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Greetings Book Author!

Congratulations on purchasing the Market My Book 
program! You have made a significant investment in your 
book’s successful future. 

Most authors focus on writing their book, then they get 
it published and have a celebration. But you are at the point 
now that you realize the real work begins. Now is the time to 
market your book and get it into the hands of the people who 
need to hear your message.

Marketing your book can seem scary and overwhelming 
if it’s something you’ve never done before. But I’m here to 
make it easy and step-by-step for you!

At the end of the video hour, you’ll have your four-month 
marketing plan in place! All that’s left is for you to start 
implementing it!

I’d love to hear how you’re doing, so post me a message at 
my Facebook Writing Fan Page. 

Now, go Market Your Book!

Kristen Eckstein, Ultimate Book Coach
www.UltimateBookCoach.com

http://www.facebook.com/writingfan
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First Steps
As you can see by the first slide, this gal is writing, and she’s going to need to be thinking about 

marketing her book sooner rather than later. It doesn’t matter if you decide to go the traditional 
publishing route, you still need to know how to create a marketing plan, because that is now part of 
your book proposal to publishers. They will require it.

An agent will help you put it together a little bit, but ideally you should have it before you go find 
yourself an agent and present to them. I will get a lot more in detail as we go along.

The first little bit here is housekeeping. If you have questions, you can email my team at 
support@ultimatebookcoach.com. I’m here if you need me. Permissions: you can share this with your 
immediate family. You paid for this information, so please respect it.

Intro to the Many Forms of Marketing
We’re going to start out with the many forms of book marketing. There are free things that you can 

do, things that are low-cost, mid-range cost, and then you have your high investments. You also have 
an online strategy or the option of using Internet marketing and repurposing your book into different 
types of content and things like that. We’re going to dive into each one of these in detail.

Free Marketing
We’re going to start out with the free things. These are things that I enjoy doing for free, that don’t 

cost me anything. Sometimes they cost other people something, such as if I put on a workshop, I’m 
going to charge a fee for that workshop, possibly. I’ve done free workshops as well.

Speaking

Once you get out there speaking a lot, you can start charging fees to speak. I’ve been doing nothing 
but free speaking for the past several years, and now people are starting to ask me what my speaking 
fees are, so I need to put together a fee spreadsheet, because I don’t know what my speaking fees are.

Believe it or not, the lowest fee on the professional speaker circuit for a one-hour speech $10,000. 
You’re probably sitting there thinking to yourself, “Who on earth would pay me $10,000?” There are 
corporations and different organizations that are always looking for speakers. They pay money because 
they have money to spend for education and encouragement, entertainment, stuff like that. So don’t 
undervalue yourself, and don’t undercharge. Before you start charging, find out what’s out there. Do 
your homework before you ever give your first price.

There’s actually a Website you can look up for that. It’s called SpeakerWiki. It’s kind of like Wikipedia 
where you can put your own stuff up there, and you can comment about other speakers. Felicia Slattery 
introduced this to me, and so I made myself a speaker page. Make sure to get people to review you so 
you show up. 

mailto:support@ultimatebookcoach.com
http://www.speakerwiki.org
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That’s a really good resource for finding out what people are charging in your industry or in your 
genre. There’s a whole bunch of different categories like business, technology, politics, media and 
journalism, art, lifestyle, health and wellness, and there’s sub-categories under those, and they say how 
many speakers are already in those sub-categories. So that’s an excellent resource for pricing out your 
own speaking.

If somebody’s willing to pay you to come talk to them, by all means, take advantage of that, especially 
when you’re writing non-fiction. With fiction, you need to be a speaker as well. I’ve been to several 
readings of fiction where the author is so introverted they just don’t know how to communicate.

Action time!
I will fill out my profile on SpeakerWiki.org by (date):

_________________________________________________________________________________________

My speaking categories:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

My speaking fees:

_________________________________________________________________________________________

_________________________________________________________________________________________

You may need to get into some sort of a class that teaches you how to communicate, because even 
when you put on a reading, you want to be engaging. You want to be interesting and make it seem as 
though people are going to really like you, because they’re not going to buy your book necessarily just 
for the book. They want to know more about the author behind it. 

Here’s an example of being engaging, even somewhat mysterious. Ted Dekker, one of my favorite 
authors that I’ve talked about frequently, has this whole thing on video that he does, and he doesn’t 
show his whole face, pretty much ever. While answering readers’ questions, he would show just his 
eyes, or part of his cheek, part of his mouth, or his hairline. And it was really mysterious because you 
weren’t sure who he was. You knew he was Ted Dekker, but you just never got the full picture. Kind of 
like Wilson on Home Improvement.

It’s very mysterious and yet that keeps you coming back because you want to see more, you want 
to know more about this person. You have to be interesting enough to at least hold people with what 
you say and your voice.
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Workshops and Seminars

And then workshops and seminars are different. I see seminars as more as a presentation with 
maybe a Q&A afterwards. Workshops are a lot more hands-on. People go to workshops expecting to 
work. They expect to learn something. You’re going to get higher-quality people at a workshop and 
better back-of-the-room sales. If you have coaching programs, or any kind of upsell at all, workshops 
are going to be better for you. You can hold workshops for civic groups, clubs, non-profits, at your local 
library, and more.

Brainstorm time!
Topics I can conduct a workshop on:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Venues where I can hold workshops:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Seminars are more like the Get Motivated conference, or some of these other MLM-type gatherings 
that you go to. They encourage, pump you up, but they don’t necessarily give you how-to, step-by-
step information. They give you motivation but they don’t always give you knowledge. They give you 
inspiration, but not something to actually take out and implement. 

So in my field workshops tend to attract the people that would want to actually do something to 
better themselves and their writing, or even to improve the way they’re publishing. So I actually can 
make money off the back end with my coaching programs and consultations and stuff like that if I 
conduct a workshop on writing or publishing.

Press and Media Coverage

Press and media coverage is also free. That is a huge avenue that people often mistake and just don’t 
do. It’s humungous. There’s a website called HelpAReporter.com, and that is the Help A Reporter Out. 

http://www.getmotivated.com
http://www.helpareporter.com/
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Three times a day they send out an email. You’ll get one in the morning, another around lunchtime, and 
then an evening email notice from them. They’re requests from actual reporters who will say something 
like, “We’re looking for somebody in this area for a story about X, Y, and Z.”

You’re not always going to have something that’s directly related to you, even though you have 
categories that you can choose that you have interest in. If you checkmark “General” you’ll get 
everything. The average reporter gets about 100-200 responses because there’s over a million people 
on the email list.

You can also advertise. You can sponsor an email to go out and your advertisement will go out to 
seven figures worth of people, which is pretty darn cool. They get a lot of traffic on their website too.

