automatically. You can also have emails sent to them at regular intervals with 

http://constantcontact.com/
http://www.aweber.com/?404037
http://www.aweber.com/?404037
http://www.mailchimp.com/
http://www.verticle.com/
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content that benefits them. It feels personalized even though it is automated. This can 
lead to a funnel of paid products as well, such as a free ebook, and then a paid ebook, 
and then a course, etc. 

Exercise 

1. Explore the different email services. Choose one that meets your current 
financial needs and has a variety of services and sign up for the service. Be sure 
it has a robust autoresponder capacity that ties into an online shopping cart 
system and PayPal, because you will eventually need all these things. You want 
to choose one and try to stick with it.  You don’t want to change midstream, 
because all your subscribers will have to opt in once again and you will most 
definitely lose some of them in the transition. 

2. Create a short ebook or report to give away for free as an enticement to join 
your mailing list. You will gain more subscribers with a free gift. This need only 
be a PDF.  

3. Look at three newsletters that come into your email box weekly. If you don’t 
receive any, subscribe to three from people you respect. What do you like 
about them that you want to emulate? What don’t you like? Write down your 
ideas. 

4. Come up with 6 article ideas for your newsletter. You can also link to your blog 
posts, provide links to other people’s content or offer information on your 
upcoming classes, etc. You now have a 6-month content plan for your 
newsletter. 

 

What is your specific goal for this author platform-building element? What would 
you like to achieve? (Example: I’d like to have my website built by March 1, or I’d 
like to have 25 new followers by the end of each week.) 

By when would you like to achieve this goal? (Specify a date.) 

When will you begin utilizing this platform-building element? (Specify a date.)  

What are the three things you commit to doing right now to get started building 
platform in this area? 

1.  
2. 
3. 
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Interact On Social Networks 

Social media began as just that. It was social. Now it is usually referred to as “social 
media marketing.” Although it took a while, businesses caught up with the fact that 
there is more beneficial engagement with potential customers through social media 
marketing than there is with straightforward advertising. Social media marketing has the 
decided advantage of giving real time support for products and ideas while also 
indicating what is not working.  

You can build a great author platform through social media. However, you have to avoid 
the time suck aspects of social media and approach it with a strategic eye. In other 
words, make good use of your time online. 

Also, remember: It’s not about how many fans and followers you garner. It’s about how 
engaged they are with you—how often they mention you or share what you have 
shared in a status update, a blog post, or a newsletter. Mentions and shares equate to 
visibility and reach. Visibility and reach equate to influence. Influence will sell books. 
Thus, what you want when building platform is influence, and that comes from 
engagement, not necessarily from large numbers of followers. 

According to a survey of book-buyer influence conducted by the American Booksellers 
Association, readers decide what books to buy based upon: 

1. Author reputation 
2. Personal recommendations 

They purchase because they know and trust the author and associate value with that 
author. They didn’t purchase because the author had four million followers.  

To earn a trusted, expert reputation, including on social networks, and to earn word-of-
mouth referrals (which are the same as “shares” or “retweets”) is not difficult. You need 
only do three things: 

1. Be authentic. Just be yourself. Let people know who you are and what you are 
about. Do this with every status update and in every blog post you write. 

2. Share your knowledge—freely. Regularly provide great content that people 
need, seek and want. Do this with a blog. Your readers and followers will begin 
to trust you, like you, explore more of what you have to offer, and tell others 
about what they discover. 

Show up. Participate. Have a conversation. Get involved in what’s happening on social 
networks. Engage with your followers, and they will engage with you. 
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The four main social media networks for general social networking are:  

 Facebook 
 Twitter 
 Linked In 
 Google Plus 

If you want to engage with writers and publishing insiders you can also join 
WAENet.com, This is a content specific social network community, but it can help you 
reach your goals. Offthebookshelf.com is a community for self-publishers and readers 
that can help you build your author presence as well. There are many new sites being 
developed now, but the most beneficial for marketing are the four above. New things 
will come and go, but these four have a large market share and will be a part of social 
networking for many years to come.  

