
  
    [image: 7 Fast Ways To Put One More Book In A Reader’s Hands This Week]
  


  
    
      7 FAST WAYS TO PUT ONE MORE BOOK IN A READER’S HANDS THIS WEEK

      SIMPLE, LOW STRESS PROMO MOVES FOR BUSY INDIE AUTHORS.

    

    
      
        KIRK VOCLAIN

        FIIP.NET

      

    

    
      
        
          [image: ]
        

      

    

  


  
    
      
        
          
          

          
            COPYRIGHT

          

        

      

    

    
      
        
        Copyright Page

      

      

      Copyright © 2025 Kirk Voclain

      All rights reserved. No part of this book may be reproduced in any form without written permission from the publisher, except for brief quotations used in reviews, articles, or educational materials.

      This guide is provided for informational purposes only. Results will vary based on effort, genre, audience, and many other factors. No outcome is guaranteed.

      FiiP.NET and Fresh Indie Ink Promotions are service marks of Kirk Voclain.

      [image: Vellum flower icon] Formatted with Vellum

    

  


  
    
      
        
          
          

          
            CONTENTS

          

        

      

    

    
    
      
        Introduction

      

    

    
      
        Way 1

        Fix Your Last Click

      

      
        Way 2

        Put Your Email Signature To Work

      

      
        Way 3

        Invite One New Person Each Day

      

      
        Way 4

        Share A Tiny Taste Of Your Story

      

      
        Way 5

        Trade Spotlights With Other Indie Authors

      

      
        Way 6

        Make Every Profile A Doorway

      

      
        Way 7

        Ask For One Specific Review

      

      
        Bringing It All Together

        A Seven Day/Week Experiment

      

    

    
      
        About FiiP.NET

      

    

    

  


  
    
      
        
          
          

          
            INTRODUCTION

          

          ONE MORE READER AT A TIME

        

      

    

    
      Most advice for Indie Authors swings between two extremes.

      On one side, you hear that you must run complex ad campaigns, master targeting, split test everything, and live inside spreadsheets. On the other side, you hear that you should simply write the next book and hope readers magically appear.

      Both perspectives hold a little truth, but neither one helps much when you are staring at a slow sales dashboard and wondering what to do this week.

      Come on, let’s face it. You keep checking KDP over and over and you keep seeing the same low number of sales. You get desperate and you feel like, “I have to do something.”

      That is why this little book exists.

      You do not need a massive marketing plan to move forward. You need one more reader. You need one more person who sees your book, understands what it is, and decides to give it a chance.

      Seven times.

      The ideas in this guide are small on purpose. Every section gives you one action you can take in a single day, often in less than an hour. None of them require a big budget. None of them require advanced tech skills. You can do them even if you feel a little tired, a little discouraged, or a little overwhelmed.

      Here is the mindset that will help you get the most from this book:

      
        
          	
        Think in weeks, not in minutes. How many times have you done something to promote your book and then fifteen minutes later checked your KDP dashboard, thinking, “I should see some sales by now”? Train yourself to be patient. Most endeavors do not happen overnight. Many take a solid three years. So, take a deep breath and remember that success can start with only one more reader.
      

      	
        Focus on real readers, not on algorithms. Amazon is primarily there for Amazon. Yes, they want you to succeed, because when you win, they win. But if they can get you to spend thousands on advertising, they make even more money. Keep that in mind. Amazon helps Amazon. You help you. Your job is to connect with actual human beings, not just please a formula.
      

      	
        Treat every new reader like a person, not a number. One person, one new reader, could be the difference maker. Many authors have a moment when they put their book into the right person’s hands. That person talks about it, shares it, and connects it to the right people, and suddenly the author’s career jumps. Pretend every new reader is that person.
      

      

      

      

      Pick one way, try it this week, then come back for another. If you work through all seven, you will have created seven new paths that can lead readers straight to your book.

      That is how author careers grow. One clear path at a time. One reader at a time.

      Let us begin.

    

  


  
    
      
        
          
          

          
            WAY 1

          

          FIX YOUR LAST CLICK

        

      

    

    
      Before you chase new eyes, you should make sure the eyes you already earn are not slipping away.

      For most Indie Authors, the final decision point is their book’s sales page. Usually that page is on Amazon, although the same logic applies to any store. Readers land there after seeing an ad, a social post, a friend’s recommendation, a search result, or a link on your website.

      If that page is confusing, bland, or hard to scan, the reader clicks away. The problem is not the ad or the post. The problem is the last click.

      You do not need to rebuild your entire listing to see improvement. A few focused changes can make a noticeable difference.

      Ask yourself these questions:

      
        
          	
        Do the first three lines of your description hook a complete stranger?
      

      	
        Is your description broken up into short, readable paragraphs with clear spacing?
      

      	
        Does your cover look strong and clear at thumbnail size?
      

      	
        Do you have at least a handful of honest reviews?
      

      

      

      Readers decide quickly. They glance at the cover, skim the first few lines, peek at the reviews, and either click Buy or scroll away.

      See The Difference

      To show you exactly what I mean, look at these two descriptions for the exact same book.

      The "Before" Version (This is what causes readers to scroll away.)

      Jack Miller is a spy who has been working for the CIA for ten years but suddenly finds himself disavowed after a mission goes wrong in Berlin. He has to run for his life while trying to protect a microchip that contains the names of every agent in Europe. He meets a woman named Sarah who might be able to help him but he does not know if he can trust her because she has secrets of her own and the clock is ticking down.

      The "After" Version (This is what makes readers stop and read.)

      The CIA wants him dead. The KGB wants him alive. Jack Miller just wants to survive the night.

      After ten years of loyal service, a botched mission in Berlin leaves Jack disavowed and on the run. He is carrying a microchip worth billions, and every assassin in Europe is on his tail.

