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Association of American Publishers (AAP)
Association of Independent Authors (AIA)
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Independent Book Publishers Association (IBPA)
Independent Publishers of New England (IPNE)
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Publishers Weekly

Your Shipping Connection to 
discounts on select small package 

FedEx® services and savings on 
LTL freight shipments with UPS 
Freight, YRC Freight, and many 
others. PartnerShip.com/APSS

Do you want to sell more books 
in large quantities with no returns?

The First Annual
APSS Book Marketing Conference

From Book Publishing 
to Book Selling
November 8–9, 2013

The Wyndham Hotel (Historic District) • Philadelphia, PA

Keynote Speaker: Sumya Ojakli,
Senior Director, Special Markets, 

Simon & Schuster, Inc.
You can be more profitable selling 

the books you have on hand. We will show you 
how to sell in ways that you never imagined 

and to people you never knew existed—
in large, non-returnable quantities.

 n   Discover new ideas, creative marketing techniques and 
innovative prospecting for proven results

 n   Learn how to sell to non-bookstore retailers with no 
“pay-to-play” penalty

 n   Find out how to sell in large, non-returnable quantities 
to businesses, corporations, associations, schools and 
the military

 n   Uncover more prospective buyers for long-term, 
recurring revenue

 n  Become more profitable

Be one of the first 20 people to register 
by October 1 and get a free DVD loaded with 8 hours of 

special-sales information in addition to other special gifts.

Association of Publishers
for Special Sales

(formerly SPAN)

•  Discover practical book marketing 
tips and tactics that you can put 
into place immediately. Attend 
this interactive event and get 
customized help for selling your 
books to non-bookstore buyers.

 •  You will not sit back and just listen 
to speakers talk in general terms. 
We will get you involved and you 
will leave with ideas, prospective 
buyers and information you can 
use to sell more of your books 
more profitably.

Agenda

Why Should You Attend?

Hotel

Fees

Concierge

Speakers

Registration

Can this event help you sell 

more books 

and become more profitable? 

APSSolutely!

http://www.PartnerShip.com/APSS
http://www.wyndham.com/hotels/pennsylvania/philadelphia/wyndham-philadelphiahistoric- district/hotel-overview
http://www.bookapss.org/APSSConcierge.doc
http://bookapss.org/conferences/conf2013/registration.php
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SPECIAL SESSION • LIMITED TO FIRST 15 PEOPLE
($250 ADDITIONAL FEE. MORE INFORMATION)

This is SOLD OUT
Friday Morning, 
November 8
8:00–1:00 
(including lunch)

One-on-one consultations for attendees of this optional bonus session
Brian Jud and Guy Achtzehn
You will leave this session with a customized list of prospective buyers for your unique titles

FRIDAY, NOVEMBER 8
12:00–1:00 Meet with the exhibitors
1:00–1:15 Welcome • Brian Jud

1:15–1:45 Opening Keynote • Sumya Ojakli, Senior Director, Special Markets, Simon & Schuster, Inc.
1:45–2:00 Introduction of exhibitors
2:00–2:45 What is “Special Sales”?

Guy Achtzehn, Brian Jud
A description of the sales opportunity that is actually larger than the bookstore market. You can 
double your sales by taking advantage of these tips.

2:45–3:00 Break for networking and meeting with exhibitors
3:00–4:00
(including break for 
networking and meeting with 
exhibitors)

Selling books to non-bookstore Retailers
Amy Colllins
What book buyers at specialty chains, airport stores and supermarkets are looking for; why stores such 
as Costco, Sam’s Club, BJs won’t stock your book and how to get them to change their minds

4:00–5:00 Making large-quantity, non-returnable sales to buyers in businesses of all kinds and sizes
Guy Achtzehn, Brian Jud
How corporations use books as premiums and ad specialties; How to sell to non-retail buyers 

