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Open Office Hours with Debbie 
In which I discuss how the usefulness of your book idea to readers can help you choose a title 
and shape your outline, clarity and procrastination, quick ideas to bake marketing into your 
book and tips for self-editing. 
 
Debbie:	
   This	
   is	
   Debbie	
   Weil,	
   welcome	
   everyone	
   –	
   this	
   is	
   Open	
   Office	
   Hours	
   for	
   Beta	
  

Author	
   Boost.	
   I'm	
   going	
   to	
   talk	
   for	
   a	
   few	
  minutes	
   about	
   your	
  writing	
   process,	
  
then	
   self-­‐editing	
   tips,	
   then	
   I	
   look	
   forward	
   to	
   questions	
   from	
   anyone	
   who	
   is	
  
listening	
  live.	
   

 
	
   Step	
  1:	
  Your	
  Book	
  Idea	
  
	
  

Step	
  one,	
  as	
  you	
  all	
  know,	
  we've	
  spent	
  a	
  good	
  bit	
  of	
  time	
  figuring	
  out	
  your	
  book	
  
idea.	
  What	
  I	
  keep	
  hammering	
  away	
  at	
  is	
  “what	
  is	
  your	
  best	
  book	
  idea?”	
  This	
  is	
  so	
  
important	
  because	
  your	
  best	
  book	
  idea	
  is	
  the	
  one	
  that	
  offers	
  the	
  most	
  value	
  for	
  
your	
  reader.	
  That	
  will	
  be	
  expressed	
  both	
  in	
  the	
  content	
  of	
  the	
  book	
  and,	
  ideally,	
  
the	
  title.	
   

 
	
   I	
  keep	
  borrowing	
  this	
  phrase:	
  “How	
  can	
  you	
  be	
  relentlessly	
  useful?”	
  Even	
  though	
  

the	
   book	
   will	
   showcase	
   who	
   you	
   are	
   and	
   your	
   personality,	
   the	
   purposes	
   of	
   a	
  
useful	
  eBook	
  is	
  to	
  be	
  relentlessly	
  useful.	
  Your	
  book	
  idea	
  needs	
  to	
  be	
  specific	
  and	
  
clear	
  enough	
  to	
  capture	
  the	
  reader's	
  attention.	
   

 
	
   Choosing	
  a	
  title	
  can	
  help	
  you	
  capture	
  that	
  value.	
   In	
  the	
  title	
   itself,	
  you	
  need	
  to	
  

make	
   it	
   clear	
  what	
   the	
   reader	
  will	
  get	
  by	
   reading	
  your	
  book.	
  This	
   step	
   is	
   really	
  
hard.	
   It	
   can	
   take	
   time	
   turning	
  over	
  what	
   you	
   think	
   the	
   idea	
   should	
  be,	
  digging	
  
through	
  different	
  ideas;	
  I'm	
  not	
  making	
  light	
  of	
  that.	
  	
  

	
  
	
   Step	
  2:	
  How	
  to	
  Organize	
  Your	
  Book	
  Idea 
 
	
   Step	
   two	
   is	
   how	
   to	
   organize	
   your	
   book	
   topic.	
   This	
   is	
   really	
   hard.	
   It	
   essentially	
  

means	
  you	
  have	
  to	
  figure	
  out	
  in	
  what	
  order	
  you	
  can	
  convey	
  your	
  information	
  to	
  
tell	
   a	
   story	
   that	
   is	
   logical	
   and	
  makes	
   it	
   easy	
   for	
   the	
   reader	
   to	
  understand	
  you.	
  
Sometimes	
  it's	
  a	
  ten-­‐step	
  progression	
  that	
  lays	
  out	
  your	
  process	
  or	
  methodology.	
  

	
  
Some	
  of	
  you	
  are	
  working	
  on	
  a	
  novella	
   that	
  conveys	
  an	
   idea	
  through	
  characters	
  
and	
  a	
  story	
  line.	
  Whatever	
  format	
  you	
  choose,	
  you	
  need	
  to	
  be	
  working	
  with	
  an	
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outline	
   that	
   is	
   clear	
   enough	
   that	
   you	
   know	
   where	
   to	
   dump	
   sections	
   of	
   your	
  
rough	
  draft.	
  	
