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SIYOP Workshop 

Session 3-1 

Preparation 

Welcome to session 3 of the Step Into Your Own Power Workshop. 

This session is on the Path to Publishing. We're going to talk about 

something that is very important to a lot of people regardless of what 

business that you're in. Having a book publishing a book, is 

something that's a constant. It's been an important piece of marketing 

and credibility even when so many other things change. The book 

has been there.  

 

This is one that a lot of people really feel that is not achievable and 

are just completely surprised. It really does, when I've worked with 

people to compete the book, published a book and what a difference 

it makes and how it affects them is really tremendous. I'm really 

excited about this session. 

 

Let's start out talking about who this is for. This is for business 

owners, business coaches, speakers, consultants. What you're going 

to learn today is how to quickly write and publish your own authority 

positioning books by quickly our one-problem one-solution format, 

and how to make your new book an Amazon best seller even if you 

aren't a writer.  
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Now I want to make sure you also understand that this is NOT and 

who this is not for is if you are writing fiction, or want to put out a 

fiction book or something like that. This is really specifically around 

building authority, building credibility so that we can use that in our 

positioning as we get more exposure. 

 

Let's go right into that. Why a book? Well a book is something that 

quickly establishes you as an educator and an advocate and it puts 

you in the category of subject matter expert. This is like I said been 

the case for years and years and years, before there was internet, 

before there was TV, before there was radio, there was books. The 

people that wrote the books were automatically put in a different 

category as people that don't have books.  

 

It instantly, whether people read the books, whether people don't read 

the books. Let's just talk about the realities of this that a big portion of 

the population, people buy hundred paged books, two hundred paged 

books, but not nearly as many people actually read a hundred paged 

books. The fact that you have a book and that you're the author of a 

book presents that credibility even before and if that person ever 

even really reads that book.  

 

Being a published author still definitely one of the biggest credibility 

and door openers for getting more media attention, for getting more 

interviews, for getting more speaking engagements. You may be 

asking, why best seller? Why is best seller important? Because 
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becoming a best seller is not, and I want to make sure we stress this, 

becoming a best seller is NOT about feeding your ego. It's not about 

bragging or puffery. It's a tool. It's a tool for getting more exposure so 

that you can help reach the prospects that need your help.  

 

This is something that I want to really stress because when you 

become a best seller, it's certainly something be proud of. It's 

certainly that a lot of people, there's a lot of different emotions, there's 

a lot of different feelings attributed being this best seller. But you want 

to do is try and kind of not think about that, and think about the fact 

that the reason you did this, the reason that you went through the 

step to becoming the best seller, and did the things and learning right 

here how to do that in an effective and efficient way is not so you can 

walk around with a best seller badge saying look at me I'm a best 

seller.  

 

In fact, something that we don't really play up very much except for 

when we use it as a tool for getting more exposure. That tool for 

getting more exposure because at the end it's really about reaching 

and helping those prospects. Best seller is really about becoming a 

published author. It's about making others look good.  

 

When you become a best seller, what you're doing is you're making 

others look good. How do you do that? How is you becoming a best 

seller make others look good? Well because you're going to make it 

easy for reporters and show hosts to pick you as a guest. 
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Being able to attract a best selling author for interviews or quotes for 

their stories makes them look good.  

 

They want to be able to say “Please welcome best selling author..." 

They want to be able to quote author of the best selling book stated.... 

Once you understand that, becoming a best seller isn't just something 

that you're doing to feed an ego or to put a badge on so you can brag 

about this. What you're doing is your doing that so you're making the 

jobs of media and other people easier and making them look good by 

having you as a guest to give you that exposure and it really is back 

to what I said, that tool for allowing you to help the people that really 

need your help. 

 

Now without a book you think about it you might just remain another 

face in the crowd, missing out on media opportunities to others, even 

though they are less qualified because they do have a book. I'm sure 

that you've seen that in your field. You've seen others get recognized 

for the simple fact that they had a book and you realize that that book 

really is a tool. The fact that they're a best selling author really is a 

tool.  

 

Without a book you may keep selling and competing on price which is 

what a lot of people do and which is one of the things that you are 

here to avoid. That you're doing what needs to be done to avoid 
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selling on price and avoid competing on things that keep you in that 

"Me too" category. 

 

There's also the achievability gap. Most of the population consider 

writing and publishing a book beyond their reach. This includes many 

if not most of your competition. It's just not something that they feel is 

achievable. We all know how important achievability is. They get 

overwhelmed thinking about where to start and you may feel the 

same way as well. You may think that to be recognized as an expert 

you have to publish the complete guide to, and that's one of the 

biggest misconceptions that in order to publish a book that you're 

going to write this big companion. The complete guide that you need 

to cover all basis but that’s just not the case.  

