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Introduction

Charlie:  Hi, this is Charlie Seymour, Jr.

Dr. Marc:  And this is Dr. Marc Kossmann 

Charlie:  And this is Amazon.com Best Seller in Under 91 Days, How To 
Write, Publish And Market Your Book.

Dr. Marc:  These are lessons learned from writing Hey, You… Don’t Stand Out 
– Get Out! (The 40/20/40 System To Rescue The Highly-Trained 
Professional) by Dr. Marc Kossmann and Charlie Seymour, Jr. 

Charlie:  And we did exactly that, didn’t we Dr. Marc?  We had a great time 
when it came to writing, publishing and marketing this book and then that day 
on Amazon.com.

Dr. Marc:  That’s right; we were building, building…

Charlie:  That’s right, we were…

Dr. Marc:  --watching those numbers come in.

Charlie:  The big day came and we could have sub titled this “it was a dark and 
stormy night” because all of a sudden Amazon crashed.

Dr. Marc:  That’s right, we were at number 2 and we were already a best seller 
because we figured out that being in the top one hundred already makes you a 
best seller on Amazon but we wanted more, we wanted to be Number 1 best 
seller.

Charlie:  And we had all these marketing campaigns that were all coming 
together, it was like we were sitting at the apex and everything was going right 
and then it crashed.

Dr. Marc:  At number 2 it crashed, did we make Number 1?

Charlie:  Well, we’re going to have to wait on that.  I think we need to get into 
the meat of this…

Dr. Marc:  That’s right.

Charlie:  what we decided to do after having that great success that we did with 
writing and publishing and marketing this book, was now to put together this 
information so we could share this with a wider audience because we didn’t find 
any place that we could get this when we started.
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Dr. Marc:  No, no, we had people keep asking us how did you do that…you 
know how did you manage to do it that fast, it didn’t seem possible and you 
know as well as I do that it didn’t seem that possible to me when we first 
started talking about it, so I thought it would be at least a year to write the 
book itself let alone get it published, let alone then try to get the thing 
marketed and do all that stuff.

Charlie:  I think a lot of people think that and you and I just knew we didn’t 
have time.  I kept saying, oh no we don’t have a year to do this because we 
were starting off a new partnership, we knew that we wanted to get people to 
understand who we were, that a book was very good for that and we we’re 
going to go into that in great depth in what we’re about to talk about.

Dr. Marc:  So you know, Charlie, I think we should be honest with people, we 
did fail.

Charlie:  Yeah, that’s true.  You had to point that out…

Dr. Marc:  You did set a deadline to do all this in two months.

Charlie:  And I’m all of missed a deadline but…

Dr. Marc:  And we did fail to do it in two months.

Charlie:  We couldn’t do it in two months.

Dr. Marc:  It took us…

Charlie:  We were a little under 91 days and…

Dr. Marc:  91 days, yeah.

Charlie:  It does seem like a great title for us so that’s why we’ve gone with the 
91 days but we really did…

Dr. Marc:  But I’d like to fail like that more often.

Charlie:  Well that’s right…

Dr. Marc:  We think other people would like to fail along with us like that.

Charlie:  And clearly we had to say up front, we can’t guarantee anybody else 
can have the success that we’ve had, that they can get it all written in this kind 
of time, so this really is as you pointed out, these are the lessons learned from 
what we’ve done…

Dr. Marc:  Exactly but we can guarantee that it can be done because we literally 
did and that’s one of our business philosophies that we practice first and 
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preach later because we always want to be able to tell people this is doable 
because we did it and so that we’re not talking theory here, we’re not saying 
theoretically how do you get your book published this fast and written this fast 
and marketed this fast.  It’s not theoretically how do you hit Number 1 in your 
category, no.  We did it and so we know we can guarantee you that it can be 
done.

Charlie:  Well that’s pretty darn…

Dr. Marc:  We can’t guarantee you can do it; we can just give you the model 
exactly of what we did and why it worked.

Charlie:  And the other thing that you and I have agreed because you and I have 
put an outline together here, we’ve discussed this in great depth, we know 
exactly the kinds of things we want to talk about today.  We’re not holding back 
on anything.

Dr. Marc:  Right.

Charlie:  Anything we can think of that we did to get us to the Number 1, 
Number 1 in our category which happened to be entrepreneur books, Number 1 
on Amazon Under 91 Days, we want to share all that so we want to talk about 
exactly how do we go about writing this, what did you and I do back and forth 
to make this work.  

We want to talk specifically where do you get the physical book printed, how do 
you do that, what can you…what tools can you use today in the internet age as 
opposed to going out the old fashion way and getting somebody to…do you get 
an agent or

Dr. Marc:  --a book publisher or do you self publish or do you do print on 
demand.  I mean there are a lot of different choices…

Charlie:  And we looked all of those.

Dr. Marc:  We did and…

Charlie:  So we have our specific recommendations on that.

Dr. Marc:  And we have our reasons for why we went the way we went and other 
people may want to listen to our reasons and realize that it’s different and go 
with one of the others for…you know they’re all perfectly valid ways to go but 
there’re pros and cons and we…

Charlie:  That’s correct and in the marketing we’re going to talk about the five 
campaigns that we are running in the marketing, the specific steps that we took 
so that’s the kind of information that we have to share with people today, so 
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why don’t we dive right in and I think one of the things we have to point out 
here is that we’re really talking about a nonfiction book.

Dr. Marc:  Yes, absolutely.

Charlie:  We had some fiction in our book…

Dr. Marc:  Yes we did, in fact…

Charlie:  We had a lot of book…

Dr. Marc:  --about half of our book was a fictional story,

Charlie:  We did.

Dr. Marc:  --a fictional story.

Charlie:  But we also know it’s a business kind of book, so we don’t know that 
this necessarily works for children’s books, we don’t know if you’re doing a 
comic that it works for that but at least…

Dr. Marc:  And I’ll throw in…

Charlie:  Yes.

Dr. Marc:  In my humble opinion, I mean if you’re writing a book for the sake of 
art…you know if you’re looking to write a book of literature or…then I don’t 
know that you really should be trying to get it done in under 91 days.

Charlie:  Right.

Dr. Marc:  I would question the motives there because I think there’s a huge 
place for writing great books of literature, works of literature and the stuff 
that’s great to read and poetry and that’s just a different animal and that’s not 
our area of expertise and so we’re definitely not talking about that but maybe 
you’d want to take long time to write a book like that just because you’d want 
that different kind of depth and quality to it.

Charlie:  Then again when we’ve talked with people that are looking at books 
like that, they’re still fascinated with some of the things we’ve done so there’re 
lots of things that can be gleaned from what we’re talking about here.

Dr. Marc:  Oh, absolutely.

Charlie:  So…

Dr. Marc:  Because again if you’re going to publish and it’s one thing for 
creating a work of art and hanging it on your wall but if you’re trying to publish 
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then clearly there is some commercial side to it and that is going to involve 
marketing and getting it out there and getting people to buy your book.

Charlie:  There definitely is and I know that from a lot of the different 
businesses that I’ve run, just take my photography business at one point.  I 
could be the best photographer in the world, if nobody knows about it, 
nobody’s coming knocking on my door, if they’re not sitting there waiting to be 
photographed, what good does it do.  

So we know that when we’re talking about the three different steps here that 
they’re distinct steps, that we want people to understand what we did and how 
we did it so that they can do it and that’s the writing, the physical publishing of 
what’s going on and then telling people, getting the relationships with people, 
building on that, marketing the book, getting the book in people’s hands.

Dr. Marc:  And I think when we talk about a time frame of 91 days, I think the 
part that most people are obviously going to be looking at and obviously the 
biggest obstacle for most people is how the heck you get the book written, how 
do you get the thing out of your head onto the pages and get it done, how do 
you get your manuscript written especially in this kind of time frame and so 
that’s where we will start.

Writing Your Book

Charlie:  Absolutely and I think it really is…you have to decide why you want to 
write a book and the results that you want to achieve, the style of it, the market 
for it, the voice.  So let’s talk about that.

Why You Want to Write a Book

Dr. Marc:  Yeah, the why of course is important, it’s one thing to have an 
inspiration but if you don’t know exactly why you’re doing it you’re going to 
have a hard time getting to the end point there.  Now we personally had some 
early meetings in the development of our business and we knew right off the 
bat that we wanted to write a book, so our reasons may be different from your 
reasons and you’ll just have to work with our example because we’re talking 
about our lessons learned.

We decided right off the bat that with a new business, with a new venture, 
regardless of the credentials that we had coming into it, we wanted to have this 
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ability to have a credibility piece essentially, a document, a book that 
establishes our authority in the area that we’re talking about.

Charlie:  And let’s make it clear too, our book is aimed at the mid career mid-
life professional which is where you and I find ourselves.

Dr. Marc:  Exactly.

Charlie:  So it’s not that we’re starting off with no experience and we’re having 
to go do lots of research about everything although we certainly did some 
research…

Dr. Marc:  Good point, it’s a good point because it’s probably not fair to hold 
out that expectation they could probably start in a topic that you know nothing 
about, an area you know nothing about and really get it done in this time 
frame.  So we are speaking to our market which is people who have a great 
depth of expertise in their area, that’s our entire business model, so…

Charlie:  That’s right and…

Dr. Marc:  Hopefully you’re that person and you’re listening to this.

Charlie:  And you and I came from different business backgrounds, I have an 
MBA, you have a Doctorate of Psychology and we had run a number of different 
businesses and we had been together in some business development groups, 
one called Business Development Resources and we thought that there was 
something going on that we could do together.  

So you sent me an email and you said hey…here are some of the things that I’m 
thinking about, what are you thinking about?  And that got our partnership 
started.

Dr. Marc:  Right.

Charlie:  And so now we have a business that we needed to get off the ground 
and we mapped out, I think we had something like 47 pages…

Dr. Marc:  Oh, yeah, easily, yeah.

Charlie:  --of where we wanted to go and we knew that a book up front was 
important to be able to say these guys are the ones who…

Dr. Marc:  Wrote the book, right.

Charlie:  --wrote the book on the topic.  So that’s why a book was really 
important to us, it really does establish that credibility, it’s a door opener.  

http://DrMarcAndCharlie.com
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People say, oh…you wrote a book, they look at you differently, you’re in 
conversation…

Dr. Marc:  It does.

Charlie:  Your family looks at you differently.

Dr. Marc:  Right and that’s what I mean by having that sense of authority that a 
book carries with it.  So also we wanted to literally have a physical product that 
could function as a bit of a promotional item if you wanted to…you were doing 
a speaking event and you want to have something that you can physically hand 
out to people.  And in psychology we call it a transitional object and you want 
to have something to hold on to that allows you to feel attached to the person 
who gave it to you.  So we wanted a little bit more than a key chain or a 
magnet.  We wanted the book that carries the information and the knowledge 
base and the model that we are teaching and training in all of the other product 
lines that we have.

Charlie:  It has our name right on it, we have some pretty nice business cards 
and we’ve been going back and forth between a number of business cards, 
that’s a whole topic for another day on what to do…

Dr. Marc:  It is but a book is a great business…

Charlie:  A fabulous business card, you walk in and you hand this to somebody, 
your name’s right on the front, there’s a bio about you and photographs inside 
about what you’re doing.  You took the time and I think part of it and it may 
also be to the people that are participating here with us today in this program.  
It’s in the back of a lot of people’s minds, ooh, I’d love to write a book.

Dr. Marc:  Right.

Charlie:  And you did it.  You’re now the person that has been raised up in their 
estimation because something that they’ve been holding off on and thinking in 
the back of their mind that they’d like to do, you’ve done.  So that really does 
add some credibility there too.

Dr. Marc:  Absolutely and you mentioned the term door opener too and one of 
the ways that we wanted the book and have been using the book as a door 
opener is we do a lot of public speaking and a book is a great part of your 
media kit that you can put out there along with video footage of yourself 
speaking to give an event planner an idea of your credibility, of your 
background, of what it is you’re all about.  So to be able to use that book as a 
door opener to event planners and meeting planners and so forth was one of 
the other items on our agenda for why we wanted that done first.
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Charlie:  And it gives us a format when we get in front of people to go and talk 
about the book.

Dr. Marc:  Right.

Charlie:  And within our book as you mentioned in the title, the 40/20/40 
System to Rescue the Highly Trained Professional, it’s pretty easy for us to have 
three sections to talk about because we have the 40, we have the 20 and we 
have the final 40.

Dr. Marc:  We do seem to be a three section kind of people, we…

Charlie:  We are a three section kind of people; we’re doing that again today, 
so…

Dr. Marc:  I mean the other thing about the book…you know we’re going to talk 
about the marketing of the book…let me turn that on in his head and 
understand that for us the book is part of the marketing of our business…

Charlie:  Yes.

Dr. Marc:  --and for many people it is that as well and so that was the other 
reason.  By writing a book you can do the book launch that we’ll talk about.  It’s 
literally a reason for seeking publicity, for seeking public speaking 
opportunities, seeking exposure with press releases and things like that as 
opposed to just opening a business…you can do that too but it’s less of an 
event, it’s less than an occasion, so the book is another…that’s one of our whys 
in terms of why we wanted this thing done.

Charlie:  And of course the reason that people are listening with us and why 
you folks have joined us here in this is that there’s a big difference between 
saying this is Joe Smith, this is Sally James who wrote a book versus here’s Sally 
who’s the bestselling author of…and we knew that writing a book would have 
been great, it did the things that we’re about to talk about, it helped focus us 
but to be able to say, bestselling author, that’s what we really wanted and so 
that was one of the things…

Dr. Marc:  Absolutely and we’ll get to that with the marketing because that’s 
one of the critical things that people need to understand is that most people 
think that’s just something you hope for and is going to happen.  We were very 
clear from day one that they were something we were going to make happen 
and it was a strategic marketing plan that got us to be a Number 1 best seller.  
That didn’t just happen because we wrote a great book, we marketed our way 
to being a Number 1 best seller and that’s what we want to teach people in 
part, so…
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Charlie:  Absolutely, so we’re talking about writing the book and we’ve gotten 
it as a great door opener and a reason for seeking publicity, it’s a credibility 
driver for us and it helps create a promotional item.  Now let’s talk about why 
people even write a book, the Number 1 reason to write a book.

Dr. Marc:  Let’s be honest, we discovered the Number 1 reason for writing a 
book and it was not the ones that we just talked about.

Charlie:  Yeah, yeah.

Dr. Marc:  These are the ones that we set out for in our business plan but we’re 
definitely here to tell people that there is a better Number 1 reason for writing a 
book and we only knew that by the end of the process of doing it and that’s 
because it gets you crystal clear on what your message is, who your message is 
for and how to articulate that message because you’re going to write this 
sucker and you’re going to rewrite it and you’re going to edit it and you’re 
going to write it again and you’re going to test it out with people to see if 
they’re really understanding the message you’re sending and get that feedback 
and wow is it powerful for doing that.

Charlie:  And we know because every six months you and I and we’ve been in 
business a little over that this point, so we decided for every six months to go 
back and look with fresh eyes at what our business needs to be about and to go 
back to see some of the things that we put down in the beginning, now that 
we’ve written the book, we’re so much clearer on what we want to do that we’ve 
had to scrap some of the early plans because our business has gone down the 
path that we set for it but we don’t have to take some of the side trips that we 
thought maybe we were going to take and the book has helped us clarify our 
thinking.

Dr. Marc:  Yeah, I mean I came up with this little image in my head when I was 
sort of preparing to talk about this and to me it’s kind of like your diamond 
expert and you’ve got this rough stone and if you’ve ever seen a raw diamond, 
you would pass by it on the street and not think of it as much of anything.

Charlie:  Right.

Dr. Marc:  It’s only in the cutting and the polishing and the refining that you get 
there and to me that’s what this Number 1 reason is all about, is that you don’t 
have to have it all figured out at first and when we get a little further here in the 
terms of the actual process of how you get this thing written, I think that’s a 
really important thing for people to understand is that you actually do yourself 
a disservice if you try to start with the finished product and know exactly what 
you want to do.  
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It’s kind of a process of discovery.  I think…I’m not a stone cutter but I know 
from things I’ve read that a stone cutter is trying to discover exactly where the 
best cut goes and how to clean up that stone and get it to look like that 
diamond that’s in the ring when you’re done but it starts out as a lump of 
stone.

Charlie:  And sculptors talk about that a lot.

Dr. Marc:  Right.

Charlie:  I didn’t really cut away things.  I just discovered what was inside.

Dr. Marc:  I can never remember whether it was Dai Vinci or Michelangelo but it 
was one of them that said that...

Charlie:  It may have been both.

Dr. Marc:  They were saying how do you do that, he says well I just look at the 
sculpture that’s in the stone and I just remove everything that’s not the 
sculpture.

Charlie:  And it’s a little bit like writing music or painting or photography where 
you have to discover exactly where you’re going with things and it helps you.  
Sometimes you get in the mind set and it becomes so easy, you going wow, this 
is writing itself.  Well it’s not writing itself but you’re just so well in tune with 
what you want to say that the words are really flowing from you.

So this is why we’re recommending to people as we are here in this writing 
section really to think some things through here and listen to your selves and 
be open to the ideas that are flowing from you to help crystallize that thinking.

Dr. Marc:  That’s right because that’s a good point.  It’s about the ideas and we 
made a point of trying to get our egos out of the way in getting this process 
done and you have to understand you have to have a really good idea but then 
you’ve got to discover the idea as you go through the process of writing and 
rewriting and refining and the reason we say that this is the Number 1 reason in 
our opinion now…you know to write a book is that by the end of writing the 
book you really are the expert on the topic 

Charlie:  Yeah, yes.

Dr. Marc:  Whereas before you were thinking about an idea, you were refining 
the idea, you were wanting to be the expert but there’s a reason that people 
look at the person who wrote the book as the expert because trust me, by the 
time you’ve rewritten this thing for the tenth time you’re the expert.
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Charlie:  You really are the expert and notice that we didn’t say that the 
Number 1 reason for writing the book was to become a millionaire.

Dr. Marc:  Most definitely because unless you are a really…see that’s more the 
world of fiction…

Charlie:  it really is.

Dr. Marc:  I don’t know too many people who made a ton of money on a 
business book, I mean it’s not that you can’t make money but it’s got to be part 
of a much larger plan and most authors know that too.  I mean often their first 
book is something that makes money after their fifth book started making 
money.

Charlie:  Yes and a lot of them talk about that.

Dr. Marc:  Right.

Charlie:  That’s right and when they build up their big list, they get people to 
know them, they’re in the front of the room speaking and they’re now in their 
third or fourth book all of a sudden people discover that first book and they go 
wow, that was really something, well yeah--

Dr. Mark K:  Right.

Charlie:  --you know, I’m still the same guy writing these books but I am a lot 
clearer on that, so...

Dr. Marc:  Yeah and so we were certainly very clear in our business plan that 
the reason for writing the book was not to make a million dollars off the sales 
of this book, we’ll be more than happy if it does but that’s not the point.  The 
point is that for us it is part of a big marketing plan, it is all the things that 
we’ve just talked about.

Now some people clearly do write as their business and we are not out to…you 
know make our profession to be writers, we’re always going to be writing in 
blog form, book form, eBook form but it’s not really the core of our business 
model.

Charlie:  So how do you explore then what really is out there and what’s going 
to be accepted by the market that you’re going out to?

Dr. Marc:  Well, thank God for the internet and thank God because it is the core 
of our business but it also makes this a pretty easy process.  So you’ve got a 
great idea but the first thing you’ve got to do is just a quick bit of market 
research at first.  So you hop on to Amazon or Google and/or both and you 
start searching your topic and see who’s written what already because you’re 
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looking for two things and it might sound sort of opposite.  I mean you’re 
looking for is there a market that’s already buying information about this but it 
can’t be exactly this otherwise you’re going head to head against someone 
who’s already a best seller in the topic area that’s already been covered.

So your idea has to be in the realm of something that the market is telling you 
they want and you can see that, by all the books written in this area there’re 
lots of websites and blogs and things talking about this area, so you want some 
action there.  You want some activity going on but you also need to have a 
unique slice on this.  It’s either got to be a niche that’s part of that or a radical 
idea that’s counter point to what’s out there, so you’re looking for something 
different and yet you’ve got to have some sense that there’s a buying public out 
there otherwise what’s the point.

Charlie:  You said two things that I think are really important here that I want to 
put some added emphasis on.  Go to Amazon or Google, people don’t often 
think of those in the same sentence and people have to realize that Amazon is 
a huge data base…

Dr. Marc:  It’s a great search engine, in its own right…

Charlie:  it is.

Dr. Marc:  In terms of what are people writing about, what are people buying?

Charlie:  What are they already doing out there…so think of that to find out the 
information and then of course you can also click on it as you can on our book 
on Amazon and find out a lot of what’s going on.  You can see the chapter 
headings; you can see the sections in our book, that’s really an important thing.

Dr. Marc:  Right.

Charlie:  And I’ve kind of forgotten what that second one was but it’ll come 
back to me in a minute.  You’re always saying good things so I’ll…I’m sure I’ll 
come back to that.

