
A	wise	person	learns	from	his/her	mistakes.	A	
super	wise	person	learns	from	others’	mistakes.	
	
Jason	gave	a	breakfast	(or	lunch?)	presenta>on	at	
WWC2017	and	his	comment	about	“who	has	
walked	this	path	before”	resonated	with	me.	
	
Should	be	also	helpful	for	products	(other	than	
books)	and	services.	
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Warning:	Gonna	throw	these	ques>ons	back	at	you!	
	
Why	am	I	here?	

•  I		owe	you	
•  Forces	me	to	understand	what	I	think	I	know.	
	

Why	should	you	listen	to	me?	
•  I’ve	given	presenta>ons	here	before	
•  Two		years	of	being	a	webinar	junkie	(see	list	of	

people	to	follow	on	a	later	slide)	
•  Been	through	it	(first	launch	a	disaster,	second	

was	okay,	third	one	is	gonna	be	great)	
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I’ve	broken	every	corporate	rule	on	PPT	presenta>ons	with	
the	small	font…	
	
Goals:	
…to	show	my	interpreta>on	of	what	the	“experts”	suggest	
…provide	references	with	which	to	make	your	own	decision	
	
The	demos	will	depend	on	>me.	Not	sure	how	far	we’ll	get.	
But	will	hope	to	finish	in	December.	
	
Note:	the	demos	will	only	be	an	overview.	Hopefully	enough	
to	help	you	decide	whether	the	various	soZware	resources	
will	be	part	of	your	“plan.”		
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Story	structure	is	how	we	think:	The	Storytelling	Animal:	How	Stories	Make	Us	Human	
by	Jonathan	Go\schall	

Also:	“The	Story	Grid”	by	Shawn	Coyne	
Also:	“The	12	Key	Pillars	of	Novel	Construc>on”	by	C.	S.	Lakin	

	
Sugges>on:	review	front	and	back	ma\er	in	the	books	you	own	(or	survey	at	Powells)	
	
Derek	Doepker:	“…never	know	how	expensive	something	is	just	based	on	cost…”	
	
Edi>ng…because	you	already	“know”	what	you’ve	said,	your	eyes	slide	right	over	
mistakes	
	
Don’t	forget	your	“visual	assets”	(that	match	your	cover):	images	for	use	on	SM,	
banners	for	website,	business	card	images.	
	
Can	format	with	Scrivener	(but	I	find	Vellum	easier	(and	more	$$))	
	
Kristen	Lamb:	…the	structure	of	a	blurb	is	super	simple	and	can	be	summed	up	by	
3P's	made	of	2-3	sentences	each:	
•  Protagonist:	Who	are	we	roo>ng	for	and	where	are	they	in	life	when	the	book	

starts?	
•  Problem:	What	is	the	main	problem	of	the	book?	
•  Peril:	How	does	the	problem	bring	the	protagonist	to	the	brink	of	X?	
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There	are	way	plenty	of	other	op>ons.		
	
This	is	just	a	sampling.	
	
Coogle.it			(…cute…)	
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I	had	a	lot	of	stress	over	this	as	my	book	series	is	a	bit	of	a	mixed	genre:	
…I	consider	them	to	be	historic	thrillers	
…but	the	element	of	>me	travel	moves	it	into	SciFi	
…character	ages	range	from	16	to	65	(major)	and	down	to	9	(minor)	
	
Some	genres	are	easy	to	iden>fy:	
…Romance	
…Murder	mysteries	
…Ero>ca	
…YA	
	
Note:	each	genre	has	it	rules	and	expecta>ons.	A	survey	of	covers	and	
blurbs	may	be	educa2onal	
	
Read	books	in	your	genre	
	
Don’t	want	to	present	yourself	to	the	world	as	a	fan	of	ero>c	if	you’re	
wri>ng	YA…	
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Genre,	audience,	and	the	reason	you	write	will	heavily	
influence	how	you	present	yourself	(your	public	persona)	
on	SM,	etc.	
	
You	are	judged	by	the	public	on	your	“brand”	
	
Non-wri>ng	example:	h\ps://sallysbakingaddic>on.com/	
•  Her	email	newsle\er	gives	recipes	&	baking	advice	
•  yeah,	she	wants	you	to	buy	her	cookbook	
•  which	I	would	if	I	needed	a	birthday/holiday	giZ	
•  Brand/planorm:	“expert”	on	baking	goodies	
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Not	good.	Not	bad.	Just	is.	
	
SM:	Do	what’s	comfortable.	Don’t	spread	
yourself	thin	chasing	every	SM	fad.	
	
Inform	and	entertain!	
	
Google	yourself.	You	want	to	own	the	first	
page	of	results!	
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Your	comfort	level	will	shiZ	upwards	(ou\a	the	OMG	zone)	with	
a	few	webinars!	
	
