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Passive is as Passive Does 

 
“Oh, you actually want to buy my booklet? Gee, are you sure? Let me see 

what I can do for you. Yeah, I’ll get back to you.”  
 

Seems like a strange series of comments, don’t you think? I’m not making 
them up.  It’s amazing to hear variations of those responses.  It’s particularly 
astounding when some of the same people started their booklet journey 

devoting lots of time asking how much money they can make from their 
venture.  

 
If you think the above description doesn’t apply to you, stay tuned. You will 
probably be surprised.  

 
The first scenario is that you labor to write the booklet, have it professionally 

edited, get it professional designed, and enter it for sale at the 
tipsbooklets.com ebooklet catalog End of story. You sit passively waiting for 
orders to come and commissions to be paid.  

 
Then something happens. Someone purchases a single downloadable version 

of your booklet, likes it, and wants to get hundreds or thousands of printed 
copies. You are unprepared with price quotes and estimated delivery time. 

The client gets frustrated and potentially goes away, or stays and is under-
whelmed by your business practices. How much m0ney did you say you 
wanted to make on your booklet way back when? You never identified 

printers because of your wait-and-see attitude. A potential recurring order of 
thousands of copies evaporates before your eyes. Sad but true. Such a 

simple fix to avoid an unnecessary disaster. Find three printers today. Ask for 
price estimates on various quantities, and about their typical delivery time. 
How easy is that?  
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You’re reading this article so far and feeling somewhat (or a lot) smug. You 
printed 1,000 copies of your booklet and are confident in the  
business relationship with your printer. You can count on good work at good 

prices in a timely fashion. You think this article has nothing to do with you. 
Guess again.  

 
The same client downloaded your booklet from tipsbooklets.com ebooklet 
catalog They loved the content. They want it in Spanish or in audio, or they 

want to use your content within a product they produce, or use the PDF 
version to draw more traffic to their site. They are talking about a licensing 

deal.  
 
You said to me a long time ago that you’ll get the licensing information when 

a likely prospect is in front of you. Well now you have one. You’re expecting 
to learn all you can about how to navigate through a licensing deal in record 

speed so you can speak intelligently to this prospect this very week. (Oh, 
tomorrow?) After all, the prospective client is ready to go. Are you? Even if 
you’ve had some ideas about a non-English version, are you leaving big 

m0ney on the table because you could introduce into the conversation more 
ways for this prospective client to use your material, if you only knew what 

those other possibilities were? You already know the answer to that question 
by how it was asked.  
 

These two above situations dropped into your lap. You didn’t have to do a 
thing beyond uploading your booklet to a site for sale. Or maybe you’ve been 

thinking about uploading your booklet and you were still doing calculations of 
dividing the upload investment by the commission per download. Did you 
notice the two stories in this article moved far beyond that? The orders from 

the downloads came to you, and you weren’t ready. When will you be?  
 

Upload your booklet today to tipsbooklets.com ebooklet catalog  If it’s 
already there (or even if it’s not), and you have yet to invest in it, get  the 

licensing information before another day goes by. Start familiarizing yourself 
with ways of leveraging what you have into deals that bring 100% profit and 
several lovely zeros in the payment. You won’t find a better return on your 

investment. Then you can passively receive what’s very available to you by 
being prepared.  

 


