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The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratch.

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world’s
first, and best guide to starting your own highly successful

home publishing empire.
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First on the Beach The Home Publishing Workshop
Comments received from delegates
Excellent ... it confirmed beyond doubt that the Home Publishing route is where I want to be. Wow,
what a day Friday 26th February was. - Chris B.
A new career for the future and one I feel I will get enormous pleasure and satisfaction from.- Bill H.
Delivered as promised a step by step guide to a cannot fail project.  - Brian C.
Such was the huge content of the seminar it could easily have been held over 2 days, otherwise it was
excellent. - Steve F.
Thank you so much for the seminar on Friday. It was invaluable. - Jon F.
… a great deal of vital information has been imparted - I like it.   - Martin J.
It has given me lots of ideas on projects. I have also received step by step instructions on how to do it.
Most importantly, ongoing support.  - Surin. K.
It provided a blueprint for my future activities.. your Project Analyser is priceless. Brian W.
The workshop lived up to my expectations … covered all. - David M.
The discussion right at the end doubled the value.  I give it 10+ out of 10. - Tony C.

The Home Publishing Workshop is held once a month for 15 people only. For more information and
an application form please write to the European Hub address on page 46.

R U First on the
beach ?
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INTRODUCTION

The world's
greatest business

Whatever job, profession, or work you are
currently doing, stop doing it and read this.

“What can you say about a business that lets you get up at the
crack of noon, and wander downstairs through heavy traffic to a
kitchen that is more expensive than some people’s houses. You
then take your laptop and a coffee into an acre of manicured
garden, sit down at a picnic table and watch squirrels. Finally you
decide you’ve had enough and go inside for brunch knowing
you’ve made more money in your sleep than many do in a month. I
ask you: How close to heaven do you want to get without dying?”

- Philip Gosling, The Home Publishing Workshop

The Home Publishing Revolution
s I write it is Tuesday afternoon. This morning
millions of wage earners and professionals got up at

least a couple of hours before I did, squeezed into their cars and
headed off for the Motorways, Interstates and Autobahns of the
world.  While they took part in a re-enactment of D Day on a scale
surpassing Mr Spielberg's finest epic, I wandered downstairs to a
designer kitchen and made myself a quiet cup of coffee. Time
difference permitting, as New Yorkers argued with cab drivers
and as Londoners spent two hours crossing three miles of their
city, I took my coffee and a laptop computer and wandered off
through the garden to my picnic table.  This is my office.

No, sorry, that's not quite true.  My real office has been
specially designed with two fitted desks, rows of custom built

A
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filing cabinets, two computers and four telephone lines, two of
which are digital.  I only use my home office on a rainy day and
like to spend as much time as possible at the picnic table watching
squirrels jumping about my feet.

While others carry on professions that they don't realise
are probably doomed, or working for a boss they can't stand, or
while high rollers think they’re on top of the world working 100
hours a week jet-setting across the world and generally being kept
away from what they’d really like to do, I AM doing what they
would really like to do which is sit in a luxury home in the
countryside tapping away on a computer making serious money.
Indeed I bought my house off one of these guys after he had to
move his entire family all the way to London. He’d only just
moved from Hamburg. Such is the life of the high flying exec.
Would I swap? I think not.

But here’s the good bit. The guy I bought the house from
is a doctor. He is also an executive of one of the top 500
corporations in the world. How long did it take him to get to this
level? I reckon a minimum of about twenty years, plus five to get
his doctorate. And how long did it take a Wally like me to buy his
house? About 14 years BUT if I had to start again now, having
learned great lessons during those years, and with the wealth of
cheap technology at my fingertips, I think I’d do it in less than
five, possibly only one. So could you.

How you can do it too
This is not a difficult job at all. In fact it’s far easier

than any job I’ve ever been paid to do as an employee. If I said
everyone could do it that would be a lie. Some people have no
interest in the subject or are mentally unsuited in some way. What
I do sincerely believe, however, is that Joe Average could
certainly do it and that anyone who is good at his job, or at a
higher management level, or is prepared to do just a little thinking,
could do it equally well if not better.

You don’t even need to be a writer. I failed one of my
English exams as a boy and vowed I’d never write another essay
again – mind you, that was before I started being paid for it!
Actually, the first thing you’ll learn about home publishing is that
being a writer is the last thing you want to be! You’ll see why
later.
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Another thing you don’t want to do is to start a business.
By that I mean a conventional business.

During the last twenty years I have started three
companies.  I did this for the same reasons chosen by others:
freedom, the joy of working for myself, and money in the bank.
Only it didn't quite turn out that way.  It rarely does.

What actually happens when you start your own business
is that you end up doing six jobs – but only get paid for one.
Instead of being a good mechanic and getting paid to be a
mechanic, you end up owning a garage and being the boss, the
book keeper, the tax collector, the marketing director, financial
director and what you did before - being a mechanic.  Six jobs for
the price of one.

My last company had a turnover of millions but I soon
discovered that I was working only 5 days for myself. The rest of
the year I worked for the government, the bank, the staff, and the
rental on the offices.  When I realised that the bank was earning
more than I was I decided it was time to change.

With each new business I started, I eliminated some
aspect of the old business I didn’t like. Finally, and unexpectedly,
the guy with no writing talent ends up in a career that was never
envisaged and which eliminated not just a few of the problems of
conventional business – it wiped out the lot.

• No more worrying all through Christmas because my
biggest customer hadn’t paid his bills.

• No more going on camping holidays while my sales
assistant went to Hawaii.

• No more lies – telling people I’d pay their invoices
when I had nothing in the bank.

• All these problems gone – virtually overnight.
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What other business can do this ?
Home publishing is rather different.  The bank charges I

pay amount to a pittance, often made up by the interest on the
deposit account.  I didn't need a loan or any kind of overdraft to
start up.  I don't pay any rent.  I only have one member of staff
instead of thirty.  I have no production costs, no cash flow
problems and even though I only turn over a quarter of the sales in
my previous company I take home ten times the income.

Furthermore, I am entirely unqualified, know very little
about computers or the internet - and don't particularly want to.
Yet if anything goes wrong I have no worries about starting again
because everything I do is in my head. All I need is a computer
and a room.

I'm currently living a lifestyle that prior to 1985 was
almost impossible to conceive, let alone do.  It is a lifestyle that
others envy.  My neighbours think I'm a secret lottery winner and
my friends keep asking me how I do it.  So I tell them, but they
don't believe it.  Very few people do.

I find this particularly sad because I know that a huge
number of people could do it as well.  Probably even better than I
could and certainly without having to go through all the mistakes
and disasters I met with before finally striking gold. You could
achieve a level of success far higher than mine and possibly
higher than many of my colleagues, some of whom are serious
millionaires. Indeed the fastest 0-1 million I ever saw took only
six months from scratch, and he was a home publisher. You see,
for you the time is ripe. I started too early.

The Winter of Discontent
For you the time is ripe. Everything – absolutely

everything is in place for you to make a great living in this
business. In fact you have a double advantage over me because
not only are the systems for success in place, the experience of
how to do it properly is there also. I had to learn from scratch and
that cost time and money. Serious money.

Let me give you an example.
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In 1980 I wrote my first manual about car alarms.
Knowing what I know now it was doomed from the start but it
looked like a good idea at the time (don’t they all). I reckoned that
my market was huge, which it was, and I would make my first
fortune.

Home computers weren’t readily available to me until
about  1985 when I bought my first CPM machine, so I banged
out my book using a Remmington typewriter that was so old the
number keys were in Latin. I couldn’t use a photocopier because
in those days the paper was chemically treated and stank to high
heaven. I once did a long copying run in a small closed room and
nearly passed out from the chemicals. I had no choice but to go to
a commercial printer.

The artwork and preparation for a small print run often
costs more than the run itself which is why the more copies you
print, the cheaper each copy becomes. I forked out over half my
savings just to get some books printed. I had no money left for
marketing and walked around the
local multi-storey car park placing
1000 leaflets on parked cars. I
expected a 50% response. I got one.
Not one per cent – one response.

The next story sounds like
the Ark but it was only eleven years
ago.

I had learned some sense
concerning advertising by this time
but getting a book printed was still a
problem. Like today, I needed some
stock before magazines would
accept an advert. (You have to send
in a copy of what you are offering.)

Laser printers were
available but cost ridiculous
amounts of money. However, a new
company that had just started was
offering a typesetting service using
state of the art computer systems.
They could produce camera-ready
artwork for a very reasonable cost.

This is a tangent box. I use it to go
wondering off on tangents – ideas
that run parallel to the ideas in
the main text, but kept separate so
as not to break up the flow. Get
back to these when it’s convenient
to do so.

Most people are still locked in to
what Robert Allen calls old age
thinking. They are still basically
living the kind of lives that their
fathers lead before them.
Working for others.  Driving to
work.  Half-hoping that they
have job security and promotion
prospects that keep pace with
inflation. They are locked in the
Monkey Trap.

Indonesian tribesmen catch
monkeys by using a hollowed
out coconut shell.  The hole in
the shell is made large enough
for a monkey to reach in to grab
some nuts the tribesman has
left inside.  In grabbing the nuts
the monkey makes a fist which
is too large to extract from the
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Now, I want you to
imagine writing a whole book,
some 200,000 words, using
special codes to represent things
like which font to use, its size,
attributes and the placement of
each paragraph. The title of this
course would be written
something like this:

<c><tnr><b><48>The
Home Publishing
Revolution<r><jl><12><-b>

This was produced as a
floppy disk and posted to the
company or downloaded using
an early email system that looked
like Prestel. It was only when
you got the copy back again that
you realised you’d missed off a
code somewhere and half of the
copy was in a different font! As a
result this book only cost a small
fortune to print instead of a
king’s ransom but somehow still
made a profit.

This was the winter of home publishing. Costs were
horrendous. A novice would be drained by printing costs and
screwed by advertising sales-people until only the most stubborn
were left to fight on. I was stubborn.

Most current publishers are still in this situation if not
worse. Even though computer and printer technology has
eliminated most of the printing problems, the mindset hasn’t
changed. Often home publishers, even good ones, blunder along
trying to make 1980’s thinking work in the 21st Century. The
consequence is too much work followed by  mediocre results. This
happens so frequently that the person accepts this to be the lot of
home publishing, and those, like yours truly, are assumed to be
either lucky, bent, or have god-like talent.

Wrong. Utterly wrong. In the whole, lamentable history
of wrongness, nothing could be more wrong.

shell.  Using a rope the Islander
reels in the monkey like a fish.
Despite the fact that the
monkey merely has to let go of
the thing that is dragging him
into captivity he will not do so.
Most people are in the monkey
trap of jobs and monthly wages
which is why most people don't
become millionaires.

Studies of millionaires and
successful people have
revealed that they often start
from very poor or impoverished
backgrounds.  Having nothing
to lose the only way to go is up.

And yet it is quite possible to
start a pleasant part-time
business that is a truly 21st
Century - do what you want at
home lifestyle kind of business.
It’s a career you could start for
very little money in such a way
that you do not have to leave
your current position but only do
so when the income from your
new profession makes it a
common-sense decision. That’s
Home Publishing.
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Winter … made glorious summer
Now this is how modern technology and experience have

made this business so brilliant that there is no other star in the
commercial heavens to even match its potential.

I usually start with no idea of what to write and I couldn’t
care less because that’s the easy bit. I think about something else
entirely. After a bit of reading and about an hour of research I get
an idea. Then I sit down and ask myself “Would this work?”

Now, if I were an average home publisher I would make
a guess by phoning a few friends and asking for their opinion. Of
course this is no use whatsoever; they’re not buying it! If I were a
better home publisher I would spend money on a test mailing to
see what the real response is - but I would still have to write a
whole book first. This is a serious drag – writing a zillion words
only to find out it’s a bummer. No. There is an easier way.

I dig out a special piece of paper with a graph on it.
Without spending any money whatsoever, or writing a word, I
calculate how successful this is going to be, and if it doesn’t score
grade A’s on my list I go for a beer because I’ve saved money. If
it does, I have a beer to celebrate because I’ve made money. Nice
system!

Later on I make a few telephone calls just to confirm my
findings and after that I will make the decision to run with this
project or not.

While ninety percent of the working population work,
I’m sat at a picnic table with an orange juice and a laptop. I write
some copy and make arrangements for selling it knowing that this
project is a best seller before a word is written.

To be fair I usually write myself unless the topic is very
technical in which case I get someone else to do it. (Don’t be silly,
of course I don’t pay them!) When complete, I get my secretary to
prepare some copies in bound covers at hardly any cost at all and
they look good enough to sell at thirty times this or more
depending on the subject. I specialise in projects that have an
average mark up of about thirty times cost – that’s 900 per cent by
the way. Compare that with an average business mark-up of about
50 per cent – if they’re lucky.
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No more floppy disks or printing out laser master copies.
When the project is fully underway I use the computer to zap the
fully completed, typeset project down the telephone line to my
commercial printer who will print as many copies as I want.
Alternatively, there are ways in which I can sell thousands of extra
copies without any printing or hard copy whatsoever using the
Internet. Making money selling a product is very easy when you
don’t have to pay for any raw materials or advertising! However,
to be honest, most sales do require hard copy.

If, perchance, the Shakespearean slings and arrows of
outrageous fortune dog this project, it will have cost me very little,
and I simply move on to the next project. Just one successful
project can set up my income for the next three years. I will have
several going at any one time and literally hundreds in reserve.

It is serious fun, very straightforward, incredibly
profitable and almost impossible to get wrong if you do it
properly. Like a toolbox that’s been built up over time, the knack
has taken me years to learn at a cost I dare not even guess at. I
currently spend several thousand a year just keeping up to date
with what’s new and THAT is the true secret. Keeping ahead of
the pack.

This is so easy it�’s laughable. Most businesses are 10
years behind the rest of the world, and as for the average home
businessperson … Hmm! What this means is that anyone taking
the time to get up to speed and learn new developments is not only
ahead of the pack, they are in a different race.

Most people are completely unaware of how simple this
business is to operate and run. Many existing publishers are still
using techniques that have been superseded by new technology
and new markets.

Because their attempts at publishing have produced
lacklustre incomes, they haven’t had the resources to spend money
on ongoing education. This produces a vicious circle of low
profits – no investment – even lower profits, and so on.

Yet it is quite possible to start a home publishing
business that can give you first year’s profits of over 50K, be in
profit from the start – and you’ll know whether your project is a
winner before you even touch a keyboard. Now THAT’s a
business!
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The Technology Breakthrough
I mentioned before that it took me many years to reach

where I am now, and that this process will be a lot easier for you. I
also said that the time is ripe. It certainly is!

You have at your command things that weren’t even
dreamt of when I first started. You have incredible computing
power at your fingertips. Each year new computers are launched
that are over double the power of previous versions, are easier to
use and in real terms are crashing in price. You also have the
awesome power of the Internet and World Wide Web which can
enable you to reach a multi-million audience for virtually nothing.

If you are reading this from the HPA website then
consider what is happening, and I will show you later how you
can do this too.

What you are now doing is reading a file – in glorious
Technicolor and Panavision, that has not cost me a penny in paper
and ink. It’s just words and graphics. I haven’t messed about with
HTML files or Java or anything technical. Like I say, I’m not a
techie. I just did it using Microsoft Word like several hundred
million others do every day. My techie does these bits and pieces
for me. So saying, there is absolutely nothing stopping me
learning how to do it myself – it’s just not my thing. I like writing.

So, I have managed to put the first book in the series on
the Net for free, so that anyone in the entire English speaking
world can search for it and download it at their own expense (also
minimal). Apart from setting it up, this has cost me nothing at all.

Later on when you, like me, realise that Home Publishing
is a) the best business on the entire planet; b) The only business on
the entire planet worth doing, then you can have a copy of the rest
of the books in front of you in minutes irrespective of where you
live in the world. Your credit card details are securely processed
by autoresponder, you are emailed the security code number to
access the rest of the file by return. While mail-order companies
prattle on with “please allow 28 days for delivery” you can have
the information in 28 seconds while the “take it to bed” hard copy
version is on its way to you by courier.
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You don’t have to write a whole book to do this. You can
do a newsletter that people pay for but which costs you nothing to
ship. For example, when you subscribe you will automatically be
a member of the Home Publishers Association which produces a
monthly newsletter. If you lived in Las Vegas you’d have to wait
until the Grand Canyon filled up before snail-mail delivered it to
you whereas you can access the website each month and
download it in seconds.

This is just a trivial example at what you can do too. You
can create an information product, sell it and deliver it at no cost
whatsoever. Big Bill Myers in Arkansas started with newsletters
and now devotes his time to
software products – stuff to help
people using the www. You can
download purchases directly from
his site. Not a floppy disk in sight.

You won’t appreciate this
until you’ve spent fifty or sixty
thousand a year trying to use direct
mail, and about the same in
shipping and printing costs. You
can now start a website sales
programme for a few hundred and
shipping is free and instantaneous.
Your customers search for you!
This isn’t brilliant – it’s mind
boggling. I will show you exactly
how it’s done. There are guys making millions from specialist,
member-only Websites, and I’m not talking sex here.

The Power of 21st Century Home Publishing
You may have gathered by now that I like home

publishing.

Please throw away any pre-conceived notions you have
of home publishing.  They are probably completely wrong.

Home publishing is remarkably easy.  I failed an English
exam in my youth and had to re-take it, so writing isn't a big deal.
Home publishing has become linked to the business opportunity

I always send hard copy as
standard and offer a cheaper
rate for downloads only. This
is because the download
version needs to have a
reasonable file size otherwise
it will take all night to
download it. If you are now
reading the download version
you will see it’s mainly text
and covers about 34 pages.
The hard copy version
contains extra information
making it about 60 readable
pages in length, including
graphics. What you ARE
getting on a download is
colour. The hardcopy is high
quality monotone.
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market, or Bizops as I call them, but the home publishing that I do
has nothing whatsoever to do with the devious world of Bizop con
tricks. Home Publishing is not a Bizop. Home Publishing is a
career.

Indeed I hesitate to use the term home publishing.
Modern computer technology has made it possible to do this
anywhere.  All you need is a telephone line and someone to
deliver your mail.  A Scottish Crofter or an Iowa Farmer could do
it.  It is publishing that you can do anywhere.

Home publishing consists of preparing an information
product, usually on computer but sometimes using other tools
such as videos.  The information products you create are produced
directly by yourself or are created for you by others.  Either way,
you retain the copyright so that you have exclusive rights to sell
the product.

I can already hear the
panic setting in.  Oh my God -
he wants me to create my own
product! Calm yourself.  It's
easy.  Indeed it's very easy.
Your decision is not, what shall
I produce, but, what shall I pick
and choose from the huge
variety of projects available -
projects that are so good you
often do not need to do any
selling whatsoever, you merely
tell people where to get the
product and they come to you.

Indeed many home
publishers don't regard this as
work at all.  Its fun. In some
cases just a hobby.

Business Opportunities

Before you find fifteen reasons
why home publishing works for
others but not for you, consider
your options.
The only way to really improve
your position is to get away
from having a JOB, which of
course stands for Just Over
Broke.
This leaves you with creating
your own conventional business
or buying into a Bizop such as
Amway.
The average employee is totally
unqualified to run a
conventional business. His/her
chances are a 90% failure rate
in the first year, rising to a 97%
failure rate by year three. By
year five most first-time start
ups are out of business and
back in JOB.
Most sensible people realise
this and get hooked on Bizops.
Let me tell you something about
Bizops and I speak with some
considerable authority here.
In 1993 I was invited by a team
of successful entrepreneurs to
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Why first-timers fail

Have you ever tried
home publishing before?  Let
me guess, it didn't work out did
it?  Nearly every attempt by a
newcomer to start home
publishing fails miserably.
There are two reasons for this.

Re-inventing the wheel

I've looked at the
market very carefully and
surfed the net looking for
information on how to set up
home publishing and found
very little.  What I have found
covers specific areas such as
Newsletters.  Until now there
has been no information on
how to create a home
publishing business that covers
all areas of home publishing.

Currently there isn’t
even a basic information source
covering things like the best
techniques to use, avoiding
known disasters, or even how
to set up a simple publishing
business.

There is no central
resource area (club, institute,
association or similar) whose
primary purpose is to educate,
advise and help budding and
established home publishers to
create or improve their own business.

As a result I am establishing a major Website at
www.homepublish.com to provide ongoing information, advice
and ideas as this business develops into the 21st century. This will

create a newsletter to run
alongside a publication they had
produced called Winners. It was
very good. Indeed I was so
impressed I bought the
company (to quote Mr
Remmington!) The Newsletter
was solely designed to
investigate and write about
Bizops. The group bought in
580 Bizops, even tested them
on occasion, to see exactly how
good they were.
To cut a very long story short I
was in the unique position of
being able to spend six years
investigating Bizops, talking to
other Bizop magazine editors
and participants in the plans
themselves.
Here’s the bottom line. In all
those years do you know how
many Bizops I would
recommend to my friends? Not
one. Not a single, solitary, one.
Not even half of one. I can list
the number of people who
made any real money on a
bizop on one hand. The list of
losers would fill the telephone
directory of a major city. I have
never seen such a scam-filled
heap of utter garbage in all of
my life. I got out of it at the point
where I could no longer give
people any better advice than to
not touch any bizop, not even if
your life depended on it. Others,
I know disagree. Others, I
venture to suggest who are in it
and have vested interests,
rather than observing it as I did.
If you want to die a slow,
humiliating commercial death,
then go for a Bizop every time.
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be under the umbrella of a new international organisation
specifically set up to provide advice – The Home Publishers
Association. More on this later.

Without access to experience and professional advice
most starters make the same mistakes over and over again.
Imagine the lunacy of not being able to take on board the
experience and progression of others. Imagine what the modern
car would look like if every time you designed a new version you
had to start from square one – the horse and carriage. How can
anyone make a career, or have success in an area in which NO
previous experience or knowledge is available except, from
people who are more interested in making a quick buck at your
expense. No wonder so many fall at the first hurdle.

Biz Opp Blinkers

Speaking of people
making a quick buck at your
expense brings me to the second
reason for home publishing
failure. Business Opportunity
Plans.

Have a look in my
tangent boxes for what I think
about business opportunity plans.
Even Amway, that most trusted
Fortune 500 company and
possibly the best network
marketing example in the world,
has web-site after web-site
devoted to angry, disillusioned
distributors who are making
serious allegations concerning its
honesty and worth.

Once someone has been
sucked into Bizop mentality they
cannot see outside of it and try to
create books and manuals that fit
into ideas they learned in the
Bizop world. They become
locked into Direct Mail because
there are so many Bizop books

Joe Verses Bill
The chances of a complete
newcomer making a success in
this business are vastly higher
than someone who has become
involved in bizops. This is
because he or she has no
preconceptions. The biggest
thing that will drag you down
into a lifetime of permanent
mediocrity is the Bizop mentality
which is best demonstrated by
example.
Suppose I know told you (as I
will later on) that there is an
excellent business just waiting
to be tapped. It involves, say,
making an audio tape for
Widget Fanciers that can be
sold by classified ads in the
Widget Fanciers Monthly. It
involves interviewing several
Widget experts.
I give this idea to two people –
Joe Average who just wants to
succeed in this business and
has no preconceived opinions,
and Bill Bizop.
Joe goes ahead and emails me
every now and again asking
sensible questions like “do you
think this ad is OK”.
Bill does nothing at all. Bill
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called “How to get rich in mail
order” or something similar.
They stop thinking. They expect
turn-key plans that have been
thought out for them. They get to
the stage where they cannot even
write a simple letter. They must
have a pre-written example to
copy. Above all they are locked
into Post Box mentality – the
need to run a business that
doesn’t involve speaking to
anyone.

Running with the best
Bizop in the world is the same as
opening a McDonalds franchise
in the same street as 500 other
McDonald franchisees, all
running the same advertising,
offering the same products at the
same prices. It’s lunacy. Built in
competition.

With Home Publishing
you can set up in the same street
selling indigestion tablets. You’ll
be the only one in the area.
You’ll have thousands of clients, very little in the way of set up
costs, no need to do any serious advertising because the street is
drawing them in like flies around a honey pot and you can charge
what you like. Which would you rather have? If it’s McDonald’s
then I’d stick with your day-job!

Home Publishing

I have no doubts left in my mind that a diligent person,
armed with the correct techniques for starting a home publishing
project or enterprise can create for themselves a project or series
of projects using only a desktop computer than can produce an
immediate income if not a long and rewarding career.

I came to this conclusion completely by accident. It was
not my intention to be a home publisher. Indeed my early failures
compounded the idea that writing is for writers. Wrong.

wants ME to create the audio
tape, then he wants ME to
create a classified ad for him
and then he wants ME to
suggest – with full address and
contact details – which
magazines to put it in.
While Joe goes ahead and
makes thirty grand (I have
recently spoken to a man who
has done exactly this), Bill is still
emailing me asking questions
like “what wording should I use
in this letter?”
Of course there is a double
whammy here. Joe has created
his own product and is raking in
all the money. If I give the full
business to Bill then I am also
going to give it the next man,
and the one after that until
every man and his dog has the
tapes and they are all putting
the same ad in Widget Fanciers
Monthly with the obvious result.
PLEASE, please, please get out
of Bizop mentality. If you take
just a little time to learn how to
swim, you will never need to
clamber aboard someone else’s
overloaded raft ever again.



Page 18

Walking the Talk
I have owned several companies, all self-started and with

millions in turnover. In each case I looked very carefully at those
areas within the company that caused me grief. Good examples
are cash-flow, credit, customer spread – even having to get on
with obnoxious customers. Only when you have lain awake in the
early hours worrying over these things can you appreciate the
need to remove these festering sores from your life forever.

With each new company I started I eliminated one or two
of these ulcers. It was as much a surprise to me to realise that
sitting at home with a PC could produce more income, more
pleasurably, than running a multi-million pound traditional
business.

I started Home Publishing in 1974 and having
experienced complete failure I restarted in 1976,77,78,79. By
1980 I was no longer reinventing the wheel. By 1980 my little
publishing efforts were giving forth fruit. I eventually went full
time and by 1996 I thought there was nothing left to conquer. My
total turnover in self-published and ghost-written books and
newsletters currently runs into several millions.

 Then fate re-wrote the rule book with the Internet and
computers that totally eliminated 99% of all previous problems. It
seemed to me that the last link was in place. Not only could I strut
my stuff at home, I could do it world-wide.

There is only one qualification in home publishing and
that is the same in all business. The only qualification is the
bottom line in the bank. Home publishing has put my kids through
private school, bought a lovely home and any car I want. But the
greatest assets are the freedom to do as I please and the
knowledge that everything is in my head, not in bricks, mortar or
machinery. I’ve walked the talk. All I need to restart is a PC and
experience that no-one can take away.

I want to share this experience with you right now.
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Eleven Unique Reasons to learn about Home
Publishing

WHAT CAN YOU SAY ABOUT A BUSINESS
WITH THESE ADVANTAGES...

1. MARGINS.
An average company makes 10-20% profit after costs

and before tax. Some operate at only five. Big turnover, low profit
margin businesses are typical “treadmill” businesses. The Devil
himself couldn’t have devised a better way to drain your soul than
this sort of enterprise.

By contrast, Home Publishing often has profit margins of
50%  NET, sometimes 80%. Internet versions can be almost 100%
pure profit. This is a low turnover, high profit enterprise. This
means freedom, time and money to spend.

2. LOW SET UP COSTS.
Disregard Computer equipment. This sort of equipment is

being sold by the million every day to people who have no idea
about Home Publishing. I used to consider it a cost. Now it is no
more a cost than buying a new kitchen table to put it on.

You can have a fully set up business for less than the cost
of a small video recorder! Indeed some of the projects you will
read about later can be set up for nothing at all because the cash-
flow is so good it finances the whole thing for you. Compare this
price with a cost of nearly eighty thousand for opening a shop or
store, most of which you have to borrow from a bank with your
home as security on the loan. Indeed it is about half the cost of
one direct mail shot - the kind that most Bizops have you do.

3. EASY
No formal qualifications required, no experience, no real

skills.
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4. PREMISES
My last business cost me fifty thousand a year just for the

building I sat in. That meant I had to turn over nearly ten times
that in sales just to get back to square one. Heaven knows how
long a franchise fee takes to recover. Now my only costs are
heating and electricity.

5. EMPLOYEES
Oh dear, oh dear, oh deary me. Employees are serious

costs – the major cost in all businesses as it happens which is why
employees are the first to see the door when times are bad. In the
US there are serious legal implications. Bosses of big corporations
are leaving to become consultants to their own businesses. They
don’t need the pain of a lawsuit from someone with a degree in
Political Correctness and honours in Compensation Procedures.

In Europe the boom in socialist governments has created
a situation where it is now impossible to fire someone even for
theft of company property unless you give them three written
warnings not to steal your property and get them to sign a contract
to this effect! In Home Publishing you only take on a secretary or
a part time packer if you want one.

6. IT�’S YOURS
You create your own product in your own market. All

other business opportunity plans
involve everybody selling the
same thing in the same
marketplace. Yet there are
thousands of areas in which a
Home Publisher who has been
freed to think can create simple,
valuable projects that people will
want to buy. Each one is your
creation in your market and often
you will have no competition
whatsoever.

7. NO COMPETITION.
Competition in this area

is almost impossible because you
will design your product to be
unique from the outset. Even if
you didn’t, a good market will buy
your product because it is good,
not because it’s unique. Every

Competition

Don’t let anyone tell you that
competition is good for you –
that here is your opportunity for
excellence or other such
nonsense from the pseudo-
world of management
consultants.

Competition is only good for
customers, not for businesses.
For you, competition means
hard work, low profits, even
bankruptcy.

With Home Publishing you can
select a unique product off the
shelf and charge the highest
price you think you can get
away with. Indeed the higher
the price – the more you can
actually sell! Watch this space.
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supermarket or clothing shop has competition from others, yet
people still buy. In extreme cases just move on to a new project.

8. NO PRODUCTION COSTS.
One of the most fantastic elements to Home Publishing is

that your production costs are zero. Your time is the only cost you
have.

In a manufacturing industry you would have to spend
millions just tooling up for a new production line. As a result it
takes years of creative accountancy before you have truly broken
even, never mind made a profit. In Home Publishing, if the market
changes, or if you spot a hot topic – just sit down and create it for
zero cost.

9. RECESSIONS
Not possible. Because you can create new projects from

nothing other than a little research it means you can cater your
product to the needs and income level of the market. You have a
multi-product base that is limitless. Hollywood made a fortune
during the Depression because no matter how poor or depressed
people are, they will still pay for what they want, often before
paying for what they need. Arguably this trait is why they are poor
in the first place!

10. CASHFLOW
Did you know that cashflow kills more businesses stone

dead than the absence of profit? I have seen profitable businesses
die overnight because what was on their order books did not
translate into hard cash fast enough. Cashflow is the HIV Positive
of business followed closely by its bedfellow – Credit.

Giving out credit is standard in conventional businesses.
It is also standard practice to delay paying your creditors for as
long as possible. The only time that credit ever works in your
favour is if you have what is called positive cashflow. That means
your customers pay you faster than you have to pay your
suppliers. A fine example is supermarkets. In 1978 a major
supermarket chain told its accounts department not to pay any
supplier for another thirty days. In that time, so much cash flowed
over the counters into the company that they used it to build
another store without the need to borrow from any bank. Above
all else, you need to start a business with positive cashflow and
that means a retail business.
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In Home Publishing people pay you first because you are
a retail business. You don’t give credit and as a result you don’t
get many bad debts. You are in the area where you can pay your
suppliers quickly, perhaps even before delivery. Some would
argue that this policy throws away a free banking system, and so it
does. On the other hand I can get better prices and discounts, and
if I want something delivered today, I get it today – pronto!
Money talks.

11. CLIENT BASE.
One of my friends runs a one-client company. Admittedly

this client is bigger than Cable & Wireless but if anything should
happen to that corporation like a change of ownership, or policy,
or even a change of management, then my friend is on skid row.
He is now increasing his client base but the principle is this: It is
better to spread your risk over many clients. That way, losing one
or two will do little to affect your income.

Home Publishing is perfect for protection. It is very
unlikely for you to lose all your clients in one go.

Actually, there is another little area that’s worth a
mention.

It’s not much really, just a trifle. It almost seems trite
even to mention it but I will give it a quiet little mention anyway

Just a little mention you understand,

No big deal or anything ….
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MONEY!
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Income Levels
For those who can adapt, like home publishers, the

rewards are ready and waiting.

Currently the most successful man I know in this
business makes 60K �– a month! He runs a financial  information
service for companies and charges about two hundred a month to
a client base of about 300 companies. The laugh is that any of
these companies could do the research themselves – but they don't
have the time. It is cost effective to let him do it for them. Apart
from his own research time the cost of producing the actual
written material is minimal. Nearly all of this income is net profit.

The fastest 0-1Million I can remember in the case of a
hard copy publication was six months, for the Government
Auction Guide. I can name at least five self-made millionaires in
this business. The top 200 highest paid people in the world are in
one of two businesses – Software and Publishing.

In the world of the Internet the guy that made four
million in one year did quite well and PC Flowers made six
million a year not selling flowers but acting as a broker,
redirecting orders taken over the net to the florists concerned. In
1994 Laurence Canter and Martha Siegal made US$100,000 in a
week offering information on the US Lottery.

But enough of this banter, I'm not in the business of using
superlatives to promote products, that's Bizop talk. All I can say to
you is that at the top end, with just a bit of luck, the income is,
shall we say, high enough for everything you'll ever need.

As for me I'm just a cruiser. These telephone numbers
just spell hard work to me and that's not my thing. My thing is
lifestyle – the ability to earn as much as you want or need but have
the time off to enjoy things, like driving an XKE-Type!

So where are you in all this? Okay. By the time you
finish this course you will have the blueprint for producing a
number of projects. Some of them will be profitable newsletters,
others will be one-off projects like manuals. Either way I would
expect to make around thirty grand in the first year.
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A decent newsletter project can make enough money in
its first month to pay for all the printing and postage costs and
leave you with a thousand or so net profit. An Internet project can
take off overnight. I think any diligent person, particularly armed
with HPA back-up should make a far higher profit in their first
year than any Bizop or conventional business. How high you go
simply depends on your determination and how far away from
Bizop mentality you are.

What other business can you think of that can be
started for a pittance, be in profit almost from day one,
can produce thirty thousand profit in your first year and
six figure numbers thereafter with NO cash flow
problems, NO production costs and a product that you
can easily tailor to meet all the needs of your market?
This is impossible with any other business.

Home Publishing defined
I use a slightly different definition of Home Publishing to

others who often call it Self-Publishing. Let me explain.

Self Publishing is to market projects that you have
written yourself. My definition of Home Publishing is to market
projects over which you have exclusive rights or copyright i.e. you
don't necessarily have to write it. Others can write for you but you
retain the exclusive rights to sell it.

It is this exclusivity that marks the difference between the
definition of Home Publishing I use in this course, to those
definitions that encompass the sale of projects produced by others
and are mass marketed as sell-on Home Publishing plans. There is
nothing stopping you having sell-on plans just don't do it as your
main business. These are best used as back-end products: add-ons
to your main line of business. I'll discuss these later.
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The rules have changed
We now live in a new age. In this age your future

success does not depend on your intelligence, or skill, or hard
work, or luck, or educational background or social status.

The secret of your future success lies entirely in your
ability to adapt to change.

If you only take this information away with you today
then please regard it as the piece of pure gold that it is. Everything
is changing, and only those who develop the ability to cope with
change will win.

The United Kingdom has the greatest population density
in Europe. You would have to take Illinois, Pennsylvania,
Massachusetts, Minnesota, Michigan, Colorado, the yellow rose
of Texas and cram the lot into Iowa to get the same population
density per square mile as in the UK. This means that
demographic trends in the UK are quite a good indicator of what
will soon happen in other countries.

I recently read a report concerning these trends. The
biggest trend is wealthy people moving away from city areas to
far flung parts (insofar as anything is "far flung" in the UK!) and
live in security patrolled enclaves, like Disney Villages,
containing everything they need including schools and medical
centres. The same trend indicates an increasing divide between
rich and poor. While the rich reside in custom-designed villages in
the quiet of the Scottish Highlands, the poor are rioting and
looting in the streets of inner cities.

The country that led the Industrial revolution of the 19th
century now has hardly any industry of its own. The rest of
Europe and finally the United States will soon follow as Third
World economies provide cheap labour, cheap factories and
almost no environmental restrictions or regulations. The super-
rich are leaving to buy their own islands and avoid increasing tax
demands from corrupt and incompetent politicians on a gravy
train paid for by public money (c.f. the sickening picture of
Jacques Santer hanging on grimly to power and money while the
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entire EC Commission resigned around him in 1999 amidst
allegations of corruption and gross mismanagement.)

The loss of industry means that workers in the UK have
been not only thrown out of work, but thrown out of whole
industries. They have become as obsolete as gas-lamp lighters. In
the United States the situation is slightly better because workers
have never had the benefits bestowed on them by socialist
European governments. But work in the US is hard, and the rich-
poor divide is ever increasing.

With the decline of industry, and the manual jobs within
them, workers in these countries have no choice but to adapt to
new cottage industry (home) businesses fuelled by information
technology. This is why Home Publishing is one of the fastest and
best businesses to be in at this time.

Adapting is easy
It is easy to adapt to changing conditions. As humans we

are designed to adapt. If we didn't we'd still be swinging in trees!

The first thing you need to do is to bring a policy of
continuous education into your life. This means keeping up to
date with the news, new trends and information technology such
as the World Wide Web.

Think -What is changing? How do I deal with it? (As
distinct from "My God it's all changed - now what the hell do I
do?) This makes education essential. This will cost �– but it will
cost you a lot more if you don't pay the price.

Brian Tracy was once asked how to justify the training of
staff when all they'd do afterwards was leave. He replied by
saying "What if you don't train them – and they stay?"

*  *  *
Success is nothing more than a few simple disciplines, practised every day,

while failure is simply a few errors of judgement, repeated every day.
It is the accumulative weight of our disciplines and our judgements that leads us to either

fortune or failure.

From The Treasury of Quotes by Jim Rohn
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We Begin
he main text of this course is taken from over sixty
insights or axioms that I explain to delegates
attending my Home Publishing Workshops. These

insights are the received wisdom of many years in the Home
Publishing business plus many years in conventional business at
all levels, including the very top. They have also been taken from
the many friends and associates I have gained over these years
together with information I have paid for by attending lectures and
seminars on related subjects. If I start adding the numbers of
books and manuals I’ll be here all day and you will be bored
witless, so let’s get on with it!

Axiom # 1
DON'T WRITE A BOOK AND THEN TRY
TO SELL IT!

One of the most famous and respected home publishers in
the world is Ted Nicholas, the million-selling author of books
such as  Magic Words that bring you Riches. He is arguably one
of the highest paid home publishers in the world. Yet I take issue
with him.

One of his books is called How to Publish a Book and
Sell a Million Copies. For my money this title is the worst in the
world.

You see Ted Nicholas is a marketing genius. He’s the
kind of guy that gets upgraded to first class on a flight just
because he smiled at the air hostess. If you’re this good you can
write a book on the genetic configuration of the dung beetle and

T
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still sell a million. The trouble is – I’m not a
marketing genius. I am a dim-wit. I need my
books to sell themselves.

Another hero I take issue with is the
late Joe Karbo, bless ’im, who in his 1974 book
The Lazy Man’s Way to Riches gave me, and
many others the impression that the way to
make a million pesetas was to get one million
people to send you one peseta. This is quite true
– but there is a catch.

During the last five years I have been
sent hundreds of manuscripts, each for a book
that the author was confident would sell a
million copies virtually overnight, and in each
case I groaned the minute I opened the
envelope. Without even reading it I knew it was
either a dismal failure or at best the kind of
book that needs a mainstream commercial
publisher to market.

It is, in my opinion, the first, biggest, and often the last
mistake made in Home Publishing – writing what the author
thinks will be a popular book, and then trying to sell it.

It stems from the fact that people have in their heads a
pre-defined idea of what they want to write about. If you want to
be a writer – fine. But most writers don’t make money. I didn’t
call this course “How to write for cash” or anything like it because
most writers are poor.

Don’t be a writer. Be a publisher. Best of all be a
publisher who is also a writer, then you’ve got the very best of
both worlds but be a publisher first. Publishers, like
manufacturers, do not make a product on some kind of whim.
They LOOK AT THE MARKET FIRST, SEE WHAT IT
WANTS, AND THEN DESIGN THE PRODUCT TO FILL
THAT WANT.

Look at that again. It will save you years of heartbreaking
toil fooling yourself that you are writing your dream book on “The
Conscience of the Anarchist in Contemporary Society” for the
pleasure of writing it. No you’re not. There isn’t an author on the
planet that hasn’t got a neon light over his head blinking out the
words BEST SELLER.

6

• They’re writers, not marketers
• They write the book first, then

try to sell it
• Too big a market - The “everyone wants to

save money” fallacy

Why people fail

Slide taken from The Home Publishing Workshop
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All these authors make the same mistake. They either
write about something they like and think others will pay to
read it, or they think of something “everybody wants” and write
a book to provide this mythical snake-oil.

The best example of the “Everybody must want this”
fallacy is the How to Save Money book.

Snakes in the grass. The Too Big a Market & The
�“Everyone wants to save money�” fallacy.

Books are written on this topic because the authors
think it is a desirable subject that is bound to interest millions of
people who will send them lots of money for the solution. In
reality, they are wrong on two counts.

Firstly the topic is wrong – they are effectively writing a
book on How To Stay Poor. No-one wants to save money. They
want to spend less but still get what they want. In other words they
want bargains.

The second reason is worthy of careful note. Whereas big
Joe said that the way to become a millionaire was to sell a million
people a low value item, how do you contact a million people
EASILY and CHEAPLY? You can't. Newspapers, Mags, TV and
all public media are very expensive.

Here is the real secret of making money.

SELL A HIGH VALUE ITEM TO A
SMALL GROUP OF
ENTHUSIASTS (WHO CAN
AFFORD IT) AND WHO CAN BE
CONTACTED BOTH EASILY
AND CHEAPLY.

If you have a book idea that
has a wide appeal don't self publish.
Find a commercial publisher or an
agent.

There is another reason why most people fail. After
picking the wrong project they compound the error by choosing
the wrong media or presentation. You'll see later how a twelve

When submitting a manuscript
to a publisher’s agent beware of
them asking for any fees up
front in order to “ask around on
your behalf”. Bona Fide
Publishers or agents will accept
or reject your book but they will
not ask for a fee.
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chapter book makes almost no money, but twelve one-chapter
books can make you a small fortune.

Axiom # 2

THE FIVE GOLDEN RULES
OF HOME PUBLISHING
MARKETS

o far we have learned that the first step to take is
not to write a book. Indeed don’t write anything at
all. You will find that the product – the thing you

finally want to sell - cannot be created until you have thoroughly
investigated who wants it. The first thing you do is to make sure
that whatever market you're going to offer your finished work to
satisfies the following five rules:

1. Is the market EASILY CONTACTABLE ?

Think of how you are going to
reach the market concerned. If you don’t
know then you’ll have the best kept
secret in town as far as your product is
concerned.

The easiest markets to contact
are, in order:

1. Those covered by a generic
magazine. (e.g. To contact
Jaguar XK-E Type
enthusiasts place an ad in
Classic Car magazine. )

S

A Generic Magazine is a
publication that covers your
specific subject and all those
related to it. A particular classic
car is one of many classic cars
catered for in a generic
magazine such as Classic Car.
The generic mag for a Honda
23E Jetski would be Jetski
Monthly which covers all jetskis.
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2. Those covered by a specialist mailing list.
3. Those who have a club or institute.
4. Those that have a user-group on the Internet

As you will see in detail later on, one of the easiest ways
of making money with a Home Publishing project is to
look at generic magazines and pick a subtopic within that
magazine.

2 . Is your market CHEAP To CONTACT ?
One of the biggest mistakes made by newcomers to home

publishing is to assume that the larger the market the more profit
they will make.  This is only true if ways can be found of
contacting that market cheaply.  One of the reasons why so many
people have become millionaires selling items from their Websites
is that they are paying almost nothing for marketing.

Please understand this very carefully.

The secret of profitable home publishing is being able to
advertise cheaply or, better still, free of charge.

Indeed if you can find a source of free marketing I would
argue that it is almost impossible not to make a profit. Many
mainstream magazines have a “readers offer” page in which some
item – the mythical Widget – is offered to readers by the magazine
itself. These are invariably successful which is why you see them
time and time again. There are two reasons for their success. One
is that the magazine bestows credibility on the offer (i.e. readers
know the offer comes from a genuine source). The other is that it
has cost the magazine nothing to advertise, so even if they make
one sale, they will still be in profit.

I recently sold one of my newsletter projects to a man
who wrote for a monthly magazine and who was offered free
advertising space in that magazine each month. Each month he
can effectively advertise to 120,000 people free of charge. In such
circumstances it is almost impossible not to profit. Mind you,
remember the saying, “It is impossible to make something
foolproof. Fools are ingenious.”
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 The cheapest ways to contact specialist groups are, in
order:

1. Internet/WWW related contact. (email, Bulletin
Boards, Web sites.)

2. Press releases or informative articles in generic or
trade magazines.

3. Small classified ads in generic or trade magazines.
4. Display ads  in current club newsletters.
5. Direct mail.

If you read other works and articles concerning home
publishing you will frequently find that reference is made to direct
mail as a profitable marketing tool.  This may well have been true
some years ago but the situation
today has changed.

The costs of direct mail
have almost doubled in the last
few years as the number of
decent mailing list brokers
realise that their services are at a
premium due to the number of
scamsters currently operating in
this area.  This means that cheap
mailing lists are virtually useless
and new mailing lists are twice
as expensive for the same
response rate.

The only value of direct
mail to a beginner is its value as
a test area.  For most publishing
projects I would avoid direct
mail altogether.  The only
exception is for educational
courses which we'll come to
later.

Baby-Boomers

On the subject of spending,
consider the baby boomers.
There was a population boom
that started in the early Fifties
and finished in the early Sixties.
This population surge was so
great that, as they got older,
they did much to influence the
marketing and trading
conditions of the world and
continue to do so to this day.  I
know, I'm one of them.  If you
want to know where the money
is going then look at what the
baby boomers -- the 40 to 50
year olds of today, are spending
it on.  Recently they have put all
their money into savings and
investments for their old age.
This is the main reason why the
world’s stock markets have
been going crazy over the last
five years.  Over the next ten
years these baby boomers will
take all their money out again
and spend it.  If you want to surf
a trend than look no further and
provide information products for
50 year olds, such as travel,
Healthcare, things to buy and
do. Holiday companies
specialising in older folk will
have a field day.
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3 . ENTHUSIASTIC or NEEDY ?
An enthusiastic market is best because they already have

a passion for the subject in question. This means NO SELLING.
You merely have to tell them where to get the product. Very little
selling need be done. A good example is a hobby market or sport.

No selling sounds crazy but millions of people do it every
day when they sell their cars. There is no need to sell a 427 Cobra.
Years of magazine articles and publishing hype have done the job
already for any car you can think of. What you are doing when
you sell your car is to advise people that it is available. All you
have to tell them is the price and the condition.

A “needy” or “seeker” market, such as Business
Opportunity seekers needs qualifying. Enthusiasts are, by
definition, enthusiasts. Needies are not necessarily so. They must
be needy AND optimistic. For example, the bizop market is needy
but highly sceptical.

If you're dealing with a sceptic you will find that you will
be spending a lot of money writing pages of copy trying to
persuade him that you are a worthy person to deal with.  Most of
your pages will be ignored by the reader as they try to evaluate
your worth.  This is a waste of time and money.  Any words you
write should be directed at selling the product not trying to prove
that your company is worth dealing with. You need to be in an
optimistic market.

4 . Are they OPTIMISTIC ?
Optimistic Markets are those for whom the suspicion

factor is very low. Don’t go for a market whose first thought will
be “Is this guy trying to rip me off?”
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5 . Are they already SPENDING MONEY on
this subject ?

When I get to the burger stand principle later you will see
why it is important to estimate the amount of disposable income
that is available in your market and is actually being spent on
similar products to yours.  For example, creating a newsletter for
tabby cats sounds good because it fulfils nearly all of the criteria
mentioned above.  However, discounting food, the average tabby
cat owner spends very little money on their pussy.  On the other
hand a product about horses and ponies, particularly if orientated
towards children who have their own ponies or riding lessons, is
clearly in the market of those who spend a great deal of money on
this hobby.  The same is true for classic car buyers or expensive
hobbies and sports. The essence of this is pick a market who have
money in their pockets.

The Cali-Forn-Iay Principle

Don’t invent something that needs
explanation. An important factor often dismissed
by the inexperienced publisher is the need to

understand that whereas some new inventions do occasionally
make money for the inventors the vast majority don’t. Don’t be a
pioneer. The first pioneers to trudge across America to California
didn’t strike gold. They were struck by arrows – lots of them. It
was the people that followed on after the trail was blazed that
made the money.

Your market must consist of people who are already
spending money on something similar to yours.



Page 36

The Six steps to a successful project

1. Choose an enthusiastic or needy market in which you have
some experience, or can research, or know a man that does.

2.  Create an information product that satisfies that need.

3. Either test its viability using The Project Analyser1, or better
still, create it according to the principles contained within
the Project Analyser.

4. Decide on the most profitable presentation for the project.

5. Decide on the correct marketing strategy.

6. Prepare and start an Action Plan.

                                                
1 The Project Analyser is in a later session. It will allow you to check the success potential of your project.



Page 37

Not clever enough ?  – You must be joking!
Many people who would like to go down this road

believe that in some way they are not qualified or educated
enough to succeed. Well, it’s a plausible excuse. Utterly,
completely and totally wrong – but plausible!

The reality is that many huge successes in this business
are as stunned as you would be to see the magnitude of their own
achievement.

• One of the highest paid people in the UK started out
as an electrical engineer.

• Yours truly used to be a shipping clerk filling out
Customs declarations. He also failed his English
Language exams (first time round) and has recently
discovered that his slooooow reading is due to slight
dyslexia. Great qualifications, you’ll agree for a
career in writing!

• A newcomer to home publishing has just started a
smash hit educational course set to make very good
money. His day job is working for the local council.

• In the USA, Bill Myers freely admits that he started
his smash hit – The Black Box Newsletter – while
living in a mobile home. His telephone was attached
to a pole 40 yards away! He became a millionaire.

• A newsletter on how to make houses out of hay bales
has propelled turned a tramp into a modern version of
the Beverley Hillbillies.

• I recently discovered a sailing enthusiast who started
a simple newsletter on how to get the best out of
racing your yacht. I believe he now has some 8,000
subscribers worldwide paying him US$45 per year
(work it out). Add to this any advertising he has in the
newsletter. Beats working for a living doesn’t it! Was
this man a published author?  – Nope.
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About the Author
No-one likes to deal with faceless entities so let’s get my

ugly mug on screen:

Like many other people I had no idea what to do in my
adult life and drifted from one job to another. My start point was
selling shirts as a helper in a market job which allowed me to rise
to the dizzy heights of renting a room in a friend’s house. My
furniture consisted of mattress on the floor and a scaffolding pipe
across the corner of the room on which I hung my one suit. I still
have the pipe as a reminder – a lesson in humility.

After this I became a stock control clerk and finally a
shipping clerk filling out Customs forms. One month after I got
married I decided that this job was a dead end and I tried to get a
job as a salesman. No deal – Catch 22 – they wanted experience.
Life is no place for the lily-livered so I packed in my steady
monthly income to sell vacuum cleaners (Kirbies, actually) door
to door. It was dreadful, utterly gruesome evening work.

To cut a long story short, thanks to my fortitude in going
it alone, a company gave me a sales job and things started to get
better. In the early eighties a friend and I started our own business
but it was so difficult and angst-ridden that I was desperate to
break free and find a career that would be less stressful and give
me time to have a life in-between.

At this point, the enterprise I was doing part-time
suddenly developed a new significance.

Monday morning for Home Publishers
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In 1972 I had read Joe Karbo’s book The Lazyman’s Way
To Riches and was utterly enthralled. The line Paper is Cheaper
than Plastic burnt itself into my mind. I entered into the part-time
Home Publishing Club.

Running parallel with my day-job I read all I could about
direct mail and advertising. I joined a Writing School Course and
often spent hundreds of pounds buying in books on all aspects of
home publishing.

My first effort as you already know was to offer a car
alarm building manual to car owners in which I made nearly every
mistake possible in home publishing. My first really successful
effort was Pattern Theory which would have sold a lot better if I’d
called it How to Improve Your Shooting in Ten Minutes. I sold
thousands of copies and would have made a lot of money if it
hadn’t been so darned expensive to make the book in the first
place. Without the benefit of modern home printing and binding
technology, or indeed, computers generally, I had to get them
printed commercially and 75% of the sale price was swallowed up
in producing the product.

The Real Revolution

This is the main reason why NOW is such a brilliant
place to be if you want to start home publishing. Computers now
allow you to do everything – typesetting, pictures, graphs –
absolutely everything on screen at no cost whatsoever. But the
real breakthrough was when laser printers became affordable.
Imagine the chagrin of spending a year writing a full course on
How To Become a Highly Paid Sales Rep in 60 Days, and then
finding out that you haven’t got the money or the infrastructure to
create it, so you sell it for a song to somebody that does!
Computers are wonderful, but it’s cheap, efficient printers that
have made the revolution possible.

Of course the next stage of the revolution is the internet
where already you can download books in full colour that have
cost virtually nothing to print or even send! Indeed you may
already have done so to read this. No-one except a tiny handful of
computer visionaries could have anticipated the idea of selling
something that has no physical macroscopic2 existence.

                                                
2 macroscopic. mak-ro-skop-ik. adj. 1. Large enough to be visible to the naked eye. 2. n. Word used by
clever-dicks to give the impression of intelligence.
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My home publishing career flourished with a book called
The Secret of Used Car Buying - How To Check Out a Used Car
in Five Minutes Flat. This sold from classified advertisements in
car magazines. A little trick is worth noting regarding this project
because this book is no longer in production but the idea upon
which it is based can still be adapted today.

One day it occurred to me how wonderful it would be if
you could buy a little black box that could be placed on the top of
a car and told you what was wrong with it. Such a gadget still
doesn’t exist so I decided to create one.

Plastic was a no-no so I invented a simple checklist. The
checklist had a points system built into it. The idea was that the
prospective car buyer could go down this list very quickly,
looking at the car, and giving it points based on what he found.
For example, if he found evidence of a re-spray it would be 200
points. A worn type would be 60 points.

The points system was easy to create. All I did was to
calculate the approximate cost of repairing the fault and divide it
by ten! This system also had the advantage that it would not be
effected by time. Inflation would increase costs pro-rata so a
points system like mine would be unaffected.

So there you are. A free idea you can play with. I filled
the rest of the book with general information on how not to get
ripped off but the main thrust was the little check list. Neat Huh?

This book was still in the pre-laser printer era, so as usual
it made as much profit for someone else as it did for me.

These are examples of mini-books that helped me launch
my career full time, something I didn’t do until lasers became
affordable. It was just an instinct. I just knew that when laser
technology became affordable, home publishing would take off.
And so it did.

Now here’s a nice little earner. A very nice little earner
that the writers amongst you can also copy. It occurred to me that
the chairmen of successful companies had achieved real success
but one thing still eluded them – the cherry on the cake so to
speak. These guys had reached the top of the heap – but nobody
knew about it.
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I’ve already mentioned Victor Kiam, the boss of
Remmington who liked the company so much that he bought it.
He took his own success one stage further by writing a book
called Going For It in which he gave the world such mind
boggling advice as how to get into race meetings without paying
by dressing up as a chauffeur. You’d need a Rolls Royce, by the
way – rather negated the ticket saving I thought!

Big Vic wasn’t, I venture, really interested in telling the
world the secrets of success. The consummate showman, I suspect
his motives stemmed more from strutting his ego than lifting you
up where you belong but it illustrates an important point. Business
success makes people notoriously vain, and there is one thing that
these people want more than anything – recognition – or more
accurately, my favourite word, – Kudos. They mustn’t just be
successful, they must be seen to be successful and that only way
left open to then is – writing a book.

Of course the Chairman of Hitchcock & Scratchit will
certainly know all about balance sheets and second-level
financing, but he will know sweet Fanny Adams about books and
the last time his essay writing skills were tested was in writing
begging letters to the bank. If this man wants kudos, he will need
help, and that’s where a good home publisher can step in by
putting on his ghost writer hat.

Ghost writers write books, manuals, educational courses
– anything involving the written word, but they don’t take the
credit. They take the money instead which seemed to me at the
time to be a remarkably sensible thing to do. Ghost writers write
the book, someone else appears as the author, and said ghost
writer keeps his mouth firmly shut as he pays his commission
cheque and rehearses his “I’m not a drug baron” story.

I can see you have put two and two together so let me just
point out that a beautifully designed letter to a minor but
successful chairman in a randomly chosen industry, suggesting
that the cherry on his career cake would be a book about the
industry, can lead to a large commission, possibly over £30,000 in
which you sit next to the insufferable little big-head writing his
book for him!

Of course the book How I Became Fat and Prosperous
by Aldus J. Plonker, CEO of Hitchcock & Scratchit is unlikely to
adorn the shelves of Waterman’s Booksellers, but here’s the
clever bit – it was never meant to be.
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The object of Mr Plonker’s deliberations is not book sales
in the high street, but give-aways to his customers. The book is not
at all about How I Did This but How My Customers Can Benefit
From My Knowledge of The Industry. What I am saying is that a
book written by the chairman of an industry can become a free
promotional give-away to all potential customers in that industry
and the book is filled with advice on how to do things – from the
customer’s point of view.

So How to Get Five Star Printing For a Two Star Price,
by Aldus J Plonker Jnr, Chairman of Universal Printing Services
will do three things. It will be a useful give-away to help his
salesmen open the door to new clients and a thank-you to older
clients. As more and more find their merry way around the
industry, guess whose name becomes associated with it? No
prizes, so he gets a kudos injection as well. In fact he’s mainlining
on it!

Aldus has no idea how cheap it can be to print a book. A
two colour glossy cover book can be put together for less than
£1.50, so 2000 books makes no inroads whatsoever in the thirty
grand or so he’s paying you for your skills and time.

Okay, this is out of reach for new home publishers but as
we stand today there is a new market opening up that you can
benefit from.

Making extra money with commercial newsletters

By the time you have finished this course you will know,
amongst many other things, all there is to know about newsletters.
You can use this information in three ways. You can create for
yourself a highly profitable newsletter OR you can create a highly
profitable newsletter for someone else OR you can act as a
newsletter consultant.

Many companies are now issuing monthly newsletters to
their clients. What many companies have no idea about is the
correct way to go about creating one. In particular they miss one
very important point.

Company newsletters quite often contain mostly articles
about the company. Wrong. The customer is not in the least bit
interested that you have built a new reception area. The customer
in only interested in help, tips, advice and summaries that he can
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use directly in his own business. The very best newsletters are
95% information of use to the customer and 5% about you. This
simple tip can help anyone create a valuable and well received
company newsletter.

That’s not the only reason why it can be very useful for a
company to have a good newsletter. He’s a few more:

• They can offer a free copy through classified
advertisements in trade magazines, thus attracting
new clients – and Kudos.

• Editors of publications usually get free entry to
exhibitions/shows/receptions. At conferences they’ll
get first hand interviews with big name speakers.

• For a comment in the newsletter they will get offers
of free hotel accommodation, flights, etc. Of course
they’d never consider them, of course not, no, no.

• By calling a company as the editor of a well known
newsletter you’ll get straight through to the main man
(or woman).

So you see, knowing about newsletters doesn’t mean you
have to write one. You can make good money showing
companies how to do the job properly.

Recent retail sales of all my books have gone so far past
the £2,000,000 mark that I’ve stopped counting. Not bad
for a kid that failed his English exams and has reading
diFFiKulTees.

So what’s stopping you? As I have said before, I can
offer this business to 3000 people and each one will
actually have their own unique version of it without
competition.

How to get this course for free
In part two we have added a small but really useful
business opportunity. It’s absolutely free with no
obligation whatsoever and no strings attached.
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Do you remember I told you that for six years I was
editor of a newsletter that punched bizop scams on the
nose? It was called Winners 2000 and it genuinely
changed my life. Any naïve notions I had about business
people being altruistic or nice we dispelled very quickly.
For six years I had the “pleasure” of watching hordes of
bizop sharks feed on people made gullible by
desperation. I thought the transport business was bad, but
that was company to company business. The director of
any business knows about risk, accepts it, and covers his
ass accordingly. People who feed on the general public
are the lowest of the commercial low.

Five people assisted me with this newsletter and after six
years we stopped it. After all this time none, not one
single, solitary person on our team could say with
honesty that they would start any of the 1000 or so bizops
that crossed our desks in that time. What a damning
indictment of the industry!

However, what we DID learn is what people want. Our
feeling is that many people would jump at a part-time
income earner that had the following:

• It must be very easy to do i.e. they didn’t mind a bit
of work but nothing intellectually demanding. To a
major extent they wanted it worked out for them.

• No face to face work. People are shy. They don’t
want to stand on boxes plugging cosmetics at people
passing by.

• No selling. Although selling isn’t hard, in fact we all
do it everyday, most people do not like to do any
overt selling for fear of embarrassment. Especially
with friends and family. I don’t blame them. Neither
do I!

• They needed to keep the financial side simple. They
would rather trust someone to send them a cheque
rather than start up a McDonalds. This is one reason
why I distrust so many of the MLM businesses.
During six years we discovered that the downline
commission structures of nearly all MLM plans were
little more than lists of get-out clauses to avoid
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paying you what was owed. You did the work – but
whether you got paid for it was a different matter
altogether! If you don’t believe me get on the Web
and type Amway into a search engine. Look for all
the sites set up by disgruntled agents.

how would you like to have (or not
have – it’s entirely your call) a little
business venture thrown in that is

dead easy to do and can make you hundreds of pounds doing
virtually nothing at all?

•  The easiest opportunity ever. All worked out for you
on less than one calorie per day!

• No face to face work or telephone work at all. You
don’t say anything. No-one knows you are even doing
it.

• No selling whatsoever. The product does all the
selling for you.

• No messing about setting up your own business. No
letterheads, no desk. You don’t need any money to
start and it is entirely self financing.

• Potential income? If you do the absolute bare
minimum it is highly probable that sufficient money
will come in to make The Home Publishing
Revolution Course absolutely free to you. All the
information that can, make no bones about it, make
you a millionaire will be at your fingertips for free!
That’s if you just do nothing else than keep it in
mind! If you want to get half serious – say five
minutes a day, then hundreds of pounds may well
start coming your way quite quickly.
And if you want to go the whole hog and spend about
half an hour a day then this could turn into thousands.

The system we’ve created is so easy a child could do it.
You cannot lose because it’s costing you nothing to start, and
there are no ongoing costs, no direct mailings. This is a truly

S O ,
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WIN-WIN situation for everyone. It’s all in part two of The Home
Publishing Revolution.

Does it work ?  – Case History
And the final question is: Does the stuff in the Home

Publishing Revolution really work?

Damn right it does! I personally have tried everything
from JOB to Managing Director – and the effect of doing home
publishing right was the same as fitting a 5.3 litre V8
supercharged Chevy into Ford Fiesta – WooooooW!

But, I hear you say, you are a genius (Ha ha. Great joke.
Really good …) but will it work for me? I’ve already checked this
out with Jonah Williams who is happy for me to relate the story.

Some months ago (at the time of writing) I had a
brainstorm session with Jonah who had tried several home
publishing ventures before. This is the same kind of brainstorm
session I have with those delegates who attend the one-day fast
start seminar.  It transpired that Jonah knew quite a lot about the
Internet. I suggested he run a seminar but after a time he decided
that an educational course was the answer. Not only that but a
“networked” educational course – that is one that buyers can use
directly to make money with by acting as agents reselling the
course themselves on a wholesaler-retailer basis.

To say that Jonah burned the midnight oil producing his
course – The Instant Internet Master – is an understatement. For
educational courses I recommend a set of 30 page manuals for
starting out. Even this can take a month each to write. More
experienced home publishers can expand this to 60 pages. Along
comes Jonah who slams 190 pages into his first manual! Brilliant
work. Actually, if you look carefully, Jonah has a lot of pictures
and graphics, mainly screen shots which are necessary to show
people how the internet works. Even so, the manual is excellent
and after some help with the presentation he is now producing a
book from home that cannot be distinguished from anything in a
bookshop or newsagents.

At the time of writing he has approx. 150 people on his
course which by my reckoning puts him well on the way to £50K
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and more in his first year. The potential income for this type of
course is several million pounds.

My friend Mike has a jewellery business in a very niche
market. Since investing in the Home Publishing Revolution he’s
started a small magazine which not only will make him a
millionaire in a couple of years or so but will also make his
existing business skyrocket.

A sixty year old but very with-it man had four ideas for a
book. We junked three of them. The last one should make him
about £30K and zero risk. I’ve recommended my zero-risk
marketing strategy which costs nothing, so he cannot lose.

Another colleague is half Italian and has found a source
of confidential information concerning holidays in Italy for a
particular section of the community. His is marketing a manual
that has potential sales in the order of millions.

Jim’s got a travel book. Within a hour we gave him all
the information necessary to by-pass all the main-stream
publishers and  set his book up as an internet download. He will
only get about £10, net, per book but he has:

• No stock
• No printing
• No delivery
• Fully automated order taking

In short, it is perfectly possible for him to sell a million
copies overnight and the first he would know about it is when he
has to explain to the bank manager why he isn’t a drugs baron …

The secrets of home publishing are secrets no more. This
business is truly staggering. It is breathtaking.

This isn’t a fast-track to success. This is a bloody StarGate!
- Quote from seminar delegate
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In Session Number TWO of
The Home Publishing Revolution:
• Choosing your first project �– The Project Pyramid.

• Seven types of �“sure loser�” project. Guaranteed to fail!

• Money Pits. Four types of project that are the worst kind. They look
good, but they�’ll ruin you.

• The Top Nine project areas �– �“sure winner�” projects.

• The Eight Types of Project Presentation �– which work, and which
don�’t.

• How changing the presentation of a project can turn a losing project
into a 1.5 Million turnover money machine.

• How to get the Home Publishing Revolution for free!
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Appendix

Mindset
 am now going to show you how to get everything
you want. This is a huge statement and not one I
make lightly, but I assure you it is perfectly true.

Home publishing is a tool for achieving your dreams, just like a
car is a tool for getting to your chosen destination, and this course
will show you how the Home Publishing “car” works. However
there are good drivers and good drivers.

If I were to place you inside a high speed racer such as an Indy car
or Herr Schumacher’s Ferrari, you or I wouldn’t reach the first
bend. We’d either stall it or wall it. I’ve been driving since 1972
but all my skills on the public roads wouldn’t get me round the
first bend in the Monaco Grand Prix. Racing drivers are a breed
apart from mortal road drivers even though the pedals and steering
wheel are in roughly the same position.

During my time as a home publisher I have corresponded with
thousands of people who wanted to achieve financial
independence and the vast majority never did get there despite
investing heavily in different businesses and business
opportunities. It is my earnest desire that you choose the home
publishing route because I know from personal experience it is the

I
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fastest route to take but, like a racing car, you need extra
information to succeed, information that applies to all and not just
to home publishers - Information that puts the seal on your
success and makes it not only probable… but inevitable.

The Power to Succeed
In 1993 a group of entrepreneurs from various fields of

endeavour asked me to front a  new organisation whose primary
purpose was to show people how to become entrepreneurs. We
put together a course of material on all aspects of how to achieve
wealth, success and also mental and spiritual freedom.

The information was not our own but came from a
multitude of sources including seminars, books and lectures. We
took all the principles and wrote about them based on the actual
experiences of the entrepreneurs concerned. It wasn’t theory. It
was practical application.

To give you some idea of the power of the principles
concerned, albeit an extreme case - I personally doubled my own
income in days using just one idea concerning lifestyle.

Between 1993 and 1998 I had the experience of speaking
to thousands of individuals, both winners and losers. With
everyone I spoke to I asked myself why is this person where he or
she is today? I was, unwittingly, building a dossier on why people
fail.

I want you to win
 I want you to succeed. I want to show you the best

vehicle for that success and I want to give you all the extra
information I can, information that does much to guarantee your
success. As a result I am adding an extra section to this part of the
Home Publishing course which I shall call MINDSET.

It consists of my own personal analysis of thousands of
individuals I corresponded with over a ten year period. This is the
first time my own conclusions have been published. They will do
much to show you why so many people seem to bang their heads
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unceasingly against the door of opportunity while others gently
slip the key and step through to success and personal achievement.

Mindset #1
ResponsibilityResponsibilityResponsibilityResponsibility

Just a few miles east beyond the town of Albufiera along
the coast of Portugal is a sign. It indicates a car park and all
that is wrong with Europe and America. It marks the
southern limit of a disease that has not yet reached the
Algarve.

The car park is a roughly circular area of packed sand
surrounded by a small border of grass. Beyond it is an open
vista of sea but no beach. The latter is obviously below the
car park. I pulled my hire car up to the grass border and got
the shock of my life.

The border was no more than half a metre wide and
beyond it was a sheer drop of about 50 metres. In fact it was
worse than sheer, I was parked on an overhang. If I had
rolled just a fraction further the car would be in mid air.

It shook me, I must admit. There was no warning sign
that I could see and no railings or barriers. I wondered how
many lovers had gone too far in more than once sense of the
word on dark nights in that car park.

I did spot a warning sign eventually. It was fixed half
way down the cliff. I could read it from the beach below.
Roughly translated it said DANGER. FALLING ROCKS. No
mention of falling cars though.
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The point of this discourse is that the Portuguese
authorities assume people have eyes and a brain. They are
not in the business of telling people the blindingly obvious,
and if anyone is so stupid as to fall off and land on an
equally witless sunbather below, then tough on both of
them.  This is not what would happen in other countries,
particularly The USA and UK. Lawyers there are using the
Law for abject profiteering and corrupting minds in the
process.

In the USA an inmate of a certain penitentiary
successfully sued himself under the legal aid process for
bringing himself up so badly that he ended up behind bars.
He was granted victims compensation!

In Liverpool in the UK the authorities do not have
sufficient funds to keep the roads in repair, mainly because
local lawyers encourage pedestrians to sue the local council
every time they stub a toe on a paving stone.

The trend is to blame everything on someone else – and
then capitalise on it! This trend is unfortunate because it is
the exact opposite of the thinking used by successful
people. The most successful, wealthiest people in the world
have in common the attitude that whatever they do,
whatever situation they are in is their own responsibility –
the notion that they and only they can change it. They
cannot blame someone else. They pay the price.

Paying the Ferryman
There is always a price to pay. Somewhere in the

heavens there is a set of scales that weighs out benefits on
one side and costs on the other. Life is a compromise
between accepting a certain level of benefits and being
prepared to pay the cost of them.

You can decide to be the richest man in the world. The
cost is time and effort and at this level it may well mean
loneliness, isolation and detachment from friends and
family. Lots of money, and no-one to spend it on.

At the other end of the scale you can stay at home all
day, do nothing except spend your welfare money and have
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all the time in the world. But you'll be poor. It is extremely
rare to see someone who has a lot of money, but who
doesn't do any work at all. When you do see them they are
often desperately unhappy, with no meaning to life, or into
drugs.

A man is rich who has enoughA man is rich who has enoughA man is rich who has enoughA man is rich who has enough
But you can have compromise. You don't have to be the

richest, loneliest man in the world. You can have ENOUGH
money, so as not to worry about money any more.

You can have fulfilled, rewarding, loving relationships
and a feeling of self worth. But there is a price to pay. The
price is having to take responsibility for the rest of your life
starting now. If you don't do it, then you're in denial.

The opposite of responsibility is denial. You can deny
that anything is your fault. You can deny any responsibility
for what happens to you. The bullet fired from the gun of
denial is BLAME. If you do nothing now to change your
future you can still take comfort from denial and sit back in
your poverty shooting blame bullets at everyone and anyone
who tries to tell you that it's your fault.

"IT'S NOT MY FAULT I DIDN'T ACHIEVE
ANYTHING:-

Because I was too young/old.
Because I was unqualified/over qualified.
Because I'm black/Chinese/Mongolian/white/half

caste/French.
Because I didn't have enough money / 'breaks' /luck /

support.
Because of my health / migraines / athlete's foot /

background / parents / religion.
Because I'm not clever enough/too clever/not confident.

I can fill a book with excuses because I've used them
myself at some time or other and they are comfortable.
They give solace when the chips are down. IF YOU HAVE
EXCUSES - YOU NEEDN'T DO ANYTHING, AND
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STILL FEEL HAPPY ABOUT IT! "I didn't climb the
mountain because.... because... because...

If you make the reason plausible enough then not only
will others believe you, you'll believe it yourself.

So you're poor ... Great!So you're poor ... Great!So you're poor ... Great!So you're poor ... Great!
NINETY-FIVE per cent of the world's millionaires

started life poor. So did I. Also, a survey of some of the
world's highest achievers (the leaders and Chief Executive
Officers of 'Fortune 500' Companies in America) revealed
that 94% said that the main reason they got there was pure
determination. You need to have determination, and a sense
of personal responsibility.

The No-Progress ZoneThe No-Progress ZoneThe No-Progress ZoneThe No-Progress Zone
The "comfort zone" is an area in which you can sit for

the rest of your life. In this zone you can half-heartedly
wish for better things and hope to win the lottery or be told
of a secret plan to make lots of cash at absolutely no risk
and for no work whatsoever. If you don't get anywhere you
can always find a reason that makes you feel comfortable,
after all, it wasn't your fault. The comfort zone is the killer
of opportunity.

Julius Caesar invaded Britain in 54BC. His first order, to
the horror of his troops, was to burn all the ships that had
been used in the landing. He had made it abundantly clear.
They either win the war or they die 2000 miles from home.
No comfort zone. Outnumbered 1000 to 1, the rest is
history.

This is why so many really successful people come from
poor or disadvantaged backgrounds; they either didn't have,
or would not accept a comfort zone "lifeboat". They had no
choice but to win.

The comfort zone lifeboat doesn't effect us when things
are going right, it's when things start going wrong, when a
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battle is lost, or the odds don't look too good, that's when
the vast majority of people will cease all resistance and
jump back into the comfort zone lifeboat. Don’t.

SuccessSuccessSuccessSuccess
We all crave success, and yet to you success may mean

something totally different than for someone else. Success
is a totally meaningless word until you know what it means
to you. It's one of those words that you know roughly what
it's getting at, but it isn't precise. You have to be precise
with success. You have to know exactly what it means. To
do anything else is the same as going on a country hike with
no idea where you are headed. This is what most people are
doing right now.

In their walk they may come across views of
breathtaking beauty, or fall into a quarry. They may find a
leafy path or a Highway blocking the route. Either way they
are leaving the outcome of their ramble to chance. This is
what everyone does with their life. It's lived by accident, not
design. You have to know where you are going, otherwise
you will never get there except by chance.

The Travel Agency SketchThe Travel Agency SketchThe Travel Agency SketchThe Travel Agency Sketch
A man goes into a travel agency and asks "I'd like to go

on holiday please"  -
"Certainly sir, where did you have in mind?"
"Oh, somewhere nice."
"Anywhere particular in mind sir, skiing perhaps?"
"No, somewhere warm and sunny"
"How warm sir? The Mediterranean perhaps, or further

afield?"
"Well, you know, somewhere with palm trees and a

beach perhaps; you know what I mean"
"Er, yes, but I do need some more details. The Maldives

perhaps?"
"I don't know exactly, but it's got to be warm and sunny"
"Tenerife?"
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"Is it warm and sunny?"
"Depends on the time of year sir, when were you

thinking of going?"
" Oh, when my circumstances are right"
" Yes sir, and when would that be?"
" You know, when it's warm and sunny".

Imagine this conversation going back and forth for the
next ten pages during which the agent tries everything he
can to make the man give a precise answer, and yet all the
answers are vague. You know exactly what the man's
thoughts are but it's impossible to proceed without being
specific. You can get a flight to Tenerife on Friday July 21.
You cannot get a flight to "warm and sunny". Furthermore,
my idea of warm and sunny might be an English country
garden in springtime. Yours may be Death Valley in mid
summer.

Success is exactly like that example. You are going to
have to decide exactly what the circumstances surrounding
your life are going to have to be in order to call them a
success.

Most people make the mistake of trying to think of the
route before thinking of the destination. If you know your
destination then you can figure out the best route. Home
Publishing is a route, not a destination. Unless you consider
what, exactly, your final destination or goal is, then you will
be a great ship without a rudder – steaming round in circles.
Furthermore, knowing what you want to achieve using
Home Publishing as the tool will free your mind from
writer’s cramp and help you see Home Publishing as a
series of different projects. It will stop you fixating on one
project and help avoid the risk of writing what you want to
write – and then failing to sell it.

Start thinking about this now. You will find out more
later but we are going to be very specific. If you want to be
rich, in financial terms, you are going to need to know
exactly what amount of money constitutes "rich" to you.
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Waddaya want, exactly ?Waddaya want, exactly ?Waddaya want, exactly ?Waddaya want, exactly ?
Everybody is a millionaire. During an average lifetime of

work, this amount of money will have passed through most
people's lives. Despite this over 80% of people will retire
FLAT BROKE depending solely on state handouts. Only
5% will have made sufficient provision to be reasonably
financially secure, and only 1% will be completely
financially independent. Frightening isn't it? Yet it is within
everyone's capacity to change this state of affairs.

Here is my best advice. It is a formula that has propelled
me forward and it will do the same for you.

1. Get a catalogue from Nightingale Conant. They have
the best self-improvement tapes in the world. Buy
anything by Brian Tracy or Zig Ziglar. Resolve to
listen to 30 minutes of self improvement tapes every
day, first thing in the morning. This will supercharge
your day.

2. Resolve to take responsibility for everything you do,
or do not do, from this day forward. Only one person
owes you a living – yourself.

3. Resolve to get out of comfort zone thinking and give
everything your best shot.

4. Imagine yourself five years from now. Answer three
questions: a) What annual income would you like to
enjoy at that time? [Be precise – an exact figure.] b)
What kind of house would you like to live in? c)
What car will you be driving at that time? In every
case be as precise as possible. Imagine you are filling
out an order form specifying details like colour, price
and location.

Afore ye go ..
It’s crunch time. Do you or do you not want to learn how

to make your life blossom with Home Publishing? Let me offer
you some final statistics.

I recently emailed one of the biggest success stories in
home publishing in the UK. This guy writes a newsletter. He has
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1000 subscribers who happily fork out £98 a year to receive it.
That’s £98,000 a year. He also has had 6000 subscribers to his
small course. He sends out a booklet each month for £19.95.
That’s £119,700 per month - £1,436,400 a year.

Yours truly has a hobby – E Type Jags. My E Type Jag
Newsletter has a subscriber base of between 10,000 and 15,000.
At £35 a year that’s over a third of a million per annum!

That’s peanuts. The other day I discovered (you’ve got to
look for these guys – they hide!) the man mentioned earlier who
casually writes a monthly journal on yachts. Eight thousand
subscribers at US$45 a go makes him a millionaire every 48
months.

It’s not just the guys. Sonya Jones’ newsletter got on
CNN with a few months of launch. Within one year she had over
US$800,000 coming in!

SOMEWHERE out there is another one of these guys, or
gals. Someone who will make a FORTUNE starting, as they did,
with no money, no special skills and no experience.

Whether YOU will become that
person depends entirely on the decision

you make in the next five minutes.

Make it a good one!

Have a nice day. I’m off feeding squirrels.

Editor feeding squirrel while cross-dressing
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Goodies to Come …
1. What equipment you need. How to choose cheaper

systems:-
• How to get a new system every year for one-tenth

of the cost of a new computer.
• Why older and cheaper software programmes

are better for Home Publishing.
• Which programmes to choose.

2. How to create an information product in ten minutes using Microsoft Publisher
98.

3. Which Projects to AVOID LIKE THE PLAGUE. They look good but they�’ll lose
you money every time.

4. How to market a project to make an instant profit from day one.

5. How the Hot-Dog Principle can make or break a project.

6. Easy Ads that sell.

7. Why most home publishers choose entirely the wrong project area.

8. How to get advertising for nothing �– Zero Cost Marketing

9. �“It�’ll only work if you�’re lucky�” projects and how to avoid them.

10.  Lists of �“Sure Winner�” projects. Take your pick from a supermarket full of
ideas for projects that are money in the bank.

11.  How to check if your project is a winner without writing a word or spending any
money at all �– not even a test mailing.

12.  A �“Sure Winner�” project analysed for you to copy.

13.  A step by step plan to run a project that makes money from day one.

14. How to capitalise on the greatest market the world has ever seen �– The Internet.
 How to sell information products on the web without any stock whatsoever.
 How to make a success of web pages. Web pages made easy.
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15.  The cream on the cake. The very best motivational techniques for Home
Publishers.

16. Where to put the money! Simple techniques for making sure you know how rich
you are.

The International Home Publishers Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom

Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.

© 1999 PJP Gosling.
With the exception of part one, all rights reserved. First print 1999. Nothing may be reproduced from this

work or stored in any form of information retrieval system without the express
written permission of the publisher.

The author and publishers issue this course on the understanding that whilst every effort has been made to ensure the
accuracy of all the information presented in this series,  they will not accept any responsibility for any loss (or profit), direct or
otherwise, as a consequence of using any of the information presented in this course. The opinions given are those of the author

who is acting in good faith according to the extensive research undertaken by him and who confirms that he himself uses the
principles described. Users are urged to seek legal advice before entering into any contract or business.
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The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratch.

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world’s
first, and best guide to starting your own highly successful

home publishing empire.
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The Home Publishing
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First on the Beach The Home Publishing Workshop
Comments received from delegates
Excellent ... it confirmed beyond doubt that the Home Publishing route is where I want to be. Wow,
what a day Friday 26th February was. - Chris B.
A new career for the future and one I feel I will get enormous pleasure and satisfaction from.- Bill H.
Delivered as promised a step by step guide to a cannot fail project.  - Brian C.
Such was the huge content of the seminar it could easily have been held over 2 days, otherwise it was
excellent. - Steve F.
Thank you so much for the seminar on Friday. It was invaluable. - Jon F.
… a great deal of vital information has been imparted - I like it.   - Martin J.
It has given me lots of ideas on projects. I have also received step by step instructions on how to do it.
Most importantly, ongoing support.  - Surin. K.
It provided a blueprint for my future activities.. your Project Analyser is priceless. Brian W.
The workshop lived up to my expectations … covered all. - David M.
The discussion right at the end doubled the value.  I give it 10+ out of 10. - Tony C.

The Home Publishing Workshop is held once a month for 15 people only. For more information and
an application form please write to the European Hub address on page 46.

Download this book from
the Net in full colour.

Go to Adobe.com and follow
the instructions to download
a free copy of their Acrobat
Reader (version 4 or above.)

Then go to the HPA website
on www.homepublish.com
and use your PIN number to
download this part as a PDF
file that you can view or print
in full colour.
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The world's
greatest business

Continued …
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Have you ever wondered why most people never make
any money in Home Publishing? There are many reasons, but the
main one is that everybody plays follow-my-leader; which is great
if the leader is getting it right! If he’s not then the blind are
leading the blind. We have to decide if you (you are your best
leader) are in the right ball park. Most are not.

Imagine that the sum total of publishing projects can be
represented by the pyramid on page four. By area alone, nearly
three quarters of the pyramid – the bottom section – are projects
which most wannabe Home Publishers will lose money on. The
reasons why they lose money on these projects need to be
understood so that you can avoid them in the future. In simple
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terms, success in Home Publishing occurs when you avoid the
money pits.

Dead Duck
Projects

Lucky

Can’t
Lose

Most
Home
Publishers

The Project Pyramid
Why most people lose money at Home Publishing.
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Dead duck projects aren’t as obvious as they seem. They

are nasty, sneaky little devils, set up by infernal powers to bleed
mankind.

It would be very easy to sink your heart, soul and bank
balance into a typical Dead Duck Project and draw a complete
blank – no customers or interest whatsoever. Not so. This rarely
happens. What happens is that you get a reasonable response at
the very start; not enough to make any money and certainly not
enough to break even, but just sufficient to encourage you to
proceed. You then spend more marketing money and get a few
more interested customers, but again, not enough to make it pay,
only enough to make you think it will pay.

The Dead Duck Devil will play this game with you for as
long as it takes to completely demolish all hope that you will ever
get anywhere.

This is why it is so important to choose projects that have
the very best chance of success, and 50 – 50 isn’t one of them.
Halving the number of viruses in the patient just makes him sick
later.

9+,"@A"B)("9.C,*(D">,;)*

The Dead Duck Devil has a younger brother who has
learned his lesson well. He starts his little game when a first time
publisher hits pay dirt and scores on his first ever project but
without knowing the underlying reason why.

This success is arrogantly put down to talent. However a
reality check would reveal that good fortune favoured the outcome
and talent had nothing to do with it. There now follows a string of
disappointing failures as the author tries one project after another
without success and he still doesn’t know the reason why.
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A fellow home publisher had written a book on things to
do in and around a large holiday resort. Furthermore, this resort
was being advertised by only one marketing company, part of a
group owned by the owners of the resort. Thus all enquiries from
the public came to the same place. The resort owners were happy
to include a brochure and articles within their own literature
concerning my friend’s book and sales were good.

Unknowingly, my acquaintance had stumbled across  a
major secret in home publishing: an easy-to-contact captive
market who wants this kind of information.

When I spoke to him about it he paid lip-service to this
fact. “Great,” I said. “Now you can duplicate the idea and make
good money.”

Now, I don’t know whether this is the I Got Talent
Demon in action or whether a successful book clouds the mental
faculties, but what my colleague said with his mouth wasn’t
linked to his brain.

The title of his first, successful book was something like:
101 Things to do in Resort X. OK, it’s not Hemmingway but it’s a
perfect title for people who are interested in Resort X. In fact the
title says it all doesn’t it? It’s a headline, explanation and copy all
in one go. Also he’d found a captive audience, all of whom were
already interested in the resort, and he’d completed the success
formula by finding a way to contact that market easily and
cheaply.

