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Brian Jud : How to Make Real Money Selling Books: A Complete Guide to the Book Publishersrsquo; World of 
Special Sales  before purchasing it in order to gage whether or not it would be worth my time, and all praised How to 
Make Real Money Selling Books: A Complete Guide to the Book Publishersrsquo; World of Special Sales: 

5 of 5 people found the following review helpful. Marketing ideas every author needs!By Customer"Wow! Brian Jud's 
book, How to Make Real Money Selling Books (without worrying about returns), really opened my eyes to the 
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possibilities for beyond the book store sales. Like many other authors, I placed my focus originally on making sales of 
one or two books at a time online, at book signings, or selling books after a talk. It never occurred to me that I could 
sell my books by the hundreds or even thousands. Unlike many other books filled with lots of marketing "sizzle" Brian 
Jud's book is filled with "steak" of the informational variety that will provide hundreds of leads and contacts directly to 
organizations and businesses that may be interested in buying your book by the case. In addition, I found myself using 
Jud's ideas to hitchhike into new ideas that worked for my book topic. If you are a writer and you want to sell 
thousands of books, you need to get a copy of Brian Jud's How to Make Real Money Selling Books (without worrying 
about returns) and make it a reference for success in your daily book marketing effort." ~Rik Feeney / Author: Writing 
Books for Fun, Fame Fortune!13 of 13 people found the following review helpful. Must-have for every self-
publisherBy Martine Groeneveld, Author Mommy, Draw Stars on My TummyThis book is a must-have for every self-
publisher. It is filled with ideas, information, resources and practical links to help you sell books outside the book 
trade.Being a self-publisher myself of my first book, I missed information on how to actually turn these ideas into 
practical doing. For example, if you have found a large company that your book would be a great match with, how do 
you find the right person to talk to? The book talks a lot about the importance of pitching to the right person, but not 
how to find these people within a company. Maybe that's just pure sales-tactics, and I would need to get another book 
about that subject, but I would have appreciated at least some information in this book. Especially, because the author 
has a lot of experience in that field. Also, some (more) examples of pitch letters would have helped.But overall, a great 
book for every self-publisher.12 of 12 people found the following review helpful. How to make a living as an 
authorBy Michelle DunnMaking a living as an author is tough, I have been trying to do it for 4 years now and I am 
still struggling. In this new book by Brian Jud the thought of actually making a living as an author seems obtainable! I 
am so excited to have read this book, I had to have a notebook by my side because I took so many notes. Brian shares 
his expertise and knowledge on selling books in a way that can help you make money, gain exposure and be 
successful. I would highly recommend this book to anyone even considering writing a book, becoming an author or 
thinking about how much money they could make once they write and market their book. A real eye opener full of 
resources and tips that will take you to the next level.

The worldwide book market generates almost $90 billion annually, and more than half of those sales are made in non-
bookstore outlets such as discount stores, airport shops,nbsp;gift stores, supermarkets, and warehouse clubs. How to 
Make Real Money Selling Books provides a proven strategy for selling books to these enterprises. You will learn 
about developing a product strategy, conducting test marketing, contacting prospective buyers, promoting your 
product, selling to niche markets, and much, much more.

