Fbm1474

Steve Harrison'’s
Million Dollar Author Club

Here’s your transcript of this
month’s audio interview

Top Literary
Agents Reveal How

To Get a Deal With
a Major Publisher

www.MillionDollarAuthorClub.com
www.FreePublicity.com
Copyright 2008 by Bradley Communications Corp.
All rights reserved




STEVE:

MARILYN:

STEVE:

Steve Harrison’s Million Dollar Author Club

Hi, this is Steve Harrison withhe Million Dollar Author Club. We're all
about helping you get published, whether you want to self-fuiblis
whether you want to get a major publisher, helping yotherpath to
becoming a million dollar author.

| am here in Philadelphia at niwillion Dollar Author Crash Courseand
behind me | have five esteemed panelists, four literaryta@ea one
book distributor.

In these next 30 minutes, we are going to try to give yloua action-
packed content that you can use to get a book deal and lasmdra m
publishing deal, or perhaps get your book in the bookstore.

| have over here on the left-most side Marilyn Alfeam Allen O'Shea
Literary Agency, Jeff Herman from the Jeff Herman Agg John Willig
from Literary Services Inc., and Kelly Skillen fronvIA Literary and
Film. And those four that | just mentioned are litgragents, and Justin
Branch from Greenleaf Book Group, a book distributor.

First, | want to talk to the agents and | want to ask yast raise your
finger. We will start with you, Marilyn, but if you watd chime in rapid
fire, raise your finger and | will call on you.

People that are listening to this audio, people thatere listening live;
they want to get a book deal. They want to get a nmjblisher, and they
know they've got to have an agent. Let's talk real quickitalbbat are the
steps. Real quick, what are the steps, typically,gbaple need to take?

Marilyn, what is the first step?

Well, I think the first step is to get your thinking togethad figure out
what is your message, what are you going to tell the wioaldhtasn't been
said? What area are you an expert in? And then, | thinkgoee to begin
to look at the competition. How can you be differentfdl Ahen, you need
to build a platform. There are a lot of steps, but tlawsesort of the key
ones to begin with.

Okay. So, you've got to figure out what your expertisAssuming
someone's done that, they know they're an expertganzing, what else
then would they need to kind of put into place? Go ahead|yWaGo
ahead, Marilyn. Jeff.
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Well, it's been said that there's nothing new underutheAnd in some
ways that's true, and in some ways it isn't, becawessaime as we all have
different fingerprints, or so they say we do, we allehaudifferent voice.
And we all have a different perspective on what it éskmow and the way
we would express it.

So, the example was given a moment ago about bookgyanining.
There are many books on how to be organized, and there's\beethat's
said and a lot that's going to be said about how to be asghni

But if you, as someone who has expertise as an orgaifigeu discover
your own voice and your own way of conveying that infororatthen
you will discover your own market, because people what weabe
organized are not going to just spend one day of theitrjifieg to figure
out how to be organized or just buy one book.

My wife is always trying to be organized, and we havery disorganized
bookshelf filled with all kinds of books on how to tlganized.

Watch it, we're on video now.

So, what you need to do is find your voice. Yeah. This|l stexer see.
You promise...

So, developing a niche. Let's say someone's doné/ihat's the next
step? John?

| think overall I'd try to encourage people to really thikk b marketer,
that being going into the bookstore, really looking at yaumetition,
taking that passion that you have for your topic, butyr&and of
channeling that into what's going to be between the c@fgisur book.
And that really goes beyond the writing.

It's also acknowledging about the writing if you need hath e
writing, but especially as far as the features and ksreffyour book.
And we're finding, at least | find, that a lot of folkdlwend in their
overviews or synopsis of their books to me, and | almrfgsaround for
what are the unique handles on this book.

And | try to get people to think about when you see your loobkhere,
visualize what are going to be those features that aghelis going to be
listing on the back cover of the book, and increagiimgsome markets,
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what the publisher is even going to be talking about orrtim¢ Eover of
the book.

Now, even if you're self-publishing, you have to reallythoeking along
those lines. And again, we try to do that, focus peopkhase specific
features and benefits to the point that in our propagalencourage
having a page that says Special Features and Benefitsbaifidtad list of
those, pulling them out, making it easy for everyone, myse editor,
their marketing people, to see what are going to be tinogeie features
about your book.

If you can somehow get a quote from a major celebsihgther it's
Deepak Chopra or a major author, a Dr. Phil or..., is thaetoing in and
of itself that could actually make or break someone'sagdsaaf landing a
publisher? Comments, anybody?

Go ahead, John.
Well, it certainly gets their attention.
Gets your attention, right?

| don't think it's going to make or break anything. But iirdifly gets
people's attention. And it's something that, it tricklesmdt gets the
agent's attention, it gets the editor's attention,itagets the attention of
the book buying public.

