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You need a point of difference, something 
more than just another flash website or 
1,000 likes. Like in a job interview when 
an employer asks you what makes you 
different to all the other candidates, your 
potential customers and partners are 
looking for what makes you different to 
everyone else in your field. 

And what better way to stand out from 
the crowd than by becoming a published 
author? 

Read on for the 10 reasons why every 
entrepreneur should get published.

Introduction

The entrepreneurial market is getting 
busier and busier, with more people 
freelancing, consulting and building 
small businesses than ever before 
with nothing more than an internet 
connection.

But, while the internet is a great tool to 
launch your business, everyone else is 
using it too. We know you’ve seen them 
posting about their next promotion on 
Facebook, Twitter and YouTube. So in 
a world where everyone is marketing 
in the same way, and there are more 
people in the market than ever before, 
how can you get noticed?
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A book will do just that. A book earns you in-
stant expert status and establishes you as a 
legitimate authority in your industry. After 
all, while anyone can bluff their way through 
a blog post, the media, potential clients and 
potential partners all recognise that you need 
knowledge and real-world experience to write 
a book, and will consider you an authority 
once you’re published.

Anyone can pretend to be anything online, 
so how do you show that you’re the real 
deal, rather than some other hack who hap-
pens to have a website?

When everyone else is claiming to have the 
same skills, qualifications and experience, 
you need something more to stand out.

I have 14 years of experience both buying 
and selling property for 100s of clients. As an 
industry award nominated Buyer Agent and 
Accredited Property Investment Advisor, I have 
time and time again crossed paths with clients 
who have made poor property investment 
decisions, costing them tens of thousands of 
dollars. 

I wrote my book to warn investors about 
the sophisticated methods in which poor 
performing property is sold and to teach them 
how to invest like experts.

As a published author, I now blog regularly 
for property and finance magazines and 
have been called a “property expert” by the 
mainstream media. As an expert, I have been 
featured on 3AW, Domain, The Age, Australian 
Property Investor magazine, Property Observer 
online, Real Estate Talk radio, Smart Property 
Investment magazine, realestate.com.au, The 
New Daily, 4BC News talk and Curtin FM radio.’ 

– Miriam Sandkhuler, Buyer Agent 

and Author, Property Prosperity
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Become an 
instant expert



Generate
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The issue here isn’t that these people are not a 
match for the free offer. In fact, the free offer 
could be exactly what they need to solve their 
problem!

The issue is that they haven’t been presold.
By contrast, once someone starts reading your 
book, they recognise your credibility. They 
discover what makes you different to everyone 
else. They find out what works and what 
doesn’t. They realise the value you can provide. 
Then, when you give them the opportunity to 
develop an ongoing relationship with a free 
offer, they’re more likely to take it.

Everyone has some offer they’re trying to 
market on Facebook, Twitter and YouTube. 
A free ebook, a video series, an introductory 
course or even a free coaching session – all 
designed to generate new leads.

The problem with this is that everyone is 
doing it. Your ideal clients are becoming 
more and more wary about submitting 
their email addresses for ‘free’ information, 
because they know that ‘free’ is code for ‘this 
person wants to sell me something’.

‘I have been using my book as a marketing tool 

whenever I meet a new client. I have had a 100% 

success rate of winning my jobs just by handing 

it over in the initial meeting with a client. They 

read my book, get a sense of who I am, how I 

came to be in business, and it makes me more 

human to them (rather than someone who is 

charging them money for a piece of work).

I’ve also used it to raise my management fees 

and have had feedback from every client with 

the terms – “You are worth every penny!”’ 

– Llew Dowley, Online Content Writer and 

Author, Crazy Mummy Syndrome
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more stressed, and before long you start 
questioning whether this business ‘thing’ is 
all it’s cracked up to be.

Instead, you need to start charging more 
for the hours you do work, so you don’t 
have to work so many. 

