
 

 

Book Proposals That Sell EXTRA SPECIAL REPORT 

 

 

1 

 

 

 

 

 



 

 

Book Proposals That Sell EXTRA SPECIAL REPORT 

 

 

2 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Copyright © 2011 by W. Terry Whalin. Printed in the United States of America. 

 

All rights reserved. No part of this book may be reproduced or transmitted in any form or 

by any means, electronic or mechanical, including photocopying, recording, or by any 

information storage and retrieval system without written permission from the publisher, 

except for the inclusion of brief quotations in a review. 

 



 

 

Book Proposals That Sell EXTRA SPECIAL REPORT 

 

 

3 

Table of Contents 
 

Introduction          page 5 

Why Novelists Need Book Proposals That Sell     page 6  

Choose A Different Path        page 8 

A Marketing Plan for Every Book       page 11 

Unspoken Proposal Rules        page 15 

Persist With Your Passion       page 18 

Some Book Facts         page 20 

Know Your Competition        page 22 

The Unusual Request        page 24 

Book Sales & The First Five Pages       page 26 

Business in the Niches        page 31 

Open Every Door of Opportunity      page 33 

Face to Face Help         page 35 

Follow Or Ignore The Ideas       page 37 

Choose Your Targets With Care       page 38 

The Wrong Multiple Submission       page 40 

A Brief Look At the Major Players      page 42 

What Triggers Someone To Buy A Book      page 44 

Starbucks and Books        page 46 

Teach Out of the Overflow        page 47 

Booked At Book Clubs        page 49 

Help The Amazon Searches       page 50 

Dodged Another Error        page 52 

Each Day Do A Little Bit        page 54 

Gentle Reality At A Conference       page 56 

The Beginning and Ending of Marketing      page 58 



 

 

Book Proposals That Sell EXTRA SPECIAL REPORT 

 

 

4 

Realities of Rejection        page 60 

Try Before You Buy         page 62 

Worth Knowing         page 63 

Boost Your Determination        page 64 

Dreams CAN Happen        page 67 

Amazon Shorts Connect With Readers      page 69 

Little Red Circles         page 70 

A Rare Look At Contract Details       page 72 

A Refreshing Change of Pace       page 73 

Reading About Agents        page 74 

An Exercise in Courage        page 76 

Knocking on the Wrong Door       page 77 

Why Begin Writing Books?       page 80 

A Lifetime Process         page 82  

Find Your Niche in the Market      page 84 

Measure a Year        page 86 

Terryôs 15 Top Recommended Resources      page 89 

About W. Terry Whalin        page 91 



 

 

Book Proposals That Sell EXTRA SPECIAL REPORT 

 

 

5 

Introduction  

 

Since December 2004, Iôve been writing entries about my journey as a writer, book editor 

and now a literary agent. Sometimes these entries are long and sometimes they are brief. 

Today there are over 1,000 entries in The Writing Life. At this time, about 500 people 

have subscribed to receive each update of these entries. Follow this link and you can also 

subscribe to The Writing Life. 

One of my consistent themes is about book proposal creation. Publishers and literary 

agents use this tool to evaluate the sales potential for each book project. Iôve received 

numerous endorsements and over 95 five star Amazon.com reviews for my Book 

Proposals That Sell, 21 Secrets To Speed Your Success. I continue to learn more about 

book proposal creation. With this report, Iôve searched in my entries for information that 

Iôve written about book proposals and gathered it into this report. Iôve eliminated the 

specific dates to make it timeless. I have not heavily re-edited all of these entries. Iôve left 

references to specific conferences and events in my writing life. Iôve left the various links 

and other resources from my blog. During the writing of these entries, part of the time I 

was working for Howard Publishing which became Howard Books and a part of Simon 

and Schuster. Iôve changed Howard Publishing into Howard Books for consistency. 

My bestselling Book Proposals That Sell has not been without critics. Some readers have 

complained that it is focused on nonfiction. At the time (seven years ago) I had worked 

primarily with nonfiction and written nonfiction books. After the book was published, I 

became a fiction acquisitions editor and acquired fiction for over three years for Howard 

Books. Iôve reviewed hundreds of fiction and nonfiction submissions. This experience is 

not built into my older and unrevised book. In early 2011, I launched a 12-lesson online 

course which helps both fiction and nonfiction authors called Write A Book Proposal. 

This course is built on autoresponders and has a step-by-step approach with specific 

assignments each week. If you complete these assignments, then you will create a 

proposal which gives you the best opportunity for success with your submissions to 

agents and editors. You can learn more at: WriteABookProposal.com. The course comes 

with my unconditional 30 Day Guarantee. Try it risk-free.  

 

Iôve pulled these entries together in hopes to encourage your writing life and help you 

grow as a writer. I hope you will use this EXTRA SPECIAL REPORT as a boost to your 

own writing life.  I continue to grow and learn as an editor, an agent and a writer. I 

encourage you to join me in this effort to become better storytellers and wordsmiths. 

http://www.thewritinglife.ws/
http://www.feedblitz.com/f/?Sub=66512
http://tinyurl.com/ydd9hb
http://www.right-writing.com/ways.html
http://www.right-writing.com/ways.html
http://www.bookproposals.ws/
http://writeabookproposal.com/
http://writeabookproposal.com/
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Why Novelists Need Book Proposals That Sell 

 

This past week I did another teleseminar about book proposals. If you follow this link, 

you can download the full teleseminar but also make sure you read the comment from 

Krista Phillips in that section. She asks a question that I have heard often over the last 

few years, ñI have seen your book Book Proposals That Sell referenced several places on 

the Internet, and seen great reviews posted for it. Most of the reviews note that it is a 

great reference for non-fiction proposals however I am primarily a fiction novelist. Is the 

book still a good reference for us fiction writers out there?ò 

 

While Book Proposals That Sell has over 75 Five Star reviews on Amazon, there have 

been a few critics (follow this link if you doubt me) who donôt feel like novelists need 

this book. In this entry on teleseminar about book proposals, I want to tackle this question 

and give you three reasons that you need this book if you are a novelist. These reasons 

will also apply to the professional and experienced writer. Iôve heard many writers resist 

purchasing this book because they have other book proposal books or felt like the book 

was only for beginners. These objections are also false in my view because many 

professional and long-term experienced writers (fiction and nonfiction) have gained 

insight from the pages this book. 

First, let me point out this endorsement from Brandilyn Collins, a bestselling novelist 

who has read the book and says, ñWith years of experience as an author and an editor, 

Terry Whalin has written a book that can help any writer. Book Proposals That Sell 

http://terrywhalin.blogspot.com/2008/03/book-proposal-hot-seat.html
http://www.right-writing.com/ways.html
http://www.bookproposals.ws/
http://tinyurl.com/ydd9hb
http://www.amazon.com/review/R2U3BCOF70ZDZJ/ref=cm_cr_rdp_perm
http://terrywhalin.blogspot.com/2008/03/book-proposal-hot-seat.html
http://www.brandilyncollins.com/index.html
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offers great advice on building the nonfiction proposal and also explains the inner 

workings of the editorôs and publication boardôs role in acquiring a new book. Novelists, 

too, will find this background information very helpful. All authors need to 

understand the uphill battle they face in selling a book before they can be fully 

prepared to submit their absolute best proposal or manuscript. Whalinôs book lays 

out what theyôll faceðand then shows them how to win the battle.ò OK, I marked in 

bold the final portion of this quote for emphasis. 

Now to my three reasons novelists need to read this book: 

1. Understand the Rarity of This Information 

For over twenty years, Iôve read a how-to-write book each month. Iôve got shelves of 

these books and periodically I have to clear them out. It is rare to find any editor who 

writes about the process of book acquisitions. In fact, Iôve heard a number of my editor 

colleagues say that they donôt like to write. If you travel the writerôs conference circuit as 

I have for many years, you will find that many of these editors donôt teach workshops 

because they donôt like to teach or have any inclination in this area. The key decision 

makers havenôt written books (or even magazine articles) about how and why they make 

decisions about which books to publish and why.  

I wrote Book Proposals That Sell from the perspective of the acquisitions editor or the 

person reviewing your submissionsðwhether a novel or a nonfiction book. Iôve read 

many how-to-write fiction books yet the bulk of my writing for years has been 

nonfiction. Why? Because I want to constantly improve my storytelling for nonfiction 

and have gained a great deal of insight from these writers. 

2. Understand The Pressure and Mindset of the Editor 

Every novelist needs to understand the mindset of the publishing executive to succeed in 

their desire to receive a book contract. Whether you are trying to write for a particular 

magazine or publisher or just get published in general, the first step is to understand your 

reader. That first reader is the editor who is actively reading to locate quality material for 
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their publishing house. You can gain a lot of insight into the editor through reading Book 

Proposals That Sell. 

3. Understand A Great Story Is Assumed and You Need Something More 

If your novel is published, it must be a compelling story. The editor or literary agent who 

champions your novel will need this foundation. Every novelist (and nonfiction writer) 

should be working on learning their craft. In Book Proposals That Sell, I help novelists 

understand that in todayôs market they need something more than a good story. Platform 

is critical in the nonfiction area but itôs the way to rejection-proof your story in the fiction 

area. Can you take the secrets in this book and turn it toward your novel submission? I 

know many novelists who have done it successfully. Will you follow the path that they 

have blazed? 

As Sally E. Stuart, the author of The Christian Writersô Market Guide, wrote, ñSelling a 

book may be one of the most intimidating challenges you will ever face. However, an 

intimate knowledge of the process helps make it easier. Terry Whalin offers his broad 

knowledge of this businessðfrom both sides of the editorôs deskðmake him the perfect 

resource for helping you develop a proposal that sells.ò 

Some readers for this post will probably add some additional reasons. In this post, Iôve 

attempted to dispel some of the doubters.  

Choose A Different Path 

 

 

I believe there are huge opportunities in book publishing for everyone who chooses a 

different path to get published. The path is filled with obstacles and naysayers.  

http://right-writing.com/ways.html
http://right-writing.com/ways.html
http://snipurl.com/CWMG2008
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If you have been reading these entries, you know that I like to give the real scoop about 

book publishing. I agree when people say there are too many books out there. Each year 

the number of new books continues to increase. Just check the 300,000 number of new 

books in this article from Sarah Nelson, Editor at Publishers Weekly. In my earlier 

reading, I had seen a high number but never this high. Hereôs the reality check for you. 

Over the weekend, I was listening to my friend Susan Driscoll, president of iUniverse, in 

a teleseminar with Arielle Ford, give this 2004 book statistic: 90% of the new books 

published sold 1,000 copies or less. Now consider the other side of this statistic which 

means that only 10% of the new books published sold over 1,000 copies. In the last few 

days, Mike Hyatt has also written about this topic of too many books. Plus Mike has 

written the follow up article about the way Thomas Nelson, the largest Christian 

publisher is selecting the books they do publish. This article points out another challenge 

for any author: publishers are very selective of the books they contract and publish. 

Increasingly publishers are depending on literary agents to locate new authors. As Iôve 

mentioned before it is often more difficult for a new author to find a good literary agent 

than it is to get published in the first place. I wrote at least 30 books for traditional 

publishers before I ever worked with a literary agent so it is not a necessity.  

Yet increasingly traditional publishers are closing their doors to unagented material. And 

they have good reasons if I think about the material that comes into my agency. If you 

could sit on the side of the desk of an acquisitions editor or a literary agent, you would be 

shocked at the unprofessional pitches from well-intending authors. Like the recent 

nonfiction author who sent me a book proposal for a 150,000 word project. This author 

had a manuscript and had picked up my Book Proposals That Sell to learn how to create a 

book proposal. I applaud this authorôs commitment to learning about the business of 

publishing yet he was overlooking something critical which would get his material 

continually rejected. Iôll not say ñneveròðbut it is highly unlikely that any traditional 

publisher will take a 150,000 word nonfiction book project. Why? Because 70,000 to 

80,000 words is the normal upper limit of such a book and the author missed this critical 

detail to rejection-proof his submission. Itôs like the lengthy novels that other authors 

pitch to me without understanding the typical word lengths (follow this link if you donôt 

know the typical novel lengths). Without knowing it, they are asking for rejection.  

http://www.publishersweekly.com/article/CA6544014.html
http://www.publishersweekly.com/article/CA6544014.html
http://www.asksusandriscoll.com/
http://www.michaelhyatt.com/fromwhereisit/2008/04/too-many-books.html
http://www.michaelhyatt.com/fromwhereisit/2008/04/choosing-which.html
http://www.right-writing.com/published-safest.html
http://www.getanagentnow.com/
http://www.whalinagency.com/
http://www.right-writing.com/published-nonfiction.html
http://www.bookproposals.ws/
http://www.right-writing.com/ways.html
http://snipurl.com/length
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To choose a different path as a writer, learn the craft of writing. Practice it with magazine 

articles and shorter pieces than books. Magazines reach many more people than most 

books (especially with the book statistic in the second paragraph of this entry). You will 

learn a valuable skill as you apprentice with your writing. Itôs something that many 

writers neglect in their journey to books.  