Dr. Marc:  Absolutely, so you don’t want to reinvent the wheel.  We don’t want 
to just stand out we want to get out of the crowd so part of what you’re doing 
in this research is figuring out who the crowd is and then you’re trying to 
strategically figure out how you’re going to be really differentiating yourself 
from that crowd even though you’re referring back to them.  So if that makes 
sense that’s what seems like the opposite contradictory thing.  There’s got to 
be a crow there but you don’t want to be smack in the middle of it jumping up 
and down saying pay attention to me.
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Charlie:  Well and that’s what I wanted to talk about from what you had 
mentioned earlier.  We had a lot of time together, a lot of time, maybe a couple 
of weeks but we focused a lot of time on where did we want to take the 
business, what was our unique stance on a number of the things that are 
important to you and me from a business stand point.  So we already knew that 
when it came time to writing the book.  We’d done some of that work and that’s 
a real important thing for people to realize as well too.

You can’t just start writing from a vacuum without any idea of where you want 
to take this.  Though you want to discover the gem that’s inside there you still 
want to know which tools you’re going to see and how hard are you going to hit 
things…

Dr. Marc:  Right.

Charlie:  --and what’s your unique stance on things and…

Dr. Marc:  Yeah, that diamond cutter needs the little chisels or whatever they 
call those things that chip the stone.  You can’t just throw it against the wall 
and crack it open.

Charlie:  Well and as our book was targeted, that diamond cutter isn’t going to 
get a great big diamond to work on if the diamond cutter isn’t a mid career, a 
mid life professional,  Right?

Dr. Marc:  Yeah they’re going to start on some semi precious stone or 
something like that.

Charlie:  Yeah so we knew that when we started, we knew that we wanted to go 
after that market and we knew for us that to get out of the center was very 
important for us and so that was one of the major topics for us and it did well 
for the way we were writing.  We knew we needed to do something different.

So to the people listening to this figure out that niche area for you, that special 
thing that you bring that you can write about because you’re going to be much 
more passionate, much more focused on what that is.

Dr. Marc:  And I belief that is just a well worn statement in most writing world…
you know the writing world, write what you know and that’s what they tell you, 
the novelist and things like that, you create these rich characters by writing 
what you know rather than just trying to make it up purely from imagination.

Charlie:  And solve the problem that you’re working on there.  It’s an important 
thing for that book to solve it and not move on to something else because why 
are people going to buy this.  Put yourself in the shoes of the people that are 
going to be your public, why are they going to buy the information that you 
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have.  It’s not because you want them to buy it, it’s because it solves a problem 
for them.

Dr. Marc:  Absolutely, it’s the same as the core of any business model, I mean if 
you’re not solving a problem then why am I buying your service, your product 
and in this case your book.

How Do You Get Started

Charlie:  Well let’s get to the really sixty-five thousand dollar question here 
which is how the heck do you get started in all of this.  I mean a lot of people 
have this vague idea, I want to write a book, I know I need to write a book, it’s 
important for my career, for my profession, for my exposure, how the heck do I 
get started and let alone how do I get it done in under 91 days.

Dr. Marc:  And we’ve talked a little bit about some of these things, so clearly 
you have to have something to say.  You have to have some sense of you have a 
core message.  You have a core idea that you’re going to start to develop to 
explore to get the ball rolling.   If you haven’t got that far then it’s time to 
literally hit the drawing board isn’t that what they literally mean by the drawing 
board?

Charlie:  I think it is, stand up and start drawing on the board, put down in an 
outline form some of the things that you want to talk about.  Forget what the 
order is, figure out what are those major things and you and I knew that some 
of the language that we would come up with, on line jungle and getting out of 
the center of the mote and…

Dr. Marc:  Right and the time trap plateau…

Charlie:  --the timetrap plateau with timetrap being one word.  Those sorts of 
things we’d figured out that we wanted to build into whatever we were doing 
and then things were coming from that.

Dr. Marc:  Well this next part might sound a little elementary but I’ve got to tell 
you I think it is the…probably the most important thing you can do and that is 
now that you’ve decided, you’ve got this core idea and you’ve decided alright 
I’m going to write this book, well set a hard and fast deadline.  

In this case you’re listening to this, you bought this thing under 91 days…grab 
your calendar right now, I want you to start tomorrow, I want you to count off 
91 days, I want you to put a big red X on your calendar because you’re going to 
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have this thing done before then.  Not only that, you’re going to have it done, 
marketed and up on Amazon by that 91st day.

Charlie:  I have a big theatre background, my whole family does, my younger 
daughter is the fifth generation of our family to perform in the same, perform 
and direct in the same local theatre and we know in the theatre that curtain’s 
going up on opening night whether we’re ready or not, whether the paint is 
finished on the stage, whether the costumes are done because if you keep the 
delaying, 91 days turns into nine months, turns into nine years, you never get it 
done.

Dr. Marc:  Oh absolutely, people will spend 91 days on that first point of 
coming up with the idea and the message.

Charlie:  Yeah.

Dr. Mark K:  You know and I think it’s called Parkinson’s Law, however amount 
of time you take your job will expand to fill that time, so it works both ways.  So 
by setting that deadline that you’re going to get this thing done in 91 days, you 
can compress the pressure backwards to getting it done.

Charlie:  And it’s a little like taking a vacation, let’s say you want to fly from the 
east coast to the west coast and you want to go out to San Francisco, you 
decide that you want to go to Florida first and then to Texas and then you’re 
going to fly up to Chicago and then you’re going to see the Grand Canyon and 
then you’re finally going to get to San Francisco, at least you know you’re going 
to go to San Francisco.  Then when you’re out there on vacation, what are you 
going to do, so this is my whole vacation model about how we create a 
business and how we write a book.

Set San Francisco and the date that you’re going to get to as a specific and then 
you have to figure out all those things before…because you know you have to 
buy your ticket to fly, you know you’ve got to get the hotel room…see those are 
specifics.  

Back when I was selling investment real estate and you know, Dr. Marc, I sold a 
quarter of a billion dollars worth of real estate, the man that I reported to kept 
talking about that people spend more time planning their vacations than they 
do their careers.

Dr. Marc:  Sure enough.

Charlie:  And I think it’s because it’s easier for us, we know what the specific 
thing is, I want to go to San Francisco.  Well now you want to go to your book 
deadline and you then want to get it published and get it out there and 
marketed.  So you need to do the same kind of thinking, it’s no more difficult in 
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the planning stages, the work is different but it’s no more difficult, so get the 
calendar go to the 91 days, put the big X that you’ve indicated, it’s a great 
way…

Dr. Marc:  Yeah, one of your favorite lines, the deadline drives the deal…

Charlie:  The deadline does drive the deal.

Dr. Marc:  --or in Steven Covey’s language…you know begin with the end in 
mind.  I mean you’ve got to have that end point really crystal clear.  Now I want 
to get into something that you and I did simply because it’s the nature of the 
work we’re doing and the partnership we’re in but it has become sort of a core 
feature of what we’re telling people is going to get this done in 91 days.

And I think it’s a different spin than a lot of people have in terms of thinking 
about how to write a book and that is don’t write it alone, my little joke line 
that I wrote down here is friends don’t let friends write alone.  Because I think a 
lot of authors write in isolation and it’s just so easy to procrastinate, get side 
tracked.  

One of the reasons we got this done, certainly for me, I’m the bigger 
procrastinator than you are, is knowing that I was going to be meeting with you 
next week.  And I said I was going to get something done.  That kind of social 
positive peer pressure drives the deal too.  So it’s a kind of mini deadline that 
happens every single week if you’re meeting on a regular basis with a partner.  

So in the bigger scheme of things you may not have a business partner.  I am 
going to tell you get an accountability partner, whether it’s a friend, family 
member or whatever that you’re just going to sign on for the length of this 
project and say look, I need you to meet with me and regularly be a sounding 
board to bounce things off and for me to tell you I’m going to have such and 
such done by next week and I need you to hold me accountable.  I think it’s 
absolutely critical to have a writing partner.

Charlie:  Oh Dr. Marc, I can hear people now, oh…I’m so busy and I’m trying to 
get this done, I don’t have time to get somebody else to meet with…I think it’s 
a very important step.

Dr. Marc:  And I think it’s the other way around, it’s a time saver.

Charlie:  It really is a time saver and it helps us focus.  If people would get 
together with an accountability partner, if they don’t have a relationship the 
way you and I do and spend a half hour on my project and a half hour on the 
other person’s project going back and forth, that’s a way to help out.  You and I 
were very fortunate that our goals really meshed, we both had an interest in 
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doing this and we really did feed off each other because I don’t know how many 
times we looked across the room after we’d done something, the idea that we 
wind up with did not come into the room with us when we walked in.

Dr. Marc:  Right, exactly, when you’re brainstorming, when you’re using the 
idea that two heads are better than one, you’re really creating this synergy…you 
know I have an idea I bounce it off you, you add a little plus to it and send it 
back to me, I plus it here and then we morph it and change it and it evolves and 
I love the work of a guy named Richard Dawkins who has this idea that 
information behaves just like genetics.  That essentially information is trying to 
evolve and that it does that by going from one head to the other.  I mean if one 
head alone was coming up with all the ideas it would never change, it would 
just go like a hamstrung or wheel round and round.

So that’s what’s happening in that synergy and that going back and forth.  It’s 
also a really powerful feedback system because in your head you often think 
you know what it is that you’re trying to say and then you say it and then the 
person says it back to you and you realize well, no that’s not what I said at all…

Charlie:  Right.

Dr. Marc:  Now here’s the other cute little secret about that.  Sometimes what 
comes back to you is better than what you send out and you’re like…oh yeah, 
that’s exactly what I meant to say, Charlie, that was my idea.

Charlie:  Well and you said it earlier on about putting our egos aside and I’ll be 
the first to stand up and say that mine may be a little larger than yours and so I 
may have more difficulty with that at times but we did put that aside to be able 
to say that what we agree on and what we create together, we’re not going to 
go create the camel as opposed to the race horse but our ideas have just 
zoomed with each other.  

And the other point of…I think it’s a cute family story in our family about what 
you think in your mind that you’ve said and other things, there’s a time when I 
was with my kids and they were repeating something back to me about what I 
had just said and I said, I never said that and they still say that to me, I never 
said that…well what they were saying were some of the words that they’d been 
interpreted that let’s say went off to the left and my idea had been to the right 
on what that was.  The words themselves may have said that but where those 
words took us didn’t say that and you and I have been able to feed off each 
other and make that happen for our book, in the creative part of our book, 
whether it’s the fantasy that starts it off, whether it’s the business tips, we went 
back and forth and came off with something much better than either one of us 
could have done by ourselves.
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Dr. Marc:  Absolutely true, so now you’ve got your notion of an accountability 
partner, you’re creating this synergy, you’ve got accountability.  Now let’s get 
into the how you start actually writing this thing, this goes back to my little 
gem analogy.  I think it’s really important that you set aside the notion of trying 
to get it right in the beginning.  I mean there’s something to be said for just 
starting, you’ve got to have an idea, now just start.  Start getting information 
out of your head and doing kind of a mind dump, don’t worry about making it a 
diamond right now and having it perfect because I think that is truly where 
most people’s writers block kind of comes from, is that they start to get 
anxious about whether it’s good enough and all these things.  Don’t worry 
about it.  What you’re writing right now at the beginning is not what you’re 
going to publish.

Charlie:  No, that’s absolutely right.  I wrote the Hunch Back of Notre Dame as a 
major musical in my…in the recording studio where you and I have both our 
video and our audio recording, there’s a large drape of Hunch Back of Notre 
Dame, I knew that what I started with was not going to be what I ended with.  
Now I was basing it on the great book but even with that I knew my outcome 
wasn’t going to be what I started with.  So you just say don’t let the ego get in 
the way, I’m going to change things and in theatre using my analogy then, 
there’s the word rehearsal and if you break down what that is its re hear…

Dr. Marc:  Ah, love it….

Charlie:  ---we hear things, we don’t like it and I look up at what the actors are 
doing and I’m going, no that’s terrible, well I was the director of it, it didn’t 
work, I need to rehear it and do something different with them and that’s what 
we need to do in our writing process.

Dr. Marc:  Right, so I want every listener to just accept that the final outcome 
might be totally different from your initial concept but I want you to see that as 
a really positive thing and be excited about it, that’s the fun part.  This is like a 
sleuthing kind of thing, this is a quest, you’re trying to find what the final 
outcome is.  You’re starting with an idea, we’ve all got to start and now just 
take it in the sense of exploration, dig in, figure out what’s underneath that 
idea, start just doing a brain dump.

Charlie:  And taking from our first section of our book, it’s…you’re going out 
to find the dragon.  You’re going to slay the dragon.  

Dr. Marc:  Right.

Charlie:  There may be a lot of paths to get there but the final result is still 
going to be you need to slay the dragon and so you’re on that quest right now 
to find out where is that dragon for you right now, what is it you want this 
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actually to be.  You thought you knew, you wrote some things down, you had 
your core idea, you talked it out with each other, you got your partner, you 
started, things are going to change. 

Dr. Marc:  Just start taking notes, writing things down, scribbling down 
outlines.  If you feel that dreaded writers block coming on, well stop writing, 
start talking and I mean that’s something you and I did an awful lot…

Charlie:  Absolutely.

Dr. Marc:  --in the beginning of this project, we literally…the way we’re doing 
right now creating this product, we sat down, turned on the recorder and 
started telling each other the story back and forth and there was no way we 
were telling a finished story, we just started going down a direction.  Well no 
that’s a dead end so you start over again and again this is where the 
partnership and the accountability partner comes in, you tell the story, you tell 
it back to me.  You tell your version of the story, I tell it back to you…

Charlie:  No, wait a minute, that made me think of…and one of those comes 
up.

Dr. Marc:  Right and that’s where the recorder is great because you just kind of 
play, this is really play time.  That’s how you start, take all the pressure off, you 
know you start putting ideas out there, playing around with them, rearranging 
them.  Again the critical thing to understand is you’re not writing the finished 
product right now.  You’re just playing with ideas, rearranging them, seeing 
what fits there and you’re just trying to…imagine you have a bunch of little 
colored rocks on the table in front of you and you’re just moving them around 
until you start creating a pleasing pattern, you know, there’s no right way to do 
it.

Charlie:  That’s right and one idea…we were talking about this earlier too, I 
started a musical theatre group…I’m back in my theatre roots…at Tufts 
University when I was an undergrad and one of the most difficult things that we 
had was coming up with a name of it.  We had the tag line.  We knew it was for 
dance, drama and music in the production of musicals but we didn’t know what 
the organization was called.  

And so we sat around for hours tossing these ideas around and finally one of 
the fellows had written something and he crumpled it up and he threw it on the 
floor.  I can still see us in the basement of this dormitory, Jay Applegate, hi Jay, 
if you’re listening…toss this thing on the ground and he had written “torn 
ticket” and we didn’t want to have anything that had dance up front or music 
because…you know the music and the theatre department’s didn’t get along.
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Dr. Marc:  Right.

Charlie:  So we kept tossing ideas around, so we were being human recorders 
in those days, writing everything down.  But turning on a recorder as we’ve 
done here, we did it in book writing sessions, we did it in times of just where 
did we want the business to go because we knew how important…now at the 
end of the day if there was nothing we thought was a brilliant gem, maybe we 
erase it but many of the times I would play it back in the car as I’m driving 
home from one of our meetings.  I’m going wow, there’s a great idea, let’s 
make sure we go back to time…and whatever it was and pull that idea out.

Dr. Marc:  Absolutely and that’s the beauty of recording it and talking your way 
out of writer’s block is you just kind of tell stories back and forth, throw ideas 
around and then go back later and listen with a note pad and take notes and 
you’d be amazed.  You’ll hear your voice on the recording saying things, like…I 
said that…where did that idea come from?

Charlie:  Yeah, what was that?  Where did that idea come from?

Dr. Marc:  Because I don’t remember…a, I don’t remember saying it and b, I’m 
not that smart, so…

Charlie:  And that’s right because you get to the end sometimes and you have 
the end result and there is that beautiful diamond and you forget what it took 
to get there sometimes.  Then again you may find something that you want to 
use later on in the book that you had no idea what you were talking about at 
that point that would go later in the book and there it was, right there in front 
of you. 

How many times have we gone back on some of our early notes and said, wait a 
minute, this whole thing is written for us already, its right there.

Dr. Marc:  Well I think you hit the nail on the head, I think it’s the real reason 
we’re making this recording, this how to get this thing done is that I think part 
of what get’s people stuck in that never getting off the ground stage is that you 
walk into a book store like Borders and Barnes & Noble and all you see is 
finished books.

Charlie:  Yes.

Dr. Marc:  And so you’re always looking at the finished product and trying to 
figure out how to get from zero to finished and you don’t get to see any of the 
works in progress and things like that.  There are a couple of books that have 
come out of famous writers, where you know they’ve found old manuscripts 
and really later publish them.  They’re really helpful because you get to see 
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that…you know there’s a messiness to the whole process and it’s not just a 
polished thing and you’ve got to sit down and…I know that was my problem in 
graduate school, when I had to write papers and things like that.  I was always 
trying to write the final draft right off the bat.

Charlie:  Yes.

Dr. Marc:  What a terrible thing to do and now I realize how much…I’m ready to 
write our next book just because you realize it’s not nearly as difficult as you 
think once you start doing it if you bring some of these ideas that we’re talking 
about right now into play.

Charlie:  And I think a lot of it as well goes back to our seventh grade English 
class where Mrs. Lewis would stand up in front of the class and she would 
critique what somebody had written and she had a red pen out and she was 
marking all the things that you’d turned in.

Dr. Marc:  Yup.

Charlie:  --Of course back in the days when I was in school we weren’t doing 
those with computers and being able to redo them all the time and even in 
college I was having to retype some things on a thesis that I did as opposed to 
what we’re able to do with word processing, oh my gosh do I sound old now.  
But I think we had that teacher looming over us and we were afraid to write 
something, some people are, so we need to get beyond that.  I think that’s what 
you’re saying too.

Dr. Marc:  You’re right, we get trained to work for a grade and there’s no grade 
here.  I mean, the point is that this is about trying to communicate ideas and 
you’re just getting feedback over and over again, so I mean, you can look at it 
either way.  You’re not working for a final grade, maybe you’re working for a 
million grades and therefore they’re not that painful to get.  I mean you're just 
constantly trying to get feedback, you’re trying to put out the message and by 
communicating this are you receiving what I’m sending, no you’re not getting it 
yet, so now I’ve got to refine this and rewrite it and go back and forth that way.

So anyway, I think enough said about…you know that notion about getting 
started that way.  I think mechanics wise we have to figure out how to take a 
large project and break it down.  I mean, I think this is just a life lesson about 
everything, whether it’s your business plan, your book, your to do list.  I mean, 
so you’ve got to chunk it.

Charlie:  That’s exactly the phrase I was thinking too because I had a business 
professor once that would talk about chunk it down and come down to things 
and you and I like three to five large chunks.  That’s about all we want to do.  If 
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people walk out after our presentation of our book and they’re in the hallway 
talking about, we hope what a great job we just did, if they’re talking about 
what we just did, what are the three to five things they’re going to say.

Dr. Marc:  Right.

Charlie:  Well they’re not going to be able to say it if we don’t give it to them, 
so the same thing is here about writing the book, what are those three to five 
things and those could be the sections…

Dr. Marc:  Yeah.

Charlie:  --of the book, what do you want to cover in those three to five 
sections.

Dr. Marc:  Exactly…you know a lot of books are divided either into sections or 
in a lot of fiction books they’re literally divided into books within a book so 
book one, book two but you get the idea.  You want to take the overall concept 
and the ideas you’ve been brainstorming and putting down and rearranging on 
the page and divide them into the three large categories.  Think of them as 
breakfast, lunch and dinner or act one, act two and act three…I mean, but 
just…these are not your chapters but big giant concepts do here in what we’re 
talking about today, we’re talking about writing the book, publishing the book, 
marketing the book.

Charlie:  Correct.

Dr. Marc:  Three big chunks, then you break each of those chunks into again 
three to five chunks.  So if you do that, if you take an overall concept, you cut it 
into three to five parts and you cut each of those three to five parts into three 
to five parts, well now you’ve got…

Charlie:  It could be up to twenty-five but you’re…

Dr. Marc:  Right but nine to twenty-five…

Charlie:  There you go.

Dr. Marc:  Nine to twenty-five chapters, now go through Borders and Barnes & 
Noble, pull a bunch of books off the shelves, low and behold…it’s a pretty fair 
number of…fair average in terms of having chapters that are in your average 
book.

Charles S:  And one of the things that of course we’re going to tell people as 
we did earlier on about finishing the whole book is.  We then want you to put 
down a date by which you’re going to finish each of these sections.
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Dr. Marc:  Right.

Charles S:  And that builds into, I’m going to say pre finished and then we’re 
going to be finished finished, there’s probably a better term for that but going 
back and forth with your partner, your accountability partner or your business 
partner back and forth in what you’re doing and put some dates down because 
you’re never going to get to that 91 day deadline if you haven’t done all of this 
ahead of time.

Dr. Marc:  Right and if you’re trying to write the whole book in 91 days and you 
see it that way, you’re just going to panic and your brain’s just kind of going to 
freeze and say, oh…I can’t do that.  What we’re talking about is if you’ve 
broken these chunks down and then chunked the chunks, now you’re talking 
about, oh…this is the little tiny bit I have to get done by next week.  I man 
that’s how this ends up playing out, is that you’ve got a fairly manageable piece 
of information to kind of…you know get out onto the page or onto the word 
processor on to the recorder if you’re just speaking it out first and having 
somebody transcribe it.