Publishing a book will allow you to do 
that. People pay more to work with known 
experts, and writing a book establishes you 
as one.

Business ramps up and suddenly you’re 
working into the night, staying in on 
weekends and you don’t remember the last 
time you had a social life. Then you try to 
slow down or take a break, but the money 
starts running out and you find yourself 
having to hustle to ramp things up again … 
sound familiar?

You’re stuck trading hours for dollars, and 
the only way to increase your profit is to 
work more hours. You start working harder 
and harder, you have less time, you get 

‘I self-published my book in April 2014, and in 

the past few months I have used the book to 

generate new leads as well as using it as a bonus 

for my two-day workshops. Over a period of five 

months I have distributed 500 print copies and 

have had over 1,000 downloads on Amazon. 

I have reached Number 1 Bestseller status on 

Amazon in both the Small Business Category 

and the Health & Wellbeing Category. 

Having a book has certainly given me more 

credibility and it allows potential clients to get 

a clearer idea of what I do. This makes it a lot 

easier to sell my services for a higher rate.’ 

 – Angela Counsel, Lifestyle Coach, Speaker 

and Author, Secret Mums Business



Smooth your sales 
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‘My book is now a part of my sales pitch 

and it means that I’m now the expert in my 

field. Writing a book gives you that instant 

credibility with people. It makes selling my 

product and services a lot easier because 

I’ve got a level of credibility.

One of the terrific things that I found as 

a result of writing the book is that I’ve 

been asked to be a keynote speaker at a 

number of events – Darren Finkelstein is 

now “The Boat Guy”. What that means is 

that people want to hear my opinion, and 

people are paying me to hear my opinion!’ 

– Darren Finkelstein, Entrepreneur and 

Author, Honey, Let’s Buy a Boat!

sales process. And, rather than working to 
convince your prospects of your value and 
holding their hand every step of the way, 
simply give them your book to read.

This way you answer their pre-sale 
questions, they learn about you and the 
way you work, they’re honoured and 
excited to have been given a free book 
by you … and when they come back, their 
credit cards are ready, all for the $5–$10 
cost of that book.

How much time do you waste on enquiries 
and quote requests that lead nowhere? 

How much of your effort and expertise goes 
into these enquiries through free samples of 
your work, evaluations and consultations?

How many chargeable hours is this costing you?

You need to qualify potential customers 
before they even walk in your door, so that 
those you do speak to are ready to work with 
you, even before they’ve heard your pitch.
Instead, your book can become your new 



Do the work 
you love

09info@grammarfactory.com

R
EA

SO
N

 N
O

. 5

‘Since I published my book I have found that 

my target audience actually understand 

what I deliver and it has given me a lot 

more creditability and reach. I have more 

referrals coming from professionals 

advising their clients that they should 

meet with me. I’ve also engaged with CPA 

Australia who is looking at involving me 

with their discussion groups within the 

CPA member base.  

Overall business has picked up and people 

are engaging me for the work I want to do, 

rather than treating me as a generalist 

professional advisor.’ 

– Warren Otter, Mergers and Acquisitions 

Advisor, Crank It UP

But what if you had a salesman in the 
market 24/7, not only telling your ideal 
clients about what you can do, but about 
what you’re passionate about, what 
stimulates you, and where you provide 
the most value. Don’t you think you’d 
get far more qualified leads who were 
interested in that specific offering, and 
were willing to pay top dollar to get it?

Your book is that salesman.

You’ve decided on a clear niche and 
service offering. You know how important 
your work is. And then someone asks, 
‘Actually, can you help with this instead?’

So many entrepreneurs get caught in the 
trap of doing what they can do rather 
than what they want to do, that it’s easy 
to forget about why they started their 
businesses in the first place.



Connect with 
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‘Three weeks ago I donated some of my books 
to a business function as a giveaway. I got a 
phone call the next day and they said, “we saw 
your book at this function – we’ve been looking 
for someone to relaunch our brand for months 
and we haven’t been able to find anyone.”
 
