
Welcome to Ninja Product Creation, the mini-course. This short book is designed to help you 

create a very simple product and get it online and get it selling fast. I'd like to make things simple 

and easy for you, especially if this is your first product and you're just starting out, so in this 

training, we're going to cover how to choose your niche and decide what your product should be, 

the best ways to deliver your products to your audience, and how to write your description and 

launch your product.  

 

Maybe you have a lot of ideas and you're just not really sure what you want to create or what 

the best delivery type for your audience is. There are multiple ways you can deliver your 

products to your audience. We're going to cover those. We’re also going to cover how to 

research your chosen niche. Once you decide what your product should be, you need to do a little 

research regarding it, and learn how to write your product description, which is very important 

because your description is going to appear everywhere that your product is, whether that's the 

back-cover copy of your book or your Amazon description or it's a description for a course or 

whatever. You do need some sort of description to sell it to people, because they need to know 

what they're going to buy.  

I’ll give you the fastest formula to launch your product: this is very simple and basic. We're 

not talking about anything super complicated, so it's a very simple and basic way to get your 



product online. It's actually the way I launched my very first couple of products, and I made 

some money off of them, which is awesome. It was my foray into the online-business world and 

selling digital products. I'm going to tell you how I did that, and of course more. So let's start 

with determining your niche and product.  

 

Niche and product identification 

 

These are the things you need to think about. You need to think about what you do right now. 

So, whatever your occupation is, whatever you spend a lot of time doing, is that something you 

really enjoy? Is it something you feel like you could write about, you could teach about, you 

could create some sort of product about it and sell it? So whatever you do right now, think about 

that, because if you love what you do, great. You can very easily create products from it. If you 

absolutely hate what you do, well, that's where the next question comes in. What are you 

passionate about? Without passion, products will go nowhere. I absolutely hate the marketing 

crowd that teaches that you should just find the niche that is selling first and then create 

something for that niche. The fact is, if you use that method, your passion is not behind it, and it 



won't sell. I hear that from everybody, that that product will not sell, because you're not backing 

it; you're not behind it; your energy isn't in it, and energy is everything.  

People comment on my energy and drive when I'm teaching, and my smile all the time, 

because I smile when I teach. I love to teach. Because I'm passionate about that, of course I'm 

going to create courses. That just makes sense to me. It's also what I do right now. It's not what I 

always did. In fact, I went into teaching kicking and screaming but then I discovered how much I 

love it. Sometimes it takes a little kick in the butt by a coach to help you see another perspective 

and identify something you may be good at and may enjoy that you don't see yourself succeeding 

with yet because you're so buried in what you're doing, and overwhelmed. That's where I was.  

So think about what you're passionate about. What do you love to do, and what did you love 

to do when you were younger as well, when you were a kid? Is there something that you can 

relate with that, which you can turn into a product? What gets your blood pumping and gets you 

out of bed in the morning? This goes along with passion, but I feel it's even deeper.  

What gets me out of bed in the morning sometimes? Well, I've got to go to the bathroom. Just 

practical nature stuff. Beyond that, what gets you excited to wake up and take on your day? What 

gets you super happy and pumped to go to work or to work on a new project or something like 

that? Is there something that gets you excited? Do you love writing so much? Do you get an idea 

for a book and you have to sit down and do it right away? Do you love to create art? Do you love 

to talk to people? Do you get to coach people and you're all excited to get to talk to people 

today? What is it that gets you so excited?  

I have a coach, Therese Barbie. I talk about her all the time. She's my life coach, and she's 

actually more than that, but she was in Hawaii a few months ago, and we had a call scheduled. I 

asked her, “Are you sure you want to do this?” because it was something like 6:00 in the 

morning her time and she does not like mornings at all. I've stayed at her house. She is the 

"waddle out of bed at 10:00 AM" kind of gal and she just had a baby recently, which I think may 

have started to change things a little bit, but still, six o'clock in the morning, for her, is still 

really, really early and I asked her if that was okay. She called me right away, and she sounded 

so awake, and she said, "I just love this. I love to coach. Of course I'm awake. Of course I'm 

ready. Let's do this!" She had texted me right before we started: "Give me five minutes." I 



thought it was because she was still rolling out of bed. It was because she was trying to find the 

keys to the rental car so that she could coach me outside so that she didn't wake up her husband 

and baby. I was like "Aww, that's awesome." But that's just it. That's an example of something 

that really gets blood pumping in the morning and gets you really excited to take on your day and 

to do something.  