Charlie:  I love this analogy too and it works for me in a lot of different ways 
and I use it with some of our consulting clients.  I use to call this the 
Thanksgiving dinner system, I now like to call it the turkey dinner system 
because we do have clients and people reading our materials that are not part 
of the United States and so Thanksgiving may mean something different but 
you start with this in putting the turkey in…and my wife does this for our family 
as they gather every year.  You put the turkey in first.  You don’t put the ice 
water on the table first.

Dr. Marc:  Well actually what you do if you’re in our household, you remember 
to put the turkey out and defrost it…

Charlie:  Yes.

Dr. Marc:  Because there’s nothing worse than trying to get a frozen turkey 
ready for Thanksgiving dinner.

Charlie:  Well that’s...if you want to go back to…

Dr. Mark K:  That’s a whole other story that we won’t go into.

Charlie:  If you want to go back even further, you have to go buy the turkey, so 
there are things that have to come later and we don’t put the pies out on the 
table too early and we don’t cook them too early and we don’t put the ice water 
and the…there’s a system and a flow for this and that’s why we’re doing this in 
the order that we doing here because when you think of it as the same way that 
a turkey dinner is prepared, that’s how we’re preparing our book.  
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We need to think about chunk it down into the steps that we need to take and 
then also the writing and the chapters and the sections in the chapters.

Dr. Marc:  Let’s get into another little secret of how you get this thing done and 
underway.

Charlie:  Absolutely.

Outsourcing

Dr. Marc:  If you thought it was a radical idea that friends don’t let friends write 
alone, we’re going to kind of exponentially grow that because the fact is Charlie 
and I are still too small a team to get a big project done that fast.  We are firm 
believers in building a bigger team and outsourcing is a way of doing that, we 
are big believers in outsourcing and that can mean a lot of different things to 
different people but there are parts of this whole project that you’re going to be 
really, really good at and there are parts that you’re not going to be necessarily 
really, really good at and it’s going to take more than 91 days for you to 
become an expert at everything.

So you need to figure what your strengths are and then you’ve got to assemble 
a team of people that’s going to help compliment your weaknesses with their 
strengths to get it done.  You don’t have to do every single component of this 
whole giant project.

Charlie:  Yeah, you may not be a good typist, you may want to record things 
and get somebody else to do some typing for you.

Dr. Marc:  Exactly, you can just talk your book and get it transcribed.  You may 
not be the world’s greatest speller and you may not trust yourself to be the 
proofreader, so you may want to plan ahead and think about I’m going to hire a 
copy editor.  

Charlie:  We wanted to have some illustrations in our first section…

Dr. Marc:  Right.

Charlie:  --it was a fantasy part of our book, we wanted to set it off being 
different, we found an illustrator to do that.  You and I would not have done 
very well with that.

Dr. Marc:  Not only that…you know we were very clear for a lot of reasons that 
we wanted it to be a fiction story in the beginning.  
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Charlie:  Yes, yes.

Dr. Marc:  Well neither one of us has ever written a fiction book.  So I took a 
stab at writing a plot line but I wasn’t going to sit down and go take a course 
on…even go get my MFA to write this first section of the book.  So I wrote the 
plot and I wrote the core things that I wanted in there but there were literally 
sections where I said and now three other things happen here.  

And I didn’t want to take the time to create that because we knew we were 
going to actually bring in Patty, one of our writing team assistants and give her 
the job and say look here’s where are characters are going.  This is the major 
arch of the plot, you know, here, here and here.  I want you to create some 
interesting little interludes here. 

I also didn’t want to learn how to write dialog…I mean I didn’t trust that I was a 
great dialog writer, so I knew what needed to happen in the story but we got 
Patty to fill in some of the clever dialog and it made it much more entertaining.

Charlie:  And admittedly because we were in a fiction thing here, my theatre 
background helped a little bit with trying to say what the flow was going to be 
and where the energy was and where the story strength was coming from and 
all that sort of stuff and not everybody’s going to have that, though we again 
don’t say that fiction books are the best way under this system or not 
necessarily….

Dr. Marc:  Right, certainly not our area of expertise.

Charlie:  Yeah.

Dr. Marc:  But now the point of that is…you know you might get to this point 
here and realize that you can outsource the entire book of course…

Charlie:  Well yes…

Dr. Marc:  --and many people do, if you look at…you know celebrity books and 
sports star books and politician books, you’ll always notice it’s got the big 
person’s name on it with so and so, well guess what, which so and so is the 
person who wrote the book…you know the main person had the stories, it’s 
their life, their story and they literally did what we’re doing right now, talking 
into a recorder, were interviewed by the writer and the writer wrote the book 
and you can absolutely do that.

Charlie:  Yes, it’s not how we did it but you certainly can and we’ll have a link 
here with this material for some outsourcing steps for you to be able to take, 
some places where you can go that we recommend that we’ve already been to 
and that certainly is a way to help you there.  And you want to cultivate other 
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people who balance your weaknesses and so you need to find out what those 
are early on as you talk back and forth with your partner.   What are you good 
at, what are you not and what do you need some help in?

Dr. Marc:  And I’d say there are two layers of that that you want to keep in 
mind.  One is the technical things that you’re good at, are you literally a good 
writer, or are you the idea person, are you the copy editor?  Are you the person 
who’s going to be the real maven for the grammar?  

Now the other piece of that is knowing your personality.  You know if you’re 
going to get the job done.  You want to compliment your weaknesses also.  If 
you’re the procrastinator like I am, you need a Charlie who’s the task master.  If 
you’re the detail person, you need somebody who’s going to get you out of the 
trees and get you to keep thinking about the forest and the big picture.  

So that’s part of it too.  It’s just kind of balancing out your personality 
characteristics and knowing yourself.  And knowing that if the deadline’s going 
to get this done you’re going to need team members to help you do that.  

Charlie:  Right and reading your material, rewriting some things for you, 
making sure you don’t have the wrong spelling, we had that a couple times, 
where we had the homonym and it didn’t quite work and neither one of us 
caught it but some of the other people did.  I mean it’s an important…

Dr. Marc:  Absolutely.

Charlie:  --thing.  Moat is an important thing to us, I know that…

Dr. Marc:  M-o-a-t not m-o-t-e.

Charlie:  M-o-a-t is the one that we…a moat, so that’s how I remember it.  It’s 
important to what we…so those kinds of things too, where others can help you 
see.  You know, we often say that you see what you look for and in life that is 
really true.  

My analogy on that would be If everybody looked around the room and saw 
everything that was read and then closed their eyes and I said now tell me 
everything that is blue, you probably wouldn’t be able to do that and so when 
we are writing, we’re seeing the main flow of it and where we’re going, We’re 
not seeing all those specifics even though I was going through to edit them, we 
couldn’t see that, some of the time and other people did that.

Dr. Marc:  It’s absolutely amazing when you have…it’s definitely why you 
definitely need a team and other eyeballs and other people to kind of read it 
because your brain actually gets to the point that you no longer see things 
exactly as they are on the page, you proof read something and your brain is 
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already corrected it without correcting the page, you don’t even see it any 
more.

Charlie:  That’s right.

Dr. Marc:  Can’t tell you how close we got to the final, final, final manuscript 
and still found typos.

Charlie:  I swear I changed some of those, I don’t know what happened.  Okay 
so, how we begun, we established with our core idea and our message, we set 
the deadline, we have our partner, we begin outlining the project, we start with 
a brain dump of what we’re doing here and putting our core ideas down so that 
we’re sure that we don’t have writer’s block and we’re building an outsourcing 
team.  Where are we going from there?

Dr. Marc:  Well, part of the beauty of having an actual writing partner and I’m 
going to go beyond the accountability thing and I’m really going to encourage 
people, especially for the kind of book that we’re talking about…

Charlie:  Yes.

Dr. Marc:  --doing, you might want to really, really want somebody to write the 
book with you because now you can divide and conquer and you can look at 
that outline and look at each other’s knowledge base and strengths and 
weaknesses, and you know what, you take this piece and I’ll take this piece, you 
write the first draft and after that we’ll trade, it’s a lot easier to edit than it is to 
write.

Charlie:  Yes.

Dr. Marc:  Especially when it’s something you’re not a total expert in, so we’ll 
take an example of our book, I mean…you know Charlie was far more the 
expert because he created the universe model of social media marketing, so it 
was obvious that he would write that section and then trade it off to me and I 
would then sort of work at rewriting things and edit things and put in my spin 
on things and vice versa on other parts of the book…

Charlie:  Exactly.  

Dr. Marc:  You know, I wrote it first and then Charlie took on the role of editor 
and by the end we look at this book and we no longer can necessarily pick out 
who wrote what in terms of the end product but to get the thing done within 
the time frame and really crack the whip and get it done you might want to 
really divide it up and write different sections and then go from there.
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Charlie:  And the way we did it, we both happen to be on Mac Book Pros and we 
both happen to be using the program called Pages but word certainly works 
extremely well and we emailed these sections back and forth to each other.  

Dr. Marc:  Yeah and it turns out they translate pretty well too…

Charlie:  Correct…

Dr. Marc:  because we’re also…

Charlie:  That’s right.

Dr. Marc:  --crossing back and forth to Patty in California who was working on 
word and very little trouble passing things back and forth and even things like 
the margin comment fields if you’re using all of the editing functions and all 
the bells and whistles, they seem to translate pretty well but certainly if you’re 
on the same platform, it’s a no brainer to just email back and forth and do that.

Charlie:  And then you and I because we happen to live close to each other and 
we meet two or three times a week physically as we are right at the moment, we 
would get together and we would talk about what we’d done, again turning the 
recorder on to see what else we could have done or things we may have 
forgotten, we didn’t build it up enough, we didn’t take things where we wanted 
to go.  It was really important for us to be able to continue to talk about stuff 
like that.  

So it was good to be able to send things back and forth to be able to get those 
revisions but to be able to come back and forth together and have it grow again 
through us, that was really interesting.

Dr. Marc:  Absolutely and…

Charlie:  Well, let’s talk about in the beginning for us we know that as we were 
first starting as well and we knew we were going to put our personality into 
these books, right?

Dr. Marc:  Right

Charlie:  Our personalities into the book.  We knew that we knew each other for 
a couple years, we didn’t know each other all that well, so what we did and we 
created our own legends.  We knew we wanted to teach people how to create 
their own legend and that’s part of what we are all about here, so we did that 
and learned a lot about each other.

Dr. Marc:  Right, we sat down and really kind of wrote our own histories out as 
part of…it’s also just a good writing exercise.  Just as a side here, one of the 
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other things to get yourself going is just to start writing anything even if you’re 
not writing that has to do with your book just yet.  So we did actually literally 
start with that, writing our own personal biographies and stories to share with 
each other in part but also to get the juices flowing and get our brain into 
writing mode and then we traded those off and learned about each other’s 
backgrounds and that’s part of how we learned each other’s strengths and 
weaknesses when it came to becoming a team and dividing up areas of 
expertise and that kind of thing. 

Charlie:  And the interesting thing that I still remember about that exercise was 
that I had a lot of interesting facts down and different sections of what I had 
done in my life before that I was sharing with you but you were very episodic in 
the way you wrote.  You were telling the story…

Dr. Marc:  Right.

Charlie:  --which said to me, okay you’re the guy that’s going to start off by 
telling the story in what we’re trying to do here…

Dr. Marc:  Right.

Charlie:  --and we found that not because we set out to find it but it was just 
to me anyway it was kind of clear that that’s how we should go with it.  We both 
bring writing skills to it but what we were trying to do in the beginning of the 
book, we knew that your style was fitting it much better than my style was 
fitting it and so you took that crack at it.

Dr. Mark K:  Absolutely.

Charlie:  And so the creating our own legend not only goes the business model 
that we are teaching people, it let us know about each other a lot more and 
because we know that material so well it’s a lot easier to write about yourself, 
right.  Some people are a little nervous about writing about their selves and 
sharing it with people but at least you can write about what you did…well what 
did you do in your senior year in high…what did you do when you went off to 
college, what was your favorite vacation.  You can write that easily, we rarely 
get writer’s block on that.  

Then we come on to our book topic and we can’t write because we think oh, 
this has to be perfect the first…no, it doesn’t have to be perfect the first time 
you start it…

Dr. Marc:  Not at all.

Charlie:  Start writing it and follow up and so we kept that energy flow going 
from having done our…create our own legend exercise with each other.
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Editing
Dr. Marc:  Very true.  Now let’s talk about learning from some Dr. Marc and 
Charlie’s mistakes and how you can do this even better than we did.  We did it 
in under 91 days, I bet we can get you to do it even in less than that and part of 
that goes along with this idea of not editing things before your actually ready to 
be editing.

You want to decide ahead of time on this idea of a style sheet and develop 
the…because obviously there are all kinds of rules about writing, do you have 
two spaces between sentences, do you…where do you put a colon versus a 
semi colon and all of these kinds of things.  Some are hard and fast writing 
rules but a lot of them are stylistic and if you’re going to work as a team you 
don’t want to sit back and constantly be correcting each other’s things and 
again you’re going to get into ego fights that way.  

So it’s important to create a style sheet but I would really recommend to people 
that you save the final editing for the final draft.  I mean start to get it into the 
flow of the adopting each other’s style you’ve got a uniform thing but if you 
edit every rough draft over and over and over again you’re just going to get 
stuck in trees rather than forest and getting the job done.

Charlie:  And I think here one of the important things for us to is that we knew 
that we wanted this to be conversational.  This was not the report I was writing 
for Mrs. Lewis in seventh grade, this was pretty conversational which is how all 
may marketing materials are in any case and so that was the important part, 
not only the style sheet but the style and flow of that the book was going to be 
about.  And then when we got onto the fantasy of Maximilian’s Tale morphing 
directly into Max’s Dilemma in the present day, showing what took place, when 
you would slay the dragon really is what happens to all of us today.  

It was easy for us then to see what the next steps were going to be within our 
book because we said okay, we’re taking him out of the jungle or the forest, 
we’re going to slay the dragon and then we got the present day guy and the 
language and the flow, we kept talking about for the forest we wanted it lush 
and we wanted it to have sounds and smells but then we wanted the cold 
harshness of the present day when we got there into the second section.

So laying out some of that up front is a help for when you go ahead and make 
the flow of what your information is going to be and the way you either talk it 
or write it.

Dr. Marc:  Well and back to a variation on this theme of team and collaboration 
and synergy, I would encourage people to as early as possible in the process to 
bring other people in, get other people to read things and give you feedback.  
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Again not so much to criticize or to give you a critique or…it’s more 
importantly like just to figure out from that feedback is what the other person 
is reading, are they receiving what you think you’re sending because it’s often 
not the case.  

I mean, we in our own minds we’re filling in the blanks, we know what we want 
to say and we might be making logical leaps that go way ahead of what the 
words on the page have actually said and the person who is reading it for the 
first time is like well, I didn’t get that, so that tells you that you’ve got to go 
back and get more detail out of your head and fill in those blanks.

So that collaboration, you need to keep going and that feedback system is part 
of what gets it done and saves you from having to do a huge rewrite at the end.

Charlie:  And I’ll go back to one of my phrases before, we see what we look for.  
You and I are two males, two entrepreneurs, two people in business creating 
things and we didn’t have the foresight to have the wisdom that we should have 
a woman involved in what we were doing here so it was Maximilian’s Tale and 
Max’s Dilemma, so then Katherine had to be borne as did Kate in the present 
day, so you can see how Maximilian and Katherine, Max and Kate, so we had 
those parallel worlds basically going on here.  And it really was your wife, we 
credit Dr. Deb…

Dr. Marc:  Dr. Deb, yes…

Charlie:  Who is also a psychologist.

Dr. Marc:  And also a writer and…

Charlie:  And also a writer.

Dr. Marc:  And so very helpful but you’re right our first draft of Maximilian’s 
Tale without thinking about it, we wrote a very male centered tale which is…

Charlie:  We did.

Dr. Marc:  --Max the hero and Katherine was just sort of the damsel in distress 
and I had my wife read a draft at some point and she said, hmmm, well she said 
lid are there women in your audience?  And I’m like hmmm…good point.

Charlie:  Yeah, yeah.

Dr. Marc:  She’s like well this might be a little condescending this way, a very 
male centered…you know I hadn’t…I wouldn’t have seen it without bringing in 
the collaborator to kind of bring that in, so we rewrote all…the whole version…
you know making Katherine a far more central figure and really a parallel 
character to Maximilian because that was…that was what we intended, we 
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just…again our brain was just not focused on that wave length and great 
example.

Charlie:  We did still keep as Maximilian’s Tale and Max’s Dilemma…

Dr. Marc:  Sure

Charlie:  With their equal partners being in here because we wanted a view 
point, we wanted a voice through somebody and we didn’t want to dilute it too 
much but to be able to bring in that other side of it, this was very valuable not 
to have this printed on the shelves and somebody pick the book up and say, 
wait a minute, because we didn’t want just men.  If we had made that a choice 
then that would have been fine but that was not the choice that we wanted to 
make.

Dr. Marc:  No we wanted all mid life career professionals to relate to the book 
and other things as well, I mean just in terms of a section of the book, is it 
going on too long, is it too wordy in this section or we had a couple of times 
where Patty came back with some feedback that said I have no idea what you’re 
saying here.

Charlie:  And we thought we did.

Dr. Marc:  Right, well, we did know what we were saying but it’s again it’s an 
example of the words that got onto the page didn’t convey the message that 
was in our head, so then you’ve got to put your ego aside and understand this 
is not criticism this is feedback and the end point of the book is the reader not 
the writer, so you want the reader to be involved in having some readers along 
the way who give you that kind of feedback and save you the grief later.  Better 
to get the feedback from a friendly face than a reviewer later on.

Charlie:  And it’s important to realize at the same time and we talk about this a 
lot in some of the marketing consulting that we do.  Not everybody’s opinion is 
equal to everybody else’s opinion.  God love my wife, I don’t know if she’ll ever 
hear this recording or not but she’s not interested in this.  Now Dr. Deb 
happened to be interested in this and so…my wife read a portion of this, was 
not particularly excited, well she’s not my market.

Dr. Marc:  Right.

Charlie:  So I have to stand firm in what my mission is even though I’m getting 
feedback here.  So often in marketing and when we’re in consulting, we get a 
nice brochure, we get a nice website, we get whatever it is we’re working on, 
they take it home, the spouse doesn’t like it, all of a sudden this puts the whole 
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thing in turmoil.  What is the pedigree of the person that is reading this giving 
you the feedback and do they have a right to give you that feedback?

Dr. Marc:  Right and I’d say of course, they have the right to give you the 
feedback but is their feedback relevant to your target audiences…

Charlie:  Right.

Dr. Marc:  --is absolutely the point, so that’s…I would say you have your 
readers giving you feedback but you also need your partner’s keeping you 
focused on alright, that’s great feedback in general but is it on target for the 
purpose that this book is trying to achieve…you know the person or the 
demographic or the group that this message is going to go out to.  So you do 
have to stand firm on your mission and respectfully reject feedback that doesn’t 
fit.  You know you don’t have to literally say that to the person, you can say 
thank you very much for your feedback.  We do that with hot seats all the time, 
right.

Charlie:  We do.

Dr. Marc:  The rule is you accept everyone’s feedback and even if it’s the worst 
idea on the planet you say well, thank you very much for your input then you 
digest and figure out what is relevant to the overall project.

Charlie:  And the interesting thing is that it may be relevant several steps down 
the road.

Dr. Marc:  True.

Charlie:  It may be something that is very important to you but at the moment 
it did not really impact where you were going.

Dr. Marc:  They might give you the material for a book number two.

Charlie:  Well that’s also the case, that’s right, so now that we’ve gotten this 
basically written...

Dr. Marc:  Right.

Charlie:  --okay, now let’s look at it and say okay now, what are the amenities 
that kind of go to your…

Dr. Marc:  And that’s what I really meant when I said…I was jumping ahead in 
my brain, this is what I meant when I said learn from Dr. Marc and Charlie’s 
mistakes earlier on, really basic word processing kind of stuff.  If you’ve ever 
written a book before, one of the things you definitely don’t want to do is get 
involved in formatting an awful lot of things ahead of time in sections and 
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chapters and things like that because you’re going to do a lot of rewriting and 
rearranging and moving things around and boy to you create an awful lot of 
mess.  

And the analogy that popped into my head as I was just taking some notes here 
is if you’re remodeling your living room and you’re going to paint the room, 
you don’t hang the drapes before you’re done painting because you’re going to 
make a God awful mess and the formatting, the headers, the footers, where the 
page number s go, exactly how the different fonts of the headings and sub 
headings and sub sub-headings.  

If you do all that too soon you’re going to have a lot of headaches so you can 
get faster than 91 days than we did if you just keep your manuscript as close to 
raw text as you can and literally use comment sections to remind yourself, 
alright, this is your…I’m going to put a section break here, I want this to be 
heading number one, sub heading number two.  You’re way better off saving 
the actual formatting of those things till the end.  I’m going to pass this to 
Charlie because actually did a lot of the moving of these things around…

Charlie:  I sure did.

Dr. Marc:  --toward the end and I feel for the man.

Charlie:   Well and it’s important to understand are you going to have 
illustrations, are you going to have section headings, what they’re going to be, 
what those chapter headings are going to be.  We need to have a basic 
understanding of what they are or just don’t do them too quickly.  And we did 
decide to have some illustrations in that first section as I mentioned.  We have 
some more graphics or photos shall we say in the second part and then we 
didn’t have an awful lot later on.  

Some people say you can’t do that, it’s too expensive to put those into a book, 
well we’re going to tell you how you can do it and make it very easy to go.  So 
don’t format, keep it pretty simple right up front.  You don’t want to worry 
about italics and numbering things and putting things in text boxes, leave that 
for the end.

