
Session 4: 
Formats & 

Distribution 



•  Formats! What books are best in which format? 
•  How to be strategic with different book formats to 

increase sales. 
•  How to make it crazy easy for bookstores to find you. 
•  How to get into libraries. 
•  When to presell your book… and when not to. 
•  And more! 

What to Expect in Session 4 



There are several types of book formats… 
•  Print… 
–  Paperback (most common) 
–  Hard cover 
–  Specialty (spiral, lay-flat, comb, saddle stitch, etc.) 

Format Types 



There are several types of book formats… 
•  Electronic… 
–  Kindle (MOBI, most common) 
–  iBooks/Nook/etc. (EPUB) 
–  PDF Download 

Format Types 



Books more commonly in print format… 
•  How-to Business/Self-Help 
•  Journals/Coloring Books/Puzzle Books 
•  Children’s Picture Books 
•  Cookbooks 
•  Textbooks 

Format Types 



Books more commonly in electronic format… 
•  Fiction 
•  Short How-to Business/Self-Help 
•  Technical Manuals (PDF) 
•  High-value trainings (PDF “course”) 

Format Types 



Ask yourself… 
•  Is my audience actively asking for a specific format? 
•  What format are other books in my niche? 
•  What are the retailer guidelines? (Amazon vs. Coloring) 
•  What makes SENSE? (Kindle vs. Journal) 
•  Am I attached to an ideal? 

Format Strategy 



The fastest path to cash… 
•  Paperback… for good reason! 
–  Inexpensive in an unproven market (EVERY book is unproven) 
–  Quick to print 
–  Tangible 
–  Credibility 

Format Strategy 



The next fastest path to cash… 
•  Kindle… for more good reasons! 
–  Inexpensive in an unproven market (EVERY book is unproven) 
–  Quick to produce 
–  No steep learning curve (KindleIn30.com) 
–  Credibility when creating a series 

Format Strategy 



Ask yourself… 
•  Do I want my book IN bookstores? 
•  Do I want my book in other retailers? 
•  Am I happy with Amazon-ONLY sales? 
•  Do I want my book available on my own website? 
•  Do I want my book in the next few weeks/months/years? 

Goals to Consider 



Why bookstores? Aren’t they dead? 
•  Bookstores will NEVER die… Tangibility. Experiential. 
•  Credibility, “I’m in Barnes & Noble!” can get you on TV. 
•  People actually shop there! 
•  Books are about ideas. Bookstores are inspirational idea 

meeting places. 

Bookstores 



Make it easy for them… 
•  The “Expanded Distribution” MYTH (i.e. LIE) 
•  The real requirements: 
–  ISBN (your imprint) 
–  Competitive price 
–  Wholesale discount 
–  QUALITY 

Bookstores 



How to get inside: 
1.  Six weeks after proof approval… 
2.  Start local (Be bold! Walk in!) 
3.  Say the script… 
4.  Rinse and repeat for the next store. 

Bookstores 



The bookstore buying process: 
1.  Six months in advance… yep. (twice per year) 
2.  Order placed with wholesaler. 
3.  Order fulfilled. 
4.  Order held in the back room until “time.” 
5.  1-2 copies placed on shelves. Up to ten for a signing. 

Bookstores 



Advanced Ninja Strategy (USA Only)… 
•  Bowkerlink 
•  DEMO 

Bookstores 



Why consider other retailers? 
•  Who is your competition? 
•  Bookstores are awesome… But… 
•  Think in complements… (Coffee + Bookstore = J) 

Other Retailers 



Retail examples… 
•  Gift/specialty shops 
•  Tourist destinations 
•  Museums 
•  Zoos/Aquariums 
•  Hair salons 

Other Retailers 
 
•  Local used/new 
•  Art galleries 
•  Coffee shops/cafes 
•  Restaurants 
•  Think LOCAL! 



