
 

 

And if you're loving the podcast and you've got a moment to spare, we'd *really* 

appreciate a short review and 5-star rating on iTunes (if you think we deserve it). 

 

Subscribe via iTunes 
 
Subscribe via RSS 

 

 

CEI 034: Interviewer with Sean Platt on Innovative 
Publishing and Serialized Fiction 
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Hey, there, and welcome to episode number 34 of Connect, Engage, 
Inspire; the Firepole Marketing podcast with Danny Iny, creator of 
Firepole Marketing and bestselling author of “Engagement from Scratch.” 
Online entrepreneurs like you tune in to this podcast every week to learn 
how to build an engaged audience that connects with their humanity and 
drives their business to success. 

Today’s episode is part of our old favorite’s series where we republish a 
really good piece of content that’s disappeared into our archives. In this 
case, an excellent interview with Sean Platt about his ideas around 
innovative publishing and serialized fiction. Let’s get on with the show.  

Danny Iny Hi Sean! Thank you very much for taking the time to be on the call with us 
today.  

Sean Platt Oh, my pleasure. Glad to be here. Thank you.  

Danny Iny For the benefit of our listeners, Sean Platt is an incredibly prolific writer 
and publisher whose home base is at collectiveinkwell.com. And among 
many other things, he is the author of the brand new series called 
“Yesterday’s Gone.”  

Sean, why don’t you start by just telling us a little bit about “Yesterday’s 
Gone” and what it’s all about?  

Sean Platt Well, “Yesterday’s Gone” is a post-apocalyptic thriller. And it’s designed 
specifically for the Kindle. You can read it on any e-reader but we were 
definitely trying to take advantage of the really large audience, the eager 
audience actually, I should say, on Kindle that just really likes to 
download. And so we wanted to write book but we also saw that most of 
the people who are selling a lot of book on Kindle had multiple titles on 
[indiscernible].  

So we basically decided to model what we were doing on Kindle after 
serialized television rather than novel. So we have a short, 100-page 
episode, which we also think really fits the modern way people like to buy 
their content, they kind buy it by chunks even though the model itself is a 
couple of hundred years old. It’s like they can [read it]. But we thought it 
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was just perfect.  

So we did a full season, which is six episodes and we picked a post-
apocalyptic setting that actually my partner David, it was his idea because 
he thought it would give us a nice sandbox to kind of play in where we 
didn’t have to do a lot of research or fact-checking because, hell, the world 
is over. He went to made up a new one. And so that was kind of the idea 
behind it and it’s just been an amazing project and I was just so, so happy 
it’s all good now. 

Danny Iny That’s really exciting. So six episodes of 100 pages, is that right? 

Sean Platt Yeah, that’s correct. And there’s a little overflow there. I think that the 
finish project is actually closer to 700. But it’s pretty cool because I 
wouldn’t have—you know, there’s no secret there. It seems like the people 
who are really doing well on Kindle as far as independent authors anyway, 
they that [99 cent price tag] and it’s just so compelling. And then if you 
have 99 cent book and you have a $10 book, the [indiscernible] it used to 
be between publishers and self-publishers, “Hey, is this guy really better 
than that guy?” I mean, you can’t compete. He has a publisher. Every 
other publisher turned him down. He had to put his own book out.  

And so, self-publishers always lost that battle, always. But the argument is 
different now. When Stephen King’s new book is $14 and our download is 
99 cents, then the argument is; is Stephen King’s book 14 times better 
than this? And you can only keep that rhythm up so long where you’re 
downloading $12, $10, $8, $15 books. Eventually, you’re going look to see 
what else is out there at 99 cents. And if you have a 99 cent book and 
you’ve got 40 giving it 5 stars saying that this [book] rocks, then you’re 
going to move content.  

Danny Iny And the transition only kind of happens one way like if you’re stuck on the 
$12 to $15 book, you know, eventually, you might give the dollar book a 
shot and realize they’re good. But once you’re reading books for a dollar 
that are good, you’re not going to go back to spending $15 on a book.  

Sean Platt You’re right. Exactly. And you built such trust and rapport. If you don’t 
see—and that’s the thing, you just over deliver. And there is this big—I 
mean, you always hear that self-publishing [there but] there’s going to be 
so crap, the market is going to get flooded. Yeah, there is going to be crap, 
yes, the market is going to be flooded but the cream is going to rise to the 
top like it always have.  