So you’d think, wouldn’t you, that Einstein would have
explored other resorts, done the same thing, and cleaned up? No
way.

Air-head’s next book is entitled Raffer’s Year. Now what
does this title tell you? Nothing. In fact, Raffer is his dog. And
Raffer’s Year alludes to the story of his first year of life. The book
is effectively How to Bring up Your Puppy in the First 12 Months.

Of course it didn’t sell. When I told him the title was
poor he launched into an hour-long explanation. I told him that if
he was prepared to stand outside the book-seller and give this
explanation verbally to every passing customer it should do very
well. He didn’t get the hint. In reality he couldn’t change the title
because the dope had already printed 10,000 copies in full colour.

“The only way to
duplicate success

is to find out
what caused it”
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He’d also fallen head-first into the “too large a market”
or “everyone wants this book” fallacy. The puppy market is vast,
and there are already a million books on puppy rearing. The cost
of reaching that market by placing ads in dog magazines wasn’t
too bad but with so much competition the results weren’t going to
show for years. It was going to be a major marketing campaign.
And yet he had in his hands a formula for a series of successful
books which were almost exclusive and sold themselves. He still
isn’t listening. Now he’s set up a website and probably expects the
world to beat a cyberpath to his site if they type “puppy” into
Yahoo! Wrong again.

Now he’s started project three. It’s a bubble. (See below.)
To say some guys never learn is indeed an understatement.

The usual reasons for failure are a poor choice of project,
lack of marketing know-how, poor or non-existent costings and
the strong probability that they are more author than publisher.

E4--C,'"F
Floating uneasily in a bubble in the centre of the pyramid

are those projects started by ex Biz Opp people based on their own
experiences in what is a very shallow and often devious little
world. They play follow-my-leader, copying other wannabes, or
just follow a monthly sell-on type home publishing programme.
They are mainly in this area because they have been educated into
thinking that Direct Mail is the answer to Life, the Universe and
Everything.

Well, it was once, and still is in other areas. But generally
speaking the bizop direct mail specialists these days are now often
people whose methods of persuasion and final product have more
in common with second hand car dealers than publishers. In real
terms the cost of good bizop mailing lists has nearly doubled in
the last 24 months and the market is infested with brokers making
a quick buck selling “hot” names out of telephone directories.

The bizop market, and this includes all those Multi-
Level-Marketing Plans selling dishwasher powder or multi-
vitamins, has been devalued by so many scamsters that the public
perception of it is now very poor indeed. Once upon a time in the
USA people could say with pride “I’m in multi-level-marketing”.
Now they don’t mention it at all or change the name to something
unrecognisable like “I’m in bi-linear retail networking.” As a
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result of this public scepticism, direct mail copy is getting longer
and longer, trying to convert a highly suspicious market. This is
Home Publishing the hard way.

I say hard, but for the unscrupulous it can be very
lucrative. Some of the millionaires in home publishing got there
by very devious means indeed.

Now, it isn’t the role of this course to preach ethics. The
role of this course is to give you information and what you choose
as your moral base-line is your decision. I know what my moral
base-line is and some so-called millionaires in this business will
have a seriously bad time explaining their actions to the Powers
that Be after their demise. I prefer to sleep the sleep of the
innocent.

These guys all work in the same way, and always in
bizops because this market is easily contactable by direct mail and
everyone in it is there because of a desire to make more money.

So, if you want to make a million very quickly, here is
how the shysters do it.

The headline of your copy will be something like How to
Become Filthy Rich in Five Minutes. These titles are corny, but
they get ’em every time!

The first paragraph is always the same,  words to the
effect: Ten years ago I was broke, now I own three houses with
built-in Jacuzzis, fourteen cars and take five holidays a year in the
best hotels in Bermuda. That sort of thing. This can go on for
pages and is designed to sell the sizzle, not the steak.

The second stage is something like: I’ve tried doing this
and that, tried all the bizops and never made a penny. Then, out of
the blue, a friend suggested I tried this idea .. blah, blah. This
makes it a secret. You are going to be introduced into an Inner
Sanctum of secret knowledge.

The third stage is the You Can Do This Too stage in
which the writer tells you how unqualified he was and that this
plan is so easy, anyone and his dog could do it.

The next stage is the Buy It Now Carrot. The writer
wants you to commit yourself now, not in two days time. It is a
well known psychological fact that all decision making is based

“Any business in
which you rely on

others to do any
work in their

own time is
doomed to

failure”
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on emotions, not logic. The hype in this copy is designed to appeal
to the reader’s emotion and the writer must strike before the ice-
bucket of logic cools it. This is done by thinking of a number that
is higher than the actual sale price and then offering a huge
discount if you buy it today. Of course, the lower price was the
real sale price all along. You could send in your coupon ten weeks
later and still get the discount.

That’s not quite it. To a certain extent this is normal. We
are all conditioned to expect a degree of hype. At this stage all that
the writer has sold is the idea of getting rich. He hasn’t even
mentioned a product and if he has, there is no detail. The
difference between a product that is a genuine offer and a “I’m
going to be a millionaire publisher as quickly as possible” scam is
two fold. Firstly you rarely know exactly what it is you are
buying, and secondly, you won’t get a refund.

You are buying “blind”, based purely on hype. You have
had no chance to see the product. When you do see it, and
discover it’s a badly produced booklet on Licking Cars Clean for
Cash you will discover that the No Risk, Win-Win guarantee is
carefully worded to say “Try this first for 30 days. If you are not
completely satisfied …” which means that unless you can prove
you have licked several cars clean you won’t get a refund.

The secret of this kind of publishing is to offer the earth,
supply mud, and wriggle out of refunds. That is how some are
doing it. Now you know. This course isn’t about that way.

G4/?3">4/?3

The centre section of the pyramid I call “lucky”. By that I
reckon the chances of making a project in this area succeed are
about 50-50. I think this element of chance is far too high. A good
project may not take a great deal of money to get started but it
does involve a deal of research and development. Why should you
go to all this trouble for a project that only stands a 50 – 50 chance
of making any money? No thanks.
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I prefer to bet on certainties. At the very top of the
Project Pyramid is a tiny area in which projects virtually cannot
fail. Oops! I said virtually didn’t I? Well, I heard a saying once
that is very true – It is impossible to make something foolproof.
Nature will produce a better fool!

In my last zillion years in business I have had to deal
with many fools and believe me, some of them could louse up
boiling an egg. I particularly like the guy who paid through the
nose for high quality mailing name labels. He even paid a
premium for “recency”, and then waited over nine months before
he did anything with them. Of course the names had gone cold
and he didn’t get a result. He never understood why.

So, when I say that the top of this hypothetical pyramid is
virtually foolproof I mean that a well meaning fool will louse it up
almost as well as if they were working on a dead duck project.
However, someone who knows what they are doing will stand a
very high probability of success in this project area.

The first stage in deciding which project to work on is to
clear your mind of distractions and decide where your idea fits in
the Project Pyramid. This means identifying the money pits so
let’s look at some right now.

“God does not
guarantee a

harvest. What he
guarantees is

no seed
– no harvest”
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Otherwise known as projects to avoid.

Any project in which you rely on others too
much.

Many years ago I owned a business that dealt in world-
wide transportation. We had to get a truck into a factory in
Carrara, Italy, to pick up a consignment of marble. It was vitally
important that a particular crate was loaded onto the trailer so my
company went all out to make sure it happened.

First, we faxed the Italian company with the correct box
number. Then I personally spoke by telephone to the person
responsible for loading the truck, offering him a “drink”
(understood to be a bottle of whiskey) as an international incentive
to foster good relations between our two countries! I then spoke to
the driver of the truck and gave him a copy of the fax.

On the day of
collection I asked the driver
to telephone me and confirm
the correct box had been
loaded, which he duly did.
“Are you sure?” said I.
“Definitely”, said he. I even
phoned the factory for a
second opinion. Short of
doing it myself, what else
could I have done?

Well, you’ve
guessed it - wrong crate. It’s
exactly the same in Home
Publishing and it applies to
any other business I know
of: - CONTROL; The fewer
links in the chain, the less
likely it will snap. Nothing

OCHPP – Organiser
Controlled Home Publishing

Plan
A Home Publishing programme
in which you sell another
person’s work. He can dropship
the goods to your customer
directly, either giving you a
commission, or do it on a
wholesaler-retailer basis. Ask
what contingency plan is
available if he should drop dead
tomorrow!

DropShip
I sell you a widget, take the
order and process it but then
give your shipping address to
International Widgets Inc for
them to send it to you directly.
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on earth is more soul destroying than seeing a project you’ve
poured your heart and soul into go straight up the Swanny River
because of a fool in the chain.

If the project you have in mind must have others within
it, then avoid the project.

Examples are Multi-Level-Marketing projects of all
kinds. Projects where you have to depend on one supplier of
product or services such as Organiser-Controlled Home
Publishing Programmes (OCHPP). The only exception to this rule
is if YOU are the main man, the top of the heap, the ultimate
organiser of an MLM operation or OCHPP. (See later.)

Any product that can be found in retail outlets

This is so simple I cannot understand why so many
people, particularly those doing MLM projects, make this
elementary mistake.

If you have the option of waiting several days (often
weeks) before receiving something by mail order, or getting it the
same day from the local store, which would you choose? Note
also the fact that most mail order goods are more expensive than
retail goods.

We are in a “I want it, and I want it NOW” mentality and
if you offer anything that is available more quickly elsewhere then
you are on a loser.

The only exceptions are if it’s your own product in those
retail outlets or the country you are in doesn’t have a high density
of good shopping areas.

Advice on health issues.

Are you a doctor? Don’t write advice on any medical
issue unless you are fully qualified.  The only question that the
prosecution needs to ask – (as you sit in court after some little old
lady had a heart attack after reading your advice about exercise

“Only gamble on
certainties”
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being good for little ol’ ladies) – is “are you a doctor?”. The
moment you say “No” is the moment you will regret forever!

FIND a doctor to write for you by all means but don’t do
it yourself unless you have lots of defence money.

Advice on Financial Issues
&

Advice on Legal Issues

Both of these categories should be treated in the same
way as health issues due to the volumes of legislation inherent in
these areas.

Too big a market area

Already discussed in part one, a common fallacy is to
choose a market that is too general in nature and thus expensive to
advertise in.

Difficult to reach markets

It doesn’t matter what size your market is if you cannot
reach it. You may have a fantastic book on Widgets for Widget
enthusiasts, but unless there is a magazine for them, or a targeted
mailing list, or some other vehicle to get your message in front of
them both easily and cheaply, then you’ve got problems.
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These are 50-50 or “Lucky” project areas. If you are

lucky you may make some money but most people, particularly
first timers will encounter the effect where you are tantalised by
enough sales to pour more money into it. I avoid this area.

Bizops
I know a lot about the business opportunity market

because for many years I published a newsletter about this subject,
and what a peculiar subject it is.

People first enter this world by means of an advert or
direct mailing promising some new business opportunity, usually
details of a new part-time career. Some are well intentioned, some
even work, most don’t. But this isn’t an analysis of the bizop
world.

With regard to home publishing projects we can identify
three kinds of bizop.

1. A manual offering a business plan of some kind.
2. A manual offering a business in which you re-sell the

same manual to others.
3. The Home Publishing Plan. A series of manuals, like

an educational course, in which you not only buy the
series for yourself, but can re-sell the series to others.

People who have been steeped in the bizop world are
easily blinkered into assuming that this is the only place to make
money. Not so, and this course goes a long way to showing the
falsehood in that thinking. Yet it is often the case that new home
publishers will make their first attempt by copying what they
perceive is success in the bizop world, and writing their own
version, usually in categories 2 & 3 above. This is because of the
written content in these categories.
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Category 1 is usually about some kind of part time
enterprise you can set up from home. Most Blinkers, (those
home publishers blinkered into going down the bizop route) will
not choose this category because they don’t have such a business
in mind.

This is not the case with categories 2 & 3. Almost
invariably, manuals in these areas are incestuous. By that I mean
that someone will write a category 2 manual and offer it for resale
by others. What’s in the manual? Instructions on how to resell the
manual, filled out with income projections and a bit about how
much of a ball the author is having! It’s a classic cycle: Get rich
quick selling this book on how to get rich quick.  Being a purist I
regard this as a con trick. Trying to become a millionaire by
writing a book pretending you already are a millionaire is typical
bizop hype. You have to be successful first – then write the book.
Well, that’s what it says in my book anyway.

When you read such books two impressions are created,
both of them invariably false. First is the impression that this book
is a smash hit best seller.

Just because the author is telling you he’s successful
doesn’t mean a thing. (In reality it is very unusual to make money
selling any one-off manual by direct mail. If it’s a category 2
resell type, then the author will only make money if he
subsequently acts as wholesaler and supplies all the books sold by
others.)

I have had the experience of seeing several such
“successful” publishers and been disappointed to see evidence to
the contrary. In two cases I was initially impressed until it became
clear that both had partners (in the marriage/social sense) who had
well paid jobs, so most of the opulence I witnessed was the good
income from one partner added to the few luxuries created by the
home publishing partner. To find a pure home publisher, whose
only source of income is this trade, AND who is living well is
quite rare. I believe that’s because most newcomers go down the
wrong Home Publishing route (i.e. Bizops).

The second impression generated is that Direct Mail is
the golden path to riches and fortune. Yeah, okay. But this path
goes both ways and the other leads straight to poverty.

“Plagiarism
saves time”!
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Blinkers are playing follow-my-leader, but often it’s a
case of the blind leading the blind down a blind alley in the dark!

To be “lucky” in this area you must create a manual that
has some new and interesting bizop information that is
independent of instructions to sell the manual, i.e. it is worth
reading just as a good read, and offer it for resale by others in such
a way that they must buy the books “wholesale” off you. In this
way you will have “direct” customers who buy off you at the full
retail price, and these same people, if they become agents, will
also buy the same book off you at a wholesale price (about twice
the production and packing cost) in order to supply their own
customers. In this way you are selling lots of books either at full
retail price, or a wholesale price that is at least a 100% mark up on
the cost of printing, packing and posting the book.

This is a very good way of making money but has one
drawback. What do you put in the manual? Nearly everyone that
tries this route writes something about How to be a success in
business while only possessing the most rudimentary knowledge
themselves. Most people know nothing about business.  They
cannot even run their own domestic lives properly.

The bizop market is now full of clones, all copying
previous works in some way, shape or form. If you want to
succeed in this area you will have to conquer the desire to copy,
and create some new information.

This applies to the single manual, category 2. In cat. 3,
the Home Publishing Plan, we see the same principle but
supplying a whole series or “educational course” of books. This is
a very powerful income area, possibly the biggest income area in
the whole of home publishing, that we will go into in detail later.

MLM

Before leaving bizops there are two pieces of information
I should like to give you concerning Multi Level Marketing.

Although not home publishing it’s worth mentioning as
some people often consider creating a course  (e.g. some clones of
The Delfin Programme) and selling it though MLM methods.

Point one. A well established seller of MLM software
(programmes that work out the commissions payable on all the
different levels [indeed only modern computing has made MLM

“Don’t let your
current appetite

steal your
future feast”
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viable]) makes a strong point that the originator of a MLM plan
rarely loses money and often makes a fortune BUT…

Point two. MLM in the USA is not the same as in
Europe, particularly Britain.

Many US based MLM programmes have a hard time
outside the USA and Canada. The authorities in Europe generally
have a jaundiced view of such plans and there is a minefield of
legislation specifically designed to stop MLM in its tracks.

Another point to consider is the size of your market.  The
originator of an MLM product must have a huge, possibly world-
wide market.  If the size of your market is only small then you
will make more money by selling to this market directly as a
retailer rather than by starting an MLM project.

Publishing other people’s work
The term “Home Publishing” is an awkward one because

many people have come across this expression when dealing with
companies and individuals who offer a range of standard booklets
or reports for resale. Typically these plans involve you buying the
reproduction rights together with a marketing plan. The marketing
plan consists of examples of advertisements that you can place in
magazines.

Most people don’t make money selling other people’s
reports. It’s obvious really. You and I buy the right to resell a
report, say, about vacation jobs for students. Our instructions are
to place an advert in various magazines. As more and more people
buy these rights, more and more people are placing the same ad in
the same magazines until the whole thing becomes a nonsense.

The correct way is to create your own advertising and
make it unique. The first of the following ads is the “original” as
suggested by the plan owner, the second is my version. Both are
for the same report.
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Avoid stuff you have to sell
Wherever possible I supply answers to problems.

Let me give you a wonderful piece of advice. If Home
Publishing belonged to some secret organisation like The Magic
Circle, they’d throw me out of the club for revealing this awesome
offering of pure gold. Follow this advice and you’ll make money
anywhere in the world, anytime, night or day.

People don’t buy prevention, they buy cures.

Or, put in a better way:

You have to sell prevention, but they will flock to you in
their multitudes for a cure.

Here’s my blunt version:

Don’t tell someone they’re about to fall in a hole. Tell
them how to get out of the hole they just fell in!

I look for people who have a need or enthusiasm for
something. If they need to make money quickly, I tell them how
it’s done. If they are mad keen on hog wrestling, I do the Hog
Wrestler’s Newsletter. Either way I don’t need to sell the idea of
making money to people, or hogs to hog lovers. The package is
pre-sold. All I do is provide the product. Generally speaking I
don’t sell anything.

Vacation Jobs for
Students.

Find out about all
the jobs available to
students world-wide
Apply: F, Kowalski

Ryeville, AR
728326 USA

STUDENTS -
MAKE MONEY

NOW
Top Ten BEST

vacation jobs in the
world ready NOW.
Apply: P. Gosling

2376 Alte Aue
Hamburg, Germany
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Zero back-end products.
A back-end product is another item that you can offer to

someone who is already a customer. If you have a one-off
product, such as a single manual, or report, or booklet, then think
about creating a follow-up item.

I never have a single item product. My specialist areas
are newsletters and educational courses. Both of these have
automatic back-end products as you’ll see later.

So why have a back-end product? To make money. Not,
please notice, to make more money. When we get on to discussing
the eight types of project presentation, you’ll see how to choose
the right one with this in mind.

O,.<'"A"P%*":&)7,/('
Software solutions

When Bill Myers first started out he made it big
with newsletters. Bill is constantly on the lookout for
changing trends and I recommend his newsletter. Check
him out on www.bmyers.com.

Bill moved out of newsletters when he saw an even
bigger need staring him in the face. He realised that the
World Wide Web was about as user-friendly as a hungry
Doberman with attitude. He correctly surmised that there
were zillions of people out there  who were tying
themselves in knots trying to make their web pages work.
So Bill now designs tools to help people use unfriendly
computers.

His first effort was to produce OrderDesk Pro, little
more than an order taking, label printing customer record

programme and he did this by learning how Lotus Approach
worked and prepared it on that.

He turned it into an all-singing, all-dancing programme
for anyone doing business by mail order.
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His second effort, and the current
one at the time of writing this part is
e-Showcase.

This is a brilliant idea. He simply
created a template for a website with
simple tools that would allow the site
owner to alter the site to suit his or her
own requirements.

I mention this only because Bill
has succeeded, once again, to create a
project that fulfils all the criteria necessary

for success.

Did he look at the market first? – you bet he did! Is this
market easy to contact? Yes. The names of his software
programmes are simple and unique, so if you know the name of
the programme, a search engine will probably grab it for you.

Is the market cheap to contact? On the internet – of
course. His site was already well known by thousands of people
through sales of his videos on newsletter production and product
creation. He locked into an existing audience.

Now he’s producing easy
versions of those parts of Websites that
are difficult, e.g. readymade, secure order
forms.

If you are into software and
computers (I’m not) then his website is
the place to go.
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Fax-Back
This is covered in full later. This is a one-off hit project

that can make serious money.

Admags
Also covered later. Admags are magazines in which the

entire content is advertising, e.g. Used cars.

Hobby or Enthusiasts
Newsletters

Also covered in great detail later including a step by step
example and a full marketing plan for you to copy.

Products for subcategories of
major mags (Easily contactable
markets of enthusiasts)

A huge project area for serious home publishers. Nearly
everything I do or recommend for start-ups is in this area. This is
similar to hobby/enthusiasts newsletters but covers all the other
types of media as well.

Sometimes newsletters may not be the best option. You
may not like deadlines or enjoy the intimacy that newsletter
editors often get with their subscribers. You may wish to offer a
short course – three or more manuals, or a video, or audio tapes.
Whatever the media involved, the project will always start by
taking a journey through magazine-land to see what others are
reading. By looking through all kinds of magazines I will be able
to judge what is turning people on. I will see what they are
spending money on. This gives me power. If I know people are
buying widget information, all I have to research and deliver is –
guess? Widget information!

And where, mon brave, will moi advertise his wares – in
the same magazine that gave me the trend. More on this later but

“Any plan
actioned today is

better than a
perfect plan

actioned later”
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note very carefully what the rules to this game are. Writing
something is easy. Selling it is hard if you have to persuade lots of
people to buy it, particularly people who you don’t know and
cannot contact easily and cheaply.

So work backwards! Magazines (as you’ll see later when
we take a successful newsletter apart) are read by groups of
people who share both a specific interest (i.e. a subcategory) and a
common interest with the magazine topic. (See below.)

Magazines don’t have a monopoly on reaching
subgroups. The story of Dr D.G. Hessayon is worth relating here
both as an example of how to contact groups easily as well as
showing you how a small, home-made project can suddenly
quantum leap into an international organisation.

All classic car
enthusiasts
(Mag Topic)

Jaguar
XKE-Type

Enthusiasts
(Subcategory)

’57 Chevvy
Enthusiasts

(Subcategory)

.

Ford Edsel
Enthusiasts

(Subcategory)

A magazine usually covers a general topic e.g. Sports Cars. It is read
by individuals who themselves belong to subcategories of the

magazine topic e.g. Ferraris. By identifying a subcategory and
creating informative reading matter for them you can then market

to that group by means of the same magazine.



Page 24

This story starts in the United Kingdom. Travellers and
residents of this, the most densely populated country in Europe,
are often amazed at the diversity of green fields and meadows.
Microscopic in scale to the corn fields of Iowa, or parts of
Australia, it is nevertheless, a patchwork quilt of green beauty,
probably unsurpassed anywhere in the world for packing diversity
into a small space.

This is due to the weather and a quirk.

According to the US travel writer, Bill Bryson, the
British don’t have any weather. In the US, for example, weather
can kill you. Snowstorms can go on for weeks. Temperatures can
plummet to –60 degrees and more. Weather kills.

In the UK it is highly unlikely that a tornado will plough
through a vicarage tea party and project little old ladies and their
croquet sets several thousand feet in the air, or shoot cucumber
sandwiches through walls at 150 mph! The British don’t have
weather, they have rain – endless, everlasting drizzle. This means
they also have grass – lots of it.

The quirk is that Napoleon was wrong in calling Britain a
nation of shopkeepers. The most rudimentary observation would
reveal that they are gardeners. Britain is 65 million gardens back
to back.

Enter, stage left, Doctor D.G. Hessayon. He
wrote a book called The Lawn Expert and within a
few short years did little doctoring but became
Transworld Publishers with offices in New York,
London and Vancouver. Rumour has it that the
seriously wealthy now have their own little island
somewhere (the old symbol of wealth) but with a
perpetual party going on at one end so that they
always have one to go to if they feel in the mood (new
symbol of wealth.) Looks like party time Doc!

But how did he achieve this success? Was it
by accident? Did he just write a book and hope it
would sell?

Not a bit of it. The same principles of
publishing outlined here were used and very
successfully. In fact it was he who put me on the rightExample of the series of best selling

gardening books by Dr. Hessayon
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track when I realised the enormous simplicity of his marketing.

First of all look at the title. The Lawn Expert. All his
books now have the same title format – The “Something to do
with gardening” Expert. What does this title tell you about the
book, what’s in it, and what it can do for you? That’s right –
Everything. It is the most brilliant title. How many titles can you
recall that say everything you need to know in three words? Think
about this when devising your own titles.

Secondly, how do you think he went about trying to
contact several million gardeners? Most people would have said
“ads in newspapers”. Armed with your knowledge to date, you
may say “ads in gardening magazines” and this would be quite
right. For my part I would have said “press releases” and I’d have
been right also. Yet the good doctor homed in on another area that
is virtually free marketing – Retail Display Advertising.

Retail Display Advertising

This was seriously clever. Newspaper advertising for a
gardening book is mainly wasted. Magazine advertising in a
gardening mag is far better but both of these require money. Also,
not all serious gardeners buy magazines – they’re too busy
gardening! What the Doc realised is that many, if not all half-
serious gardeners will go to a gardening store, or gardening centre
as they are called in the UK. Because they are the size of
supermarkets, and because the entire UK would fit into Texas,
there are not that many gardening centres in the UK. Indeed when
The Lawn Expert was first published there were fewer still.

So our enterprising author left books in gardening
centres, probably on a sale or return basis, and the rest, as they
say, is history.

At first glance it would appear that he took an awful
chance because these books are in full colour and he had to spend
serious money getting them printed before placing them in retail
outlets. Yet did he take a chance?

I don’t think so. He did his homework. At the time there
were no books on lawn maintenance. This subject was just one of
those covered in larger gardening books at that time. In fact he
chose a subcategory of a topic that was very popular in books as
well as magazines. He also realised that anyone with a lawn,
whether he was a gardening enthusiast or not, had to cut and tend
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it once a week. At some point they had to go to a gardening
centre, if only to buy a lawn mower.

He had a unique product (a subcategory of a popular
topic) and had found a way of marketing that product almost free
of charge. Then he capitalised on the idea and wrote 16 other
books (Flower Expert, Fruit Expert, Rose Expert, etc) not to
mention that great standby used by all good film producers – the
sequel – in his case, The NEW Lawn Expert! Oh, this guy is good,
very good.

Hot Problem Solutions
This involves being on the lookout for problems

associated with a particular (and easy contactable) group of
people. You’ll see a fine example when we discuss Fax-Back.

Another example is an acquaintance who worked in big
business. He worked in the accounts department. It is standard
practice to offer credit facilities to new customers, therefore losing
money when some of those customers go bump is quite common.

The usual way of checking the credit worthiness of a new
client company is to use services such as Dunn & Bradstreet who
give credit ratings and reports. These reports are based on a
financial analysis of the company – previous Profit & Loss
accounts plus Balance Sheet information. He realised that this
kind of analysis is flawed. It is based on the premise that a
company’s ability to pay is based on the profitability and liquidity
of the company. This is true, but a company’s intention to pay is
the deciding factor and this is based on the desire of the directors.
Indeed a big company can be the worst to deal with because they
often dictate what the payment terms will be, whereas a small or
new company, with few assets, may have directors whose desire is
to become credit worthy and will achieve this by paying people
quickly. Having money doesn’t mean you are going to part with it.

My friend decided that there must be a better way.
Finally, after a great deal of setting up and gaining the confidence
of those in the industry, he created a new “black list” system in
which companies in the industry would warn all the others about
rogue payers. Each month he sends them a text file on disk listing
all the customers concerned with a number next to them:

“Always two
there are.

A master .. and
an apprentice”
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ACME Inc. DB Reynolds. F Cooper. 22345 – 10

It lists the name of the company. The directors. The Postal or Zip
Code and the number of complaints received from other member
companies.

By pasting this information into any word-processor a
member company can use the “find” facility to search for a
company name or director or zip code. Nice system. He makes a
lot of money with it and the member companies are glad to pay
him.

This is a fine example of a hot problem solution.

Top Ten Parodies
Not something I do but I know others that have. This idea

is for writers who are good at it, have a sense of humour, and want
to make money.

Look at the latest top ten listings of both fiction books
and non-fiction books. Pick one you like and write a parody – a
humorous send-up with a similar title.

The most famous example was Melvin Power’s send-up
of a best selling book called How to Flatten Your Tum. He called
his version How to Flatten your Tush1. He got into the best seller
list as well.

A rude send-up of JR Tolkien’s Lord of the Rings called
Bored of the Rings did quite well but it must have been a lot of
work.

You don’t need to be Charles Dickens to do this. If you
pick on a simple best-seller such as The One Minute Manager you
will see that most of the book is white space. I’m toying with the
idea of writing the One Minute Director featuring the thoughts of
Mr Aldus J Plonker, CEO of Hitchcock & Scratchit, and his ideas
on how to achieve excellence worked out as bizarre corruptions of
those in the original book. I’ll probably never get round to it so
feel free to get there first.

                                               
1 For non US readers, Tush is a euphemism for the part of your anatomy you sit on!
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Commercial Business Plans
Ask most people if they like their job and they’ll say no.

Most of them harbour dreams of becoming their own boss and
many look towards retail businesses such as flower shops,
clothing stores, news-stands or bookshops.

In fact the cost of setting up even the simplest shop runs
into many thousands – 60K to 100K is not unusual and the buyers
often have little idea of how to go about business in general, never
mind the specifics.

In the North of England is a small town called
Accrington. In it resides a man who used to have a Fish & Chip
shop before he retired. He now makes money acting as a Fish &
Chip Shop Consultant.

He charges four figure numbers to help people buy and
set up their new refectory enterprise and if they have any sense at
all they will pay it gladly. What’s another grand added to sixty if it
increases the chances of business success one hundred-fold?

Unlike you, this man is limiting his income. If you sell
your own time, no matter for how much per hour, then there is a
limit to how many people you can talk to in 24 hours. That is the
upper limit of his income.

But we are publishers. There are no limits to our income
because we use the written word to act as secret salesmen, and one
script can be read by untold numbers of people.

Our fishy consultant is a living example of a new trend
that is working well on both sides of the Atlantic – offering
commercial business plans to people setting up retail businesses.

You do not need to know anything about the business
you have in mind. All you have to do is to find someone who
does. That is either someone who currently has a successful
business or better still, someone who has recently retired from a
successful business.

Later, under manuals, I will show you the simple steps
to take in order to create a highly saleable commercial plan. In

“An expert is
anyone who
knows more
than most”
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the mean-time let me introduce you to a word that has been very
powerful for me. This word has made me and saved me serious
money. It allows me to save money by getting people to work for
me for no pay whatsoever. Not only that – they want to work for
me. Indeed they go out of their way to do it.

Think about this. Why should anyone give me their free
time, effort and labour? Am I a charity? No.

This is why:
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Kudos is an amazing word. It implies status, approval, a
position of excellence and praise. It’s the buzz you get when you
see someone read your book.

I pay for writers with kudos. I can get people to talk to
me, help me, write for me just by making sure that they, not me,
get full credit for writing or acting as consultant to the article.

So, if I wanted to find out about how to run a sports shop
I would check out some local stores, looking for the most
successful one, and write to the owner:

To
Mr Hiram G Baseballbat
Hogbelly Sports Inc
Turkeyville
Iowa

Dear Mr Baseballbat,

My name is Philip Gosling and I am a
professional writer and journalist. I would be very
grateful for your help.

I am currently researching a book on the
development of sports shops, in particular, stories
of successful entrepreneurs in the Sports shop
business.

You name has been suggested to me as an
outstanding example of success in a typical local
community.

I should very much like to interview you,
probably by telephone during an evening of your
choice, with regard to your experience of setting up
a successful enterprise.

My book will be published and made available
nationally and will probably be read by a wide
variety of people, particularly those setting up in
businesses themselves.

I would be most grateful if I could call you
on Tuesday 11th June at 8.00 pm to discuss this with
you. If this is inconvenient please let me have an
alternative date and time.

“Conventional
wisdom is always
entirely wrong.”

- Dan Péna
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The interview should only last a short time
and I will be asking you for general background
information, how you started, how you became
successful and perhaps ask you for your personal “top
ten tips” that helped you to succeed.

Naturally, in recognition of your contribution
to this new publication I shall be pleased to give
you full credit within the book and supply a signed
manuscript copy for you to keep with my compliments.

I look forward to contacting you.

Thanking you in anticipation

Yours sincerely,

Philip J Gosling
Author – The Definitive Business Guide.

There is tremendous scope for guides on all retail
businesses. Guides typically start with a general and positive
introduction outlining the benefits and profitability of the
business. This is followed by a basic setting up procedure. This is
of a general nature and the business services manager at your local
bank will be pleased to help you – just tell him you are thinking of
doing this yourself.

Then follow with a top ten tips section that you took from
your interview and also a list of things to avoid taken from the
same source. Also note that you will be able to use some of the
tips generally in other manuals, for example, notes on cash-flow,
but try to isolate good ideas, like the best places to site the
business, the look of the store, what the inside should look like,
lighting and theft avoidance tips 2.

 To wet your appetite, you can charge upto £250 for a
good manual on “Set up a Successful Widget Business in 14 days”
The manual shouldn’t cost more than £5.00 to produce which is a
mark up of 5000%. Beats working for a living doesn’t it! Sell it
through magazines specialising in buying businesses and local
business venture/training companies.

                                               
2 Theft is a major nuisance with nearly all businesses. Why not interview some good store detectives and do
some general research on theft avoidance with a view to publishing “101 Tips to Stop Store Thieves”?

“People seek
cures, not

prevention”
- Bill Myers
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Genuine “Make Money” Plans
Later on in this course you will see the vast range of

subjects to choose from, in particular hobby and leisure subjects in
which you already may have an interest or may like to create one.
It is extremely unlikely for you not to find a profitable and
worthwhile project in that area.

However, if you are one of a small percentage of people
who cannot, despite much effort, think of a subject area that suits
them then take my advice on job hunting that I give to teenagers –

If you cannot think of any career or vocation you’d like to
do; if, like me, you’ve spent years changing careers in a quest for

the Holy Grail of a job that gives you pleasure; if you have no
idea of what you want to do … then do a job you dislike the least

and find a way to get well paid doing it!

So, if you cannot find your ideal project, then fall back on
the one subject that people all over the world will pay you well for
– the subject is … making money!

The “How to Make Money” Book

Of all the subjects of every “how to” book ever
written, the biggest, most popular and most successful subject
of them all is the subject of making money.

This is why most new writers head straight for the Bizop
market.  This market is full of people looking to make money.  It
is a captive audience that can be contacted easily although not
cheaply.  The latter means that all books in this area are expensive
but this is not usually a problem as people have accepted that good
money making information costs money.

Of course, it is easy for a millionaire to write a book on
how to become a millionaire.  The problem is how a relatively
poor writer, particularly one who has just started, can write
anything on how to make money without looking like a fraud.  It
seems like a classic catch 22 situation but in fact the solution is
very simple.
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You don't have to be a Marathon runner, even less a
Marathon winner, to write a book on marathons.  All you
have to do is to research the subject and find out all you can
about successful Marathon running from people who do
know.

Fraudulent misrepresentation happens when you try
to fool the reader into thinking that you are a wealthy person

writing a book on how to get wealthy. This has happened many
times. It is almost a cliché (The only way to make money with a
Get Rich Quick book is to write one.)

Most new writers make the mistake of thinking that the
only qualification to write a book on success is to be successful
themselves.  Not so.  The secret lies in one word - journalism.

By writing from a reporter's point of view, you can still
write a successful project on how to become rich despite not
having achieved that status yourself.  Indeed, the reader can often
identify more readily with you as someone "like them" and avoid
the suspicion and envy created when asked to send money to
someone who is already wealthy.

This isn't new.  That great book Think and Grow Rich by
Napoleon Hill, written in the 1930's was exactly such a project.
The young Mr Hill was prompted by the multi-millionaire Dale
Carnegie to interview other multi-millionaires in order to establish
the secrets of their success. As a result of writing this book, Hill
also became rich.

So, what do you write?

During this course I'll throw a few fish at you for you to
play with, but it would be far better if I showed you how to fish.
Let's avoid the bunkers first.

" How to" books on making money in all its various
forms can be divided into sections.

1. Books about mind-set and attitude.

This includes all books, tapes and courses on the subject
of mental conditioning, NLP, goal setting, etc.

This has been a hugely successful area and it was quickly
taken over completely by the big players like Tony Robins and
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Nightingale Conant who have effectively covered the market.
Even though this kind of goal setting information is absolutely
vital, it has now become a big yawn.  A newcomer trying to write
and sell a project based entirely in this area is going to have a
tough time simply because the competition is so good.

2. Biographies and autobiographies of rich and successful people.

Victor Kiam,  of Remmington fame, and other high flyers
have written autobiographies, but it is very unusual for them to
become big sellers. People are not interested in successful people
on an ego trip so don't even dream about trying to interview a
success story, just for the story.  People are interested in solutions
to their problems which in this case is an inability to increase their
income quickly. If Big Victor had named his book 20 Fabulous
Success Secrets, instead of Going For It and writing all about
himself, I venture to suggest he’d had sold more copies. As such,
bland biographies are a no-no.

3. Books about how to set up in business generally.

Once again, this is not an area I would contemplate.  You
can get this kind of general information from any library together
with free literature from virtually any bank. One of the secrets of
home publishing is that people cannot get your information
elsewhere.

4. Books about specific businesses.

This is the prime area but remember that people are not
really interested in starting a business.  They are interested in
making money. Okay, you usually have to use business as the
vehicle for making money, and your readers understand that, but a
common mistake is to try to sell the vehicle instead of the
destination. Car manufacturers no longer sell cars. They sell
speed, comfort, freedom, the open road. They don’t sell cars.



Page 36

The Slot Machine Business Concept

By far, the best selling manuals and
projects in the world of home publishing have
been about how to start a “slot machine business.”
This is not about slot machines, but about
businesses you can start locally and are “turn key”
or work on the “slot machine” concept.

The average person is woefully inept at
running any sort of business. Indeed it is my
opinion that many business people, even at
managing director level, are still inept. This is not

their fault. The fault is the educational system which has largely
been constructed by educationalists or people who have never run
a business in their lives, yet who turn to business to fund their
activities!

At schools throughout the world, students are given a
grounding of education based on general knowledge. The value of
some of that knowledge is highly debatable. Consider how many
of the subjects you were forced to learn at school have been used
in your adult life? When was the last time you needed to know
what a prime number was, or the cosine of an angle?

Yet were you ever taught the
essential qualities of business, such as
leadership, determination, planning,
strategy, goal setting, personal development
and self discipline? I’ll guess – never! In
fact you are far more likely to learn these in
the armed forces, which is why many of the
most successful business leaders have some
kind of forces background at leadership
level.

Because the average Joe has had ZERO training in
business or leadership, he or she is less than confident at running a
fully fledged business enterprise. For Joe, it has to be simple, as
simple as putting a coin in a slot, pulling the handle, and watching
coins fall out of the bottom. That’s what I mean by a slot machine
business.

It is also true that whereas
leadership training is given to
officer classes, the lower
ranks are trained not to think
but to blindly act on the
instructions given by officers.
This is why none-officer
classes in the armed forces
are even less capable of
starting successful
businesses than civilians.
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Do they exist? No. There is no business in existence
where manual labour alone, even with a little capital, will multiply
your money. But there are simple-to-run businesses which require
the least amount of intellectual input or training.

A good example, and one you can copy is The Local
Store Directory.

This idea started in the States and requires a township
community, or a well defined suburb of a big city - anywhere
where the population density is high and where local stores and
service industries serve that population.

This township will already have an established business
telephone directory such as Yellow Pages. These directories have
two disadvantages. Firstly, they are bulky. As such they are not
usually kept next to the telephone but in a nearby storage area.
Secondly, if you are looking for, say, a heating engineer, you
won’t find just one, you will find many, even hundreds in a large
town.

The idea of The Local Store Directory is to circulate, free
of charge, a small directory listing important telephone numbers -
like the emergency services - and also having local businesses
BUT only one of each type. Instead of seeing fifty hairdressers,
you will only see one. Instead of fifty auto-repair services, you
will find only one. Each service, store or local business has only
one entry and thus has – complete exclusivity.

Furthermore, the directory is small enough to be kept
right next to the telephone. Formats can differ. Some are printed
on one sheet of glossy card the same size as this page but folded
into three to go under the telephone. Others look like an exercise
in origami – often becoming a small tray or open box to put
pencils into, with the advertising on the outside.

In each case the principle is the same. It’s convenient
enough to keep next to the telephone and it only lists one type of
business at a time.

The money comes from the advertising. Each advertiser
pays for three months exposure and the rates are quite high simply
because they have exclusivity. The rates are judged by what it
would cost to distribute a leaflet in that area (knowing full well
that leaflets are usually thrown away or lost within days.) The
directories are distributed free of charge to householders either

“No-one makes
money working

hard. Work
smart. Better

still, smart and
hard.”
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using a distribution service, inserts in the local newspaper or by a
team you put together yourself.

This is a lovely turn-key type of business. It involves
going through an established routine every three months of
phoning existing and potential advertisers, organising a print run
and distributing the directories. This made the originator of the
idea a nice amount of money for essentially part time work. But
he didn’t start making real money until he saw its marketing
potential as a home publishing exercise.

Bill Myers’ Axiom
Bill, whom I have mentioned previously, is a highly

talented seminar speaker and an astute observer of business trends.
One of the many excellent pieces of advice I have taken from him
I now call Bill Myers’ Axiom.

No-one ever creates one product. They always create
two – The Product, and how that product was created.

Both are saleable.

Bill started out doing something neither he, nor I
recommend as a first time venture although, it must be said, that
when it does work it pays off – big time!

Bill started an INF newsletter (In
Your Face) called The Black Box.

His newsletter was very successful
and he realised he had a second product –
The knowledge of how to write a successful
newsletter! So he did a seminar on it, put it
on video and sold the video!

Then, of course, he had another
product – how to prepare and sell a video. So he did the same
thing again showing people how computer images could be
transferred to video so that they could teach people how to use
software programmes, surf the net, etc.

Guess what? He discovered within that last project, the
seeds of another, and he now writes and markets software
products. Every new piece of software he creates has his own
axiom built in. By paying a premium, customers can buy not only

In Your Face means
aggressive, or
controversial.

Publishing
controversial topics

can be very lucrative –
if you can take the

heat. You need to be
very sure of your facts
and be able to brush
off criticism, threats

and legal action.
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buy the software but also the rights and instructions on how to
resell it for profit.

And so the process goes on. If you think carefully about
this axiom you can see that if you can generate a second product
easily from the first, you have the basis of an ever expanding
business!

Getting back to The Local Store Directory we can see
this axiom in action. The idea of how to run this business was
eminently saleable and soon it was being marketed world-wide as
a business manual to the Bizop market.

Remember that you do not need to create and run a new
business yourself. By keeping your eyes wide open and focussing
you will see examples of saleable business ideas. You can always
do a deal with the owner of that business and split the profits.

Surfing For Ideas

Another very good way of getting ideas for a Make
Money book is to get on the Internet and start some serious
surfing. You can type “Business” “Business Ideas” “Entrepreneur”
and all sorts of related words into search engines, of which my
favourites are www.dogpile.com.  or www.askjeeves.com.

A certain scam publisher once did exactly this looking for
underground information on how to make money. He picked up on
things like how to re-calibrate a car’s mileage reading and how an
engineer’s code number can create free telephone calls. All this
information was hyped into
a manual. It sold very well,
I’m sorry to say! (I’m not
here to preach ethics.)

Simple money-
making ideas are
everywhere. All you have to
do is to keep your eyes and
ears open.

One of the best
ideas I’ve seen is a course
on how to set up a CV, or
resumé writing business
called The Lazy Writer's

Search Engines

Dogpile and Ask Jeeves are
multi search engines. Typing an
enquiry in these automatically
shows you how many
references there are in Yahoo,
AltaVista and many other
individual search engines. This
saves a lot of time.
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Quick & Easy Money Programme, published by The American
Writer's Institute, 245 NE 4th Ave., Delray Beach. Florida FL
33483 USA. It consists of four manuals and a CD ROM and can
be used anywhere in the English speaking world. Notice that the
title sells the destination (making money) not the route (organising
a CV/ resumé writing service.)

Of course, if you happen to be operating a nice little
business of your own, then by all means sell the idea. Similarly if
you know how to do your existing job better than most, or if you
have amassed tips and advice regarding how to do any job better,
or more easily, then you have the basis of a best selling manual
that you can offer within your own industry, or to the bizop
market in general. More on this later.

1. Books about gambling.

A few years ago money games were all the rage. A
money game is a lottery were everyone gets paid out in rotation. A
typical example is one in which you pay a regular monthly
amount. The promise, or implication is that you will receive at
least double your money back over a short period of time.

Money games were invented by Charles Ponzi, an Italian
born American who in 1973 perpetrated an investment swindle in
which early investors are paid off with money put in by later
investors. He was jailed. The recent crisis in Albania has been
linked to a failed Ponzi Scheme investment plan of a similar
nature.

As these schemes flourished in the early 1990’s new
fraudsters moved into them as a source of wealth. Governments
soon clamped down and these fraudsters had to seek new markets.
To a man they moved into gambling, mainly horse racing. They
were joined by many networkers who also found that the public
perception of MLM was dwindling.

Of course, these people knew nothing about racing, so
they turned to the information business, notably providing many
How To Bet On Horses type manuals plus many tipster scams.
The point is that scamsters are like locusts, and when they have
destroyed a verdant field by utterly ruining its street-cred in the
public eye, they look for another field to discredit.

One of my own projects in 1998 was to look into this
area to see if money was indeed being made by a significant

“More tipsters
make money

selling tips than
placing them”
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number of people subscribing to these racing information services.
The answer was no. I have come to the conclusion that this market
has become infected by people who make more money selling tips
than on placing those tips. Records are fudged, certain proofing
houses produce figures that have more to do with proving bribery
than proving race results, and I believe the scamsters are well and
truly feeding in this area.

This is the problem you must overcome if trying to write
a book on gambling – credibility. I would rather go for markets in
which credibility is taken for granted.

6. Manual on how to change into better paying jobs.

Many years ago I was a shipping clerk. I soon realised
that to make any money at all I had to get into selling and after a
long period of trying, I eventually became a very raw
representative (what you might call a nervous rep!
and became quite good at it.

Bill’s Axiom did its work and I realised I had two
products. One was how to do my job, the other was the knowledge
of how to get such a job. This was my first big break in home
publishing but printing costs in those days were impossible (no
home computers, no printers, etc.) so I sold the idea. I might even
resurrect it (How To Become a Highly Paid Sales Rep in 60 days)
– unless you beat me to it of course!

The best advice I received in those days was:

You don’t have to be an expert to teach a subject. You
only have to know more than the majority.

If you know more about a subject than 50% of the people
in it, then those 50% will come to you for advice.

Good isn’t it? The piece of advice that has fuelled all of
my two million’s worth of sales, is the fact that the only
qualification I, or you, need  - is to know more than most.

So, if you have achieved a high level within your
profession, consider if others lower down the ladder want to step
up. They will pay you well for advice.
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Selling “How To Make Money” Books
I have an observation to make which I call Phil’s Law of

Life in General. It goes like this:

For every advantage in life there is an equal and
opposite disadvantage.

A great example is camping. Tents are easy to store, easy
to transport and cheap to buy. They are also cramped and
uncomfortable. Motorhomes are expensive to buy, store, maintain,
and are pigs to drive on narrow roads. But they have every
modern convenience and are comfortable.

Thus it is with How To Make Dosh books. This area is
certainly the biggest and most
lucrative market, but selling it
is hard.

Generations of rogues
have made the public very
sceptical and much advertising
copy is needed to persuade the
public that you are offering a
genuine plan.

There are
comparatively few magazines
on business opportunities and
the general public tend not to
buy them from bookstores. As
such, much of the work of
selling such books is left to Direct Mail. This is expensive and
fraught with problems, the main one being fraudulent Mailing List
Suppliers. We will deal with the subject of how to run a successful
Direct Mail campaign later.

If you think about it, the only difference between a writer
and a home publisher is that a writer writes and gets someone else
to market the work. This makes the publisher 95% of the profit
and the writer 5% if they are lucky!

Home Publishers do their own marketing and make 100%
of the profit!

Jargon Break

“Copy” means written words –
usually applied to advertising or
newspaper articles. Advertising
Copy is the wording of an
advertisement.
“Media” – means how
information is published. TV,
Newspapers and Books are all
examples of different media.
The singular is “medium” –
some say because it is neither
rare, nor well done!
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So the difference is - who’s doing the selling? Selling is
very easy to learn and by the time you have finished this course
you will know a very great deal about it BUT a strong point I am
trying to make, a point that is fundamentally different to
everything else I have ever read on this subject, is this:

If you pick your subject carefully – you don’t need to do
any selling. Your customers will come to you!

Why make life hard for yourself? The greatest secret I
ever learned in the home publishing business was the principle of
how to sell projects that needed the absolute minimum of selling.
This is great fun.

$)/4'%*2
Before you finish this course it is certain that just by

reading it you will come up with several ideas for projects,
particularly as I am going to show you what to look for, and where
to look for it. This is made much easier by a process known as
focusing.

Focusing can be described by a sad example. Have you
noticed that if someone close to you has died, then suddenly
everything you read in the papers or see on TV is concerned with
the subject of death? It’s uncanny but quite normal. It isn’t a
nation-wide conspiracy to ruin your life, it’s an example of
focusing.

The trauma of the event has made you focus on the
subject. This means that your mind has “tuned” into it, much like
tuning in a radio receiver.

Every day your senses are besieged by thousands of
millions of inputs. Under hypnosis some subjects have been
known to recall and count the number of street lights they drive
past going to work. Consciously they couldn’t recall this
information but it’s all in there, stored in your Leetle Grey Cells,
as Hercule Poirot puts it.

The mind filters all these inputs. If it didn’t you would go
mad at a party trying to understand 40 conversations at the same
time. Instead you focus on just one. But the others are still taking
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place. You can hear them. It’s just that your mind filters them
out (defocusing.)

Focusing is a kind of non-involved concentration. It
takes place without effort. I use it all the time.

When you are looking for a new project, or thinking
about a current one, your mind will automatically focus or take

notice of all inputs relating to it. It tunes into the station. The only
action you have to take is to have an emotional attachment to the
subject.

Some people approach home publishing in the wrong
way – half hearted. These people see it like walking past Caesar’s
Palace in Las Vegas, hearing the slot machines and deciding to nip
in quickly to try their luck. After one or two coins they lose
interest and walk out again. It doesn’t work that way. Nothing
works that way.

You need passion. You need enthusiasm. These will
power the wheels of your success. Hurdles will be leaped,
obstacles will be walked round and every step you take will take
you further along the road. With this kind of passion, focusing is
an automatic process.

For example. You have a project that’s bubbling in your
mind and you’ve come across a hurdle – you don’t know which
magazine to advertise in. You might even go to a bookstore and
check them out. Still no inspiration. Then, on a completely
different day, you see someone reading a magazine and your eye
focuses on the title. Suddenly inspiration strikes – Ah Ha! That’s
the magazine I want. That’s how focusing works. Get used to it.
It’s really good!

That covers the various project areas that you want to
work in for maximum chance of success. It’s a bit long winded so
let me summarise the main points so far.

“Inspiration
favours the

prepared mind”
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Pit Stop

• Don’t write anything first. Think about a market
or group of customers first. This group can be
hobby, sport or pastime enthusiasts, or people
who have a need for a specific kind of
information, such as changing jobs, making
money etc. BUT the important point is this –
establish who your audience is first.

• Ask yourself how you are going the contact that
market. Will it be through magazines (which
ones?), direct mail (which list?) The best market
is a subcategory of a major magazine topic (Page
23).

• Ask yourself how expensive it will be to contact
this market.

• Is your market audience already spending money
on similar information products? Fashion
designers only produce new products for people
who already have a history of buying smart
clothes. They don’t waste their time trying to sell
the benefits of fashion design to slobs or nudists.

• Avoid Dead Duck Projects. See page 11.

• If you publish other people’s work – change the
advertising.

• Avoid stuff you have to sell until you become
more experienced in writing good copy.

• Don’t offer any ONE thing. Always have a
backend product. More on this later.

• Try to concentrate on Cannot Fail Projects
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People DO judge a book by its cover. This is a well
known cliché but it goes further than that. The truth is that people
judge a book, or manual or anything else for that matter by its
perceived value.

The Power of Perceived Value

At my seminars I hold up a floppy computer disk and a
CD ROM. I ask the question “which has the greater perceived
value?” Inevitably the answer is the CD. Yet the price of a CD is
within a few pennies of a floppy, so in absolute terms the value is
the same. People perceive the CD as being a better product. It is
perceived, or seen, to have a greater value than it actually has.

The secret of your future success lies in how you grasp
and understand the power of perceived value.

The actual value of any written work, be it a book,
newsletter or whatever, is the cost of the paper plus the cost of the
ink. But its perceived value, its value in the eyes of the customer,
is very different and depends on a number of factors.

• Sensual perception - how classy it looks and feels.
• Beneficial perception – what the customer thinks it

will do for him or her.
• Media perception – what the customer thinks the

medium is worth (e.g. a book is worth more than a
factsheet.)

• Emotional perception – the extent to which the
product pulls on the customer’s heart strings.

There is a very VERY good reason why publishers are
amongst the highest paid professions in the world:

Perceived Value minus Actual value = Profit

Perceived value is approximately the selling price.  The
object of a marketing campaign of any kind is to raise the



Page 47

perceived value of the product in the public eye and get the
selling price as near to it as possible.

Actual Value is what the product costs to make,
including shipping costs.

Now folks, it does not take a genius to see why
publishers make lots of folding green stuff. Firstly they have
selected a product that can be made for very little money – paper
and ink. These things also have low shipping costs. In the case of
Internet publications this cost is a big fat ZERO, or as near as
makes no difference.

Secondly they have picked a product in which the total
perceived value can be elevated to incredible heights by simply:

1. Making it look as classy as possible.
2. Choosing a medium that has the highest perceived

value.
3. Extolling its virtues and benefits

in the marketing (and, of course,
living up to those expectations in
the final work.) thereby
increasing its beneficial
perception.

I’ll show you how to present a work
later. For now let’s have a good look at the
eight kinds of media you can use to present
your work and how making the right choice
will multiply your chances of success:

E))?'
book (buk) n. a number of printed or written pages bound together along one edge
and usually protected by thick paper or stiff pasteboard covers. (Collins English
Dictionary).

Of all the different kinds of media
available to home publishers the one that is
guaranteed to result in complete failure is –
The Book. This is the most elementary

Paper is cheaper
than Plastic

- Joe Karbo

Tea Break

During the last ten
years hundreds of
budding home
publishers have sent
me their books  which
they are having trouble
selling (mistake #1,
Don’t write a book)
I have also seen
multitudes of self-
published works in the
market place and with
very few exceptions,
they are cheap,
shoddy, uninspiring,
and by calling them
books in the first place
they have
automatically fixed the
perceived value at a
low level.
These are elementary
mistakes that have
ruined thousands of
budding home
publishers.
By simply avoiding
these mistakes you
can increase the
potential of your work
a hundred fold,
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mistake made in home publishing and also one of the
easiest to solve. The number of times that someone
has written to me with the words “I’ve got this great
idea for a book” is legend. I inwardly cringe each
time I hear it because I know that here we have a
situation where I have got to turn the writer
completely around in the opposite direction in order
to make progress. The writer would have been better
off with no idea for a book whatsoever!

The reason is the public perception of what a
book should be and cost. Ask yourself right now how
much money you would spend on any book in any
bookstore. It isn’t much is it? And that price marks
the upper limit of what you can charge for a book.

The public perception of books is that books are cheap.

From a writer’s point of view books are also the most
difficult to write and test. Even a small book can run into 300,000
words and you cannot test a self published book until you have
finished writing it. You cannot “half write” a book and offer it for
sale. It’s all or nothing.

Some home publishers have tried testing the idea for a
book by placing a test advertisement for it in newspapers and
magazines. The first problem they encounter is from the
magazines themselves who will invariably ask to see a copy of the
book before they print the advertisement. The second problem
they can encounter is a visit from the Police. Offering something
for sale that doesn’t exist is fraud.

The only ways a home publisher can test the idea of a
book before writing it are by substitution or by offering it to a
mainstream publisher.

Testing by substitution

Mainstream publishing houses are awash with books they
cannot sell. Typically, if they cannot get sufficient bookstore sales
within six weeks of launch, the book is dumped. If you visit large
book fairs you will often be able to buy the rights and stock for a
book for very little money direct from the publishers or from
Remainder Houses who specialise in dumped (remainder) books
of this kind.
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Suppose I have a brilliant idea for a book. I will run a few
test advertisements just as if this was the book I was going to
produce, then use a remainder book on the same subject to satisfy
any small orders. Of course, for me this is theory. I don’t write
books but this is one way to test a large project if you don’t want
to write it first.

The other way of testing is to offer it as an idea to
mainstream publishers and agents. If they like it you have three
options:

• Take the idea away from them and do it yourself.

• Forget about home publishing and let the mainstream
publisher do it for you.

• Organise a combined deal where you are also allowed
to sell a quantity of books in your own right or do
your own promotions.

However, I think the profit margins on a book (due to the
perceived value) are insufficient to justify all this messing about.
Why not pick something else that’s more profitable?

Apart from perceived value, or the lack of it, the other
downside of the book writer is the writer himself. He or she
usually has a version of writer’s cramp.

It is very easy to become passionate over a project you’ve
slogged at for months and completely gloss over the fact that
others may not wish to even read it, never mind buy it. Books are
written by writers. Writers write books they think will sell, and
then try and sell it. In this way lies madness. Do what I do. Find
something the market wants first, then supply it. Effectively I am
pre-selling my work.

Turning a book into profit

I can change a project from being a poor selling book to a
profit maker in just five words:

Don’t call it a book.

“The problem with
the comfort zone is

that most people never
break out of it until

their backs are against
the wall. That’s why

most millionaires are
rags to riches”
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Note the definition of a book on page 45 could be applied
to anything with a bound cover! So just don’t call it a book. Call it
something else that has a higher perceived value.
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Here’s a funny thing. It is a prime example of the power

of using public perception to your advantage.

Suppose you had a twelve chapter book. Prices in the
USA are about the same as in the UK so think about how much
money you would spend on a twelve chapter book in a bookstore.
I’d say about £30 or US$40, tops. How could I get ten times these
figures using the same book?

Re-write it as twelve one-chapter books and sell them in
series as a course.

This is covered fully in the chapter on how to produce
courses and I mention it here just to give you a taste of the sheer
power of perceived value. The term “course” or better still
“educational” course is such that a customer will pay ten times
more for it than for the equivalent book. Furthermore they will
treasure it more. Yet the words are the same, written on the same
paper. Nothing has changed except that extra covers have been
added.

That is why it is so important to choose the correct media
in presenting your work. “Book” is a term you should avoid
simply because it will limit your income.

$./('+,,('
A factsheet, if you look at the dictionary definition of a

book, could be defined as a book without a cover on it.



Page 51

Factsheets are single sheets of paper clipped together,
usually at the top left hand corner and they contain all sorts of
factual information. They are great for quickly imparting
important or useful information in a concise format.

Unfortunately they won’t sell.

For exactly the same reason that a course
will outsell a book ten times over, factsheets are
perceived as free handouts.

Effectively they are too little work. The
presentation is perceived as shoddy and even if
the information in a factsheet is lifesaving, it
won’t sell for very much if anything at all.

There is one exception. All the above
rules apply but this exception has neatly
circumvented it. The exception is Fax-Back.

I haven’t ascertained the exact date but
this is a prime example of how Fax-Back can

make you very serious money extraordinarily quickly, which is
ironic, because it’s free!

In approximately 1995 a huge crisis left the UK beef
farming industry in turmoil. At that time BSE in cattle was a
Europe-wide disease that had been around for generations, but
canny European Governments simply kept the information secret
or fudged the figures. The Brits either weren’t as canny, or more
likely just too honest and admitted a degree of BSE in cattle. As
one man the EU community heaved a sigh of relief. They had
found a scapegoat. They could now reveal their own figures sure
in the knowledge that they could blame the Brits!

And so they did. An entirely government generated and
largely nonsensical crisis developed that decimated the UK beef
farming industry over a minority disease that killed eight people a
year. To put this in perspective, twenty people die in the UK each
year getting out of bed, and about 50 women die or need
emergency operations from complications associated with fitting a
contraceptive coil (not to mention 2000 deaths from cars.)
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Amidst the furore, while UK Politicians were publicly
feeding their kids beefburgers,  one man had the simple idea of
downloading all the information he could get on BSE and putting
advertising in national newspapers for a Fax-back to parents
advising them of BSE details “the government don’t want you to
know”.

A Fax-back service allows people to dial a number and
automatically receive a fax. The real twist in this tail is that the fax
is free – it’s the method of receiving it that costs the money
because the number dialled is a premium rate line. No-one knows
how much income this BSE Fax-back generated but it probably
ran into six or seven figure numbers.

Fax-back services are automatic. Once you have set up
with a suitable supplier of such services (look in Exchange &
Mart or Yellow Pages)3 you are ready to roll when a suitable
subject turns up in the news. I regard Fax-Backs as gambles. They
are not something I would do full time but I know some people
who do just that.

Highly successful Fax-Back services break from the
home publishing norm by needing to have a massive country-wide
market. Like a patient tipster you have to wait until a crisis like
BSE produces massive public awareness. This is a judgement call.
You need large groups of people – mothers, women, men, house
owners, car owners, teenagers and similar large gatherings – and
you need them to get worried about something.

This is noted by reading the newspapers
and watching TV (possibly the only time when these
two recreations will do anything for you other than
keep you poor.)

The Newspapers will usually start the crisis
by picking on something insignificant and blowing it
up into a conspiracy theory by the Government who
then refute it. Denial assumes blame, according to the papers, and
the whole thing soon gets out of hand, makes good copy and
probably ruins someone’s life.

                                               
3 At the time of writing UK readers can contact Eurofax Communications, Eurofax House, Plympton Street,
London NW8 8AB or 0171 723 6767.

get when you
watch TV? A

pain in the neck
and an IQ of

three…
- Willy Wonka’s

Chocolate Factory
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By watching these events unfold you will be able to
judge when the time is ripe to advertise a Fax-Back. This will be
when you judge that public awareness is at its maximum.

Then you do what I call an information dump.
Search the Internet, libraries and encyclopaedias for anything and
everything to do with this subject and prepare a fax. The fax-back
service provider you are using will advise you of the legal
requirements because what you are actually doing is offering
FREE information but charging to DELIVER it via a Premium
Rate telephone call.

If you capitalise on a subject of national interest and place adverts
in national newspapers, then it is quite possible to make enough
money to retire virtually overnight!

On a smaller scale you can do this on any topic of interest. I’ve
seen it for all services such as car registration numbers,  recipes,
local leisure activities, and even bed-time stories. You can create a
library of faxes on quick-information subjects and advertise using
classified advertisements.

K*,UK55"J.*4.C'

Another sandtrap. “I’ve got this great idea
for a manual” often produces worse results than the
equivalent statement for a book.

It seems that most would-be home
publishers choose to create some kind of bizop
manual as their first (and usually last) foray into this
business. There is nothing particularly wrong with
that  but it has been my observation that most
newcomers don’t write a new manual, they clone an
old one. As a result the market is flooded with bizop
clones, all telling the same story.
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It doesn’t work. Trying to write a book, oops, manual on
“How to be a Success” when it is quite obvious from the quality
of the work and its dubious presentation that you are sitting in a
rented room hoping to get rich writing a book on how to get rich
just doesn’t wash any more. The public are too sceptical. They are
streetwise.

The market has changed, particularly in the last two
years, probably as a result of magazines and organisations
spreading the word on the number of scams in this area. The
market is now highly sceptical, treating each new manual with
deep, and well founded suspicion.

It is now no longer cost-effective to publish manuals in
the Biz Opp market unless you have a very good new idea to offer
or are prepared to perpetrate another scam using refund get-out
clauses.

If you are currently running a business which can be
adapted for sale to a wider audience, a good example being The
Local Store Directory mentioned earlier, then it is still possible to
make money by offering that manual to the Biz Opp world.

But apart from cloning, the real problem in trying to
publish a manual in the business opportunity market is that this is
largely a Direct Mail medium, and newcomers, as we have
discussed previously, have been brainwashed into assuming that
Direct Mail is the road to riches.

The simple fact is this:

It is generally no longer possible to make money selling
any one-off manual by direct mail.

New people often make the mistake of under pricing
direct mail manuals.  The price of direct mail, in particular
mailing list names, has risen so sharply over the last two or three
years as to make single manuals untenable at the lower price
range.  You need to look at high priced manuals in order to make
any kind of profit at all.

See for yourself. Whether you are in Minnesota, Milton
Keynes, Mainz or Madagascar find out what the postage will be
for 1000 envelopes and add to it the total cost of all the things
inside the envelope, plus the envelope itself, plus the cost of

“If you are not a
success already it’s not

because you’re a
failure – it’s because
you’ve been working

the wrong plan”
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getting 1000 names. (Assume it will be a one page letter plus a
four page booklet the same size as this page.)

From my own experience, the entire cost (mailing list
hire, postage, envelopes, enclosures, return envelope) works out at
45%-60% of the total quantity sent out, so for a 1000 mailing I
would reckon on paying at least £450.

You’ll have to take this fact as the truth from someone
who has been doing it for 20 years. The response rate, that is the
number of people who respond and send you money, is 1% or
less. I work on 0.8%. If you want to believe the Bizop
advertisements that say you will get 2%, 5% or even 20%
response offering their wonderful presentation I’d say you’re in
for an unpleasant surprise.

So, a 0.8% response rate will get you eight sales from a
1000 mailing. The mailing costs at least £450, so to break even
you need to have recouped 450÷8= £56.25, right? Wrong. You
still have to produce, pack and post 8 Widget manuals at, by my
reckoning, about £4 each, so add £32 to make a break-even selling
price of £88.25!

If the response rate rose to 1%, your break-even selling
price would be £85, and so on.

The list of compounded errors made by new home
publishers now goes into full swing.

To save costs, the first thing they do is to rent cheap
mailing lists, not realising that the response rate will go down
faster than the saving in costs, producing an even worse result!

Then they’ll cheat on the enclosures and use cheap
printing, cheap paper, cheap everything. Almost every day I
receive a mailshot from some bizop bozo consisting of a bad
photocopy on weird red paper telling me they have learned the
secret of life, wealth, success. The best one I ever saw, obviously
written by someone who did not rank English as his first language,
had a final footnote that read: Any errors are here to make sure
your reading it! Great line. Love it.

“The two rules of
success. 1. Do it.

2. Don’t stop.”
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Finally, just to make certain they have made failure as
inevitable as possible, they will try to produce a cheap home
produced manual with a spiral binder and a clear plastic report
cover that looks exactly like a cheap home produced manual
with a spiral binder and a clear plastic report cover!

It is a perfect truism in this business that all many home
publishers have to do in order to be 1000 times more successful
than they are, is to simply avoid the sandtraps. Most new home
publishers attempt the equivalent of a hole-in-one by swinging
wildly at the ball and in no particular direction.

Some get it half right by at least pointing in the right
direction but a hole-in-one requires skill and luck, two factors that
tend to elude beginners in everything. The usual effect of an
unskilled thwack at the ball is a sandtrap or a large lake.

The secret is to know where the hazards are and then take
your time going round them. A complete idiot could get round a
course with a putter if he would only tap the ball around the
hazards. It might take 2000 strokes but he would do a lot better
than someone hitting blindly. In our game you only have to finish.
There are no other players.

The difference
between golfers

and home
publishers is that

golfers try to
avoid the

sandtraps …
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The back end product rule
This rule is well known throughout the entire world of

mail order and home publishing.  It is a fact of life that most
newcomers get wrong to their cost.  Basically it says:

Your first sale doesn’t make money,
 it just gets you a customer.

Advertising costs money. The most expensive are display
advertising (advertisements that appear in the main body of a
magazine or media) and Direct Mail. Once you have got a
customer the secret is to supply that same customer with more
products.

Back-end products are the items which you can sell to the
same customer without incurring the cost of getting him in the
first place.  All first time publishers forget this rule. They dream of
getting £1 million worth of sales only to find out that it has cost
them £1,500,000 in advertising.  This is the main reason to avoid
manuals as a first time venture if offered by direct mail.  You must
have a series of back-up manuals on related subjects that you can
sell in order to make a profit.

There are two presentations that have built in back end
products. Educational Courses and Newsletters. It is not for
nothing that I have chosen these two areas as my main lines of
business. The back-end product rule is either your greatest friend,
or your worst enemy.

If you absolutely, positively insist on having a manual as
a product then consider how it will be sold – Direct Mail (i.e.
expensive advertising) or inexpensive advertising like classified
advertisements.
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If you choose Direct Mail:

1. Can you expand your manual into a course? You
don’t have to write 12 monthly parts. You can run
short courses of 4-6 sessions quite easily.

2. Are there related manuals you can offer to the same
customer? Taking an earlier example, if you had a
one-off manual called 101 Ways to Stop Shop Theft,
could you follow it up with something like Top ten
surveillance systems for Shopkeepers and Small
Businesses?

Without back-end product potential the only way to offer
a one-off manual is by cheap advertising, the best of which are
Classified advertisements and Press Releases. These will be
discussed in detail later.

O%"9,/+":&,',*(.(%)*'

CD-ROM's
The pace of modern technology is

absolutely staggering.  A few years ago CD-
ROM's were so expensive that the idea of putting
a book or information product on them at all was a
pipe dream.  Today they are giving away CD-
ROM's as freebies! And there’s the rub. The
moment, the very microsecond that someone
starts giving any media presentation away for free
– it’s stuffed as far as profit is concerned unless
it’s a computer programme.

All computer software products are now
prepared on CD-ROM's.  They don't even include
manuals any more.  The manuals are on  the CD-
ROM and who can blame them when the cost of

manufacturing a colour book is twenty times more expensive than
the cost of producing a CD-ROM.
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I was watching this area very seriously to see if there was
any trend towards CD’s as a new and profitable medium for
producing information products but it is now quite clear that with
the obvious exception of software, they are now no better than
give-away factsheets.

Audio Tapes
By a strange quirk, whereas the public perception of

CD’s is still superior to floppy disks, the humble audio tape still
ranks high as a value product. This is mainly due to the music
industry and informational tape publishers like Nightingale
Conant. It’s the old story again. Tapes have been given away as
freebies but not in sufficient quantity to lower their perceived
value.

Of all home publishing projects, one of the easiest to start
is the production and distribution of audio tapes. The equipment to
start a small home-produced tape is cheap and easily available.
The main items required are a microphone, a telephone call
recorder and a tape-to-tape cassette recorder (many radios now
have two tape decks).

Here is a project that I have on my planner but I’ll never
get around to it so if you beat me to it, all well and good. You can
adapt this for any sport or active hobby from All American
Football to Pigeon Racing. I’ll take as an example the world’s
most popular team game – soccer4.

There are countless millions of people who watch soccer
but my attention is focussed on those who play it, in particular the
amateurs. There are eleven people in a team, from the goalkeeper
to the centre forward, and each position has its own skills. Think
of the number of men and boys who keep goal each weekend.
Would these people like to know more about how to do it better?
You bet they would.

As an audio project I would start researching all the
books I could find on goalkeeping, including autobiographies of
famous goalkeepers and items concerning goalkeeping in soccer
books. This is a process I call an information dump – getting all
the information I can on the subject.

                                               
4 Sorry guys, but the World Series isn’t actually world-wide!

“ … Either you
do, or you do not.
There is no‘Try’”

- Yoda; Star Wars
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Then I will go hunting for goalkeepers who are better
than average. This does not mean that I need to contact the
national team’s goalkeeper. It means I can contact goalkeepers
from all areas who have some kind of good record – say the
amateur league champions. These guys are quite easy to get hold
of. If I wanted to I could contact the managers of serious first
division players but this often involves expense, so I’ll go for a
combination of my own research and talented amateurs.

The audio tapes I will eventually produce will consist of
a general introduction and the best ideas obtained from written
research. I will go to the local operatic society and find an amateur
with a good speaking voice and hire him for an hour. I will have a
list of ten good goalkeepers and I will, after the necessary written
requests and introductions, phone them using a recording device,
and like our friend Mr Baseballbat on page 29  I will obtain their
top ten tips for aspiring goalkeepers.

In this way I will have a two-tape set on how to improve
your goalkeeping skills. How do I sell it? Easy. What do amateur
team players read? (Ask them.) Then place advertisements in
those magazines.

• Goalkeepers – Improve your skills overnight.
Professionals reveal all on audio tape. Write ….

I hope your mind is reeling with the potential of all this.
Think about any sport that is played on a personal level e.g.
Angling, and think of the potential for anglers to hear experts talk
about their tips. Think of the subcategories – Carp, Pike, Sea,
Freshwater. You could be an audio Dr Hessayon for Anglers!
Think of any team sport and do this for each position.

Why stop at sport? Do you know any lads who always
seem to have the right thing to say to girls? Chat-up lines, that sort
of thing. Get the top ten chat lines or opening gambits from lads
that are good at it and offer it to those who don’t.

Audio tapes are simple to produce. You don’t even need
to be a writer. All you need to do is to talk to people and the
reason why so few people do this is because they are shy or
cannot raise the energy to get over the comfort zone. Yet, if you
think about all the things you have to do in order to get, do and
keep the average job, this sort of project is incredibly easy.  In fact
you will have to make more decisions and undergo more pressure,

“If you do more
of the same thing,

you’ll end up
with more of the

same thing”
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longer hours with less job satisfaction in any paid job than the
least successful home publisher!

In part three of the Home Publishing Revolution I’m
going to show you how to create a simple series of manuals that
you can sell, and sell, and sell, producing incomes of millions. A
simple educational course is one of the finest ways to create
wealth. I will show you how it’s done, how some companies have
been selling the same product for 25 years, and how you can
follow my step by step guide to your first million. Hot stuff!

!"#$%&'(")#*#+',")'-"(.'/012*34.)3
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Much as we dislike and distrust bizops and their claims it
makes sense if a way could be found in which you could profit
directly from the course and yet DO NO SELLING
WHATSOEVER.

No-one likes to sell. It’s embarrassing. But what if there
was a way in which you earn hundreds just by leaving a few
leaflets lying around. Your name isn’t even on the leaflet!

9+,"O);,":4-C%'+,&'R"L,(P)&?
Send us an email on leaflets@homepublish.com and we

will send you a printable computer file. The file is a colour leaflet.
If you don’t have a computer then please send a stamped,
addressed envelope and we will send you some printed copies.
The address of the Home Publishers Association has been
changed slightly to include a room number. If you need printed
copies write your membership number in the space provided so
the address line reads, for example, Rm No 1582. The computer
file version already has your details on it. This is your personal
reference number. Any leaflet returned to us with this reference
means that you are going to get a whopping 50% commission.

TVW"X
Why not? You get us a new member – we’ll go halves

with you. None of this crazy MLM nonsense, y’know, where you
get 1.6% of each leg of a bi-linear matrix going down 9 levels
provided your group sales volume exceeds your personal sales
volume by e2                     on a full moon with an R in the month.
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The nice thing is that if the new member buys the course
then you can add hundreds to your bank balance without doing
anything whatsoever. Indeed the new member won’t even know
who introduced them.

O)P"A(R'">)*,
Easy Way Number One

This course is unusual because it is orientated towards the
general public – in fact anyone who has a JOB. Our view is that
most people hate what they are doing and will take on board a
genuine business if only they knew what it was. A good product
sells itself.

Easy way number one consists of leaving a leaflet in the
presence of someone – a friend or colleague – whom you know is
dissatisfied with their job or lot in life. NO you don’t have to say
anything. You only have to make a simple judgement as to
whether this person is open to change. If it’s a friend drop it on the
doormat as you walk in. Leave it on or near a noticeboard or
meeting area at work. Or even on a desk. There is no need to say
anything. Just casually leave a leaflet lying around. You’ll be very
surprised at how well this works when you see our monthly
cheques roll in!

Easy Way Number Two

Take this one stage further if you wish by leaving a
leaflet in a public place, such as a newsagents window,
supermarket noticeboard or, if you can get away with it – in the
local job-centre!

Easy Way Number Three

If, and only if you are experienced in direct mail, say
because you are already running some kind of MLM operation,
then you may want to consider including a leaflet in your existing
correspondence or even do your own mailshot. This could be
highly lucrative provided you know what you are doing and have
access to mailing lists. However we don’t recommend this if you
are new to mail order. Contact us if you want further details on
this option.

“The easiest way
to success is to

find a successful
person and copy
what he does in

every way …
except his
mistakes”
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By leaving a few leaflets lying around in strategic places,

some people will send them off directly to us for further details. If
they subscribe we will know who the lead originated from by the
“room number” on the leaflet. Each month, when the new member
pays for a new part, you will get a cheque directly from us for
50% commission. Only two would pay your course for you, so
this fantastic business can be yours for free. And all you have to
do is to leave a few leaflets around. If you need more leaflets we
will supply them at cost price.

Not only do we show you how to make a fortune in home
publishing, but we can make it free as well.

B))<%,'"()"1);,"F
1. The boom in the video producing market. How to produce a simple video that

makes money before the film is out of the camera!

2. Breakthrough information on what motivates people to buy – Three topics
people find irresistible.

3. How to present your project.

4. Collecting project ideas. How to select your own project from a supermarket of
ideas.

5. What equipment you need. How to choose cheaper systems:-
• How to get a new system every year for one-tenth of the cost of a new

computer.
• Why older and cheaper software programmes are better for Home

Publishing.
• Which programmes to choose.

6. How to create an information product in ten minutes using Microsoft Publisher
98.

7. Step by step guides on how to create a profitable newsletter, educational courses
and manuals that sell – big time!
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8. Starting your New Life – Bringing it all together. A step by step working plan to
create your new publishing empire.

9. How the Hot-Dog Principle can make or break a project.

10. Easy Ads that sell. The very best guide to advertising that works.

11. How to get advertising for nothing – Zero Cost Marketing

12.  How to check if your project is a winner without writing a word or spending any
money at all – not even a test mailing.

13.  A step by step plan to run a project that makes money from day one.

14. How to capitalise on the greatest market the world has ever seen – The Internet.

15. Where to put the money! Simple techniques for making sure you keep the money
you’ve made!

16. How to sell a one page document on the Internet for £200 without a Webpage!

The International Home Publishers Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom

Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.
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The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratch.

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world’s
first, and best guide to starting your own highly successful

home publishing empire.
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The Home Publishing
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First on the Beach The Home Publishing Workshop
Comments received from delegates
Excellent ... it confirmed beyond doubt that the Home Publishing route is where I want to be. Wow,
what a day Friday 26th February was. - Chris B.
A new career for the future and one I feel I will get enormous pleasure and satisfaction from.- Bill H.
Delivered as promised a step by step guide to a cannot fail project.  - Brian C.
Such was the huge content of the seminar it could easily have been held over 2 days, otherwise it was
excellent. - Steve F.
Thank you so much for the seminar on Friday. It was invaluable. - Jon F.
… a great deal of vital information has been imparted - I like it.   - Martin J.
It has given me lots of ideas on projects. I have also received step by step instructions on how to do it.
Most importantly, ongoing support.  - Surin. K.
It provided a blueprint for my future activities.. your Project Analyser is priceless. Brian W.
The workshop lived up to my expectations … covered all. - David M.
The discussion right at the end doubled the value.  I give it 10+ out of 10. - Tony C.

The Home Publishing Workshop is held once a month for 15 people only. For more information and
an application form please write to the European Hub address on page 46.

R U First on the
beach?

Download this book from
the Net in full colour.

Go to Adobe.com and follow
the instructions to download
a free copy of their Acrobat
Reader (version 4 or above.)

Then go to the HPA website
on www.homepublish.com
and use your PIN number to
download this part as a PDF
file that you can view or print
in full colour.



Page 4

The world's
greatest business

The Eight Types of Project Presentation �–
which work, and which don�’t.  - Continued

Hi �– Tec
In Hot Shots Part Deux we saw exactly what to do with

books. Nothing is what we do with books. This will only change
when we get to the Internet when certain types of book will sell
well simply because they are cheap! Just imagine selling 10,000
books overnight while you’re sipping Pina Colada’s on a
Hawaiian beach. Nice thought.

We also discussed Manuals and Hi Tec applications like
Audio Tapes.
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Now let’s take a look at a boom industry. Quick, easy and
economic to produce, videos have moved away from Hollywood
into everyone’s home and they can make big money.

Videos
Videos are big business. As you read this consider how

much easier it would have been to simply video one or two
seminars, cut them together and sell the video. No writing, no
printing, just a little editing. And think of how fast the whole show
could have been on the road. A couple of months tops – about the
same time as two of these parts.

So why did I opt for manuals instead of videos,
particularly as I could have got nearly the same price for even a
small video set?

The reason in this case is content. The average seminar
lasts from nine o’clock to seven thirty in the evening. Despite this
time factor I won’t cover all the topics I’d like to. I won’t cover
advertising or the details of presentation or binding. With a course
I can cover everything. With a course and a newsletter I can cover
everything – and then some!

Videos should only be used when the content of the
project would require pictures in a written work. It must also be
complete, not just half the story.

A videotape can now be produced extremely cheaply
using standard video cameras. The more up-market camcorders
have video editing and sound dubbing facilities of a high standard.
Despite this it is still quite difficult to produce a decent video that
doesn’t look like it’s been made by the Keystone Cops.
Nevertheless, a huge market exists in all areas - hobbies, interests,
or business.

It is now perfectly possible to market a correspondence
course on video. It takes one-tenth of the amount of time to
prepare and can be recorded on several video cassettes far more
cheaply than printing a series of books, provided you get all the
content, not just a summary.

“Speak wisdom
to the wise and

they become
wiser still”
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You can buy simple consoles for editing, recording and
dubbing your own video productions. The nice thing is that you
don’t have to. Near you is a school or college that has this kind of
equipment already. A suitable contribution to college funds and
you will have not only have the use of the equipment but probably
a whole team of clued-up teenagers ready to turn your Keystone
Cops into Star Wars.

Local schools and colleges are a fabulous resource for
home publishers. In particular you can get artwork – cartoons and
graphics – drawn to a very high standard. The student is happy to
earn a few dollars more and the fact that he/she is then a published
graphic artist goes down very well on their CV or Résumé.

Using this equipment what can you video? Any area in
which an EASILY CONTACTABLE MARKET has an interest in
information where pictures speak louder than words. You don’t
need to be an expert. Either do some research and become an
expert or co-produce a video with someone who does know what
they are doing.

If you look in magazines of all kinds, from car restoration
to home cooking or even a HUGE untapped market in home
improvements, you can see articles in which the magazine has
produced a photo-article showing how a particular project was
done. A typical example is of a restored classic car or other
“workshop” type of job. Every hobby, sport and past-time is a
perfect market for a video production.

Example. Find a good builder locally who is about to
build a conservatory. Agree with him to video the process stage by
stage, create a commentary and place a classified ad “Build your
own Conservatory – Video shows how professionals do it in only
three days. £49.95. write to Joe’s Publications etc.” (Note the
comment on speed in the ad.) The only limit set by this area of
home publishing lies in yourself and your ability to adapt to new
technology.

Do you live in a holiday area? Money is being made
already by people who are going out and producing videos of their
area for potential visitors. Typically these videos will show live
footage of places to stay, places to eat, things to do, things kids
can do, things to do on a rainy day, etc. I can see you thinking
already “Hey, Phil’s right. I would buy a video on an area if the
whole place was organised and – I can see it live first!” If you’ve

“Everything has
been thought of

before. The
problem is to

think of it again.”
- Goethe
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19

�• Possibly highest income earner
but difficult to start for novice

�• Can be started as a newsletter
�• Very good for adverts only
�• Phil�’s Law: Get good first

Magazines

ever been to Disneyland then you’ve probably gone through this
process already with one of their videos.

What’s particularly good is that quite often you can ask
the hotel, theme park or other venue for money up front. After all,
you are advertising their services. In this way you can earn money
before it is out of the camera.

Send out a good looking letter to all the places you want
to film telling them that this is a professional presentation
designed to lure visitors into the area. This video will be
advertised in holiday brochures, camping and caravaning
magazines. Then place small classified advertisements in
magazines covering the types of holidays listed. This is a nice
example of a double-ended sale. You get money from the
advertisers and you get money from the viewer as well. In this
case the cost to the viewer should be kept small in order to
encourage them to buy it. Furthermore you could introduce a
discount arrangement where, if the viewer produces the video or
some item associated with it, they will get a small discount from
the advertiser.

Finding topics for videos is the same as finding topics for
anything else. I’ll show you how topics can be found later.

Magazines
Of all projects, magazines containing

paid advertisements are probably the highest
income projects of all. That’s one reason why
most magazines don’t print the rate card
prices into the body of the magazine – people
would realise how much money they make!

Magazines are big projects to start
and normally my advice would be to avoid
them. Of course, I’ve been ignoring advice
for years and it’s made me quite well-off so
let’s see what magazines are all about.

All magazines contain
advertisements. Indeed it is the
advertisements that make the magazine.
Without them it would lose money. Some
magazines are all advertisements with very
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little editorial. These are called Admags.

The income from magazines comes mainly from this
advertising. Indeed most magazines needn’t charge a cover price
at all. The reason they do charge a cover price is perceived value.
When people pay for something they feel it has value. This is one
of the strangest cases in nature – people willingly paying for
something they could easily have for free because in paying for it
it increases the perceived value of the purchase. Strange really,
don’t you think? That’s another example of the power of
perceived value.

From a home publishing point of view, starting a
magazine is an expensive option. I like to start projects for as little
money as possible, preferably none at all. Why I still do this when
I could easily punt ten grand at a start-up project I don’t really
know. Yes I do. I am a miserable old skinflint who hates writing
cheques. When you have lived with only a mattress and a
scaffolding pipe for company you value every penny.

Magazines are expensive to start because they are usually
in colour and require a retail
delivery system.

Colour printing is still
ridiculously expensive. Ink jet
printers are cheap enough to buy
but they work entirely in pastel
colours which often looks like a
cheap water colour. Not photo
quality at all. Also ink jets are not
cheap per page when you work out
the prices of the cartridges and
divide them by the average
number of pages they produce.
They are also slow to print.

Magazines can be
delivered by postal services in the
same way as newsletters, but
newsletters are delivered this way
exclusively. Magazines tend to be
offered in retail stores and
newsagents. This requires a
distribution service which is not
easy to set up.

Glorious Technicolor?

I’ve already commented
that the greatest invention
for home publishers has
been economical black &
white laser printers.