  
 

 Step	
  3:	
  Create	
  one	
  Word	
  doc	
  using	
  styles	
  
	
  
	
   Step	
  three	
  –	
  I	
  recommend	
  you	
  create	
  one	
  big	
  Word	
  document,	
  and	
  use	
  styles	
  to	
  

define	
   your	
   sub-­‐headings;	
   so	
   that	
  when	
   you	
   start	
   to	
   dump	
  out	
   your	
   thoughts,	
  
you	
  can	
  click	
  to	
  the	
  appropriate	
  section	
  and	
  start	
  writing.	
  Even	
  though	
  the	
  idea	
  is	
  
“let	
   it	
   rip”	
  and	
  not	
  to	
  worry	
  about	
  formatting	
  or	
  grammar,	
  the	
  goal	
   is	
   to	
  try	
  to	
  
get	
   as	
  much	
   of	
   a	
   rough	
   draft	
   out	
   so	
   that	
   you	
   have	
   something	
   to	
  work	
  with	
   –	
  
which	
  is	
  where	
  self-­‐editing	
  comes	
  in. 

 
	
   Challenge	
  #1:	
  lack	
  of	
  clarity	
  
	
  

I	
  know	
  there	
  are	
  obstacles	
  we	
  all	
  experience	
  when	
  writing.	
  Chief	
  among	
  them	
  is	
  
the	
  lack	
  of	
  clarity.	
  If	
  you're	
  not	
  clear	
  in	
  your	
  outline,	
  you	
  may	
  waste	
  time	
  in	
  the	
  
dumping	
  out	
  phase.	
  You	
  want	
  to	
  have	
  at	
  least	
  enough	
  of	
  a	
  structure	
  when	
  you're	
  
dumping	
  out	
  so	
  you're	
  creating	
  material	
  you	
  can	
  hopefully	
  use.	
  Lack	
  of	
  clarity	
  is	
  a	
  
problem	
  for	
  many	
  of	
  us	
  –	
  you	
  think	
  the	
  book	
  is	
  about	
  one	
  thing,	
  then	
  you	
  think	
  
about	
  ways	
   you	
   can	
  organize	
   it	
   differently,	
   etc.	
   That's	
  why	
   this	
  process	
   is	
   very	
  
iterative	
  and	
  messy.	
  You	
  sometimes	
  have	
  an	
  outline	
  and	
  start	
   the	
  process	
  and	
  
realize	
  it	
  isn't	
  working.	
  [That’s	
  OK.]	
  

	
  
	
   Challenge	
  #2:	
  procrastination	
  
	
  
	
   Other	
  obstacles	
  we	
  all	
  experience	
  are	
  things	
  like	
  procrastination,	
  writer's	
  block	
  –	
  

having	
  trouble	
  maintaining	
  forward	
  motion.	
  One	
  way	
  to	
  get	
  around	
  that	
   is	
  free	
  
writing,	
   possibly	
   writing	
   a	
   shitty	
   first	
   draft,	
   or	
   just	
   opening	
   a	
   file	
   and	
   writing	
  
whatever	
  comes	
  to	
  mind.	
  You	
  can	
  also	
  meditate,	
  bounce	
  on	
  a	
  ball,	
  go	
  outside	
  for	
  
a	
  walk,	
  or	
  make	
  yourself	
  write	
  one	
  paragraph	
  every	
  day	
  just	
  to	
  keep	
  that	
  forward	
  
motivation	
  going.	
  See	
  Wickedly	
  Effective	
  Writing	
  Tools	
  and	
  Tactics	
  in	
  Module	
  2	
  

	
  
	
   Use	
  me	
  for	
  accountability	
  -­‐	
  !	
  