And reader reviews are going to dictate that. They just—they all are. And 
we’ve seen it with our few titles. We don’t have a lot of reviews. I really 
wish we have more but every single one that we have except for one, 
across all our titles is five-starred. And they’re all organic. And that can 
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only help us. But if we were just putting out crap then we would have no 
reviews or we will have reviews that we’re not favorable or we would have 
people returning our books and that’s the death knell. If somebody 
returns your book on Amazon, Amazon doesn’t promote you. And 
Amazon is the best affiliate in the world. You want Amazon to love you. 
And the way to get Amazon to love you is exactly like how you get Google 
to love you. You make people love you. And you make people love you by 
being awesome.  

Danny Iny I want to take a step back for a second and talk about the strategy and the 
business model kind of behind this because I mean, it sounds like a 
fantastic, not a book, but series of books, frankly, but you made a lot of 
really interesting choices in terms of how you’re putting it together. I 
mean, first of all, you’ve got the six episodes rather than one big book. But 
you’re also releasing all six episodes at once, right?  

Sean Platt Yes.  

Danny Iny But you’re also releasing episode after episode after episode. Can you tell 
us how did you arrive at this decision, in terms of how to package, 
produce, and deliver the content?  

Sean Platt You know, that’s a great question. This actually was all about the business 
model. And it’s funny because we put out a lot of books so far. We 
published several titles so far this year, and everything was really about 
like, you know, what do we want to write? What do we want to put out? 
This was really about getting our business model right so we can do 
whatever we want because you really have to build an audience and you 
have to serve your readers.  

And for example, we wrote a—it’s a damn good book. It’s called, 
“Available Darkness”. It’s a vampire thriller but it’s different than every 
other vampire thrillers. One of the main heroes is a cop and he’s chasing—
it’s good. I mean, [indiscernible] for you but it’s good. But it’s only one 
title. And so the amount that we would have had to push that title, it just 
wouldn’t happen. And we knew we needed—we have six titles that were in 
four different markets. And that’s just having one title, it just doesn’t 
matter.  

And so we really needed a mechanism. We needed to get six titles to 
market and we really wanted to take advantage of the Kindle. I mean, now 
it’s $79 for the Kindle and $199 for the tablet. At the time we 
conceptualized “Yesterday’s Gone” the Kindle—we knew it was going to 
drop $79 and we knew they were going to do a tablet. And so that means a 
lot of Kindles under a lot of Christmas trees this year, and that means that 
there’s a huge, huge, huge wave. I mean, it’s a tsunami of ebook 
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downloads that we saw last December and January is the[indiscernible] 
compared to what we’re going to see this year.  

So we wanted to be really well set in the market place for that influx. And 
there was no way that we could legitimately put out five or six quality 
titles. I mean, we’re both ridiculously fast writers and we could have put 
out five or six titles. But it wouldn’t have been work that we would have 
been proud of and it would have been a short term thing and we’re really 
more about building an audience. But we wanted the six titles and we 
wanted to hit the 99 cent price point.  

So absolute best way to do that was to get all the multiple titles out. Now, 
we really believe in the serialized model and really doing it in [audio]. So 
what we’ll do for season two is there will be a timed released. That one will 
come out, then the second one will come out, and the third one will come 
out and there will be a space between them.  

And this season actually started out that way. We put out the first three, 
you know, separated. But then I just realized, you know what, we were 
writing them all at once because we need to get them all out at once 
because we can’t build anticipation for an audience that’s in triple digit. If 
you want to build the anticipation when the audience is large. And then 
you can really feel the excitement. You can do cool things with book 
trailers and you can really see that fire.  

But right now, it just seems kind of silly to sit on content because the truth 
is, I don’t want people to download one episode. I want them to download 
the full season, and that is the business model. It’s an actually adult fiction 
book with a [funnel]. And I wouldn’t have learned that without all the 
marketing. I’ve done it for the last three years.  

But that’s the thing, if you’re a writer today and you know how to market, 
you can make a lot of money. And you could do it writing whatever you 
love, whatever you want to write, that’s what you should write because 
you can make money. You just need to know how to market as well.  

