
 
 
 
 
 

Book Profit Secrets Episode: 016 

The Million Dollar Book Funnel with Rob Kosberg 
Host: Ray Brehm 

 
Ray: Hey everybody, Ray Brehm here, welcome to the podcast that will help you increase the income 
and influence of your book beyond royalties. Book Profit Secrets with Ray Brehm starts now. Hey 
everybody Ray Brehm here. Welcome to another amazing session, and this one is truly I'm truly excited 
about. Of course, I'm excited about all of them, but Rob's been a great friend of mine, and he is the 
number one best selling author and founder, best seller publishing. And he has been featured on ABC, 
CBS, NBC, Fox and The Wall Street Journal. And what impresses me most about Rob Kosberg is he's just 
a down to earth cool guy who was all about helping others and be successful because of it. Welcome, 
Rob. 
 
Rob: Ray. Thanks so much, buddy. Good to be with you as always, my friend.  
 
Ray: And so this is exciting because we to we're going to first question I ask you is, how did you get 
started in what you're doing now? Because I love the story, but I'm all about I just watched, like, three 
documentaries in a row. And so I'm all about learning the entrepreneurial pursuit and struggles and 
everything else. And from the low points come the high points and  
 
Rob: Everyone loves this story but me.  
 
Ray: But that's what you need. Like, I don't like my story, but I want to hear it from others. I just 
watched Walt Before Disney and all his struggles getting that started. And you've got a great story too. 
So I will let you talk.  
 
Rob: Yeah. Yeah. Well, how did I do it? I failed my way forward is what my my background is not in 
publishing or writing. And I think if you asked any of my college professors what Rob would be doing, 
probably towards the bottom half, maybe after going to prison would be the best selling author. So, you 
know, I was in real estate, got involved in real estate when I was 18 years old. My dad owned a real 
estate company, and I saw the kind of money he made just to be really frank and didn't seem like he 
worked really hard. And so I started selling real estate at 18. I became a broker at 19 in Fort Lauderdale. 
At that time, I was the youngest broker in the Fort Lauderdale area Board of Realtors. I was a top real 
estate salesman. I paid my way through college and I was getting ready to go to law school. And I was 



 
 
like, why go to law school, make it make more money than a lawyer does now anyway? So let me just 
keep doing what I'm doing. I was in and out of real estate mortgages, title insurance for the next 20 or 
so years leading up to the early two thousands. I built a pretty successful real estate company, a big 
mortgage company. I was licensed title agent. We're doing hundreds of millions of dollars a year in 
transactions and then none and then zero like, wow, what happened? Of course, the financial crisis 
happened in South Florida. I mean, we dealt with luxury real estate in South Florida. Luxury real estate 
dropped like sixty percent in value. And we were just talking about Florida a minute ago, mind you. But a 
lot of people don't know me. Florida, this is twenty twenty. I'm talking about 2007, two thousand eight. 
That's 12 to 13 years ago. Florida prices are still below their 2006 in a lot of places. So it was devastating. 
And I had I owned millions of dollars in real estate that almost overnight everything evaporated from. 
And I ended up closing that business, which you look back. And of course it was a blessing, but greatly 
disguised say it was not only disguised, it was it was completely obscure. I didn't I didn't realize it was 
anything but horrible pain and it was very traumatic at that time. I'm in my early forties, I got three kids 
in private school. I live in an eight thousand square foot house and have all the trappings of making 
millions of dollars. All of a sudden, I couldn't pay my mortgage and all of a sudden I'm taking tens of 
thousands of dollars of artwork down to sell for pennies on the dollar. By the way, if there's another 
financial crisis suggestion, you should be the buyer, not the seller, during a financial crisis.  
 
Ray: Write that one down.  
 
Rob: I have built up a war chest waiting for the next financial crisis because I just I sold hundreds of 
thousands of dollars worth of watch collections, Rolex or for nothing. For nothing, because I needed the 
money. And anyway, I was transitioning out of real estate. Or I guess you could say I trained someone 
transition to me or the the Lord transition. And I asked a couple of mentors, one of them being Dan 
Kennedy. I was in part of TKIC at the time and and learning about online marketing, which for me was 
kind of a newer space. 2006, 2007 and I said, look, I'm starting a new business where I'm totally 
unknown. What do I do, how do I do this during the worst financial collapse of of my lifetime. And he 
said, well if I were you I'd write a book and something rang true to me. And so I wrote a book called Life 
After Debt and made a lot of mistakes. I talk about the mistakes that I made, but I made a lot of. I waste 
a lot of money, people took me here and there, which also led to what I do now because I just felt like if 
only there were service, like what I have now would have been so easy, but there wasn't anything like 
that that existed. But with all the mistakes, I mean, the book became very successful. It led to media 
appearances for me, speaking engagements. And I started getting clients. And I built this brand new 
business in about a year from zero to over a million dollars. And looking back, I mean, my business now 
earns many times that, but we have a vibrant economy right now. I built that first business in 2009 in a 
terrible economy. I mean, stock market was still 50 percent down and it was all because of the book. 
And so people started coming to me and asking, Rob, how are you doing it? How are you grown, your 
business? We're closing our doors or our business is really struggling. What are you doing? And I'm like, 
you know, I wrote this book is blowing up. I'm using it. I'm hustling what it's blow it up. And so people 