	
  
	
   Most	
  of	
  you	
  are	
  not	
  using	
  me	
  for	
  accountability.	
  Message	
  me,	
  bug	
  me,	
  ask	
  me	
  

for	
   feedback.	
   Also,	
   ask	
   other	
   Beta	
   Authors	
   on	
   the	
   Facebook	
   page	
   about	
   your	
  
proposed	
  titles.	
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Ways	
  you	
  can	
  bake	
  marketing	
  into	
  your	
  book	
  

	
  
One	
  thing	
  that's	
   fun	
  to	
  do	
   is	
  think	
  about	
  how	
  you	
  can	
  “bake”	
  the	
  marketing	
  of	
  
your	
  book,	
  into	
  your	
  book.	
  Maybe	
  it	
  will	
  work	
  to	
  have	
  a	
  kind	
  of	
  action	
  tip	
  at	
  the	
  
end	
  of	
  every	
  chapter;	
  then	
  maybe	
  you	
  can	
  compile	
  them	
  as	
  a	
  free	
  “teaser”	
  PDF	
  
available	
   on	
   your	
   website	
   to	
   advertise	
   the	
   book.	
   Just	
   think	
   about	
   making	
  
everything	
  that	
  happens	
  in	
  the	
  book	
  lead	
  to	
  the	
  next	
  step	
  –	
  contacting	
  your	
  for	
  
consultation	
  –	
  using	
  the	
  book	
  as	
  a	
  hook	
  for	
  contacting	
  you.	
  

	
  
	
   Tips	
  for	
  self-­‐editing	
  
	
  

Self-­‐editing:	
  for	
  most	
  writers,	
  this	
  is	
  easier	
  than	
  getting	
  the	
  first	
  draft	
  down.	
  Here	
  
are	
  some	
  tips.	
  Take	
  your	
  Word	
  document	
  and	
  print	
  it	
  out	
  –	
  but	
  do	
  so	
  in	
  a	
  bigger	
  
and	
  different	
  font	
  so	
  it	
  'looks	
  like'	
  someone	
  else's	
  document	
  –	
  and	
  get	
  a	
  red	
  pen	
  
or	
  marker	
  and	
  ruthlessly	
  cross	
  out	
  things	
  to	
  remove,	
  make	
  changes,	
  etc.	
  Get	
  rid	
  
of	
   things	
   that	
  are	
   clearly	
  excess.	
  This	
   self-­‐editing	
   is	
   very	
  useful	
   if	
   you	
  ever	
   feel	
  
like	
  you've	
  lost	
  your	
  way,	
  or	
  the	
  organization	
  isn't	
  as	
  good	
  as	
  it	
  can	
  be.	
  	
  
	
  
Another	
  tip:	
  read	
  aloud	
  what	
  you've	
  written.	
  You’ll	
  hear	
  your	
  writing	
  differently	
  
and	
  it	
  will	
  help	
  you	
  revise.	
  	
  

	
  
	
   I'm	
  going	
  to	
  stop	
  there.	
  I’d	
  like	
  to	
  hear	
  from	
  you	
  about	
  your	
  writing	
  process.	
  Jeff,	
  

you're	
  live	
  –	
  tell	
  me	
  about	
  the	
  outline	
  you	
  sent	
  me.	
  Have	
  you	
  done	
  more	
  writing	
  
since	
  the	
  outline?	
  

	
  
	
   Office	
  hours	
  with	
  Jeff	
  Pallister	
  and	
  Rob	
  Moran 
 
Jeff:	
   Sort	
  of.	
  I	
  now	
  have	
  a	
  clear	
  focus,	
  and	
  it	
  has	
  to	
  do	
  with	
  exit	
  planning	
  –	
  how	
  to	
  sell	
  

your	
  business.	
  What	
  I've	
  done	
  is	
  written	
  the	
  questions	
  you	
  need	
  to	
  ask	
  yourself	
  if	
  
you're	
  thinking	
  of	
  selling	
  your	
  business.	
   I	
  have	
  a	
  client	
  who	
  I'm	
  sending	
  this	
  to.	
  
It's	
   real,	
  and	
   I'll	
  get	
   feedback	
  on	
  things	
  to	
  discuss.	
   I'll	
   then	
  draw	
  from	
  that,	
   like	
  
“here	
  are	
  the	
  top	
  10	
  things	
  you	
  need	
  to	
  decide	
  on	
  when	
  selling	
  your	
  business”.	
  	
  

	
  
Debbie:	
   I'm	
  so	
  glad	
  you	
  mentioned	
  that	
  idea	
  of	
  making	
  a	
  list	
  of	
  questions	
  and	
  then	
  having	
  

a	
   colleague	
   look	
   at	
   them.	
   Even	
   in	
   an	
   outline	
   phase,	
   you	
   can	
   solicit	
   this	
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information	
  from	
  “beta	
  readers”.	
  You	
  don't	
  want	
  to	
  send	
  a	
  whole	
   first	
  draft	
   to	
  
someone	
  since	
  all	
  the	
  feedback	
  you	
  get	
  won't	
  be	
  usable.	
  