These printers eventually
evolved into the second
greatest invention –
commercial digital printers.
These are, in effect,
massive laser printers and
they allow me to upload
work over the Internet,
have it downloaded by my
commercial printer who
zaps out as many copies
as I wish – at a very
affordable price – far
cheaper than the older
Offset Litho and similar
systems.

You’d think, wouldn’t you,
that colour lasers would
follow the same route? Not
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From Newsletters to Magazines
The usual route for home

publishers wanting to create a
magazine is to start a newsletter
first. Indeed the dividing line
between the two is a bit blurred at
the best of times. Generally
speaking a newsletter is a certain
size (“Letter” size US or A4 UK),
and is black and white. Publish the
same thing slightly larger and in
colour and you have a magazine.

The finest example, and
probably the quickest, was Sonja
Jones’ newsletter Guns & Women
which started as a very small
home-produced newsletter until
CNN ran a slot on it. Suddenly
every gun-totin’ gal in the US
wanted it and sales shot up, so to
speak. It became a US$800,000 a
year magazine in its first year.

So how can a newsletter
become a magazine?

There used to be a
magazine called PC Shopper (not
the current one). This was packed,
wall to wall with classified ads. It
was the Exchange and Mart for
computer owners. This magazine
started very small, nothing more than a newsletter, but grew very
rapidly until it got to the point when the classified section got
smaller and smaller in order to accommodate the big full and half
page advertisers. Eventually the classifieds disappeared
completely.

This is the way in which magazines evolve. They have
nothing to do with writing informative articles, they are all to do
with selling advertising space and using the articles to get the
advertising in front of the consumers.

so. Yes, they are becoming
cheaper than they were –
but they were impossible to
start off with!

Be very careful of
commercial printers who
use digital colour
technology. It’s great stuff
but toooooo expensive for
home publishers. It’s not
the printers’ fault. Digital
colour machines are more
expensive than B&W (but
not enough to command
ten times the price!)

The trouble is that
commercial colour lasers
have six colour cartridges
and the manufacturers
make printers pay through
the nose for them.
Basically it’s a rip-off.

Like the Internet, Home
Publishers are watching
new technology push
prices down. One day,
perhaps soon, colour
printing will become an
affordable option.
Meanwhile always get
several quotes from
different printers having
both new and older
technologies.
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A newsletter full of adverts becomes a magazine full of
adverts when it goes “glossy” or better still, colour glossy.

Even after ten years of
home publishing I have never
found the need to produce
serious colour printing simply
because of the added cost.  But I
do have colour options. Internet
downloads of pdf files are in
colour. I can also send these by
email or on disk/CD. These
options allow me to offer the
impact of colour without having
to pay for it!

Nowadays, any half-
serious newsletter writer should
invest in a simple website that allows prospects to view a current
newsletter in colour as well as allowing current subscribers to
view/download back issues.

A good idea for anyone with magazine aspirations is to
start an admag newsletter. That is, a newsletter in which the main
objective is to allow subscribers to sell things to each other.

This can be done for any sport or hobby subject which
involves equipment. For example there is today a large market for
second hand horse riding equipment, ponies, that sort of thing.
This has excellent potential for an ads-only newsletter.

More information on newsletters comes later.

Of course, having said that magazines aren’t easy to start,
along comes a guy to my seminar who goes and starts one! I’ll
keep his name quiet to protect his interests but he uses the
technique I want you to use in all things – working backwards.

 I’m walking backwards for Christmas 
One of the biggest secrets in home publishing is

understanding the need to work backwards - to cross your bridges
before you come to them. It avoids getting your feet wet.

PDF Files

Are covered in the session on
internet downloads. You have
probably already encountered
them on our website. They are
word-processor files that have
been converted into a new type
of file that are easier on
memory and can be viewed on
any computer.
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That’s why writing or producing something to sell comes
about fifth down the list of things to do.

My Eight Steps to Heaven list is usually:

1. Find a hungry, easy and cheap-to-contact market that
is already spending money on some topic or other.

2. Consider which project(s) to offer.
3. Consider the best (most profitable) presentation
4. Write a “dummy” advert
5. Create the project.
6. Advertise it in the easy and cheap-to-contact way you

already considered in step one.
7. Use the latest technology to produce a limited run on

your own printer.
8. When volumes get too high, get the project printed

commercially.

Consider the alternative How to Cook a Turkey system
used by most novices.

1. Think of this great idea for a book
2. Spend a year writing the manuscript.
3. Spend a fortune having it printed
4. Spend several months trying to figure out what to do

with it.
5. Try an advertisement in a provincial magazine or

worse still – a direct mail shot – and lose money.
6. Shelve it.

Back to my friend at the seminar.

He already had a successful jewellery business, making
adornments for a very niche market. This market has groups of
enthusiasts all over the world and each group has its own little
newsletter. He also has a large database of people who have
bought the jewellery, as well as his lists of contacts in that field.

He already knew enough about the market to know that it
had no generic magazine. What’s the obvious step? Create a
magazine that draws all the different groups together! In one step
he will have created a money magnet:

“One of the biggest
secrets in home
publishing is to

work backwards –
find the market

first, then write an
advertisement,
then write the

project.”
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20

�• The Paulette Ensign Story
�• Good �“I don�’t wanna write�”

project
�• Good if you like marketing
�• Lots of telephone work

Booklets

• He’ll get subscription income from all over the world.
• All the local groups will provide articles.
• Those groups will also advertise their newsletters,

trinkets, etc in his magazine.
• He advertises his own jewellery in his own magazine,

that others pay to receive!
• Kudos. He automatically becomes a world authority

on the subject. He’s the guy CNN will talk to.

So you see. It’s perfectly possible to ignore everything I
say but mark carefully which “walking backwards” list he’s on. Is
he taking eight steps to heaven or cooking a turkey?

Consider also that his magazine by-passes the retail
distribution problem. This magazine has such a uniquely, in fact
slightly weird following that retail stores are not an issue. He can
comfortably rely on the postal services to do all the distribution
for him.

Booklets
Paulette Ensign is a very nice lady who

impressed me by the way she understated this
business. It is a very American way to shout out
good ideas loudly. She quietly, almost studiously,
relates her experiences in this field and is even
more impressive as a result.

Paulette once found herself in the
enviable position of having nothing in the bank
and nothing coming in. Why enviable? Because
this is the position that most millionaires start
from.

There is a reason for this. When your
back is against the wall you have no choice but to
go forward even if you are scared to hell at the
prospect. In any other situation you have a
comfort zone which reduces urgency and makes it
more likely that you will give up early or not even
start.
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With her back to the wall, Paulette did what everyone
should do which is to list her talents and skills on a piece of paper.
Her talents were time-management and marketing.

She wrote a 24 page booklet that was small enough to fit
in a DL sized envelope. It was called 101 Ideas for Organising
your Business Life.

She tried selling this booklet though normal advertising
with very little response. When she did get a response the profit
on a US$3.00 booklet seemed hardly worth the effort involved.
This is a typical example of the difficulties encountered with
cheap projects. The idea of pile it high, sell it cheap may work in
supermarkets but as home publishers we have choice. It’s a lot
less work to offer a few expensive items than a lot of inexpensive
items. The only exception is the internet, where the work involved
is minimal.

 Her breakthrough came when a small magazine with 1.6
million readers (think of what this magazine is making!) ran a
small article on her booklet. As a direct consequence of this
publicity she sold 5000 copies at US$3.00 each. This was good
business but still very hard work.

A short while later came the breakthrough which was
using the booklet as a promotional item – a free give-away. This
doesn’t mean that she decided to give it away for nothing. It
meant that other companies searching for a promotional product
could offer it to their clients.

One day, again as a consequence of the publicity she
created in the magazine, a mail-order company rang her to ask if
they could buy 250,000 copies to use as a promotion. She
wouldn’t have to print anything, they would do it for her, leaving
her name inside as the author but with their own layout.

To say that she was rather pleased with this idea is to say
that lottery winners smile.

Suddenly, virtually overnight, she had an order for a
quarter of a million items that she didn’t have to print or post.
They basically just wanted the idea.

Herein lies the secret of success with booklets. They are
too small, too cheap and too much hard work to do anything with
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as a direct sale. The secret is to create a booklet and offer it to
companies who will use it in some kind of promotional or
educational way.

Creating the Project
The secret of booklet sales is to start off by creating what

you think would be a good booklet. Look at all the other business
promotions you can find. This takes a deal of research. Then do an
information dump – just get all the information you can that is
applicable to the project you have in mind. It might only be a 24
page booklet but the information in it must be concise, useful and
without waffle.

It is important to understand that the selling of this
project is a marketing exercise which involves a great deal of
telephone work.

Start by sending press releases with a sample of the
booklet to magazines and see if you can generate retail sales.
Look at the Internet for companies you feel might be interested in
a promotional product. Email them. This entire business is the art
or marketing and self promotion, the writing is minimal.

For reasons of confidentiality I will not release specific
details concerning how to create and offer booklets. Not to miss
up an opportunity, and keeping Bill Myers’ Axiom firmly in mind,
Paulette has written a course – How to Write and Market Booklets
for Cash consisting of a 2.5 hr video and an 80 page manual.

We can supply this course through the HPA on request.

We now have two presentations to go, Newsletters and
Educational Courses. Both are my favourites because they make
people rich!
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17

�• Third best option after Mags
and Newsletters

�– but without deadlines

�• Most Profitable
�• Basically a chapterised book
�• Very high perceived value
�• Part write the course to test it
�• Easily produced
�• Very high long term value
�• Automatic back end product
�• Agency Courses
�• Phil�’s Law: Money in the bank

Courses

Educational Courses

Educational Courses. This area is
my personal favourite, although for a
newcomer to Home Publishing it may
require more work to get off the ground.

In a general way I regard it as the
third best option after magazines and
newsletters. Magazines are probably more
profitable, and newsletters are easier to start,
but both these options have writing
deadlines whereas courses have none at all.

A writing deadline is crucial. If the
newsletter or magazine hasn’t been written,
then it doesn’t matter how many production
staff you have on hand to distribute it. It
doesn’t matter if you write it, or someone
else does, if it ain’t wrote – it ain’t sent!

Unlike these other options, once the course is written it
can provide a steady income for years while you just concentrate
on marketing. The How to Improve Your Memory course run by
R&W Heap has been running for 20 years at least. So has Wade
World Trade’s course on import/export. One course on personal
investing makes a million profit every year. Think of it as writing
twelve detailed newsletters and selling the same set again and
again. Once a course is written – it’s written!

If a course is kept up to date it can last a lifetime. The
only thing that stops it is better competition1. When Charles Atlas
ran the course on bodybuilding in the 60’s it lasted for years until
body-building gadgets like the Bullworker took over. People
prefer gadgets to books because they perceive them to be labour
saving. Would it have lasted forever without the competition?
Absolutely yes. People have a very narrow minded view about the
size of markets, often perceiving them to be quite small. Not so,
quite the opposite.

                                                
1 Note: Not just competition, but better competition.
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The Escalator Market verses the Pool Market
Most people have the idea that a market is a pool of

people, or an ocean. Quite wrong.

Jim Rohn points to a section of the Old Testament
concerning the original Benetton man – Joseph, and his coat of
many colours.

According to the story Joseph did quite well for himself,
becoming second in importance only to Pharaoh himself. This
lasted the rest of Joseph’s life. And then we have one of the
strangest situations in the Bible – Exodus 1:8 And there arose a
Pharaoh who knew Joseph not. So someone whom the whole
world knew, the second in command to the big cheese himself,
was not just forgotten, he’d never been heard of by the up and
coming generation.

And this is the entire point. Any market is not a stagnant
pool of people. It is vibrant and ever-changing. New people who
know nothing join it every day, old people leave. Your audience
changes every day. The best description I have ever heard of a
sales market is that it consists of a never-ending stream of people
stepping onto an escalator. Imagine you are standing on a fixed
platform half-way up the escalator handing out sales leaflets. You
are always handing things to new people. It never ends.

That’s why one manufacturer of washing machines
makes over 500 new machines a day, nearly 200,000 a year. How
many new washing machines have you ever bought – two, three?
This is just one manufacturer.

A few miles north of me used to be an importer of bread
bins. Each year he would import hundreds of thousands of them.
Yet I can only recall ever buying two in my life!

If you have a good course, don’t ever believe you will
run out of customers. You won’t. You’ll just get copied –
eventually.

The reason why educational courses work so well is
public perception. They are entirely educational products and thus
have a very high perceived value.
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Note again the value of choosing the right media to present
your project.  It is perfectly possible to take any 12 part course and
produce a single book having 12 chapters.  The public perception of
a book will severely limit its price. It is unlikely that any book, no
matter how educational will command more than double figures.

An Automatic Back-end Product
I’ve mentioned before that the first sale just gets you the

customer, the second sale makes the profit.

When I first started out my mind was firmly set on courses
because of the huge potential of having a business with an
automatic back-end product. Add this to the Jungle Boy Principle

and you’ve got a sure winner.

Courses are usually sold by direct mail or by placing
small “enquiry advertisements” in suitable magazines. The cost is
worth it because each sale represents hundreds of pounds profit.

In each case the cost of advertising swallows up the profit
in the first session of the course, but then you get the income from
session #2, then #3 right up to #12. Effectively you are selling
twelve manuals in succession to the same customer.

This is a perfect example of an automatic back-end
product, and thanks to the Jungle Boy Principle, the customer does
not have to be sold the second part – he wants it already.

Jungle Boy was a cinema film series back in the 1950’s.
In each episode our hero, a youthful Tarzan,  would do some
heroic deed but by the end of the episode he’d be in serious
trouble. Each ending would consist of him falling into some trap
with bamboo spikes at the bottom. The film would cut just before
he struck the bottom with the narrator’s words will Jungle Boy
survive? See next week’s thrilling episode of …. Did the youthful
Phil turn up next week? You bet your bippy he did!

And so it is with courses. Leave each ending with some
hook and the student will eagerly await the next episode. Just
think of Dallas.

“How to get ten
times the price

for a 12 chapter
book – turn it

into 12 one
chapter books

and call it a
course”
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Agency Courses
There are two ways you can market a course. The most

obvious is to do it all yourself and for most topics that is all you
do. However, some courses can be run as agency courses.

An Agency Course is a type of course where the buyers
of that course can also resell it themselves, thus making a profit
for themselves as well as the originator.

The Publishers Network side of this course is a very
simple example of how an agency course can operate.

There are two types of agency plan. The simplest is to
allow buyers to generate leads from others in their social circle
and they receive a commission on those sales. This is done by
means of a simple brochure. This is called a Commission Agency.

The other is the Home Publishing Plan, in which buyers
set themselves up as retailers. As such they buy the monthly parts
from you, the originator, and sell them using the same advertising
material as you do. They sell at the same retail price but buy the
parts from you wholesale at a large discount. A typical example is
a retail price of £35 and a wholesale price of £10.

The commission agency
You’ve seen this already because this course is one! The

commission agency is far simpler to operate. It is not MLM, all
new students apply directly to the originator and a commission is
paid to the introducer only, so everyone is working on one level.
There are no over-ride commissions.

The process is simplicity itself. Everyone signs up
directly with the originator of the programme. If any of the current
subscribers sponsor anyone else, then the originator lets the
sponsor have a commission on each sale.

Any course or manual can be set up in this way and
agents for the course can vary from anyone that buys it to
professional mail order entrepreneurs looking for a back end
product.
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Differences occur according to how sponsors operate. We
are using a very low key “personal mail drop” system. Others
allow sponsors to do their own mail shots.

If you allow sponsors to do their own mailshots then bear
two things in mind. Firstly if you, the originator, are using mail
order then anyone else doing the same thing is eating up the
availability of mailing list names, so the plan will run down
sooner or later. Secondly consider the risk to the sponsor. An
average mailshot can cost £500 per thousand with no guarantee of
success. It is a high risk option.

Advantage to the originator

The originator receives new subscribers but he has not
had to advertise for them. They are just referrals. It hasn’t cost
anything to get these new subscribers.

Disadvantage to the originator

He makes less money because he has to pay the sponsor a
commission. But he is still making a good profit and his marketing
costs are almost zero.

Advantage to the sponsor

The sponsor has a ready-made little business that can
earn him or her money. Typically the first step is to get sufficient
recruits to pay for the course itself. After that every new
subscriber is profit.

Disadvantage to the sponsor

If the agency is free, the only disadvantage is the cost of
running it. Some agencies, like ours, cost virtually nothing. Others
can charge a joining fee to the agency as well as the cost of
brochures. The biggest cost can be a direct mail campaign but that
sort of agency is usually restricted to Home Publishing Plans.

The Home Publishing Plan
This is sometimes known as a Part Work Plan after a well

known plan of the same name.
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In this type of plan the originator sells a course and
anyone who wants to can duplicate what he does, often using the
same literature. Despite popular belief this system is not MLM.

What happens is that the originator (O) subscribes Joe
number 1 (J1) to the course. Joe is allowed to sell the course as well
so he sets up his own business. This typically involves creating a
letterhead with some kind of official company name like Really
Good Publications, and setting up a business bank account. J1 does
a mailshot and subscribes Joe number two (J2). Suppose the course
costs £30 per month for one manual per month.

(J1) has subscribed directly to (O), so (O) gets £30 every
month and sends (J1) his part.

(J2) has subscribed directly to (J1), so (J1) gets £30 every
month and sends (J2) his part. (J1) gets his parts (O) at a wholesale
price.

Note that there are no commissions. (J1) has become a
retailer, buying the manuals from (O) and selling them to (J2). If
(J2) did the same thing, he would sell his manuals to (J3) and get
the necessary parts from (O) directly, (J1) is not involved.

Advantage to the originator

Quite often the content of the course becomes secondary
to the fact that the originator is offering a business, rather than just
an informative course. This is now a fully fledged bizop. The
originator gets a profit on every manual sold. Also, sales can
increase quite quickly because of a geometric increase in the
number of agents.

Disadvantage to the originator

Agency sales have a lower profit margin. Retailers will
need support. This type of business goes for cheap volume sales
rather than high profit single sales, so it’s a lot more work.

Advantage to the retailer

The retailer is working on a far bigger profit margin than
a commission agent. A commission of 50%, like ours, is unusual,
it is usually nearer 25%. A retailer on the other hand is buying the
manuals wholesale for about £10 and selling them for £30,
making £20 on each sale or the same as 66% commission.

“Of all the bizop
plans

investigated by
the W2000

Organisation
between 1993

and 1999, only
home publishing
plans produced

incomes in excess
of £20,000 for
some agents.”

-J. Edwin
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Disadvantage to the retailer

This is usually a direct mail business, so it’s expensive,
risky and more time consuming than a simple commission agency.

The Downside of Courses
The downside of educational courses is: what do you

write about? It is more difficult to choose a course than, say, a
newsletter.

Courses have been written on such diverse subjects as
How to write, How to be a private detective, How to improve your
memory, Body building, How to learn any of several hundred
trades and professions, Computer Skills, in fact anything
educational.

A theme running through most courses is of learning a
skill which can in itself increase your wealth.

All "learn a trade" courses or writing school courses
emphasise this point. I tend to leave hobby ventures to newsletters
or manuals and use courses to promote business ideas either  to
businesses directly, or to people having a mind for business.  My
advice would be to consider areas in which you can teach people
to learn a profitable skill.

Finding Ideas
I brainstorm the Yellow Pages or classified business

directories for ideas but remember that you must consider how
easily and cheaply you can contact people interested in that
subject.

Educational courses tend to be limited to direct mail or
serious magazine advertising in order to market them so have a
good look at all the classifications that are available to you from
professional direct mail companies and work backwards – e.g. If I
can get a 10,000 mailing list of left handed rolling stock shunter
operators, what course (or other project) can I create that these
people need. Note the Work Backwards rule again – find an easily
contactable market – THEN create a product.
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I look through trade directories to remind me of what
businesses are out there. Then I set my mind to thinking Who can
I teach this business to?

Here’s a real time example.

I looked through a Yellow Pages Directory and almost
immediately saw Accountancy Services. Most people would have
stopped there but I thought on about the Paramedic Principle.

In China the population is too huge, and too diverse to
train sufficient doctors to look after them. China has a chronic
shortage of doctors, and the good ones clear off to Europe and the
USA because of the pay. So much for the cultural revolution.

So the infinitely resourceful Chinese found a better way.
Instead of spending five years training doctors on all aspects of
medicine, they spend less than one year training a paramedic in
the top 100 most common ailments. Most people in a village never
get beyond the paramedic. Those he cannot diagnose are sent to a
regional “proper doctor”, and what he/she cannot figure out goes
up to a specialist, and so on.

Training to be an accountant is a long winded process
taking many years and needing professional qualifications. That is
why small businesses don’t employ accountants except once or
twice a year when they need an audit.

Now, a bookkeeper is a kind of accountancy paramedic,
and you can take this one stage further. I know of several people
making a good living serving their local business community
acting as a one-day a month record keeping service. They visit
butchers, bakers, candle-stick makers and sort out all their receipts
and get their books in order, particularly with regard to monthly
VAT returns.

So I say to myself – here is an idea. A course on how to
be a VAT Consultant. That is how ideas are generated.

As I write this I set myself a test. I opened a Trade
Directory completely at random and promised myself that I could
think of at least one course based on at least one occupation
shown on that page.

“The real
revolution in

home publishing
is home printing.

Quite simply, this
eliminates risk.”
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On page 226 (chosen at random) were listed:

• Drainage Contractors. (No I don’t think so.)
• Draughtsmen and Drawing Services. (No.)
• Dress Agencies. (Yes, a course on “How to start up

and operate a successful Dress Agency.”)
• Dress-wear Hire. (Yes, same principle.)
• Drilling Contractors. (No.)
• Driving Schools. (Two ideas. A course on how to

become a driving instructor and a manual on how to
pass your driving test.)

Four ideas from one page in a 500 page directory isn’t
bad is it? That’s 2000 ideas waiting to be actioned!

Money Up Front - How to Make Profits Immediately
Remember how the magazines make real money –

advertisements. Why stop at magazines? Why not manuals or a
series of manuals? This is already happening in novels, where the
publisher has a page or two devoted to other books in the range.
Major productions on TV not only have the usual commercial
breaks but also a sponsor for the programme.

You could get a fair sum of money up front if you
offered advertising space in an educational course. Of course,
you would not place those advertisements in the main body of
the text and you wouldn’t even call them advertisements. You
would call the advertisers sponsors and have all the ads at the
very end of each part. You can even say that XYZ Ltd has
sponsored research and development, or ABC Inc. has
sponsored the colour production. In this way you could get
between several hundred and several thousand pounds up front
which will help fund your advertising and printing.

Getting sponsors
Write the first one or two parts of the course and bind

them using good quality covers and 100 gsm paper.

Look at magazines for advertisers you feel may be
interested in extra coverage. For example, in our bookkeeping
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course we could contact major accountancy firms (the person
training on the course will be able to recommend full accountancy
services to his clients.) For our course on opening a dress shop we
could look for any service interested in business, including banks,
accountancy services and so forth. Send part one of the course
with a letter.

Kitchen Table Productions
To:
Universal Stationers
Universal House
Universal Street.

Kind attention Mr Aluminum D Rottweiler – Advertising Sales Executive

Dear Sir,

We should like to offer you the sole opportunity of advertising your stationery supplies to a
highly targeted audience of thousands of people.

My company is about to launch a major new International home study course on all aspects of
Desk Top Publishing, called The Home Publishing Revolution. It will be generating thousands
of enquiries using national newspaper and magazine advertising plus monthly direct mail
campaigns. We are adding sponsorship pages to the first part of the course (copy enclosed) as a
resource for students, all of whom will be looking for new sources of stationery.

The first part of the course is sent free to all interested parties and is even available as a free
download from our website at www.homepublish.com.  It will thus have a very large, targeted,
and most important continuous exposure to a new audiences every month. Subscribers in the
region of 3000 are expected in the first year plus thousands more who will review the material.

This is the first time advertising has been considered for a major educational course and the
benefits of a continuous full page running in a free first issue are quite enormous.

I should like to contact you next week to discuss this further. In the meantime if there are any
questions you would like to ask please either call me personally on 1234 5678, or email me on
publisher@publisher.com

Yours truly,

William Gates

• 123 Anystreet
• Anywhere
• Somewhere Nice
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GSM
Grams per Square Metre. The
weight or thickness of paper is
measured in how heavy a
square metre of it will be.
Photocopy paper is 60-80 gsm.
The paper this page is printed
on should be 100 gsm.
As you get higher than 120 gsm
the paper gets nearer to card
quality.

 What do you charge?

  Advertisers look
at a cost per thousand. They
divide the cost of an
advertisement by the
circulation of the media. By
looking at related magazines
for adverts already placed by
the company in question you
will be able to find out what
the company currently
accepts as an acceptable cost
(phone up the magazine as if
you were a potential
advertiser and ask what price a run of these sized advertisements
cost, plus the circulation of the magazine.)

If your course is highly targeted, then a higher cost per
thousand will be acceptable because the hit rate is likely to be
higher. Negotiate.

Don’t forget that to insert the page into the course costs
nothing for an internet version and only pennies per page
(multiplied by the number of books printed).

If you anticipate 3000 copies of part one per year, and the
cost of adding one page in one book is, say three pennies, then
clearly the total cost of including the advertisement for one year
will be 9000 pennies. Any sum over this amount is profit!

Don’t undersell it. Advertising costs are stupendous! A
major magazine will charge two hundred thousand for a full page.
A TV advertisement in prime time such as the Superbowl or
World Cup can cost two hundred thousand per second.

If your course, manual or newsletter is highly targeted,
then you can command a high price. At least double the cost per
thousand they normally pay.

Catch 22
I know. How can you work out a price if you don’t know

what your circulation is, after all, you haven’t launched it yet?
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We’ll cover this in detail when it comes to newsletters
but in principle you guess at a circulation figure and then create an
inaugural issue. This issue will be continuously circulated until
the estimated circulation is covered.

The Magazine Manoeuvre

You’ll like this. Do you know what the last thing a
magazine wants you to know?

How successful your advertisement is!
Sales people manning advertisement desks only have one

brief: To get you to buy the biggest advertisement and run it for as
long as possible. That’s because they live on commissions.

To achieve this they will lie to you! (cries of Shame, Ee
By Gum, Merde, and various international expletives.) They will
tell you that running an advertisement repeatedly gives the readers
an impression of continuity. They will say that a half page will
pull more than a quarter page. Indeed they will tell you that night
is day. However all their expertise and advice falls flat when you
say Okay, if it doesn’t work you’ll refund the advertisements,
right? Wrong. You’ll get no such thing.

So, my friends, there is one thing they are going to omit
to tell you – an economy of truth – creative selling. They are not
going to tell you to key your advertisements. A key is a little code
in each advertisement that will tell you how many replies that
advertisement generated.

How to key advertisements effectively I will show you in
a later session, in the meantime see how this can work for you as
the media proprietor.

If Mr Rottweiler pays for a full page advertisement in
your course, the only way he will know how many new customers
originated from that advertisement is to key it, and also include a
coupon or discount facility. People will be disinclined to cut
chunks out of a manual so in most instances Mr Rottweiler won’t
have a clue about how many new people have ordered directly as
a result of any particular advertisement. That’s because he
allocates an advertising budget without any strategy to see if it’s
actually working.

“Traffic
congestion will

soon be a thing of
the past – There

will be no jobs to
drive to.”

Read The Future of Work by
Charles Handy
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So the only criterion he can work on is exposure, or to
put it simply – what we, the publisher, tell him!

Make the deal good enough and he’ll spend money on an
advertisement so long as he thinks it is working.

Now don’t misunderstand me here. I am in no way
suggesting that you cheat. If you say that the circulation is 3000
and you actually send out 130 then that is cheating. Using the
inaugural issue concept you can let the circulation build up.

Also remember that advertisers are not stupid. They
know that all advertising is a gamble.

Product Creation Plan
Step by Step plan to create a successful course

1. Create the idea. Use focusing, and go through trade
directories, or summaries of available mailing lists to
generate ideas. Keep your eyes and ears open for
good business ideas that have not yet been used in
courses. Also consider upgrading old ideas for
courses, such as body-building. Remember the theme
of a course is education that can increase your
prosperity. An alternative theme is education that can
increase your wellbeing, either physical, sexual or
mental.

2. Make sure you fully comprehend how you are going
to contact your proposed market. If it’s a mailing list
– which group? If it’s a magazine – which one? Is
your market easy to contact? Is it reasonably cheap to
contact? These are vital questions. Your project will
make or break on them.

3. Research the idea. Get as much information as you
can. Don’t try to collate or order it just get it down on
paper. I usually research and write courses myself but
if necessary I would find an expert in the field and
collaborate.

4. Write a dummy advert. Using the techniques shown
later, create a one, two or three page advertisement
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(whatever it takes) that has a punchy headline. This
does not necessarily have to be the final
advertisement. In many ways it is just the start. The
object of writing a dummy advertisement is to create
a list of benefits to the customer. By writing the
advert first, you will get a clearer picture of what you
are going to have to write in the course. Effectively
you are going to write a good advertisement, then
create a course that lives up to the promise of the
advert. Always, always – write the advertisement first
– then write the project.

5. Decide on how many parts of the course there will be.
You will usually send out one part per month. As a
rule of thumb, set the maximum at twelve, or ten, or
six, four or three. Don’t ignore the advantages of a
short course – it’s better than a manual. For each
extra part you increase the income and firmly
establish your project as an educational course in the
mind of the customer.

6. Now you start writing the course. Unless you have a
clear picture in your mind of the order and sequence
of ideas, take one sheet of paper for each part of the
course and write on it the ideas you want to express in
that part. (No particular order, just notes.)
   Then take another set of papers and construct each
part using headings and subheadings only. As a guide
look at the copies of the slides I use for the seminar,
shown in this course at the beginning of each section.
These slides consist of a main idea followed by bullet
points.
   You can get away with writing on one side of a
page and writing thirty pages. You can always put
something on the spare side such as a large water-
mark type logo or a ‘notes’ page with lines on2.
   The idea is to increase the number of sheets in a
part to make it look thick. It’s perceived value again.
You want to make the part look good physically as
well as in content. Although there are major,
professionally produced courses out there that still

                                                
2 UK readers should note a quirk in VAT. A general reference book is zero rated for VAT. However, if it contains
questions that are answered by writing in the book, then it is standard rate. If the questions in the book are answered on
a separate sheet of paper, the book is zero rated. If there are notes pages but no questions in the book, then it is zero
rated. Get it checked out by HM Customs & Excise before launch.

“The world is
witnessing a huge

change in the wealth
gap. It is no longer
between the haves

and the have nots –
but between the

knows and the
know nots.”
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use one-sided printing I prefer to give my people
value for money, so I double my workload to write 60
full pages. It’s still only thirty sheets of paper though.

7. Write three parts only. It takes about a month to write
a part (say 2 pages per day. The rest is spent checking
and making it pretty.) This way you are two parts
ahead of whoever signs up first. If you are going to
offer the first part for free then new subscribers
effectively start at part two so you will need to write
four parts to stay ahead of the game.

8. Decide if the course warrants guarantee status.
Obviously the plethora of books, manuals and courses
on How to Get Rich have become so jaded in the
public eye that you will
need to give sceptical
prospects the comfort
of a guarantee of some
kind. Yet this isn’t
always necessary. A
course on How to
Construct Your Own
Computer (with an
attached newsletter to
update it – hint, hint)
does not require any
guarantee status. It’s
not in the same,
sceptical market.
Buyers assume the
course will teach them
what they need to
know. It’s only in the
dubious world of
mystery advertising that
guarantees are needed
and they are usually in
Get Rich Quick land.
If you do feel a
guarantee is necessary,
make it decent. A thirty
day no-hassle refund at
least. An alternative is
to give the prospect the
first part free of charge.

Mystery Advertising

Mystery advertising is
advertising that doesn’t
tell you what it is you are
really buying. These
advertisements sell the
sizzle but you’ve no idea
whether you’re buying a
steak or a pork chop.
Obviously, if you’re
Jewish, this makes a
difference!
   A mystery
advertisement tries to
tell you what something
is by telling you what it is
not (it’s not MLM,
gambling, party plan,
etc.) This is impossible.
You can’t define a horse
by saying it’s not a pig,
donkey or aardvark.
As such a mystery
advertisement that also
has any kind of try it first
protocol in the guarantee
is theft,  not unlike
enticing a devout Muslim
into buying a bacon
sandwich by telling him
the smell isn’t gammon
- and then refusing him a
refund!

“Every man is what
he wants to be.”
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   If a prospect has seen advertising that definitely
tells him or her what the offer is all about (e.g. it’s all
about gambling on the horses) and then receives a
free preview of part one, they can have no subsequent
right to change their minds later. You cannot take a
novel back to a bookshop because you didn’t like the
ending!

9. Use all the techniques shown later to write the
following:

a). A one or two line classified advertisement. This
has two purposes. Firstly you’ll need one if you will
be using classified
advertisements in
magazines. Secondly it
will help you with your
headline or even the title
of the course. A one-line
advertisement has got to
impact the eye with the
greatest single benefit that
your course can bestow on
the prospect. You will
need to write at least
twenty, just to get your
mind ticking.

 How to make £600
several times a day!

This was recently used by
a con man but what a good
advertisement.

b). Write a two page direct
mail flyer - One sheet of
paper sent out to cold
prospects inviting them to
write in for more
information.

c) Write a four page
‘mainshot’. This is the
works. You have to get
them to sign up with this

Titles

YOU magazine recently
devoted two whole
pages to a book on
poetry. What could be
more mundane, or
unsaleable, than a book
on poetry?
In this case the secret
was in the title:
Poetry That Can Save

Your Life
Now that was good –
very good.
Note that the impact was
caused by a clash of
moods in the title. Poetry
has a soft, romantic
impression attached to
it. Suddenly it was
attached to a hard,
dramatic theme of life
saving. It was the
contrast in one sentence
that made the difference.
Think of some others:
How to be a millionaire

– from your
kitchen table

They laughed when
quit my job – but

they’re not
laughing now!

“The reason one-
man businesses fail

is because they
don’t have a staff

training policy”
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one so make it a goodie!

10. Decide on the best home produced presentation.
Avoid the common mistake made by first-time
publishers which is to have a stock of manuals
professionally printed. The essence of the home
publishing revolution is effective home production.
The object is to reduce or eliminate financial risk, so
what could be easier than producing the whole project
on computer and using high quality (but remarkably
cheap) home binding systems to produce one book at
a time. When sales become so good that home
production is too time consuming, have the manuals
printed by a local printer.

11. Check out local printers.
You will need to see several print companies that are
local to you. Also check out the offers in Exchange &
Mart. You will probably find that for black and white
printing, a company having a
Xerox Digital Printer or
similar will be the cheapest.
Just ask if they can take a
print file of a disk or internet
download. The latter is
important because it can save
you hours and hours rushing
about with master copies.
The same company may also
have colour digital printing.
Don’t assume because one is
cheap that the other is cheap
also. Shop around for prices.
You will probably end up
with one colour printer and
one B&W printer.

12. Set up a record system (full
details will be revealed later.)
There are two records you
must keep, a customer record
and a response record.
A customer record is the list
of your current subscribers.
You will add to this list every
day. This list is used to print

Double up

Once you get going and
making a name for
yourself, always have
two suppliers for any
one product, particularly
printing.
Fortunately there are
many printing services to
choose from but the time
and trouble of finding
one quickly when your
mainline printer lets you
down (they will, one day)
is worth the effort in
getting two good B&W
printers and giving them
half your business each.
It also helps you to keep
costs down when one of
them tries to increase
his prices.
You don’t want to be left
high and dry because a
supplier has suddenly
gone bust!

“No-one could have
predicted the

explosion in the
world wide use of

the Internet. What
we have seen is

nothing in
comparison to what

is yet to come.”
Bill Gates
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labels so that you can send monthly parts to each
subscriber who has paid.
The response record is a note of how many people
responded to a particular advert or mailing. You can
use this to see if an advertisement made any money.
A home publisher is the captain of their own ship.
They have two radar screens. One is the monthly
Profit & Loss Account for the business (The
Accounts) and the other is the Response Rate. The
latter will tell you if your ship has veered towards to
reef. The P&L account will tell you how close to the
reef you are sailing. You’ll be experts in both very
soon!

13. Get on with it. The American entrepreneur Dan
Péna, who currently lives in a castle in Scotland, has
much sage advice. One is: A mediocre plan actioned
today is far better than a prefect plan on the drawing
board. The secret of all success is ACTION.
You can read every available book on flying. You can
attend seminars. You can stand all day at airports
watching the planes land or discuss approach angles
and vortices with pilots, but even with all this
knowledge inside you, you will be lowlier than the

lowest, most inexperienced pilot. You cannot fly from a book. You have to grab the
controls. A survey of 500 CEO’s in America’s top Fortune 500 businesses revealed
that most of them, if given the chance to retrace their success, would make one major
alteration to their plan – They would have wasted less time on detail.

Flow chart of sequence
Like most people I’m a creature of habit. I like routines

because with a routine I don’t have to think. As a result I have
invented lots of routines, step by step plans, algorithms, and flow
charts  to help me get through the day as easily as possible. Here’s
my chart for courses.

Feel free to copy any of the flowcharts for your own use.

This chart assumes you will be using a two-stage direct mailing by
sending out a flyer followed up by a mainshot. If you are just
doing classified advertisements then see the second column.

Detail, detail

It is very easy to get
locked up in the detail. In
this business the only
deadline is to make sure
the customer gets
quality goods in quick
time.
It is so easy to spend
vast amounts of time
mulling over the details
that the real job never
gets started.
Decide on a start day.
This is the day you place
your advertisement or
post a mailshot.
Set up a daily schedule
of work to build up to
that day. Resolve not to
put off the start day – not
once, not ever.
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Buy Mailing List
labels

Buy Envelopes for
Flyers + Mainshot

Stuff Envelopes with
flyer and Post

Prepare +key one page
flyer, mainshot,

appl. Form

Get 1000 Flyers Printed
+ 100 Mainshots (10%)

Set up response rate
record

Order 1000 Stamps

Send out first part of
course + intro letter

As cheques come in,
update response
record, add to

customer database

Send out mainshot +
Application form

As replies come in,
keep the names and
update the response

record

Prepare small stock
of part one books

Direct Mail
– Two Stage

Check costs and best
day for advert

Buy Envelopes for
Mainshot

Stuff mainshots

Prepare/key/print
mainshot + app form

Send off advert to
newspaper/magazine

Set up response rate
record

Order Stamps

Send out first part of
course + Intro letter

As cheques come in,
update response
record, add to

customer database

Send out mainshot +
Application form

As replies come in,
keep the names and
update the response

record

Prepare small stock
of part one books

Classified Ad
– Two Stage



Page 34

Some points you may be wondering about:

Don’t worry about how to produce your advertising copy.
I’m going to show you exactly how it’s done together with a
formula that makes sure you get it right every time!

A two stage mailing is when you send out a one page
flyer first in order to generate interest. Then you follow this up
with your main mailing which I call a mainshot. This process is
slower, but cost effective. The simple fact of life is that 90% of
people will not respond to your flyer for any one of a hundred
good reasons. In this case you have lost the cost of sending out
just one piece of paper. You will send the remaining 10% the full
mainshot.

In a one stage mailing you send out everything in the first
envelope. The results are almost immediate but 99% will not
respond, which means you have lost the cost of sending out 4-6
pieces of paper. This doesn’t sound like a lot but an extra five
pages of script times, say 3.5 pence each, times 1000 is £175!
Why throw money away?

Courses are utterly brilliant inventions. They have every
conceivable advantage and very few disadvantages.

There are no deadlines. They have long term value. They
have automatic back end products. They are not more difficult to
write than any book or manual. In short they encapsulate
everything that is good in this business.

But you ain’t seen nothin’ yet. If you want to make
serious, but SERIOUS pennies, then licence it!

Licensed to Make Money
Supposed you have created an  educational course on

How To Make Widgets for Profit. And suppose with sufficient
marketing you have, say 2000 subscribers3 just within the UK or

                                                
3 2000 times £20 equals £40,000 per month equals £480,000 a year, say £250,000 net after all costs – just a
thought to tickle your fancy!
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your own country of domicile. Do you think other English
speaking countries are less inclined to think of profit?

Each and every other English speaking country is, as far
as you’re concerned – another profit centre. This does not mean
that you open up your own sales office and start advertising in the
Washington Post or the RCMP Monthly. What you do is:

Licence someone else to do it for you!

How does Licensing work?
Licensing is one of the most powerful money making

concepts to come of age in the last 50 years.

Do you remember the little battery checking gismos that
you can now find built into almost every torch or radio battery that
you can buy? The guy that put them there was the guy that saw a
unique application for heat–reactive colour changing paints. He
surmised that if a fine wire were connected between the poles of a
battery, the resulting current would warm it up. The stronger the
voltage, the stronger the current, and therefore the hotter the wire.
By using heat-reactive paint it would change colour with the heat
and thus be proportional to the battery voltage. I say, brilliant
deduction Holmes!

Rumour has it that he showed it to Every-Ready who
showed him the door. This the more surprising because he didn’t
want any money for the idea up front. What he wanted was one
cent per battery sold.  He showed the idea to Duracell who
welcomed him with open arms and filled his coffers with so much
money he doesn’t count it, or even weigh it. He abseils down it.
That is the power of licensing.

So, licensing is allowing someone else the right to use is
it and all you get is a small commission on each sale. For a course
this could be £1 per part sold.

Suppose you start this course in the UK and obtain 2000
subscribers in 60 million people. Do you think a US entrepreneur
could get 2000 subscribers from 263 million people? Technically
that is four times the market, so arguably he’d get 8000. Suppose
you take £2 per book sold. That would make you £192,000 a year
doing what? Nothing.
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THEN you do it in Canada.
- 30 Million people

THEN you do it in Australia.
- 18 Million people

THEN you do it in New Zealand.
- 3 Million people

And that’s just the English speaking nations. Translate
your course into German and that’s another 80 million in the old
West Germany before reunification.

In each, all you are doing is finding a licensee. How
difficult can it be to find an entrepreneur to offer an adapted
version of a course that is already a proven success in at least one
other country?

And that is why you should try to write a course that can
be changed into an international version quite easily.

Creating an international version
It is impossible to create a project in which a diligent

reader couldn’t identify where it was written. English spelling
varies from country to country and currency changes are also
evident.

Without doubt the biggest English speaking nation is the
USA but writing with a US slant if you are not a US citizen looks
phoney. The secret of producing an international version of a
course is:

• If you refer to place-names, try to move around the
world. You can have one example in Hamilton New
Jersey, another in Hamburg or Bordeaux.

• Spelling checkers allow you to select the language.
Select one and stick with it.

• Select one currency and stick with it.
• Create the work so that it is easy to change into a

another country’s version.
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To create a US version, for example, change the language
setting and use the spelling checker to make corrections. Then use
the Find facility  to locate any reference to UK currency and
change it to dollars. Do not try calculate rate of exchange
differences in the currency. The postage rates, for example, in one
nation will not be those in another with a simple rate of exchange
adjustment. Finally, and most important:

Get a US person to copy check your version
 and make corrections.

No matter how hard you may try to duplicate another
country’s nuances in your writing you risk making a fool of
yourself. A recent translation in a Portuguese-English phrase book
of Please may I have a haircut read The hairs on my head she is
lost – yes?

Why go to all this trouble? Because you want to create
the maximum number of sales and every country prefers to deal
with their own people. We will look at How to Write in another
session.

Globalisation is the new buzz word. It means the
necessity for every business to consider the world as its market,
not just the local main street.

One final point is how to disguise the address details. Just
add an extra line saying US/European/Asian Distribution Centre
(use whichever is applicable). Ultimately you can set up a small
office in each country.

A course allows you to sell a series of twelve books to
the same person but only by contacting that person once or twice.

And now Ladieeeees And Gentlemen,

I present to you the most under-rated, cheap to produce, simple,
most overlooked method of making a FORTUNE ever ignored by
man. I refer of course to:

“Spell hinge
chequers ah awl

write butt they can
bee a draw Bach if

yew ah two
relay-ant on a

ma sheen”
-None of these spellings were

corrected in MSWord 97
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20

�• One of Fastest income
generators

�• Long term profits
�• Easy to test and start
�• Re-sell value
�• Hardly touched

Newsletter
The Newsletter.

One of the quickest ways to start a
home publishing venture in the UK is to start a
profitable newsletter.

This area has been almost completely
overlooked by most UK publishers who, as
usual, are ten years behind the USA.  The UK
perception of newsletters is a badly photocopied
document circulated more like a bemused news-
sheet than a newsletter.  They are invariably
badly produced, not profitable, and an exercise
in  wasting ink. This is because they are
produced by amateurs - people who may have a
passion for the subject but have no idea about
how to present it, never mind profit by it.

I saw a stunning example of how badly a newsletter can
be produced by well meaning twits only the other day. I won’t
embarrass the person concerned but it was a small newsletter half
the size of this page (first mistake, make it big) for a camping
organisation.

The first page contained an editorial by the chairman.
Actually, the editorial wasn’t too bad, what made me laugh was
the picture. This was the opening page of a newsletter for camping
enthusiasts. Did it contain a picture of a something to do with
camping? A tent perhaps? Or a caravan? Some new development
for those who voluntarily leave double-glazed, hot & cold running
water with private toilet facilities brick built splendour to live
under a piece of cloth for two weeks? No. It was a piccie of the
chairman!

Not any photo you understand, not, for example The
Chairman demonstrating the flush system for the new Pong-Less
portable toilet. No. It showed a picture of what looked like a

The Newsletter
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1950’s bank manager resplendent with pencil moustache and, wait
for it – his chain of office! All that was missing was a bowler hat.
(What kind of weird person needs to appear in a tiny hobby
newsletter adorned like a Lord Mayor!!?)

Of course the rest of the newsletter wasn’t a newsletter at
all. It was an events diary. Nothing on earth could have conspired
to make me less enthusiastic about camping than this nonsensical
little rag.

This is the normal perception of a newsletter. A letter
from the chairman telling you when the next AGM is being held
with a reminder that anyone who hasn’t paid their subscription
since Fred Flintstone last visited Dino’s Diner will get a stiff letter
of reminder!

By complete contrast Bill Myers’ Black Box Newsletter
sold out 4000 subscriptions in one day as he handed out free
copies at a trade exhibition!

Can a newsletter make money?
Is a furnace hot? Yes, but only when it’s turned on! A

turned on newsletter can make money – a lot of money.

Yachts and Smarts is a newsletter about yachting and
how to win races. It started small and now has 8000 subscribers
world-wide paying between US$45 and US$60 each, say
US$360,000 a year. If it cost a dollar a newsletter to send out (it
doesn’t) he would still be a dollar millionaire every three years.
Bet he doesn’t wear his chain of office.

Think this thought carefully. If done properly:

A newsletter cannot lose money!!

Creating a newsletter on computer costs only your time.
Provided you use the zero-marketing-cost method (explained in
the absolutely drop-dead-brilliant session on how to advertise) you
would still be in profit if you only got one subscriber. You can use
that money to fund tiny but effective classified advertisements and
eventually you have a database of 1000 people paying you, say
£30 a year! Suddenly you realise you are unemployed – but
earning more than the national average!
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And when you get tired of it, It won’t be a problem
selling it to another enthusiast either under licence – in which you
get a sum of money for every subscriber – or sell it to a publishing
company for between one and two year’s income. Now there’s a
nice way of pocketing a sixty grand nest egg!

So what is the point of a successful newsletter?

The main point of a successful newsletter
The object of a newsletter is to be up-beat as well as

being informative.

How up-beat depends on the subject. Obviously some
newsletters require gravitas. A stock-market journal can be up-
beat in the sense of being optimistic but it must not be flippant.
Readers are buying hard-core information, not the editor’s lyrical
waxings on George Soros’ latest gold plated helicopter.

But most people are not going to start a serious
newsletter in this area, they are going to start a hobby newsletter,
that is, a newsletter concerning a sport, hobby or past-time. In
these cases the object of a newsletter is for it to be fun as well as
informative.

How a Newsletter Makes Money

There are three areas in which a newsletter makes money:

• From the annual subscription.
• From the advertising within it.
• From extra promotions and products created within

the newsletter.
• As a continuation of a course or service.

Making money from the subscription

There are two kinds of newsletter, those that contain
advertising and those that don’t. The annual subscription will vary
in each case. Typically, hobby newsletters contain advertising and
have low subscription rates, typically from £25 - £35 per year.
This doesn’t sound like much but if you had only 1000 subscribers
you would be earning up to £35K per year less the cost of sending
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out 1000 newsletters (per month) which is usually less than 50p
each. Even at £500 per month this is a cost of £6000 per year so
you are still making good money. Now think what 3000
subscribers would do!

Newsletters that do not contain advertisements tend to
concentrate on hard core information, usually to do with
money or health. The most expensive, naturally, concern
the ever present subject of making money. You can spend
over £100 a year on some of these.

The Guild of Wealth has a global membership of
120,000. How many actually subscribe is unknown but if
the average was £60 that’s £7Million a year!

The power of the newsletter has to be seen to
be believed. IDG who publish the wonderful “for
Dummies” series of computer books allegedly operate
by buying in any new software that costs over US$400
and creating a two-man team to produce a newsletter
on it. As soon as the newsletter reaches a certain size –
out comes the book. Who do they sell the book to? The
newsletter subscribers. How do they advertise it? The
newsletter! So 40,000 subscribers to the newsletter
actually pay to receive information on the book! As an
exercise in brilliant marketing this has yet to be beaten.

Making money from advertisements

Hobby, sport and special interest newsletters lend
themselves to advertising. Why advertise? Extra income!

Adding adverts to a newsletter also increases interest. If
you are keen on widgets and buy widget monthly, you will also
like to see widget related advertisements to see what’s new. So
you can increase customer interest as well as income by including
all forms of advertising.

There are three kinds of advertising:
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1. Subscriber advertisements. This is where the actual
subscribers to the newsletter advertise to each other.
For example, subscribers to the Chevy Corvette
newsletter would be selling each other Chevy bits.

2. Trade – Generic. These are trade advertisements but
cover the wider, generic area as well. For our Chevy
example, generic advertisers would be offering car
covers (all makes), insurance services, etc.

3. Trade – Specific. These are trade advertisements that
cover the specific theme of the newsletter, i.e.
Corvette restorers, Corvette retailers.

Generic trade advertisers will already be advertising in
larger generic magazines. As was described in Courses,
advertisers think in terms of the cost of reaching 1000 readers.
Because newsletters have low circulation in comparison to
magazines, they are unlikely to want to advertise in your
newsletter unless you charge the same rate per 1000.

The best income will be from 3. Specific Traders. Indeed
they will be phoning you up begging to be included. If I was
selling widget reconditioning kits, where would I get the best
response – Gadget Monthly, or Widget News? You can charge a
higher rate per thousand for specific traders because you have a
highly targeted newsletter. Only a small percentage of Gadget
Monthly readers will be widget owners, so any advertisements for
widgets placed in Gadget Monthly will be expensive because,
even though the cost per 1000 may be reasonable, only 100 of
those thousand are into widgets. As such, widget advertisers are
actually paying a cost per 100 price – ten times more expensive.
By advertising in Widget News they could pay nine times more –
and get better value.

As regards 1. Subscriber advertisements, you can charge
a small premium for advertisements. A typical newsletter the size
of this page will accept over 30 small advertisements. At a
nominal £10 per advertisement that is £300 extra for a page that
will cost you about 3p (times the number of newsletters printed.)

Making money from add-ons

The example of the way IDG sell their books is a fine
model of how add-ons can make a newsletter even more
profitable. Add-ons are extra products that can be sold through the
newsletter. One good example I recently discovered was a How to

“Success isn’t
enough. You

need to know
why you are

successful. Then
you can duplicate

it.”
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Buy guide for classic car buyers detailing the prices ranges of a
particular model, lists of specialist engineers who check out a car
for the buyer, and photographs of important points to look for on
that model. Obvious other add-ons are T-shirts, Key Rings, extra
literature, videos, photograph collections, solutions to common
problems, Caps, Badges, Posters, History, Parts manuals.

One of my first spin-offs’s for the E-Type newsletter is a
video in which all the different kinds of E-Type's are test driven as
a comparison.

Add-ons are created by focussing and spotting good
products as they come along.

A continuation of a course

Adding a newsletter to a course has a number of
advantages. Firstly it allows you to update the information in the
course by means of the newsletter. This keeps it fresh. Secondly it
makes it more difficult for others to copy. Third, it’s a back-end
product for subscribers after they have finished the course. Fourth,
it can be used for monthly advertising revenue. Finally it can be
offered to pre-course subscribers.

The size of your market
Ideally, a newsletter should have a market of at least

3,000 people. This market should be easily contactable.  The
easiest way of achieving this is to make sure that there is already a
major magazine covering the general area of the subject. A
generic magazine.

What you need to consider is a niche market within the
main market covered by the magazine.  Don't try to write a golfing
newsletter.  You would never be able to compete with Golf World
and, indeed, you are not trying to.  What I would do is to start a
newsletter called Putters News or Drivers Monthly in which I am
taking a niche market, a small category within the major magazine
that I feel people would be interested in, and create a publication
just for that niche market.  This does not put you in competition
with the magazine.  Indeed it provides a news topic in which you
can actually have the magazine's support.

The perfect examples of magazines of this nature are
magazines devoted to classic cars.  All you have to do is to take
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one particular classic car, I have chosen the E-Type Jaguar, write a
regular newsletter on it and use simple classified advertising in all
magazines devoted to classic cars to promote it.

No Selling
The market should be enthusiastic.  Why spend large

amounts of money trying to persuade people that your product
will help them when all you have to do is to produce a product
that people already want and simply tell them that it is available?

I don't have to persuade people about the benefits of E-
Type Jaguars.  I simply have to find a way of contacting E-Type
enthusiasts and tell them that my product is available!  I am not in
the least bit worried about the fact that many books have been
written about E-Type Jaguars or that the Jaguar Enthusiasts’ Club
produces a brilliant magazine already.  Mine is the only newsletter
on E-types.

The first thing is to establish the size of the market.
Contact any retailer of parts for that hobby (speak to the boss
only). Tell them you are launching a serious newsletter covering
that item and can they give you an estimate of the size of the
market. Also, go to a search engine called www.dogpile.com and
search on a keyword for your subject to find how many Websites
are devoted to the subject. This search engine simultaneously
searches all the other engines like
Yahoo and Alta Vista so you
only have to cook your cabbages
once.

Ask as many retailers as
you can for their opinion (note
that each is a potential future
advertiser). If you contact an
enthusiasts’ club they may be put
out if you are setting up a
newsletter so I adopt a policy of
being a low-key, enthusiastic
amateur who just wants to write
about the subject and will be
launching his own newsletter
“just for fun”.

Club Captain Mentality

Be very careful when
dealing with the leaders,
chairmen or promoters
of small clubs. It is my
observation that many
are in there not so much
because they love the
subject but more
because they are on a
leadership ego-trip!
Often they like the
kudos, power and
authority more than they
enthuse over the
subject. The best way
around these idiots is to
flatter them.

http://www.dogpile.com/
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Don’t make the mistake that one of our students did
which was to contact the secretary of a certain club and started the
conversation: Your newsletter sucks! Insulting what they are doing
already his is unlikely to foster the helpful relationship needed to
pursue a career in that area! Indeed those words effectively wiped
out the whole project.

Moods of contact
Moods of contact is an expression I use to explain why

you need to adopt a different attitude or response to different
people. When speaking to a club you do not want to appear
arrogant or threatening. No matter how bad their own newsletter
or magazine is, they will react badly to some clever dick telling
them he/she can do it better! Even if they did believe it, they may
assume your project is a take-over bid for the hearts of the club.

You must adopt a very low-key approach. First of all –
join the club! Then, as a member, you have a right to ask advice.
Secondly get them on your side:

Hello, is that the Widget Enthusiasts Club?
Yes,
Oh good. I wonder if you could help me. My name’s Phil Gosling,
member number 123456.
How can I help you?
Well, my particular interest is the Widget D47S. Your Widget
Monthly newsletter is very good but it naturally covers all
widgets, not just the D47S. Does the club have any extra
information for D47S owners?
No, not as such.
Would the club like some articles on it? Actually I’m thinking of
writing a book on the D47S and I’d like to get in contact with
anyone who could help. Can you recommend anyone?
Yes, Bill Smith owns one and also acts as technical advisor.
Great, can you give me his number?

Now you contact Bill,

Hello is that Bill?
Yes
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Hi Bill, my name’s Phil Gosling, I’m a new member of the club.
They tell me you are the expert on all things about D47S’?You’ve
got one haven’t you?

Now discuss his D47S for a while, until you get to the next point:

 ‘Tell you why I’m calling. As well as being an enthusiast I am
also thinking of writing a book – or even a newssheet4 - so my
questions are, how many D47S owners do you think there are, and
would you be interested in writing an article or two on them if I
get my publication on the road?

Can you see the tone of all this is very downbeat. I am
minimising the impact of my newsletter to avoid any suspicions of
competition with the main club periodical, and using the club as a
resource to help me answer questions. The mood is Amateur
trying to form his/her own contact group for D47S enthusiasts
within the club.

The object at this stage is to find out how many D47S
owners there are. You want a good number – about 3000. If it’s
only 250 then I wouldn’t bother.

Don’t take one man’s opinion. Phone up a retailer of
widget parts, or better still, widgets themselves, and ask how
many owners they think there are. Again, tell them you are
working on a book and could you also speak to them in the future
re some technical queries. Say you will give them credit in the
book. This isn’t just paying in Kudos (sounds like a currency
doesn’t it? Can I have 20 Kudos worth of information please?)
you are effectively offering advertising space.

When talking to retailers, who may well advertise in your
newsletter in the future, you need a far more positive, professional
tone. Suddenly you are no longer an enthusiastic amateur looking
to form a contact group. You are a professional author seeking to
create a new newsletter for D47S owners world-wide this includes
an internet presence. The terms world-wide and internet presence
are magic words that will make Joe Bloggs of Joe Bloggs Widget
Emporium take serious notice. If they are going to advertise, they
want to advertise with a professional who has confidence.

                                                
4 If the club’s periodical is called a magazine, you call yours a newsletter. If the club’s periodical is called a
newsletter, call yours a newssheet. By making yours sound like a smaller, home produced item it avoids any
feeling of competition.

“Writers spend
100% of their

time writing for
5% of the

reward. If they
spent 50% of

their time writing
and 50% of their

time telling
others about it

they would make
95% more

money.”
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Which brings me to the next point:

In order to get your newsletter profitable very quickly
you will need to have a subject in which

 trade advertisers are interested.

In this way you can pre-sell trade advertising space well
in advance of your first publication date.  At the very least this
should pay for all your costs in the first month and probably
produce a good profit as well.

So the ideal newsletter project will have:

1. A market of at least 3000 potential subscribers.

2. A subject that lends itself to commercial
advertising.

3. A subject that is a sub-group of a main topic covered
by a generic magazine which itself allows you to:
a) Reach your market easily and
b) Reach your market cheaply.

I wouldn't bother with any newsletter in a market which
is so obscure that trade advertising doesn't exist.

Subscriptions for newsletters containing advertising can
be kept low and this will encourage people to subscribe. I keep
them just below the price of the equivalent general magazine. I
also keep the advertising rates just below in order to encourage
advertisers. Some people charge more for both on the basis that
the newsletter is more tightly marketed. Unlike most things, you
can always increase subs/ad rates later once your publication
becomes established.

You will need to find one or two knowledgeable people
to help write articles. This can be done almost immediately as you
read during the telephone conversation above.

Before you take anyone on board as a writer make sure
you are getting someone with a good reputation. A recent
experience of mine will drive this home. The names have been
changed to protect the guilty!

I do the E-Type Newsletter. Whilst contacting retailers I
asked a certain business in England -ABC Ltd.- if they would act
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as my Question & Answer contacts for technical queries. This
kind of arrangement works very well for all concerned. I get a
page of useful information written free of charge, and the firm
gets a full page of publicity in the only newsletter available to
10,000 E-Type (XKE) owners. Non-retailers will still be very
happy to write for you as you pay them in Kudos.

After some negotiations I bought a car from them which I
could also use for editorial purposes, photographs, etc. After a
couple of months I had my doubts concerning the roadworthiness
of the car. I took it to a highly qualified engineer who pronounced
the car as a death-trap! Further investigations revealed that the
ABC Company were less than honest when it came to selling cars.
Imagine my embarrassment had the original newsletter gone to
print with a Q&A page written by what turned out to be well
known shysters in the industry.

Wonderful that Newsletters are to start as home
publishing ventures there are a number of drawbacks.

You should not take on a subject purely as a profit
making venture.  You should take it on board as an enthusiast on
that subject who is writing a newsletter.  Your sincerity, or lack of

it, will shine through.

Be aware that by producing a Newsletter you will,
whether you like it or not, become an authority on the subject.
You will be attending meetings, galas and shows.  You might
even get interviewed by the TV companies if something to do
with your subject gets the headlines.  It should ideally be a subject
which you would still do even without the money as a catalyst.

If you don't have a current hobby, sport, or past-time then
this is an ideal opportunity to go for one and achieve the ultimate
ideal of any person - having a fun hobby and getting paid for
doing it.  If you can get your act together and put all these things
in place you will have a fun time making money with but one
drawback -- monthly deadlines, which you will have to meet, but
are a pain in the bum!

Please remember that newsletters should be fun because
they are not an easy option. In fact they are hard work, made
easier by the fact you should enjoy doing them and that they can
be very, very profitable. So saying, spending a day getting up

“I thing of your
own has a golden

handle.”
 -Proverb
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when you want to, talking to people who share the same passion
for the subject as you do and getting into trade shows free of
charge is hardly work is it?

Deadlines
In my opinion the worst aspect of newsletters is the

monthly writing deadline. Once it’s written, an educational course
has no monthly deadlines other than getting the manuals posted. A
newsletter has to be written and this means that in order to take a
holiday you will have to make sure others do their writing jobs
while you are away.

Always have two writers for any one page. Alternate
them each month. In this way you have one to fall back on if the
other cannot do it for whatever reason. Writing one newsletter in
advance of yourself will give you the time to take a break but the
object of some newsletters is to provide news that isn’t two
months out of date. Be ruthless. If a writer doesn’t meet a deadline
– he’s out. No more kudos.

Off the Shelf Project Ideas
I recently picked up a book by another highly successful

home publisher on the same subject as this course. No-where in
the entire book did he give you anything more than the slightest
inkling of where to get your ideas from. His advice was “look in
newspapers”. Fine, but what do you look for?

In fact, good ideas for projects are almost
limitless. Think of ANY Hobby, Sport or area which has
an enthusiastic following and a magazine attached to it.
I’ll show you how I go about it in detail later.

Look in the MDB Magazine Directory: Phone
EMAP Business Communications on 0171 505 8246,
ask for the MDB Directory section.

This directory-magazine lists many of the main
magazines printed in the UK. Its primary function is for
newsagents to refer to when a customer asks for some
obscure tome. It is a very useful reference work.
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 Tell them you are a publisher and they will send you a
free copy. Please note this is not a complete list.

Also look in good newsagents such as at airports. Look
for hobby and sport mags.

You are looking for a market of about 3000 enthusiasts
that can be contacted by means of the larger magazine and has
advertising potential.

Ideas

Remember the Swiss Watch rule: go for moneyed people
with a hi-value product.

Look at the adverts in a magazine. Each product must
have some sort of following that can be turned into an information
product, like Rolex Update. Look at what is being advertised and
put “update” after it to see how it sounds. If Eddie Stobart can
have a newsletter and fan-club for a load of smelly trucks then
anything goes!

Classic cars.
Don’t do it unless you like classic cars. Buy Practical

Classics Magazine. The last section contains 75 makes of classic
car, each subdivided into models. Pick a model that satisfies the
above criteria.

Why stop at cars?  – Trucks; Racing cars; Rally cars; 4x4
(big market); Karting; Bikes; Landrovers – pick on one vehicle, or
an area like tuning. Expensive new cars like the Jag XKR or
Aston DB7 are also cannon fodder for any home publisher to
produce newsletters or goodies aimed at a well defined market
that has more money than brains!

Sport.
Pick on a sub section. I recently surfed the net for

Archery Clubs. I wouldn’t dream of trying to compete with
Archery Magazine and I don’t have to. I’d pick on a subsection
like Compound Bow Enthusiast, dealing with a particular type.
Don’t forget the potential of an admag newsletter just for people
selling horses, riding kit and similar sports kit.

“The fastest way
to make money in
business is to sell

the business”
- A newsletter was sold two

weeks after its conception for
£250,000. It sold again three

years later for £12 million
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Hobbies.
How about a newsletter for greenhouse enthusiasts? Or

The Indoor Gardener. Gardening Tools Update?

Other ideas picked at random: Collectors of – Comics;
Watches; Pottery; Antiques; Dolls - anything collectible; Senior
Citizens newsletters – where to holiday, where to live, what to do,
hobbies/keep fit for the Retired.

Scots living in England; Other nationals living in
England. Caravans (pick one); Pets (pick an expensive breed);
Line-dancing (yuk); Shooting (e.g. Clay Pigeon - pick a gun) Sci-
Fi (1.8 million Americans think they’ve been abducted by aliens);
DIY (brilliant for videos/instructional manuals);  Bosai (pick on
one); Smallholdings (pick a topic).

Themes for men but converted for women (c.f. Guns for women
by Sonia Jones) such as DIY for Ladies; Football for Ladies; Car
Mechanics for women etc; Aeroplanes, classic and modern  (pick
on one); Boating - Classic and modern  (pick on one) Camping
(e.g. Just Tents, Kumfy Kamping, New Gadget Monthly);
Walking  (pick an area – Mr Wainwright did rather well on the
Lake District); Soaps (Eastenders Update); Solo Travelling.

There are 29 magazines on scale models in different categories,
you can pick a subsection on any one.

Don’t forget, even if you find that the market for the
1962 Ford Rustbucket isn’t big enough to qualify for a newsletter,
is it big enough to sell something else? – get out with your video
and photograph a restoration by a good enthusiast and bang, 2000
copies of “Restore a Rustbucket in three weeks” videos at £49.95
each! (That’s £99,900 by the way!)

We’ll go onto even greater detail on how to develop ideas
later together with a full project planner on how to create a
newsletter in one month.

The Best Project Media Ideas in Order
It’s quite difficult to create such a list that isn’t purely

subjective. It depends entirely on what you feel comfortable with.
For example I know that booklets involve a great deal of
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21

�• Audio Visuals 
�• Newsletters 
�• Ad Mags 
�• Courses 
�• Manuals 
�• Dial a Fax 
�• Books 
�• General Factsheets 

Best Project areas

marketing and almost no writing. I like writing and hate marketing
so this area would not appeal to me. However I can make an
educated guess as to the combination of ease and potential for
each one, so here goes:

1. My vote for the
quickest, easiest show to get
on the road would be audio
and visual presentations. I
could start to put a “How to
Buy an E-Type” video
together almost immediately
and offer it in magazines.
Minimal writing, easy to
create.

2. A newsletter
would be next on my list. Can
be up and running in one
month and with advertising
can be in profit straight away.

3. Admags start as
newsletters, so they come
under the same category.

4. Courses, naturally,
are a series of manuals and
therefore have much more
potential than a one-off

manual even though they take longer to write. The rule for courses
is write three parts first, which will take about three months.

So why is Fax-Back down at number six? Don’t know
really. I think it’s because they are highly speculative projects,
more akin to playing the Lottery than starting a business. But
when they win – wow!

Books and general factsheets are a no-no.
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Five Steps to a Successful Project

1. Take your time and find an
enthusiastic or needy market in
which:
a). You have some experience OR
b). You can research easily, OR
c). You know a man that does or can!
This is always the first step. You are finding your pool of
potential customers first – before you even write a word.

2. Now focus on what information
products these people would want to
buy.

3. Test the idea using the Project
Analyser.

4. Decide on the best (i.e. most
profitable) Presentation for the
project.

5. Pick one of the Project Planners
and go!
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Now we’ll look at these points one by one.

1. Take your time and find
an enthusiastic or needy
market in which:
a). You have some
experience.

This means that you look at the five
main areas in your own life to see how you can
weave your own experiences into a profitable
project. These areas are TRADE, HOBBIES,
SPORT, INTERESTS, LIFE EXPERIENCE.

Your Trade
Remember the story of the man in the

accounts department who created a better kind of credit checking
system? This is a fine example of someone who saw a market
within his own trade. It made him rich.

An international lorry driver wrote a manual on the ins
and outs of continental driving for new owner-drivers and made
better money than he ever did driving a truck. Two dentists in
America make far more money selling a newsletter to other
dentists than they ever did pulling teeth.

The essence of looking at your own job experience is to
see if you can identify a skill or advantage that can be used by
other people within the industry. You must have learned
something useful!

The two main markets are Staff & Owners. For staff
think of how they can be promoted or do the same job more
easily. For owners think how they can do the job more easily or
how they can make more money. Owners are an easier touch
because they will inevitably use company funds to pay for
whatever it is you have to offer. This means you can charge more.
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I have been trying to persuade a friend to leave a certain
very large employer and instead write a monthly newsletter
outlining jobs and promotion prospects in competitive industries.
He hasn’t, and probably won’t. The monkey trap principle!

Another realised that directors
were being inundated with new
legislation surrounding virtually
everything in business. It’s almost as if
teams of bureaucrats did nothing else
to justify their own existences than
making up new restrictions to bite the
hands of those that feed them. Can’t be
true. No, no, no, no!

So our intrepid entrepreneur
decided to create a summary of all the
latest monthly regulations and cut out
all the bureaucrap – as he calls it.
Directors now pay him to receive his
Five Minute Summary of what they
have to do that month to stay legal5.

There is a huge potential
income inside your own knowledge of
you industry. Go find it Floyd!

Hobbies and Interests
I saying I heard many years

ago rang true then as it does today.

Happy are those who have a
hobby –

 and get well paid for doing it!

Do you have a well
established hobby or interest? If not,
would you like one?

                                                
5 In the UK on 13/01/00, legislation was passed giving claimants for unfair dismissal the right to claim huge
sums, over £50,000. This legislation was passed in secret so as not to allow businesses to sack employees
before it became law. This is in the world’s oldest democracy. (The claimant may be a thief, a liar, or plain
incompetent. It doesn’t matter. It’s to do with how they are dismissed, not why. )

It’s easy

This is the only part of the
entire Home Publishing
Revolution that you have to
do yourself. It’s called
thinking! By utilising your
little grey cells in the way I
shall now describe you
can, for only a tiny amount
of effort (far less than you
have to do in a job) have
virtually anything you want
in life.
The reason you have to
think on these things is
because, whatever project
you do it will be in an area
in which you have an
interest. All your future
projects will probably be in
this, or a linked area.
This boils down to personal
taste. I have no interest in
any gardening subject, so I
wouldn’t be interested in a
gardening newsletter. I
might be interested in a
one-off manual regarding
some hot information I
picked up elsewhere, but
that’s just a one-off.
This chapter is about
planned thinking. It is far
easier than you think. You
will be inundated with
ideas.
Just add a little thought to
your future and POW – the
difference in your income
will be incredible.
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Up until a year ago I probably was the most boring
person on the planet. I had no hobby of any kind. I used to envy
gardeners, not so much for their ability to distinguish an Amaryllis
from an Armadillo but for the sheer pleasure they obtained. I
admire a beautiful garden like I admire a beautiful building, but I
have no more desire to become a gardener than I have to become a
builder.

I then adopted a different tack and thought what would I
want to have an interest in? My thoughts went back in time to
those things I wanted to do in my youth but could never afford to
do, like having a nice sports car. Now it so happened that thanks
to home publishing I could afford one, but a second thought also
occurred to me:

You can indulge in any hobby you want to –
 paid for by a project on that hobby!

So, it is perfectly possible to own a classic car and have a
car of your own paid for by writing a newsletter on the car in
question. Indeed I can claim a tax break as the car is being used, at
least for some of the time, on company business – photoshoots,
car shows, etc.

One of my seminar delegates had a great interest in youth
football. When I discussed it with him it turned out that there were
over 300 youth clubs already placed in a special local league. The
numbers of people involved amounted to over 20,000. The only
newsletters for this group were the booklets distributed on match
days. Now he has a successful newsletter for all these people.
How does he reach them? Through very cheap advertising in the
individual match-day catalogues. Not only that but just think of
the advertising revenue from local sports shops alone!

If you have a hobby think about how many people
indulge in that hobby. Look also to see if a magazine or newsletter
is already being printed in that particular area. If there is, take a
look. It is a specific magazine or generic? If it is generic you have
the basis of a profitable newsletter.

It doesn’t have to be newsletters. You will remember my
idea, forged from personal experience, about creating a How to
Buy a XYZ classic car manual. Even if I had no interest in doing a
newsletter, it wouldn’t take long for me to put this small project
together, perhaps with the club’s blessing (they won’t get any

“The great
industries of the

past started in
garages. The

great industries
of the future will

start with a
keyboard.”
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flack if my book is too in your face). The club would even help
me promote it through their magazine.

Now is the time to take a VERY good look at your
hobbies or interests and think of how home publishing can turn
them into profitable money spinners.

Your Sport
The secret of writing about sport is to look at participants

in that sport. Players in any sporting arena have one thing in
common – they want to get better at it – and they will be happy
and willing to hear from experts how to achieve this.

Remember you do not have to be an expert yourself. You
are not writing an autobiography. You just have to find one or two
experts to help you. Also remember that an expert is merely
someone who knows more about a subject than the majority. This
means for example that a semi-professional player can give advice
to amateurs.

Consider your favourite sport, anything from rowing to
rugby football, climbing to karate. In team sports, every position
is filled by thousands of amateur players, every weekend. Think of
how many goalkeepers, full-backs, quarter-backs, wing-
threequarters, strokes, (you name it) there are participating in
these sports. Hundreds of thousands. Each and every one of them
wants to improve their game. I absolutely guarantee that surfing
the Internet alone, could bring in sufficient information to create a
manual, series, newsletter or fax-back on any sport.

Your Own Life Experience
Many years ago a close friend lost thousands, nearly his

entire savings, on a business opportunity (bizop type) that went
broke just after he poured money into it.

Was he disheartened? No – he was distraught! It wasn’t
just the money it was the loss of hope. However, what he did
remember was the sage advice given in Think and Grow Rich by
Napoleon Hill:
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In every adversity lies the seed of an
equivalent or greater benefit.

This is a fantastically powerful thought which will power
you through life – the idea that anything bad that happens to you
is actually good in the sense that you can turn it to your advantage.

My friend had lost nearly everything but realised that if
this had happened to him, it must also be happening to thousands
of others every day. Was there a way to protect these people – a
Ralph Nader of the Bizop World? Yes there was, and he went on
to help found an organisation that did just that.

It is this kind of life experience that can turn into gold. If
you have experienced a debilitating misfortune of any kind, think
of how you can help others to deal with it successfully, or avoid it
altogether. Remember people buy cures, not prevention.

1. (Cont.) Take your time and
find an enthusiastic or needy market
which:
b). You can research easily

If you ever manage to run out of ideas
obtained essentially from your own self (bearing in
mind that a Tibetan monk could find something to
publish – even if it was something on how to survive
being a Tibetan monk!) then it is perfectly easy to
look outside at external sources of information.

In the next session you will see how going
shopping in your local bookstore can produce
fantastic ideas for projects of all kinds.

In addition, this method of research is very
useful for finding trends. Bill Myers spends much of
his time sat in shopping malls having a coffee,
watching people going about their daily shopping.
Once he noticed that there was a bigger queue outside
a new fast food store than there was at another well

known chain and he figured out why. The older chain employed
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cheap staff, mostly teenagers. The new store employed older
citizens. Yes, they were a fraction slower, but the service was
more personal. They also said “have a nice day” as if they meant
it. There’s a new trend.

Have a nice day.

1. Seven simple questions that can turn your next project into a sure fire hit! How
to check if your project is a winner without writing a word or spending any
money at all – not even a test mailing.

2. New! What motivates people to buy – Three topics people find irresistible.

3. More on collecting project ideas. Select your own project from a supermarket of
ideas.

4. How to write quickly, easily and accurately.

5. Pick the right equipment at the right price :-
• How to get a new system every year for one-tenth of the cost of a new

computer.
• Why older and cheaper software programmes are better for Home

Publishing.
• Which programmes to choose.

6. How to create an information product in ten minutes using MS Publisher 98.

7. Step by step guides on how to create profitable projects, particularly Newsletters.

8. Starting your New Life – Bringing it all together. A step by step working plan to
create your new publishing empire.

9. How the Hot-Dog Principle can make or break a project.

10. Easy Ads that sell. The very best guide to advertising that works.

11. How to get advertising for nothing – Zero Cost Marketing

12. How to capitalise on the greatest market the world has ever seen – The Internet.
 How to sell information products on the web without any stock whatsoever.

Goodies to ComeGoodies to ComeGoodies to ComeGoodies to Come
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 How to make a success of web pages. Web pages made easy.
 How to sell a one page document on the Internet for £200 without a Webpage!

13. Where to put the money! Simple techniques for making sure you keep the money
you’ve made!

14.  ZERO - £30,000.  How to create a project that gives you a FULL TIME
INCOME for PART TIME EFFORT.

The International Home Publishers
Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom
Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.

mailto:hpa@phildee.u-net.com
http://www.homepublish.com/
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The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratch.

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world’s
first, and best guide to starting your own highly successful

home publishing empire.
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The Home Publishing
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First on the Beach The Home Publishing Workshop
Comments received from delegates
Excellent ... it confirmed beyond doubt that the Home Publishing route is where I want to be. Wow,
what a day Friday 26th February was. - Chris B.
A new career for the future and one I feel I will get enormous pleasure and satisfaction from.- Bill H.
Delivered as promised a step by step guide to a cannot fail project.  - Brian C.
Such was the huge content of the seminar it could easily have been held over 2 days, otherwise it was
excellent. - Steve F.
Thank you so much for the seminar on Friday. It was invaluable. - Jon F.
… a great deal of vital information has been imparted - I like it.   - Martin J.
It has given me lots of ideas on projects. I have also received step by step instructions on how to do it.
Most importantly, ongoing support.  - Surin. K.
It provided a blueprint for my future activities.. your Project Analyser is priceless. Brian W.
The workshop lived up to my expectations … covered all. - David M.
The discussion right at the end doubled the value.  I give it 10+ out of 10. - Tony C.

The Home Publishing Workshop is held once a month for 15 people only. For more information and
an application form please write to the European Hub address on page 46.

R U First on the
beach?

Download this book from
the Net in full colour.

Go to Adobe.com and follow
the instructions to download
a free copy of their Acrobat
Reader (version 4 or above.)

Then go to the HPA website
on www.homepublish.com
and use your PIN number to
download this part as a PDF
file that you can view or print
in full colour.
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The world's
greatest business

The Home Publishing Success Formula

In the last book we started the first step of the Home
Publishing Success Formula. Actually it consists of three
formulae, The Idea Creation Plan, The Project Analyser and my
Eight Steps to Heaven List which I have already mentioned. I
want to show you how powerful these concepts are.

By using these three plans, in sequence, I can create any
number of potentially successful projects, check out how good
they are in minutes and then embark on a structured plan that
virtually eliminates failure. Here’s the principle:
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The Home Publishing Success PlanThe Home Publishing Success PlanThe Home Publishing Success PlanThe Home Publishing Success Plan

The first part of the whole plan has already been touched
upon in session three. We saw that this consists of taking time out
to find “an enthusiastic or needy market in which a) you have
some experience, or b) you can research, or c) you know a man
that does!”

The Project Analyser

Seven questions that will tell you how close
your idea comes to the perfect project. The

closer the better.

The Eight Steps to Heaven Plan

Eight steps to getting the project on the road
that virtually eliminate failure

The Idea Creation Plan

Uses proven techniques to generate and
focus on ideas from your own experience

and external sources
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We then showed you the techniques of looking at your
own experience to find many ideas based on the four areas in your
life: Your trade experience, hobbies, interests and sport.

Many home publishers use this “personal experience”
area alone to make money.

The second stage is to look outside your own direct
experience at external sources of inspiration:

1. (Cont.) Take your time and
find an enthusiastic or needy market
which:
b). You can research easily

Now we go shopping.

Always remember the objective is to
find a group or market of potential customers
that you can contact EASILY AND CHEAPLY. In
nine cases out of ten this simply means finding
a generic magazine to advertise in.

Generic magazines consist of any or
all of the news-stand magazines available at
any bookstore. Also, but to a lesser extent, they
include trade magazines, that is magazines like
Sheep Farmers Monthly.

So the first step is to check out the
MDB directory (page 49 of part two). If this
doesn’t provide inspiration, go to a big
bookshop, such as can be found at major
international airports.

When you look at magazines, look at three things in turn

1. The subjects

As you look along the shelves, select those magazines that
are Hobby, Sport or Special Interest, rather than general

24

Steps to a successful project

1. CONT ..Take time to choose an enthusiastic
or needy market in which you have some
experience, or can research, or know a man
that does!

�• Use external sources
�• Retail Magazines 1 - subjects

�– Go Shopping! - Airports-MDB Directory
�– See ideas on page 20-21

�• Retail Magazines 2 - Articles
�– Articles, news stories, step by step guides,

problems
�• Retail Magazines 3 - Advertisements

�– What is selling? Is there a following or even
scope for a new product?

�• The Internet - The WWW and USENET

Rem Page 20-Ideas
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magazines like Women’s Own. You will find that the more
specialised the interest, the cheaper it is to advertise in them.
General, glossy magazines are very expensive for marketing.

Select magazines which are of interest to you, if only for
their money-making potential. I have no interest in gardening, but
if I had some “secret” information I could offer gardeners then I
would suddenly develop an extraordinary interest in Gardeners
Monthly.

Every special interest magazine should be viewed as a
possible source of:

Newsletter ideas
Course ideas
---------------
Manual ideas
Fax back ideas
Audio/Video ideas

Tip: For Newsletter/Course ideas you will definitely have
to choose a subject with which you have a strong affinity. I could
never succeed with a newsletter on gardening simply because I
have no desire to get my fingers dirty. If you try to start a
newsletter or course based only on a profit motive, your basic lack
of interest, your enthusiasm if you like, will show through. Such
newsletters can be done, but only if you create a team of
enthusiasts to write for you while you stick to marketing. Don’t
get involved in any editorial.

The other projects are one-offs. You don’t need a passion
for these. If I discovered that playing Vivaldi increased the yield
for mushroom growers I would immediately convert this
information into figures (Beethoven increases yield by 3%) and
produce a video (+manual) on how different composers effect
evolving edible fungi (say that when you’re drunk!)

Look again at page 50, Book 3 for ideas that can be
generated in this way.

2. The Articles

People buy magazines in order to read the articles.
Therefore, by looking at articles in all sorts of magazines, you can
gauge what is capturing the public’s interest. So, if most of the

With few
exceptions the

top 500 earners
in the world are

in either software
– or publishing
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cooking sections are devoted to cooking Kumquats then
understand that a Kumquat Recipe Book should be high on a list
of potentially profitable projects. At least in principle.

Magazines often run step by step articles that show how
some project or other is done (e.g. Build a conservatory). If 1.6
million readers are reading about it then it doesn’t take a brain the
size of Stephen Hawkings to explore the potential of a video on
the same topic. Play your cards right and you could even get the
magazine to tell its readers that a video is available.

A rich source of ideas is the problem page of any
magazine. Remember that people buy cures, not prevention. A
highly successful UK publisher of newsletters sold his interest in
them (for several million I might add) and then made a few
million more by writing reports on health issues such as migraine,
backache, irritable bowel syndrome, etc. and placing stands in
Chemists’ shops and Drug Stores1.

The problem page of any magazine is, effectively, a list
of people reaching out to you for solutions. So find a solution!

3. The Advertisements

The advertisements in a magazine not only tell you what
people are interested in, but also what they are buying. If they are
actively buying Widgets, then they are almost certain to want
widget related information products.

I recently checked out Rolex Watches to see if any
newsletter existed serving rich Roly Pollies. It seems that Rolex
already have one for their customers which proves two points.
First – newsletters are a rich source of second income for
manufacturers, and secondly – The Swiss are not stupid. Would I
start a second newsletter on Rolexes? Yes, probably. Just because
the manufacturer produces one doesn’t mean it’s good, it’s
probably a long advert for other goodies. If I wrote a Rolex
newsletter I would add stuff that Rolex didn’t – like where to get
them at a discount! There you are – The Classic Watch Discount
Guide. I just thought of that while I was writing! Go for it.

Other advertisements in magazines can suggest a similar
information product to the one on Rolexes.

                                                
1 Yes, I know I advise you to stay clear of health issues. In this case he either ran the booklets past a
qualified expert on the subject or got them to write it.
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Mad keen on Motorhomes? Think of all the
different magazines devoted to camping. They are filled
with advertisements for motorhomes. Pick one and do a
newsletter on the AMCE Sleepover V.4S. What’s nice

about this kind of newsletter is that if you contact the
manufacturers they will fall over themselves in their desire to give
you as much information as possible. They’ll even write it for
you! Of course, once you get one newsletter on the road, you will
do exactly the same thing for the Roadmaster Snorelite, and the
Ranger Outback or whatever. All you have to do is to look at the
sales of each one – go for the best seller first. You might even get
a new customer mailing list from the manufacturers.

Gadget Monthly newsletters are good. Take a subject,
like cameras, and do a newsletter on new releases of cameras or
related gadgets. All you are really doing is bringing together all
the diversely published adverts on one topic and putting them all
together. Newsletters have been created that are little more than
glorified catalogues of adverts for, say Corvette Stingray
enthusiasts, that bring together in one place all the advertisements,
articles and comments relating specifically to Stingrays found in
different generic magazines.

4. The Internet.

Later we are devoting a whole part on how the Internet
can be used by home publishers. Meanwhile, consider that the
Internet is three services all linked together.

• It is a huge resource area for information. It is a
massive, cluttered, un-indexed, wildly inefficient
library but on a scale the world has never seen before.
If you know how and where to look, you can find
information on anything and everything.

• It is a vast shopping mall. You can buy anything from
a holiday to a signed baseball. You can sell anything
too, particularly on auction sites such as ebay.com.

• It is a huge discussion group. Over 30,000 individual
groups of people use the Internet to exchange ideas.

