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CEI 057: Book Marketing with Tim Grahl 

 
Opening 

(0:00) 

Hey there and welcome to episode number 57 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. 

For today's episode, Danny connected with book marketing expert Tim 

Grahl to talk about success strategies that the best and brightest use to 

launch their books and that you can use, too. Let’s get on with the show.  

Danny Iny 

(0:43) 

Hi, there! I’m Danny Iny, and I’m today with Tim Grahl. Tim, your thing 

is book marketing. How did you get into that?  

Tim Grahl 

(0:50) 

Well, I was running a business where I was helping kind of anybody who 

would pay me; big companies, small companies, individuals, to help 

them with all their website stuff and online marketing. And I had started 

picking up a few different authors as clients and really enjoyed the work, 

and I’ve always been a big reader.  

And so, at some point, I just decided I wanted to work with them full 

time. And so, I focused my business on them about four and a half years 

ago. And ever since, it’s who I’ve been working with and helping.  

Danny Iny 

(1:21) 

So you’ve worked with some pretty big-name authors. I want to get into 

the book marketing stuff in a moment, but I know we’ve also got a lot of 

coaches and consultants and freelancers and so forth listening to this. So I 

have to ask, how did you land those deals with big name authors in the 

first place? How did you get into their radars? 

Tim Grahl 

(1:38) 

Well, I kind of – you know, there’s kind of this common idea in business 

that you’ve got to ratchet up, right? So you start with like the E-listers, 

then once you get those, you can get the D-listers. And I kind of just went 
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straight to the A-listers and started working with them.  

And the way that I did that, I’m going to do a big plug here. There’s a guy 

named Charlie Hoehn who has a free eBook called the Recession-Proof 

Graduate. And I wasn’t a graduate at the time but I decided to take a look 

at it and read it. And I basically just followed the advice in that where it’s 

basically this idea of giving away a little bit of free work.  

And there’s lots of arguments out there about this and the right and 

wrong ways to do it. But what I found was if I went to somebody and 

offered to do just a little bit of free work. Work that was small and 

defined but also showed my expertise, and what I offered was to do for 

free. And the only thing I asked is that they looked at a proposal when we 

were done.  

And so, that’s how I started picking up some of my bigger clients from 

the beginning. And one of those was Dan Pink. He’s a number one New 

York Times bestselling author and I’ve been working with him now for 

four and a half years nonstop. And it started with a simple email saying, 

here’s three things that I can help you with.  

Danny Iny 

(3:03) 

I really like the way you present it, and there are two things I want to 

point out to our listeners. The first is that the offer to do something for 

free was very specific and very defined.  

Tim Grahl 

(3:14) 

Right.  

Danny Iny 

(3:14) 

And it was contingent on you have to agree to look at a proposal 

afterwards. So even though there’s no commitment for them to buy, it’s 

very clear that the intention is for this to lead to something more. And 

they’re kind of onboard with that.  

Tim Grahl 

(03:27) 

Right. And pointing out what you can fix, that alone shows that you’re an 

expert. You can’t just say, “Hey, if you need anything, let me know.” Or if 

you’re a copywriter, you can’t say, “Hey, if you need any copywriting, 

just let me know.” You have to show like where – give specifics because 

that alone as you’re going to point out things they didn’t even know 

existed.  

And what’s neat about this that is kind of a hidden part that I realize until 
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after is even if they let you do the work, and then they don’t hire you, I 

still listed some of those as clients. Nobody had to know I never got paid 

by them, I still did work for them and they were happy with the work.  

So it’s a great way to build up a client base, too. Even if they don’t end up 

hiring your afterwards, you still can have them as clients and that’s a lot 

of times – that’s the first thing people want to know before they hire you 

is who you’ve worked with before.  

Danny Iny 

(04:17) 

That’s huge. That’s really interesting and really good advice for people 

who are just starting out wondering exactly how do I break in to that A-

list circle. That’s really, really cool. 

Tim, let’s move on to book marketing. Before we go into any kind of 

specific tactics, at a high level, there is book marketing done right and 

there is book marketing done wrong. So what do those two look like? 

What’s the difference?  

Tim Grahl 

(04:42) 

Well, I think the book marketing done right is just – I’ve defined 

marketing – if you look up marketing in the dictionary, it’s this big long 

definition that’s basically useless. And so, as I thought more about 

marketing, I started deciding I would just come up with my own 

definition and this is what I came up with.  

Marketing is the act of building long-lasting connections with people and 

then a focus on being relentlessly helpful, helping them get what they 

want out of life. And I found that if you do those two things, you create 

long lasting connections with people. And then you focus on helping 

them get what they want out of life. That marketing just falls into place 

and it becomes an invitation to buy. It’s not hitting people over the head.  