Dr. Marc:  It all gets messed up…

Charlie:  Yeah it really does.

Dr. Marc:  --and I say that really as a warning too because let’s face it when 
you’re getting into a big project there’s a real temptation to want to grab hold 
of the stuff that you know how to do and so it’s a way of procrastinating and 
avoiding things that you’re less comfortable with, so you may jump in and start 
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hanging those drapes because you know how to hang them and you’re not 
necessarily the best painter.  Don’t do it.

Charlie:  Wow, you speak with a lot of confidence on that one Dr. Marc.  I guess 
maybe you did procrastinate a little bit…

Dr. Marc:  You think?  You think I’m a procrastinator?

Charlie:  --by doing some of that at times. Well I think there were times that 
you’d really get into that…

Dr. Marc:  I wanted to make it look pretty.

Charlie:  Yeah, that’s right.  Well because we were sharing it with people too 
and people really don’t have great imaginations what things are going to look 
like so we wanted to have it as best as we could at times and you can’t do that 
too early if you want to do that.  

Now we’re talking about this in a way that leads us in to publishing because 
this is what that physical product is going to look like so why don’t we just 
make sure that we recap a little bit here…

Dr. Marc:  Sure.

Charlie:  --on what we’ve talked about in getting it written.

Dr. Marc:  In this few minutes that we’ve been talking, you have finished writing 
your book at this point, right.

Charlie:  Yes you should, you should have it all done by now because…

Dr. Marc:  Because we’ve covered the writing of the book at this point…

Charlie:  We have and so I think some of the real important things are get it 
started, talk it out if that’s what you want to do, have a partner that you can 
write things with, don’t start formatting up front.  You may have a lot of other 
notes there but let’s make sure we have those things down.

Dr. Marc:  And break it down…you know take it…

Charlie:  Chunk it down and…

Dr. Marc:  Take every…and this is just a life lesson for everything, I mean 
anything that’s a big project, just break it down, break it down, break it down 
until you’ve gotten to a manageable piece that’s information that you can work 
with and do something about.
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Charlie:  That’s right and it’s not going to be perfect up front, we’re not writing 
for my seventh grade English teacher Mrs. Lewis.  You’re writing in whatever the 
style flow…we happen to go very conversational.  Make sure that you’re 
consistent with that up front so you know what you want to do there and then 
get writing, get to writing.  Keep going, put that calendar date down where you 
want to have this done because that’s real important to you and keep writing.

Dr. Marc:  Yeah and don’t…you know tell your partners to keep you 
accountable, don’t let them be nice to you, make them be mean to you.  Get the 
job done.

Publishing

Charlie:  That’s right.  So now it rolls into publishing.  I always love it when I 
get a product, Dr. Marc and somebody gives me information and they say…well 
you know we’re not going to cover all the nuts and bolts about it because you 
know how to do this. 

Well this is another sticking point for a lot of people.  A lot of people even 
though we have a lot of people that have said to us, gee I just don’t know how 
to start the writing process, a number of people have come to us and said, well 
I’ve gotten a lot of stuff written already, what the heck do I do with it.

Dr. Marc:  Right, do I need an agent, do I go out and find a penguin publishing 
right off the bat and you know, do I pick up the phone and start calling and 
saying well, you know will you publish my book?  

Well, I’m joking about it but that is the process that a lot of writers go through, 
is this notion of you write and you send out, you get rejected, you send out, 
you get rejected, you send out…you get the picture, it’s a very rejection filled 
world.

Charlie:  No wonder it takes them a year to write the book.

Dr. Marc:  Well and people…you know there are stacks and stacks of 
manuscripts on a traditional publisher’s desk.  Now there’s other things to take 
in mind too other than just how hard it is to break in, so let me just say, if you 
are going to try and go with a traditional publisher, you probably do need an 
agent in the sense that an agent is the person who can open doors of the actual 
publishers.

We chose not to go that way for a lot of different reasons but one of them is 
actually economic too.  We joked before that you don’t write a book to make a 
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million dollars but there ain’t nothing wrong with making a few bucks on each 
copy of the book and you get precious little when you’ve got an agent involved 
and a publisher involved and all that stuff, it’s really kind of depressing when 
you start doing your research and you realize that a twenty-five dollar cover 
priced book, the author might be getting a buck or two.

Charlie:  And I do have an uncle who…a former Presbyterian minister who 
turned author and was paid six figures up front to write a book.  That’s rare.

Dr. Marc:  Yeah it is rare because I…and it’s contingent on the publisher being 
pretty clear that what you’re going to write for them is going to make them an 
awful lot of money obviously.  This is not a charitable organization so…that is 
the sexy idea that a lot of people have is that I’m going to write my book and 
I’m going to get this big juicy retainer and be able to take six months off and…
maybe that’s why it takes so long for people to write books like that because 
they actually got paid the money up front.

Charlie:  I don’t know.

Dr. Marc:  I honestly would hate that though, I got to just tell you for my own 
personality and point of view, it would feel like I’ve got this thing hanging over 
my head all the time.  Some people might love it but to me it would be like, oh 
my gosh, that would be a real reason to get writers block for me if I knew I had 
to come up with the six hundred thousand dollar book at that moment.

Charlie:  And we knew that when we started this, with my photography 
background and my ease of use of photo shop and layout programs that if we 
chose to go the route of self publishing and publishing on demand that I could 
lay out the book and get it there.  So we started with that idea and started 
looking around and we did a lot of research.

Dr. Marc:  Yeah, well we…

Charlie:  In a lot of different places.

Dr. Marc:  Well, what we learned is the magic number of three different chunks 
again, so there are three main categories on how people go about publishing 
books if you want to think about it that way.  There’s the traditional publishing 
route, there’s self publishing and there’s print on demand and I didn’t 
understand that there was a difference between self publishing and print on 
demand.

In self publishing you’re literally setting up a business entity where you’re 
creating your own publishing house and then contracting with a printer that’s 
actually going to print your book and doing all those things, some are in 
between the two…
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Charlie:  But those are the people that have a thousand copies sitting in their 
garage somewhere…

Dr. Marc:  Well it’s true because you know when you…one of the things you’ll 
learn as you start doing this research but hopefully you won’t have to do this 
research, that’s what we’re trying to spare you is that self publishing generally 
involves bulk buying a certain number of books that then you have to sell and 
market on your own.

For us it was very clear in doing this research that print on demand is just a 
wonderful way of using technology and creating kind of a…the best of multiple 
worlds in that you don’t have to create a book that you’ve got to buy a 
thousand copies of and believe it or not a lot of them are minimum print order, 
a thousand books at a time.  

Print on demand is just a great technological ability that you literally only print 
a book that’s been sold, you don’t have any inventory.

Charlie:  And if people can think of it this way, you’ve just written something in 
a word document and now you need to take it to your neighbor across the 
driveway, you press print and you walk it across the driveway to your neighbor.  
Things have gotten so good now on the internet we literally…people will go to 
Amazon, purchase our book, the book has not been printed yet, is printed that 
day packaged and sent out.

Dr. Mark K:  And you can actually get print on demand books delivered next 
day.  It’s amazing that they can do it but that’s…you know I would actually love 
to go and watch one of these printers in action.  I’ve seen smaller sized print on 
demand things like greeting cards and things like that but I’d love to watch one 
of these machines spit out a book and bind it and I don’t know how the glue 
dries that fast to be honest with you.

Charlie:  That’s right.

Dr. Marc:  The glue binding but…

Charlie:  In the old days if you were doing something like this.  You would get 
at least ten copies, sometimes the minimum was twenty-five, you would send it 
to a place like Amazon, they would then put it on their shelf when they got the 
order they literally…somebody would go pick it up, they would put it in a box 
and send it out.  And when you got below the minimum they would tell you, 
you would have to ship them more books.

All of that is now out the window in the model that we have here…

Dr. Marc:  Exactly.
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Charlie:  --and that we’re talking about today.

Dr. Marc:  Now there’s an economic difference, a big one if you sort of look at 
the numbers between those three choices as well.  I mean you get as an author 
you get the least slice of the pie going the traditional route because an agent is 
generally taking something like 30% off the top of what you’re getting.  The 
publishing house is getting a slice off the top, the printer is getting it, the 
marketing…you know the part that is often part of the publishing, so there’re a 
lot of players involved who are each getting a slice of the pie and you’re just 
labor at that point in terms of you’re just a person who put the words on the 
page but the book is now a product that has a whole company churning it out.

The in between one, you’re still spending a lot of money in overhead and sort 
of creating a company and you’re taking the bigger risk in terms of having to 
buy inventory and move it yourself.

The biggest slice of the pie is in print on demand because literally it’s such an 
automated system that a machine is doing a big part of it and you get the 
biggest bang for your buck, so I mean…I forget what the percentage actually 
works out to be but it’s certainly a nicer piece of every book that is coming to 
the author if you’re doing it that way.

Charlie:  And let’s talk about how we actually did it.  We looked into…first we 
found several websites when we were looking at print on demand and we 
analyzed those and almost to the end we were ready to go with a different 
company from the one we finally chose.

Dr. Marc:  True, yeah.

Charlie:  Because we hadn’t done it before, we had nobody really to tell us.  I 
had several friends who had been involved in publishing a book, different 
books and so we got some advice from then and we…here’s the great…here’s 
one of the million dollar things to write down.  It’s a place called 
CreateSpace.com and CreateSpace is a subsidiary of Amazon.com.  

So that when someone goes to Amazon and we’ll talk about a number of ways 
to do this.  When they go to Amazon, Amazon places the order and says to 
Create Space, print this book and it’s sent out and when we had our big book 
launch, we had several people all on the exact same day, about two or three 
days after the book launch say, I got my book today.  

Now they individually got these books wherever they were in the United States.  
I had an uncle out in California, we had a lot of people in the east coast where 
we’re from tell us…and there arrived their book printed on demand through 
Create Space.
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Now what are some of the advantages of using Create Space?  Well Create Space 
does provide some consulting services if you cannot lay things out, if you’re not 
comfortable coming up with a cover…Create Space can do that for you…

Dr. Marc:  If you want a copy editor that you can… think of it is as like it’s a 
menu when you go on their website, you can pick and chose the level of service 
that you want from their end versus the do it yourself and they have a variety of 
packages that you can pick and choose from.

Charlie:  And you and I were shocked when we first went there.

Dr. Marc:  We actually…we thought we were buying a package and we realized 
that because we were literally doing it all ourselves it turned out to be a really 
cool price.

Charlie:  Well we thought…you know even the price for getting some help 
which is what some of my friends had done…

Dr. Marc:  Yeah we thought that it was…

Charlie:  We thought that was quite reasonable.

Dr. Marc:  Absolutely, even actually…even if you went the absolute soup to 
nuts, top of the line amount of help that they were actually providing, I thought 
it was incredibly reasonable.

Charlie:  Absolutely reasonable.  Here’s what we spent.  Any time we had to get 
a proofed copy because when you put your manuscript up and your cover up, 
they make you get a proofed copy before they will put it out to the public, it 
costs something like $3.55 cents...

Dr. Marc:  Yeah it was more...

Charlie:  --for the book.

Dr. Marc:  Yeah the shipping to get the proof is more expensive than the proof 
itself and we actually made a mistake in reading the website.  I mean we were 
under the assumption that the even the do it yourself package seemed to me 
pretty reasonable just for them having any overhead at all that there would be a 
fee involved, but there was actually no fee involved, we thought we were paying 
three hundred and something bucks or whatever to just upload and get the 
approval and do all that.

Well we just misread, I mean that’s actually the next layer up but if you’re truly 
a do it yourselfer, if you’re able to use Photo Shop and create your own cover 
and upload that image and you know do your own formatting according to their 
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guidelines and up load the manuscript, they simply look it over and approve it 
send you a proof and there’s no cost at all other than as Charlie said the actual 
printing cost of the proof which is…and depends on the size of the book…

Charlie:  Correct.

Dr. Marc:  and for ours it was three dollars and eighty something cents.

Charlie:  Well whatever it was it was pretty good, fifty five, eight whatever the 
heck it was.  They do have some templates to help you do your own book cover 
if you want to do that.  So they have some ways t help you on there but this is 
the place, this is after all our research, we just think Create Space is terrific and 
because it’s a subsidiary there with Amazon, we know that they’re going to 
keep Amazon stocked full of books when they need it, on demand and so that 
was a big selling point to us.  

And so we laid out the…I laid out the manuscript to go on there according to 
their guidelines and they told us what the margins needed to be, and then it 
came out to be how many pages did we have, did we have footers did we not 
have footers and headers and so we laid all that out and submitted that as a 
document to them and then we laid out the cover and what we wanted to have 
and what we said on it…we’re going to talk about the cover in just a minute and 
submit that as a separate document that happens to be in a PDF and you 
submit that and they put it together and there’s your book.  

Also they have what’s called the ISBN number so that is the code on the back of 
the book so that your book is unique from every other book and so you have 
your unique code on that, they did the bios, we submitted the material for the 
bios but all the information that we gave to Create Space was submitted directly 
to Amazon.com.  So we’re up to now I think its twenty-two reviews.  I don’t 
know if you saw that last review, Dr. Marc.

Dr. Marc:  No.

Charlie:  We have another review that goes up there on Amazon as well.  So 
that the bios about us, the look inside the book, putting it out to other 
channels, so that other book stores can get this…

Dr. Marc:  And you raise a good point, we did opt to pay a slightly extra fee, a 
grand total I think thirty-nine dollars to have…I forget what the title is but it’s 
their premier level and that includes some of these extra bells and whistles like 
the look inside and the extended network of book sellers outside of Amazon…

Charlie:  And the return for that is however, that the royalty that we get on 
every book is higher by a dollar or two because of what we’re doing here.
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Dr. Marc:  And trust me when everything else is…if you look around and again 
we’ve done the research for you so you can either take our word for it and we 
hope you will or do your own research you’ll find that thirty-nine dollars is a 
pretty ridiculously cheap fee to be paying when the cheapest other package we 
saw anywhere, I think was five hundred something…

Charlie:  Yeah and we didn’t need to spend that unless we wanted to go out as 
we did to these other venues and allow them to sell our book as well.  Now they 
sell it, you get very little so let’s talk about some of those economics.  At least 
the way it is with us.

You set your own price of your book, so there’s no price fixing here, they don’t 
tell you what to set it, we’re not telling you what to set it but if you…

Dr. Marc:  Some of the other ones did have them and…

Charlie:  Some of them did.

Dr. Marc:  --and based on the number of pages of your manuscript, there was 
a maximum…they gave you a range but there was a maximum and a minimum 
that they would allow you to charge for your book.

Charlie:  Right so we set our price at seventeen ninety-five for our book.  Now 
if it’s sold by one of those outside sources, it goes through a book store or 
whatever we probably get back about three and a half dollars for each of those 
books sold.

Dr. Marc:  Right that’s the worst case scenario.

Charlie:  That’s the worst case.  If it’s sold directly on Amazon.com we’re going 
to get seven to seven fifty, something like that a book.  If it’s sold directly on 
Create Spaces website or printed directly by Create Space we’re going to get 
over ten dollars a book.  

Dr. Marc:  Right.

Charlie:  So look at the difference in those economics, so we’re here to tell you 
that at least to become the best seller on Amazon which was our campaign and 
we’ll get to that, we knew that we wanted to sell books on Amazon because 
again we didn’t start off with the idea that we were going to make a million 
dollars.  We knew that we were going to put everybody going through our link 
directly into Amazon.  

So we did that not to make the biggest money so that we could say that we are 
bestselling authors and clearly you know that we are bestselling authors.  So 
that was important but as soon as that’s over, when people want to buy a copy, 
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it’s exactly the same book because these are the people that print it, we have 
them buy it through Create Space where we make more money.  

Dr. Marc:  Well let’s back up…one little thought that I had as you were saying 
that.  I mean, in comparing these three modes of printing, traditional printing 
versus self publishing versus print on demand.  Let’s say you do want to have a 
bunch of copies on hand.  You were saying that…

Charlie:  Yes.

Dr. Marc:  You were saying that in the self publishing you end up having to take 
like a thousand copies of your book but let’s say you’re going to have a 
speaking event or you’re going to have a book signing, you want physical 
copies of the book on hand.  Well with Create Space you as the author are able 
to literally buy any number of books that you want at simply the cost of printing 
which again is three dollars and eighty something cents.

Charlie:  It’s the same thing as the proof was.

Dr. Marc:  Right, exactly, the same cost so we can buy a thousand books if we 
want and it’s going to cost us a chunk of money but I mean it’s simply the 
printing costs and then you can sell them yourself and so forth.  So you really 
do have the best of all worlds in my opinion going with this print on demand 
system and Create Space of all the ones that we checked out and researched, 
you just can’t beat the numbers in terms of what you’re getting back for the 
effort.

Charles S:  Now here’s another little tip for you.  We have a business, so our 
business became an affiliate or an associate of Amazon.com so that when we 
sent people on our launch date to Amazon.com to buy the book, they went 
through our affiliate link, so now we’re getting part of the commission that 
Amazon would pay to anybody who is an affiliate for that book, so now we’re 
getting even more money coming to us from that.  

Now it’s not our greatest amount because you’d much rather have them on 
Create Space which is where if you go to our website now and we have an 
extensive sales page on our website, if you have that as well on a website and 
you want to do that, create a sales page on there, the link that they go to takes 
them over there and we explain this on our website to Create Space.  So they 
buy the exact same book, we make more money.  It doesn’t cost them any 
more money; we make more money so of course we want to do it that way.

Dr. Marc:  And we’ll talk more when we get into the marketing of the book 
about the fact that the whole point for us is…I mean your best economic model 
is to actually sell the book yourself off your website in eBook form because now 
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you get a hundred percent of the profit so we like the idea of having a physical 
book that people can have buy if they choose to have it that way and so it exists 
there but as the person’s going through the sales page they might suddenly 
notice oh…well you know what I might want it instantly and be able to click on 
a link and just download it right now.

Well we’re more than happy to promote that and we’ll talk about how we try to 
stack the deck in our favor in the marketing section of this discussion.

Charlie:  That’s right; we’ll talk in a few minutes about how many ways you 
have to sell this book.  Let’s go back to the layout and the cover just for a 
moment here too.  We decided early on that we were not going to do what a lot 
of authors do.  We’re not going to put our photographs on the book, to me 
that’s a great ego boost.  If I were Oprah Winfrey and I wanted everybody to see 
my smiling face on the book, that’s great, we could do that.  

We decided to put basic synoptic information, a synopsis of the book on the 
outside, couched in marketing language and we also had three testimonials.  
We’ll get into this in the marketing but we have three big name authors who 
have given us testimonials about the book.  We have one on the front and we 
have two on the back.  That to us was a lot more important and impressive, 
especially when we’re using the book for the goals that we talked about and 
that is a door opener, a way to have prestige, have people think about us as 
authors.

We want them to see that other people think that we’re pretty good people too.  
So we wanted to have that social proof, those testimonials on the book.  So we 
don’t have any photographs of us on the outside of the book.

Dr. Marc:  Right and the…again it is a little square at the back of the book that 
a lot of people do on their book jacket but it just seems like a poor use of real 
estate if you’re trying to put information out there and so if you’re a rock star 
and your face is part of the marketing then by all means you want your face on 
there because that’s the point.  But if it’s not that and most people are not the 
rock star that’s going to have enough cache` just on their face that they’re 
going to get more books sold that way.  Better to get information and 
credibility and marketing into the system.

Charlie:  Let’s go back to one thing you just said too.  We look at the idea of 
where we’re going to do a hard back book and a soft cover book.  Create Space 
will only do a soft cover book.

Dr. Marc:  Good to know, yes.
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Charlie:  Yes.  One of the things that we have look at for the idea of doing a 
hard back book was to make the soft cover book less expensive so that people 
would see that the hard bound book and the soft cover book and say well I 
really don’t want the more expensive one, I’ll get the less expensive one.  But 
we decided not to do it that route and we would not have been able to use 
Create Space if we wanted it so if for some reason you feel it’s vital to you to 
have a hard back book, you can’t do that through Create Space.  You’ll have to 
go some other way but I would welcome a phone call from you and to talk that 
through because I don’t know the reason why you would have to do that.  

So lay out the cover to say succinctly what you want to say on it.  You need to 
think out what’s going to grab some attention but let’s face it these probably 
are not lining up in borders in some of the other big box store where you have 
to compete with what the cover is.  It is an on line thing where you have to 
compete if that’s what you’re doing and if you’re selling them from your own 
website you don’t have that competition there so the cover still is yes people 
can tell the book by the cover…

Dr. Marc:  Well that’s an excellent point and this gets into sort of skill set and 
part of your idea of outsourcing and building a team.  I mean you have to be 
realistic about what you’re good at and what you’re not good at.  I mean, 
Charlie obviously is a professional photographer and has those skills.  If I were 
not working with Charlie I would probably not have done the cover myself at all 
and it’s just important to know that there are templates available for that sort 
of thing but it is very true, sad or not, that we do judge a books by their cover a 
great deal.

And if I were going to spring a significant amount of money for anything on this 
whole process and didn’t have the skills.  I would actually encourage you to get 
a professional book cover designer to do your book cover and those can be 
found all over the internet as well. Places like elance.com where you can 
actually have people bid for it but there are other websites that you can find as 
well to get a really hot looking cover because it’s important.