• It is vast pool of potential customers.
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At this stage we are looking at fishing for ideas. The first
place to look is:

www.meer.net/~johnl/

Afore ye go alookin’
Although we cover it in full later on. This is a good place

to show you a mistake many new people make regarding the
Internet, web browsers, search engines and the like.

Think of the Internet as the telephone system. To get
stuck into the Internet you need a WEB BROWSER. This is the
phone. You need a web browser to make your Internet call. If
they’d called it a webphone we’d all be a lot less confused.

The two most common browsers(phones) are NETSCAPE
and INTERNET EXPLORER. They look very similar. Here’s the
important bit:

Before you can use a phone you need either the phone
number you want to call or the phone number of Directory
Enquiries. (Assume printed directories don’t exist.)

Your Web Browser is the phone only. Directory
Enquiries is called the SEARCH ENGINE. More crazy names. Why
they couldn’t call it Internet Directory Enquiries I’ll never know
(yes I do – computer geeks are so far divorced from reality they
are too stupid to look for the right word in a dictionary, so they’ll
invent a  new word instead. In fact, they even got stuck with the
word “address” or even Internet Phone Number. They call a
phone number a URL or Uniform Resource Locator –what you
and I now call a Web Address.)

Now here is the point. A lot of people confuse directory
enquiries (search engines) with phone numbers (browsers).

Suppose you wanted to contact me on this number 01663
766063. All you would do is pick up the phone and dial the
number. Simple. What you wouldn’t do is to phone up directory
enquiries and say “get me phone number 01663 766063?”

If you have a web address already you don’t need a
search engine to find it for you again! Just type it in the  phone
(browser) directly and you’ll go straight there.

http://www.meer.net/~johnl/
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What makes this sneaky is that there are lots of search
engines and each one only knows a little bit about who’s available
on the Internet.

The upshot of this diatribe is that if you have an address
already, usually signified by the three letter www introduction
such as www.homepublish.com then go to it directly from your
browser. If you try it in, say, Yahoo (a name for a search engine
that adds evidence to my theory that computer geeks are very
wieeeeeerd people. What if Cable & Wireless or British Telecom
called their directory enquiry services Yabba Dabba Do! I rest my
case.) then it is highly likely that Yahoo won’t know it. Many
browsers are pre-set to go to Yahoo (or similar search engine) by
default (standard, automatic procedure or selection) with the result
that there are at least two data entry fields on the screen. If you
have an address already then use the upper, browser field to go to
it.

Using this advice go to the site www.meer.net/~johnl/e-
zine-list. This is a list of e-zines. An e-zine is an on-line, or
electronic magazine that you can read on the Internet. Many of
these are free or need a small subscription but that isn’t the point.

Web site addresses, if
you quoted them in full,

would start:

http://

However most web
browsers have been

programmed to assume
this prefix when you

type in www addresses,
so you usually need not

type this anymore.

Web Browser (Internet Explorer). If you have a www  address already
then just type it here and hit return.

Do not type
www

addresses
here. This
part of the

screen
belongs to
the search
engine –

Yahoo. The
top part of
the screen

is the
Browser.
Browsers
find www

addresses,
search
engines
find key-

words

http://www.homepublih.com/
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The object is to look through the titles until you find those that
help you to select a topic of your own in exactly the same way as
you would when looking through terrestrial magazines. Clearly, if
someone has taken the time to create an Internet magazine then it
must have a following.

When looking at these topics remember that you are
looking for subcategories. If you can’t locate a subcategory don’t
be put off by the thought that the e-zine has already captured the
market. It hasn’t. No magazine has captured any market. Look at
the number of magazines devoted to, say, cars. Each magazine has
a different emphasis.

When looking at e-zines you are trawling for topics. See
if the e-zine allows advertising. If not you will have to consider
ways to get your message to this market easily and cheaply before
you proceed.

For even more information you want to get stuck into
USENET.

Despite huge numbers of people reaching for the Internet
like demented lemmings, most have never heard of Usenet. The
Internet can be likened to a huge railway system. Millions of
interconnecting lines. Browsers are high speed trains that connect
between stations. The stations are web pages – all with pictures,
graphics and gismos in glorious Technicolor. This is the World
Wide Web – a sort of mainline rail network between stations.

But this is only recent. Years before browsers were
invented, Internet users were talking to each other using a
different system, now called Usenet. In the same way that railway
networks have stations and express trains, those same networks
have little local shunter engines, goods yards and holding areas.
This off-the-beaten-track network was used to allow members of
USERGROUPS to talk to each other.

A Usergroup is a group of people who share a common
interest and want to talk about it on the Internet. At the last count
there were 32,000 Usergroups, all talking to group members on
topics like home cooking, politics or religion.

In the same way that Web Browsers are used to locate
web pages, Usenet has its own type of browser called a
Newsreader. This will be explained later but for the moment all
you need to do is to go to sites like www.download.com or

The Internet is a
marketing tool with

huge possibilities.
However more

people have made
money selling the
possibilities than
they ever did on

their website.

http://www.download.com/
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www.shareware.com and download a newsreader of your choice.
Then you can join in and locate, talk to or even start your own
group. In the meantime go to www.dejanews.com which has a
large section devoted to newsgroups. Alternatively I find
www.looksmart.com much more useful. Go there and type
newsgroups into the search field and you will be able to buzz
about various newsgroup headings:

So what’s the big deal with newsgroups? Firstly it tells
you what people are interested in. Take the X-Files for example. It
has a huge following of people wanting to know more about the
exploits of Messrs Scully and Molder but think deeper. One of the
themes of the X-Files is government interference in private lives.
Would you think the people in this newsgroup might be interested
in your newsletter/booklet/manual/course, etc on protecting
personal privacy? This encapsulates the power of Usenet. Not
only can you find your market, but you can sell to them as well,
all without leaving your computer. Knowing how to sell to them is
the secret. It is the same system you will use to get free

Result of reaching Looksmart.com, typing newsgroups into the search field and
further selecting Hobbies.

http://www.shareware.com/
http://www.dejanews.com/
http://www.looksmart.com/
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advertising but more on that later. Meanwhile just consider the
huge wealth of ideas latent in newsgroups alone.

Where else can you look?
In the UK you can go to any reasonable-sized reference

library and look through the following guides. They are very
expensive to buy outright and you only need them rarely for
research purposes. The Home Publishers Association is already
preparing a summary of trade and special interest newspapers.

BRAD (British Rates And Data)
Willings Press Guide
Hollis Press Guide

As part of the research for this session I recently bought a
manual which offered to show me “many ideas for projects”.
Actually it contained one line – “Look in Newspapers”. I hope at
this point that you have a rather better notion of how to go about
this kind of research and yet I must also point out that reading
newspapers and watching the news on TV has become more
important to you. New bulletins are telling you what people are
interested in. The finest example was the O.J. Simpson trial.

By thinking “what information product can I offer
regarding this subject”, news bulletins will never be the same
again. So go on – watch TV – but only the news!

What if you can’t think of anything?
What! Waddyamean you can’t think of anything! Do you

want to make serious money or not? The only way that you cannot
come up with at least ten projects using any or all of the above
techniques is because you don’t want to. As someone once said:

You can do anything you want. All you need are enough
reasons.

That’s why guys and gals who have had their backs to the
wall often make an extraordinary success of this business. They
had enough reasons to go ahead with it. The only reason you don’t
go ahead will be that you didn’t have sufficient reasons to do so.
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BUT, for the tiny, absolute minority of people who
cannot think of anything to do – there is an alternative.

OWS - sell Other Writers’ Stuff! – but do it properly.

OWS can be found in two ways:

1. Public Domain information on the Internet
2. Buying-in reports prepared by other writers.

Public Domain

Public Domain information is information that is free to
use, copy or republish as you see fit. It free of any copyright
restrictions.

The US has a very enlighten policy toward any research
or information that is produced by a government body. They
assume that because the public have paid for it, through taxation,
then the information should be given free of further charge (unless
it effects security), to the very public that paid for it.

This attitude is not shared in Europe where a government
body will not even give you the time of day (I know – I phoned
the Department of Trade and Industry once and asked.)

By typing “public domain” (including the quotes) into a
search engine you will be offered countless sites ranging from the
US Dept of Agriculture to University web pages from which you
can download unlimited amounts of free information on every
subject on the planet. You can use this information, without
alteration if necessary, to produce booklets, factsheets or manuals
for resale. All you have to do is to trawl for the right subject. In
each case all you have to do is to ask yourself  who is interested in
this information, and how can you contact them cheaply and
easily.

Buying-in other reports

You can buy Floppy Disks, CD’s and manuscripts for
resale, all containing wads of information on topics such as how to
start your own business (general) or on how to start your own
specific business such as import-export, mail-order, etc. You can
also buy fully prepared home publishing plans

The secret of
selling other

writers’ stuff is to
create your own

advertising
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www.dogpile.com is a multi-search engine that simultaneously searches
the databases of many other search engines. This is the result of just one

page after typing “public domain” into the search field.
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In the UK the main magazines having adverts for this
type of information come under the category of Business
Opportunity Publications. Examples are:

Home Business World
Editorial Offices
84 Westcourt Road
Worthing
W. Sussex
BN14 7DP

Money Master Magazine
The Guardian Business Centre
PO Box 34
Southend on Sea
Essex
SS2 4AP

The Mill Advertiser
5 Hudson Close
Dovercourt
Harwich
Essex
CO12 4XJ

The Board Magazine
The Firs, High St
March
Cambridgeshire
PE15 9LQ

(E&OE)

Also search the Business Opportunity section of
Exchange & Mart, plus any Business Opportunity magazines
found at newsagents.

I offer these magazines as sources of this type of “sell-
on” reports only together with a strong word of warning. These
magazines cater for people who are looking to create a part-time
business. They have pages and pages of advertisements and
articles on networking, MLM, get rich quick, homeworking – all
sorts of items. Often, the editors do try hard to make sure that the
schemes mentioned are legal and honest (at face value at least).

At any one moment in
time over a trillion

dollars is on the move
through banks,
businesses and

people’s lives. It never
stops, it just flows. All
we are doing to make

it move through
our lives.
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However my own opinion is that 100% of the schemes
offered will not make any more than pin-money incomes, and
many won’t make you any money at all, despite the hype that you
will make your fortune on them.

This area is an open money-pit that thousands fall into
every year. The editors are offering to scrutinise these plans on
your behalf and many do a good job but make a careful note that
the editors are usually the owners of the magazines. They may
dabble with some of the plans but their main income comes from
home publishing! There is a reason for this. Home publishing
makes more money than any bizop plan. So be warned. Do as they
do, not as they say.

How to sell OWS
There is a very simple way to sell Other Writers’ Stuff,

including ready-made home publishing plans – Ignore the
advertising material they give you and write your own.

We have already mentioned this briefly in session
number two by showing you two classified advertisements.

It doesn’t have to be classifieds. Later on you will see
how a press release can be prepared that gives you free
advertising. The very fact that every other purchaser of these
OWS type guides is trapped into using the same advertisements in
the same periodicals now works to your advantage.

There is no such thing as an advertisement that never
changes. Many of the advertisements used by inexperienced OWS

Vacation Jobs for
Students.

Find out about all
the jobs available to
students world-wide
Apply: F, Kowalski

Ryeville, AR
728326 USA

STUDENTS -
MAKE MONEY

NOW
Top Ten BEST

vacation jobs in the
world ready NOW.
Apply: P. Gosling

2376 Alte Aue
Hamburg, Germany
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publishers haven’t been changed for ages and have become stale.
Anyone knowing the techniques in our how to prepare
advertisements sessions could produce an advertisement or press
release that is totally unique and will be spotted by more people.

A new, fresh advertisement infers, however wrongly, that
the product is also new and fresh. This simple technique will place
you miles ahead of your competitors.

You can even change the title of the product in your
advertising. An advert saying Top Ten Tips for Successful Beer
Brewing might well result in receiving a book called Making Beer
at Home. Provided the reader can identify the book with the
promise of the advert, then the fact that the book has a different
title won’t matter.

How to tell if a project idea will sell
Everything you’ve read so far is designed to tease ideas

for great projects out of that supercomputer between your ears –
the one you call your brain.

The problem you will have after using these techniques is
not what idea can I hatch? It is which, of the many ideas created
can I use most effectively?

Let’s take examples taken from real life experiences.

Idea #1 is a newsletter on tabby cats.
Idea #2 is a manual on how to build a car alarm.
Idea #3 is an audio tape on how to write.

Now we pause to take a spot check on what we know
already.

Step one – List them in the order of your enthusiasm.
Simply place the one you have the greatest affinity for at

the top of the list, which in this case would be Car Alarms, then
Writing, then Cats.
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If the subject is long-term (newsletters, courses) then it is
important to have a strong liking for the subject you have chosen.
Firstly, you will be spending a long time in it, and secondly, your
sincerity, or lack of it will be noticed. Don’t make the mistake of
starting a long term project just for profit. You would be better off
taking a second choice in which you had enthusiasm even though
it had a smaller market.

Step two – What is the size of the market?

Cat lovers – hundreds of thousands
Car Alarms – All car owners -  ditto
Budding Writers – 37% of the population, according to a
poll by Readers Digest.

Step Three – Are they cheap and easy to contact?
Cats – Advertisements and press releases in Cat World

type magazines.
Alarms – ditto in car magazines.
Writers- tricky. Budding writers are everywhere.

Established writers can be contacted by Writers World type
magazines but these will need advanced information.

At this stage, all three are still in the running although we
know we need advanced information for the kind of people that
already take Writers World.

Step Four – Run Them Through The Project Analyser
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The Project Analyser
�• Use these SEVEN questions to

create a project that stands a
good chance of succeeding
�– 1. How much better do your

customers think your product is
compared to your nearest
competitor?

�– Scores:   A = +40% ;  B= +20%;
C=+10%:  D=less than 5%

�– Tips to increase rating

The Project Analyser
How it works

If you take a mythical perfect
project to pieces you will find that it
breaks down into seven categories. These
categories define how good the project is.
I have turned these categories into
questions. By asking these questions of
your own project, you are effectively
holding it up against a template of a
perfect one, to see how it comes.

Look at it this way. Suppose that
rocket scientists had shown that blue
coloured rockets are more efficient than
other colours. By asking the question Is
your rocket blue? For Yes, score 100
points. For No, score 20 points, you will
get a very good idea of how close your
rocket comes to perfection.

The Project Analyser has seven such questions that you
must answer honestly. By doing so it will give you a pretty good
picture concerning your odds of success.

You can use the Analyser in two ways. If you already
have a project, then ask the questions to see how it holds up. So if
you have a completed rocket that is painted yellow, you simply
ask the question, and if necessary, re-paint it.

The other way of using it is to actually create the project
from scratch making sure it answers the questions in advance. So
you would paint your rocket blue in the first place.

The rocket analogy is not a stupid one. These questions
can be used on any saleable item, be it a new car or your next
blockbuster project, so if you happen to be in manufacturing or
existing business, try it on that. You may get some surprises. By
the way, this isn’t my invention. I heard about it years ago from an
ex-student of Harvard Business School and modified it over a year
or two until it worked for me.
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Question # 1Question # 1Question # 1Question # 1
This is the hardest one because it is not looking for your

opinion. It is looking for your customers’ opinion. You will have
to try to put yourself in the mind of a typical person buying your
project. What are they going to think about it? In the future, of
course, you could actually send out a questionnaire asking this
question for real. Until then you will have to use your
imagination.

The question is this:

Imagine your customer is holding the project he or she
has just bought from you. Ask the question:

How much better is my product compared
with its nearest competitor?

So who’s your nearest competitor? Consider each of the
three examples we had earlier: The Tabby Cat Newsletter, How to
Make Your Own Car Alarm and How to be a Better Writer.

The Tabby Cat newsletter. I won’t have any direct
competition from newsletters because I’ve made sure mine is the
first one out. The nearest competitor would be Cat World2

magazine. How close it is as a competitor depends on how much
time it devotes to tabby cat owners. By research I discover that
mostly it is devoted to exotic cats, so the humble tabby doesn’t get
a look-in. This is good for my newsletter, so I will grade it as A.
If, perchance, Cat World had lots of articles on Tabbies, then it
would rank as competition and I would have to think carefully if
my Black & White newsletter was as good as an established
glossy magazine. Not very likely.

Please note that this question, as far as home publishing
is concerned, has a double meaning. It could also read:

Have you got strong competition? If yes, don’t do it!

The scoring for this question is as follows:

                                                
2 Example only. Any similarity with any real magazine called Cat World is unintentional.
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If your mythical customer got the impression that your
project was 40% better than anything near it in the market place,
score an A. See the slide for the other gradings.

Note another meaning inferred by this question:

Make sure your project is better than anything near it.
Make it good.

The Build Your Own Car Alarm Guide.

Yes, this was the first project I ever started with, back in
the 70’s. It didn’t work then. Would it now?

The question is how much better my DIY Car Alarm is as
compared to … what? In this case my competition isn’t another
manual, it’s real car alarms – working, in boxes, ready to fit. Is my
alarm any better?

I have it on good authority that it is so dangerous to drive
in certain areas of South Africa that the rules relating to self
defence have been extended to car alarms. Apparently someone is
marketing a device in which the driver, in fear of his life from
people trying to get into his car, can press a switch that starts up a
series of flame-throwers. The flames shoot out sideways,
incinerating outsiders but leaving the car untouched. Ethics aside,
that’s what I call a car alarm!

Already, by asking this question I have realised that a few
resistors set into a clothes-peg will not sell very well. My alarm
idea, in order to be effective, will have to incorporate some new
perspective that makes it unique. Skunk-juice perhaps. Perhaps
not. Note also how this question releases new ideas, however
absurd, on making your project better.

The Writers Tapes

My competition would be other books on the craft of
writing or similar tapes. In a recent real-life example one person
had some interviews with pre-eminent authors on tape already. As
far as he could tell, this was unique at the time. In order to confirm
how good the tapes were he included a short manual along the
lines of “top 100 writing tips”. This definitely scored an A.

Happiness is not
an accident, nor

something you
wish for.

Happiness is
something you

design.
- Jim Rohn
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Note that a bad result in this, or any other question does
not lead to a dead end. It merely generates ideas in which you say
to yourself How can I alter this idea so that it does score an A?
The object is to score A’s.

Two ways to score A’s

One of two sure-fire ways of increasing your score and
making your project high on your customers satisfaction rating are
by adding testimonials. Of course, at the beginning that will not be
possible, but as soon as you get any letters, faxes or emails, keep
them in a happy customer file and use extracts in any advertising.

The second sure-fire way of increasing value is to tell
customers how good your project is in your advertising. Phrases
like “Worth twice the annual subscription in labour saving tips
alone” are largely subjective but still strike a chord in the mind of
the customer. Remember that the buying decision is based on
emotions. Logic is used to persuade the customer that what he
wants in his heart is also something he can justify with his brain.
You see this everywhere. They even cheat. Writing paper has been
advertised as “environmentally friendly” because it was a “non-
“bleach product”. In fact they stopped using bleach years ago for
other reasons.3

All three projects would should an A on this question
quite simply because I would make sure the project was 40%
better than any alternative.

                                                
3 My favourite is the sign in some hotel bathrooms – In order to help preserve the environment, the towels
in this bathroom are only renewed weekly. Please advise reception if you need new towels. Of course what
they are really saying is – Hey, here’s a good way of lowering our overheads and yet not look like
skinflints. We’ll use the environment as an excuse to save on laundry bills!

Never begin a
day until it is

finished on paper
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Analyser 2
�• 2. How does the price compare

with your customers�’ income ?

�– Income level: High; Medium; Low
�– Product price : high; medium;

low
�– Scores

�• A= H - l;  H -m ;  M-l
�• B= H-h; M-m
�• C= M-h; L-l
�• D= L-m
�• E= L-h

�– Tips to increase rating

Question # 2Question # 2Question # 2Question # 2

A home publisher that gets this wrong really isn’t trying.
What this question boils down to is – Can your customer afford
what you are offering?

Your market consists of a collection of individuals. Try
to imagine the average individual in this market. What income
does he enjoy? More precisely, what disposable4 income does
he/she enjoy?

This doesn’t need to be rocket science. I mentioned in the
first session that the most popular failure in home publishing is a
book on how to save money. By definition, people cannot afford
such a book, particularly if it’s offered by direct mail.

It is important to price your product below what the
customer can afford. So, a high priced product should be marketed
only at those who can afford it.

                                                
4 Disposable income is what’s left to play with after all major expenses (mortgage, food, etc) are taken out.
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The slide shows different gradings according to how the
price of your project compares with the market’s income. The
Project is simply graded as high, medium or low priced. (Lower
case first letters.) The customer’s income is graded as High,
Medium and Low (Upper case first letter.)

It doesn’t take Einstein to figure out that the best possible
combination is (H-l) a low priced product offered to a high
income person. This scores an A. The opposite (L-h) a high priced
item to someone who cannot afford it is a project doomed to
failure before it’s even off the ground.

The home publisher’s cure-all

I’m sure you’ve noticed that cars are offered at different
prices at different levels of refinement – standard, deluxe, Hi-spec.
I’m equally sure you’ve figured out why. They are producing
different prices for different pockets for the same car (product).

Home publishers, at least successful ones, do the same
thing. People who attend seminars (a Hi-Spec product) are often
also mailed with the tape of the day at a slightly lower price.
Then, all the people who were mailed originally are offered the
Book at a low price. Often this is done in reverse order, selling the
book first, then offering book buyers video tape, and then some
deluxe product such as a seminar or private help line.

The object is to make sure that at least some of the
products you are offering fit into the right pocket.

We touched on OWS in this session. Note how an
appropriate topic purchased from another author can add to this
multiple pricing technique. It doesn’t finish when the customer is
offered the full set of project components. Using OWS related
projects of your own, you can continuously mail your new
customers a variety of interesting projects. Often this is done by
enclosing leaflets in the last package the customer bought, thus
saving on postage.

In some cases home publishers are doing deals. For
example, publisher A has a customer who has bought a range of
widget information. Publisher B also has a project that, although
not widget information, is related to it. Publisher A allows
publisher B to have the name of his customer for a cut in the sales
profit. Often, publisher A will include a letter to his customer
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recommending publisher B’s product, so as to give it extra
credibility.

If the price of your proposed project does not fit with the
income level of the customer then consider:

1. Repricing your project. Be careful. Sometimes you
can get better profits by keeping your price high.
Perceived value strikes again.

2. Rethink your market. Go up market.
3. Have a range of differently priced options for the

same project.

A Question # 2 analysis of our three example projects
reveals:

The Tabby Cat Newsletter.
Newsletters are always low priced and tabby cats tend to

be owned by simple folk on low/medium incomes. This would
qualify as a (L-l) or C. If you have the choice of two results, pick
the grade for the majority market.

How to Make Your Own Car Alarm
Quite good. Most car owners are medium income and the

product would be low priced in comparison to made-up alarms.
This would score (M-l) or A.

How to be a Better Writer. Medium to High income,
buying a low priced product scores A.

Question # 3Question # 3Question # 3Question # 3

 A basic rule for success is that your customer should
already be buying something similar. This is a fundamental
mistake for many home publishers.

Don’t try to create a widget no-one has ever heard of
because all your profits will go into marketing – teaching your
customer all about widgets. Yes, the guy that invented the Black
and Decker Workmate is a millionaire recluse on Jersey but he
went though hell trying to persuade companies to take it on.

First Question
What is the largest

amount of money you
think you could earn

in a year? Don’t
dream, and don’t add

inflation or lottery
winnings. We’re

talking seriously here.
What do you really

think you should earn
every year?
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Analyser 3
�• 3. Is this the right market?

�– Is your market already buying a
similar product? (Do they know what it
is)

�• Yes;  No
�– Are they enthusiastic about

it?(Do they need it?)
�• yes;   no

�– Scores
�• A= Y - y
�• B= Y-n
�• C= N-y
�• F= N-n

�– Tips to increase rating

If your customer is already
buying a similar product then your
product has to be better, as discussed in
Question # 1.

If this is not the case then
some twist or ploy must be used to
make them more enthusiastic about
your product than the similar product.

If there is nothing similar in
the market that people are buying then
there is probably a reason for it. Don’t
do it. If there is, make yours better or
make it solve a problem in the other
product so they receive yours with
enthusiasm.

Note the newsletter scenario.
Suppose you want to do a newsletter on
Widgets, but, you notice, The Widget
Enthusiasts Club already has a
newsletter, and you feel put off. Yet in
truth you have a good case. A similar

product is being offered already, which means there is a demand.
Make your newsletter superior. Often a club newsletter is a joke –
details of the next AGM, that sort of thing. Just producing a
newsletter with adverts in it can make the difference. Also note
the subtlety of our newsletter approach – using a generic magazine
(the “similar” product) to promote a specific sub-section. Your
newsletter becomes better simply because the main magazine is
not giving this one area sufficient space.

The Tabby Cat Newsletter.
Are most tabby cat owners buying Cat World or

something similar? The answer is no. Most cat buyers spend
money on food, vet bills and cat litter. They do not actually buy
anything extra. This scores a big F. This newsletter is now binned.

How to Make Your Own Car Alarm. Are car owners
buying made-up car alarms? Yes. Are some car owners buying
“practical” magazines? Are they enthusiastic about car alarms in
general? Yes. So this at least a B.
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Analyser 4
�• 4. The Price of Contacting your

market .
�– Can your customers be found easily?

�• Easy; Medium, Hard

�– Is it expensive to contact your
market?

�– Costly; Average; Cheap

�• Scores
�• A= Ch - E
�• B= A-E; Ch-M
�• C= Ch-H;  E-C;  M-A
�• D= C-H;  M-C;  H-A

�– Tips to increase rating

How to be a Better Writer. These people do have
magazines that cater for them so they are definitely buying
something similar. This scores A.

Question # 4Question # 4Question # 4Question # 4

Cog-heads and Climbers

Look out for magazines on the same
subject, in this case classic cars,

which cater for two distinct markets.
Cog-heads are people who like

tinkering. They are practical folk who
like building and making things. They
are also, as a group, generally less

well-off than Climbers.
Climbers, i.e. Social Climbers, have
more money and can afford an up-
market classic car. Don’t sell DIY

information to Climbers.A top class 427 is worth over £300,000. A
“restoration project” E-Type is worth

about £6000.
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Analyser 5
�• 5. When will your product pay

for itself, and how good is it?
�– Pays for itself:

�• Soon; Late; Never
�– How well does your product

perform?
�• Well above average; Average;

Below Average
�– Scores:

�• A= S-W
�• B= S-A; L-W; N-W
�• C= L-A
�• D= (any) -B;  N-A

�– Tips to increase rating

The biggest question of all. So many projects, often great
projects, fail to pass this test. Unless you have the same resources
as Paul Getty, you cannot afford to spend a fortune telling people
about your £3.50 booklet on hair restoration. You need an easy
and cheap to reach market first – before you do any project
development whatsoever.

Le Chat Tabby. Generic magazine is available, so this
scores A here, but the previous F fails it.

Car Alarm. Plenty of car magazines. Score A.

Writers Tapes, Ditto.

The only exception to this rule is perhaps an expensive to
reach (but still easy to reach market – i.e. Direct Mail List)
market. This will only apply if you have a very high profit item.

A project that scores less than an A in this area is akin to
climbing up a sleeping Tyrannosaurus Rex and shouting “Hey,
Fatso!” very loudly in its ear.

Question # 5Question # 5Question # 5Question # 5
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This is the only area where it is acceptable to score a B.

An ideal product has a period in which it pays for itself
and if your product (e.g. a business manual) has such a huge
advantage then make the most of it by emphasising this point
again and again in your advertising.

Note, it doesn’t have to pay for itself. A product may
have a strong utility value (washing machine, TV) or amusement
value (I just want it) or holds its value for resale, as in antiques.
On the other hand it may just be informative and fun as in a
newsletter.

It is a question of how this fits in with another query.
How well does your project do its job?

A product that never pays for itself must compensate by
being really good at doing what it’s supposed to do, and you
should judge this very carefully by using question five of the
analyser.

As you can see, the highest score is a self paying product
that also does a good job. The worst is any kind of boring, non-
descript product. Make it good. Ideally, make it pay for itself
AND good as well.

For home publishers the second part of this question
should come as no surprise. The market today is streetwise. They
know, instinctively, whether something has value or is a cheap
gimmick. That’s why your object must always be to product the
best possible product.

In our three examples, I would make absolutely certain
that the product was very good indeed. The car alarm could
qualify for an A because it can pay for itself the first time
someone tests it. The others would score a B.

Second Question
Was the income figure

you thought of
approx. double the
national average?

(National average was
£21,500 at time of

writing. Most answers
are within 10K of this

figure.)
Did you write

£100,000?
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Analyser 6
�• 6. What is the perceived value

compared with the price?

�– Scores:
�• A= Twice as much or more
�• B= Half as much again
�• C= About the same
�• D= Less than the buying price

�– Tips to increase rating

Question # 6Question # 6Question # 6Question # 6
The power of perceived

value again.

The wonderful thing about
information products is that the
perceived value of the product bears
little relation to the actual cost of the
product which is usually the cost of
paper and ink. However, the selling
price of the product will be quite high
and it is important that your customer
always feels your product is WORTH
MORE THAN what they paid for it.

The ideal ratio is 2:1, in that
the punter thinks your info is worth
twice what he paid for it. Any less
and your sales will be less or refund
requests higher. Any higher and it
could be that you are pitching your
selling price too low.

Either way, your product MUST be worth more to the
buyer than what they are being asked to pay.

The best way of achieving this is to engineer it into your
project (Make it good) and tell the punter in your advertising by
using testimonials or thoughts about how valuable the information
really is.

All our examples would have to score at least a B in this
area. At the end of the day it is the home publisher him(her)self
that decides the outcome to this question.

Question # 7Question # 7Question # 7Question # 7
The worst manuscripts I ever see are written by:
Management Consultants, Computer experts and English

Teachers.
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Analyser 7
�• 7. How easy is it to understand

and how hard is it to actually
use?
�– Understanding?

�• Easy; Reasonable; Hard
�– Ease of use?

�• Simple; Average; Difficult

�– Scores:
�• A= E-S
�• B= E-A; R-S
�• C= E-D; H-S; R-A
�• D= H-A; R-D
�• E= H-D

�– Tips to increase rating

I once received a letter
from a consultant who wanted
something to do with the
newsletter I was writing at the
time. To this day I haven’t a clue
what he really wanted. He was
writing in a language I couldn’t
understand.

He wanted to
“extemporise a new paradigm of
post cognitive relations for pre
defined socio-economic
groupings” or something like
that. It sounds clever, but it isn’t.

One of the greatest self-
help books ever written was Joe
Karbo’s “The Lazy Man’s Way
to Riches”. The opening line was

the best I have ever seen:
You are now on the way to achieving anything you want.   

Compare this with a similar UK book called How to
Succeed in Business, published at about the same time. The
essence of successful business practice lies in the ability to
identify profitable products having low value and plentiful sources
of raw material. That’s why, to this very day, I have never been
lifted to great highs by any UK speaker or writer. US speakers and
writers have got the knack of saying things simply, often quietly,
but in a way that makes you say WOW instead of falling asleep.

You must make your project easy to read AND easy to
understand. In principle this means doing two things:

1. Use Chat-Writing
2. Use Algorithms (…he wrote, thus contradicting

everything he’s just written! An Algorithm is a step-
by step formula or guide.)

Chat writing

One of the many breakthroughs of the Home Publishing
Revolution is the fact that you don’t need to be a professor of
English. Indeed it’s better not to be.
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Chat writing is what I’m doing here. I am writing to a
friend using every day English – the kind of English I speak,
rather than write. Thanks to tabloid newspapers this kind of basic
language is perfectly acceptable, indeed applauded. If you like to
read historical novels like Pride and Prejudice you will find it very
difficult going. Sometimes single sentences can be paragraphs
long, and paragraphs of half a page are common. The modern
trend is short sentences, short paragraphs, short words and no
jargon.

Whether this is good news or bad I don’t know but
educationalists believe that most people’s vocabulary is set at the
age of twelve. After this time new words are added but old words
fall away, leaving the average vocabulary much the same at about
3000 words of which less than 2500 are actively used. Most of the
stuff you read (and write) is studded with grammatical
incorrections. This book is full of them. Even professional copy-
checkers miss something. It doesn’t matter. What does matter are
howlers.

A howler is a serious spelling error or grammatical cock
up. The kind that jars you. Personally I think that “management
consultancy speak” or “computerese” is just a way to blind the
audience into missing these mistakes. My favourite cock-ups are:

Their, when I mean There.
Brain instead of Brian
“Many of us there are” (Yoda – speak)
i wish i knew about capital I’s.
It’s = It is, not “belonging to.”
“Conflagration!” Using long words instead of short ones.

English is the most remarkable language. Compare
French usage with English. It would be hard to beat the French-
British connection for two countries trying to out-arrogant the
other. French arrogance is such that they decided to protect their
language against the foreign invader. They resist change with all
their might. If they could ban words like Coca-Cola in France,
they would. When modern words like email enter the scene they
try to find the most tenuous link to pretend it was a French word
all along. In the rest of the world email is short for Electronic
Mail. The French would have us believe it come from
emailleure, meaning network. Sure.

But the Brits outdo the French. Such is their level of
arrogance that they allow foreigners to add to it without hesitation

Big Question #3.
If you really believe

you should earn that
kind of money, why

aren’t you already
earning it?

(Every man is what he wants
to be – Emerson)
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simply because English is God’s language and all words in it are,
by definition, English. For whatever reason, not forgetting the US
connection (methinks if America spoke German this would be a
different story altogether nicht war?) English has become the most
flexible language on earth, spawned by what used to be one of the
most inflexible nations.

We are so – SO lucky that Americans speak English. It
means that you and I have the whole world literally at our
fingertips.

As a good rule you can spend a fortune and the rest of
your life trying to satisfy Professors of English that your tome is
grammatically perfect. Don’t bother. Run it by two people with
GCSE’s in English and you will have eliminated 80% of the
mistakes and 99% of the howlers. The rest you can live with.
Besides – “Angry of Mayfair” is bound to write and tell you that
the phrase “to boldly go” in the fourth paragraph of your second
page is a split infinitive. It didn’t bother Star Trek did it? Who
made more money, Gene Roddenberry or Angry of Mayfair?

Algorithms

Which, for some peculiar reason I always pronounce
wrongly as al-og-rhythms, simply means a series of step by step
instructions.

If your project explains something, then explain it by all
means but always finish it off by quoting step by step instructions.
Chat-writing makes your stuff easy to read. Alagoriansimmmms
make things easy to understand. So that’s this part of question # 7
sewn up isn’t it mon brave?  Or is it old chap? Ist mier egal!

Layout

Finally, remember that ease and clarity are enhanced by
good page layouts. It might seem less wasteful to cram as much
onto one page as possible but there comes a point where you
cannot see the forest ’cause the trees are in the way. For a good
example of cramming look at Websites like Amazon.com. This
has so many banner advertisements you cannot tell where to start
any more.

To get a good layout, pick up some of your favourite
books or magazines and copy the presentation. You will find that

English like what she
is wrote:

First say what you are
going to say.
Then say it.

Then tell ’em what
you just said.
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“white space” is now the norm for good quality presentations. It’s
easier to read and the extra pages used give the book bulk.

As an example of bad presentation consider most of the
readme.txt files you often find with new software programmes.
Often they consist of a simple text file having just one font. They
are extremely boring and I have yet managed to read one all the
way through. Not only that but they are written in computerese by
teckies!

You now have seven grades to seven questions. The
object of the exercise is to get as many A grades as possible. If
you get a B grade or lower, then think about what you should
change in order to move each question up to an A grade.

When you’ve finished you will have a chart looking
something like this:

The grades you give each question are listed vertically.
The questions go from left to right across the page. In this
example, question # 1 has an A. Question # 2 has a B.

29
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The object is to get as many answers in the A line as
possible. Inevitably one will fall into B if it doesn’t have a pay-
back time so this is acceptable.

To judge the potential for success of a project, assume the
A line is 90% (nothing in life is 100%!) and the B line is 75%.
The C line is 45%, D is about 30%, E is 20% and F is ZERO.

Add up the values and divide by 7. In this example we
have 5 x 90 (450) plus 2 x 75 (150) all divided by 7 which gives
85%.

This means that, all other things being equal, the potential
for success for this project is quite good at 85%. I dump anything
below 75%.

These figures are only  a rule of thumb. It does not mean
that this project will be a success. It means that it has the potential
to be such a success provided you don’t make mistakes that get
you into a sand-trap.

What you have done is to hold up your idea for a project
against a template of what
a successful project should
contain.

This is a very
powerful system. At every
level, publishers make the
mistake of missing the
obvious. This is usually the
result of over enthusiasm.
This system keeps your eye
on the ball.

This is the most common result of an analyser study on a
hobby/special interest newsletter. Question # 5 is a B because it
doesn’t usually pay for itself. However, if it took classified
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advertising between subscribers or gave money saving advice, it
would score straight A’s. This is why newsletters can be serious
money earners.

Can you guess what this was all about? 34%. Why
bother?

This is my analysis of Clive Sinclair’s C5 electric car
project. It’s a great pity that his own genius with computers
caused him to be held in so much awe. It perhaps wasn’t that he
was surrounded by sycophants and Yes men, they probably found
it difficult to argue with someone of his intellectual status. This is
a pity. If just one of his advisors had seen the gaping truth peeking
through the dream he would have told Clive to stick with
computers. By the way, Sinclair Industries is still going strong
despite this million pound cock-up. What would this chart have
been worth to him with the genius of hindsight?

If yours is like this all is not entirely lost. Go back over
the questions and ask yourself what changes can you make to the
project to make up the score.

If you cannot get above 75% then I would go to the pub
and toast Harvard University Business School for saving me a lot
of money!
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 What Next?
Decide on the best presentation.

By using the Idea Creation Plan and the Project Analyser
you will find several projects. As your mind focuses naturally you
will find an endless supply. With practice you will find that the
project analyser is used less frequently because you will begin to
develop an instinct for what works and what doesn’t. This
“instinct” is only the Idea Generation plan and the Project
Analyser inside your head working at ten times normal speed!

I have more ideas than I can cope with. Even today my
wife bought me a book from the series by Alexander Kent. This is
all about old naval battles during the Napoleonic wars (HMS
Victory and all that stuff). Such ships are an interest of mine, but
despite contacting various sources I cannot get a book on subjects
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involving the ships and their armaments, rigging, etc. Suddenly,
completely out of the blue, comes the basic idea of a newsletter on
ships and armaments of the 18th century. Who’s my market? All
the people that read Alexander Kent’s books, plus Hornblower.
How would I contact them? Well one of the publishers has a
mailing list for an annual newsletter they issue to subscribers. I’ve
just written off for it. I cannot imagine a market served by at least
three major publishing companies being less than 3000 in size.
(What if it’s 20,000?) This has all the criteria needed for a
successful monthly newsletter. Publishers would advertise in it
and I could probably write for a whole year on guns alone.

Notice how the idea of doing this as a newsletter grew
naturally. When you have a viable project in mind then that is the
point to consider its presentation. Note again how everything
works backwards in my system. Most people would have decided
on the presentation before they’d even considered what to do -
I’ve got this great idea for a book … The correct way is to marry
the best project you can think of with the right presentation.

The right presentation comes when you consider five
questions:

• What will you be happy doing? There’s no point in
doing a newsletter if you feel monthly deadlines are a
problem. You’d be better off using a different
presentation.

• What do the customers expect to receive compared
with other competitors? This is only a thought in case
the subject demands a specific presentation.

• What makes the most money? Core question, but it
has to be considered with what you are happy doing.

• What is the easiest to market? Often this boils down
to what is the cheapest to market. The cheapest
marketing is press releases/ small ads in generic
magazines or Internet BBS’s. The most expensive is
Direct Mail which we’ll get onto later.

Warning – Direct Mail can seriously damage
your wealth. Avoid if possible!

• Finally, consider if the project can take external
advertising. Nearly all paper + ink presentations can
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�• Basic equipment- Computer; printer;
binder. Then scanner, modem, ISP, email. Then Webpage.
ISDN

�• Mac/PC
�•  Speed, Ram, Hdd an�’ all that
�• New / SH
�• Spend money on the printer, not

the computer
�• Printers
�• Phone, Fax,  Answerphone
�• Modem
�• Internet set ups

Give me the tools

be adapted to take advertising, even courses, but
things like audio and video tapes might not. In view
of the fact that advertising can double the income on
a project it is always wise to think about it seriously.

Give Me The Tools

My, my, my. Page 41 on session four
and we haven’t even discussed computers. Like I
said, we always work backwards!

Here’s the bad news. According to a
survey I just read, 87% of computer owners have
very little idea of how to use them. Here’s the
good news. We are just doing basic word-
processing. Simple stuff. What you are reading
now was prepared on MS Word 97. A newsletter
can be created in ten minutes flat using MS
Publisher 98 which costs less than £100. Nearly
every college local to you has courses on word-
processing and computery stuff, all for very little
money or even for free.

Why do you need some computer
knowledge? No, not just for home publishing –
for LIFE. The future of the UK, USA, Europe and
everything in your life depends entirely on your

level of computer literacy but don’t be put off, you don’t have to
know how a car works to drive it. It is important to recognise that
computers are just tools.

Computer = Quill Pen 2000

From the point of view of The Home Publishing
Revolution, the simple fact is that without the little darlings we’d
be back in the early 80’s trying desperately to get things printed
by commercial printers who charge a fortune just for the artwork.
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You will need a computer. Don’t be tempted to buy a
word-processor. What’s the difference?

You know that what a computer does depends on what
programme it’s running. If you have a word-processor running
you will be able to write gud like what I does. If you have a
database programme running you can do something else entirely.
You can buy word-processors that are just that, word-processors.
They look like electric typewriters with small screens. Some even
have a built-in ink jet printer. I would never recommend one.
These gadgets are for writers not publishers, and you cannot run
anything else, e.g. a Desk Top Publishing (DTP) programme like
MS Publisher 98. Well discuss software later.

Before you decide what computer you need, do you know
how one works? By that I don’t mean can you write a programme
in machine code or know what the year 2000 is in binary. That’s
mechanics, like knowing how to re-set the camber angle on the
from suspension of your Reliant Rocket Delux. It isn’t necessary.
However it is wise to know the basics of how a car works – that
the front wheels do the steering, the back wheels do the driving
and the driver does the crashing, that sort of thing. With a
computer this isn’t obvious because it’s a box with a screen. It
isn’t obvious what it does. If it had wheels, gadgets and gizmos
you could work it out, but computers work invisibly.

The easiest way to remember anything is to turn it into
clockwork. I’m lucky. I have a clockwork mind. Every time I see
something technical, my mind tries to create a mental
“clockwork” version that I can see. So, if we are talking about
atoms I visualise a small solar system with a sun nucleus and
planet electrons buzzing around it.

Some time ago I set my mind to creating a clockwork
image of a computer, something I could see in my mind’s eye as a
moving, clockwork model. Something I can understand. I cannot
imagine non-real things like RAM, ROM and FTP. I needed a
picture. In a minute you will see my vision of a computer in which
all its functions are likened to an office. It may be helpful.
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What Computer should I buy?
There are two types of computer system. IBM systems,

known as PC's, and Apple Macintosh systems, known as
Macs. This is like the days when video recorders first came
onto the market. There was the BetaMax system, and the
VHS system. The market decided which was the most
popular and today Betamax is dead, even though it was a
better machine.

In the same way Macs are better machines, but PC's are
winning the war. Go for a PC is my advice but you don't
have to just because I say so. Macs are far better at DTP, so
if you are serious and know what you're doing, go for it.

Two numbers are always associated with all PC
computers. One number is a three digit sequence
representing the "state of the art" of the machine, or which
generation it is.

When they first came out in about 1987 the best
machine was an 086, this was followed by 286, 386, 486
and currently 586, (often referred to as a Pentium). Think
of it as mark I, mark II, etc. For some reason they have
become stuck at the word Pentium (Pent = 5) and new
versions are Pentium II and Pentium III. I’m sure the geeks
will tell you something else but as far as I’m concerned
these new versions are equivalent to 686 and 786, adding to
my theory that IBM’s staff cannot count beyond five
(which is a vast improvement on the 0 and 1 they originally
got stuck on.)

As each new machine comes on the market, the older
machines instantly devalue. At today's date you can get a
new Pentium for less than £500 and older machines can be
purchased for less than £100 . Some are given away.

What does 586, or 386 mean? It is the efficiency of the
chip or microprocessor that powers the machine. The
number of "jobs" it can do at the same time. If the machine
was an office it can be compared to the number of
secretaries in the office so you can do many jobs at once.
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The other computery number is the speed of the
machine, normally measured in Megahertz. A megahertz
(MHz) is 1million cycles per second. This can be 600+
MHz down to 12Mhz. Put simply it represents how fast
your secretaries work. A 50 MHz 386 machine operates
nearly twice as fast as a 33 MHz 386 machine. Note that a
50 MHz 486 machine will work four times faster (roughly)
than a 33Mhz 386 machine because the 486 machine has
twice the number of secretaries (486 is one generation
higher than a 386) running round at twice the speed (33Mhz
against 50 Mhz), got it?

There is one vital piece of information concerning these
numbers:

If you only use the machine for simple word-processing
work, then the MHz number, and often the generation
number doesn't really matter a damn.

They are only useful if you play computer games or
serious number crunching on big spreadsheet programmes.
If you are just writing something then for most of the time
the microprocessor is effectively idle until you store, save
or retrieve some information. Even then the delay is
microseconds. The big tip here is to go for an older machine
(anything running windows 95). This will be less than £100
as against the best part of a thousand, and you won't tell the
difference once you are writing. Lesser machines like 386's
are being given away.  When you've made some money you
can buy the fastest machine on earth and surf the Internet
like Baywatch if you want. If you are just buying it for
writing, don't worry about the Millennium Bug - the date
problem in the year 2000. It just means you cannot use the
machine as a diary.

I still have one of my earliest machines, a VTech 486
running at 25 Mhz with Windows 3.1. Not only did I start
serious home publishing on this machine, I could do so
again tomorrow. The only difficulties are that I wouldn't
have Internet access without buying a modem.

Having said that, I would advise you to get the best
computer you can comfortably afford. Here's my tips for a
good machine:
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• Go for one generation less than a brand new
machine, so, if the latest is a Pentium III go
for a Pentium II or a second hand III.

• Get as much RAM (see below) as you can
get. Several hundred megabytes if you can
afford it.

• Get the biggest Hard Disk Drive you can
afford. Currently this would be 10 Gigabytes
but one second from now this will have
changed.

• If you want to do some serious net surfing
you will need the fastest machine you can get
because the Net drains processing power from
computers. A friend showed me some Hubble
Space Telescope photos which took his 486
machine 15 minutes to download (each.) My
200 Mhz Pentium did the same job in ten
seconds.

• Get a tower box or at least a mini-tower,
rather than a desk-top machine. What you
want is lots of space in the box. In particular
you want a box in which it is easy to change
your entire computer for about £150 simply
by changing the motherboard to a higher spec
version. You can also add a second or third
hard disk.

There are two things about computers that cause more
confusion than any other. They are RAM (often just called
MEMORY) and Hard Disk Size. The problem is that they
are measured in the same units (called Megabytes) so they
get confused. Also most people don't know the difference.
It's easy.

The following is an excellent way of "seeing" what your
computer does in real life. It is my clockwork analogy. It is
not intended to be a complete guide, that would take a book,
but it is helpful in understanding what some terms mean, so
that you can make an informed choice of machine.

Tower type. “The big
box not under the
screen thing”, as

they say in Microsoft.

Desktop PC. Screen
sits on the box.

Memory upgrades
OK but not

motherboards.

Laptop or portable.
Brilliant but you’re
stuck with it. Too
small to upgrade.
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Imagine that your computer is an office. In the office is:

1. A Desk

2. A Filing Cabinet

3. A Light

4. A magic Photocopier.

The office also has your secretary Miss Microchip and
an office cleaner, Mrs Mop.

You’re the boss. When you want the delightful Miss
Microchip to do something for you, you just switch on the
light and the girl is awaiting your every beck and call.

There are some things you need to know about this
office.

Miss Microchip is an incredibly fast worker, but thick as
a plank. Tell her to burn all your files, even as a joke, she’ll
do it – instantly. She only works when the light’s on.

Mrs Mop is a nightworker and just as fast. She has only
one rule in life – when the light goes off – clean up
everything. If there is anything on the desk or lying about –
she bins it.

The Magic Photocopier doesn’t just copy paper, it also
copies things – like a replicator in Star Trek.

The filing cabinet has drawers full of papers, all
correctly indexed and catalogued. It also has special
drawers for putting away office equipment such as a
typewriter and calculator.

Office Rules:

1. You can only use the desk as a work surface, you
cannot put papers on the floor

2. See rule #1.
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We’re off!

When you turn the computer on, you turn the light on in
the office. Miss Microchip is at the desk and everything is
stored away in its proper place.

The filing cabinet (HARD DISK) has all the documents
stored in it. It also has some special drawers. The first
drawer is called the Wordprocessor and inside it is a
typewriter and blank paper. The other drawer is called the
Spreadsheet and contains lots of hand calculators - hundreds
of them! Our filling cabinet can be large or small. It can
have two drawers, four or forty. You can have as many
filing cabinets as you want. All the filing of all documents
takes place in these cabinets, which also have the extra
drawers mentioned above containing the programmes you
need to work on the machine. For "hard disk" think "filing
cabinet". For "Programme" think "Extra drawer containing
gadget."

Having turned on the light, you will want to do
something. Assume you want to type a letter. On the
computer you will select and "boot up" the word-processor
programme. In our "office" analogy, here is what happens.

When you select the word-processor Mrs Microchip,
gets to work. You've asked her that you want to type a
letter. She has a fixed routine that cannot be altered.

First she looks on top of the filing cabinet to see if you
have left a briefcase (floppy disk). She will do any jobs in
the briefcase first. If she cannot find a brief case she will go
to the filing cabinet (Hard disk) and open the drawer
marked Word-processor. She will take out the typewriter
and immediately put it on the special photocopier. This
unique photocopier will duplicate the whole typewriter. She
will then put the original typewriter back in its drawer and
takes the duplicate typewriter, puts it on the desk complete
with a sheet of paper, and waits your instructions.

Hard Disk

Floppy Disk

Ram
This is the area of

the top of the desk.
The bigger the

better because you
can get more stuff

on it
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The point to note is that anything on the desk (referred to
as "in RAM") is either a COPY of what is still on the hard
disk, or a new original that hasn't been filed yet.

The desk size or area is the "memory" or RAM of the
machine. Imagine a tiny desk, no bigger than the typewriter
itself. As soon as you had typed a full page, where would
you put the page so that you can refer to it as you insert a
new piece of paper (page two) in the typewriter? Remember
you cannot use the floor.

If the desk cannot hold the sheet then Ms Microchip has
to take the first page and file it in the cabinet, then sit down
again for page two. If, half way through page two, she
wants to refer to something on  page one, she would have to
take page two, file it away, recover page one from the
cabinet, photocopy it, put the original back in the file, and
place the photo copy in the typewriter.

Why photocopy everything?

A computer works by taking programmes and files from
the hard disk “filing cabinet” and putting them into what is
called virtual memory, or RAM. It can do this for
programmes because they aren’t real, they are just electrons
buzzing around a computer chip. To make this a solid
analogy you have to imagine that we can take a copy of a
typewriter and put this copy on our desk. By putting a copy
of the word-processor into RAM it means that the original
remains intact if someone turns the computer off.

In our office analogy the original typewriter is cloned
and put on the desk. If there was a power cut, out comes
Mrs Mop and sweeps the desk clean. Because we have only
used a copy of the typewriter, we don’t lose the original
which is still safe in its special place in the Hard Disk filing
cabinet.

If the desk is too small it cannot hold more than one
sheet of paper at a time, so you cannot view two documents
simultaneously. This is a pain in the neck.

If you could afford a larger desk, then Mrs Microchip
would just leave a copy of page two next to the typewriter,
so that she can see it anytime. If she had an enormous desk
you could keep the typewriter on the desk, go to the

Don’t confuse our
top of desk with the

desktop on
windows 95
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"Spreadsheet" drawer, take out calculators, diaries, and all
sorts of helpful things, and just leave them on the desk.

The size of the desk, which we call RAM means you can
have a bigger typewriter with more facilities. You can have
a diary open and other documents to hand. You can transfer
information between documents easily. All this means
RAM or memory. Just think desk size.

At the moment 8 Mbytes of RAM is considered an
absolute minimum. Sixteen Mbytes is standard. Thirty-two
is reasonable. Less than 8 Mbytes of RAM means that most
modern "Typewriters" wouldn't even fit on the desk. The
word-processor programme wouldn't run at all.

If you should turn the machine off, anything left on the
desk (in RAM) will be instantly binned by Mrs Mop. That
is why our office has the special photocopier. Everything in
RAM is a copy of what is on the hard disk, particularly the
programmes themselves, so you won't lose the word-
processor programme if you had a power cut.

What would you lose, and what does "saving" a
document really mean?

Suppose you want to alter an existing letter. The
computer takes the original letter from the hard disk, copies
it, leaves the original on the disk and puts a copy into RAM
where you can see it on the screen. If you type anything, a
full stop or a space, it means the copy on the screen is
different from the original on the disk. This new version
exists only in RAM, or, if you like, on the "desk" top.
If the power goes off now, the original is still on the disk
and is safe, but the new version is instantly lost.

Normally, when you have finished with a new version,
the computer is programmed to give you the option of what
you want to do with it. Do you want to keep it as a separate
letter? In this case you are prompted to give it a new
reference or name and it will be filed on the hard disk as a
separate letter. You will now have two letters that are
similar, but not identical.

On the other hand you may want to keep this new
version instead of the old original. You have to save it using
the original reference. What Miss Chip does is to open the

Be careful who you
fly with.

There are people
who want to keep

you down. It gives
them a warped

pleasure to see your
wings clipped.

 The greatest birds
fly solo.
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old file, bin the original, and put the new version in its
place.

Just to finish off, a floppy disk is the same as a movable
hard disk but much smaller, like a briefcase is smaller than
a filing cabinet. A one Gbyte hard disk is the equivalent of
nearly seven hundred floppy disks, but because it can read
them all at the same time, it takes milliseconds to retrieve
information from the hard disk, whereas it would take
minutes, and manual labour to juggle all your floppy disks
around. Floppies are used to keep copies of files for security
or mobility.

So there you are. A clockwork computer made to look
like an office:

RAM is the size of your desk. The bigger it is, the
more programmes you can run and your machine will be

faster all round. This is because it isn’t going in and out of the
filing cabinet every millisecond.

HDD or the Hard Disk Drive (usually called Drive C
on your screen) is just a big filing cabinet. As software

programmes become more detailed they take up huge wads of
space. Either buy a big HDD or get a tower machine and put a

second one in it when you fill up the first one. This is no
different to buying another filing cabinet.

The FDD or Floppy Disk Drive (Usually drive A on
your screen. A second FDD if you have one is conventionally

called drive B. Drive C is the Hard HDD drive and other letters
can stand for all sorts of things, including a CD ROM drive. They

are still just filing cabinets). Floppies and CD’s are portable
filing cabinets, just like a briefcase. When a computer is first
turned on it automatically looks for briefcases first, then the

hard drive.
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So where do megabytes come into it? Think of it as a unit
of space, or volume. Imagine if filing cabinets came in fixed sizes
according to the number of snippets of paper it could carry. One
filing cabinet would have an eighty million snippet (80 Megasnip)
capacity. A briefcase may only hold  1.44 million snippets (1.44
Megasnip.) Similarly the size of your desk space is determined by
how many standard snippets it can hold at once, say sixteen
million snippets (16 Megasnips). Software programmes like
typewriters take up space. If a typewriter took up 16 million
snippets on a 16 million snippet desk, then there would be no
room for anything else. For snippets, think Bytes. The point is that
these numbers just tell you the capacity of a disk or desk top.

Now you know what it means, let’s dive in.

What you choose to start with depends entirely on
whether you want a www/internet connection or not.

If you have the money then go for the best you can buy -
a fast (min 200+ MHz) machine with 8+ Gig of hard disk, 64+
 Meg of RAM and a 56k internal modem or better. You only need
this level if you are considering serious Internet work. Laptops are
wonderful but are very difficult to upgrade so get the best you can
at the time.

Older machines like 486’s are fine for word-processing
work. I still have one as back up. It will do everything I want in
the office, only more slowly. Older machines are freely available
in Loot or from Morgan Computers on 0161 237 1111.

Your Office
Your basic start-up requirements are:

• A computer
• A good printer (see below)
• A binder

A long reach stapler if you are considering newsletters is
money well spent together with a heavy duty stapler (to staple 30
pages) for binding manuals. That’s all you need to start a home
publishing business. As you get better you may need:

Computaspeak
1K = 1000

1 Meg = 1 million
1 Gig = 1000 million

1 Geek = 1
programmer

1000 Geeks = 1 idiot
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• A scanner
• Modem
• Internet connection
• Email

When you get really sexy you can go for a Webpage and
ISDN connections.

Printers
A couple of years ago I would have said Lasers

are best. Now I’m not so sure. Good inkjets are now
rivalling lasers in the quality of black and white printing
but their colours still look wishy washy and should be
used as little as possible.

Lasers:
Pros: Quick, cheaper per copy, perfect print

quality.
Cons: Only one. Wrinkly pages. Each page

goes through a heated roller to fix the print. This makes the paper
slightly wavy which looks poor in a manual and can stop you
doing two-sided printing. If you choose a Laser make sure that it
has at least one option (i.e. manual feed) where the paper path is
straight through the machine without bending the paper (often
front to back.) This minimises crinkling. Also go for a fast print
(say 16 pages per minute = less roller time = less crinkly.) Perhaps
I’m just being faddy but I like to make the presentation as nice as
possible in order to increase the perceived value of the product.
This allows a higher price.

Inkjets:
Pros: The black & white printing is now very clear,

almost as clear as a laser. Nice flat pages, no crinkles.
Cons: Slow to print. Cartridges very expensive and refills

are often very slow drying (some don’t dry at all! Rub the page
with a finger a few minutes after printing.) For short runs I’d use
one but only in black and white, and without large blocks of black
which can look streaky if your cartridge isn’t of the best quality.

We use a Hewlett Packard LaserJet 4 that has never let us
down. We also have a Hewlett Packard DeskJet 870 Cxi both
connected on a network so we’ve got the best of both worlds.
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If you have money to invest, try an A3 sized printer
because you can make all your own newsletters or mailshots by
folding them in half. Don’t try stapling A4 papers together as a
newsletter. It looks awful.

Brand new A3 printers now cost less than £900 which is
£600 less than I paid for the LaserJet 4 in 1994.

Binders
A binding machine allows you to create manuals. If you

are only considering newsletters then you don’t need one at all.
There are several types of binder on the market and your choice
MUST be decided by giving the BEST possible presentation for
the LEAST possible price.

Boy have I seen some rubbish in my time. While the rest
of the known world puts cheap stuff like washing powder or corn
flakes into big glitzy multi-colour packets, Joe Idiot – Home
Publisher Extraordinaire - puts all his stuff, mailshots, brochures
and products into the cheapest covers he can find and wonders
why the world beats a path directly away from his door.

Presentation is everything. Ask Kelloggs.

Wire/plastic Binders
’Orrible. No further comment.

Ring Binders
I’ve seen these used for courses to great effect. The effect

for manuals isn’t quite as good at the lower price range but, oddly
enough, gets better at higher price ranges.

To put a manual that costs less than £60 into the type of
ring binder that has a clear cover in the front (so that you can
insert one piece of paper to act as the title) is pushing your luck.
To me it shouts – Cheap Binder = Cheap Product. If the binder
was pre-printed with your project title this would make it much
better but it is an expensive option. A single book or manual in a
ring binder just doesn’t feel right. It looks amateurish.
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Ring binders are good for courses, particularly pre-
printed binders. The student receives the binder, indexed chapter
separators, and part one in one go and is very impressed. The
remaining parts are sent unbound (and are therefore cheaper to
produce and post) and the student adds it to the binder. The effect
is good and emphasises the “educational quality” of the materials.
Some would argue that a simple binder for courses is much better
than what looks like a series of bound books. The court’s still out
on this one.

Thermal Binders
A thermal binder is an A4 sized cover (A3 if opened like

a book) with thermal glue added to the centre spine section. The
idea is to take your “manual” of say 30 ordinary A4 pages and put
them in the binder so that the spine is lowermost. This is then
inserted into the binding machine which is no more than a
glorified heater unit. The heater warms up the spine until the glue

melts and “fixes” the pages in the cover.

If done properly (presentation is
covered later in the series) this produces a
well made manual. It is better to use linen
type binders rather than the cheap, clear
plastic binders that look exactly like
cheap, clear plastic binders. Linen binders
often have a window cut into the front
cover page. By lining this up with a text
box or frame created on the opening page
of your manual, you will be able to use it
as a title page.

I have used this kind of presentation successfully for
many years. The only downside is that the edges of the cover,
which usually stand proud of the pages within, often get bent in
transit through the post. If you know a local printer he may be able
to cut and trim your manuals for a good price, however this is for
perfectionists. The basic presentation is quite acceptable and costs
only a few pence per cover plus less than £100 for the binder itself
(or use a hot iron!)

Channel Binders

A channel binder is a new invention that allows you to fix
anything from 10 to 150 pages into a hard back cover. This is a
more expensive option than a thermal binder because the machine,
designed by Esselte, costs approximately £200 and the covers are

Thermal Binding system from
Viking Direct
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£1.40 each. However good
presentation is rarely wasted. The
increase in perceived value means that
the price can be raised to not only
cover the extra cost but even make a
profit by adding £2 to the sale price.

The system works on the channel binding principle. The
spine of the cover contains a metal channel or gripper bar. When
the pages are inserted, the machine presses the sides of the spine
clamping the pages together. Even though it is only a friction fit,
the pages are held firmly and each cover can be opened up several
times in case you need to add or remove a page.

Scanners
I would recommend a scanner. They cost about £100 and

save you a lot of work, not only by stopping you from having to
produce graphics entirely by yourself but also by filling up space
that you would have to write words in!

I save scanned images in JPEG format because they take
up less space than TIFF. If you are going to have a lot of photos in
your work then watch your memory usage because a full page of
fancy photos can take up 30 Meg of disk! This means you will
have problems getting the file to your commercial printer service,
even over the internet, and you may have to resort to using your
laser to make the very best master copies on paper and take them
to your printer to make up in the old fashioned way. If you have
very large files on a regular basis then consider buying a CD
Writer and saving the printer file to CD. Post the CD to your
printer.

Photographs are a prime requirement for newsletters. I
regard them as a good way of making up writing space.
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Communications

Phones

You can start by using your home phone
number but you will soon get to the stage that if the
phone goes at 10 O’clock in the evening you won’t
know if it’s Grandma or an idiot who assumes you

work 24 hrs a day.  You will then have to have a second line put
in as your domestic line and tell all your friends and relatives. If
possible, get a separate line. If you use BT ask for another
domestic line because business lines are more expensive. The only
difference is call-out time if things go wrong but in publishing you
are rarely in need of a quick phone fix.

I find that a separate answerphone and fax, i.e. one that is
independent of the computer, runs cheaply 24 hrs a day and is
probably less of a fire hazard than a computer buzzing away to
itself all day and night. This is probably just me being hyper
sensitive. You can now get BT to give you a new ringing tone for
business calls on the same domestic line but two lines are still
better.

Modems.  I prefer internal modems to external because
of all the fiddley wiring.  The only thing you need to remember
about modems is the speed.  Basically, get the fastest modem you
can.  The current highest speed is 56 K but remember that many
computers use an awful lot of processing power to utilise this
speed so it should be matched by a high-speed processor. Please
note that this does not necessarily mean that you will be able to
communicate at this speed. It merely represents a maximum. How
fast you communicate with anyone depends on your computer,
telephone line and many other factors mostly beyond your control.

Internet set-ups

If you are just doing EMail then you will find that there
are many Internet service providers who offer this facility free of
charge, e.g.  Dixons or Freeserve. Buy Internet magazine for the
latest price comparisons.
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33

�• Software programmes
�– AmiPro
�– MS Word
�– MS Publisher

�• Creating a project with MS
Publisher 98.

Creating a
publication

 Amongst the multitude of options available I suggest you
look for band width. To understand this imagine that all the calls
going to an internet service provider are like water being poured
into a funnel.  The band width is the diameter of the spout. The
larger it is, the better.

At the time of writing the trend is towards a free Internet.
Don’t be confused. There are two charges every time you surf the
net, the charge levied by your ISP and the cost of the telephone
call (usually local) to BT. The objective of a truly free Internet
service will probably never be met – i.e. free telephone
connections and free ISP’s. Some ISP’s now offer free weekends
using ) 0800 numbers. This helps but remember that there is no
such thing as a free lunch. Some “free” ISP’s are being criticised
because they have support services on premium rate lines. Others
have set-up programmes with bugs in that cause computers to
freeze up.

How to create publications in minutes
One of the greatest areas of this business

is how easy it is to produce projects. Always
remember the sheer power of being able to
produce a product for nothing and market it for
nothing – guaranteed success! We’ll start this
training now and continue it in the next session.

Let me show you how to create a simple
project, in this case a newsletter, in less than ten
minutes. Then I'll show you how to get it printed
for peanuts and finally how to sell it for free.

It is now perfectly possible to create
such a newsletter and build up a subscriber base
of thousands either using free publicity or
combining it with simple classified
advertisements costing about £60 a month.
Compare that with a direct mail business

investing between £50,000 and £100,000 every year in mailshots
alone.

Microsoft Publisher 98 I believe is still available by itself
(rather than included in the MS Office suite) and for less than
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£100 (£50 if you know where to look) it is a BRILLIANT
programme and an absolute must for home publishers. It does
have a few drawbacks but they are minor and a few clicks allows
you to edit or create a story in MS Word, then go seamlessly back
to Publisher.

A quick word regarding the differences between
Publisher, which is a DTP (Desk Top Publishing) programme and
MS Word which is a word-processing programme.

Word-processing software is engineered for writers. It
concentrates on doing things with words and paragraphs, letter
styles, cut & paste and Thesaurus's (or is it Thesauri?), i.e.
everything  that helps writers write.

DTP programmes are for designers and
concentrate on frames, sometimes called text
boxes. A newsletter is little more than a whole
series of frames.  Each frame is linked to the next
one. The object of a DTP programme is to enable
you to link frames, turn them around, overlap
them and generally muck about with them.

It also does exactly the same things with pictures and
graphics.

If you particularly want to spend loadsamoney then go
for an all-singing, all-dancing DTP programme that does
everything for you including word-processing, such as Aldus
Pagemaker or Quark Express. These cost plenty pennies but
combine all the best elements of both word-processing and DTP.
You can make fully fledged colour magazines with programmes
like these but you will be paying a hell of a lot just for
convenience and millions of goodies you will never need.

I use MSWord for books and manuals which only have a
few frames. I use Publisher for newsletters and brochures.

You don't need Publisher. You can create everything in
MSWord but you won't have any of the newsletter “templates”
that you can find in MS Publisher. These templates are examples
of different types of newsletter. All you have to do is to select one
of your choice and fill in the words as you see fit. Don’t ignore the
advantages of using professionally designed templates, they save
you hours of work and the designers knew what they were doing.

You cannot
straighten the
tower in MS
Word but you
can in MS
Publisher
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By using these templates I will show you how to get a
successful newsletter up and running inside 10 minutes.
Somewhat better and cheaper than a Sinclair C5!

1. How to create an information product in ten minutes using MS Publisher 98.

2. Step by step guides on how to create profitable projects, particularly Newsletters.

3. Starting your New Life – Bringing it all together. A step by step working plan to
create your new publishing empire.

4. Easy Ads that sell. The very best guide to advertising that works.

5. How to get advertising for nothing – Zero Cost Marketing

6. How to capitalise on the greatest market the world has ever seen – The Internet.
 How to sell information products on the web without any stock whatsoever.
 How to make a success of web pages. Web pages made easy.
 How to sell a one page document on the Internet for £200 without a Webpage!

I find it strange that most people
plan their vacations with better

care than they do their lives.
Perhaps it’s because escape is

easier than change.
- Jim Rohn

Goodies to ComeGoodies to ComeGoodies to ComeGoodies to Come
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7. Where to put the money! Simple techniques for making sure you keep the money
you’ve made!

8.  ZERO - £30,000.  How to create a project that gives you a FULL TIME
INCOME for PART TIME EFFORT.

The International Home Publishers
Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom
Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.

mailto:hpa@phildee.u-net.com
http://www.homepublish.com/









































  
 
 

  

 

 

 
  

 

 

  
 

 

 
  

  





 
 
 
  

  

 
  
  

 

 

      
 







 

 


   








































































































































































































            










   
    

   

   



 
   
     

  
           

         
          
     

        
          

































































Dragon
































































Scene from Star Trek. Klingon Commander Worf is on the bridge.

Worf.  Computer, Give me a long range scan of the Cirius Nebula.

Computer: Does not compute. Scam is a term used on 20th Century
Earth to denote an act of theft by means of deception.

Worf. Computer. I said scan, not scam.

Computer. Still cannot compute. No records of “serious” Nebula on
database. Deep feelings of earnestness or sincerity are not
criteria associated with diffuse clouds of interstellar matter.

Worf, (becoming irate). Computer. You are being obtuse.

Computer. Cannot compute. Angles of inclination are normally
associated with …

Worf. (Extremely irate). GET ON WITH IT YOU VIRTUAL REALITY
DUNGHEAP.

Captain Picard ( to Worf). Having problems?

Computer (butting in). Yes Captain, Commander Worf is having
speech problems.

Captain Picard. I’m not talking to you, I’m talking to Worf.

Computer. Wuff is a language normally associated with animals of
the species Canis Familiaris.

Picard to Worf. Tell me, when we had that refit on Centuri Prime,
was the computer team from Microsoft?

Worf. Yes, Captain. Shall I arrange a diagnostic on Y3K
compliance?

Captain Picard. Make it so.
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The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratch.

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world’s
first, and best guide to starting your own highly successful

home publishing empire.

© 2000 PJP Gosling.
All rights reserved. First print 2000.

Nothing may be reproduced from this work or stored in any form of information retrieval system
without the express written permission of the publisher.

The author and publishers issue this book on the understanding that whilst every effort has been
made to ensure the accuracy of all the information presented in this series,  they will not accept any

responsibility for any loss (or profit), direct or otherwise, as a consequence of using any of the
information presented. The opinions given are those of the author who is acting in good faith according

to the extensive research undertaken by him and who confirms that he himself uses the principles
described. Users are urged to seek legal advice before entering into any contract or business.
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The Home Publishing

Contents
“I canst read writin’ when it’s wrote but not when it’s written” - Popeye........................4

Writing for Profit.................................................................................................................8
Tips for computer writing ..........................................................................................8

Research & Momentum ......................................................................................................9
The Educational Course.............................................................................................9
Newsletters ..............................................................................................................13
The Spielberg Principle ...........................................................................................44
Email........................................................................................................................49
The Power of Email .................................................................................................50

Databases ...........................................................................................................................52
Customer Records....................................................................................................53

Using Lotus Approach.....................................................................................................................56



Page 3

First on the Beach The Home Publishing Audio-Seminar (Tapes)
Comments received from delegates
Excellent ... it confirmed beyond doubt that the Home Publishing route is where I want to be. Wow,
what a day Friday 26th February was. - Chris B.
A new career for the future and one I feel I will get enormous pleasure and satisfaction from.- Bill H.
Delivered as promised a step by step guide to a cannot fail project.  - Brian C.
Such was the huge content of the seminar it could easily have been held over 2 days, otherwise it was
excellent. - Steve F.
Thank you so much for the seminar on Friday. It was invaluable. - Jon F.
… a great deal of vital information has been imparted - I like it.   - Martin J.
It has given me lots of ideas on projects. I have also received step by step instructions on how to do it.
Most importantly, ongoing support.  - Surin. K.
It provided a blueprint for my future activities.. your Project Analyser is priceless. Brian W.
The workshop lived up to my expectations … covered all. - David M.
The discussion right at the end doubled the value.  I give it 10+ out of 10. - Tony C.

The Home Publishing Workshop is now available on tape. For more information and an application
form please write to the European Hub address on page 46.

R U First on the
beach?
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The world's
greatest business

�“I canst read writin�’ when it�’s wrote
but not when it�’s written�” - Popeye.

ven if you get someone else to write for you, there

is no escaping the reality that, at some point, you

will have to write something, even if it’s only a

one page editorial. Writing isn’t too difficult a task to undertake,

someone will have to copy check it anyway. However, checking

E
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copy and having to completely rewrite it into a legible version of

your chosen language is an indispensable prerequisite to home

publishing success. And all these big words from someone who

muffed English at school!

Here is an example of a mailshot I received in January 2000. The
names have been changed to protect the innocent.

Shifting the ADVERTISEMENT-COPY Norms

Announcing!!  The XX Experience and my newly
formulated unique XX Formula

Dear Mr P. Gosling,

Imagine having a choice word and measure
phrase above the reach of ordinary
competition. Think??? Now of the efficacy of
your thoughts and ideas dressed up with
forcible words. That are perceptively
formulated, focused and targeted to
guarantee you higher than average responses.

Based on what you know already about writing Direct Mail

headlines, the phrase Shifting the advertisement copy norms tells

you a lot doesn’t it!

All of the first four sentences contain howlers and this gentleman

is trying to persuade me that he knows more about advertisement

copy than I do. YOU know more about advertisement copy than

he does. Here’s another snippet from his post-script:

Trigger positively enhanced responses with
thorough, direct and higher involvement.

What kind of a
headline is that
supposed to be!

Don’t you just
hate it when they
can’t be bothered
to get your name
right?

No, I didn’t invent
this. Can anyone
out there in the
real world tell me
what this guy is
on about?
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I don’t assume for one minute that this guy is a fool. Far from it.
For example, here is a sentence obtained from Rank Xerox’s own
website:

Document tracking is accomplished through
server-side components and services
interacting with SPD’s for usage tracking or
permission renewal.

Now, Xerox is one of the biggest corporations in the
galaxy, and they employ seriously gifted computer people. They
just can’t write. It’s Management Consultancy Speak.

The art of writing is the art of clear communication. No
matter how clever you are, if you cannot communicate with
people you need, then your brains count for very little. Yet here is
a very interesting fact:

Without exception, the highest paid, most successful
people in the world have excellent vocabularies. A simple
vocabulary test will reveal immediately where you stand on the
success pyramid.

Only a few people understand that there is a direct
correlation between a person’s vocabulary and his or her position

Top Five Percent

Top twenty Percent

Well, there
you are
then.
Doesn’t
everybody
know this?
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in life. With very few exceptions, the most successful people in
the world have higher vocabularies.1

The reverse is also true. By increasing your vocabulary

you will, almost without exception, automatically climb the path

to a higher income. It’s inevitable.

How do you do this?

Simple. Read books.

Allocate at least 15 minutes every day to reading books.

These can be novels or technical books. They can be about

adventure or how to do your job better. The subject doesn’t

matter. The object is to learn new words and phrases.

Always have a good dictionary and a notebook by your

side. When you read a new word that you do not know the

meaning of, look it up and enter it in your notebook.

This sounds tedious. That’s why most

people don’t do it. Most people are in the bottom

half of the success pyramid. If you want to be

higher up the mountain – where the view is better, the air cleaner,

and it’s less crowded, then you will have to climb the mountain.

No-one is going to give you a lift. (Although someone will sell

you a ticket to a non-existent chair lift!)

                                                
1 Earl Nightingale – Leading the Field
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Writing for Profit
As we discussed is part four, the secret of good writing is

to chat-write in simple English using plenty of step by step

techniques if explaining some kind of process. Always keep

sentences and words short. Never try to show the reader how

clever you are by swallowing a dictionary. Just because you know

the words (due to a higher vocabulary) doesn’t mean you have to

use them. A good leader leads from the back.

Tips for computer writingTips for computer writingTips for computer writingTips for computer writing
When writing on a computer you can easily be distracted

in two ways. Firstly by the layout, secondly by on-the-fly spelling

checkers.

By layout I mean spending writing time sorting out how

the page looks, its headings, font sizes, or whether to have a line

in bold to emphasise a point. By on-the-fly spelling checkers I

mean a setting you can use in MSWord where if you spell a word

incorrectly, it immediately underlines the word in red. And eve an

them, spell hinge chequers doe NT awl ways do the job write!

These are great distractions. The secret of writing on

computer is to forget all about spelling and layout and just blast

the thoughts on paper as fast as the muse takes you. Sometimes

you will think of new ideas as you are writing. In that case hit the

return key a couple of times and write “rem” (short for reminder)

and quickly jot down the point. Then get back to your main

sentence quickly and finish it.

The important thing is the flow of ideas and the flow of

words that accompany it. If you stop to correct the spelling you

will probably lose the flow.
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This is important. Some days, today is one for me, you

hardly need to think at all, the words just keep flowing. Other days

you can stare at the screen and not know how to start (writer’s

block). So, if you’re flowing – don’t stop. Get the words down in

any old way, then go back and correct them later.

This parragraph was done with my eys of the screen just

the prove this point. After you have blasted the words down on the

screen it’s very esy to go back to each word and use the right hand

mouse key to select the word and then correct it.

Another tip to avoid writer’s block is to finish off at a

point where you know exactly what you want to write next. Put in

XX followed by a REM with the remaining points you want to

mention. Then save and exit.

Next time you boot up, use the [Find] facility to locate

the XX and the REM will remind you of what you wanted to say.

This will kick-start your mental computer and avoid writer’s

block.

Research & Momentum
Many people ask me “Don’t you ever run out of things to

say when writing newsletters?” The answer is yes, but not often.
Here is my advice on how to research and write the various types
of project.

The Educational CourseThe Educational CourseThe Educational CourseThe Educational Course
Research any idea for an educational

course by reading at least five, preferably ten books
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on the same subject. Remember that your own course is little more

than a book with extra covers!

As you read each book, keep a notebook and take notes

of the ideas in the book. Avoid copying sentences verbatim.

Always try to write the notes in your own words. If the book has

well defined chapter headings, remember to change the order, or

flow of ideas when writing up your notes.

Simplify, simplify, simplify. If the idea in the book looks

complicated then keep reading it and think about how you can

make it easier to understand.

Take all your notes and combine the best ones from

different sources. This will leave you with master notes, from

which you will carve your series. Now put these master notes in a

logical order by having those used for the beginning (introduction,

history, evolution, what-this-can-do-for-you, etc.) at the start of

the notes and then go straight to the end and decide how you want

the books to finish. Incidentally you can do this to create novels

and short stories. I once wrote a short story – a real weepy – in

which I only had the last line of the story in mind. The line was:

But only when the sea is blue. Very, very blue.

And the rest of the story rolled backwards from this idea.

In the same way you create notes about how you want to

introduce the basics to the reader and then go to the end and create

a note on how you want it to end. The rest of the notes are then

placed in between these points in a logical order.

Now take 12 sheets of paper (as many as there are parts

in your course) and using your final master notes create on paper

the main points you want to discuss in each chapter. Now start

Next time you
browse

Amazon.com
look at the

number of books
you can make a

course out of.
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writing and you will find the flow of ideas and words comes quite

naturally.

It’s worth mentioning another good idea at this point. If

you are writing a “standard” course, such as How To Build Your

Own Computer, then this doesn’t apply, but if you have an idea in

one area, see if you can create a new version of it in another area.

As an example, suppose that you practice keep fit and

work out regularly. Suppose you had a bad back. Suppose you

found that a certain series of exercises not only made you fitter,

but also made your back more flexible. Here is the start of a

project in which you are not selling a “keep fit” series but a “heal

your bad back in 90 days” series.

This is just an imagined example but my next project, for

publishing in women’s magazines, is about love and romance. The

principles on which I will create this project have nothing to do

with love and romance. Indeed they are normally associated with

finance. Yet I happen to know a “twist” that allows me to apply

these financial matters directly to enhance a person’s love life. It’s

a strange twist – but I guarantee it will be a best seller.

But all you’re doing is rewriting other writers’ work.
Isn’t this cheating?

Of course not. It’s only cheating if you assume the credit

for someone else’s ideas. Don’t. Always acknowledge the ideas of

others in your work. Indeed you will find this is far more

acceptable to the reader.

I am writing this series on the basis that 60% of the ideas

in it are gained from my own experience and 40% are from the

research I did into other home publishers’ techniques. I walk the

talk. This is what I do to make a living. The fact that I do it well is

Listen to one
side of a self
improvement

tape every day
before you start

work.
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easily proven and thus I can write boldly from a position of

authority. The Live the Dream series I co-wrote  was basically

about goal setting and self improvement. Although the series was

written from the basis of having used the ideas successfully, the

ideas themselves were not mine.

Napoleon Hill is perhaps the original creator of all the

best goal seeking advice ever written. He wrote this in the 1930’s.

This didn’t stop Joe Karbo writing up great chunks of it in his

book: The Lazy Man’s Way To Riches.

Nightingale Conant, a company who, in my firm opinion,

deserves to be the recipient of the world’s first corporate

canonisation, has endless lists of tapes on self improvement by

lesser saints like Brian Tracy, Zig Ziglar, etc. Brilliant that each of

these guys are, I believe they would not attempt to regard many of

the ideas in their tapes as their own. They have certainly added to

them in the light of their own research, but in principle they are

repeating Napoleon Hill in different ways and with different

slants. Indeed Brian Tracy frequently refers to the discoveries of

others, and makes a point of saying where he got the information

from.

This answers another question I am frequently asked

which is “why should readers buy from me – I’m not an expert on

this subject?”

Here’s my definition of an expert.

An expert is not someone who knows everything
about a chosen subject.

An expert is someone who knows more than most!

Failure is an
event. It is not a

person
- Zig Ziglar
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If you have more information to hand than 50% of the

rest of the population2, then you, my friend have a lot of people

who will come to you for more.

After reading ten books on just about any subject, you

will be, by my definition, an expert, or at least be eligible to write

on the subject yourself. Also remember that often you are not

putting yourself forward as an expert. You are putting yourself

forward as someone who has made an in-depth study of the

subject and found some kind of solution that can help others.

Once you’ve written a course that’s it! You can

continually market it for years.

NewslettersNewslettersNewslettersNewsletters
Many people gleam at the prospect of newsletters and

then balk as the hidden “I don’t wanna change” devil inside them

thinks of new ways to discourage them. The first idea he comes up

with is “What am I going to write about – month after month?”

This is false thinking. Nearly every book you’ve ever

read on self improvement has, at some point, told you to break

down the project, or goal, into manageable steps. The road to

success always has consisted in laying down one brick at a time,

and thus finishing the building with the same certainty of the sun

rising in the east.

I never, ever, think of the next newsletter, only the
current one. The worst time is at the completion of current

newsletter. The thought “What should I write now” gently crosses

                                                
2 By Population I mean the group of people even remotely interested in the subject in question.

If you had told
me ten years ago

that I could
make a hundred

grand a year
publishing a

cheap and
cheerful

newsletter, I’d
have called you

an idiot!
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my mind but I know that a few conversations with knowledgeable

friends or a little reading will furnish the items I need.

The secret of writing newsletters is to create what I call a

page format. This means that page one always contains editorial.

This is usually my page. I will use this page to point out some new

idea or subject or just continue where I left off last month.

Here’s a secret page format for writing hobby or special

interest newsletters. Keep several pages devoted to articles on

some of your subscribers, and at least one page on one of your

advertisers.

Consider a classic car newsletter. There is no point in

trying to repeat or emulate the stories in the big glossies, or even

competing with any club newsletters. Here’s my formula.

Page One (The front page)

Editorial written by me on any topic that takes my fancy.

Because the front page has other stuff on it, indexes and always a

big new photograph, it means that the writing content is quite

small.

Pages two, three, and four

Continuation of editorial. Then write a new article on one

of your subscribers’ cars. For this article I will phone or visit one

of my subscribers armed with a digital camera. I have a set

number of questions to ask and this is always the same for each

interview (if it’s a phone interview I would ask the subscriber to

furnish a group of photographs.) Visits are nice. You can always

arrange to visit a group of enthusiasts in the same area, once a

month – lots of tea!

At the end of the
day if you read
every book on

earth about
flying a  plane –

it won’t make
up for 5 minutes

flying time.
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The questions I ask are:

What made you decide to buy a Ford Wallowmobile?

Where and when did you buy it?

What were your first impressions?

What cars have you owned before?

You’ve just won the lottery. What car would you buy and
why?

What’s the silliest story or experience you’ve had in the
car.

What advice would you give to a new buyer?

What broke down, and when?

What would you look out for if buying one today?

Any tips on how to look after or store it?

What car club are you in and what do you think of it?

Are there any dealers, suppliers or garages you remember
for good service.

These twelve questions can provide enough copy to fill a

full page. Add a few photographs and you have achieved three

things:

You have three pages of articles.

You have three subscribers – forever!

If your subscriber base has, say 1500 people, then by

writing articles on three of them each month, you will have

enough three page articles left over to fill the next 500 issues – or

41 years’ worth!
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Page five
Write a similar article on either a famous person within

the market. Start with the chairman of one of the major clubs. That

way you’ve made a friend of the whole club!

Page six
Attend an event, exhibition or show and write about it

OR get someone else to do it for you. Pad out with photographs.

Pages seven and eight
The Q&A page.

Invite a good garage or dealer (ask the club chairman if

he can recommend one or see if there is an association of

specialists who deal in this particular car) to write a monthly page

for you. Don’t make my mistake and use the first one that comes

along or has the biggest advert in one of the magazines, only to

find out that he has a reputation like Attila The Hun.

The remaining pages can be filled with advertisements

and special offers and/or new events.

In the space of one month the
number of user groups on the

Internet increased from  35,000
to 42,000
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42

Anatomy of a cannot fail
project - 1
�• The classic car / Hobby

newsletter

Creating a
Newsletter

 hat you decide to do as a first-time project in

home publishing is entirely up to you.

Always remember that the presentation isn’t

the project. The presentation is the way you decide to show the

information in a way that represents that best combination of

profit and convenience.

Many tend to go for newsletter publishing because it

seems fairly straightforward and indeed that is quite true.