And so what I found is marketing books works really, really well if 

you’ve created long lasting connections with a lot of people by being 

really helpful. When it comes time to buy your next book, they’re going to 

buy it because they want to be a part of what you’re doing and they want 

to learn more.  

A lot of people get caught up thinking, “Oh, I’ve got to like hit people 

over the head with my book or they think of marketing a book is like 

shoving it down somebody’s throat. But what I found is that I’ve never 
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bought a book that I didn’t want. When somebody has done a big 

marketing campaign, I end up buying something that I actually want.  

And so, by connecting with people and just giving them great value, 

when it comes time to buy your book, they’re going to buy it because they 

want more value from you.  

And so, bad marketing is anything where the author is looking out for 

themselves above the people they’re trying to sell the book to. So they are, 

you know, being loud and obnoxious and basically are begging or 

whatever it is. We all know what bad marketing is when we see it. But 

good marketing is just a focus on being relentlessly helpful and people 

want to be a part of what you’re doing.  

Danny Iny 

(6:35) 

And we teach much the same thing. Build the audience first, build the 

relationships first. But the objection I often get, or not even an objection, 

just a kind of reality is that a lot of authors don’t – they’re not marketing 

experts. They don’t have this knowledge or insight, they are authors. 

They’re writing their book and they finish writing their book and they’re 

like, okay, now help me sell it.  

And best case scenario, they started building the audience a year earlier. 

So what do you do in that situation? If someone comes to you and says, 

“Okay, I’ve got this book. Help me market it,” how far in advance do you 

ideally want to start marketing, and what’s the minimum for it to still get 

decent results? Is there a point at which you’ll just say, “Look, it’s too late. 

The ship has sailed.”? 

Tim Grahl 

(07:19) 

Well, so you’ve got to kind of change your view on what the book is for. 

So I actually found myself in this position. You know when I launched 

my book last year, I only had about 1,800 people on my email list. I’d 

spent all my time building everybody else’s platform and then I was 

coming out with a book.  

And what I decided was to change my perspective on what the book was 

for. It was no longer about selling the book but using the book to build 

my platform. A book will open so many doors that would be close to you 

otherwise. You know, I’ve been on lots of podcasts now because of the 

book.  
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I had submitted to speak at South by Southwest, the big conference in 

Austin, five years in a row and it wasn’t until I had a book that my 

session got accepted.  

So what I decided to do was focus on – I wanted to sell the book and I’ve 

sold a lot of copies on my book but I decided, okay, I’m going to use this 

book to build my platform. So the next time I release something, the next 

time I come out with a book or a product, I’ll have a built in audience 

that’s ready for it. 

So I think there’s really no time that’s too late. I mean, if you want to 

release a book and have a big launch where you sell 10,000 copies the first 

week, yeah, you got to start early. You got to get it done early. But it’s 

never too late if you change your perspective a little bit on what the book 

is for. It’s not just, “Okay, I’m going to sell a lot of copies.” It’s like, 

“Okay, I can use this book as a weapon to like get into places, get my foot 

in the doors that I could have never gotten in before.”  

Danny Iny 

(8:55) 

It also takes, I think, a shift in focus in that if you spent the last two years 

writing a book, it’s very easy to feel like, well, this is the be all, end all 

project of your life. And there isn’t going to be – you know, this is the 

book. It’s not like it’s a book and there’ll be another book, and another 

book, and another book. And kind of shifting your focus away from well, 

this is my one shot at success. The fact is that we all have a lot of 

opportunities. There’s a lot of things we’re going to produce. And the 

reality of life is that you can’t – unless, you’ve got a lot of money or a lot 

of connections or both, you’re not going to go from being totally 

unknown to being the number one New York Times bestselling author on 

Oprah and on whatever. It’s not going to happen overnight. You’ve got to 

build up to that. Am I right?  

Tim Grahl 

(9:40) 

Yeah. And I think the idea, too, is looking at the book as like it’s a 

milestone in a long career, especially if you’re being traditionally 

published. A lot of times, if you’re self-publishing, you kind of set the 

agenda and how things move. But when you’re in the traditional 

publishing world, everything is about this book. Your editor is focused on 

this book, your publicist is focus on this book, your designers – 

everything is focused on this book. So it’s really easy to get caught in that 

idea of if this book flops, it’s over or it’s got to launch big or whatever it 
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is.  

And it’s important to remember that this is one piece of a long career that 

you’re going to have. You might write other books, you might not but 

still the book is one piece. And I look at the book as each book is an 

opportunity to grow my platform bigger than it was to prepare me for 

what’s next. And in the process, I’m going to sell a lot of books, hopefully. 

But it’s not all about that one book. I look at it as a milestone, a step 

towards the right direction and yeah, having that long term view of what 

a book can do for you.  