Also continue to learn everything you can about the business of publishing. How do book 

acquisitions editors and executives make decisions about which books to publish? What 

factors push them over the top about a particular book? Also how do the book buyers 

make decisions about a particular book from a publisher? Many of these factors shift and 

change and you need to be reading and learning about these elements so you can figure 

out how to stand apart from the typical editor pitchðin a positive way for that editor. 

With my pitches for Whalin Literary Agency besides looking for great writing, Iôm 

always looking for that x factor. Iôm talking about the little extras that the writer adds to 

the proposal or pitch which will rejection-proof the materials. The factors are different for 

each author but Iôve mentioned some of the distinguishing factors repeatedly in these 

entries. The biggest element is that publishers are looking for authors who understand the 

necessity of selling and promoting books. Youôd be shocked at the resistance of some 

authors to work with the media or work with their publisher to promote the book. The 

attractive authors are the ones which understand this factor and proactively work at it 

constantly. Yes, I understand itôs tiring but if you want to write books and stand apart 

then itôs a necessity in my view. 

Another way to choose a different path as a writer is a commitment to ongoing education. 

This education may come through an annual investment to attend a writerôs conference. I 

understand it costs in terms of time and money. If you canôt make it to a conference or 

want to try something else, get a set of CDs and listen to them. Recently Iôve been going 

through Arielle Fordôs Everything You Should Know series and itôs excellent with 

incredible insight. Iôve been learning a tremendous amount from these audios and the 

printed materials. Also I recommend listening to Mark Victor Hansenôs Mega Book 

Marketing University tapes. Iôve listened to these materials several times and notice 

something new each time I go through them.  

http://www.right-writing.com/magazine.html
http://www.right-writing.com/magazine.html
http://www.right-writing.com/acquisitions.html
http://www.right-writing.com/acquisitions.html
http://www.whalinagency.com/
http://www.right-writing.com/conference.html
http://www.everythingyoushouldknow.com/cmd.php?af=489863
http://www.markvictorhansen.com/cmd.php?Clk=1879910
http://www.markvictorhansen.com/cmd.php?Clk=1879910
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The Christian bookstore near my home is celebrating their grand opening. Yesterday at 

church I caught a few minutes with the bookseller. One author came to their store and 

signed books last Saturday. This author had books from a well-known Christian publisher 

who enthusiastically cooperated with this bookseller in discounting the books and 

providing extras like bookmarks for promotion. This coming Saturday, a second author is 

scheduled with a book from a small press in Alaska. It was the opposite experience. The 

publisher refused to take the booksellerôs credit card or handle the books in the expected 

manner. This retailer was forced to open a PayPal account to pay for the books to ensure 

books would be in the store for the signing. Oh, and for extras like bookmarks? The 

second small press emailed a PDF file with a color bookmark and the retailer could print 

their own for the signing. I have no idea about the details of this small press (even the 

name) but let me suggest the author should be helping this bookseller because the 

experience is making a lasting (and negative) impression on this new bookseller. I 

applauded the retailerôs energy to pour into this book signing and the unusual steps she 

was taking yet at the same time I felt the author should have been touching base to ease 

this situation. Itôs a mini-example of whatôs happening all of the time within the 

bookselling community. Then authors wonder why retailers are resistant to their books?  

You can choose a different path as a writer. Itôs admittedly a bit narrow and at times 

lonely and ground breakingðbut definitely available to you. 

 

A Marketing Plan for Every Book 

 

Late last week, Brandilyn Collins asked me to answer a question from one of her blog 

readers. This reader referred to my Book Proposals That Sell and knew a nonfiction 

proposal should have a marketing plan. She wondered if a fiction proposal should also 

have a marketing plan and what would be in such a plan. I wrote the answer and sent it 

over the weekend so Brandilyn could post it today. With some slight revisions, Iôm 

posting the same entry here. Some of this information I wrote in previous entries but I 

also include some additional twists (because I continually learn more about this topic): 

http://www.forensicsandfaith.blogspot.com/
http://www.right-writing.com/ways.html
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Does a fiction book needs a marketing plan to catch a publisherôs attention? Itôs a good 

question. Let me give you a bit of my background so you see why Iôm answering this 

question. Iôve published more than 60 nonfiction books and Iôve been a book acquisitions 

editor for the last four years. While I had written a lot of books, it was a complete 

revelation when I became a book editor. I began to understand the economics involved 

and itôs important for every author to understand these dynamicsðwhether they write 

fiction or nonfiction. I provide a bit of this information in my book, Book Proposals That 

Sell, 21 Secrets To Speed Your Success. While somewhat focused on nonfiction, you can 

learn a lot about the publishing process no matter what you write from this book. 

Hereôs the financial information that I didnôt understand (since Iôve never self-published): 

for every book (fiction or nonfiction), a publisher is going to spend $50,000 to $100,000 

(real dollars) to take your manuscript and turn it into a finished book. These numbers are 

with a modest advance to the author (say $5,000) and zero marketing dollars. These 

costs are production, cover design, editorial work, etc. on your book. Publishers receive 

thousands of submissions from would-be authors. Iôm the part-time Fiction Acquisitions 

Editor at Howard Books. Iôm looking for six to eight full-length novels a yearðand Iôve 

received over 250 submissions from individuals and literary agents. Iôve rejected some 

quality fiction because of the volume and limited spots. And that is just my story so 

imagine these numbers multiplied on other editorôs desks. And if you read Book 

Proposals That Sell, you will see that editors do a lot more than read manuscripts. 

Letôs pretend for a minute that you are the editor and have to wade through these volumes 

of material to find the books for your list. You have two manuscripts. Both manuscripts 

are excellent, fascinating stories. One manuscript has a marketing plan and the other 

doesnôt. As the editor, you will be held accountable for your choices (within the 

publishing house). Itôs a business to sell books. Which manuscript will you choose to 

champion to the other editors, the publishing executives (sales, marketing, etc.)? Editors 

risk for their authors. Your challenge is to prove to be worthy (actually more than 

worthy) of this risk. 

Later this month, at the Glorieta Christian Writers Conference, Iôm teaching an hour 

workshop, What A Publisher Looks for in a New Book Idea. Whether fiction or 

nonfiction, Iôm going to focus on how you can make your book stand out for the editor. 

http://www.right-writing.com/whalin.html
http://www.right-writing.com/ways.html
http://www.right-writing.com/ways.html
http://www.right-writing.com/published-novel.html
http://www.right-writing.com/published-nonfiction.html
http://snipurl.com/guide
http://www.right-writing.com/ways.html
http://www.right-writing.com/ways.html
http://www.classervices.com/CS_Glorieta_MKLnote.htm
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While Iôm not going to give you the contents of my workshop, let me give you several 

ideas and resources to figure it out. Everything that Iôm going to write is based on the 

assumption youôve learned your writing craft and produced an excellent, page-turning 

novel that is appropriate for a particular publisher. A big part of you may resist even 

creating a marketing plan. Isnôt that why you go to a publisher instead of publishing it 

yourself? No, you go to a publisher to use their marketing efforts in combination with 

your efforts to sell more books (and to have your books in the bookstoreða closed 

system for self-publishingðwhich is another discussion). Publishers love authors who 

ñget itò and understand they need to roll up their sleeves and take a bit of their energy to 

market the books to their own network. Also publishers always want to do more for their 

books especially when they release. Yet they have 20 books to shepherd through this 

processðand you have a single book. Who is going to be more passionate about the 

book? Itôs you as the authorðwell show a little of that passion in your marketing plans 

for your book. 

You need to be reading some marketing books and hereô are a few titles to get you 

started: Beyond the Bookstore, How to Sell More Books Profitably to Non-Bookstore 

Markets by Brian Jud. Over half of the books sold are sold outside of the bookstore. This 

book includes a CD to help you understand these markets and create your own plan. 

Please donôt say you are willing to do radio interviews or appear on Oprah (yes, Iôve 

seen new authors put this repeatedly as their marketing plans and it reveals you know 

nothing about selling books. Of course you will do radio interviews and appear on Oprah 

(however unlikely it is to appear on Oprah). Publicize Your Book! An Insiderôs Guide to 

Getting Your Book the Attention It Deserves by Jacqueline Deval. Several years ago I 

met Jacqueline at a conference in New York City. Sheôs a publisher at Hearst Books and 

has led numerous successful book campaigns as a Director of Publicity. She knows 

proactive authors help sell books and has wise advice about how to be proactive but not 

high maintenance (something publishers avoid like the plague). The techniques in this 

book will give you practical ideas for your marketing plan. You have a network and the 

question is: how will you tap it and use it to sell books? Check out PyroMarketing by 

Greg Stielstra, Harper Business. This book is brand new and will help you see how you 

can stir people to purchase your book and why mass marketing techniques are ineffective. 

To get a taste of this book, read this free introduction (I got from Gregðwho is the new 

http://snipurl.com/btbks
http://snipurl.com/btbks
http://snipurl.com/pubyb
http://snipurl.com/pubyb
http://snipurl.com/pyrom
http://snipurl.com/pyroint
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Vice President of Marketing Christian Books at Thomas Nelson Publishers, the ninth 

largest publisher in the world). Next take a look at bestselling fiction author, Debbie 

Macomber, who won a Quill Award last week in the romance category. She has over 60 

million novels in print. Bounce the ideas of PyroMarketing (particularly the fourth point 

of Pyromarketing: saving the coals or saving the data) against this page in her guestbook. 

I heard a ñrumorò that Debbie has over a million names on her own database. Look at the 

information she is collecting on her guestbook from each personðincluding your 

bookstore information. See why she beat mega-bestselling author Nora Roberts (who had 

two romances nominated for the Quill Award)? Debbie understands what most beginning 

(and many published authors) donôt understand. 

Finally can you bring your publisher a deal from the beginning that will sell at least 5,000 

books? Itôs not a crazy question since 70% of special sales are something that the author 

begins. For some creative ideas, check out Jerry Jenkinsô site (not the Left Behind author 

but another Jerry Jenkins). Most of these ideas are nonfiction but put your own spin on it. 

One quick completely fictious example, your novel has a main character with an eating 

disorder who through the course of the book, gets help and is on the road to recovery. 

Can you open the door for your publisher to cut a deal with New Life Clinics to purchase 

100,000 (wild number maybe 5,000) copies of your novel to give to their patients? Some 

of those patients will never read a how-to nonfiction book but will consume your novel 

and get lots of ideas from it for their own life. New Life could have their own cover or a 

special explanation letter in the front or any number of other special things to make it 

their own book. Now these books are not money makers for the publisher or the author. 

They are heavily discounted but they spur interest and people talking about the book and 

they do stimulate bookstore sales. See how youôve distinguished your book from 

anything else on the editorôs desk? 

Iôve gone on too long but Iôm passionate to tell authors about this process of creating 

excellent book proposals. Publishers are looking for true partners in the process. A 

marketing plan shows that you are actively going to enter into the process of selling 

books. Yes, publishers are looking for excellent storytellers but they need authors who 

care about selling books. 

http://thomasnelson.com/
http://snipurl.com/pyrom
http://www.debbiemacomber.com/ga.htm
http://www.booksaremarketingtools.com/fresh.php
http://www.right-writing.com/ways.html
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Unspoken Proposal Rules 

 

Many aspects of life have unspoken rules.  When you bump into them, you begin to learn 

then use these rules to your advantage.  The rules are different in each culture. For 

example, in the U.S., women in particular like to dress differently. If there is a formal 

event, no woman likes to arrive in exactly the same dress as someone else in the room. 

Years ago when I lived in Guatemala, the culture was completely the reverse. Each town 

in the country maintains a separate outfit of dress. In particular, the women have 

maintained their cultural distinctness. Yet every woman in the town dresses exactly alike. 

It gives the advantage when they are outside of their town context, you can instantly 

know their home town from their appearance.  For me, this cultural distinction was 

fascinating because it was completely opposite of my expectations. 