 
 
started asking me if I could help them. And it just happened that organically. And I ended up selling my 
financial services company in twenty thirteen. I started bestseller publishing in 2011. Nine years ago will 
June will be nine years. So I actually had both of them at the same time because I was more the face of 
the of the finance company than I was working in the business. Have a look back. I love what I do. It's 
exciting. It's making people's dreams come true. So it's a lot of fun. Anyway, that was long winded, huh?  
 
Ray: No, actually, I'm glad you did, because I think everybody misses out on hearing the struggles. You 
know, it's like, oh, this was going to be easy and, you know, success in this vault. But there's always 
some turning point that somebody kind of forces you into whatever the next thing is. And I've 
experienced it myself and I've and I thrive on that. Not other people's misery. Of course not yours. Sure. 
Well, that's so good to know, but it is motivational here. Like, hey, I mean, because we always were 
entrepreneurs, we're authors. Both of those are pretty can be isolating if we let it be true. And you feel 
like I'm the only one that's struggling or I'm the only one to have the problem or I'm going to win, one 
doesn't know what to do next. So let's talk about life after debt real quick. So how did you use that to 
create the financial services business?  
 
Rob: Yeah, good question. You know, one of the one of the mistakes let me start this way. One of the 
mistakes that I see people make, even my own clients and I preach to constantly about it, is they think 
the work is done when the book is finished and the book is successful and oftentimes they go on to the 
next shiny object. And I didn't do that. I mean that like I had everything riding on that book and I needed 
that book to do well. I needed it. I believed in it and I needed it to to get me what I wanted to get. And it 
did because I worked it. What I did with Life After Debt was not like just some incredible invention or 
even brilliant in any way. Basically, I started I figured I needed to get the book in front of people, not just 
on Amazon, because Amazon keeps the leads. And though the book did very well on Amazon, I was 
making a pittance in royalties relative to having to support a family. And and so I needed I needed to 
generate the leads myself and I needed the right person to want my services. And so that went into the 
title of the book and that went into the content of the book, of course. But the first big break and 
probably the first real eye opening experience was I use the book to get on a radio show. And it's 
something that I teach my clients and we even do a forum today. I got on a local radio show. Basically, I 
reached out to him and I said, hey, I'm the best selling author of this new book. I deal with Financial 
Crisis and Managing Your Finances. And I that's all people are thinking about right now. You should have 
me on one super sophisticated and I didn't know about one sheets or segment proposals or any of that 
stuff at the time. I was just hustling and they and some fool said, yeah, that's a good idea, let's have you 
on. And so I got on and that day I was a Dan Kennedy and Dan Kennedy, follower and disciple, if you will. 
And and so I knew I needed a book to generate leads for me. So I just said to myself, I said, you know 
what? I'm just going to offer anybody that's listening a free copy of the book and I'll ship it to him for 
free. Free everything you want it. Just call the radio station or call my office. And I gave my office 
number. That was a good size. Radio station was in South Florida. So I was living in Palm Beach at the 
time and probably Palm Beach, Fort Lauderdale, Miami, all told, maybe a million and a half population, 



 
 