And what we did is we figured our ultimate price point is $4.99 but we’d 
still want one book with $4.99. So if we split it into seasons, then it’s really 
easy to get the $4.99 because the first one is 99 cents or free. We’re 
hoping we could put it out there for free. The problem is you can’t just put 
it up for free and decide it’s free at Amazon. You have to put it out for 99 
cents. And we it out on Smashwords or somewhere else for free and then 
hopefully, Amazon will price match. But it’s not a guarantee so that’s kind 
of a chink in the strategy.  

But even at 99 cents, it’s pretty cheap and if you have all the high reviews, 
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people are going to buy it.  

Danny Iny Well, for sure, and I think in that sense, the lower page count actually 
helps you because... 

Sean Platt Absolutely.  

Danny Iny At 99 cents, it’s kind of like it’s an impulse. But you don’t want to pick up 
a 550-page impulse buy. It feels like a really big commitment. You know, 
100 pages, light reading, sure 99 cents, let’s do it. It’s a fun thing to do this 
weekend.  

Sean Platt Exactly. And that’s where are the copy—make sure the copywriting really 
came [to the end] for you. I know how to put in open loops, I know how to 
do those stuff that makes superbly scripted television work is just great 
copywriting. It’s keeping viewers fascinated. It’s keeping the reader on the 
page. And we were able to put in a lot of those open loops and we were 
really able to build some spectacular cliff-hangers. 

And so when you’re done with your episode, just like when you’re done 
watching the episode of Lost, you want to watch the next one 
immediately. And Kindle will ask you to do that with a click of a button. 
And our whole idea is if the pilot is 99 cents and then all of the subsequent 
episodes are $1.99 it just makes sense. It’s a bucket offer. Most consumers 
are then going to want to just go ahead and option the full season. 

And that works out really well for us because individual episodes are not a 
good deal. And for every 99-cent download, Amazon keeps 70 percent of 
that. So that gives Dave and I, we need a 15 cent profit per download. Not 
very much but for a full season, then we get $3 on that and that’s much, 
much better and it’s because the Amazon commission changes. It goes to 
70 percent to the author. So that’s for everything $2.99 and over. So the 
full season purchase is really where the money is at.  

Danny Iny Do you still have to have a huge number of people buying the book and 
buying like the whole season, continuing to kind of repurchase and rebuy 
and stick around? And I think that’s something that would seem 
challenging to people because when you’re in like most marketers who are 
not kind of selling really low priced commodities, they recognize that 
number of transactions is not unlimited so they want to maximize the deal 
value.  

How many purchases are you kind of projecting? How many readers are 
you expecting?  

Sean Platt I expect to hit 10,000 and once that happens, I expect Amazon to take the 
ball. And that’s what makes Amazon the best affiliate in the world because 
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once you push that first one, Amazon, they start recommending you. I 
mean, they know your purchasing habits. They know what you like. They 
know what your friends like and it’s going to populate because again, just 
like Google, they want you to be happy. They want you—and even more 
than Google, you’re spending money on their page. They want you happy. 
They want to recommend what other people are buying. 

So if you hit 10,000 and a lot of those—and you don’t have returns and 
you have rave reviews, and even if you have bad reviews but you have 
activity—of course, the good reviews have to outweigh the bad reviews by 
a fair margin. But John Locke for example has sold 1.1 million in a five-
month period. He has a lot of one-star reviews and they are from people 
who hated his books but it’s okay because it still fuelled discussion.  

Now a lot of those people bought his book because it was 99 cents. They 
weren’t his target market. And once you hit that 99 cent price and enough 
people buy it and get up on the best seller list on Amazon—and the top 
100 books are all—I mean, on Kindle are all fiction. And once you hit that 
list it just, it feeds itself.  

And the beautiful thing is anybody who buys season one of “Yesterday’s 
Gone” is going to get an email when season two is available. And that 
makes... 

Danny Iny An email from Amazon?  

Sean Platt Yeah, email form Amazon because Amazon is like handling our list. And 
that’s an amazing thing. When I buy a book by an author, I would get an 
email from Amazon from now until eternity every time [indiscernible] 
comes out with a book. I just will. They know I love [indiscernible] and 
they’re always going to send me an email when his new stuff comes out. 
And that’s the beauty of being consistent. I think there are so many 
parallels between what’s happening with Amazon right now and what 
happened in the earlier days of blogging, where really it was just about 
being consistent, putting out really great content enough people would 
link to and then, you were easy to find.  