These unspoken rules happen in publishing as well. One of my readers for 

Book Proposals That Sell wrote and raised some questions. I began to think 

about these rules which I had learned naturally yet I havenôt seen them 

explicitly in writing.  Within a publishing house, the different acquisitions 

editors are colleagues, yet each editor locates new projects then prepares the 

paperwork to bring those projects into the editorial process. Often this editorial process 

involves a meeting where the editors meet together and present their different projects, 

discussing how they can be improved before they are taken to the publication board. If 

the editorial group agrees the proposal is something that should be considered, then it is 

taken to the publication board (which includes representatives of sales and marketing and 

the leadership of the publishing house). While there isnôt an overt rivalry between the 

acquisitions editors in the same house, there is a sense that each person is bringing unique 

book proposals into the publication process.  The writer is eager to have as many people 

as possible consider their book proposal.  Hereôs the unspoken rule: you donôt want to 

have two acquisitions editors inside the same publisher enthused about the exact same 

book proposal.  

Just imagine in your enthusiasm for the book proposal, you give it to two editors inside 

the same publishing house.  Because they present these projects at an editorial meeting, 

the duplicity will be discoveredðto the detriment of the writer. Itôs simply giving both 

http://www.right-writing.com/ways.html
http://www.right-writing.com/acquisitions.html
http://www.right-writing.com/acquisitions.html
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editors cause to reject your project. More importantly than the single rejection, it will 

raise questions about your future submissionsðas to whether you have blanketed the 

publisher with your proposal submissions.  

Letôs carry this situation a bit furtherðand reveal a more subtle rule.  Often a single 

publisher will contain many different imprints. Depending on the publisher, some of 

those imprints are not even located in the same building or even the same city. It is not 

appropriate to submit your book proposal to different imprints of the same larger 

publisher.  Letôs imagine you have an excellent book proposal which could easily go in 

one company or the other company so you decide to send it to both imprints.  An 

acquisitions editor in each imprint gets excited about your contents and champions your 

cause to get it contracted. Even if it progresses through each internal system, eventually 

the duplicity will be discoveredðand it will not go well for the writer in this process. 

Your ñexcellent proposalò risks rejection from both publishers and the questions will be 

raised with your future submissions. 

As a writer, I completely understand your eagerness to get your proposal to as many 

places as possibleðand submit them at the same time because the process takes a long 

time. Yet there are some cautions to observe in this process. 

Hereôs a final one that few writers seem to considerðand it happens primarily with 

fiction.  Itôs almost universal that first-time novelists have to complete their entire 

manuscriptðbefore they can receive serious consideration from a publishing house.  

Admittedly itôs a great deal of work to craft an excellent story and sustain that excellence 

over 80,000 to 100,000 words.   You go to a large writerôs conference with your 

manuscript or your pitch or your proposal.  During the conference, you meet with a 

number of editors and literary agents. The editor looks at your work and asks you to send 

it to them. At the same time, the agent looks at your work and sees merit and requests a 

copy of the manuscript.  You return from the conference and follow-up with all of the 

various requests.  What if for a variety of reasons (there are many reasons), all of the 

publishers look at your material and decide to reject it. But the literary agent carefully 

reads your manuscript and decides they want to represent it for you. You love receiving 

this news from the literary agent.  If your agent is worth their salt, they are going to ask 

you, ñWho has seen this manuscript?ò You provide the list of these publishers who have 

http://www.right-writing.com/rejection.html
http://www.right-writing.com/published-novel.html
http://www.right-writing.com/conferences.html
http://www.right-writing.com/published-safest.html
http://www.right-writing.com/networkingbefore.html
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rejected your work. Essentially you have tied the agentôs hands through your enthusiastic 

efforts to find a publisher.  You will have to transform the manuscript into a completely 

new workðnew title and new emphasis for the literary agent to gain a repeat hearing 

with those publishers who have rejected your work. Why?  Editors keep logs of the 

submissions (I do) and if I see something which seems a bit familiar, I can pull up this 

file and search through itðfor your name, your title and whatever details about the story 

that I wrote into my log. Unknowingly in your enthusiasm to market your manuscript, 

youôve actually limited the possibilitiesðand mostly through some unspoken rules of the 

process. 

It may strike you as unfair. You are new and didnôt know the rules. It probably is unfair 

yet I would encourage you to take a minute to consider it from the editorôs perspective. 

There are only a few available spotsðand a great deal of possibilitiesðin fact millions of 

possibilities. Iôll give you one frightening statistic in this area from Get Published! 

ñFinished manuscripts for an estimated 8 million novels and 17 million how-to books are 

lying in desk drawers all over the country, waiting to be published.ò (Hereôs the source of 

this statistic). You may wonder why itôs frightening. Itôs because of the large volume and 

intense competition. 

Donôt allow this entry on the unspoken rules to get you discouraged. There are many 

ways to make your proposal stand out from the others. Itôs key to look for the right 

publisher for your workðand continue to look. Perseverance is important. One of the 

principles of Pyromarketing is to find the driest tender. Over the weekend, I noticed a 

spot which would qualify when it comes to Book Proposals That Sell. Scott Waxman 

leads a top literary agency in New York City and has agented several of my book 

projects. Some time ago, I suggested that he add Book Proposals That Sell to his list of 

resources for writers.  His website is a ñdriest tender spotò because writers looking to get 

published will follow his counsel. It was great to see Book Proposals That Sell among 

these recommended resources. I continue to look for these ñdry tenderò locations to 

include this resource. Itôs a step I also recommend to you with your book projects. 

http://snipurl.com/valuable
http://www.selfpublishingresources.com/Booknews.htm
http://www.selfpublishingresources.com/Booknews.htm
http://www.thewritinglife.ws/
http://snipurl.com/marketingplan
http://snipurl.com/pyroaud
http://www.right-writing.com/ways.html
http://www.waxmanagency.com/
http://www.right-writing.com/ways.html
http://www.waxmanagency.com/submission.html
http://www.waxmanagency.com/submission.html
http://www.right-writing.com/ways.html
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Finally, let me point out another firstðthe Premier Carnival of Christian Writers.  I 

joined forces with some other bloggers for this particular effort. Hope you enjoy the 

variety. 

Persist With Your Passion 

 

 

What are you doing each day to persist with your passion? Are you passionate about 

fiction? If so, what are you doing to continue growing in your craft? What are you doing 

to continue writing the stories in your heart and get those stories on paper? Or maybe 

your passion is to be published in magazines? Are you faithfully pitching new ideas and 

writing the assignments which come your way? Or possibly you have a nonfiction idea 

that needs to get published? Or maybe you have a friend with a nonfiction book idea that 

ñshouldò be published? What proactive steps are you taking today to get those ideas 

moving? 

Your breakthrough opportunity might be around the corner. It certainly canôt happen if 

you donôt keep knocking on the doors and trying to open the way. If you read these 

entries, you will know one of my passions is to help writers produce better book 

proposals and pitches to editors and literary agents. Why? Because as an editor (and now 

an agent), I see many proposals which have a gem of an ideaðbut itôs buried or not 

pitched in the most compelling fashion. I canôt fix every one of these proposals. Itôs 

impossible. What I can do is encourage writers to read Book Proposals That Sell and 

study the contents and grow in their abilities. 

http://writermominterrupted.blogspot.com/2006/10/carnival-of-christian-writers-premier.html
http://www.right-writing.com/published-novel.html
http://www.right-writing.com/published-novel.html
http://www.right-writing.com/magazine.html
http://www.right-writing.com/published-nonfiction.html
http://www.right-writing.com/published-safest.html
http://www.whalinagency.com/
http://www.bookproposals.ws/
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When I go to a conference, I bring several copies of my book and make a pointed case to 

give these books to key individuals. After the conference, I follow up and see if I can 

provide any additional information or open another opportunity from the gift. While my 

book has been out for almost two years, I continue to mail review copies to people. In 

fact, yesterday I mailed two more review copies. Iôve seen firsthand how persistence will 

pay off.  

My book continues to be reviewed. This week Shane Werlinger posted a review about 

Book Proposals That Sell on Suite 101. I hope you will check it out. 

Almost daily I received notices about selling electronic versions of Book Proposals That 

Sell. Some of these sales come from affiliates, who are leading people to my book and 

earning 50% of the commission from this web link. If you havenôt taken two minutes, 

join my affiliate program and begin using your own link to lead people to Book Proposals 

That Sell. As people read the book, they will improve their own book submissions so you 

will serve others in that process. In addition to helping your audience, you will be adding 

some passive income from the experience. The process is simple. First, join my affiliate 

program then add your link to your website, your newsletter or your emails.  

Everyone needs to follow the persistence of Andy Andrews who wrote the bestseller, The 

Travelerôs Gift. I told this story almost two years ago but Iôm going to repeat it here. A 

popular speaker, Andy wrote a manuscript which he tried to get published. It was rejected 

54 times. How many of us send out our material to this degree? He continued in his 

popular speaking work but did not have a book for his audience. One day at one of 

Andrewsô speeches, Gail Hyatt was in Andy Andrewsô audience. She came up to him 

afterwards and suggested that he write a book. 

Looking a bit sheepish, Andy told Gail, ñYour husbandôs company (Thomas Nelson) has 

already rejected my book.ò Gail asked to receive a copy of the manuscript and promised 

to read it. Andy sent her the book. She showed it to her husband (Mike Hyatt, president 

of Thomas Nelson) and the book was published. 

Note the perseverance in what happened next. When Andy got his new book, he gave 

away 12,000 copies of the book. Most of those review copies didnôt make much of a 

http://snipurl.com/terrysp
http://research-writing-techniques.suite101.com/article.cfm/book_proposals_that_sell
http://www.right-writing.com/ways.html
http://www.bookproposals.ws/
http://www.bookproposals.ws/
http://www.terryinfo.com/
http://www.terryinfo.com/
http://www.right-writing.com/website.html
http://www.right-writing.com/newsletter.html
http://terrywhalin.blogspot.com/2005/07/must-have-perseverance.html
http://www.andyandrews.com/
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difference. But one of those copies got in the hands of Robin Roberts, a producer of 

ABCôs Good Morning America. Roberts selected The Travelerôs Gift as their Book of 

the Month. The Travelerôs Gift sold 850,000 copies and the rest is history.  

The writing life isnôt easy for any of us. You have to persist with your passion. It is a key 

characteristic of the writers who ultimately find success. 

Some Book Facts 
 

Once a year, the book publishing industry learns about their production numbers for the 

previous year. Bowker, the leading provider of bibliographic information in North 

America, released these statistics yesterday.  The number of books which were produced 

broke another record at 195,000 new titles and editions or an increase of 14% from the 

previous year.  

The largest area of growth was fiction which increased by 43.1% to 25,184 new titles and 

editions or the highest total ever recorded in this category.  You can read the full release 

and see some other new book numbers.  

Iôm frankly not surprised to see this increase in fiction. When I attend writerôs 

conferences, the number of people who are working on novels, seems to only increase. 

Yet I find much of the fiction needs a great deal of help before it would be successful in 

the market. 

From these production numbers, we learn that itôs never been easier to get a published 

book. The proliferation of self-publishing, new publishers and Print On Demand 

publishers make it possible for anyone to get a printed book. Yes, you can write a 

manuscript, then take it down to one of these places and have a bound book for your shelf 

or to give your relatives.  

One of the hardest things to proofread is something which doesnôt appear on the page. 

What isnôt said in these production numbers? These facts donôt say anything about books 

sold or books read or (even rarer) books which make the bestseller list.  

http://www.wchstv.com/abc/gma/robinroberts.shtml
http://terrywhalin.blogspot.com/2007/03/abcnews.go.com/GMA/
http://www.right-writing.com/published-novel.html
http://snipurl.com/books2004
http://www.right-writing.com/conference.html
http://www.right-writing.com/conference.html
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iUniverse is one of the major self-publishing operations in the marketplace. The May 

16th issue of Publishers Weekly (which I received in the mail yesterday) included an 

article with these statistics about iUniverse. During 2004, they published a total of 18,108 

new books. Fourteen of their books were sold nationally through Barnes & Nobleôs 

bricks-and-mortar stores. Itôs a key number. While many people like to rave about their 

self-published books, where will they be able to sell it? How will they be able to sell it? 

Then another key statistic from iUniverse in the PW article: Only 83 titles (of the 18,108) 

sold at least 500 copies.  

I donôt know about you, but Iôm not interested in writing books which arenôt read and 

arenôt sold. Certainly I can crank a bunch of words into the computer and go to iUniverse 

or another self-publisher place and get it bound into a book. If I have no means to sell it, 

then I only contribute to the problem or the paper proliferation rather than raising the 

rates of people who are reading. As a July 12, 2004 Publisherôs Weekly article pointed 

out, ñA survey conducted by the National Endowment for the Arts has confirmed a trend 

that most book publishing industry members are well aware of: the percentage of 

Americans who read books has steadily declined over the last 20 years.ò  Yes, traditional 

publishing takes time and energy and patience. The marketing effort for a book takes a lot 

of energy and effort. But if it is read, then itôs worth this effort. 