maybe two million. But the radio station would reach that many. So I didn't know. Would a dozen or 
twelve hundred want a free book? So one sense. I was sweating like I didn't know. So I did that. I said at 
the end of my segment, the radio station loved it, but at the end of segment it was like three and a half, 
five minutes long. I said, look, I want to I want to give back. I want to give you something. If you want a 
free. Copy this book and I mean I'll ship it to you for free, you don't pay anything, just call the radio 
station now or call my office. And we got some calls into the radio station. We got some calls into the 
office. And so we we were still trying to figure out exactly what to do. But I remember that night, that 
very night they played the the radio spot twice, once alive. And then they recorded it. They played it 
again in the evening. And I was in the office in the evening. It was about six o'clock at night and the 
phone rang. I was the only one in the office. And the phone rang and the phone rang. I'm answering it 
because I needed some money. I was open. It was money, right? I'm just being dead. Level of it is there. 
And I said, you know, financial services, this is Rob. And the lady on the other line said, is this Rob 
Kosberg, the author? And I was like, do I owe you money? I didn't say that, but I thought it for a brief 
second. And I said, Yeah, yeah. And she goes, Were you on the radio today? I just heard you on the 
radio. And I was like, holy cow. I even get chills a little bit right now recounting the story to you. And we 
talk for about 20 minutes. And she became a client that night. I earned six grand from that particular 
opportunity, that client helping that person, beneficial to her, beneficial to us. And I just thought, wow, 
I'm on to something here. I mean, I didn't have to sell or hard close her. I was the author of the book 
that was on the radio that she listened to. So who else would she go to? And now she's actually talking 
to me. I was a celebrity in her eyes and I just thought, man, I'm on to something. And we started I 
started getting on more radio. I got my own radio show, which actually was nationally syndicated for a 
short period of time. And I started spending money on radio first. At first I was like five hundred bucks a 
month, which doesn't sound like a lot, but it was a lot to me at that time. I spent five hundred. I made 
ten thousand, so I spent a thousand. Then I spent two thousand. And within about eight months I was 
doing four hours a week of live radio and I was spending about twenty thousand a month on radio spots. 
I owned the airwaves and all I was doing was giving away the book. That's it. And we would have 
hundreds and hundreds of books we would give away. And I had a sales team that was basically it was a 
very soft thing. People would call into the office and they would say, I just heard Rob on the radio, want 
to get a free copy of his book shipped to me, and they'd say, sure, give me your give me your mailing 
address. And they'd get it and they'd say, OK, just want to confirm it. Great. OK, listen, it's going to be 
sent out to you while we're on the telephone. I'm one of the coaches here, actually consultants and one 
of the consultants here. How can I help you? What's going on. That was it. And then they started asking 
questions and talking and we were doing hundreds of thousands of dollars a week in a terrible economy 
just doing that. That was it. That still would work, by the way, for people in the right space. That still 
works for financial advisors, that that still works for the right people, if you ask me. Yes. Terrestrial radio, 
good old fashioned radio, certainly podcast. But that that's that's how it was. And so that turned 
everything for me, like in a period of about eight months, everything turned around.  
 
Ray: That's amazing. And I hadn't even really thought of a radio book funnel.  



 
 
 
Rob: I hadn't either. I mean, I just that was my opportunity. That was before there was such a thing as a 
free plus shipping funnel or any of those things that we use now. And and I use very successfully now. 
But I had never heard of that. I just I just knew that I needed leads and that what better could I give 
away? That's just I thought I mean, what better could I give away than a copy of my book for free and 
free shipping? And yeah, I mean, it's a little scary and it does cost money, right? Every lead cost what it 
cost to print the book, which was three bucks, and then another book to ship the book, plus whatever it 
cost you to actually get that phone to ring with the advertising dollars. But you know, what we learned is 
for every sixteen books that we gave away, we brought in a six thousand dollar average client. And so I 
was like, give more away, get them out there, you know, because six grand for 16, that worked really 
nicely anyway.  
 
Ray: So you can go up to I can to try to do the math in my head. But it's that's a staggering no cost per 
lead that you can go up to before you stop breaking even.  
 
Rob: Well it is but but the sixteen sixteen per sale also would include not wouldn't include just the five 
dollars for printing and shipping. It also included the cost of the advertising spent.  
 
Ray: So what I mean is it's it's something like what. Eight hundred. Like you could spend eight hundred 
dollars to lead before it went bad and you were probably doing a lot less than that way.  
 
Rob: Less than that. No one was doing anything like that. There was also a there was a side benefit to 
the whole thing, which I always would hear Dan Kennedy talk about, but I didn't completely understand 
it. And that was that I built a fence around my business like. Like, I owned certain radio stations, I mean, 
I was I was on every 20 minutes with a commercial, I sponsored the afternoon show. I was being 
interviewed by their deejay. I mean, I owned it. And so every now and again, people in the same 
industry I was in would like run an ad for a month or two and then they quit because I just I had this big 
fence. So I was able to spend so much money because I was making so much money that they were like, 
you know, they're like starting out. And so I was fortunate that I was the first guy on the block to do it 
successfully and and make a go with it. So there you go.  
 
Ray: And so you and I have talked about this before, but part of the secret there is obviously we cost per 
customer. Right. But you're one of your secret ingredient seems to be some kind of high ticket on the 
back end. Would you agree with that? Or that helps your have that build that wall.  
 
Rob: Yeah, it's a margin game. Right. This is this is arbitrage. We're spending a dollar and we want to 
make four or five, six, ten if we're fortunate and we're trading. And so, yeah, I mean, if you're selling 
only a book, you know, you can't arbitrage that. You can't you can't make a profit advertising to sell a 
book. Now, some people can do it on Amazon ads, but they're never going to do it on the radio or other 



 
 
places. So, you know, look, if this is just about royalties, it's a hard game to play. So you need something 
high ticket on the back end. For me, at that time, it was a combination of done for you services, life 
insurance, financial instruments, annuities, things of that nature, mortgages. And now it's it's we're a 
service business. We ghostwrite, we do book launches. We do guaranteed media, getting people on TV 
and radio. We help with people's funnels, all of that stuff. And these are very hard to do. And so there's 
a there's a high ticket price tag associated with it. So those big margins give you opportunity to make a 
lot of mistakes and still make a lot of money.  
 
