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We are all tempted by the simplicity of being online, to open a website and see people come to it. We buy books, we read websites on how to achieve better results but for some reason those numbers go up but the primary goal never gets achieved- or minimally achieved. 

Your primary goal is what each page on your website is going to do. If you want people to buy your ebook from Amazon- then each page should be geared towards that aim. If you have multiple offers/ signups etc on every page, what is the visitor supposed to do?

We buy more books, read more online and even go to a conference. We know the answer is out there somewhere. You are not alone. Multiple people have done this for many years.

What has failed to show itself is the Online iceberg effect. This is seeing the small bit of ice on top and rarely noticing the large chunk of ice that is below the surface of the water.

The vast majority of successful online sites are this. And it is a reason why it is very difficult to emulate and therefore gain the same success from just seeing how people “sell” ebooks or eProducts in general. It is very hard to find everything that these websites/ owners have done to get them to the stage they are at now. Techniques that worked a while a go don’t have the same power. Newsletter subscriber generation and acquisition was easier and cheaper only a few years ago. Ebooks were simpler to sell at a higher sell amount.

There is a very well known book that states that ebooks can be sold to great success and they can be part of a side income. One example showed $5-10 million being generated per year from this venture- just by creating an ebook. The author fails to mention how they actually achieved this. It seemed quite simple. Create an ebook about something you know, throw up a website sales page and then spend money on adverts to that page. In reality, the true iceberg was the following:

- they drove people to buy the book with Ad placements to the tune of $100,000/ month in Ad cost generating $200,000 in revenue. Initially it was a few thousand to figure out conversion rates (how many optimum ad clicks are needed to generate a sale).

- the main revenue generator was the affiliate links within the book (banned if you want to sell through Amazon)

- after sales generated backup income and created a larger customer worth.

Ages ago an online marketer nearly broke the Internet chat rooms by selling tons of product in about 12 hours. His total dollar amount was $1.43million. So naturally most marketers at the time did exactly the same thing. Did it work?

Some did, and many others did not. This was down to a multiple amount of factors:

- a super...super...and I really mean it, super targeted audience that has been growing and growing. They bought similar smaller dollar products in the past and they were also thinned out (non-responsive email addresses were deleted)

- his audience was large

- he had access to other large audiences who were also super targeted

- he was well known and trusted

- he actually started to prepare his audience (and contacted other friends) many months in advance of this "sale day". It was like a movie release. You promote way before your product comes out

- The product was at a decent high price.

So is it possible? Yes. Do you need to work at it before hand? Yes.

When you hear of Kindle fiction success stories you have to wonder “how did they do it?”. It actually isn’t that hard. What is hard is coming up with multiple books. People need to like the initial story and then they buy more to the series. 

- It also helped that books were 99c. not that big a risk. 

- Non-fiction and short- quickly read, move onto the next

- They were OK written- not totally outstanding, but they didnt have to be

Amanda Hocking started doing the same model (99c) and sold 1.5 million books raking in $2 million (after she got a book deal). She also believed that small, quickly read, good and cheap books were the idea. 

When you have George RR Martin making tons of cash from his books is that they:

- are not cheap or are they poor quality

- he took an astonishing long time creating them

- they are all linked

- groups have formed promoting the lore which in turn creates more demand for books and more lore

- they have much in common with Lord of the Rings so people are used to the content and background

- dragons, magic, kings/ queens were all combined adding more "audience"

As you probably know there isn't a formula to sell ebooks...exactly. What you can do is make the planets and stars align to help you on your way. Again, “selling” a 99c ebook has now become difficult because many people abused the system creating junk products. Also with a glut of product it is easier for the consumer to be more picky.

Based upon the above success you have to figure out the following:

- Are you going to sell ebooks really cheap and then sell lots of them? It can be used for kinda of any niche you want. Works well for fiction books but can work well if you are stating one topic out of a series of non-fiction related topics. Each book is internally linked to one another. This also promotes Amazons "customers also bought" section.

- Are you going to sell few but at a higher mark up cost? Just one book won't do it but you can make a healthy amount of income from one book that is a very useful guide. This is the thought of why a website and not just a book with the same amount of information?

- Are you going to build an audience first (easier) or are you going to promote your ebook once published (harder)?

- Is the content required and sought after or are you just copying? Game Of Thrones isnt the first book to be about dragons etc but it is the first book to have a twist of the tale, be good and causes you to invest time. Only if someone has invested time do they follow with the next book. If the first book is bad and makes no sense then the second book won't get much traction (check out Jasonera’s Law below). Novels and large books are notoriously hard to sell because of this predicament that is why, initially, smaller books are more helpful to sell. Build your characters and audience and then make the books bigger

- Do you have access to people who are not your competition but also have a large amount of followers? Regardless of what you think of her work, Stephenie Meyer's has achieved awesome success. But initially she created fan fiction and built her audience that way. George RR Martin got his TV break in 1984- way before Game Of Thrones came on TV.

- How are you going to tell people about your book? Most writers write about how they wrote a book and promote to that audience. I don't care and I have never bought a book from them. The audience is not super targeted. Apart from known authors, most are thrown away quick reads so you don't make a large amount of cash on just one. You need many to make up for the $0.99-2.99 price. One off massive books are OK if you have the audience that wants it. Also with fiction you need to promote it through a blog/ website to discuss the book/ history of the characters/ plot meanings/ pictures/ maps etc. Not doing that? Why not? Go above and beyond. If you really like it, really get into it. Check out Pottermore (now Wizardingworld) for a good idea about this and the thousands of websites that are dedicated to Harry Potter lore- multiple years after the first book was published.
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I hope you have realised that iI have been talking a bit about ebooks, there is an "s" for a reason.

