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​In a world filled with white noise, the timeless power of the written word still reigns supreme. As an entrepreneur, coach, consultant, or business executive, you’ve probably spent countless hours building your expertise.

But here’s the thing: no matter how skilled or experienced you are, your reach—and your revenue—are limited if people don’t know about it.

This is where a business book steps in.

A book is more than just words on a page. It’s a trust-building powerhouse, an authority amplifier, and a lead-generation machine. 

While everyone else scrambles to create the next viral Instagram reel or LinkedIn post, imagine having a professionally crafted book that works for you 24/7, positioning you as the go-to expert in your field.

If you’ve ever thought, “I have so much to share, but I don’t have the time to write a book” or “What if no one cares what I have to say?”—this guide is for you.

Let’s explore why a book is still the ultimate business growth tool and how it can transform your career.

The Surprising Power of Books in the Digital Age

You might wonder: In a world dominated by TikTok and AI-driven marketing, does anyone even read books anymore?

The answer is a resounding yes.

Books hold a unique place in our culture. They aren’t just a source of information—they’re a symbol of authority. 

According to Nielsen, 85% of consumers trust educational content in books more than any other format. In a sea of clickbait headlines and fleeting trends, books remain an enduring beacon of credibility.

Think about the last time you came across someone who had written a book. Didn’t you immediately view them differently? Writing a book signals that you’ve invested in your expertise and that you’re serious about sharing value.

And here’s the kicker: books don’t just build trust – they generate business.

Success Stories of Business Titans

Let’s take a look at some names you might recognize:

	Tim Ferriss: His book, The 4-Hour Workweek, turned him from a relatively unknown entrepreneur into a global authority. The book not only sold millions of copies but also catapulted his speaking career and consulting business.







	Tony Robbins: With books like Money: Master the Game, Robbins didn’t just educate readers—he used the book as a bridge to his high-ticket seminars and coaching programs.









	Howard Schultz: The former CEO of Starbucks used his memoir, Pour Your Heart Into It, to humanize the Starbucks brand and position himself as a visionary leader.







	Gary Vaynerchuk: Through books like Crush It! and Jab, Jab, Jab, Right Hook, Gary V didn’t just teach marketing strategies—he demonstrated his mastery, driving millions to his agency.









	Guy Kawasaki: With The Art of the Start, Kawasaki cemented his reputation as a startup guru, opening doors to lucrative partnerships and speaking gigs.







	John Maxwell: One of the world’s top leadership experts, Maxwell’s books, like The 21 Irrefutable Laws of Leadership, have built a multi-million-dollar empire spanning coaching, seminars, and consulting.









What do all these professionals have in common? They leveraged their books as strategic tools – not just to share knowledge but to build authority, attract clients, and grow their businesses exponentially.

The Challenges of Writing a Book

Now, you may be thinking: “That’s great for them, but I’m not a writer. Where would I even start?”

If so, you’re not alone. Despite the incredible benefits of having a book, most professionals never even attempt to write one. 

Here’s why:

	Time Constraints:
Between running your business, managing a team, and maintaining some semblance of work-life balance, where would you find the hundreds of hours traditional book writing demands?







	Overwhelm:
Staring at a blank page is daunting. Knowing what to write, how to structure it, and whether it will resonate with readers can feel paralysing.









	Fear of Failure:
What if your book doesn’t sell? What if people criticize it? These questions often stop professionals before they even start.







	The Expertise Paradox:
The busier and more successful you are, the less time you have to write the very book that could amplify your success.







These barriers are real, but here’s the good news: they’re also solvable.

How This Guide Can Help

The goal of this guide is simple: to give you the tools, frameworks, and strategies you need to understand the process of creating a business book without the overwhelm.

We’ll explore:

	How to choose the perfect book topic that aligns with your business goals and attracts your ideal clients.







	A simple interview-driven approach to capturing your expertise in record time.


	How to structure your book to naturally guide readers toward your services—without sounding “salesy.”







	The key design and publishing elements that will make your book look as professional as the top titles in your field.


	Why a book can do more for your authority and business growth than a dozen social media campaigns combined.


By the time you finish this guide, you’ll not only see the value of having a business book but also feel empowered to take the first step toward creating one.

The Takeaway

Writing a book isn’t just about sharing your knowledge—it’s about transforming how the world sees you. It’s about giving you a seat at the table, opening doors to opportunities you didn’t even know existed, and positioning you as the trusted authority in your space.

Yes, writing a book can seem daunting. But with the right process, it doesn’t have to be. The strategies in this guide will help you break through the barriers and finally turn your expertise into a business asset that works as hard as you do.

So, let’s get started. Because the question isn’t whether you should write a book.