Ray: So let's you led me into my next question. I was reaching over to get my copy of published.  
 
Rob: Look at that. You got it. You got it. You're more you got some things tagged in there.  
 
Ray: Oh, yeah. That's I mean, let's go back here. What did Rob say again about that? And, you know, in 
part of that, too, is the you've built a moat, not with the advertising. We talk about that, but they're also 
some of the services. For instance, a lot of people there, they don't need they're not going to go learn 
maybe. OK, the main thing, of course, on getting on media, but for their one book and for their business, 
it doesn't make sense. It makes more sense to get somebody like you that's going to do it for you. So 
somebody that has their book, how can they craft a high ticket item or something that the people it's 
makes much more sense for them to just work with you then to to go try to figure it all out on their own 
or take a course to do it and for for a one off. Yeah, yeah. I mean, if you're gonna write fifteen books this 
year, you might want to learn how to do some of the things that you provide. But if you're doing one, 
why not focus on your expertize.  
 
Rob: Right. Well obviously that's yeah. That's certainly our line of thinking, you know, I mean, it's it's not 
that complicated to come up with a high ticket offer. You just have to think, what is it that your ideal 
client really wants and then give it to. And the more that you can do for them and guarantee a result 
key, then the more you can charge. You know, let's be honest. We work at a broke industry.  
 
Ray: Right? Right.  
 
Rob: I mean I mean, look, you know, so many authors are broke and dreamers and you're listening. You 
probably know. That's right. And so, you know, look, I want to give and serve them as much as possible, 
but here's my way of serving them. I give you all of my knowledge and wealth of resources for free. Just 
cover the shipping charge of seven ninety five. Right. Can't do better than that. However, there's a one 
percent, two percent, four percent, whatever the number is that our business owners or coaches or 
consultants or speakers or experts, entrepreneurs that say, you know what, I don't have any time to to 
learn how to do this. I just want to write a check to someone and have you do it for me. So, you know, I 
mean, I may have to, like, throw a big net out and and catch one hundred fish. And if we're in a fishing 
competition, you know, you have a certain size fish that you're allowed to keep. Right. And there may 



 
 
only be four or five or six of those fish that I can keep. And the other ninety five, they get to go back and 
swim around them and live their lives and hopefully learn. Right. But those five or six make everything 
worthwhile. And that's what a high ticket does for you. And so it's not complicated, but you have to be 
willing to do that. And I have lots of people that tell me, man, Rob, I mean, it's how do you do it? I 
manage a dozen writers. Half a dozen editors, proofreaders, formatters designers. That's a lot of work, 
you know, right? I mean, margins get shrunk down even when there's big write, even when there's big 
fees. But but I just love I just love that done for you business. I feel like, man, we're handing we're 
handing like magic to people. It's like building a Ferrari and built Ferrari, like, you know, I mean, imagine 
working in the Ferrari shop and I just watch Ford versus Ferrari. I don't know why I waited so long. I'm 
such a Ferrari lover and oh man, what a great movie. But it showed him like hand building the motor. 
And it's like that's what the book is. You're you have this Ferrari sitting in your garage and most people 
are just walking by it every day and not doing anything with it, taking the bus while they have a Ferrari in 
the garage or don't like do something. Anyway, I appreciate again.  
 
Ray: That's great. I haven't seen it either. Now I'm like, are you going to let me pause this and go get it?  
 
Rob: I'm a car guy. I'm a big love cars and what a great movie. It's a great movie anyway.  
 
Ray: So, OK, people should have a high ticket. It's something that let's talk about how your current 
funnel works just high level. But because you've got some you do the book, you've got a couple of things 
in there that let's just chat through that real quick. And then ultimately everything leads to one place.  
 
Rob: Yeah, we have courses and I do live coaching call every Tuesday, which was today at noon Pacific. 
And so we sell what we call BSP University and other things. But all of that is really pointing towards are 
done for you services. So our funnel is simple. We offer the book for free. You can buy it on Amazon for 
twenty four, ninety five. And it sells almost every day on Amazon for that which is great, like the 
royalties there. But I offered for free, you just have to pay seven dollars and ninety five cents to have it 
shipped to you. So it's still a bargain compared to what you could get it for an Amazon. It's a third of the 
cost and and after that you become somebody that to us is very, very valuable. You become somebody 
that was serious enough to take their wallet out of their pocket and type in a credit card and say, I am 
serious enough about this to give you seven dollars. Ninety five cents. That's way more valuable than 
someone giving you an email address for free PDF, way more valuable. In fact, it's about 15, 16 times 
more valuable, real numbers to our company than an email. And we still do both. We still do PDF stuff. 
We still do Google ads that that go to directly to a strategy session at work. We still do lots of other 
types of marketing, but the most valuable is through the book funnel. After they pay the seven ninety 
five, they're offered a couple of different things. We try to think what could they really use? We offer 
what we call a Kickstarter, a short Kickstarter program which teaches them how one of my clients use 
nothing but a cover of a book on Kickstarter to raise fifty two thousand dollars. And basically we walk 
through her case study and show people how to do that. That's thirty seven dollars and about one out of 