One of the major reasons, I devoted such energy and effort to create Book Proposals That 

Sell is because I want to help writers be able to get their material in a format which 

traditional publishers will seriously consider (as opposed to instantly reject).  While Iôve 

written nonfiction books, I also have spent a lot of time and energy in the fiction area of 

the market. Currently Iôm a part-time Fiction Acquisitions Editor.  

Itôs been very affirming for me to receive these types of comments about Book Proposals 

That Sell from someone who lives in the fiction world as a best-selling author.  

ñWith years of experience as an author and an editor, Terry Whalin has written a book 

that can help any writer. Book Proposals That Sell offers great advice on building the 

nonfiction proposal and also explains the inner workings of the editorôs and publication 

boardôs role in acquiring a new book. Novelists, too, will find this background 

information very helpful. All authors need to understand the uphill battle they face in 

http://www.iuniverse.com/
http://www.publishersweekly.com/
http://www.iuniverse.com/
http://www.publishersweekly.com/
http://www.iuniverse.com/
http://www.publishersweekly.com/article/CA435126.html
http://www.bookproposals.ws/
http://www.bookproposals.ws/
http://snipurl.com/guide
http://www.bookproposals.ws/
http://www.bookproposals.ws/
http://www.brandilyncollins.com/
http://www.bookproposals.ws/
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selling a book before they can be fully prepared to submit their absolute best proposal or 

manuscript. Whalinôs book lays out what theyôll faceðand then shows them how to win 

the battle.ò ð Brandilyn Collins, best-selling novelist. 

If you are writing a book manuscript today, you have a choice. You can take the self-

publishing route or you can go with a traditional publisher. Neither route will be easy but 

in the majority of casesðone route has readers and sales while the other is a huge 

question mark. These are some book facts worthy of consideration as you make your 

choice. 

 

Know Your Competition 

 

Itôs a common missing element in many book proposals. The writer contends they have 

created something unique which ñhas no competition.ò When someone writes this 

statement, they are not considering the larger sense of the book market. Every book has 

competition in the marketplace. Itôs the responsibility of the writer to understand and 

describe that competition in their book proposal. It is not the responsibility of your editor 

or literary agent to create this competition but the authorôs responsibility who should 

intimately know their topic and area of expertise.  

Publishers need this information throughout the internal process within publishing 

houses. For one publisher, when they complete their internal paperwork to secure a book 

contract for an author, they are required to list the ISBNs of competitive titles.  

http://www.brandilyncollins.com/
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Some of you reading these entries are familiar with Book Proposals That Sell. In the final 

pages of this book, I include a sample of one of my book proposals which sold for a six-

figure advance. This proposal is exactly what was submitted to the various publishers. 

The missing ingredient in my proposal (despite its success) is the lack of specific 

competitive titles. I wrote this proposal over ten years ago and in todayôs market it would 

need to have those competitive titles before it would go out into the marketplace. 

Hopefully Iôve learned (and continue to learn) a few things about book proposal creation 

over the last few years. 

When I started as an acquisitions editor, the president of the company (no longer there) 

sat down and went through the various topic areas where I would be acquiring books. 

One of these areas was parenting books. I raised a question about this area since within 

several miles of our offices was a major marketing force in this area of parenting called 

Focus on the Family. ñOh yes, Terry, we will continue to publish parenting books,ò he 

said with passion. ñMarriages continue to fall apart in record numbers and children are 

leaving the church in droves.ò With my marching orders, I continued to acquire parenting 

books but silently I wondered whether a book can solve those two explicit issues about 

the family. 

Each week Publishers Weekly tackles a different area of the market. In the February 11th 

issue, they cover parenting books which is highly competitive with loads of successful 

titles in print. The article, ñSpare the Rod and...ò gives a rundown of several forthcoming 

parenting books. Hereôs what is interesting to me (and hopefully for you): Notice the sub-

categories for each title in the article: publisher, first printing, target audience, authorôs 

http://www.bookproposals.ws/
http://www.right-writing.com/acquisitions.html
http://www.family.org/
http://www.publishersweekly.com/article/CA6530574.html
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credentials, why the book is needed, and what distinguishes it from the competition. The 

final four categories are what every author needs to include in their book proposal when 

it is submitted to a literary agent or an editor.  

The actual language for the competition section is tricky. The author needs to point out 

the competition and how their book takes a different slant on the subject or deeper or 

some improvementðwithout slamming the competitive title. Why? Because the 

publisher of that competitive title may be the perfect location for your book you donôt 

want to offend that publisher with how youôve written about their title. Like many aspects 

of the publishing world, when you write your competition section, it calls for education, 

understanding and some sense of diplomacy because the relationship will often be the 

distinction. 

The Unusual Request 

 

 

This week the short email surprised me and it probably shouldnôt have done so. Writers 

ask me all sorts of questions and Iôve invested a great deal of energy and time to provide 

resources for them. Part of my motivation for creating sites like Right-Writing.com and 

these entries about the writing life is to help others succeed with their writing dreams. 

From my five years as a book acquisitions editor, I saw many writers floundering and not 

understanding how to produce what the editor needed to secure a book contract. I poured 

a great deal of thought and energy into Book Proposals That Sell and I continue to 

http://www.right-writing.com/published-safest.html
http://www.right-writing.com/understanding.html
http://www.right-writing.com/
http://www.thewritinglife.ws/
http://www.bookproposals.ws/
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receive feedback about how this book is helping people. In fact, I like to receive feedback 

about it and find it encouraging. 

Earlier this week, I received this email:  

ñI hope all is well. I have completed reading ñBook Proposals that Sellò and I am ready to 

submit my book proposal to publishers. However, before I submit it, I need your 

expertise. I have attached a copy of my book proposal to see if you could review it to see 

if my format is correct. Any advice you can give me will be helpful. Thank you.ò 

The book proposal was attached to this email. For over 20 years, Iôve read a how-to-write 

book about once a month but I have never presumed to write the author of one of these 

many books and ask for their specific input about my project just because I had 

purchased their book. Notice this person didnôt offer any compensation (not that it would 

have made a difference with my response). Former editors and agents are good at saying 

no. I did respond to this author and encouraged looking into other resources for input.  

If you have created a book proposal or a book manuscript, where do you go to get some 

professional input? I applaud this writer for wanting to get some professional help before 

sending it out into the marketplace. Many writers donôt get input before they send out 

their materials and they only get one chance to make a good first impressionðand 

instead make the wrong impression, get rejected and have no understanding of the reason. 

In addition to Book Proposals That Sell, I created an audio product with over three hours 

of my teaching and ideas about book proposal creation called Editor Reveals Book 

Proposal Secrets. You can order this product which is covered with my 100% Love-It-Or-

Leave-It Guarantee. Click the link above and read every word on that page to learn more. 

Writing critique groups are another resource to get input from others. This group can be 

an online group or face-to-face group. For many years, I belonged to a small four-person 

group that met once a month and we critiqued each otherôs materials. I learned a great 

deal as a writer during those years and highly recommend such a simple system. I give a 

lot of details about critique groups in this article. 

http://www.right-writing.com/ways.html
http://www.editorbookproposals.com/
http://www.editorbookproposals.com/
http://www.right-writing.com/critique.html
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Writersô conferences are another place to get specific help about your proposal or project. 

It is an investment to attend these gatherings and they come in all shapes and sizes. You 

have to determine what you need at a particular point in your writing life and which 

conferences to attend. Iôve got a lot of information about conferences at this link. Make 

sure you scroll to the bottom of this page where I link to some specific conferences. 

Beyond these resources, maybe you need to use a ghostwriter or consultant or a book 

doctor for your proposal. Be prepared to pay a fee for such a service but itôs something 

else to explore in this realm. There are numerous people who do this sort of work. One 

large resource with this information is to pick up Rick Frishmanôs Million Dollar 

Rolodex as a free resource when you sign up for his newsletter at Author101.com. Rickôs 

resource is about 55 pages and packed with solid information. 

And before you fire off that email asking if I will review your book proposal, stop and 

consider some of your other resources. Then you will not be making a memorable 

impression with your unusual request. 

Book Sales & The First Five Pages 

 

Iôm one of the almost 48,000 people on Mahesh Grossmanôs e-zine list. Like 

many of the things that come across my desk, often I read it then delete it. If 

you donôt get his newsletter, then use the link in his bio to subscribe. 

Yesterdayôs newsletter included a couple of interesting articles from him and 

his newsletter gave permission to reuse themðas long as you included his 

bio (and I added his byline). Itôs another reality check for writers in several areasðthe 

number of book salesðand the type of effort you have to pour into your book proposals 

and submissions to get any place in this process. I was discussing this very topic 

yesterday with someone Iôm working with on one of my own book proposals in the 

process. He said to me, ñTerry, if it was easy, then everyone would do it.ò Itôs true. Itôs 

not easy and takes hard work and solid storytelling skills to pull off a successful book. 

I hope you will enjoy and benefit from these articles. 

http://www.right-writing.com/conference.html
http://www.author101.com/
http://www.right-writing.com/ways.html
http://www.right-writing.com/ways.html
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THE TRUTH ABOUT BOOK SALES 

By Mahesh Grossman 

I get a lot of calls and e-mails from the subscribers to this newsletter that start off with a 

comment like óMy book is a guaranteed bestseller.ô 

If you say that to me on the phone, my response is likely to be curmudgeonly. If you 

write that to me in an e-mail, it decreases the chance I will respond to you.  

Nobody actually knows that a book will make the bestseller list, especially by an author 

who isnôt well-known. 

Here are some sobering statistics from Nielsen Bookscan, a company that in 2004 tracked 

the sales of 1.2 million books in the United States: 

¶ Of those 1.2 million books, 950,000 sold fewer than 99 copies.  

¶ Another 200,000 sold fewer than 1,000 copies.  

¶ Only 25,000 books sold more than 5,000 copies.  

¶ Fewer than 500 sold more than 100,000 copies.  

¶ Only 10 books sold more than a million copies each.  

¶ The average book in the United States sells about 500 copies. 

(The above info is reprinted from the Levine Breaking News, one of my favorite e-zines. 

To subscribe, send your email address to: Join-elert@pr2.netatlantic.com.) 

In other words, almost 80% of the books tracked sold less than 99 copies. And more than 

95% sold less than 1,000 copies. 

Now you know why The Authors Team doesnôt work on a book for part of the profits. 

99% of the time weôd starve. 

Here are the two main lessons you can take from this: 

http://us.f603.mail.yahoo.com/ym/Compose?To=Join-elert@pr2.netatlantic.com
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1) Agents and editors know these statistics. Because of that, you look like an amateur if 

you say your book will be a bestseller in your query letter or when you meet with them. 

They will then look for reasons to turn you down when they read your manuscript or 

proposal, rather than keeping an open mind. 

2) Writing a book just to make money doesnôt usually work, unless youôre already 

famous. If youôre writing non-fiction, particularly as a way to promote your business, a 

book needs to be part of an overall strategy that includes publicity, developing a mailing 

list, and creating other products (paid newsletters, teleseminars, CDs, DVDs, boot camps, 

coaching and training programs, etc.) for which you can charge higher prices. 

***************************************************  

NOVEL NOTES: THE FIRST FIVE PAGES  

By Mahesh Grossman 

Hereôs the truth about how it works when you submit your novel or a book proposal to an 

agent: Typically, yours is one of about two hundred submissions the agent gets in a week. 

With that kind of volume, the agent or his assistant is not reading carefully. Though they 

have a goal of finding new properties to sell, at this stage of the process agents have a 

different mission: rule out as many manuscripts as possible so they can spend more time 

reading the best stuff. 

In real terms, unless your manuscript is one of the top few in a given week, youôll get a 

polite rejection letter. 

Most agents will take five pages along with a query letter. And one of my agent friends 

says she skips the query altogether until she reads the sample five pages. 

Butðand this is really importantðsince an agent is looking to rule out manuscripts that 

arenôt ready, if your first page (and sometimes even your first paragraph) isnôt strong 

enough, you will land in the reject pile.  
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Literally every unpublished manuscript I have seen in the last few years has suffered 

from this problem. Even the best, which recently landed an agent, needed a complete re-

do of the first two pages. 

Maybe itôs because most people start their novels at the beginning, and they donôt know 

their story or characters well enough until later in the book. Maybe new writers write 

better as they get further into the story.  

Whatever the case, you canôt afford to wait until page three (or seven or fifty) for your 

best writing. It has to start with page one, sentence one, and continue with sentence two, 

sentence three, etc. Otherwise your manuscript is bound for the reject pile. 