Action time!
I will sign up for HelpaReporter.com by (date):

_________________________________________________________________________________________

Email Newsletters

You can start a free email newsletter. You can just email it directly from your Outlook or any other 
email program. Just make sure that you don’t type every single person’s email address in the “To:” 
field, but you either create a list or you blind carbon copy them. That’s that line that says “BCC:” Make 
sure you use that. That’s email etiquette, because oftentimes we will get email newsletters from people 
and you see everyone else’s email address.

Unfortunately, spammers out there will harvest those email addresses, so sending a massive amount 
of emails in the “To:” field actually vioates the CANSPAM Act. So you have to blind carbon copy them, 
or create a list and email your list so they’re all hidden.

An email delivery program like Constant Contact, MailChimp or iContact have different levels. 
Constant Contact is a paid-for one with a free trial. iContact, I think, has a free level, as does MailChimp. 
So they don’t have to cost you anything, but those actually apply with the CANSPAM Act, so that’s a 
really good thing to have. AWeber is also an opt-in type of email delivery program, but AWeber has a 
fee to it as well.

Action time!
I will sign up for and start exploring an email service provider by (date):

_________________________________________________________________________________________

Tip Sheets

Tip sheets are really cool. I use these for nonfiction. A tip sheet would be something like, “The 
Top 5 Tips to Save Money on Groceries.” So you could have “Tip Number 1: Cut Out Coupons,” “Tip 
Number 2: Watch the Sales Fliers,” “Tip Number 3: Buy in Bulk,” etc., and you just write one or two 

http://www.constantcontact.com
http://www.mailchimp.com
http://www.uniquemarketingtools.com
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sentences about each one. Those tip sheets can actually be sold as content on your website. They can 
either be freebies, like a free report, or they can be sold, but they also promote your book, because you 
want to have a little byline there that you are the author of XYZ Title, and that readers can find more 
information about the tips on this sheet in your book.

Brainstorm time!
Tip sheets I can create from my current book(s):

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Articles

Articles are another free one. I can whip out an article in maybe half an hour, sometimes less if I 
know exactly what I’m talking about. If I have to do some research, maybe an hour. Articles oftentimes 
will get placed on blogs. We have a plug-in on my WordPress blog that’s linked to EZineArticles.com. 
I’m an expert author on Ezines because I’ve submitted so many articles to them now, which the plug-in 
makes really easy.

What I do is I post it on my blog first, because according to the search engines, the first place it 
shows up is the most important. The first place is where Google’s going to say, “yeah, we recognize this 
website,” so your site is going to get better ranking if it shows up there first.

By putting it on my blog site first, my blog starts to get better ranking than where my article would 
appear elsewhere. Then I have it linked to EzineArticles and I say, submit to Ezines at the same time. 
So as soon as it publishes, it publishes to my blog and then it submits it to Ezines, and a few days later, 
Ezines approves it, and puts it out on their site.

I don’t have to actually go in and copy and paste and reformat and do any of that business on Ezine. 
The plug-in does it automatically for me. Saves a lot of time if I would just remember to use it.

I don’t do this with every blog posting. I’ll blog about events, I’ll blog articles that are not necessarily 
conducive to Ezine articles. Articles cost you nothing to write, and if you could write anything, if you’re 
in a book class, then you can write an article.

http://www.ezinearticles.com/
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Brainstorm time!
Article topics I can write about:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

There’s probably tons more out there. We’re going to go on to some low-cost things you can get 
done. A lot of these are going to be offline ways of marketing. 

Low-Cost Marketing

Fliers

You can print these at home, just little half-sheets of paper. You can make yourself up something 
in Microsoft Word, and if you know how to use Word right, you can actually make it look pretty nice. 
This method is ideal for if you have a book signing or other event coming up. Fliers are very disposable, 
so either have a coupon on it, or something that’s going to incentivize people to buy your book. For 
example, I would put a coupon on it for my two financial books that retail for $10 and $13, for people 
to buy them both for $20. So my coupon would be a two-for-$20 kind of thing. I run that all the time 
anyway, but the coupon brings attention to it and makes people hang on to the flier.

Fliers are good, cheap and easy to distribute. Find out before you just start sticking them on people’s 
cars in a parking lot if that’s legal. It is illegal in some areas.

Bumper stickers

You can get really low-cost bumper stickers made at an online printer like CafePress. You don’t 
even have to order hundreds of them. You can just get a couple of them for your cars, and nothing 
more. Be creative with your bumper sticker. The shorter the message, the more it will catch people’s 
eyes in traffic. Make it easy to remember, catchy and something that will entice people to look up your 
book as a result. You can be super creative here —anything goes. Have fun with it!

http://www.uniquemarketingtools.com


Market Your Book in Less than an Hour

© 2011 Imagine! Studios, LLC    www.UltimateBookCoach.com 11

Brainstorm time!
Fun bumper sticker ideas:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Non-bookstores

This is an avenue people don’t think about much, but you can actually stock your books in coffee 
shops, in salons, in bakeries, in small retail gift shops, and more. Places that would have books or might 
not have books but might have captive audiences. Think about it, when you’re in getting your hair 
done, you have to sit there, right? So you’re sitting under the dryer for who knows how long, bored and 
longing for something to occupy your attention beyond the smell of chemicals burning color into your 
hair. Books will naturally sell in places like that.

Same with coffee shops. A lot of people hang out there. Non-bookstores are great avenue for selling 
your books. They’re low-cost in that you don’t have to deal with returns. Most of these stores don’t 
even really ask you about your return policy. They just buy the books outright. You make money up 
front. Sometimes you can convince them to only take a 30% discount instead of the customary 40%, so 
you can get really good sales that way, where you’re making more money than you would through a 
traditional bookstore.

Action time!
I will contact these local non-bookstores and take them a sample of my book:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Bookmarks

Bookmarks are great. Bookstores love bookmarks. Libraries love bookmarks. Pretty much any place 
that would promote your book for a book signing loves bookmarks. I have some that are just 2” by 6”, 
so they’re very small. I have mine made where the bottom of it says, “Join us for a book signing,” with 
blank space below that. The space is exactly the side of a return address label. It’s blank, but it’s got 
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color behind it, so it looks like it could just say “join us for a book signing” and you’ll sign up for my 
email list and find out when those are, or I could print address labels with the date, time, and location 
on them, and stick them to the bookmarks. I did that once where I gave away 500 of these bookmarks 
at an event, and I was having a book signing the following weekend at a library. I just printed return 
address labels with the signing information, and that generated some interest for my book. And people 
end up keeping them for a while, too.

Business Cards

Business cards are good to have, if you are a nonfiction author, then you better have yourself a 
business card, because you’re going to be handing out your contact information to people all over the 
place. Anytime you go anywhere and people find out you have a book, they’re going to ask how they 
can get in contact with you. That leads to speaking engagements and higher-paid opportunities, so you 
have to have a professional-looking business card.