If you only get to do that on the weekends, then what is it about the weekends that excites 

you? What is it that you just love to do? Is there a niche that you've thought about going into? Is 

there one that you’ve been attracted to? I'm not talking about one that people say "sells" like 

"Oh, you should go into health and fitness" and you feel like you're overweight and you have 

nothing to offer the health-and-fitness community, but hey, health and fitness sells, so I should 

do something there . . . but you’re not passionate about it. I'm not talking about that. Okay? I'm 

talking about a niche that you've thought about, where you've thought, "You know, that could be 

really cool."  

For example, I actually do have an art degree, but I've always said that I never use it, and I 

still would say that I don't use my art degree, but lately, in fact, over the last weekend, I've been 

diving into mixed-media art, starting with a blank canvas and seeing where it goes, gluing things 

to it and the whole nine yards, and I'm sticking with a theme I've been wanting to practice with 

and play with for a while, which is Steampunk. What's interesting about it is none of that I 

learned in school, of course. None of the skills I'm using did I actually learn in school. I'm just 

kind of learning on the fly, but it's a niche that I've wanted to get into.  

One of the reasons I want to get into it is because I want to have an Etsy store, because I have 

a passion for artists and a passion for art and I want to teach artists how they can sell better art 

and sell their art better— how they can create and set up an Etsy store, and I don't know how 

because I've never done it. That's a niche I'm thinking about getting into. I don't know if I'm 

going to actually teach on that, but I did buy a couple of books about it and I am creating art with 

the intention of hanging onto it for a while and then selling it if/when I get tired of it, or if there's 

a piece I'm not particularly crazy about. Basically, right now I'm taking the time to build a 

portfolio of work just to see what will happen with it because it's a niche I'm thinking about.  



 

So go through these questions. What do you do right now? Do you love it? Great. Do you hate 

it? Then don't choose that niche. What are you passionate about? What are you so passionate 

about that it gets you up in the morning? Is there a niche that you think would be cool, that you 

think, "I want to try that. I want to dip my toes in that niche's water and see what happens"?  

For example, I eat a lot paleo and keto, for the most part. I've been eating this way for about 

three months now and I love it. I miss a couple of things, but I still get to have them once in 

awhile. But for the most part things have started to get boring. I'm eating the same meat and the 

same veggies every single day, several times a day.  

So, what did I do? I went and looked for cookbooks. I looked for recipes. I'm watching TV to 

learn how to cook. My husband's teaching me how to cook because I've never cooked before in 

my life. So, once I got into this, I looked for every resource. I now have about 10 different 

cookbooks just on paleo and keto alone and that's awesome. Ten different cookbooks. Did I 

research all of them? Did I buy used, every single one of them? No, because it's something I’m 

interested in. It's a niche. It's a topic. So, of course, I'm going to go buy this stuff.  



Okay. So that's something you want to think about, like are you filling another gap? Are you 

looking at the reviews that people have of books so that you can then apply them to whatever 

product you create and fill that gap and reach your customers where they want to be reached?  

 

Best sellers on Amazon 

You know go to Amazon and look at the best sellers in this specific niche to give you ideas as 

to what's selling right now. What's hot right now? The niche that you want to write in. I can't 

stress that enough. Or the niche that you want to teach from. Whatever niche you want to create a 

product in, look at that niche. Don't go looking at the niches just to see which ones are top 

sellers.  

Maybe you really want to get into kid's book creation or puzzle books or something like 

that—maybe coloring books. Look and see what's selling right now in that niche. If you want to 

get into that just because it's fun and it sounds awesome, go for it. If you want to get into it 

because people are saying it's selling and you should and you don't like to do that kind of stuff, 

you hate art, then don't do it. 



 

 

Product delivery 

Once you decide the niche you want to go into and the type of product you're thinking of 

creating, you need to think about how you're going to deliver it. What are you comfortable with? 

Are you comfortable creating video? Video doesn't have to be you demonstrating something on 

camera or you sitting in front of a camera talking—they call that a talking-head video. Video can 

be done the way I often do them: I have PowerPoints, and I often teach from PowerPoints. I love 

teaching this way because I don't have to worry about hair and makeup or any of that. I also do 

some video in the other methods, so what do you like?  