Other sites are:  

 YouTube 
 Pinterest 
 Itunes 
 Instagram 

But these are different aspects of social media that include video, audio, photos, and 
graphics.  

You may find you like one social network more than another. Or you may find one has 
more impact for you than another. For instance, by looking at your blog statistics you 
may find that Google Plus provides you with more traffic than Facebook or Twitter. Or 
you may find that you have more reach on Twitter than on Facebook or LinkedIn. By 
studying where you have the most influence, you can determine where to spend your 
time. However, you may also discover you just like one site more than another. For 
instance, you may simply enjoy Twitter. Or LinkedIn groups might be good for business 
and support.  

Without going into each one of these sites in detail, let use mention just a few things 
you might want to consider: 

 Facebook: Consider having an author page as well your personal profile. It’s 
difficult to drive your friends to a page later. Also, it’s good for an author to have 
a professional page. That said, it will take you a little while to reach the 5,000 
friend limit on your profile, and now people can subscribe to your personal 
updates. So if having two sites on Facebook feels like too much, don’t bother. Do 
take advantage of the groups on Facebook; there is a lot of action happening in 
them, and you might consider creating one of your own. 

http://www.waenet.com/
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 Twitter: This is a phenomenal place for bloggers to share links to their posts. Be 
sure to respond to those who interact with you. Consider attending a Twitter 
chat. 

 LinkedIn: The action here is in the groups. Start one or join one. 
 Google Plus: This site was a bit slow in starting up but is growing by leaps and 

bounds. It is more professional in nature, meaning you won’t find a lot of sharing 
about what people ate for lunch. It has some lovely features, like Google 
hangouts, where you can do a live author chat, and now Google Communities. 
You can also have a professional or company page here.  

 YouTube: If you like producing videos, create a YouTube station of your own. It’s 
pretty simple to do, and you can upload videos so easily now from a variety of 
sources. Get a little video camera that allows you to connect to YouTube 
instantly, for example.  Then share the videos on your blog as well. 

 Pinterest: This is one of the fastest growing social networks. It’s so easy and fun 
to use, and it has the highest conversion purchase rate. That means more people 
buy things they see on Pinterest than on the other social networks. So, be sure 
to set up some boards and start pinning to them. Consider Pinterest a way to 
create a visual depiction of you as an author as well as to promote everything 
you do, from your hobbies to your book to your business.  

 Itunes: Convert your messages into podcasts by producing audio recordings, 
publishing them on your blog and uploading them to Itunes. Then millions of 
people can download these to their Ipods. 

 Instagram: Take photos of…well…whatever from your phone and upload them 
instantaneously to this site. You can automatically send them to Twitter and 
Facebook, as well as some other sites. People love photos and knowing what you 
are doing in your free time. It’s a fun way to add a personal element to your 
social networking. 

Exercise 

1. To get started in social media, refer back to your branding.  
 What is it you are trying to promote?  
 Who are you and what do you want  your internet persona and identity to 

be? 
 Do you have a catch phrase for your brand that you can use in your social 

media strategy? 
 

2. If you aren’t using any social media, which networks do you feel inclined to 
use? Pick at least one, preferably two, to join. 
 
 Begin using some sort of analytics to analyze your reach from the very 

beginning. You can do this on Facebook with a page, since these provide 
some information. You can use Hootsuite.com; the free version gives you 
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some basic data on up Twitter, Facebook, LinkedIn, Google Plus pages, and 
the upgraded paid version will give you more detail. 

 Decide how much time per day you are willing to devote to social 
networking. Stick to it.  

 See the items in #3 below and apply them to your strategic plan. 
 

3. Plan your social media strategy. 
 
 What social media, if any, are you already using, and how are you using 

them?  

 List 3-5 ways you could use social media in a more strategic manner 
than you do now.  (Example: Share the URLs from blog posts and look 
for content to share from key experts in my field.) 

 Think of 3-5 ways you can engage with people more than you currently 
do? (Example: comment in forums or groups and tweet to followers.) 