And this company is the biggest bake ware 
company in Australia! I’m in negotiations with 
them to not only relaunch their brand, but to 
also have a great ongoing relationship with 
them through my company, BakeClub.

If I hadn’t written my book, that opportunity 
would never have come along. It is an incredible 
powerful tool for selling yourself to potential 
partners and potential sponsors.’ 

– Anneka Manning, Home Economist and 

Author, Bake, Eat, Love

accountant, life coach, naturopath or 
[insert your profession here] out there, 
then why should they choose you?

A book helps you make these strategic 
connections. Everyone wants to be 
associated with an author – it boosts 
their own brand and credibility. From 
your perspective, it gives you the ability to 
leverage their brand, their audience, and 
their knowledge.

If you’ve been doing the same thing for 
years without making any headway, then 
you aren’t connecting with the right people. 
After all, opportunities come through 
people, so the more influencers you reach, 
the more opportunities there will be for you 
and your business.

The challenge is convincing them to 
collaborate with you. After all, if you’re 
just like every other financial planner, 



Land speaking 
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‘Already it’s been quite incredible and I still 
haven’t done a full media launch. Even just 
having done a soft launch, the impact on my 
business has been quite incredible and how 
quickly that impact has come through has been 
quite incredible too.

Recently I had the head of innovation at one of 
the world’s biggest brands ask for my input on 
the agenda for his next global conference. I’ve 
been constantly speaking over the last couple 
of months right around Australia, and I recently 
booked my first international conference.

It’s been quite incredible, the doors that are 
opening and the conversations that are 
happening, and how it’s shaping my whole 
business.’ – Jenny Vandyke, Innovation Expert and 

Author, The Innovation Recipe

get hired for more speaking engage-
ments?

Fortunately, conferences, seminars, 
workshops and galas are all looking for 
experts who can inspire and educate 
their audiences. All you need to do is 
prove that you’re an expert.

Your book will do that for you. 

Speaking engagements are a fantastic 
way to grow your business – being on 
stage gives you instant credibility, you are 
endorsed by the association that engaged 
you, and you have a room of hundreds 
(even thousands) of your target market 
hanging on your every word.

What better opportunity to sell your 
products and services, invite people to 
join your list, find strategic partners, and 
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‘A book is the best business card a business 

owner can have. It definitely gives you credibility 

and with that comes the confidence to share 

with everyone your best thinking.

Managing money is a topical issue and having 

a book in this area has driven several media 

opportunities, including features on Studio 10, 

Channel 7 News and The Project.  I have also 

written articles for The Australian, The Adviser, 

Pro Bono Australia and Motherpedia.

These were all because I added “Published 

Author” to my title. ’

– Robert Bihar, Finance Professional and 

Author, Don’t Eat the Marshmallow

But once you add ‘Author’ to your title, 
everything changes. Suddenly you stand 
out from the crowd. Suddenly you have 
something to say. Suddenly you are a 
recognised expert.

Being an author makes you credible, 
and reporters love interviewing credible, 
recognised experts for their stories, 
whether it’s radio, TV, print or online.

Most entrepreneurs dream about being 
on national television, having their work 
featured in industry publications and being 
profiled in BRW.

Unfortunately, most entrepreneurs never 
get there. Why? Because, outside of their 
existing client base, no one knows who 
they are. And if no one knows who you 
are, you need a pretty compelling reason 
to get media coverage. Yes, you have your 
qualifications and experience, but so does 
everyone else in your field. 
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Make a 
difference

So many entrepreneurs want to change 
the world, but one-on-one work can only 
spread so far. And while social media can 
help get your message out there, there’s 
only so much you can fit in a status update, 
video or tweet before your viewers tune out 
(or Twitter cuts you off!).