Personally, newsletters are not quite my cup of tea.  I prefer to

retain complete control of my projects and not have to worry

about whether another writer is going to let me down.  I don't like

deadlines.  A monthly Newsletter has to be produced every month

which can restrict free time.

W
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I prefer to go through a series of one-off projects, and my

advice, as it stands today, would be to find a project that can be

very quickly produced, such as a video, audio tapes or three part

manual, and sell that directly to the appropriate market. Indeed

you can use the research you did in finding a newsletter very

profitably as a source of such one-off projects.

For example.  Suppose your research into the Frog Eyed

Sprite (yes, there is such a car) revealed that the market was too

small, say only 1,000 people. I could immediately collect

photographs and stories by contacting those people and inviting

them to provide me with such photographs and stories.  I would

then put them into the form of a manual or colour CD-ROM, or

both and offer it back to the people concerned who then have two

good reasons for buying it.  Firstly it offers more information on a

subject which they are enthusiastic about, and secondly they want

to see if their own article is written in it.

You do exactly the same thing with newsletters - invite

people to contribute stories and photographs - but you do it

monthly rather than as a one-off project. Remember this simple

sequence if you are ever stuck in trying to find a one-off project. It

is a source of good and easy money!

Of course, there is another reason for writing a

Newsletter, a reason which I find is far more successful than

merely setting out to make money.  You should write a newsletter

because you want to write a newsletter. It should be a hobby that,

almost coincidentally, makes you money.

I have decided to gently put together a newsletter myself

on the E-Type Jaguar.  I suggest that if you decide to choose a

classic car that you let me know your project so that I can advise

others that your project is already being tackled by another

delegate. Indeed, when the HPA web site is fully operational, a

A truck driver
can make more
money writing
about his truck

than he can
driving it!
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43

Anatomy of a cannot fail
project - 2
�• My next project E -Type News

�– 1. Size of market
�– 2. How to contact
�– 3. The secret of day one profits -

-   Paid Advertising
�– 4. Spin off profits - add ons.
�– 5. Who needs a writer
�– 6. Pricing policy

section in which home publishers can ‘register’ their newsletter

wouldn't be a bad idea to avoid duplication.

Please don't assume that this is an incentive for you to go

out and write a newsletter.  It is straightforward but it still requires

research, and the mechanics can be time-consuming. Producing a

one-off project, such as I mentioned above, is easier.

Getting The Show
on The Road

 hese are the steps that I, and other successful

newsletter publishers take in order to set up a fully

functioning newsletter with the object of earning

thousands of pounds per month.

I will choose the subject initially from my own desires

and experience.  You will remember that the Idea Creation Plan

T
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consists of having four headings on sheets of paper, marked

Hobbies, Interests, Sport and Professional. You fill these

categories with ideas drawn from two sources – your own

experience, and outside sources such as magazines, Internet

searches, and do on.

This can happen very quickly, often seemingly by

chance.  It's just a question of keeping your eyes and ears open.

The step by step Idea Creation Plan is so natural to me now that I

don’t even think about it. Only the other day I decided to look

closer at archery as a past-time and I casually searched the Net

looking for archery clubs.  If you go into an average library or

bookshop you will find next to nothing on archery. Sports shops

are now glorified clothing outlets, so no chance there. I had

assumed that very few people practised the sport, even though it's

in the Olympics. Well, I found five clubs within my own county

and once I crossed the pond to the USA it was wall to wall Robin

Hoods.  In addition there were several archery magazines which

by definition are highly targeted (pardon of the pun). I have no

intention of starting an archery newsletter so if you are that way

inclined then dive in.  I would find out what the most popular

make of bow was, e.g. the compound bow, and create Compound

Bow Enthusiast or New Gadgets for Toxophilites (you’d be

amazed – telescopic sights for a bow!)

It didn’t end here. In my spare time I like to read novels

about the Navy during the Napoleonic War era (in other words –

Hornblower, HMS Victory and the like.) I have no idea how many

other people like these books but sales of Alexander Kent, Patrick

O’Brien and CS Forester continue unabated so the market must be

hundreds of thousands. Reading these books makes me want to

learn more about those fantastic ships and their weaponry,

lifestyle, rigging and so on.
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Can I find anything? No, very little. I am now digging in

the rigging for sources of information with the possible intention

of producing something in this area. How to I contact my

audience, you ask, being clever home publishers? Simple, say I.

The publishers have a database of buyers. Indeed the Alexander

Kent series has an annual newsletter already (rubbish of course) I

could even ask the publishers to include a fly-leaf in the books.

I’ve also found a website that specialises in seafaring books so I

could put a link there.

1. So, having short-listed an idea for a widget newsletter,

the very first thing I do is to:

Establish the size of the market
The easiest and most reliable way is to phone up any

clubs or associations and ask their opinion on the size of the

country’s widget market.  Another way is to contact retailers that

supply spare parts or full size widgets.  These guys usually have a

pretty good idea of how big their own market is.

Newcomers sometimes worry about how to approach

these people. When I approach retailers, who are potential

advertisers in my newsletter, I will adopt a professional attitude by

introducing myself as a professional publisher who is setting up a

major newsletter/monthly journal on widgets, and could I ask their

advice on the size of the market.

When contacting clubs I drop this tone because it would

appear arrogant, after all, these guys know more about this subject

than I do, and often they publish some kind of magazine or

Newsletter themselves.  I approach them in a non-threatening way

as a new enthusiast who also happens to be a part-time writer and

publisher and, almost purely for my own amusement, am going to

throw some photographs and stories together in the form of a

simple news-sheet and I would be grateful if I could have the

According to
some figures

there are 75,000
Morris Minors

still active
world-wide
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You will find that the
vast majority of
magazines found in
bookstores have
circulations or
readerships in excess
of 50,000. This is
because the bulk of
their revenue comes
from advertising.
Indeed, most
magazines could
easily be given away
for free and still make
a huge profit. They
need a market of
50,000 + to entice
advertisers to use
them.
It is for this reason that
small circulation
groups of less than
50,000 don’t have a
serious magazine
covering their needs.
They have to make do
with a generic
magazine that deals
with their topic only
once in a while – until
you come along with a
newsletter that exactly
matches their needs.

clubs tacit support and advice -- that sort of thing. Note the use of

the term News-Sheet. If a club already produces a newsletter you

will probably find it’s not very good.

So, what size of market should you

go for? Around 3000 is a good rule of

thumb. Another guideline is to look at the

size of the generic magazine and assume

10% of the circulation as a guide to the

potential market of one of its subsections. If

you don't think the size of the market is

worth the effort of a newsletter then

remember what I said about doing a one-off

project.

2. How do you contact this
market?

Ideally, consider what magazines

your market is already buying and place

classified ads or press releases in those

magazines. If it is complicated to contact

The perfect club newsletter? The opening page has the
boss wearing his chain of office. This is what you’re up

against! Even so, don’t antagonise.
Go in gently and gain their confidence

The opening
page has not
one photo of
a trailer tent
and the
chairman
says “I”
thirteen times
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General advertisers
are those that make,
say, exhaust pipes
for all cars. They will
be looking for mass
advertising and
won’t consider small
circulation
newsletters directed
at one obscure
marque of car.
Specific advertisers
make, say,
accessories for
Olympus cameras,
and will be very
interested in
appearing in a
newsletter targeted
entirely at Olympus
camera owners.

the market then don't bother. Do another project.

3. Now ask yourself -- does this project lend itself to
advertising?

There are two kinds of newsletter.  Those that contain

paid advertising, and those that do not.  You will see in the pricing

section that as much profit comes from the advertising as the

subscription.  You'll also see that if your newsletter does not carry

advertising you may have to charge a larger annual subscription.

One way around this is to have a newsletter that is

specifically designed for a Website. Subscribers can access your

Website and download their copy each month after you have

emailed them to say it's available. You will be doing this anyway

if you decide to go international with your newsletter provided

that your client market is computer literate.

This method of circulating newsletters is absolutely

brilliant because your printing and distribution costs are zero.  If

you only charged £10 per year and had 30,000

members world-wide, you would make

£300,000 clear profit assuming that you also

used the Internet to attract your clients. Just

imagine what some Websites are making for

their teenage owners -- Websites that charge

about £150 a year and sometimes have

100,000 members!

Your newsletter should contain trade

advertising in full page, half, quarter and 1/8th

page slots as well has classified advertising in

which members can sell their own bits and

pieces to other members.  Go through the

generic magazine with a pen and mark all

Major, glossy
magazines could

afford to give
issues away.

The cover price
is only to

increase the
perceived value
of the magazine

in the eyes of
the customer
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advertisements that could also go in your newsletter, particularly

those that are targeted to widget enthusiasts. Remember that

general trade advertising will not be a good prospect for a low

circulation newsletter – you need specific, targeted advertisers

who want to contact widget enthusiasts.

 What you charge is very much up to you but take the rate

card of the generic magazine as a guide and go in at about 10%

less for adverts of a general nature (e.g. car covers) and about 10%

more for actual suppliers of widgets or widget parts (exhaust

pipes). This is because you can argue that paying £75 for an

advert in a newsletter that is specifically going to widget owners is

better than paying £50 for an ad in a magazine of which only 10%

of readers are interested in widgets.

4. Spin-Offs. Another source of income for your

newsletter project will be spin-offs. Easy examples are T-shirts,

Key Rings, extra literature, videos, photograph collections,

solutions to common problems, Caps, Badges, Posters, History,

Parts manuals.

 One of my first spin-offs’s for the E-Type newsletter

will be a video in which all the different kinds of E-Type's are test

driven as a comparison.  At this stage all you need to do is to bear

this in mind as an income possibility.

5. Your next consideration should be who is going to
write the newsletter?

The easiest and most cost-effective solution is to find a

retailer who specialises in widgets and who is prepared to write

one or two pages every month on any widget subject in exchange

for the effective advertising that they will receive, not to mention

the kudos, as a consequence. At the same time this person, or

another retailer, may be able to offer your readers a question and

answer service.  You may wish to contribute a small editorial

Pay your writers
in a special

currency called
Kudos.
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Leverage
This is the ratio of
how much money
you spend on
marketing, to how
much money it
brings in.
If you spent £50
getting one order
worth £50 then the
leverage is 1:1 or
nothing at all. If the
same advertisement
produces £100
revenue, your
leverage is 2:1
The object is to get
as high a leverage
as possible. A figure
of 2:1 should be an
absolute minimum.
A press release
costs nothing. The
leverage is vast.

yourself, after all, you are an enthusiast.  This is not as difficult as

it may sound as long as you don't try to be an expert in something

you're not.  It is far easier to let the world know that you are a

complete twit and write an enthusiastic editorial about all the

things you are discovering as you go along.  You'll get more street

cred this way.

6. Pricing Policy.

Look at the costings. A membership of 3,000 paying £25

per year is £75,000. A simple newsletter will have about six pages

of written script and another six pages of advertising.  Get as

much advertising as you can. Newsletters tend to be A3 sized

pages folded in half making four A4 pages, so you should think of

a newsletter in multiples of four page sets. A guide is to work on a

cost of 3p per A4 page, so our 12 page newsletter would cost 36p

plus, say 5p for an envelope and a further 20p postage, a total cost

of 61p or £610 per 1000.

So, 3000 newsletters sent out

twelve times per year will cost a total of

£21,960 so you are still fifty-three grand

in profit less the cost of your magazine

advertising PLUS all the advertising

revenue you’ll get from the six pages of

ads every month.

If you only have 1000

subscribers, the total income will be

£25,000 and 12,000 newsletters per year

will cost £7320 leaving you with £17680,

less your marketing but PLUS your

advertising revenue.

If you only had 300 members

you’ll still bank a net figure of over five
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grand which is a nice holiday anywhere you want achieved by

doing nothing else other than amusing yourself posting out a few

newsletters.

As for advertising, a page can hold over 30 reasonably

sized classified ads at, say £15 each, that’s an extra £450 per page

per month. Six pages of those a month and you are talking an

extra £32,400 a year income in addition to the subscription.

Are you getting the picture? I hope so. Use these

guidelines to work out how to make your project most profitable.

Note I said most profitable. One newsletter to one

member makes a profit, even without advertising revenue. The

only real cost is the cost of your classified ads in generic

magazines. This cost is fixed, so if you get only a few responses

you might make a small loss. More likely is the case of spending,

say £500 a year on marketing but getting £100,000 back for your

efforts.

Don’t forget that if you can get the names and addresses

of a market cheaply, you can give a newsletter away for free – but

only do this if your advertising revenue alone can make you a

worthwhile profit. And never, ever, forget the sheer potential of

press releases.  Press releases enable you to start a newsletter

project with no advertising budget whatsoever.

Behold the
tortoise. He

never makes
progress until

he sticks his
neck out
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44

Anatomy of a cannot fail
project - 3
�• Get the show on the road

�– 1. Budgies
�– 2. Technical support
�– 3. Create first page
�– 4. Create a press release
�– 5. Create a classified ad
�– 6. Create rate card
�– 7. Get first page printed on

glossy art paper - 200 sheets

Sixteen
steps to
success

1. A budget, as I failed to get across to a former partner,

is not a small yellow bird that lives in Australia.  It is an amount

of money that you set aside for a particular purpose and, in this

case, the purpose is the creation of the newsletter.  I normally set

aside about £300 but the only real expense you will incur is the

cost of printing newsletters and initial classified ads. If you plan

carefully you will be able to use incoming advertising revenue for

both these purposes. Indeed if you want a slower, but cheaper

start, a press release allows you to spend no money on advertising

at all.

2. The next step is to get into contact with your technical

support team, that is your writer and/or your technical specialist.

This is assuming that you don't have the technical expertise

yourself.  Don't assume you need it!  Newsletters have been

started by raw beginners who took their readers on a magical
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journey of discovery. However this does take a modicum of

writing talent.  If the idea of finding a retailer hasn't worked then

you will have to make inquiries amongst any clubs or

associations.  You can place an ad along the lines of "Author

writing book on widgets would like to hear from widget owners".

Who writes for you depends very much on the design of

your newsletter. As you saw from the section dealing with page

formats, you can write most pages of a newsletter yourself merely

by interviewing other people. The only writer you need then is

someone technical to help you with the Q&A pages.

Example of a typical “Readers Lives” article. This was
actually submitted by the owner and ran for five pages. Also

notice that the photo takes up most of these two pages
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3. Your next step is to create a mock up of the first page

of your newsletter.  Use a programme like MS Publisher and

create some editorial of your own.  Have a look at as many other

newsletters as you can to get an idea of layout. The basic layout is

the Headline (Widget News). You can make it sound better by

adding other descriptions instead of Newsletter. You can use;

Widget Monthly, Journal, Update, News, Enthusiast. You can

precede Widget by adding Your. Your Widget . My Widget,

Classic Widget , Today’s Widget or any other combination.

Below the headline is a mission statement or statement of benefits

such as Everything you want to know about Widgets. The first

page should include a picture or graphic with an index and

editorial.
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4. Create your own press release as previously described.

5. Create your own advertising rate card on a sheet of A4

paper by looking at the rate card of the magazine in which you

intend to advertise (ask for one). Calculate your rates as

previously outlined although you can make them a little cheaper to

allow for the fact that you don't have a full circulation yet.  You

can always increase prices later.

6. Speak to the advertising department of the magazine

you intend to advertise in.  Explain what you are doing and have a

general talk with them. Understand that they want you to place

serial advertising, that is, an advert in several of their publications

or for several months in one publication.  Tell them that this is

exactly what you intend to do but you wish to test various adverts

first on a one-off basis.  They will understand this perfectly and

you are holding out the carrot of long-term advertising.  Ask

nicely, and they might even give you a special heading in the

classified section of the magazine.

Find out the smallest price for an advert and the

minimum size.  Now create your advert to this size. Alternatively

use the press release system.

7. Buy a ream of glossy paper of a type that can be used

in your printer and use this paper for your promotion work.  Your

actual printer run of newsletters in the first month will be on

ordinary brilliant white 100gm paper. The glossy stuff is only

used for promotions.

Early laser printer by W. Caxton circa 1492. Slow
set up speed (approx. 3days) was a vast

improvement on the potato printing techniques of
the day. No direct computer connection. Operators
used 11 inch floppy sheet to transfer information

using ragamuffin sprint technology.
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45

Anatomy of a cannot fail
project - 4

�– 8. Attach first page to all the
press releases and send to
magazines (rem owners club
subscribers)

�– 9. Attach rate card plus letter
plus PR to potential advertisers
and send

�– 10. Phone the advertisers
�– 11. Place the classified ad in all

applicable magazines
�– 12. Complete the newsletter

8. Take your press and send it to all

and any magazines that you feel may be

interested in the article.

Whether or not you send it to any club or

association depends largely on what kind of

magazine or newsletter they are promoting

already and what their reaction is  to yours.

This you will have to judge. At worst you

can just write a nice article on a general issue

and ask people to contact you by asking a

question like Can owners of series II 4.2’s

please contact me on xyz.

The initial timing of a newsletter

launch is tricky.  You cannot afford to keep subscribers waiting so

you must have a fully functioning newsletter, including

advertising, on stream before the first enquirers ask you for a free

copy.  Similarly you don't want to promise your advertisers a

circulation of 3,000 in your first month and then find out you've

only got ten. Get the adverts in first by attaching your rate card to

the first page of the newsletter, plus the press release, and an extra

letter of introduction. Send all four items to every potential

advertiser you can think of, advertisers you have marked in the

relevant sections of the generic magazines.

Of course, the big question is:

How can you tell advertisers that you have a 3000

circulation when you know very well you’ve only got one – you!
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The answer is the Inaugural Issue. The first, or the

Inaugural Issue of your newsletter is special because it is the first

newsletter all new subscribers receive. This issue will have normal

articles but it will be heavily biased towards telling new

subscribers the benefits of what they will read in the future. In

reality it is an enormous sales brochure, shaped like a newsletter.

Make it interesting by having within it, certain “hallmark” articles

such as How to buy Widgets at half price.

Tell your potential advertisers that advertisements

included in the Inaugural Issue will be continuously circulated

until the full 3000 circulation is reached. You should explain all

this in a letter that you address to each advertiser individually.

Make sure this letter is on good quality paper and professionally

written.

Don’t copy this. Use it as an idea of style and phrasing.

To: The Widget Retail Co

Dear Sirs,

We have pleasure in enclosing a brand new

publication – The Widget Enthusiast  - currently

in prelaunch. This publication will allow

advertisers to entirely target Widget owners and

Widget enthusiasts. This is a great advantage

over other magazines who only have a small

percentage of their circulation read by Widget

lovers.

Not only will our new publication

concentrate on Widgets but it will also

highlight, each month, a supplier such as

yourselves in a special full page article.

The benefit to all advertisers are clear –

positive, targeted marketing directly to your

Their are over
10,000 hobby,

special interest,
sport and

professional
areas that

currently are
insufficiently

represented by
current

magazines
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most important customers – widget enthusiasts.

Every penny of your advertising budget settles

directly on a future customer.

We have one more great offer to make you.

The first issue, due for launch next month, is

called our inaugural issue. This issue is the

first issue ALL new subscribers and enquirers

will read. In many cases it is offered free to

interested enthusiasts in their first month.

(Being a subscription-only magazine this also

helps define your real customers.)

By advertising in this first, inaugural

issue you get the following unique benefits:

1. Your advertisement will be continuously
circulated at no further cost to

yourself until the full circulation is

reached. You are assured of maximum

exposure.

2. With this being a brand new
publication, your advertisement will be

at the very centre of attention, so now

is the time to consider this very

closely.

The Widget News is the only publication

currently available specifically for Widget

owners and Widget service providers.

We enclose a rate card showing specially

discounted rates for new advertisers and look

forward to helping you expand your client base.

One of our staff may be contacting you within

the next few days. We look forward to providing

you with a powerful advertising vehicle.

Yours, etc
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10. Three or four days later get on the phone to each of

the advertisers to make sure that they have received your rate card.

Tell them how well it is going and would they like to place an

advert now before the first issue is launched.

Do not give credit to anyone.  Blame company policy.

They should provide you with camera ready copy of the

correct size.  Explain that you are only taking black-and-white

adverts at this stage.  Normally, camera ready copy will be sent to

you in the post accompanied by the remittance cheque.  You can

offer the facility of letting them download copy as EMail.  The

easiest way is for them to prepare the copy using MS Word or

Publisher and simply send that document down the line.  You can

then open it and it is fairly easy to transfer the information across.

11. Classified advertising and press releases will not be

printed in any magazine until the following month at the earliest.

Sometimes this “lead time” can be several months. This gives you

time to get some advertising under your belt. Place any classified

advertising with this in mind.

If you have a website then a tip is to make your

advertisement punchy and arouse the reader’s curiosity. I advised

a garage that specialised in restoring classic cars to place a small

classified advertisement that simply read: Shock Report on Classic

Cars. See to www.abc.com for details. Using a website as your

“brochure” and getting people to it by arousing their curiosity in a

little classified advertisement is a very potent formula.

12. Now, mon brave, you are committed and you will be

very very nervous. You must now complete the newsletter.  As

soon as the editorial copy is complete ask any writers to start on

Never give
credit.

Credit is the
HIV Positive of

business



Page 35

46

Anatomy of a cannot fail
project - 5

�– 13. Set up a card index or
computer database

�– 14. Phone magazines re press
releases.

�– 15. Use the advertising money to
fund first print run

�– 16. Three month deadline
�– 17. My personal offer

the next month's issue.  You will also need to contact potential

advertisers once again.  Remember to have a place in your

newsletter in which your members are invited to send in classified

advertising of their own.  Relax, have fun.  It's not as bad as it

looks.

13. You don't need to start buying

sophisticated computer databases.  Two

simple card index boxes are all you need, one

for customers and one for advertisers.  If you

do get serious then Bill Myers' Orderdesk Pro

is probably the best direction to take, or look

at how simple it is to set up your own

database at the end of this manual.

14. Phone up all the magazines to

whom you sent press releases and talk to them

about it.

15. One of the delights of newsletter

publishing is that it costs very little to start. This is mainly due to

the advertising revenue. By using the inaugural issue concept you

can draw in advertisers that will provide you with the money to

print your first issue.

16. Give yourself a three or four month deadline.  Even if

you decide not to continue you will have done sufficient research

for several profitable project ideas that you can still sell to the

market that you have discovered.  It is very difficult to make a loss

in this business. You only need a little imagination and the

courage to see it through.
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Can�’t Cook, Won�’t Cook
How HP co-operatives can make
you money

�• Writer-Marketer combinations
�• Joint ventures

How

Partnerships

can make a

successful

project

 his applies particularly to Newsletters. The main

reason why there are not more home publishers

about is because it involves a combination of two

talents, writing and marketing. Some of you may be very happy

with the thought of tapping away on a computer yet be horrified at

all the marketing you have to do in order to sell your product.

Similarly others may not feel as gifted with the written word but

feel quite happy with the buzz of marketing. A publishing co-

operative between two people who have these diverse talents can

be very profitable. So saying, it must be said that home publishing

tends to be the forte of people who like to do things on their own,

with a little help from their friends.

T
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�• How to copyright your work
�• What it means

Copyright �“Secrecy, your Majesty,
remains available to all who do

not require it, and elusive to
those who do.�”

- Disraeli

irst of all spell it correctly. Think of it as the right

to copy someone’s work – Copyright. (Not

copywrite, although a copywriter is the correct

description for someone who writes copy.)

As soon as you put words on paper you have a legal

copyright on that work. This means that no-one is allowed to

reproduce those words without your permission. Unlike patents, or

registering trade names, copyright is probably the last of the great

rights, an undeniable freedom to claim your own intellectual

property and to do so free of charge. Indeed it is quite amazing

why some politician hasn’t seized upon it as another way of

collecting tax revenue. (Shush!)

All you need to do in order to create your copyright is to

“stake your claim” and be able to prove it.

F
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The easiest way to protect your work is to add:-

Copyright; Year date; Your Name

(e.g.  copyright 2000 Philip Gosling)

- after the work and then post it to yourself in a sealed

envelope. As long as the envelope remains sealed, the postmark is

proof of the date the work was in existence. An alternative is to

pay your bank to store a dated original or do the same with a

qualified lawyer. The ability to show that your work was written

before a competitor’s publication is all you need.

Having copyright on your work helps, but unfortunately

it is fairly toothless as a deterrent. Anyone may take the meaning

of your words and re-write them. Plagiarism is the act of taking

someone else’s idea or intellectual property and passing them off

as your own. If you give due acknowledgement to the originator

then you should be in order. Copyright expires after 20 years

which is why untalented pop groups are re-recording famous hits

of the 70’s and getting away with it!

If someone does copy your work, the nearest you will

ever get to worrying them is to send a legal letter. There is no

point in taking it to court. Daily Court costs can run into

thousands per day. You would have to find this money up front

and very few lawyers would take such a job on a no win – no fee

basis. If you won you would get costs, which wouldn’t help you at

all if the defendant had no money.

The only time copyright should effect you is the

possibility of accidentally copying someone else’s work. This

includes photographs and some information downloaded from the

internet.
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Some information on the internet is freely transferable.

This is called “Public Domain” information and it will usually tell

you this. If it doesn’t then assume it’s copyright.

What you do with copyright material depends on a

number of factors. Here’s what I do. It heavily involves the

saying: “Rules are made for the guidance of the wise and the blind

obedience of fools.” I am guided by them.

If you want to use downloaded material from the internet

remember that you can legally print up to 100 words from any

article for the purposes of review, without permission. So that’s

one problem solved.

If you want to print photographs from the net, they are

probably copyright. What you do depends very much on the

photo. If the photo is of a person or clearly “private” in some way

(e.g. if it shows the licence number of a car) then you should try to

contact the owner before using it. This would also apply to stuff

published by a public information service such as a tourist office.

I have a rule that runs contrary to this. If I need a little

filler article or a small explanatory photo, I may use it without

permission for the simple reason that it will be entirely innocuous,

does no harm to anyone and although it technically infringes

someone's copyright is does not infringe any serious intellectual

property - i.e. I use my judgement of whether the owner would (if

he could) actually complain about the minimal use of a tiny,

innocuous, one-off event.

I say “if he could” quite deliberately. For example, I have

used a tiny photo, just once, in The E-Type Enthusiast, that I

downloaded from somewhere on the net. It didn’t show any

licence numbers, indeed it was only the bonnet of a car. Only the

owner would ever realise it was his photo. It was little more than

E-Publishing is
estimated to
become a 70

Billion dollar
industry in the

next five years.
If Internet

estimations
remain true to

form, this value
is understated.
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The “Keep off the Grass
Audit” goes like this:
Has the unseen bureaucrat
who penned this rule done
so for excellent public
interest reasons or is he
just a busy-body justifying
his own existence by
creating silly rules? If the
latter, move on to question
two:
Is it really necessary, for
my own reasons as an
intelligent tax paying
citizen, to ignore this rule?
If yes, we move on:
Although the full weight of
law enforcement is behind
our pen-pushing petty
tyrant, what are the real
chances of being caught
out? If low, I remain
"Guided” by the law, not
ruled by it and in doing so I
am putting the word
“servant” back in “public
servant.”

copying a button icon from someone’s

website, so what could he do about it

from the other side of the world? It’s not

as if I have pictures of him and his wife

in the bath, or nuclear rocket secrets is

it?

IF he complains, I will send

him a simple apology and a free

subscription ( by email of course). The

chances of him taking legal action re a

tiny photo are highly unlikely and he

lives 3000 miles away under another

legal jurisdiction, so we are on safe

ground. This is a version of what I call

the “Keep off the Grass Audit.”

This is not the same as

deliberately copying reams of material

for resale purposes. It’s a simple question of asking “If another

person did this to me would I be upset?” If the answer was “Yes” I

wouldn’t do it.

The only capital needed to
create a multi-million sized

empire on the Internet is known
as “sweat capital”. It is based on
ideas and effort alone. Money is

no longer required.
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�• DIY to start with
�• Professional Printing services

Printing and
presentation Getting Your Act

Together

eople do judge a book by its cover.  I am constantly

amazed at the number of books and manuals that

have taken a long time to put together and then the

whole ship is spoilt for a ha'penny worth of tar by skimping on

basics such as covers, binding and general presentation.

There is no excuse for this kind of cheapness. Fortunes are spent

every day by corporations whose packaging costs more to produce

than the product. If packaging were not important then millions of

brands of washing machine powder would be sold in see-through

plastic bags with a sticker. Why do they do this?

Because people associate the contents with the packaging

Customers may order from you once, but if the manual, course,

and particularly newsletter looks shoddy, they will never buy from

you again.

P
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There is no excuse for shoddy presentation. If you add a cover that

adds to the cost of the manual, simply increase the manual’s price

to cover the cost. Customers will pay it, just as they do for

washing powder, because of the increase in perceived value.

The types of binding you can use are covered in book four of this

course.

Only use DIY book binding in the initial stages of testing the book

(I use the term book to indicate any bound document) and I

recommend using a thermal binder with linen style covers.  Any

kind of spiral binding looks cheap - like a glorified shorthand

notebook - made doubly so by using cheap plastic covers.

Do not try to produce a newsletter that consists of A4

pages stapled together in one corner. All newsletters are produced

by using A3 pages folded in half.  One A3 page is equivalent to

four A4 pages so a newsletter should be considered as multiples of

four pages whenever possible -- 4,8, 12, 16, etc. All paper used

should be at least 100 gsm in weight and brilliant white.

Once you have tasted success in the newsletter business

you might like to invest in a laser printer that takes A3 sized

pages, but these are expensive.  Using an ordinary printer, the only

way to produce a newsletter is to use high quality A3 photocopiers

or use, as I do, a professional printer such as Focal Design of New

Mills, Derbyshire on 01663 746772 who have a serious Xerox

system that takes my newsletters from an EMail download and

prints them directly.  Look in Exchange and Mart under printers

and try to find someone locally with a Xerox type (digital)

machine.
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�• Laser Printer tips
�• Binding tips - Everyone Judges a

book by its cover
�• Binding a test series
�• The Spielburg Principle

�–  VFM, added value, accountant
restaurants

�• The 80% rule in copychecking

Printing and
presentation 2
DIY

f anyone offers you an A3 laser printer, or if you

see one at an auction, then buy it quickly before I

do - because I could resell it tomorrow.  Test

every printer you are thinking of buying by checking the smallest

font size (usually point size four) to make sure it is as clear as you

would expect in a printed book.  You should also do this for inkjet

printers on the black setting.

Using the binders described previously it is very easy to

put together manuals as and when you get the orders by printing

out A4 sized pages together with a cover page in which the title

lines up with the window on the cover.  Do this until you have

enough sales to go to your commercial printer and have a cover

specially designed for you which they can print in quantity.  You

may have to find a local binding service to finish them off for you.

Your printer can advise you on this.

I
This is 9 point
This is 8 point
This is 6 point
This is 4 point

There are 72
points to an inch
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An alternative is to buy  a good set of ring binders in

which you can insert the pages after punching holes in them. This

is often used by educational course publishers who send out a

binder with index pages. Each month you receive a “chapter”. I

think this is expensive because a binder costs the best part of

£1.00 each, often more, but it does have the advantage that you

can send your subscriber updated pages. Even if you take the

trouble to insert a colour title page into the outer cover it still, to

me at least, doesn’t look as good as a bound cover.

I recently purchased a marketing manual for £150 which

had very good content and layout but the ship was spoilt for a

ha’penny worth of tar. The 260 pages were obviously photocopies

and on cheap paper. He could have used 100 gsm paper, printed

both sides and created a book that looked better. The cover was a

ring binder and instead of spending a few extra pence on slipping

a colour page into the front cover, it was another black & white

photocopy. Pity, it’s a very good book too. He’s not into the

Spielberg Principle.

The Spielberg PrincipleThe Spielberg PrincipleThe Spielberg PrincipleThe Spielberg Principle

Always use the Spielberg principle by taking the time to

create something special so that your customer feels he is getting

extraordinary value for money.  Consider scenes in the movies

which may have cost thousands of dollars to produce yet only take

up a minute of screen time and which could have been left out

completely.  The little mechanical bird scene in Mary Poppins

cost a small fortune to produce and had no relevance to the film

whatsoever, nevertheless it is little touches like these that make or

break a movie - or your project!
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A certain film showed a car driving along a road in a

dusty Iowa cornfield. The producer could easily have placed a

land-camera to take this shot several times from different angles.

No. He hired a helicopter, started with a close shot of the driver’s

head and then panned out to reveal the immense size of the

cornfield. He didn’t have to do this. It had no influence on the film

whatsoever other than to be a good camera shot.

Sometimes a little extra effort can powerpack your

project. When Pixar, creators of A Bugs Life and Toy Story placed

out-takes into the final credits of A Bugs Life, they created

something so popular that they went on to create more and added

them to Toy Story 2. The out-takes were unusual in that there

weren’t any out-takes. Computer animations don’t make mistakes.

Despite budgets and deadlines, each out-take was individually

created from scratch. They had no relevance to the film, indeed

the film was over before the paying customer even saw them.

They were just a little something extra, to amuse the viewers, and

amuse them they did. Millions of kids fast forwarded to get to

them, mine included.

The alternative to doing this is to observe what happens

to restaurants whose managements are  known as pea-counters.

We’ve all been to one, the kind of restaurant where it is perfectly

clear that each plate has been measured as a cost analysis - each

portion checked off against a profit & loss projection. You get the

feeling that each pea has been counted and weighed. You also get

the feeling that each plateful is designed to give you the minimum

food allowance for the price paid. You also get the feeling that

you aren’t going to go back!

Of course, cost cutting is important, but you have to find

the point where you turn off all the lights that are unused - without

turning so many off that your factory ceases to operate.

A small idea,
presented to an

audience that
had already seen
the film, became
a  trade-mark in

itself.
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Copy checking your work.  When you are

working to deadlines you will not have time to send

your work to a professional copy checker, and even

they won't find everything.  If you let a colleague or

friend read the newsletter you will find that most of

the mistakes, particularly the howlers, are taken out.

I work to the 80% rule because it takes only a few minutes to get

80% of the copy correct but from then on the extra time involved

in finding the last few errors takes more time than writing the

thing in the first place!

This is exactly the same principle used by Microsoft. If

they tried to get all the bugs out of a new programme it would

never be launched, so they get 80-90% of the bugs out and then

launch it. The customers tell them very quickly what bugs there

are and, more importantly, which bugs the customer finds most

irritating. They solve those first.

Less than 1% of US Millionaires received inherited
wealth. Most had nothing, or less than nothing to start
with. The UK’s Richest man in 1998 was Joe Lewis who

left school at 15 to wash dishes in a restaurant.
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�• Initially use local photocopier
services

�• Find a printer with facilities to
accept printer files
downloaded by email

�• Check out Xerox directly or find
printer with digital equipment

�• Once established, use two
printers

Printing and
presentation 3
Professionals

ever try to use your own little photocopier.  The work

that you send out to your customer must always be of the

highest quality and never, ever, try to skimp by sending

out photocopies which have streaks, shading, or those grotty bits

around the edges.  Always take your copies to a print shop or

professional photocopy services who have large photocopying

machines that produce high quality images.

It is wise, but not essential, to use two printing services at

the same time.  The main reason is to give you a back-up service

in the event of one being destroyed by an avalanche just before a

deadline.  The other reason is that when one wants to increase his

rates by 100% you can tell him to get stuffed and use the second

printer.

A local printer is useful but Exchange & Mart is full of

economic services. Try to find two local companies.

N
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�• Perceived value of Floppies
verses CD ROM's

�• Email downloads

Printing and
presentation 4
Hi Tech Driving down

the information

superhighway

f you are thinking of producing hi-tech

presentations such has EMail downloads, CD-

ROMs, or downloads from your Website

remember about perceived value.

Look at a floppy disk, and then look at a CD-ROM.

Which one has the higher perceived value?  Yet they cost about

the same amount of money to produce in quantity.  Singly, the

CD-ROM costs a little more but it's only a few pence and the

increase in perceived value is over 100 times this figure. If you

produce anything on “disk” invest in a CD Writer and use that.

There are two ways of looking at CD Roms. In one

respect they have only a low perceived value. This is because

computer magazines are giving them away by the bucket load.

Free this – Free that. The CD is becoming synonymous with the

word Freebie.

I
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In complete contrast, if you buy a

computer programme, it now arrives almost

exclusively on CD. Indeed there is no longer any

printed manual, it’s on the CD, usually as a pdf

file. And programmes cost money.

The difference is easy to explain and an important point

for home publishers. Don’t emphasise what your project comes

on, emphasise the project.

When you are buying a new software programme you are

buying the programme itself – its benefits, its ease (its bugs!) The

fact that it comes on a CD often isn’t evident until you open the

box.

So, if you are offering an information product like an

eBook, don’t make a big deal about how it gets delivered. You’re

selling the product, not the packaging.

EmailEmailEmailEmail
We have already discussed how to sell a book with

twelve chapters on the Internet.

Summary: Put the first chapter on your Website for open

viewing and reading by anyone who reaches your site.  Charge a

small sum, say £10 or only £5 for the rest of the book.  The reader

then Emails you with address details and his credit card number or

does it directly from the website. You process the credit card and

EMail the reader back again with a PIN number.  He uses the PIN

number to access the remaining parts of the book which he can

then download directly to his printer including all graphics and

even in glorious Technicolor! Market the book by locating User

Groups (Usenet) and placing articles and information on their
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bulletin boards and/or place small classified advertisements in

generic magazines that have enough curiosity value to lead people

to your website. Also use press releases.

You don't need a Website to do this.  If someone in

Australia wants to read your manual then check that they have

Adobe OR the same wordprocessor e.g. Microsoft Word. It is

better for you to have an older version of a programme.  New

versions of programmes can automatically read documents

prepared in older versions, but documents prepared in the latest

version of a programme cannot be read by an older version (or red

buy an all the version, which is what Dragon’s dictation

programme wrote here!)  You must make sure that your client

either has the same version as yours or a newer one.  Then take

your document (or pdf file) and use WinZip to turn it into a

compressed zip file. Send your client an EMail with this zip file as

an attached document to your EMail.

If you start to do this quite often you may encounter long

download times.  PDF files are smaller than the equivalent

Wordprocessor file. At this point it may be worth investing in an

ISDN or digital telephone line such as BT Highway.

The Power of EmailThe Power of EmailThe Power of EmailThe Power of Email
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Starting in the next session I’m going to explore the truly

mind-blowing aspects of the Internet. In particular, I’m going to

reveal some great information about how you can set up a fully

functioning, highly profitable Internet-based business – without a

website.

Yes, you read that correctly. You do NOT need a website

to have an Internet business. In many ways this aspect of the

Internet has been vastly over-hyped.

I have mentioned before that direct mail had one

advantage. It had a built-in Darwin Factor. The fittest survived but

the idiots didn’t. You were left with successful good guys or

successful bad guys. When it comes to information regarding the

internet you are also dealing with eejits, dumkoepfer, nerds and

kids. No Darwinian gene pool improvement here I’m sorry to say.

Many of these elements have been banging on the “No

Website – No Future” drum and, strangely enough, then offered to

build websites for you at “cheap” prices. Methinks a conflict of

interest here?

I say again. You do not need a website to run an
Internet business. A website helps, it is even better, but it is not

essential. You can run a hugely profitable business using email

techniques only.

More on this breakthrough material next time.

Ask any
successful

person what
their goals are

during the next
five years and

they will tell
you precisely,

without thinking
about it.

Can you?
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Databases
This isn’t covered in the seminar because of time.

Nevertheless, if it doesn’t keep records, the best business on the

planet won’t last five minutes.

Dunn and Bradstreet, arguably the world’s largest

suppliers of business credit information services say that the

greatest single cause of business failure world-wide is the inability

to keep accurate records. If a business doesn’t know where it is, it

doesn’t know where it’s going, and that means it’s going no-

where.

I started by first full-time business in the early 80’s. I was

a salesman, not an accountant and had a healthy contempt for

accountants and pen-pushers everywhere. I might not be a genius

but I am not stupid either. During the next three years it became

blindingly obvious that if I didn’t do the record keeping, nobody

else would and if I didn’t do it I’d have no business left. If you are

an employee, as I was for 20 years, this means little. But if you

own the business, as I soon found out, it means the difference

between eating and losing your house, health, and probably even

your wife!

Suddenly I took on an almost obsessive undertaking to

make sure I knew where I was, and where I was going. I suggest

you do too. Indeed if you don’t, stop here. Don’t go any further.

Any business person, including a budding home publisher, who

cannot devote 1-2 hours a week doing some simple record keeping

is, how can I put it? Dead man walking!

Believe me I’m like you. I have money to make. I have

ZERO interest or time to keep records and I certainly have even

less interest in making sure that layers of bloated bureaucrats are
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kept feeding at their corporate trough by demanding money with

menaces from those who do work, rather than pretend they do.3

Nevertheless, we have to do it – so let’s do it as quickly and easily

as possible.

I’ll deal with accounts later. For now let’s look at

customer records.

Customer RecordsCustomer RecordsCustomer RecordsCustomer Records
There are two ways you can do this. By computer, or

manually. The only advantage of a computer worth talking about

is a big one. With a computer you can get it to print out mailing

labels. If you have 1000 subscribers to your newsletter think of

how long it would take to go through a card index and write or

type out 1000 labels by hand – every month.

This time factor alone would suggest that it is well worth

spending a few hours learning how to use a database programme.

You can do this yourself or find someone that does know (put a

little advertisement in your local paper) or attend a course held

nightly at virtually every Technical college, High School or Six

Form college in the country. It did it the hard way – from the

manual.

Despite all the options I believe you have basically two

choices of database programme and you will already have one

depending on whose “office” suite of programmes you have on

computer already – Microsoft (whose database programme is

called Access) or Lotus (whose database programme is called

Lotus Approach)

                                                
3 I ask just one question to justify my claim. If any western government reduced its politicians by 50% - Just
fired half of the skivers overnight – would it effect your life in the slightest? Now do the same exercise with
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teachers, firemen and nurses. I rest my case.

Example of computer database layout as used in Lotus Approach

These boxes
are called fields

This page
shows one
record. There
are 14 records
(i.e. 14
customers) in
this example
database

This is called a
tab. By clicking
this the page
changes to a
list of labels

This is the
name of the
database (in
this case it’s
called HPA

The tabs are
the names of
“views”. You
can create your
own views.
These are
welcome letters
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I have only used Lotus Approach, and a very early

version at that. At the moment I only have three complaints. The

“Find” facility, which I use to try and locate a word or phrase,

only works on one field at a time. On this example database there

are 35 fields, so I would have to perform 35 searches or guess

which field is the most likely to contain the word I want. I believe

MS Access has a global search that examines all the fields.

My second complaint is that when creating form letters it

is very difficult to create pretty pages (using bold, different fonts

sizes, etc.) And my third complaint is that on one occasion a group

of records got wiped out for no apparent reason. I put all these

irregularities down to the fact that I am using version 3.01 which

was created for Windows 3.1 around 1993 (As you can see, I like

to get my money’s worth!) I have no doubt that Access has bugs

as well, and if someone would like to tell me about them I will

gladly put them into future updates.

The object of any database is to put information in once

only. The first time is unavoidable, no matter what system you

use. The database comes into its own afterwards.

You can see the names of the fields I use. Most are self

explanatory. The odds ones are:

• PIF: Short for Paid
in Full. Someone
who buys a monthly
course in full to get
a special discount.

• First SO Date: The
date the first
Standing order
payment is due.

• 1st Month – Last
Month. The date
any part of a
monthly course is
sent.

Think of
business records

as navigation
charts. The

better the chart,
the more

advance notice
you have of the
reef and greater

opportunity to
turn your ship

around.
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Using Lotus Approach

Use the information in the software manual to set up the

fields roughly as shown. To create a new “view”, effectively a

new tab, you click “create” at the top of the page and basically

follow instructions. A useful tab is one I call Index. It’s actually

called Worksheet 1 until I change the name. It has all the same

fields as the main screen (called Form 1 in the example below) but

listed vertically one below the other.

This then shows all the records in the form of an index:

If someone has bought a one-off item we put the name

and address details in the correct fields and make a note of what

they bought in the “additional products” field. Monthly course

Click
Here

Index

It took seconds to
create mailing labels
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buyers are different. On the last day of each month we go through

all the records of those who have bought a monthly course ( use

“sort” to find all records who have a “Y” in the “Course Y/N”

field.) We type in the date of the month, indicating that they have

paid for  that month (usually by Standing Order) and the part has

been sent. It looks like this: (FOC means free of charge)

To find out who gets which part next month we create a

new worksheet (or new index) which only shows the membership

number and all the monthly fields:

You can see straight away who needs the next part. It’s

quicker to print out a full set of labels then view this list and hand-

write the number of the part required on the label. Alternatively

you can sort for a blank field by typing in an = sign, and you can

sort for a field with anything in it by inserting a <> sign. So, if you

want to see who needs part four, you type = into field [4th Month]

and <> into field [3rd Month] which tells the programme to look
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for fields in which Month 3 has anything written in it and Month 4

is completely blank, like this:

This will produce a

sorted list of all those who need

part four and by clicking the

labels tab, it will also print out

the right labels for you. After this

you can go into advanced level

by creating macros. A macro is a

small programme that the

computer will run for you but

you create it. Imagine it as a “memory” programme. You say to

the computer “remember all the key strokes I do from now on

until I tell you to stop, and record it under the name “Monthly

Report”.” Now you start the “record macro” and proceed to do a

series of sorts, exactly as described above, looking for each part

number and print the appropriate labels. Now you stop recording

the macro and it will have remembered everything you did. Next

month, instead of doing it yourself, you simple run the macro and

go off and make a cup of coffee while it prints out all the labels.

Okay, you’ve been really patient. All you wanted to

know was how to go about setting up your Internet business –

right? This is because you’ve seen all the multi-millionaires and

you want to know how to create a best-selling book that you can

offer on the Internet, take the money and arrange a “buyer collect”

system without you having to lift a finger – Yes?

Well why not indeed. I will show you all this. In fact I’m

doing it right now with the Eagle Project. You are about to receive

some very VERY hot information. This message will self destruct

in five seconds ….   Dum,dum .. dum,dum ..dum,dum .. dum,dum

dum,dum ..dum,dum .. dum,dum ..dum,dum .. deddelah …..

deddelah……..deddelah .. doodah …. dum,dum ..dum,dum … ..
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1. Step by step guides on how to create profitable projects, particularly Newsletters.

2. Starting your New Life – Bringing it all together. A step by step working plan to
create your new publishing empire.

3. Getting your business organised. Hot tips from real home publishers on how to
set up a simplify

4. How to capitalise on the greatest market the world has ever seen – The Internet.
 How to sell information products on the web without any stock whatsoever.
 How to make a success of web pages. Web pages made easy.
 How to sell a one page document on the Internet for £200 without a Webpage!
 How to create an Internet business without a Webpage! �– Just use email!

5. Where to put the money! Simple techniques for making sure you keep the money
you’ve made!

6.  ZERO - £30,000.  How to create a project that gives you a FULL TIME
INCOME for PART TIME EFFORT.

7. The Exit Strategy. How make a million in home publishing – without having to
earn it first!

Goodies to ComeGoodies to ComeGoodies to ComeGoodies to Come
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The International Home Publishers
Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom

Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.

mailto:hpa@phildee.u-net.com
http://www.homepublish.com/
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The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratch.

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world’s
first, and best guide to starting your own highly successful

home publishing empire.

© 2000 PJP Gosling.
All rights reserved. First print 2000.

Nothing may be reproduced from this work or stored in any form of information retrieval system
without the express written permission of the publisher.

The author and publishers issue this book on the understanding that whilst every effort has been
made to ensure the accuracy of all the information presented in this series,  they will not accept any

responsibility for any loss (or profit), direct or otherwise, as a consequence of using any of the
information presented. The opinions given are those of the author who is acting in good faith according

to the extensive research undertaken by him and who confirms that he himself uses the principles
described. Users are urged to seek legal advice before entering into any contract or business.
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The Home Publishing
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First on the Beach The Home Publishing Audio-Seminar (Tapes)
Comments received from delegates
Excellent ... it confirmed beyond doubt that the Home Publishing route is where I want to be. Wow,
what a day Friday 26th February was. - Chris B.
A new career for the future and one I feel I will get enormous pleasure and satisfaction from.- Bill H.
Delivered as promised a step by step guide to a cannot fail project.  - Brian C.
Such was the huge content of the seminar it could easily have been held over 2 days, otherwise it was
excellent. - Steve F.
Thank you so much for the seminar on Friday. It was invaluable. - Jon F.
… a great deal of vital information has been imparted - I like it.   - Martin J.
It has given me lots of ideas on projects. I have also received step by step instructions on how to do
it. Most importantly, ongoing support.  - Surin. K.
It provided a blueprint for my future activities.. your Project Analyser is priceless. Brian W.
The workshop lived up to my expectations … covered all. - David M.
The discussion right at the end doubled the value.  I give it 10+ out of 10. - Tony C.

The Home Publishing Workshop is now available on tape. For more information and an application
form please write to the European Hub address on page 60.
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Security and viewing Information
Important information for those who have received this course as an

electronic download version.

Early sessions of this eCourse, notably sessions 1 & 2 are prepared as simple pdf files without any
kind of security setting. Later sessions require an unlock code. These later sessions also require the
reader to have Internet Explorer Version 4 or higher. Some versions of Netscape may also work.

You will have received a password to access this file. This password is changed regularly. For
security reasons this password can only be emailed to you ONCE.

Very Important – Please read immediately
It has been brought to our attention that some computers contain software programmes that
can interact and corrupt this file rendering it unusable. We are working on a “fix” solution. In

the meantime it is VITAL that you follow the instructions below to print out a hard copy. If you
leave this too late and encounter problems you will not receive a new unlock code but we will send

you an unbound hard copy printout*

Instructions

Immediately on opening this file, print out all 60 pages on your printer.

PLEASE DO THIS NOW

If you have a colour printer it will make the reading of this course more enjoyable.
We suggest using good quality 100 gsm paper

(Four-ring binders are available for storage. Please email: binders@homepublish.com for details.)

We have not had any reports of this file crashing or effecting other programmes on computers,
however, for peace of mind it is a condition of this course that you

delete this file after printing it.

In the event of your not being able to print this file successfully please contact us on:
Technical@homepublish.com

This work is copyright. A Reward is offered for information regarding unauthorised copying. Please
see page 59.

*Unbound 60 page laser printouts on 100 gsm paper currently charged at £5.95 per set (UK only)
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The world's
greatest business

�“The Greatest Revolution the
World has ever seen�” �– Bill Gates.

The InternetThe InternetThe InternetThe Internet
s far as home publishers are concerned, one thing
is perfectly clear:

If there was ever a business to be in right now, it has got
to be home publishing.

A
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All over the world, companies are
being pushed, cajoled, persuaded and even
conned into getting websites. The rallying cry
is Be on the Internet or Be out of business. Of
course, this applies to all companies but let me
ask you just one question.

Assuming that you were a
manufacturing, or retail products company of
some sort, what would be the very best
products to have right now? And the answer is
simply:

Products you can deliver via the Internet.

Notice the word deliver. All over the world companies
are desperately trying to sell their goods on the Internet but selling
is only half of the problem. Today’s economy is speed driven.
They want it, they want it NOW, not next week. The laurels will
go to the company that delivers products quickly and efficiently,
and that means products that are not only sold by the Internet –
but delivered on it as well!

So what can you deliver by the Internet? Anything
digital.

Music
The word on the street is that CD’s are doomed. Time-

Warner are saying that within the next ten years (some say five)
any new records will be delivered by the Internet, cutting out the
need to even go to a music shop. To say that this is making music
companies somewhat worried is the understatement of the year.
Fortunately for them, their artists are contractually screwed and
will not be allowed to sell directly from their own websites and
have to do it from the companies’ websites. Mind you, this only
applies to current artists and every contract has a time limit. It

Statistics

The Internet took 4
years to get 50m
users compared
with 13 yrs for TV
and 12 for PC’s.

E-Commerce is
expected to hit 500
billion dollars by the
year 2002

83% of sales over
the Internet are via
credit cards
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doesn’t take a genius to figure out that someone will create a
website for new artists and so cut out the record companies
altogether.

FilmsFilmsFilmsFilms
When Mr Lucas decided to film Star Wars Episode One

in digital format he wasn’t thinking totally about film quality, he
was thinking about marketing. Within one week of making the 2.5
minute trailer available as an Internet download, big Joe made
history twice. Firstly it was the first entirely digital film ever to be
downloadable from the Internet and secondly, the 30 million
downloads that took place in that week was a world record.

It was an extraordinarily subtle move. He got 30 million
people to spend about two hours downloading an advert for his
film entirely at their own expense.

In the same way that CD’s seem to be doomed, video-
shops may soon become history as full film downloads in “real
time” become available over the Internet. In the USA phone
companies charge a fix rate for Internet usage. This is rapidly
being forced on other countries like the UK where, at the time of
writing, British Telecom has already announced a fix-price
package. I wouldn’t invest in a video hire shop just now.

Oh yes, there was something else you can offer over the
net .. what was it now .. I’m just trying to remember .. oh yes..

Bo o ks
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If the Home Publishing Revolution is wonderful then we
are sitting with bated breath as a new revolution bursts onto every
author’s doorstep. Absolutely everything that’s been said about
home publishing so far pales into insignificance when we consider
the following true story.

On the 14th March 2000, the novelist,
Stephen King wrote a new 60 page short story
called Riding The Bullet. It was the first
eBook to be published exclusively on-line by
a best selling author. The book was offered for
2.40 US dollars

According to CNN almost one million people tried to
download this book on the first day. Of course the entire system
locked up, probably due to one of Mr King’s demons having a
buzz around the system. Either way, the devilish Mr King made

Books that have been
converted into electronic
books for transmission
over the Internet are
called eBooks. It is now
convention to place a
lower case ‘e’ before a
product that has been
digitised in this way.
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himself and his publishers two million dollars virtually overnight
which is nice business because:

! Thanks to CNN they didn’t need to publicise it
! Thanks to website banking, they didn’t need to

process the orders
! Thanks to the Internet, the public paid for all the

delivery and printing charges, and were happy to do
so.

This isn’t fantastic. History is littered with multi-
millionaires making ever more millions faster than a speeding
bullet. What IS fantastic is that for the first time ever, this
technology favours anyone and everyone. To put it bluntly – you
can do it too! All you need is a webpage, a product and banking
facilities. You can get any of these in two ways; either Do It
Yourself, or use a Master Site. At this moment in time the master
site is by far the easiest route to take, but they do take a cut of
your earnings, albeit minimal, and the end result is ten times better
than any conventional publisher would ever offer you.

Doing It Yourself �– The True Story!
Before we launch on our voyage around the Internet we

need to take some bearings. As we speak the Internet is changing.
In fact it is changing so fast that there is no-one, anywhere, who
can give you the full story at any one time. It is actually changing
as fast as you can talk about it. In the space of two days I saw free
Internet access launched by two companies simultaneously. In the
space of one month I saw 8,000 User groups added to Usenet.
Conservative estimates suggest that 10,000 new sites come on line
everyday. The only difficulty with the World Wide Web is
knowing when to start something that will last.
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In the middle of this confusion and chaos lie two gems:
Profit and Enterprise, for whom confusion acts as a rich fertiliser
for growth.

The amount of ignorance spoken (and sold) about the
Internet and the World Wide web is awesome. Large companies
are being ripped off by web-page designers who may know
everything there is to know about HTML, combined with a degree
in art and design, but who known absolutely nothing about
producing websites that sell. Here is a recent example.

When Land Rover in the UK launched a new version of
the Discovery, I wanted to see it. Finding Land Rover’s site was
not a problem and it shows how people go about searching on the
web.

Firstly they will type a name into a search engine.
Unfortunately if you type “Land Rover Discovery” into such an
engine you will get every Land Rover Dealer in the world spread
out over some 15,000 pages! At this point the astute searcher
guesses at the address they want. I guessed it would be
www.landrover.co.uk and I was quite right so full marks to the
website designers for picking the right address.

The site had an area devoted to a video presentation of
the new car (brilliant) but in order to view it, you had to download
a piece of viewing software (poor). At this point some people get
edgy. Hard disk space is not everlasting and if I want a new
programme I will ask for one, not have one forced upon me. The
final crunch came when, in order to receive the software, I had to
enter my email address and other details before the download
would start. No way. Forget it. I don’t expect to fill in a
questionnaire before walking into a showroom. I immediately
went to Toyota to look at their 4x4 vehicles and guess what? No
hassle. Land Rover must have spent tens of thousands on clever
web-site designers and nothing on common-sense!
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The same thing happens with sites that are full of photos
and flashy graphics. If you go to www.amazon.com you can
hardly see what to do, it’s so cluttered. There is nothing more
frustrating that sitting in front of a screen waiting for a few
graphics to appear before you can get on with it! If I want flashy
pictures I’ll go to NASA and feast on the Hubble Telescope
pictures.

A Brief History Of Time
I won’t bore you with the full story of ARPNET and all

that stuff but a quick look-see at the history of this thing will be
useful, and occasionally amusing.

The Internet, short for International Network of
Computers was commissioned by the US military who wanted a
system in which military computers were less likely to go down in
the event of those nasty commies dropping a large lump of hi-
grade Plutonium on top of one of their nerve centres. The fact that
the Electro-Magnetic pulse from a few lumps of the
aforementioned element would take out the entire telephone
network, and with it the Internet, seems to have passed them by.
To achieve this end they contacted several universities who
already had an elementary version with which they communicated
with each other. It was essentially a US invention,
notwithstanding the fact that half the clever bods in US
Universities who set this up were Brits, but that’s by the by.

In 1992, which, you will notice, is not a long time ago,
another Brit called Timothy Berners-Lee working at CERN in
Switzerland created the first practical web browser, and being a
typical Brit – made it free to everyone. Had he been called
William Aloysius Gates esquire he would have licensed it at one
cent per go and become the richest man space! But being a Brit
such things would not have occurred to him. He is still improving
it, free of charge, to this very day.
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How It Works
Think of the Internet as a railway system. The Internet is

the track, going all over the world liking one computer with all the
rest in a huge network. Computers armed with the correct devices
can get (log) into and out of this network at will.

In the beginning all that happened was that messages and
files were zapped from computer to computer along this rail
network like little high speed trains. These trains were very small
and elementary. They couldn’t carry pictures, only words and text.
The computers were like railway stations. They weren’t very
pretty stations, in fact they were just bland and functional (one up
on the present railway system then!)

Then Big Tim got to work and invented a way of sending
pictures. He created high speed super-trains called browsers that
could carry pictures and cut out all the typing. Now you could
pick and point at what you wanted rather than having to write it
out. This meant that computer railway stations suddenly became
colourful – like having a nice reception area. Suddenly you could
create your own pretty railway station and log in and out of the
network. More importantly, because the new high speed trains
(browsers) could carry pictures, they could carry pictures of other
stations to you.

In terms of what you can do with it, the Internet or World
Wide Web as I shall now call it (www) has three functions:

1. It is the world’s largest library. By getting onto the
www you can now view the most unimaginably large
information centre ever created. Of course, every
action has an equal and opposite re-action, so faced
with this mountain of information we have to deal
with the downside which is that the whole thing is a
big mess. A real library has indexes and records laid
out in an orderly fashion. The www library has no
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indexes, no records and can be a nightmare to get
round. It’s like going to a library that’s just been
bombed. Papers everywhere. Fortunately there are a
few primitive librarians handy but getting around is
still quite tricky.

2. It’s the world’s largest superstore. Nearly every
business on the planet now has a webpage that acts
like a shop window.

3. It’s the world’s largest communications network.
Before the www you could telephone or fax an
individual but you couldn’t, for example, contact
100,000 likeminded people by sending one message
and copying 99,999 others into it. This is why mobile
phone magnates are now buying into the Internet
faster than you can type vodaphone.

Who Owns It?
 Nobody and everybody. This sounds good for those who

want to increase personal freedom but having no central body also
means having no-one to control the traffic. You have got to have
rules (like which side of the road to drive on) that most people
agree to abide by.

This is already leading to bureaucracy. For example, if
you want a web address you have to register it (naturally,
otherwise everyone would duplicate addresses.) Until recently that
was it. However this lead to clever dicks registering names like
BillGates.com or MarksandSpencer.com with a view to selling
them to the parties concerned. Unfortunately for the clever dicks
concerned, some recent court cases have ruled that names like
Tesco or Coca Cola are not just addresses but virtual trade marks,
and you are no longer entitled to keep such a web address even if
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you registered it. As I write today, you must use a new domain
name within 90 days of acquiring it or risk losing it.

Getting On The Network
1. Get a good computer. Internet work is a huge drain

on your computer’s resources so the rule, if you are going to do
some serious surfing, is the get the most powerful machine you
can. This doesn’t mean that you cannot send emails or download
web pages using an old 486 machine running Windows 3.1, it just
means that you will soon get annoyed at waiting 10 minutes for a
little picture to appear on your screen!

2. Get a modem. Computers are digital. They talk and
act using numbers. Telephones, on the other hand, are analogue.
They talk and act using sound waves. A modem is a gadget for
turning a digital signal into a sound signal (a process known as
modulation). By attaching one of these gizmos to an outlet port at
the back of your computer it turns computer output into a sound
signal which accounts for that Burr, Screech, Burr, Diddlydiddly
when you accidentally pick up the phone while junior is cribbing
his homework 21st century style! Turn this around and an
incoming Screech Diddlydiddly can be turned into digits by
reversing the process. This is known as de-modulation. The word
Modem comes from Modulate-Demodulate.

The only thing you need to know about modems is how
fast they Diddlydiddly and undiddlydiddly, so just get the fastest
you can, currently about 57K bits per second. Ask the 17 year old
millionaire hyper-geek behind the counter.

A modem has one connection that slots into
a spare spiky hole thing in the back of your
computer, another that goes into a telephone socket
(known by fathers of pubescent daughters as a yak
socket) and another that goes to a power point. Of
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course you can get types that fit inside your computer and which
only require a yak socket plus a degree in Plasma Physics to fit it.

An alternative to a modem is an ISDN or digital
telephone line. Generally speaking these are very expensive and
not worth the money unless you use the web an awful lot. They
also work better the nearer your house is located to telephone
exchange, so if you’re next door to one it might be worth it.

Armed with a reasonable computer and a screech-diddly
you can send and receive faxes but not emails. Faxes go from
telephone to telephone, they do not go on the Internet. To send an
email you will need an email address and an Internet connection.
This means you must sign up with a company that can provide
you with an Internet service, and in a moment of blindness the
geeks forgot to call it an Terminal Wimp Internet Transferor or
TWIT, and called it something simple instead- an Internet
Service Provider, or ISP for short. Think of this has having to go
through an operator as in the early days of the telephone.

An ISP lets you dial into the Internet. Some of them, like
CompuServe and America On Line (AOL) charge you directly for
the service and others like Freeserve charge you indirectly by
using premium rate lines for service calls. Others, like U-Net
concentrate on corporate users and charge an annual fee.
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There is no such thing as a free lunch and you get what
you pay for. From a home publishers point of view, one thing you
have to look out for is what is the maximum file size your ISP will
allow you to send as an email.

As a home publisher you will want to send copies of your
written material over the Internet at some point, either to a friend,
customer or commercial printer. Pictures take up a lot of file space
and file sizes of 20 Megabytes for a book are not uncommon. If
your ISP places a restriction of 1.5 Meg then you won’t be able to
send such files.

ISP’s - look for:

1. Maximum file sizes, as above.
2. Do they offer telephone support? If so is it at normal

rate or premium rate?
3. Is it at local call rates?
4. Are there set up charges and/or extra annual charges?
5. Do you get free hours online every month?
6. Do they charge for the software needed? Read

Internet magazines to see if people complain about
bugs in the software.

7. Does it give full access to all Internet services or only
a few such as email?

8. Look at some Internet magazines1 for the Bandwidth
of ISP’s. Go for the largest. These are less likely to
slow down at peak times.

9. Do they give you free storage space on their computer
or do they charge for all or part of it?

10. Can you have several email addresses or just one?

When you finally decide on an ISP send a few big emails
to yourself to test the file size restrictions. Be prepared to change.

                                                
1 Try Internet Magazine or Dot Net
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A useful tip is to have a “Junk” email address. This is a
second address that you give to people or companies who are not
in the least bit important to you. This will act as a dump for junk
email or spam. Just clean it out every now and then.

Ok, now you’re on the tracks and ready to go. What next?

Getting On The Web
There are only two reasons to have a website.

1. For fun
2. To make money

We can ignore the first, so let’s get straight to the nitty-
gritty. How can you make money on the web?

The First Law of Making Money

Stop losing it!

The first thing a new owner of a company does is to go
through the books and decimate the purchase ledger. His/her first
priority is to stop up the holes in the bucket. Indeed this simple
trait marks out the professional from the amateur.

Ask any financial expert what to do about your personal
situation and he (assume she as well from now on, it saves trees!)
will tell you to pay your debts off first -  then start saving. The
reason is simple, the interest on borrowed money is always higher
than the interest you get on savings.

And so it is in the big, wide business world. Truly
successful businessmen do not speculate to accumulate. Their first
priority is to save money, not lose it.



Page 18

Looking at it from this point of view the object is to make
money from within the world wide web and that means you need a
website – yes?

No, actually. You don’t need a website at all.

In fact of all the stuff that’s been shouted about the
Internet over the last few years, the greatest load of twaddle has
been about the necessity for a website.

The First Law of Websites:The First Law of Websites:The First Law of Websites:The First Law of Websites:

Yea, it is better to make money without a website than it is to lose
money with one.

The Internet is a strange place. It’s like a baby that has
grown at 20 times normal speed. It looks like an adult, but thinks
like a three year old, and there are an awful lot of three year olds
out there giving you advice. Most of this advice should be read in
the toilet, that way you can kill two birds with one stone.

Web-Scams
I have spent years trying to persuade people to do their

own thing rather than waste money on someone else’s thing. They
agree with me. They nod their heads vigorously every time I make
the point that no-one makes money working for someone else, and
that the most they should ever spend on someone else’s plan is
time, not money. They even write me letters telling me they agree.
Then they ask me what I think about so and so’s plan and should
they join it!

Recently a well known con-man, someone who has cost
investors in his previous plan thousands and thousands of pounds,
has started a service I call website cloning.
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As with ideas like this it is not a scam at face value. It is
only on deeper investigation that the legitimacy of his scheme
becomes clear. This plan involves you paying to have a website
created for you. All websites have to go somewhere and usually
the originator of the idea will place your new site in a subscribers-
directory of his own. You can easily see such sites because you
get a domain name (Internet address for your site) that takes the
form:

www.organisers-name/your-sitename.com

or even longer.

Apart from the fact that your “shop-window” isn’t in the
high street but down a back alley in cyber-town, then this isn’t a
scam in itself.

But what is the point of the website? What, if anything,
are you selling? The con-man I mentioned earlier sells websites.
You pay him to have a website, then you market the plan to
others. Every time he creates a new website for someone, he
makes money and so do you in commissions. But what are you
selling?

A website – an empty shop! Vapourware!

A website is a meaningless entity, quite literally a store
with nothing in it. Our man is selling nothing, for profit – not so
much a chainletter more a chainstore. If you want a fun website,
then fine, but cloned sites are usually sold based on the element of
profit, and that’s where the ethics of this type of scheme are very
debatable.

If you are ever prompted to buy any website then think
long and hard as to why? If this is some kind of business
opportunity, then what is the product you are selling? Another
empty shop? Part of the reason why people get sucked into these
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ideas is that the whole concept of a website has been blown out of
all proportion.

A website is either an advert, or a shopA website is either an advert, or a shopA website is either an advert, or a shopA website is either an advert, or a shop
The primary purpose of a commercial website is to act

either as an advert – a brochure, in full colour- so that you can
explain all the advantages of your product for the least possible
expense (i.e. a selling job), OR take it one stage further and do the
complete job of selling, order taking and allowing the customer to
pay for goods and services. The kind of website you need depends
entirely on what you want to do with it.

The Advert Website

This is a simple website that explains your business to
others. Most commercial sites are like this and they can be a very
powerful tool. Instead of having thousands of brochures printed,
or having to take out large advertisements with full explanations,
you can now get an interested person to visit your website for
further information, and at no expense to yourself.

Instead of having to place advertisements which explain
your proposal in full, you can now shorten your advertising and
invite the reader to visit your website.
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The website will only be used like a large sales brochure.
If the reader is interested in buying, the usual method is to invite
the reader to phone, fax or email you for more detail.

The Shop Website
This is the same as the advert website but has at least two

extra sections. One section will be a “shopping cart” or an order
form. The second section will be web-bank facility. These two
sections allow you to run a fully automated business on the
Internet.

The Fully Automated Business
My father-in-law, now long gone but forever

remembered, was by trade a book-keeper, an accountant whose
function was to enter all of a company’s financial records into
ledgers. He spent a lifetime writing and tabulating vast columns of
numbers into Sales Ledgers, Nominal Ledgers, Purchase Ledgers
plus a myriad of Daybooks – all cross referenced and all by hand.
In my first business he handled an ever increasing workload until
one day – we bought a computer.
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By today’s standards, this 086, 8Mhz computer with a
20Meg hard disk is as antiquated as the Ark but it totally
revolutionised his work. I will never forget his look of surprise as
just one entry in one computer-ledger was automatically cross
indexed, added or subtracted to countless control accounts and the
Vat requirements completed in less than one minute. In one case,
a computation that had taken him a full week to do was over and
printed in 10 seconds. The same computation now takes me
milliseconds – as I press the key – it’s done. In his day this was
unheard of, akin to parting the Red Sea.

Somewhere from heaven he is looking at me as I also
look incredulously at my own parting of the Red Sea. For years I
have seen how business operates. I know the complex interlinking
of sales, accounts, stock control, employee records, tax, health and
safety, rent, capital assets – I could go on for three paragraphs.
Running a business was tantamount to running a treadmill – hard
work, long hours, and everything and everybody making it harder
for you.

Suddenly it’s gone. In the blink of an eye all the hassle
has virtually been eliminated.

We now have Internet companies with vast sites – but all
in virtually rent free hyperspace. Now for the first time in history
you can run a business that literally makes millions per year, with
a full time staff of less than five. You can run a business earning
merely hundreds of thousands entirely by yourself working on a
computer no bigger than a briefcase, costing no more than one
month’s office rent - but with no office, no staff and no overheads.
Furthermore you can pick up your laptop, fly to Bermuda and
continue your business without interruption.

Indeed, and this would be pure fantasy if it were not
absolutely true. You can now leave your business completely
alone, and it will tick along like a clock, and with each tick
automatically placing money in your account. A fully automated –
clockwork business. You just wind it – occasionally.
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The key players in this fantasy land have always been the
banks, and unfortunately this is still the case. E-Money, the
creation of “credits” to be used over the Internet never really took
off, probably due to the fact that most of us distrust the banks less
than we distrust a new idea. This is a pity, because money is still
king of the Internet and the banks are the King’s only councillors.

If it were not for the banks, Internet commerce would
now be going ballistic.

Ye Bankes
To be fair, the banking system was taken by surprise, and

still is. The scene is changing too quickly for them to adjust.

In the old days (that is pre 1992!) banking was a simple
affair. Businessmen wore suits and had grey hair. Bank managers
knew their areas, their clients and to a large extent they knew their
clients’ business capabilities. A business loan was simply a matter
of working out the risk. It was important that if the business failed,
the bank had some assets to call upon. In every case, these assets
were property. Property had value and businesses needed property
to work from. They also had machinery. These were the assets the
banks needed. Banks were glorified pawn brokers handing out
money based on hard assets.

It’s all changed. Businessmen now wear jeans and if they
haven’t sold their dot-coms for several zillion before the age of 24
they consider themselves failures. They don’t need start up money
and if they do go to a bank they haven’t got any hard assets
because the only asset they need and use is between their ears.  All
that these hi rollers need are banking facilities – Internet banking
facilities and that’s the problem. The Banks are behind the times.
Indeed they are holding back the race.
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Now anyone from a redundant miner to a retired
stockbroker can start an Internet business just as fast as it takes to
get the website launched. All you need to turn your Advert
website into a Shop website is an Internet Banking facility and, at
the time of writing at least, you aren’t going to get it! You won’t
get it because the banks, or more precisely their little angels – the
credit card companies – are scared witless! For the first time in
history, they have got to take risks themselves – big risks.

The Web-BankThe Web-BankThe Web-BankThe Web-Bank

Currently 83% of business transactions on the Internet
are credit card transactions, usually in US dollars, so if you don’t
have a secure web bank facility you have cut out at least  83% of
your sales. You need a web bank.

Remember that banks never, ever want to accept too
much risk, and even though you have a great idea for a website
selling widgets, the path to getting that elusive web bank will be
long, and expensive. So why, I hear you say, do they act like this,
after all, we aren’t looking to borrow
money, we just want an Internet
account – a glorified business account
that I could get in any high street?

It’s because they don’t trust
you to deliver the goods. It’s all right
you saying to them that you want to
sell thousands of widgets all over the
world but what if you take the orders
for the goods, pocket the money and
clear off without delivering them? Or
they turn out to be faulty? Credit card
buyers are protected from this sort of
thing because the banks will refund the
money to the customers and then take
it back from the merchant’s current

DOT COM MANIA
At the time of writing
all is not well on the
stock market. Millions
are being knocked off
dot com companies as
investors suddenly
realise that most of
them aren't making
any money.
It’s important to get
this in perspective. A
company like
LastMinute.com
“collapsed” from a
worth of 700 million
down to a measly 300
million and everyone
panics.
The reality is that a few
people mucking about
with a website went
from zero to millionaire
status overnight and
they are still there!
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Security
Remember those World
War II films where
everyone was using
secret codes? Secure
websites that take credit
card details do much the
same thing in the same
way. They encode, or
encrypt your details. To
someone else who may
be looking in it all
appears as
gobbledegook.
A secure webpage starts
with https before the
www address.

account. Which is fine if the merchant still has cash in the
account!

You can’t blame the banks for being edgy, thieves that
they are. No-one’s happy giving credit to someone they don’t
know, and don’t have any hold over. I wouldn’t do it. But this
time they are in a quandary. Banks have managed to arrange
things so that you cannot conduct business without them. The
Internet is booming and now they have to stick their necks out in
order to provide a banking service for Internet businesses. They
can’t say no, but the fact that they do it at all is quite unusual.

What this means is that currently it is still very difficult to
get web-bank facilities of your own for your website. However it
is becoming easier by the minute to join companies who will do it
for you. These are called Payment Service Providers or PSP’s.

Payment Service ProvidersPayment Service ProvidersPayment Service ProvidersPayment Service Providers
Payment Service Providers are companies who will allow

your business to use their credit card facility. They way they do it
is quite clever.

Suppose you have a website selling
widgets. A customer clicks on your order page
and gets the usual messages telling him that this
is secure and he proceeds to order a widget and
pay for it. A short while later he gets an email
confirmation that his order is on its way. As far
as the customer is concerned, all this happened
on your site.

No it didn’t. When he clicked the order
page he actually left your site and landed at a
PSP’s site. He typed in his card details directly

“Trying to
understand the
Internet is like

trying to
drink a lake.”
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on the PSP’s computer (server) which is why it was secure, and
handled so quickly. When the transaction was complete, he was
whisked back to your site – and he didn’t even know it.

This is a great system but as with all things to do with
banks, expect to be screwed.

PSP’s will charge a set-up fee. Then they will charge you
per transaction. This can be quite hefty,
up to 10% per item2. They may also wait
30 days or more before the money paid
by the customer ends up in your bank.
This is to protect themselves against
refund requests by the customer.

The alternative to using a PSP
is to set up an e-commerce account
directly through your own bank. If you
already have a merchant account then
this will only involve you with ten
thousand forms to fill in. You will also
have to supply last two years accounts
which can be a bummer if you are a new
start-up! Generally speaking, getting a
direct e-commerce account with your
friendly bank is slightly harder than
cracking a safe deposit box using an
over-ripe banana.

If you do make it directly then
you will have the advantage of cheaper
rates all round, plus almost immediate
access to incoming money. However,
you then need to have your website on a

                                                
2 An interesting point in the EC is that all merchant accounts are charged on the total amount per transaction
irrespective of VAT. This means they are charging for, and making a profit on, the VAT element of a sale.
Making a profit on VAT is supposed to be illegal, but no doubt a few pockets have been filled in the halls of
power to conveniently de-tune this little anomaly.

Jargon
A Merchant Account
is a business that
offers a credit card
facility, like most
shops.
Don’t think you can set
up your own website
banking just because
you have a merchant
account already. You
can’t, and may lose the
lot if you try. Always go
to your bank or
merchant account
administrator who will
guide you through the
process of getting an
ecommerce account.
Different banks give
ecommerce different
names.
Server. Any computer
that you are linked to
while on the Internet.
Your website isn’t on
your computer, it’s on
someone else’s. You
can make your
computer a server but
it would need to be on
line 24 hrs a day and
have lots fast phone
access. When you are
on line to
CompuServe, their
computer is the server,
yours is the client.

A Secure Server can be
spotted by the URL or web

address it uses. If starts:
https://www

(Note the s after http)
then it’s usually a secure

server

Don’t worry
about all this

banking stuff.
Later on we’ll

give you the
Lazy Man’s
Guide to the

Internet in step
by step form.

It’s easy.
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secure server and it all gets very complicated. For established
businesses, get a direct account and then put a PSP on the top, that
way you get the money fast, and pay reasonable charges. If you
are a newcomer then go direct to a PSP in your own country.
(Type in “merchant account” into your search engine or ask your
bank.)

INSTANTBOOKSTORE.COM

There is one more alternative and that is to use someone
else’s facility – a server company. At the time of writing, and soon
to be launched is Instantbookstore.com (see
www.homepublish.com for details). This site will allow you to
sell books by placing your details on the site. The customer pays
directly on the site, the book is delivered by electronic means and
the author gets a commission.

You might think that more server company sites would
be opened in this way and allow small sellers of individual items,
or tiny businesses, to use the Net for order processing but the
same problem applies as a bank – refund problems. Delivery of
orders has to be more certain than just someone’s say so. With
eBooks, the server company always retains a copy on disk and can
always deliver, even if the author (the client company) has gone
AWOL.

(Back to the fully automated business)
Provided you can get some kind of Internet banking

facility you are on a very special road, the road of the fully
automated business.
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How a fully automated business works

Two are two sides to an automated business

! The logistics and order processing side (delivering it)
! The Marketing Side (getting the order)

Delivering it

(Please note, all this is automatic – You are sitting with
Stephen King sipping Pina Coladas)

1. The customer gets to your website, is sold by the
content and buys the product using a credit card.

2. Minutes later an autoresponder sends him a message
thanking him for his order and gives him an email
invoice.

3. His money goes to your bank.
4. A) For a digital product:

i) He has already downloaded it. In this case all
he needs is a password which is emailed to
him as in 2 above.

ii) Alternatively the same email gives him a
secret webpage address (we show you what
this means later) and he can download an
open copy from there.

B) For a solid product

iii) A second autoresponder message sends details
of the order to a Fulfilment House. This is a
company that specialises in holding some of
your stock and posting it for you as soon as
they receive instructions. (Note, avoid doing
this yourself otherwise you’re back on the
treadmill).
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TIP: Fulfilment Houses can be expensive, so why not
create your own by inviting a local mother or retired person to do
the job in their free time. All they need is stock, postage and a
computer with email facilities. Agree a piece work rate.

Apart from keeping the usual records, this is all
automatic.

Getting the order

The only work involved with an automated business is
the marketing. This involves spending each morning setting up
messages and adverts all over the Internet and then going off the
meet Mr King for afternoon Pina Coladas. We’ll discuss this bit
later after we do a bit of Surfin’.

Email Security
It is important to understand that any message you send over the Internet is not private. Think of it
as a postcard – anyone handling it can read your message, so DON’T give private information away,
not even your name and address if you can avoid it. Under no circumstances give your credit card
details away. Only give credit card details when making purchases from a secure site. Check the site
address on your browser. This is always visible somewhere on your screen. A secure site starts with
the letters https (the extra s means it’s a secure site). Also, somewhere on your screen you will see
a little picture (known as an icon) of a padlock, or a little key.
Want to send someone some private details? Go to www.ziplip.com and sign on. This is a free,
secure email site. You can create a message and then password it. The receiver gets an email
telling them that a message is waiting for them at www.ziplip.com. When they get to the message
they cannot read it unless they have your password. Tell them the password in advance, or you can
give them a “hint”, for example, your telephone number, which only they will know.
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The Complete Duffers Guide
to getting on the Internet

et’s start from scratch. You haven’t got a computer.
Which one do you get?

In book 4 I said that you don’t need a powerful computer
for word-processing work so if you are doing paper projects, that
still holds true. But if you want to do anything on the Internet, the
opposite holds true. You need a serious machine.

By serious you need at least a Pentium I machine running
windows 95 with at least 32 Meg of Ram, 200 MHz chip speed
and the biggest hard drive you can afford. Actually, these are quite
cheap now because they’re old hat.

My advice would be to go for a machine that is one
generation behind the current state of the art. So, if the best
current machine you can buy is a Pentium III, then look at the
prices of a Pentium II.

By doing this you will save lots of money, often for no
reduction in Internet surfing speeds. A well set up Pentium I
machine will download or upload information at almost the same
speed as a new machine because it’s the modem that decides , not
the computer.

L
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Modems have not been getting faster at the same pace as
computers, and the time it takes to make
contact with other webpages or download
information is ruled mainly by the modem
speed plus other factors like how many
people are using the Internet or even the
capacity of your own telephone line. At the
time of writing a Pentium I machine I own
showed no appreciable difference in speed
to a new Pentium III machine when it came
to downloading from the Internet.

Having got a reasonable modem
you now need an Internet Service Provider
or ISP. The best known examples are
CompuServe or AOL (America on Line).

An ISP is a company who have a large computer that is
permanently connected to the Internet. It also has lots of telephone
connections. You get onto the Internet by dialling into the ISP
who then links you to the Internet.

Jargon

Downloading means
that some information,
or a computer file is
being transferred from
the Internet to your
machine. This is what
most people do.
Uploading is the
opposite and usually
means that you send
something from your
computer to, say, your
own website.
When you send an
email, technically you
are uploading the
email. The terms
upload and download
aren’t normally applied
to email. Most people
prefer to say send and
receive instead.

Check out the best times of
day to download from the

Internet. In the UK the best
time is in the morning before

9.00am. In the evening it’s
slower because all the kids are

home and downloading
naughty pictures. Also The

USA is awake and on stream.

Your
Computer

Telephone link The
Internet

You cannot get onto the Internet directly

Your
Computer ISP

You get onto the Internet by going though an Internet
Service Provider

NO
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There are two, or three kinds of ISP depending on your
point of view.

! Free ISP’s (e.g. FreeServe)
! Cheap ISP’s (AOL)
! Expensive ISP’s (U-Net)

There is another breakdown into two categories that I
prefer to use:

! Good ISP’s
! Crap ISP’s

As with most things in life, you get what you pay for.
Free ISP’s will offer you the bear minimum service. Just enough
to get onto the Internet. They’re cheap, so expect cheap
performance. Things that go wrong are:

! Your computer keeps crashing because the code used
in cheap programmes has more bugs than a vagrant’s
vest.

! You might get your emails, you might not.
! It will be slow at best, and none-existent at times.
! You will almost certainly be restricted by file size on

your emails

Restricted files sizes can be a pain in the proverbial butt.
As a home publisher you will, at some point, almost certainly
want to send someone a large email. By large I mean you have
attached a newsletter or photograph that makes the file size more
than 1.5 Meg. A typical example is when you want to download
your newsletter to your commercial printer. A newsletter with
photos can take up 20Meg.

The reason is simple. Faxes go straight from one machine
to another. Emails don’t. They go from the sending machine to the
ISP who stores it. There it stays until the receiver logs in. Then
it’s downloaded to the receiver’s ISP. It takes up storage or
memory space inside the ISP. Cheap ISP’s don’t have too much
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space to spare and so they restrict the maximum file size you can
send.

Don’t confuse this process with downloading a large file
from a website. When you are connected to a website and decide
to download a video or something similar then you are directly
linked to that site during the download process, just like two fax
machines. The ISP isn’t involved with mailboxing the file.

 For this reason it may be Okay to cut your teeth on a free
website but as soon as you get email problems, change your ISP.

Also take note that a free ISP means things go wrong.
When things go wrong you need support. The support offered by
free ISP’s isn’t free – it’s usually a premium rate telephone call.

Cheap ISP’s suffer from much the same problems but
less so, and the telephone support lines don’t charge. Mind you,
computers can change several generations while you are waiting
to be connected so buy a good book and a comfy chair.

Expensive ISP’s aren’t. For an ISDN connection I pay
£150 a year with no extra charges and instant telephone support. A
standard (modem) connection costs £100 which actually works
out cheaper than CompuServe if you bring usage charges into
account.

Go for a free one to start with. Look in computer or
Internet magazines.

To get on any ISP you usually phone their main number
and they will send you a disk. That’s assuming you can actually
get to the phone for the pile of free AOL and CompuServe CD’s
heaped up on the floor. These miraculously appear every time you
buy a computer (nothing to do with the computer company selling
your name. No, not at all. ’Thought never entered my mind Gov!)

ISDN is the term used for a
digital telephone line.

This kind of telephone line
does not need a modem

because the computer sends
digital information directly.

The benefit is speed. Dialling
is almost instantaneous,

transfer times between one
third and twice as quick, and

surfing the net is quite a
pleasure.

The downside is price. ISDN
Lines also degenerate the

signal with the distance
between the computer and the
telephone exchange, so if the
exchange is five miles away,

don’t bother.
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When you install the CD the process is automatic. You
will be asked all sorts of questions like your inside leg
measurement and eventually, after several cups of coffee and the
odd curse, you will be on line.

There are two ways of getting on the Internet.

! By using a web browser such as Internet Explorer or
Netscape

! Or using a browser supplied
by your ISP and built into their
webpages.

The big browsers are Netscape and
Explorer. The latter is provided by
Microsoft free of charge so get to Microsoft
using any old browser and pick up a new
one. Before you do this make sure you
haven’t got Explorer already as part of the
Windows programme set that came with
your computer.