They don’t have to cost you a fortune. Mine are custom die-cut and four-color, both sides, and 
fancy-schmancy, and you don’t have to have that, but I’m also in the graphics business so I have to look 
really high-end and professional.

When we do business cards for my clients, the printing cost is usually under $200 for 5,000 of them. 
So that’s a lot of cards that you could get—big bang for little buck.

Action time!
I want this information on the front of my business card:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

I want this information on the back of my business card:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Posters

These would be like 11” by 17” sheets of paper. They can be legal-sized sheets of paper. My trick 
with posters is to use them when you have a book signing at a nontraditional bookstore, because 
a traditional bookstore is going to have corporate-style posters that they make up for you. But a 
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nontraditional bookstore, or an independent store, or any other kind of store will want a poster to put 
up to advertise your event.

Make a generic poster that says, “Book Signing” and has a picture of the front of your book, and 
maybe an author headshot on it, a little tiny one-sentence tagline about your book, and then underneath 
it will say the book signing date and time with fill-in-the-blank lines. You don’t have to have the location 
address because posters are meant to be hung in the place where the book signing is going to be.

Then you take your poster design file to Kinko’s and have them print them off, bigger if you want, 
like 11” by 17” or bigger, and you get them laminated, and you write on with a dry-erase marker. And 
that way, after your book signing, all you have to do is wipe that off and you can reuse it. You can reuse 
these things for years and years and years. So they definitely pay for themselves.

Social Media Advertising

This would be pay-per-click, and I put it under low-cost, even though it can go all the way up 
to a high investment if you let it. The pay-per-click does not have to be just a shot in the dark, like it 
normally is on Google, or like it used to be. I personally am a very big fan of Facebook advertising. I 
ran a pay-per-click ad for the writing fan page on Facebook because I was trying to generate publicity 
for it. I spent $20 and I got 500 followers. Which I thought was great. Now we’re up to past 9,500 and 
it’s generating followers on its own.

I’ve also ran pay-per-click ads to my writing coaching sites, to my publishing consulting sites, 
things like that, and I get a lot of click-throughs. And I can test it with my websites, how many people 
are actually calling me, how many people are downloading the freebie, how many people are signed 
up for my email list by downloading the freebie, that kind of stuff. It was really neat how many people 
would click through, you know, 200 people click through and I’d get over half of them signed up for 
my thing. And that’s great, because that gets them on my email list and that means I can keep talking 
to them.

And obviously, if you’re talking about getting them to your website, you want them to do something. 
You want them to either click through to buy your book, click through to read more information about 
your book, like your “About the Author” or your “About the Book,” order your book, or you want them 
to have some way for you to contact them later. An opt-in type of system like we talked about earlier 
with an email list is essential for follow-up.

Pay-per-click social media advertising works best when you are advertising something free, like a 
list-building freebie or a fan page. Now that I have over 9,500 people who are “fans” of “writing” on 
Facebook, I have a target market to advertise events, workshops, webinars, teleseminars, or even my 
own future books to. In calculations for this type of advertising, we discovered we were getting three 
new “fans” for each single click-through. This is because when someone “likes” a page, it shows up in 
their friends’ newsstreams. For example, let’s say we’re friends on Facebook (and if we’re not, feel free 
to look me up!). I become a “fan” or “liker” of Writing. In your newsstream, you will see a little blurb 
that says, “Kristen Eckstein likes writing” with a little link to the Writing page. Click that, click “Like” 
at the top, and see how easy it is for this type of advertising to grow?

http://www.uniquemarketingtools.com


Market Your Book in Less than an Hour

© 2011 Imagine! Studios, LLC    www.UltimateBookCoach.com14

Midrange Cost Marketing

Author or Book Website

This can cost you anywhere from a few hundred dollars up to a couple thousand dollars. If you 
want an e-commerce store on there to sell more than one book directly, or various formats of your book 
like audio and e-book, you’re talking a few thousand dollars in order to get the whole store coded. It’s 
very complicated even when you’re using the Paypal shopping cart system. It can cost some money. 
You might also have investments in software with that as well.

So these are definitely not free things you can do. If you want a decent website, you’d better be 
willing to pay for it, because you need a professional design. I’m not saying that because I’ve designed 
websites, I’m saying that because I now hire professionals to design my websites. Because I am tired 
of dealing with all of the technological coding stuff on my own; that’s just not my cup of tea anymore. 
And yes, in case you’re asking, my team does still offer website design.

A website is very essential for an author. One of the first things you will get asked by any media 
person is, “What’s your website?” They want to learn more about you before they agree to have you on 
TV or interview you for a magazine article.

Even if all you can get up is a blog site with a little bit about you, get it up there. Obviously, the more 
professional it looks, the more put together you look, and the better chances you have. But if you don’t 
have much money to start, get something up there, even if it’s a simple blog site with a pre-created 
theme.

Action time!
I will launch my website, however imperfect it may be, by (date):

_________________________________________________________________________________________

My website will have these pages:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________
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Local Travel

I have driven 45 minutes to one of the local libraries to go speak. Now that’s free for the people 
attending. I’m not charging the library anything, but the library lets me have my books at a table to sell, 
so make some money that way, plus it’s good publicity. But I still have to pay my gas to get there. If I 
have to travel more than a few hours, I might have to pay for a hotel stay, depending on what time my 
speaking engagement is.

Local travel can also mean attending networking events in your area. Make sure you attend events 
where your target audience is congregating. If you wrote a book for women over the age of 40, the 
wrestling club may not be the best place to find women in your target market.

Postcards

These aren’t necessarily very cheap, and I don’t recommend doing postcards unless you are 
publicizing a specific event. If all you’re publicizing is your book’s release, forget about postcards. Go 
with social media, something a little bit cheaper. Don’t bother with postcards. Bookmarks are cheaper 
than postcards.

Brochures

These are typically three-panel. The only time you’re going to do a brochure is if you have a business 
to back up your book, or your book is a value-add for your business. That way you can combine 
everything into one brochure. Otherwise it’s just not worth the investment.

Custom Promo Items

I use these a lot. Almost everything that I have has a logo on it in some way, shape, or form. In fact, 
I just created an Ultimate Book Coach logo and I’m thinking about getting those on T-shirts and stuff just 
so that I can wear them around town. I have my I Am Published logo everywhere.

Promo items can be very inexpensive. Or they can be mid-range, and even super-expensive. So 
that’s why I stuck them under Midrange Cost Marketing, because you can definitely plan on spending a 
little bit of money here. But one of my favorite things that I ever created for my I am Published program 
was a little blue plastic book with pages in it. It actually folds open like a book, and the pages are bound 
like a book, which is very hard to find. Most of the notebook-type items I looked at had the pages  
glued at the top and not at the side, so they would flip up instead of sideways. I wanted them to flip 
sideways because I wanted it to be a book. It comes with a little pen that holds it closed. The front of it 
has the I Am Published logo on it. I’ve used those as promo items when I do a workshop on publishing. 
Everybody in the room will get one, and people absolutely love them and use them. This means my 
logo is in front of them any time they use it. Have I gotten clients directly off of those things? No. But 
I’ve gotten publicity, which is good as it leads to clients.

