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An Introduction To Marketing for
Independent Authors 1.1
by E. Rachael Hardcastle

Authors are quite often introverts. We will avoid being public-facing, will
be camera shy or feel it isn’t our job to market the book, only to write it.
Wrong! Unless you choose to outsource your editing, formatting and
cover design (and sometimes even then), as an independent author you
will do most of this yourself.
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#1 Don't Ask?
Don't Get!
CONFIDENCE

It only takes a minute to send an email. Scouting for interviewers or
bloggers willing to help you out free of charge doesn't need to be time
consuming. Don’t wait to be approached; an unknown independent author
you might be waiting a while.
Be confident in your skills and talent enough to approach people with a
polite query. Ask local public figures and businesses to attend your events
or endorse a book you think they'd like (and research why beforehand). Email local bloggers, travel companies or events organizers, or contact them
on social media. If they predict lots of people will be attending your event,
they might agree to attend as your guest for the opportunity to promote
themselves too.
Just a few minutes of bravery and confidence could land you – as it did me –
a television interview and/ or radio interviews!

Now let's get some work done...
In the space below, list five people/ companies you can think of that may be
interested in helping you out free of charge. Include their contact info:
1.
2.
3.
4.
5.
Take five minutes to research each of them. Note any reasons they could say
'no' so you can prepare to resolve those queries in your query/ invitation.
For example: Is your event several several miles away? No problem, it's on a
bus route with easy access and plenty of parking!

#2 Archery For
Authors
SKILLS

What skills (besides writing) do you have to offer the world? If you're a
creative, well organised individual with fantastic computer skills, could you
offer services to potentially help other struggling independent authors?
Evaluate your strengths and weaknesses. Use your strengths as an
additional source of income as soon as possible. Identify and own your
weaknesses (we all have them) and work to improve in these areas before
you put those new skills to good use too.
You can model someone you admire or who is currently successful in your
field. Consider how they got started and what they do daily to build their
platform and their brand.
Examples include: copy-editing, cover design, formatting services, critiques,
public speaking, writing, graphic design, coaching, teaching and more.

Now let's get some work done...
What are you good at? List 5 additional skills (related to your business or
field) that you could offer as a service to others.
1.
2.
3.
4.
5.
Make note of your strengths and weaknesses (and be honest with yourself)
so you can see where you need a helping hand.
What can you do to improve on those weaknesses? Are there any resources,
tools or professionals online who can help you?

#3 Tweet, Like &
Be Present
SOCIAL

MEDIA

Make use of the various social media platforms available to you for free.
These include Facebook, Twitter, Youtube and Instagram, among others.
Join and regularly participate in social media groups, offer your services and
on dedicated feeds or pages, link to your book/s or website. You should
read and comment on group posts as often as you can to build trust and
prove you are an honest, reliable and professional individual.
You can re-tweet and like other writers’ posts and advertise your services
with strategic hashtag (#) placements. Remember, you should only plug
your book once every ten posts, or people will unsubscribe and un-follow.
Consider braving the camera and promote your book with a personal ‘all
about me’ video. Interview other authors or vlog, and be sure to share
pictures of your books, events, and of your merchandise. Smile; readers
should be able to make a personal connection and feel they know you well.
Don’t be afraid to private message someone if they’re asking for services
and/ or help, but avoid sending a friend request unless they have already
agreed. They will appreciate the effort and contact.
Be kind and co-operative, but don’t be afraid to say ‘no’ once in a while.

Now let's get some work done...
Now, let's take a look at the social media platforms you do use.
Does your Twitter handle (twitter.com/yourname or @yourname) match
your Facebook page handle (facebook.com/yourpagename)? If not, consider
changing these so readers and customers can find you easier.
Update the 'about me' section of your profiles, upload a professional
headshot, added your events, services/ products and a link to your website.

#4 Visibility &
Presence
WEBSITES

Professional websites are surprisingly affordable and easy to set up.
Platforms such as Wix, Squarespace and Wordpress are ideal.
If you can, avoid using free domains like wixsite.com/mywebsite as these
look unprofessional and are difficult to say. If you need to write your site
name down for someone, this should be quick and easy to remember if they
misplace the note.
Create some professional artwork and images for the website, and if
possible, have a logo or a brand. You can do this for free using websites
such as Canva.com. Just create an account and get started.
When you're building your site, be sure to include the following pages:
about the author, gallery, books, shop/merchandise, contact, events, media
and a blog. Ensure visitors can subscribe to your blog updates via email.
To encourage people to subscribe, you could give something away for free
such as the first book in your series or a short non-fiction guide.