 
 
five people upgrade and pay me an extra thirty seven bucks right there for me. Thank you very much. I 
appreciate every dollar I do after that is the first up sell which is forty seven dollars and that's the audio 
version of the book and and a six pretty detailed course, six video course breakdown. I used to do a lot 
of live events two years ago. I did eight of them in one year, which for us is a lot. I haven't done one 
since, but I video all those events and there's, there's eight main sessions and I took the six best ones 
and I, I basically called that the core. So I repurposed this, these live trainings into a course we charge. 
Forty seven for that. And that about again one out of five people take that as well. That's another forty 
seven dollars. And the last financial upsell is two hundred ninety seven dollars and that's one year of 
university, which gives them access to me on live coaching calls and every Tuesday group calls. And then 
what we most want is the last page and then an email autoresponder series and then retargeting on 
Facebook. We asked them if they would like to do a one on one call with one of our author coaches and 
find out if we can help you with what your dream is. And I don't do any of those calls. Those calls. I have 
three team members that are my author development coaches that do those calls. And my job is to 
keep them booked and keep them going to to close high ticket deals that range from a low of about 
eight thousand up to our biggest client. One hundred and fifty thousand, which that's a great client. I 
know sexy. We don't get many of those, but we love everyone that we get and and everything in 
between. As far as the done free stuff, that's the whole.  
 
Ray: Yes. On your high ticket, I think you mentioned the fourth, but is there some kind of. So there's 
some. It's like if I want to do a book I got here, if I want to do launch, I got here if I want to do a media 
campaign and I can pick and choose. And that's something you discuss.  
 
Rob: Yeah, yeah. Every now and again will have people that get on the call with one of our coaches. I'm 
thinking of this fresh in my mind because it just happened this morning. One of my coaches told me and 
says, look, just send me a proposal. Just send me just send me your deal. And my coach is like, I don't 
even know what you need. I don't even know what you want. How can I send you an offer so that that 
call is a consultative sales call. But it's there's no hard closing or anything. It's it's. What do you mean? If 
your book is written, then you don't need us to write a book for you. If it's already published and you 
don't need us to publish it, maybe you need us to launch the book or maybe you want to get on TV and 
you need our PR team to get you on TV, or maybe you need help monetizing it and building out a funnel 
or so we you know, it's a discovery call. What do you need? What do you want help with? And can we 
actually help you with that thing? And if we can, here's here's the number and does it work for you? And 
every now and again? Well, people that want to negotiate hard with us, it is funny how people are. And 
and just this morning, I had a wonderful person that that was referred to me and she's negotiating. I'm 
like, look, this is a price I don't want to tell you. Like, I'm like I love referrals and we love referrals. But 
you know what? I've got 10 or 15 more applications sitting on my desk from today alone that my other 
coaches are going to take and we're going to get a couple of clients out of that. And the same is true 
tomorrow and the next day and the next day, you know what I mean? So you never have to sweat. 
Where is the next deal coming from? So I got a I got to give away the shop or the client is always right 



 
 
boloney, which of course a client isn't always right or people. And they make mistakes just like we did. 
We own our mistakes. But I mean, you don't have to beg. You can you can maintain who you are in 
integrity, love. People do the job for people guarantee your result, but you don't have to have the hat in 
hand begging for the next deal.  
 
Ray: So here's so if if someone just starting out. So we've got people on here that are that may be 
checking this out because they want to see the final. What can I do before I even start writing? That's 
one person that's great. They're learning a ton of stuff ahead of time. That's the type of person I like. 
Can I even hit Best Seller? Can I even make money before I start writing the book? That's kind of how I 
was. But let's see some of these some of these on here that got the book and they're considering a high 
ticket. And I think this is where people get stuck. It's like, OK, I don't even know what to offer when I can 
charge. Did you do any of the consultative sales calls to help you craft your offer? I mean, so when you 
started I mean, you get the lady called the office and you got six thousand dollars on the life after debt. 
Did you already have the offer? Can you do some things like take set up this consulting funnel basically 
and start crafting your offer based on feedback you're getting on those calls if somebody starting out 
trying to figure this out.  
 