Danny Iny 

(10:51) 

Cool. So let’s talk about book marketing tactics a little bit. Go to any 

consultant, anyone who’s an expert in your space just by virtue of the 

amount of projects that they’ve been involved in, the amount of things 

that they’ve tried and that they’ve ran. They found a certain number of 

tactics that kind of worked well in a lot of situations and that kind of 

becomes their boilerplate. It’s like if someone comes to you for advice, 

these are the things that I’m going to recommend first and then, we’ll 

look at like interesting things for your situation.  

But what’s the boilerplate that you would recommend for good 

marketing. It’s like for any book author, you know, A, B, C and D, what 

should they do?  

Tim Grahl 

(11:29) 

Well, the first thing that I focus on is making sure that you’re building an 

email list. Nothing out there, as far as marketing tools, whether it’s social 

media or blogging or podcasting or anything else works as well as having 

an email list.  

I talked about how marketing is having long-lasting connections with 

people and that is the current way to do that in the online space is to 

build an email list to get people on an email list. So that’s the first thing I 

say.  

And then basically, all other advice is – the short version of all my other 

advice is figure out how to get people on that email list. So you have to 

have a great call to action. And so, the three things I talk about are 

permission. That’s the first thing you need; permission to talk to people. 

That’s an email list.  
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The next thing you need to do is put content out in the world. Put content 

out in a way where people can get to know who you are and what you 

talk about. That can be podcasting, blogging, PDFs, YouTube videos – 

whatever it is, you’ve got to put content out into the world so that it can 

spread and people can get to know you.  

And of course, you have to do outreach. You have to actively move 

people from not knowing you exist to knowing you exist and that’s what 

I’m doing right here on this podcast. Most of you listening have never 

heard of me before. And so, I’m doing outreach and sharing content so 

you can get to know me a little bit and then I can invite you back to my 

website to sign up for my email list.  

So those are the things I look at is permission, content, and outreach, and 

looking at how I can connect with people to get them on my email list so I 

can help them for a long time into the future.  

Danny Iny 

(13:07) 

Okay. Now, let’s talk about the level two. So you’ve got the boiler plate, 

you’ve got the basics and then there’s the kind of cool, interesting stuff 

that you’ve done for specific clients for their situations that have really 

gotten a lot of cool mileage. Can you talk about some of those things that 

you’ve done?  

Tim Grahl 

(13:23) 

Yeah. So one of the neat things is figuring out how to do that content 

phase that fits really, really well with an author. You know, it’s really 

easy sometimes to look out there and see the way one blogger is doing it 

or one person is doing it and think, “Oh, I can’t do that. That would never 

work for me. I’ve got to – I just shouldn’t try.”  

And what I found is that there are good tactics that every author can find 

that works. So my favorite example is the Heath brothers – Dan and Chip 

Heath. You will not find them on Twitter. You will not find them on 

Facebook or any other social media. I think, they blog twice a year, 

maybe. But what they’ve done is each time they came out with a book, 

they created some really helpful resources around it; PDFs, podcast 

episodes – those sorts of things, and put them up on the website for free. 

But to get those resources, you’ve got to sign up for their email list.  

And over the course of – I think they’ve released four books now or three 

books now, they’ve put out resources with each one and they’ve built a 
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really sizeable email list and have contact with a lot of their fans. But 

that’s a pretty un-standard way of doing things nowadays if forgetting 

social media, podcasting, blogging, all those things and just putting up 

these resources.  

And so, thinking through – well, how can I put helpful content out into 

the world, how is it that I would like to like to do it that would fit for me 

and my platform, and then how can I use that content to get people on an 

email list so I can keep getting help for long term. Those are the types of 

things I’m looking at. And that’s one of my favorite examples because it 

flies in the face of the most of the advice that’s out there.  

Danny Iny 

(15:13) 

And what constitutes helpful content? I mean, if you turn to a lot of 

authors they’ll say Well, my helpful content is my book. That’s why I 

wrote my book. So what should like – should they just give the book 

away for three or should they like what do they do? And it’s not just 

about giving away a free chapter, right?  

Tim Grahl 

(15:30) 

Right. So one of my clients is this guy named Hugh MacLeod and he 

wrote a book called Ignore Everybody and Evil Plans. And several years 

ago, the he said this really interesting thing about creating content and 

blogging specifically but just creating content online.  

He said, “Treat it like an adventure, an adventure worth sharing.” And 

what that mean is that I treat my life as writer, my life as somebody that 

has an interesting job and works with a lot of interesting people, I treat 

that as my adventure. And I look for things that are happening that I can 

share with people.  

And so, in fact, I have – in Evernote, I have one little file that is blog ideas. 

And I keep a constantly running list of new blog post ideas. And they 

usually come from questions that people ask me or ideas I have or a new 

problem I’ve run into with a client. And I just keep a running list. So each 

time I want to write a new blog post or a new email, I just pull that up 

and pull one of the questions and turn that into a blog post.  