For the sake of convenience we are
going to assume that you have taken
CompuServe on board because they are
quite reasonable and give you a free trial.
Then we’ll do the same thing using
Explorer.

The first thing you do, assuming your modem is
connected and installed properly is to boot up CompuServe by
clicking the CompuServe icon on the desktop of your computer

Free Internet?

There is a huge
punch-up going on
at the moment
concerning
telephone charges in
the UK.
A “free” ISP means
that the ISP doesn’t
charge you for using
it BUT you are still
making a telephone
call, albeit a local
one, and this will
appear on your
telephone bill. Some
ISP'’ are now
offering free
telephone number
access at certain
times.
For “Free” read
“Have adverts
plastered
everywhere,
including all over
your emails”.

Microsoft like to use the word
Explorer a lot. Their spirit of

adventure no doubt and
nothing to do with that fact

that programmers are
illiterate.

Windows Explorer sits on
your desktop and allows you

to look around your hard disk
drive for files and stuff.

Internet Explorer (known as
I E) is a Web Browser.

Front Page Explorer is their
Web-page producing

programme.
IE4 was the browser used in

Windows 98 and replaced
windows explorer. If you

have IE4 or above then you
use the same explorer

programme to search your
hard disk as you do the

Internet at large.
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Above: Typical Desktop screen showing CompuServe icon in top RH corner
Below: CompuServe screen view after clicking icon

CompuServe WebPage after connection
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Some people, (I did at first)
confuse CompuServe’s opening page
with the Internet itself. Not so. When
you first connect to CompuServe you
are not really on the Internet. You are
just connected to CompuServe’s
computer. The bewildering variety of
stuff on screen is all in CompuServe.

You can spend all day going
around (surfing) CompuServe itself,
without going near the Internet. They have all sorts of things to
offer you like news pages, member forums, and information on all
sorts of topics. There is even a classified advertisements section.
It’s not unlike an on-screen magazine.

The fun starts when you get outside of one magazine and
start buzzing around the biggest news-stand in the world looking
at several million other “magazines.”

Jargon

A forum is like a
newsgroup – a
volume of people
who share a
common interest
and use a message
board to exchange
comments. A forum
is usually inside an
ISP. A newsgroup
isn’t.

CompuServe opening page after connection
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To Get On The Internet Using CompuServeTo Get On The Internet Using CompuServeTo Get On The Internet Using CompuServeTo Get On The Internet Using CompuServe
1. Double-click the CompuServe icon on your desktop.

CompuServe will now boot up.

2. Click the “connect to CompuServe” icon

3. It will screech diddly for a time and then tell you that
you are connected. According to your modem set-up
you may be asked questions, like “Do you want to
connect now.” Resist the temptation to type “No you
twerp, I just wanted to see what happens when I click
something..” It may also ask you for passwords.
Finally you should end up with this3

This two-computer icon
tells you that you are
currently on line

If you know the URL or web
address you want, then type it
here and press return
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At this point you are on the world wide web. Not exactly
rocket science is it? Note that using this system you are still on
CompuServe’s website. Surfin’ the Web means that you jump
from one site to another as you see fit

If you take the other route and use Internet Explorer all
you have to do is to double-click the explorer icon on your
desktop and you get this.

Page break here

The screen will be different on every computer. Unlike
CompuServe, which always boots up (starts) on its own WebPage,
Internet Explorer will go to whatever default page has been set up
for it. In this case we have gone to Microsoft’s WebPage. By
tinkering with the settings you can change this to go wherever you
like.  The usual place is your favourite search engine.

                                                                                                                                                 
3 Don’t expect the same pictures for newer versions. All websites are under constant change.
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Surfin�’ USA
Surfing the net involves going to interesting sites. There

are four ways to get there:

• Straight to the address
• Keyword Searches
• Links
• Browsing

Straight to the address

If you know the web address or URL you want to go to,
then just type it in the address field of your browser. Do not type
it in the keyword Search or Search field. Quite a few people make
this mistake if their default browser page is set to Yahoo, or a
similar search engine. Type a web address into the address field of
your browser

Keyword Searches

I don’t know how many people are with me on this
subject but my personal opinion is that Keyword Searches are a
pain in the rear. Clearly devised as the Revenge of the
Programmers, keyword searching can be THE most frustrating
venture of all.

The idea is to find a suitable search engine, type in a few
keywords, and there you are. Ha Ha.

Pick your Search Engine. Currently the following carry
the top spots but that was two minutes ago. To get to one just go
to www.yahoo.com and search for the others:

http://www.yahoo.com/
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Others I like are multi-search engines. Indeed the above
screenshot was obtained using a new one called copernic which
can be found at www.copernic.com.

A multi-search engine looks at all the available search
engines for you at the same time. This stops you spending hours
on each one individually. Indeed copernic goes one stage further
by cutting out duplications and giving you a list based on how
many times your keyword appeared on the site in question. It’s
very helpful.

You can make a search easier by knowing a few tips. If
you type CAR DEALER into a search field, most engines will not
only present you with four million pages of Car Dealers but also
the same number on CAR and DEALER. If you put the two words
in quotes – “CAR DEALER” or add a plus sign – CAR+DEALER
then they are supposed to find you car dealers. My experience is
that this helps, but not always.

Try to type in as accurate a description as possible. Don’t
type – TRAVEL+AGENTS – instead type

http://www.copernic.com/
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TRAVEL+AGENTS+MYHOMETOWN+WHEREIWANT TO
GO

For example. I live in New York and I want to get to
London:

TRAVEL+AGENTS+NEWYORK+LONDON

This will narrow down the search.

One of the best ways of searching is simply to guess the
web address, like I did for Land Rover. Just type in:

www.(guess the name).com
www.(guess the name).co.uk (or whatever country code)

Email
Having been connected to your ISP your first joy will

probably be to send an email to someone. In order to send an
email you need the basics:

• You need a modem
• You need an ISP
• You need an email-producing software

programme

Most modem packs come with an email and fax package.
If not then Windows 95/98 comes with Outlook Express, a built-in
package from Microsoft.

Many other programmes do exist, most of them available
as shareware. Shareware is software you can use without paying
for it, a sort of free trial for a specific length of time, usually one
month. After this time period expires the programme will do one
of three things.
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! It may let you continue, but with some of the special
features of the programme greyed-out (unusable).

! It may shut down completely
! It may continue but bombard you with reminders to

register (i.e. pay-for) a fresh copy.

Various websites allow you to download shareware
products, notably www.shareware.com and www.download.com.
Often it is just as easy to use the keyword search for “free
shareware” in your favourite search engine.

A little thought about shareware. If a shareware
programme expires it is often possible to revive it by changing /
backdating the date on your computer before using it. Not that I
ever do this and not that I would ever in my wildest dreams
suggest you do anything other than register the copy properly.
Having said that the word on the street is that most software
vendors cast a blind eye until you go commercial and start using it
seriously. So saying, it hardly looks professional if you send, say,
a zipfile to someone and they get messages like “unlicensed copy”
written all over it.

I personally like a little email programme called Eudora
which is nice and easy to use. Eudora Light is a free trial version.
Eudora Pro includes things like spelling checkers. Go to
www.eudora.com for more details.

Irrespective of the programme you use, the basics of
sending and receiving an email are essentially the same. The
differences are in layout and how they go about recording names
in the built-in address book.

Email producing systems are split into two types.

1. Software like Eudora on your computer that you can
use to prepare email messages off-line (i.e. before
dialling out)
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2. Web-based systems, such as Hotmail. These are often
free.

For the record, Eudora Light looks like this:

And hotmail looks like this after you go to
www.hotmail.com:

Which system you use is personal choice. Hotmail and
similar systems are free and get their money by allowing
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advertising to be attached to the bottom of your emails. This is
Okay for private use but looks very odd professionally.

Email addresses

Your email address has nothing to do with websites.
Indeed you can have several addresses going at once. Your email
address is given to you by your ISP. The last part of the address is
usually the location of the ISP itself, and the first part is your
name or identifier:

Yourname@ISPaddress.com

This is another difference between cheap ISP’s and
commercial ISP’s like U-Net. Cheapos give you one email
address, pro’s give you an unlimited number by allowing you to
put any name you like before the @ sign. That’s how I can have
one email for questions:

Questions@homepublish.com

And another for more information:

Info@homepublish.com

And another for technical queries:

Tech@homepublish.com

And so on. Actually they all go to exactly the same place.
It’s just handy if you want to re-direct emails to other
departments.

Preparing an email

This involves filling in the appropriate details, some of
which you’ve seen already on the screen shot of Eudora above.
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To: Is the email address of the receiver. Remember that
you must type an email address exactly as it is written, preferably
in lower case letters. If you add a space or type a comma instead
of a full stop – it won’t work.

From: Your own email address. This is usually put in
automatically by your software programme.

Subject: This is a title for your email and should be a two
or three word summary of the message itself. This helps you
identify it later.

CC. This means Carbon Copy. If you want someone else
to be copied into the same message then just add their address
here.

Very Important. Any address, or group of addresses
(you can copy more than one person into the message) that you
place here will be visible to everyone who receives your message
– i.e. everyone will see everyone else’s email address. If you are
changing your home address and letting all your friends know
about it then fine, but if you do a commercial email then note the
comments below.

BCC. Blind Carbon Copy. This is like CC above but the
other recipients do not see all the other email addresses. This is
the one to use for commercial emails.

Attached. This allows you to add a file to your email,
such as a photograph or a word-processed document.

This is one of the most useful functions of email.
Everything on your computer is a file. In word-processing it may
be called a document, and in the case of MS Word, it will even
have DOC after the filename, but it is still a file. So is a
photograph, a drawing (also known as a graphic), a spreadsheet –
even a full software programme. They are all files
and you can attach one to your outgoing email.
One of the icons in your email programme will
attach files for you. In the case of Eudora it’s:
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In the case of Microsoft Outlook it’s

The paper-clip seems to be a theme
here N’est pas!

Click these icons and you’ll be able to
browse through your various folders, files and
directories until you see the one you want to send.
This is then added to the Attached line.

Important. Remember the file size
when sending attachments. Nothing is more
annoying than having to wait ten minutes to
download your emails because some twit has sent
you his holiday snaps. If you aren’t sure how long
your attachment will take to download, then send it to yourself
first.

*  *  *

Sending word-processed attachments

If you send someone an attachment prepared in a word-
processor, say, Lotus WordPro, then the receiver will only be able
to read it correctly if they have:

1. The same word-processing programme
2. The same version of that programme or higher
3. The same fonts

Click-itis

A disease that
affects the index
finger of mouse
users. Any wait of
more than three
seconds while
staring at a
computer screen
induces a fanatical
desire to click
something.

Pictures and Photographs
If you want to send someone a photograph you will have to scan it and save the
scanned image as a file. There are a bewildering number of file types to choose
from but for email or Internet purposes it boils down to two. JPEG or GIF.
The first one – JPEG has more colours, so this is best for photos. A GIF has less
colours and is suitable for icons, thumbnail images and cartoons. It is useful to
save both types of scanned images and compare them. Then look at the file sizes.
Choose the smaller size for email attachments.
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All software programmes (MS Word 2000 is the only
exception I know of) are downward compatible. This means that if
I send you a file prepared in MS Word 97, and you have MS
Word 98, then your programme which is more modern than mine
will still be able to read it because the programmers have included
converters which will take an old version and convert it into a new
one. The same is not true in reverse. If you modify my file and
send it back to me I won’t be able to open it. My software will
regard it as a “future” programme and won’t understand any new
codes.

If the fonts (typefaces) aren’t the same on both computers
the receiver’s computer will replace them with substitute fonts.
This can change the layout of a page and make page lengths go
squiffy.

If you send someone a written file, you should either
make sure they have the same programme or write it in a very
basic word-processor such as Wordpad which comes built-in with
Windows 95/98. An alternative that we will discuss later is Adobe
Acrobat.

*  *  *

For the vast majority of your emails you will only fill-in
the TO and SUBJECT fields before typing out your message.

Free on-line email systems like Hotmail are similar but it
is wise to write the message off-line in a word-processor and then
cut and paste the message when you need it. This saves on
telephone bills.
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Group Mailings and a variety of pork
luncheon meat

Group Mailings

Group mailings, sending one email message to a group of
people, come into their own when you consider commercial
mailings. A commercial mailing is an electronic mail-shot. Direct
mail on air, so to speak.

The saving in cost, compared to ordinary “snail” mail is
enormous. Unless you buy the email addresses, the cost of
preparing the message is zero.

The point about email is that it costs almost the same to
send one email to one person as it does to send the same email to
1000 people. The email message is uploaded once to your ISP,
together with all the other addresses. Your ISP then sends them
individually.

How to do it

It is perfectly possible to buy an email programme that
specialises in bulk emails (try Mailloop) but for most purposes
this is unnecessary. The address book section on most email
programmes will allow you to group addresses together under one
title. For example, instead of doing this:

To: Phil@Homepublish.com
From: You@where-ever-you-are.com
CC:
BCC:Jake@wannabe.co.uk;Joe@gonnabe.com;
Jack@havtobe.org
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You can put the three address together and give them a
group name, say, “enquirers” and do this:

To: Phil@Homepublish.com
From: You@where-ever-you-are.com
CC:
BCC: enquirers

Generally speaking  this system works quite well but
there are pitfalls:

1. If one of the addresses in the group is misspelt, or
faulty in some way, then some email programmes
will not send the entire group.

2. Expect a lot of “undelivered mail” responses.
3. If it is a commercial message, beware of SPAM
4. If you put it in the wrong field, e.g. TO or CC then

you are in deep do-do’s.

With a slip of the mouse, it is perfectly possible, indeed
devilishly unavoidable, to place the group name in any field other
than BCC. For this reason I recommend that any group mailings
you send are checked over by another person before you press
send. If you don’t, here is what happens.

Five hundred people see 499 other addresses. Four
hundred and fifty people send you an email telling you that you
are a complete **** for releasing their address to others, not to
mention that the email they received was three pages long,
consisting mostly of those addresses. Two will send you an email
“bomb” – a very, very long file that takes hours to download and
chokes up your system until you do. One will send you a virus.
Ten will be spammers. They will send their own commercial
message to all the others. One will spread lies about you out of
sheer devilment. Always remember that the fools, dunces and
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perverts who didn’t make it in direct mail are now alive and well
on the Internet.

Spam, Spam, Spam, Spam … lovely Spaaaaam …. """"

There is a difference between the junk mail you receive in
the post and the junk mail, or spam, you receive on email. The
former doesn’t cost you a penny. It just fills your trash. The latter
costs you in telephone download time. It might only be a fraction
of a penny but it still costs.

The process where you send an unsolicited email to a
stranger containing an advert of any kind is called spamming –
and people hate it. This is why it is most unwise to buy a list of
email addresses, even when the source swears on his mother’s
grave that these names are totally receptive and hot. They won’t
be, and any one of the names may well report you to their ISP
because spamming is frowned upon. In repetitive cases you may
even lose your ISP facilities.

There is a form of etiquette on the Internet that many
idiots ignore, and one is Don’t send unsolicited commercial email.

Basically the rule is to only email people who have
already enquired regarding your services. For example, if you
have snail-mailed 1000 people and obtained 100 names who asked
for further information, then these people can legitimately be
emailed with further offers provided you give them a get-out.
Indeed this is so important it is best to add a statement to your
emails outlining your policy on spamming.

Spam Policy: We only email those enquirers who have
previously requested information on one of our products. If you do
not want to receive further product information please send an
email to cancel@homepublish.com. Thank you.
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Having said that, it is sometimes necessary to send
unsolicited emails in bulk. An example is when you want to create
a web-ring. This involves searching the Internet for websites that
have a similar topic to yours but are not in direct competition.

I have already shown you a great example of a website
that is involved in a WebRing on page 20. This is the site to go to
if, like me, you are into old sailing ships. The site is promoted by
a major nautical bookstore but there are dozens of links to other
sites of interest, for example the National Maritime Museum or
Portsmouth, home of HMS Victory.

Assume that you are Tallships books, and you wanted to
link this site with other related sites. What you would do is to surf
the net manually looking for such sites using appropriate
keywords. You would then build up a list if these sites, in
particular their email contact addresses.

Finally you would send all these sites the same email,
asking to link to their sites and so-forth. More on WebRings later,
this is about bulk emails. You will find that you may have to send
a bulk email to other site owners quite often. In one sense this is
spamming so to some extent, the total absence of spamming is
unavoidable.

Getting your message through

 In order to cut down on unsolicited spamming, some
ISP’s are using special software that looks at the BCC section of
any email and stops sending it if it contains more than 20 other
addresses. Receivers can also programme their email software to
automatically ditch any incoming email that does not have their
address in the TO field, or they do it manually. There are
programmes available like Mailloop that will actually create a
unique address in every TO field to get around this problem.
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Speeding things up – Semi Automation

Every time you send an email message, ask yourself if
you will ever need to send it again. A good example is an email in
which you explain something. Another is an FAQ (Frequently
Asked Question). As time goes on wouldn’t it make life a lot
easier if you keep a “stock” of these messages for future use?

Here’s how I do it. Create a new directory, or folder
called Messages in your favourite word-processing programme.
Every time you need to compose a new stock message, use the
word-processor and give the file a name that indicates the nature
of the message. Alternatively create one document, called
General, and keep all the messages together, separated by spaces.
Keep your word-processor open when you are doing your emails.

Suppose you get an email query. By
clicking the REPLY icon your email software
will automatically prepare a new email with the
receiver’s address set-up for you and it will
repeat the original incoming message. Go to the
word-processor, select the document you want
to send and highlight all the wording. Hold
down control (Ctrl) and press C. This will copy
your message into the clipboard. Now paste this
into the body of your new email by pressing Crtl
+ V.

Alternatively you can prepare stock
messages within the email programme. In the
case of Eudora, create a new mailbox called Messages. Then
create a new email message, leaving the TO field blank and use
the SUBJECT field for a description. Then write the full message
in the body of the email.

Press Ctrl+S to save the message
Go to TRANSFER, then MESSAGES to move the email

to the MESSAGES mailbox.

Keyboard Short
Cuts

These are often
faster than trying to
do it with the mouse.
Check them out

Ctrl+C: Copy
Ctrl+V: Paste
Ctrl+S: Save
Ctrl+P: Print
Ctrl+B: Bold
Ctrl+I: Italic
Ctrl+U: Underline
Alt+Tab: Tabs
through all open
programmes
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When you want to send this message to an enquirer, copy
the enquirer’s email address to the clipboard. Go to the
MESSAGES mailbox and highlight the reply you want by
clicking it once only. Now choose REDIRECT from the toolbar
and paste in the email address. Now send or queue it as normal.
The message you send is only a copy of the original which is still
in the MESSAGES mailbox. This means you can alter the
outgoing message as you see fit. You should certainly add Dear
(enquirer’s name) to the start of the message to personalise it.

Instant Advertising �– Signature Files
To: You@YourISP.com
From:Me@MyISP.com
Subject: Your question
CC:
Bcc:
Attached:

Hi, Phil here.
In answer to your question concerning the

best way to download files from the net I
suggest you check out your time zone and
download when a) The US is mostly asleep, and b)
when the kids aren’t at home. In Europe this
means early in the morning. In the US it means
the middle of the night. Never try to download,
or even look at a site that has just been
showcased on the TV. Everyone else will be doing
the same thing and the system will slow down to
a stop. Do it next day.

Best wishes
Phil Gosling

mmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmm
Go to HOMEPUBLISH.COM and see How to make great
money as a home publisher.
FREE REPORT on ePublishing for profit. Email us
at freereport@homepublish.com
mmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmm
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A signature file, or sig file for short, is a 1-6 line
classified advertisement that you add to the bottom of any email
message. You can also do this when you post messages to bulletin
boards.

The nice thing about sig files is that nearly everyone
allows the use of them. You are very unlikely to get any kind of
bad press or complaints as a result of using one. This is a
GLORIOUS way to get free advertising.

Tips for creating good sig files

1. Give your sig file a bold border:

mmmmmmmmmmmmmm **************
m                                     m
m                                     m
m                                     m
mmmmmmmmmmmmmm **************

2. Include your web address if you have one

3. Include your email address – always

4. Keep the text lines to 5 or 6 lines maximum

5. Always include some free information, a clear benefit
or a good reason for the reader to take action.

6. If you have the time you can create some text art to
add as a logo:

       X
            XXX              Happy Christmas!!
  XXXXX
      XXXXXXXX
     O       H        O
               H
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Getting your emails read

Different screen sizes, settings and software programmes
display email messages in different ways. A message you sent
using Times New Roman, 12 point font could well arrive as Ariel

10 point font and this will make a big difference to the visual effect
of the email message.

The biggest difference is the line wrap. Those
 of you who
have used a telex in the dim and distant past will remember
 having
to put a line-return at the end of each
line. The same is true if you use a text editor such as MS
Notepad. Modern word-processors will auto line-wrap for
you at the edge of the
page but
an email programme will re-set the line wrap for the size of page
it is set up for and this can produce a very irregular
layout, just
like this paragraph.

There are two ways to stop this happening on sales
messages where presentation is very important.

1. When writing the message do a manual carriage
return every 60 characters with a five character buffer
zone.

123456789012345678901234567890123456789012345678901234567890
Create a template in your word-processor with a 60

character heading and keep all your text within 60–65 spaces.

2. Tell the receiver what size their page should be for
clear viewing. This is one way to do it:

Please expand your page size to fit this arrow:

<<<<<<<<<<<<<<<<<<<<<<<<<<<<<>>>>>>>>>>>>>>>>>>>>>>>>>>>>>>
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Permanent Email Addresses
Usually your email address is indelibly linked to your

ISP. If you subsequently change your ISP, you will have to
change your email address.

This is bad enough when you realise that you have to
send a “new address” message to everyone you can think of,
knowing full well that many of them won’t alter their address files
and still send urgent messages (telling you that your daughter has
just been kidnapped by white slavers) to an email address you
stopped using 3000 years ago!

If you think that’s tricky, try doing it if you have a
commercial business.

If you have your own website with our own domain
name, then you will already have a permanent email address along
the lines of : yourname@your-domain-name.com. The domain
name is registered by you, and so long as you have a website to
act as host, emails will always zip your way. However, if you
have a website that hasn’t got an exclusive domain-name
registered by you (like a cloned website of the kind we discussed
earlier) then you don’t.

You can easily get a permanent email address. There are
service providers that will always re-route your mail wherever you
happen to be. You just choose an email address and register it
with them. Typical examples of this type of company are:

www. pobox.com
netforward.com
mailbank.com

to name but a few. Indeed now it is possible to completely
personalise your email address to, say:
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Oh, Fax!
Don’t laugh. It took
me six weeks to learn
how to send a fax by
a modem.
Write a document that
looks like a fax in your
word-processor.
Press Ctrl+P to bring
up the print menu.
Normally this is set for
your own printer. You
will have other
printers available in a
drop-down list. One of
them will be a fax.
Effectively all you do
is to print a document
but select a “fax”
printer driver in just
the same way as if
you were changing
printer settings.

Bill Clinton@ Suck it and See . com
Gerry Adams @ It’s all the fault of the British Goverment.co.ira
IRS @ Demand money with menaces . com
Helmut Kohl @ Kick-back . gov

Or my personal favourite domain name for all politicians:
Thievin’ Sponger @ Run around looking terribly busy but still got
time to write a book .com

*  *  *

Ok. You can now do serious emails. You
have:

A Computer
A Modem
An email programme.
An ISP

Now, unless you’ve been doing the things I
suggested in parts 1-6 there is one more
thing you’re short of:

Money

So let’s go get some
Floyd! Coming next

What the website sellers
don’t want you to
know:

How to make money on the InternetHow to make money on the InternetHow to make money on the InternetHow to make money on the Internet
without a website�…without a website�…without a website�…without a website�…
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1. Step by step guides on how to create profitable projects, particularly Newsletters.

2. Starting your New Life – Bringing it all together. A step by step working plan to
create your new publishing empire.

3. Getting your business organised. Hot Tips

4. How to capitalise on the greatest market the world has ever seen – The Internet.
 How to sell information products on the web without any stock whatsoever.
 How to make a success of web pages. Web pages made easy.
 How to sell a one page document on the Internet for £200 without a Webpage!
 How to create an Internet business without a Webpage! �– Just use email!

5. Where to put the money! Simple techniques for making sure you keep the money
you’ve made!

6.  ZERO - £30,000.  How to create a project that gives you a FULL TIME
INCOME for PART TIME EFFORT.

7. The Exit Strategy. How make a million in home publishing – without having to
earn it first!

Goodies to ComeGoodies to ComeGoodies to ComeGoodies to Come
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REWARD

If you have received this home study course as an e-course,
(either by download from the Internet or by email), then we
are offering a cash reward.

Customers should only be able to receive THE UNLOCK
CODES in this course either:

a) From The Home Publishers Association on
hpa@homepublish.com or hpa@phildee.u-net.com

b) By email from an Authorised Retailer.

If you have received the unlock code from any source other
than a) above then you can earn a CASH REWARD by
sending us the name, address (or other details) of whoever
supplied you with the code. We will check our database of
authorised Retailers and if your supplier is not registered then
we will contact you immediately. If you have received an
unregistered code we will give you an immediate cash reward.

All information treated in strictest confidence.

If you have information concerning the illegal distribution of this course and wish to let us
know privately, you can leave a phone message on 01663 766063.
For absolute security, if you want to send a secure email then go to www.ziplip.com and
register some simple details. You can then prepare an email for us. Use ziplip’s secure
system which will prompt you for a  password (a different one to the password you log-on
with). Once you have sent the email you will need to let us know the password so that we can
read it. Do this by sending us an ordinary email from your own computer with the message:
I have an email for you on XXXX
Where the Xs are the password. (Do not mention ziplip.) Anyone viewing this will not be the
wiser.

We have three City-Based Lawyers who specialise in prosecuting copyright violations
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The International Home Publishers
Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom

Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.

mailto:hpa@phildee.u-net.com
http://www.homepublish.com/
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The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratchgenevaGeneva

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world’s
first, and best guide to starting your own highly successful

home publishing empire.

© 2000 PJP Gosling.
All rights reserved. First print 2000.

Nothing may be reproduced from this work or stored in any form of information retrieval system
without the express written permission of the publisher.

The author and publishers issue this book on the understanding that whilst every effort has been
made to ensure the accuracy of all the information presented in this series,  they will not accept any

responsibility for any loss (or profit), direct or otherwise, as a consequence of using any of the
information presented. The opinions given are those of the author who is acting in good faith according

to the extensive research undertaken by him and who confirms that he himself uses the principles
described. Users are urged to seek legal advice before entering into any contract or business.
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The Home Publishing
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Adobe................................................................................................................................................... 55
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First on the Beach The Home Publishing Audio-Seminar (Tapes)
Comments received from delegates
Excellent ... it confirmed beyond doubt that the Home Publishing route is where I want to be. Wow,
what a day Friday 26th February was. - Chris B.
A new career for the future and one I feel I will get enormous pleasure and satisfaction from.- Bill H.
Delivered as promised a step by step guide to a cannot fail project.  - Brian C.
Such was the huge content of the seminar it could easily have been held over 2 days, otherwise it was
excellent. - Steve F.
Thank you so much for the seminar on Friday. It was invaluable. - Jon F.
… a great deal of vital information has been imparted - I like it.   - Martin J.
It has given me lots of ideas on projects. I have also received step by step instructions on how to do
it. Most importantly, ongoing support.  - Surin. K.
It provided a blueprint for my future activities.. your Project Analyser is priceless. Brian W.
The workshop lived up to my expectations … covered all. - David M.
The discussion right at the end doubled the value.  I give it 10+ out of 10. - Tony C.

The Home Publishing Workshop is now available on tape. For more information and an application
form please write to the European Hub address on page 60.
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Security and viewing Information
Important information for those who have received this course as an

electronic download version.

Early sessions of this eCourse, notably sessions 1 & 2 are prepared as simple pdf files without any
kind of security setting. Later sessions require an unlock code. These later sessions also require the
reader to have Internet Explorer Version 4 or higher. Some versions of Netscape may also work.

You will have received a password to access this file. This password is changed regularly. For
security reasons this password can only be emailed to you ONCE.

Very Important – Please read immediately
It has been brought to our attention that some computers contain software programmes that
can interact and corrupt this file rendering it unusable. We are working on a “fix” solution. In

the meantime it is VITAL that you follow the instructions below to print out a hard copy. If you
leave this too late and encounter problems you will not receive a new unlock code but we will send

you an unbound hard copy printout*

Instructions
Immediately on opening this file, print out all 60 pages on your printer.

PLEASE DO THIS NOW
If you have a colour printer it will make the reading of this course more enjoyable.

We suggest using good quality 100 gsm paper
(Four-ring binders are available for storage. Please email: binders@homepublish.com for details.)

We have not had any reports of this file crashing or effecting other programmes on computers,
however, for peace of mind it is a condition of this course that you

delete this file after printing it.

In the event of your not being able to print this file successfully please contact us on:
Technical@homepublish.com

This work is copyright. A Reward is offered for information regarding unauthorised copying. Please
see page 59.

*Unbound 60 page laser printouts on 100 gsm paper currently charged at £5.95 per set (UK only)
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The world's
greatest business

How to make money on the Internet without
a website…

 am now going to speak heresy. Thousands of
companies, from the magnificent to the entirely
bent, would rather you didn’t have this

information, so I’ll say it very quietly, in case they get upset:

To start making money on the Internet, you
don’t actually need a website!!!

Next time you see a huge advert by a team of web-
designers offering to build your all-singing, all-dancing website
for you – think twice. In fact think three times, because lots and
lots of people are trying to flog you sites that they add to their own

I
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ISP’s, and getting you to sell even more as a kind of business
opportunity. It isn’t.

We have already discussed what a website is for. It’s
either an advert site or a shop site. An advert site is an on-line
brochure. A shop site is a shop with credit card facilities.

People are trying to get you to buy websites because a
myth has sprung up that websites are the be-all and end-all of
eCommerce. No they are not. If you play your cards right here is
how to go about eCommerce:

1. Start an email business

2. Then set up an advert site – by yourself, and for little
or no money

3. Then, as trade permits, build a shop site.

4. As far as possible, fully automate everything by using
autoresponders and labour saving programmes that
cut out all the dogwork.

Starting an Email Business
The way an advert website works is as follows:

1. You use various marketing techniques to advertise it.

2. People are drawn to your site, and the site then does
the same selling job as a brochure. This is a
lighthouse system (people come to you)

The way an Email Business works is as follows:
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1. You market your business in exactly the same way as
above.

2. You send your brochure to enquirers. This is a
lifeboat system (you go out to the people).

Notice that there is very little difference. Instead of
people viewing your brochure/website on line, you effectively
send it to them. Here’s a great little example.

Dave was selling his car. He decided to create his own
website, so he bought a ready made site for £500 (!). He then
uploaded a picture of his car plus the details. The reason he did
this was because he rightly surmised that a little advert in the
usual papers didn’t allow him sufficient space to explain all the
technical details of the car. So he forked out half a grand. Okay,
he also reasoned that he would be using the site for other things in
the future and so mentally wrote-off the cost of setting it up.

In my opinion his first mistake was to buy a website
when for the sake of an hour’s study he could have created his
own (I’ll show you how later). His second mistake was to ignore
the fact that be could have put all the details, including the
photographs, into a file that he could email to any interested
person. Not only would the file have looked as good as any
website – he could have sent a website (i.e. an HTML file.) This is
the whole point. In an email business you effectively send the site
to the enquirer, rather than have the enquirer reach it themselves.

There are reasons why you should only look at an email
business as a temporary, stop-gap measure:

1. It’s labour intensive. Part of the idea of having a
eBusiness is to automate it. An email business takes
up personal time. This is fine at the start but not in the
long term.
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2. Its not automatic. Unless you use autoresponders.

3. It’s not instant. The enquirer has to wait for your
response.

4. It’s not a 24 hour service.

Even with these downsides, an email business is without
doubt, the easiest, cheapest and obvious way to test a new venture.

Starting your email business I

Using the idea generation techniques, in particular
looking at Newsgroups and picking a good topic from there (i.e.
you select an easily contactable target audience first), you then
create your own eBook or eProject. As I’ve said all along, the
selection of the target audience is all-important. The idea for a
product to present to that target audience becomes clear once you
select the audience. Before we go any further I want to show you
a new area in which you can generate and sell very saleable
products. I call it the ebay system. You’ll love it.

The easiest, most cost-effective
way to start an email business –
The Ebay System

If you haven’t done so already, go take a look at auction
sites. Type in “Auction” into search engines and go walkabout.

An action site works like this. Someone selling
something – and this can be anything, absolutely anything at all –
can, for as little as two dollars, place details of it on an auction
site. It will be classified into categories, such as Computers,
Antiques and so forth. Any potential buyer can make an offer on
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it. The usual procedure is that a buyer will go to the home page of
the site and use the general search facility to locate roughly what
they are looking for. Then they will go down a list of what is on
offer.

Finally they will select further details of the item of their
choice and make a bid on it. The details page of the site tells them
how many offers have been made already, and when the auction is
due to finish.

Example of Ebay Auction Site Home Page (Graphics removed)
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The most famous auction site of all is at www.ebay.com
but the success of this site was soon copied. To start off you want
an auction site that specialises in your home country. The reason
is that you probably won’t have any credit card facility. It is
extremely unlikely that any foreigner will send you a cheque or
bank draft. However, provided you make your name and address
perfectly clear (don’t hide behind mailing addresses or post-box
numbers) then Helmut Kohl probably will send a cheque to your
Munich address. So find a local auction site. For example, ebay
has a UK version at www.ebay.co.uk.

Don’t think of an auction site as an auction site. Think of
it as a way to reach thousands of potential buyers, all with cash in
their pockets.

Some examples of Auction Site
successes

We’ll cover our area, i.e. Publishing, in a minute.
Meanwhile look at some spectacular gains people have made in
other areas. But first, some advice for Europeans, particularly the
Irish, Scottish, English and German communities.

US PERCEPTIONS

Okay, I know that all Frenchmen don’t wear berets or
have onions hanging around their necks. Nevertheless I have a
picture in my mind, a perception, of a “typical” Frenchman. I also
have perceptions of other nationalities. Similarly other nations
have perceptions about the English, the Irish and everyone else.
What I am about to say concerns a series of perceptions held in
the USA about the UK, Ireland and Germany. I hasten to add that
even though I write this having discussed this with a few eminent
US businessmen, it is in no way supposed to be a disparaging
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comment on either side of the big blue wet thing. It’s just a
thought. A bit of fun. If you don’t like it, then fine. It’s also a
thought that, for some reason happens to work.

US-England

Many US citizens consider the English to ride around on
horses shouting “Prithee fellow, well met” while on the way to
their Englishman’s castle.

US-Ireland

Green Lanes, Donkey carts, Leprechauns. The Quiet Man
country, bejabers and beggorah.

US-Scotland

“Ye canna tak awie ma freedom, pass me the broadsword
please.” Och aye the noo and all that braveheart stuff.

US - Deutchland

Beer Kellers, Lederhosen, hats with feathers, umpah,
umpah.

These perceptions have allowed some people to make
serious money.

US History

According to the American writer, Bill Bryson, 80% of
buildings in the USA were made in the last 25 years. By complete
contrast, a typical Yorkshire farmhouse has walls that were
constructed before George Washington was born. The UK alone
(never mind the rest of Europe) has over 100,000 listed buildings
of historical importance, including over 1000 medieval castles.
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America does not have this powerful historical legacy. Prior to
1776, today’s America didn’t even exist.

What I am getting at is that many Americans have a great
feeling, even a need to lock-in to the ancient history they haven’t
got, and to do this they look at their own ancestors to see where
they came from. In the main this is Britain, Ireland and Germany.

It’s a broad statement to make but it has been proved time
and again that Americans have a great interest in the history of
their ancestral country, often make a pilgrimage there, and are
very VERY interested in historical artefacts from those countries.

Where there is a need, there is a trade.

EXAMPLE #1 – BILL CLINTON’S NEIGHBOUR

England is covered in so many historic sites that
Englanders take them for granted. Take any map of the
Derbyshire Peak District and you will find dozens of references to
“Tumuli” – ancient burial grounds - often just small mounds in a
field. One day a man happened upon such a site in a farmer’s field
and he had an idea.

Land in the Peak District National Park is strictly
controlled to almost unimaginable lengths. Give a Brit a bowler
hat and a set of rules, and he/she will enforce those rules to the
very letter. As such, the only use for open land in the Park is for
grazing sheep. You cannot build a sheep fold without filling in 35
forms in triplicate. As a result, the price per acre of land is quite
low, about £1500 per acre.

Our man offered the farmer twice the usual price for his
acre of field, which had a tumulus on it, offered to give the farmer
perpetual free grazing rights and keep the stone walls properly
maintained. The farmer agreed.

Between  May
and June 2000,

over one million
new Internet

subscribers
started surfing
the Net in the

UK alone.
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The acre of land was divided into 44,000 small plots and
sold on an action site for 4000 dollars per plot. It was a true sale,
and the beautifully prepared, medieval-looking conveyancing
document of sale, hand-written by a professional calligrapher, was
absolutely legal. He had sales from all over the world from people
wanting to buy a piece of history.

In one case he received a phone call in the early hours of
the morning from an American gentleman who enquired if he
could buy two plots next to each other  and have the second plot in
the name of Bill Clinton. When asked why, he said he’d always
wanted to tell people that Bill Clinton was his neighbour.

The farmer, on the other hand, is now quite used to
seeing a Mitsubishi Space Wagon pull up and despatch an entire
Japanese family by the stile in the wall of the field. Invariably the
father, using a global positioning device and a set of co-ordinates
will trot joyfully to his piece of King Arthur’s realm, hold up a
Union Jack flag while his adoring family increase Kodak’s profits.

EXAMPLE #2 – LAIRD OF ALL HE SURVEYS

The idea above was probably spawned by several
companies who have cut up bits of Scotland and bestowed the title
of Laird of the Clan McDangle to anyone buying a piece of
Scottish bog.

EXAMPLE#3 – OH DANNY BOY

An article in the Weekly News, an Irish magazine,
revealed the story of a man in Galway Bay selling sand over the
Internet to the Irish community in the USA.  He uses a box of
Irish matches and fills it with sand from Galway Bay. The local
Priest blesses it and for a small contribution to church funds, signs
a certificate of authenticity written in Gaelic. Rumour has it that in
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the early days, a US bidder bid over 1200 dollars for such a box. I
wonder if the Priest knows that?

EXAMPLE#4 ART THOU ROBIN HOOD?
NAY, GOOD SIR, I AM ROBBIN’ THEE

The Forest of Sherwood, as immortalised by Kevin
Costner, Douglas Fairbanks Jnr, and Errol Flynn, has got to be the
perfect combination of Olde Worlde history and myth to delight
US perceptions.

So one day a man offered a genuine longbow, crafted
within Sherwood Forest, complete with a set of arrows, a leaf
from the Forest, and, as usual, a medieval-style certificate of
authenticity. He got £1800 for it which is not bad, seeing as it only
cost him £90 to make. He has subsequently been warned that
taking a single leaf from Sherwood Forest is a criminal offence!

Of course, these examples are of objects, not
publications, so lets get thinking along the lines of publishing.

At a seminar in October 1999 I suggested that if anyone
attended the future opening of the Lady Diana Spencer memorial
centre, a few of the programmes would sell extremely well over
the Internet. To my knowledge, nobody took it up which proves a
point – most people are not hungry enough to do something
beyond clicking the TV remote control. (At this point several
readers are pulling faces at the thought of making money in such a
sensitive area. Fair comment. The fact that every newspaper,
magazine and memorabilia company, not to mention the Lady’s
good brother, is doing it should help you along – if you’re hungry
enough.)

The point is that every US Citizen would like to visit
their ancestral roots, or just find out more about the history of the
countries that started the American adventure. Not everyone in the

Some reports
say that at its
height, eBay

made it’s owner
a million dollars

a day
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US can take the time to cross a thousand miles of ocean to reach
Ireland, or England, or Scotland or anywhere else. Indeed 84% of
America has never left America.

So bring history to them!

A great example, as can be seen in nearly all of the
above examples, is the case for medieval certificates. Americans
love certificates and diplomas and badges and motifs of all
kinds. Add history to them and you’ve got a real winner.

Naturally it would be quite wrong to put forward a
document as medieval when the ink is still drying; that’s fraud.
But to have a genuine, hand-crafted document exactly in the
medieval style is something else. BUT to have such a document
hand-crafted in England, preferably within sight of a hugely
historic site, is unobtainable anywhere else in the world.

To create an historic document service and sell it over the
Internet is so easy it’s crazy money. All you need is a calligrapher
– a hobbyist. Parchment grade paper can be found at any decent
stationers or art shop. You can even buy ageing solutions to make
the paper appear dark and worn without making it brittle. A touch
of sealing wax (go to a legal stationer) and a small, crafted
wooden seal made by a wood carver is all you need to start a
business that can make thousands every year – and that’s without
the add-ons (clothing, purses, small items and icons).

The point about auction sites is that you can offer
anything. This is not the same as any service. That would be too
obvious. You cannot “devalue” an auction site by turning it into
an advertising agency – or can you?

Yes you can. The secret is to offer for sale one real item,
and use it as a lead generator. Here is an example, and this is my
idea, so you can take it if you want.
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Oxford University, closely followed by Cambridge, are
two of the oldest universities in the world. Universities like Yale
and Harvard are immensely prestigious and have histories going
back to – 1776. That’s the point. Oxford goes back to year dot,
nearly 1000 years before Yale.

Now there has got to be a link, however tenuous, between
the great American universities and the two oldest universities in
history, bearing in mind that the US was, prior too 1776, almost
entirely British. I don’t know at this point what that link is, so this
idea is open to anyone who can get away from the siren call of the
TV remote control for long enough to find out.

Now suppose that the link was that one of the founding
fathers of Harvard University was an Oxford Professor. This
means that every Harvard Graduate has a link with every Oxford
Graduate. What about a certificate commemorating the link
between the two oldest universities in the world? Or a crest? Or
both. Imagine the proud parents of a Harvard graduate being
offered the chance to also have an Oxford “link” crest, next to
their offspring’s Harvard crest, with a hand-crafted medieval
document, hand-written within Oxford in between. Of course this
appeals entirely to vanity. So what doesn’t?

Offer one of these crest/certificate combinations on an
auction site and watch the money come in. In the last few words
on the site you can mention the other certificates you do.
Furthermore (and this is really flash) the hand-crafted theme of the
certificate business implies that you are a one-person outfit and
therefore unlikely to have merchant account facilities. Instead of
putting people off, this will add to the credibility of your offer.

Want a few more ideas? – how about a telephone
directory full. This time, an Irish example.

The Irish community in the USA is huge. Absolutely,
spectacularly huge. As far as I can tell, every single one of them is
dying for anything to do with great grandfather’s Kerry cottage.
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A few years ago in the UK, indeed it is still going on,
there was a surge of interest in family histories. It seemed that
everyone from Smith to Jones wanted to know how their family
name developed, hopefully with a crest attached. Of course this is
abject snobbery but it’s also harmless fun so who cares?

Just take this one stage further. Take an Irish surname
like Murphy, create a certificate written in Gaelic with an English
translation. Include where it was derived from, battles fought,
links with Irish history, kings, etc and create a potted history. Of
course this isn’t new. What’s new is having it created in Ireland,
and in Gaelic, with photographs both old and modern of important
events and places in the Murphy’s family history.

You see the idea. Embellish the story as much as possible
but add historical credibility by putting as much of Ireland into it
as possible. Include a genuine shamrock plucked from the verdant
fields of County Kerry if you like.

You can do this with any or all Irish names.

Rubbish, I hear. Yet you have no idea of the amount of
rubbish being sold on the Internet. Here’s an example:
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I picked this at random.

The item shown above claimed
to be a gorgeous miniature French, ivory
portrait. Here it is:

The rest of the description is
worth quoting:

A beautiful piece, of royalty and
regalness...a piece of great delight and
color!!

This painting is done on IVORY,
and is a Oil and measures a Large 2 3/4"
wide x 3 1/2"  high. Frame is ORIGINAL,

gilded bronze, with light green velvet surround, and measures 4
3/4" wide x 7 3/4" high.

It is not signed that I can see, very typical of earlier
pieces. This piece dates most likely to the 18th Century.

A GORGEOUS piece colors and realism are spectacular!
VERY FRENCH!!

Please allow for $8 shipping/insurance.
NO RESERVE!! This is an estate clearance!!

Look at this description carefully.
A beautiful piece, of royalty and regalness...a piece of

great delight and color!! There is no evidence of Royalty
anywhere in the picture. This could be any 18th Century
gentleman. We’ll forget regalness as this word doesn’t actually
appear in any dictionary known to man!

It is not signed that I can see. In other words it has no
provenance or recorded history whatsoever.

… Very typical of earlier pieces. This piece dates most
likely to the 18th Century. In other words - a complete guess!
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VERY FRENCH!!  No it’s not. This could have been any
European gentleman following French fashion.

Please allow for $8 shipping/insurance. The first
indication of this masterpiece’s true worth. The total cost of
sending it and insuring it against loss is eight dollars.

NO RESERVE!! The second indication of its true worth.
This means they’ll take any offer for it! This is an estate
clearance!! This means the seller picked it up as a job lot of old
junk. Perhaps he mentioned it to give a different impression of
“estate”, such as in a stately home?

So, despite references to Royalty, Originality, 18th

Century France and so forth, what it really is is an old job lot he
picked up for nothing, is worth nothing, could be made of
anything, came from anywhere and signed by nobody! The
opening bid on this masterpiece was:

Yep, one dollar. But
when I viewed this piece of regal
rubbish some 21 bids had
already been made on it.

The final bid?
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Three hundred and eighty greenbacks! Somebody in
Wisconsin wants his or her head examining.

This is proof positive that if you have any old tat to sell,
someone, somewhere will want to buy it, and for two dollars you
can get world-wide coverage on ebay.

Starting your email business II
The first six parts of this series explained how to select a

market and a product. Let’s suppose you chose 18th Century
sailing ships. You decided to create an eBook containing
photographs and technical details of guns and armament.

1. Source your customers

Get on the Internet. Use search engines like the one at
copernic.com to do a search all over the Internet for keywords
such as:

Sailing ships, 18 century sailing ships, Men of War, HMS
Victory, Tall Ships, Napoleonic War Ships, Navy, etc.

These are the sites your potential customers are visiting
now. Ideally you want these people to come to you, or to be more
precise, you want them to email you.

To do this, you send each and every site that has some
kind of reference to your product (i.e. any site you think your
future customers are visiting right now) an email. If you have a
webpage then you will eventually create a WebRing but for email
what you will be doing now is setting up Reciprocal Links.
Reciprocal Links are needed for both email and website selling, so
let me explain them, and WebRings, now.
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Just assume for the moment that you have a website. At
the end of this discussion I’ll show you how to alter the system
slightly in order to accommodate email sales.

RECIPROCAL LINKS

David Frieslander, who can be found at
www.profitableinternetmarketing.com, is not the originator of
WebRings and reciprocal links but he is certainly a brilliant
example of how powerful they can be. His company, I2I.com was
started for £120 and turned over £600,000 using link and webring
“technology” alone. Indeed he claims he didn’t need any search
engine registration at all.

There are two stages in getting enquirers to come your
way by drawing them from other sites of similar interest. The first
stage is a reciprocal link.

A reciprocal link is a hyperlink. Quite often when you
visit a site you will see that the site offers you a “links” page.
When you go to that page you will see a list of website addresses.
Click any one of them and you immediately go to that site. By
clicking the Previous Page arrow in your browser you can scoot
back to where you were.

A typical Links page
shown in the
contents section
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Assume you have your own website offering your book.
You notice another site that also offers books on tallships. You
send the other site an email that looks like this:

To: Tallshipbookstore@Tallship.com
From: Men-o-War@Hornblower.co.uk
Subject: Re your Website

Hello,
My name is Phil Gosling. I recently looked at

your website and was very impressed by the design and
layout. Nice to see a good site these days!

My own site is at www.men-o-war.co.uk. I have
a book on the types of guns and armaments used on 18th

Century warships.

I was wondering if you’d allow me to put a
link on my site to yours, so that my readers can
click and go directly to your site. I keep this
special links section as a service for my readers.

I don’t charge for this. I am just asking your
permission to link up. What I would certainly like is
a reciprocal relationship where you also have a small
link to my site. Indeed I am setting up a WebRing for
sites of similar interest to my readers. Perhaps
you’d like to join it?

Thanks for your time. You can get back to me
with any questions on Men-o-War@Hornblower.co.uk

Best regards
Phil Gosling

You can create this as one email, and put all the email
addresses of the other sites into the Bcc field and send them all at
once.

You will get three kinds of reply; Yes, No, Why?

Over 56% of web
searches are made on

Yahoo which is
strange. Yahoo isn’t

a search engine, it’s a
directory. If you

don’t register, and
often if you do, it

won’t pick up your
site details.
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The guys who ask “why?” haven’t heard of WebRings
and reciprocal links. Indeed to the uninitiated it sounds strange,
after all, you are encouraging people on your site to leave it!!
Or are you?

Suppose you arrange reciprocal links with ten other sites
of similar interest:

Anyone who visits your site first must have known
how to get there. This will be as a result of your marketing
campaign. This person will look at your site. If they click a link –
they’ve gone! But if you think about it, the best anyone can do is
to get them to look at a site. If the site doesn’t give them the
information they want, they’ll click somewhere else anyway.
Keeping them at your site comes under the heading of site
psychology which we’ll come to later. What I am saying is that a
person who comes to an unlinked site is unlikely to stay any
longer than if it was linked, and it cost you time and money to get
him/her to visit your site in the first place.

The same scenario applies to the ten other sites. If each
site had one person visiting them, and who subsequently left it
using a link, then you have ten chances that those people would
click-link to your site. Furthermore, these ten visits are free. You
did not have to market them. Of course, this nice scenario applies
to everyone in the group. All eleven sites benefit. If there are N
sites in a linked community, then each of the sites may lose one

Your
WebPage

Links with ten
other sites of
similar interest
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person who came to their site, but gain N-1 that arrive at their site
from all the others.

Does it work? Of course! That’s why shops and stores are
setting up in retail parks. That’s why car showrooms are often on
the same road. They are taking advantage of passing trade. People
come to these areas to shop. They like it when all the stores they
need are in the same area. It’s a focal point – in other words, a
community. By creating links you are creating a community. As
the community gets known, more and more people will visit it.

WEBRINGS

This is nothing to do with Bilbo Baggins. This is the next
step to take after creating reciprocal links.

A series of reciprocal links creates a community.
WebRings can best be described as walkways around the
community, a sort of guided tour

Here is how a links page is set out:

The dotted lines show
reciprocal links between
websites. The continuous line
shows a circular WebRing link

Useful Links Area

www.tallships.com – Books and Periodicals
www.victory.com – HMS Victory, Portsmouth
www.natmar.co.uk. – National Maritime Museum
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A WebRing, by contrast, is usually placed at the bottom
of a webpage:

During the last 24 months I have attended nine lectures
and seminars. I have bought books, manuals and full courses from
all over the world. The money spent in web-site research so far
runs into four figure numbers.

In all of this research, I have yet to encounter a more
cost-effective way of rocketing visits to your site that these three
statements:

1. Get into, or create your own, community, your own
retail park that draws customers to it because all the
answers they need are in one place.

2. Do this by creating reciprocal links.
3. Finally, create a WebRing.

I’d like to make another important point. This process
costs nothing – NOWT - ZILCH – ZAPPO – Garnichts. Here you
see the power of the Internet. A world-wide audience can be
drawn into your shop using no marketing skills or costs
whatsoever. It’s like having a poster in Harrods’ jewellery
department telling customers that your jewellery shop is just
around the corner. Brilliant!

WebRing. Click below for tour of similar
resource sites:

Previous Next
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THE EMAIL SYSTEM FOR RECIPROCAL LINKS

A link is usually to a website, but it doesn’t have to be. I
do recommend that you create your own site but NOT to buy one.
In the next session I will show you, step by step, how incredibly
cheap and easy it is to create your own website, which, although
simple, will do everything and more than some sites that cost their
owners many thousands.

Remember that the only difference between website and
email selling is that with a website, your enquirers are enticed to
visit the website themselves, whereas with email, you send the
website to them.

Your link will be your email address, rather than your
website address. Have your link like this:

Free - Report on Naval Gunnery – guns@hornblower.co.uk

The enquirer sees a free report is available and clicks the
email link.

At this point I want to stop and make a very import point
about free reports.

Your success on the Internet is ENTIRELY
dependent on issuing GOOD, FREE information.

On the Internet, there is one way, and one way only, to
get people to take a look at your offer, and that is to make it worth
their while to look at it.

In Direct Mail, prospects receive an unsolicited letter
outlining all the benefits they will enjoy if they take up the offer.
Invariably, cash has to exchange hands before the prospects even
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see the product. This entire process is driven by the seller, indeed
it is a sales process. It is so because the prospects are entirely
passive. They are doing nothing at all. If left to their own devices,
prospects would never, ever ask for a direct mailing to be sent to
them. Direct mail would cease to exist, and all sales would go
back to newspaper and magazine advertising in which the
prospect has to do some something – they have at least got to buy
and read a newspaper.

The Internet is not sales driven, it is customer driven. The
seller, unless he uses spam, can no longer go out and accost the
prospect  with unsolicited sales hype. The seller relies entirely on
the fact that the prospect is already on the Internet, searching for
something of interest. The Internet, and it alone, has turned a
passive person into an active prospect. All you have to do with an
active prospect – is to entice him or her to your offer.

The way to do this is not to SELL but to GIVE. By
giving, and giving again and again you will automatically build up
a relationship of trust with the prospect.

Note the comparison with newspaper and magazine
advertising. An advert may well offer free information which the
customer writes off for. I recently saw an insert sheet in a Sunday
magazine for a hearing aid company that simply said: The Law
has changed – Free Report on who can and can not offer you
hearing aids. A tear-off slip got you this information. Note the
difficulties of this system:

1. The insert must have cost a fortune to distribute.
Advertising is very expensive, so contacting the
prospect in the first place costs the seller money.

2. The seller has to send the prospect a physical product
through snail mail. This costs money yet again.

3. As a result of these costs you can bet that the product
will not be cheap.

Cyberstalking is on
the increase – loonies

hounding your
emails. They can

locate your private
address and make

you miserable. Go to
www.cyberangels.org

for more information
on how to stop them .
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4. The prospect has to wait days in order to receive the
information. By the time it’s sent, they have forgotten
all about it. They’ve gone cold.

That’s why Direct Mail is better. It may be forced upon
an unsuspecting prospect but all the sales message is there and the
prospect can take action immediately while it is hot in the mind.
Direct Mail costs money, but so too does newspaper advertising.

The Internet is different because:

It costs NOTHING or very little to get your free
information in front of the prospect.

Free information is the softest,
most likeable of all selling campaigns.
Customers like it because they are getting
something valuable for nothing, and once
they trust you, will almost feel obliged to
cross your palm with silver.  (For example,
if you walked into a car parts store for a
small item, found that you only had large
change, and the store owner said “have it
free, with my compliments” wouldn’t you
feel obliged to go there again and give him
some custom?) Sellers like it because they
can supply this information at no cost – the
prospects collect the information themselves and it cost nothing to
create. It’s a win-win situation all round.

The rule is simple. To attract anyone on the Internet
simply offer them free information on their chosen subject – BUT
– make sure it’s good information, stuff that has perceived value.

When enquirers click your email link they don’t go to
your website because it isn’t that kind of link. Instead their email
programme boots up with your email address already set up in the
TO field. They will send you a quick email asking for the free
report.

In ePublishing the
Internet works on the
supermarket system.
Customers collect the
products themselves
like picking the shelves
of a supermarket. Order
forms are even called
Shopping Carts.
It is customer-collect,
rather than seller-
delivers.
In this way the
customer gets their
purchase more quickly
and often much
cheaper.
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When you receive this email you will send them the
report they want in one of two ways:

1. As a simple text email

2. As an email attachment.

To summarise:

! You have made a search of sites that are similar to
yours. You do this by using search engines and typing
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in the same keywords you feel your customers would
use to find you (if you had a web-presence).

! You send an email to those sites asking to set up
reciprocal links.

! Your link, until you get your own website, will be an
email-link.

! You offer a free report in the email link
! You supply that report by email.

What you have now is a potential customer. You have
their email address and you know they are interested in more
information on that subject. What you do now is to draw them in
further and gain their confidence by offering a few more bits of
free information.

In my original example I am trying to sell a manual on
guns and militaria on 18th Century Men-O’-War. My free report
would have been on one aspect, say, Some Types of Ammunition
Used in 18th Century Men-O’-War And Their Effect On Ships
and Men.

If I thought this wasn’t quite enough I’d put a note into
the writing of the report concerning a second free report the reader
might like. For example:

... Heated roundshot, contrary to popular
belief, was not limited to shore batteries but used
by ships “not under fire”, such as when using
bowchasers to fire on another ship during a pursuit.
A full report on the devastating effects of heated
shot can be found in a special report “Fire – the
Sailor’s Nightmare”. Please email us for a free copy.

At the end of either report comes the “sale” in the form of
the “sig” or signature file we mentioned in the least session. It
would look like this:

... When it comes to general hardship, it is
impossible for the modern person to even comprehend
the meaning of the word. Who could today even
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comprehend the fear of standing and facing 51 guns on
three tiers, less than a penalty spot away, each with
the ability to penetrate two feet of hardened oak? In
practice the sailors feared this less than their own
ship’s surgeon, who, often while drunk, would hack
off the tattered stump of an injured arm or leg
without any anaesthetics or the most rudimentary
attention to hygiene. “Them’s as dead were the lucky
un’s” is a joke expression in the 20th Century. Up
until 1850 it was a totally serious statement.

***************************************
BEAT TO QUARTERS is a new Book researched and

written by H Pugwash on the guns and armament used on
warships in the period 1720 to 1845. It includes
archive pictures and modern recreations of the
effects and technicalities of naval gunnery. A must
for all enthusiasts. For a signed copy please send a
cheque or postal order for £49.95 direct to the
author at xxxxx or, for the Internet (downloadable)
version go straight to the publishers at
www.Instantbookstore.com.

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

If you were one of the thousands of readers of books like
Hornblower RN or the Alexander Kent books, wouldn’t you be
interested right now just on the basis of the small excerpts above?

Note also that this book can be obtained in two ways. A
hard-copy version can be purchased direct from the author who
makes it special by saying “signed copy”. The fact that he doesn’t
take credit cards almost adds to the credibility, after all, he’s an
author, not a bookshop. The fact that he has a publisher, albeit for
a download version only, is great backup and allows for credit
card sales.

Note all of this resulted purely from establishing a series
of reciprocal links.
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HOW TO FOSTER RECIPROCAL LINKS
WITHOUT A WEBSITE

The nature of a reciprocal link indicates that the link
should be both ways. How can you do this when your link partner
has a website and you do not?

The answer is the add the link to the bottom of your
email message. Make sure that your message comes first. It’s a
good idea to make the font size of links smaller, to emphasise a
smaller level of importance. Also – unlink the link.

A link, even on an email, is usually blue and underlined.
However you can simply write it out in plain text. This means that
if the reader double-clicks it, nothing happens. The reader will
have to open their browser and type in the web address. This is
inconvenient so they will stay with your message a little longer.
Don’t play this trick from a website. There a link is a link.

Guarantees
Should you offer a guarantee or not? This depends

entirely on what you are offering and what the market expects. We
looked at this in session three. You should put yourself in the
mind of a potential buyer who is reading your email. Ask yourself
if a guarantee would make the decision process easier.

In the case of my example Beat to Quarters no guarantee
is necessary. The customer has seen two excepts as free reports. I
may allow a preview of Chapter one as this will contain colour
pictures. That should be quite sufficient. The customer has seen
enough to satisfy them that the content will be of interest.
Remember that no bookshop ever offers a guarantee that you can
return the novel if you don’t like the ending!
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Guarantees only crop up if the publication is sold on
the basis of implied profit.

A novel has no element of implied profit. The customer
has not bought it on the basis that it promised information that
could potentially increase his wealth. A book called How To Build
a New Computer is purely technical and wouldn’t need a money
back guarantee. However a book entitled called How To Build a
New Computer for Profit might need a guarantee depending on
how much emphasis was placed on the profit element.

For example, if the advertising suggested that knowing
how to build a computer could allow you to sell them, but only
added this as a side benefit to the main theme of building one for
pleasure, then no guarantee is needed. If, on the other hand, the
main theme is How to Profit From Building and Selling You Own
Computers, then it’s debatable. A book called How To Earn £500
a week selling Computers would certainly need a guarantee.

The point is: Why is the customer buying your
publication? If the answer is to make some money then you need a
guarantee. If the customer is buying a publication simply for
learning, or entertainment, then a guarantee is not necessary.

IF IT NEEDS A GUARANTEE, WHICH IS
BEST?

1. For a publication that the customer has not seen:
A life-long full money back guarantee – UNLESS you

sold it using your own merchant account facility.

2. For a publication that the customer has previewed:
A one year guarantee – or none at all.

If the potential customer has not seen or handled any part
or preview of the real publication then he is completely at your
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mercy and knows it. At the end of the day a complete stranger has
offered him some wild promises and said “send me money – then
I’ll reveal my secrets”. Crazy really, isn’t it? On this basis you
would wonder how some advertisements sold at all – but they do.
Thanks to wide publicity, the public is now more sceptical than
ever. The rules have now changed. Now the public expect the
seller to take the risk.

 A simple, lifetime guarantee is very powerful. It shows
the customer that you accept all the risk and that you have
confidence in your own product. It also shows customers that you
trust them, which  is a powerful subliminal message. Such a
guarantee should be simple and uncomplicated by any doubts or
uncertainties. For example, don’t say ...return in clean condition
as this immediately tells the customer that you may use it as a get-
out clause.

Unlimited Lifetime Guarantee. We are confident that the
information we have for you will be the best you have ever read. If
you have any reservations or doubts at any time please return the
manual at any time for a full, unconditional and no-quibble
refund.

Yes, you will get more refund requests BUT you will also
get more buyers. The understanding today among good, reputable
home publishers is that the net effect of such a promise is very
positive. If you have any doubts about your product then you can
always experiment with running the offer for a short time to see
how it goes.

You will get refund demands whatever happens. This is
quite normal, even if you have no guarantee policy whatsoever,
and even if you were selling 20 dollar bills for one Italian Lire.
What will you do? If you refuse it, the customer can write to
trading standards, the fraud squad, the advertising standards
authority and any of ten newspapers and TV shows dedicated to
consumer affairs. It is worth it? I don’t think so, not unless you
want to sleep at night. Having said that that I can name several

Associate, or affiliate
programmes are the

fastest growing
income producers on

the Internet.
Basically they are

links from your
website to another

that sells something.
You get commission
on the sale. Amazon

has such programmes
all over the Internet.
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people who make their dubious livings doing exactly that, and,
like most con-men, have no conscience or scruples whatsoever.
And they keep on going, and going. One died recently, and he
won’t fool the Big Boss upstairs.

The Limited Guarantee

Certain circumstances demand a limited guarantee. For
example, Instantbookstore.com acts as a shop, selling publications
by many authors all over the world by direct download. Once the
book is downloaded nothing can be done. The customer has had
the information and cannot give it back, hence the wording of the
guarantee:

Guarantee Policy: Instantbookstore.com acts as a
bookshop facility only. All publications can be previewed either
directly on site, or by opening the first section of the publication
after downloading. If buyers wish to receive more information on
the publication they can contact the author on the email address
given. Once purchased, and unlock codes are presented,
Instantbookstore.com accept no responsibility for the content of

Merchant Account Restrictions

If you have, or expect to receive a merchant account
facility in the future, bear in mind that your Internet bank’s
biggest worry is you not delivering suitable goods and the

customer claiming a refund through the credit card system. Not
a lot of people know that, in the UK at least, there is a

mandatory cooling-off period for all credit card sales of one
week anyway, irrespective of any guarantees.

You will find that Internet Banks are very tight on your
guarantee policy and will not let you have a policy that extends

too long. The reason is simple. What happens if you cease
trading and a customer subsequently claims from the Credit

Card facility? Who does the bank go to for recompense?
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the book. If there is a problem with downloading the book (see
downloads) a refund for non-delivery will be authorised. Buyers
should note that the publications have been scanned to try and
eliminate offensive or indecent material but no responsibility can
be accepted for any such material. Instantbookstore reserves the
right to withdraw publications that have resulted in complaints
from buyers (see complaints).

All publications have been scanned using anti-virus
scanning technology and to the best of our knowledge are virus-
free. Buyers should take the usual precautions when downloading
any information from the Internet. We accept no responsibility for
computer problems of any nature caused either directly or
indirectly as a result of any downloads from the
Instantbookstore.com site or any linked or associated site.

Such a guarantee would be harsh were it not for the fact
that all publications can be previewed first.

In such cases, provided the customer can preview
sufficient material to make a appraisal of its worth, a guarantee
can be omitted completely. A hobby newsletter doesn’t need one
if the customer has had a free copy. At best, a guarantee that
offers a refund of remaining issues is reasonable.

Order Forms
Many people assume that they will not get any sales

because they don’t have merchant account (credit card) facilities.
They assume, with some justification, that most Internet sales are
credit card related, so they too, need such a facility. This is only
partially true and for different reasons.

People in other countries are unlikely to send you money
because of the currency problem. Credit cards take care of
currency changes automatically. I can buy something off the
Internet in Japanese Yen using the same credit card I use to buy
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adobe’s latest goodie in dollars. There is no time lag. It’s only
when I get the bill that I realise the cost!1

If I wanted to buy a Samurai Helmet without Mr Hirohito
having a merchant account facility then I would have to go to my
bank and organise a bank transfer to Osaka in Yen. On the other
hand if Mr Hirohito had a UK currency account I would probably
be happy to write out a cheque if I had an order form.

There are two kinds of Internet based order form. For
those with websites, the form can have fields that the customer
fills in:

Your Name

Your Address

But for email purposes all you need is a form that will
print out properly and the customer can post/fax/ or email back to
you. The layout and wording of this form is crucial. It will often
be the deciding factor in getting the order.

A big tip is not to call it an order form. “Order” implies a
military instruction. No-one likes to be told what to do. “Form”
implies an official document. Instead, call it something lighter,
like a Reservation, Reservation Certificate, Advance Booking
Request, Special Discount Reservation, etc.

                                                
1 At the time of writing an Australian customer buying a UK bookseller’s offering would have pay two
charges to the bank. One to change UK £ into US$, then another to change US$ into Australian dollars.
Furthermore our Auzzie friend is not allowed to open a US dollar account at his bank.

Herr Wilhelm Clinton

Der Grosse Big Villy Haus in Wash¦

Avoid, at all costs, situations where you have to fax the customer an order
form. Many people send in faxes requesting more details. This is fine
UNLESS they want you to fax the information back again.
For some strange reason they will leave their own fax machines off. The
time and hassle involved with these innocent mistakes can become a
nightmare.
Email numbers are little better. For some reason people will change their
email addresses and not tell anybody! Make sure you have their full postal
address from the very start.
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Another tip is always to restate the title or major benefit
on the order form and include the word YES:

Yes. I would like to reserve my copy of Call To Arms.
Please send it immediately to:

Dan Péna tells the story of how he sent a direct mailshot
that cost over 400,000 dollars. It was a great mailing, beautifully
designed with rich colours and a powerful sales message. He
didn’t get one reply. Not one.

He, and all the copy-checkers, had not noticed that the
return address was missing from the copy. All that work, and
money, down the drain with the added frustration that hundreds if
not thousands of people were out there, all champing at the bit to
send him money – and they didn’t know how or where to contact
him. Ouch!

Repeat your return address on the form AND in the
message. This way they can contact you if their original order
goes astray or they may even hand on the message to a friend.
Also, have as many alternative contact methods as possible. In the
main these are:

1. Your Postal Address
2. Your Fax Number
3. Your Telephone and/or Message recording facility
4. Your email address.

Keep it simple. Fill out the order form yourself. Was it
straight forward? If it wasn’t you’ll soon find out because people
will email you with questions.

Multiple offers on one order form are not a good idea.
Stick to one product per order. Any more simply results in
confusion. The only option you can allow yourself in ePublishing
is a hard-copy option if you have one (You should always have a
hard copy option for those who customers who cannot take
downloads.)

If your computer hangs
too frequently when you
shut down it’s because a
background programme
has stalled. Hold down
ALT+CTRL and press

DELETE once. This
brings up a box in which

you can shut down
background

programmes. Delete
everything except

Explorer and Systray,
then shut down.
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Here is a typical email order form. This first version is a
text document and is sent in the “message” field of your normal
email programme.

**********************************
SPECIAL RESERVATION CERTIFICATE

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

YES. Please send me a special, signed copy
of your book “Beat to Quarters” by return of
post.

Name ........................................
Address  ....................................
.............................................
Postcode ....................................
Email address ...............................

I enclose a cheque/postal order (please delete)
for £39.95

Please Post to:

Capt. H. Pugwash
C/o The Black Pig.
Treasure Island

Fax No: 123456
Tel no / Voicemail 123456789
Email: Men-o-War@Hornblower.co.uk

ATTACHMENTS

Sending a report or anything else using plain email text is
very simple – but boring. If you have ever received a long text
message you will know that they are difficult to read and could
bore a glass eye to sleep. By sending your reports or sales
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message using an attachment to an email you can brighten it up
considerably and regain that lack of a professional image.

We have briefly touched on this in the last session. Now
we’ll get down to it seriously. There are only three kinds of
attachment you can consider:

1. A word-processed or DTP document prepared in a
common software programme that everybody has.

2. An HTML document. Basically a webpage.
3. A document that can be read on any computer,

anywhere.

1. The Common Software Attachment

You have three options:
! Microsoft Word
! Wordpad
! RTF

MS Word. You can easily prepare any document in MS
Word and have the benefit of being able to produce a document in
full colour, containing graphics and pictures. A common mistake
is to use a “too new” version and to use fancy fonts.

Even if you have recently upgraded to the latest edition
of MSWord you should save your document as an older version.
This is because a document created in a new version will not be
read by an older version of the programme. On the other hand, a
document prepared in say, MSWord97 will be read in the
Office2000 version. The easiest way to do this is to use the “save
as” option in the “file” menu, selecting an older version. I find that
MSWord97 is fairly universal.

Use basic fonts only. I suggest Ariel, Times New Roman,
Courier. Don’t start using fonts that other computers might not
have, such as BARBED WIRE. They might look good but if the

Use your right mouse
click often. It will
reveal all sorts of

short-cuts and special
links you never knew

you had.
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receiver’s computer hasn’t got these fonts, it will replace it with
another font that may well ruin the effect.

Wordpad. Every Windows based computer has this
simple text editor included in the Accessories menu. When you
create a document in Wordpad you can use nearly all of the text
effects, fonts and colours you need. It’s how you save the
document that decides what happens next.

If you elect to save it as a text file, and remember to type
.wri after the filename, it will be saved as an ordinary text file that
looks exactly the same as an email message. If you elect to save it
as an RTF file, remembering to change the file extension to .RTF
then it will save it as an RTF File.

RTF Files. This stands for Rich Text Format and when
you double-click an RTF file it actually boots up MSWord. The
Word software keeps all the fonts, colours and sizes correct. RTF
files are useful because they will boot up in any version of
MSWord. Imagine RTF to be a very simple, early version of MS
Word that almost every other version of Word can read. Indeed
many modern email programmes produce text in the same way so
you might not need Word at all.

MSWord/RTF files are better, because they look prettier,
but they don’t exactly inspire great confidence. Also Apple Mac
users will not be able to view them unless they have the built-in
Windows system.

2. The HTML System

This means creating your brochure or sales massage like
a webpage. Better still, make it a webpage. Of course, if you know
how to create a webpage then getting it up there in cyberspace
using a free ISP is the easy bit.

I’ll show you exactly how to get a webpage up and
running next time, however, if you insist on sending your

If an email you receive
shows an attachment

from someone you don’t
know, don’t open it.

Most viruses are spread
by attachments. Locate
where the attachment is
on your HDD and move
it to a floppy. Now run

an anti-virus programme
on the floppy. For added
security move the floppy

to an old standalone
computer and open it

there.
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webpage to an enquirer by email attachment, then here is how to
do it.

Unlike a brochure produced in MSWord, an HTML file
isn’t just one file, it is several. For example, I have just created a
three page test document in MS Publisher 98 called Webtest. Even
though it contains three pages it is still one document called
webtest.pub and it is 12K in size. I then converted that document
into a webpage. How did I do it? MSPublisher 98 does it for you
by clicking FILE followed by CREATE WEB SITE FROM
CURRENT APPLICATION.

Big Tip #1. MSPublisher is quite good at converting
documents to website format if you remember to make sure that
frames and boxes don’t touch or overlap. If they do it will still
work but the programme will create a page as one big image or
graphic. This takes up memory.

Big Tip #2. MSWord can also convert a document into
HTML webpage format but, at least as far as Word 97 is
concerned – it is, shall we say – crap at it! The problem is text
boxes, which the HTML conversion doesn’t recognise.

When you look at what the document now looks like
after it has been converted to HTML you will see that it is no
longer one document

It is several documents. In this simple example the three
pages originally contained in the single 12K MS Publisher
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document have turned into four files, one for each page and an
image file (GIF).

When you convert larger documents into HTML format
you will find that they get quite complex, with all the pictures
going in one directory, usually called “images” and all the pages
going into the main directory.

What this means is that a website, whether up there in
cyberspace or sent to someone by email, is not a single document
but more like a directory structure:

Single document

In a typical website layout the document seems to have been cut up and pasted into a
mix of directories (folders) containing different elements, e.g. pictures, and individual

pages that are identified by the HTM file extension
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If you want to send a website to someone by email you
have two options:

1. Create a very simple web design and cram it into one
folder as a series of files (i.e. no subfolders). If you
use MSPublisher to convert the design into HTML
format then you will already have the files in one
folder. Now zip the files and email the zipfile.

2. Use an eBook creation tool such as WebCompiler.

Zipping a web design

Here is a step by step guide. You will need a programme
called Winzip. This is on most computers already. If you don’t
have it go to www.winzip.com and download the shareware
version free of charge.

This is what happens when you use MS Publisher to turn
a 12 page newsletter into an HTML format:

The 12 page newsletter was converted into 37 files, all in
one folder.

Use WinZip To create a new zip file called, say,
newsletter.zip and then use the “add” facility to add all these 37
files into it:
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All these 37 files are now compressed into one file called
newsletter.zip which you can send by email. You must explain to
the receiver that they should click “extract” and send these files to
one folder, e.g. the TEMP folder. Then they can double click on
the index.htm file which is the first page.

Please note that if you use MSPublisher to create a
newsletter you should have “continued on page X” (where X is
the next page number) at the bottom of each article and also turn
that sentence into a hyperlink, otherwise the pages won’t link
together when you view them in your browser.

Tip. MSPublisher converts a document into a HTML file
in several steps. From the original “.pub” document select FILE
and then CREATE WEB SITE FROM CURRENT
APPLICATION. If asked, select the option where you create your
own hyperlinks. The file then asks you if you want to save it
before closing. This refers to the original “.pub” file. Select NO
and you are then left with what looks exactly the same as your
original file. Actually it’s a kind of intermediate HTML version.

WinZip
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The only difference is in the top left hand corner where it says
“Unsaved Publication”. You now select “Save as HTML” and it
will ask you where you want to save it. I suggest you create a new
folder in advance to take this HTML set.

Using an eBook programme

In my rabid desire to save you money I am showing you
how to avoid spending cash on software that you don’t need. It
has to be said that most software you don’t need. The important
stuff is already on your computer or can be downloaded as free
shareware. The area we are into now is called “What Price
Convenience”, or how much dosh are you prepared to spend to
make your life easier?

Rather than go through all the WinZip cobblers above
you can go to a site at www.webcompiler.com and download a
free demo version of the WebCompiler software. At the time of
writing the full version costs approximately US125 or just less
than £100 UK.

Basically all this does is to take the one-folder website
you created earlier and turn it into an
executable file that automatically
launches your browser software and
boots up the first page automatically.
This might seem a lot of money for a
little convenience but the main use of
WebCompiler is to  add security to
your website/HTML/eBook. You can
use WebCompiler to add passwords
and also create a future date in which
the file will self-lock, i.e. you won’t be able to read it any more.

As I’ve just raised the question of security let me just go
into it a little bit further and blow a few myths out of the window.

An executable file has the file
extension  .exe
If you click such a file it runs a
small but helpful programme.
A good example is WinZip.
Once you have created a new
zipfile you can select ACTIONS
then MAKE .EXE FILE.
If you click such a file it
automatically unzips the internal
compressed files into whatever
directory or folder you choose.
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Security Hysteria
Security hysteria has hit the Internet big time and most of

it is highly suspect – the hysteria that is. Mainly it concerns email
and credit card security. For you, as a “Netrepreneur” you have an
extra small problem that is, in my opinion, far more important
than the other two put together, and that is how to stop your
eBook from being copied.

EMAIL SECURITY

By this I mean who is reading your emails? The answer is
everybody and nobody. It’s everybody in the sense that an email is
like an open postcard – anyone who has the ability to see it going
by has the ability to read it. Sometimes this can be hundreds of
people. Every ISP, Postmaster and server it encounters on it’s way
through cyberspace can view it, and the open postcard analogy is a
good one. There is also considerable evidence to suggest that
government agencies all over the world, but spearheaded by the
USA and the UK, are snooping on emails using modern
technology that scans millions of Internet messages for keywords
such as “Drugs” “Cash”, etc. Rumour has it that the DEA paid a
visit to a man who had emailed someone with directions on how
to get free drugs. On investigation it turned out that he was
emailing his mother to advise her which drugstore opened late and
had a range of free prescriptions.

Was it true? I don’t know, but I have seen enough to
know that a very VERY good policy is to say as little as possible
over the Internet, or anywhere else for that matter. Currently a US
Sheriff is awaiting the outcome of a full scale investigation that
could easily ruin his career. His crime? His 11 year old son
cheeked him and got a clip across the backside. The boy, in a fit of
pique accused his father of child abuse on the Internet. Being a
Sheriff, the matter has to go through the full procedure. The boy,
of course, is in a quandary. Does he get his pa off the hook by
telling the truth that he lied about the abuse? The boy, and the
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father are in no-win situations made so by government over-
interference. It’s just a question of being in the wrong place at the
wrong time. By keeping as much information to yourself as
possible you reduce the risk of being in the wrong place.

Having said that people are reading your emails, let’s be
brutally honest here – who gives a flying stuff?!!

I know someone who knows more about computers than
most people in computers despite the fact that he is a pastor.
Suddenly he’s gone all security conscious and is sending coded
emails. He is as honest as the day is long – he’s a minister for
Christ’s sake (literally) so what’s got into this screwy world to
make him think that the CIA. MI5 and the Man from UNCLE are
in the least bit concerned about his secret directives to his Sunday
School Teachers?

The simple fact is that most people couldn’t care less
about anything you, me or anyone else thinks or says on the
Internet. Generally, keeping quiet and seeming a fool is a lot
better than opening one’s mouth and leaving no room for doubt!

Credit Card Security

Another myth – That hordes of people are sifting the
Internet like Fiddler Crabs trying to get hold of your credit card
number. The effort involved for just a few such numbers really
isn’t worth it. Want someone’s credit card details? Grab a handful
of credit card receipts from the litter bins at any filling station!

Every day, millions of people give their card details to
complete strangers over the telephone, in restaurants, in
department stores and give no thought to the number of paper
receipts held in tills and point of sale desks. Those same people
then put those receipts in the bin! Very secure don’t you think?

Millions are lost every day through credit card fraud but
most of those millions are stolen cards. If I wanted lots of

Don’t give an old
computer away if it has a

modem . Use it  to send
and receive emails. This
way an email virus will

not harm important data.
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numbers I’d just plant a co-conspirator into a point-of sale job in a
store. When it is this easy to get numbers why mess about with the
Internet?

Don’t misunderstand me here, I’m not saying you should
blithely go ahead and email your card details to the world. That’s
stupid - but throwing a receipt away is more stupid.  As with most
things in life it’s not what could happen to you that matters, it’s
the probability of it happening, and as usual, media hysteria has
confused the two. So don’t worry – but don’t be stupid either. Just
lower your probabilities.

However, be mindful that your customers believe this
crap, so you will have to make sure that all your transactions are
secure and make sure your customers know as well. Customers
are like birds in a field, at the crack of a twig they will fly away
from both hunter and conservationist.

Business Security

For my money this is far more important than either of
the others. The big boys think so too. Steal a few thousand off
someone else’s credit card and you’ll get a few months
incarceration. Steal it off the government in tax evasion and you’ll
get a few years.

From a home publisher’s point of view there are two
security areas to consider:

! Computer Vandalism (Viruses)
! Copyright violations (Piracy)

CYRUS THE VIRUS

I can understand the need for people to rise to a
challenge, but that doesn’t make light of the simple fact that
people who create computer viruses are as guilty of multiple
vandalism as someone who breaks in and steals all your filing
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cabinets. I personally think they should be locked up for a very
long time with only an abacus for company.

If you are using your computer as your livelihood you
need protection. Here’s my personal list of things I do which have
worked so far. I will be pleased to hear of additional, practical
ideas.

! I lost a hard drive once or twice a year due to power
surges that exceeded  the limitations of anti-surge
plugs. I bought a simple UPS (Uninterruptible Power
Supply – i.e. a battery) and now, every time it beeps I
know it’s paid for itself.

! I have an external tape backup system called Ditto
and regularly back up all important files once a
month. I’ve only needed it once – to repair my entire
customer database! A good investment. By having an
external device that plugs into the printer port I can
use the same system on several computers.

! I have subscribed to an anti-virus programme for four
years. Originally called Dr Solomon it has now been
taken over by McAffe. I’ve needed it once but use it
nearly every day. It gets updated every three months.

! Every time someone sends me a floppy disk I run the
anti-virus programme on the floppy to test for viruses.
Often the sender didn’t know the disk was infected.

! Most viruses are transmitted by floppy disks, and in
particular, pirate copies of computer games swapped
at school. My kids have precise instructions on how
to clean floppy disks before they run any
programmes. They also have precise instructions on
how to report child abuse because if I ever trace a
virus to one of their disks – they’ll need it!

There’s nothing stopping
you having a garbage-

can email address set up
on a free site such as

Hotmail. If you have to
give an email address to

someone you don’t know
personally, give them the

Hotmail version and
clean out all the junk

occasionally.
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The second most common source of virus attack is by
email, like the I Love You virus created by that little pervert in the
Philippines.  (I was an accident Gov, I never meant to destroy half
a million computers – Yeah, right.) These viruses usually have
things in common – quite literally in fact because they rely on
common programmes like MS Outlook or Word. The usual way
of sending a virus is not in an email but as an attachment to it.

! Whenever I see any attachment to an email I don’t
open it. Instead I use windows explorer to go to my
downloads folder (I create a downloads folder from
within the email set up programme) and drag it to a
floppy disk in the A drive. I then get Dr Solomon to
check the file. Why the A drive? Firstly it is off the
hard disk, and secondly I can’t get Dr Solomon to
check out one file, it checks out one drive instead. By
putting one file on the A drive it checks it more
quickly.

THEN I transfer the disk to an old, standalone
computer which contains nothing of value, and boot it
up there.

! I don’t use MSOutlook. Although it’s a good email
programme, Cyrus hates Bill Gates so much that he
targets MS products.

BLACKBEARD THE PIRATE

One of the advantages of a hard-copy book is that it is
difficult to copy in bulk. You can photocopy it but the final result
is hardly the same. This is not the same for an eBook. The same
digital ease of transfer system that got the book to the customer in
the first place can be used by others to distribute your book all
over the Internet without your permission. There are three kinds of
copyright violator:
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1. The buyer who sends his friends a copy
2. The buyer who actively re-sells the copy
3. Cyrus’ little brother, who flashes your book all over

the Internet for free.

The burglar-proof House

Everyone knows that it is impossible to make your home
totally secure from a determined thief. All you can do is the make
it difficult. The last thing you ever want to do is to advertise that
you have a burglar proof house because any burglar worth his salt
will want to try his skills against it.

When Stephen King’s publishers launched his eBook
Riding The Bullet in March 2000 he had over a million downloads
the first day. This was a direct challenge to hackers and
blackbeards everywhere, and within days a hacked open version
was available all over the world wide web. If that kind of money
couldn’t stop it happening, nothing can

Will this ever happen to your eBook? No. You’re not
important enough. You’re just another little house in Burglar
Street. What will happen is that a few copies will pass among
friends. Whether it is worth pursuing such small violations is very
debatable. What you need to worry about is Blackbeard the Pirate.

You will remember that I said that Direct Mail had the
advantage of a Darwinian process of evolution -  it weeded out the
unsuccessful. The Net is where they’ve gone and all the dross and
lowlife that briefly infested DM can be found lurking in
cybertoilets waiting to spam their way to a fortune. They won’t,
but they will cost you if you don’t take precautions.

You must remember that I am talking about a very small
minority. If your sent your eBook to 10,000 customers, most will
not be any problem whatsoever. Several will bung a few emails to
a few friends and perhaps one will be a true pirate.
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Blackbeard will already be an Internet publisher with a
cheap website and a range of second-rate reports on how to make
your fortune in any of 5000 ways. He will have the brains of a
photocopier, the flair of a house brick and the ethics of a tom cat.
Despite selling How to Get Rich Quick information he will be
living in a modest slum and drive a rented Trabi. He will be the
archetypal loser, trying to look like a winner. On the Internet, as
you will see, any loser can create a great image through a website.

He will buy your book and quietly market it himself,
adding it to his list. In a worse-case scenario this little thief will
get payment for your book and not deliver it, leaving you to deal
with irate letters sent to the publisher’s address.

SECURING YOUR EBOOKS

The normal way to send out an eBook is to let the
customer have a free version of it and, after they have paid, either
send them the full version by email or let the customer download
it from your website. If the customer has access to the full version
on your website then you will have to password it to stop
unauthorised downloads. If your book is in HTML format you
will have to use WebCompiler or a similar programme. If the
book is in Adobe Acrobat format (see later) you can also
password it. Indeed even if your book was a simple, zipped
MSWord document, this can also be password protected from
within the Word software (File>Save As>Options>Password to
Open). There is nothing wrong with this, just remember to keep
the layout and fonts very simple.

