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Week 3 

Marketing  

Book Categories 

Readers can search Amazon books by category. It is like browsing a bookstore or 
library shelves. Amazon is one of the top search engines in the world and when 
people go to Amazon, most use the search function to find what they are looking for. 
Book readers will search Amazon and Google—which gives high rank to Amazon—but 
for books, many readers will browse through categories in genres that appeal to them 
or meet a current need. Even when readers search for a Best Seller by title or by 
looking at Amazon’s Best Seller listings, they will often browse other books in the 
same category as the best seller they are looking at just to see what else is available 
there. 

There are so many categories on Amazon and each one has its own best-seller list, so 
categories can give you a better chance at best-seller status. I personally would not 
consider my book to be a best-seller unless it is in the Top 10 AND has remained in 
that category Top 10 for at least a week. That is my personal goal for “best-seller” 
status. There are people who call their books “best sellers” when they have been on 
that list for an hour—something that isn’t difficult to “manufacture.” I don’t consider that 
to be a Best Seller. 

Categories, if chosen properly, can help you to get and maintain a real Best Seller 
status. How do you research categories for your book?

1. Browse to where you envision your book on the bookstore shelf. To quickly get to 
Amazon’s Best Seller list, use the short link KristenRecommends.com/amazonlist. 

2. Click on any category where you envision your book to be (listed in the left-hand 
column). Categories may be niched down so get as specific as you can. Then click 
on each of the top 10 titles in the Best Sellers list. There are 100 in each list, but 
you don’t need to research past 10.

3. Scroll down on each book’s listing and note which additional categories that book 
is listed in. If you are looking at categories specific to your niche, you can find out 
what other niche categories these books are selling in and how these best-selling 
books are being ranked in those other categories. NOTE: Categories do not show 
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up on your listing until you hit the top 100 in that category. When your book is out 
of the top 100, your book will only show an overall sales rank on Amazon. There 
are millions and millions of books on Amazon and yours will most likely start out 
with a very low rank. Once you get into that top 100 in a category, ALWAYS take 
screen shots of your book’s ranking.

4. Note the placement for each book in each category. In the book in the example 
above, it has the number 1 rank in each of its categories and #2 in all Books. 
These rankings can give you an idea of how desirable a book category might be, 
how much books in that category are selling. 

In the example below, this book is ranking #1 in each of its niche categories and 
#1,628 in Paid Kindle books overall. That is very good. If you can rank in the top 
20,000 overall, you have a good selling book. This book has been in the top 10 of 
its categories for a while. It would definitely be considered a best seller. 

One of the reasons this book is doing so well is because it is part of a series. That 
is important. As people buy and enjoy one book in the series, they are inclined to 
buy other books in the series. This is going to show up as Amazon begins to 
promote the book under “Customers Who Bought Also Bought,” through email, and 
by re-targeting on sites like Facebook.
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How do you use this information to choose categories? Notice the categories in 
this example. 

Kindle Store > Kindle eBooks > Literature & Fiction > Action & Adventure > Travel: 
“Travel” is a little more broad even niched down like this. 

Kindle Store > Kindle eBooks > Literature & Fiction > Action & Adventure > Sea 
Adventures: “Sea Adventures” is more narrow.

This is what your want. You want to find two different categories in the Kindle store 
that are one, more broad; and two, more specific.

It is fairly simple to be ranked high in the Kindle store. This book is also #1 in all of 
books under the category Literature & Fiction > Genre Fiction > Sea Stories. You 
can see that the more niched down you get, the better able you are to rank high in 
the overall Books category on Amazon. NOTE: Be aware that this listing under 
“Books” is not something you are going to find when you list your book on Kindle. 
This category/sub-category is something that happens naturally within Amazon. As 
your book sells and starts to rank in categories, you will start to see where Amazon 
has identified a books sub-category for your book and you will be listed there.

5. Look at the “Customers Who Bought This Also Bought” list on each listing. It is 
probably going to be the books in the same series! This is what I have been 
repeating over and over again: for more success, create a series! Find the first 
book in the “Customers Who Bought” list that is from a different author.

6. Note whether this book is ranking. The listing below is in the same exact 
categories. It is not a book in the same series as the one above. I found this by 
scrolling down on the above listing to Amazon’s “Customers Who Bought Also 
Bought” list to find out what Amazon is promoting in that category.

In this example below, we have something a little different. It is another sea story 
and is another I found from the first listing’s “Customers Who Bought Also Bought” 
list. This book, however, has a very, very specific niche: Historical Fiction > Norse 
& Icelandic. This could rank in a third category fairly easily if listed in a more broad 
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category than this one, something like the Action & Adventure > Sea Adventures 
category.