 

A lot of people think it costs a lot of money to write and publish a 

book. Or I'll never sell enough copies to recoup my investment if I 

can't get a lot of people to buy and read my book. It's really all for 

nothing. I want to make sure that we understand really what the 

purpose and the value of this is. So let's talk about really quickly 

royalties versus credibility. 

 

People like Stephen King and E.L. James make money by selling a 

lot of books. As a business owner, a speaker or coach, consultant, 

service provider, the authority positioning, the exposure, media 

opportunities created by your books will produce far more income 

than the royalties that it will generate.  
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That’s important to understand and really realize that you're going to 

get far more in return from the exposure that your book is going to 

create than a check, a royalties that you would get from actually 

selling this book. I think a lot of you if you're here and you're looking 

at this and you're seeing this and you're realizing that and you know 

the true purpose and power of this is. 

 

Here’s' why. Royalty success, in order to be successful or consider 

this book a success if you're counting on royalties. You reach that 

success when you get a lot of people to actually buy your book. I 

mean a lot of people. This requires a huge commitment of time and 

money to get convince enough people to buy your book and to 

generate appreciable income.  

 

Now the credibility success benchmark is the moment that you 

become a published author. The moment you become a published 

author is when the success comes from what we're going to do. It 

takes far less time and money to just let people know that you are a 

published author than it is to get people to actually buy and purchase 

and download and read your book. 

 

It's something that's very important and people have a hard time 

getting their head around. When you're not looking for royalties and 

you're using this for credibility and build exposure, the second that 

people that know that you're a published author, even a best selling 
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author, that's when you win. That's the benchmark. Once you 

understand that you see how much more quickly that you can get to 

that benchmark for success than someone that's trying to generate 

real livable income off of book sales, or royalties directly. 

 

Here's how we're going to this is by writing a short book squarely 

focused on overcoming just one of the common obstacles that your 

perfect prospects face in achieving their ultimate goal. We’re going to 

be publishing it digitally as an Amazon Kindle and quickly make it a 

top 10 best seller. This is going to be faster and easier than you 

though possible using this one problem-solution format. 

 

Now we're doing this and we're going to publish it as an Amazon 

Kindle, but we will also be talking about as you go through the 

supplemental material on how to turn into an actual physical book to 

use as that calling card because it is a very, very powerful and 

effective calling card. But what we want to do is get you to that 

achievable outcome of publishing this one problem-solution book so 

that this is a very defined and concrete topic that makes it very easy 

for you to be able to go and do interviews around. Very easy for you 

to be quoted on for specific topics around this. You'll see what I mean 

here shortly. But the way we do this in this formula lends itself not just 

to getting the book out quickly but also to make it easy to get the 

exposure around it. 
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The one problem-solution format. The outcome is not to publish The 

Complete Guide To... That is not the outcome so we want to erase 

that obstacle very, very quickly and easily. You're not going to have to 

sit down and write the whole complete guide, the companion to what 

it is to what you're doing. The one problem-solution format is really to 

position you as an educator and advocate and an authority for your 

micro-specialization.  

 

This all starts with your action plan. You’re going to have an action 

plan that's going to be loaded into the members' area along with the 

replay of this that you're going to be able to start working on and get 

all the contents and prep for your book very, very quickly. We'll talk 

more about that. 

 

Creating your action plan. The action plan that we're going to be 

using and talking about here is very easily. It goes through the 

preparation and we're going to be talking about the cover creation, 

writing, editing, formatting, publishing and then your best seller 

status. That's where it is preparation, cover creation, writing, editing, 

formatting, publishing, best seller status. You may say, is that all 

there is to it? Just go through these steps?  

 

This is exactly what those steps are for the preparation. You're going 

to figure out who is your book for? What is the achievable outcome? 

What achievable outcome does your book promise? Why would they 

want to achieve this outcome? What happens if they don't achieve 
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this outcome? What are the common misconceptions about achieving 

this outcome? What are the common unknown pitfalls that they 

should be aware of? How specifically will the book help them achieve 

this outcome? And what are the steps they need to follow? And then 

we're going to pick a working title. That's what we're going to do right 

now in this preparation portion of the session today is walk through 

this preparation phase. 

 

Now you may be saying, will this actually provide me with what I need 

as far as content to actually teach someone to train someone to be 

that educator and advocate for what it is I'm doing? Well what I want 

you to do now is go back and think about how we started this at the 

very beginning of this training. Look back at the slide presentations 

that we just went through. Who is this for? What are you going to 

learn? Why a book? What happens if you don't achieve a book 

without a book? What are the misconceptions? How are we going to 

do this? What are the steps that they need to follow?  

