Gordon Burgett’s Newsletter

for writers, speakers, publishers, and product developers

April 6, 2010

-------------------------------------------------------------------

You are receiving this e-mail because you subscribed to it on www.gordonburgett.com or because you are one of Gordon’s clients, seminar attendees, relatives, or product buyers. If you’d rather not receive it, go to the bottom of this message and click on “unsubscribe.” We never rent or share your name with anybody. Finally, if you want to forward this copy to others, we thank you.  

---------------------------------------------------------------------------

Your book printed and sold before you finish your coffee?
For years now we’ve heard about EBMs, Express Book Machines, that print your book’s text and cover simultaneously, then collate, glue, bind, and trim a paperback while you watch! The buyer picks the book out of 2 million choices in a catalog, pays, and out it comes.   

There are only 24 of these machines functioning right now—they cost $100,000 each. But they will multiply, and you can get aboard. In fact, if you are already working with LSI, all you have to do is ask for a contract addendum that permits LightningSource to forward your books to EspressNet.

Want to see what the EBM looks like? Here’s a high-quality video that shows all. 

Linda Carlson’s article in the March 2010 issue of the Independent Book Publishers Association Independent has an excellent four-page spread that gives all of the details, plus how you can get your book included. (I think the Independent is the best in-depth information source available to those of us eager to print and publish outside of the “big houses.”)
Linda mentions that On Demand will begin an online self-publishing tool that will compete with CreateSpace. Since I explain how to submit to and through LSI and CreateSpace (plus five more “ancillary” publishers) in How to Get Your Book Published Free in Minutes and Marketed Worldwide in Days, I will check out the SelfExpress program right away and share the results in a coming newsletter.
----------

What does our Permission Letter look like?

I’ve been asked this so often at my publishing seminars that when it came up again last week, I promised to share our model in my next newsletter. Here’s the linked digital version in .htm. We don’t use the letter often, at most twice a book, when we want to include a valuable, extended quote or a piece of artwork (a chart or graph, usually). We direct it to the publisher of the material in question. Has anybody refused permission? Not so far. Have we had to pay to use any material? Twice, for cartoons.     
----------
Do you want your niche (or any) article in print 75% of the time?

Whether you want to regularly and dependably see your articles featured in magazines, newsletters, newspapers, or journals, the process is pretty much the same. So are the results: put your name in front of the right people often enough and you’ve got cashable results without spending thousands of dollars on promotion.

In fact, articles may be the very best business cards to show what you know and how well you can articulate it. That in turn can quickly lead to the big bucks empire-building payoffs: paid speaking, consulting, product sales, and books almost created on demand. 

Today I’m releasing a $10, 30-page digital report full of how-to steps and a not-so-secret formula—it was the core of my biggest selling book and most popular seminar, “How to Sell 75% of Your Freelance Writing.” The report explains how the process differs for niche markets and contains sample tools, an example any user can parallel for their own benefit, writing guidelines, and the order in which things are done to sell at a 75% submission ratio.
If you’re already at that level, congratulations! If not, stop wasting time. Shake loose $10, get “How to Get Your Niche Articles in Print 75% of the Time in Magazines, Newsletters, Newspapers, and Journals” in 15 seconds, and multiply it a thousandfold.     

----------

What should a niche book contain?

Again, a frequent seminar question. The answer is fairly obvious: information that is irresistible to your niche market. Most books that penetrate their niche market fully contain all or nearly all of the following:

* facts, facts, and facts

* how-to advice

* quotes from successful “doers”

* appropriate anecdotes and/or examples

* numbers

* guides

* pointers

* graphs, charts, and other useful illustrations

* a current, annotated bibliography

---------
You can save at least $70 between now and May 31

If you send a new title to LightningSource (LSI) for a bound book (scanned or digitally submitted) and order 50 books shipped to one address by June 30, LSI is waving the set up charges—$70. Just enter FREESETUP (in caps) in the promotion field when you submit the new title. The same book will be eligible for their widely distributed POD program. That costs  $12 per title—a good deal. It also looks like they will scan the book at no charge (that’s usually $75 more), but doublecheck that to see if there aren’t some stipulation(s) I don’t see. 
---------

Seven things that will help your book sell well…

1. The book’s title must make its potential buyers eager to read its contents,
2. Its title and cover must at least imply the benefits the book’s contents will bring—or the needs it will meet,
3. Its cover must look professional and clearly display the title and those benefits/needs,

4. The book must be thick enough (have enough pages) to at least suggest that it is worth its price, but not so thick it will scare off those who must read it,
5. The book’s price must be in line with its perceived or imagined content and benefits,
6. The book must be well written, fully proofed, reliably researched, look like other bookstore books inside and out, and contain information, a story, or a supported theme, and
7. The experience of reading the book must be positive and worth the time, energy, and cost required.   

Said differently, if you are writing a book that you want others to buy, you must create a book that shouts to be bought. It must be printed in a professional-looking manner. Find something worth saying, and say it well. Never underestimate the value of a title that captures all in “let-me-at-it” prose, and make the cover exude class and provoke irresistible curiosity.

----------
The archives of the past newsletter issues are hiding at www.gordonburgett.com/NLarchives.htm. And my blog is at www.blog.gordonburgett.com. 

Do you have friends who should be reading this newsletter? Please send them to www.gordonburgett.com/free-reports.

Finally, my bio is at www.gordonburgett.com/gbbio3.htm. 

Best wishes,

Gordon Burgett

glburgett@aol.com
www.gordonburgett.com
P.O. Box 845
Novato, CA 94948

(800) 563-1454