People tend to buy books by the same authors over anagam. So, if
there's an author that they love and admire and tithbris
recommending you, they're going to take that seriouslyl Bk it's
something we all pay attention to.

If the content's not there, of course, it's not goéonget you very far.

Kelly just made a great point. And that is, is thatall have a laundry list
of bestselling authors, and you probably know them too.|¥@itheir
bestselling book, and then you were very disappointedtiifiollow-up
book or the third book that they're doing.

Ultimately, it's what's between the covers everthiose bestselling

authors that are going to drive that word-of-mouth esidam that you
have for an author, for people to buy that next book.
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Now, Jeff, real quick, let me put you on the spot. If gan just real
quickly, just in a few words, what are the steps forpeqst wondering,
"Well, what are the steps | have to go through, if Imaybe watching
this on video and | want to get an agent.”

You've talked about having expertise. Okay, they've got tiety'\fe got
their niche. They have a pretty idea of what they waup. Would the
next step, | assume, be using a book like yours and bctinding an
agent that seems to handle those types of projects?

Before you even begin to pitch yourself to the agehiink it's a really
good idea to have your package and your pitch all put togaticer
organized. And when we say that with non-fiction, you'tdactually need
the manuscript, you need the book proposal. And thergoar@ books,
including mine, on how to generate the proposal.

Give a shameless plug, because you actually do have anpéesidoook
on how to write a book proposal.

Oh, you mean that book call¥drite the Perfect Book Proposay Jeff
and Deborah Herman.

Write the Perfect Book Propos&ctually, don't you have ten different
book proposals in there?

Yes, ten actual book proposals that have succeeded. &mchik you
through each of those proposals with sidebars showingvizatiwas
strong, if we had to do over again what we would have ratadeger.

Okay, now let me ask you real quick, where is the qutgr? People talk
about book proposals and they talk about query lettaifsati®ne and the
same?

Yeah, good question. Book agents and probably editors¢a@llig a lot
of the time, would prefer to first hear from you, unlegre meeting you
in a place like this, a venue like this, would like to hedamut your project
through what in the industry is known as a query letter.

But what it really is, is a pitch letter, in whichya a very dynamic way
are introducing your project, which is your product, and ydiinséich is
certainly part of that product, to the agent with thentibn of getting
your foot in the door, so that the agent will then aféitively respond to
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this pitch letter by saying, "Please, send me your bogbosad or send
me your manuscript."

Now, this begs the question, why not just automaticaihdshe proposal?
Why go through the query stage? And the reason is thatgioal

agency, once they're established and they're known gothenunity, is
receiving anywhere from 100-200 unsolicited submissions a week. So
everyone took the liberty of sending a proposal or aus@ipt, that
person's office would become very unmanageable, wheheagitth

letter is a way for the agent to make a sort of due ditigein effect, as to
what he or she actually wants to review.

Okay.

As far as the proposal or the manuscript.

Real quick, let me ask for a show hands. We're w@gl&lvout a query
letter. How many of you, is it acceptable to query yourbgié if it's an

email query? Okay, fine.

Do you have a preference, either way, is it emailusersail? Do you not
care?

On my website on our submission section, | ask peopiestgretty much
respond to two questions. The first one is, “Why, givethalichoices that
everyone has for their information, entertainment ypgasomebody
going to spend $25 on your book?”

Great question.

Crystallize it, be concise.

Yep.

And then after that, “What about you and what you'iagias far as your
activities, that's really going to help support that boatken
marketplace?” Once you're able to get that down, thiimk we can
move forward to the full proposal.

Okay, real quick, just like one-word phrases. What neefis in the
query letter? Marilyn?
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| teach this at Gotham. It's an industry folklore, buthe query letter, the
hook, the book, and the cook. So, the hook is, “I hagethanizing
system that Oprah uses.” The cook is, “l am L.A.'s nurobe
professional organizer.” And my book, “I'll be the fipsrson to tell you
how to get your home completely organized in a year.”

So, you're giving like the three key features.
The hook, the cook, and the book. I like that.
Yeah, fast, fast, fast.

Great.

So, we can get that, | think.

Okay, other thoughts?

We were talking about it at dinner. One way to diffeisgatyourself,
because you have to understand that we're getting dozdmesefa week
is to open up the first paragraph in a very personal wgingaomething
that is very distinctive about that agent.

It could be that through using my book or other resoumregging to the
bookstore and looking at books in which that agent was ad&dged by
his clients, opening the first paragraph complimenting ¢femtaabout
something that they've accomplished or something, becaerdl@mugh
agents don't have egos, we all know that, they agewaan.