5:00–5:30 Cash bar, snacks and time for networking and meeting with exhibitors
5:30–7:00 Creative brainstorming session to get more prospects and book-marketing ideas

Guy Achtzehn, Brian Jud
Creative session to give you more ideas for finding prospective buyers and fine tuning your publicity 
for target markets

7:00 Dinner on your own

SATURDAY, NOVEMBER 9
7:30–8:00 Continental breakfast
8:00–9:00 How to make a sales presentation and negotiate large-quantity sales

Guy Achtzehn and Brian Jud
Writing a proposal; pricing your book profitably; discounts; closing sales; Wringing more value out of 
your book with eBooks, audio-books, and other formats.

9:00–10:15 Speaking as a way to sell books
Judith Briles
How to get speaking events and sell books there at the back of the room.

10:15–10:45 Break for networking and talking with exhibitors

(continued on next page)
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SATURDAY, NOVEMBER 9 (CONTINUED)

10:45–12:00 You Can Get There From Here
Eric Kampmann
Who are the specific distribution partners you will use in each market segment? What are their terms? 
Who will pay shipping? What fees will they charge for placement in their catalogs? In what time 
period will you be paid? What percent of sales do you expect to be returned? Discover what you can 
do to find and work with those in your distribution network to make the most of their skills, strengths 
and sales representatives.

12:00–1:00 Lunch, networking and talking with exhibitors
1:00–2:00 Using LinkedIn to reach professional buyers

Carol McManus
Professionals serving direct consumers and business-to-business markets must have a viable presence 
on LinkedIn in order to build the right relationships for future growth. Learn how to make that happen 
and watch your sales skyrocket.

2:00–3:00
(including break for 
networking and talking with 
exhibitors)

CrowdFunding 101 for Authors and Books
Judith Briles
It takes a village to create a book . . . and money. Money for editing; money for cover design; money 
for interior design and layout; money for marketing; money for publicity; money for printing books; 
money for education to become a savvy author; money for . . .

Yes, it takes money. Thousands of dollars. Unless you have plenty of money to fund your book; an 
awesome friend or relative that loves what you do and is glad to write checks to support you and your 
journey; or you win the lottery . . . you need to noodle ways to underwrite your book project(s).

CrowdFunding is a way to get money . . . other people’s money that comes to you as a “gift.” Oh, 
you will pay taxes because you will report it as revenues . . . but you don’t have to pay it back. That’s a 
Happy Dance for today!

Your take-aways include:
• Learn what CrowdFunding is and how it can work for you.
• IDing which source/platform to use and how it works, what it costs and how you get paid.
• How to structure your campaign and manage your roll-out.
• How to create perks/rewards that deliver buy-in.
• Timelines and how to develop partners to support your quest.
• Using Virtual Assistants to do preliminary and ongoing campaign work.

In this fast pace, yet very hands-on session, you will come away with an array of “ahas” and an 
entire new way to think of how to “bank” your book project.

3:00–3:15 Break for networking and talking with exhibitors
3:15–4:15 Publicity Panel

Sharon Castlen, Dave Salter
How to broaden and enhance your book’s marketability through targeted publicity

4:15–5:00 Printing Panel
Maria Smith (Thomson-Shore), Rebecca Humrich (Sheridan)
How to work more closely with your printer to get the best results and prices for large-quantity 
print runs
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Optional Session Friday Morning 
Friday, Nov. 8: Book Marketing Mastermind Session 

Optional One-On-One Consultations: 8:00 am – 1:00 pm (includes lunch)

Join us Friday morning for one-on-one consultations on how to sell your books—not just books like yours. You will get names of 
companies to contact and tips for selling your books to them

Bring your books and get a personal consultation and learn the names of companies that could buy them in large, non-returnable 
quantities—plus how to sell to them

Limited to the first 15 people to register
This is your opportunity to get a personal consultation for selling your books. Two 

knowledgeable marketing pros will meet with you during a special morning program. 