Charlie:  It is important, yes, it’s…

Dr. Marc:  Especially I would say especially if you plan to actually push this 
book out to book stores as well as print on demand it’s even more critical.  As 
Charlie said if you’re going to market on your website you can create all kinds 
of fun graphics and videos and things like that on the website to help sell book 
so the cover becomes proportionately less critical but if your book needs to 
stand on a shelf and needs to stand out and get picked up and be interesting, 
very important to get some professional art work on there.
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Charlie:  And again, think about this early on, of why you’re writing the book, 
what you want it to do, where it’s going to go.  All of those will help you make 
the decision how you want that cover to look and what you need to do in 
putting that cover together.

Now, Dr. Marc, you started talking about the downloadable book and I think it’s 
important for us to look at it because we have a number of ways that people 
can buy our book.

Pre Launch 5 Part Campaign

Charlie:  We have a number of ways that people can buy our book.  Let’s not 
talk about launch day because launch day or I’ll at least refer to this about 
launch day.  Launch day the only thing we wanted them to buy was on Amazon, 
all of our focus and we’ll come back to that in the whole marketing thing.  

But now on our website we have a number of ways that they can buy it.  One is 
the physical product that is going to be shipped to them and that is through 
Create Space.  We no longer really use Amazon now that we’re bestselling 
authors, right.  So we will put them with the link going directly to Create Space 
to get that.  

Two, we have the downloadable book as you mentioned before where they can 
get a PDF of that book…we also have…I forgot to mention on Amazon a Kindle 
book as well because Kindle…but you don’t want that right up in the beginning.  
You don’t want to put Kindle up right in the beginning because you don’t want 
to divide people when you launch because the numbers are kept separately and 
you may not be a best seller in both those categories.

Dr. Marc:  It’s an important thing to understand about how Amazon classifies 
things.  If you go on to Amazon and you pull up the best seller list and look 
down on the list, you’ll just discover fairly quickly that the book and the kindle 
version of the book are treated by Amazon as two separate products and so 
you’re actually competing against yourself if you launch them both at the same 
time.  So that’s what we noticed ahead of time and saved ourselves the grief of 
getting into that trouble.  

So you want to…those to become a best seller you want one product pushed 
out there and will talk about the marketing of that but you don’t want to be 
obviously competing against yourself and splitting your numbers.
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Charlie:  Correct, so we do have still on Amazon, the book is still there, the 
reviews are all there, the videos, the blogs, all the different things that we did 
from a marketing standpoint that we’ll talk about.

Dr. Marc:  Yeah, now you may notice, I mean if you do go to Amazon and check 
this out…you know, here we are saying we’re number one bestselling authors 
on amazon.com and you go to our site and you might notice that our ranking is 
something far different from that.  And that’s exactly what Charlie’s talking 
about.  We strategically have our reasons for doing things the way we do them 
and yours may be different.  

We were only interested in being on Amazon and pushing book sales for our 
book launch because as we said, we’re…our main business runs off the website 
and we are really trying to drive traffic to our website and also understand that 
we make the most money off of the other versions of the book, either selling 
directly through Create Space or through the downloadable options, so we 
don’t care to promote the actual Amazon purchase point beyond our launch 
date. 

Your strategy may be different.  It’s important to understand your marketing 
strategy and what the goals are but we have the physical screen shot evidence 
to prove that we are Number One Bestselling Authors.

Charlie:  Well that’s right because we discovered that Amazon does its numbers 
every hour and they put out the list every hour.  We’ll talk about the fun we had 
on the day that we did, we’ll do that before we get into the marketing 
campaign.  We’ll talk about the fun on launch day but we noticed that every 
hour they do that, so we used their system.  

I don’t accept that we abused systems but we used their system, we knew that 
so we pushed people to buy this book on our launch day, a specific date and 
we’ll get into that further when we get into the marketing.  But I do want to say 
that the ways that we have download this right before we get into the 
marketing, so…where we’re selling the book, you can get it from our website as 
visible product, you can get the book in a downloadable form, we also created 
one heck of an audio book.

Dr. Marc:  Yes.

Charlie:  And it really is a very exciting audio book.  Turns out, Dr. Marc is 
excellent at coming up with the music that goes along with it and sound 
effects, we didn’t know that when we started.  He kind of had it in the back of 
his mind really wanting to do this, I’d already done some voice over work 
before and had that theatre background and done some books and some 
videos and done a lot of that kind of work.  Announcing football and basket ball 
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for four years in high school and that sort of thing so we knew that I was going 
to do the narration of it but he did the actual editing of it, the music editing and 
the sound effects and you had a blast.

Dr. Marc:  I had a blast, three in the morning and an awful lot of nights, in fact 
we may just splice in a couple of the examples for you right here in this product 
here so you can hear it. 

Charlie:  Absolutely, let’s listen to a little bit of that right now…so we hope that 
was fun to listen to that.

Dr. Marc:  Yeah, I…

Charlie:  You spent a good time…

Dr. Marc:  Yeah a lot of nights playing around, scouring the internet for sound 
effects and audio tracts and it was fun.

Charlie:  We’re not trying to say that we wrote the book, got it published and 
did all of this in 91 days.  

Dr. Marc:  You know the audio book is another project unto itself.

Charlie:  It really is.

Dr. Marc:  Now it could be…you know if you listen to most people’s audio 
books and certainly it can be done very quickly, well relatively quickly, it is six 
hours plus…I think six hours of audio just to do the narration and then to then 
go in and layer on these other sound effects and audio tracts, so we did go 
above and beyond the call of duty but we enjoyed it and we think it’s a pretty 
cool product.  If you visit our website you can see what our good buddy Marshal 
Wayne had to say about listening to the audio book.

Charlie:  He loved that audio book.  He really did.  The important thing here 
however, is people enjoying the material that they want to receive in different 
ways.  So just as you’re getting a transcript of this so you can go along and 
read it or go back and highlight things, some people like to read a book, some 
people like to listen to a book.  Some people want to put it on their Kindle 
which is very important now.  So we have all those different ways and then 
leading into the marketing which we’ll get into in a second, we also then are 
able to package those in different ways.  

So we have the best offer which puts all of that together so you get the 
downloadable book, you get the audio book and you get bonuses from us 
because, Dr. Marc, as you know you and I did several other recordings about 
the book and different sections on it.
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Dr. Marc:  That’s right.

Charlie:  So specific things behind the scenes that we did to write the book…

Dr. Marc:  Right, we went into the whole symbolism of all the different things 
and why they were in the fiction story sections of it and…you know several.  I 
think we had five bonus recordings…

Charlie:  Absolutely.

Dr. Marc:  --are in that best package.  And the other thing about having your 
book being multiple formats that is really important to remember is that…you 
know Charlie is absolutely right people have their preference of how they want 
to take in information.  Some people might want the audio book because they 
drive a lot and they have more time in the car to make into productive time 
rather than sitting at home reading.  But you also don’t want to short sell 
yourself just in terms of a pure business model that some people want multiple 
formats of it for the same reason.  They might want to read and listen.  

We actually met a woman that had a business net working thing, it took me a 
while to understand exactly what she was saying because I wasn’t familiar with 
this but she was saying that she and people that she knows are…I don’t know if 
it was a learning disability thing or whatever but she was saying that she 
literally likes to be able to listen to the audio book while reading the book at 
the same time.  Now that was a novel one for me but she said that really helped 
her absorb information.

So don’t assume that you know which way people are going to buy it and that 
you might actually get multiple sales from the same person because they want 
it in all those formats.

Charlie:  I know one of the books that really drove it home for me and it is one 
of my favorite books, E-Myth Revisited.  I have had the habit for years of taking 
books that I read and I underline them.  I then hand them off to a 
transcriptionist who will type those up for me…I guess it’s not transcriptionist 
but it is a typist…well anyway will type those up for me with the information, 
the copyright information right there, so that if I ever want to use it in an article 
or another book, I’ve got all the copyright information and now I can 
electronically find the part of the book that I want.  

So I was listening to E-Myth Revisited and I thought this is fabulous, I wonder 
whether this person can take it from the recording and do the same thing 
because if I want to quote from this book at some point, I want to make sure I 
have this and I happened to be in the storage closet where a lot of the books 
that I’ve read over the years and there was E-Myth underlined already, it didn’t 
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mean anything to me when I had read it previously.  But hearing it, it took on a 
great different meaning.

Now, our book as Marshall points out and other people that have listened to 
our audio book is really an adventure, it’s a play, it’s theatre in the beginning of 
it.  It has lots of emotion and excitement as you heard earlier.  So people really 
enjoy that.  I prefer listening to books, I’m not a particular fast reader, I don’t 
have a lot of extra time that I’m not creating products like this or working on 
other materials, so if I’m in the car, even if I’ve only got a twenty minute ride, 
I’ll listen to a book.  

Using it and turning it into…Zig Ziegler I think called it the university on 
wheels…

Dr. Marc:  Right.

Charlie:  --that’s one of the great things I’m able to do here, so…

Dr. Marc:  If you’re somebody that has to commute, that’s just wasted time 
otherwise and it’s a great thought to figure out how you’re going to convert 
empty time like that into something that just grows your brain and audio books 
are great for that.  But unfortunately an awful lot of authors and publishers 
don’t go the extra mile to make the audio book as entertaining as it could be.  I 
mean it is a lot of work and it was a labor of love for me to do it, I enjoyed 
doing it but I really wish people would do it because it makes it more like 
listening to an old time radio show and brings out the drama and I have books 
on tape of novels and there’s just so much room for them to make them a 
much…I would pay extra money to have those books spiced up a little bit and 
have sound tracks but…you know…

Charlie:  So look at the…

Dr. Marc:  Just have to buy our book.

Charlie:  Well that’s right and buy the audio book too.  Look at the different 
ways now that our one bit of information is being used.  We have the book that 
you can get from Amazon, you’ve got the Kindle book that we’ve got there, you 
could also go to Create Space and buy the exact same book, you’ve got the 
downloadable book in a PDF format, you’ve got the audio book and you’ve got 
all the bonuses that go along with this.

So using the same material over and over again from a business standpoint, 
from a marketing standpoint makes a great deal of sense.  So I want to take us 
back now to what we did to become bestselling authors on Amazon and go 
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back in our minds…it was a dark and stormy night…well it was not dark and 
stormy but it was pretty darn hot in the Philadelphia area where we’re from…

Dr. Marc:  On our launch date, yes.

Charlie:  On our launch date and we had the book on Amazon probably a 
month before we got to the launch date.  We didn’t want to set a date and have 
Amazon do one of its crazy things when things didn’t work right.  So the book 
was on…

Dr. Marc:  Silly us.

Charlie:  --Yes, silly us right.  So the book was on there and we selected a 
launch date and we had five campaigns running and we’ll talk about that.  But 
the launch date was coming up…my 86 year old Mother goes into the hospital 
the night before.  Being the good son that I am and we live fairly close, I know I 
have to go to the emergency room, so I’m in the emergency room, don’t get to 
bed till two in the morning.  Mom is fine.  Thank you for raising that question in 
your mind as I was talking about her.  

So we knew Dr. Marc and I knew this was a very important day for us, family 
comes first, it’s why we do things like we do.  So Mom was fine and here comes 
our launch date.  So I’m on the computer starting at eight in the morning 
because people had bonuses, I wanted to get the bonuses back to them right 
away, we wanted to be sure that they could…if they had any questions they 
could get to us.  

We were watching, excitement is building, we see on the list we’re getting up to 
number two, we’re already at number two on the best selling entrepreneur 
book for that day, so we’re already bestselling authors.  We could have given up 
right at that point and stopped…

Dr. Marc:  And apparently Amazon came up.

Charlie:  --and Amazon crashed and burned.  All of a sudden they were 
showing book inventories from the year before.

Dr. Marc:  2009 

Charlie:  Yeah, from the year before.  Their lists of bestselling books and 
bestselling authors were way out of whack.

Dr. Marc:  And our book was gone.

Charlie:  Our book was gone. People were emailing us, people that knew…

Best Selling Author in Under 91 Days



55

Dr. Marc:  Now listen we don’t want to say necessarily that we drove so much 
traffic down to Amazon servers on launch day that we crashed them at number 
two, but…

Charlie:  That’s for other people to say…

Dr. Marc:  Who knows?

Charlie:  We just know what happened.

Dr. Marc:  We were there watching the screen when it happened.

Charlie:  Zooming things up.  And Dr. Marc and I were going to be in the same 
location, we decided to stay in our separate locations as this thing happened 
and we’re going back and forth with email, he’s actually dying at one end, I’m 
dying at the other end watching this happen but it was a very exciting day.  The 
day kept going all the way through and we’ll tell you about the whole marketing 
campaign and we’ll tell you the results of this when we finish talking about 
marketing.

Dr. Marc:  But let’s talk about some really important things about marketing in 
general when it comes to a book because I think this is really something that 
probably the majority of authors get wrong.  Understandably and rightly so, 
most authors are focused on the writing of their book and we just spent the 
whole first section…

Charlie:  Right.

Dr. Marc:  --of this recording, talking about the writing of the book, the writing 
of the book, I’ve got to get the book written.  It’s really important for people to 
understand that writing the book and becoming a bestselling book have almost 
nothing to do with each other.

Charlie:  Totally different.

Dr. Marc:  I mean think about it this way.  No one who is buying your book has 
read your book, generally.  I mean it’s possible that…certainly not on launch 
day.  It’s possible later on down the road that somebody has read somebody 
else’s copy or read it in the library and then they decided they wanted to go buy 
it but let’s just talk about launch date and the marketing of tit at first.

Your marketing is what makes you a bestselling author.  Now obviously you 
want your book to be a good quality book but it is absolutely true that a lousy 
book can become a bestselling book at least for a little while.  I think it’s Robert 
Kiyosaki who tells the story in his book Rich Dad, Poor Dad, he tells a little 
vignette about a writer who comes to him for advice about getting her book 
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published and at first she’s sort of very insulted when rather than giving advice 
and tips about writing he says to her…well you need to go take a marketing 
course.  And she’s like, “I am a writer, what are you talking about?”  

And he said look at my book, look at what it says on the cover of my book, it 
says bestselling author.  It does not say best author.  It does not say best 
writer.  It says bestselling author.  And he says to her look, I am not the world’s 
best greatest writer.  I’ll be the first one to admit it but I am a bestselling 
author.  I’m telling you to go take a marketing course because you are a good 
writer and so you as a good writer, if you could learn the marketing side of 
things should be able to be even better a bestselling author than I am because 
my book is not necessarily the best written book in the world but it’s the best 
marketing book in the world.

I think it’s still a bestselling book right now, been there for years.

Charlie:  Yeah, absolutely.  When you start the marketing campaign it’s 
important to understand what the goal is that you have.  I’m going to suggest 
to you that you’re going to go about an inch wide and twenty miles deep.  You 
want to have specific small things that you want to do and then you want to do 
a lot of things to get those small things done.

So if you set the goals up front that’s going to help you.  We had five campaigns 
running at the same time and just like the analogy with the turkey dinner from 
before, we had to start some these early on.  We needed the results before we 
had launch date.  We couldn’t possibly say this was a bestselling book and tell 
people about the book and have author’s quotes on the book if we didn’t do 
some of the work ahead of time.  So here are the things that we did.  

The first campaign that we had was once the book was written was the author 
testimonial campaign.  We had a list of about twenty different authors.

Testimonials from Authors

Dr. Marc:  Let’s be clear what we mean by author’s testimonial.  You go in the 
book store and you pick up a book and you see these nice quotes on the book 
jacket, on the front or on the back from another author.  So that’s what we’re 
talking about here with the author’s testimonials.

Charlie:  Right, it’s social proof, it’s saying to other people…let’s face it when 
Brian Tracy is on our cover as he is and has sold millions and millions of books, 
when his name appears on a book he is endorsing that book.  He is standing 
behind his name, he is saying this is important work, you should read this book 
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and that is what he has said on our book.  So we had a list of about twenty 
authors that we knew did testimonials on books in the category of what our 
book was.

Dr. Marc:  Right so let’s be clear about how you figure that out, right.  I mean 
you’re going to hear as we go through this marketing thing you have to be very, 
very strategic and tactical about all this and know what your goals are.  You 
don’t want to just randomly grab a bunch of well known authors and start 
trying to pursue them to get a quote for your book.  

You first have to figure out what is your message, who is your audience and so 
you’re looking for authors who might share an audience because let’s face it 
from the other author’s point of view, the point is they’re putting their name on 
your book because it’s also giving them exposure for their book.  I mean this is 
all marketing both ways.  So you want to…and you’re looking for people that 
you already know give quotes.  You create…it costs money to do these 
campaigns so you don’t want to be marketing to a bunch of people who have 
some kind of policy well I don’t do book quotes.  

So you go to the book store, you find other books in your genre that share your 
target audience and you look for who’s already doing quotes and that’s part of 
how we generated the list, right.

Charlie:  Absolutely that’s how we generated the list.  It’s important to know 
that they already are in the mood, they’re in the style, they’re in the flow of 
doing this on other books, so you’re not having to convince them that it’s a 
good idea to do it on a book.  All you’re doing is sharing with them the idea of 
your book and why they should put a comment on your book.  We made it really 
simple for these people.  We knew that if we sent them the entire book, they 
weren’t going to read it.  We knew this by just intuition; we knew this by talking 
to other people who had done similar campaigns.  We think we did a better job 
with the campaign because we are marketers and the way we approach things 
but in any case...

Dr. Marc:  Right.  These are busy people and understand that so you’re going to 
have to create a campaign that respects the business of the high caliber author 
that you’re trying to approach to get this quote.

Charlie:  That’s right, you’re asking them to do you a favor and at the same 
time because that you’re selling in a niche that’s important to them, they then 
will be…they will have a billboard on your cover for their materials.  So that’s 
why they do it, so we created some brief information, we did the beginning of 
the first section, we did the beginning of the second section, we did chapter 
twelve and we did a synopsis or an introduction to that and we took that 
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information and we bound that into an author testimonial packet that we sent 
to each one of these with an individual letter telling them that we would like 
them to give us a quote for the book and here’s another big key.

Not only is it key to select your authors well and to find out their addresses but 
you need to suggest to them quotes that you would like to see on your book.  
Now why is that?  They’re not going to read even the material that you sent to 
them, at least not all the material.  They do want to see the style of your book, 
they want to see that you can put two or three sentences together, they want to 
know what the book is about, does it fit well for them?

Dr. Marc:  Right, let’s face it, they want to make sure…you’re providing enough 
information to make it very clear to them that you are speaking in a language 
that is not going to embarrass them to put their name on it.  I mean they’re out 
to protect their reputation, they’re happy to be helpful, they’re nice people and 
they’re also looking out for their own best interest to create that billboard of 
having their name on a book that they think is going to go to that audience 
they’re already speaking too.  But it’s also part of the reason…I just want to 
back up and highlight something you said very quickly that might get passed 
over.  

It’s very important how you package the information that you’re sending to 
these people.  I mean it’s about showing proper respect and proper deference 
and part of that is going the extra mile to not just print out something on draft 
mode on your printer and stuff it in an envelope and mail it out to these people. 

If you’re going after big named people you want to treat them like they’re 
people that you respect, so we went the extra mile to actually print things in 
very high quality to literally have it bound by a printer so that it’s nice, neat and 
orderly and you’re trying to create…this is marketing, it’s not just…

Charlie:  It wasn’t bound like a book, it was a let’s go to Staples and get it well 
bound.

Dr. Marc:  Right, exactly.

Charlie:  Not one of those spiral things but it was bound with a clear cover on 
it…

Dr. Marc:  A clear cover.

Charlie:  And we slipped the letter on the inside.

Dr. Marc:  Presentation matters…

Charlie:  Yes it does.
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Dr. Marc:  --not only in this but in everything you do in life.  If you haven’t 
figured that out you definitely want to do that in all of your marketing.  It’s like 
we were talking about...you know springing…if you’re going to spring for 
anything on your book, spring for the cover to look very nice and attractive and 
professional.  It’s about that image that you’re trying to create and here by 
doing that you’re…when that person opens it or their assistant opens it.  You 
want them to have that experience of oh, okay this is something I should pay 
attention to as opposed to just somebody made a half baked effort to get my 
attention here.

Charlie:  We had labels that we created that had our business name on the 
labels and we hand addressed those labels so that it didn’t look like some big 
corporate effort.  It was in a large flat envelope.

Dr. Marc:  Talk about what you put on the envelope to make it even more 
interesting.  You know Charlie’s a great marketer and so there were like 
stamped things on the envelope…you know first class, very important…you 
know we were trying to live what we write about in the book, don’t just stand 
out, get out.  You want this piece of mail to not just stand out on their desk, 
you want it to get out and we’ll talk in a minute about a couple of people we 
went even farther over the top for.

Charlie:  Well that’s right and I don’t know which of these people will open his 
or her own mail, I don’t know where it’s actually going.  I know the address to 
which I’m sending it and a lot of those addresses you can get either from their 
website or if you happen to be on their mailing list, their email list, they have to 
by law give you an address.  Now that sometimes is a fictitious place or a place 
where they’re…they have something registered so they can do it but many of 
them use their office address in Florida, in San Diego and New York City and 
Cleveland or wherever it is…

Dr. Marc:  Well let’s face it, you’re choosing these people because they are out 
there in the public marketing book and they’re well known authors.  Every 
single one of them has if not one, multiple websites, almost all of these books 
that are published have their own specific book website and they all have a 
contact me link and you need to click on that and find the address and you 
might be sending it direct to them, you’re probably sending it to their personal 
assistant or if they went with a main stream publisher, it may be going to their 
agent but even so, you want to create that nice first impression.  You only get 
to do that once.