 

I want you to go back and see how we just completed this exact piece 

going through this training, and what you're going to see right now is 

how I'm going to take this training that we're doing right now and 

through this session and turn that into a one problem-solution book 

so you can see this in action as we are doing it and witness the 

process so that you can apply it yourself. 
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You’ll have the one problem-solution, the action plan like I said will be 

in the members' area to download when we get the replays up in this 

session ready and you'll be able to begin. You can start by taking 

notes right now through this preparation section. 

 

Let's start with this. Who is your book for? Well your book is for your 

perfect prospect. For examples that I use our perfect prospect would 

be coaches, but think about who your perfect prospects are. They 

could be coaches as well. Real estate investors, restaurant owners, 

solopreneurs, but the one thing that your perfect prospect shouldn't 

be is you shouldn't begin it with anyone who wants to.  

 

You really want to define that perfect prospect. It doesn't necessarily 

mean that they all have to be in one particular industry, but they may 

have a particular need, a particular desire and this is the time to get 

concrete about who it is you help and kind of lose any vagueness 

about this and really define it. Who is your book for? That's what you 

want to determine right up front. Who is the person you are going to 

help? 

 

The next one is what is the achievable outcome that your book 

promises? What is the problem that it solves? Well what we're doing 

in creating right here is How To Quickly Write And Publish Your Own 

Authority Positioning Books And Make It An Amazon Best Seller 

Even If You're Not A Writer. That is the outcome that the book that 
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we're creating as you watch this right now promises. Think about 

these words: How To ... Even If....Without. 

 

Think, imagine, brainstorm what would the title of your complete 

book? So this is an exercise that if you can't think about what that is. 

If you're not sure what that will be, walk through this exercise and 

you'll be able to come up with it very, very quickly. Let's think about 

the title of your complete book would be. Even if it was as simple as 

The Complete Guide To Your Micro-specialization.  

 

Since you're not really coming up with this title, just use that 

Complete Guide To... If you're going to do the Complete Guide to 

whatever your Micro-specialization. Is it the Complete Guide To 

Mobile Marketing for Restaurants? The Complete Guide To Flipping 

Houses. The Complete Guide To Creating Online Programs For 

Coaches. The Complete Guide To Financing Your First Home. The 

Complete Guide To Successful Time Management For Solopreneurs.  

 

Write that down. This can all change, but write that all down. What 

would that complete guide to your micro-specialization be? Now I 

want you to think about what would some of those core chapters talk 

about? 

 

What would some of the core chapters talk about in your complete 

guide? This hypothetical complete guide. Complete Guide To Mobile 

Marketing For Restaurants might have a chapter on mobile websites, 
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a chapter on text messaging marketing, a chapter on viral coupons, a 

chapter on loyalty programs. If you're doing The Complete Guide To 

Flipping Houses, it might be a chapter on finding deals, financing, 

repairs, marketing. The Complete Guide To Creating Online 

Programs For Coaches might be ebooks, audio programs, video 

programs, membership sites. Financing Your First Home you might 

have a chapter on credit score, down payment requirements, job 

histories, salary requirements. Complete Guide To Successful Time 

Management For Solopreneurs, they might have under time 

management, better health, better relationships, business success. 

 

Think about which chapter would be the most compelling to your 

perfect prospect. Which chapter might include a unique system or 

process, service that you provide? Think about which chapter that 

you have a great case study around, how you've helped someone. 

This should be the achievability outcome your book promises. Think 

about that, whatever your complete guide to and think about that 

chapter that really fits the bill for the perfect prospect that you have 

really good system around, that you have a good case study around. 

That is going to be the achievability outcome for your one problem 

one solution.  

 

It might be How To Create Viral Coupons That Your Customers Will 

Love To Share. How To Quickly Estimate Repairs Even If You're Not 

A Contractor. How To Create An Online Audio Course With Little 

Technical Skills. How To Qualify For First Time Home Buyer Loans 
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Even If You're Self Employed. How To Free Up Three Hours Of Your 

Day Without Productivity Suffering. This isn't going to be the title 

necessarily of your book, but this is that achievability outcome that 

your book is promising the reader. 

 

The next piece of the preparation is why would they want to achieve 

this outcome? The why we talked about being a published author 

quickly establishes you as the educator and advocate. It helps you 

stand out as the subject matter expert and get media attention. What 

would they gain from achieving the outcome that your book just 

promised? How would things change for them?  

 

Be careful not to mix in the how. A lot of people have the tendency 

when they start talking about the WHY they start mixing in the HOW 

that would happen. Leave that HOW out right now but talk about 

WHY they would want to achieve that? 

 

Next what are the consequences of not achieving this outcome? 

