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How to pick the right kind of publisher
There are seven kinds of publishers.

How do you know 

*which is best for your book
* which will make you the most money

* which will print the best looking book, and

* which will get your book out fastest?

 Let’s figure that out before you write your first word…

To help you quickly and confidently through that process here’s my brand new e-book, HOW TO PICK THE RIGHT KIND OF PUBLISHER: A Pre-Journey Map to Success. The idea is to help you make your book precisely as you want it and to snag every last reward from it!

The e-book also includes a BONUS REPORT: “Twelve Ways to Turn Your Book Into Many More.” 
Here are the details, contents, costs, and an ORDER FORM…
Want to read a summary of the BONUS REPORT?

I just posted “Twelve Ways to Turn Your Book Into Many More” at my blog.

If you have a product, how do you ship it?
I’ve received several questions about how you start your own fulfillment section. 
Which usually means how do you get your book, audio cassette program, or other physical products to the buyer inexpensively, quickly, and with some order.

(Let’s set digital products aside, like the new e-book above. Those are often handled through 1 Shopping Cart [www….com]—a separate explanation for a coming newsletter. But you will still have things that must be shipped, particularly if you are selling in quantity to bookstores or niche markets.)

Setting up a “shipping department” is the inevitable result of self-publishing your own book or product. Yet it needn’t be a major headache nor entail extraordinary expense. At its simplest, you simply set aside a large table, put the needed items nearby, and either assign the task to some lucky employee, hire a part-timer to perform this function, or plug in some entertainment while you learn the craft! It is ideal for your kids (my girls were my shipping department while they were in junior and senior high), somebody else’s kids (when the kids go to college!), or seniors (when those kids go to college). But they must be responsible and attentive; frequent praise and small raises also work well. Whoever does it may need a car with a trunk to cart the packages to the post office. The load is heaviest after you send your newsletter or mailings and diminishes rather quickly between promotions. What follows are some quick tips that should save time and cost. 

* You need a mailing address so buyers can reach you. If you don’t have a separate office, a Post Office box works fine since the Post Office may refuse to deliver to your home if the response is too big. Ask the Postmaster. (Orders arrive by e-mail, fax [from some larger distributors], phone, or snail mail, for us pretty much in that order.)
* Your website is usually order central, with an order form, each product on a linked page, the tax and shipping details explained, and all of the addresses posted.
* The books must be wrapped well to reach your buyers in good condition. The best way to handle large volume book deliveries is to have all of the books individually shrinkwrapped. (Amazon.com also prefers that, and an ISBN number attached [if not visible] to the back.) We are currently using Uline Jiffy Padded Mailers (reinforced envelopes) for regular customers and Jiffy bags or well padded boxes for bookstores or others that will resell the goods. An invoice is inserted for the resales, while flyers plus any receipts (for credit card purchases) go into the customer’s package. Both are then sealed securely and taped. Our company label goes on top. We keep our eyes open for cardboard boxes (usually from a nearby grocery store), although the book boxes are great for larger shipments. We buy our labels (plus most office items except stationery) from NEBS (www.nebs.com).

* Books are usually mailed one of two ways. PRIORITY (when the customer insists and pays the difference, maybe 40% of the time; it takes 2-3 days) or MEDIA MAIL. We also use LIBRARY RATE (to libraries!). The Post Office will give you rate sheets that explains all. We usually mail by MEDIA MAIL (takes about a week to arrive) although when the shipment is from about 4-9 books, it is less expensive to use the flat rate PRIORITY boxes. If you have a UPS or FEDEX nearby that handles GROUND rate, consider them too—or other national mailing firms. Some buyers will insist you use them (as will most of your wholesalers and distributors), particularly if they have an account number to be charged. Incidentally, we ship to Amazon.com by MEDIA MAIL.
* We buy sheets of stamps, tear them up, and mix and match. A bit tedious. Stamp machines are fine but expensive at the outset—and nearly as time-consuming. Get a receipt each time you buy the stamps, for tax purposes.

* Very, very few books fail to arrive. So if someone complains, we ask them to wait a week longer and if it still isn’t there, let us know. If it doesn’t arrive, we send another copy, and often something else too for their inconvenience. (But if they tell us twice that a book doesn’t arrive, no bonuses—and we might drop them from our service in the future because they are gaming us.) Our larger orders to resellers we ship by UPS, and their loss rate is negligible. 
*
Record income on a daily tabulation sheet, dividing it into total income, tax collected, shipping, and the amount for the respective items purchased. Invoice on the same day.
* Keep complete books. You must account for all income and expenses. Go to the stationery store and buy a general business ledger book. Modify it to meet your needs. You will need an ACCOUNTS RECEIVABLE and INVENTORY section. Just remember to keep all receipts and copies of all orders.

* Unless you are doing business solely in your name—the Lulu Smith Company—you will need to file a fictitious business statement. Check the County Clerk for details. This must be done before you can open a business bank account.

*
Visit several banks to check credit card rates and services. You will need at least a Mastercard/VISA service since many will want to buy a product that way. If not a bank, you can also get good service from PayPal or Costco. This will be even more important when you have several books or products, where impulse buying of many items is possible.

* If you are in a state with a sales tax, you will need to register with that office to get a resale number. Ask any other businessman who sells products for the address: they are painfully aware of their local taxing group. Be modest in your estimate of the sales you will make at the outset or you may be required to post a bond and pay more frequently than other new businesses. Check locally to see if other licenses are required.

* You need a federal tax number only when you hire employees other than your family. Otherwise, you report the business on your tax form, Schedule C, as a sole proprietorship or partnership.

* We used to keep the full name, title, firm, and address of everybody who inquired by phone (if possible), email, and mail. Now we do that only with major clients. Other contacts are made now by e-mail, so we need the e-mail address and name. That’s your mailing list. When you write a second book to your buying market, you send a pre-publication special to these names so they can order at a discounted rate before the book is available to the public. That can result in the printing costs being met before anyone has read a word!

You can also pay others to do your fulfillment but I’ve never seen where that was cost effective for a new firm. It’s better to covert the products to digital sales and have the shopping cart programs download the product when ordered. Still, while we almost always have both bound books and digital downloads of the same material (and the latter is a few bucks cheaper), about 65-80% of our buyers want a “regular book” shipped. Which means fulfillment.
Is there an alternative if you don’t want to handle single-product shipments? Send them to Amazon or other Web retailers. You will ultimately earn about 35% of the rate you would get if you sent it yourself, assuming the customer pays shipping and tax.
I hope this helps!

Best wishes,
Gordon Burgett

P.O. Box 845

Novato, CA 94947

www.gordonburgett.com
(800) 563-1454