Whatôs the biggest reason agents get turned off by a writerôs first page? Instead of 

starting where the real story begins, with the juicy stuff, writers fill their first pages with 

either dull, unnecessary scenes or background information that can be skipped. Iôve seen 

manuscripts that begin with the equivalent to the words that appear on the screen before a 

movie beginsðthe stuff thatôs too boring to waste money filming. Obviously, this is not 

the kind of writing that will make a great first impression on an agent. 

One of my favorite examples of a great beginning is from Jennifer Weinerôs novel, óGood 

In Bedô. It starts with a big event that propels the story. The first four words of this novel 

push you right into the storyðthe main characterôs best friend simply asks, óHave you 

seen it?ô  

The óitô in question is an article by the protagonistôs somewhat ex-boyfriend (theyôre 

taking a break), in a national magazine, titled óLoving a Larger Woman.ô  

Her reaction to this article is entertaining and keeps you reading for a long time to come. 

Eventually Weiner fills you in on the story between the ex and the main character on a 

need to know basis, but she doesnôt let it get in the way of the important material thatôs 

happening right now. 
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This novel starts with the event that changes the main characterôs lifeðwhich is where 

most stories should begin. (There are other ways to start a novel, but this is a very good 

one.) 

Where does your novel start? And what can you cut from your beginning without hurting 

your story? 

My advice? Be ruthless. 

Hereôs to your bestseller! 

Mahesh Grossman is the author of Write a Book Without Lifting 

a Finger (www.writeabooktoday.com) and President of The 

Authors Team (www.AuthorsTeam.com), a company that helps 

credible experts become Incredible Authors, through 

ghostwriting, editing, coaching, and publishing. He can be 

reached via e-mail at: GetPublished@AuthorsTeam.com. For a 

free list of more than 400 agents as well as a newsletter with tips on how to find an agent, 

get published, publish your own book and get publicity for it, go to 

www.findagreatliteraryagent.com or www.AuthorsTeam.com. ©2006 

This link to the agent list is a way to get the list of the Association of Author 

Representatives. Many other agents follow the ethical standards of the AAR but donôt 

belong to the organization. The list can be a resourceðbut it can also be overwhelming. 

If you are going to use this list, understand that just like approaching any publisher 

requires research, it also requires research to approach an agent and make sure you are 

pitching something of interest for that agent. If you donôt use this list of agents with 

wisdom, then you are simply throwing more material into the system, clogging it and 

going to reap a lot of rejections. Information is power but how you use that information is 

critical. 

http://snipurl.com/hireghost
http://snipurl.com/hireghost
http://www.writeabooktoday.com/
http://www.authorsteam.com/
http://us.f603.mail.yahoo.com/ym/Compose?To=getpublished@authorsteam.com
http://www.findagreatliteraryagent.com/
http://www.authorsteam.com/
http://www.aar-online.org/mc/page.do
http://www.aar-online.org/mc/page.do
http://www.aar-online.org/mc/page.do
http://www.right-writing.com/published-safest.html
http://www.right-writing.com/rejection.html


 

 

Book Proposals That Sell EXTRA SPECIAL REPORT 

 

 

31 

Business in the Niches 

 

This weekend I was reading my latest issue of Publisherôs Weekly. Itôs a 

thick one and emphasizes the various childrenôs books to be released in the 

fall. In recent months, PW has started a column in the back of the magazine 

called Soapbox. Iôve referred to several of these articles and I often find 

something worthwhile and interesting. It happened again with an article from 

Chris Anderson called A Bookselling Tail. Anderson is the editor-in-chief of Wired 

(another publication that I read) and he has a new book from Hyperion, The Long Tail: 

Why the Future of Business Is Selling Less of More. This new book is bouncing around 

toward the top of the bestselling books on Amazon.com. Over the weekend, I added to 

the hoopla and ordered my copy. I know the book started as a Wired magazine article and 

Iôm interested to see what I can learn from it. Iôve already referred to this area in an 

article from The New Yorker. Iôve also seen the book mentioned in other publications. 

I want to point out a couple of paragraphs from the PW article (and you can read the 

entire article online): Anderson writes, ñHereôs the reality of the book industry: in 2004, 

950,000 titles out of the 1.2 million tracked by Nielsen Bookscan sold fewer than 99 

copies. Another 200,000 sold fewer than 1,000 copies. Only 25,000 sold more than 5,000 

copies. The average book in America sells about 500 copies. Those blockbusters are a 

minute anomaly: only 10 books sold more than a million copies last year, and fewer than 

500 sold more than 100,000.ò 

ñSo are all the rest of the books simply failed blockbusters? Of course not. As the book 

industry has known for decades, thereôs virtue in nichesðbooks that arenôt for everyone, 

but really thrill those they are for. The trick is finding a way to make a business in niches, 

rejoicing in the rare blockbuster if it comes, but not having to depend on it.ò 

Some book authors are going to find these statistics startlingðthen discouraging. Is it a 

dose of reality? I recommend you take this information but look at it critically. The 

statistics from Bookscan may be correct but do they present the total bookselling picture? 

No. Anderson is using the statistic to prove his point and didnôt intend to give you a full 

picture of where books are sold. Itôs true the blockbuster bestseller is rare but not every 

http://snipurl.com/bookselling
http://snipurl.com/thelong
http://snipurl.com/thelong
http://terrywhalin.blogspot.com/2006/07/blockbuster-or-niche-or-both.html
http://snipurl.com/bookselling
http://snipurl.com/bookselling
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book sale is recorded or recognized. For example, in a few weeks, Iôm headed to the 

Greater Philadelphia Christian Writers Conference. Iôm going to tuck a box or two of 

Book Proposals That Sell into my suitcase. Yes, I have other books that I could bring but 

Iôve learned through hard experience that during a writerôs conference, people purchase 

how-to books about writingðand little else. Iôm finding the niche for this book but the 

sales are outside of the bookstore and will never show up on something like Bookscan. In 

fact, according to author Brian Jud, more than half of the books sold are sold outside of 

the bookstore. Itôs why Jud put together this excellent book, Beyond the Bookstore. 

Not every book takes off in the first few months which it is introduced into the 

marketplace. In fact, many books donôt take off initially. A book is only ñnewò for a short 

period of time. Some publications only want to talk about new books. Also the majority 

of the publisher promotion work will happen in the first few months then the publisher 

will be forced to leave your book and hope it sells on the backlist because they have to 

move on and promote even newer titles. There are many books which take off after they 

are published. Recently at the trade show in Denver, I sat beside an author whose book 

took time to take off. Itôs only in the last few months, Joanna Weaverôs book Having A 

Mary Heart in a Martha World has started appearing on the bestseller lists. If you check, 

this book released in hardcover in 2000 and just recently began selling to the volume 

where it appears on the bestseller list. According to Joanna, it was word of mouth 

(something every publisher hopes for but doesnôt control). It was the buzz. Authors can 

continue to stir the buzz months after this initial push to get the book into the market. As 

authors, we are the ones with the greatest passion for our book and its success. 

Admittedly it takes ongoing effort. 

For a minute, celebrate with me this review on Amazon for my Book Proposals That Sell: 

ñ  SUCCESS!, July 23, 2006  

Reviewer: Beth K. Vogt (Colorado Springs, CO USA)  

Terry Whalinôs book was my guide when I wrote my first book proposal. My copy of 

Book Proposals That Sell is dog-eared, underlined and marked with multicolored sticky 

notes. Andðjust like the title promisesðmy book proposal SOLD. My first book will be 

published by Revell in 2007. I referred to Whalinôs book again and again as I polished 

http://www.writehisanswer.com/philadelphia/
http://www.right-writing.com/ways.html
http://www.right-writing.com/conference.html
http://snipurl.com/btbks
http://www.amazon.com/gp/product/0739411519/sr=8-3/qid=1153755979/ref=pd_bbs_3/002-6085406-9118416?ie=UTF8
http://www.amazon.com/gp/product/0739411519/sr=8-3/qid=1153755979/ref=pd_bbs_3/002-6085406-9118416?ie=UTF8
http://snipurl.com/bookproposals
http://www.right-writing.com/ways.html
http://www.thewritingroad.com/
http://snipurl.com/bookproposals
http://www.revellbooks.com/
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my proposal. Whalinôs expertise helped me write a strong proposal, one that I was 

confident in submitting to my editor. Iôm working on my next book proposal and, once 

again, Book Proposals That Sell will be my main reference.ò 

Bethôs story is exactly the result I dreamed about when I wrote this book. I know in a 

small way this book is helping writer improve the quality of what they are sending into 

the marketplace. Believe me as an acquisitions editor, I know firsthand authors need this 

type of help. 

My application from this material is twofold: First, every book idea and proposal and 

book has a particular niche and audience. We need to be aware of this niche. Then 

second, the author needs to continually stir the waters to help people know about the 

book and itôs availabilityðand that effort happens long after the initial release period. So 

what is your niche and how can you take some concrete steps to reach it today?  

 

Open Every Door of Opportunity  

 

As an author, I want to knock on lots of different doors of opportunity then be prepared to 

march through any of them when they open. It takes courage to often knock in the face of 

rejection but the opportunities will never come if you donôt continue trying. I know those 

last statements are not real profound. You would be surprised how many would-be 

authors give up during the journey. They should continue growing in their craft and 

ability to write. Plus they need to continue knocking on the doors of opportunity. 

http://snipurl.com/bookproposals
http://www.right-writing.com/ways.html
http://snipurl.com/guide
http://www.right-writing.com/rejection.html
http://www.right-writing.com/rejection.html


 

 

Book Proposals That Sell EXTRA SPECIAL REPORT 

 

 

34 

 

As an illustration, Iôm going to use my Book Proposals That Sell. This proven book 

continues to help various writers with their dreams of getting a traditional publisher for 

their book. Last week I heard from another author who had used the information in this 

book and received a book contract. Iôd much rather have someone pay me to write a book 

through writing a book proposal than self-publish (or pay someone else) to get the book 

into print. There are many reasons to take this route yet many have not found the right 

keys to open that door. 

If you read these entries, you know Iôve worked hard (and continue to work hard) to get 

the word out about the results from Book Proposals That Sell. I continue to sell and 

promote the trade paperback through different channels. This promotion will continue as 

I speak at different conferences in the months ahead and other means. Many readers have 

encouraged their friends to purchase the book, held it up at other conferences and used 

other means to spread the word about this product. 

This week Iôve opened another door of opportunity for this book. Now anyone reading 

these words can promote Book Proposals That Sell to your own Ezine or your own 

audienceðand profit from it financially. I hold the exclusive electronic rights for this 

book. Iôve created a new electronic version of the book and created an affiliate program. 

You can see my new promotional page for this book at this link. You can join my affiliate 

program here. The affiliate program is a simple registration form (three minutes or less to 

complete). You will have access to various promotional tools such as advertising you can 

slip into an email or your Ezine or banner ads you can use in HTML newsletters or on 

your personal website. Why would you do it? Iôm going to send you 50% of the profits 

http://bookproposals.ws/
http://snipurl.com/terrysp
http://www.right-writing.com/conference.html
http://bookproposals.ws/
http://www.terryinfo.com/
http://www.terryinfo.com/
http://www.right-writing.com/website.html
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for any sales from it (much higher than Amazon.comôs Associate program or almost any 

other means).  

In the past, Iôve attempted to get publishers and literary agents to include the book as a 

recommended resource. A few people (not many) have taken this step and included the 

book on their websites. Now Iôve increased their motivation because they can actually 

earn money from the recommendation. I was trying to appeal to their noble nature and get 

better book proposalsðwhich I know firsthand comes from someone reading and 

applying this information. If you have an Ezine or a website or an email list of people 

who dream of getting a book published, go over to this link and sign up for the Affiliate 

program, then apply the information wherever you can do it.  

I want to knock on every door of opportunity and help as many people as possible. The 

results can be better book proposals and increased success for everyone. 

Face to Face Help 
 

Sunday I returned from the Greater Philadelphia Christian Writers Conference. Like most 

of these writers conference, it passed in a whirlwind of activity from early in the morning 

until late at night.  

I love this process of interacting with writers and talking through their concepts and 

dreams. One of the most valuable times from my perspective is this face to face help for 

writers. Itôs a chance to listen and then give them my personal perspective on their idea 

and how it can be improved. Iôm not speaking as the absolute authorityðIôve learned the 

hard way in this business that none of us have that absolute insight. Each of us only have 

our own perspective and each book has its own challenges as to how it enters the market. 

Or each magazine article idea or each book proposal is filled with its own difficulties and 

joys. 