Now let's get some work done...
Research authors you read and respect and make some notes on their
websites. List them here.
1.
2.
3.
What do you like about these websites? What do you dislike? What would
you do differently? Do they include everything from the list above and is the
website easy to navigate and secure to purchase from?
You can now use these as inspiration.

#5 Do Your
Paperwork
DOCUMENTATION

Here are a few examples of business documents: press releases, mission
statements, business plans, marketing plans, contracts, book reviews, blog
posts, author biography, advertisements and non-fiction pieces. Research
what these are so you are aware of them should they cross your path in the
future. If possible, learn how to write a few of them or look up some
examples.
A press release gives information on a particular matter and is written as a
statement, then issued to newspapers. There are several sections in a press
release, and the basics are: contact details at the top, heading and subheading centered beneath that, location and date in capitals, followed by
the body of the release, links and a call to action last.
Your mission statement is an opportunity to outline who you are, what your
goals are, your morals, values, ethics, culture, and what you have to offer.
Imagine you're introducing yourself at a public speaking event or someone
at a book fair asks about your publishing company. What are you going to
tell them? How are you going to squash all the important bits into a short,
snappy introduction?
Now let's get some work done...
Complete this example mission statement:
My name is ..................................... and I'm a (genre) ....................... writer from
(country).......................................... I believe that (beliefs)
...........................................................................................................................................
because/ so (reasons/ explanation) ............................................................. My
books are (what are they?) ............................................ which you can find by
visiting (website) ................................ I support (what?)
........................................................ because (reason)......................................................
so I (action) ..............................................................................

#6 Creating &
Selling
MERCHANDISING

Merchandising is an ideal way to involve your readers with the story,
particularly if your target audience is children or young adults.
Some YA series such as Harry Potter and the Hunger Games offer T-shirts,
pens, temporary tattoos, stickers etc. Price up how much it would cost for
you to produce some similar items in small batches initially, and what you
would need to charge to make a profit.
Here are some examples of the merchandise I offer in addition to e-books
and paperbacks (via a secure method, with fast delivery): USB wristbands
and cards with basic storage, pin badges, bookmarks, balloons, gift boxes
and signed books. At events, my helpers wear white branded polo shirts and
hats to make them easily identifiable.
You will notice most of my merchandise can be signed. Keep your prices as
low as you can without losing money and be sure to explain the delivery
methods, prices and any additional, useful information you can think of
such as your returns policy.

Now let's get some work done...
Make a list of some past items you have purchased as a fan of anything
(music, books, TV etc) and recall how it made you feel to receive it in the
mail/ in person (particularly if it was signed).
1.
2.
3.
As a fan, which items do you enjoy seeing and purchasing at events the most
and why? Ask some friends and family members about their purchases to
gain some insight into the items readers might like to browse.

#7 Getting
A 'Yes'
EVENTS

Most chain stores like Waterstones or Barnes & Noble won’t go for an
independent book due to the author being unknown and the service
(usually) being print on demand (POD).
How can you approach independent book stores and libraries instead? How
do you persuade them to stock your paperbacks and allow you to host an
event at their venue?
If you’re writing your proposal for a library, you should remember:
• This event is not just about you and your books. How can you make this
event matter as much to them as it does you? What can you do for them?
How can you help them to raise funds and draw people in?
• Donate signed books to the library.
• Advertise well in advance (months).
• Set up blog tours, inform local media and tell them what you are doing to
help the library and why local media coverage will help (press releases). The
more people who turn up and the more media coverage, the better the
above fundraising idea will work.
• Donate a percentage of your profit to the library.
• Can you offer your spare time for future events to help the volunteers at
the library? If you're unable to do so on regular basis, give them your
contact details and ask them to let you know as/ when they need someone.
You can then attend either as a helper or a guest to show your support.
When you write your proposal, include a professional header and contact
details, the proposed date and time (including the duration of the event),
why you chose their venue and the benefits to both you and the venue, how
much it will cost, how you will market it, who will be there and anything
else you think they need to know.
Sign it and hand deliver it, or post it if you don't live locally. Follow it up
with a polite phone call or email after a few weeks.