The idea of this is simply to prevent unauthorised
downloads from your website. If you email customers your book
directly, then you don’t need to password it at all. Once the
customer has received your book, any password does not prevent
it being passed on to a third party – they just pass on the
password.

Look at the subject line
of emails. If you don’t
recognise it then don’t

hesitate to delete it.
Second generation I Love

You viruses no longer
use attachments, they

infect the system when
you open the email.
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You would think it would be a
very simple process to have a password that
expires a certain number of days after first
opening the document, and prompts a
customer to re-enter a new password
supplied by the publisher,  but it is, in fact,
quite difficult. Indeed the nearest you can
get at the time of writing (nothing is
impossible) is a document that closes and
self-locks on a certain date, never to open
again without downloading a new version.

Adobe have brought out a security
system called Adobe Merchant but at the
time of writing they want five grand off
you plus a royalty. For that kind of money
you are better off converting the whole
thing to an HTML file and use
WebCompiler to time-lock it. The
unfortunate thing is that HTML files don’t
print graphics too well. They appear hazy
or jagged. Furthermore, HTML documents
look slightly different when viewed in
different browsers and will not print out
with the same, clean page breaks originally
intended. The result is a document that is
time-barred, therefore needs to be printed
out, but doesn’t print too well when you do.

There is a way, indeed Robin, our
webmaster, created it for us, of packing an adobe pdf file into the
middle of a WebCompiler programme, but as with all such things
the burglar proof house syndrome applies and it has it’s faults. It’s
the best solution to date until, perhaps, adobe comes up with a
sensible price. Look out for Adobe Merchant on their website. In
the meantime if you need a definite time-barred system,
WebCompiler is currently one of the best. It doesn’t suffer from

Encryption
This means
converting a file
into code, so that
no-one can read it
without knowing
the code. Nothing
new here. The
Egyptians were
doing it and in
World War Two,
The UK had the
best codebreakers
in the world.
If you want some
free encryption
software then see
our site.
An interesting
thought is why the
128 bit encryption
set into Adobe
Merchant isn’t
available outside
the USA. This is
because the US
Government
regard 128+ bit
encryption
software to be a
military secret and
exporting it is
therefore treason!
The military has
never been
renowned for
original thinking.
US users of our
160+bit encryption
software should
bear this in mind.
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the usual problem of the user back-dating his computer and
launching the programme “in the past” as it were.

ADOBE

More accurately known as Adobe Acrobat, this has been
very cleverly marketed and has now become the industry standard
for people who need a single type of file that can be read on any
computer, including an Apple Mac.

The reader is completely free. The latest version is
always available at adobe’s site on www.adobe.com and can be
downloaded without restriction. Because it is now an industry
standard you will see it nearly everywhere that a document on the
Internet needs viewing. You will have noticed that when you buy
a new software package, no manual is supplied. Instead the CD
also has a copy of adobe reader and a manual prepared as an
adobe file. As a result, many computers already have adobe reader
installed on the hard drive.

The adobe file has the extension PDF which stands for
Portable Document Format.

The Reader is free. It is the Writer that is not. If you want
to read an adobe file then all you need is the reader. If, however,
you want to convert a file, say a MSWord document, into adobe
pdf you will have to buy the full adobe software, of which the
reader is only a part. The full package contains two programmes,
Adobe Acrobat Reader and Adobe Acrobat Distiller.

It is not necessary, in the early days at least, to buy this
software, and it certainly isn’t worth it if you only have one book
to convert. If you need a one-off then ask us on email and we’ll
charge a small fee.

Adobe distiller will convert any document of any size on
any programme into a viewable pdf file. Furthermore it shrinks

Reader

Distiller
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the file size in the same way as WinZip which makes it easier to
download. You can password the file in several ways.

If you get your own copy here’s a tip. Always install
Adobe’s own printer drivers, particularly the driver called distiller.

Creating a pdf file is a two step operation. Firstly you
need to print whatever document you have to file using the
distiller driver. This produces a special file known as a postscript
printer file. You then open this printer file in the Distiller
programme and it converts it to a pdf file.

Step One: Create your project in any word-processing or
DTP programme.

Step Two: “Print” it. But change the settings to use
Distiller’s own printer driver, and check the “Print to file” box

Step Three: You’ll be prompted for a filename and where
you want it saving. Use a filename ending in PS, such as
mybook.ps because this is what the Distiller programme will look
for. Save it to a suitable folder.

Step Four: Boot up the Adobe Acrobat distiller
programme, select File, then go to the right folder for your book.
Follow directions.
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If security is what you need then just buy WebCompiler
and create your book in HTML format. Use the time-bar facility to
make it lock on a certain date. Similar software to WebCompiler
includes a system in which the book, when opened, connects to a
special register website to confirm the password. Fine, if the
customer is Internet ready. Also, what happens if the register site,
usually run by another company, decides not to work one day? My
best advice is Keep It Simple and don’t rely on any site other than
your own.

Next time I’m going to show you the easy way to create a
great website in about an hour. I’ll show you exactly how it’s
done, from a clean sheet to actually having it up there on the
World Wide Web. What’s more I am going to show you a simple
technique to use on your front page to make sure your visitor stays
on the site. It’s all psychology, but it works.
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1. Step by step guides on how to create profitable projects, particularly Newsletters.

2. Starting your New Life – Bringing it all together. A step by step working plan to
create your new publishing empire.

3. Getting your business organised. Hot Tips

4. How to capitalise on the greatest market the world has ever seen – The Internet.



5. Where to put the money! Simple techniques for making sure you keep the money
you’ve made!

6.  ZERO - £30,000.  How to create a project that gives you a FULL TIME
INCOME for PART TIME EFFORT.

7. The Exit Strategy. How make a million in home publishing – without having to
earn it first!

Goodies to ComeGoodies to ComeGoodies to ComeGoodies to Come
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REWARD

If you have received this home study course as an e-course,
(either by download from the Internet or by email), then we
are offering a cash reward.

Customers should only be able to receive THE UNLOCK
CODES in this course either:

a) From The Home Publishers Association on
hpa@homepublish.com or hpa@phildee.u-net.com

b) By email from an Authorised Retailer.

If you have received the unlock code from any source other
than a) above then you can earn a CASH REWARD by
sending us the name, address (or other details) of whoever
supplied you with the code. We will check our database of
authorised Retailers and if your supplier is not registered then
we will contact you immediately. If you have received an
unregistered code we will give you an immediate cash reward.

All information treated in strictest confidence.

If you have information concerning the illegal distribution of this course and wish to let us
know privately, you can leave a phone message on 01663 766063.
For absolute security, if you want to send a secure email then go to www.ziplip.com and
register some simple details. You can then prepare an email for us. Use ziplip’s secure
system which will prompt you for a  password (a different one to the password you log-on
with). Once you have sent the email you will need to let us know the password so that we can
read it. Do this by sending us an ordinary email from your own computer with the message:
I have an email for you on XXXX
Where the Xs are the password. (Do not mention ziplip.) Anyone viewing this will not be the
wiser.

We have three City-Based Lawyers who specialise in prosecuting copyright violations
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The International Home Publishers
Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom

Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.

mailto:hpa@phildee.u-net.com
http://www.homepublish.com/









































 
 

 
  

  
 
 

  
  

 
  

 
  

  
  
  
  

 
  

  
  

 





  
 

  
  

 
 

  
 
  
 
 

 


 







 

 












































































































































































<p ALIGN="CENTER">In the event of your not being
able to print this file successfully please contact us
on:</p>





ALIGN="CENTER" 






































 


 







































































































































































































































































































































































 
 
 
 
 












! 








! 




! 















































 



 




 
















































































 























































































 


 


 



 


 




 



























































FrontPage Editor















! 






! 









































































































































































































































































































! 
! 
! 















! 






! 




! 


! 










! 











































 



























 



 



























































































































! 
! 
! 


! 



! 



































































! 


! 



! 



! 


! 
! 
! 






















































































































































































































































































































































































 







 



















 
















































































































































































































































 

 


 

 


 


 


 

















 


 

















































Page 1

The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratch.

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world�’s
first, and best guide to starting your own highly successful

home publishing empire.

© 2000 PJP Gosling.
All rights reserved. First print 2000.

Nothing may be reproduced from this work or stored in any form of information retrieval system
without the express written permission of the publisher.

The author and publishers issue this book on the understanding that whilst every effort has been
made to ensure the accuracy of all the information presented in this series,  they will not accept any

responsibility for any loss (or profit), direct or otherwise, as a consequence of using any of the
information presented. The opinions given are those of the author who is acting in good faith according

to the extensive research undertaken by him and who confirms that he himself uses the principles
described. Users are urged to seek legal advice before entering into any contract or business.
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The average human being has a brain that weighs 1.4 kg and contains ten trillion (1019)
brain cells. Each cell connects to one hundred thousand cells surrounding it. Every
second the brain receives, stores and evaluates information from 250,000 temperature
sensors, 600,000 touch sensors and 260 million light receptors. By contrast they have
yet to invent a computer that can walk properly.
A recent estimate of the brain�’s �“thought potential�”, roughly defined as the number of
cell connections it can set up at any one time, is 2 x 101million.
As a guide to the magnitude of this figure, the number of atoms in the entire observable
universe probably is no more than 1089. Every power larger than 89 represents a ten-
fold increase, so 1090 is ten times larger than 1089 �– or ten visible universes. At this font
size and spacing you would need a strip of paper 15 kilometres long to type out the line
of zeros represented by 2 x 101million.  This is what God gave you �– the power of infinite
thought, infinite potential.
The Devil, on the other hand, gave you self-doubt, fear and just enough money to put
you in a comfort zone where all your brain has to do is to sit on top of your neck like
three pounds of inanimate lard and watch TV.
The only people that make progress are those who suddenly realise their Ferrari is
being towed by a donkey.
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The world's
greatest business

Security comment
It might be a good idea to review the current options for

eBook security on the Internet.

The simple fact is that nothing is 100% secure. After
Stephen King published Riding The Bullet, the security codes
were cracked within 48 hours, so what are the options as of this
moment? (If you want a security update at any time, email me.)

We have already discussed WebCompiler but it still is a
compromise between security and clear printing. It only uses
HTML files which have, in my humble opinion, lousy graphics
and debatable print quality. My preferred option is a pdf file but
hackers can get into the code already if they want to.

As of 31 August 2000 Adobe�’s Merchant software is still
only available on Unix or Windows NT and cannot be released



Page 5

outside the USA. It costs at least $5000 and they also want a 2%
royalty. Rumour has it that it�’s been cracked already.

The latest thinking is to encrypt a file (pdf, html, doc,
whatever) and incorporate a system in which, when a buyer first
opens the book, the buyer�’s computer automatically dials the
Security Vendor�’s website and logs on. Then, the Security
Vendor�’s site compares the log-on information with a master
record kept on the site and if it matches, sends a special password
to the buyer�’s computer. This new password is linked with buyer�’s
computer in such a way that the file can only be opened on that
computer.

This only happens once. After this initial installation, the
buyer can open the file on his computer any time he wants to and
it will not dial out. However, if he subsequently copies the file to
any third person, that person will not be able to open it because
part of the process interrogates the computer�’s systems and if it
ain�’t the same machine it gets the IT equivalent of a teenage sulk
and storms off to its bedroom.

 It�’s a funny thing but while huge corporations like
Adobe, Rank Xerox and others are creating monster solutions, we,
an outfit that would be lost in Adobe�’s petty cash tin are also
working on a new solution which involves us sending new readers
an electronic key, but more of this anon.

The Digital Supermarket (Cont.)
In session 9 you saw the details of how to create your

own website in about two hours using no money at all. We then
looked at how to use that site as a digital warehouse or customer
collects system. Let�’s look at some examples of how home
publishing can be improved by using the Internet in this way.



Page 6

Newsletters
The traditional, and still very successful way to launch a

newsletter involves the creation of an inaugural issue which is
then offered free to new subscribers, hopefully paid for by
advertising revenue and marketed free of cost by using press
releases.

The trouble is that not all newsletters lend themselves to
advertising and in those cases you will have to fork out for the
cost of printing fairly large quantities of inaugural issues. This is
where the Internet can be very useful. Just put the inaugural issue
on the Internet.

Let�’s take a hypothetical example. Suppose I have an
idea for a newsletter on dirty business tactics (Hmm, quite a good
idea that ...). My market is the directors of small to medium sized
businesses. The method of marketing will be press releases in
business magazines.

Power Publications

Dirty Business Tricks NewsletterDirty Business Tricks NewsletterDirty Business Tricks NewsletterDirty Business Tricks Newsletter
Volume 1                                                                                      23 Jan 2002

In This Issue

! Micro Cameras.
Are your staff
cheating you?

! How always to
stay one step
ahead of the
competition

Beating the EC at their
own game

Helmut Kohl
on flying visit
to Brussels
Summit

In 1986 the then EEC commanded the
French Government to open up all trade
barriers to Japanese Imports. They did, but
insisted that all imports use a small Customs
terminal with one officer situated in the
Loire valley, hundred of miles from any sea
port. The tail-back of containers at one point
went back over 50 miles.
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Obviously the directors of such businesses are usually
used to computers in one way or another and surfing the net would
not pose a problem.

My first step is to produce the inaugural issue on
computer in full colour. Then I create the website in the manner
described in session nine. The only addition I would make is to
register a domain name that is suitable, such as
DirtyBusinessTricks.com and have this domain name linked up to
your site (Your ISP will show you how this is done)

For the sake of convenience, let�’s assume the domain
name is also the website URL at www.DirtyBusinessTricks.com1.

I need to create:

1. A home page
2. A �“view the newsletter�” page
3. A �“print the newsletter�” link
4. A subscription form page
5. A Technical Support Page

The idea is to use press releases to get people interested
and go to the website home page, e.g.

... by using this technique several small
businesses increased their sales by almost 20%
within two weeks.

(Cynthia Smartarse is editor of The Dirty
Business Tactics Newsletter at
www.dirtybusinesstricks.com)

The Home Page is produced in MS FrontPage Editor and
will look something like this:

                                                
1 Don�’t go looking for it, this is only an example.
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This would be saved as a file called index.html and
placed in a special folder called MyWeb (or whatever you want to
call it.) The four bullet points mentioned are links to three extra
pages. (Link #2 is not a page.)You cannot complete these links
until the other pages are finished so leave linking them for the
moment.

C:

MyWeb    Index.html
(or C:\MyWeb\Index.html)

Now we create the extra pages and link them together.

The first step is to produce two versions of the newsletter,
one on screen, and another for printing out. Why two? Well, not
everyone has Adobe Acrobat, but everyone surfing the web will
have a browser, so you will need to offer an �“on screen�” version in

The Dirty Business Tactics Newsletter
Edited and compiled by Cynthia Smartarse

Information that is being used against you every day
-Unless you use it first!

The world�’s best source of guerrilla tactics for businesses

! Click here to view our inaugural issue on screen
! Click here to download a pdf version for printing
! Click here to subscribe (Special Discount)
! Click here for information on printing and viewing pdf files

Subscribers will be given a special website address where they can download the
hottest business information every month.
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HTML format that everyone can see. The trouble is that this
version will not print out very well, so for ease of printing and
clarity of photos, graphics, etc. I would have a separate Adobe pdf
file version for printing. To save time you could stick with the pdf
file on site as the only type to view or print. This is your
judgement call. It depends on how much time you have got.

CREATING THE HTML VERSION

I would create the newsletter in MS Publisher 98 and use
the methods described in previous sessions to convert this to an
HTML format. You will remember that this process produces a
large number of small files that are all linked together to form a
web-newsletter

So where do you save all these little web-newsletter files?
When you become more experienced you will subdivide them into
subfolders for images and text but for the moment just create a
subfolder within the MyWeb folder called WebVersion and put all
the files there. I am going to assume that the first opening page of
this web-newsletter is called pageone.htm, although it can be
called anything you like, so long as you know which it is.

C:

MyWeb    Index.html

WebVersion   Pageone.htm
Pagetwo.htm
Pagethree.htm  etc.

Or, if you like:

C:\MyWeb\Index.html
C:\MyWeb\WebVersion\Pageone.htm
C:\MyWeb\WebVersion\Pagetwo.htm   etc.
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You can now complete your first link. Use MS FrontPage
editor to link �“Click here to view our inaugural issue on
screen�” to �“Pageone.htm�”. In this way when the visitor clicks the
link, page one of the newsletter will boot up on screen (remember
that the links between individual newsletter pages are pre-set by
you at the bottom of each newsletter page.)

It�’s worth describing briefly at this point what to do at the
end. Having set up what is simply a series of files and subfolders
within the C:\MyWeb folder we will use WS_FTP to upload the
whole set to the website so that:

C:\Myweb\index.html  with all its subfolders will become
http://www.dirtybusinesstricks.com/index.html
with the same subfolders.

Or to put it another way, imagine replacing MyWeb with
http://www.dirtybusinesstricks.com  and shoving the whole lot on
the ISP�’s computer. It�’s no different to transferring files between
two computers and changing the root directory name accordingly.

So, we have now created our home page (C:\Myweb\index.html)
and our web-newsletter (all in the C:\MyWeb\WebVersion
folder). Now we need the pdf �“print�” version.

CREATING THE PDF VERSION

Take the original newsletter that you created in
MSPublisher 98 and convert it to an Adobe PDF file. You will
either need a full copy of Adobe to do this or use our pdf
production service. If you want to know the best settings to use
please email us.

This will convert the Publisher file into a pdf file. The
effect we are trying to create is when the visitor clicks the �“Click
here to download a pdf version for printing�” link, it will auto-
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download the pdf file onto the visitor�’s computer. This is achieved
by  taking the pdf file and zipping it up with WinZip. Then you
use WinZip to create a special file called an executable file. The
visitor will not need his own copy of WinZip because the
executable file is self contained. It will unzip automatically.

Creating an executable file

You will need WinZip to prepare this file. You can
download a free copy from www.winzip.com or use the one on
our CD2. The stages are to create a new zip file called, say,
Newsletter.zip and then create an executable version of it. This
executable version will be a separate file called Newsletter.exe.
Once created, the original file Newsletter.zip can be deleted.

Open WinZip as usual

Selecting �“New�” will be the start of creating a new zip
file. The dialogue box called �“New Archive�” that opens asks you
to name this new file:

Select NEW
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Type the new name, e.g. Newsletter.zip in the �“File
name�” field and then confirm where this new
zip file will be stored by altering or confirming
the folder shown in the �“Create in�” field, in this
case, the computer�’s desktop. Click O K.

You will now be presented with a
dialogue box that asks you which file you want
to zip. If this is confusing think of it this way.
You have created an envelope called
Newsletter.zip. In this envelope you are placing
a letter called Newsletter.pdf, our Adobe pdf
newsletter. The pdf file is wrapped up, or zipped
within the Newsletter.zip envelope.

In the screen shot below, the file
Newsletter.pdf was found in a folder called
1Transfer3. By clicking �“Add�” it will place a
copy of this pdf file to the Newsletter.zip
�“envelope�” and zip it.

                                                                                                                                                 
2 See our website or email us for details of our CD Rom

WinZip is used to
compress a file.
Think of a word-
processed letter.
Mostly it�’s white
space with words
in between. Being
a computer file, the
white space takes
up memory. WinZip
effectively takes
out the white space
and thus makes
the file smaller.
Unzipping the file
puts the white
space back in
again so you can
read it.
In this way a file
that was 3Meg in
size can be shrunk
to say 1Meg, so a
file that was too big
to put on a floppy
disk will fit if you
shrink it. A zipped
file takes less time
to download.
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The �“Add�” dialogue box allows you to select the file you want to be zipped.

The result. The adobe file �“Newsletter.pdf�” has been wrapped
inside the zip file called Newsletter.zip

Note the column marked �“Ratio�”. This tells you by how much the file has
been reduced in size. Five per cent is very little. This is because pdf files

are already compressed by the Adobe software. However, we aren�’t
using this system to merely compress a large file. We are going to make

use of the  facility to make an executable file from within WinZip
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This is now a true zip file. If you wanted to view any
document zipped within a zip file all you have to do is to double-
click it and it will unzip and auto-start in the appropriate
programme, in this case, Adobe Acrobat Reader.

However, that isn�’t the object. A pdf file is already
compressed. WinZip won�’t make much difference to the size of
the file. What we want is a self executing file that, when clicked
on a website, will automatically download to the reader�’s
computer. You can actually do this with an ordinary zip file but
the receiver will need WinZip. The self-executing file will self-
unzip on any windows based computer. Go to �“Actions�” and then
to �“Make .exe file�”. Alternatively hold down Shift and press K.

This will reveal a new dialogue box. The top field,
labelled �“Create self-extracting Zip file from�” is merely
confirmation of where the original zip file is located.

The lower field, �“Default �‘Unzip To�’ folder�” has to be
filled in. It asks which folder on the reader�’s computer this file
will download to. The normal suggestions are:

The reader�’s desktop:
C:\Windows\Desktop

The reader�’s My Documents folder:
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C:\My Documents

The reader�’s Temp folder:
C:\windows\temp

In any case, the reader can alter this default destination
on his/her hard disk during the download process. These are just
default destinations. When you complete this field and click O K
you will get this message:

This tells you that the new executable file Newsletter.exe
has been successfully created. It also asks if you want to test it.
Select Yes and you get:

If this is successful you will now have three new files on
your desktop:

Newsletter.zip
Newsletter.pdf
Newsletter.exe

To the left is the box that opens
after the reader has

downloaded the exe file and
double-clicked it. If the reader
clicks UNZIP it will extract a

copy of the newsletter.pdf file,
place it where it says, and leave

the box below
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You only need to keep Newsletter.exe and the
Newsletter.pdf files. The zip file can be deleted. Newsletter.exe
and pdf are now transferred to the same directory as the original
Index.html file you created earlier:

C:

MyWeb    Index.html
      Newsletter.exe
      Newsletter.pdf

WebVersion   Pageone.htm
Pagetwo.htm
Pagethree.htm  etc.

I mentioned before that some website owners prefer to
only have one newsletter file on the site because this saves time. If
you only have the HTML version, someone, somewhere is going
to ask you for instructions on how to print it and you will
undoubtedly experience technical problems such as pagination
(page length) and lousy graphics. HTML looks great on screen,
after all, that�’s what it was designed for.

On the other hand, if you only have the pdf version, the
reader will need Adobe Acrobat Reader to view it. This software
is becoming more commonplace but not everyone has it and you
want to make your first issue of the newsletter as easy to read and
print as possible. Above all I strongly suggest that any download
versions are as clear and nice as possible for greatest effect. This
means Adobe. Nothing else comes close to it.

Just to confuse the issue we have another problem.
WinZip only works on Windows based computers. What about
Apple-Mac, Unix, Windows NT? The solution is simple. A pdf
file can be read on any system because each system has its own
version of Adobe Reader �– i.e. the Reader changes, not the pdf
file. This means that we must also have an unzipped pdf version
available on site.
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Whether you have this in addition to the executable
WinZip file, or instead of it, is largely a matter of personal choice.
I prefer WinZip because, during the download process, there is a
box on screen showing the stages of the download. This means the
reader can see something happening. The straight forward pdf
version boots up (and if you click �“save�” will also download) but
very discreetly and some people might think nothing is happening
and develop a fatal dose of clickitis. That�’s the only reason.
Download times are about the same.

When a visitor clicks a simple pdf link it will not
download the file. Instead it will boot up the Adobe Reader
software already on the visitor�’s computer. Then they will have to
wait, sometimes for 30 seconds or so, until the first page of the
newsletter appears within the Adobe screen, thus

This is not the same screen as the normal
adobe reader. In this case the adobe screen

is inside the web browser screen.

Adobe reader tool barBrowser
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You will have to explain to the reader how to download
this book to their computer. Most beginners would select �“File�” in
the browser toolbar, but this will not usually save graphics. They
should select the save icon in the Adobe toolbar:

This means that we need a new webpage to explain what
to do, rather than a simple link from the line �“Click here to
download a pdf version for printing�”.

To create a new webpage we start MS FrontPage again
and produce something like this:

Now save this new webpage as Download.htm and use
FrontPage to link the two newsletters to their respective files in
the MyWeb folder. Finally move this webpage to the same folder:

Save Icon

Instructions for downloading newsletter

If you have a Windows 95/98/2000 based system please download our
special executable zip file below. This file will auto-download onto your
desktop. When complete, please double click and choose �“Unzip�”. This will
place a copy of the file called Newsletter.pdf on your desktop. Double click
this file and it will auto-boot Adobe Acrobat Reader if it is on your
computer (many computers have it). If it doesn�’t boot, or contains blank
and corrupt pages then you need a new copy of  Adobe Reader. Go to
www.adobe.com and follow instructions to download a FREE copy of the
reader.
Click here for downloadable zip file   Newsletter.exe

MAC / UNIX / and other systems can view our special, unzipped pdf file
below on screen and download the newsletter manually. When you click the
link, the Adobe Reader software already on your computer will boot up.
After approx. one or two minutes (please be patient) the newsletter page
will appear. To copy this to your computer choose the ADOBE save icon
(Looks like a floppy disk icon) just above the newsletter. Do NOT choose
�“File�” in the browser section at the top of the screen. The download will
take about five minutes but this will vary considerably throughout the day.

Click here for pdf file Newsletter.pdf
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C:

MyWeb    Index.html
      Newsletter.exe
      Newsletter.pdf

Download.htm

WebVersion   Pageone.htm
Pagetwo.htm
Pagethree.htm  etc.

Two pages left to go. The subscription page and the
technical support page.

THE SUBSCRIPTION PAGE

As the title suggests, this page is for people who like your
newsletter and want to subscribe. It is unlikely that you will have
a credit card merchant facility but for newsletters it is not so
important. They just need a form to fill out, print and send off
with a cheque.

After mucho distresso I am going to recommend a
particular method of preparing an HTML subscription page that is
virtually foolproof (knowing full well that nature will invent a
better fool.) It goes like this.

When you open a new page in MS FrontPage don�’t start
writing. Instead create a box to write in. From the top toolbar
choose �“Table�” followed by �“Insert table�” This brings up a box
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By selecting �“1�” as the row and column size you will get
a single box. By selecting �“0�” as the border size you will make the
border invisible. Finally, specify the width as about 50-65 and
click �“in Percent�”. This makes a dotted box like this:

Now type all your details within the box. (The box will
expand downwards as you type.) The reason is that this box
restricts the width of the text so that, whatever browser is used, a
printed copy with have all the words on the paper, rather than
disappearing off the margins.

Here is an example of a typical Newsletter subscription
form.

The dotted box. You can
alter the width of this box by
dragging the right hand side
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Join TODAY to get the hottest information available PLUS special
introductory discounts.

The normal annual subscription for the Dirty Business Tricks
Newsletter is £39.95 but NEW subscribers joining THIS MONTH  can
join for only £29.95 and also receive a free CD �– 101 Ways to organise
your life. Act today for this great offer.

Either press Control + P to print out this page or highlight it with your
mouse and copy it to a word-processor.

Yes. Please enrol me for a private 12 month subscription to
The Dirty Business Tricks Newsletter.

My name is  �…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…
My Address is �…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�….
�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�….
My Postcode is �…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…
Email address 1 �…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…
Email address 2 (in case 1 fails) �…�…�…�…�…�…�…�…�…�…�…�…�…�…..
My Telephone Number �…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�…�….

Please delete whichever is not applicable below:

I am a new subscriber. I qualify for the free CD and enclose my
cheque/Postal order made out to Power Publications for £29.95 for a
full 12 month subscription.

I am outside the time deadline. I enclose a cheque/postal order for
£39.95 to cover a full 12 month subscription

Please send a copy of this page plus your remittance to:

Power Publications
Behind the hot water pipes
Third manhole cover on the left past WH Smith�’s
Waterloo Station
London
K9P ONU

Return to home page

Phone 1234 5678
Fax ditto
Email
Nasty@dogbreath.co.irl
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Save this as Subscription.htm and save it in the same
folder as Index.htm (C:\MyWeb\Subscription.htm). Create the
link from �“Click here to subscribe (Special Discount)�” to this
page.

Note some points concerning the subscription page.
Most, if not all discounts, are �“Buy it now�” carrots, because the
lower price was the real price all along so offer it anyway (is this
ethical ? �– don�’t know, but it harms no-one and it works!)

Note that every page on the site must have a Return to
Homepage link at the bottom of the page.

Two email addresses are useful. One will always fail at
some point, and the number of people who change their email
addresses at the drop of a hat and then wonder why nobody emails
them any more �….

Make sure the new subscriber can contact you. You�’d be
surprised. I�’ve seen some very expensive looking websites where
the arty farty designer produced glorious background images of
exotic sunsets, and banners that flashed so enticingly that my
index finger, caressed by the music of MP3 downloads was
unconsciously drawn to get more information �– only to stop dead.
No contact details, zappo, not even an email address. Weiiiiiird.

THE TECHNICAL SUPPORT PAGE

I won�’t drive you witless with examples because I have
already given you some in session nine, but suffice it to say that
you must have an email help facility for people who cannot
download a common cold. This varies from the Yorkshire
Whinger �“Ah carrrrn�’t reach yer web thingy�” to Angry of Mayfair
�“Sir! I have been trying for several years to download from your
website without success..�” or even the web expert �“Your website
isn�’t working. All I get when I try to download is three rubber
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ducks dressed in Mountie outfits singing Alouette, Gentille
Alouette! I suggest you change your ISP!�”

There are three ways to help people. Firstly, keep a note
of every question that occurs more than once and put it, and the
answer, on a FAQ sheet that you can email quickly (see previous
sessions for how to prepare such messages for download. Second,
have the same sheet, regularly updated, on your website with links
on the home page as well as the download page. Third, have an
autoresponder message with the same sheet ..

Get an answer to any download problems in
minutes. For a detailed FAQ sheet send a blank email

to TechSupport568@Getresponse.com …

When complete, save that page as Support.htm and put it
with the others in the C:\MyWeb folder. Check all links to see if
they work. The easiest way to check if this site is working is to
navigate to Index.html using Windows Explorer and double click
the file. This will boot up your browser in local mode and will
reveal the home page on Index.html exactly as you would see it on
the Internet. All the links to and from every page should work.
The only thing you cannot test is if Newsletter.exe (the executable
zip file) will download.

You should now have the following mix of webpages and
files on your hard disk:

C:

MyWeb    Index.html
      Newsletter.exe
      Newsletter.pdf

Download.htm
Subscription.htm
Support.htm

WebVersion   Pageone.htm
Pagetwo.htm
Pagethree.htm  etc.
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Getting this on the WWW
The process now is very simple. Using the WS_FTP

software discussed in part nine you now place a copy of the above
files and folders onto your ISP�’s computer. It is merely a transfer
between two computers.

Your computer is basically your C drive. In the final
analysis, all your computer�’s files start C:\(something). The place
everything starts from is C:\ and this is called the root directory.
Like a tree, the root is the point from which everything grows.

For the sake of ease, consider that the ISP�’s root directory
is http://your-domain-name which can be the domain name you
have registered, or the domain name you are given by your ISP. In
reality of course, you are occupying a small folder allocated to
you on the ISP�’s main computer.

The import part is placing the opening home page,
Index.htm, correctly. To do this make sure your ISP site ends up
like this:

http://domain    Index.html*
      Newsletter.exe
      Newsletter.pdf

Download.htm
Support.htm
Subscription.htm

WebVersion   Pageone.htm
Pagetwo.htm
Pagethree.htm  etc.

*or (http://www.domain-name.com/index.html)
(http://www.domain-name.com/WebVersion/Page..htm)

 and NOT this:
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 http://domain

MyWeb    Index.html*
      Newsletter.exe
      Newsletter.pdf

Download.htm
Support.htm
Subscription.htm

WebVersion   Pageone.htm
Pagetwo.htm
Pagethree.htm  etc.

* or (http://www.domain-name.com/myweb/index.html)

On the ISP�’s computer, MyWeb should NOT be there.
All the five files previously in the MyWeb folder have been sent
to the main site at http://domain name. This is because web
browsers are designed to look for a home page called Index.html
in the �“root�” directory of the site, not in a subfolder. We only used
the folder MyWeb as a convenience when working on our own
computer. We don�’t need it on the ISP site.

Of course, checking the site could not be easier. Just get
out of the ISP programme and boot up your browser to go to your
new domain name. The homepage should boot up and all the links
work correctly.

I know this looks complex but really it is no more
difficult than creating a simple directory structure on your own
computer. When you get used to it you can change details on any
particular page in minutes. Suppose you wanted to add a question
and answer to the support page. Just alter the original Support.htm
page in your MyWeb folder using MS FrontPage and then use
WS_FTP to upload it to exactly the same place as the ISP version.
The file on the ISP site is instantly overwritten.
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A small addition to the Index.html home page can be a
link to a back issues page. Just make a link from the home page to
a new page called backissues.htm and have a page like this:

Tidying it up
Notice when we created this website how all the pdf and

exe files are in the same place. (In the MyWeb folder). This can
get very difficult as the site grows in complexity. Think about
having �“Tidy up�” folders and put similar files in them. For
example, we could put a folder called PDF anywhere and place
the pdf and exe files inside it (you have to alter the links if you
make this change retrospectively.) Then you know exactly where
to go to when you want to upload a new pdf file. Similarly you
can have a folder for all your graphics and pictures called
�“Images�”. When you get the feel of this you can tidy the whole
site up.

Site Security
As it stands above, anyone addressing their browser to

your domain name will get the home page and then all the links to
all the other pages. This is perfectly OK for our original purpose

Back Issues
Date Windows(zip) MAC (pdf)

July 2000     NewsletterJuly.exe NewsletterJuly.pdf

June 2000 NewsletterJune.exe NewsletterJune.pdf
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which was to have a free issue of the newsletter on site for all to
see and thus save printing costs. But as your business grows, the
site will grow with it and the first thing you will do is to have
certain pages devoted to members only. A good example is the
back issues page mentioned above.

To do this remember that no-one can get to any webpage
on your site unless they have a link or they know the exact address
(e.g. www.domain-name.com/WebVersion/pagethree.htm). If you
create a directory with any name you choose, say �“membersonly�”
and move the backissues.htm page into that directory, no-one but
a demented hacker will ever find it. Just tell your members by
email to direct their browsers to
www.domain-name.com/membersonly/backissues.htm and don�’t
link it from the home page. If decide to conceal it even further,
just change the �“membersonly�” every month or so to something
like �“membersonly1234�”. As mentioned before, PIN number
access is a fairly complex process that I leave to those who have
time. I just wanna sell books.

To finish this website, and give you an example of a very
simple site that does the job, there follows the site/folder diagram
of a site that offers a free newsletter in pdf and html format but
omits zip files. Then, bona fide members can access a special
members only page (...\membersonly\index.html) which is exactly
like the back-issues page above only this time it also contains the
current newsletter (for members only).

A new subscriber is given the special URL/web address
for the current newsletter/back issue page (“Direct your
browser to www.dirtybusinesstricks.com/membersonly

and press return�”)and you will change this address every
month:

How can you stop a member passing on your pdf file
every month to ten others? �– You can�’t, everything is hackable.
However you can make it traceable either by offering a reward:
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Reward. Cash offered as a reward to anyone
receiving the Dirty Business Tricks Newsletter from
anyone other than our authorised site at www.domain-
name.

Or going to the trouble of locking it. Generally speaking
the extra trouble isn�’t worth it for a newsletter. Even hard-copy
can be passed on.

Domain    Index.html
      FreeNewsletter.pdf

Download.htm
Support.htm
Subscription.htm

                       WebVersion   Pageone.htm
Pagetwo.htm
Pagethree.htm  etc.

Membersonly
CurrentNewsletter.pdf
Backissue1.pdf
Backissue2.pdf, etc
Index.html

Now cop this guys and gals. In sessions nine and ten you
have the tools to get a nice newsletter up on the net for about three
hours work and no money whatsoever. Cool or what!

Although it sounds brilliant to have a no-cost newsletter
up on the Internet for everyone to see, not everyone has access to
a computer. This is changing rapidly, so it�’s a judgement call if
you want to do this exclusively. For my part I would still keep a
small stock of paper and ink newsletters. Don�’t send newsletters
out on floppy disk. The disk lowers the perceived value of the
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presentation within. A CD is better but the baseline is that anyone
with a computer CD is most probably Internet connected anyway.

SOLVING THE ADVERTISING DILEMMA

If you have chosen a newsletter subject that does not lend
itself to advertising, or you are having difficulty in attracting
advertising then you are faced with having to subsidise the first
edition IF you were planning to give it away for free. Now we
have a partial solution. You can place a free copy in full colour on
the Internet. Then in your advert, or press release you can say:

... For free newsletter see our Internet site
at www.avastbehind.co.uk. No computer? Send SAE plus
two first class stamps to: ...

This phrasing might not pass muster in some of the larger
magazines because you are inviting the reader to send in money.
Postage stamps are classified as currency. In such cases you can
say:

No computer? Call us on 0123 4567 or write to
Cynthia Smartarse, Behind the same hot water pipes...

When they contact you, you can then ask them to part
with a few pence for a special high resolution print-out of the
Internet newsletter or other such wording that creates the
perception that you are doing the enquirer a favour for a very low
price, which you are. Do NOT say, �“please send four farthings for
a hard copy�” because they will get the impression that the
subscription is four farthings. By the way, to keep advertisements
short check out the minimum address needed to get your letter
delivered. In the UK all you actually need is the house number
and the postcode.
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Manuals and Courses
Setting up a simple supermarket website for courses or

manuals is a little more complex but once you get used to it, is
still straight forward.

The basic layout:-

Domain    Index.html (1)
      FreeNewsletter.pdf (2)

      Download.htm (3)
Preview.pdf
Support.htm (4)
Subscription.htm (5)

                       WebVersion  (6)
Pageone.htm
Pagetwo.htm
Pagethree.htm  etc.

Membersonly (7)
Manual.pdf (9)
Backissue1.pdf
Backissue2.pdf, etc
Index.html (8)

(1)
This page, Index.html, is auto-selected by all browsers

that go to the domain name and obviously this is the main home
page. Because you are selling a manual, this page is more detailed
than the newsletter version because it is doing a bigger selling job.
The best way to demonstrate a typical home page is to invite you
to look at our site at www.homepage.com. After the title, a few
paragraphs highlight the main reasons why this site will be of
value to the visitor, and there then follow a whole series of
hyperlinks.
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(2)
The free newsletter. This only applies if you have such a

newsletter. In this case it�’s a simple pdf file linked from
somewhere on your home page. The normal process is to link
from the home page to a new page that gives specific information
and have the pdf link on this new page.

(3)
Download.htm. Not to be confused with where people

can download the manual itself, this page can be used as a site for
the casual visitor to download free stuff. A good example would
be chapter one of the manual which we have called Preview.pdf in
the same folder.

The bottom part of the home page at www.homepublish.com showing the hyperlinks to different pages.
These pages are all in the same part of the website as Index.html
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(4)
The same type of Frequently Asked Questions page to

help people who are downloading anything. Keep alert that you
don�’t give secrets away on this page that are for members-only.

(5)
Subscription or Order page.

(6)
The WebVersion folder. If you have a newsletter then

having a copy in HTML format means everyone can read it. This
is exactly the same as for the newsletter site discussed earlier.

(7)
Members Only. This is the �“secret webpage�” idea for

allowing subscribers only to see this part of the site. You don�’t
have to call it Members Only, you can give it a number or alpha-
numeric such as 2345AB. If you use alpha-numerics then it is
wise to avoid confusion between letters and numbers by not using
the numbers 1 and 0, or the letters l and O unless absolutely
necessary.

(8)
Index.html again. But this time it is in the members only

directory so it will only function if the subscriber types
www.domain.com/membersonly. This is the home page of the
members only area. What you call it doesn�’t matter. The real point
of this page for our purposes is that it acts as a supermarket shelf,
allowing new buyers to download the books they have bought

This is what our page looks like:-
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Our Warehouse
UPDATED 22 AUG 2000 (Internet Wizard book added below + CD Option)
This page allows you to download all or any of our eCourse parts on the

Publishing Revolution Home Study Course.
If you are visiting this page for the first time we recommend that you print this
page by holding CONTROL and pressing P, then you can read the instructions at

your leisure and come back to this page later. This saves on-line time.

Most parts are PDF files, so you will need adobe acrobat reader version 4 or
higher as described on our normal download page. Also you will need Internet
Explorer version 4 or higher to read parts 7+ which are password protected.
Click any of the links below and that part will be downloaded to your hard disk

in your My Documents

or Windows/Temp directory
If you cannot find it then use windows explorer to search for:

revbook*.exe and double click it
This page will be added to as the latter part of the series completes final
editing. All buyers will be notified by email. If you do not get your email then
please see this page on the tenth day of the current month. This is the day it is
finalised for the month concerned.
Download times will vary according to your modem, internet set-up, telephone
service and time of day. From experience, early morning is the best time to
download in Europe. As a guide, 1 megabyte takes us 2.5 minutes to download,
but this can vary quite considerably.

The files except Revbook9 marked Revbook(*).exe use WinZip to compress the
file. You will need a Windows based system plus WinZip (see www.winzip.com)
to view these files.
Mac users can still view pdf files if they have the Mac version of Adobe on their
computers. Mac Users or those who cannot use WinZip for any reason should
click the PDF versions on the downloads listed on the right hand side. This will
boot up adobe reader on your computer and then the book will appear on
screen (this may take a minute or two). At this point you can save it to your
disk by clicking the save icon IN ADOBE, NOT "FILE" IN THE BROWSER. The save
icon in adobe is a black floppy disk, one third the way down the page.

Click the floppy disk icon and choose where to save it on your
hard disk
Note: Use the back button in your browser to move out of the
adobe screen.

We've noticed that adobe keeps running in the background even
after you have shut down your browser. Hold CONTROL+ALT and
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click DELETE - once only, select adobe and END TASK to remove it.

NEW - Compact Disk OPTION
Revbooks 1-6 plus the picture file for Revbook9 plus a full copy of Adobe
Acrobat Reader (version 4) plus all the free reports, eBooks and software
mentioned below (and more besides), are now available on CD, price £3.25 +
Vat = £3.82 Phone our credit card hotline on 01663 763817 or send Cheque/PO
for "CD" made out to PhilDee Ltd, at 2 Hilton Road, Disley, Cheshire SK12 2JU

WINDOWS USERS PDF versions for MAC or Non WinZip Users

Revbook1.exe First book in series
(this is free on our normal download page) File Size: 450 PDF Version #1
Revbook2.exe Second book in series File Size: 888 (Kb) PDF Version #2
Revbook3.exe Third book in series File Size: 1467 PDF Version #3
Revbook4.exe Fourth book in series File Size: 1452 PDF Version #4
Revbook5.exe Fifth book in series File Size: 701 PDF Version #5
Revbook6.exe Sixth book in series File Size: 934 PDF Version #6
Revbook7.exe Seventh book. File Size 1176 (Important. See red note above.)
Requires User ID + Password to open.
One of our introductory email messages will have given you this information
Revbook8.exe Eighth book. (Important. See red note above.)
Requires User ID + Password to open.
One of our introductory email messages will have given you this information
Revbook9.exe Book Nine.
Requires User ID + Password to open. This is entirely an HTML (WebPage)
presentation. This means the graphics used will not print as clearly as PDF
files. To allow you to print clear graphics we have included an extra PDF file
which just contains graphics used in this presentation. This file is not
necessary unless you particularly like crisp graphics to complete your
printed folder. Please click this file link SESSION 9 GRAPHICS to boot up and
save this file. MAC and UNIX users should email is for special versions of
these files.
IF YOU DO NOT RECEIVE AN EMAIL MESSAGE ON/BEFORE THE TENTH OF THE
MONTH GIVING YOU NEW ACCESS CODES AND PASSWORDS THEN PLEASE
EMAIL US ON HPA@HOMEPUBLISH.COM SOMETIMES AN ISP CAN FAIL, OR
MESSAGES GO WALKABOUT IN CYBERSPACE. A SECOND, BACKUP EMAIL
ADDRESS IS AN ADVANTAGE.

MORE DOWNLOADS
The Internet Marketing Wizard NEW. The eBook that explains the Eagle Project
on Instantbookstore.com and shows you how to market anything on the Internet
- For free. Only available as an eBook. Prepared in PDF format.
For Mac Version (pdf file) Click Here
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eBook.exe This book was bought-in from the USA and you may sell it or
distribute it freely. Unless you choose to give it away as a promotional item we
suggest you offer it for sale at any price you choose. We suggest a price range
of £30 or 40 US$ approximately. Offer it on the internet using the reports
below: 1.3 meg.
FreeReports.exe 450 reports you can use to as free give-aways. The file
1Index.wri gives you an index of which reports are available and the file 1How-
To.wri tells you how to do it. 2.55 Meg.
WS_FTP.exe File Transfer Protocol programme for moving files to/from your
website and your own hard disk. Essential tool for uploading your own website
to your ISP. 234K. Transfer the files to a fresh directory and click WS_FTP95.exe
to start.
Cyptext.exe 160 bit key encryption programme. Copy to hard disk. Install by
double-clicking CRYPT321.exe
Create your own password. Use by highlighting any file, right click, choose
Encrypt or Decrypt. Size: 166K

Return to Home Page

(9)
Manual.pdf. This is where the downloadable file can be

located at first. However, in a well arranged and logical structure
you could have a folder called PDF (or whatever) and keep all the
pdf files within it. This folder, which is unknown to anyone except
yourself, is fairly secure provided there are directories behind it.

Conclusion
The actual cost of creating your own website is minimal

but the advantages are huge. During the recent fuel crisis that
rocked not just the UK but most of Europe, conventional
companies were suffering badly because trucks couldn�’t deliver
raw materials or deliver finished goods, and staff couldn�’t get to
work. Meanwhile home publishers with Internet based
Supermarket sites such as the above were untroubled. When you
see it this way is it any wonder why I regard Home Publishing as
the World�’s Greatest Business?
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Starting your New Life
ou have a major, and I mean MAJOR advantage
over me. Without trying to sound like a martyr
here is a list of reasons why starting a home

publishing business is a thousand times easier now than it was
when I first started.

! You have computers that do 99% of the typesetting and
artwork for you. I had a Remmington typewriter and a sheet of
Letraset Transfers/decals.

! They�’re cheap. My first 086 with a 20 Meg hard disk and 1
Meg of Ram and software (Sage) cost £5000. That was nearly
20 years ago.

! There were no photocopiers worth talking about and no digital
printing companies. Conventional printing only �– and this was
only cheap if you printed in bulk.

! No laser or inkjet printers.
! No Internet
! No-one went out of their way to show me how it was done. I

learned the hard way. Most of the other writers at that time
were either wannabe�’s with Wizardofozitis or were trying to
show me how to resell their stuff, rather than create my own.
No change there then ...

It was hard, I must be honest, and at times, particularly
when I lost fourteen grand on a big mailshot, it was more than
worrying. But I learned my trade �– much as someone thrown in at
the deep end swims or drowns.

Because I am an insecure person, and probably always
will be, I considered throughout this time what to do if I should
loose it all. I needed a mental game plan, a sort of �“restart�” button
on my life just in case I lost everything. I suggest you also think
about this. Like making a Will it is one of those things you don�’t
like thinking about but once done, leaves you with a more secure
outlook.

Y
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The point is that if financial catastrophe falls upon you in
the form of redundancy, illness, etc. it is almost impossible to
think straight at that time. Yet if you thought about it now, as if
giving advice to an invisible friend, you could quite easily work
out a game plan of what to do. For example, you would look at all
your outgoings and decide which of them you can cut to the bone
if necessary. You can list the number of government agencies that
will give you money, and under what circumstances you can claim
it3. (There�’s a manual there somewhere, I can feel it!)

In my case I considered what I would do if I lost
everything except the knowledge of how it was done. The object
was to create a game plan of exactly what I would do to earn, say
£30,000 in my first new year of operation �– from scratch �– and
with only enough money to buy essentials like a computer and
printer.

Well here it is. This is previously unprinted and is
probably a milestone in the field of business start-ups. It is also
probably priceless, to me anyway.

How to create your own business
from scratch

Step one. Avoid all diversions like business
opportunities, MLM, Get Rich Quick, Gambling and Tipster
services or anything of similar ilk. Most people try these because
they have no confidence in themselves. I can absolutely guarantee
that any time and money spent on other people�’s businesses in the
first new year of operation will be completely wasted. I�’d be better
off drinking the money. Keep your eye on the ball.

                                                
3 In the UK there is an example of a �“Divorce of convenience�” in those cases when an older couple
anticipate problems if one of them is taken ill and needs home care. UK legislation will force them to sell
their assets to pay for the home care. So they divorce and leave nearly everything to the healthy partner.
They still live together of course, it�’s only a legal separation to protect assets.
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Step two.  I would beg, steal or borrow any or all of the
tape sets produced by Nightingale Conant, specifically anything
by Brian Tracy, Zig Ziglar or Dr Wayne Dwyer in that order. I
would then resolve to listen to one tape per day, every day.

Step Three. I would take a large piece of paper and on it
I would list every single thing that I have ever done in my life that
I am proud of. I will be bold, after all, no-one will see it except
me, and the object is to fill me with confidence. I would list every
triumph, every race won, every begging bowl filled, every nice
thing I can possibly think of about myself. It will be my CV of
Greatness, my personal Résumé of Resplendence.

Step four. Just to make sure that I am going in the right
career direction I would re-do what I did a long time ago and take
a piece of paper and divide it down the centre. On one side I
would list all the things that I like doing, or feel I am good at (e.g.
writing, teaching, public speaking) and on the other side list
negatives that I dislike (gardening, gardening, more gardening).
This gives me a clearer picture of what I want to do.

Step five. I would write down my first goal in life, and I
will write it in a positive, �“already achieved�” style such as �“This
year I earned over £30,000�” or �“I drive a brand new, green,
Citroen�” . Every day, immediately on rising and immediately
before retiring, I would find a quiet, private space and read this
goal to myself. I may even re-write it. Then I would close my eyes
and visualise this goal as if already achieved. I would feel the
emotion I would feel if some rich uncle had just telephoned me to
tell me that he�’s bequeathed me thirty grand a year and his new
Citroen!

There now follows a partly political broadcast by Phil
Gosling MP on behalf of the SCEPTIC party.
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Page break here

Step 6. Seeing as I have little money to start with I would
buy a second hand tower, or mini tower computer, probably by
looking at the classified advertisements in my local paper. This
computer will probably be a Pentium II, which lends itself to a
complete upgrade in the future by replacing the motherboard and
yet is cheap, being a generation or so behind shop models. The
bigger the hard drive and Ram, the better. When the money starts
flowing I would get a laptop with a colour TFT screen (i.e. bright)
and a built in modem. With more money I would buy a small
internal network twixt laptop and tower. With more money I
would invest in a UPS (Uninterruptible power supply, i.e. a
battery) for the Tower. Then I�’d upgrade the Tower.

Step 7.  Ideally I would buy a second hand laser printer,
preferably a Hewlett Packard, with an upper tray that has a
straight paper path to avoid crinkling. Alternatively I would
choose a good inkjet. If given the choice between spending money
on the printer or the computer, the printer gets it every time. If
opportunity knocks and I can find one, I would buy a printer that
would fit A3 paper. Black & White is fine.

�“Ladies and Gentlemen, much as I would like to believe the opposite, I know from
personal experience of many years standing, two important facts of life. They are:

1. That Members of Parliament consist of people who tried to do a day job
and either failed abysmally at it or just didn�’t like doing a real job in the real world.
They therefore became career administrators who recently have proven what the
world knew already - that given 650 Million pounds of public money they couldn�’t
successfully run a fairground ride (From the people who gave you the Millennium
Dome  �– The Euro!). Then, after years of looking busy, achieving nothing, ignoring
the people and fearing only the press, they give themselves life peerages and pensions
fatter than most people have to live off.

2. That nearly everyone reading this chapter will completely ignore steps 1-5
because they have �“this great idea for a newsletter.�” They will then fail, and ask me
why. I will say �“In the next five seconds recite to me your major short-term goal.�”
They will go �“err�” and I�’ll say �“Too late. That�’s why you failed.�” They won�’t
believe me of course.
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Step 8. I now regard an email facility as essential, so I
would buy an internal modem if it wasn�’t fitted already and sign
up to a proper ISP. Ideally it would be a business-orientated ISP
such as U-Net rather than CompuServe or AOL. This is because I
must not have restrictions on file sizes when uploading or
downloading. I wouldn�’t use MS Outlook as my email programme
because every hacker in the world is trying to send you viruses
through it. I would get Eudora Lite, which is/was the free
shareware version of Eudora Pro.

Step 9.  I would need a fax. I�’d buy an external, non-
computer fax and also an answering machine. If I could afford it I
would get a second telephone line. If I couldn�’t I would use my
current line and put a new line in later. (After a while it will be
difficult to tell whether a family member is calling you, or a
customer, so I would contact family and friends and give them the
second line as my new personal line. You�’ll need it because some
people will phone you at 2.00 in the morning!)

Step 10. Now I get going. I have the advantage of
knowing already that my first project will be a newsletter or
course. This doesn�’t mean I will rule out a manual, but both
newsletters and courses have residual income, which a manual,
being a one-off sale does not. At this point I would grab the four
pieces of paper I mentioned in the early parts of the course, the
papers headed Hobby, Sport, Professional and Special Interests.
Before I fill these with ideas generated as described, I would make
a mental note of my potential marketing campaign.

I know already that my potential marketing campaign
will be limited to how much my budget is.

! My preference will be for a course. Most courses are
sold by direct mail. I have said before that I dislike
direct mail because of the price, hence the risk, so I
would consider a course which can be marketed in
different ways such as classified advertisements and
press releases. The money aspect of a course lends
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itself to the best short term cash flow.

! A newsletter is my second choice but this is personal.
In the long term a newsletter is probably the best
choice because the amount of marketing is minimal
and there will be a large re-subscriber rate. The
money at the start would not be enough to live off but
once the membership was high it will be an almost
inexhaustible money tree.

Cashflow

This is the most important word in business and the one
most start-up companies get wrong. Don�’t take my word for it, ask
the small business advisor at your bank. He will tell you naff-all
about how to make a profit but he will be able to tell you how
businesses fail and cashflow will be the main reason.

Newsletters and courses have different cash flows and
which you choose depends on how quickly you need to take
money out of the business

Newsletters. There is always a balance in nature. With
newsletters, the fact that you can start with little or no money at all
is counteracted by the fact that you need a significant number of
subscribers before serious profits are made. This means you will
have to wait until the membership gets bigger before you can live
off it. The plus side is continuity and saleability. Continuity means
that your subscriber income holds steady year after year with the
minimum of re-selling. It�’s almost a continuous river of money
but it starts with a trickle, and becomes a stream before reaching
river proportions. Saleability means that a newsletter business is
easy to sell �– because it has continuity.

Put simply it means that if you don�’t need any money
early on, and can afford to watch it grow, then a newsletter is a
good place to start.
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Courses. There are two ways to offer a course. By
monthly subscription, or the whole lot up front. For good cashflow
you need both. If you decide to sell the course by Direct Mail it
means that you are spending quite large amounts of money at the
start. As a rule of thumb it takes about three months for a mailing
to pay for itself IF it has a reasonable response rate (0.8% min)
AND you are only getting monthly subscribers in return. If you
are not using DM then the payback time can be within days of the
classified advertisement or press release being published. But by
having a monthly subscription alone, you are back in the
newsletter scenario of a trickle start.

I would, without exception, offer a monthly payment plan
together with a discount for payment in full. The discount makes
less money but improves the cashflow enormously and often this
is the difference between eating and starving. It also has the
advantage of giving a healthy monthly regular income. Once you
have achieved the heady heights where cashflow is unimportant
you can, like Stuart Goldsmith, reverse the situation by
demanding an increase in the price for those people who want to
pay in full. This is quite subtle. The nature of a course is that you
probably want all the information as quickly as possible and many
people are prepared to pay a premium for all the information at
once.

There is a catch 22 situation here. If you offer a payment
in full option, surely you must have the whole course fully
written? Actually no. It would be better if you had the whole
course from the start but you can still offer the course as monthly
delivery only. Payment in full (or PIFs as I call them) get the
advantage of lower prices �– i.e. it�’s just a price discount. Like big
Stuart4, when your course is complete, and cashflow permitting,
you can increase the price for PIFs on the basis that they will have
the advantage of receiving all the information first. A head start if
you like.

                                                
4 I call him Big Stuart respectfully. Although small in physical stature his influence on Self Publishing and
Direct Mail has been gargantuan. I salute him.
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There is a step by step plan for newsletters in session six.
Here is a similar plan for a course.

STARTING A COURSE

The search for a suitable course project or idea starts with
finding a market of people who are enthusiastic about the subject
and can be contacted easily and preferably cheaply. In the case of
courses, which have an educational flavour about them, my ideal
course would offer solutions to problems. The major problems
are:

! Needing money
! Needing to improve a skill
! Needing love

Needing money covers most areas you know and have
seen already. The subject ranges from those dreadful Business
Opportunities like MLM, to learning a new trade, or converting
from a desk job to a sales job, to gambling. There has been a
manual or course on every one of these.

Needing to improve a skill. This can be how to play
better golf, how to succeed at stamp collecting, etc

Needing love. I want to let you into a little secret, a sort
of �“thank you�” for staying with me so far. This is some state of the
art psychology I was recently exposed to by someone who knows
about these things.
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The Psychology of Profit

In 1986 a survey was commissioned of
people at work, asking what they most wanted from
their job. You would have thought money was
highest on the priority list but no, it came fifth. The
item which ranked highest was:

Appreciation for work done.

Much research has been carried out into
what motivates people and recent findings reveal
that nearly all human desires and basic needs seem
to stem from three key areas. Basically people need,
or crave three things:

Approval, in the sense of receiving respect,
acknowledgement or appreciation. On another level it is the
craving for love, affection and friendship. We all, consciously or
unconsciously, long for these in our lives.

Control. I should know about this because it was only
recently revealed to me that I am a control freak. Probably due to
an early upbringing that was poor and somewhat lacking in
parental involvement I became dependent on myself for survival
and now find it difficult to work in an environment in which I
have to depend on others too much - a lone wolf if you like5. Of
course this is ideal Home Publishing material.

We all crave control. Indeed Brian Tracy says that our
measure of happiness is directly related to the degree we feel we
have control over our lives.

                                                
5 Cries of �“More like penny-pinching old git�” around the office. �“UB40�” sez I. Instant silence. Control
freak? Moi?

6

�• What people crave
�• APPROVAL

�• Love, Affection, Friendship,
approbation, respect,
acknowledgment

�• CONTROL
�• Wanting change, Control over your

life situations.

�• SECURITY
�• Financial, Physical, Fear prevention

�• CURE v PREVENTION
�• People buy cures faster than

prevention

The Psychology of
Profit

M72
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Security. We all crave for security and not just financial
security. We need physical security, the knowledge that we lie
safe in our homes6.

Although totally unqualified I would have thought
Happiness is also one of the basic desires. This would include
fun, amusement and humour. But that�’s just my theory.

So why do we need to know this? Because if you can
pitch your book at one or more of these basic needs you will
have a sure-fire winner on your hands. Consider the numbers of
books on love, not to mention every pop song ever written, or
even sex magazines. Every self-help book, course and seminar,
including this one, is about how to gain control over life. Similarly
every gambling book, Business Opportunity manual and Horse
racing plan is firmly rooted in the quest for financial security, and
physical security is everywhere from books on self protection,
martial arts or home security.

To take my own theory regarding happiness further, are
there books or media presentations based on humour, fun and
entertainment? To that question I answer with one word �– Disney
- and rest my case.

This is previously unpublished information. When
contemplating any new book or course I consider where in these
four categories I am going to pitch it. Previous courses have been
rooted in the Control and Security categories. My new course is
destined for the Approval category.

I will always consider these basic human needs when
contemplating a new work.

                                                
6 Did you know that English is one of the few languages in the world to include the word �“Home�”? We
make the distinction between a house and a home. Norralot of people know that.
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SO, bearing this in mind I go through all the idea creation
techniques shown in previous sessions including external research,
�“Focussing�” and checking out mailing lists.

The techniques shown previously will give me several
ideas, each of which I will put through my Project analyser just to
make sure things are on the right track.

At this point I want to make a last, impassioned plea. I
have, during the last twelve months, been approached by people
who �“can�’t think of anything�”. These people are invariably
intelligent, often students, or people with jobs (i.e. other people
pay for their services, so they can�’t be that stupid) and I find
myself asking the question to myself �“why not?�”

The argument that I haven�’t explained it well enough, or
that I am some genius who has fallen to earth doesn�’t hold much
water when a mother from Liverpool recently sold 2000 copies of
her book in one day doing exactly what I had told her. The

This box was created in September 2000 right in the middle of the biggest fuel crisis in
the United Kingdom. Over 99% of fuel depots in the UK were empty. Did anyone do a
fax-back called �“50 Short-fire tips to double your fuel economy�”? Nope. Not one.
(#1 Closing all windows adds 1% due to streamlining. #2 Take off roofboxes, lower
aerials and reduce door mirror angles adds up to 5%. #3 Get into top gear at the lowest
speed possible, irrespective of gas-pedal position adds 20% to overall economy ....

Helloooo, anybody out there ??

�“Waddyamean �‘You can�’t
think of anything to shoot�’?�”
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argument that the people concerned are as thick as two short
planks, or don�’t listen, doesn�’t make sense either.

Something happens. Two people read the game plan. One
starts, the other never starts. Why?

I know why. I am absolutely convinced it all boils down
to confidence in themselves. There is NO PLAN ever written that
will EVER WORK for anyone who doesn�’t follow it through and
the reason they don�’t follow it through isn�’t laziness, it is that
deep down, often subconsciously, they just don�’t believe they can
do it.

When I was about 10 years old I was a tubby little boy
who showed zero aptitude at playing soccer. I always elected to
play in a quiet, full back position, and panicked whenever the ball
headed my way. Then I would boot it with all of my tubby might
and retire once again to the calm of the penalty box. I was the one
the two team pickers chose last. I couldn�’t head, kick or dribble
and never tried for fear of ridicule.

Then one day and for no reason that I can remember, I
stopped a ball coming my way and watched as the opposing
forward, knowing that I would boot it to kingdom come, turned
around and ran back in anticipation. So I ran with it. Unheard of!
Furthermore I ran past a defender (I think he was just stunned at
seeming me move at all) and I aimed a flattering long range kick
at goal. It would be nice to say that I scored. Instead I nearly hit
the corner flag, but the fact that both sides applauded this unique
event did so much for my confidence. For that day on I was
picked �– second to last! (Turned out I was a great Goalie.)

The point I am blusteringly trying to make is that at the
age of ten I first experienced there is more inside a person than
that person often believes. Get those tapes from Nightingale
Conant. Get them now. And for Heaven�’s sake remember that
failure �– in anything �– is only an event. It is not a person.
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Step 11
Purely for this exercise, assume I have decided on doing

a four part course called How to Build a Super Computer for less
than £200. My next step is to consider how to contact my market.

In this case my market is a large, general market, rather
than a small precise one. This is because it�’s a course, not a
newsletter. A course is more expensive than a newsletter and I
need a large lake to fish in. So how do I contact this market?

I hope you haven�’t taken the knee-jerk reaction and
thought �“generic magazines�”. If you think about it, the market for
a self-build computer is not necessarily those people who read PC
magazines every month. To a certain extent these people are
teckies who probably have computers designed by NASA already.
I am looking at those people who possibly have a computer
already but like the idea of having a better one at a cheap price. Or
indeed, those many people who want a computer but cannot afford
an all-singing, all-dancing one.

I will contact these people by using press releases in all
and any magazines I can think of. This is a very cheap and
effective way (remember I have no money.)

Step 12
I create the marketing plan. To do this I imagine the

sequence of events from the customer�’s point of view. (How does
he find out about it? How does he receive more information?
What information does he receive?) The basic marketing plan is:

1. Publish press releases inviting the reader to contact
me for some free information. (or visit my web site
for free information, or both.)

2. This free information will be a list of computer-fairs
each month where you can buy cheap parts.7

3. Added to this information will be my mailshot
advertising the course.

I need four things to start. The first two parts of the
course, the press release, the free factsheet and the mailshot reply

                                                
7 This is a good idea for a newsletter, or an add-on newsletter for my hypothetical course.

A balloon seller at a fairground
released a balloon at regular
intervals to attract attention.

One day a small black boy
asked him �“Mister, which rise
higher, the black balloons or

the white ones?�”
In a moment of genius the

balloon seller said. �“It isn�’t the
colour of the balloons that
makes them rise, son, It�’s

what�’s inside the balloons that
makes them rise.�”

What�’s inside your balloon?
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Step 13
My next step is to write a dummy direct mail shot.

Remember I am doing this for two reasons �– It shows me what to
put into the course, and it forms the basis of my reply to any
enquiries from press releases. The main elements of the mailshot
are the headline and the sub-headline. The headline contains the
greatest benefit �– How Anyone Can Build a Super-Computer For
less than £200. Note these points in the headline:

Anyone: Powerful word. Implies ease.
Super-computer: With computers increasing in power by

a factor of two every year there�’s no point in specifying a 700mhz
Pentium III. But the real reason is that Super-Computer suggests
something rather extraordinary.

For less than £200. Very important. Adds vast amounts
of perceived value. This kind of phrase satisfies the criteria in the
Project Analyser where we show that the product will pay for
itself.

The sub-head is basically another list of lesser benefits,
so I would choose

�‘Revealed. �“Lego-Build�” the latest computer out of
simple plug-in components that you can pick up from any of 850
computer fairs in the UK. Full step-by-step home study course
with Video. Full parts listings with dates/addresses of UK fairs.
Also how to upgrade your computer to new spec every year for

less than £50. Perfect for beginners.�’

The inclusion of a simply produced Video is a very
powerful sales tool that costs little to prepare. Indeed for
�“constructional courses�” it virtually guarantees the sale.

Already at this point you know that your course must
keep to the price level you indicated (of course this will be for a
basic but good machine. You can add extra information on various
upgrades which the reader will agree cost more money.) It must
contain step by step plans and an instructional video. It must have
a complete parts list as well as good information on how and
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where to get those parts. This is why creating a dummy mailing is
so important. It informs the customer what to expect, and
therefore tells you what to present him with.

Basically all you need to do is to assume you are the
potential customer and write down what you think you would like
to read.

Step 14     
Now I would prepare the Press Release. Remember that

this is basically an article. Bearing in mind the general press
release information shown in session five I would look at a variety
of magazines and newspapers and read the articles to get a feel of
how that particular magazine phrases them. A great place to start
is your own local paper because, being local, you are news.

Press Release
20 January 2000

Why building a computer is Child�’s Play

One of the world�’s most famous toys has inspired a local writer to build
his own computer in less than two days.

Angus McCoatup, a director of the Cheshire based company JockStrap
Limited, noticed how Lego building bricks slotted together and realised that
computers are assembled in exactly the same way. �“Most people think that building
a computer is a complex operation needing soldering irons, transistors and
knowledge of electronics. In fact it�’s just an arrangement of prefabricated parts, no
different to building a simple design out of Lego.�”

As well as creating his own state of the art computer in less than two days
by visiting computer fairs with a parts list, he found that the finished item cost less
than half the price. �“It�’s all labour cost�” said Angus. �“By doing it yourself you can
save hundreds of pounds.�”

Hugh Overdraft, Head of Information Technology at Thrashem High
School said �“Computers are becoming essential tools in modern education. Soon,
every pupil will need their own computer in that same way that they need pens and
paper.�”
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Angus is considering producing a video for parents showing how it�’s done.
In  the meantime he has a free factsheet with basic information and a list of items
like CD-R�’s which can be purchased at less than half the normal cost by going to
selected computer fairs.

Anyone wanting a free factsheet can phone or fax Angus on 1234 5678 or
email him at  bse@aberdeenangus.com

ENDS

Contact. Angus McCoatup 1234 5678 (day) 0987 65432 (Evngs)

When this is complete I would prepare a welcome letter
that goes out with the first book.

Step 15
Now I would start to write part one of the course. This

can be prepared on any word-processor. The first step is to take
one blank sheet of paper for each part of the course. In this case
it�’s four. Why only four? Because people will want to build a
computer fairly quickly and they certainly won�’t wait twelve
months. Indeed, as you know already, you could put all the
information into a single book, but by splitting it into four you
will make four times the income. Of course, with press releases
you are getting free marketing so writing a book for, say, £19.95
with the video and going national with press releases could make
massive sales and profits. But are you geared up for it? Unless it�’s
on the internet8 how do you supply demand? My personal advice
is to create a high profit item with lower sales. Indeed Bill Myers
in the USA has gone down this route big time. His latest offering,
an all-singing all-dancing website creation tool costs, I am
advised, some $30,000!

On each sheet of paper you list the main points you want
to cover in that book. This is easier if you take a master sheet and
list everything you want to say, and then split it into four.

                                                
8 Catch 22 in this case. A book/course on how to build a computer can only be sold over the Internet to
those who already have one!
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Using a word-processor the first thing to create is the
front page of the course, preferably incorporating a logo. It should
always restate the benefits of reading the course. Use this book as
a guide. I have never worried about layout. I just mosey over to
my local computer shop and look at the books for sale. I flick
through them looking for a nice clean presentation and copy it.

Create at least four paragraph styles to use as headings
and subscribers-headings. For example:

Main Header1
Heading 2

HEADING 3
Heading 4

You can use bullet points or numbered lists as well to
break up the text.

Try to finish each part with some hook to make the reader
look forward to receiving part two. At the very least, give the
reader a list of what to expect in part two. Now I would write part
two. When complete, print out at least 20 copies of each and bind
them properly.

Step 16
I would get out my camcorder and with the help of my

local college, prepare a video session of building a computer.
(Naturally, this is entirely dependent on what course you are going
to do.) I would copy these myself if I could (I will need two
VCR�’s and a SCART cable connection) or find a local firm that
could help me. As an alternative I could take a series of very high
quality colour photographs and prepare a special booklet, saved as
a high resolution pdf file and put it on a CD together with the
original photos as GIF or JPEG files to give the reader the
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sequence of construction on CD. These are easier to prepare and
CD�’s are cheaper to copy.

Step 17
If I was considering producing a website (see 18C below)

now is the time to do it. It needs to have the free factsheet on it
plus the full mailshot reply plus order form. I may have a preview
of part one on the site as well.

Step 18
Now I would be ready to place my first press release. If

money was a problem I would write at least six different press
releases and send them to the editor of local papers, regional
papers or even national magazines. In each case I would wait a
few days and then call the editor to see if he received it, if it was
to his/her liking, etc. In particular I would ask for the publication
date.

Step 19
In between the press releases I will finish the free

factsheet (the fact that I would have had to research it is
understood) and finalise the mailshot that goes with it. Both of
these I would print on my own computer. If I could not afford the
stamps to return the free sheet I would ask the caller for an SAE
and/or prepare a fax and email version. This is where a website
can come in useful for the many reasons outlined previously, and
it would cost me virtually nothing to set up.

This is now the sequence of events:

1. Once the press release is published I will start to
receive messages by phone, fax and email asking for
the free factsheet.

2. I will contact enquirers by the appropriate return
method asking for an SAE and also direct them to my
special website.
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3. I will send out the free factsheet and the mailshot and
an order form in the SAE.

4. This is an ongoing process during which time I will
also receive orders for the course. The cheques are
banked and the first course book is packed and posted
with the welcome letter after the customer�’s details
are entered in a suitable card index or database.

5. Every month, about 2-3 days after the date on the
standing order form I will check the bank to see who
has paid and send them the next part. I would
continue to write one part per month so as to keep
ahead of the pack.

BOUNCING CHEQUES

It happens, and when it does it is very annoying.
Fortunately it happens rarely. Less than 30 in ten years is my
current record. Most people are honest.

In the beginning you have little choice but to bite the
bullet and send parts out before cheques are cleared and swallow
the bad ones. It is vital not to keep customers waiting. At the end
of the day you have lost less than a fiver in printing and postage
costs. Keep a note of the name and address of bad customers. One
day, when you do a second course, they will want to join and you
will have the pleasure of cashing their cheques first, before you
send anything, (if only an invoice for the first one he�’s had!)

When it becomes affordable you can, for about £20 a
month, set up an Internet banking facility that allows you to check
your bank details every day on your PC. You will find this is an
indispensable aid to checking standing orders received each
month, and cheques bounced. You can arrange for a bank printout
(not an official statement) telling you what standing orders have
come in each day. For this reason it is wise to have a date pre-
written on the Standing Order form, such as �“the Fifth Day of .....
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2000, so that you can go to the bank two-five days later and get a
printout. Not that some banks take much notice of the date!

The correct way to sell a book
In session numbers one and two I went into great detail

about NOT doing a book. But in those days you did not know the
rules. Indeed most people to this day try to sell single books by
Direct Mail. Now you do know the rules. So now you can do what
I do every single day �– break the rules �– or at the very least
completely ignore the sagacious advice of your elders and betters.
You are now into Advanced Level publishing.

Newsletters offer great long term roll-over income.
Courses are a way of getting better profits than one manual. But
books have one advantage also �– when done the right way you can
create huge sales and not suffer the problems of printing, stock
control, postage, etc. I am of course referring to books on the
Internet.

The Internet breaks all the rules. Indeed as soon as one
makes a rule, along comes the Cybermonster and swallows it
whole. Now that you have got DM firmly out of your system, here
is the way to be Stephen King.

Selling your book on the Internet
Steps 1-9 outlined earlier are much the same although

you probably don�’t need a fax machine. The following steps
should be counted as occurring after steps 1-9 above.

A book sold entirely on the Internet has three huge
advantages:
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1. It is almost completely automated. Buyers do the
whole thing on the Internet while you�’re doing the
day job, or sipping Pina Coladas.

2. Unlike newsletters and courses, the whole thing is
very simple. You are selling one computer file.

3. It will be cheap. In complete contrast to the �“sell an
expensive product�” mentioned earlier, you will sell a
cheap, also �“Impulse Buy�” book to a mass market.

CREATING THE BOOK

Break the rules and consider only books that have a mass
market. The ideal market is people who read weekly magazines
and newspapers but who are computer literate.

Your book needs to be on a popular topic. So look at as
many magazines, newspapers, and bookshops as you possibly can
for current topics. Look at the best seller lists, both in fiction and
non-fiction books to see what themes are popular. Indeed the
process is the same as the idea generation techniques in earlier
session books with the exception that we are looking for the mass
market.

Step One.
Write the book. This is your only gamble but it costs

nothing but time. Unlike newsletters this will be your job. It is
unlikely you will get someone else to write it.

Step Two.
Vital. Get it copy checked. When it comes to books the

general public are merciless on poor writers. Then get another
copy checker to check the book again.

Step Three.
Prepare your website along the principles mentioned

earlier. Convert the book into a pdf file and password it. Uplift it
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to the site. Change the password regularly, at least once a month
by uplifting a new file.

Step Four.
Create a preview version. This can be chapter one, or as

much as you can get away with without giving too much away.
Yet do give something away, enough to make the preview worth
reading. If readers appreciate the advice in the preview, then they
will want to find out more. This preview can be saved as an open
pdf file and uploaded to the site.

Step Five.
Decision time re credit cards. You don�’t need the facility

on your own site, particularly as 99% of your sales will be in your
own country (so buyers will be more confident about posting
cheques.) However the fact is that merchant facilities will increase
your sales dramatically. One way is to use a site like
Instantbookstore.com or MightyWord who act as Internet
bookstores, but you will lose half the profit in commission.
Perhaps the easiest way is to have a conventional order form on
your own website but add a link to an Internet book store that
holds your book as well. In this way you will get all the profit
from cheques sent directly to you and still have the advantage of
getting half the profit on credit card sales.

Now you�’re ready to roll and only have one teensy
weenie problem �– selling it.

Marketing your book
 You should adopt three main strategies for marketing

your eBook �– Press Releases, Internet Advertising, Classifieds.

Press Releases. Your first port of call is your local
newspaper, followed by the regional paper. Then consider the
smaller weekly magazines and try the larger ones later. Your local
paper is the easiest because you are local news. You�’ll probably
get a reporter on the job. In this case they will concentrate on you
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rather than what you are offering but that will come out in the
article. It is extremely unlikely that an article on a new, local
writer selling his/her work through a website won�’t mention the
website!

The regional article may be similar but by the time you
are considering magazines, you will need to work out an article
that will be of interest to the readers.

Does it work, you ask yourself? Or is this but wild theory
and untried rationale?

5.9.00
...At last I have tested “Joseph’s Angel9”

Fantastic response. 2000 copies sold with hours of
“local” newspaper feature. Phone never stopped.

Carol Wainwright

It had been my pleasure and privilege to give Carol some
long-distance help with this book, but only with the principle of
press releases. She did the rest and richly deserves the success she
has worked so hard for. So you see, it can be done.

Internet advertising. This subject has been covered in
detail in a new eBook, The Internet Marketing Wizard. This is
available from our special website page at
www.homepublish.com/47bc0c38/freereports.htm

This is an eBook only (if you aren�’t Internet connected
there is no point in reading it!) and has over 130 pages of advice
and resources for anyone wanting to publish their book on the
Internet. It was originally written for agents wanting to pursue the
Eagle Programme on Instantbookstore.com but was also intended
for new authors. Go take a look.

In our penultimate session I will finish this section with
how to add classified advertisements to this book marketing

                                                
9 A book on teaching pre-school children literacy
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campaign and then show you how to organise your home office to
make sure you can turn on your customers but turn off your
business at night. This includes a complete list of what to do from
the moment you receive an order form.

 Wanna work forever? �– No! In the final session I will
show you most millionaires got there. And it wasn�’t by working!

May the force of Home Publishing be with you, Obi Wan

Your future success does not depend
on your intelligence, or skill, or hard work, or luck,

or educational background or social status.

The secret of your future success lies entirely in
your ability to adapt to change.

- Bill Myers -
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1. Getting your business organised. Hot Tips plus full customer tracking details.

2. Where to put the money! Simple techniques for making sure you keep the money
you�’ve made!

3. The Exit Strategy. How make a million in home publishing �– without having to
earn it first!

REWARD

If you have received this home study course as an e-course, (either by download
from the Internet or by email), then we are offering a cash reward.

Customers should only be able to receive THE UNLOCK CODES in this course
either:

a) From The Home Publishers Association on
hpa@homepublish.com or hpa@phildee.u-net.com

b) By email from an Authorised Retailer.

If you have received the unlock code from any source other than a) above then
you can earn a CASH REWARD by sending us the name, address (or other

details) of whoever supplied you with the code. We will check our database of
authorised Retailers and if your supplier is not registered then we will contact
you immediately. If you have received an unregistered code we will give you an

immediate cash reward.

All information treated in strictest confidence.

Goodies to ComeGoodies to ComeGoodies to ComeGoodies to Come
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The International Home Publishers
Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom

Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.

If you have information concerning the illegal distribution of this course and wish to let us
know privately, you can leave a phone message on 01663 766063.
For absolute security, if you want to send a secure email then go to www.ziplip.com and
register some simple details. You can then prepare an email for us. Use ziplip�’s secure
system which will prompt you for a  password (a different one to the password you log-on
with). Once you have sent the email you will need to let us know the password so that we can
read it. Do this by sending us an ordinary email from your own computer with the message:
I have an email for you on XXXX
Where the Xs are the password. (Do not mention ziplip.) Anyone viewing this will not be the
wiser.

We have three City-Based Lawyers who specialise in prosecuting copyright violations
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The Grabbit and Screw’em Bank plc
100 Chancery Lane
Neverpay
Yorks

Dear Sirs,

Your ref: tryiton/001  Customer Mr Joe Average

We are in receipt of your letter dated 22 June
in which you correctly point out your error in
debiting Mr Average’s account in our favour contrary
to the clear instructions referred to in the original
standing order mandate.

We have now managed to view all the relevant
statements and documentation regarding this account
and can confirm that your figure of £500, being 10
errors of £50 each, are correct.

We have pleasure in enclosing our remittance
in the amount of £415, this being the amount due less
a charge of £8.50 per item to cover our bank charges
and administrative expenses, a charge which is in
keeping with those levied by most banks in their
published tariffs. We trust you will find this both
reasonable and in order.

Your faithfully
I. Gotcha
President
International Publications Inc
















The Customer’s Bank plc

Dear sirs,

We have pleasure in enclosing completed
Standing Order Mandate from your customer:

Mr A. President
Capital Hill
Washington

Sort code account number and account name:
34-59-98
89303840
A President

Please pay the first payment on 5 JULY and
thereafter at MONTHLY intervals for 11 (eleven)
months only, unless cancelled by your customer

It is vital that you quote the number below
when paying this mandate:

Ref: 1045

IMPORTANT: Your customer is awaiting urgent
delivery of goods from our company and these cannot
be despatched without you quoting the above reference
number when making payment. Please adhere to this
request without fail.

Thank you,

Yours, etc.






















  
  
  
  
 
  
  
  



















 


























































































 





 




 










 



 





 




 



 

















 





























































































 































 



 





 






 














 






 














 























 




















































































 























 












 




























































 
 
 


















































































































Withit Publications
Standing Order Lane
Canterbury

Sharp Banking plc
Ronnie Kray House
Al Capone Street
Wormwood Scrubs

Kind attention of the New Business Manager

Dear Sir/madam

I have just set up a new publishing company
and have sent this letter to several banks regarding
opening a new business account.

My anticipated annual turnover, a typical
first year figure in this sector, is expected at 60K.
Most transactions will be in the form of counter
credits and incoming Standing Order payments from





customers. Most outgoing transactions will be
suppliers cheque payments or cash*.

Whilst I appreciate that most banking services
are free in the first year I am particularly looking
for a fixed price agreement in year two and it is on
this basis that I shall choose the service.

I have sufficient starting capital and will
not require an immediate overdraft facility. This can
be discussed at a later date**.

Can you please forward me details of your
services together with a separate breakdown of
charges for year two.

Yours faithfully

I. Wasn’tbornyesterday
Principal
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The Home Publishing

How to set up a simple home
publishing business from your own

home that can earn you
over 50K in your first year

- starting from scratch.

Expanded from the best selling Home Publishing Workshop
hosted by Phil Gosling, million best seller and chairman of
The Home Publishers Association, this series is the world�’s
first, and best guide to starting your own highly successful

home publishing empire.

© 2000 PJP Gosling.
All rights reserved. First print 2000.

Nothing may be reproduced from this work or stored in any form of information retrieval system
without the express written permission of the publisher.

The author and publishers issue this book on the understanding that whilst every effort has been
made to ensure the accuracy of all the information presented in this series,  they will not accept any

responsibility for any loss (or profit), direct or otherwise, as a consequence of using any of the
information presented. The opinions given are those of the author who is acting in good faith according

to the extensive research undertaken by him and who confirms that he himself uses the principles
described. Users are urged to seek legal advice before entering into any contract or business.
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Wisdom from the Dalai Lama
Take into account that great love and great achievements involve great risk.

When you lose don't lose the lesson.
Follow the three R's: Respect for self, Respect for others and Responsibility for all.
Remember that not getting what you want is sometimes a wonderful stroke of luck.

Learn the rules so you know how to break them properly.
Don't let a little dispute injure a great friendship.

When you realise you've made a mistake, take immediate steps to correct it.
Spend some time alone every day.

Open your arms to change, but don't let go of your values.
Remember that silence is sometimes the best answer.

Live a good, honourable life. Then when you get older and think back, you'll be able to
enjoy it a second time.

A loving atmosphere in your home is the foundation for your life.
In disagreements with loved ones, deal only with the current situation. Don't bring up

the past.
Share your knowledge. It's a way to achieve immortality.

Be gentle with the earth. It is part of you.
Once a year, go someplace you've never been before.

Remember that the best relationship is one in which your love for each other exceeds
your need for each other.

Judge your success by what you had to give up in order to get it.
Approach love and cooking with reckless abandon.
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The world's
greatest business

The Exit Strategy

OR �– DO YOU WANT TO WORK FOREVER?

o-one will deny that some of the greatest
changes to mankind have taken place in the last
100 years and if you take the rate of change, the

last 25 years has seen more changes than the rest put together. I
don�’t know whether this is a good thing or not.

Any doctor will tell you that the human frame hasn�’t
changed much in the last 2000 years, and for much of that time
life didn�’t change much either. To this day we are creatures of
nature, not of commerce, and nature�’s slow changes don�’t
compute, so to speak, with the kind of lifestyle we are forced to
live today. Never before in history has the average worker been so
stressed out. Never before has the need for rest been so

N
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predominant, yet so elusive. We do not live in a Work Hard, Play
Hard society. It�’s a Work Harder or Lose It society.

I mentioned earlier in the series that nature always seems
to offer a balance, and so it is that while the majority run faster
and faster on the treadmill, others have found better ways of
getting off it.

THE OLD SYSTEM

In the old system there was only one way to get rich. You
found backers who would be willing to invest thousands, if not
millions, in your venture. This would involve factories or shops,
huge investment in stock, machinery and raw materials. You
worked for years to break even, even more years to show a tidy
profit. Then you either dropped dead on the job or, if you were

lucky, handed over the reins to your successor and
lived off the shares.

There is a better system.

THE NEW SYSTEM

In the new system you no longer create an
enterprise that you build up over the years.
Nowadays the big money is made by people who
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specifically tailor their projects with selling it in mind.

! Old System �– Create a business, work it for many
years and hand it down

! New System �– Create a business with the specific
intention of selling it.

John Gommes is a personal hero of mine. He rose to
millionaire status quickly, starting with only £100, by selling
every project he started. During a conversation I had with the
great man last year he told me that one of his newsletter projects
was created and sold within a fortnight for £250,000. It sold again
some years later for 12 million.

To make a fortune as quickly as possible the secret is to
get into a niche market, make a name for yourself with a new
publication, and get out fast.

The Dot Com BubblesThe Dot Com BubblesThe Dot Com BubblesThe Dot Com Bubbles
Some of you are already thinking about the money you

could make from websites. I know this from the emails I receive
every day. In the late 1990�’s it seemed that becoming a millionaire
only required a good idea, a good website name, and whoosh �– go
public.

