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"No product will succeed without a buying audience and books are no different. This must read takes use beyond a sales mentality and into a relationship building frontier."
~Amber Scott, #1 Kindle Bestselling author of Irish Moon (Fantasy>Historical)
"Growing Your Audience makes marketing fun. The authors discuss sales concepts with wit and charm and have packed the book with useful information. I immediately began to formulate plans to use the techniques in the book. A must read for authors wanting to learn how to grow an audience!"
~Cassiel Knight, author of Key of Solomon
"Once I finished reading the first few chapters, I was ready to put all of the suggestions into practice. The more I kept reading, the more I felt I was ready to conquer the literary world. The ideas you'll find in this book are very effective and easy to grasp, and I can now see how Ann Charles and Jacquie Rogers have become so successful so quickly."
~George H. Sirois, Author of Excelsior
This book is for all of you who have struggled to answer that frustrating question that haunts all of us authors:
“Who is your audience?”
By the time you finish reading this book, we want you to be able to answer it with confidence.
We also want you to have fun learning all about how to grow your audience, because life is too short to bang your head against the wall every single day when once a week will do just fine.
Go forth and grind the gears in your brain,
Ann Charles and Jacquie Rogers
* * *
Ann Charles and Jacquie Rogers also wrote Nail It! The Secret to Building an Effective Fiction Writers Platform, Level 1: Laying the Foundation. They are co-founders of 1st Turning Point, where authors teach, share, and learn all about promotion and marketing (http://1stTurningPoint.com).
Ann Charles writes romantic mysteries that are splashed with humor. Her current release, Nearly Departed in Deadwood, is the winner of the 2010 Daphne du Maurier Award for Excellence in Mystery/Suspense and the 2011 Romance Writers of America Golden Heart® Award. A member of Sisters in Crime and Romance Writers of America for many moons, Ann has a B.A. in English with an emphasis in creative writing from the University of Washington. When she is not dabbling in fiction, she is penning writing-related articles or standing on her workshop soapbox, sharing what she has learned over the years about the writing craft and self-promotion.
Visit her website:
or her Deadwood Mysteries site:
http://www.anncharles.com/deadwood
Jacquie Rogers is a former software designer, campaign manager, bookkeeper, deli clerk, and cow milker, but always a bookworm. She writes fiction with a touch of whimsy and romance. Her current releases are Much Ado About Marshals, Down Home Ever Lovin’ Mule Blues, a novella, Faery Merry Christmas, and Faery Special Romances (royalties go to the Children’s Tumor Foundation, ending neurofibromatosis through research). Her stories have won the P.E.A.R.L. Award for Best Short Story, and the NOR Award for Best Print Sci-Fi/Fantasy Romance novel. She’s a former Romance Writers of America Golden Heart® Award finalist, and a frequent speaker and workshop instructor, both in person and online.
Visit her website:
or her blog:
http://RomancingTheWest.blogspot.com
For Mary Buckham and Laurie Schnebly Campbell.
You two asked us to create a new workshop on the topic of Audience for an online class at WriterUniv.com (http://www.writeruniv.com).
So we did, and then we took it a step further and wrote a whole dang book about it.
Thanks for the spurring!
Do you need some help pinpointing your audience and finding those smart, savvy readers who want to buy your book? Who need to buy your book? Would you like to start tailoring your marketing and promotion techniques to these soon-to-be-die-hard fans and stop wasting time and money?
Did we just hear a resounding “Yes!” echoing through the stratosphere?
Well, good news! You have just what you need in your hot little hands (or maybe not so little ... or hot — you could be feeling cold and clammy, in which case you may also have fangs).
But before we get started on how to build your own audience full of author groupies, let’s take a moment to talk about what’s going on out there in the publishing world.
The publishing industry is morphing every day, and the internet brings a new dimension to the concept of audience. Together, these changes merge into a vastly different and exciting concept of marketing.
The shotgun approach to finding your audience worked for decades, but this technique becomes more expensive and less viable with each passing month. The bad news: no one will find your readers for you. The good news: you have more options than ever to build your own fan base.
Together, in this fun-filled workbook, we’ll explore these options and send you on your way to building your own tribe of diehard fans.
Before we go any further, take a moment to look in the mirror and jot down some notes about yourself. While you may think this is elementary (my dear Watson), we like to ease into the overwhelming world of promotion and marketing.
Baby Steps:
1. What is your name (or pseudonym)?
2. How many books have you written that you deem publishable?
3. Are you published (and if so, specify how many are e-published, self-published, small press published, or NY published)?
4. How many years have you been writing toward publication?
5. What genre and sub-genre do you write?
6. Who makes up your audience and where/how do you believe you can reach them?
7. What is your website and/or blog link?
8. Why did you buy this workbook? What did you hope to gain?
We keep hearing about what we can’t do in today’s market, but there are a plethora of things we can do.
The first two chapters of this workbook are all about opening new doors.
* Chapter 1: Why Target an Audience?
* Chapter 2: Target Audience — Who Are They?
In the next two chapters, we’ll explore some marketing venues not used by traditional models and some innovative audience-building techniques, then we’ll apply what you learn to finding a pool of potential readers who’d be interested in your books — not just readers of your particular genre, but those who specifically want what you have to offer.
* Chapter 3: Now You Know Who, But Where Are They?
* Chapter 4: Niche Audiences
Chapters 5 and 6 will be a lot of fun. We’ll be using a tried-and-true but underutilized technique, the Six Thinking Hats, to explore uncharted and/or scary possibilities for finding your readers.
* Chapter 5: Edward De Bono’s The Six Thinking Hats (secret: this technique can be used for nearly anything!)
* Chapter 6: You’ve Found Your Readers — Now How Do You Approach Them?
Now that we’ve made an in-depth search for potential readers, we know where they are. But how do we break through to the inner-most cave? The last two chapters of this workbook cover the ins and outs of further developing a relationship with your audience that will keep them coming back for more.
Chapter 7: Building Rapport with Your Audience: How to reach out.
Chapter 8: Keep Them Coming Back For More (WIIFM: What’s In It For Me)
As an added bonus, we have included homework for each chapter to help you gain a deeper understanding of the subject matter covered in the pages. How hard you work on the homework is up to you, but remember something we learned early on in this publishing business — you reap what you sow. The harder you work to succeed, the more successful you will become.
Now that you know what to expect from this workbook, what are you waiting for? Let’s get started growing your audience.
Following is a direct quote from Wikipedia on the definition of Target Audience:
“In marketing and advertising, a target audience, is a specific group of people within the target market at which the marketing message is aimed (Kothler 2001). For example, if a company sells new diet programs for men with heart disease problems (target market) the communication will be aimed at the spouse (target audience), who takes care of the nutrition plan of her husband and child.”
“A target audience can be formed of people of a certain age group, gender, marital status, etc., e.g., teenagers, females, single people, etc. A certain combination of factors, e.g. men aged 20-30 is a common target audience. Other groups, although not the main focus, may also be interested. Discovering the appropriate target market(s) and determining the target audience is one of the most important activities in marketing management (Niewenhuizen et al. 2000).” The biggest mistake entrepreneurs are making “is trying to reach everybody and ending up appealing to no-one.”
Note that last line: “The biggest mistake entrepreneurs are making is trying to reach everybody and ending up appealing to no-one.”
How many times have you heard another author talk about the lack of sales on their newly published book? Usually, if they are with one of the big New York publishers, they don’t talk about this so much because they have no way of tracking sales until the publisher clues them in (a maddening situation all on its own).
Visit: http://www.smashwords.com/books/view/87165 to purchase this book to continue reading. Show the author you appreciate their work!