I do know an author who created books like that, by hand, as promo items for her book. They 
were little mini-books, and the cover was the cover of her novel. That’s actually where I got the idea 
from. I stole it from her, only I found someone else to make it for me instead of making my own. 
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You can buy promo items or make them yourself. To see a wide range of promo items, check out 
Unique Marketing Tools.

Action time!
Promo items I’ve seen that I really really really like:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Trade Shows

Trade shows can cost anywhere from $25 up to a couple hundred dollars or more for a table. If it’s 
in your field, or in your genre, definitely worth it. You get a lot of publicity at trade shows, and you can 
sell books there, too.

 To cut down the cost, find out if you can split a booth with someone. So for instance my mother 
has her cookbook, and it’s about gluten-free goodies. She’ll have goodie taste testing at her table at 
trade shows so people can taste as well as peruse the book while they’re there. She has paired up with 
a person who sells coffee, and they’ve purchased a booth together. They’re splitting the cost on it, so 
it’s not costing them full price. I think it’s going to end up costing them like $25 apiece, instead of $50 
apiece. That cuts a lot of cost there. They’re splitting a lot of the tablecloths and things, so they don’t 
have to go out and buy anything. What one has, the other one doesn’t have, and vice versa. They’re able 
to share some stuff.

Plus, they’re getting double publicity, because people who are going to come to their booth are 
going to stay longer, because they will want to taste the coffee and the goodie. So they’re going to stay 
twice as long at the same booth. Most trade shows will let you split a booth, unless they’re really big 
fancy ones, and sometimes they get to be sticklers because they want their money. 

If you only have a small item like a book, find somebody that your book complements. If you have 
a novel written about the Wild West, go to a gun show. Find somebody you know that’s selling guns 
or selling accessories or something like that, and that way you can split a booth. You’ve got your novel 
about the Wild West and gun shootouts, and they can read about it then they can go play.

Radio Ads

You can get these very inexpensively. It just depends on the radio station and the demographic. 
Make sure you do your research and make sure people are listening to the radio. Satellite radio will 
probably get you a better deal nowadays than just straight-up FM radio. It depends on your area.

If you’re way out in the back side of nowhere, you might only have AM. So make sure that you do 
your research on that. 

http://www.uniquemarketingtools.com
http://www.amazon.com/Lindys-Gluten-Free-Goodies-Lindy-Clark/dp/0984218149/ref=sr_1_1?ie=UTF8&qid=1297890938&sr=8-1
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Print Advertising

Then there’s traditional print ads. This would be like in magazines or newspapers. Newspaper ads 
can get very expensive. Traditional print ads for magazines can be very inexpensive, especially if it’s a 
smaller readership. If you write a book about how to work at home, you can place a very inexpensive 
ad in a magazine geared toward that targeted audience. It can get you and your book in quite a few 
hands.

UPKs

UPKs: Unique Press Kits. These can be as expensive as you like. This is an example of a unique 
press kit. We’re going to do this for my second financial book. I found these little rectangular metal 
flowerpots at Target for a buck each. I was going to buy 15 of them. Now I didn’t get them, because 
when I went back to get them they were gone, as usual, because they were in the dollar bins. But I’m 
still going to find them somewhere. They’re little rectangles, aluminum, almost look like a little mini-
loaf bread pan, but they’re flowerpots.

Then I got these little trowels that are bright yellow with wooden handles, and my book would sit in 
there amidst some tissue paper, and then I am going to be getting these paper dollar sign seed packets. 
They’re cut in the shape of a dollar sign, but they have seeds embedded in them. And you bury them 
in the ground and they grow wildflowers. They come with a little tag that I can design to say whatever 
I want, which is really cool.

I’m going to have those items in front of my book. I’m giving them seeds, a pot, and a little trowel to 
dig with. The only thing I’m not giving them is the dirt. Then I’m going to wrap it up like a big basket, 
like a present in some clear cellophane and colored ribbon. But I would do colored tissue paper inside, 
something sparkly, something that says, “Hey, I’m bringing you a gift.”

Those will go to pastors of churches, Christian magazine editors, and Christian TV stations, because 
this is my target market for this particular book. I’ve researched this one particular audience that I’m 
going to be targeting, and these are the press kits I’m going to be putting together. They play on the 
phrase, “You reap what you sow.”

Now, I’m not saving a lot of money on them, even though my materials are only going to cost me 
a few dollars for each press kit. That’s really great, that’s actually low-cost. But the reason I put it in 
midrange is you might find something that fits your unique press kit and it might cost you a little bit 
more, like custom promo items and things like that. I’m going to actually hire a PR firm to put these 
together and send them out for me, because I’m not going to have time to do it.

The other reason I put it in midrange cost is, because if you create something like a unique press kit 
and it’s a gift, you might want to consider researching a courier service, or a florist, in the area where 
you’re sending it. For example, if I sent this to Focus on the Family in Colorado, I want them to know I 
went the extra mile to get it directly to the person that it’s intended for, so I’m going to send it to a local 
florist and have it hand-delivered. And that speaks volumes, especially if you can customize it at all. 
You find out what the editor’s favorite goodie is or something like that and throw that in the package.
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All you have to do is do a little research on their blogs, on their “about” page, or contact their 
secretaries. Find out what their favorite thing to eat is, or favorite thing to drink, or whatever, and send 
it to them with your UPK. That just adds a bit of personal touch and says, I care enough about what you 
are doing to not only send you a press kit about my book, but also put something in there that’s going 
to be something you personally like and enjoy, and I’ve gone the extra mile to actually find that out.

Not many people will do that. You’d be surprised how many press kits are still in plain manila 
folders, and they just get chucked in the trash can because editors don’t have time to deal with going 
through the sludge. That’s why they call it a sludge pile.

One other thing you should have in your UPK is a CD with high-resolution headshots and book 
cover images and a sample chapter of your book that they can use in promoting you. You provide 
them with as much as possible to make their job as easy as it can possibly be, and they will bend over 
backwards for you.

Brainstorm time!
Fun things that relate to my book I could put in a UPK:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

High-Cost Marketing
Okay, on to high cost. In this section, we’re talking in the thousands of dollars range.

Speaking/Book Tour

You can actually do a virtual book tour, we’ll talk about that a little bit later. Traveling, obviously, 
that costs a lot.