      With no backup and nowhere to hide, Jack must trust the one person he was trained to kill.

      If he fails, the agency falls. If he succeeds, he might just live long enough to be betrayed again.

      

      Why the second version wins:

      The Hook: The first bold line grabs you instantly.

      The Space: Your eyes can rest. The white space makes the text look easy to read.

      The Rhythm: Short sentences create speed and tension.
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        * * *

      

      Here is a simple exercise that can pay off for years.

      Choose one trusted person. This can be another author, a sharp reader, or a friend who loves your genre. Ask them to look at your sales page and answer three questions, in writing if possible.

      
        
          	
        Would you buy this book based only on this page?
      

      	
        What confuses you, feels unclear, or slows you down?
      

      	
        What sounds great that should be moved higher or highlighted?
      

      

      

      Do not defend your choices. Do not explain the book in more detail. Just listen.

      Then make one change. Maybe you move a strong sentence from the middle of your description to the very top. Maybe you break one long paragraph into three shorter ones. Maybe you trim words that felt clever when you wrote them but now add clutter.

      Your goal is not perfection. Your goal is progress.

      A stronger sales page turns casual curiosity into real readers. Every ad, every link, and every recommendation you create in the future will work better because the last click is finally doing its job.
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        * * *

      

      BONUS - The Ten Second Stranger Test

      Once you update your sales page, run one more quick check.

      Pull your book up on your phone. Hand it to someone who has never seen the page before. Give them ten seconds to look, then ask two questions.

      
        
          	
        What do you think this book is about?
      

      	
        If you were in the mood to read tonight, would you tap Buy or scroll away?
      

      

      

      Listen carefully to their first reaction. Do not explain, do not coach, just watch and take notes. If their answers do not match the book you actually wrote, something on that page is still off.

      Adjust your headline, your first three lines, or your subtitle until a complete stranger can understand the promise in ten seconds. When a stranger gets it that quickly, your ideal reader will too.

    

  


  
    
      
        
          
          

          
            WAY 2

          

          PUT YOUR EMAIL SIGNATURE TO WORK

        

      

    

    
      You send emails all week long. Messages to friends, coworkers, readers, vendors, podcast hosts, librarians, and fellow authors. Each one is a small piece of real estate that follows you everywhere.

      Do not leave that space empty.

      Most people glance at an email signature at least once. They want to see who they are talking to. This is a perfect place for a gentle, no pressure mention of your book.

      The key phrase is gentle. You are not shouting. You are not begging. You are simply letting people know that you are an author and that your book exists.

      Here is a simple signature formula you can copy:

      Author of [Book Title], a [genre] novel about [short hook]. Start reading here: [short link]

      Keep the description short. Six to twelve words is enough.

      Here is an example.

      Author of Double Exposure, a fast-paced spy thriller where the camera is the cover. Start reading here: [ADD LINK]

      That is it. No long pitch, no bold colors, no blinking arrows. Just a steady reminder that you write books.

      Update this line in:

      
        
          	
        Your main email account on your computer
      

      	
        The email app on your phone
      

      	
        Any automatic replies or contact form responses you control
      

      

      

      From this point on, every email you send becomes a tiny, respectful billboard. Some people will ignore it. A few will click out of curiosity. Over time, that handful of clicks turns into reviews and word of mouth.

      You are already writing the emails. Get credit for being an author while you do it.
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        * * *

      

      BONUS: Turn Your Out-Of-Office Into A Silent Salesperson

      Your email signature works hard, but your out-of-office reply can work too.

      Any time you are away, people get that automatic message. Most of them read it at least once. Instead of a plain “I am away from my desk,” add a simple, friendly line about your book at the bottom.

      Something like this:

      “I am away from email until Monday, but if you enjoy [genre] and need something new to read, my novel [Title] is always available on Amazon. You can check it out here: [short link].”

      No hype, no pressure, just one more quiet doorway to your book.

      You only have to set it up once. Every vacation or conference becomes another chance for a curious reader to discover your work while you are not even at the keyboard.

    

  


  
    
      
        
          
          

          
            WAY 3

          

          INVITE ONE NEW PERSON EACH DAY

        

      

    

    
      Marketing often feels cold and mechanical because we forget that readers are human beings. They have names, hopes, worries, and favorite genres. Many of them actually want to support authors, especially authors they know.

      Way 3 is very simple. You invite one real person each day to check out your book.

      Not a spam blast. Not a form letter to hundreds of strangers. One honest invitation at a time.

      Here are some people you might choose:

      
        
          	
        A friend who has said, more than once, “I really need to read your book”
      

      	
        A reader who left a kind comment on a post but never bought
      

      	
        Someone in an online group who loves exactly the type of story you write
      

      	
        A coworker or acquaintance who enjoys talking about books
      

      

      

      Your message should feel natural, respectful, and easy to ignore if they are not interested. Something like this:

      “Hey [Name], I thought of you because you enjoy [genre or theme]. I wrote a book called [Title] that I think might be right up your alley. No pressure at all, but here is the link if you want to check it out: [short link]. Either way, thank you for always cheering me on.”

      If you feel nervous sending that message, you are normal. Do it anyway.

      Set a small goal. One person per day, for seven days. Put a sticky note next to your computer and make a little check mark each time you send an invite.

      Most people will simply say “thanks” and move on. Some will buy. A few will buy and review, which is worth far more than the few seconds of discomfort you felt.

      When authors say that readers do not support them, often the truth is that they never asked.
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        * * *

      

      BONUS: Make A Business Card That Sells Your Book

      It may

      
      
      
        
          	
        Your professional headshot
      

      	
        A short, punchy blurb about the book
      

      	
        Your name and key contact info
      

      	
        A QR code that takes them straight to your book’s sales page
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