	
  
Jeff:	
   It	
  was	
  a	
  checklist	
  –	
  “cross	
  this	
  off	
  if	
  you've	
  got	
  it	
  figured	
  out”	
  –	
  more	
  questions	
  to	
  

get	
  them	
  thinking.	
  	
  
	
  
Debbie:	
   It's	
  about	
  where	
  the	
  holes	
  are	
  and	
  what	
  you've	
  left	
  out.	
  I	
  think	
  almost	
  anyone	
  in	
  

the	
  business	
  world	
  could	
  find	
  a	
  client	
  or	
  a	
  colleague	
  to	
  get	
  this	
  kind	
  of	
  feedback	
  
from.	
  	
  

	
  
	
   I	
   was	
   looking	
   at	
   what	
   you	
   sent	
  me,	
   and	
   first	
   I	
   thought	
   the	
   title	
  might	
   be	
   too	
  

vague:	
  “Building	
  a	
  World-­‐Class	
  Company”.	
  I	
  would	
  urge	
  you	
  to	
  put	
  a	
  promise	
  into	
  
there.	
   Then	
   I	
   looked	
   into	
   the	
   chapters,	
   and	
   noticed	
   Tyler	
  was	
   the	
   hero	
   of	
   the	
  
story,	
  but	
  then	
  he	
  seems	
  to	
  disappear	
  in	
  a	
  number	
  of	
  them,	
  to	
  reappear	
  at	
  the	
  
end.	
  	
  

	
  
	
   You	
  said	
  you	
  want	
  to	
  focus	
  on	
  selling	
  a	
  company.	
  You	
  have	
  to	
  get	
  really	
  simple	
  –	
  

what's	
   the	
  benefit	
   to	
   the	
   reader?	
  Why	
  do	
   they	
  want	
   to	
   sell	
   a	
   company?	
  What	
  
will	
  they	
  get?	
  

	
  
Jeff:	
   It's	
  about	
  the	
  best	
  price,	
  and	
  a	
  deal	
  on	
  their	
  terms.	
  
	
  
Debbie:	
   That's	
  interesting.	
  Sometimes	
  you	
  have	
  to	
  continue	
  working	
  for	
  a	
  company	
  even	
  

after	
   selling	
   it.	
  What	
  else?	
   Is	
   there	
  also	
   the	
  satisfaction	
  of	
  building	
  a	
  company,	
  
then	
   selling	
   it?	
   There	
   are	
   a	
   lot	
   of	
   books	
   on	
   this	
   topic,	
   so	
   the	
   reader	
   needs	
   to	
  
know	
  what	
  you're	
  selling.	
  The	
  reader	
  needs	
  to	
  know	
  what	
  you're	
  nailing	
  –	
  it	
  may	
  
include	
  your	
  process,	
  but	
  throw	
  out	
  some	
  more	
  ideas	
  for	
  placeholder	
  title.	
  

	
  
Jeff:	
   So	
  the	
  top	
  one	
  would	
  be	
  getting	
  a	
  premium	
  price	
  and	
  getting	
  it	
  quickly,	
  and	
  not	
  

being	
   forced	
   to	
   sell.	
   Another	
   concern	
   is	
   that	
   your	
   employees	
   are	
   looked-­‐after,	
  
and	
  you	
   find	
   the	
   right	
  buyer	
   that	
  will	
   continue	
   to	
  grow	
  your	
  company.	
  There's	
  
also	
  life	
  after	
  the	
  sale,	
  and	
  practical	
  matters	
  like	
  taxes,	
  and	
  how	
  to	
  handle	
  them.	
  