A book gives you leverage. A book allows 
you to campaign for what you believe 
without having to personally talk to every 
individual. A book empowers you to share 
your knowledge beyond one-on-one 
sessions. A book allows you to make a far 
greater difference than you could on your 
own, with just twenty-four hours in a day.

In early 2014 I read a book called The Promise 
of a Pencil by Adam Braun. In this book he 
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writes about how he wanted to make a 
difference in the word, and describes how 
his charity, Pencils of Promise, evolved 
from the simple act of giving a boy a 
pencil on the streets of India.

On the other side of the world I read 
his book, having never heard of Pencils 
of Promise before. By the end of it I’d 
committed to donating 10% of Grammar 
Factory’s revenue to Pencils of Promise to 
build a school in a country in need.

While we still have some way to go, this 
is an example of how much power your 
book can have. 

Without having ever met Adam, he’d 
recruited me to his cause. And you can do 
the same for your readers.
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AND THE NUMBER ONE REASON yOU SHOULD GET 
PUBLISHED IS BECAUSE yOU GET TO WORk WITH US!

Work with Grammar Factory!

The thing is, even if you now understand 
all of the reasons why you should write 
a book, like many of the entrepreneurs 
we work with, you might not know where 
to start.

That’s where we come in – we help 
entrepreneurs write awesome books.

We’re degree-qualified editors who have 
worked with clients in Australia, the US 
and Europe, and we can turn your idea 
to a publishable manuscript. 

In short, we make
you sound
awesome 
in print.

Check out our ultimate guide to writing 

an awesome book

grammarfactory.com/awesome-book-guide

READY TO  
GET STARTED?
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Our Your Book Blueprint workshops create a 
plan for your book so detailed your book will 
write itself.

And unlike most of the editors you’ll find 
online who just offer a human spell-check 
service, our editing services will overhaul 
your structure, content, tone and language 
to make your book as compelling, coherent 
and credible as it can be.

And, if you don’t have the time or desire to 
write a book yourself, our do-it-for-you ghost 
writing services will give you a high-quality 
book worthy of an industry authority with 
just 10-12 hours of your time.
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I am so excited to be reading my book and what’s great is that it actually 
make sense now. You have helped bring my concepts together so that they 
flow to deliver the message and fill in some serious gaps. It’s great that you 
understand this concept; your input is beyond words. Thank you so much!

Lidia Georgy, Coach and Author, What about now?

I have taken 18 months to write a book about a subject I knew very well.  
At the end I was worried that I had not got my message across.  I had 
the book edited by another cheaper editor, but was left feeling uncertain.  
They really were just spell checkers and grammar hounds.  When it came 
back from the original editor, I still had fears that the book was not telling 
the story I wanted.  Enter Grammar Factory…

Jacqui at Grammar Factory took my “baby” and developed it into a 
responsible teenager, turning it into a book I was proud of and one that 
I am now sure will give my readers what they expect.  Jacqui’s working 
method was quick and she was always mindful to encapsulate “me” in the 
book and encouraged me to continue in my unique writing style. I would 
definitely use her services again.

Elizabeth Gillam, Franchisee Success Coach and Author, 
Would you like profits with that?

After writing my initial book I realised I’d written from my head and 
not my heart and didn’t want to publish it. I then created two new 
book ideas but was stuck on which one to start on. The Your Book 
Blueprint session allowed me to see how the two ideas worked 
together and the suggested outline made total sense. Now I have a 
plan that lights me up and has given me the confidence to write that 
book that really matters to me.

Natasha Vanzetti, Author, Speaker, Educator

What others are saying



Contact us

Social media

Free resources

www.grammarfactory.com

info@grammarfactory.com

 facebook.com/GrammarFactory

linkedin.com/in/jacquipretty

twitter.com/JacquiPretty

Access our ultimate guide to writing an awesome book, including:

    Free webinar – How to write your book in 7 days

    Free webinar – 7 steps to self-publish your book

    Free interview series – Entrepreneur to author

www.grammarfactory.com/awesome-book-guide/