Charlie:  The other thing that we did in that note when we did the…and this 
took considerable amount of time.  You can imagine that the letter, much of the 
information in the letter to the person was the same from person to person but 
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we created three different quotes that we would love to have on the cover of 
our book.  One was like a one sentence, the middle one was the one that was 
really the impactful one and then the last one had a lot to do with the author 
him or herself.  

So one of them may have been that Dr. Marc and Charlie loved my book, X, Y, Z, 
talking about the author’s book and certainly show right now that they’ve 
learned a lot from me in their book, I recommend you read it.

So we did individual quotes for each one of them because what would happen if 
you sent the same one and they all selected quote B and you now have twelve 
people saying exactly the same thing.

Dr. Marc:  Right.

Charlie:  Clearly you couldn’t put that in your book.

Dr. Marc:  You just wasted eleven quotes that you can’t use now…

Charlie:  That’s right.

Dr. Marc:  --and you have to pick one.  So yeah, you have to plot all this out 
strategically and sort of think it through and now let me just say something real 
quick about what Charlie just said too because I just heard a bunch of gasps in 
the audience, like what, you wrote the testimonials yourself that you’re sending 
this person, how could you do that, isn’t that insulting, isn’t that 
presumptuous?  

Well again, it’s all about packaging and marketing but you’re phrasing it and 
packaging this entire thing with deference and respect for the fact that this a 
very busy person and so you’re not saying hey, here’s what I want you to say.  
You’re saying hey, look we know you’re a very busy person, we’ve taken the 
liberty of creating these example quotes just for your consideration, you’re 
welcome to simply choose one and we understand you’re busy and just sign a 
release saying that we can use this, you’re welcome to obviously just cross 
things out and rewrite them or…you know just write something just completely 
that is your own inspired word but we want to respect your time that’s why 
we’re providing you with your quotes. 

Is that clever and underhanded?  Yes and no.

Charlie:  Well it gets the job done as I say the proof is in the pudding.  I have 
been a professional photographer.  I have a huge website up with that.  I’m 
doing less and less because of the work that Dr. Marc and I are doing and every 
single one of the quotes that’s up there I wrote from material that people had 
sent me back and forth in different emails.  I’m still waiting about seven years 
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later for a quote from somebody who said she would write me the quote.  Well 
it didn’t happen because people…they’re too busy or they don’t know what 
they should write and by the way you don’t want them all saying, oh wow, what 
a nice book.  

You want some real specifics if you can get it in there.  So we suggest three 
different quotes an a, b and c version, they can circle it or as Dr. Marc just said 
they can put their own quote.  Now one of them wrote their own, most of them 
circled, one circled both and said use one or the other or both.  Well now you’ve 
been through so much with us, guess what I did.  I used both and put them 
together of course because it made a much more substantial…

Dr. Marc:  And some people made some edits to what was there and made it 
their own…

Charlie:  Absolutely.

Dr. Marc:  So you’re trying to make other people’s lives easier and I’ll put it the 
other way around.  You know I do some teaching and sometimes you get a 
student who needs a letter of recommendation or something like that.  It’s very 
hard to take…I’m a busy person too, it’s hard to just kind of off the top of your 
head write a really well crafted letter of recommendation.  

 So I always tell the student, write the letter that you want me to write.  I’m not 
saying I’m going to send it but write that so I have something work off and I’m 
going to pull out my records and look at your history and the grades you got 
and so forth and write the letter I’m going to write but it’s far easier to edit 
than it is to write from scratch…let’s put it that way.  So you’re trying to make 
life easy for this person by giving them something to edit and work off.

Charlie:  And then at the bottom we did say…we want them to sign a release 
but we don’t want to say to say it that way.  We don’t want to be legalistic but 
we do say, I approve this and please put your name and spell it and in addition 
to that, what else would you like us to say that’s about you.  So that they could 
say, the author of this book, that book and 26 other bestselling books.  We 
wanted their advertising material right there because we knew that they were 
the ones that if they were going to do it they had to get something in return for 
it.

Dr. Marc:  Absolutely and that’s just an important thing to highlight here.  But 
in all of your marketing in general, I mean it’s not very likely to get you a good 
response if you approach anybody for anything in life and say this is what I 
want, give it to me.  What you want to be doing is figuring out how you can give 
them something of value.  
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And so what we had in that letter of introduction and so forth is highlighting 
the obvious which is that this is a person who has a book that is out there, we 
think we’re speaking to the same people, we think our book would of value to 
your people, we already promote your book to our people and we would like 
you to look at the book cover as space for you to promote yourself as well as 
obviously give us the plug that you’re giving us.  So you want to make it clear 
to the person that you understand that this is a reciprocal relationship.  It’s not 
I would really like something from you, give it to me.  That’s just not polite.

Charlie:  We knew that on the outside of the book we wanted to have one on 
the front cover and if that’s all we got we would have been thrilled, especially if 
it could have been from a bestselling author.  We have as I mentioned before, 
one on the front, two on the back and we got quotes from people like Brian 
Tracy, Jeffery J. Fox, Dan Kennedy, Lorel Langemeier, Stephanie Chandler, 
Lorraine Ranalli.  

Many of those appear on the inside of the book.  They all appear on or website.  
We have found ways that we could even put those on to Amazon because if you 
write a blog and blog post right there on the Amazon site you can quote them, 
so you can say Dan Kennedy loved the book by Dr. Marc and Charlie…you know 
then you can go and write a little bit more about what he was doing.

So we used them in a number of different ways.  Many people did not respond 
right away.  You have to expect that, so…

Dr. Marc: And that’s another really important point. 

Charlie:  That’s why we call this a campaign.

Dr. Marc:  And people really, again this is just something to understand across 
the board in all of your marketing.  Even professional marketers, even 
professional sales people really, really, really underestimate the amount of 
follow up that it takes to get someone’s attention.  These are busy people.  
Think about your own life in terms of how many appeals for something that 
requires your action it takes to be able to be hit just at the right time, at the 
right moment, that you can actually get it done.  

It’s not necessarily that you’re trying to avoid it, it’s that in that moment you 
don’t have the time, you hands are full, you’re running out, you’ve got to do 
this, that and the other thing.  So it is not one mail piece.  It is not two mail 
pieces; it is not five mail pieces, it’s more than five.

Charlie:  That’s right.

Dr. Marc:  We have research to prove that, I mean it’s amazing.  I mean it 
requires…I’m always tough with statistics but I want to say that if I remember 
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this correctly that over 50 percent of professional sales people don’t even 
follow up a second time…

Charlie:  That’s right; they give up after the first no.

Dr. Marc:  There is something 80 or 90 percent of business that closes after the 
twelfth point of contact, just think about the staggering numbers of lost 
opportunities by not following up.  So you’ve got to understand this is a 
campaign, you have to understand that nothing happens by accident, you have 
to make it happen.

Charlie:  And when we say campaign, we mean multi step campaign and Dr. 
Marc was our superstar when it came to staying in touch with people and there 
will be a link right here with this material to tell you exactly the way he did this 
in the follow up system.  It’s a great data base…

Dr. Marc:  Some great tools.

Charlie:  --system, it’s a great mail piece he’s able to use and we will have all 
that material with it and we can even have samples…we’ll have samples in our 
materials here with what we did on some of the cards because we have 
discovered over the years that cards get opened more quickly than a number 
ten envelope and so we want to stay in touch with people.  So listed with this 
information is exactly how to get to that information.

Dr. Marc:  Yeah, think about your own mailbox these days.  If you open your 
mail box you’ve got a lot of bills, you’ve got a lot of junk mail.  I don’t know 
about you but I get a greeting card, I tend to open it first.

Charlie:  Yeah, greeting card, wedding invitation, those sorts of things are 
opened first.  So there was our first of five author testimonial campaign.  As you 
can see we’ve taken some time in describing that, we’ve given you some great 
background information, different ways to get in touch with them and exactly 
how to pursue them.

Dr. Marc:  Right, so you just have to decide how far you want to go and how 
many mail pieces but also how creative you want to get.  I think we should tell 
the pit helmet story…

Charlie:  Oh, go ahead…

Dr. Marc:  You know, we play around with some of these fiction stories in our 
book and one of them and certain key terms that we’ve developed like on line 
jungle and so we have this jungle theme that runs through things and so one of 
the people we were pursuing multiple times for a quote, we literally created a 
box and we order a pit helmet if you know that that is, a British pit helmet that 
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they use to wear in the jungle while exploring and I forget what else you 
packaged in there with that helmet, the book I think…

Charlie:  Oh yeah and a letter and sent it off and covered it with quotes from 
other people and on the top of the box it said note to Charlie, don’t publish this 
book yet without this quote from and then it was the name of the person we 
were sending this too.

Dr. Marc:  That’s a good point of it too that I want to highlight here in this 
campaign especially is that you want to be…hey, I’m the psychologist here, you 
want to use some peer pressure to your advantage.  So low and behold every…
the minute we got the first quote from an author, what did we do in the next 
mail piece that went out to all the other authors, well of course we quoted that 
author because now you’ve got a bestselling author who’s already jumped on 
board.  

It makes it a little easier for the other one to feel like alright well somebody else 
has already endorsed this and that’s the same reason you want the quote on 
your book in the first place is that it’s a little easier for someone to buy your 
book and feel more credible about it if a bestselling author is already on it.  
Well it’s like you’re walking down the street, you walk past a restaurant and it’s 
lunch time and you look in and there’s nobody sitting in there.  You start to 
wonder, hmm, do I want to be the first one in there, does everyone else know 
something I don’t know.  So that’s what I mean by positive peer pressure.  

You know the first quote comes, we send the follow up mail piece to everyone 
else with that quote.  Second quote comes in we send a follow up mail piece 
with both of those quotes.  You get the picture, so you want to create that 
sense, of again making it not only easy logistically for people to fill out your 
paper work and by having those quotes there you make it psychologically easy 
for someone to comply because there’s that social proof again.  Okay these 
guys might be a good bet to put my name on their book because other people 
are putting their name on their book.

Charlie:  That’s right and birds of a feather do flock together…

Dr. Marc:  Right.

Charlie:  --and so these big names guys, which is what this testimonial 
campaign is for these authors, men and women, certainly want to know that 
somebody else.  So we then used this information from these different quotes 
and I did a slow drip, let’s say, out to Facebook and so once every three days or 
so, I would list one of the quotes from one of the authors and people would 
say, wow you got Dan Kennedy to quote on your book…wow you got Brian to…
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Dr. Marc:  Jeffery J Fox.

Charlie:  Jeffery J. Fox, you got these guys to quote…yeah.  And so that helps 
build and it helps with our next campaign.  Our next campaign is Testimonials 
from Amazon.com Users

Testimonials from Amazon.com Users

So we had several live events, take a business meeting.  I took a similar sheet 
that we went out to the authors, had sample quotes on this sheet, stood up in 
this meeting and said this is what we’re doing.  Dr. Marc and I are publishing a 
book, we would love to have anyone who is interested in the book and would 
like to read the book, we will give you a copy of the book, we would like to do a 
testimonial on the book for us.  

So we gave out some sample quotes there, now there was bit of a problem 
there because there were lots of people in the room taking the same…I don’t 
know, I may have had 25 different quotes there.  So we advised them, be sure 
when you go to Amazon read the other quotes, you’re not saying the same 
thing, so we were in a number of different locations and we handed out these 
materials after speaking a little bit about our book so that we got people to go 
to Amazon, they got a free downloadable copy of the book and they were given 
the audio book once their testimonial appeared on Amazon.com.  Sometimes 
this took a couple days for it to appear, sometimes it took several minutes, it 
depended on what Amazon was doing.  

So I would then send them the link for them to get the download of the audio 
book.  This was our way of thanking them for writing.

Dr. Marc:  Exactly, well the point is that you want to create ways that you can 
incentivize people to do the thing that you’re going to benefit from.  I mean 
obviously they don’t benefit other than feeling like a nice person to come and 
take the time to find your book on Amazon and find the section where you put 
the little book review or testimonial on there, everyone in life is busy, right.  So 
you want to give somebody a reason for that and you’re saying thank you ahead 
of time and you’re making it into again a reciprocal relationship.  

With the author campaigns you know that having space on the book jacket is 
something that benefits them because they’re promoting something.  This is a 
different thing.  You have to find a different kind of incentive for people that 
you know or business people to go and do this for you, so our way of doing 
that was giving them the book itself for free and the downloadable version of it 
and to give them a thank you.
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Charlie:  And as far as I can tell out of the 22 reviews at the time that we were 
recording this, I think only one of them is actually one taken from the sheet.  I 
think people had some idea from the sheet of quotes, they read the book and 
they were really excited.  Some of them were really pleasing, very pleasing to 
us, it seemed like they were jumping up and down really excited about what 
was going on with the things that we were able to provide them.  

This was a campaign to stay after people with follow up notes, sometimes they 
would get back to me through Facebook, sometimes it would be through email, 
we gave them all kinds of ways that they could get in touch with us because 
people want multiple ways to get in touch with you and if you start on Facebook 
with somebody, stay on Facebook with them, don’t send them an email because 
they may not be looking for it. 

So this was an important campaign for us so that when people on launch day, 
because we wanted all these quotes or incentives to do this within a certain 
period of time before launch date so that when people were there on launch 
date to buy the book they would already have all these favorable things said by 
these folks about our book.  So again people would say, oh I guess the book is 
a good buy…

Dr. Marc:  Absolutely.  I go right back to my example a minute ago, it’s lunch 
time, you’re walking down the street and you look in the window and there’s 
nobody sitting at this restaurant, you know should I go in, should I not go in.  
In this case, you know people are browsing for a book and they come to your 
book page on Amazon.com, should I buy it, shouldn’t I buy it and again we 
have plenty of research now in market research that shows that a customer 
testimonial is more powerful than anything else in people’s buying decisions in 
this day and age.

Anything you say about your own book is incredibly weak because you have a 
vested interest in it, so it’s also the reason that we pick a launch date that is a 
ways beyond the date that it’s actually up on Amazon because we want to drive 
people through this campaign over to Amazon for us and create a series of very 
positive five star testimonials…you know ratings of the book.

Now on launch date we’re driving a large numbers of people there to buy the 
book and they say, oh look at that this book already has 20…I think on launch 
day we had 20 or 19…

Charlie:  Around that, yeah.

Dr. Marc:  or something like that, five star ratings and again it didn’t happen by 
accident.  I hope you’re getting the theme over all of this that a lot of work goes 
into the marketing.  I think it’s probably fair statement to say that at least as 
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much energy, work and effort went into the marketing of the book as went into 
the writing of the book and in some ways there’s more technical skill in the 
marketing of the book than there is in the writing of the book.  

And I think that’s why a lot of people don’t end up being number one best 
sellers because they don’t understand that you’ve got to do this part and yes 
it’s a lot of work but there’s a pay off.

Charlie:  And we trust that we’re giving you the map as we like to say in our 
parlance, we’re giving you the map for you to be able to do this.  So we have 
five campaigns, we’ve given you two.

Dr. Marc:  No actually I forgot one other piece about the first campaign as well 
which is understand that it’s also not a one shot deal it’s an ongoing campaign.  
Think of marketing in general and these campaigns as well as relationship 
building tools.  We didn’t just also drop the ball the minute we got the quotes 
from those authors, every single one of the authors that responded we sent 
them a box of cookies.  You know we sent them a thank you.  We’ve also sent 
them a follow up telling them the outcome of our launch date and how that all 
went.  And we’ve also continued to follow up with people who didn’t give us 
quotes because you don’t know the reason that someone didn’t give you a 
quote.  Maybe they weren’t there, maybe they never got around to it, maybe 
they’re…oh well, you get the point.

So you want to keep the communication going once you’ve started a campaign, 
there’s not much reason t stop it, so you want to cultivate these things because 
guess what, you’re going t have a second book, right and you’ve got to have 
these people ready to come back and be more impressed the second time 
around.

Charlie:  Absolutely right.  So with the five campaigns, the Author Testimonial 
Campaign was number one, number two was the Testimonials from 
Amazon.com Users.  Now here was a third one for us.  We wanted to get people 
to attend a Meet Up where Dr. Marc and I were presenting the book.  

Meet Up

We were standing in front of people presenting the book because we wanted 
photographs, we wanted video and we wanted marketing materials to come out 
of this, so we needed to do a campaign to make sure that there were people 
going to that Meet Up group.  
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If you’re not familiar with Meet Up it’s a terrific website, meetup.com and it’s 
just…its whole goal in life is to be able to invite people to different events.  So 
you go…Dr. Marc runs one on a Monday, the third Monday of every months and 
he goes and announces what the meeting is and sets the day and he sets the 
location, so it’s the vehicle on line to get people to come to different events.

Dr. Marc:  You know we’ve been sprinkling a couple of things in here that we 
really haven’t highlighted just because we take it for granted in a way and we’re 
not going to spend any real time here on it but this is part of this whole world 
now of social media marketing and meetup.com is one vehicles, Charlie has a 
couple of times mentioned Facebook, he’s a couple of times mentioned using 
Twitter…

Charlie:  LinkedIn…

Dr. Marc:  I understand that we’re not going to cover that here in a whole lot of 
detail, we have a whole other set of information in products that about the M 
section in our book as well, the universe model of social media marketing but 
it’s a very, very important part of how you run these campaigns and get the 
information out and get people going.

So you definitely want to spend some time getting well versed in how to use 
social media and obviously we highly recommend our Universe Model of Social 
Media Marketing because we created it because we haven’t seen anything 
better.

Charlie:  That’s right, so the Meet Up group that we wanted to make sure we 
had a lot of people, so we had a whole campaign going out to other Meet Up 
groups, this was going out to them through email or directly through the Meet 
Up group and letting them know about this so that people would show up to 
this event.  And we have that information now, we have the video, we’re 
grateful to be standing in front of people, we handed out to them materials 
about going our launch date and that gets me to the fourth campaign.

Best Selling Author on Amazon.com

We set a specific date, we happen to have chosen a Tuesday, I’m glad we did.  It 
gives us a little time after a weekend to make sure we’re ready and then we 
have the launch day.  Now let me set the scene again of what was going on 
here.

As I mentioned, my Mother went into the hospital the day before.  I got almost 
no sleep; I’m there at the computer starting at eight o’clock in the morning to 
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make sure that when people have bonuses they could get them.  Now this is 
what we did.

We contacted selected marketers who would add a strong varied set of bonus 
give a ways so that on our launch date people came to our website where we 
set up a page just for this particular day, it’s the only thing that page was good 
for.  We spent all this time creating it and it was used for one day.

People then would learn about our book and learn to go to Amazon to purchase 
the book on that…what we called the official Amazon opening day sale…it was 
a sales page.  The bonuses were listed, so we had a number of different people 
that had free downloadable bonuses, so you could get a course on doing video, 
you could learn about how to use social media marketing, things that we felt 
would relate to our market and we had them on this page and this page was 
created as I say, just for that.  

We then captured the names and email addresses of everybody who wanted to 
go purchase our book and wanted to be able to get the bonuses so that when 
they purchased the book they would then forward to us the receipt from 
Amazon and we would then give them the download page for all the bonuses.

Dr. Marc:  Now let’s pause and highlight this because this starts to get pretty 
technical in this part of the campaign.  Charlie I’m out to sell a book, why am I 
driving people to my website first, why am I not sending them to Amazon, why 
do I care to capture these people’s names?

Charlie:  Well you’re only going to be able to get back to these people later if 
you have their name and address.  Amazon is not going to give you that 
information.

Dr. Marc:  Exactly.

Charlie:  Someone who purchases from you is much more likely to purchase 
again than someone that’s never heard of you before.  So one of the goals here 
was to capture names and so that’s why we have all the bonuses besides we 
want them to go that day, that we’ve already said to you that Amazon runs it’s 
numbers every hour so we knew we wanted to compress everybody who was 
going to buy our book in the early stages into one day.  So we wanted them to 
have even more benefit than buying our book, we think the book is well worth 
what they were spending for the book but when you pile on all these bonuses, 
they have more incentive for wanting to buy that day.  

So we have all these bonuses on the page, they come buy the book, they 
forward back to me all the receipt from Amazon, proving that they had bought 
the book and then I send them the link to the page.
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Dr. Marc:  I’m going to slow you down here again, Charlie…

Charlie:  Okay.

Dr. Marc:  Because again you know this stuff is really technical and it’s really 
second nature to you but there’s an awful lot of people out to write books who 
have never necessarily run a campaign like this, so let’s stop for a second and 
how did you approach the people who are providing the bonuses and what’s in 
it for them, why would somebody give you a bunch of free stuff to give away to 
the people that are going t buy the book that day.  How do you do that?

Charlie:  You go to people that are looking for similar people that you’re going 
to attract.  So for us they’re looking for mid career, mid life professionals, 
they’re looking for people that already have experience in their business, that 
have some dollars to spend, that could be interested in their kind of product.  
And what they get out of it is that they put on the download page, they also 
have a link to their site where they capture the name and address of anyone 
interested in their material before they give it away free.  

So it is a list building effort for us initially and then for each one of the people 
that will be giving the bonus away, they are able to capture the name and 
address and go back to them to sell again.