I	will	provide	a	list	of	people	(that	I	follow)	who	I’ve	found	to	be	
(relentlessly)	helpful	with	climbing	the	learning	curve.	
	
Follow	other	authors.	Note	what	they	blog	about.	Study	their	
Amazon	author	page.	No>ce	how	they	promote.	
	
Mike	Dillard:	…the	en>re	business	plan	can	be	summed	up	in	3-
steps...		
•  Step	1:	Build	an	email	list.	
•  Step	2:	Build	a	great	rela>onship	with	the	people	on	that	list.	
•  Step	3:	Market	helpful	products	and	services	to	that	list.	
Yep.	That's	it.	That's	my	en>re	business	model.	
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***Go	to	Facebook	and	show	ads.	
	
***Go	to	Amazon	and	show	ads	
(try	1632	Eric	Flint).	
	
Follow	Mark	Dawson	for	FB	ads	advice.	He’s	
relentlessly	helpful!	(Yeah,	he’s	gonna	try	to	sell	
you	his	course	(which	I	bought))	
	
I	didn’t	have	an	adver>sing	plan…and	wasted	$	
	
Need	to	know	your	demographics	
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No	way	around	this.	
	
S>ll	works.	
	
Can	give	away	other	things	than	your	book	via	
Rafflecopter	or	KingSumo	
	
No	book	yet?	Then:	preview	chapters,	deleted	scenes,	
character	histories,	other	author’s	books	(with	
permission),	etc	
	
May	be	best	is	Reader	Magnet		matches	brand	(my	short	
story	collec>on	probably	wasn’t	a	good	RM	for	me).	
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Horribly	expensive	as	a	single	($125).	Be\er	for	ten.	Reasonable	
at	a	hundred	($6	but	with	high	upfront	cost).		
	
A	good	review	ar>cle:	
h\ps://www.thebookdesigner.com/2010/11/isbn-101-for-self-
publishers/		
	
…or	google	“Joel	Friedlander	ISBN”	
	
My	“publishing	house”	is	Wyeast	Press.	And	my	ISBNs	are	all	
>ed	to	that	en>ty.	
	
Unfortunately,	ISBNs	are	not	transferrable.	
	
But	at	Bowker	(aka	“Bonkers”	because	of	the	price)	
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“Only	wants	to	sell	stuff”…can	match	your	inten>ons	
	
***Visit	author	page.	Free	billboard!	
	
***Visit	KDP	page.	
	
***Visit	CreateSpace	page.	
	
Catagories:	which	shelf	in	the	bookstore	
	
Keywords:	what	words	you	use	to	ask	the	bookstore	
employee	for	a	book	on	that	shelf.	
	
Note:	some	people	advocate	adding	sub>tles.	
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The	WM	anthology	is	a	great	start.	But	nothing	beats	personal	experience.	
	
***Show	“Eclec>c	Shorts”.	(Not	sure	about	keeping	it	live…not	part	of	my	“brand”)	
	
Comment	about	images:	
…careful	about	using	images	from	the	web	
…set	your	camera	to	high	resolu>on	(describe	my	cover	problem)	
	
Blurbs	are	hard.	Write	before/while	wri>ng	your	book.	
	
h\ps://www.thebookdesigner.com/2017/08/mining-gold-taking-control-of-your-
metadata/	
	
Pricing:	maybe	start	at	$0.99		Then	upload	to	Nook	and/or	Kobo	at	free.	Then	no>fy	
Amazon	to	price	match	(more	prac>ce!).	Then,	if	it	matches	your	novel,	do	$5	FB	ads	
targe>ng	different	demographics.	Great	prac>ce	(and	development	of	confidence).	
	
Op>onal:	play	with	KDP	Select.	And	set	a	“free”	promo>on.	Again:	great	prac>ce.	
	
Note:	doesn’t	have	to	be	just	prac>ce…goferit.	Especially	if	part	of	brand.	
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This	is	a	couple	hour	presenta>on	on	its	own.	
	
Why	WordPress?	Just	soZware.	Can	install	on	your	own	computer/server/host.	Massive	
open-sourced	support/plugins.	28%	of	the	web.	Even	if	Atomaxc	goes	down,	WordPress	will	
con>nue.	
	
WordPress.org:	
•  download	the	soZware	on	your	own	(rented)	site	
•  control	
•  need	URL,	host	

•  www.firstlast.com	
•  plugins	(Google	“best	WordPress	plugins”)	
	
WordPress.com:	
…”WordPress”	is	in	the	name	(can	$	it	off)	
…no	plugins	
…more	limited	
…less	mental	overhead	
	
SEO…confusing?	Think	of	it	as	UDWAPSTSCFYB	(use	descrip>ve	words	and	phrases	so	total	
strangers	can	find	your	book)	
	
PG’s	website	checklist:	h\ps://goo.gl/DeRtXc	
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MailChimp	is	easily	an	hour	discussion.	
	
