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

The Second Annual
APSS Book Selling University

You Can 
Do It

October 24–25, 2014
Embassy Suites Airport Hotel • Philadelphia, PA

Keynote presentation by John Groton,
former Vice President, Special Markets, 
Random House (with Jeanne Kramer),
You will discover how to sell your books 

in more ways than you ever imagined 
and to people you never knew existed—

in large, non-returnable quantities.
 n  You will leave with new ideas, creative marketing tips and a 
long “To Do” list
 n Learn where to find and how to contact non-bookstore buyers 
 n  Find out how to sell in large, non-returnable quantities to 
businesses, corporations, associations, schools and the military
 n Build a lasting stream of long-term, recurring revenue
 n Become more profitable

Discover practical, yet creative book marketing tips 
and tactics that you can put into place immediately. 

Attend this event and get customized help for 
selling your books to non-bookstore buyers

Association of Publishers
for Special Sales

(formerly SPAN)

“I never realized there 
were so many different 

ways to approach 
book selling.”

—Jeanne Rogers (2013 APSS 
Conference Attendee)

“The inner world of special 
sales has always been 
an area of publishing 

that nobody else covers 
for authors, and it is 
the hottest market 
for authors today!”

—Jan Kardys

Why Should You Attend?
Registration Fees

Speakers
Sign Up

Contact Us
Hotel Reservation

http://www.PartnerShip.com/APSS
http://www.bookapss.org/conferences/conf2014/registration.php
http://embassysuites.hilton.com/en/es/groups/personalized/P/PHLAPES-APS-20141024/index.jhtml?WT.mc_id=POG
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(continued on next page)

AGENDA
Second Annual APSS Sales Conference • Friday, Oct 24–Saturday, Oct 25

Embassy Suites Hotel at the Philadelphia Airport
You Can Do It 

(We just provide the help, tips and encouragement)

FRIDAY, OCTOBER 24
7:30–8:00 Coffee networking and meeting with exhibitors 

8:00–8:30 Welcome and Introduction of Exhibitors • Brian Jud

8:30–9:30 Why Bookstores are a Bad Place to Sell Books • Dan Poynter

9:30–10:00 Break for networking and meeting with exhibitors

10:00–11:00 Why Special Markets are a Good Place to Sell Books • Guy Achtzehn
•  How and why businesses, organizations, schools, associations may use books as 

promotional items, fundraisers, giveaways;
•  Types of programs: gift with purchase, employee appreciation, on-pack, near-pack, 

training 

11:00–11:15 Break for networking and meeting with exhibitors

11:15–11:30 How a Strong Amazon Presence Will Lead to Non-Bookstore Sales • Mel Cohen

11:30–12:30 Who and How to Contact • Guy Achtzehn and Brian Jud
•  General prospecting strategy 
•  Demonstrate how to find contacts online  using contacts from attendees’ lists
•  Mass-marketing with print media (letter campaigns, email blasts)        

12:30–1:30 Lunch–Meet with the Exhibitors 

1:30–2:30 Non-Traditional—the New Traditional • John Groton and Jeanne Kramer

2:30–3:00 “Stop The Presses!”  Redesigning Your Cover to Increase Sales in Special Markets • Kathi Dunn

3:00–3:30 Break for networking and meeting with exhibitors

3:30–4:30 How to Use Publicity to Grow Your Sales • Sharon Castlen

4:30–5:30 Tips for Publishing Successfully • Karen Strauss

5:30 Meet with exhibitors and enjoy dinner on your own schedule

“A vibrant conference with dynamic, knowledgeable 
speakers . . . an enlightening eye-opener.”

—Jeanne Rogers
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SATURDAY, OCTOBER 25
7:30–8:00     Continental breakfast

8:00–8:15   Welcome back • Brian Jud

8:15–9:30 Examples of “How to Do It” using attendees’ books as examples • Guy Achtzehn

9:30–9:45 Break for networking and meeting with exhibitors 

9:45–10:45 ISBNs and Metadata • Laura Dawson

10:45–11:00 Break for networking and meeting with exhibitors

11:00–12:00 How To Market Your Book to the Academic Market and Libraries • Robin Bartlett

12:00–1:00 Lunch– Meet with the Exhibitors

1:00–2:00 Using LinkedIn to Reach Professional Buyers • Carol McManus

2:00–2:30 Last chance for networking and meeting with exhibitors

2:30–3:30    How to Sell Fiction • Brian Jud

3:30 Closing comments • Brian Jud

“I woke up at 2:15 am buzzing with all the new ideas 
I learned. That was just after the first afternoon!”