Together Brian Jud and Guy Achtzehn have sold over 5,000,000 of clients’ books.  Guy Achtzehn has built a business as an inno-
vative marketer of promotional products. In fact, if we cannot come up with creative places to sell your book in non-bookstore 
markets, APSS will refund your $250.  

The cost for this four-hour book-marketing mastermind session is $250. Advance registration at the Conference and for the Session 
is required. Seating is limited to 15 people. Click Here now to reserve your place.

Bonus Teleseminar on January 14 
Get answers to questions that came up while selling your books 

You will leave our conference with many book-marketing ideas. After a few weeks of putting them into action, you are sure to have 
more questions. On January 14, Guy and Brian will host a free follow-up teleseminar. We can give you even more help by tweaking 
your strategies and offering alternative ideas. The teleseminar will be “live” . . . and those who attended the Friday morning session 
will have the opportunity to ask questions. Other conference attendees are invited to listen to the dialogue.

REGISTRATION FEES
Optional Friday morning one-on-one consultations: 
(8:00 am–1:00 pm on Friday, including lunch)

$250

Full Conference registration fee: October 19–November 8 $325

Click Here Now to Register

SOLD OUT

http://bookapss.org/conferences/conf2013/registration.php
http://bookapss.org/conferences/conf2013/registration.php
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Why Should You Attend?
There are many conferences that tell you how to sell (returnable) books to bookstores and how to stand out by using Twitter and 
Facebook. Well, we intend to show you how to sell your books by the truckload. More than half of all books sales are made to non-
bookstore buyers. You will discover how to find those markets and sell your books to them in large, non-returnable quantities. You 
can double your book sales profitably simply by doing what you learn at this APSS event. 

 n   Invest in your future. One idea could turn your investment into a thriving, profitable 
business.

 n   Meet with other like-minded people who are willing to invest in their future—you will be 
among the cream of the crop of independent publishers and authors: people willing to 
share information for mutual support.

 n   Attendees are the people who “get it”. They know that if their book is going to be 
successful, it’s up to them to create, find and implement savvy marketing strategies to 
make their book sales soar. This is brainstorm marketing at its best.

 n   Networking rocks! Starting relationships with people who have similar goals will benefit 
you well into the future. This event will be a productive way to socialize. There is free time 
for you to mingle with the speakers, exhibitors and other attendees.

 n   One-on-one consultations during an optional, fee-paid session on Friday morning — 
limited to 15 participants. 

 n   Talk with the speakers and exhibitors and discover new ways to sell your particular book – 
not just books like yours.

 n   Ask your questions while the topic is being discussed. You also can learn from the 
questions of others—many times on topics you wouldn’t think to ask.

 n   Active learning is more motivational; you are more likely to implement the ideas you 
hear—the personal interaction compels you to action with a greater likelihood of positive 
results.

 n   This event is “content-heavy” with personal interaction.

 n   There will be a large quantity of information on a variety of interconnected topics. You will 
learn from experienced and successful professionals whose interrelated content can help 
you exponentially.

 n   The speakers may have different perspectives on any one topic. Their various thought-
provoking positions can further stimulate your thinking.

Can this event help you sell more books 
and become more profitable? 

APSSolutely!
For More Information Contact:

Brian Jud
Executive Director, APSS

BrianJud@bookapss.org • www.bookapss.org
(860) 675-1344

mailto:BrianJud%40bookapss.org?subject=
http://www.bookapss.org


Return to Top

6
 

SP
EA

K
ER

 B
IO

S

SPEAKERS’ BIOS

Keynote Speaker— 
Sumya Ojakli

Sumya Ojakli is the Senior Director 
of Special Markets for Simon and 
Schuster. She is the channel head 
for all special sales oriented services 
across adult, children’s and distributed 
imprints.  The groups for which 
she is responsible include specialty 
retail, specialty wholesale, CBA, gift, 
premium, corporate sales and custom 
publishing.

