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Direct sales is the throughline of my career. It’s not something I pivoted to after things fell apart elsewhere. It’s what made the whole thing possible in the first place.

I’ve sold tens of thousands of books directly through Kickstarter, my webstore, live events, and more. I’ve raised millions of dollars for my own creative projects, and I’ve helped hundreds of other authors do the same.

So this isn’t a theory book. It’s not a trend book. This is the culmination of doing the work—figuring out what sells, what flops, and what actually builds long-term, meaningful success without burning out in the process.

If you’re tired of giving 70% of your earnings to platforms that won’t even show your book to your followers... welcome. You’re my kind of person.

I’ve spent the last twenty years building a creative career across nearly every medium you can think of, including fiction, comics, nonfiction, film, audio, games, education, and more. I've launched books, sold out conventions, raised hundreds of thousands of dollars for my projects, licensed my work to board game companies and coffee brands, and gotten optioned by studios. I’ve been repped by literary agents and managers, worked with A-list showrunners, and pitched to companies like Nickelodeon and Disney.

I’ve had book signings on multiple continents. Sold books into translation. Created courses. Directed TV. Designed websites. Built tools. Sat on boards. Spoken to audiences around the world. And yeah, I’ve flamed out, too. I’ve had launches fail, partnerships break, and ideas that just didn’t work. That’s part of the deal.

But I don’t see myself as someone who just “writes books.” I build systems. I test markets. I look at author careers like real businesses, because that’s what they are, and how we should treat them. 

That’s the lens I bring to this work, because writing is magic, but you still have to pay the soup man. You’re literally creating hallucinations in someone else’s brain and making them feel something real. But turning that into a business? That takes more than magic. That takes intention. Structure. Skill.

That’s what this book, and all my work, is here to help you do.

I believe there is a way forward for every author. Not just the lucky ones. Not just the bestselling ones. Everyone.

You don’t need to chase every trend. You don’t need to go viral. You just need a system that fits your goals, your audience, and your life. That’s what I’ve built for myself, and what I help others build every day.

So, if you're tired of guessing and ready to take real control of your creative future, you're in the right place.

This book is everything I’ve learned about direct sales after launching over a dozen successful Kickstarters, running hundreds of live events, and building a webstore that people actually buy from.

The publishing world doesn’t make it easy to learn this stuff. Most authors are trained to think that Amazon is the only way to sell books. That if you’re not ranking on some algorithm, you’re invisible. That “marketing” means running an ad, hoping for clicks, and burning out before you make a hundred bucks.

That’s not a business. That’s a slot machine.

I don’t want to teach you how to chase luck. I want to show you how to build a system. A repeatable, ethical, creative system that brings readers in, keeps them engaged, and lets you sell without selling your soul.

Direct sales isn’t just about making more money per book (though you probably will). It’s about control, flexibility, and ownership. It’s about building something you can actually grow without begging for permission from a platform that doesn’t care if you succeed.

But none of this happens by accident. You need structure. You need strategy. And that’s what this book delivers.

We’ll cover:


	How to build a homepage and store that actually convert

	What makes landing pages work (and why most don’t)

	How to sell confidently at live events

	How to run a Kickstarter like a launch, not a hope

	How to pace, bundle, and position your work so it sells



This isn’t a theory. It’s based on what I’ve done, what’s failed, and what’s worked well enough to do again. So, if you’re ready to stop chasing scraps and start building something real, let’s go.
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Understanding the modern customer journey
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The art of turning a stranger into a loyal customer has never been more complex or more important than in today's digital landscape. Making that transition might not be a subconscious decision on the customer’s part, but that customer journey should very much be front of mind as we plot out our sales process. 

A customer journey represents every interaction someone has with your brand, from their first glimpse of your content to the moment they become a devoted repeat customer and beyond.

