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Recovering from CoVid 

Sell your book in a downturn 

Prospective Readers 

Writers vs Readers Market 

Tips for Brick&Mortar Stores 

Should I Cut Prices? 

There are six key strategies you must invest in 

during a downturn.  Do just one of them and 

you’ll be on your way. 

As we all return to work, we could be forgiven for being a little breathless, dazed and 

confused.  However, the way for your business to recover from the Covid situation is to 

crack on with ‘business as usual –but  with a difference’.  Here are some tips to get you 

moving again. 

Take a look at your opportunities and assess 

them carefully.  Instead of thinking short-term 

and panicking, look at the long-term and 

cultivate patience.  Think about who you can 

contact to raise awareness.  Take another look 

at your website to streamline your products.  

Make sure your products are affordable.  Make 

an extra effort to gain trust. 

https://www.bewleybooksplus.com   

The very first thing you must do is get your 

house in order.  Make a summary list of your 

expenditure and cut out the non-essentials.  

Any business that is stagnant will never 

remain viable.  You have to get proactive and 

remain alert to opportunities. 

Get out into the open air, breathe life into your 

business by being visible, confident and 

vibrant.  Get into the community, create 

community projects – perhaps even create a 

‘pop-up’ shop in the world outside your door, 

in addition to what you provide already. 

The trick is to make it a memorable 

experience by tantalizing all the senses.  

That’s the way you create a fan-base. 

Make a note of what is important to you – 

time, money, health, home, family, hobbies.  

It’s the balance that you create in life that will 

see you through. 

Finally, when you create your goals for the 

months ahead, make sure they are 

manageable and achievable.  Finally, a well-

maintained front-of-store helps to spruce-up 

your invitation to buy from you. 

Make sure your brand is top of 

the list.  Create a specialist niche 

and lead with that.  This will 

help people remember you and 

the products or service that you 

provide.  When you catch the 

customers, remember to create a 

lasting relationship with them.  

You have to nurture them. 

Make sure your team is on board 

with the new ideas, the new 

plans, the new way of working.  

Surround yourself with 

supporters.  Make sure that staff 

are treated like a co-owner, 

rather than a run-of-the-mill 

‘employee’.  Keep VALUE at 

the top of your list, not price. 

A well maintained  

front-of-store 

helps spruce up  

your invitation  

to buy 
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Social Media! 

Images 
The image is the biggest draw for readers.  

It’s what first attracts a person to your book.  

Once they’re hooked, they glance at the back.  

Who’s the author?  What’s the tale about?  If 

you can crack that image – you’re quids in. 

Blurb  
The blurb is the content that 

tells your propective reader 

all about the tale you’ve spun 

or wisdom you’ve shared.  

Get this right and you’ll 

entice the reader to want to 

know more.  

A Writer’s Market 
vs. A Reader’s Market 
When you, as a writer get an idea for a book, it’s generally an inspiration from the heart.  

Either, you want to change the world and set it to rights with your new-found knowledge, or 

you have a wonderfully crazy idea for a story you just know readers will love to digest.  

Whichever way you see it as a writer, here are a few tactics that will ensure you get eyeballs 

on your words. 

Which platform do you think the creative 

brain is attracted to?   

Never judge a book by it’s 

cover!  Who said that?  

Yes, we know it’s a 

metaphor for making snap 

judgements, but your 

book’s cover is the first 

thing that gets judged! 

Pinterest is a platform that’s attractive to a 

lot of book people.  Why?  Because you use 

your creative brain.  The way to use 

Pinterest is to focus on one topic - you’ll get 

lots of traffic that way.  Also, unlike Twitter, 

the posts you pin stay FOREVER! Another 

little known fact about Pinterest is that it’s a 

great place to sell stuff.  BB+ gets around 

4.6k unique viewers every month! 

https://www.pinterest.co.uk/BewleyBooks 

Writing is not all about the story 

anymore.  It’s not about what you 

know either but it is all about who 

you know.  Yes, that oft quoted 

phrase wrankles most of us in the 

bookselling world, but...   

Let’s face it, in today’s social 

media driven world, you’re not 

going to get any sales if you don’t 

have a following.  You need to 

build that fan base up by getting to 

know how social media works.  

When you do, people will naturally 

want to find out more about you as 

an author – and buy your books.   

authors >>> 

Presenting Your Book for 
Prospective Readers 

When writing a blurb, be quick, write as 

you speak and entice with intrigue.  