Rob: Yeah, yeah. One hundred percent. So so ultimately it all comes back to what do you really do to 
make money. Right. Like I didn't have to craft an offer with life after debt because I had a real business 
that sold financial products. Right. So what I needed was leads to sell financial products. If you're a 
roofer, you're not having to craft an offer. You do roofs and only use as an example, because one of our 
publicists just put on my desk. We did a book for we've done books for roofers, contractors, plumbers, 
you name it. Why? Because they want more roofing clients. He has an eight figure roofing business and 
he wants more roofing clients. And he's using his book to educate and attract roofing clients. And so, 
you know, he doesn't need to come up with an author offer. Right. He just wants more roofing clients. 
The people that need to come up with an offer are generally those that are like in the coaching or 
consulting space. Right. Which are 40 percent of our clients. So we see that a lot. In that case, let me be 
honest. You need a business for a book to work with, right? Like if you don't have a business yet, you 
might want to do that before you do a book. Now, of course, someone will say, well, you did a book to 
start your business. And I did. But the but there is I had a business that had a monetization strategy. So 
so if you're a financial advisor, let's say you're getting started as a real estate agent or you're getting 
started as a mortgage broker, you're getting started as a chiropractor or a dentist or doctor. You have a 
monetization strategy. You need more patience. You need more people to come in for chiropractic. Your 
book will supercharge all of that for you. If you're a coach and you're like, I don't know what I'm going to 
coach on. I mean, that's harder, right? Because that's someone coming to me and saying, Rob, not only 
do I want you to do my book, I want you to create a business for me. And that's a little bit more difficult. 
So my suggestion is create your business, really know what business you're in, and then the book can 
supercharge your results there.  
 



 
 
Ray: Yeah. Yeah, absolutely. I think a lot of people that you've got, it's just a mind set shift, right? So 
they've they've written their book. They might have there might be a coach already. They've written a 
book now and they haven't linked the two together and they doing this and this. The book supposed to 
make money on the side. But it's really like, hey, look, this is what's bringing people to here. Right. And 
and you're a master at it. That's why I want to talk to you about it, because you've got those the bump in 
the up sell and the products. But that's still not that's not the thing. That's that's not the thing.  
 
Rob: Don't read any of that. Right. Like, why overcomplicate I tell my clients don't don't do everything 
that I'm doing. I had all this content and I have a team that builds this for me in the house. You don't 
have to do it. Don't overcomplicate it. You can just do the book and audio version. That's it. And then 
write to hey, let's talk let's have a coaching call basically. And that is you can you can make seven figures 
simply that way. Not easily, because nothing's easy. Right. You've got to figure out how to close the 
deals and all those things. But the book will give you at bats. It'll give you. And to answer your question 
sort of a question was someone has a book and they're hoping the book is going to make them royalties 
and they have a coaching business that they're making money with and the two are not connected. The 
first question you have to answer is, did I write the correct book me? Like if I wrote my life story, the 
story of Rob, you know, is anybody going to buy that book and want coaching from me? I don't know. 
Like, no, they're not. Let's just say I don't know. Of course they're not. Right. No one. Was there a story, 
Rob? They want to hear their own story, right? They want they want their own solutions, their own 
answers to their questions. So you have to ask that I write the correct book. And if you did write the 
correct book, then you'd have to make sure it's title so that the person that that sees it goes, oh, this guy 
gets me, this gal gets me. And I want this book because it'll help me now there in your funnel and you 
can take them down that path.  
 
Ray: That's a great point. It's kind of I've seen it as a recurring theme here, like in book profit school. 
People I've been talking to is like make sure you you're thinking as a business person. Make sure you're 
thinking as the reader in the book. And is that telling people to take that next step? Is that a good 
stepping point to get to your whatever your thing is? And one quick thing I want question. Could you 
explain why you mentioned consultative selling so that there might be people on here that are a little 
nervous about that, that sales car, that consultation, if they're not a coach, but there maybe there they 
can be or they're going to build that or it's going to be part of it. Can you explain that and why that's not 
a it's not a hard sales call.  
 
Rob: Yeah, yeah. I mean, we I train my my author coaches to have the mentality of a doctor. When you 
go into the doctor's office, you know, the doctor ask you some questions, does it hurt here? And she 
pokes you there. Does it hurt here? And she twists that a little bit. Right. She sticks a needle in your arm. 
You know, she's she's testing because you came to her because there's something wrong. And so you 
have to have a medical professionals perspective. And then at the end of it, the doctor says, well, you 
know, I have some news for you. Right? You have cancer. Oh, my gosh. We caught it early. This is the 



 
 
program that'll fix it. You may go. OK, well, I'd like a second opinion or or whatever, but for the most 
part, she's not hard selling you on anything, you know what I mean? Like, she's like you got cancer, 
dude. You need to do something. You're not going to get better without making some changes. And so 
our constant of calls, the same thing. I mean, we consider that every single person that came to us has a 
problem and they're wondering if we can help them fix it. And so we're asking questions. And if and if 
they make out that everything's great, we hang out and we don't hang up on them, but we're like, 
terrific, great. How can we help? What can we do for you? And some people are like that. They don't 
want to show a crack. But why would you go to a doctor's office, be like, I feel better? No, I mean, you 
could go for a checkup, right? But you go on because there's most of the time. And so so think of a 
consultative sales call as a discovery call where you're looking for what their needs are and you're trying 
to ascertain if you can help them.  
 