7. Make note of ALL the categories in the Top 10 in the niche where your book would 
appear and the first 2-3 books in “Also Bought” (use the checklists and worksheets 
in your member’s area) by a different author; and if they are ranking, write those 
categories as well.

8. Click the category (at random) in a couple of the “Also Bought” books and repeat 
the entire process, top to bottom.

9. Look at your own book. What categories make sense to you? Walk into the virtual 
bookstore &/or a physical bookstore. Look around and decide where your book 
would be “shelved.” Make a short list of these (if your book fits into a long list of 
categories, it is too broad).

10.When you upload, choose the two categories—one broad and one very specific
—that fit your book best. NOTE: the categories shown when you upload to Kindle 
may not be the same as the categories you found looking around the book listings 
on Amazon. Amazon is always tweaking, updating, and changing categories in 
their book listings but not necessarily doing so on Kindle. Amazon will recognize 
your choices and say, “okay, those categories fit best according to the publisher, 
but we are going to put the book in these other categories because they match 
better.”

You want to start by choosing two different BROAD topics. For example, Literature 
& Fiction > Historical and Literature & Fiction > Genre Fiction. Then, get really 
specific in one while keeping the other one broad. 

Niched down categories mean your book can show in the Top 100 of every 
category above that niche. For example, if the book above can do really well in 
Sea Stories, it may be able to rank in the Top 100 of Genre Fiction. That would 
mean it was then ranking in two categories (Sea Stories and Genre Fiction), one of 
which you didn’t choose. If it does well in Genre Fiction, it may rank in Literature & 
Fiction. That is a lot more difficult because the farther up the food chain you go, the 
harder it is to rank; but it is possible. The more niched down you make the 
category you choose, the better chance you have of ranking in every category 
above that.

However, small categories may receive less reader traffic. This is why you want to 
choose a category that is a little more broad along with the one that is more niche-
specific. The broad category is harder to rank but is going to help you to be found 

KINDLE IN 30 CHALLENGE ©2015 KRISTEN JOY WEEK 3: MARKETING, PAGE !5



easier while the niched-down category is going to help you rank in more 
categories.

This process is going to take some research. You need to devote time—at least a 
couple of hours—to this. If you are still writing, finish writing before you do this. If you 
use a professional editor or have a cover designed by a professional, this is 
something you can do while you are waiting for those support people to complete their 
work on your book.

Pricing Your Book 

Fiction

There are things to keep in mind that affect the price of the book:

๏ Word count. Keep in mind the length of book. The longer the book, the more 
expensive

๏ Genre. A genre that is selling really well can command a higher price; a book in a 
genre that isn’t selling well might have to have a lower price to make sales.

๏ Publisher. When you are doing research, you will see that mainstream publishers 
are pricing their eBooks at $9.99 and higher. if it is a big publisher, chances are the 
price is going to be higher.

๏ Following of the Author. If you are an author with a following, you can price higher; 
if you are not well-known with a following, you can’t. People won’t spend $10 for a 
book by someone unknown but they will spend 99¢. If you are just publishing your 
first book and don’t have a following, you are going to have to price your book low 
and then increase your prices (including the price of the first book) as you get a 
larger and larger following.

If you are just starting out, I recommend you start with a price of $2.99–$4.99 for a full-
length fiction book. If yours is a serialized fiction book where you are releasing it 3–5 
chapters at a time, start with $0.99 or $2.99. No matter how you publish it, you are not 
going to make much money at $0.99; with $2.99 you are going to make 70%

Non-fiction

Again, there are variables that affect the price of your non-fiction book:
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๏ Word count. The longer the book, the higher the price the book can command.

๏ Specialized niches. The more specialized your book, the higher the price.

๏ Online Marketing vs. Marketing with Social Media

๏ Starting a Business vs. Starting a Publishing Company

๏ Return on Investment (ROI). What are people going to get? Is it less pain? More 
time, more money. Any time they are going to get a return on their investment, you 
can price it a little higher.

๏ Perceived Value. There is something to be said for what people perceive the value 
of your book to be. When Martha Stewart started in business selling pies years 
ago, she gave out free samples which everyone loved, but she couldn’t sell them 
because people thought that for $5 they must not be very good. So, she raised the 
price to $25 and couldn’t keep them in stock. 

