Introducing…

The 5 Step Facebook Follow-up
Formula for Authors
How to Accelerate Your Book Profits without Wasting
Money on Marketing That Doesn’t Work
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Introduction:
The biggest complaint authors have is not getting enough traffic for
their book.
The second biggest complaint authors have is online advertising is
too expensive.
My reply to the first one is there’s LOTS of traffic out there. And
number two, if you don’t harness this correctly, you will lose money.
It’s as simple as that.
If you’re tired of struggling to make online advertising work for you,
then read through this quick guide in its entirety.

You probably spent a lot of money on Facebook ads
and lost your shirt in the process.
And your expenses didn’t end there—or even begin there for that
matter.
If you’re like most authors, you’ve probably spent a few hundred
dollars on a book cover. And if you were extra cheap, the first one
was probably a disaster.
More money down the hole.
And you if you’re smart, you hired a professional editor or
proofreader, or both. And that’s not cheap. Getting that done
professionally can set you back a few hundred dollars.
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And then you finally launched your book.
You probably did all the normal things that they tell you to do:







Blog
Get on booklists
Sign up for this
Facebook groups
Linked In groups
And on and on

The list can be quite daunting. The problem with this methodology is
that you’re trying to get traffic without paying for it.

Unfortunately, the world just doesn’t work that way.
You either pay for traffic with your money… or your time. There is no
free.
And if time is money (after all, you have more books to write), then
you’ll realize the futility of going after free traffic.
So, that takes us back to online advertising.
The fundamental problem with online advertising is that it can seem
expensive.
And I use the word “seem” intentionally because if you have the right
system, online advertising is quite cheap and that’s why so many
people are using it.
You just need the right formula.
And that’s what this document is all about, so let’s dive right in…
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Quick Overview of the Formula
Here are the 5 steps in this formula:
1.
2.
3.
4.
5.

Write a Facebook Post
Write a Blog Post
Offer a Freebie
Sell your Enhanced Book
Boost Facebook Post

This is the brief of the Five-Step Facebook Author Formula. Below,
we will get into the details of the formula.

1) Write a Facebook Post
Now you’ve probably done this before, so this may be nothing new
to you.
But this won’t be any ordinary post. This post is designed and written
specifically for the next step in this sequence.
This post will have an information component, a giving component
and a call to action component. Lots of care needs to be taken with
this post.
Once you explore the rest of this document, you will see how this
Facebook post plays into the whole sequence.
Why this works: You’re not selling anything. You’re merely providing
value. But this must be written in such a way that your prospect will
want more and take the next step.
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2) Write a Blog Post
This blog post will be on your website. No one else’s. And this blog
post will have only one thing in mind, and that’s to get people to
sign-up for your free offering.
This post will have a sales component, an information component, a
giving component and a call to action component.
Too many authors have opt-ins that are NOT appealing to anyone—
even their rabid fans.
We’ll go into more detail of how to create a Lead Magnet (that’s
your free offering) that will get you the most e-mail addresses.
Why this works: You’re continuing to add value and following up on
what you promised in the Facebook post. You are getting them to
scratch that itch that you created in your Facebook post.

3) Lead Magnet / Free Offer
The next step is to offer your prospect with a free offering which is
known as the Lead Magnet.
Now, you may have done this before, but I guarantee that you did it
the wrong way. No offense, it’s just that nearly everyone does this
the wrong way.
It’s not your fault. There is very little information that is geared
particularly for you.
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Here are some ideas for your Lead Magnet
For Fiction Authors
Offer a backstory or character analysis. People love back
stories and character analyses. This is a great freebie. They
won’t be able to get this anywhere else.
Don’t offer a free chapter!
People either want to read your book or not. Giving them a
free chapter is like putting your sofa out on the sidewalk with a
sign saying “FREE.” It’s too much of a burden.
And people will just click off your site and go to Amazon and
download a sample. They would rather read it on their Kindle
rather than some PDF on their computer or device.
This is why most authors fail at building their e-mail list. They don’t
have an enticing offer. (And a “newsletter” is NOT an enticing offer).
For Non-Fiction Authors
Again, don’t offer a free chapter. It’s worthless. Provide some
kind of checklist, schedule, worksheet or calculator.
Make sure it’s unique to you and your product. And they can’t
get it anywhere else.
Non-fiction authors should focus on how to solve an
immediate problem.
Your book may be of the problem-solving nature, but it was
designed to be read in its entirety and for many people that
will take some time.
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Your free offering must reduce that time to mere minutes. So,
your offering has to be simple like a checklist, a quick start
guide or a template.
Anything that people can take immediate action to solve their
problem.
Why this works:
Your customer is already on enough lists. They don’t WANT to be on
another list.
This is why you have to be very particular about what you offer as
bait.
Your offer will be directly related to your blog post and your
Facebook post. By the time they get to the end of your blog post,
your prospect will want more.
There is a very famous social psychologist who said that people
will feel more obligated to follow through with what they
initiated.
So, in other words, once people read your Facebook post (and
click on it) and then read your blog post, they will desperately
want your free offering.