 

Do you love being animated on camera, showing your adorable face? Is that what you love to 

do? Perhaps you feel like you have no problem just talking, so you could talk from a PowerPoint 

or talk from a demonstration or something like that, maybe demonstrate something online. Let's 

say you're a Web developer, and you can create WordPress sites in your sleep. So how hard 

would it be for you to video your process as you're creating a site, and then turn around and sell 

that as a product, as a step-by-step how-to? It's really not that hard. Just explain what you're 

doing as you go along. People will buy that because they can follow along and create their own 

sites. That's one option.  

Another option is obviously PowerPoint. If you're comfortable with PowerPoint, then you can 

do it with video. You can create all sorts of other products with PowerPoint. I've created 

checklists with PowerPoint. I've created books. You can create infographics, mind maps, all sorts 

of different things. If you're comfortable using it as a program, then think about how you can use 

it in different ways. You can even use it to create templates. I've used it to create fiction book 

cover templates and e-book templates. You can use it for something like that and create 

templates for things. I actually have a friend who created templates with speaker one-sheets. 

Felicia Slattery sells a product—they're PowerPoint templates—but they are speaker one-sheets. 

People have to fill in their own information. I think she has author one-sheets as well. So think 



about the different kinds of things you can use PowerPoiont for. It's graphic, it's text. There are a 

lot of options for what you can use PowerPoint for. You can also use it, of course, for video.  

 

Writing  

Are you comfortable with writing? Most of you probably are because you follow me because 

I'm The Book Ninja. So you're most likely comfortable with writing something. Are you 

comfortable with writing books? Big books, little books, user guides? Any kind of writing that 

you're comfortable with, think of that as well.  

 

Graphics 

Are you comfortable creating art and creating graphics? If you're comfortable with that, think 

about doing a little minicourse on Photoshop if you love Photoshop, or Gimp, or one of the other 

photo programs out there. Tony just blows me away every day with the different art programs 

that he finds and creates with, and of course he has courses where he teaches how to use those. 

Whatever you're comfortable with doing—I keep coming back to that—don't go out and just try 

to do something new and learn something new just because that's what  somebody tells you you 

should do. Whatever you're currently comfortable with, do that.  

Maybe you're also (unlike me) comfortable with technology. I'm not always comfortable with 

technology. I know enough that I like to outsource as well. I like to hire people to handle stuff 

for my websites, for my e-book formatting, and so on. But let's say that you love it. You format 

your own e-books, and you've had great success with it; you could do that for other people as a 

service. You could also turn that skill into a product, where you either sell the service or have a 

how-to video teaching people how to do it.  

You can do the same thing with websites and so on—pretty much any technology. I know 

someone who wrote a book on CSS programming. So you could turn your knowledge into book 

format. You could turn it into video and create courses. You could even create a whole series of 

graphics that people could download and buy a graphics pack for ten bucks, and then they could 



have these flash cards of different things to do to set up their website or to monetize their website 

or to get traffic to their website.  

There's so much you can do with fun, graphical type things as well as recording your voice 

and of course writing from scratch. Think about it. Think about what you do right now, what 

you're passionate about. What gets you up in the morning? What is a niche you've thought about 

diving into because you like it? Then look at what delivery method you're comfortable with and 

marry those two ideas together. That will help you develop what kind of product you want to 

create. 

 

Statistics about learning 

When learning something new, 58.4% learn best when they are learning in more than one way 

(audio, visual, text and so on). That's over half of all people. Only 41.6% prefer to learn just one 

way. Let's say you choose to release a how-to video. If you don't have screenshots and transcripts 

of that in text format, you're literally cutting off a large percentage of the population and how 

they learn.  

That's a lot of people who won't be able to buy your product or won't want to buy your 

product, because they can't consume it. They prefer just one way of learning. Most of the people 

who prefer to learn in just one way prefer audio. The next highest number of people prefer to 

read or write. The smallest amount of people prefer hands-on.  

I'm in the hands-on category. I do learn by reading, writing, and audio, and visual (like video), 

but it's very hard for me to consume that. It's hard for me to consume a nonfiction book. I have to 

be really excited about it or be flipping through it for research in order to get through it, but you 

put me with an instructor in a room and they’re demonstrating something and I have a computer 

there and I can follow right along and implement right alongside them . . . I was known as "the 

action taker, the implementer" at every conference I went to. I had products and sales funnels 

and things done, optins done, just by the end of the session, because I did it along with the 

instructor. That's hands-on. That's the smallest part of the population. That's a good thing, 

because if that was the majority of the population, we'd all be in trouble.  



