
Better Readthrough,
higher royalties

HOW TO INCREASE SALES WITH OPTIMIZED BACKMATTER



A little about 
me…

• Spent years writing how-to articles for websites before a 
friend dared me to try writing something I was passionate 
about 

• The first half of my career, I made every mistake possible 
until I had to decide whether to learn how to be a career 
author or give up my hopes of writing full-time

• Broke the six-figure ceiling for the first time in 2020 and 
again in 2021

• Now, I help other authors reach their goals as part of Author 
Ad School



What you’ll learn today
• Everything that comes after “The End” is just as important to your business as the story they 
just finished reading

• There’s one place in your backmatter that’s more valuable than anything else

• You are the guide. Your readers are trusting you to help them know where to go next

• Not all links are created equal. Set your intentions to have the best chance of long-term success
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The end… 
Now what??

You will never have a hotter lead than someone who has just 
finished reading your book.

Every time you ask the reader to turn the page, you’re also 
inviting them to close the book and move on with their day.

Speaking of “The End” did you know those words are like a stop 
sign for readers? 

By effectively crafting your backmatter, you will lead them where 
you want them to go. 

Knowing the order of importance will maximize your chances of 
increased sales!



But What’s Next?
There isn’t much worse than ending with a moment and leaving your readers hanging. 

Even if you don’t finish with a massive cliffhanger, you can help your readers find the next 
book easily. 

In this case, past-Quinn relied on readers to hunt down any information about the next 
book in the series. Did they?
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Where you belong…

THE END!
“On the next 
episode…”

CTA to buy the 
next book
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Give your 
readers a map

In 2000, a study concluded the average consumer could 
maintain attention online for about 12 seconds.

In 2015, that time dropped to about 8 seconds.

Every year since then, our attention spans have gotten 
shorter. 

This means you may have only a couple seconds to grab 
your reader and guide them to your next book. 

Optimized backmatter reduces decision paralysis by 
telling them where you’d suggest they go next.



The circle of reader life

We want to keep readers in our backlist. 
As you optimize your books, this is going to create a circle that 
will expand with new releases. 

It may be worth sitting down to plan what your circle is going to 
look like. 

Some authors will have more than one circle, and that’s okay!

ICYMI to overcome FOMO
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The order of 
importance

When you create your backmatter, it’s more than throwing 
links onto the page.

If you could only get one click out of this book, where would 
it lead? 

If you’re lucky enough to get two clicks, what would they 
be? 

If you’re hoping for three clicks, you might need to temper 
your expectations.

Make every click count!
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Clicks for 
read-through

If read-through is your number one goal, you need to compel 
the reader to click. 

This should be to be on the same page, otherwise you risk them 
closing the book.

And if they don’t close the book, Amazon might flip to the 
ratings page, and then you can’t control if/what other books the 
reader sees.

How many times have you clicked on a book link without 
context? 

Treat this like creating an ad. Write compelling copy to encourage 
the click!



Welcome to your next read

As soon as the story ends, the first thing the reader sees is an invitation to the next book.

If the next book features a side-character from this book or a situation that carries through 
books, be sure to use that to strengthen your copy.

Use a strong CTA to encourage action. Click here is one of the most commonly used CTAs, 
but is it the best one? What do you want the reader to do after that? 

In this case, “Grab your copy” is the Call-To-Action. Start Reading, Pick Up, Dive Into, or 
even simple “Read [book title]” are also effective CTAs for authors.
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Can we keep in touch? 
Is building your newsletter a priority right now? 

Don’t bury the reader’s invitation with the junk mail.

If you’re torn between building your newsletter and getting the next sale, fear not!

Building connections is the name of the game!

Don’t have a newsletter? There’s no time like the present!
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Life’s all about 
give & take

• If you have something to give the reader, they’re much 
more likely to hand over their valuable information.

• Not all reader magnets are created equal.

• Reader magnets don’t have to be 50k words or more! 

• Again, telling the reader why they want to click that link 
will make all the difference!
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Call me, maybe? 
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• You wouldn’t go up to someone in a bar and ask for their phone number as an 
introduction, right? 

• Don’t do that to your readers! 

• Tell them what’s in it for them if they join your newsletter. 



Wait! Aren’t you missing 
something important???

Are you wondering why there’s been no mention of reviews 
yet?

Again, everything about optimized backmatter is strategic. Yes, a 
review is nice, but it’s rarely the most important thing. 

There are multiple places we’ll try to encourage readers to leave 
reviews, but not yet.



Make Mama 
proud by 
remembering 
your manners

The first thing readers see once they turn the 
page is a thank you note. 
Before I ask for another favor (we’ve already asked 
for two) I want readers to know I appreciate them. 
This is where you can work in a subtle request for 
a review. 
Remember who reviews are for. Hint: it’s not us 
authors.



It’s all about connections
Whether you write romance, mystery, thrillers, or non-fiction, use your 
author’s note to touch on the connection you’ve made. 

Ask the reader to review to help other readers. And ask them to send you a 
copy of the review! 

Even this page is subtly working to connect readers to what they’ve just read. 
I also give them one more invitation to keep in touch.
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Getting to know you

Your “About the Author” page is where you’re really going to start building 
a relationship with your readers. 
Even if you keep your personal life guarded like Fort Knox, you can filter 
pieces of yourself into a bio that resonates with readers. 
Are you wondering about the picture on this slide? The piece of my bio 
readers remember isn’t how many times I’ve been kicked out of the PTA, 
but something much more unique to me…
When a reader feels like they know you, they’re more likely to stalk you. In 
the good way, I swear! 



Let me introduce
myself…
Readers don’t need (or necessarily want) your entire life story. Here are 
some ideas of what to put into your About the Author page: 

• How long have you been writing? 

• What piqued your interest? 

• What do you do when you’re not chained to the computer? 

• Do you have pets? People love pets! And hey, ask them to show you 
theirs. They will, and you can all bond! 

One last chance to connect. Since this screenshot was taken, I’ve refined 
these social media links even more. Remember, you’re guiding the reader 
where you want them to go. 

This Photo by Unknown Author is licensed under CC BY

https://www.flickr.com/photos/mark6mauno/40902407692
https://creativecommons.org/licenses/by/3.0/


Peeking behind 
the curtain

Do you put excerpts of your other books 
in the backmatter? 

If yes, are you using the right excerpt?

Think about sneak previews of TV shows 
or movie trailers… 

Don’t forget that strong Call-to-ACTION!



The way to get 
started is to
quit talking 

and begin doing.
~Walt Disney

Think about your Circle of a Reader (creating a path through 
your backlist) and the Order of Importance (what click 
means the most to you?)
Which hook or link will you put first? Do you have a reader 
magnet to use as your “currency” for their email address? 
Do you have an author’s note and bio? Can they find you 
online? Does your excerpt leave them at a cliffhanger 
moment so they have to read the rest right now!?
If you’re just starting out, remember, start at with your firsts 
and go from there. Don’t try to do it all at once!



Thank you

Quinn Ward Quinn@quinnwardwrites.com QuinnwardWrites.com