—Laura Larson

“Every independent publisher who is working to increase 
their sales must attend this conference.”

—Erika Liodice

“I recommend this program to anyone seeking to sell more books.”
—Laura Dobbins

Get help, tips and encouragement all year
Join our Facebook page to contribute and learn more about selling your books in large, non-returnable 
quantities every day. Only by conference attendees are invited to join this page. Here, members share tri-
umphs, offer support, answer questions and give sales tips that help everyone succeed.

Bonus Teleseminar on January 20, 2015 
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 20, Guy, Brian and several speakers 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 APSS conference will have the oppor-
tunity to ask questions. 
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REGISTRATION FEES

(Current APSS Members receive 10% off all fees)
One day (either Friday or Saturday) ...................................................................................................$200
Full Conference registration fee: ........................................................................................................$349
October 24: Onsite registration for both days ....................................................................................$449
October 24 or 25: Onsite registration for one day...............................................................................$250

Special Payment Options
$50 discount for a spouse or each additional employee from the same firm 

Gift certificates available (Contact BrianJud@bookapss.org)
Refund Policy: APSS will refund 50% of eligible payments until October 10. No refunds after October 10

Click Here Now to Register

“Excellent. Well worth the investment.”
—Jim Riviello

“Lots of relevant, timely and specific information for 
writers and publishers. Very empowering!”

—Ruth Crocker

“The APSS conference delivered good content and accomplished bringing people together 
to build relationships that will last them for years to come. I know it has for me!”

—Larry DeKay

“The 2013 APSS Sales Conference was an intense, dynamic and fascinating event. 
I acquired an enormous amount of valuable information and made great contacts!” 

—Jan Kardys

“ … I now have some immediate actions.”
—Kim Catalano

http://www.bookapss.org/conferences/conf2014/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 trainload. More 
than half of all books sales are made to non-bookstore buyers. You will discover how to find those buyers 
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 book into a thriving, profitable business.
 nMeet with other like-minded people who are willing to invest in their futures—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 learn, create and implement savvy marketing actions 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.

“I learned enough new things, got enough new ideas and connected with 
enough great people to easily justify the time and cost of attendance.”

—Gail Woodard

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

 n You can learn from the questions and comments 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 
experience personally. Bring an extra pad and pen to save all of them!

 n This event is “content-heavy” with information customized to your books—no “bait and 
switch” or high-pressure sales tactics 

 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.

“I was so impressed with the speakers and content, and I left feeling inspired 
and excited about the knowledge I gained and the new contacts I made.” 

—Erika Liodice

“A hands-down must for authors determined to make money from their book 
and for independent publishers wanting to expand their business.”

—Laura Larson

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
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SPEAKERS’ BIOS
Guy Azhtzehn

Guy is the president of 
the Promotional Bookstore 
and founder of the Marketing 
and Sales Group, a company 
he formed over 20 years ago 
selling products as premiums, 
incentives and ad specialties 
to buyers in corporations, 
small businesses, associations, 

schools, government agencies, hospitals and other 
prospective buyers. He has represented Simon & 
Schuster and Random House titles.

Robin Bartlett
Robin is a Senior National 

Account Manager in the 
Enterprise Division of Wolters 
Kluwer Health.  Robin has spent 
his entire career in publishing, 
marketing and selling both 
print and electronic products 
in the college, professional, 
reference, trade, medical and 

non-profit markets.  This experience includes sales 
and marketing responsibilities for the American 
Heart Association, The American College of 
Physicians, The Physicians’ Desk Reference and 
Prentice-Hall.  He has served on the Board of 
Directors for the Independent Book Publishing 
Association and the Health Marketing and 
Communications Council.  He is the Past President 
of the American Medical Publishers Association.  
He is married, with three sons, and lives in 
northern New Jersey. Robin is a veteran, an avid 
photographer and loves to catch very large fish!

Sharon Castlen
Sharon is the founder/

owner of Integrated Book 
Marketing 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.

Mel Cohen 
Amazon rules when it 

comes to selling books. In 
round numbers they sell 
about one out of every two 
books sold in the U.S. A 
strong Amazon presence is 
a magnificent lead into non-
traditional sales. It is a third 
party; a place you can show 

the non-traditional buyer what your book looks 
like to the book buying public.