And | think that's just a good marketing tool, is to maybendpat first
paragraph in a way that's really going to grab that peratieigtion, and
the way to grab a person's attention is to stddniglabout them, as
opposed to you.

It's a great point. We were talking over dinner about pewaple just don't
do that. They send letters and they don't have your namear they
haven't personalized the letter, saying, "l saw this bbakyou did and
this other book and | really enjoyed them, and here islmingontacting
you."

Great point.
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But now I'll start with you and give you a chance. Litlk about the
proposal. Just real quick, some elements, things &t to be in that
book proposal. Kelly?

Once you get to the proposal stage, you need to be abktilioydur idea
in a very short summary. Then, you need to give a greaéeview of
your project, kind of stepping the reader, who, at this p&mhe, through
the project. You need to do a chapter breakdown. You nedal 4o
outline so we can actually see the book.

Now, this is hard stuff because it's hard to make a sy)asoutline, and
chapter breakdowns interesting and fresh. But you havg betause,
basically, especially with a non-fiction project,uy@ going to be selling
this on the basis of a proposal, not on a full mampisc@o, you have to
make that manuscript, which may or may not even exiduilg, come
alive in the mind of the reader.

You will have to include sample material, one to thokapters at the very
least. And in addition to that, you need your market rekea

Your market research, what type of information doesitizdude?

This has fallen on the shoulders of the authors materamme. Once you
have an idea and you've distilled that idea and you thigihe greatest
idea, you've got to go out and do some market researchhdee to find
out everybody who's written a book even remotelgelm your topic and
how those books have performed.

This is sort of a double-edged sword because, if you'veewrstbmething
that no one else has done anything like, that may bevamtzdje. Then
again, maybe no one else has done anything like it bedareéstno
market for it. Maybe there's a good reason that thes&sng else like
that. So, that's something you have to think about.

Quick question. How does somebody that's watching a \adeothis
room, how do they research how a certain a booklbas? Clearly, they
could see if maybe it wasNew York Timebestseller. But are there any
other tips you'd give about how they could do that, ort\wlexpected in
this aspect of it?

Anyone want to weigh in? Any agents at all here? Tigeas? Go ahead,
Marilyn.
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It's hard to do, but there are recaps on the Intefr@stselling books
every year, that kind of thing. You can often tell ona&mon rankings.
Sometimes they're misleading, but it's the numberbood in a category.
You can read some of those rankings/atv.barnesandnoble.com

You can talk to store clerks. They'll often know. Youa cgually get a
good indication if it's piled in the front of the stdhat it's selling. You
can judge the category. You can see the Pets sectoigésand growing.
Those are the kinds of things that are going to get yotedtan knowing
the genres that are moving.

Great. Jeff?

I'll just add to that, that if a book is successful ot, especially over time,
it would be self evident just by the fact that if you @réhat community,
you will be hearing about it again and again, and if you Gothgit book,
you'll see that it comes up many times in recurring ways.

Great.

Authors' websites and also publishers' websites maythavé&ind of
information too, talking about awards the book has wmway the book
has performed, so you can always check out that. Thenbt is a great
resource.

Another way you can do it, too, is you can go to a ba@o&sind go to the
copyright page and just open it up and see when the boogukéished.

Bookstores have a very low tolerance for books that deth’ They come
back very, very quickly, so look and see what's stitlthere and see
what's resonated with people.

Good deal and we're going to get to you in one minute on book
distribution. | appreciate your waiting patiently. | jugint to close in on
book proposal.

Is there anything else that needs to be in the book paibibed would
really help folks?

Well, certainly publishers are looking for marketing depantsieutside
of themselves. The marketing is outsourced in an unwsgland very
often you, the author, are expected to be also the nragldpartment.
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For instance, if | get a proposal or in the coveefetind | see that the
individual has attended a program like this, that saysta lme and I'm
sure it says a lot to my colleagues, because it meangoiliae invested a
lot of intellectual and financial resources into learnifgatwou need to do
to be your own marketing department.

We typically break that out from the author bio sattiso we'll have all
about you, and then the author's promotion and publicity quta what
you're planning to do after that. And then, you get to tdmepetition
section. | typically try not to get too overwhelmed witle competition,
three, four, five titles. My goal is to render the commet moot by doing
everything as well as we can on the front end of thpqzal.

In terms of platform, that's a word that people helat.aAgents want an
author with a platform. Publishers want an author wipagform. Can
you take a stab at defining what platform is? John?

It's just another way of really talking about fiveten years with the
amount of volume that's in this marketplace. So, wetiking for authors
that are going to help generate that kind of enthusiasiward-of-mouth
in the crowded marketplace.

Okay, so keywords that would be really helpful, and &8s low. Let's
just say like the minimum, little phrases that woulddben important to
put in your proposal that would show platform. Marilyn?

