Marketing your way to guilt-free profits- believe in yourself and others will “buy” into the idea
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Summary:
Want to increase your profits without feeling like you “pulled one over” on the consumer? Of course you do. Let me show you some quick and easy ways to multiply your profits without sacrificing your integrity. Recognizing the value of your work and targeting the right consumers are keys to successful internet marketing strategies.
Marketing your way to guilt-free profits - believe in yourself and others will “buy” into the idea
As creative people, we sometimes tend to undervalue our own work when it comes to book marketing. It’s strange but true. We will gladly acknowledge, and pay a small fortune for, the creative genius of others, yet we all too often drop the ball when it comes to how we see ourselves. Don’t let a sense of modesty prevent you from taking advantage of profit potential available through on-line marketing.

Here are a few tips on how to get an appropriate price for your books without any nagging guilt.

1. Let’s start off with what should be a given; that your work is valuable and Profit is not a dirty word. Other people can benefit from it in some way. Recognizing that value is as easy as putting yourself in the purchaser’s shoes. When you see the benefit of your product, why shouldn’t someone else? Trying to put a price on that benefit is tricky, but it can be done.

2. People consume in different ways. Not everyone is comfortable with a single format or delivery method. Offer them a wide range of choices and they will be receptive to spending a little more to get a product that fits their individual needs. This also opens the door for even more repurposing options. All of these options have their own intrinsic value. Capitalize on that and the profits will come.

 3. Don’t assume customers won’t spend. This is a critical mistake new entrepreneurs often make. Customers will spend… if you give them a quality product. Meet the customer’s need and the rest will come. Have faith in your product and so will the buying public. Offer them solutions to specific problems or roadblocks and they will pay for the privilege.

4. See what the market will bear. Test the waters at different price ranges and see what the public is willing to spend. Then move your price point accordingly. Just because the product sold at $25 doesn’t mean it won’t sell as well (or better) at $75. The buying public inherently places a higher level of confidence in a more expensive item. Give them what they expect and they will respond.

5. Positive reinforcement brings positive results. When you begin to see the sales roll in, you are inclined to create another product to sell and that will produce the snowball effect. Use the buzz generated by your first product to point the way to additional products, both new and repurposed.

“He who hesitates is lost”, so the famous quote goes. Don’t hesitate to believe in and tout the virtues of your product. If you don’t believe, no one will. Your products help people increase their knowledge and effectiveness in their business. That fact has marketable value and putting a price tag on that value is perfectly acceptable whether the product is new or repurposed. Just because you didn’t spend hundreds of hours creating a new product doesn’t mean your repurposed product is worth any less to a customer at the check out.

Alex Mandossian has consulted Dale Carnegie Training, NYU, Agora Publishing, Mutuals.com, Pinnacle Care, Strategic Coach, Trim Spa as well as thought leaders such as Jack Canfield, Vic Conant, Mark Victor Hansen, Les Brown and many others. He is the CEO and Founder of Heritage House Publishing, Inc. 
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