We’ll now exaggerate, it’s a lot harder but the same thing is on Amazon. 
You put out good content, people link to it, it’s easy to find. I mean, if you 
think about Amazon as a domain, their page rank is crazy. So if you link 
build to your page on Amazon, it’s not that hard to link from it.  

Danny Iny I’m not sure you got—I really like the kind of tipping point aspect that is 
built into this strategy by virtue of just Amazon as a platform. It gives you 
a lot of room to manoeuvre and make really big things happen. But I do 
have a question. I mean, what happens if you don’t quite hit that 10,000-
sale mark, like, you’re doing well, you’re doing several thousand sales a 
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month kind of thing, people are reading it but you’re not quite over that 
tipping point. Is this like a go-bigger, go-home kind of strategy or does it 
still work level the scale?  

Sean Platt The absolute beauty of this is there is no wrong answer. If “Yesterday’s 
Gone” doesn’t take off the way I believe it will, then we go into the next 
project on the list. And there’s 37 of them lined up. Someone is going to 
like something. One of my favorite writing coach is TJ Anderson, who 
made one of my favorite, “Magnolia.” And he said, “You just keep writing 
and writing and writing and eventually, someone’s going to like it enough 
to give you a lot of money to make a move. And I think that there’s a lot of 
truth in that.  

Now, you have to be a good writer. So this isn’t the kind of thing where, 
yeah, if you put out a crappy book and you’re a good marketer, you’re 
going to push it, it’s not. You really have to be able to write stuff that 
people are going to want to talk about. Now, having said that, if you can 
do that, then there’s no reason that if one title doesn’t click, you just write 
another one especially if you know how to do—you know some market 
research. That’s one of the really fascinating things about John Locke’s 
success is that he didn’t write a book and then find a market for it. He 
found a market and then wrote a book to match that market, and it was 
fiction. He was a writing a non-fiction book for a very specific niche 
market, he researched a market and then wrote a character that that 
market would love and put them in situations that that market would love.  

And that’s pretty fascinating. And it’s like, with him, the market came first 
and with “Yesterday’s Gone” for us, the model came first. But the beautiful 
thing that—I mean, the most surprising part for me in the whole entire 
adventure was how good “Yesterday’s Gone” ended up being. Because 
really, I was just out to write a cool, trashy serial and I wanted it to be 
really fun to read. That was my goal. I wanted it to.  

If there’s anything, I was thinking more like the [grind-house] stuff that 
you would see, very like Tarantino, so kind of trashy but fun. I want it to 
be fun but it ended up so much more than that. I loved each characters 
especially one of the villain. She’s just one of my favorite things that I’ve 
ever done and it’s been awesome on every level.  

Danny Iny Sean, I want to pivot the conversation a little bit to talk about writing 
because we’ve skirted around the issue. You mentioned a few time this 
kind of idea of developing expertise at writing. And none of this would be 
possible if you weren’t a really good writer. I mean, being able to turn out 
700 pages worth of story in a short period of time, and this is an addition 
to all of your blogging and all of you other—I mean, you got half a dozen 
other books coming out this year. There’s a lot of writing expertise on the 
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table in terms of writing quickly, in terms of writing well.  

But correct me if I’m wrong, you’ve never taken any kind of copywriting 
class, have you?  

Sean Platt No. I’ve never taken—not only have I not taken a copywriting class, I’ve 
never taken a writing. I’ve gotten into a fight with my guidance counsellor 
at junior high school and never went back.  

Danny Iny So where does this come from? Where does this ability come from? Are 
you just the boy genius that was writing Shakespeare at four years old?  

Sean Platt No, that would be a huge, huge, just massive overstatement. For example, 
my wife, I can write rhythmically very, very fast and my wife always called 
it the magic tricks, that my writing is my magic. And I don’t think that—
there’s definitely music to language that I hear. It’s very easy for me. 
Everyone on my team, what we refer to it as, they do the pencil and I do 
the ink. I’m a ghostwriter for a lot of people but I have my own team of 
ghostwriters too.  