Prior to joining S&S, Sumya was Managing Director 
of Evolution & Strategy, where she worked on intellectual 
property branding and business development strategies 
across multiple industries.

Sumya has also held positions as VP/General Manager 
for Random House/Golden Books Family Entertainment, VP 
Entertainment Marketing Creative Development for Digitas 
and National Director of Entertainment Marketing Special 
Sales for PolyGram/ Universal Entertainment.

Guy Achtzehn
Guy is President of The 

Promotional BookStore and The 
Marketing & Sales Group, Inc., a 
marketing firm founded to increase 
brand awareness, sales and to provide 
promotional ideas to corporations, 
organizations, and associations.

Since the 1980’s, his company 
has been nationally recognized 
for excellence in customer service, 
creative marketing and the 

effectiveness of his marketing programs and ideas.
He continues to advise companies such as Mobil Oil, 

Glaxo/SmithKline, Harrahs Casinos and Yuengling, and 
specializes in identifying opportunities that most marketing 
departments miss.

Bringing his experience and unique approach to the 
publishing industry, his ability to recognize opportunities for 
publishers is becoming very well known, but his passion for 
working with individual authors is where he excels.

One conversation with Guy about your book, and you will 
understand why people are so amazed at his “on-the-spot” 
thinking process.

Judith Briles, DBA, MBA
Judith has keynoted, done pre-

conference workshops and breakouts 
for thousands of conferences over the 
past 30 years creating over $5,000,000 
in revenues, all around the topics of 
her books. Her CarefrontingScript™ 
is used in a variety of hospitals and 
companies and her research, articles 
and books on workplace conflict in 
female dominated workplaces have 
made her a pioneer in the field.

She has authored 30 books with many of them regional 
bestsellers along with winning multiple book awards. Titles 
include Stabotage! How to Deal with the Pit Bulls, Skunks, 
Snakes, Scorpions & Slugs in the Health Care Workplace, Money 
Smarts for Turbulent Times, Zapping Conflict in the Health Care 
Workplace (main selection of the Nurse Book Society) and The 
Confidence Factor. Her latest book is Author YOU: Creating and 
Building Your Author and Book Platforms and has earned the 
Indie Excellence, the International Book Award and the IPPY 
this year in the Writing/Publishing category.

Her books have been published in 16 countries. She has 
been a featured guest on over 1000 radio and TV shows from 
Oprah to CNN and has received widespread coverage in USA 
Today, the Wall Street Journal, Time and People. 

Sharon Castlen 
Sharon is the founder/owner of 

Integrated Book Marketing and works 
with small presses and independent 
publishers across the country in 
three areas: Pre-Press coaching, 
distribution, full marketing strategy 
and implementation. Since 1984, 
she has also shared her expertise 
and mentored clients, authors and 
publishers through workshops, 
keynote addresses, webinars, and ‘ask-

the-expert sessions during national and regional publisher 
and author gatherings. She speaks each year at Independent 
Book Publishers Association (IBPA) Publishing University 
and the Pacific Northwest Booksellers Association Fall Trade 
Show in addition to more regional author/publisher groups 
in the northeast. She focuses on non-fiction titles…for adults 
and for children. She works in both the secular and Christian 
communities in all aspects of her book marketing and 
publishing services.
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Amy Collins
Amy started her career in the 

book industry as the book buyer for 
Village Green Books in Rochester, New 
York. In 1996, she became a National 
Account Rep for Prima Publishing.  
In 2001, Amy was named Director 
of Sales at Adams Media in Boston 
and quickly rose to the Special Sales 
Director for parent company, F+W 
Media. Over the years, she has sold 
to Barnes & Noble, Target, Costco, 

Borders, Books-A-Million, Wal-Mart, and all the major chains 
as well as helped launch several private label publishing 
programs for the book chains and companies such as PetSmart 
and CVS. In February 2006, she started a book marketing 
company for small presses that quickly became the fastest-
growing book distribution company in North America, New 
Shelves Distribution.