Ray: I like that analogy. They're one of the last things I want to ask you is there's going to be a lot of 
people that want to take the next step as far as other media and be thinking that's a really hard to do. 
And I'm going to suggest that you've got a book on that. But show, I think because I think we tend to 
think, well, I'm going to wait till I get this other level of success before I start applying to media or even 
podcast. But how about getting on TV or radio? What should people be thinking and what can they do 
to move forward if that's something that interest them?  
 
Rob: Yeah, well, I hope people are thinking that media is a great opportunity. It's great for a couple of 
reasons. Number one, media build your credibility and authority. The fact that you have a book and a 
best selling book makes you more credible than nine out of ten people in your space, no matter what 
your space is anyway. But add to that that you've appeared on TV or radio or podcast, print, etc. It really 
blows up your credibility even more. So you. Always want to keep all that material, you want to 
repurpose it, et cetera. That's number one. Number two is you do make money for media, but you have 
to choose the right media. The reason that I made money on radio and I've tested my offer on radio, by 
the way, I've spent tens of thousands of dollars trying to make my book offer work on radio, just don't 
work. And the reason it doesn't work is because my book offer is not a mass market offer and radio is 
still a mass market device media. And so if you are a financial services person or you deal with money or 
anything, health, fitness, you want to be on mass media, TV, radio, etc., because there are more likely 
people that are watching that they want to pay you money right now. So you have to consider a couple 
of things. One is we suggest to all our clients they should all be on TV and radio for the authority, but 
they might not make any money from it directly, meaning no one's going to call the TV station and say, 
hey, I just saw Ray, I want to give him some money.  
 
Ray: Probably not a man I know.  
 
Rob: Well, maybe, though, you might you might want to try it, but I've been on TV a lot and I use the TV 
for authority purposes. I've never had somebody call in because they saw me on TV, except if I've 



 
 
repurposed on social media. But I don't want to go down that rabbit hole. However, where have I made 
money? Well, you have to find where your audience is. So I do a lot of podcasts, at least three a month. I 
do some print stuff, blogs, et cetera, because people have brought together an audience of those that 
are my ideal clients. For the most part, they're not watching TV, but they are on this podcast. And so I 
want to be on that podcast. So if you think like that and you have an offer at the end, right. Go to w w w 
dot, whatever published pro profit dot com, get my free book, then that is going to take people into 
your funnel from the podcast, the blog, the print, the fill in the blank. We always recommend TV and 
radio for the authority because if you've been on those media, they're still looked at as that's a big deal. 
That's hard to do. But the real money when you're in a niche like me, like you, is podcasts, blogs, print, 
that kind of thing. That makes sense.  
 
Ray: That's that's great info. OK, so let's talk about someone. Watch this. They're pumped. They're 
amazed. They've published it. So they published a best seller. They like the high ticket idea. What's the 
very first thing they should do when they get off watching this session?  
 
Rob: Does this person have a business and they have something that they can offer or tell me a little bit?  
 
Ray: Got to give you details of something. All right. So, yeah, they've got their let's say their maybe their 
life coach. And they taught some kind of the book is about life values and success habits or something of 
that nature. And they haven't really they haven't thought it through. So they haven't plugged the two 
together. What's the first thing they should think about doing?  
 
Rob: Well, the first thing is, is making sure that the two are congruent. Right. Like think about the 
conversation that's going on in your client's head right now. And does my book title stimulate them to 
want to get a copy of it? If the answer is no, then then you've got to figure that out right away. If your 
book doesn't answer questions for them, that it's not the right book. Right. So you need to write the 
correct book. So let's say that they've written the correct book and let's say they have the right title that 
appeals to their ideal customer. If I were starting like I did back in two thousnd eight in two thousand 
nine with a book and not with a big budget, I did it with radio. At that time, I would still try to do some 
media free media like podcasts, blogs, etc. But the first thing I would do is I would go on LinkedIn. I'd 
make sure that I got a rock and LinkedIn profile and I would make sure that I have an offer that I can 
communicate in a very powerful way. And I wouldn't spam people on LinkedIn like so many, do they? 
They say a few sentences just so they can say go to my watch my webinar or or let's schedule an 
appointment. I wouldn't do any of that. I'd offer my book for free, just like I did on the radio. I'd say let's 
say I targeted somebody that let's say I wanted to do speaking engagements to get in front of my ideal 
client and sell something. I'd look for people that had organizations or associations or conferences on 
LinkedIn. I'd find them, I'd friend them, communicate to them, and I'd say, hey, I heard you have a 
conference coming up on this subject matter. I wrote a book, a best selling book on that subject. I'd love 
to send you a copy for free. Give me your mailing address. I won't bother you. I just want to send it to 