Hereôs one example from the marathon of meetings last weekend in Philadelphia: One 

writer came with her book proposal for me to review and give suggestions. When she 

http://www.right-writing.com/published-safest.html
http://www.right-writing.com/newsletter.html
http://www.terryinfo.com/
http://www.terryinfo.com/
http://writehisanswer.com/philadelphia/
http://www.right-writing.com/conference.html
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introduced herself, she pulled out a copy of my Book Proposals That Sell and asked me 

to sign it. It was another well-used copy of this book with various sections highlighted in 

pink. Her proposal was in the right format and looked fairly complete. I asked about the 

reaction from other publishers and learned each one she showed it wanted to see it and 

consider it. Normally this reaction is a good one but I had some concerns about the 

content of this proposal. As a nonfiction book idea, it was set overseas and focused on the 

life experience of someone from a different culture. While I understand and applaud the 

motivation of this type of book, I know from sitting in publication board meetings inside 

publishers that it will be a tough sell. Why? 

Whether you realize it or not, the book marketplace is very self-centered. When someone 

is looking for a book, they pick it up and carry it to the cash register because of the ñmeò 

value. The type of focus from this writer was ñotherò centered. It goes completely against 

the grain of the marketplace. Walk into any bookstore and look for the missionary stories. 

They simply arenôt there. Over the last fifteen years, most of these types of books have 

disappeared from the bookstoresðand the lack of sales is the major contributor. They 

simply donôt sell. Every publisher that Iôve talked with about this area has a poor sales 

story to tell me about one of their missionary titles. The publisher canôt afford to take a 

risk on this type of material and not be able to sell the books.  

I hated to be a wet blanket for this writerôs enthusiastic ideaðbut it was part of what I 

was doing with these face to face conversations in Philadelphia. I gave her a realistic 

picture of the reaction inside the publication board meetings. Then we turned and talked 

about how to overcome these objections. Who cares about this particular situation? Is 

there a group that would be willing to purchase a substantial number of copies initially 

(or even regularly) for your book idea? Can you approach this group before you take the 

proposal to the publisher and secure their commitment? This writer was willing to try and 

see if she can do it. I donôt know if it will work or not, but I wish this writer well in 

getting her book into the marketplace. 

See the value of these face to face conversations? I could never take the time to give such 

a detailed critique with an email or a written submission but at a writerôs conference these 

types of conversations are key. Itôs one of many reasons for you to head to a writerôs 

conference with your work. I understand itôs an investment of time, money and energy 

http://www.right-writing.com/ways.html
http://www.right-writing.com/conference.html
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but a necessary part of the writing lifeðespecially if you want to continue growing in 

your craft. 

Follow Or Ignore The Ideas 

 

This past weekend I was definitely in the minority.  

Over 400 women were attending the She Speaks Conference in Charlotte, North 

Carolina. I was one of half a dozen men who were around at this conference. Besides 

being in the minority as a man, I was the only literary agent at the event. This annual 

conference trains women in two primary areasðas speakers and as writers. During the 

conference, I taught an hour workshop about Book Proposals then met individually with 

over 25 writers in 15ïminute sessions. 

Because this group of women have been receiving training about book proposals and 

talking with editors, in general I was impressed with the quality of their submissions. The 

majority of them came prepared to talk about their book idea. Many of them were 

petrified because it was their first time talking with an editor or a literary agent. There 

were several other editors and publishers represented at the conference who were also 

holding these 15-minute sessions. The format alone is always a challenge for these 

meetings. The participants are anxious for my feedback and I have to listen carefully to 

their idea and ask some probing questions as I flip through their proposal.  

Years ago I sat in the position of these writers and hung on every word from the editor. I 

made lots of notes as they talked then tried to go home and follow through on each of 

their suggestions. I learned the hard wayðand I suspect these people from last weekend 

will learn it as wellðthat I take the suggestions as just that ñsuggestionsò and not the 

absolute truth. No one editor or literary agent has this absolute truth perspective with a 

massive amount of wisdom to pass along to the writer who is pitching. Some of those 

ideas are right on target while others need to be ignored. That choice is up to the 

individual. 

http://www.shespeaksconference.com/
http://www.whalinagency.com/
http://www.bookproposals.ws/
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Iôve told this story in at least one other entry. Years ago I had a 15-minute meeting with 

an editor that I respect. I took detailed notes as this editor critiqued my book proposal. I 

returned home and followed each of the suggestions then sent the proposal back to this 

editor. He didnôt recall that he had even talked with me about this idea. I was crushed and 

disillusioned and all sorts of other disappointed feelings. I thought I was receiving the 

total straight scoop about how to navigate the waters of publishing. 

Now that Iôve had a few more years of experience in this area plus had the opportunity 

for the last few years to be the person who meets with writers, I return to the choice 

factor. The individual writer has to evaluate the advice, then decide if itôs right for their 

manuscript or book proposal or not.  

You can imagine that I was a bit whipped and worn after meeting with writer after writer. 

Iôm unsure if my counsel had much value at the end of the day. Never-the-less, I gave it 

my best shot. Itôs all anyone can expect during these sessions. People forget the 

subjective nature of the publishing world. One person loves your idea while another 

person rejects it. One person believes your book is the absolute best thing theyôve ever 

read on the topic while the next person believes with equal passion that youôre work is 

only for beginners and lacked ñfreshnessò (whatever that means).  

As you listen to the opinions of various writers, editors, literary agents and other 

professionals, donôt forget to listen to your own internal voice about the writing.  

Choose Your Targets With Care 
 

Some people would write it off to the impulsive nature of youth. Iôm talking about some 

of the personal experience articles I wrote many years ago. I captured these events with 

snatches of dialogue or a vivid detail. Later I picked out a magazine for a target and wrote 

the story, worked with the editor and eventually it was published.  

Personal experience stories provide a tremendous opportunity for writers and a wide 

variety of publications are looking for this type of material. Often it will involve writing a 

http://www.right-writing.com/published-safest.html
http://www.right-writing.com/magazine.html
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great query letter, then if you get the go-ahead from the editor, delivering a well-crafted 

article with a solid take-away or point for the reader. 

Several weeks ago, I mentioned my colleague on the American Society of Journalists and 

Authors board of directors, Lisa Collier Cool. The heart-wrenching story about when her 

16ïyear old daughter, Rosalie, appeared in two parts in Ladies Home Journal (circulation 

over four million).  During my last entry, this story was not onlineðbut now it appears in 

two parts (part one and part two). When I saw Lisa last April, she and her husband John 

hadnôt decided whether they would use their real names in the article or not. The Ladies 

Home Journal editor was working with them to make this decision.  Sometimes these 

personal experience stories are published anonymously for various reasons. This family 

talked through the decision and each one of them decided to go ahead and use their real 

names. The results are a powerful example to help others going through similar 

situations. 

From my personal experience as a writer, I know the difficulty of writing these types of 

stories. Itôs hard and challenging. There is an old Chinese proverb which says, ñHe who 

writes, taste life twice.ò Itôs true that you return to these memories and have to relive 

them in order to get them on paper in an effective manner.   

Everyone that I know has difficult personal experiences. Sometimes they come through 

them in triumph and other times they come through them in utter failure. In each of these 

experiences, hopefully the person grows and learns from the situation. It does not mean 

that you have to write about it in a personal experience story or even disguise the 

experience into a novel. If you do write this material, itôs your personal choice and 

decision.  

From my life experiences, I have written about some of them and I will never write about 

other personal experiencesðand thatôs OK. I think sometimes we get into this ñrealityò 

mentality where we think every experience is simply fodder for our own writing and has 

to play out in the public eye. It doesnôt.  

Often at a writerôs conference or another setting, I will see people who have invested a lot 

of energy into writing their personal story into a book manuscript.  The majority of these 

http://terrywhalin.blogspot.com/2006/09/when-your-experience-is-fresh.html
http://www.asja.org/
http://www.asja.org/
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people have never heard of a book proposal and the necessity of writing this tool instead 

of a full-length book. Theyôve jumped into the writing experience and produced a full-

length work.  Last weekend, I met another would-be author. He and his son had teamed 

to write a book.  I asked, ñHow far along are you on the project?ò 

Oh, Iôm writing the final chapter, then Iôm going to begin sending it to publishers,ò he 

said with a smile.  Now Iôm certain this individual learned a great deal through the 

writing process but he is going to struggle to find a publisher interested in his manuscript. 

Why? As Iôve written repeatedly in these entries, publishers are busy people and look at 

book proposals for nonfiction instead of manuscripts. The proposal contains information 

necessary for the publisher to make a decision which will never appear in your 

manuscript. 

As you write, choose the potential targets for your writing with care. And give yourself 

permission not to write about every one of lifeôs challenges. Sometimes not writing about 

something is the right choice for you. 

The Wrong Multiple Submission 
 

For many years, I have been reading submissions from writers. I reviewed these 

submissions as an acquisitions editor and now as a literary agent. In Book Proposals That 

Sell, I advocate simultaneous submissions (Secret #19) because of the slow nature of 

publishing.  

 

http://www.right-writing.com/ways.html
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Writers are creative people and over the years Iôve seen some ñdifferentò submissions. 

Several years ago, one published novelist before I had a chance to read and respond to 

her submission would periodically email me a revised manuscript and ask that I substitute 

it for the original submission. I was glad to know this author was continually working to 

revise her story but when I got the fourth substitution, Iôd had enough of this nonsense 

and unprofessionalism. Without providing the reason (which in general editors and 

literary agents do not provide), I sent this author my form rejection letter.  

As I explained in Book Proposals That Sell, writers canôt assume that the publishing 

professional is reading their email or their physical mail every day. We travel and attend 

conferences and sales meetings plus other immediate priorities push these unsolicited 

submissions into a ñto be readò stack.  

Within the last month, Iôve received a different type of multiple submission and I thought 

there was value to tell you about it. The cover letter included a date, ñThe Whalin 

Agencyò then the words, ñPlease substitute the enclosed in ______MS.ò Then a signature 

and email address combined with some strange manuscript pages.  

It looked a bit strange and I had not opened the original submission so I had no idea what 

was being substituted. Then several days later in my mail, I received another letter from 

this author with different pages to be substituted. Another day I received another thin 

envelope with different substitute pages. The arrival of the third envelope with substitute 

pages triggered an email form rejection (which if I had been on top of my submissions 

would have happened with the first submission since it was totally off the wall). 

This writer was clueless about the memorable impression that he was making with these 

substitutions. Iôm certain he was innocent on his part with little thought about how his 

actions were coming across to the receiver. Whatever you write, take a few minutes and 

consider how it will be received. Then your pitch will be seriously considered and 

possibly you will stay out of the rejection pile. 
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A Brief Look At the Major Players  
 

A week ago at this time, I was going from appointment to appointment in New York 

City.  A time or two each year, I get to visit New York and love the feel of this city.   

Like I usually do, I purchased an unlimited subway ticket (which also works on the bus 

system). So for $24 you can ride throughout the city to different meetings. Itôs almost as 

quick as taking a taxi and definitely reduced economics. New Yorkers are helpful to find 

the right train going the right direction. You have to constantly remember if you want to 

go uptown (north) or downtown (south) and every now and then you go ñacross townò or 

shuttle from east to west or west to east. There is a whole different side of life that you 

can view in the subway and I find it fascinating. 

New York is filled with skyscrapers and tucked into these tall buildings are a lot of 

offices. Itôs the nerve center of the U.S. when it comes to publishing.  Earlier this week, I 

mentioned reading A101Bestselling Book Proposals. I arranged one of my appointments 

with one of the top literary agencies in New York City. Since my last visit several years 

ago with this agent, he had changed offices. I found my way to his Madison Avenue 

address and checked in with the security people on the first floor. The security man asked 

me to stand in a particular place and they took my photo and printed a small visitors 

badge with my name and photo.  Then I was directed to a particular bank of elevators 

(different elevators went to a different series of floors) and the security man buzzed a 

gate to allow me into the elevators.  My ears popped with the express elevator and this 

particular agency consumes the entire floor of this building.  

Walking out of the elevator, you immediately see a wall of books with the cover face 

out.  These are a few of the titles from the agencies top authors and I recognized many of 

the titles and authors. Outside of the elevator, I had to ring another bell so the receptionist 

for the agency could unlock the door into the agency.  Earlier this week I mentioned the 

statistic in A101Bestselling Book Proposals about books that fail. This agent had a copy 

of the same book. He didnôt know where it came from but his copy magically appeared 

on his desk when he was at lunch. ñAnd you can see the type of security we have in this 

building, Terry?ò The source of the copy was a mystery to the agent.  He was interested 
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in my Book Proposals That Sell since heôs always looking for new insight into the 

proposal processðespecially from my editor perspective. 