	
   	
  
	
   What	
  I've	
  found	
  is	
  the	
  owners/sellers	
  usually	
  have	
  very	
  unrealistic	
  expectations,	
  

and	
  they're	
  disappointed.	
  They	
  think	
   it's	
   like	
  selling	
  their	
  house	
  –	
  you	
  put	
   it	
  on	
  
the	
  market,	
  in	
  three	
  months	
  you	
  get	
  your	
  cash,	
  and	
  a	
  broker	
  sells	
  it	
  for	
  you.	
  It's	
  
not	
   like	
  that.	
  And	
  they	
  expect	
  to	
  get	
  about	
  twice	
  as	
  much	
  as	
  they	
  actually	
  get,	
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and	
  they	
  do	
   it	
  at	
   the	
   last	
  minute.	
   It's	
   something	
   that	
  needs	
   to	
  be	
  planned	
  and	
  
organized	
  beforehand.	
  Most	
  of	
   the	
  owners	
  have	
  80%	
  of	
   their	
  assets	
   tied	
  up	
   in	
  
the	
  company.	
  It's	
  a	
  significant	
  milestone	
  in	
  their	
  life.	
  

	
  
Debbie:	
   Are	
  you	
  still	
  thinking	
  of	
  doing	
  it	
  as	
  a	
  novella?	
  
	
  
Jeff:	
   Yes.	
  The	
  main	
  person	
  is	
  going	
  to	
  be	
  the	
  person	
  selling	
  the	
  company.	
  
	
  
Debbie:	
   That	
  wasn't	
  the	
  case	
  before?	
  
	
  
Jeff:	
   No,	
  I	
  have	
  to	
  revise	
  it.	
  It	
  will	
  probably	
  have	
  the	
  owner	
  getting	
  frustrated,	
  and	
  him	
  

finding	
  a	
  guide	
  who	
  can	
  show	
  him	
  the	
  way	
  through	
  and	
  all	
  the	
  things	
  he	
  needs	
  to	
  
do.	
  What	
   I'm	
   doing	
   is	
   writing	
   the	
   story	
   now	
   with	
   the	
   client	
   in	
   mind,	
   and	
   say	
  
“here's	
   how	
   the	
   story	
   can	
  play	
  out	
   if	
  we	
  do	
  what's	
  written.”	
   I'll	
   show	
  him	
   the	
  
path	
  we	
  can	
  take.	
  	
  

	
  
Debbie:	
   That's	
   a	
   neat	
   idea,	
   and	
   I	
   think	
   a	
   really	
   good	
   idea.	
   Is	
   this	
   client	
   representative	
  

enough?	
  
	
  
Jeff:	
   Yes,	
  very	
  much	
  so.	
  He's	
  still	
  very	
  young	
  –	
  you	
  would	
  think	
  most	
  of	
  them	
  would	
  

be	
  trying	
  to	
  retire;	
  but	
   I'm	
  meeting	
  a	
   lot	
  of	
  young	
  people	
  who	
  just	
  want	
  to	
  get	
  
out	
  with	
  a	
  couple	
  million	
  dollars,	
  and	
  they	
  can	
  do	
  that	
  in	
  five	
  years.	
  	
  

	
  
Debbie:	
   That's	
  so	
  interesting,	
  because	
  that's	
  a	
  different	
  book;	
  for	
  the	
  young	
  entrepreneur	
  

or	
  getting	
  out	
  when	
  you're	
  only	
  a	
   few	
  years	
   in.	
  That's	
  an	
  unusual	
  angle,	
  and	
   it	
  
does	
   fit	
   Tyler,	
   the	
   guy	
   you	
   described	
   in	
   the	
   outline.	
   Give	
  me	
   some	
  more	
   title	
  
ideas.Oh,	
  and	
  Rob	
  is	
  there.	
  Hi	
  Rob.	
  

	
  
Rob:	
   Hi,	
  I	
  apologize,	
  I	
  just	
  got	
  in	
  and	
  I	
  have	
  to	
  get	
  off	
  for	
  a	
  4	
  o'clock	
  conference	
  call.	
  
	
  
Debbie:	
   We're	
  talking	
  about	
  Jeff's	
  book.	
  
	
  
Rob:	
   “Cashing	
  out	
  Young”	
  is	
  what	
  I	
  think	
  of.	
  
	
  
Debbie:	
   I	
  like	
  that.	
  Or	
  something	
  like	
  “The	
  Young,	
  Rich,	
  and	
  Restless.”	
  [smile]	
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Jeff:	
   If	
  we	
  wrote	
  a	
  title	
  like	
  that,	
  we'd	
  have	
  to	
  put	
  some	
  romance	
  in.	
  I've	
  never	
  written	
  	
  
a	
  romance	
  before.	
  