 
 
you. And I would find five people a day like that to give my book away to if it wasn't a speaking 
engagement, if it was a person that I could help, let's say I was a corporate culture coach. Right. I, I help 
with corporate culture and employee issues and things of that matter. And I wrote a book on that 
subject matter. I have a number of clients that have I'd say, go find the C Suite executives of companies 
in the size range that you focus on. Right. Ten million to fifty million. Fifty million to one hundred million. 
One hundred million to two fifty whatever. Find the right. And there are hundreds, thousands of 
companies like that that are represented on LinkedIn, and you could just message five of those every 
single day with nothing more than a you know, I see that you run this organization. I work with 
organizations like this, this and this, which are similar to yours. Love to give you a copy of my free book. 
What? Your mailing address. I'll send it to you. I don't want to bother you. Just want to give it to you. I 
think I think you'll love it. That's it. And that will position you as an authority. Position you as a giver. And 
that's going to start the conversation going. And when you do this with five people a day, I guarantee 
you you're going to have one of those five that give you an address and you're going to have one of 
those five or six or 10 a week. You're going to have one or two or three of them that you start a 
conversation with. And every one of these can then lead to once you built that relationship, a 
consultative sales call and an opportunity to close, you won't have to spend a dime. You just have to 
spend your time, which is more valuable than money. But but if you don't have the money, then you've 
got to invest. That's where I'd start if I had to do it all over again.  
 
Ray: And that was that's awesome. I'm scribbling down notes here for my creating a little checklist for 
myself. So this is this is awesome. So let's talk about this. What there's obviously going to be if you want 
to get in touch with you, you've got a couple. I mean, obviously, if somebody if you haven't read this, 
they should write your PR book. I mean, where's the best place they can go? I guess that's the question.  
 
Rob: Yeah. I mean, the best places, if they haven't gotten that, it's publish promote profit dot com, just 
like the title publish promote profit dotcom is free, but it's seven dollars and ninety five cents for 
shipping. I've already told you what the up sell opportunities are, so you can just skip those if you want. 
And you already know what's going to happen. If you fill an application, you're going to talk to one of my 
author development coaches. There's no hard close, but there's questions and there's real help and 
coaching that's given. And that's the best place to begin to learn a little bit about me and what we do. 
And if you just want to do this yourself, it's totally fine. I give everything in the book. I mean, I don't hold 
back. There's no reason to hold back because my client isn't somebody that wants to do it. My client is 
someone that reads it and goes, man, that's a lot of work. Can I just pay you to do it? That's cool. That's 
who my client is. So so I give everything away. There's no like I tell half the story and the other half is 
only for paying customers. No. You're paying for if you bought the book.  
 
Ray: Right. I mean they're paying for the the service. That's what's great. It's the doctor prescription on 
the call. I mean it's that's the same as I do. It's like here's what I would do. If you want me to do it for 



 
 
you, great. That's what I do. And they can get on that call. And just to talk about the PR to. Right, 
because I think a lot of people want that. 
 
Rob: If they want PR, we do that if they want to a book launch or help there or whatever. One hundred 
percent, whatever someone is looking for surrounding the book and profiting from it, we can certainly 
help them with that.  
 
Ray: And you've got a list of so through one of those offers and the book's still out there somewhere. 
Right.  
 
Rob: Or yeah. I don't have a standalone PR book, but we have standalone PR trainings that I that I be 
there at some point.  
 
Ray: I got a list from you, from one of your purchases are options. So anyway, you've you've got the 
you've got like every TV or radio station in the country, the primary ones, you've got lists and you've got 
connections and all that. So it makes sense if you want to pursue that. That makes a lot of sense to me. 
 
Rob: And you should. It's a great feather in your cap to to be an author and to be on TV and radio. And 
and if you have a great offer on the back end of that, you'll make money.  
 
Ray: And if you're someone like me who's got a face for radio, then you just do the radio program.  
 
Rob: That's what I did.  
 
Ray: All right. Well, I appreciate so awesome stuff. And publish promote profit dot com. You can get the 
book and it's awesome. And if you do that and you email me I'll tell you where my bookmark is if you 
want to mark yours the same way, everybody. But Rob, pleasure as always. It's been awesome. There's 
multiple I mean, really, we could split this into like three different training sessions. We won't. But yeah. 
I appreciate all your time today. It's the blast, as usual. And thanks for watching, everybody. Thanks, 
Rob.  
 
Rob: Thank you. Thanks, brother.  
 
Ray: And we will talk to you all soon. Oh, my gosh, I didn't hit the record button.  
 
Rob: You're kidding.  
 
Ray: Gotcha. Yeah, I almost stopped recording, but that's my dad joke that I'm doing now at the end of 
every session. He didn't fall for it at all, folks. All right. Take it easy. We'll see y'all later.  



 
 
Ray: Hey everybody. Thanks for joining me on this episode of Book Profit Secrets. You know, Abraham 
Lincoln once said if he had six hours to chop down a tree, you would spend the first four sharpening his 
ax. That's what this podcast is meant to do. That's also what we do on our site, our companion site, Ray 
dot FM. Check us out there and sharpen your ax, increase your influence, income and audience. We'll 
see you next time. 