Most people could learn by video and so on. Now, with the 58.4% who prefer more than one 

way, they're cool; they like audio, they like reading and writing, they like hands on, they like 

video, whatever. They can learn from more than one of those at once. But you don't want to cut 

out almost half of all the people in the world and how they learn, simply because you don’t offer 

multiple formats.  

When you’re thinking about what you want to create, look at the best delivery types. Video is 

one excellent format, obviously because it’s visual and audio at once. So it’s almost hands-on. It 

could be considered hands-on if you have a workshop like I’ve taught before where I actually put 

on music and hold it up to my microphone and I’ll play music and say, “Okay everybody go do 

this now. I just showed you how; go do it.” And then we come back and keep going. I did a 

creativity workshop where we did that.  

 

Video could be hands on like in a virtual environment, or it could be just straight up visual 

and audio. Transcripts and books are obviously are just visual. Transcripts can be great, 

especially if you include screen shots throughout them, so that people can print them off. They 

can put them in binders, and they don’t have to find that one spot in the video where they know 

you taught something. They can just flip through their binder and find it very easily.  



Books are the same way: they can flip through it very easily and find something, unless it’s a 

Kindle book and then it’s like hunt and peck, kind of like videos, unless they tagged it and put a 

bookmark in there. You can do virtual bookmarks in Kindle books, but many times people won’t 

remember to do that when they want to reference something later. So until Kindle books get to 

the point where you can literally flip through them and at a glance tell where you’re at, the 

regular books trump Kindle books for that, but I love Kindle books. I have lots of them out there.  

Audio is extremely easy to rip out of video, and there’s actually a program that I use for it 

called Video Sky, I believe it’s called, and you can just pull the audio right out of it and export it 

as an mp3 so you have both and you don’t have to re-record anything. Regarding how to deliver 

it, you want to think about streaming versus downloads. You can have video, transcripts, text, 

and audio. I would have all three. If you have a project starting with video or audio, I would at 

least have audio and transcripts, or video and transcripts. Audio by itself is a little bit tricky. If I 

have a product where I’m showing a lot of demo and hands-on stuff, there’s no way that audio is 

helpful to anybody. You can listen to somebody setting up, like if I set up a printing account or 

something, “Okay let’s go to create space and upload our book.” Well, if I just have that on 

audio and somebody’s driving their car listening to it, it doesn’t do them any good because they 

can’t see anything that I’m talking about. So I don’t have audio for every single one of my 

videos, but for my bigger courses I do have audio for all of my PowerPoint-based videos where 

I’m just teaching information, because people just plug into their car and listen to it while they’re 

driving and they can absorb it much more easily.  

Streaming versus download is very important to think about because with streaming you don’t 

have the ability for people to download anything, which of course this doesn’t work for text-

based stuff. Streaming doesn’t work for transcripts, books, anything like that; you’ve got to have 

download only. But it does work for audio and video. You can choose not to have people 

download it or you can offer downloads.  

The problem with offering downloads that I’ve seen is that once you’ve reached a certain 

level of popularity with you product, you could easily get ripped off by people stealing your 

content and putting it up for sale on what we call “Black Hat Sites.” That’s not cool, okay? Not 

cool at all.  



I don’t allow downloads of my videos. I do a lot of downloads for my audio and transcripts, 

but it would be very difficult for someone to create something out of that and sell it, versus just 

put my videos online. So that’s why I do that. There are some cases where I’ll offer video 

downloads, but it’s very rare. In fact I don’t think I have any available right now, mostly for that 

reason. I don’t like being ripped off and I don’t like seeing my friends be ripped off. Now we do 

occasionally get people asking for that because they have slow internet or something like that, 

and I say I’m sorry, but for this reason I don’t offer downloads. You could offer downloads as an 

extra value-add, and you could offer that so that  people could download everything and keep it 

for later, like have it offline in case they are traveling or whatever.  