Brian Jud
Executive Director, APSS

Brian is an author, book-marketing 
consultant, seminar leader, television 
host, President of Book Marketing 
Works and a partner in Premium Book 
Company that sells books 
to non-bookstore buyers 
on a non-returnable, commission 
basis.

Brian is the author of How to Make 
Real Money Selling Books (Without 

Worrying About Returns) and Beyond the Bookstore (a Publishers 
Weekly® book), a primer on non-bookstore marketing. He 
has written and published five titles on career transition that 
are distributed internationally, and is the author of the eight 
ebooklets with Proven Tips for Publishing Success. And Brian is 
creator of the series of Book Marketing Wizards and editor of 
the bi-weekly newsletter, Book Marketing Matters.

Brian conducts semi-monthly book marketing webinars 
and is a speaker in the series of Masters of Marketing seminars 
held in cities around North America. He was the host of the 
television series The Book Authority that has aired over 650 
shows. In addition, he is the author, narrator and producer of 
the media-training video program You’re On The Air. He also 
wrote and published its two companion guides, “It’s Show 
Time” and “Perpetual Promotion”.

He was an adjunct lecturer of sales and marketing courses 
for graduate and undergraduate students at the University 
of Hartford and the University of Connecticut. Brian has a 
BS degree in Marketing from the University of Cincinnati 
and an MBA in Marketing from Xavier University. He is also 
the founder of the Connecticut Authors and Publishers 
Association.

Carol McManus 
Carol enjoyed a long career 

in the real estate industry serving 
in various roles of management, 
executive leadership and operations 
as well as training. She left her last 
position as Senior Vice President of 
Real Estate Operations for Coldwell 
Banker Real Estate Corporation in 
2007 to pursue her dream of owning 
her own company. That company, 
Ywait4success, grew dramatically in 

the first year through the effective use of social media. 
“My passion today is to help business owners and 

operators flourish. As an Executive Coach, consultant, and 
trainer, I am able to bring years of experience to the table. I 
save my clients time and money by cutting to the chase of 
what they need to do to take their business to higher levels of 
performance and stronger bottom-line profit.”

“As a new entrepreneur myself, I needed to find ways to 
grow my own business and reach new clients and referral 
partners. Social networking was my secret weapon. I used my 
personal networking skills in the virtual world to attract new 
business. My results were so significant that when I began 
speaking on the subject, I realized the business world was 
aching for the information and guidance to accomplish the 
same thing.”

Eric Kampmann
Eric is a veteran innovator and 

entrepreneur in the publishing 
and book-distribution industry, 
has enjoyed a career packed with 
significant milestones. An author 
himself of four books, he’s founded 
and runs several companies. He is 
president of Midpoint Trade Books, 
one of the leading sales companies 
representing hundreds of publishers. 
Eric is also president and owner of 

Beaufort Books, which reached national recognition in 2007, 
when it published the controversial bestseller, If I Did It, O.J. 
Simpson’s autobiographical account of the murders of Nicole 
Brown Simpson and Ron Goldman.

David F. Salter
Dave is an award-winning 

writer, the author of five books and a 
public speaker. His freelance writing 
business takes him through all sorts 
of disciplines, from engineering 
to nursing and from parenting to 
sports. In another professional life, he 
developed a talent for getting people 
and subjects in front of reporters on 
television, on the radio and in print, 
and he now uses that skill for his 

clients as well as for his own endeavors.
Dave has been a guest on radio shows from Philadelphia to 

Ontario and from Chapel Hill to Dallas. Television appearances 
have come on all of the major affiliates in the Baltimore and 
Central PA region. His written work has appeared in USA 
Weekend, the Philadelphia Inquirer, The NCAA News, the 
Morning Call, the Patriot-News, the Central Penn Business 
Journal and the Colorado Amateur Sports Directory.