If you can only make 3 sales with a total of $17.97...

But what if you can sell 3 more books to the same people but on a different topic?

Or what if those 3 people then decide to buy what is in the book?

Or! You sell them something that is related but something that you know they want?

This is the problem with Amazon.

You don't really have access to who bought the ebook unless you direct people from your own website/ list. 

All the platforms that sell for you have one major issue.

You have no idea what does and doesn't convert- they do.

- You need repeat customers,

- you need to know what brought that one customer there to buy in the first place.

- you need to add things, take away things and see what is right for your audience

- Amazon and all those companies are sales channels not lone sites to do business because you are increasing their authority and trust- not really increasing your own initially.

Fiction works well with multiple ebooks- people go with the author, and if it is a cool series then people will buy more (especially if the previous book was good). However the price is lower. Charging $20 for a novel or a start of a series from an unknown is rare. They make up the money from selling multiple books for minimal amounts (99c-2.95). So spending years on a novel might not be the wisest move initially.

Non-fiction has a better chance of getting more money but you get the issue of commission and what do you include. The more valuable the book with bonuses the more money you can ask for. But then that is going to be a bulky book- so could you then chop it up into multiple mini books?

Ebook Buying Stages?

I talked about this on my ebook selling page. I believe you can chop the ebook buying process into simple stages:
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The process for buying an ebook seems (to me) quite simple. 


	Check our the content,

	look at the author and then

	buy the ebook.



But thinking about this more I think there are more stages to this. This rarely ever happens. People are driven to buy something.

I have thought of 3 additional steps which most buyers contemplate before they buy your ebook.

Do I Need This? 

Am I a shopper or am I a browser. If I am on Amazon I am probably looking to shop. But that is probably the first question. Is there a need that I know of- or do I need showing? Is it going to solve a problem or achieve a better result for me? Remember this is about the shopper and what they think. I liked the Harry Potter movies but most people (rightly) said the books were much better. I liked the lore and the backgrounds. Why was this person acting in a certain way etc? The books were the answer and we bought them. Great books. Have I done that with other movie tie ins? No. Most were faithful to the books and I wasn't too invested to buy and read what I just saw. The Marvel movies are starting to get me to buy background books on characters/ places/ technology etc (not the comics).

Do I have a belief that your content is going to accomplish what you say it does and that my issue is going to be resolved? 

You may believe it does but...does it? Making testimonials on the direct issues that could be affecting me is the best way to overcome this. Highlighting the various issues and that hint towards a resolution in the contents would also help. It is matching up your ebook title, with you, with what your reader is going to get out of it.

Is your background going to back up what you have said? 

If anyone says "I am no expert but I have done this" I turn away. I would like an expert and then dumb down their knowledge so I can understand everything that is known. I have also seen the following: 


	Prolific Author- only has 2 ebooks on Amazon. 

	"My multiple businesses" and never lists them. 



Its the validation effect. Prove that you know what you are talking about.

So how do we make our lives a little bit better if we want to use Amazon (as a sales channel?)

In 2019, the Wall Street Journal said this:

“When people are searching for products on Amazon, nearly two-thirds of all product clicks come from the first page of results.”

It was also noted in a separate study that 35% of all buys are from the very first product listed upon Amazons search results. Just like the search engine results, being upon the first page of results is a huge competitive advantage. The further down in pages you are the less people are willing to find you (about one third of the audience just on the second page according to some- which roughly equates to 70% of all searchers never going past the first page).
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At the time of writing, Elon Musk’s book is number one in the BSR (best seller rank), Amazon Rank or just BR. This means that the book it selling better than all the rest in the category “small business and entrepreneurship”. The BSR is an “important” metric for sellers on Amazon, as it gives them an idea of how well their product is selling compared to other products in the same category. The lower the BSR, the better the product is selling. One thing to keep in mind is that the BSR is relative to the category the product is in. For example, a BSR of 1,000 in the electronics category might not be as good as a BSR of 1,000 in the pet supplies category. Therefore, it's important to compare a product's BSR to other products in the same category to get a better understanding of how well it's selling.

It's also important to note that the BSR is updated hourly, which means that it can fluctuate quite a bit throughout the day. Therefore, sellers should monitor their product's BSR over time to get a better understanding of how it's performing.

If we choose another category that sounds similar “starting a small business” we get this:
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Elons book is not there. So it might seem like when people are searching for a product on small business book they seem to go for Elons book, but if they want starting a small business, Amazon has determined that Elons book might not be for them. For interest, within the picture above, the book “How I Built This” ranks number 16 within small business books and Elons ranks nowhere within the top 100 of starting a small business.

When people first look up- like start up their computer and go online for an actual product- where do they go? Google? Actually no. Amazon surpassed Google in 2018 for product searches (Amazon: 57%). In 2020, eMarketer stated that 206 million monthly visitors in the US alone. Why?

Because this is what Amazon is all about, what they have been working at for a long time. Trust.

Trust is extremely hard to value but we know that Amazon has customers trust. This trust factor has allowed Amazon to have 80% in market share in a wide range of markets. Why?

	Trust is a significant factor in purchasing decisions: According to a survey by Edelman, 81% of consumers say that trust is a deal-breaker or a deciding factor in their purchase decisions.
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