Perceived value goes hand-in-hand with how specific your niche is. The more 
specific, the higher the price. Compare the cost of a high-end car with the price of 
a Honda or Toyota. Both still get you where you want to go and in many cases, 
with the same level of comfort, but there is a mindset about luxury and people who 
buy high end cars perceive them to be more valuable, for any number of reasons, 
than a lower priced car. 

Strategic Pricing: Fiction

Image right is the cover from a 
serialized book. On the left image, 
it says at the bottom Eyes Wide 
Open | Book Two. The price is 
$2.99. After the author had 
released all the books in the series, 
he released the book on the right, a 
collection of books 1–4 priced at 
$7.99. Most people are going to 
buy the book on the right with 
books 1–4. 

This is a pricing strategy, a sales 
tactic, showing a lower price on one 
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book but offering a savings on all four books when buying them together. Once you’ve 
reached the point in serialized fiction where you have published books 1–4, you can 
re-price the first book and bundle them all into one file, upload to Kindle as a separate 
book at a higher price. Just make sure the cover shows it includes multiple books and 
what those books are.

Inside, you can have each book starting with its own title page, copyright page, 
dedication, etc. so it looks like a compilation of the four individual books published into 
a single volume. Alternatively, you can do what this author did and compile all 
chapters into a single book under one name rather than separating the books out. 

If you compile all books as a single title without breaking out the books inside, I 
recommend you do what this author did and remove from Kindle all the other 
individual books that make up the series. This cuts down on confusion that readers 
might have thinking they are buying a new book when what they got was a bundle of 
books they already bought. The one issue with doing this is that when you get rid of all 
the other serialized books, you also get rid of all your reviews and all your rankings.

Strategic Pricing for Non-Fiction

➡ $0.99 (99¢) books are good books for:
๏ Lead generation. If you are only trying to generate leads and get enough basic 

interest in your topic to get them on your list, this is a good price.
๏ Short books that address one question/one answer
๏ Books that have less benefits for the reader. They have a single pain point, 

address it and collect leads.

➡ $2.99 is a good price for:
๏ short strategy
๏ in-depth answer to one question like strategic ways to use whatever you are 

talking about

➡ $3.49 and up is a good price for books that:
๏ Go in-depth outlining strategy
๏ Deliver higher results
๏ Include a step-by-step plan
๏ Are creative with out-of-the-box solutions
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๏ Offer higher ROI for the reader.

For both fiction and non-fiction…

➡ $4.99 and up is for 

๏ “Showcase” books, bigger books like full-blown novels you find in the bookstore 
or non-fiction books that you might sell at the back of the room during a 
speaking engagement.

๏ Kindle series collections like the Eyes Wide Open collection we saw previously.

๏ Larger books (higher word count)

๏ Mainstream Publishers

๏ Well-known author. People are willing to pay more for things they are collecting 
and people are willing to pay more for books from a well-known author.

Test your pricing. Raise the price and see if your sales go down. If so, lower the price 
and see if sales go back up. By doing this, you can find that price where your book 
sales stabilize and still make you the most in royalties possible.

There is a magical pricing range on Kindle. Pricing your book from $2.99 to $9.99 on 
Kindle, you will make a 70% royalty. This magical range works whether you are in the 
Kindle Select Program or not. Pricing your book at $0.99 or over $9.99, you will make 
35%. If you price your book at $1.99, your book will fall into the pricing black hole and 
no one will buy it. We don’t know why, but it is a price point that people just don’t buy 
in eBooks (with one exception, a countdown deal, we will look at later).
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Kindle Select Program 

Kindle Direct Publishing, the portal where you upload your book to Kindle for listing in 
the Kindle store, has an optional program called Kindle Select, a 90-days-at-a-time 
program for Kindle exclusivity. In return for allowing your book to be listed ONLY on 
Kindle for 90 days—not on your own website, not someone else's website, not in 
Barnes and Noble or Apple or anywhere else—you are going to: 

➡ Earn higher royalties (this is direct from the Kindle website) of 70% for Japan, India, 
Brazil and Mexico. If you choose to say “no” to Kindle Select and want to list your 
book everywhere, you will still make 70% royalty IF your book is priced between 
$2.99 and $9.99 except in these four countries. In these four countries, if you are 
not in Kindle Select, you will make the normal 30-35%.

➡ Earn higher royalties by being listed in the Kindle Unlimited and Kindle Owners’ 
Lending Library pools. People who pay $10 per month to be part of the Kindle 
Unlimited Program can download as many books as they want in that month. You 
will make money every time someone chooses to download your book. Kindle 
Owners’ Lending Library is for Amazon Prime members. One of the perks of 
membership in Amazon Prime is the right to download a certain number of Kindle 
books per month at no charge. 