I market and sell over 125,000 books per 
year for about six authors. Of that amount 
approximately 26,000 are through Amazon and 
other online sellers, 21,000 through traditional 
book distributors and the balance, about 78,000 
in the non-traditional way. Over 62% of the books 
sold are through non-traditional sales.

The real money in publishing is not through 
Amazon despite their success in selling books, nor 
through the bookstore route; it is through the non-
traditional route. I will show you.

“No matter how much you know there is always more to learn. This conference 
taught a great deal about getting books sold out of the normal channels.” 

—Mel Cohen, Inspired Authors Press, LLC
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SPEAKERS’ BIOS (continued)

Laura Dawson
Product Manager for 

Identifier Services at Bowker, 
Laura takes a look at ISBNs 
and the metadata associated 
with them. Metadata is the 
descriptive information that 
tells readers about your book. 
There are certain book industry 
conventions about metadata 

that have grown as online retailing and library 
services have increased digitization. To help your 
book get discovered, correct metadata is probably 
the most fundamental marketing you can do.

Kathi Dunn
For over 25 years, Kathi 

Dunn (known as one of the 
country's top book cover 
designers) has created 
bestselling book covers and 
information products that 
authors, speakers and experts 
use to build their brands and 
businesses. Kathi is passionate 

about book cover design and approaches each as 
if it is the only book in the world. Her prestigious 
list of clients includes Tony Robbins, Ken Blanchard, 
Jack Canfield, Deepak Chopra, Mark Victor Hansen, 
John Edward, and Sylvia Browne, as well as 
HarperCollins, Simon and Schuster, Prentice Hall, 
Ballantine, Hay House, Pearson, and Scholastic. Her 
design firm has received hundreds of awards.

John Groton
John Groton began his 

publishing career at Simon 
& Schuster in 1980. His focus 
then, and throughout his 
career, has been on non-
traditional channels, and 
distribution. From 1990-2007, 
he worked for Random House 
where he was Vice President, 

Special Markets, Vice President, Sales Director of 
the RH Trade Group, and Vice President of Business 
Development for their Publisher Services Division.

Since 2008, John has worked for Globe Pequot 
Press, National Book Network, Innodata and most 
recently, Quarto Publishing Group USA. All of his 
positions have involved sales, sales management, 
distribution, and business development.

Brian Jud
Brian is the Executive 

Director of APSS. He is also 
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. He 
is the author of the eight ebooklets with Proven 
Tips for Publishing Success. Brian is creator of 
the Special Sales Profit Center and the series of 
Book Marketing Wizards. He is also the host of the 
bi-monthly Book Marketing 201 webinars, and 
editor of the bi-weekly newsletter, Book Marketing 
Matters as well as the monthly ezines, Bound to Sell 
and The Sales Informer.

“Wonderful conference...”
—Pamela Bryson-Weaver

“Awesome meeting …”
—Barbara D. Hall

“Great event!”
—Kathy Brodsky

(continued on next page)
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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.

Jeanne Kramer
Widely recognized as a savvy book marketer, 

Jeanne Kramer was most recently Vice President 
of Marketing and Director of the Account 
Management for National Book Network. With 
over twenty-five years of book sales, marketing 
and publishing experience in a variety of executive 
positions with Random House, Simon & Schuster 
and Prentice-Hall she has spent her career 
developing products and successful marketing 
programs for both traditional and non-traditional 
channels. A former Board Member of the 
Independent Book Publishers Association she has 
also served as an adjunct instructor of “Marketing 
for Publishing” at the NYU School of Professional 
Studies.

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 

SPEAKERS’ BIOS (continued)

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.”

Dan Poynter
Dan Poynter is an author of 

more than 100 books, has been 
a publisher since 1969 and is a 
Certified Speaking Professional 
(CSP). 

He is an evangelist for 
books, an ombudsman for 
authors, an advocate for 
publishers and the godfather 

to thousands of successfully published books. 
His seminars have been featured on CNN, 

his books have been pictured in The Wall Street 
Journal and his story has been told in The New York 
Times. The media come to Dan because he is the 
leading authority on book publishing.

 Dan travels more than 6,000 miles each week 
to share, inspire and empower writers, publishers 
and professional speakers through keynotes and 
seminars.

Karen Strauss 
What are the key elements 

to publishing your book 
successfully? How do you 
define success? Karen will 
discuss the four principals of 
success and what you need to 
do before your book is even 
published. She will discuss the 
importance of defining your 

niche, networking, social media, clean metadata, 
marketing and distribution
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