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What Are Special Sales?

e Sales Outside Traditional Retail Channels
* Not Amazon or Booktores
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Bulk Sales

* 100 or more copies

* Typical discount 30-50%5‘3’ |

e |fit’sin your
book proposal,
it goes in your contract!
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Examples of Special Sales

Maternity Store

Airport

Gift Shop

Online Gift Basket Company
Corporate Training Program
Part of Speaking Package

Corporate or Nonprofit Gifts
— For clients

— For employees

— For potential clients

— For donors
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Great for a Book Proposal

Why Publishers Love Special Sales
* Bigger Market

* More Revenue

* Low Acquisition Cost

* Decreased Production Costs

* Lower Returns

* Print to Order (lower uncertainty)



Why You Should Love Them Too!

* Save Time

e Less Travel

* Leaves Less to Chance
 Reach More People

* Greater Impact
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The Ask

n,

Be okay with “no.”:
want you to feel free to say ‘no.

| have a request and |

¥4

Your comfort = their comfort.

Blame me: “Normally I'd ask you this once my
book is published but my book coach said...”
(nonprofit org).

Tie it in...let’s explore this next.



Tie it in with Training / Speaking

* Training/speaking fees can include a specific
number of copies of the book.

OOOOOOOOOO

STEVE FORBES

AWt Bood by
ENTREPREREUAS,
CHOS, & LLADORS

ITY
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ADAM WITTY | RUSTY SHELTON

Forbes3o00ks
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REASONS PEOPLE BUY IN BULK



Reasons People Buy in Bulk

#1 Association with the

Author Mt h
i 1TC
* Author speaking at event A5
* Hiring author as D0
. A
consultant or trainer
* AUthor has Supported a little girl, an earthquake,
their business (give back) oo

o Support (friend / “Reading with Robin”
. . event includes a book
relative): use as gift

Copyright 2019 by Lisa Tener; author's
permission required to use any part of this
presentation.



Reasons People Buy in Bulk

#2 Promote their own
service

e TMS: Company that

sells device that saved
her life!l

 Gave to doctors,
insurance companies,
health organizations

3000

PULSES
LATER

A Memoir of Surviving
Depression Without Medication

Revised—Includes TMS Therapy Updates )

MarTHA RHODES

Managing Depression
Transcranial Magnetic St u
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Reasons People Buy in Bulk

#3 Employee Development
* Learn what’s in the book

b — |

D0 600D 10
| LEAD WELL
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Reasons People Buy in Bulk

#4 Branding: Customized Books
* “Compliments of”
* Logo on cover

e Letter inside from senior exec: “We’re leaders
and want you to be a great leader.”

NG ~GRk
=, Ken Blanchar RN
7/ N\
5 %

The

Heart

of a

- LEADER

/&
on the Art of S,

Successories
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Best Opportunities

e Current Clients
* People Who Know You
e Can it come out of the blue? Yes! Be Visible.

U'TJ Google
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“Out of the Blue”

riffin makes it easy for the reader to apply her customer loyalty bullding peinciples to any
business."~Stephen M.R. Cavey, president and CEO, Cavey Leadership Center, Inc,

Completely Revised & Updated

CUSTOMER

LOYALTY

HOW TO EARN IT HOW TO KEEP IT

]

Jire Grirrin

RRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRR SAA

USPS

Ad agency spotted at
bookstore.

Book promotes mailing

Kit to promote mailing
to large users of USPS

Encouragement to
keep mailing

The lesson:

BE VISIBLE
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Pre-Order Specials
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Pre-Order Specials

FOREWORD BY

STEVE FORBES e

M

0 Leverage 7 Pillars of Thought Leadership
10 Make Competition Irrelevant

ADAM WITTY | RUSTY SHELTON

, Forbes300ks

“Pre-order 500 books
and get a free Authority
Marketing workshop
from one of the
authors.”
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Corporate Sales

* Go to department hiring you.
 Wrap it into your fees.

e Publisher prefers if author buys book, but you
may prefer otherwise.



Pitching a Customized Book

ior sales force MARG BEN"]FF

~or donors

~or trade shows
As promotion...
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If No Personal Connection:
Promotion Long Shots

“Golf for Dummies” — golf club manufacturer

“Diabetes Handbook” — drug company
mentioned in book.

STEP AHEAD OF

AU.TI .

1-800-Flowers:
great idea, but 9& -
no relationship |

%
(R

Anne Moore Burnett

T. Berry Brazelton MD

Copyright 2019 by Lisa Tener; author's
permission required to use any part of this
presentation.



Try Connections First

* Try women’s
(l(;\rq;?r‘()]ling OrganlzathnS

Partners

Women

e Football association

‘ * Plant ideas with
o people in network
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Promotion: Develop Connections First

* Trade Show: company
that sells weighted
blankets (or
' something else

The Bedtime Doctors related to book)
S5-Step Guide, Ages 3-10

* Find promotion
manager or marketing
manager

* Try for keynote as
show

* (be entertaining)

DR. LYNELLE SCHNEEBERG
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Increase Your Chances

Email signature line:
= “Author of”
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Questions?

Lisa@LisaTener.com

Feel free to ask on my blog:
https://www.lisatener.com/blog/

@LisaTener
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