There is a pool of millions of dollars set aside in these programs to split among 
authors. For $0.99 books, it can mean more in royalties during this 90 day period 
than if you had sold the same book the same number of times it was borrowed in 
these programs. Yes, for higher-priced books, I am going to make less royalties from 
the pool each time the book is borrowed than I would if it had been sold, but I don’t 
care. I’m using my books to make money beyond the book royalties. I cannot say it 
enough to you: when it comes to marketing, it NEVER stops at the book sale. The 
more people who know me, who borrow my books and learn more about me, the 
more people who are going to buy my books and other products. I am a big fan of 
both lending library programs.

➡ gain benefits of the built-in promotional tools

๏ Kindle Countdown Deals allows you to put your book on sale. It crosses out the 
regular price and shows the book is on sale. It encourages more people to buy it 
because it is on sale. Countdown Deal lets you set the sale price and exactly the 
amount of time for the book to be on sale.
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๏ Free Book Promotion: if done right, this can be a gold mine for you. It should 
NOT be used when you first release your book. That is a newbie mistake. To 
bring attention to your book series, wait until you release the second book in a 
series. As a celebration for the second book being sold, you can run the first 
book on a free promotion for a couple of days. When you release a third book, 
do the same thing again by giving the first one free as a celebration PLUS run a 
Kindle Countdown deal on the second book in the series. People who are 
interested and got the first book for free will want to buy the second one while it 
is on sale. Now you have three books out there and you have people hooked. 
This works very well for serialized fiction. 

The KEY is “series.” When you release the third book, you promote it and say, 
“As a celebration for the release of book 3, I am going to give you book 1 for 
free.” You don’t have to say anything about book 2. People are going to 
recognize there is a second book and look for it or just see it is on sale because 
Amazon is going to start to tag those books together as people buy them all and 
people are going to see the other book in the series and that it is on sale.

In the Kindle Select Program, you have 5 days in each 90 day period to run each 
of these promotions. Don’t run more than two days at a time. When should you 
do them? Saturday and Sunday has worked best for me. On the weekend, 
people are running errands, doing their grocery shopping, etc. so they are 
already in a money-spending mindset. Not a lot of people promote on these two 
days, but I do and in fact, I make more money on the weekends than I do during 
the week. A two-day, back to back offer has had the most success for me. 
Mondays and Fridays are the worst days to run ANY kind of promotion.

Why You Should Use Kindle Select

➡ It is a great way to test the market. Kindle Direct Publishing is free. Why not enroll in 
the Kindle Select Program and use that 90 days to experiment and test a few 
things? You can change the cover of your book or the title, update your price, etc. 
Play with it and see how it affects your organic sales or sales you don’t have to 
“work” for. If you want to distribute your book anywhere else to run a test, you are 
going to have to pay because of set-up fees; so, this gives you an absolutely free 
opportunity to test.

➡ The promotional tools are worth it. The countdown tool alone is worth it for the 
additional sales.
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➡ Amazon Kindle owns 65% of the eBook market share. You have to be there no 
matter what. Having the exclusivity of the Kindle Select Program only means you 
are going to be seen by more people.

➡ Kindle apps are on every device so there is no reason why nearly everyone with 
any device can’t download and read a Kindle book. It is your job to educate your 
readers that they can get your book and read it everywhere. Some people still 
prefer paperback, but the fact is Kindle is increasing and it is especially true for 
fiction.

Why Should You Not Use Kindle Select?

➡ It is a limited market. It is missing 35% of the market share, i.e. 35% of all eBooks 
sold are not Kindle.

➡ You are “stuck” for 90 days at a time and it auto renews so unless you go in on the 
day before the 90 days is up and uncheck the box, it will auto-renew for another 90 
days.

➡ If your audience is only college-age kids. College age kids buy books from iBooks. 
Most textbooks are sold on the iPad platform and sold on iBooks because Apple 
doesn’t have the $2.99-$9.99 limit. No one is selling textbooks for $9.99. So, this 
buying group is trained to go to iBooks. If that is your audience, you need to be able 
to list your book on this platform in addition to Kindle, so you don’t want to join the 
Kindle Select program where you have to offer it exclusively on Kindle for 90 days.

Week 3 Marketing Homework 

✓ Set aside a couple hours to research your categories. Use the category research 
worksheets in your members area

✓ Decide on a starter price for your book. This can always be changed later.

✓ Decide to use Kindle Select or not. Use the checklist in your members area to help 
you determine whether you should. 
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