***Show	email	message	sequence.	
	
Mass	mailings	from	an	individual	risks	being	labeled	as	
SPAM.	EMS	has	opt-in	processes	(and	the	reputa>on)	to	
avoid	that.	
	
Op>ons:	
h\ps://janefriedman.com/mailchimp-alterna>ves/	
	
The	email	list	is	constantly	stated	(by	everyone	I’m	
following)	as	the	most	important	strategy/tool/method	
for	marke2ng.	
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Landing	pages	need	to	be	simple	
and	not	distrac>ng.	
	
***Show	landing	page.	
	
***Show	MailChimp:	list,	forms	
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Non-fic>on	and	fic>on	are	two	different	animals.	
	
***Show	examples	from	waltsocha.com	
	
Do	the	leg	work	of	finding	the	best,	most	
appropriate	content	(curate)	to	share.	
	
It	ain’t	pie,	go	ahead	and	promote	others.	
	
Gold:	gexng	other	site	to	link	to	yours!!!	
	
Ain’t	nothing	gonna	happen	fast…	

18	



What	I	did	for	my	second	book.	
	
First	book?	A	disaster!	
	
Kinda	follows	Tim	Grahl’s	“Your	First	1000	Copies:	The	Step-by-Step	Guide	
to	MarkeFng	Your	Book”	and	simplified	with	“Published”	by	Chandler	
Bolt	
	
No	subs?	Ask	friends…especially	any	that	read	your	genre.	
	
***Show	KDP	Reports.	
	
Signings,	Press	Release,	etc…no	mental	budget!	
	
***Amazon	reviewers:	show	how	to	find?	Not	part	of	launch,	but	I	did	
“reach	out”	to	several	(9).	As	far	as	I	know,	only	1	responded	(but	that	
was	a	5	star	review).	
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Don’t	want	your	subs	to	forget	you	while	you’re	wri>ng	
the	next	book!	
	
The	Plan:	using	a	“free”	first	book	to	either	increase	
mailing	list	or	increase	Amazon	ra>ngs…	
	
Preorders:	
h\ps://www.popedi>ng.net/beyond-sales-3-powerful-
benefits-of-preorders-for-newbie-indie-authors	
	
Haven’t	really	interacted	on	Goodreads.	Need	to	do	so.	
	
Bookbub	=	$.	And	hard	to	be	accepted.	
	
I’m	not	into	book	signings…	
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These	individuals	provide	useful	content.	
	
Yes,	most	are	likely	to	try	to	sell	you	something	but	only	aZer	
they’ve	been	relentlessly	helpful.	
	
I’ve	bought	stuff	from	several.	
	
Free	resources:	
“Why	Authors	Fail“	by	Derek	Doepker	
“Reader	Magnets”	by	Nick	Stephenson	
“Book	MarkeFng	Is	Dead”	by	Derek	Murphy	
“Your	First	1000	Copies”	(frequently	free)	by	Tim	Grahl	
	
Check	out	their	webinars.	Yes,	they	will	try	to	sell	you	
something	at	the	end…but	their	“free”	content	is	valuable	(and	
relentlessly	helpful…!).	
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***Show	list	as	Word	doc.	
	
These	are	just	my	sugges>ons.	If	you	asked	10	different	
published	authors,	you’d	probably	get	20	different	lists.	
	
Complete	in	any	order.	
	
Maybe	one	per	week?	About	a	year’s	worth…	
	
Develop	the	habit:	a	step	at	a	>me.	(Plan	the	whole	sequence,	
but	only	worry	about	the	next	single	step…)	
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Reminder:	
•  Entertain	
•  Inform	

	
	
And	did	I	men>on	“The	12	Pillars	of	
Novel	ConstrucFon”	by	C	S	Lakin?	
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Tangen2al:	
	
Recently	read	(okay,	I	listened	to	the	audiobook	version	of)	“The	Successful	Novelist:	A	
Life>me	of	Lessons	about	Wri>ng	and	Publishing”	by	David	Morrell.	I	highly	recommend	it.	
	
h\p://www.crea>vindie.com/437-book-marke>ng->ps-from-publishing-experts/	
	
And	some	self-promo2on:		
	
My	first	book,	“Conflict,”	is	perma-free	on	Kindle,	Kobo,	and	Nook:	
Amazon:	h\ps://www.amazon.com/Conflict-Crossover-Walt-Socha-ebook/dp/B01MSJ69DC/	
	
Nook:	
h\ps://www.barnesandnoble.com/w/conflict-walt-socha/1125130566?ean=2940156877218	
	
Kobo:		
h\ps://www.kobo.com/us/en/ebook/conflict-23	
	
The	second,	“Contact,”	is	exclusive	on	Amazon:	
h\ps://www.amazon.com/Contact-Crossover-Book-Walt-Socha-ebook/dp/B073WRFCYP/	
	
***Show	how	to	simplify	an	Amazon	link	
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