Therefore, don’t reveal the story and don’t 

describe the characters.  The characters and 

their tales will be what piques interest in a 

potential reader. 
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Numbers 
The numbers important to a reader are 

page count, ISBN and price.  Price is 

important if the person is undecided.  

That said, avid book lovers hardly ever 

look at the price.  What doesn’t escape 

their attention though is your ISBN 

number – from this, they know you are 

serious about your work and they have 

a potential masterpiece in their hands.  
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Essential Tips for  
Brick&Mortar Stores 

booksellers >>> 

Should I cut my prices?   
Historically, cutting prices may have made 
sense 

The True Cost  
of Paying Rent 
In the UK, many business store 

owners were granted time off from 

regular rates.  Others have not been 

so lucky.  We have focused on a 

couple of tips to help you through this 

difficult time. 

The race is on to get customers through your door – so you need to help your 

bottom line along as fast as you possibly can.  The best way to do this is to 

realise your business is customer driven and you need to treat them like stars 

The most important thing you need to do to 

encourage customers to buy from you is to 

build trust.  Without trust, customers simply 

won’t let you have their money.  Also, when 

they make an enquiry – allow them to do 

the talking.  Learn to listen and to pause 

before you reply to their questions.  

Listening is an art, but one you can learn.  

Let a customer know that you are there for 

them.  Be transparent in your business 

operations and ensure that the information 

they need is ready to hand. 
  

When you enter into a discussion with a 

customer, stand up.  It shows them you 

respect them.  Plus, it allows you to breathe 

easier and speak clearer. 
  

It may sound trite, but positivity works all 

the time.  Before you begin your day, or 

when a customer walks into your store, have 

the feeling of optimism in your heart.  Don’t 

try to ‘sell’ to them.  Make sure they know 

you appreciate their interest in your store. 

When they are making the sale, make sure 

you have a way to keep in touch.  Ask them 

to join your book club as a special member.  

Also, make sure you give them the time 

they need to browse and get the book they 

are happy with. 

If you get a ‘No’ – don’t be disheartened.  

This is normal.  You will probably hear 

around 10 ‘No’s’ until you get a ‘Yes!’ – so 

count them over the course of a day or a 

week.  Good luck! 

Readers are a hearty bunch.  They are mainly booklovers who will follow an author or just 

buy a book to place on the shelf of their ever-growing library.  Cutting prices doesn’t do 

anyone any good.  You’ll find that when you treat your customers like they are valuable – 

like a celebrity – they will return and give you their loyalty because you’ve made them 

feel special.  Price on a book compared to priceless customer-driven value?  No brainer 

really. 

You can promote your online store 

with gift cards and vouchers to use in 

your offline store. 

Promote discounts and events to 

special customers only – members of 

your book club or subscribers to your 

newsletter.  These can be used to 

promote particular books you’re 

selling. 

Q: 
A: 

With 165 MILLION shops on eBay, 

you might think you’ve got your work 

cut out for you.  But, it’s a good way 

to attract local customers – especially 

when your store is closed. 

You can create a store that sells not 

just books, but gifts related to those 

books as well.  Plus, you can sell 

tickets for author and promotional 

events on there too. 

Widen your reach 
with eBay... 

Catch attention with 
gift cards & vouchers 
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Finding An Agent That’s Right For You 

Would you like to be featured in a future 

edition of BB+ Newsletter? We are looking 

for testimonials from authors who have used 

our service or purchased one of our books that 

will be published in our newsletter. When 

your testimonial is published, your name and 

the title of your book, or store, will be 

promoted to more than 20,000 readers.  

Also, if you got this newsletter from a friend 

and would like to get your own free weekly 

copy, please subscribe to receive our regular 

updates. 

Malvern Hills 

Worcestershire 

United Kingdom 

ASPIRE TO INSPIRE 

BewleyBooks 

For a chance to be featured, simply reply to 

admin@bewleybooks.com with:  

• your name  

• the name of your book / store 

• a link to your website  

• a link to your book/store sales page  

• a 50-100 word testimonial about your 

experience with BewleyBooks+ 

Please feel free to share this newsletter with 

your friends.  If they mention you, you get a 

discount! 

Next Issue >>> 

In The Next Issue 

Be Our Guest 

Historical Novelists 

10 Tips for Booksellers 

Catching Your Reader’s Attention 

Would you like to feature in a future issue?  Promote yourself as an author or 

bookseller, get your book or store and social media links known to our subscriber list 

and social media following.  Get in touch and we will be delighted to hear from you. 

thoughts... final 
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