And what I find is that yes, your book is the content and it’s great to have 

it all together in one narrative that helps people. But there is no way that 

that’s everything that you know that makes up your entire knowledge on 

the subject that your book is. And for me, I finish writing my book over a 
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year ago, and so I’m constantly learning new things.  

And so, I look at my platform as it’s no longer this idea of like, okay, I 

have this one thing to say and I’m just going to say it over and over. I look 

at my life as an adventure. And something where I’m constantly learning 

things and I can use my platform to share those ideas with the people that 

are connected to me and let them learn along with me.  

Danny Iny 

(17:12) 

So Tim, let’s – down to brass tacks, let’s make this really implementable. 

Someone has listened to this and they’re like, you know what, I really 

connect with the way you’re talking about book marketing. It’s not about 

having one message and just trying to repeat it over and over and trying 

to drive a million people to my book sales page. It’s about putting out 

valuable stuff, connecting with people, building the audience and people 

will interested in this book, and maybe using this book to build the 

platform for the next book.  

If someone is really on board with that and they’re on board with that to 

point they say, “I want to start doing stuff with this. I’m clearing three 

hours this afternoon to start implementing.” What should they do with 

these three hours?  

Tim Grahl 

(17:48) 

I’ve never been asked a question like that. There’s a couple of things I 

would say. The first is find some people that are doing this that you’re 

interested in, that you like. Who are authors that you like that you could 

find. If you’re in the business book world, you should be reading Seth 

Godin’s blog. You should be paying attention to what Chip and Dan 

Heath are doing – Dan Pink, Charles Duhigg – a lot of these writers that 

are out in the world doing interesting things. Subscribe to their blogs; 

sign up for their email list. Start paying attention to what they’re doing 

because you can learn a lot that way.  

The other is just start thinking through what you’re learning. What have 

you learn over the past six months and how could that be helpful to 

people. And again, start thinking through how you can put this out into 

the world.  

You can get into the technology really fast if signing up email list or 

setting up a website or whatever that is and that stuff needs to be done at 

some point but it’s important to just come up with an overall plan of what 
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am I trying to do. How am I going to solve each of those three problems? 

How am I going to do outreach, how am I going to put content out into 

the world, and how am I going to invite people to give me permission to 

stay in touch with them long term?  

A lot of people really like to jump straight into the tactics. They’ll read a 

couple of articles on how to do stuff on Twitter and then they jump on 

Twitter and start doing a bunch of things and get frustrated that it doesn’t 

work. And that’s why you always want to start with a plan first. Pay 

attention to what other people are doing, come up with a plan from start 

to finish of how you think this is going work and then you can start 

putting in the ideas and implementing the ideas.  

Danny Iny 

(19:25) 

Awesome. Tim, if somebody wants to work with you, do they have to be 

a Hugh MacLeod or a Dan Pink with what one would imagine Hugh 

MacLeod or Dan Pink’s budget would be or like how do people go about 

working with you? And where can they find you?  

Tim Grahl 

(19:39) 

I recommend signing up for my email list, have a free 30-day course you 

can take advantage of there. As far as working with me, we’ve actually 

stopped taking on new clients. And the reason for that was because I 

decided that this year I was going to focus on something different.  

Over the last five years, I’ve worked with over a hundred different 

authors and it’s been great and I’ve learned a lot. But now, I want to see 

how I can help more authors. And so that’s where I’ve came out with a 

book. I’m focusing on building up the email list and coming out with 

some different things where I can help a lot of people.  

So what I recommend is signing up for the email list and that’s the best 

way because every week I send something new out and it’s always the 

stuff that I’m learning too.  

Danny Iny 

(20:21) 

And signing up for the email list, that’s through the free 30-day course?  

Tim Grahl 

(20:24) 

You can find it at my home page outthinkgroup.com. 

Danny Iny 

(20:28) 

And what do they learn through the free 30-day course? Tell them why 

they should sign up.  
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Tim Grahl 

(20:32) 

So I walk through a lot of the stuff we’ve talked on the call but in more 

detail about how social media works and how email list work and how 

they can all work together and the importance of systems and those sorts 

of things. So I go more in-depth than we can go in one phone call here.  

Danny Iny 

(20:50) 

Fantastic. Tim, thank you so much for taking the time to share your 

experience and your expertise with our listeners. We’ve got a lot of 

authors who follow our work, so this is going to be hugely invaluable to 

them. So thank you.  

Tim Grahl 

(21:01) 

Thank you, Danny. I enjoyed it.  

Closing 

(21:03) 

Thanks 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 and a whole lot more.  

And of course, stay tuned for upcoming episodes on marketing, 

engagement, and successful online business. 
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