One of the key things | think is audience. If you're wgita book about
celiac you demonstrate that you have 25,000 people on a mefingu
gave a seminar, whatever. But you have the ability tchrealiac people
around the country. Obviously, anything, any speaking that ydoing,
your website, Internet is huge, radio show obviously, eotions in the
media. | find sometimes even local home town newspaeionships
and morning show relationships, all of that is really teekelping you
start the grassroots effort for your book.

So, we're talking about ongoing, like do you have a regalanm in
some publications? Do you have your own show? We'rdalgag about
do you have a list of like 20,000 email addresses?

Now, if you don't, you can still put a platform togethecdese to use your
example, you can say, "I've already negotiated withciliac foundation
that they have agreed to send out an email to 100,000iofrtembers all
over the country to promote the book, and they've givea foeward."
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And then this other person that you've put together, or maygeetain
company that sells some type of product, they have agrdetigeople
know about the book. So, you're using, then, other peopdtferm, so
you can see the push.

Exactly, and I've gone to the University of Maryland #wel established a
relationship with the country's leading celiac profesadot of this can be
built. I think the keyword here is community, kind of fiqug out the
world you're talking about.

Perfect point, okay. All right, let's talk now abdaaiok distribution. A lot
of people, they've got a book. Let's assume, Justin thaveheublished it
and it looks really sharp.

It's got a market. It's edited well. It's got a great coleeally looks
super. But they want to get in the bookstore.

Right. The big thing, it gives the platform, is a bigqa of it. But when

we evaluate a submission, when it comes into our do@'ss Wwoking at
the content. It's going to be, obviously key to it. paekaging, despite

what all of our mothers taught us, everyone judges a bodk bgver.

Price point is going to be really, really important tydns. They're very,
very sensitive to that. And platform is a big piece ofab.

And certainly, in making sure that this book, like | s@dpcused. It fits
into a specific genre where there is not a shelbéminess/self-
help/health. That is not a category that we can pdach

So, if these things are in line, then we want to findwtha that that's not
the end of the road for them, this is the beginningyent to be a part
of it. All of our authors are very collaborative ahey want to be
involved in it. They're bringing new ideas, and it inspivs to bring new
ideas. And we're always looking for new ways to maévyzeople to come
into the stores and motivate buyers to bring on mop&so

But this tells you, they are telling you exactly how teipithem, what
they're looking for. And he just identified some categ®he's not
interested in. And so when you meet them later, ékingportant to be
able to tailor what you have to say to them.

Let's talk about success stories. Give us some visionban the stars
aligned and everything went right, tell us, real quiclkouilsome pictures
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of people that you just got a big advance for, something reafipened
successfully. Let's hear some inspiring stulff.

All of our authors are independent publishers. They pubiikbre
themselves or we use our own imprint agreement, Book Groegs. We
had twoNew York Timebestsellers in this past 2007.

What were those books?

The Exceptional Presentby Tim Koegel and’he Last Linkboth
business books. Tim's book is really interesting becdumseExceptional
Presenterpeforehe was kind of targeting in on the speaker market, but
once we started to reach out more, everyone's finegelt's us speaking
up here; it's you speaking in a conference room.

There's such a large audience, so we had to really fogureow to get the
buyers to buy in and see that, and then, how we couldigadt in a way
that would open it up a lot more, so instead of speakifngsta small
group we're speaking to a large audience and really malksogniething
people can use on a daily basis. And it worked out realiy w

Super. Super. Kelly?

Well, there are a lot of big glitzy success storiesuld probably share on
behalf of my boss, Peter Miller. He's gotten huge adwafodirst-time
authors and also has high profile clients.

But | am going to tell you something that may fly in theef of everything
that you've kind of been hearing over the last day sd\fat.that's that it's
very important that you do everything right and that yome prepared,
and that you have a platform, and you have access puthie and to the
media, and all of those things.

But the last five clients that I've sold books for altyuaad no platforms.
Nobody knew them, they'd never been published before, apdhdideno
reason on earth to think that they would ever actuallgtide to earn a
living as writers. And they all currently are.

So, what did they have in common?

They had one specific thing in common. | tried to idgritiis when [ first
started out. As an agent, you're trying to figure out, “Qkéyat succeeds

Copyright 2008 by Bradley Communications Corp. All riglgtsaerved 13



STEVE:

JOHN:

Steve Harrison’s Million Dollar Author Club

and what doesn't?”, because the market is so up and dalwnhseems
like it's very hard to predict what will happen.