What happens if they ignore the opportunity? The examples I used 

were another face in the crowd, to keep competing on price, missing 

out on media opportunities, to perhaps a less qualified because they 

do have a book. What is that they might miss out on, or even if they're 

in a particular situation this consequence may be that things just stay 

the same and that's what they are trying to avoid. 
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Next, what is the most common obstacle preventing a prospect from 

achieving this outcome? Is it mindset? Is it lack of knowledge? Is it 

tools? Misinformation? The example that I used was that they're 

overwhelmed thinking about where to start or how to create content to 

position them as an authority. They think they have to write their 

entire complete guide to their industry in order to publish a book that 

positions them as that expert. 

 

Next. What are one to three common misconceptions that your 

prospect may have about achieving this outcome? Does is cost too 

much? Is it beyond their ability? It won't work in their situation. What 

is it they think they may be misinformed about, there's 

misconceptions out there?  

 

We talked about as far as the difference between royalties and 

credibility that they think that they have to sell thousands of books to 

become a best seller. That perhaps being/ labeling themselves as a 

best seller is bragging. What are some of those common 

misconceptions your prospects have about achieving the outcome 

you promised? 

 

What are one to three pitfalls they may not be aware of? These are 

obstacles that they don't know exist. This is your opportunity to warn 

them of real problems that they're likely to encounter. If you think 

about the reports that you see, The Three Secrets That They Don't 

Want You To Know About. Three Things You Should Never Do If...  
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You want them to be these real problems is what happens when an 

educator and advocate warns you of a pitfall that when you hit that 

real problem and this is what I mean. Think about a very common 

they're likely to encounter because when they encounter it, they're 

going to recognize this as Whoa this is something we need to watch 

out for, and 2) ahh, they warned me about this. They let me know this 

was going to happen. What does that do? It also strengthens your 

status as that authority as that educator and that advocate. 

 

What is the specific solution you book will provide to help them 

overcome the obstacle and misconceptions to successfully achieve 

this outcome? This is where you want to get really concrete. You 

want to get a concrete summary of this. We talked about show them 

how to pick one of their perfect prospects' most common obstacles, 

choose a single solution used to over come that obstacle, and create 

and publish a book focused on that one problem one solution. That's 

what I mean when I talk about concrete. 

 

If the solution can't be I'm going to help them reach their goals, or I'm 

going to help them lead the life of their dreams. That’s a big kind of 

ultimate outcome, but it's not concrete. It's something that they can't 

picture themselves doing. This needs to be something that they can 

actually picture themselves doing, an activity, a very specific result.  

 



© 2014 Authority Media Group, LLC – AuthorityAlchemy.com	  

Talk about that solution that you're going to actually be providing in 

the book. Don't get into the details but kind of what is the summary of 

those steps. That's an example that I used is show you how to 

choose your perfect prospects' obstacles, determine the solution that 

you use and tell them how to overcome that in the one problem 

solution book. 

 

What are the steps they need to follow in order to achieve this 

outcome? This is where you do get more granular. List the steps as if 

you were listing out the steps in a recipe. Don't be vague. Step one, 

step two, step three.  

 

We came up with things here like come up with the working title, 

create a cover, write the content based on the action plan, edit the 

book, format the book, publish the book. This is going to become your 

table of contents for your book. So it's very important when you list 

out these steps that it is a very, again, concrete action oriented on 

what's going to be done. 

 

Also, what's an example of how a customer/client achieved the 

promised outcome with this technique? This is a perfect opportunity 

to create a case study. This is a great way to show social proof, the 

outcome and demonstrate your ability to make this achievable. If you 

think about a time that you've helped someone achieve this outcome, 

whether it be in professional or personal life, and you don't have to 

use their names or anyone, but use that example as, put it into a 
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story to demonstrate how this outcome has benefited or how 

someone was able to achieve this outcome with perhaps similar 

obstacles. Similar things standing in their way to do this. It creates 

great, great content for the book but also strengthens the fact that this 

is achievable and that this something that others have done and they 

can do as well. 

 

Based on the promised outcome, what we want to do is brainstorm a 

working title for your book. This is the time you can get creative. You 

have time to change this before it's published, but based on what that 

outcome, that promised outcome you chose, get a little bit creative. 

This isn't something to spend forever on because like I said you can 

change it. It's not going to be permanent, but it's going to be 

important here and you'll see why. 

 

What we come up with for this, Write Less, Earn More. Micro-

Specialized To Quickly Write And Publish A Book For The Digital 

Attention Span Economy. This is where you can get a little bit creative 

and use that creativity because I know that you are a creative person 

to do this. Like I said, don't get too caught up on words or syllables or 

anything like that. Just put it together and it can always be changed 

before this is said and done but you want get that very, very 

specifically in your mind. That's really what completes the preparation 

part to prepare to go to the next phase of putting together your one 

problem-solution book. 