The question is: how much longer can you afford to wait?
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​Let’s start with a bold but true statement: the success of your business book hinges on getting the topic right.

Too often, professionals approach book writing from one of two extremes: either they try to cram everything they know into one volume, or they pick a topic so narrow it fails to resonate with their audience. 

The result? A book that either overwhelms or underwhelms.

The good news is there’s a proven method to avoid this trap. I call it the Strategic Authority Framework™, and it’s designed to help you identify the perfect book topic—one that positions you as an authority while deeply connecting with your audience’s needs.



Why Your Topic Matters

Your book isn’t just a collection of ideas. It’s a strategic tool designed to serve a specific purpose:

	Build trust.

	Showcase expertise.

	Attract your ideal clients.







When your book topic aligns with your business goals and addresses the problems your audience cares about most, it becomes a powerful magnet for opportunities.

The key is finding the sweet spot where your expertise, your audience’s needs, and your business goals intersect.



The “Authority Sweet Spot”

The Authority Sweet Spot is where three critical elements overlap:

	Your Expertise: What you know inside and out. This includes your skills, experience, and unique insights.







	Your Audience’s Needs: The pain points, questions, and challenges your audience faces every day.









	Your Business Goals: What you want to achieve with your book, whether it’s generating leads, attracting high-value clients, or opening doors to speaking engagements.
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The Problem with Missing the Mark

If your topic is too focused on your expertise without considering your audience’s needs, your book will come across as self-serving.

If it’s overly focused on your audience but disconnected from your expertise, you risk losing credibility. And if it’s not tied to your business goals? It’s just a passion project—not a strategic asset.

Identifying Your Unique Value Proposition

Your unique value proposition (UVP) is the key to crafting a book that sets you apart. It’s what makes your perspective, process, or solution different from the countless others out there.

Here’s how to find yours:

	Map Your Expertise
Write down your top 5 areas of expertise. What do people consistently come to you for? What problems are you known for solving?







	Pinpoint Audience Pain Points
Think about your ideal clients. What keeps them up at night? What questions do they ask during consultations or sales calls?







	Connect the Dots
Look for the overlap between what you know and what your audience struggles with. This is the foundation of your UVP—and your book topic.











Actionable Tools: Mapping Your Sweet Spot

Let’s get practical. Below are some steps you can take today to zero in on your ideal book topic.

Worksheet 1: Expertise Map

Instructions: Write down your key areas of expertise, then rank them by:

	How confident you feel about your knowledge (1–10).







	How often clients or colleagues seek your advice on this topic.









[image: image]

[image: image]

Worksheet 2: Audience Pain Points

Instructions: List the top challenges or questions your audience faces. If you’re not sure, think about:

	The FAQs you hear from prospects.







	Industry trends or disruptions impacting your audience.
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Worksheet 3: Connecting the Dots

Instructions: Match your expertise to audience pain points. Which combinations feel like they’d make a compelling book topic?
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Real-World Examples of Well-Positioned Books

To bring this process to life, let’s look at some successful business books and why they resonate:
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	“The Lean Startup” by Eric Ries 	Why It Works: Addresses a critical audience pain point—wasting time and resources on untested business ideas—while showcasing Ries’ expertise in startups.









	“Start with Why” by Simon Sinek 	Why It Works: Aligns with Sinek’s goal to help leaders inspire action while addressing a universal audience challenge: creating meaningful connection.









	“Atomic Habits” by James Clear 	Why It Works: Combines Clear’s deep expertise in behaviour science with a topic that touches nearly everyone: building better habits.









What these examples have in common is their ability to balance expertise, audience relevance, and strategic positioning.



Turning Insights Into Action

Once you’ve identified your Authority Sweet Spot, you’re no longer just writing a book—you’re crafting a strategic asset. Your book becomes a natural extension of your brand, providing value to readers while leading them toward your higher-value services.
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Here’s the real magic: when you position your book strategically, you don’t have to “sell” it. The value speaks for itself, attracting clients and opportunities effortlessly.

So, grab a notebook (or print those worksheets), and start brainstorming. Remember: the right topic isn’t just about what you know – it’s about what your audience needs and how your book can bridge that gap.

Quick Reflection: Finding Your Authority Sweet Spot

Take a moment to think about your book idea. Are you feeling stuck, overwhelmed, or uncertain about where to start? 

That’s normal—it’s one of the most common challenges professionals face. Here are a few things to reflect upon to help you clarify your next steps and avoid common pitfalls:

	Are You Trying to Do Too Much? 	Do you feel like your book needs to include everything you know?

	What would happen if you focused on just one problem your ideal clients struggle with the most?