All of my clients whose books that | eventually saldyen they came to
me, even though they were unpublished and unsuccessful up poifiat
treated writing as their calling and as their job. Theye completely
professional. They took this seriously. They worked adidiee They
wrote 9-5. Or if the had a 9-5 job, they worked from theetthey got
home until midnight. They kept to their schedules. Téygyroached me as
a professional. They had researched me. They tookwhging seriously
as a business, not just as an art. And they acted lifegsional authors
before they had ever been paid for a single word.

So, that's something that | would say | look for almastusively in the
new people that | take on.

Great. John, can you give us...?

I'll just reinforce that, not so much as being an agent| to carry it over.
When | was an executive editor | had the pleasure efintga very young
professor at Stanford. His name was Jim Collins, anchdoim't published
a book yet. I met Jim and we hit it off. And he gave nsenmnuscript,
and | took it home with me. And | read a couple chapters.

| got back to him. | said, "Jim, this really doesn't seéemeflect you and
the person that | met when | was visiting at Stanfordi Nave to decide
if you're going to be writing for the Stanford academimowunity, or if
you're going to be writing for a larger, big business boakmanity."

And Jim thought about it, and then came back to me and"dalih, what
I've done is essentially I've made my first few chapfish head," now if
anybody knows about fish, “those chapters, wrapped riemspaper and |
threw it away. And I've sent you a new manuscript.”

A new manuscript came in and it became the basisdirki book which
was titledBeyond Entrepreneurshifpor those of you who haven't
recognized the name Jim Collins, he's gone on to Britk to Lastand
now From Good to Great-rom Good to Greahas been on the bestseller
list for years now.

And it's that taking of advice from folks other than yourer circle of
family and friends and relatives, about your writing ancdualdhat you're
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doing. | think it's very key to this process that Kellyodisought out, |
think very well.

Great point. Jeff?

| think sort of the perfect combination is when you cambine all the
elements of the so-called platform, self-marketeh@uivith outstanding
content and an outstanding voice.

It's true in this business that you can buy a book digalthe largest
publishing houses. They're not out there advertising thAfriier's
Digest.I mean you're not going to see an ad from Random Hause o
Simon & Schuster, "Come give us $100,000 and we'll publish yoak.H

But the point is that, on any given year a number opf@eaalk in and get
mediocre or less books published simply because, frov@reenary point
of view, it makes sense for the publisher.

Is that because they're agreeing to buy a certain m@mbe

It could be that, yes. They're basically subsidizivegdeal one way or
another so that the publisher knows the money is cominghatbank.

That's one way to do it. But if you can combine thahwhe actual
content, then you'll have a book that sometimessoaneed even if the
marketing falls apart simply because of the excell@fictke material. And
| have authors, both now and from the past, who did not thave
proverbial platform. And that's always been a challenge

But we made it work and made them succeed for other redsams.
instance, a few years ago there was an author wheaegitole; the first
thing that caught me was the title of the book. It eslledPregnancy
Suckswhich | thought was a provocative title. And | startedding it and
it was very irreverent and very funny but at the same very true. Not
that I've ever been pregnant, that | can recall. Bugntinded me of
situations that I've observed in others.

And we were then able to move that into an entiresghbook series,
calledThe Suckswe didn't have any other name for it, so we callddhé
Sucksseries. And then, she basically did one with heband,Pregnancy
Sucks for MenAnd that sold like 100,000 copies and it was actually
competing with hers, which caused some tension betvieen {They're
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still married, and they're from California and thegti#d married. Which |
think is cool.

Then, she went and did one Breastfeeding Sucksd it's like there's this
whole thing going on and on now for her. But she didhaot a platform.
And in fact, she still doesn't have a platform. Shestid have time to
want a platform. That sort of goes in the face oftwhis is about. But if
she had a platform instead of selling 100,000 copies, | thinkehtl've
sold 500,000 copies.

Real quick, show of hand, how many of you think it's a gded for a
first-time author with a new book idea to say to ydugeally see this as a
series of three or four books." If you think it's a gadehi, raise your
hand.

Okay, so it doesn't sound like that's a good idea.

Let me ask you this question. We're going to wrap up. Vgjaist ask
you for last, if you think about people you've met, becausecouple
minutes people are going to get a chance to meet you, simlisly they
need to tailor their comments, like | said, speak farabeut three or four
sentences and then let them talk. But you're going twr tailwhat they've
written. But give us a little bit, just tips for when pé®are meeting you
in a few minutes, any success stories that people couidftean.

Marilyn?

I've signed up some great clients through the years gomeire. | love the
passion. | love to be seduced by fresh ideas and inteyeswm thinking.
And sometimes too, | think | can help you get your idedsle it further
along. You may need to consult with an expert in youdl fie bring them
on. But just bring it on. | look forward to meeting adlyou.