Think of it like a first date that blossoms into a long-term relationship. Just as you wouldn't propose marriage at first sight, you shouldn't expect an immediate purchase from someone who's just discovered your brand. Instead, the journey unfolds through carefully orchestrated touchpoints, each one building upon the last to create a deeper connection.

Creators who truly grasp this concept don't just see isolated interactions. Instead, they see a continuous story unfolding. Every email opened, every social media post liked, and every website visit becomes a chapter in your customer's unique narrative with your brand. 

Success lies not in perfecting any single touchpoint, but in weaving them together into a coherent, compelling experience that naturally guides customers toward a lasting relationship with your brand.

Traditional marketing wisdom breaks down the customer's path into distinct stages — awareness, consideration, and decision — but modern digital tools have transformed this simple progression into something far more dynamic. Today's marketers can accelerate and enhance each stage of this journey through strategic content, targeted messaging, and perfectly timed touchpoints.

What makes contemporary marketing particularly powerful is its ability to meet customers exactly where they are in their journey. A well-crafted strategy can transform complete strangers into interested prospects, nurture those prospects into engaged followers, and convert those followers into passionate customers who not only buy but advocate for your brand.

Gone are the days when marketing meant shouting your message into the void, hoping the right people would hear it. Modern digital tools allow us to create personalized experiences that respond to each customer's unique needs and interests. This precision in targeting and messaging means every interaction can be more meaningful, more relevant, and ultimately more effective at moving customers along their journey.

Anatomy of a customer journey

To truly understand how customer journeys work in practice, let's follow a potential customer we'll call Bob. Bob is digitally savvy, but also selective about where he spends both his time and money. He's experienced enough with online marketing to be skeptical of obvious sales pitches, yet he's open to authentic connections with brands that align with his interests.

One evening, while unwinding after work, Bob comes across a piece of content that catches his eye. It's a thoughtfully designed giveaway for collectors of vintage sci-fi memorabilia, one of his passionate interests that he rarely indulges. The timing is perfect; he's just finished reorganizing his collection and has been thinking about expanding it. This isn't just any promotional content, though. It's been carefully crafted to appeal to true enthusiasts, with prizes that demonstrate a real understanding of the community.

The initial touchpoint is the beginning of Bob's journey. After clicking through, he arrives at a landing page that speaks his language, featuring references that only true fans would appreciate. The page isn't just pimping an offer to buy. It's filled with interesting content about collecting, preservation tips, and stories from other collectors. So, he signs up to the company’s promotional material, what we call an “opt-in.” 

When he finally signs up to learn more, the experience is seamless. Instead of an abrupt "thanks for entering" message, he receives a personalized email that includes a curated guide to caring for vintage collectibles, something of genuine value whether he buys from the company or not. The brand has anticipated his needs and interests, providing relevant content before he even asks for it.

How can they do that? Because they’ve spent a lot of time talking to people just like Bob and know what they want, so they speak the same shared language Bob knows, endearing themselves to him almost immediately. 

Over the next few weeks, Bob's journey continues to unfold naturally. He receives carefully timed follow-up emails, each containing valuable content rather than just promotional messages. There's an introduction to an online community of fellow collectors, exclusive interviews with notable figures in the vintage sci-fi world, and behind-the-scenes looks at rare collections. Bob finds himself increasingly engaged with the brand's content.

What makes this journey particularly effective is its organic progression. The brand doesn't push for a sale immediately. Instead, they demonstrate their expertise and value through consistently helpful content and genuine community engagement. When they do eventually present Bob with an offer—an exclusive pre-sale for a limited-edition piece—it feels less like a sales pitch and more like a natural extension of the relationship they've built.

This journey showcases several crucial elements of effective customer journey design:


	The initial hook is precisely targeted to Bob's interests and presented at a moment when he's most receptive.

	Each touchpoint builds upon the previous one, creating a coherent narrative rather than disconnected interactions.

	
Value is provided consistently, not just when trying to make a sale.

	The relationship is nurtured through relevant content and community engagement.