	Are You Clear on Who You’re Writing For? 	Can you describe your ideal reader?

	What’s one question they ask you repeatedly or one challenge you know they face right now?









	Are You Balancing Your Goals and Your Audience’s Needs? 	Think about your expertise and your business goals. Does your current book idea feel aligned with both?

	If someone reads your book, what’s the next logical step they should take to work with you?









	What’s Your Unique Value Proposition? 	What sets your approach apart from others in your industry?

	Is that uniqueness reflected in your book idea?











Action Step

Go back to the worksheets in this chapter and map out your answers. Use this reflection to refine your Authority Sweet Spot—the overlap of your expertise, your audience’s needs, and your business goals.

If you’re still unsure, don’t worry. This process is designed to help you clarify your focus. Remember: the right topic isn’t just about sharing what you know; it’s about creating something that resonates deeply with your audience and propels your business forward.

What insights did this reflection spark for you? Write them down now—you’re one step closer to finding your perfect book topic!
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​Chapter 2: The 60-Minute Interview Method
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Creating a business book can seem like a Herculean task. After all, you’ve probably thought to yourself, “How can I possibly find the time to write a book with everything else on my plate?” 

That’s where the 60-Minute Interview Method comes in – a proven process that allows you to "speak your book" in just an hour. This chapter is your blueprint for turning your expertise into a high-impact business book without dedicating endless hours to writing.

Why It Matters: Speaking Your Expertise

When most professionals imagine writing a book, they envision long nights hunched over a keyboard, trying to squeeze thoughts into coherent sentences. But here’s the thing: the best books don’t start with writing. They start with talking.

Speaking your expertise is often faster, more natural, and more authentic. Think about it—when you’re in a meeting, presenting to a client, or speaking at a conference, you don’t labor over every word. 

You simply know your subject and communicate it in a way that feels intuitive.

Research backs this up. A study published in the Journal of Cognitive Psychology found that people articulate ideas more fluidly when speaking than when writing. Why? Because speaking is how we naturally process and share thoughts.

Take the example of Donald Miller, author of Building a StoryBrand. Miller didn’t write his first draft alone in isolation. He worked with a collaborator who conducted structured interviews to capture his insights. 

The result? A book that transformed his consulting business and established him as an industry thought leader.

The Structure of a Successful Expertise-Extraction Interview

The 60-Minute Interview Method is designed to capture the very essence of your expertise in a way that’s engaging and actionable. The process isn’t just about talking—it’s about talking strategically. 

Here’s how it works:

Step 1: Define Your Objective

Before you start talking, you need clarity. What’s the goal of your book? Is it to attract more clients, land speaking gigs, or establish yourself as an authority in your field? Once you know your objective, every question in the interview will serve that purpose.

Step 2: Use the “Problem-Solution-Outcome” Framework

This framework keeps the conversation focused and ensures your content has a clear, actionable structure:
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	Problem: What challenge does your audience face?







	Solution: What’s your unique approach to solving it?


	Outcome: What results can your audience expect after implementing your insights?


This structure not only makes your content compelling but also positions you as a problem-solver—exactly what your readers are looking for.

Step 3: Ask Open-Ended Questions

Good questions are the backbone of a great interview. Open-ended prompts encourage you to dig deeper and share stories, insights, and strategies that might not come to mind otherwise.

Here are a few examples:

	What’s the biggest challenge your clients face, and how do you help them overcome it?







	Can you share a success story that illustrates your unique process?


	What’s a common misconception about your industry, and how do you address it?


Step 4: Follow the Conversation’s Flow

While the structure is important, don’t be afraid to let the conversation take its course. Often, the most powerful insights come from unexpected tangents or follow-up questions.

Step 5: Record and Transcribe

Once the interview is complete, you’ll have a treasure trove of raw material. Use a transcription tool like Otter.ai or Rev.com to capture



	Set the Stage: Find a quiet, comfortable space for the interview.







	Identify Key Themes: Outline the main topics you want to cover.


	Prepare Your Questions: Use the Problem-Solution-Outcome framework to craft 8–10 open-ended questions.


	Choose Your Interviewer: Pick someone who knows how to ask great questions and put you at ease.


	Record the Conversation: Use a reliable recording tool to ensure you don’t miss a word.







	Review and Highlight: After transcription, highlight key points, anecdotes, and recurring themes.





	Be Curious: Approach the conversation as if you’re interviewing yourself. Pretend you’re explaining your expertise to a curious but intelligent audience.







	Use Technology: Tools like ChatGPT (yes, like me!) can simulate an interview by asking you tailored questions.


	Practice Active Listening: If you record yourself speaking, listen back critically to identify gaps or opportunities to elaborate.
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