Jeff?

| think we're all here because we know that thergl®eat talent pool here
and that you're investing in your talent. As far as pitchingybe consider
the possibility that some of us or at least one of ag have ADD. So, it's
hard to keep listening and listening, so think about almo$tyas're
giving a presentation not just pushing, pushing. Think about how to
present your information, your idea and what it is youtviram this
relationship in a way that it can be consumed and umaetstnd held on
to.
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Good. | like three sentences to start it off. John?

Well, in previous conferences | held up this book befGexolyn Warren,
| met at Publicity Summit, published with John Wiley & Sons

So, she met you, she was a first-time author?
First-time author.

So, she met you at my events. What did she say toQowy®u remember
the conversation? Or, what kind of stood out?

It was that she was an industry and they took this whelme that was an
industry insider and she was essentially going to be expogiat
mortgage rip offs were within the contracts. That souneéeg timely to
me.

One thing led to another. She had, again, a laundry Ishef ideas. |
said, "Look, Karen, let's go with this. Let's build it spll it." We did it to
John Wiley. It sold very well, and now we're into lpably our second or
third book with John Wiley & Sons.

Jim Trippon | met here, a book on investing in China. éfeSeda, a book
on home repair. Chip Cummings, another author.

So with Jim Trippon, he got signed with what publisher?
John Wiley & Sons again.
John Wiley. How about Hector Seda?

Adams Media. With Hector, we also have in the aughghRlarvey
Deutschendorf.

How's he doing?

Harvey's doing great. We met just about, was it lasfecence a month
ago or two months ago?

October?
October, yeah.

So, you met in October. And what's happened so far?
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And Harvey came and he had his book already, well publisbdar as
review copies. We met and he hadn't yet flipped swasHar as doing
that self-publishing and inventory. And it definitely caught ey, |
really enjoyed meeting Harvey, as I'm sure all of yoteha will, and
took on the project.

Despite having the book, we needed to develop the proprsglliecause
that is the internal document that the publishers neeidaate around.
We developed that. We have the pitch letter to the pu@sbsland we are
now being seriously considered by seven publishing houses.

Wow.
Ten Speed Press, Josie Bass, and a laundry list e§othe
What's the topic on? What's the book about?

It's on emotional intelligenc&@he Other Kind Of Smart, Using Emotions
There it is.

The Other Kind Of Smart, Using Emotioh®ve it.

We're very optimistic that we're going to get our dedahe next couple of
weeks.

Kelly, how about you? You've got to events. You've gorgatwels.
You've met people here and there. Is there anything thetquld just
recommend that people do or don't do when they meet you?

Writers conferences are funny things, because on the odeyba're here
to learn, you're here to figure out how much you don't kaod;
hopefully, you take steps towards improving on all sorfsarits. On the
other hand, there's the carrot that gets dangled, meleigthieew York
agent or editor who's going to sign you on the spot.

And those are kind of two separate things that are goirigesa. | have

signed clients at writer’s conferences. Almost norgheim were ready

when | met them. But | recognized something, there wae gmtential.

So, | understand that a lot of you may not be readyiyet.that's okay, |
get that.
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| definitely want to find projects that | can sign and. &t at the same
time, | hope | say something to you that will help you ahteter stage
that you're at become better. So, don't be afraid taappr

Good deal, awesome. Yeah, that's good. Don't be afrajgpt@ach. Even
if you're not sure you want a major publisher, go ahead ehdheir
brains and get advice.

Justin, how about you? When you've met people or what adoictel
you give people that are coming that will be meeting yoa few
minutes?

This is great because you do get to get inside of people'sshddajure
out what they're looking for and what's going to connedt tiém.
Inevitably, you'll sit down and then you'll think of everyt@iexcept for
the one thing that you really, really wanted to sayd Aou'll remember it
in the car on the way home.

So with that, send me an email tomorrow or the next whenever. We'll
follow up and have another question then. But one thirgjisst bring a
lot of enthusiasm to it. This is obviously something yoweeked really
hard on, you're passionate about it, and bring thatgras&nd then
obviously, we're looking for things that at the end ofdhg we can sell
for you and sell for us.

So, things that'll connect to help us really understand drkahand why
they're going to be ready to gobble this up.

Great. Let's give them a warm round of applause. Thauak y
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Marilyn Allen

Partner

Allen O'Shea Literary Agency
615 Westover Rd.

Stamford CT 06902
203-359-9965

Fax: 203-357-9909
MA615@aol.com

1.) What types of books are you currently looking for?

Practical Nonfiction—I'm interested in books from peopiéh strong marketing
platforms, new ideas, and built-in audiences. | hasteaag interest in business, health,
careers, and sports.

2.) What types of books are you NOT looking for?
We don’t handle fiction, children’s, poetry, or any acadenocks.