	
  
Debbie:	
  	
   I	
  would	
  urge	
  you	
  to	
  focus	
  on	
  that	
  path.	
  “How	
  to	
  sell	
  your	
  company”	
  -­‐	
  there	
  must	
  

be	
  thousands	
  of	
  books	
  on	
  that	
  topic	
  –	
  you're	
  not	
  even	
  the	
  first	
  Beta	
  Author	
  to	
  
suggest	
  that	
  topic.	
  I'm	
  sure	
  there	
  are	
  many	
  steps	
  and	
  considerations.	
  I	
   love	
  the	
  
idea	
  of	
  cashing	
  out	
  young.	
  You	
  need	
  enough	
  details	
  so	
  that	
  we	
  can	
  picture	
  this	
  
person.	
  Rob,	
   [re	
   the	
  writing	
   you	
   submitted]	
   I	
  want	
   a	
   little	
  more	
   setting	
  of	
   the	
  
scene	
  so	
  that	
  I	
  can	
  picture	
  the	
  board	
  president	
  and	
  CEO	
  of	
  the	
  company.	
  It	
  has	
  to	
  
be	
  enough	
  so	
  that	
  we	
  think	
  of	
  them	
  as	
  a	
  person.	
  Do	
  you	
  have	
  ideas	
  on	
  how	
  you	
  
want	
  to	
  start	
  that?	
  

	
  
Rob:	
   I	
   do.	
   The	
  one	
   thing	
   I	
  wanted	
   to	
   throw	
  out	
  was	
   a	
  parallel	
   perhaps	
   –	
  when	
   you	
  

talked	
  about	
  buyers	
  who	
  believed	
  they	
  should	
  get	
  twice	
  as	
  much	
  as	
  they	
  got,	
  it	
  
rings	
   a	
   bell	
   called	
   “the	
   founder's	
   syndrome”,	
   and	
   it's	
   very	
   prevalent	
   when	
  
founders	
  hold	
  tenaciously	
  to	
  their	
  organizations,	
  and	
  to	
  give	
  them	
  up	
  brings	
  up	
  
all	
   kinds	
   of	
   psychological	
   issues	
   and	
   tremendously	
   out	
   of	
   touch	
   ideas	
   about	
  
value.	
  	
  	
  

	
  
Debbie:	
   You	
  know,	
  we	
  should	
  get	
  together	
  again	
  by	
  phone.	
  For	
  some	
  reason,	
  this	
  group	
  

does	
  not	
  want	
   to	
  get	
  on	
  Facebook,	
   so	
  we	
  might	
  need	
   to	
  do	
  more	
   interactions	
  
live	
  on	
   these	
   calls.	
   A	
   final	
   question	
   for	
   you	
   two:	
   are	
   there	
   any	
   roadblocks	
   you	
  
don't	
  think	
  you	
  can	
  move	
  beyond,	
  or	
  are	
  you	
  making	
  forward	
  momentum?	
  

	
  
Jeff:	
   I've	
  got	
  a	
   lot	
  of	
  forward	
  momentum	
  because	
  I've	
  got	
  a	
  focus	
  –	
  rather	
  than	
  just	
  

improving	
   business,	
   I'm	
   focused	
   on	
  what	
   you	
   need	
   to	
   do	
   to	
   have	
   a	
   successful	
  
exit.	
  The	
  more	
  specific	
  I	
  get,	
  the	
  more	
  impact	
  I	
  have.	
  	
  

	
  
Rob:	
   You're	
  absolutelyright,	
  boards	
  do	
  get	
  quiet	
  in	
  the	
  summer.	
  By	
  making	
  it	
  5	
  instead	
  

of	
   8	
   conversations,	
   it	
   allows	
   me	
   to	
   intensify	
   the	
   conversations	
   and	
   be	
   more	
  
concentrated.	
  	
  

	
  
Debbie:	
   Great	
  –	
  good	
  thinking	
  from	
  both	
  of	
  you.	
  Now,	
  let	
  me	
  introduce	
  David	
  Meerman	
  

Scott.	
  
	
  
This	
  was	
  recorded	
  live	
  on	
  Dec.	
  27,	
  2012.	
  