	The eventual sales offer is presented in context as part of an ongoing relationship rather than a cold pitch.



By the time Bob makes his first purchase, he's not just buying a product. He's deepening his engagement with a brand that has already provided significant value. This is the essence of a well-designed customer journey: it transforms what could have been a simple transaction into a meaningful relationship that benefits both the customer and the brand, which is why authors need to think of themselves as one.

Different types of customer journeys

While Bob's journey into the world of vintage collectibles illustrates one path, customer journeys are as diverse as businesses themselves. Each industry, product type, and business model demands its own unique approach to guiding customers from discovery to purchase and beyond.

While we've explored the basic framework of customer journeys, let's focus on what this means specifically for authors. The path a reader takes from discovering your book to becoming a devoted fan has its own unique characteristics and opportunities.

Consider the journey of someone discovering a new author. It might begin with a recommendation from a friend or a striking book cover that catches their eye while browsing online. They read the sample chapters, intrigued by the writing style. 

Rather than immediately purchasing the book, they might follow the author on social media, discovering their background and the stories behind their stories. They sign up for the author's newsletter, receive updates about the writing process, and feel increasingly connected to the author's world. When they finally purchase and read the book, it's not just a transaction. It's the latest chapter in an ongoing relationship. This connection often leads them to eagerly await the next release, participate in book discussions, and recommend the author to other readers.

Let’s now look at the journey of discovering a new favorite author. It often begins in unexpected places like a friend's enthusiastic recommendation, an intriguing review on Goodreads, or a captivating social media post about your book's theme. The potential reader might then peek at your author website, where they find not just book information, but glimpses into your writing process through blog posts or behind-the-scenes content.

The beauty of an author's customer journey lies in its emotional depth. Reading a book is an intimate experience, quite different from purchasing a typical product. Your readers aren't just buying pages bound together. They're investing hours of their time in the world you've created. This journey often starts with small commitments: following you on social media, signing up for your newsletter, or downloading a free short story. Each of these touchpoints helps build trust and familiarity with your voice as a writer.

What makes author journeys particularly special is their cyclical nature. Unlike many products where the customer journey ends with a purchase, book readers often become more invested after finishing your book. They join your reader groups, participate in book discussions, eagerly await your next release, and become advocates who recommend your work to others. Many readers actually strengthen their connection to an author between books, through interactions with your content, your community, and other readers who share their enthusiasm.

Take the example of a thriller author who understands this journey. They might start by sharing intriguing true crime stories that inspired their writing on social media, drawing in readers who share this interest. 

Their newsletter might offer exclusive short stories featuring side characters from their books, keeping readers engaged between releases. They could host virtual book clubs where readers discuss not just the plot, but the deeper themes and research behind the story. Each of these touchpoints deepens the readers’ connection to both the author's work and their creative world.

This deeper understanding of the readers’ journey helps authors move beyond simply promoting their latest release. Instead, they can create an ongoing relationship with readers that enriches both sides of the equation. The goal isn't just to sell one book, it's to create a lasting connection that turns first-time readers into lifelong fans.

The hidden depth of customer journeys

Today's customers rarely follow a straight path to purchase. They might discover your brand through a social media post, then encounter your newsletter content, while simultaneously seeing your products reviewed by their favorite influencer. 

Each of these touchpoints creates a unique impression, contributing to their overall perception of your brand. It's less like a funnel and more like a constellation of connected experiences.

What makes this even more complex is the way customers move between stages. Someone might be deeply familiar with your brand but return to the research phase when considering a new product line. A loyal customer might suddenly need reassurance about their choice when a competitor launches a new offering. These movements aren't failures of the journey, but natural patterns of human decision-making that smart brands learn to anticipate and support.

Consider how a customer might interact with a premium skincare brand. They might first encounter the brand through a friend's recommendation, then read reviews while simultaneously following the brand's educational content about skin health. They might add products to their cart, abandon them, return to read more about ingredients, watch user testimonials, and finally make a purchase, only to start a similar journey when considering their next product. Each of these micro-journeys contains valuable information about customer needs, hesitations, and motivations.