3.) What are some of the best known books you've done?
Paul and Sarah Edwards’ Work from Home Series; Ann ko@itleman’s Fat Flush,
Skip McGrath—Mr. EBay books; Kevin Kennedy’s Twice Arouhd Bases.

4.) When you meet with our people what questions should thée prepared to

answer?
What is the competition? How will they market theiok® What is the audience for the

book?
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John Willig

President & Literary Agent
Literary Services Inc.

P.O.Box 888, Barnegat,NJ 08005
609-698-7162,

Fax: 609-698-7163
www.literaryservicesinc.com
john@literaryservicesinc.com

1.) What types of books are you currently looking for?

As we start our 16th year in business, we continue toflmoquality projects in the
business, personal growth, finance and investing, healtbgnd, history, science,
sports topic areas and remain open to new presentatiotiser non-fiction categories re:
true crime, politics, reference/qgift books, etc. I'mexsally interested in story-driven
narratives in all areas.

2.) What types of books are you NOT looking for?
Fiction, children's books, chick lit, memaoirs, religion.

3.) What are some of the best known books you've done?

Currently we have a number of books selling well includihg Elegant Solution:
Toyota's Formula for Mastering Innovatig8imon & Schuster);incoln's Wrath: Fierce
Mobs, Brilliant Scoundrels, and a Presidents Mission to Destroy thesf3ourcebooks)
which just came out in paperback, and others that caedrea our website
www.LiterarySErvicesinc.corander the New Books section. We have represented a
number of NY Times and Wall Street Journal bestseif@sdingMore Than a Pink
Cadillac, FireFighting, Survival of the Savwstc.

4.) When you meet with our people what questions should thée prepared to
answer?

#1. Why is someone going to spend $25 on your potential boal e$their other
information and entertainment choices?

#2. What features of your potential book clearly diffeisgatyou from the leading
competition and are they highlighted/easily identifieganr manuscript? By the way,
this is the true beginning of marketing.

#3. What professional activities are you doing that velprsupport the book's message
in a highly crowded and competitive marketplace? If youaspeaker, how many
speeches do you give a year/# of attendees? If you lexmewasletter, how many people
subscribe to it?(for email blasts on your book)...etc.

5.) Anything else our attendees should know about you?
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I'm beginning my 30th year in publishing, having worked with acaclgofessional
and trade publishers before starting my agency in 1991. | adatiners who have done
their 'nomework’ (vs. telling me how passionate theyahmit their work), possess at
least a whiff of humility and have a sense of humor.
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Jeff Herman

The Jeff Herman Agency LLC
PO Box 1522 / 3 Elm Street
Stockbridge, MA 01262
413-298-0077

Fax: 413-298-8188
Jeff@JeffHerman.com
www.JeffHerman.com

Jeff Herman founded The Jeff Herman Literary Agehty;, in 1987 while still in his
twenties. The agency has sold many hundreds of titlestilshers, and is one of the
most dynamic and innovative agencies in the business.

Herman’s agency has a strong presence in general adutttimmfincluding business,
general reference, commercial self-help, technolagpgvery/healing, and spiritual
subjects.

Herman'’s own publications includéeff Herman’s Guide to Book Editor’s, Publishers
and Literary Agentgmore than 350,000 copies sold), &tidte the Perfect Book
Proposal: 10 Proposals That Sold and WHy$ books are considered to be among the
best tools available to writers. He’s also the co-foundéis ownindie house, Three
Dog Press (3dp).

Herman speaks throughout the country about all aspehtsrofo get published and be a
successful author. He’s been written about in doz€heaks and publications,

including SuccessEntrepreneurPublisher’'s Weekly, Forbes, Associated Press, and The
New Yorker He’s also been on many television and radio shows.

Previously, Herman worked for a New York public relatians fwhere he designed and
managed national consumer marketing campaigns for NaBrsewls and AT&T. Prior
to that he was a publicist at Schocken Books, now a Rakttuse imprint, where he
promoted the bestselléhen Bad Things Happen to Good People.

Herman graduated from Syracuse University with a BachélScience degree. He was
captain of the school's award winning debate team andlarléastudent government.