 

The other problem with that is, what’s to keep them from downloading everything the second 

day you offer it, and then asking for a refund, and in a sense getting everything you just had for 

free? All that hard work, everything you created, you have to send the money back, and they 

stole it from you. No, that’s not cool, either. And unfortunately, those people are out there. So, 

that is why I personally prefer streaming for video, and again, I’ll allow my audio to be 

downloaded just because it’s very easy. I upload them to Amazon and I just link the links in the 

page where people can access it and that’s it. 

 



Product description 

All right. Now let's talk about your product description. You need to know your audience. 

Knowing your audience will help you to speak their language and to say the right things. Make 

sure the things you say are true, of course. I’m going to help you say them in a way that is 

effective. 

 

What’s in it for them? 

This is one of the most important questions you could ever remember: What's in it for me? 

That is a question that you should answer, from the perspective of your customer. This is how to 

make sure that what you say is effective. If you can't tell your prospects or customers what's in it 

for them, what they're going to get out of it, then they're not going to buy it.  

How do you want them to feel? A lot of times, how you want them to feel is going to be the 

message inside your product, but it's not necessarily what they want. You also have to know how 

they want to feel. Do you want people to feel healthy and have energy and be excited about life? 

Is that what they want? Then those two things blend together, and should go into your product 

description.  

Do you want people to have healthy eating habits? Let's say that's your goal. You want them 

to have healthy eating habits, but all they want is to be a size four. You need to be able to speak 

their language and describe what they want to feel even though you may want them to feel 

something different. Sell them what they want and then give them what they need. So, sell them 

what they want in your product description that gets them in the door and then, once you have 

them hooked, give them what's going to get them to that. Give them what's going to get them to 

what they want, what they actually need to get what they want. 



 

 

Benefits verses features 

 Benefits are more “what's in it for me” and features are more “what there is.” Here are some 

practical examples of that. Features are like how many—how many videos do you have in your 

training? How long are those videos? What type? Is it video? Is it audio? Is it text? Is it a book? 

Does that book have checklists in it? Is it a workbook? And so on. What are the facts that are 

covered? You're going to learn X, Y, and Z and how it applies to A, B and C.  

That's all fine, well, and good. Features are important so you know what you're creating, but 

features are not going to make anybody buy your product. What will make them buy it are 

benefits. You need to be emotion driven and you need to point to the result. So, instead of how 

many, okay, you have 14 hours worth of video in your course. Which I do, in Instant 

Self-Publishing Ninja.  

People have asked me, “Well, how many videos do I get?” It might be tempting to say, “Well, 

you get 14 hours’ worth; is that enough?” Instead of saying that, I say, “In the 14 hours’ worth of 

video, you get everything you need, start to finish, to not only get your first book (or your next 

book) published, but to also publish other people and earn up to $25,000 a month or more.”  

That's emotion. That makes people go, "Oh, I like that! Yeah, I want to make that kind of 

money." I'm giving them the tools that they need to be able to do it. Now whether they do it or 



not is on them. There are factors involved with that, such as whether or not they are lazy.  

You also want to tell them what kinds of results they could have if they follow your advice. 

And of course, you can't always guarantee it. You can't say certain things. On one episode of 

Shark Tank, a contestant had a food product and he promised that people who used it would lose 

12 inches. But he didn't specify where. He just said 12 inches, because every single person he'd 

tested it on who had bought the product did lose 12 inches. But those inches weren't just 12 

inches around the waist. Those 12 inches came from everywhere on the body. He didn't sell them 

that. He sold them what they wanted, which was “I want to lose 12 inches” and then he gave 

them what they needed, which was the device to help them lose 12 inches around their entire 

bodies. 

The problem with that is he was promising a direct result and saying, “I guarantee you're 

going to have this.” You can't do that. First, there are the FTC guidelines. You can't just say, “I 

guarantee you are going to make $100,000 this year if you follow my advice.” Because, the fact 

is, people could follow your advice but apply it wrong or do something that sabotages it. You 

cannot guarantee weight loss. You can't guarantee people are going to be healed of an illness. 

You can't guarantee that they are going to make X amount of dollars. What you can guarantee is 

that if they follow your advice, they are going to have the best tools possible to get what they 

want.  

So think about that. Think about how you can drive emotion into your product description and 

what kind of results are you hoping that they get. Now, let's get to the launch formula.  