About the Author Brian Jud is president of Book Marketing Works, a consulting firm established to help independent 
publishers market their titles to non-bookstore outlets. He is host of the television series The Book Authority, and is a 
regular speaker on marketing topics at IBPArsquo;s Publishing University. Excerpt. copy; Reprinted by permission. 
All rights reserved.Book marketing is not what it used to be, nor what it could be. Publishers of all sizes are learning 
that limiting sales to bookstoresalso called trade channelsmay be the least effective and most costly way to sell books. 
This understanding has spawned a better way to market booksone that increases sales, revenue, and profits for those 
who take their products to people where they buy, rather than waiting for consumers to come to them. This technique 
is the essence of non-trade book marketing. Whether you are thinking about writing a book, have already written a 
book but have not yet started selling it, or are already selling your book to bookstores, How To Make Real Money 
Selling Books will help you understand all of the different non-trade marketplaces that exist. You will also learn that 
selling to non-trade markets should not be a separate or new way of doing business. Rather, it should be an integral 
part of your overall sales strategy. Non-trade marketing is put into practice in all three stages of the publishing process: 
writing, production, and marketing. First, you write information that consumersrsquo; need and publish it in the form 
in which they want it. Then, you make it available where they shop (pet stores, gift shops, online, etc.), gather 
(seminars, libraries, etc.), or work (offices, schools, hospitals, etc.). The purpose of this book is to get you to think 
about how to sell your book to non-trade markets, and then to help you actually get started doing it. It begins by 
answering the questionWhat is non-trade marketing? It then goes into in-depth discussions about all of the different 
non-trade marketplacesretail and nonretail including what buyers look for and how to contact them. That information 
is followed by sales preparation advice, promotional ideas, and strategies for putting everything together. In short, this 
book provides information, strategies, examples, case studies, tips, and more that will make non-trade marketing 
accessible and profitable for you. You will read about new markets in which to sell your books, and also discover tried-
and-true ways to reach them. To paraphrase Robert Kennedy, the most important thing to remember is to ldquo;Look 
where everyone else has been looking, but see what no one else has seen.rdquo; It sounds simple, and it is. But it is not 
easy. Persistence and determination are a must. The following list includes a few tips that will jump-start your non-
trade sales journey: _ Focus on content and form. Some publishers believe the key to increased income is to publish as 
many books as possible. However, instead of worrying about the quantity of books you produce, find out how the 



people in your target audience want the information you have delivereddo they want it in a book, booklet, three-ring 
binder, DVD, or something else? Then, manipulate your existing content into those desired forms. A book may be the 
best way to communicate your information, but at least be open to considering new product ideas. An open book and 
an open mind have a lot in commonthey can both stimulate your thinking in unknown areas. _ Work toward long-term 
results. The sales process for a large order to a non-trade outlet may take several years. Buyers may initially test your 
title, and then wait several months or even a year before placing an order. Rarely are people in as much of a hurry to 
buy your book as you are to sell it, so be patient. You may be thinking, ldquo;If I donrsquo;t make it through the short 
term, there wonrsquo;t be a long term.rdquo; However, consider these points before hitting the panic button: _ There is 
more at stake for buyers purchasing in large quantities, and corporate buyers in particular want to buy from people 
they know. It takes time to build the relationships that lead to large orders. _ As you prioritize your list of potential 
buyers, a process that is described in 29. Qualify, Classify, and Prioritize Your List of Potential Buyers (page 225), 
plan to frequently sell small quantities to retailers while you work on the larger orders. This will hopefully generate 
some interim cash flow, but the axiom still holds true that people buy on their timelines, not yours. _ Eliminate the 
ldquo;Ready. Go. Get Set.rdquo; philosophy that can lead to failure. Instead, take the time to plan your marketing 
actions before you implement them; then evaluate their results and make any necessary changes in strategy or action. 
The ldquo;Ready. Get Set. Go.rdquo; philosophy will get you more profitable, long-term results. _ Media exposure is 
important to selling in non-trade markets, and it takes time to establish relationships and create awareness of your 
book in the media outlets that are relevant to your title. _ Research and test marketing, described in 26. Conduct 
Simple Market Research (page 210) and 27. Perform Basic Test Marketing (page 215), can increase the likelihood of 
your success; however, both take time. In the end, though, your sales efforts will prove to be more profitable if you do 
both, rather than if you proceed without any pre-sales feedback. _ In the trade market, books need to show sales results 
quickly or they are removed from the shelves. On the contrary, in non-trade markets the focus is on long-term profit 
optimization, rather than on short-term profit maximization. This makes for a better all-around business strategy. _ It is 
not necessary to choose between marketing to trade and non-trade markets. It actually makes good sense to do both. If 
you are already distributing to bookstores and your books are listed on .com, do not abandon those outlets in search of 
other markets. Instead, maintain those sales outlets, but keep an open mind and look for new places to sell your books 
at the same time. If you are just beginning, educate yourself about trade and non-trade marketplaces, and combine both 
into your overall marketing strategy. Beginning on the path of non-trade sales can be intimidating, but it will almost 
certainly increase your revenue and you will not have to worry about returns. This book will give you all of the tools 
you will need to educate yourself, build your confidence, and start selling to non-trade markets. 