Stay away from… 
•  “Big Box” stores 
–  Walmart 
–  Target 
–  SAM’s 
–  Costco 

Other Retailers 

•  Mainstream stores 
–  Whole Foods 
–  Grocery chains 
–  Drug stores 
–  Department stores 



Consignment can be good… for the retailer. 
•  No upfront investment 
•  Stock on-demand 
•  Pay out Net 30 on sales 
•  Quickly fill shelf space as-needed 

Let’s Talk Consignment 



Consignment can be good… for you. 
•  Easy way to get into specialty stores. 
•  More exposure. 
•  More books in circulation. 

Let’s Talk Consignment 



Consignment can be bad… for the retailer. 
•  Keep track of sales. 
•  Remember to pay out Net 30. 
•  Have to return unsold stock. 

Let’s Talk Consignment 



Consignment can be bad… for you. 
•  Keep track of what books are where and what’s selling 

when. (frequent trips to the store) 
•  Remind them to pay out Net 30. 
•  Have to pick up unsold stock. 

Let’s Talk Consignment 



Consignment terms: 
•  Typically 70/30 
•  Can create incentive to buy stock outright with bigger 

discounts (60/40). 
•  Usually Net 30 after stock is sold. 

Let’s Talk Consignment 



Bulk terms: 
•  Typically 60/40 depending on order quantity. 
•  Can create incentive to buy stock outright with bigger 

discounts. 
•  Paid upfront, can negotiate returns. 

Let’s Talk Bulk Sales 



My personal bulk sales strategy… 
•  10% off an order of 5 books or less. 
•  20% off an order of 6-10 books. 
•  30% off an order of 11-20 books. 
•  40% off an order of 21+ books… Incentive 
•  50% off an order of 21+ books with zero returns. 

Let’s Talk Bulk Sales 



Why libraries? 
•  Locals love their libraries. 
•  Awesome places to hang out, learn, meet, etc. 
•  Super supportive of local authors. 
•  Reach a totally different audience/demographic. 

Libraries 



The easiest way to get into your local library… 
1.  Visit! Bring a copy of your book. 
2.  Ask for the library event coordinator. 
3.  Let them know you’re donating a copy of your book. 
4.  Ask if they have space in their calendars for an event. 
5.  Schedule a signing/reading/workshop! 

Libraries 



Ask yourself… Does your book’s format make sense? 
•  Kindle… uh, no. 
•  Coloring books… maybe. Not to donate. 
•  Journals… probably not. 
•  Cookbooks… maybe. Who doesn’t love food? 
•  Fiction & Kids’… ABSOLUTELY! 

Libraries 



Why? Is it more trouble than it’s worth? 
•  Money… yes, you can make more 
–  $10 book, $3 print cost… $7 direct profit 
–  $10 book, $3 print cost, 55% wholesale discount… $1.50 profit 

•  Website ecommerce setup 
•  Mindset… Advertising/Marketing vs. Sales 

Sell Your Own Book 



How to entice people… 
•  Pre-sell ONLY. 
•  Autographed copy 
•  Free shipping (Believe me, it’s just easier this way) 

Sell Your Own Book 



Ask yourself… 
•  Are you willing to stock, sign, package AND ship 

hundreds or thousands of books? 
•  Do you have climate-controlled storage? 
•  Do you have time to wait in line at the Post Office? 
•  Are you willing to re-ship again when it’s returned? 
•  Is it worth the ROI? (envelopes, tape, stamps… oh my!) 

Sell Your Own Book 



How to put up with it yourself… 
•  Understand that Amazon/POD will always be faster 

than you. 
•  Be willing to EAT some costs. 
•  This is a BUSINESS. This is MARKETING. 

Sell Your Own Book 



•  Decide what format you’ll use for your book(s). 
•  Make a list of local bookstores, specialty shops and 

libraries. 
•  Schedule time on your calendar to visit one of the 

above. 
•  Decide if you’ll sell on your own site… Take a first step. 

Session 4 Homework 