Hereôs a bit of publishing insight from A101Bestselling Book Proposals in the initial 

chapter where the authors give insight into how book publishing works. ñSix huge, 

multinational conglomerates dominate the book-publishing business; together , they put 

out about 80 percent of all books sold. Four of these giants are foreign owned, but all 

have headquarters in New York City, which is the world book-publishing center. As a 

result, the big six are considered ñNew York Publishers,ò which carries a certain literary 

cachet, even though theyôre actually owned by corporations based in Munich, London, or 

Sydney.ò 

Now these six main publishers have many ñimprintsò or subsidiary companies inside 

them. Here are big six: 

¶ Random House, Inc.  

¶ The Penguin Group  

¶ HarperCollins   

¶ Holzbrinck Publishing Holdings ð you might not recognize this one but hereôs some 

of their imprints: Henry Holt, Macmillan and St. Martinôs.  

¶ Time Warner Book Group, Inc.  

¶ Simon & Schuster, Inc. 

The seventh major publisher is Disney Publishing Worldwide. As A101 Bestselling 

Book Proposals says, ñIn addition to the giant publishers, Dan Poynter reports that some 

300 to 400 medium-sized publishers exist, along with more than 85,000 small and self-

publishers.ò 

The volume of possibilities for publishing can make your head spin and wonder how you 

will ever manage to sort through it.  You might not have to sort through these various 

publishers.  Because of the high volume of inappropriate submissions, many publishers 

(large and small) have closed their doors to unsolicited manuscripts and book proposals. 

This fact causes a lot of heartburn and frustration for new writers who want to get a book 

http://www.right-writing.com/ways.html
http://snipurl.com/A101BBP
http://snipurl.com/A101BBP
http://snipurl.com/A101BBP
http://snipurl.com/A101BBP
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published. They dream of writing a book but donôt know how to get the editorôs attention. 

One of the best ways is to attend a large writerôs conference and begin a relationship with 

an editor from a publisher you are targeting for your proposal. I understand the necessary 

commitment to attend a conference in terms of financial and time.  

The other possibility is to create an excellent book proposal which an agent will want to 

represent to the various publishers. The literary agent can approach any publisher with a 

project from their writer/ client. Often someone will ask me to refer them to a literary 

agent. Hereôs a common fact in the publishing world: every agent is looking for the 

ñrightò new client.  Yes, they may have a full slate of authors and look incredibly busy 

and unavailableðbut if you present them with an excellent book proposal which they 

want to champion and sell for you. Then their busy schedule suddenly disappears for you. 

My charge to you who want to find a literary agent: find one the safe way (follow this 

link) and write with excellence 

 

 

What Triggers Someone To Buy A Book 
 

Publishers and authors have been trying to solve this question for ages: What triggers 

someone to buy a book? Itôs a combination of factors that involve timing, positioning and 

touching the readerôs needs. I confess I donôt have the ultimate answer but I do have a 

experience that I believe is worth recounting in this entry on the Writing Life. 

I hold the electronic rights to Book Proposals That Sell and surveys have shown more 

than 81% of Americans would like to write a book and millions have actually written a 

manuscript. Get Published! (click this link to see how you can get a free copy of this 

how-to book) includes this statistic on page 60, ñFinished manuscripts for an estimated 8 

million novels and 17 million how-to books are lying in desk drawers all over the 

country, waiting to be published.ò Now that is the kind of statement that strikes fear into 

the heart of every editor and agent (the folks who have to review this material!). 

http://www.right-writing.com/conference.html
http://www.right-writing.com/ways.html
http://www.right-writing.com/published-safest.html
http://www.right-writing.com/published-safest.html
http://www.right-writing.com/published-safest.html
http://terrywhalin.blogspot.com/2006/08/valuable-resource-free.html
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Soéthere are a huge number of people who want to get published and donôt know how 

to do it. 

From the reviews and other factors, I know Book Proposals That Sell is helping people 

achieve their dreams in this area. While the paperback still continues to sell, Iôm also 

selling the electronic version. Iôve started an affiliate program with this book (and other 

products are coming). Every reader of these entries should be a part of this affiliate 

program. It takes two minutes or less to fill out the form and get your own link. Then you 

can recommend to others the book and potentially earn 50% commission from the link. I 

hope every agent and publisher and bestselling author will join this program and my goal 

is to improve the quality of submissions throughout publishing. Mark Victor Hanson calls 

this a BHAG or a Big Hairy Audacious Goal. At Mega Book Marketing University, Mark 

told us that a BHAG 1) inspires people to want to play 2) it forces you to grow to achieve 

it. 

A number of people have joined my affiliate programðincluding one highly visible book 

marketing expert. In the last week or two, several people have purchased Book Proposals 

That Sell using his affiliate link. After we get through my unconditional guarantee period 

of 60 days, Iôm going to be sending this expert a check for these referrals.  

Yesterday I took a few minutes to see what he was doing with my banners. He has a 

strong web presence and many different pages on his website. I discovered he was using 

my blinking banner on five different pages. I have no idea if it is the location of the 

banner, the words on the banner, the fact that it blinks or the terrific design. I just know it 

is working and I hope other affiliates will use it as well on their own pages. And whether 

you use this blinking banner or not, do join the affiliate program and use your affiliate 

link to guide people to the page. (I know my banner here doesnôt blinkðmaybe itôs a 

blogger restriction. Go to this link and scroll to the bottom to see the changing banner). 

 

Your link might be the trigger to get someone the publishing help that they need to take 

the next step in their own journey. 

http://www.bookproposals.ws/
http://www.terryinfo.com/
http://www.terryinfo.com/
http://www.markvictorhansen.com/cmd.php?Clk=1879909
http://www.terryinfo.com/
http://www.bookproposals.ws/
http://www.bookproposals.ws/
http://www.right-writing.com/shocking.html
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Starbucks and Books 
 

Some of my writer friends are huge Starbucksô fans.  Itôs like their daily (or several times 

a day) habit.  I donôt get to Starbucks often but about a week ago I landed in one in 

Tucson, working with one of my co-authors on a book proposal project. (If you are 

wondering, I have to write book proposals to pitch my book 

ideas as well.)   

If you drink Starbucks, youôve probably noticed they are selling 

an occasional book. I picked up a short reading guide to Mitch 

Albomôs new novel, For One More Day. Inside this pocket-

sized pamphlet is a series of questions ñto encourage reflection 

and conversation about this inspiring book.ò It includes a short summary of the book 

along with 13 questions. The back of the pamphlet gave eight locations and dates where 

Albom would be signing the book at Starbucks. A recent issue of Publishers Weekly gave 

some numbers on Starbucks. The decision to sell these books is a corporate one or 

something that affects every single Starbucks.  Now that is a lot of fresh venues to sell 

booksðand only the selected books.  Among retailers and publishing insiders, this venue 

has raised some eyebrows.  A number of Starbucks are located inside bookstoresðand 

now the coffee shop is entering the competition. Naturally not everyone is happy with 

this trend. 

How has it worked? According to another Publishers Weekly article, it has worked well: 

ñStarbucks has sold 45,000 copies of Mitch Albomôs novel For One More Day 

(Hyperion) since it went on sale at the chain October 3, a week after the book reached 

bookstores. The figure accounts for roughly 12% of a total of 391,000 copies sold, as 

tabulated by Nielsen BookScan. (BookScan, which added Starbucks to its file the week it 

began selling For One More Day, represents about 70% of total book sales).ò 

http://www.vickicaruana.blogspot.com/
http://www.right-writing.com/ways.html
http://www.right-writing.com/ways.html
http://www.king5.com/business/stories/NW_100606BUKalbom_starbucksJM.10766b10.html
http://www.king5.com/business/stories/NW_100606BUKalbom_starbucksJM.10766b10.html
http://www.publishersweekly.com/article/CA6386299.html
http://www.publishersweekly.com/article/CA6386308.html
http://www.publishersweekly.com/article/CA6386308.html
http://www.publishersweekly.com/article/CA6385457.html
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And will it continue? This same article says, ñPW has also learned that Starbucks is on 

the verge of signing a deal to sell a second title in their stores. The next book is expected 

to be a novel by a first-time novelist. William Morris Agency, which scouts books for 

Starbucks and negotiates terms on its behalf, is said to be in discussion with a variety of 

publishers, though Farrar, Straus & Giroux has been mentioned several times as the likely 

publisher.ò  I suspect some first-time novelist is going to climb into a much higher visible 

situation from this dealðso you can imagine the fierce competition among publishers for 

this agreement. 

Earlier this year, I saw Starbucks selling a childrenôs book, Little Engine That Could 

which touted new artwork for this childrenôs classic. 

OK, why should you care about this limited (yet large) place where books are selling? It 

shows the ongoing diversity in the marketplace.  Smart publishers (and authors) are 

constantly looking for new ways to forge special arrangements with name brandsð

whether they are currently selling books or not. Can you dream big? As you put together 

your book proposal and the marketing plans within that proposal, can you envision 

something which currently isnôt happening, then boldly take steps to see if you can open 

that door of opportunity? Itôs part of your challenge as an author who wants to partner 

with your publisher and sell more books.  I admit that I donôt have the answers to these 

questions but Iôm constantly looking for ways to reach more people, partner with other 

venues and distribute more books.  Itôs the stance of a pro-active authorðwhich is an 

attractive author to publishers.  Find the courage to dream big and at the same time keep 

your eyes on these types of new venues in the marketplace. 

 

Teach Out of the Overflow 

 

Late last night I returned from the Glorieta Christian Writers Conference. For over six 

hours, I taught the continuing class on the nonfiction book. I appreciated the opportunity 

to help others through this conference.  Besides the teaching sessions, I had dozens of one 

http://www.publishersweekly.com/article/CA6385457.html
http://www.pearsoned.com/pr_2006/050206-11.htm
http://www.right-writing.com/ways.html
http://www.right-writing.com/ten.html
http://www.right-writing.com/ten.html
http://www.right-writing.com/not.html
http://www.classervices.com/CS_Glorieta_MKLnote.htm
http://www.right-writing.com/published-nonfiction.html
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on one interaction with writers in addition to over 20 fifteen-minute editor appointments. 

It was a busy time. 

They taped every session and if youôd like to tap into this 

resource (no matter whether you were at this conference or not), 

then check out this link. It has past years and soon the 2006 

conference will be here. My comprehensive class is #201 and 

called The Truth Is Stronger than Fiction.  I had a plan of what I 

would teach and sent handouts ahead of time, etc. At the last minute, I decided to change 

the entire content of what I taught about nonfiction book proposals for the second day. It 

had many of the same points but I told them in a fresh wayðat least for me. Iôve written 

a longer article called Straight Talk From the Editor, 18 Keys to a Rejection-Proof 

Submission.  Iôm unsure if this title will stick or not but Iôve submitted it to possibly 

become a part of the Amazon Shorts program. This material is not available yet but Iôll 

let you know when it is available. In the meantime, I used some of the content of this 

article for my presentation at Glorieta about book proposals.  Iôve learned that I teach best 

from my overflow.  Iôm not tied to my notes or my outline but Iôm comfortable with my 

material and can simply talk from the heartðyet with many practical applications for the 

people in my session.  This experience was affirmed again at this conference. 

Throughout my time at the conference, numerous people pulled me aside and talked with 

me about their book proposals. Several times I heard writers say they had used the 

contents from Book Proposals That Sell to help shape their own book proposals and 

improve the response from editors.  Itôs why I wrote this book in the first placeðso as 

editors we can receive better proposals. As Iôve written in the past, Iôm consistently 

surprised at what writers will try and present to editorsðeither via email or the mail or at 

a conference. If you want to get your book published, then your responsibility is to make 

a good and lasting impression. 

While itôs off my theme of teaching out of my overflow, Iôm going to tell you one more 

lesson I learned from this conference. I ignored the advice of the conference organizers 

and booked my travel fairly late to this event. We were encouraged to book it early 

because of the Albuquerque Balloon Festival which was happening at the same time.  

Last night my flight left Albuquerque about 9:30 p.m.ðand changed planes in Las Vegas 

http://tinyurl.com/yyrqbu
http://www.publishersweekly.com/article/CA6318930.html?display=archive
http://www.right-writing.com/basics.html
http://tinyurl.com/w6k6x
http://www.right-writing.com/ways.html
http://www.right-writing.com/ways.html
http://www.right-writing.com/conference.html
http://www.balloonfiesta.com/
http://www.airwise.com/airports/us/LAS/index.html
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to arrive in Phoenix about 1 a.m. (2 a.m. on Glorieta time). I arrived at the Albuquerque 

airport well in advance of my flight and checked my luggage.  Early this morning I was 

standing in the Sky Harbor Airport waiting for my luggageðand it never came.  The 

airline located my bags and brought them to my home.  Next time, I will plan differently. 