 Determine how much content you now share of your own and of others 
and create a plan for sharing more content from key influencers in your 
niche. 

 How much of your content is professional and how much is personal? 
Develop a plan for sharing at least a little personal information. 

 Analyze honestly how often you use your social media accounts. Create 
a plan for increase that usage by at least a third if not by half this 
month. If you need to hire help, figure out how to do that—find a 
virtual assistant or a social media service. 

 Assess the content you currently post. Could you post more valuable 
content? If so, what would you post? 

 Do you have a way to analyze your reach (or are you analyzing it)? If 
not, sign up for Hootsuite.com and determine a baseline for the reach 
you have currently. Then begin watching your stats weekly to 
determine what is working and what isn’t. 

 If you aren’t satisfied with the results you are achieving with your social 
networking, create 5 action steps you will take in addition to everything 
listed above in the next month to improve your results. (Example: I will 
spend 30 minutes a day responding to people on Twitter and answering 
questions in groups on LinkedIn and commenting on posts in groups on 
Google Plus.) 

 List your social media goals. (Example: I want to increase my fans and 
followers by 100 on each network each month.) 
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What is your specific goal for this author platform-building element? What would 
you like to achieve? (Example: I’d like to have my website built by March 1, or I’d 
like to have 25 new followers by the end of each week.) 

By when would you like to achieve this goal? (Specify a date.) 

When will you begin utilizing this platform-building element? (Specify a date.)  

What are the three things you commit to doing right now to get started building 
platform in this area? 

1.  
2. 
3. 
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Appear On Radio, Television in Print Publications 

Traditional media appearances continue to be a great platform building activity. While 
radio gigs are much easier to land, television can be difficult even at the local level if 
you’ve never had any on-air experience. Today there are more radio stations then ever 
before, because many are on the internet. Additionally, podcasters have “shows” as 
well. 

Keep in mind here that you need to have honed your book pitch and your personal 
message into sound bites. A sound bite is a short, concise, easily understood and 
remembered phrase that conveys to your audience what they need to know right now 
about how you can help them.  

Also, each time you approach a radio or television show host or producer you will need 
to have a pitch. These are just like your book pitches. They are enticing lead ins to the 
“segment” you will provide on the radio or television show. And your pitch features the 
benefits you will give the listeners—the WIIFM (What’s In It For Me)—as well as why 
you are the best person to deliver this message—a concise bio. 

Don’t forget about traditional print media. It is an important platform building tool as 
well. Getting interviewed by any major newspaper or magazine goes a long way toward 
building  visibility, as does inclusion in books or having your articles published in regional 
or national publications. 

Exercise 

1. Create a media kit on your website, if you haven’t already. This should include 
a bio, all your previous media experience and links to those interviews (or the 
video and audio can be posted right on the page), as well as 1-3 actual talk 
titles and the “talking points” you will make. Need help with this? Check out 
www.presskit247.com. Or look at someone else’s online press kit. 

2. To prepare for your first media appearances, write down three different 
pitches you might make. Include an enticing lead, the WIIFM factor, and a 
concise bio. 

3. Write down the sound bite—short phrase or sentence-- you would use if you 
were on a talk show and had just 30 seconds to get across your message. 

4. What “signature story” or personal anecdote that helps people understand or 
relate to your purpose or message or explain why it is important to you, would 
you tell while on air?  

5. Do some research online and find 5 local or internet radio stations, or even 
podcasts, you can contact for an interview. 
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What is your specific goal for this author platform-building element? What would 
you like to achieve? (Example: I’d like to have my website built by March 1, or I’d 
like to have 25 new followers by the end of each week.) 

By when would you like to achieve this goal? (Specify a date.) 

When will you begin utilizing this platform-building element? (Specify a date.)  

What are the three things you commit to doing right now to get started building 
platform in this area? 

1.  
2. 
3. 
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Write Articles and Guest Blog Posts 

Writers write. Therefore, this is the easiest way to build author platform for most 
writers. 

