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  A man who stops advertising to save money is like a man who stops the clock to save time. --Henry Ford




  
 CHAPTER 1 VISTAPRINT




  There are hundreds of free or nearly free opportunities out there if you know how to tap into them. VistaPrint is one of them.




  You can get 250 free business cards and all you do is pay the postage. For less than $4 more, they sent me 500 cards. That’s still under $10 for 500 cards at 2 cents apiece. Shop around and you will quickly realize just how good a deal that is.




  Apply the target market concept by not just ordering cards for every book you publish without knowing one of two things.




  





  1. The book is selling well already.




  




  Or




  2. You have a niche market identified.




  





  Having a niche market identified is knowing where the people are who would like your book. A book for or about commuters would benefit from the business cards in a bus or train station, or maybe an airport.




  One of the first things you want to do is give your book its own business card. Sound strange? Well, you will get used to the idea as soon as you realize that your book can take on a life of its own.




  Like a child who has grown and is ready to enter the world on their own, we tend to cling to them, never regarding them as able to fend for themselves. Be a good parent. Let go of the book and set it free. If it can stand on its own it will come back to visit in the form of royalties.




  You can always lend a helping hand to foster your books career, like promotions, advertising, uploading to new markets or book signings. Like a child of whom you are proud, you also have to let go and foster the growth of other books in order to make your list of publications grow.




  Today’s EBook market is getting harder and harder to make money at because everyone’s getting into the act and it might seem like fewer people are reading.




  The truth is that writers are doing just the opposite of what they ought to be doing.




  When times are really tough for the oil companies, they raise their prices. Sorry… Bad example…




  They raise their prices to offset lost profits, but then, when times are good the increased demand signals them to raise prices as well.




  Our problem is that when the sales are off because more and more people are taking free books, writers drop their price in the hopes of making a sale.




  When the prices fall, writers drop them even more to get to the bottom of the average asking price.




  We’re killing each other!




  Set a fair price and insist on it. Raise awareness of your book and hold firm on a fair asking price. I make sales without giving my books away.




  This book is your answer to lower prices. You are making little enough without spending a lot of money on advertising. That’s why we’re here.




  You can certainly have a bundle of traditional business cards made for you if you like. I’m advocating a whole different kind of business card.




  How many times have you been given a business card with a picture of a book cover, what it’s about, the price and where to buy it?




  The cards are the kind you leave around town for 2 cents each




  So, what goes on my cards? Let’s make a couple and see how it goes.




  For openers, I want to show you the first Book Business card I ever made.
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  It doesn’t look as bad when you scan it, but there is a problem with it.




  





  It’s too dark which makes it too hard to read.




  





  I’m sharing my mistakes with you so you don’t make them too. I have to open my kimono (in a manner of speaking) and not be too proud or this book won’t work nearly as well for you.




  If all I share are my successes, you might wonder why they aren’t working for you. That would be because you risk mixing success with failure every time you start to grow in a new direction.




  Now that we know what to avoid when building a book-business-card, let’s take a look at how to make a more effective card.
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  Nothing sells a book like a spiffy cover and a good synopsis. You can see the cover image looks good, but the description is a bit too brief. There isn’t room for a great synopsis. You just have to do the best you can with the space you have.




  Never put the price on the card unless it will compel someone to buy. At $3.99 for an EBook download, the fair price is not compelling, so I left it off.




  The URL address isn’t for one of my book distributors. I use my website to allow the user to choose the format, EBook, Paperback, Hardcover, etc. If the user chooses the EBook format (it costs a lot less) then they can choose between several formats depending on the type of reader they own.




  As an incentive to buy my books I also offer a FREE EBook Reader for the P.C. that can be downloaded and installed. When there is room on the card without overcrowding I mention the FREE Reader.




  Experience has taught me to favor a white card because colors make the message less easy to read.




  If you’re looking for the maximum contrast, it’s not black on white as you might imagine, but is black on yellow.




  The cards are free because VistaPrint puts their web address on the back of the card. I’m impressed with how unobtrusive it is and that it’s so small.
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  The beauty of these little advertising nuggets is in the fact that you can carry them in your pocket. They’re always there when you see a chance to plant the seed.




  Always look at the ROI (Return On Investment) when considering a marketing strategy.




  Let’s imagine you get a 3% sales return on 100 cards. Let’s also imagine you make $3.49 royalty. Your royalty on 3 sales is $10.47.




  At 2 cents each, 100 VistaPrint business card sized flyers would cost $2. Your net return on the investment is $8.47. That’s $8.47 more than you would have had if you hadn’t spent the $2.




  Let’s consider a radio advertisement if you were to get the spot for $300 for a whole month. You would have to sell 86 books just to break even.




  Most people who hear a radio ad are driving and have their hands full of steering wheel.




  Even if they like the sound of the book, they don’t have a pencil. The next car that cuts them off or obscene gesture will erase the memory of your book.




  Besides, remember what I told you about in your face (in your ear) unsolicited advertising.




  Do you eat out? Do you leave a tip? One good turn deserves another. Leave a business card flyer (or 2) on the table with the tip. If you charmed the waitperson during dinner, they may read your 2 cent card and consider your book.




  You can drop (oops!) a card on just about any counter or washroom sink area.




  Always remember to heed the BIG TABOOS at the end of this book.




  If you anger the book retailers remember that your EBook is circulated to them in the online books and catalogs.




  People in the book retail industry will talk amongst themselves. You will be blackballed. Never compete with your own sales channels. Win, lose or draw, you lose.
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