If you have to fly somewhere and you’re not compensated for that, which you should be if you’re 
asked to speak, can get expensive. I’m in North Carolina, so if I was flying to California for a speaking 
engagement, I would require that my plane ticket and my hotel stay be included in addition to my 
speaking fee. Because if they want me that badly, they should pay my way out there.

But if you decide to go to a conference where you’re going to be speaking and it’s a free thing and 
you just want to do it, you might have to foot the bill.
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Combine that one-event endeavor with an entire planned trip, and your talking thousands of dollars 
in hotel stays, meals, flight and/or car rental, gas, you get the picture. Live events can be fabulous 
places to sell books, but they tend to work better for those with a larger speaking/coaching/consulting 
platform and those who can sell larger packages to attendees to make the trip worth their while.

Magazine Ads

These would be your larger ads—full-page ads, magazines with a larger audience, etc. Those can 
get extremely expensive. I read an article about a very well-known author who purchased a $5,000 
full-page ad in a magazine for his book. He’s traditionally published, and he paid for it out of his own 
pocket.

The reason he did it was because the magazine was very highly targeted to his market, which is a 
great place to advertise a book, but it was also because the traditional publisher wasn’t going to. He felt 
that the publisher wasn’t doing enough marketing, so he decided to take matters into his own hands. 
They said, “If you want to do anything else, you’re going to have to fund it.” 

So he did. He spent $5,000, and that’s $5,000 per issue. So if this thing comes out once a month, that’s 
$5,000 a month. And you have to sign a contract for however many months you’re going to be in it, so 
magazine ads can get pricy fast. They will pay off quickly if you have more than just books to sell.

Brainstorm time!
Magazines that serve my target market:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

TV Ads

Obviously these are extremely expensive unless you’re talking about a local TV station. You might 
get a better deal starting locally. Your better bet with getting into magazines and TV and PR in general 
is press releases and getting an article written about you or an interview that features you, where it 
doesn’t cost you anything. That’s the best way to do it.

PR and Marketing Firm

The reason you would want to think about hiring a good PR firm, which will cost you anywhere 
from $1,000 to $5,000 a month on up to even $10,000 a month depending on what you’re having them 
do for you, is if you have a lot of back-end things you can sell. So for instance, if I have a speaking 
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engagement at a conference, and they’re willing to pay me $5,000 to show up and speak for an hour, 
I’m going to do it, because that pays for my marketing firm for a couple months. That’s worth it.

Also, marketing firms are worth their weight in gold if they know what they’re doing, so make sure 
you research them. They cannot guarantee anything, because they’re just the middleman. They’re the 
ones taking their time and their expertise and their contacts to advertise your book, but it’s up to the 
contacts to actually follow through and do something with you.

They will push, and they will keep following up, but the contacts are the ones who ultimately say 
yes or no. That’s why a publisher can say that they will distribute your book to all the bookstores, but 
it doesn’t mean squat. Bookstores make the decision to put books on the shelf; the publishers don’t. 

The only time a publisher can guarantee placement in bookstores is if they pay extra for it. For 
example, an endcap can cost up to $6,000 a month for the publisher, and that’s to feature one book. 
That’s very expensive. It is common for the bigger blockbuster titles, especially the next title in an 
already successful series, but it’s not very common for a first-time author.

PR and marketing firms are definitely worth it if you have that kind of cash to work with.

Sponsorships

Some of these can actually be bartered. They still are high-cost in that you’re bartering something of 
value, but for instance, the SIMPLE conference in September of 2010 with Bob the Teacher is something 
I sponsored. I bartered his book setup, and he’s giving me a sponsorship equal to what I would have 
charged him. I don’t have to pay for that out of my pocket, and neither does he, but I am paying for it 
in my time and my expertise.

That’s a sponsorship where I had my logo on his website, with my website as part of my logo, so 
people know where to go to find more information about me. I got a full-page color ad in the back of 
the binders, and it’s also in many binders of the home-study course he put together. I also got to speak 
on stage in front of everybody for a solid 10 minutes, which helps with my speaking skills. I built in 
time for a Q&A, and already I’ve gotten more clients because of that.

Sponsorships can be great publicity. They can really get you out there. My mom actually has done 
some sponsorships with her cookbook. She got a phone call recently from someone who just heard 
about her, because she’s been getting more and more publicity and doing so many events. 

This person said, “We would like to give you our $500 sponsorship on one condition.” And she’s 
like, “Okaaay.” They said, “We just want you to make us cookies.” Well, she thought they meant cookies 
for the event. They said, “Oh, no, no, we just want cookies, ourselves. You just give us cookies and have 
us over for dinner a couple of times, and we’ll come to your bakery and pick up some stuff and we’ll 
just call it even.” And she’s like, okay, so she’s getting a $500 sponsorship package for free, really, and 
all she has to do is give them some cookies which she has made up anyway.

There’s a lot of ways to keep sponsorships from being quite so high-cost. If you do pay for them out 
of your pocket, they can be several thousand dollars.

http://www.kristenrecommends.com/simple
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Book Trailer

Nowadays, movie trailers are not enough. Books have a lot of competition out there with all the 
other media in the world, so a book trailer is an excellent way to get your message out there. If you pay 
less than $500 for a book trailer, you are not getting a very good one. To get the kind of quality you need 
to hold someone’s attention, and to have someone do it who knows the market, who knows attention 
spans and knows what it takes to hold that audience’s view for a full minute or so, however long you 
want your book trailer to be, you need to invest in a professional.

Book trailers are awesome. I have a video partner who’s working on our ability to offer them to our 
authors. You can see a trailer they created for my writing coaching program at FinishtheBook.com. It’s 
pretty cool. I picked out the music and pictures and I wrote the text and all that, and they’re putting it 
together for me.

If you can write everything out, storyboard it, find the pictures on your own and purchase the 
pictures and the music, which you can get from iStockPhoto.com, you can save a lot of money on your 
book trailer. You can even get videos from iStockPhoto.com that the video producer can integrate into 
your book trailer video. This will save them a lot of time and it will save you a lot of money. It also 
makes sure they can catch your vision clearer so there are less edits. That’s what I chose to do with my 
video team and it worked beautifully.

You’ve got to have a book trailer, especially for fiction. If you make a fiction book look like they’re 
going to a movie, or you make them want the movie, that is a good thing.

Online and Internet Marketing
All right. On to online and Internet marketing, much of which can fall under free, midrange, or 

high-cost. There’s a lot of things you can do.

Virtual book tour

This is going to be a long-term event. A virtual book tour is where you scout out mostly blogs that 
are within your genre, your subject matter, whatever you’re talking about in your book. You scout out 
people who write those blogs, and you schedule to have a guest posting on their blog, or have them 
interview you, either or both, and you schedule a lot of these out for several months.