Writing articles for regional, national or international publications gives you wide 
exposure—visibility—and increases your expert status. It makes people trust you. This 
will help your level of influence, and, therefore, you ability to gain engagement from 
your fans and followers. 

In much the same way, providing guest blog posts on well respected and trafficked sites 
offers you heighted visibility and increases your thought leader image. Each time you 
appear on a blog that is owned by a well-respected blogger, you earn the respect of his 
or her readers. You are also introduced to that readership, who may follow you back to 
your blog or to your social networks. Additionally, you have a chance to engage with 
those readers there on the other person’s blog via the comment function.  Also, each 
post you write contains a short bio with a link to your website or blog. These posts 
remain “live” forever, continually driving traffic back to you and your site. This is why 
blog tours and guest blogging in general can be such a successful platform-building tool. 

To obtain article assignments or to place articles in magazines and newspapers, you 
have to first send a query letter. To guest post on a blog, you often have to use a 
submission form provided right on the blog; however, sometimes you can email the 
blogger with a pitch or query.  

Exercise 

1. Think of 1-3 articles that are on the same topic as your book that you could 
propose to magazines that are published in your topic area. 

 Research magazines to which you could send these queries. Check to see if 
they have submission guidelines you need to follow. 

 Write query letters for these articles. 
 Send the queries. 
 Write the articles once you get the assignments. 

2. Think of 5 guest blog posts you could write that relate to the topic of your book 
that you could propose to bloggers in your niche. 

 Research the top blogs in your niche to which you could send these posts. 
You can do this on technorati.com or on blogcatalog.com or simply by 
searching for blogs on your topic using the Google search engine. 

 Write query letters or pitches for these posts or find the submission forms 
on the blog sites. 
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 Send the queries. 
 Write the posts once you get the assignment. 

 

What is your specific goal for this author platform-building element? What would 
you like to achieve? (Example: I’d like to have my website built by March 1, or I’d 
like to have 25 new followers by the end of each week.) 

By when would you like to achieve this goal? (Specify a date.) 

When will you begin utilizing this platform-building element? (Specify a date.)  

What are the three things you commit to doing right now to get started building 
platform in this area? 

1.  
2. 
3. 
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Produce Videos 

YouTube is a great place to create a following if you have a knack for a video camera and 
like to film yourself.  If this technology seems easy to you, great! Set up a YouTube 
channel, and go for it. Read up on how to optimize the descriptions of your videos. Post 
them on your blog and share the YouTube links on all your social networks. Maybe some 
of them will go viral. 

Exercise 

1. Set up a YouTube account. 
2. Come up with a plan for 5-10 short  (3 minutes tops) videos that support your 

brand and your book.  
3. Create short scripts for these videos that you can either memorize or ad lib. 
4. Set up a camera. (It’s best to purchase inexpensive lights.) 
5. Film yourself. (Do at least one of these each week for the next two months.) 
6. Edit, if necessary, of if you feel inclined. 
7. Post to Youtube. 
8. Share the URL. 

 

What is your specific goal for this author platform-building element? What would 
you like to achieve? (Example: I’d like to have my website built by March 1, or I’d 
like to have 25 new followers by the end of each week.) 

By when would you like to achieve this goal? (Specify a date.) 

When will you begin utilizing this platform-building element? (Specify a date.)  

What are the three things you commit to doing right now to get started building 
platform in this area? 

1.  
2. 
3. 
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Produce Podcasts 

Podcasts, like free radio shows you can produce on blogtalkradio.com, are fun 
because they mostly involve talking. You can, consider yourself a talk-show host and 
interview others, or you can simply talk for 30 minutes or so rather than write. Then 
post to your blog.  

Podcasting does have a technical aspect, and some people purchase expensive 
equipment. That is not necessary, however. You can get started with a good mic or 
headset and a blog with the right plugins.  

If you choose to interview others, you’ll have the same affect that you would with 
guest blogging. You’ll be bringing in experts to your site. This brings their community 
to your blog. And it increases your expert status through association with your 
interview subject.  