#8 Giving Out
Free Stuff
GOODS

Here are a few quick and easy ways to give your book away for free:
• Use Draft 2 Digital, where setting your price at zero is acceptable and
circulated across a wide variety of platforms.
• Send it to email subscribers as a gift (PDF format may be more suitable,
but others aren't uncommon either).
• Make it easily available as a PDF on your website.
• Publish the book with a zero price everywhere else (such as Draft 2
Digital), then contact Amazon KDP and ask them to price match on their
website.
• Run a KDP promotion if you only want to give it away for free for a few
days. You will need to be Amazon exclusive for this. If you have a paperback
version, KDP will let you offer the e-book to those who have purchased a
hard copy for free.
Free books allow readers to try your work without losing money. It's riskfree with no financial loss and ideal for those who usually only read
traditionally published books or have just bought their e-reader and are
looking to fill it). It's also great for people going on holiday who are
browsing their favourite retailer. More people are likely to download the
book on their e-reader if they don't have to pay for it, even if they don't
read it straight away and there's less of a piracy temptation if people can
download it legally for free. If they enjoyed the first book and paid nothing,
readers may be more likely to continue the series and pay for the next one,
knowing the quality of work is high. You will also be more likely to stay in
the Amazon Free Bestsellers list for your genre and remember that people
may be more likely to leave a review if they got it for free and enjoyed it.
However, you won't earn royalties for those downloads. Your book will be
easily identified as an independently published book if it is perma-free and
of course, people might download it and never read or review it.
Free samples of your books are also a great way to hook your readers!

#9 How To Give A
Good Impression
PRESENTATION

It's important that your book covers, formatting and website are all
professional looking. There are free online tools available such as
Canva.com that allow you to design advertisements, covers, social media
posts and headers etc for free, so there is no need for Microsoft Paint.
However, if you are not able to design a book cover yourself there is no
excuse for poor quality and spelling errors, because pre-made covers work
just as well. They are often charged at a low-cost, standard rate.
If you are designing yourself, use appropriate colours and fonts for your
target audience and ensure text is clear to read even if you have to sacrifice
some of the beauty. Poor editing in a ‘look inside’ sample (or no editing at
all) will immediately scream poor quality, and the reader may then put the
book down and walk away.
You have less than 1 second to grab the reader’s attention when they are
shopping online. When people say they don’t judge a book by its cover… you
should assume they’re lying.
Star ratings and reviews also help, as does a catchy title and a clear, snappy
blurb. You can use Amazon’s accepted HTML codes to spruce up your text
with bold and italic information, and to get a free review (please be patient
as they are a very busy company) you can submit your manuscript to
Readers' Favorite.
Make use of your Amazon Author Central page. List all your books, connect
your blog, update your events and remember that your cover should look
good (and be clear) as a thumbnail size too. Books in a series should appear
that way. If you can, make it clear when designing your covers that the
books are by the same author and are part of the same series.
Let's get some work done...
Think about the last time you decided not to buy a book. What caused you
to make this decision? What could the author have done better?

#10 Rome Wasn't
Built In A Day
PATIENCE

It has been said that buyers need to see a product approximately 7 times
before they actually make a purchase or click on a link. You need to ensure
that you do this without spamming, posting ‘buy my book’ at every
opportunity, or clogging up a person's social media feed.
You are a small fish in a big pond, but each of us have a unique scale. What
is your unique selling point? Can you capture it and use it to your
advantage?
When one marketing technique doesn’t work, don't give up. Log your
efforts, log the response, and move on.
There is no such thing as ‘I’ve tried everything’

Let's get some work done...
Try to identify what your unique scale is. Does a percentage of your
royalties go to charity? Do you support new or struggling models by paying
them to pose for your cover designs, then credit them and their website in
your acknowledgements?
My unique scale is ..................................................................................................
You need to decide NOW what success means to you. Do you want to sell
100 paperback copies to be successful or to see your books on shelves?
Write down what success means to you.
Success means ..........................................................................................................
When you get there, you’re going to want more, so set your goals a little
higher. If you believe that to be successful you need to sell 100 copies, aim
for 500 instead. Review your goals every 4 months.

GET EXTRA HELP
WHERE

TO

FIND

RACHAEL

Thank you for downloading and reading this Introduction to Marketing Workbook
for Independent Authors 1.1. I hope you found it helpful.
If you'd like some additional advice or guidance, I'm offering 10% off my private
coaching and consultation sessions when you book 5 or more appointments.
Please consider subscribing to my YouTube channel (E Rachael Hardcastle) for
free, helpful video. Don't forget to give the videos you enjoy a thumbs up so I'll
know to produce more content like it in future.
You can also visit my website www.erachaelhardcastle.com and subscribe to join
my tribe. You will receive up to three e-mails per month and be the first to hear
about discounts, events and news. You can also claim up to 4 free e-books!
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