For example, say September 14th, I will be featured on a Dave Ramsey blog. Yeah, in my dreams, 
that would be very cool. I would give him a guest post and find out when he’s scheduling it to be 
released. And the next week, I would be on Warren Whitlock’s blog, and then the next week, I would 
be on another blog.

It’s something that takes a lot of planning, a lot of organization, and a lot of writing on your part if 
you’re doing guest blogs. You can also do live online radio interviews, webinars, etc. and put them into 
your virtual book tour schedule.

Now something that I like to do is repurpose. I take a subject that’s going to fit, like for Warren 
Whitlock’s, he saw my post on creating a Facebook fan page, and he wanted something like that for 

http://www.finishthebook.com
http://www.istockphoto.com
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his blog. So all I did was I adapted my pre-published post so it would fit his audience better, but it was 
the same essential information. Something you can do is repurpose some stuff that you already have, 
especially if you have hundreds of blog posts. Update your old posts and schedule them to go out on 
different blogs, all around the world.

And then what you do is you blast it out on your email list and you put an announcement on your 
own blog or website. You can create it as an event on Facebook, publicize it everywhere you possibly 
can, and have links there. “I’m going to be on so-and-so’s blog this week.” The blog owners love this, 
because you’re promoting to your readership and people who are following you where you’re going 
to be, thus promoting them. And it also helps expose you to a whole new crowd, so it’s a win-win for 
everybody.

Brainstorm time!
Blogs that serve my target audience:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Posts/Articles I can repurpose for a virtual book tour:

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

_________________________________________________________________________________________

Social Media

Twitter, Facebook, LinkedIn, YouTube, and Ning. Ning is like a customize-your-own social media 
website kind of thing. I’m not a huge fan of Ning, I have Ning sites that I’m on, but I don’t really 
pay much attention to them, because they’re not as user-friendly as Twitter and Facebook. Twitter is 
probably my absolute favorite, especially for when I’m in conferences or when someone else is in a 

http://www.ning.com
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conference that I wanted to go to. I can follow what the speakers are saying in almost real-time. Then it 
makes me want to be there the next time they have that conference.

Next comes Facebook. You really need to have a Facebook page, especially if you’re an author. You 
can have an author page, you can have a page for your book, you can have your own private profile. 
It’s up to you if you want your profile to be public for anybody to be able to be your “friend” or if 
you would rather just drive them to your fan page. Totally up to you, but it’s an excellent way to get 
information out there. They make it really easy to create events and invite people to them. Facebook is 
awesome.

Action time!
I will create my Facebook Fan (“Like”) Page by (date):

_________________________________________________________________________________________

LinkedIn is next. I’m not a big fan of LinkedIn, because I have not had much luck with it. I’ve gotten 
one relationship on LinkedIn that turned into a client relationship, and that’s not the only reason why 
I’m out here on social media, but it’s a big reason. LinkedIn is in what I consider more of the close-
minded market. People who are very heavy into LinkedIn typically come from corporate America. 
I describe them as people who don’t know how to think outside the cubicle. You won’t find a lot of 
entrepreneurs on LinkedIn. They’re there but they’re not very active.

You may also find a lot of attacks on LinkedIn forums. I’m not the only one who’s gotten attacked 
there. I know several people who have gotten just downright attacked, right to the point that you could 
take the attacker to court for defamation of character. So it’s not my favorite place to be. Facebook 
groups are a lot friendlier and Twitter is more where your entrepreneurship crowd is going to hang 
out.

Facebook is your college grads and their parents, so it’s more professional level . But a lot of them 
might be baby boomers, a lot of them might be people who know how to think more creatively. A lot of 
artists and musicians are on there. They’re not just on MySpace anymore. In fact, MySpace has become 
kind of the teenybopper, teenage crowd. I stay away from MySpace altogether.

YouTube is a necessity as well. YouTube is video all the way. You can put all your videos on YouTube 
and then you can embed them anywhere else, which is so cool. YouTube is definitely a must, and of 
course it’s free, so why not use it.

And then Ning, of course, you can create your own. There’s hundreds of Ning sites out there that 
are target-marketed. So if you write a Christian romance novel, there’s probably a Christian romance 
Ning group, full of people who like to read and/or write. I’m on John Kremer’s book marketing Ning 
group (though I’m not very active). You can make some good connections that way.

Ning groups are kind of like Facebook groups, without everything else that Facebook has. Ning 
is kind of trying to have all that stuff, but it’s very customizable, which is nice for creating your own 
group.

http://www.facebook.com
http://www.LinkedIn.com
http://www.MySpace.com
http://www.YouTube.com
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Video

Then you have video for online Internet marketing. That goes hand in hand with YouTube. It can 
also be videos that are embedded on your website and hosted somewhere else, like Amazon S3.

Video’s also really good for, say you did a reading or a workshop, and you videotape your workshop. 
You can sell that workshop on video. People all over the world will buy it. How cool is that?

I recently did an hour-long workshop on writing, and I based it off of seven keys to a bestseller, 
which is a little pamphlet that I put out a long time ago. I was never very happy with it, so basically 
I changed the keys, I expanded them and I talked about them for an hour and a half, give or take, on 
video.

Then I had my video team break the videos up into seven videos. So the first day you’re going to get 
key number one. A couple days later you’re going to get key number two. The first two keys are free, 
or will be as soon as it’s relaunched.

The first two keys are free, and the first two are the best. You want your first two things that you 
give away for free to be absolutely amazing. Then the last five are good, they’re not quite as good as the 
first two in my opinion. But they’re still very good, and you have to pay to get those. You get the first 
two, and then you get this autoresponder saying, “Don’t miss the last five keys, you can get them for 
only $17.” Who’s not going to pay $17 for five of what they just got two of? And they’re thinking, “Well 
the first two are amazing. I know the next five are going to be good.” And the price is right, so they’re 
probably going to buy it.

It’s a very low-cost way of, well, it’s high-cost in that I got these videos professionally edited and 
professionally separated and put together with little tips popping up on the screen, and music, and the 
whole nine yards. I went all-out. But for all seven of my videos, it only cost me a little over $1,000 to 
produce. That’s not bad when you’re looking at it in proportion of how many videos I got out of it, and 
how I can resell it as a product, plus build my list with the freebies. Not everybody’s going to sign up 
for buying the rest of the videos, but they are on my email list and might end up buying something else 
from me later, which is very cool. And you can adapt that to fiction or nonfiction, however you like.

Blogging

And then, of course, blogging. I mentioned you really need to have a website, a blog site is an easy, 
cheap, free way to do that. You can get a nice little WordPress theme, and you just have some hosting, 
you can either get at WordPress.com, or have it embedded on your own web host, and go for it. Just 
start writing stuff. It can be nonsense and people will follow you.

Four-Month Plan
OK, now we’re going to dive into the four months. 