Podcasts can be shared on Itunes, giving you a whole new—and quite large—market 
to tap. There are lots of other places to place podcasts as well. 

There are people who have built their platforms around a podcast, just as there are 
people who have built a platform around a blog. 

Exercise 

1. If you want to begin podcasting, consider what format you would choose—
interview or single person show. Now either list 10 people you would 
interview or 10 topics you would cover. 

 Research how to contact those people. Copy and past their bio into a 
document and then come up with at least 8 questions you would ask 
them. 

 For each of your 10 topics, come up with at least 8 points you would 
cover. 

2. Research how to begin podcasting. You do need a blog or website where you 
can host your recordings.  

3. Consider what you will call your podcast and how this will fit into your 
branding. Or will the podcast be part of your normal blog? 
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What is your specific goal for this author platform-building element? What would 
you like to achieve? (Example: I’d like to have my website built by March 1, or I’d 
like to have 25 new followers by the end of each week.) 

By when would you like to achieve this goal? (Specify a date.) 

When will you begin utilizing this platform-building element? (Specify a date.)  

What are the three things you commit to doing right now to get started building 
platform in this area? 

1.  
2. 
3. 
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Write Many Books 

A great way to build platform is by writing a lot of books—possibly short books or 
ebooks--and building a readership or fan base that way.  The more books you write, 
the more books you sell. With each new book you release, more people discover you 
and then go back and purchase books you previously published. This is how some 
authors are building platform, for example, with ebooks. 

There are many ways to begin a digital footprint that are low cost and will help you 
compete with traditionally published books. You may not get bookstore distribution, 
but the statistics are in your favor for online purchases. If you write good books 
consistently you have a chance of potentially eclipsing books that have higher budgets 
and traditional publishing support.  

Lots of books also support a brand or build a brand. You might  

Exercise 

1. How many books can you write that are related to your topic or that fall into 
the same niche or category? List them. 

2. Do some basic research and comparison shopping of different ways to 
publish an ebook and the services that are available to help you do so. 

 

What is your specific goal for this author platform-building element? What would 
you like to achieve? (Example: I’d like to have my website built by March 1, or I’d 
like to have 25 new followers by the end of each week.) 

By when would you like to achieve this goal? (Specify a date.) 

When will you begin utilizing this platform-building element? (Specify a date.)  

What are the three things you commit to doing right now to get started building 
platform in this area? 

1.  
2. 
3. 
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Conclusion 

If you take all the exercises in the previous pages and put them to use, you will create 
an awesome author platform-building plan and strategy for yourself and your book. In 
fact, here is one last exercise to help you ensure that you actually follow through and 
build your author platform. 

Exercise 

Read through the exercises in this workbook now. Take each activity and place the 
start and completion dates on your calendar.  

You have now created a promotion plan for yourself and your book. You have 
activities to do on a daily and weekly basis. This is how you build author platform….a 
little bit each day. You prepare for that marathon… 

If you live by the Rule of Five and do at least five things every day to promote yourself 
and your book, you will move forward to ward your goal. If you do this while being 
authentic, providing content that adds value to the lives of your readers, focusing on the 
topic of your book and on building your brand, and being personally involved with your 
fans, followers, friends, and readers, you will find yourself enjoying influence beyond 
your wildest dreams. You’ll have visibility and reach—a platform that helps you sells 
books and impact lives. 
 
 
 

For more information on the Author of Change 
Transformational Programs, go to 
www.authorofchange.com.  
 
Or register for the Become an Author of Change 
home-study course. Learn more when you click 
here. 
 
Author the change you’d like to see—in your life, 
your readers’ lives and in the world.   

 
You also can contact Nina Amir at www.NinaAmir.com. 

http://www.authorofchange.com/
http://writenonfictionnow.com/landing/become-an-author-of-change-home-study-course/
http://writenonfictionnow.com/landing/become-an-author-of-change-home-study-course/
http://www.ninaamir.com/

