
Non-Fiction Marketing 
…with	a	side	of	technology	



Who are  
these guys? 

•  Infusionsoft	Certified	Consultant	
•  Bestselling	Ghostwriter	for	
Robert	Kiyosaki,	Sharon	Lechter,	
Michael	E.	Gerber,	and	a	lot	of	
folks	you’ve	never	heard	of.	
•  Digital	Marketer	Certified	Partner	

•  Infusionsoft	Certified	Partner	
•  Digital	Marketer	Certified	Partner	
•  Sales	champion	–	sold	over	$2	
million	in	services	last	year	
•  Featured	in	Forbes	
	



First, a little housekeeping… 

• We’re	not	talking	about	publishing.	
• We’re	not	talking	about	Amazon	sales	or	brick-and-mortar	stores.	
(although	that’s	always	a	part	of	it!)	
• We’re	not	talking	about	writing,	or	pricing,	or	any	of	that	stuff…	
•  Just	…	



So what are you marketing? 
Non-fiction	books	are	about	marketing	one	of	two		
things	-				
• Your	expertise	on	a	subject	
• How	you	help	people	to	achieve	some	kind	of	“after”	
• Weight	loss	
•  Financial	gain		
•  Business	success	
•  Marital	bliss	
•  You	name	it			





  

• A	book	is	a	way	to	open	doors	for	you,	as	the	author	and	expert	on	
that	subject.	
•  Your	book	will	either	validate	you	as	an	expert	OR	act	as	the	first	step	
towards	bringing	a	buyer	to	you.	

	



How? 
 
•  You’ll	have	to	mix	things	up	–	using	time-tested	techniques	and	
cutting-edge	resources	to	make	your	book	a	financial	success.			
• Which	comes	first?			
•  Let’s	talk	about	the	hard	stuff…	



The Hard Stuff… Four strategies that have 
stood the test of time. 
These	work,	but	they	involve	a	lot	of	hard	work,	follow	up,	and	being	
there.		
•  Television	Interviews-		
• Radio	and	Podcast	Interviews-	
•  Local	Bookstores-	
• Print	Interviews	and	Guest	Posts-	
If	you’re	promoting	a	book	and	still	running	a	business,	then	you	might	
struggle	to	do	these	the	way	they’ve	traditionally	been	done.	
(More	on	that	later…)	



The Big Three… 

• Pitch	thoughtfully	-	Build	relationships	with	hosts,	producers,	owners	
and	managers	of	the	shows	and	companies	you’re	interested	in	being	
associated	with.		
• Keep	it	short	–	Page	after	page	of	“pitch”	won’t	sell	–	keep	your	
Speaker	Sheet	less	than	a	page.	
• Know	the	audience	–	Your	material	needs	to	be	relevant	to	the	
viewers,	listeners,	or	clients.	



The Other Big Three … when it’s for real: 

• Mirror	the	tone	–	If	they	are	serious,	then	you	are	serious.		Make	
your	tone	mimic	your	host’s	tone,	temperament,	and	goals.	
• Understand	the	audience	to	be	able	to	connect	with	them	–	age	
range,	interests,	and	current	trends	within	the	audience	avatar.			Who	
are	they?		Why	do	they	want	to	listen	to	you?	
• WIIFM?		It’s	not	a	radio	station	in	Macon,	Georgia.			



Everything you need on a Speaker Sheet to 
pitch YOU… 

1.		What	is	your	area	of	expertise	–	(topics	and	programs)	
2.		Who	do	you	work	with	and	give	presentations	to	–	(target	audience)	
3.		What	are	the	benefits	of	hiring	you—	
																						-		for	the	leaders	of	the	organization?	
																						-		for	the	participants	in	the	ranks?	
																						-		for	organizational	progress?	
4.		What	have	you	done	that	makes	you	an	expert	–	(biography)	
5.		Which	groups	have	you	worked	with	before	–	(client	list)	
6.		What	did	participants	think	of	your	contribution	-	(testimonials)	
7.		How	can	you	be	reached		–	(Contact	Information)	



The Gorilla in the Corner – Social Media   

•  At	the	minimum,	you	need	to	have	a	Facebook	page	as	an	author	and	
expert.			
•  LinkedIn,	too	–	about	your	business	and	the	“expert”	side	of	you	as	a	
speaker,	author,	coach,	or	industry	leader.	
•  This	is	about	YOU,	not	the	book	–	remember,	the	book	is	an	introduction	to	
your	expertise.	
•  So	what’s	on	that	page?	
						-Include	a	great	photo	of	yourself	
						-Show	a	high-quality	image	of	your	book	cover	
						-Add	a	short	bio	that	describes	you	and	your	book	
						-Show	a	book	trailer	to	highlight	the	selling	points	of	your	book	





So that’s the hard way, how can you supercharge 
that, save time, and scale your efforts? 
	