“People like to be consistent with the things they
have previously said or done.”
—Dr. Robert Cialdini,
Author of Influence: The Psychology of Persuasion

Why this is important:
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Once you get people on your list, you can send them e-mails
automatically.
This is called e-mail marketing. It’s the cheapest form of marketing
and has by far the best return on investment of any other marketing
channel.
If you tried to build an e-mail list before, hopefully what you learned
here will give you some ideas on how to improve your list sign-up
conversions.

4) Enhanced Book Offer
Here is where you will sell your book. If you follow this formula, you
will create a product that I call your Enhanced Book.
This Enhanced Book will retail for about $49.95 and will encompass a
variety of assets in addition to your main book depending on
whether you’re a fiction or a non-fiction author. See below for
details.
But this is the critical part of the whole system because if you just try
to sell your book for $2.99, you will lose your shirt. Guaranteed.
You need to have a product with a high enough cost that it will cover
your advertising expenses and make you a nice profit.
(We will look at some numbers below to show how this all works
out).
Also, your fans want more than just a book.
So what’s an Enhanced Book?
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An Enhanced Book is more than a front cover, back cover and all the
pages in between.
Your Enhanced Book package can include audios or videos. Or it can
be signed copy with some worksheets. We will go into more detail
below.
The point is you have to offer something that people will see as
valuable. And for authors, it’s easy to do.
For Fiction Authors:
If you written several books, you can offer a boxed set of your
works.
You can offer a signed copy PLUS a printed booklet of backstories or a character analysis.
You can create videos, audios or other online media that has a
high value. Whatever you think will be appropriate. Be sure to
see my two most important things below.
Let your imagination run wild.
Non-Fiction Authors:
This main product can be a signed copy plus worksheets,
templates, calculators, etc.
You need to remember a few things:
1. You must offer something they can’t get anywhere else
(even on your own website)
2. You will offer so much value that they just can’t refuse.
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I think it is safe to say that it won’t take too long to come up with
something that can be bundled that would equal $49.95 in value. You
could price it lower, but that would cut into your profits.

5) Boost Your Post
Now, this is where the rubber meets the road.
This is where you put up some real money to see some real returns.
As much as this is economics with dollars and cents, it is also a lot of
psychology because your mind can play tricks on you.
This is where I can be of the biggest help.
Boosting your post is easier and more economical than straight-up
advertising on Facebook. The disadvantage is that you don’t have as
much control than if you ran a straight-up ad.
But that’s okay!
Because we aren’t trying to sell a product right out of the gate. We
are merely trying to get people into our tribe.

Let’s look at the numbers real quick…
(If numbers scare you, skip this section)

Let’s say you boosted your post, and it is costing you $1.75 a click.
I usually get something lower, but I like to be safe on these things.
I don’t want to overpromise anything, so let’s stick with $1.75 to see
how this works out.
We’ll start with 1,000 clicks.
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That will cost you $1,750…
Don’t worry, you won’t be spending this all in one day. In fact, you
would spend as little as $5 a day until you see a positive ROI. So let’s
continue…
Now, you have 1,000 visitors to your blog post.
Thirty percent (30%) will take you up on your FREE offer. This number
could be higher or lower depending on a many variables.
If you target your market just right, you will see some high numbers.
And if your offer is one of those they just can’t refuse, then you can
expect a decent amount of opt-ins.
So let’s continue…
Out of the 30% of the 1,000 people who clicked on your post and
visited your blog, you now have 300 hundred fans on your e-mail list.
Remember: These are the people who raised their hands and said, “I
like what you have to offer. I’m a fan. Here’s my e-mail address.”
With these 300 people on your e-mail list, you can now sell them on
your Enhanced Book. This is where nearly all authors make the
mistake.
They think they can just advertise their way to making $2.99 book
sales. That’s why they fail. You can’t advertise a $2.99 eBook. The
numbers just don’t add up.
Now back to our formula…
If only 15% of those 300 people on your list purchase your $49.95
Enhanced Book, you would see a return of $2,247.75. That’s pretty
good, right?

12 | P a g e

Copyright© 2018 Fresh Sales Copy, LLC. All Rights Reserved.