Well, it worked for a while. The public and professional
analysts were so taken aback by the sheer potential of what could
happen to some of these dot com companies that a gentle input of
cash soon became a mad rush to invest in the future.

It was fuelled entirely by speculation. People poured over
predictions and cash flow forecasts that had more in common with
astrology than with finance. In their haste, even the best of them
had forgotten that a small company making a nice little profit
NOW was worth infinitely more than a big company promising
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profits in the future. In the cold light of day this does not require a
degree in business management. Indeed it was largely those with
such a degree that fired up dot com mania and who are tut-tutting
about it all right now.

The fact is that small dot-com
and ordinary businesses are being sold
every day for large profits. It is even
possible to transfer a loss making
business to companies who are looking
for a tax loss.

Generally speaking, the
qualities that a business should have in
order to make it ripe for selling are:

1. Very high profit margins.
2. Wide client base
3. Positive cash flow (i.e. cash

in the bank)

Notice that the male
preoccupation with size doesn�’t matter.
If you are already the size of
McDonald�’s then who�’s left to buy you
out apart from Bill Gates?1 That�’s the
end result your buyer is aiming at. Small
is beautiful, provided small is profitable. For example, who would
you invest in:

1. A company that has world-wide presence in the huge
leisure goods market and a leading dot-com, who
currently makes zero profits, indeed consumes nearly
a million a day, but with great potential.

                                                
1 I can�’t remember his name but I believe the guy that invented Visa (i.e. credit cards) is the world�’s only
trillionaire. Most be lonely in a one-man club.

Business experts
Guthrie Castle in Scotland is
owned by one Daniel Péna, a US
multi-millionaire who charges
£10,000 for a three day seminar
on business acquisitions.
Irrespective of how successful
these are, Dan is rapidly making
a name for himself by being
staggeringly politically incorrect.
Something which I admire
because most of it is very close to
the truth.
Despite being a multi-millionaire
Dan no longer gets invited to
speak at certain prestigious
Universities and business schools
simply because he points out that
the only qualification in business
is how much money you have
made. When he points out that
most if not all of the  teachers in
these august institutions have
every business degree
imaginable �– save one: a
successful business career, he
finds they get rather embarrassed
and don�’t invite him any more.
The pupils of these towers of
business virtue then go on to
advise you on investing in dot
coms. Some even reach the dizzy
heights of advisors to politicians,
which does much to explain the
Millennium Dome.
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2. Or, a little publishing company that makes nearly
100% profit, needs no money, makes about 150 grand
a year clear profit but only in one small country and is
custom designed to stick its toe in the international
arena by means of a small but pleasantly named web-
presence?

If your answer is 1) go directly to jail. Do not pass go. Do
not collect £100. However if you made this decision on the basis
of a full colour prospectus that cost half a million to produce with
Tom Cruise and Nicole what�’shername on the front cover as
fellow investors and no-one has even told you about 2) then I�’ll let
you off. You get the picture?

Now here�’s the good news. For
£100,000 borrowed from your �“friendly�” bank manager
you can start any of the following businesses:

! A small restaurant. You will also need an extra
warehouse to store all the Health & Safety regs.

! A Post Office
! A Fish & Chip Shop
! A Parcel delivery company.
! A Florist
! Any of the 100,000 business listed in your yellow

pages.

And not one, not a single solitary ONE will ever be sold
to a large company with enough profit to retire on BUT:

If you had a £35 pa Newsletter with 5000 subscribers that
cost you peanuts to set up, you could sell it tomorrow for not less
than half a million AND take an ongoing share of the profits.
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What Sells?
Newsletters are always the easiest businesses to sell. Not

only do they have all the three requirements above, they also have
on-going income, that is most customers renew their subscription,
year after year. Personally I wouldn�’t sell unless there was a very
compelling reason to do so. Why turn away a £150,000 pa
business for the sake of 3-4 years income when you can bring in a
manager to do most of it for you while you sit on the beach?

Books. If you are a one-book business it won�’t sell as a
business. No need, just licence the book for sale in other countries
(see session three)

Courses. If your course has international appeal, then
either licence it or sell it.

The secret, certainly in the case of books or courses, is to
consider those with international appeal. This does not mean that
the same version need be used in each country. This is a mistake
many authors make. A book or course should be tailored to suit
the specific needs of each country. If this course were to be sold to
the USA, the first thing I�’d do would be to have it read thoroughly
by someone in the US. His/her job would be to Americanise it as
much as possible by quoting US newspapers and magazines, US
coinage and prices, and most importantly, avoiding unintentional
gaffs (a fag is a cigarette in the UK). This done, I would then offer
it for sale by means of placing a small advert in a major US
newspaper noted for a good businesses for sale section.
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WHO WILL BUY?
Generally speaking, you will receive offers from two

types of people:

1. A professional company who wants to add your
project and customer list to its own.

2. A private individual.

In either case you need to consider the three things you
want from the deal:

a. Some money up front.
b. A share of future income.
c. A productivity take-back clause.

Money Up Front

Obviously, if you are offered a substantial sum to take the
thing off you in its entirety then you don�’t need the other two. The
general rule in business is that your potential buyer will make you
one offer with a take-it-or-leave-it clause within the next three
days, so it�’s up to you if you believe these bully boy tactics (it�’s
quite normal) or whether you go back to them with a counter
offer. If you want to make a game of this then, at the risk of
making this course sound like an advertisement for Nightingale
Conant, they do have tapes on Power Negotiating which are very
good concerning the psychology of such things.
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A Share of Future Income

Newsletters tend to be sold for a single price. Courses,
being higher in value, can be sold with a built in licensing deal of
£X per book sold. (Note per book, not per course. If you agree per
course you won�’t get the credit on part sales.) Books are usually
offered as licensing deals.

The Take Back Clause

This is most often found when a private buyer offers to
buy your project. A private buyer is least likely to offer you much
money up front and prefers a generous licensing deal. This kind of
buyer can either be a previously successful business person
looking for a diversion, or a wannabe hoping for a no risk deal.
You don�’t want a wannabe.  You want an alreadyis.

A trap to avoid is when a �“small�” person wants to do a
deal with you to take on your project in another country. The
brutal fact is that you don�’t want a small person, you want
someone with a proven track record �– someone who is going to
run with it and give it a good crack. You want a big person, and
big people realise that they will have to put money up front in
order to secure a deal.

The object of the Take Back Clause is to allow you to
take the licence off the buyer should he/she not come up to
scratch. If you don�’t have this you risk giving the entire rights of
your project away to some eejit in New Zealand who can always
find a perfectly valid reason for starting �“tomorrow�”.

Your solicitor will be responsible for the final contract
and it is important that you have some point, a fixed sensible
annual sales target, which, if the buyer fails to reach it will result
in him losing the agency and you will offer it to someone else. If
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course, if you sell it for mega-bucks and the company does
nothing with it, who cares so long as you get the money first?

Selling your businessSelling your businessSelling your businessSelling your business
The first step to take is to have your business

professionally valued and audited by a good firm of accountants.
They need to establish the correct profit and loss figures plus the
correct balance sheet figure. Don�’t do this unless you have a good
set of profits under your belt for three years. It is possible to sell a
low profit business but only if you can clearly show how new
money and good management will increase profits dramatically.

Don�’t be afraid of declaring yourself to be a bad
manager. Most people in business are. I�’m lousy. If you can make
your business profitable in a small way despite being a poor
manager then this is a plus point. If the buying company has good,
experienced managers, and funds to do the job properly in a wider
market, then they are bound to do well with your business.

The next step is to prepare a prospectus. This consists of
your business plan (biased towards the buyer�’s plans), a cash flow
projection and the audited accounts. A prospectus can be anything
from a small report to a tome the size of War and Peace.

The Business Plan

A business plan is basically a statement about what your
business is, what it will do and how it will do it. In between all
this it will also point out the competition and its management.
Let�’s quickly go through these in stages. Regard this as only a
basic template. You will need to fill out the details yourself. The
quickest way to show you this is to partially reproduce the plan for
Instantbookstore.com. The best plan is to take a note of the
headings and subheadings and rewrite them in relation to your
own business.
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PhilDee Limited. Business Plan for Internet
Commerce

History (summary)

PhilDee Limited was incorporated in 1996 having been
run as a partnership since 1993 and a sole tradership many years
before that. It was formed as an information publishing company
specialising in the development and publishing of �“how to�” books,
audio tapes and educational courses.

It�’s founder, Philip Gosling was formerly the managing
director of a successful Rochdale based limited company and
several other companies, all of which were profitable.

Philip Gosling has written and published three 12-book
full length educational courses and several books and manuals. He
has also produced audio tape sets, two successful newsletters and
runs seminars on desk top (home) publishing.

Internet Potential

All these books and courses relied on traditional printing
techniques and delivery systems which are costly and time
consuming. The arrival of ePublishing now means that all
published matter can be converted to electronic files and placed on
a website for potential customers to download at any time. It
allows customers to purchase books instantly and at cheaper
prices compared with traditional methods.

PHILDEE LTD.PHILDEE LTD.PHILDEE LTD.PHILDEE LTD.
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The usual system for eBooks is to put an �“electronic
lock�” on the book that allows customers a preview - usually the
first chapter, or first book in a course. When the customer pays for
the book, an email is sent giving them the unlock code. In this
way the customer actually has delivery of the book before
purchase, and only requires a key code to read it. Any problem
with the website can be overcome immediately by emailing the
book to the customer or in the event of a complete communication
breakdown �– on a CD. Because all books are kept as computer
files it is perfectly possible to hold the company�’s entire stock of
books on a series of CD ROM disks.

According to Adobe, Rank Xerox and CNN, ePublishing
is destined to be a US$70 Billion business within five years and
some estimates say that within nine years, 97% of all book sales
will be eBooks. We regard these figures as over optimistic but
even the most dispassionate observer can sense that eBooks will
continue to increase their market share in the book world.

Internet Objectives

! To create a profitable and saleable web-based
business specialising in high quality eBooks and
eCourses with Internet sales of at least £100,000 in
the year starting June 2001.

! Gross margin higher than 85%

! Net profit greater than 50% of sales.

! Position the company to be a buy-out target within 60
months at a price of £XXX.
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Mission

To offer computer users, new and existing home
publishers, authors and small companies having their own website
facilities and new career seekers:

! High quality eBooks and eCourses on all aspects of wealth
creation, and business.

! The ability to sell our books for us on a commission basis.

! To allow all authors and new home publishers the facility to
sell their own eBooks by placing them on our site at
www.instantbookstore.com. By having the books in
electronic form on our own site, customer security is
assured. All sales go through our website with a royalty
agreement with the author. This is currently a huge
untapped market. Whereas thousands of budding authors
would like to use ePublishing techniques they are currently
unlikely, or unwilling to get Internet banking facilities of
their own. Our company allows them the facility to sell
their books by the Internet with only small set-up costs. We
gain by charging a reasonable set-up fee. This is the major
emphasis of the business.

The Keys to Success

The keys to success for PhilDee Limited are:

! Continued ability to research and develop new
products that consumers in those markets want to buy
using the proven technique of finding the market first,
researching its wants and creating products to fulfil
those wants.

! The ability to expand its marketing efforts
exponentially without the use of direct mail. Direct
mail has become very costly and quality lists are in
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short supply. Our system of allowing agents to
generate leads using proven Internet marketing
techniques, a system using zero cost marketing (free
advertising) allows us to defray the costs and labour
of marketing into a fixed percentage of sales. This
eliminates risk and allows for exponential expansion.

! The use of continuing computer and Internet
technology to lever the skills and abilities of its staff.

! Elimination of the paper burden in the publishing
business by converting all processes such as printing,
delivery, marketing and payment procedure to
automated systems.

! The ability to draw new authors, worldwide into the
ePublishing business. Not only to allow them to sell
their books, but giving them resource materials to
help them to do so.

We believe we are the only Internet company to firmly
grasp the public potential of the soon-to-boom surge in
ePublishing. We are creating a website that is profit-making from
day one, will draw thousands of people to it either to buy instant-
books or place their own on the site or to take advantage of the
profit potential of becoming agents. Although we have not given
details here, this traffic to and from the site alone will be a
valuable source of advertising revenue. This site has every
potential to be a hugely successful, highly sellable site.

Facilities

We currently have a computer network with two
computers, and two extra standalones. The main computer has an
ISDN Internet link, all necessary publishing and pdf file
producing programmes, one 1200 dpi Laser printer, one colour
scanner and one colour Inkjet printer. We have two phone lines
plus the ISDN computer line, four phones (two digital), two
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answerphones, one internal fax modem, one external fax machine
and a Streamline console for actioning phoned-in credit card
orders.

Staffing

Philip Gosling handles product creation, research and
marketing

Denise Pierce handles accounts using computerised Sage
Accounts system suitable for running up to ten companies.

Sheelagh Stephenson is Philip Gosling�’s secretary and
handles most of the order administration procedures.

We have three functions controlled by outworkers:
Lorraine Cooper takes care of all Direct Mail postings and sends
out information packs. Robin Cruxton is our website engineer.
We have the access codes to our website in case any untoward
event renders Mr Cruxton unable to continue his duties. We also
have a computer engineer on call.

In the event staffing levels coming under strain with the
increasing burden of uploading new books to the site, we have
plans to appoint outworkers on a piece-work basis who can
produce the necessary files and upload them to site.

Start Up summary

The company has been making steady profits in the
region of £XXX per year for the last three years using
conventional printing and despatch systems. The Internet project
cannot be viewed as a new venture, merely a natural extension of
existing products promoted and delivered using electronic means.
Based on existing, in-house technology the start up costs of our
Internet venture are minimal, consisting of changing the website,
adding a link to a Payment Services Provider such as WorldPay
Limited with associated set-up costs. Marketing comes under
existing budgets.
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Company Products

PhilDee researches, develops and publishes information
products and runs seminars on home publishing. Currently this is
marketed by direct mail to a UK based audience. The Internet will
expand this into a world-wide market and current products are
written with a heavy international flavour to bring in some 37
Million Americans in the home office/entrepreneurial market, not
to mention the English speaking nations of Canada, Eire,
Australia, New Zealand, etc. We create products for this market
primarily of three types:

Publications �– Mainly educational courses (12 books
each) together with books, newsletters and reports.

Seminars and audio tapes.

Current Products include:

The Winners Live The Dream Course. A twelve part
series combining the best information on personal development
and wealth improvement which includes advice on new and
existing business opportunities. The Internet version is being
edited to include back issues of all newsletters in e-format. This
product was highly successful until September 1999 when it was
�“rested�” pending its re-release in e-format.

The Home Publishing Revolution. A concept that
educates people within the market of �“budding authors�” to
understand how straightforward it now is to create large incomes
from their projects. This started as a series of seminars, then audio
tapes, and now a complete educational course available in hard
copy or e-format. It is the eCourse version that will be the first on
our website.

The Home Publishing Revolution Masterclass. A set of
audio tapes covering a nine hour home publishing seminar.
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Various other projects and newsletters are in production.

It must be noted that a considerable part of the business
will be the books supplied by new and existing authors who will
be taking advantage of the website to sell their books.

Competition

The simple fact remains that there are only a tiny handful
of educational course writers in the world, of which Philip
Gosling is one. As each course is unique, no other company is
able to offer the exact same product, making competition minimal.
The new method of marketing this product by allowing our own
customers to generate income in introducing new buyers to our
website is also a unique targeting method for study courses.

Several sites already exist allowing authors to publish
their works. All of these are US based. Ours is UK-Europe based.
The potential to expand the concept Eastwards, rather than
Westwards is very large due to a different mindset in the �“United
States of Europe�” which is less parochial than the US market.

Market Analysis Summary

The Internet has already achieved a high profile in the
media and requires no further comment other than on the recent
collapse of certain high profile dot-com companies. In each case it
can be shown that the share prices and valuations of these
companies were entirely speculative. None were ever in profit,
and their profit projections were largely imaginary. In our case we
have a company that is already profitable but lacks the trained
management experience to expand it beyond the small UK
enterprise that it is. A sales point for the future is simply to
consider what such an enterprise could achieve when allied to a
large experienced company with the expertise to expand the
business Europe-wide.
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Currently some 8 million people in the UK have email
facilities and this is expected to reach 25 million in the next 5-7
years. The number of websites on the Internet is increasing, say
some Internet magazines, at a rate of 10,000 a day.

E-Publishing is about to boom. TV Interviews with
several big name publishers indicate that they are embarrassed at
the sluggishness with which they have accepted that eBooks are
the future of publishing. On Monday 6. March 2000 CNN
reported that the author, Stephen King had completed a short 60
page book and sold 2 million copies directly to customers via the
Internet. They also predicted that within nine years 97% of book
sales will be Internet related.

A survey by Readers Digest in 1997 suggested that 37%
of the UK population �“felt they had a book inside them�”. These
people are our market. We have the resources to show them how
to bring out such books, and how to place them on a world-wide
sales platform with the bare minimum of effort.

With our website these people will be able to launch their
ideas without the need to create a website of their own. Even if
they did have a website facility they would be unlikely to get
Internet banking facilities easily. We can offer them all the
advantages of such a facility but in a way that is 100% secure
from both the customers, and the Bank�’s point of view.

Corporate downsizing, job insecurity and seeing relative
newcomers making fortunes on the Internet indicates a market that
is ripe for the sale of information on how to make a successful
transition from big business employee to successful small business
owner or Internet entrepreneur or eBook author. The US
�“entrepreneur�” market alone exceeds 37 million people, growing
at a rate of 22% pa. By the year 2010 some sources suggest that
over 90% of income producing households will have a home
business serving as a primary or secondary income generator.
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Security

The subject of security, both for the bank and the
customer has been solved by bringing all aspects of the sale and
delivery process under our direct control.

*  *  *

The rest of this example of a business plan is
unnecessary. In principle, you should address the topics shown in
the paragraph headings shown:

This all looks ratherThis all looks ratherThis all looks ratherThis all looks rather

intimidating doesn�’t it?intimidating doesn�’t it?intimidating doesn�’t it?intimidating doesn�’t it?

Well, then. Let�’s try another approach:

Selling the ideaSelling the ideaSelling the ideaSelling the idea
The ultimate in Get-Rich-Quick economy must go to

those people who simply sell their ideas. For my money the
greatest of them was the guy who invented the battery voltage
indicator in session three, who subsequently licensed it to Dura-
Cell without having to create a company, or even a business first.

In the same way a good book, course or newsletter
business has a buyer for it somewhere. The downside is that you
have to produce at least one copy first, and at least test market it.
Don�’t make the mistake of going to someone saying �“I�’ve got this
great idea for a newsletter�” (where have you heard that before?). I
can pluck strangers off the street to get projects like that and you
risk someone taking your idea and making it his own. In order to
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sell any idea you must at least have a prototype of some kind and
a prototype has two functions: to show how it works/looks like,
and to allow you to prove you were the first with the idea.

This is the mark of the true entrepreneur, someone who
can see the potential of the business and can then sell it to
someone who already has the infrastructure to market it.

So, if you do have a good newsletter that you feel has
great potential here is what to do with it.

Firstly make absolutely sure that you copyright all the
issues of the newsletter. In addition, mark it with the following
statement:

The Author �– Hamish McDribble �– asserts his right to be
identified as the intellectual owner of this property.

Then I strongly suggest you leave a copy in a dated
envelope with your lawyer or bank. This can be called upon at a
future date as proof of your claim. None of this is foolproof. Any
thief with a bent lawyer could back-date their claim in the same
way �– but it helps. You now have a newsletter that you can prove
exists, and can prove is yours.

You can now take the following steps:

1. Place a small advertisement in The Times or any
eminent publication having a business section.

! £100K profit pa Newsletter bus for sale. 012 3456

Profitable Newsletter
for sale. Profits up to
£100K pa.
Contact H.McDribble
012 3456
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2. If you are planning to sell, forming it into a limited
company is a good idea. Buyers are conditioned to buy companies
rather than business ideas.

When you get enquiries you need to be able to tell them:

a. What the business is all about
b. Why it will be successful

This is what the business plan does.

Selling SharesSelling SharesSelling SharesSelling Shares
One delegate who attended an early seminar already had

a highly specialised retail business serving a very specific sector
of his market. He already had a large database of customers and
also had links with similar target markets all over the world. He
realised during the seminar that not only could he produce a
newsletter to bring all these people together but currently there
wasn�’t a single publication covering that market. He estimated he
could contact 20,000 people almost immediately. The potential
here was huge �– 20,000 times a £35 pa newsletter equals £700,000
a year, and that was only the market he knew already.

Quite rightly he formed a company and during this
process his accountant and lawyer both immediately saw the
potential of the business and asked to buy shares. Within a week
he had sold 10% of the shares in this business for approximately
£100,000 (thus making the business worth £1 Million). He
decided to run it because he felt it was worth more than £1 million
to him as a going concern, however he could quite easily have
offered the shares for sale and pocketed the cash.
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Going Public
The normal way of selling a good business is to go

public. This means turning your business from a Limited
Company to a Public Limited Company or PLC.

There is little difference between the two. The main
differences are that you have to deposit some £10,000 and keep it
there, and your annual accounts are made public, but essentially
that�’s about it. However you can float a plc on the stock market,
that is, brokers will arrange share dealings with buyers, and the
perceived value of your company will go up and down according
to demand. This is basically the way to sell shares to the public.

There is another way, of course. The Go Direct way as
used by a certain person called William Gates.

GOING DIRECT

Little Willy started Microsoft in a small garage. At that
time IBM was in need of a good disk operating system to use on
their new desktop computer range. Little Willy had an idea for
such a disk operating system (DOS for short) and worked night
and day bevering away until he ran out of money. What was he to
do? What he did was to turn the idea into a company, create a
million shares and sell the shares to anyone and everyone. He
offered shares to local business people, shop owners, policemen,
postal workers, indeed anyone who wanted IN on his idea.

He was honest. He told them if this idea takes off they
would all recoup their investment many times. He obviously had
enough street cred to make them believe the chances of losing
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were very low. It was effectively a lottery. People were buying
shares like lottery tickets. The were buying a chance.

Today, it is alleged that when the prepubescent Microsoft
signed a deal with IBM to use the DOS system, Little Willy
matured into a Big Billy all these shareholders became
millionaires. Some became multi-millionaires. Microsoft has been
the software arm of IBM ever since.

As far as I know, but check this out first, there is nothing
stopping anyone selling shares directly to Joe Public provided the
Laws is observed. This is one of those things I haven�’t tried �– yet!

Keeping ItKeeping ItKeeping ItKeeping It
My eldest daughter has just started some part time

waitressing work to supplement her income during her student
years. I am very proud of her for doing this. The other day she
brought home £45 in wages which is a lot of dishes at the hourly
rate she gets. I asked her how she would like it if I demanded £20
as a contribution to running my car.  Her reply was, shall we say,
somewhat negative in outlook.

Then I asked her what she thinks I feel like in having to
give exactly that so that a rather overweight politician can run his
wife 200 yards down the street in a £40,000 Jaguar �“for security
reasons�” and nothing to do with his wife�’s new hairdo. Actually I
said, �“How would you like someone to demand nearly 50% of
every penny you earn and have it placed on a vast pool of cash. If
you refuse, big men come and drag you away. This cash is either
pocketed or doled out by politicians who cannot organise a
fairground ride, call themselves honourable when they�’re not, are
not allowed to call each other liars when they are,  and who are
not even obliged to publish full accounts of where it�’s all gone.
After they have squandered most of it, they make themselves
Lords, and retire on pensions bigger than most people earn.�”
�“You don�’t like politicians do you Dad?�” she said. �“Nay Lass�”
said I.
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In earlier sessions I advised people not, under any
circumstances, to fall out with the VAT inspector or the Inland
Revenue and that advice still stands. However it must also be said
that many people, including some who work within the
Government, have found ways of making sure they pay little if
any tax themselves, quite legally.

This chapter is far too short to allow me to discuss the
relative merits and dangers of offshore accounts, trust funds and
whatever. Besides, when you start earning big money you will be
in a position to fly to the Channel Isles, or Switzerland and take
advice directly.

Let�’s talk turkey here. Most business, particularly new
start-ups are in no position but to pay tax, and I list here some
simple tips I have picked up over the years. They are legal, but as
legislation changes you should always check these out with an
accountant.

YOUR ACCOUNTANT

Here�’s a story you should know about. In the early �’80s I
knew a kind and highly successful businessman whose advice I
respected. He lead an envious lifestyle - big house, even bigger
car -  and jetted his entire family to the USA several times a year,
first class, on a �“Tax Loss holiday�”. I was green with envy.

He had a whiz-kid accountant who regarded the Inland
Revenue as an enemy to be fought on every occasion.  The
accountant also had many TV celebrities on his books, including a
well known comic. The IR had been after this comic for several
years but the accountant kept them at bay. One day the IR did the
unexpected. Instead of investigating the comic, they investigated
the accountant. As is often the case (a plumber�’s house has the
worst plumbing in the street) they found enough evidence to
prosecute the accountant. They then had access to all the
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accountant�’s customer files and proceeded against all of his
clients, including the comic (the one they were really after in the
first place.)

My friend the businessman (who had suggested more
than once that I also used this whiz-kid [I didn�’t, but that was luck
not judgement]) received a tax bill for over £1 million!!!! It ruined
him. The last time I heard from him was when he phoned me out
of the blue asking me if I wanted to join a new sure-fire business
opportunity that only cost three grand to join and I had to
introduce three others and I�’d make a million a year. The
government closed it down two months later. A student of Irony
would have been interested to note that the Comic, after a long
court battle, was the only one to get away with it scott free.

The object of this diatribe is this. I now use a firm of city
accountants. They are twice as expensive as any of my local
accountants, and getting to them is a pain in the butt. But what
they do have is a cordial relationship with the IR. This means that
if they suggest a certain action to the IR, the latter usually allow it
because the IR trusts the accountant. I have no idea how much
money my accountant is saving me, if any, and I have no idea if
the guy next door can do a better job for less money. What I do
know is that the IR have no reason to have suspicions concerning
this firm of accountants and therefore assume, quite correctly, that
my affairs are in order.

Ask your new accountant what his/her relationship is
with the IR. If it�’s �“aggressive tax avoidance�” I suggest you go
somewhere else. You can get a whiz-kid when you�’re sat in your
villa in the Seychelles

NEPOTISM RULES OKAY

Currently in the UK you pay approximately 20% tax on
earnings up to £30K. Over this you pay 40% tax. To stay under
the £30K limit you personally cannot earn any more but you can
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�“keep it in the family�” by allowing your spouse and children to
work for the company. I am fortunate that my lady has an
excellent grasp of company accounts and can screw the last drop
of discount out of anyone. So she is on the payroll. It would be
rather stupid of me to pay for an external person or company to do
this while she relaxes on the chaise-longue fanned by Nubian
eunuchs would it not?

Similarly we send out a lot of mailings. This is normally
done by a qualified outworker but if the kiddie-winkies think their
old man hands out pocket money without working for it they have
another thing coming. When there is urgent work to be done, they
get first refusal. If they work for the company they are paid by the
company and there is nothing wrong with that.

By keeping genuine work in the family the money to pay
them stays in the family.

�“YOU DUN SCUFFED MAH  VEE-HICLE�” ( - DUKES OF

HAZZARD)

You will be driving to the post office to post things. You
will be driving to printers to collect things. You will be driving to
people to discuss things. Whatever business journey you take in
your own car remember that you can claim a mileage allowance,
up to 44 pence per mile (check the values for your car). You are
going to pay for the car anyway so you may as well get some
benefit by paying for it out of your business�’s gross income rather
than your net income which is what you are doing now. I have
often wondered what the situation would be if you claimed
mileage for driving with some parcels to the post office in the
local town, then did some shopping, and came home again. Is this
a shopping trip or a business trip? Check it out.

Currently if you can afford to buy your own car you are
better off owning it outright and claiming mileage, rather than
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having a company car. You accountant is the man for updates on
this.

WORKING ABROAD

Suppose you worked as the UK sales agent for a US
company. The company would send you your salary from the US
and you would have to declare all the usual tax on that payment in
the normal way. Suppose now you owned, or part owned, that
same US company. Your salary is dealt with in the same way. The
US company pays its tax dues to the US, but you have an
additional income �– your portion of the company�’s profits. You
should note that any money you earn anywhere in the world while
you are sat in the UK is still taxable income.

Some people get around this by moving out of the UK
but still living there. What? Yes, it is perfectly possible to apply
for citizenship of another small and tax friendly country like
Belize, get a Belize passport, yet live most of the time in the UK.
In this way you pay M�’Bongoland taxes of 0.5%. Indeed at the
time of writing a certain governmental personage is doing exactly
that.

Personally I like where I am and regard the cost in
taxation to be still worth the absence of armed police and a Press
free enough to give Politicians hell, but it�’s my choice. Many are
now of the opinion that modern living gives us choice about
where we stay, work or live and I agree. Some now regard nations
like hotels, where you can stay as long as you like. When the hotel
gets too expensive, or the staff are surly and rifle through your
belongings, then it�’s time to leave, yet you can still retain that
emotional bond with the land of your birth. Nowadays changing
citizenship is no more an abandoning of your birthright than
changing your holiday from Florida to Portugal. You are just
changing hotels.
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Indeed it is possible to be a PT or Perpetual Traveller
having no home country at all. You can stay in the UK, or
anywhere else, as a visitor. From the point of view of the
authorities you have almost disappeared.

What some people also do, and this is illegal as far as I
know, is to create a company in some other low-tax place like
Jersey and have two local Jersey residents to act as directors.
These directors sign a second agreement, effectively giving all
powers to you and, other than receiving a small annual fee, they
take no further part. The Company in Jersey does all the dealing
and makes all the profits on Jersey. You have a UK sales office
and take a salary accounting for all UK tax on that salary in the
normal way. The difference is that the profits in the business are
accumulating offshore and tax free, building, by compound
interest, into a sizeable nest-egg. If you then retire to Jersey, or
Belize, or M�’Bongoland, you live off the tax free nest-egg.

My understanding is that you have to declare all annual
profits at the time, and even if you intend to pay the tax eventually
by staying in the UK and taking a salary for evermore, it would
not pass muster with HM Inspector or Taxes. This is where trust
funds come in but this is now getting deep into territory where you
need to talk to accountants. Trust funds are currently the way to
save money with the greatest tax efficiency (whirrr....click.....get
out of accountantspeak mode now Gosling...)

Anyone wanting information from experts should contact
Fleet Street Publications who publish a range of newsletters
giving this sort of advice. I also recommend The Zurich Club who
do nothing else and do it very well.

My personal view is that I wouldn�’t leave the UK if
pulled by wild horses. Of all the corrupt, bungling politicians in
the world I prefer our corrupt, bungling politicians, and even if the
Police do take 35 minutes to respond to an emergency call, they
arrive unarmed and call you Sir. I think I�’d rather be poorer here
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than richer somewhere else. I like this hotel. It�’s crazy as hell, but
I love it.

The real reason why most people fail - IIThe real reason why most people fail - IIThe real reason why most people fail - IIThe real reason why most people fail - II
I�’ve touched on this briefly before but as I reach the end

of this course I am acutely conscious that despite telling people
how a semi-dyslexic, average kid from a single parent family can
make himself a nice income from home publishing �– something he
discovered by accident and perfected by a long road of self
discovery �– most people are going to do the following:

80% Nothing
15% Half hearted stab
5% Go for it and surprise themselves

80% Nothing

Eighty per cent of everyone who started this course will
have done nothing within six months of finishing it. This is my
estimate based on my own figures. Bill Myers challenged people
in one of his earliest seminars on Newsletter production in the
USA, saying that if they had not started a newsletter within 36
hours of leaving, they never will. I believe his words to be true,
and remain so for every subscriber to this course �– a course with
gives ten times more information than any other and even has live
back-up (someone to turn to). If you haven�’t started something
within a week of finishing this part �– the chances are you never
will.

I have already mentioned the main reasons why this is so:



Page 32

a. Most people aren�’t poor enough
b. They have no confidence in themselves.
c. Weeds

POVERTY
Most people in this country aren�’t poor enough. The

Nanny State or mediocre jobs mean that even poor people aren�’t
starving in the street except through choice or mental confusion.
Don�’t misunderstand me, I have no wish to see real poverty
increase anywhere, but the simple fact remains that most people
are well off enough to be choosy, and I am no different. I may say
that I will sweep the streets if I have too but the fact is that in this
country I will never have to.

A simple analysis will reveal that most of the world�’s
millionaires started from very poor or disadvantaged backgrounds.
Very few made it from JOB (Just over Broke). They made it from
Worse than Broke.

So saying, I may be an exception. When I was very
young (0-10) I lived in a very poor family indeed, but at that age I
knew nothing else. From the day I was married I was never poor
in the classic sense. I had a car �– ten years old admittedly, but still
a car. I lived in a small terrace but the locality was nice. I was
certainly in a low level comfort zone. Now I�’m well off by many
standards but that was naked ambition �– yet fed by the threat of
poverty.

The simple fact is that you, I and everyone else will take
the easy option if there is one, and there is always an easy option
in this country. The threat of loss is real, but the threat of poverty
in its true sense is largely imaginary.

I urge you to do this business, really give it a go. When
you get to a hurdle, as all enterprises do, don�’t just give up.
Instead imagine the threat of poverty behind you pushing you
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forward. If you have nowhere to go but up, up is where you are
bound to go.

CONFIDENCE
Besides the comfort zone, the greatest threat to your

future income is lack of confidence.

The pace of change is now so fast that it has left tradition
behind. That is why banks are reeling from the speed of Internet
commerce. Politicians are out of office before they even realised
they were out of touch. Of all such traditions, traditional education
is now seriously damaging our children�’s future faster than it
ruined ours. Education has become a political tool, a job in which
�“educationalists�” play dice with other people�’s future.

To this very day, your child will be taught History,
Geography, French, English, Art and several other subjects in
essentially the same way as we were when we were kids. Why?
No-one has ever stopped to question what is important and what
isn�’t. My biggest query is why kids are NOT being taught Self-
Worth, Confidence, Ethics and Success principles.  We weren�’t,
and I believe the following sentence to be true.

The real successes in this world became so because they
discovered success principles.

Whether they did this through accident or design doesn�’t
matter, the fact is that they were not taught these principles in
school, and I ask this question of all so-called educationalists �–
why the hell not?

I attended a school meeting recently in which the teacher
responsible for teaching advanced �“Business Studies�” told us how
the children had successfully been running a craft shop in the
school. After waxing lyrical concerning the huge success of this
project she casually mentioned they occasionally make a profit. In
the first year at this school the kids are obliged to learn Latin.

Computers are stupid
devices with the ability to
work in extremely clever
ways. Programmers are

clever people with the
ability to be extremely

stupid. Sometimes the two
become dangerously

matched
- Bill Bryson
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When asked why, they said that the structure of Latin was a good
foundation for future languages and computer programming.

This is the lunatic system we were dragged through.  As a
result we are a nation of mindless drones �– worker ants and do-
nothings fed on a diet of ignorance. No wonder we have zero
confidence in ourselves. The wonder is why anyone succeeds at
all.

As someone who knows nothing about the latest theories
on the educational needs of children I will put in my two
pennyworth anyway. There should be six subjects taught at
school:

1. S&M studies �– Success and Motivation. To give
people the confidence they need to build lives.

2. English Language (If you can�’t make yourself
understood, you never get anywhere.)

3. Technical Studies. Information Technology,
Communications, The Sciences.

4. Religious Ethics. What the world�’s major peace
loving religious institutions have to say about the
nature of good and bad. How can anyone lead a good
life if they have only a rudimentary knowledge of
what good means?

5. Business Studies. The profitable kind.
6. General Studies. All the rest, including languages.

I would argue quite vociferously that this would be a
different country today if these subjects had been taught 20 years
ago, but no doubt educationalists and Latin teachers will disagree.

Fortunately these subjects are at your disposal anytime. It
is my firm belief that the more you study all of them, the happier
and more prosperous you will be. More on this later.
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WEEDS
The thoughts and ideas generated by this course will have

weeded your mental garden and planted the seeds of prosperity.
(Hey, that�’s a really cool sentence, I like that!) But like a real
garden that is left untended, the new seedlings will very rapidly be
choked by the weeds of life �– old habits, old thinking, old
reference groups. Consider that these three weeds have made you
the man or woman you are today, and if you are not very happy
with that result �– then start weeding.

15% Half hearted stab
It�’s hardly surprising that anyone with limited if any

business experience, lousy schooling, no real confidence in their
own ability to grab the world and shake it, flaccid ethics, and no
goals looks at the first hurdle in business life, says �“Stuff it�” and
goes back to the Just Over Broke they left 15 minutes ago.

In my experience a fledgling business of any kind hits at
least three major hurdles that demand your thinking. They are like
questions in �“Who Wants To Be A Millionaire�”. If you have the
courage to face these hurdles then suddenly it gets smoother. This
is part of the success process �– persistence.

5%  Go for it and surprise
themselves

The two most successful people in the HPA had the least
teaching. One, at the time of writing has sold £90,000 worth of
books in the space of three months due entirely to press releases
and articles. Another has about £170,000 in sales, I guess, over a
couple of years plus a highly successful and profitable newsletter.

Like I say on the tapes, that�’s serious money.
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Knowing them like I do I would say that one was
motivated not by profit but by a higher need, what some call a
divine passion. The other was simply motivated by sensible profit,
saw a market and went for it. Both surprised themselves and I
suspect both will continue to do well if they remember the
publishing principles from which that success came.

YOU know these principles. You know them better than
many professionals do in this business.

*  *  *

Where success comes fromWhere success comes fromWhere success comes fromWhere success comes from
During my years in this business I have constantly

expressed the need for people to listen to tapes and read books on
self motivation because without having done it myself, I would
not be where I am today, of that I am quite certain. Yet I have also
spoken to genuine and hard working people who have tried many
of these self motivation techniques and failed to make much
progress. Why?

The usual answer from successful clever dicks is that
these people either didn�’t set goals or didn�’t visualise goals. The
argument is that in some way they didn�’t do it right.

I don�’t think this is entirely true. This kind of answer may
be partially true but it is not true for all cases.

Certainly, many people use self motivation techniques
such as goal setting in a way that almost guarantees their failure. I
would not advocate anyone setting a goal that their own innermost
being knew to be in the realms of fantasy. Your inner being, your
real self wants to maintain the status quo (No not the pop group).
It doesn�’t want change. No-one wants change, because it might be
scary. Deep down, everyone wants to stay where they are and one
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of the finest ways of achieving this is to set a goal so high, so
completely against everything you have achieved so far, that you
are bound to fail and in so doing your real self stops change.

I recommend you set goals for yourself, but set goals that
are probable, not possible.

It is possible for every contestant on Who Wants To Be A
Millionaire to make a million, but it is probable they will walk
away with a few grand, no more.

If you set possible goals like:
This time next year I will be earning £100,000 a year

then it may happen, but what is more probable is that you will
become overstressed and disillusioned.

I recommend you set probable goals - goals you are
confident of achieving. Indeed I recommend you take Stuart
Goldsmith�’s advice in his book The Midas Method in which he
recommends you include within your goal list, some stunningly
simple ones such as:

Next Saturday I will fix that leaking gutter.

The principle is very sound. Some people know they can
achieve £100,000 a year but only because they have done it
before. If you have already completed an achievement in the past,
you know instinctively that you can do it again, there cannot be
any doubt. However for someone who earns £20,000 a year, this
figure is five times larger than anything they have ever reached
before. To set a goal five times higher within a 12 month time
frame is setting yourself up for disappointment. It�’s a classic
mistake �– turning what is clearly a long term goal into a short term
goal and failing as a result. You should keep long term goals but
keep them in their place.

I don�’t suffer
from stress.

I�’m a carrier.
-anon.
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I recommend you start by either not considering money at
all or set a sensible increase, say 10% of your current income �–
then surprise yourself.

The method of increasing your own confidence level by
setting short term goals that stretch you only a little at a time is
proven to work very well. All you are doing is breaking down the
long walk into manageable steps.

The person mentioned above who had sales of £90,000 I
believe did not have a specific financial goal in mind at all. Her
motivation was very different, more to do with love. It is a strange
phenomenon but in many cases, a project that springs from love,
or the joy of doing it brings into being unseen forces that ensure
financial success as well. You won�’t read that in the goal setting
manuals! Well, not many.

So I believe that one reason for so many people failing to
make progress with goal-setting techniques is that they set
themselves too high a target in the short term. They are going for
the hole in one. My advice is to tap the ball around the sandtraps
with a putter and ask the Almighty for patience.

But there is a second reason for failure. Which method to
use to achieve it? Or put simply, which business?

Some success techniques in the past have, in my opinion,
verged too heavily on the spiritual. There is a true story of a lady
in America who convinced herself that she was going to have a
Piano. This feeling was so strong in her that she even made room
in her house for it, bought dusters to clean it and put the local
piano tuner on call. One day a piano was delivered, an inheritance
from an uncle she never knew existed.

I am a great believer in Divine magic like this but my
own experience is that goal setting and visualisation techniques
often provide you with the solution indirectly by showing you
what you have to do to get it. If you sit on your derrière waiting
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for Divine magic to fill your bank account then your faith will
indeed have to be strong enough to move mountains.

Goal setting and visualisation produce ideas for
businesses, or, in our case, ideas for projects. The two go hand in
hand. I believe it is vitally important that you learn the success
principles that neither school, nor business studies teach you, then
use home publishing as the route to achieve the goals you want in
life.

Where success doesn�’t come fromWhere success doesn�’t come fromWhere success doesn�’t come fromWhere success doesn�’t come from
Many years ago, while I was still an employee, I had an

idea for starting my own business. It looked great on paper. I spent
many hours thinking about it, setting action plans and reading any
book I could find on the subject. Everything looked good. Then
came crunch day �– the day I had to stop reading and theorising �–
the day I had to do something �– and that�’s when I started
panicking. Despite all the reading and planning, this was the day I
had to step out into the unknown.

I�’m sure you have experienced the same feeling. A nice
glow of anticipation during the planning stage with feelings of
�“Yeah, I can do this. This for me�” suddenly turns to blind panic on
the first day of action with thoughts of  �“I�’m crazy. I can�’t do
this.�”

Of course now I know this is perfectly normal. New
parachutists packing their chutes feel the cosy warmth of
anticipation but this changes very quickly the first time they look
out of a door that�’s 12,000 feet in the air! But for you and me it�’s
different. Parachutists found with a dose of the willies will be
encouraged in many ways by their kindly instructor with
comments like �“Gerrout ya lilly livered heap of ****�” We on the
other hand are not given this kindly advice. Just when we are most
vulnerable, we get the siren call of the Business Opportunity
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Programme. I am guilty of it myself, two programmes are
included in this course. Indeed, just as I was about to launch that
long planned for idea of mine I bottled out and tried a Bizop
instead. I wasted twelve grand on that opportunity before I
realised it was a scam. That hurts.

The simple fact is that most people are so inexperienced,
so unsure of themselves, so worried about putting a foot wrong
(i.e. so poorly educated by the system) that they would rather take
the risk of taking part with thousands of others in some
cockamamie Bizop or other than taking the easier, more
successful option of doing their own thing. They perceive that if
others are doing it successfully then they must be able to do so
too. Take my word for it �– no one does it successfully. Those that
are in it live in hope, they will not criticise it because they would
be undermining those hopes. Those that have failed will have left
it by the time you join. The only bizop half worth doing is one in
which you invest no money.

With all my heart and soul I now beseech you,
on bended knee, to kiss all business opportunity

programmes goodbye from this day forth.

I don�’t care how good they look. I don�’t care if they look
like the greatest, one-off opportunity ever to appear on the Planet.
I just don�’t care.

Any time or money you spend on another person�’s
business opportunity means:

1. You are wasting money on making someone else
richer.

2. Every second you spend is time you cannot spend on
your own project, and you can never recover that
time. You have an allotted time span for your life.
Don�’t waste it.

3. You are shouting �– I haven�’t got the brains or balls to
do it myself.
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YOUR GREATEST ENEMY
I�’m sorry to be so blunt but I want to shock you. I want to

kick you up the backside so that you do jump out of the plane. I
want you to understand that you will be the world�’s greatest jerk
to do anything other than your own thing.

Your greatest enemy is in the mirror. Your second
greatest enemy is anyone running a bizop.

As I have mentioned before, for six years I edited a
newsletter devoted entirely to such programmes so I claim to
know a fair bit about them. I ask these questions:

Can anybody show me a programme that made anyone,
other than the first player, ninety grand in one or two months from
start up and without spending big bucks first? Your own home
publishing venture can �– first time too.

Can anyone show me a programme that pays all their
living expenses �– i.e. a programme you can actually live off rather
than a little pin money? Your own home publishing venture can.

When a great business opportunity comes along (it may,
one day) then I�’ll let you know.

The only thing stopping you joining the real successes in
this business is that little voice inside you saying �“I can�’t think of
anything�” or �“I can�’t write�” or �“I don�’t know how to do this�” and
the only way to get away from that voice is to educate yourself.
Courage can be taught. It can be learnt like any other skill.
Whether you went to Harvard or Moss Side Secondary Modern,
you will have to make up for a lousy education. It�’s not your fault.

I�’m going to get back to this subject in a minute but in the
meantime I want to give you a special treat for sticking with my
weird sense of humour for so long. I am going to show you how to
make good money working one day a month. In fact some of the
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richest people in the world are doing this �– and only this. I just
dabble at it.

Teaching SeminarsTeaching SeminarsTeaching SeminarsTeaching Seminars
There is a kind of plan, a set routine that nearly all of the

modern business experts follow and it goes like this.

1. You build up and run a successful business. OR you
research and become a specialist in a particular
subject.

2. You stop doing that business and instead run
seminars for people who want to do it, OR you just
give seminars on your research subject.

Here�’s four examples.

Dan Péna. Started with nothing. Took $100 and with
sheer brass-necked cheek and a burning determination created a
huge oil company that didn�’t have any oil! One day when he did
need some oil he just went and bought a proper oil company. Does
he run oil companies now? No, he gives three day seminars on
how to do the same thing. All he has done is to take the same
experiences and apply them to other types of business. The fact
remains that at the moment he can make £100,000 in three days
running such seminars.

Jay Abraham. As far as I know he has never created a
big successful business prior to concentrating on seminars. Jay
basically researched business principles and has made a handsome
living telling others of that research.

Brian Tracy. Came from a poor background and pulled
himself up using success principles which he then decided to
study full time. Went on to create the Brian Tracy Organisation
which does consultancy work and seminars.
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Anthony Robbins. Archetypal US motivational speaker.
Coined NLP �– Neurolinguistic Programming (in other words �–
talking to yourself) as a method of increasing confidence levels
and has developed it into a song and dance act that will have you
walking on water. However, to the best of my knowledge, he has
never run a large successful business outside of his seminar
activity.

Bill Myers. US entrepreneur. Started with producing
newsletters and then progressed to software development. Not
only has he run several successful seminars but he videos them
and then sells the video.

So what�’s all this got to do with us? Simple. Do not
assume these guys are particularly high flyers or even that they
have some natural talent for public speaking. They haven�’t. What
they do have is the knowledge that bums-on-seats can make big
bucks. Despite having never given a speech in my life, not to
mention a propensity to stutter and get tongue twisted, I decided I
would give it a go, and before a word of this course was ever
written,  I gave my first seminar on Home Publishing.

Was I brave? No I was scared to death. If I was asked
what my two main talents were I wouldn�’t say writing. I would
say that I have a talent for taking a complete idea and breaking it
down into simple steps (I�’d love to write the software help
manuals for Microsoft and others. They need me!) My only other
talent is bravery.

Don�’t get me wrong. I am by nature a non-
confrontational scaredy-cat. I define bravery as confronting your
own fears �– i.e. carrying on even though every sinew inside wants
you not to. If you aren�’t scared you cannot be brave. No fear = No
brains. This is why I didn�’t jump off the 12 metre diving board
one day to the jeers of my school friends but sneaked back into the
pool at night, jumped in and nearly killed myself (I couldn�’t
swim). This is why I resigned from a secure 9-5 job to sell
vacuum cleaners door to door, just five weeks after getting
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married. I do this all the time. Get Comfy �– Get Restless �– Do
something reckless �– Wish I was Comfy again. Drives my wife
crazy. Some ancient Indian guru once said that the way to
eliminate fear is to confront those fears �– Facing the Tiger �– but
my experience of doing exactly that is that this doesn�’t prevent
you from being scared in the future, it just gives you the
confidence that you have been through worse.

So if you are now saying to yourself �“I can�’t possibly
stand up in front of paying customers and talk to them�” then this is
your fear. Face it and confidence will take over. Indeed the secret
of a successful business is to develop the courage to risk cocking-
up big time2.

Costings -  How to make £9000
in one day

Before you ask questions like �“what shall I talk about?�”
and �“I can�’t do this�”, take a look at the dosh.

Costs:
Hotel Room including projectors £ 250
Cost of Direct Mail shot £2800
Total Cost £3050
(With Direct Mail you can decide your own number of

delegates. If you want 50, assume a 0.8% response rate. If 50 is
the result of getting 8 people in every 1000 mailings, then 50 ÷ 8 x
1000 is the number of mailings, in this case 6250)

Sales:
50 x £150 ea £7500 (profit = £4450)
50 x £250 £12500 (profit = £9450)

                                                
2 �“Security is a myth. Life is a daring adventure �– or nothing at all.�” �– Helen Keller
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COSTINGS �– II    THE LOCAL SEMINAR

The above involves direct mail. Because DM is
expensive (The advertising alone amounts to over £60 per
delegate) you have to charge quite high prices for a seminar.
There is another route �– the local seminar.

In a local seminar you advertise the event in the local
papers. Technically, using the information on press releases you
have in this course, you could get publicity for this event for
nothing, however I shall assume £500 for advertising (plus some
press releases)

Now your room and advertising costs are only £750 but
for a popular topic you could get 100 people. If you only charged
£35 per head, that�’s a profit of £2750 in one day.

COSTINGS �– III   THE MARKETING SEMINAR

This is becoming very popular these days. A marketing
seminar is free. The speaker is banking on listeners buying related
information at the end of the seminar �– e.g. a related educational
course, tapes or book. This can be done locally or nationally but
advertisement costs have to be kept down. If you can get the local
papers to give you some free coverage, then every sale above the
cost of the room is pure profit. This is a perfect addition to a
course. Normally marketing seminars last 2-3 hours only.
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What kind of Seminars sell?
Everything you have read about educational courses

applies to seminars. You will get more money if the subject has a
strong profit motive. This implies great expertise but other types
of seminar also work well.

For example, if you had a mass-appeal Internet book
(thus making you a �“published author�” overnight) you could
easily do a seminar on the subject of the book. If you were the
editor of a hobby newsletter you would soon get to the stage
where you could run seminars about that hobby (e.g. Repairing
Widgets seminar).

Don�’t think you have to talk at the seminar yourself.
Apart from the introduction you can import an expert to speak for
you. Just split the profit.

Step plan for Seminars
1. Consider your target audience. Can you contact them

easily and preferably cheaply?

2. Create the seminar. To do this break down all the
information you want to talk about into bullet points:
  How to buy a Widget
i. Where to go
ii. What to look for
iii. Price ranges

Don�’t go into detail, just list all the headings and
subheadings you want to discuss. This requires logic.

3. Don�’t write a script. If you need to, you can create
extra, private crib notes to guide you through each
section. You can prepare these on numbered cards to



Page 47

remind you of all the points you want to say. Many
speakers have created their bullet points for use on a
projector and they use the bullet points as their own
notes. Try to ad-lib through the notes. If you try to
read to your audience your speech will sound wooden
and devoid of feeling.

4. I suggest you take a look at presentation software
programmes such as MS Powerpoint. You can create
slides for printing on to the clear plastic film used for
overhead projectors or, to be really snazzy, use a
multi-media projector through your computer onto a
big screen. You may find the cost of hiring a multi-
media projector to be expensive.

5. Take each bullet point in turn and recite a speech out
loud. Time it. Add up all the timings and fit it in to
your day. Add several coffee breaks and leave
yourself at least one hour for questions and other
interruptions. If you say ten  minutes for a coffee
break, understand that it will be twenty minutes
before you restart. If you are worried about finishing
too early �– don�’t be. It never happens. You can

MS PowerPoint allows you to create full colour
presentations very quickly.
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always have some extra points ready to talk about if,
for any reason, the day moves too quickly.

6. Make sure your audience expects what is going to
happen. For example, I recently went to a seminar
that cost me nearly £1000 to hear three very famous
speakers. One was excellent. He spent all his time
giving out very useful and valuable tips and answered
many questions. The second speaker sat us in groups
(hate that!) Then he got us to do puzzles (hate that
even more!) Then he combined groups to do the same
puzzle again (Con Man!) and generally spent 30
minutes to teach me one lesson �– the more people
think about a problem, the more answers you get! Big
deal. I didn�’t pay a grand to take part in a self help
group. As far as I could judge he was just wasting
time.
The final speaker was even worse. He was either
senile, jet-lagged or both and spent most of his time
telling us how wonderful it was to be here, what a
great time he was having, thanked his wife for buying
his tickets and tying his shoelaces, thanked the
organisers, the taxi drivers, the hotel cleaners, us for
being there so and on. You get the point.

Seminar verses Workshop
I define a seminar as a lecture. The lecturer does the
talking. A workshop on the other hand is interactive.
The audience is expected to take part. For the reasons
mentioned above it is important to make certain your
audience knows which is which.

7. Find a suitable location. This is probably a hotel but
depending on how swank you want to be, your local
college may offer you a good rate and their rooms
may be bigger, but remember catering. What is most
important is transport. The best location is one which
is reasonably close to motorway access and also
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public transport such as trains. Not everyone will
drive, and by using a motorway motel, you will be
restricting your audience.

8. Once you have a date from the hotel, you can
advertise using any and all of the methods known to
you. Call each buyer a delegate, give them a number
and some information such as maps and local hotels.

9. Practice your entire speech a couple of times in full,
to make sure you have got the timing right.

*  *  *

IBS is for youIBS is for youIBS is for youIBS is for you
IBS, or www.instantbookstore.COM wasn�’t designed for

the Eagle programme, it was designed to help authors sell their
work world-wide with the minimum of fuss.

Creating a simple website is easy but it still takes time.
Making it special takes longer still. Getting a merchant account is
still very time consuming and some authors simply don�’t have the
time or interest or desire to learn too much about computers. The
idea of IBS is to allow you to place your project into a ready made
Internet bookshop.

HOW TO DO IT

If you have a book, all we have to do is to create two
special files and we upload them to the IBS website. One file is a
preview of the book, say chapter one. If a viewer clicks this link
on our site, the preview will either open for instant reading or will
immediately download to the viewer�’s own computer for reading
later. The second file is the book itself. This is usually uploaded as
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a pdf file created with Adobe Acrobat software. This file can be
locked with a password. When the viewer clicks this file he/she
will be prompted for a password. Once entered that book will
open and it can be downloaded to the viewer�’s computer.

WHAT IT COSTS

If you go to the site at www.instantbookstore.COM and
click the link marked AUTHORS you will get all the information
you need on prices. Essentially, for between £30 - £60 you can
have your book on the Internet within half a day, with or without
credit card facilities. At the time of writing subscribers to this
course can have their first book uploaded for free. Not only that
but we have also decided to give all authors 100% commission.
The way this works is explained below.

DIFFERENT WAYS TO GET PAID

At first glance you may wonder why we give authors the
option of having a credit card facility. That answer is that they
make more profit one way than the other.

Option #1 �– Preview and Link
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This is an example of a Preview and Link entry. The
Preview is the same in all cases and so is the book (the book is
passworded) but the viewer cannot buy on site. They have to
contact the author/seller by means of either an email or a link to
the author/seller�’s website if they have one.

In this case IBS is only acting as a billboard and delivery
system. We show the product and deliver it, but we receive no
money. All the money goes directly to the author/seller who then
emails the customer with the password. Because of this, there are
no Vat or bank charges to take into account (unless the
author/seller is Vat registered). The only money we make is in the
small upload fee.

Disadvantages are length of time for the transaction, and
postal transfer of money. Delays can cost sales.

Advantages are that the author receives 100% of all
money paid.

Option#2 �– Full Credit Card Facilities



Page 52

With this option the author/seller allows us to sell the
book using our built-in credit card facility. For security we have
this organised through a reputable Payment Service Provider
(currently WorldPay). The process of receiving the money,
providing the correct password and delivering the book is totally
automated. The author needs to do nothing. We email the author
every time a book is sold.

The disadvantage is that we are selling the book and we
have to take two charges into account. For EC clients we have to
consider Vat charges. This currently means that 17.5% of the total
sales price has to go to the tax man. Furthermore we have to take
WorldPay�’s PSP charges into account as well as the normal bank
charges. We will deduct 10% off the total sales price to cater for
such charges.

Advantages are speed and world-wide saleability. Once
the charges above are taken into account, the author receives
100% of the remaining profit. We no longer take any commission
or �“split�” on this net profit. It all goes to the author. As a guide,
the author receives 72.5% of the total sales price of the book.

HOW TO SELL IT

So it is now possible to place your book on an Internet
bookshop and have all the details taken care of for you. But how
does this sell the book?

Customers will see your book from two sources �– walk in
sales, and author generated leads.

Walk-in sales will come from our own general
advertising and press releases for the site. We will have a large
number of free books on our site and we shall be targeting parents
who may find that a free electronic copy of a classic book being
studied for examinations, with instant search and find facilities, is
more advantageous as well as cost effective. Business books will
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follow the same course. We will also be a central point for
newsletters and e-zines.

Author generated leads will come from press releases
and articles generated by the author as described in this course, or
from targeted advertising or articles placed on bulletin boards and
user-groups specific to the book. All authors will be able to
download a copy of the Internet Marketing Wizard. To give you
an idea of the power of press releases we currently have two stars
on our course who have sold 9000 and 7000 books respectively,
total sales we estimate to be in the region of £265,000 and all done
with articles and press releases.

The dream has arrived. You really can now take orders
for books and deliver them without having to raise a finger.
Stephen King had CNN to spread the word for him, you have the
power of what will become a well known and visited site plus the
power of your own press releases.

*  *  *

Success TechnologySuccess TechnologySuccess TechnologySuccess Technology
At the end of the very first session, under the heading of

Mindset, I mentioned the step plan that has lead to every single
achievement of my life-goals. Indeed on reflection I know that my
early life was invisibly steered towards Home Publishing simply
because it was the only way to lead the kind of life my goals
demanded. I am going to repeat that simple list here with some
extra information:

1. Get a catalogue from Nightingale Conant. Listen to,
or read for at least 30 minutes every day, any self
improvement course/ tape or book you can get your
hands on. This is a weeding exercise. It will remove
the negative weeds in your mental garden and free the
power of your positive thinking. If you do this you
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will be doing what that elusive 5% of people do �– the
5% who are winners �– instead of doing what the 95%
per cent of losers don�’t do. This may be brutal, but
it�’s true.

2. Resolve to grab your own life by the horns. Most
people who live in a comfort zone don�’t need to do
this. Those people who have no choice, or can�’t get
much lower, do take responsibility for their lives.
Take that responsibility and unseen forces will come
to your aid.

3. Ask God, whatever you perceive Him to be, to help
you.

4. Set three kinds of goal.
i. Firstly, set yourself a five year goal. Don�’t make it
silly. In five years you should be able to double your
current income, wherever you are on the scale. Write
this down and remind yourself of it every day. Don�’t
get millionaire-itis, the desperate need to be a
millionaire within a certain time frame. Instead aim
for the lifestyle you want, preferably a steady steam
of good income.
ii. Secondly, set yourself a short term goal, say to
increase your income by 5% or 10% in the next 12
months.
iii. Add simple psychological goals. These are of two
types. Firstly set some simple tasks you know you
can achieve but never got around to actually doing.
Achieving these simple goals will allows your mind
to get used to the fact that goals are achievable and
not just a pipe-dream.
Secondly, set actual psychological goals to give you
confidence, determination and a feeling of self worth.
I call these �“I can do it�” goals.
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5. Visualise these goals everyday. Visualising is
imagination with emotion. �“See�” that special car in
your drive and feel the same buzz as if you really had
it standing there. That emotional buzz is the power
that energises your goals.

How to Live your DreamHow to Live your DreamHow to Live your DreamHow to Live your Dream
In 1993 a small group of entrepreneurs started a special

group called Winners. I was part of the team and was instrumental
in producing the group�’s newsletter as well as editing the special
course that went with it. The course was called Live The Dream.
The original Winners project effectively closed in 1998 and  I
acquired the sole publication rights to this special course. Within
the next few months I will be releasing what is effectively Live
the Dream II, a complete update of the course in the light on my
own experiences as well as the experiences of other experts.

The original course was a best seller, with retail sales of
some £2 million. The newly updated digital version will be part of
our special Eagle Programme.

Live the Dream was originally created by taking the very
best of the ideas available in �“success technology�” and rewriting
them based on real-life experience. Part of the course focussed on
the many business opportunity programmes available at the time,
some good, mostly bad, and wherever possible I will update those
ideas. In particular you may be interested to know how major
institutions �– banks, finance houses and governments �– are being
less than honest with you. It shows you exactly how to create the
correct mindset to achieve great things. Confidence and personal
power can be picked off the shelf. In this course you will find out
how.

If you want to know why, despite your best efforts, things
seem to go from bad to worse, you will find out why in this
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course. You will also receive the very latest information in how to
stop these things happening and cease being a target. I will even
show you how to dramatically reduce the risk of ever being
mugged or burgled.

To  give you some of the flavour of this course here are a
few extracts3.

Extract from Live the Dream �– Session 1

Born in the USA
So it's not at all surprising that most of the world's self made millionaires are in the USA,
thousands of them! This figure should encourage you - it isn't impossible to become a
millionaire, after all over 100,000+ people have done it, why can't you? If you want to
that is.

Equally it isn't surprising that the USA has funded large areas of research on the subject
of wealth and success. Some research is actually US government funded, and any research
carried out using public money in the USA becomes "Public Domain" information, or, if
you like, open to all those who paid for it - the taxpayer, and it's free.

(Imagine that happening in Britain - perish the thought that YOU can actually have the
results of anything undertaken by the government using YOUR money. Information is far
too valuable for the likes of you!)

As result of this exhaustive, long term research we now know better than ever before how
to get maximum performance out of ourselves. We know what makes us tick far better
than at any time in our history. And we are on the verge of discovering even more
valuable information. Some of the results are more than just psychology, they are truly
magical, indeed outside current scientific understanding. For some things there are no
explanations - not yet.

To begin our voyage we have first to understand the basic underlying principles that make
us all tick. Once we know them we can use them to achieve levels of success and
accomplishment that we now consider impossible. Don't worry if you don't yet understand
exactly how to lock on to these laws in your life. That comes later. For now just read
them.

* * *

                                                
3 May be edited or moved during upgrade
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Extract from Live the Dream �– Session 1

An apple for the teacher
To finish off our examples take note of the experiment carried out in several American
schools. Some teachers were told that because they showed the best teaching qualities,
they had been selected to teach a "chosen" class of particularly bright pupils. They were
told this in confidence so as to avoid claims of elitism, and were given their new classes
with the instruction that they were expected to do very well in the next year's
examinations. As a result, those special classes did in fact do very well indeed.

Only afterwards did the teachers learn that the pupils had in fact been taken at random
from other classes. They were not particularly bright. So, naturally they assumed that
they, the teachers, were particularly good at teaching! Not so! The teachers were also
chosen at random. The fact was that the teachers believed, and this made the pupils
believe.

This test has been repeated many times and is fully reported in several psychology
magazines. Strangely the results of this testing have not yet filtered into current
educational courses. Indeed success psychology is rarely encountered in schools. Had I
not seen the results that self-belief can achieve in my own early schooling, I also would
not have believed it possible. But it does work.

You now have your first instruction:-

As of this very moment you will never say or think anything about yourself that is
downgrading or derogatory in any way.

Extract from Live the Dream �– Session 1

The universal magnet
This principle is not just for attracting people into your life. In some uncanny way it also
attracts the right circumstances, as long as they are in line with your beliefs and
expectations. This is a powerful statement and you should consider it carefully. What
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I  have just said is that it is possible to change the things and circumstances that happen
to you, just by thought alone.

This is actually contrary to modern physics. I should know, I studied Theoretical Physics
for long enough and the implications of this statement are staggering. I am not a crank and
this is not some personal philosophy. This is established psychological experience and the
truth of it has been demonstrated thousands of times in the lives of all successful men and
women all over the world. In every book or seminar the truth of this is stated time and
time again.

With the right "mindset", which means those targets you believe and expect to achieve in
your life including money and romance, then the opportunities for achieving those targets
don't just knock, they hammer your door down! Call it coincidence, call it supernatural,
call it magic, call it God, call it Alice if you want - but it does happen. And I can prove it.

Extract from Live the Dream

Some more champers, jeeves ..
A millionaire in the 1930's was seriously wealthy. You would need about £35M today to
have the same buying power. A 21st Century millionaire only needs to be 1/35th as
successful as his 30's counterpart to enjoy the same title.

In 1997 Joe Lewis was the richest man in the UK with a personal fortune of circa £3,000
Million. This means he's got 30,000 times what you think you cannot achieve!  Of course
you think he must have had a rich Daddy or inherited wealth like the Duke of
Westminster. Wrong again. Mr Lewis is an East End boy, born in a pub, who left school
penniless at the age of 15 to start as a washer-upper in a restaurant. He now owns rather a
lot of restaurants. The Hanover Grand chain for a start. So you see, £100,000 a year is
actually small fry.

The essence of being a free thinking entrepreneur is that you cast aside limitations. They
are all in your mind, as you'll see later.

Extract from Live the Dream

McDonald's Mac Money
It may surprise you to learn that McDonald's don't sell hamburgers, or even fast food.
Their outlets do, but these are McDonald's franchises, they are not McDonald's.
MacDangles are not the world's largest sellers of fast food.
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McDonald's main business is the world's largest business opportunity programme.
McDonald's make all their Mcmoney from selling Mcfranchises. What they sell is a
turnkey money machine. Probably the best example in the world.

Extract from Live the Dream

The System
In days gone by the country was ruled absolutely by a tiny minority of rich landowners
who allowed tenant farmers to scrape out a living on their land, whilst taking larger and
larger chunks of the produce as rent. The wealth of these landowners was unbelievable.

In 1746 the average income of Britain's best paid employees - professional soldiers - was
a staggering six pence a week; £1.30 a year. By contrast, after beating the last of the
Jacobite Scots at the battle of Culloden, the commander of the British Army, the Duke of
Cumberland, was given in increase (note the word increase) in his yearly income of
another £76,000 a year!

Where did this money come from? It effectively came from slave labour. A million poor
tenant farmers and field hands worked for little or nothing, and were rented and taxed into
further poverty. In return they harvested, mined, or constructed things of real value that
consequently passed into the hands of the very rich and also into the coffers of the less
rich but slightly more plentiful middle class.

Now this is not a lecture taken from Karl Marx. The point is that the system in operation
at that time consisted of milking the majority, thus making them poorer still, and allowing
the money generated to filter upwards to a tiny minority. So what's changed?

The answer is - not a lot. The majority are now arguably better off. But there are a lot
more of them, so one can afford to allow each individual to keep more. Yet the simple
statistic is that the average person in the United Kingdom is £2,400 in debt at any one
time, and if you bring mortgages into it, the average debt is over £60,000. We are still
'grubbing in the fields', (just different industries) so how is our money being drawn away?

Extract from Live the Dream

.... since accumulating information to put into this course, the number of times we came
across clear abuses of freedoms most people take for granted, was too frequent by half,
and this raises questions that no-one can, or wants to answer.
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Unknowingly, and under the erroneous impression that they lives in a free country, most
individuals are imprisoned in the lair of a high tech invisible dragon that keeps them in a
cage of ignorance, chains of credit, and ropes of debt, monitored by a computer eye. Most
individuals escape its wrath by feeding it with money and keeping quiet. The brave can
raise a certain level of complaint, and if they are fortunate, the beast may just raise one
eyebrow and sniff at them. But if they don't pay their dues, or if the beast just decides to
be beastly, then, like the Millar family, their "rights" will be crushed in its jaws without
trace or recompense or even remorse.

The good news is that you can lift yourself above all this. It is possible to get out of the
cave. It is also possible to remove yourself from snooping devices actioned by Banks,
authorities, governments or anyone else. It requires patience and stealth, but you can,
quite legally of course, slip the lock on the cage, cast off the chains, nibble at the rope
until it breaks, close the dragon's eye and softly step out into the light.

Extract from Live the Dream �–

The simple fact is that the human mind - your mind - is far more powerful than you can
ever imagine. For example, there is evidence that the ancient druids and Egyptian
necromancers had knowledge that we cannot even begin to understand. There is evidence
that they had mastered the art of levitation - antigravity. There is evidence that they knew
how to melt stone without heat. There is strong evidence that the great pyramid was never
designed to be a tomb for a Pharaoh or anybody else. Its purpose was older and far more
imaginative than a headstone for the headstrong. It was magical.

There is evidence that electricity was harnessed in the power of simple batteries over
three thousand years ago. In India there stands a two thousand year old iron (not steel)
column that doesn't rust. We haven't scratched the surface of these ideas but one thing is
certain - the human brain is about to be unleashed, and those that look closely at the
science surrounding this area will be well rewarded.

So what is this bundle of brain cells we call mind? How powerful is it? Prepare to be
surprised. Very surprised ...

Extract from Live the Dream �–

8. Don't let the goal own you!

I hope you will understand this section because I guarantee you will never have seen it
anywhere else. Before you finalise your actual goals I want you to re-read this section.
These are powerful words of wisdom concerning goal setting that you must understand
before you make a big mistake.
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Goal setting contains two elements that seem to be contradictory and you must find a
balance between them. The object of each goal is simply to make you feel happier. If
trying to achieve the goal makes you a stressed out, anxious person then re-think the goal.

For each goal you want to achieve, ask yourself this question:

"How do I feel about this goal?"

This means, what feelings come into your mind when you think about this goal? The
obvious feelings will be excitement, or the thrill of being the centre of attention. Think
about these feelings and write them down.

Now ask your self a different question:

"How does this goal make me feel?"

Note that the two questions are not the same. The second question refers to your feelings
concerning the attainment of the goal �– an assessment of the height you have to climb. Put
another way, if your goal was to conquer Mount Everest, then the first question addresses
how you think you would feel at the top of the mountain, and the second question
addresses how you feel about the whole prospect of organising the expedition. Think very
carefully. The first question is "How do I think I will feel when I have attained this goal?"
and the second question is "How do I feel about this future goal right now".

If today's thoughts of your goal makes you feel  anxious or disturbed or with hidden
doubts right now, then think carefully about that goal. What is happening is that deep
down a part of you that "knows" is telling you things are not what they seem to be. This
goal you have for yourself may be an illusion. It may be a con.

Extracts from Live The Dream -

The key to breaking free, and unlocking your full potential, is an understanding of your
self image - and deliberately changing it. This has become one of the most important
breakthroughs of the last decade. All our beliefs are based on our self image and we can
never achieve or perform anything in a manner that doesn't agree with that image. This is
so important that you must understand it fully:-

You cannot do better than your self image says you can!

You may already have heard what psychiatrists have been saying for decades which is
that every human being uses only a tiny fraction of his brain power every day. Some say
that less than 1% of your brain power, or if you like, 1% of your human potential or
performance is all that most people use. But we now know that your performance can
never exceed your self image, so logically you cannot hope to achieve a better
performance in anything unless you self image is raised accordingly.
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You don't just have one self image, you have a lot of mini self images that effect every
area of your life. To give just a few examples, you have a self image of how good a driver
you are and how good a parent or child you are. You have a self image about how you
dress, or your physique; how good a reader you are, or a lover, or a speaker or writer (!).
You have an image of how good you are at maths, science, speaking or your intelligence.
You are, what you think you are. No more and no less.

Your total self image is the composite of all these and how well you perform in each area
is decided totally by your self image in that area. It is the regulator that defines how good
you think you are, and you can never do better than you think you can do. What 99% of
people do not understand is that they can have any self-image they want, and therefore
they can have any life they want.

*  *  *

Soon, a full digital copy of this newly edited Live The
Dream course will be available free to everyone together with a
preview of session two. It will also show a full index of the
contents of the course. Although I do urge you to buy tapes, books
and guides that reveal the secrets of success or personal
motivation to you, if you want the hard-core information in one
place, I believe this course is where you will get it. This new
course also forms part of the Eagle Programme. If you would like
details of where to download it, please email me at
hpa@homepublish.com.

Course ThreeCourse ThreeCourse ThreeCourse Three
Another Eagle project on the drawing board has the

working title �– How to attract your Ideal Lover. This will be
based on specialised information previously unknown to those
who are lonely. This is not a business course or business plan, but
a life-plan. Not all success is financial.
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The final thoughts of Chairman MaoThe final thoughts of Chairman MaoThe final thoughts of Chairman MaoThe final thoughts of Chairman Mao
By bringing a programme of self-improvement into your

life, and taking the massive opportunity of home publishing to
create wealth and self esteem, you can completely free yourself
from most of the rat race. You will still have to pay tax. You will
still have to drive on the correct side of the road. Your emails will
still be monitored by computers at GCHQ and politicians all over
the world will still be unable to organise a fairground ride, or even
a Presidential election.

However, you can decide how much tax you are prepared
to pay. You can decide which car to drive, if not the side to drive
it on. You can decide which emails you want GCHQ to know
about, and you can reach the hallowed state of not caring which, if
any politician is in power. Real power has always been a side
benefit of financial independence.

It has been my pleasure and privilege to show you how
Home Publishing can achieve this in your life. You have been my
companion for the year of my life in which I wrote everything I
know about this brilliant business. This makes you my friend. My
greatest hope is to see success in my friend�’s life.

May God stand between you and your enemy.

Your friend,

Phil
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Don�’t think this is the end of it guys and gals, not by a
long chalk. You ain�’t seen the last of me yet!

Soon to come are regular updates to the course, available
on the website, together with the further thoughts of Chairman
Mao as the Update Newsletter boldly splits infinitives where no
infinitive was split before.

Soon you will receive a PIN number to access the
members-only area of the site. In my wanderings around the
Internet and the publishing world in general I will lay on you all
and any new information I can find, new changes, projects,
software �– anything that can make your home publishing future
more profitable.

Seminars

I will keep you informed of any new seminars we will be
doing. Most will be taped which means you don�’t have to drive
through 16' of flood water to get there unless you want to. So
watch this space.

Afore Afore Afore Afore ye goye goye goye go
I received an email today from a gentleman who had left

this course lying around and his 12 year old son had seen it. While
daddy was pondering, the lad took exactly ten minutes to bang out

Goodies to ComeGoodies to ComeGoodies to ComeGoodies to Come
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a school newsletter regarding the latest video games and had sold
two copies before the night was out. There are three lessons here:

1. A 12 year old can do it
2. While Daddy was thinking, sonny was doing.
3. I have the sneaking suspicion that sonny has just

found his career.

REWARD

If you have received this home study course as an e-course, (either by download
from the Internet or by email or CD), then we are offering a cash reward.

Customers should only be able to receive THE UNLOCK CODES in this course
either:

a) From The Home Publishers Association on
hpa@homepublish.com

b) By email from an Authorised Retailer.

If you have received the unlock code from any source other than a) above then
you can earn a CASH REWARD by sending us the name, address (or other

details) of whoever supplied you with the code. We will check our database of
authorised Retailers and if your supplier is not registered then we will contact
you immediately. If you have received an unregistered code we will give you an

immediate cash reward.

There is only one door out of poverty.
It leads into the library.

- Billy Connolly
�“ �”
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All information treated in strictest confidence.

The International Home Publishers
Association
European Distribution Hub
PhilDee Ltd
2 Hilton Road
Disley
Cheshire SK12 2JU
United Kingdom

Email:  hpa@phildee.u-net.com
Website: www.homepublish.com
24 hr Fax: (+44) (0)1663 766063
24 hr Message recording  : (+44) (0)1663 766063
24 hr Credit Card Hotline : (+44) (0)1663 763817

Membership of HPA: US$ 59.00 / UKP 30.00
For current price of The Home Publishing Revolution please fax for latest
details.

If you have information concerning the illegal distribution of this course and wish to let us
know privately, you can leave a phone message on 01663 766063.
For absolute security, if you want to send a secure email then go to www.ziplip.com and
register some simple details. You can then prepare an email for us. Use ziplip�’s secure
system which will prompt you for a  password (a different one to the password you log-on
with). Once you have sent the email you will need to let us know the password so that we can
read it. Do this by sending us an ordinary email from your own computer with the message:
I have an email for you on XXXX
Where the Xs are the password. (Do not mention ziplip.) Anyone viewing this will not be the
wiser.

We have three City-Based Lawyers who specialise in prosecuting copyright violations


	revbook3.pdf
	Videos
	
	“Speak wisdom to the wise and they become wiser still”
	“Everything has been thought of before. The problem is to think of it again.” - Goethe


	From Newsletters to Magazines
	I’m walking backwards for Christmas
	Creating the Project
	The Escalator Market verses the Pool Market
	
	“How to get ten times the price for a 12 chapter book – turn it into 12 one chapter books and call it a course”


	An Automatic Back-end Product
	Agency Courses
	The commission agency
	Advantage to the originator
	Disadvantage to the originator
	Advantage to the sponsor
	Disadvantage to the sponsor
	
	The Home Publishing Plan
	
	“Of all the bizop plans investigated by the W2000 Organisation between 1993 and 1999, only home publishing plans produced incomes in excess of £20,000 for some agents.”
	-J. Edwin




	Advantage to the originator
	Disadvantage to the originator
	Advantage to the retailer
	Disadvantage to the retailer
	
	The Downside of Courses
	Finding Ideas
	
	“The real revolution in home publishing is home printing. Quite simply, this eliminates risk.”


	Money Up Front - How to Make Profits Immediately
	Getting sponsors


	What do you charge?
	
	Catch 22


	The Magazine Manoeuvre
	
	
	
	“Traffic congestion will soon be a thing of the past – There will be no jobs to drive to.”
	Read The Future of Work by Charles Handy




	Step by Step plan to create a successful course
	
	Flow chart of sequence
	How does Licensing work?
	Creating an international version
	
	“Spell hinge chequers ah awl write butt they can bee a draw Bach if yew ah two
	relay-ant on a
	ma sheen”
	-None of these spellings were corrected in MSWord 97


	Can a newsletter make money?
	The main point of a successful newsletter
	How a Newsletter Makes Money


	Making money from the subscription
	Making money from advertisements
	
	
	
	“Success isn’t enough. You need to know why you are successful. Then you can duplicate it.”




	Making money from add-ons
	A continuation of a course
	
	The size of your market
	No Selling
	Moods of contact
	
	“Writers spend 100% of their time writing for 5% of the reward. If they spent 50% of their time writing and 50% of their time telling others about it they would make 95% more money.”
	“I thing of your own has a golden handle.”
	-Proverb


	Deadlines
	Off the Shelf Project Ideas
	
	“The fastest way to make money in business is to sell the business”
	- A newsletter was sold two weeks after its conception for £250,000. It sold again three years later for £12 million


	Your Trade
	Hobbies and Interests
	
	“The great industries of the past started in garages. The great industries of the future will start with a keyboard.”


	Your Sport
	Your Own Life Experience



	Revbook4.pdf
	The Home Publishing Success Plan
	1. The subjects
	With few exceptions the top 500 earners in the world are in either software – or publishing

	2. The Articles
	3. The Advertisements
	4. The Internet.
	Afore ye go alookin’
	
	The Internet is a marketing tool with huge possibilities. However more people have made money selling the possibilities than they ever did on their website.


	Where else can you look?
	
	
	
	What if you can’t think of anything?


	The secret of selling other writers’ stuff is to create your own advertising


	Public Domain
	Buying-in other reports
	
	
	
	At any one moment in time over a trillion dollars is on the move through banks, businesses and people’s lives. It never stops, it just flows. All we are doing to make it move through
	our lives.


	How to sell OWS
	Step one – List them in the order of your enthusiasm.
	Step two – What is the size of the market?
	Step Three – Are they cheap and easy to contact?
	How it works
	
	
	
	Question # 1



	Happiness is not an accident, nor something you wish for. Happiness is something you design.
	- Jim Rohn

	Two ways to score A’s
	Never begin a day until it is finished on paper
	
	
	Question # 2




	The home publisher’s cure-all
	First Question
	What is the largest amount of money you think you could earn in a year? Don’t dream, and don’t add inflation or lottery winnings. We’re talking seriously here. What do you really think you should earn every year?
	
	
	Question # 3
	Question # 4
	Question # 5



	Second Question
	Was the income figure you thought of approx. double the national average? (National average was £21,500 at time of writing. Most answers are within 10K of this figure.)
	Did you write £100,000?
	
	
	Question # 6
	Question # 7







	Chat writing
	
	
	
	Big Question #3.
	If you really believe you should earn that kind of money, why aren’t you already earning it?
	(Every man is what he wants to be – Emerson)
	English like what she is wrote:
	First say what you are going to say.
	Then say it.
	Then tell ’em what you just said.




	Algorithms
	Layout
	
	What Computer should I buy?
	
	(




	We’re off!
	
	
	
	Be careful who you fly with.
	There are people who want to keep you down. It gives them a warped pleasure to see your wings clipped.
	The greatest birds
	fly solo.

	Wire/plastic Binders
	Thermal Binders
	Channel Binders
	I find it strange that most people plan their vacations with better care than they do their lives. Perhaps it’s because escape is easier than change.
	- Jim Rohn





	Revbook5.pdf
	AmiPro, version 3.1
	Dragon Naturally Speaking Preferred
	Database Programmes
	Other programmes
	
	
	
	
	
	The types of marketing available are:






	Classified Advertising
	Display advertisement
	Retail Display Advertising
	Remainder Space
	
	
	
	Advertising providers have a duty to increase their advertising rates until it’s debatable whether it’s worth paying the price.
	
	
	The Ultimate Market – No Selling Required



	There is only one reason for the difference between success and failure -Failures didn’t have enough reasons to make the effort necessary to succeed
	Most men never decide on three things – What they want to earn now, what they want put by for the future, and what they want for a pension.
	By giving these things numbers they put unseen forces in motion, forces that inevitably draw these things into their lives.
	– Earl Nightingale




	Headlines
	Confirmation
	Offers
	The Classified – Website Combination
	
	
	
	Believe it or not, people get what they believe
	or not.
	The strong cannot strengthen the weak. The weak must become strong
	There are three kinds of home publisher. Manufacturers who also retail (writers who sell their own projects), Retailers (those who sell other writers stuff), and Manufacturers (writers who supply retailers). Guess who makes the most money (Answer on next
	Retailers (who know how to do it) make reasonable money. Manufacturer/sellers make very good money. Manufacturers who make products for retailers make extraordinary amounts of money.




	Website Address
	Email
	
	
	
	
	Go forward boldly
	and unseen forces will come to your aid
	– Brian Tracy





	Autoresponders
	What true entrepreneurs do
	
	
	
	
	Life reflects who you really are. Your thinking decides who you are, and you create the lifestyle you are surrounded by. So change your thinking before you try to change your life.
	– Earl Nightingale
	
	
	The Cost of Direct Mail



	Cause and Effect is a universal law of nature. There can be no effect without a cause. To change anything in your life, don’t try to change the effect, find the cause and change that.





	Types of Direct Mail Promotion
	
	
	
	
	Cause and effect are demonstrated when someone demands fire from the stove – then offers to put the wood in afterwards. Getting something for nothing is against the laws of nature.


	Selling your mailing list
	
	Speed is everything. Domino’s Pizzas made pizzas just like everybody else. But they just promised to deliver within 30 minutes or you paid nothing. That alone turned a corner shop into a multi-million dollar business.




	The Daily Planet
	
	
	
	Don’t do what everybody else is doing.
	Don’t open another McDonalds down a street with six other fast food outlets.
	Open a shop selling digestive tablets!





	American Press Releases Verses UK Press Releases
	The Journalist verses the Commercial Dept
	
	
	
	
	The only thing that separates the animal from the human being is the Mind. So why is it that the vast majority of people will go to enormous lengths, and even offer their hard earned cash to those who promise to do their thinking for them? Humans will gl





	Getting your article to produce results
	
	
	
	
	
	
	
	The Ultimate Business









	Revbook6.pdf
	Tips for computer writing
	The Educational Course
	Newsletters
	The Spielberg Principle
	Email
	The Power of Email
	Customer Records
	Using Lotus Approach

	Revbook7.pdf
	Music
	ISP’s - look for:
	The First Law of Making Money
	
	
	
	
	The First Law of Websites:
	A website is either an advert, or a shop





	The Advert Website
	
	
	
	The Shop Website




	The Web-Bank
	
	
	
	
	Payment Service Providers





	How a fully automated business works
	
	
	Delivering it


	Getting the order
	
	
	
	To Get On The Internet Using CompuServe


	Straight to the address
	Keyword Searches



	Email addresses
	
	
	Preparing an email
	Sending word-processed attachments
	Group Mailings
	How to do it
	
	Spam, Spam, Spam, Spam … lovely Spaaaaam …. (


	Getting your message through
	Tips for creating good sig files
	Getting your emails read




	Revbook8.pdf
	Starting your email business I
	The easiest, most cost-effective way to start an email business – The Ebay System
	Some examples of Auction Site successes
	US Perceptions
	US-England
	US-Ireland
	US-Scotland
	US - Deutchland
	US History

	Example #1 – Bill Clinton’s Neighbour
	Example #2 – Laird of all he surveys
	Example#3 – Oh Danny Boy
	Example#4 Art thou Robin Hood? Nay, good sir, I am robbin’ thee

	Starting your email business II
	Reciprocal Links
	WebRings
	
	
	The dotted lines show reciprocal links between websites. The continuous line shows a circular WebRing link



	The email system for reciprocal links
	How to foster reciprocal links without a website

	Guarantees
	If it needs a guarantee, which is best?
	
	The Limited Guarantee



	Order Forms
	Attachments
	
	1. The Common Software Attachment
	Zipping a web design
	Using an eBook programme



	Security Hysteria
	Email Security
	
	Business Security


	Cyrus the Virus
	Blackbeard The Pirate
	The burglar-proof House

	Securing your eBooks
	Adobe