Dr. Marc:  So again it’s a reciprocal relationship that you’re setting up with each 
of these campaigns.  If you think about what we’ve said every step of the way, 
you’re working with a partner in a sense.  The author’s are a partner.  The 
people putting the ratings on Amazon are a partner.  Here the people donating 
the free give away are a partner because they are getting something out of it.  
They’re interested in selling their product and so they’re willing to give away 
something in order to have people come back and buy their product afterwards 
and they’re interested in building their customer list and their customer base, 
so let me walk it through as a person as if I’m on the launch day buying the 
book.

I get information that its launch day, I come to our website which is here people 
are being sent to, I see all these bonuses and I follow the instructions which…

Charlie:  And it’s about $257 worth of added bonuses…

Dr. Marc:  Right.

Charlie:  --that they’re getting for free.

Dr. Marc:  And obviously the bigger you can make the package the better.  So 
that’s great incentive, right.  I mean I’m buying a $17.95 book and I’m getting 
over two hundred forty something dollars worth…
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Charlie:  Two hundred fifty-seven...

Dr. Marc:  Two hundred fifty-seven dollars worth of bonuses, so that’s my 
enticement to really be here this day and buy the book…

Charlie:  And it’s only good that day, those bonuses.

Dr. Marc:  So the web page shows me a link that I have to click on or I guess it’s 
a form that I put in my name and email address which then takes me over to 
the Amazon page, which also by the way…not to make it too complicated but 
also got them linked into our affiliate thing…

Charlie:  Correct.

Dr. Marc:  --so that we’re getting a little bonus but we won’t go there.  So now 
I’ve arrived at Amazon, I buy my book and I follow the instructions, some 
people follow the instructions anyway and I send Charlie and me the receipt 
proving that I bought the book on launch day so I can now get an email back to 
me that gives me the link that takes me to the page where all these bonuses 
are.

Charlie:  All the downloads.

Dr. Marc:  Now this is where we get to the reciprocal part comes in for these 
people donating the thing.  That page is really a list of links, right?  So I see the 
first bonus I get for free, but to get that bonus I click on the link that takes me 
to that person’s page where I have to put my name and email address onto that 
person’s list in order to claim my free bonus.  

So it’s a lot of moving parts.  I mean it is very technical, it’s not rocket science 
but you know if you’re not familiar with it you sort of have to map it out and 
that’s why we’re creating this product for you right here and that’s why I’m 
trying slow this down because I know it was very complicated to me to follow all 
the moving parts when we set down and created all this and Charlie’s an old 
pro so he’ll blow through this like everyone knows what he’s talking about.

Charlie:  Well one of the things we had there too, you’ve got a time pressure on 
people, so you need to make sure that people will do what you want them to do 
when you want them to do it.  

Dr. Marc:  Right.

Charlie:  So we had a countdown clock…

Dr. Marc:  Right on that sales page.
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Charlie:  On that sales page when they got there, so they knew that when that 
clock went down to zero there were no more bonuses.  The bonuses ran out.

Dr. Marc:  In fact we had an extra special bonus for people who bought within a 
time window of…

Charlie:  Of two hours, we went from 10:00 a.m. to 11:59, I didn’t want to get 
people confused what twelve o’clock was.

Dr. Marc:  Again remember we knew that Amazon calculates their numbers on 
an hourly basis so it made sense to not only have a launch day but to create 
extra incentive for people to come into a launch window within the launch day.

Charlie:  And it gave them specific time to shoot for.  Because they might think 
of the day and then they’ll forget it but if they think that they want to be there 
at ten o’clock that day, then they’ll really remember doing that.

Dr. Marc:  If they like the extra bonus that’s being offered you’re more likely to 
show up and make the extra effort to show up in that time window.

Charlie:  That’s right.

Dr. Marc:  So you have the two, the time pressure, the scarcity, the 
understanding that that page is only there for that day and tomorrow you can’t 
get these bonuses.

Charlie:  Right and when they got the page that gave all the links to the actual 
bonuses, we also had an up sell on that page.

Dr. Marc:  So what’s an up sell Charlie?

Charlie:  Up sells all…okay you’ve already bought the one thing or you wouldn’t 
be on this page, you’ve already bought the book…

Dr. Marc:  Right so now we’ve got to this thank you page kind of thing, this up 
sell page, if I’ve already…this is after I made my purchase, right.

Charlie:  That’s correct and so we had an eBook that we have on outsourcing 
available on that page and 18 percent of the people bought that additional 
product right then.  Why?  Because they’re in the mood already…

Dr. Marc:  That’s it…

Charlie:  Understand the quality level of what you’re doing, they see the value 
of doing the circle, it relates to what we’re doing, the price point isn’t so high 
that it’s going to throw them off, so about 18 percent of the people…
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Dr. Marc:  And think about your own shopping experiences on line.  Hopefully 
this is not an alien concept to you.  If you ever want to see the most incredibly 
long list of up sells that I’ve ever encountered on a website, go use a site called 
Vista Print to get your business cards printed or any kind of printing stuff, boy 
you get page after page after page of incentives and they’re only available for 
the next ten minutes and that kind of thing.  

So that’s an up sell.  It’s that you’re already in buying mode.  You’ve already 
made the decision that these guys have something of value that I’m willing to 
spend $17.95 on so it makes sense to at least give them the option to buy 
something else because maybe they’ll like this too.

Charlie:  Exactly.  So again on the sales page that we had for the book to get 
them to sign in right for those bonuses, I mentioned the countdown clock.  You 
just mentioned that we had extra, extra bonuses between 10:00 and 11:59.  We 
had a short video from you and me.  Okay so it had a little bit of our antics, 
we’re kind of known for our little video antics going on here.

Dr. Marc:  Who, us, Nah.

Charlie:  Yeah but it helped them understand as well that below is the 
information that you read and if you want to buy the book, just go to the 
bottom and sign in and go over and buy the book.  What else did we have?  All 
those that had bonuses now had a vested interest in this.  Those who 
participate help sell something, those who work with you whose name appear 
on things, they have a vested interest, they want it to succeed.  

So now they tell their people, so they wrote for us.  We had other people that 
I’ve known over the years that I’ve grown close to that I’ve gotten to know, who 
are marketers who wrote for us or put us in their newsletter to tell people that 
on that date, within those hours people should come.  I’ve also had…

Dr. Marc:  Again, I want to show you down just to really highlight that point 
because it’s really important to understand again the technicality here.  So 
getting all these other people involved in providing the free bonuses is not just 
about incentivizing the buyer to buy the book and get those free bonuses.  It’s 
an incentive for everyone who is participating in giving those free bonuses to 
send their customer list on sales day to buy that because, of course, they’re 
going to get exposed to other people’s products, other people’s lists are going 
to get exposed to their products.

So it’s a big mail merge that happens on launch day and the other people that 
you’re building this launch day project with who are contributing their 
products, they’re also contributing their list because they’re going to send an 
email blast out to their list of existing customers and say hey, I’m endorsing 
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these guys, I’m giving away this product for free…you know go get it right now 
by buying the book.  So it’s a win, win strategy in every which way that you go.

Charlie:  Now I’m assuming that everyone that is listening here and this may 
not be a good assumption but you should have your own website and that’s a 
whole other discussion.  You can buy our book and learn a lot more about that 
too.  So if you have your own website and are capturing names, what I did here 
was we captured their name and their email address and as soon as we did that 
and they clicked the button that sent them over to Amazon to actually buy the 
book, we then put them on what is called an auto responder, something that 
would automatically send them a message.  

We added them to two auto responders at that time, our general auto 
responders, so they’d get notes from Dr. Marc and me updating them about 
things that are going on in the marketing world and in the professional world 
and the on line world.  We also put them on a specific one for that Amazon…
that official Amazon opening day that then sent them the instructions that had 
appeared there on line about how to send us their receipt.  They didn’t want to 
rely on their memory on a page that no longer was in front of them for them to 
know exactly what to do.  So…

Dr. Marc:  In fact we even joked about it in the video that we did.  That…you 
know Charlie went through all the instructions and I said you know what, you 
don’t even need to remember a word Charlie said because as soon as you do 
that we’re going to send you an email with all those instructions so you have it 
right in front of you, yourself.  

Charlie:  That’s right.  Because there are a few steps that have to be done in a 
process like this, it’s one of the reasons why I was sitting at the computer from 
eight o’clock in the morning until midnight.  So we added everybody to these 
two auto responders and I sent them the instructions of what they were 
supposed to do.  

Also I created the affiliate links for those who wrote for us.  So that people that 
sent people to us could earn a commission on any sale that went through…
directly through our website.  So I didn’t make them do all that effort, if you’ve 
ever signed up for somebody’s website and their affiliate link and we are 
affiliates for an awful lot of people.

Dr. Marc:  You might want to explain that a little bit because again a lot of 
people listening to this are listening to it because they’re trying to get their 
book written and launched and so forth, they may not necessarily be familiar 
with the whole world of affiliate marketing and how this works.
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Charlie:  Right, right, it’s a commission based thing, it’s a referral based, so in 
my photography business I would pay referrals to people who sent people to 
me for Bar Mitzvahs or weddings, family portraits and I would send them a nice 
little gift.  

Well this is the same thing here, it’s an electronic way to send somebody a gift 
and it turns out that it happens to be some dollars that they would get, if 
somebody bought some from our website.  So the only way to do that is to have 
a special link that would track that it came from that particular person.  So I 
took the effort up front to go sign them up for that, not making them do it, so 
it would be a lot easier for them.  

Now a lot of people that I set it up for didn’t happen to use it but those who 
wanted to use it did and it just made it easier for them.  So that was another 
little easy thing that I had done to make it easy for them.  That was what was 
important and when we owe money to them, now we could go ahead and send 
the money.  Believe me, we love sending people money.  If you want to become 
our affiliate and you want to go sell our products, we love sending you money 
because it means you’re selling things, we’re making money, you’re making 
money, we love to do that.

Dr. Marc:  And in a nut shell, that’s the simple beauty of an affiliate marketing 
system and program, is that if I’ve got say a hundred dollar item that I want to 
sell, well I’m out there marketing and every time I sell it I get a hundred dollars.  
But if you can…if I can get you to send me ten people that I don’t know and 
they buy my hundred dollar product, well I’m gladly going to give you fifty 
percent of that, I’m going to give you fifty dollars for every one of those people.  
Why?  Because I just sold ten items that I wouldn’t have sold otherwise.  So I’d 
rather have fifty dollars for each product than no dollars for no products.

Charlie:  Now that of course assumes that it’s a downloadable product and no 
additional costs on it…

Dr. Marc:  I’m trying to keep the example simple but you get the…

Charlie:  That’s how we’ve got to do it.

Dr. Marc:  Is that if you send me customers, I’m going to share profits on the 
item because you’ve essentially functioned as a sales person for me and vice 
versa and that’s again the incentive for that whole orchestration that we were 
talking about, about getting the free gifts from contributors who are then 
building their lists and so forth.  They’re all based on these affiliate 
relationships and they want to build their lists so they can sell products.  
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They’re happy to send customers to somebody else’s list if they have an affiliate 
link that pays them for every sale that their customer buys from that person.  
So I won’t go any further than that…I mean we’ll definitely be creating a 
product on affiliate marketing and the ins and outs of it because it is…if you 
don’t know about it’s a world that you definitely want to know about.

Charlie:  Well think about it for a minute, anything that we take all those 
months to create, we get 50 percent and all you’ve done is put a name out 
there and you get 50 percent.  So there’s a lot of…it’s a good deal for you.

Dr. Marc:  It was a world that I didn’t know much about and you know have 
since met people who literally are millionaires doing nothing but selling other 
people’s products, it’s amazing.

Charlie:  It is amazing.  Look at a lot of the gas stations around, gas stations 
are selling somebody else’s gasoline that they didn’t produce. 

Dr. Marc:  Even your television stations, you know, I just noticed a commercial 
from Direct TV for example, they have an affiliate marketing program.  You 
know they call it…in their commercial they have this little thing where they 
show all your friends’ heads turning into fifty dollar because basically if you 
refer a friend or anyone to Direct TV and they use your little code, Direct TV 
says thank you and sends you fifty dollars for anyone who signs up.  That’s an 
affiliate marketing program.  So anyway, enough said about affiliate marketing, 
let’s move on.

Charlie:  Okay, so we’ve got five campaigns, the Author Testimonial Campaign, 
the Testimonials from Amazon.com Users, you get people to our Meet Up, 
where Dr. Marc and I presented the book that was a campaign, the Best Selling 
Author campaign that we just described and now we have the Sell the Book.

Sell the Book
Charlie:  Now the sell the book campaign is really getting us speaking 
engagements.  That’s really what our goal is from this, opening doors, getting 
people to know about us that was a goal from up front, that’s what the goal is 
here.

Now it’s interesting to note and we talked a little bit about social media 
marketing before.  What media did we use to help support these campaigns, 
especially the next to the last campaign, the Best Selling Author Campaign…?

Dr. Marc:  The book launch day...
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Charlie:  So we used email, direct emails, auto responder blasts, newsletters 
going out to anybody that we knew and that the other people that we knew 
were sending it to their lists.  We used direct mail to all the authors, up to nine 
times and counting on some of these.

Dr. Marc:  And there’re still ongoing as we…

Charlie:  Ongoing.

Dr. Marc:  you know you’re still building a relationship.

Charlie:  Right and as we say, campaign has got multiple steps.  Twitter, I have 
eleven different Twitter accounts and on those accounts I have about eight-five 
thousand seven hundred or something like that and I used each one of them 
extensively as we neared the launch date.  Facebook, some of my blog posts, 
some of the blog posts that Dr. Marc and I create on our website automatically 
show up on Facebook and have a link going back to our site.  

Some of the tweets that we did, I posted specific information back on Facebook 
and others kept mentioning us.  The word was getting out.  So when we would 
put something that Dan Kennedy just wrote a testimonial that would go out.  
People would then comment on that and it would then multiply that effort to 
other people because they found out what people were saying about us and all 
this being done before the launch date would help drive more people to us.

We used Meet Up, Dr. Marc has three different accounts collectively I think we 
both belong to like twenty-seven or something like that….

Dr. Marc:  At least, I think I have thirty-six…you know Meet Ups that I belong 
to.

Charlie:  Oh, you yourself do, yeah, so okay my number may be low on that.  
We had one person assigned to LinkedIn and responsible for the best selling 
campaign on LinkedIn.  We’re known for our video and we use it extensively 
and we did testimonials for others, we had testimonials from some of them 
about us, we had video on just about all these different pages that we have 
described, we use video.

Dr. Marc:  And we use a syndication system to push all these things out every 
time we do.

Charlie:  We do, every time we have a video, a blog post, anything else it goes 
out to over a hundred sites to let them know what’s going on and to spread 
that even further for us.  We have live presentations, so many times we get so 
internet centric that we forget that people are people and like to deal one on 
one.
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Dr. Marc:  That’s right.

Charlie:  Stand up in a room and talk about it.  We had outsourcing, we used 
our assistant John.  John helped us with many of these details as did our writer 
assistant Patty, we’ve already mentioned Patty, so we had help there.

Blog, we created press releases about each of the authors who wrote nice 
things about us and we published them to as many different lists as we could; 
including our own blog.  So the key word was about the author and then the 
end of the message had a link to us, so it would have been Dan Kennedy 
supports the name of our book and then there would be an article about Dan 
Kennedy and the bottom of it is a little bit of…so it was about an 80/20 split.

Dr. Marc:  A link to the book obviously. So if someone’s on line searching Dan 
Kennedy’s name, they may stumble across our post and say oh, let’s see what 
this book is that Dan Kennedy’s endorsing.

Charlie:  And that is still out there so one of the things that I think was pretty 
clever on our part again this get’s fairly technical, we had the link the people 
were going to was auto redirected so that it went to this Amazon official 
opening day for Amazon for only one day but it would normally go to our 
regular sales page for the book.

Dr. Marc:  Right, so if we hadn’t thought that through and we just had created a 
new link that was only good for that page, at the end of that day that link would 
go to nowhere and people would get a page not found message.  By doing this 
auto redirect the page went away but now that link was going back to its 
original page which was our standard sales page for the book.

Charlie:  Right so if somebody comes across the article that we put out 
previously about Dan Kennedy supporting our book, they will now go to our 
regular sales page rather than that Amazon official opening page and they will 
still be able to buy the book.

Dr. Marc:  Right.

Charlie:  So blog and those press releases, now blog on Amazon, who new 
Amazon.com had its own blog right there.

Dr. Marc:  Right.

Charlie:  So we have separate posts going there on mine…

Dr. Marc:  Until you actually become an author you don’t really realize that 
Amazon as part of setting this up gives you an author’s page where you can run 
a blog, you can put your RSS stream so that your existing blog is going there, 
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you can put videos up there and it also keeps a running catalog of all the books 
that you publish, so it’s a pretty cool thing.

Charlie:  You want to go to https://authorcentral.amazon.com/

Dr. Marc:  Ah, I would just Google author central…

Charlie:  Well we’ll have a link there because I should know what that is.  So we 
put blog on there.  Radio interview, interviewed on the radio and talking about 
it and giving out both our main web address, that was clear that it was just 
going to be the book that day because we auto redirect it from the main page 
as well.  As well as a phone number…

Dr. Marc:  Yeah, a toll free number with a special message.

Charlie:  Changed the message just for that day and then our own website.  
We’re always driving to what we call the money site or in our universe model it’s 
called the sun.  If you think of the sun with the planets going around it and the 
stars, so it’s the sun at the central. 

We want it to be our brightest object here so we’re always driving people to our 
website and we created this new page with new videos on it for the official 
Amazon opening day and then we redirected those links so they would go just 
to that official Amazon page and then it would go back to the regular sales 
page.  So about eleven percent of the people who purchased our book came 
after midnight for this official opening and so if we hadn’t done that we would 
have lost those sales.  

Summary

Charlie:  Now in summary, before we get back to tell you exactly what 
happened on that day because we’ve covered a lot here with you.  You’re going 
to have to play this several times to be able to get it.

Dr. Marc:  And we want you to get the most value for doing this.  We want to 
under promise and over deliver.

Charlie:  Absolutely, so our long term goal was to rescue the highly trained 
professional from tie time trap plateau and the on line jungle and help them to 
get to the summits of their career.  That’s the goal of our business, that’s the 
goal of the book.

But our goal for the opening day on Amazon was to achieve the bestselling 
author status.  Not to make the most money that we could, not to become the 
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most famous ever, just to become bestselling author, get that status on 
Amazon.com that day and everything we did was aimed at that, so when I 
previously said that I wanted you to be an inch wide and twenty miles deep, I 
think you may feel that you’ve just run a twenty mile or a full marathon.  But it 
was only to get us to get to that status that was what was important.

So we achieved that goal of getting to bestselling author status.  Now let’s go 
back to the dark and stormy night….

Dr. Marc:  Well before you go back…

Charlie:  Oh, he’s not going to let me.

Dr. Marc:  I want to highlight one more time that…you know if nothing else you 
want to get out of this entire conversation is the understanding that the 
marketing is as important if not more important than the actual writing of the 
book and in many ways it’s more technical and more complicated in the sense 
that good marketing is a bit like playing chess.  You’ve got to think in multiple 
steps ahead in terms of what it is that needs to happen and how you’re going 
to get it…all the pieces in place to make that happen.

What I think gets a lot of people in trouble is that again, you’re focus is on 
writing the book because that is the first and biggest hurdle to get over but 
then people write their book and maybe just stick it up on Amazon and wait 
and hope that something’s going to happen.  There’s no way that…you know 
just walk into Borders or Barnes & Noble and look at the ocean of books there.

This requires strategy, tactics, hard work, a lot of effort to make things happen.  
You don’t just become the best seller, you’ve got to make yourself the best 
seller, so…now back to the dark and stormy night.

Charlie:  Well, that’s right.  So there we were on launch day and I’m at the 
computer and exhausted because I’d been at the hospital with Mom and Dr. 
Marc was over in his place and we’re going back and forth and things are going 
terrific.

Dr. Marc:  And we’re jumping up and down…you know we made it up to the 
hundred mark which puts you into the best…on to the best seller list, we’re 
rooting…it’s kind of like a sporting event at that point you’re on the score 
board and you’re watching yourself slowly climb the score board and we’re at a 
hundred, we’re at eighty-seven, we’re at…you know, seventy-five and twenty-
five…

Charlie:  And we’re putting out Tweets during this time.

Dr. Marc:  Exactly.
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Charlie:  We’re putting out notes on our Facebook pages at this time…

Dr. Marc:  That’s the beauty of social media. 

Charlie:  Letting people know because people want to be swept up in this, 
people want to do what other people are succeeding at doing, so they wanted 
to join us and we wanted to let people know.  We blasted our own email list a 
couple of times to let them know what was going on.

Dr. Marc:  It’s kind of like…you know if you’ve ever watched a big pot start to 
grow on power ball or the lottery, there’s a core group of people that always 
buy lottery tickets and…but as the number grows there are people who 
wouldn’t normally buy lottery tickets who go out and buy lottery tickets 
because you get swept up into the excitement and the momentum.  

That’s what you’re trying to create with a good launch of any product and 
certainly with the a book launch, so as the numbers climb, you’re pushing it 
out, pushing it out to as many eyeballs as you possibly can because the closer 
you get to your goal, then it’s just old fashioned psychology, there’s a part of 
us really wants to help somebody succeed.  You start rooting for your team or 
in this case rooting for your team is logging in and buying a copy of the book.

Charlie:  And we wanted to make sure that the people that we had been in 
touch with before knew that this was the day to do it.  Don’t go to another day, 
so we wanted to have them see what we were doing and by counting down that 
we got to be fourth on the list and then third on the list and then second on the 
list, we wanted people to know that we were getting, so they would think…oh, 
that’s right, today is that day.