Right!
It gets even better…
Over time, you’ll see a higher conversion rate from your customers
because you will be e-mailing them frequently. You could see a total
conversion rate of 30% or more.
And the best part about e-mail marketing is that it’s practically FREE.
No need to spend more money on ads.
So let’s look at a more ideal situation…
Instead of the conservative $1.75 CPC (Cost-per-Click) that I laid out
above, we optimized our campaign and got a $1.25 CPC.
(Overtime, you will be able to optimize your campaign to lower your
cost-per-click with remarketing ads discussed in the next section.)
So, for 1,000 clicks, you’re only spending $1,250 to get your 300 email sign ups.
Remember: You are NOT spending all this at once. You are doing this
over a longer period.
Let’s continue…
And if you got 30% of the people to buy your Enhanced Book, you
would see a total return of $4,495.50 (90 customers x $49.95).
And minus the money you spent on ads, you would have a profit of
$3,245.50.
Imagine doing this every month!
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Accelerate Your Profits with
Remarketing
The beauty of remarketing is that you can now focus on only those
who either visited your website, downloaded your freebie or bought
your product.
So, let’s look at a quick scenario. Who do you think is more likely to
respond to your ad…
Customer A: This is cold traffic. Just random people on
Facebook that you selected through audience building.
Or
Customer B: Someone who visited your blog and read it but
didn’t take immediate action (i.e. didn’t opt-in to your list)
I hope you said Customer B.
It’s much easier and cheaper to advertise to Customer B because she
is already familiar with you—but just maybe didn’t have time to take
action.
Unfortunately, this topic is too deep to explore here, but I just
wanted to mention it to show you the vast potential you can have on
Facebook.
And this is one of the reasons why so many authors fail at making
Facebook advertising pay. They don’t follow up.
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Three Common Mistakes Every Author
Makes and Should Be Aware Of…
Common Mistake #1: Not going for the long haul.
Most authors look at advertising as a one shot deal. That’s not how
advertising works.
You have to be committed to doing it for a set period of time.
You can’t just advertise for a week or two and then throw up your
arms and say, “That’s it. I’m gonna do something else.”
You’ve probably done that hundreds of times, whether it’s on social
media, advertising, blogging, networking, social groups and so on.
This formula is very methodical. If you set up the right pieces, you
will make Facebook advertising work for you—automatically!
Common Mistake #2: Trying to advertise a $2.99 book.
This simply won’t work. That’s why most advertising fails for most
authors.
They don’t understand the economics.
They don’t understand cost-per-click, conversion rates, landing page
views, click-through rates and so on. (If you need more
understanding of this, please contact me below.)
Common Mistake #3: Sending people to Amazon.
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This is the worst mistake.
This goes hand in hand with selling your book for $2.99 since that’s
where most authors are selling their book for $2.99.
But even if your book was $29.95 on Amazon, it would still be a
mistake for two reasons:
1. The numbers don’t add up.
2. You lose the ability to build your fan base (i.e. your e-mail list)
Now with boosted posts on Facebook… a smart lead capture device…
remarketing… and selling a product at a profit-generating rate, you
can easily see how Facebook advertising can work for authors.
It’s just a matter of putting all the pieces together. And it’s actually
quite simple.

Final Thoughts:
You’re probably saying, “I don’t want to do all that. That’s too much
work.”
Well, you need to understand that we are living in a whole new
world.
You can look at the online world in two ways...
1. There are billions of customers
2. There are millions of competitors
The second one is obviously scary.
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But if you “don’t want to do all that,” just know that all your
competitors are “doing all that.”
There are millions of new books and authors coming on the scene
year after year and day after day.
The ones that will succeed are the ones that will put in a little extra
effort to employ these strategies.
The best way to sort all this out is to have a Blueprint for your
particular book, so I ask you…
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Do you want my help?
I know this is a lot to take in. For me it’s second nature, but for you,
maybe not. And you probably have a lot of questions. Such as…
 How do I get started?
 What kind of a blog post should I write?
 How do I get my e-mail list sign up to my landing page?
 How long does this take?
And many more.
I can answer all of these questions and many more during a FREE
Discovery Call. If this all makes sense to you, then I can really help
you get started.
“Okay, so what’s the catch?” you may asking yourself. No one does
this stuff for free.
Good thinking!
Here’s the sales pitch:
I will personally lay out the whole Blueprint for you—there’s a lot of
holes that I obviously couldn’t mention here.
And after I lay out your personal Blueprint, I will simply ask you…
“Would you like my help in implementing this plan?”
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That’s it!
You can simply say, “Yes” or “No”
If you say, “No,” that’s not a problem.
I will be perfectly happy with that because I love talking to authors
and learning more about what authors are looking for.
You walk away with a Blueprint on how to sell your book through
Facebook, and I walk away with some more insights to what authors
are needing in terms of marketing their books.
It’s win-win situation.
If you say, “Yes,” then that’s great!
We’ll get you started right away, and you will have your book on the
path to success.
Either way, I want to extend a FREE gift to you just for getting on the
discovery call with me….
Your FREE Gift:

10 Proven Strategies to Increase Your Sales on Amazon
This is a video series that I currently sell online for $47, but it’s yours
FREE just for getting on this call with me.
It’s my way of saying thanks for taking the time to let me help you
with your Facebook advertising.
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On the call, I will help you get unstuck. Sometimes people just need
a little direction to get moving again. If that’s all I do for you, then I’m
happy.
I know you will speak well of me.

Click on the link below to get on my scheduling
calendar, so we can talk about your unique
situation…
FreshSalesCopy.com/form
Now you have a choice…
You can keep doing what you’ve always been doing and just learn to
be satisfied with the results you’ve been getting.
Or…
You can take action now and understand that you have to employ a
whole new strategy—because everyone else is doing it.
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About the Author
I’m Ash Waechter (pronounced Weckter), and I help
speaker/authors sell more books on their websites and
on Amazon.
I am a certified direct response copywriter (Dan Kennedy), and I have
been certified by Digital Marker as a funnel expert (Customer Value
Optimization Specialist) and a Facebook expert (Customer Acquisition
Specialist).
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