The depth of customer journeys extends beyond just purchasing decisions. Every interaction leaves an emotional impression that influences future engagement. A particularly helpful customer service interaction might turn a one-time buyer into a brand advocate. A thoughtful follow-up email might transform a casual browser into a loyal customer. These emotional touchpoints often prove more valuable than traditional marketing metrics would suggest.

Digital technology has made these complex journeys both more possible and more visible. Customers expect brands to remember their preferences, anticipate their needs, and provide relevant information at exactly the right moment. Yet they also want these personalized experiences to feel natural and unobtrusive. This delicate balance requires understanding not just where customers are in their journey, but also why they're there and what might help them move forward.

The true complexity of customer journeys often reveals itself in the unusual patterns that emerge from data. One customer might engage with your high-end products for months before making their first purchase. Another might bounce between your educational content and competitor comparisons for weeks, only to become one of your most valuable customers. These patterns remind us that customer journeys are fundamentally human stories, full of the same contradictions and complexities that characterize all human decision-making.

Learning from success stories

Success leaves clues, and in the publishing world, examining how successful authors build their readership offers invaluable insights into effective reader journeys. By studying these success stories, we can uncover patterns that work specifically in the book market, regardless of genre or style.

Take the approach of V.E. Schwab, who has masterfully built her readership through genuine connection. Beyond her compelling stories, she shares her writing struggles and triumphs openly on social media, creating a sense of shared journey with her readers. Her transparency about the creative process, combined with her engagement with fan art and reader discussions, shows how authenticity can transform readers into a passionate community.

Or consider how Leigh Bardugo has expanded her reader relationships beyond individual books. She doesn't just publish stories; she creates an immersive experience around the Grishaverse. Through thoughtful world-building content, engaging with fan theories, and creating supplementary materials that enrich her world, she transforms readers from casual observers into invested participants in an ever-expanding universe.

Romance authors often excel at reader journey design. Authors like Talia Hibbert have built devoted followings by creating vibrant reader communities. She understands her books aren't just standalone products but gateways to a shared experience. Through engaging social media presence, thoughtful discussion of romance tropes, and open conversations about representation in literature, she's created a space where readers feel both seen and valued.

The most successful authors understand that value must be delivered beyond the books themselves. Whether it's through thoughtful book club questions, engaging social media presence, or newsletter content that entertains as well as informs, these authors excel at creating what feels like a natural progression of engagement with their readers.

Consider how thriller author Lucy Foley builds her reader relationships. She doesn't just promote her next release. She creates carefully structured pathways that guide readers deeper into her world of mysteries. Through sharing her research process, discussing the real-world locations that inspire her settings, and engaging with readers' theories, she keeps her community engaged between books and creates multiple entry points for new readers.

Perhaps the most valuable lesson from successful authors is their ability to turn transactional relationships into emotional connections. They understand that while an intriguing plot might initially attract readers, it's the emotional resonance of the entire experience that creates lasting loyalty. 

Whether it's through personal notes to readers, sharing the challenges of the writing process, or creating special moments for their community, these connections transform ordinary reader relationships into meaningful, long-term engagement.

Plotting your reader journey

The concept of customer journeys might sound great in theory, but how do you actually create one for your readers? Let's break down the practical steps of mapping out your reader's path from discovery to superfan.

Start with the end in mind. What do you want your ideal reader relationship to look like? Perhaps it's a devoted fan who pre-orders every book, engages in your reader community, and recommends your work to others. Or maybe it's someone who subscribes to your premium content tier and attends your virtual events. This vision becomes your journey's destination.