Technology!	
• We	choose	Infusionsoft	because	the	other	options	aren’t	as	powerful.	
• Constant	Contact,	MailChimp,	and	Mad	Meme	don’t	have	a	sales	and	
ecommerce	component	AND	they	can’t	“see”	what	actions	your	
reader	has	taken.	
•  Did	they	watch	your	video?	
•  Did	they	click	on	your	offer?	
•  Did	they	open	the	email?	
•  Did	they	buy	your	book	or	download	your	free	chapter?	



Making it all work for you… 

•  That’s	the	technology	key	–	automating	the	process	to	get	you	into	
those	traditional	marketing	areas.	
• How	about	crafting	a	series	of	emails	to	automatically	reach	out	to	
the	decision	makers	about	your	new	project	to	get	you	in	front	of	the	
audiences	you	need?	
• And	then	automatically	schedule	appointments	for	you?	
• And	then	automatically	send	out	a	thank	you	email?	
• How	about	using	that	technology	to	capture	new	names	for	your	
database?	
• Or	quickly	create	landing	pages	to	sell	one	thing?		
	





Why do all this? 
		



  

“He	who	dies	with	the	biggest	database	wins.”		
	 	 	 	 	-Chris	Groote	

	
•  The	fortune	isn’t	just	in	the	follow	up,	it’s	also	in	the	database…			
•  For	every	100,000	names	you	have	on	your	list,	you	should	be	able	to	
generate	one	million	dollars	in	sales	each	year.	
•  Infusionsoft	helps	you	to	build	that	list	–	lead	capture	from	your	
website,	“Image”	capture	from	the	App,	and	digital	assets	that	work	
while	you	sleep.		Or	write.		Or	sell.			



   
Technology	makes	all	this	work	–	better	and	faster.		Building	and	
segmenting	your	list	is	critical	so	you’ll	to	know:	
	
• Who	is	a	customer	–	and	what	they	bought?	
• Who	is	an	industry	expert	–	and	how	they		
			can	advance	your	book	and	business	sales?	
• Who	is	a	prospect	–	and	what	they	are		
			most	concerned	about?	



  
•  Infusionsoft	lets	you	understand	the	Customer	
Lifecycle:	
•  Indoctrination	
•  Engagement	
•  Ascension	
•  Segmentation	
•  Re-engagement	

• After	you	sell	them	the	book,	you	can	keep	
selling	them…	





That gives you a Sales Funnel… 

$0-$50 

$51-$100 

$101-$500 
$501-$2500 

$2501+ 



Don’t believe us? 



Don’t believe us? 



Don’t believe us? 



Don’t believe us? 



Don’t believe us? 

• All	of	them	use	Infusionsoft	and	guess	what?	
•  They	don’t	have	to	wonder,	they	can	simply	get	the	data	they	need:		
the	who,	what,	where,	and	when	of	sales	and	then,	we	can	upsell	
those	same	buyers	other	products,	other	services,	or	other	people’s	
stuff.	



So how can you use Infusionsoft (or a CRM) to 
market your book? 
• Use	the	database	you	have	and	identify	people	on	those	lists	who	can	
help	you	(Indoctrination,	Engagement,	and/or	Segmentation)	
•  Bloggers	
•  Podcasters	
•  Television	and	radio	personalities	
•  Regional	or	national	business	experts	who	actively	email	their	own	lists	OR	
are	regularly	featured	in	media	

• Create	or	modify	templatized	email	sequences	(Ascension)	
• Hit	“send”!	(Re-engagement)	
	



Remember these?  



                     Automate the Interaction! 



Yes, we do all that all the time for speakers, 
authors, and coaches. 



“Old”	stuff	still	works,	but	by	
coupling	the	personal	with	
the	technical,	you	have	the	
ability	to	use	time-honored	
processes	that	give	clients	
and	prospects	the	chance	to	
say	“Yes!”	to	you,	even	
when	you’re	not	actively	
selling	to	them…		



How much does this marketing cost? 



  	
Anywhere	from	$1,000	to	$250,000	depending	on		
your	goals,	your	business,	and	what	role	the	book	
plays	in	your	business	model.	
	
$1,000	can	get	you	a	basic	marketing	strategy,	templatized	email	
campaigns,	and	a	social	media	gameplan	…	with	you	doing	a	lot	of	the	
work…	
	
$250,000	will	make	you	a	New	York	Times	Bestseller	and	all	you	have	to	
do	is	look	pretty	for	the	interviews…	





Finding out more… 

• Chris	Groote	
	CCO,	MiSyte.com	
	912-243-0616	
	https://meetme.so/cGroote	

•  Jamie	Gilleland	
	CEO,	MiSyte.com	
	843-263-5478	

											https://meetme.so/MisyteICP	