I mean, everyone on my team helps me be better than I am and sound 
better than I am. And I can produce the volume that I can because I have 
help. I have a lot of shoulders to stand on, and a lot of support around me. 
And yes, I am a very fast writer. I am highly effective and it’s very 
interesting [field] for me. It’s not hard work. But having said all that, I can 
still only do 20 percent of what I’ve done this year. I did have remarkable 
people helping me.  

Danny Iny So do you need remarkable people or do you need to get really good at 
writing, like, what’s the path that you recommend for our listeners? 

Sean Platt I think if you’re going to write, you have to write every single day. You 
have to write every single day and you have to be okay with not self-
editing. I also think you need to surround yourself by good people who 
complement. Now, those might not even be other writers. Now, for me, it 
needs to be other writers because I’m doing a lot of writing. But for 
example, one of my partners, Danny Cooper is a great developer and a 
really smart thinker, and he brings the best out of me when we’re building 
pages or conversions. He’s always there to make my ideas better or to say 
things that I never would have thought of.  

And I think that it’s really important that whatever you’re trying to do, 
just surround yourself with people who are going to make you better 
whether or not it’s making sure, you’re writing better or making your 
marketing better or just making your thought process better. That’s really 
important.  
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But if we’re just talking about writing, the absolute best advice I could 
ever give to every single person writing is, you’re not writing fast enough. 
And I think that there’s this real, just wrong [mistake] that we believe that 
the longer writing takes the better it is, and it’s not true. I think when 
writing takes a long time, it’s because the person is self-editing. And I 
think that’s one of the reasons that I was able to write so fast and so well 
so immediately was because I haven’t been trained not to. I wrote like I 
spoke. And when you speak, you don’t self-edit. I mean, if you’re in like a 
really specific social setting where you have to be careful with every word 
you say, you’re going to self-monitor. 

But when you’re talking to your friend, you would never like self-editing 
every sentence but yet, that’s what you do when you sit down at the 
keyboard. And what I found is that if I could just write without thinking, 
yes, I’m going to have some clean-up the next time. But I have found that 
the faster I write, the cleaner the voice and the more it sounds like me, 
and the more natural it flows. And every single person that I’ve been able 
to really get them to do this has ended up writing five or six times faster 
and ended up being much happier with their voice.  

Danny Iny And how do you get people to do this?  

Sean Platt It’s really like you have to jump off the cliff and believe it because most 
people don’t want to write fast. They don’t. They want to shit and they 
want to think. And if you stop to think, then you are self-editing and you 
start questioning yourself and you don’t ever get in that flow. If you just 
keep pushing then it really works.  

And one of the tricks—because I have to train myself to do because I did it 
naturally but I needed to write the fastest, I mean, ridiculously fast. I 
mean, as you said that “Yesterday’s Gone” was 700 pages and we did that 
in seven weeks but I had a partner for that. And I mean, Dave is amazing. 
I mean, not only does he do the skeletons and giving me story beats to 
write to and organize all the times and dates—I mean, he just did so much 
heavy lifting. I really have the easier job here. 

But early in the year, I wrote “Writing Online” which is 400 pages, almost 
100,000 words and I did it in 30 days. And the only way I did that was 
something I think every single writer listening to do. Now, what I did I 
just outlined it. And I’m kind of a lazy writer sometimes. I don’t like to 
outline, I’d rather the story just finds itself but copywriting kind of beat 
that out of me and that I realize that if you have—you know, you can’t 
copy-write if you just make it up as you go along. It’s impossible because if 
you do that you’re not going to have good copy. So a good copy needs 
structure and it taught me that I needed to outline sometimes.  
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So “Writing Online” was really, really detailed outline. And I just took 
everything I though a writer would want to know in that book, divided 
into chapters, the most times I did if it’s 12 chapters, this one happened to 
15. And then I just took 12 things and I knew what needed to be in that 
chapter. I made a list and then for each one of those 12 things on the list, I 
made a list of three questions. And then I would just come and I would sit 
down and I would answer the questions like I was answering an email, 
like, if somebody sent me an email, I answer the question. And I would 
spend five minutes doing it. And in that five minutes, you’d get 300, 400, 
500 words, and then I just did that over a period of 30 days. And I was 
done I have my rough draft.  