Now, work backwards. If we imagine your reader's experience as a series of stepping stones, each one should be a small, achievable commitment that naturally leads to the next. For example:

First Encounter → Content Sampling → First Purchase → Community Engagement → Loyal Reader → Active Advocate

For each of these stages, you'll need three key elements: a way for readers to find that stepping stone, clear value that makes them want to step on it, and an obvious path to the next stone. Let's break this down practically:

First Encounter might happen through social media posts about your book's theme, blog posts that showcase your writing style, or newsletter swaps with similar authors. The key is making this first touch point intriguing enough for readers to want more.

Content Sampling could be the first few chapters available on your website, a free prequel novella, or exclusive short stories. This gives readers a risk-free way to experience your writing and connect with your style.

The path to First Purchase needs to be crystal clear. Your sample content should lead naturally to information about your full books, with easy links to purchase. Consider offering a special incentive for newsletter subscribers, like bonus epilogues or character interviews.

Community Engagement might start small – encouraging readers to follow your social media or join your reader group. Make sure you're offering value here too, whether it's behind-the-scenes content, early cover reveals, or simple engagement with fellow fans.

The transition to Loyal Reader often happens through consistent delivery of both books and supplementary content. This might include exclusive newsletter content, special editions for subscribers, or early access to new releases.

Finally, Active Advocates emerge when you make it easy and rewarding to spread the word about your books. This could be through shareable content, referral rewards, or simply by creating such a compelling experience that readers naturally want to tell others.

Remember to install feedback mechanisms at each stage. Analytics tools, reader surveys, and direct conversations with your audience can help you understand where readers might be getting stuck or losing interest in their journey.

Most importantly, be patient. Building these pathways takes time, and it's okay to start small. Focus on creating one clear path first, then expand and refine it based on what you learn from your readers' behavior and feedback.

The future of customer journeys

As we look toward the horizon of customer experience, the evolution of customer journeys is accelerating at an unprecedented pace. Artificial intelligence and machine learning are transforming what's possible in journey personalization, while changing consumer expectations are reshaping how brands need to interact with their audiences.

The future of customer journeys is being dramatically reshaped by technologies that can predict and respond to customer needs in real-time. Imagine a journey that automatically adapts based on subtle signals in customer behavior and offers not just based on past actions, but on predicted future needs. This isn't science fiction; it's already happening in pioneering companies that use AI to craft uniquely personalized experiences for each customer.

Yet amidst this technological revolution, we're witnessing a counterintuitive trend: the rising importance of human connection. 

As automation becomes more prevalent, customers increasingly value authentic, human-centered interactions. The most successful brands of tomorrow will be those that master this balance: using technology to enable more meaningful human connections rather than replace them.

Privacy considerations are also reshaping how we think about customer journeys. With growing awareness and regulation around data usage, brands must become more transparent and intentional about how they collect and use customer information. The future belongs to companies that can create compelling, personalized experiences while respecting and protecting customer privacy.

Future customer journeys won't be defined by platform or device but will flow naturally across touchpoints, following customers through their daily lives. Voice interfaces, augmented reality, and ambient computing will create new types of interactions that feel less like traditional marketing and more like helpful companions on the customer's path.

Perhaps most significantly, we're seeing a shift toward what might be called "journey co-creation," where customers have more control over how they interact with brands. 

Rather than following predetermined paths, customers will increasingly expect to shape their own journeys, choosing how and when they engage with brands. This requires a fundamental rethinking of how we design customer experiences, moving from linear journeys to more flexible, customer-directed experiences.

The rise of community-driven commerce is another force shaping future customer journeys. Brands are becoming platforms for connection, where the value comes not just from the product or service but from the community of users around it. This transforms the traditional customer journey into something more collaborative and social, where peer interactions become as important as brand communications.

As we look ahead, one thing becomes clear: the future of customer journeys will be defined not by the technologies we use, but by how we use them to serve genuine human needs and desires. Success will come to brands that can harness these new capabilities while staying true to the timeless principles of human connection, trust, and value creation.