Month number one is going to be your free month. You’re going to pick two things off your free list. 
So what I’ve decided to do is a workshop in month number one, and write some articles. Articles really 
should be written consistently—once a week, once every two weeks—something like that.

http://www.wordpress.com
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For month number one I’ve picked two things off that “free” list. And you have the original 
PowerPoint PDFs and your handy bonus blank calendar system, so use it now.

October
























Then month number two, you pick two low-cost things. I’m going to get my bookmarks made, and 
I’m going to start a social media advertising campaign in the second month of my marketing plan.

Now, the key to this is, you’re building on what you had before. So month number one, I was 
writing articles, and I was going to do a workshop. That’s going to keep going through months two, 
three, and four. So month number two, I’m just adding to what I’m already doing. And this also gets 
you into a routine of doing it, of consistently marketing yourself so you’re getting more and more 
spread out there, and hopefully not breaking the bank at the same time.
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On month number three, you’re only going to pick one thing, because you’re probably not making 
thousands of dollars yet, so we don’t want you to pick a ton of stuff. I would say the most important 
thing to pick on the midrange cost list would be a website. The next thing might be a unique press kit, 
depending on your audience.

For example, I’m working with someone right now, it’s not for a book but it might be in the future. 
Their business is called Active Monitoring Care and they have serious technology that goes into the home 
of parents of baby boomers. Seniors who are not willing to give up their homes and their independence, 
but they need monitoring—someone to be there if they get in trouble. They’re not always going to have 
a live-in caretaker, but they’re going to still have a lot of independence. They’re not necessarily going to 
be on an assisted living type of thing or in a nursing home. They’re kind of in-between there. For them, 
a website is not really practical, because the people who want to find more information about them are 
not going to go online. They’re in a totally different generation than most of us are, and online just isn’t 
for them. You don’t see very many 85-year-olds online. It just doesn’t happen.

So they might want to do a unique press kit instead of a website and send it out to the newspapers 
and magazines, and maybe the local TV stations. Those are the things that the people in their target 
audience are familiar with. The older generation is going to be reading the newspaper every day, they 
have their favorite magazines and their knitting magazines or whatever kind of magazines they want 
to read, and a lot of them, like my grandmother, watch the news on a regular basis. So if you can get 
on the news program with your book, that’s about taking care of your seniors, that kind of stuff, that’s 
going to be a really good avenue for them.

Obviously, you don’t need to pick what I’ve picked in red (refer to the video/slides), but you want 
to pick something that makes sense for your audience.


























Month four, you pick one high-cost item. I’ve chosen the lowest high-cost item on this whole list, 
a book trailer, because I think it’s that important nowadays, especially for my books. In fact that’s my 
next thing on my list, to change my book websites to only be a simple video with a “buy now” link. 
I’m not going to do any of this fancy about the author, I’m not going to get into listing all these events 



Market Your Book in Less than an Hour

© 2011 Imagine! Studios, LLC    www.UltimateBookCoach.com 27

and resources and all that stuff. I’m done with that for books. I’ll do that for other things that I do, like 
my career of coaching and consulting authors and speakers and professionals. But for my books, since 
they’re just such a small product, I’m going to let the video sell the book . I do think if it’s done right, 
you can sell a lot of books.



























Months one through four, all four months, you need to pick two online things you’re going to do. 
I’m picking the social media and the video. I’m going to illustrate exactly how these things fit into the 
months.

In September, on the 1st, I’m going to set a social media campaign. And that means that I’m going 
to get on HootSuite. This is one of my newest favorite toys, HootSuite.com. 

I have a Twitter account called Financial_Tips, and then I also have a Facebook page for my book. 
I have both of them linked to my HootSuite account. So all I need to do is put in the tip of the day, 
because I have a tip that goes out at 4:00 pm every day, and I just find websites that talk about finance 
and stuff and put it in my own words and put my tip out.

I’m going to schedule it, and I’m going to schedule say for the next three weeks, one tip per day to 
go out. This is my social media campaign, and I’m going to have it scheduled to go out on the Twitter 
account and Facebook page every day—automatically. That’s really, really cool, because HootSuite 
lets you do unlimited future posts, and it lets you set it to go to more than one social media thing, and 
it’s fully customizable. So you don’t just update your statuses everywhere, you can select exactly what 
you’re going to send, where you’re going to send it and schedule when it will post.

Then on the 6th I was going to write an article. An article for me only takes 30 minutes to an hour 
to write. Then on the 8th I’m going to do my social media campaign again, and then maybe schedule 
out the next couple of weeks.

I do however much I have time for. If I only have time to schedule out the next week, that’s why I’m 
doing it on the 8th again, because then I can schedule out the next two weeks, before the 22nd, when it 
shows up again.

http://www.hootsuite.com
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I’ve decided that every Monday I’m going to write an article. Every Wednesday or so, I’m going to 
do social media campaigns, and twice a month, on Thursdays, I’m going to create a video. Here’s a tip 
on video: I start with articles that I’ve written, then I take out my key points. My articles are usually in 
tips format: numbers one, two, three, four. I try to number them, I try to make them bullet points so 
they’re very easy to read, and it also translates well to video.

So all I do is instead of all the text after those bullet points, I just take the bullet point and I print it really 
big on a piece of paper. For example, setting up an author fan page. Step one, step two, step three. And 
all I have are the steps there and any web URLs I need to send people to, like Facebook.Com/username, 
to get your custom username, that kind of stuff.

And then I sit in front of my video camera, with my tip sheet—my outline—right in front of me, and 
I talk into the camera lens about those points. And I just talk kind of off-the-cuff. I’ve already written 
the article, I already know how to do the thing I’m talking about. It’s the same exact thing as the articles, 
it’s just a different medium. I’m not writing anything from scratch for my video, but since I’m talking 
off-the-cuff I may have some material in the video that doesn’t appear in the article and vise-versa.

Let’s say on the 13th I write an article that would work really well on video, so on the 16th I shoot it. 
And then on the 18th I do a workshop on the same thing that my article and my video are on. See how it 
all can tie together? It doesn’t have to be all fresh new content. You don’t have to keep coming up with 
new stuff. I’m going to schedule a workshop on the 18th to talk about using Facebook to promote your 
books, which I already talked about how to create a Facebook fan page in my article, and I already did 
a video on it. I’ve already got my practice in for doing the workshop, and I have my materials made. 
The article can easily be turned into a worksheet for people to fill in the blanks.

Those are ways to make these things not seem so overwhelming. That would be September.

October
























Action time!
Two free things I’m going to do in month #1:

http://www.facebook.com/username
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_________________________________________________________________________________________

_________________________________________________________________________________________

Two online things I’m going to do in month #1:

_________________________________________________________________________________________

_________________________________________________________________________________________

Now for October, we’re going to add something. The only thing I took away from October was 
the social media campaign, because technically, with a social media campaign, you can schedule out 
four months, so that first month I’m going to focus down on scheduling the next four months out so I 
don’t have to do anything again with it again until December. And that would be wonderful for social 
media.