SAMPLE TITLES SOLD
A Man Named Dave
E.P. Dutton by Dave Pelzer
Dare to Win!
Berkley, by Mark Victor Hansen and Jack Canfield
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Heart and Soul: A Psychological and Spiritual Guide to Preventing and Healing Heart
Disease

Villard Books, by Bruno Cortis, M.D. with Kathryn Lance

Joe Montana on the Art and Magic of Playing Football

Henry Holt & Co., by Joe Montana

Prescriptions for Drug Alternatives: Natural Options to Common QkerCounter and
Prescription Drugs

John Wiley and Sons, by James Balch, Robin Balch anléd Btengler

The Hidden Parables

Tarcher Books, by Todd Michael

The Evolution Angel

Tarcher Books, by Todd Michael

Divine Revelations

Simon & Schuster, by Susan Shumsky

Scientific Prayer

Ten Speed Press/Celestial Arts, by Susan Shumsky

The Entrepreneur Next Store

Entrepreneur Press, by Bill Wagner

JK Lasser’s Taxes Made Easy for the Home Based Business: Frayn&Blary Kay
Lasser/Wiley, by Gary Carter, CPA

The Elvis Cover-Up; He’s Alive, He’s Coming Back, You Decide

The Anonymous Press, by Gail Giorgio

The IQ Myth: Successful Intelligence

Simon & Schuster, by Robert Sternberg, Ph.D.

A Setback is a Setup for a Comeback

St. Martin’s Press, by Willie Jolley

Everyday Caln{gift book)

Chronicle Books, by Darrin Zeer

Cryptogram Puzzles

Random House, by Terry Stickels
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Kelly Skillen

PMA Literary & Film Mgt., Inc.
45 West 21st St.

4th Floor

New York, NY 10010
212-929-1222

Fax: 212-206-0238
www.pmalitfilm.com
kelly@pmalitfilm.com

1.) What types of books are you currently looking for?

| get a lot of literary fiction queries, so I'm looking balance my list with serious
nonfiction, current events, edgy pop culture, and memaatsntianage to be both specific
and universal at the same time, or present an insidess guch as The Nanny Diaries.

2.) What types of books are you NOT looking for?

| can’t sell books that have been done to death ded mdthing new; | won't rep
anything that lacks passion, or by an author obviously ttgirgash in on a recent
publishing “trend.”

3.) What are some of the best known books you've done?

I’'m known for mostly up-market fiction, like James Beis MVP, but I've sold a
fascinating East meet West diet book called Feed Your &ige | repped the memoir of
porn star Sunset Thomas—so my taste is eclectic. BMést known client may be
Vincent Bugliosi, author of the definitive true crimeobioHelter Skelter; we’ve just
placed two books for him and there’s a movie deal in thésvo

4.) When you meet with our people what questions should thée prepared to
answer?

Given the short attention span of agents, editorstlagublic at large, what have you to
offer that’s different, that's worthy of attentiorr?ow do you intend to create enthusiasm
for your project that others will share? Can the mss®f your project be distilled into a
single sentence?

5.) Anything else our attendees should know about you?

Working with Peter Miller, I've learned a lot abouwiviato make a good project great and
how to make a difficult project sell, but at the endref day, none of us really knows
what will hit and what will miss. Consequently, | otdke on projects | love. My best
advice to authors: get us to love your work.
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Justin Branch

Senior Consultant

Greenleaf Book Group LLC

4425 S. Mo Pac Expwy., Suite 600
Austin, TX 78735

Phone (512) 891-6100

Fax (512) 891-6150
www.greenleafbookgroup.com

1.) What types of books are you currently looking for?

We are looking for books that we feel have the potetdiabmpete in crowded
bookstores. We only accept 3% of the submission wevescand that’s because we're
careful to bring in only those books that can sell wela retail environment. That said,
when we evaluate a submission, we not only look at wher@ow, we look at where it
can be with the proper editors, designers, marketedssalespeople behind it. Every
submission has strengths and weaknesses, and we spe¢nd tanie evaluating how we
can leverage the strengths and fix the weaknesses.

2.) What types of books are you NOT looking for?

What we are not looking for is typically dependent ontvimkstores are not buying at
the moment. Right now, bookstore budgets for new childoe@&s are shrinking.

Adult fiction by new authors is also a difficult selk is poetry. However, we do accept
books in these genres when we feel they have the @itenbeet the odds. We're never
looking for books from authors who are not driven to male& took great. Selling
books is a team effort and there are many moving paxsty&e, including the author,
needs to be committed to success.

3.) What are some of the best known books you've worked with?

We had two New York Times Best Sellers in 2007. The Lak by Gregg Crawford
and The Exceptional Presenter by Tim Koegel both madieheYork Times, The Wall
Street Journal, and the USA Today Best Seller lig¥s. also work with New York Times
best selling authors Vince Poscente, David Lieberman, #awe &lten. Our gift book
line includes many popular titles such as Who Wants toNd#lianaire, Family Feud,

the Battle of the Sexes, and the Beat the Parertdqoks

4.) When you meet with our people what questions should thée prepared to
answer?

What is your book about?

Who will want to buy your book and why?

What do you plan to do to drive consumers into the boo&sb purchase the book?
Do you have a platform or plan to build one? Pleaseribes

What is your timeline for the book?
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5.) Anything else our attendees should know about you?
I'm always happy to answer questions.
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