 

Booked At Book Clubs 
 

Last night on the CBS Evening News, they carried a story called Book Beau which 

caught my attention. I was looking for more detail about this storyðand read a hint of it 

several weeks earlier in a Publishers Weekly news brief. Itôs a story of innovation and 

determination with a solid book productðsomething other authors should be watching 

and imitating (naturally with their own twist). 

As background, there is a great deal of competition for readers in the book 

business. There are about 195,000 new books released into the market each 

year. Two years ago McPherson published Beneath the Marble Sky: A Novel 

of the Taj Mahal by John Shors. As a first-time author, Shors was pleased 

with the good reviews from trade journals and other publications. But his 

sales were modest by any standard and disappointing. In June, NAL Trade released the 

paperback of his book and the new edition gave Shors an opportunity. He included a 

letter to readers in the back of the book. He made a commitment to speak at book clubs 

and gave his email address. In three months, Shors has spoken to over 100 book clubs. In 

some cases, he ñappearsò to the book club on a speakerphone but Shors is committed to 

personally touching his readership. His book sales have taken off. According to the report 

on the CBS Evening News, Shors is currently booking into 2008. His profile has 

definitely climbed from being a first-time author to appearing on the CBS Evening News 

and also an article in the October 9th issue of Newsweek. 

Iôd call this marketing move from Shors innovative and gutsy. Book clubs are a growing 

effort across the United States. These clubs are honored to have an author willing to talk 

http://www.ci.phoenix.az.us/AVIATION/
http://www.cbsnews.com/
http://www.publishersweekly.com/article/CA6385261.html
http://snipurl.com/beneath
http://snipurl.com/beneath
http://www.beneathamarblesky.com/aboutjohn.html
http://www.beneathamarblesky.com/reviews.html
http://www.msnbc.msn.com/id/15079912/site/newsweek/
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with them about the book. Each member of the group has purchased the book and 

normally read it prior to the meeting. Then they can discuss itðand if they can include 

the author in this discussionðwhy wouldnôt they go for it? 

With the volume of books, there is a lot of noise in the marketplace. Itôs hard to cut 

through the clutterðeven for a good book. Authors canôt abdicate the total marketing 

effort to their publisher. If they do (and they are a first-time author) I suspect they will be 

disappointed with the results (read sales of their book). As an acquisitions editor, Iôve had 

to field some of those conversations with authors. Itôs not easy and there are no simple 

reasons or answers. Yes, publishers want their books to succeed in the marketplace. But 

they have multiple books releasing at the same timeðand limited energy for each one. 

The author has the greatest passion for their particular book. We need innovative authors 

who will incorporate some marketing efforts into their book plans. The marketing efforts 

can be something with very little returnðand a lot of personal time and expense. The 

trick is to find the right balance between writing and marketingðand accomplish each 

one with creativity. 

 

Help The Amazon Searches 
 

As a book author, Iôm constantly on the lookout for tools to help people locate my 

books.  As an editor, Iôm encouraging my authors to look for cost effective and simple 

ways to increase the buzz on their books. The more people talk about a particular book, 

the more it will get into their minds and hearts and often this talk translates into book 

sales.  

 

With some of my past entries, Iôve encouraged authors to learn and use Amazon Connect. 

Why? In the past, the page for your book on Amazon (the largest online bookstore on the 

planet) only talked about the book. Often this page doesnôt contain much informationð

http://snipurl.com/guide
http://terrywhalin.blogspot.com/2006/04/another-reader-connection.html
http://snipurl.com/connec
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unless the publisher or the author adds to this information.  Iôve talked about how authors 

can improve this information in other posts. One of the keys is Amazon Connect so I 

hope you are using it. 

Today I want to show you another tool that I learned from one of a Howard Books 

author, Jerome Teel.  Throughout the Internet, itôs a much trumpeted fact about the 

importance of search engine optimization. Itôs fairly simple to understandðif the search 

engines can find your site and youôve created it in the ñsearch engine friendlyò manner, 

then you will gain more traffic or exposure from the search engines.  

What can you do to improve the search engine at Amazon? Amazon has a mechanism so 

anyone can suggest improvements to their search engine. As an author, are you tapping 

into this resource? The author is more familiar with the content of their book than anyone 

else. You are the perfect person to take control of this process. Itôs not your publisher or 

anyone elseðenough for my soapbox.  

Every Amazon page includes this spot:  

Help others find this item  

Make a search suggestion | Manage your search suggestions    

  

The question is: Are you using this tool? I wasnôt until recently. Amazon makes it easy 

with a wizard to walk you through the steps. It does take a bit of planning. Recently I 

suggested Amazon brings up Book Proposals That Sell whenever anyone searches for the 

words ñwriting a bookò Your search suggestions arenôt accepted automatically into the 

system.  They are reviewed then ñapprovedò so it takes a few days for this process to 

happen.  I received an email that my suggestion was approved. I checked it out and found 

my book on the first page of the search.  Check this link to see what Iôm talking about 

here.  You may have to scroll down a bit on your browser. Do you see my sentence that I 

crafted? : ñMost people write their book backwards. They create a book manuscript. 

Almost every nonfiction book and many fiction books are sold from a BOOK 

PROPOSAL. This book acquisitions editor removes the mystery and shows you how to 

craft a book proposal. Learn Whalinôs 21 Secrets To Speed Your Success.ò   

  

Notice you have no italics or links or boldðso you have to use capitalization for this 

process. You have a limited number of characters for this sentence. I suggest planning 

ahead and crafting a few sentences, then playing with the Amazon wizard for this 

process.  I had to cut out a bit of this post because of how it appearedðbut you can walk 

http://snipurl.com/connec
http://www.jerometeel.com/
http://www.amazon.com/gp/associations/wizard.html/002-6085406-9118416?ie=UTF8&asin=1932124640
http://www.amazon.com/gp/associations/admin/list-associations.html/002-6085406-9118416?ie=UTF8&asin=1932124640
http://snipurl.com/bookproposals
http://snipurl.com/writingabook
http://snipurl.com/writingabook
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through the wizard on your ownðbelieve meðitôs easy.  This process is helpful to the 

person searching and the author who wants the searcher to find their books.  

OK, hereôs one final exampleðoutside of my Book Proposals That Sell. 

One of my friends, Heather Gemmen, wrote a narrative memoir called 

Startling Beauty. I was stunned to hear this story because Heather is one of 

the most joyful people that I knowðand you would never know about her 

personal experience with rape captured in Startling Beauty.  What if she 

used this Amazon suggested search and added terms like ñrape recoveryò or simply 

ñrapeò plus her own enticing words about why someone needs to read her book? It could 

help her overall sales on the largest online bookstore on the planet. It certainly doesnôt 

take a lot of time and it is worth trying. 

My hope is to have captured this process for you with clarity. Itôs not hard. Itôs menu 

driven but does take a bit of thought and planning to achieve success. To me, itôs like 

many other things in the publishing world. 

 

 

Dodged Another Error  
 

Sometimes I will get a book from a publisher or a book proposal from an author. Because 

Iôm looking at their product or manuscript or proposal for the first time, I see something 

they have completely missed like a typographical error.  

People wonder how in the world someone could let something so basic slip out of their 

hands into the world for others to see. It happens fairly often. My encouragement with 

this post is for you to check something then check it again before sending it out. 

Yesterday I dodged another error for my own product and I wanted to use my own story 

to illustrate this point.  

http://www.right-writing.com/ways.html
http://www.heathergemmen.com/
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For the last several months, Iôve been developing my first audio CD product teaching 

about a topic which I am passionate aboutðbook proposals. With the first product, it was 

two CDs or an hour of teaching combined with a bonus CD. Iôve been receiving proto-

types of the product and testing it. In the first attempt, the files on the CD had not been 

converted. They played on the computer but not in a regular CD player. The goal is for 

the product to be as flexible as possible and play in both areas. The second version of the 

product arrived recently and it worked great in my regular CD player. When I ran the 

product by a mentor, he told me that I needed more value or content for the product. I 

returned to my wealth of teaching files and added a third CD to the product. Now it is 

over three hours of teaching about book proposals and a tremendous value for anyone 

who wants to gain my insight into the publishing process.  

Because my product changed from a two CD package into a three CD package, I had to 

look at another proto-type of the product. I tested all three CDs and they ran perfectly in 

the computer and in the regular CD player. I checked the copy on the package and 

everything looked great. Earlier this week, I gave the OK to go into production and Iôve 

been making plans to launch this product next week.  

As Iôve been writing the materials to launch this product, for inspiration, Iôve had this 

three CD package on my desk. Then yesterday afternoon, I re-read the spine of the 

product. Beneath the title, it says, ñPresented by W. Tery Whalinò Hopefully you spot the 

typo in my last sentenceða common wordðespecially for me.  

After I saw this typo, I checked the other two proto-types. They contained the same 

typographical error. in this case, the product hasnôt gone out to any customer and I was 

reassured this morning via email that it will be fixed in the production process. Whew, I 

dodged another error. And when someone puts this new product on their bookshelf, what 

do they see? The spine contained the typographical error. 

My encouragement to you today: whatever you are working onða query letter to a 

magazine, a book proposal, a book manuscript, a product to launch into the 

marketplaceðtake a second, third and fourth look at it. If you donôt, then you risk 

launching something that needed that one additional touch. 

http://www.right-writing.com/nationals.html
http://www.right-writing.com/magazine.html
http://www.right-writing.com/magazine.html
http://www.bookproposals.ws/
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Each Day Do A Little Bit 
 

About ten years ago, I ghost wrote a daily radio program for a bestselling author. They 

were short pithy daily reminders for the listener and one-minute in length. This author 

recorded the programs and sent them to radio stations around the country who played 

them for free since they fell into the Public Service Announcement category (PSA). I 

wrote over 300 of these programs and provided a steady stream of material going out to 

the radio community and reminding the listening audience about this author. It was a 

simple and effective strategy. I donôt know if the program continues today or not. This 

daily challenge is a powerful tool. My question today is: Are you incorporating some 

daily action into your life to build your writing career or boost your latest book?  

The June 11th issue of Publishers Weekly used Christopher Lee Nutterôs article in the 

Soapbox Column called Author, Media Savant. While his book is a year old (ancient in 

terms of most publicity), he is ñstill on book tourò and a smart author who understands 

the necessity of continual publicity about his book.  

This section was particularly insightful about how magazines and newspapers handle 

galley copies of new books, ñIt is true that my 13 years working as a writer and editor at 

magazines and newspapers has made me savvy. Iôve been on the other end of the pitch, 

so I know how to craft one. I also know that most book PR departments simply hurl 

galleys blindly at the media, using generic lists of publications and dated lists of editors, 

letting the galleys fall where they mayðwhich is usually on the giveaway table. 

Countless times I surveyed the cemetery of galleys headed to their early graves, and 

determined to avoid this destiny at all costs. So way before I ever even met my publicist, I 

decided to take responsibility for my bookôs publicity.ò (I added the emphasis on this last 

sentence.)  

http://www.publishersweekly.com/article/CA6450548.html
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Later in the article, Nutter gives this great attitude, ñItôs a lot of work and uncertainty, no 

doubt about it. But itôs worth it. I love my book, and I didnôt write it for no one to hear 

about. While itôs true that I canôt make people buy the book, I can make sure theyôve 

heard of it.ò 

With the sheer volume of new books entering the market daily, itôs entirely possible that 

many people have never heard of you or your book. Nor have these people heard of me or 

my books. For example, my Book Proposals That Sell, 21 Secrets To Speed Your 

Success has been in print for over two years. And new people continue to discover it and 

use it to accomplish their own publishing dreams. Iôm grateful whenever they find it.  

Each day, I continue to do little things which spread the word about my book. Here are a 

couple of ideas for you as a reader of these entries on the Writing Life: 

1. Join my affiliate program which is free and takes minutes to fill out the form. But donôt 

just join the program. You need to take the next step and begin using your own affiliate 

link in emails and banner ads on your websites. Why? Because as people click those 

banners or emails, if they come to my landing page and purchase the book, then you 

receive an email of notification (and I do as well). Hereôs the great news: after the 60 day 

guarantee period, I send you 50% of the commissionsðfor any of my products. For 

example, with Book Proposals That Sell in the Ebook format, that means $19.50 each 

time someone buys it that you have led to the site. There are even greater payments with 

other products such as Editor Reveals Book Proposal Secrets. 

2. Use my free articles in your own newsletter or website. Iôve got these articles for 

anyone to use them so feel freeðand I do have plans to add to them. 

Take your long-range goal and put it into smaller pieces and attack it every day. Some of 

your efforts will begin to reap rewards. 

http://www.right-writing.com/ways.html
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