Danny Iny I mean, how much editing did you have to do? 

Sean Platt Not much. But it’s really clean because again, I write like I speak. I think 
for most people, the first times, you’re going to have to do substantially 
more editing. But again, there’s a curve there and you get on the other 
side of it and it becomes much, much easier and it becomes much more 
natural and you’re not as afraid. I think a lot of that fear initially that it’s, 
“Oh, it’s going to be terrible. It’s going to be awful. I can’t do this.” And 
you know that is a barrier. Once you can cross that barrier it gets much, 
much easier.  

And what I find now is that when I do that, I actually end up editing less, 
more often than that.  

Danny Iny Hmm, that’s been my experience as well. Sean, we’re coming up on the 
half hour, and I want to be respectful of your and our listeners’ time. 
When we do an interview at Firepole Marketing, we have kind of signature 
question that we wrap up with, which might be a little more challenging 
for you answer but I think the answer might be a little more fun, too.  

So what we ask is, we’ve got listeners on the call, they’ve heard everything 
you said and they’re reading the transcript and they’re really impressed. 
They’re impressed with everything you’re talking about in terms of writing 
and how to get better at it. They’re really impressed with the business 
model behind “Yesterday’s Gone”; they’re impressed. And they’re so 
impressed that they decided they want to take action. They say, “You 
know what, I’m clearing my afternoon. I’m clearing three hours this 
afternoon to start taking action.” What should they do with those three 
hours?  

Sean Platt All right, it’s a great question. Okay, I would say download the pilot. The 
pilot is awesome. And if you don’t like the pilot, you won’t like the rest of 
the book, so—I mean, you won’t like the rest of the series, but you don’t 
know right away. You’ll probably know by page 10 if you like or not. No, 
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no, no, wait until meet Boricio. There’s a character named Boricio, you got 
to meet him. He’s a big deal. I told my partner, as soon as sold 10,000 
copies, I’m getting a white t-shirt that says “What would Boricio do?” He’s 
my favorite character.  

So read half that, if you like it then you know. And this is something to 
watch because the way you feel when you’re done reading it, other people 
are feeling that way too. And they are the people who are going to fuel this 
forward and who are going to drive sales and who are going to make this a 
big deal because this is a cool thing for writers. If you can write a 
serialized—and there’s no competition, just write your story. How many 
TV shows are there? There’s new ones every season, just get out there and 
write your dream.  

So I would say, spend three hours reading it. And if you like it, then don’t 
just go ahead and buy the full season which would be awesome. And don’t 
just go ahead and leave a review, which will be even awesomer but sign up 
to be one of the “Goners”. So it’s our club and there’s going to be exclusive 
bonus episodes like that. But more than that, we’re going to share some of 
the project that we’re going through in trying to sell this. And if you’re a 
writer, if you’re intrigued with this model, that’s definitely something you 
want to do.  

Danny Iny Perfect. And the URL for people who are just listening?  

Sean Platt It’s going to be a serializefiction.com/b-a-goner, G-O-N-E-R. 

Danny Iny Perfect. Sean, thank you very much for being on the call with me today. 
This has been really fascinating. I mean, it’s been a lot of fun working with 
you in general and “Yesterday’s Gone” promises to be really interesting. 
So listeners, you don’t need three hours this afternoon. Just get on your 
Kindle, get “Yesterday’s Gone”, get that first episode so that you can see if 
you like it, at least until you meet Boricio. And go sign up to be a Goner so 
that whether you like the book or not, you can follow the marketing and 
follow the strategy behind it because there’s going to be a lot of really 
interesting things happening here.  

Sean, thank you very, very much.  

Sean Platt My pleasure. It’s been great. It’s been a lot of fun.  

Megan 
Dougherty 

Thank you for tuning in. You were just listening to Connect, Engage, 
Inspire; the Firepole Marketing podcast. If you enjoyed the show, we’d 
very much appreciate a rating and review here on iTunes and make sure 
to head over to firepolemarketing.com where you can get free access to 
top-rated marketing books, dozens of special reports on engagement and 
audience building, access to expert Q&A with Danny and a whole lot 
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more. 

And of course, stay tune for upcoming episodes on marketing, 
engagement and successful online business.  
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