 

Launch formula 

 

This is the fast and easy launch formula and I'm going to go step by step because it's literally a 

step-by-step process. You want to set up a WordPress site. Choose WordPress because it's very 

easy to use. It has plug-ins and things like that to enhance your site, to add things to it. You can 

have a really pretty theme that you choose. There are free themes out there that are great and this 

gives you the ability to have a nice place for people to go to buy your product.  

You want to create a page for your product. On that page you want to insert the description for 

it. Add a picture if you have one. If you have a graphic or something for your product, your cover 

image or something like that, then you’ll want to put that there as well.  



Then go to PayPal and create a PayPal buy button. It's literally a process where you just click 

“PayPal Merchant” and create a button. And when you create that button, it will give you a string 

of code that you can insert on any webpage. This is another reason why I love WordPress. All 

you have to do is copy and paste what they call the embed text. It's just this string of code that 

says "embed this on your website."  

Go back to that page you created.  

Click the text tab and insert that button right at the bottom of your description and boom you 

have a page now with an active button that when people click it and pay you money, they are 

going to be able to get your product.  

You can choose to use something like Wishlist Member for delivery. I think it's like $99 or 

something like that. Use something like Wishlist Member if you want to require people to log in 

to get your product that way. For my first product, I didn't do that. For my first product, I just put 

it on the thank-you page and I also sent them a follow-up email that said, "Here's your 

download." And that was it. They didn't have a members’ area. They didn't have to log in or 

anything. It was only one product and it was a pdf. I didn't want to go to all the trouble of setting 

all the other stuff up. But if you want to grow into that or if you already have that, then by all 

means, use it. 

Then post links everywhere. Post links and post updates and teasers on your timeline as you're 

creating your product. On Facebook, Twitter, and LinkedIn (wherever you want to post it) say 

things like, "I'm working on this." You can say, "I'm working on this and I've accomplished X, Y, 

Z today. Yay! Go me!" And people will rally behind you and they're really excited about what 

you're creating and they'll start waiting to buy it.  

That's called seeding your audience. We do it all the time. If you look at the posts Tony and I 

make, you’ll see that we do this all the time. We're working on stuff that people think is just for 

fun and it is fun, of course. But we also have other motives in mind: we're going to be selling this 

stuff to them later. They don't know that. They just start following us. They're like, "Oh, we love 

what you're doing and this looks like fun." Suddenly we start getting questions: "Where's the 

book? Where's the video? Where's the movie? Where's this?" And they start to catch on after 

awhile that we're probably actually creating something that they can go buy.  

You can be seeding your audience along the way during your product creation and then post 

your links on your face-book timeline. Post them on your Facebook page. Posting things on your 



timeline actually is a little bit tricky. You want to seed your audience really well first and then 

say, "Yay! It's launch day. I'm super excited. Check out the link in the first comment." And put 

the link in the comment, because you don't want to be shut down by Facebook. They're starting 

to get pretty adamant about not using your personal profile timeline for selling. But definitely 

make use of your pages, a group that you're in, or a group that you run. You can post it there. 

Don't spam a bunch of groups; you're probably going to get reported and lose your account that 

way. So be very careful in how you do that. Make sure you tell people about it. That's the point. 

You want to tell people about your launch, about your product, and where they can go buy it. 

  

Next steps 

 

Okay, now I want to give you your next steps. This is your homework. I want you to start by 

brainstorming your product idea and select one idea to start with. Start creating it. Start seeding 

your audience. Start telling people about it, about what you're doing and so on. Just teasing them 

a little bit. Choose your delivery type. What do you want to do? Do you want to do video? Do 

you want to pull audio out of that? Do you want to just do audio? Maybe you are creating an 

interview product where you are interviewing a bunch of experts and you are going to sell that. 

I've done that before. All I did was get on freeconferencecall.com and recorded my interviews 

with people, and boom, I had a product. Five interviews. That was a product. I ended up using it 

as a bonus later as well. 



 

 So choose how you want to deliver it. Research your content and then create it. Have fun 

with this. Write your product description and remember features verses benefits. You want to 

stick to the benefit side of things. Not just what they get, but why it's important to them. Focus 

on what's in it for them. Set up your webpage or your website and your page where you're going 

to sell your product, and then launch it. And that's all you need to do for your next steps. 

For more information, training, and products that help you make money doing things you 

love, visit TheBookNinja.com 

 

http://www.thebookninja.com/