In October, every Monday I’m going to write an article again. Then on a Tuesday in October, I’m 
going to create my pay-per-click ad that’s going to run for the next three months—remember, this is 
a four-month marketing campaign, so whatever you do in the second month doesn’t have to go four 
months from then, it can just go for the rest of the four months.

The pay-per-click ad is going to go through December, and the next Tuesday I’m going to order my 
bookmarks, so by then I should know what I want to say on my bookmarks. Some graphic designers 
are good at putting together some copy as well and will put your “about the author” on the bookmark, 
and just adapt it from what you already have on the back of your book, so that’s a really easy way to 
get your bookmarks done. And then I’m going to do two more videos on Thursdays, and I’m going to 
do one more workshop on that following Saturday. Since I’ve chosen a workshop and articles for my 
free things, I’m going to keep doing those every month for the full four months.





















Market Your Book in Less than an Hour

© 2011 Imagine! Studios, LLC    www.UltimateBookCoach.com30

Action time!
Two low cost things I’m going to do in month #2:

_________________________________________________________________________________________

_________________________________________________________________________________________

One online thing I’m going to do in month #2:

_________________________________________________________________________________________

Now November, once again, every Monday I’m going to do an article. Technically, November is a 
special month because I have five Mondays, so if I want to give myself a break from writing articles, I 
can probably take one of those Mondays away and it won’t hurt me too much.

I’ve got on Thursdays I’m going to do videos. Now, because of holidays, what I’ve done is rearranged 
when I’m going to do my videos so they don’t fall right on Thanksgiving. Because that would just 
be sad. And Veteran’s Day, a lot of people get together for that, too. So I’ve got my videos set to be 
recorded. I actually have mine professionally edited, so they aren’t going “live” on these days. 

You don’t have to get videos edited, you can put them right up on YouTube. I would rather have 
intros and exits and my website popped up all over, but if you want to just throw them up on YouTube, 
you can, right after you shoot them. They don’t have to be actually put onto YouTube yet, this is just 
when you’re going to shoot your videos. Once again, I will probably take an article that I’ve written, 
either that week or a previous week, and do the video on that so I’m not coming up with video material 
from scratch.

On the third, I’ve got down to outline what I want on my website. If you’re going to do a book 
website, that’s just for your book and all you want to do is your book trailer, just wait on that. But 
you really should also have an author website that’s got more information about you, about speaking, 
about the events that you’ve been at, and your media room, which is a most important element.

Your media room is like a resume of places you’ve been in the media, and things that you have done 
that would be something the media would be interested in. Something to add credibility to yourself. 
So I’m going to outline what I want on my home page, what I want on my about the author page, what 
I want on my media room, the different workshops I’ve done, etc. The workshops I did in September 
and in October can be added to my media room.

And then I’ve given myself a deadline. I’ve outlined the website on the 3rd, and my deadline to 
actually get all the text written for the website, all the copy, is a week later. That gives me one week 
from outline to my deadline to actually have the text ready to go to the website designer, if I’m using a 
web designer, which I do. Then they can take the text and the graphics and put it together for me. And 
then I’ve got another workshop on the 13th.
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Action time!
One midrange cost thing I’m going to do in month #3:

_________________________________________________________________________________________

One online thing I’m going to do in month #3:

_________________________________________________________________________________________

Then in December, I’m getting pretty busy. I’m still doing my article every Monday. On Thursdays 
I’m still doing two videos, and what I’ve done here is a before the holidays and after the holidays. So I 
could actually tie these videos and articles into Christmas and New Years and Chanukah if I want to.

Then I’ve got, at the beginning here, I’m outlining my book trailer, because I chose book trailer for 
my high-cost item. While I outline my book trailer, I’m going to look for photos and music and stuff, 
and I’ve got till the 3rd—three days—to get the photos and music, which I get all from iStock because 
it’s cheap and it’s pretty decent stuff.

And then I’m giving myself until the 7th, because I like to give myself a little bit of grace, maybe 
over the weekend I can keep finding some photos and tweaking my outline for my book trailer. On 
the 7th I’m going to send them to the videographer who’s going to actually put together my video for 
me. After that, I don’t have to do anything. I just give them a deadline and say, can you have it to me 
in two weeks? Can you have it to me by the 21st? And they’re like, okay, great, no problem. We hope. 
My book trailer is done on the 7th. Outsourcing for this kind of stuff is a great way to keep your stress 
level down.

Then I’ve scheduled another workshop on the 11th. Then on the 18th I have “end pay-per-click ad.” 
That Facebook ad that I put out to a targeted audience, which is an excellent way, by the way, to do 
pay-per-click ads, I’m going to schedule it to end on the 18th. Which you can actually do in the ad itself 

http://www.istockphoto.com
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when you set it up. What it does is it goes off a budget, so you budget out so much money you want 
to spend, and then once the money’s spent, you’re done. Or you can actually schedule a date, and say 
I don’t want to spend any more than X amount per day. I have it set to like $15 per day, and I’ll run it 
over holiday weekends, weekends that people are going to be on the computer a lot. This is getting into 
wintertime, so more people will be online.

One of your bonuses is a PDF of January through December. It’s blank, it has no numbers and 
no year on it, just the days across the top so you can actually schedule out and number your own 
marketing plan and have it in front of you on hard copy paper.

You can also go to this website here, FreePrintable.net, which is where I got these from. You can 
download one month at a time, if you want to have a all the numbers there. I just downloaded September 
through December 2010 because that’s when this was recorded.



























Action time!
One higher cost thing I’m going to do in month #4:

_________________________________________________________________________________________

One online things I’m going to do in month #3:

_________________________________________________________________________________________

Congratulations!
You have just created a four-month marketing plan for your book! Now it’s time to take action!

http://www.freeprintable.net

	Greetings Book Author!
	First Steps
	Intro to the Many Forms of Marketing
	Free Marketing
	Speaking
	Workshops and Seminars
	Press and Media Coverage
	Email Newsletters
	Tip Sheets
	Articles

	Low-Cost Marketing
	Fliers
	Bumper stickers
	Non-bookstores
	Bookmarks
	Business Cards
	Posters
	Social Media Advertising

	Midrange Cost Marketing
	Author or Book Website
	Local Travel
	Postcards
	Brochures
	Custom Promo Items
	Trade Shows
	Radio Ads
	Print Advertising
	UPKs

	High-Cost Marketing
	Speaking/Book Tour
	Magazine Ads
	TV Ads
	PR and Marketing Firm
	Sponsorships
	Book Trailer

	Online and Internet Marketing
	Virtual book tour
	Social Media
	Video
	Blogging

	Four-Month Plan
	Congratulations!