Dr. Marc:  So we got to number 

Charlie:  And we had sent other emails to other people to let them know about 
this and now comes number two and…

Dr. Marc:  Well…

Charlie:  Amazon crashed…

Dr. Marc:  Then come some emails from people, I went to buy your book and it 
says your books not available or I can’t find your book, it’s gone….

Charlie:  They won’t let me in, what’s going on, you have the wrong link.  They 
were blaming us of course but I knew from previous campaigns with other 
people that unfortunately Amazon is kind of known for this…they do have 
problems.
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Dr. Marc:  So if you want to be amused, go to Google right now and go into the 
little Google search window and type Amazon crash and you’ll notice that it 
seems almost like once a year there’s one of these crash events and just our 
luck it happened…now again, I don’t know that we caused the crash...

Charlie:  People have said that but I can’t say that’s…

Dr. Marc:  Got that momentum going, we were driving all these people…you 
know we do enjoy using social media in clever ways, I don’t know, I don’t know 
if we did it or not.  Amazon’s not talking.

Charlie:  They’re not, they’re not letting us know, they didn’t even put things 
up but we did see other notes, Dr. Marc was quoted in some other blog posts 
from other people…

Dr. Marc:  Yes, some website called the galley cat or something like that, where 
they talk about the publishing industry and that’s where I learned…you know 
that this has happened before and…

Charlie:  And I recognized what it was when it was happening so I didn’t 
completely fall apart but we just kept…so people would write to me because 
they had the address, they’d gotten it directly from our site, they knew how to 
get it, they got in the follow up email, they knew how to get to us.  We made 
sure they knew how to get to us if they wanted to do it that day.  

So we kept assuring them, please, please go back because we were number 
two, we just want to keep going.  And there at 5:07 we became number one in 
our category.

Dr. Marc:  And luckily I had my little program running where I could do a quick 
screen capture and…

Charlie:  And I got a couple on mine but…

Dr. Marc:  --and on my computer, I have the full date and time stamp that’s in 
the upper right hand corner of my screen, so we’ve got the ultimate proof that 
we achieved our goal.

Charlie:  That was the ultimate proof.

Dr. Marc:  It was fun, it was great.

Charlie:  it was...it was very exciting.  Now we knew that this was not a time to 
crow, we knew that we should not go out…Dr. Marc started to go out a little bit 
early and I had to pull him back on one thing, his excitement got to him.  And I 
said don’t put that out now because there are other people who have gotten 
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emails from people supporting us and they haven’t gotten home yet to open 
the email if they were on a home list.

Dr. Marc:  Oh, that’s right, I was about to jump the gun.  I think again of my 
analogy of the power ball kind of thing, if I’d really gotten exuberant and put it 
out there it would be like my getting on the…my bully pulpit and telling the 
world, well…you know they had the drawing, you know somebody’s already 
won.  Well that takes away all of that momentum and now the person who 
wasn’t going to go buy the ticket is certainly not going to go out to buy it for 
tomorrow because it’s only twelve million dollars tomorrow and gees, I mean 
it’s not two hundred million.

Charlie:  Yeah, that’s right and one of our supporters, who had given in one of 
the bonus projects wasn’t able to do something until later in the day, 
something had happened at his own server, now he was able to do that, it was 
at the end of the day and I wanted to make sure that that could get out there 
and people wouldn’t find out already, so we even delayed an additional day 
longer before we told people that we were best sellers and then of course we 
told them that we were number one best sellers and of course, we liked that 
title even better than being a best seller on Amazon.

So yes we made it, it was fun, it was exciting, it was interesting to see it crash 
and burn all around us.  I didn’t see my wife much during the day, I’m sure 
that’s the case with Dr. Marc as well.  She went to bed, she knew that crazy 
things were going on in the office but I had to keep working at it to make sure 
that we could do this and it was a very, very exciting day.

This excitement can work for you too.  You can do this, you can follow what 
we’ve laid out here for you, you can follow all three of those steps that we were 
talking about, the writing, the publishing, the marketing, you can get this book 
out of yourself, you can put that date on your calendar the 91 days out there 
and get this to work.  

We’ve laid out a lot for you but we’re just two guys who set some goals who did 
have some background in doing this but we’ve now shared all that background 
with you.  We’ve told you specifics about Create Space, we’ve told you how to 
use Amazon, we’ve given you the five Marketing Campaigns that we ran and 
included here with these materials are some of the things that we actually sent 
out to people so that you can see what we did.

You can do this.  Buckle down, put the date and when you’ve succeeded, we 
want you to tell us, we want to tell the world about what you’ve done.

Dr. Marc:  Absolutely, we’ll celebrate with you and we’ll promote your success.
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Charlie:  And when you’re there in the midst of a campaign and ready to go and 
make this step to be a bestselling author, let us know.  We’ll support you, 
assuming that it’s really in a category where we can help you and we think this 
is something where we’ve got a good connection.  We’ll help you with that as 
well by mentioning what you’re doing in our blogs, if it’s appropriate to have us 
on the cover of your book or photographs of us talking about you or a video of 
what you’re doing, let us know what else we can do to help you.

You can do this.  We look forward to hearing of your successes.  So this is 
Charlie Seymour, Jr.

Dr. Marc:  And this is Dr. Marc Kossmann.

Charlie:  Thanks very much for joining us on this.  Now go out and become a 
bestselling author on Amazon in Under 91 Days.  Write, publish and market 
that book.

Dr. Marc:  Get going.
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Here’s What People Say About Dr. Marc and Charlie:

“Got your video – it’s outstanding!”
“Got your video – it’s outstanding!” “Great job once again. I’m so impressed and so proud of 
you. It makes me very happy to see what you guys are doing.”

Mike Koenigs
Traffic Geyser, Main Street Marketing Machines, Instant Customer, Tesla Video Producer

“I’ve been to dozens and dozens of websites searching for the kind of 
information you offer — and I’ve not found anything to compare to yours.”

Kathy Greenamyre
The Power of Storytelling, ThePowerOfStorytelling.com

“Dr. Marc and Charlie show you how”
“Rainmakers get off their TimeTrap Plateau headed for their personal summits. Dr. Marc and 
Charlie show you how to do that.”

Jeffrey J. Fox
Best-Selling Author of How To Be A Fierce Competitor and How To Become A Rainmaker

“I am totally blown away… AWESOME JOB”
“I am totally blown away in the creativity and animated art work that you have, Dr. Marc and 
Charlie, I think you two are the smartest guys I know. I absolutely love everything that you guys 
did for me. AWESOME JOB.”

Drew Haney
Owner – Sir Speedy of Berwyn, PA

“…a very happy client. And your never-ending flow of ideas related to getting 
our name out more enthusiastically has been nothing short of outstanding.”
“I have always been shy when it comes to self-promotion. Being the owner of a very small 
business, that can be deadly! But you have shown me the importance of an effective marketing 
effort across media platforms. Thank you, Charlie! Our business is busier because of your efforts 
on our behalf!”

David Hosbach, President
DSH Audio Visions, Milwaukee, WI

“the two of you are a creative and dynamic duo who give above and beyond 
what is expected”
Dr Marc and Charlie, I have to thank you for the coaching and encouragement that you’ve given 
me. You often hear warnings about forming partnerships, but, the two of you are a creative and 
dynamic duo who give above and beyond what is expected. While doing my research, I found 
that searching your websites is like going on a treasure hunt. I keep finding more links and 
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websites, and more content and products that you have created.  Your content is not only 
entertaining but filled with wisdom. Thank you again for your encouragement and support.

Wendy Smith
WendySmith.mobivantage.mobi 

“The man is brilliant…”
“I just heard Charlie Seymour Jr give an AMAZING talk. The man is brilliant, he’s a marketer; if 
you need help getting your business to the next level, you call him.” 

Jim Palmer
NoHassleNewsletters.com

“These two wacky characters are as funny as they are brilliant…”
“When I first dove into the deepest part of the social media pool as a beginner, these two 
amazing men saved my life. I did not have a clue what I was doing. In addition to that, I thought 
I had to be deadly serious in my delivery, dealings with clients and all the G-d awful, stuffed 
shirt stuff. Well, I could not have been more wrong! These two wacky characters are as funny as 
they are brilliant.”

Alison Gilbert
MarketingBytes.biz

“…absolutely phenomenal job on the video… it’s past my bedtime but I 
couldn’t stop watching it!”
I’m speechless! You did an absolutely phenomenal job on the video… it’s past my bedtime but I 
couldn’t stop watching it! Thank you so much for the professional job you did… I’m already 
getting so many compliments about it.

Jeffrey DeVault
Director of Music, Swarthmore Presbyterian Church

“I knew you were talented, but I didn’t know how talented!”
Charlie – I’ve just been blown away, again, as I relived our big event! It’s a spectacular video 
you have shared with us. I knew you were talented, but I didn’t know how talented! Thank you 
for making it possible for us to enjoy the fruits of your experience and expertise! From an old 
and long-time admirer. Many thanks.

Betsy Fry
Newtown Square, PA

“This information is amazing PRECISELY because we all need more 
customers, leads and clients!”

Ken McArthur
Best Selling Author of Impact!
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Who Are Dr. Marc and Charlie:

Dr. Marc Kossmann and Charlie Seymour Jr made the decision to team up in 2010 after meeting 
twice a month over several years in a business-development group and discussing their mutual 
passion for helping people, marketing, and business growth.

Their partnership is the chemical reaction that results from locking a video-crazed MBA 
marketer and an entrepreneurial psychologist in a room for too long. Theirs is a very exciting 
story to share with you.

And after working together only six months, they wrote a book in under 91 days and took it to #1 
Best Seller on Amazon.com’s List for Entrepreneurs. And they have created hundreds of videos 
to promote their clients businesses as well as their own.

These two bald guys are here to help!

And If You Want To Contact Dr. Marc and Charlie Immediately? Here’s How:

Email: 
Dr. Marc (at) DrMarcAndCharlie.com
Charlie (at) DrMarcAndCharlie.com

Toll Free Message Line:
866.530.5518

Charlie Seymour Jr: Little did he know at the age of six, while 
sitting on the stage in his first theatrical production, that his business 
life would lead him to help professionals and executives profit from 
video marketing while creating their own legends online. Charlie is 
able to bring his unique background, experience, and skill together to 
deliver exceptional service to his clients.

Who is Charlie Seymour Jr? Award-Winning Video Producer and 
Still Photographer; Theater Director, Producer, Actor; Award-
Winning Salesman; #1 Best-Selling Author; Speaker, Storyteller, 

Featured Guest in Webinars and Meetups; and oh, yes: he has an MBA from Wharton.  Charlie is 
not so easily defined. But the thread running through all his varied interests and activities can be 
summed up as this: Charlie is a marketer with a passion for story telling that calls people to 
action.

In his personal life, Charlie is a husband, father, and recent granddad. He’s one of FIVE 
generations in his family at the same local theater and his passion outside of his work has been 
directing “rip your heart out” big musicals like Sweeney Todd, Evita, Cabaret, West Side Story, 
Follies, A Chorus Line, Hunchback of Notre Dame, and more.
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In business, Charlie and Dr. Marc help mid-career professionals (like experienced doctors, 
dentists, lawyers, accountants, therapists, and more) and owners of privately-held companies 
(with annual sales up to $37 million) become Celebrated Experts online. No ordinary look-like-
everyone-else, run-of-the-mill slaves in their practices, but giants who Get Out from the Crowd.

Dr. Marc and Charlie are video-crazy marketing experts who make you look and sound great. 
And their passion shows through YOUR success. Their Special Report, Power Your Profits 
Through Online Video Marketing, clearly demonstrates how you can Dominate the Google 
Search Results and OWN your niche, helping you 1) Get Found, 2) Engage with your Ideal 
Audience, and 3) Create Automated Systems to Follow Up and Build Profitable Relationships. 
(To get a copy of their Special Report, sign in here now: The Video Marketing Guys – Click 
Here For More Info!

Even at an early age, Charlie was creating stories for people. He received his first camera 
(Brownie, if you remember them!) at age four and went on to become a professional 
photographer. He began his video career at age 11 at the side of Robert J. Kerr, the Dupont 
scientist (and community-theater director) who was a leading specialist in the creation of video 
tape at a time when a “home machine” weighed 37 pounds and you had to wind the tape from 
reel to reel. Charlie was directing 3-camera video shoots at age 11 and now regularly has up to 
five cameras running at the same time: he rightfully gets blamed for the ideas behind many of the 
wild and wacky videos you see on DrMarcAndCharlie.com and YouTube!

Charlie knows how to get the most from people when creating videos for them. He appeared in 
his first theatrical production at age six and directed his first three-act play in 7th grade. He 
performed in at least one theater production a year through his college years, founding the 
musical-theater organization, Torn Ticket, at Tufts University in 1971, for which he received an 
Alumni Service Citation. And he wrote and directed The Hunchback of Notre Dame as a major 
musical with New York composer, Neil Radisch. Charlie then started his own Video and Still-
Photography Business in 2000, creating several award-winning, feature-length videos in addition 
to the Wedding, Family Portrait, and Bar Mitzvah still photography he became so well known 
for.

Charlie specializes in documentary-style video stories: they range from 90-minute stories about a 
high school class, state championship football team, or a local band to 5-minute shorts that paint 
a profile of a local business person. His creative storytelling on video have flipped him upside 
down to demonstrate that he “sees the world in a different way,” put a dream sequence into an 
iPad-case-demonstration video for PLUSMotif, and shown him and Dr. Marc pushing a table of 
books onto the floor to demonstrate how their book replaced all of those on the table. Clearly he 
can bring a different viewpoint to YOUR story too.

And he’s known for his many on-location interviews where he is able to draw out a client’s 
expertise, elevating their status for the audience. You don’t get “the same look that everyone else 
gets” when Charlie does an interview with you – you get a unique, well-crafted story that tells 
people why they should work with you. And if you need a short Welcome Video for your 
website, he knows how to create that as well. 
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But Charlie brings more than his creativity and shiny good looks to the table. In real estate, he 
generated $247,368,657.97 in personal sales and more than $1 billion through his marketing 
leadership skills; he ran professional theaters in Princeton, NJ and St. Louis, MO; he operated his 
own photography/video production company; and he continues to consult about (and use) Web 
2.0 technology (especially video production, YouTube, Traffic Geyser, blogging, podcasting, 
Facebook, WordPress, and Twitter); he directed musical theater (in his “spare” time); and now 
runs The Video Marketing Guys with his business partner, Dr. Marc Kossmann.

A Boomer himself, Charlie recently spent time studying the buying habits of his generation 
leading to the insight that, “We’ve gone from Success To Significance in what drives us. We have 
the things and now want to be sure to leave our mark ON the world (and on at least one other 
person IN this world). We need to get our stories out, to profit others and ourselves.” He 
embodies that for himself as well as his clients.

Charlie has two beautiful, talented, and grown daughters (Stacie and Liz), a son-in-law (Chris), 
and a grandson (Beckett) who enrich his life in everything they do. He lives outside of 
Philadelphia in Wallingford, PA USA with his wife, Pam, a cat, a dog, 7 computers, and 8 
cameras!

Charlie was recognized by the National Academy of Best-Selling Authors and Verified as a 
Best Selling Author – Click Here For More Info!

Want to connect with Charlie at LinkedIn? Click Here!

Want to friend Charlie on Facebook? Click Here!

To see some of Charlie’s Documentary Videos for Swarthmore Presbyterian Church, Click 
Here!

To See Some Of Charlie’s Video Interviews, Click Here!

* * *
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Dr. Marc Kossmann: What do the Internet, psychology, 
video, entrepreneurship, marketing, meditation, a black belt, 
and motorcycles have in common? Let’s find out.

All marketers might be said to be students of human 
behavior, but few have earned a doctoral degree in the 
science of human behavior or have actually specialized in 
the study of brain-behavior relationships. 

Dr. Marc Kossmann originally trained in neuropsychology 
and worked with people who suffered brain injuries and 
other neurological problems. He then spent over 10 years 
working with cancer patients in a multi-disciplinary medical 

oncology practice. After nine years of specialized study in 
psychology and earning a doctoral degree in Clinical Psychology, he spent 20 years helping 
people understand the nature of emotional and behavioral problems they experienced and then 
working through the needed changes to improve the quality of their lives.

Along the way, Dr. Marc got bitten by the entrepreneurship bug. While graduate training in 
psychology (like most professions) does not provide even five minutes of training in the business 
of building a business, it became clear to Dr. Marc that every business owner and professional is 
in the business of solving problems. It also became clear that connecting “people with problems”  
to the solutions they need is accomplished through marketing. In the process of building several 
of his own businesses, from a psychology practice to a real estate investing company and now 
co-founding a video-marketing firm, Dr. Marc became a serious student of the psychology of 
marketing.

Dr. Marc specializes in helping clients totally dominate search results online by first creating 
attention-getting, compelling video-promotional messages tied to the keywords most important 
to that business. Then he creates many different versions of those video promotional messages. 
And then all of that content is published over and over again to multiple online video-sharing 
sites. Feeding the search engines so much great content results in total domination when 
someone searches those keywords.

When asked, “Why online video marketing?” Dr. Marc responds, “Because of the power of 
video as a communication tool. It’s better than face-to-face in the sense that you can put an 
edited, polished version of yourself and your message out to millions of people—but they have a 
very personal, one-to-one interaction with you on their end.” 

“But that’s only half the story,” he continues. “Video’s power is in reaching out and connecting 
with your ideal client, customer, or patient. But to do that, first you have to get found when that 
person goes online to research the problem they have—you know… the problem you’re ideally 
positioned to solve with your business or practice! And that requires building a Dominant Total-
Web Presence. It’s not just about a great website anymore. You have to think outside the website 
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and learn to dominate the organic search results with great content you have published and 
syndicated out to lots of different web locations. 

“Video works because Google LOVES video. Google purchased YouTube because they have the 
data to show that people prefer video. They want to watch information more than they want to 
read. We are, after all, a culture raised watching television. So if you want to get found online, 
you need video.”

Dr. Marc adds, “When you look at a typical search-results page on Google, follow your eyes as 
you scan the page. Notice that images trump text when it comes to attracting your attention. But 
now look at a search results page that offers your eye text, images, AND the enticing image of a 
video player. Which gives you the greatest urge to click? Regardless of your personal preference, 
Google knows that the overwhelming majority of people will click on that video player, and 
THAT is why Google owns YouTube.

“So, like Google, we focus on video in our marketing because video is what people respond to. 
And when you combine the power of video with the reach of the Internet, you have a 
phenomenal force of nature. If you want to Get Found by your ideal client… if you want to 
Engage with your ideal customer or patient… then You Need Video! It’s as simple as that.”

In addition to doctoral training in psychology, Dr. Marc brings an Eastern flavor to his work. A 
long-time student of multiple martial arts (along the way achieving a black-belt level of expertise 
in Tae Kwon Do), Dr. Marc developed an interest and spent many years studying and practicing 
Buddhist meditation. 

He once spent nine full days living with Buddhist monks in complete silence, studying the mind 
from within and understanding that patterns and habits of the mind are a powerful force of 
nature. Meditation reveals not only how mental patterns are formed but also how they can be 
changed by conscious awareness and insight. Now as an adjunct professor in a graduate 
psychology program, Dr. Marc teaches counselors how to use mindfulness meditation in their 
own lives and in their work with clients.

Other factors also shaped Dr. Marc’s tendency to see patterns from outside the box. A first 
generation American, he grew up speaking Italian before learning English, and he often traveled 
abroad as a child, learning to see his own culture from both the inside and the outside. In high 
school and college, he studied Russian just for the challenge of learning a language that was 
totally foreign and unfamiliar to him.

Seeking challenges and finding an exciting edge to life are important to Dr. Marc. Whether it’s 
riding motorcycles through twisting mountain passes or leaving the grid for a week at a time to 
test his survival skills on back-country backpacking adventures, he likes to bring a little fun and 
adrenaline into every marketing project. “Hell, if it isn’t fun, then why are we doing it?”

After all, that edge is part of what entrepreneurship is all about. Having an idea and being willing 
to invest heart, soul, and dollars to bring a new concept to life and then turn it into a profitable 
enterprise—that’s exciting stuff. So after developing several business ventures of his own, Dr. 
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Marc has dedicated his skills to helping other entrepreneurs and business owners succeed by 
understanding that marketing is a profit center for your business, not an expense. 

“Marketing is what connects your solution to the pain your ideal client, customer, or patient 
experiences, and marketing enables that person to change his or her current pattern and be more 
successful in life through your help. Both marketing and psychology are about understanding the 
pain that motivates a person and then helping that person find the best possible solution to the 
source of that pain.”

Dr. Marc concludes, “Marketing is relationship building. Marketing is problem solving. 
Marketing is about facilitating change. Marketing is a psychological intervention that brings 
profit to your business or practice by making sure people immediately recognize you as the 
expert solution to their current pain or problem.”

Dr. Marc lives with his wife Deb (also a clinical psychologist) and two exceptional cats just 
outside of Philadelphia, PA USA.

Marc was recognized by the National Academy of Best-Selling Authors and Verified as a 
Best Selling Author – Click Here For More Info!

Want to connect with Dr. Marc at LinkedIn? Click Here!

Want To Friend Dr. Marc on Facebook? Click Here!

To see some of Dr. Marc’s Animated Videos for Sir Speedy, Click Here!
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