In today's complex digital landscape, the brands that thrive aren't necessarily those with the biggest budgets or the most advanced technology. Instead, they're the ones that understand how to weave together meaningful experiences that resonate with their customers' lives. They recognize that every email, every social media interaction, and every customer service call is an opportunity to strengthen the relationship between brand and customer.

In the end, the most successful customer journeys aren't those that simply lead to a purchase. They're the ones that leave customers feeling understood, valued, and eager to continue their relationship with your brand. As we move forward into an increasingly complex and connected world, this human-centered approach to customer journeys will become not just an advantage, but a necessity.
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Psychological triggers
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Authors have always found compelling ways to engage readers through plot, character, and world building, but by consciously incorporating psychological triggers into storytelling, we can create even deeper resonance that makes stories truly unforgettable. You've likely encountered books that stayed with you long after reading, touching something fundamental in your experience of being human.

The challenge lies not just in crafting good sentences or plotting engaging storylines, but in weaving psychological elements that tap into readers' natural emotional responses. Rather than trying to force engagement through dramatic events or beautiful prose alone, psychological triggers work with readers' innate processing of storylines, making emotional connection feel natural and inevitable.

Consider how you become invested in a story. You don't continue reading just because the writing is polished, or the plot is clever. Instead, you go through a journey of discovery, forming emotional connections with characters and situations that mirror deep human experiences. This same principle applies to crafting scenes and character arcs that truly resonate.

The key difference between technically proficient writing and deeply affecting storytelling lies in the depth of psychological engagement. While basic craft focuses on clear narrative and compelling events, psychological triggers build emotional investment. They create a foundation of authentic human experience that makes readers not just intellectually engaged but viscerally connected to your story.

This approach requires understanding five crucial types of psychological triggers that influence how readers process storylines. Each trigger serves a specific purpose in building authentic narrative resonance, and when used together, they create a comprehensive framework for writing stories that stay with readers long after the last page.

Building meaningful connections

At their heart, successful stories create deep connections through layers of meaning and emotional resonance. Just as a garden grows through careful cultivation rather than mechanical planting, stories flourish when each element is thoughtfully developed to engage readers on multiple levels. Your scenes and characters should invite readers to explore, discover, and connect with the deeper truths woven throughout your narrative.

When you move beyond surface-level storytelling to create psychological depth, readers transform from passive observers into engaged participants in the journey you've crafted. They become invested not just in plot outcomes, but in the thematic and emotional discoveries along the way. This is the difference between writing a story and creating an experience that stays with readers.

Consider how the most memorable stories work. They don't just present events, they create spaces for readers to explore meaning, discover connections, and engage with ideas that resonate with their own experiences. Each scene serves multiple purposes, operating on both plot and psychological levels simultaneously.

The magic happens when you view your story elements as opportunities for deeper engagement rather than just plot devices. Character choices, setting details, and even dialogue can tap into fundamental human experiences and emotions. When readers connect on this level, they naturally invest in the journey you're creating.

This approach requires understanding that every story element is an opportunity to deepen psychological engagement. Whether through character relationships, thematic exploration, or emotional revelations, each component should contribute to the reader's deeper experience of the story.

Think about the stories that have stayed with you longest. Is it just their plots you remember, or the way they made you feel part of something larger? This same principle applies to your writing. When you focus on creating meaningful psychological resonance, reader engagement naturally follows.

The key is authenticity in how you develop these psychological elements. Readers can sense when emotional moments feel forced versus organically developed. This authenticity, combined with deliberate use of psychological triggers, creates stories that feel both natural and profound.

We're about to explore specific psychological triggers that make this approach work but remember: the foundation of all memorable stories lies in genuine psychological resonance. Without this foundation, even the cleverest plots or beautiful prose will fail to truly move readers.

Why do we need psychological triggers? 

Traditional writing often focuses on what we might call "surface engagement," which are those story elements that immediately grab readers through clear genre markers, familiar tropes, or compelling hooks. While these elements are important, they only reach readers already primed to connect with your type of story.
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