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Introduction

Your Blueprint For Mail-Order Success…

Made to Order:
The Top 50 E-Mail &
Mail-Order Businesses
(Including Suggestions and Secrets Other Successful Mail-Order
Business Owners Have Kept to Themselves — Until Now!)

Dear Entrepreneurs:
We’re pleased to present you with this extensive bonus report. Such valuable industry
information has never been gathered in one place before — or put in print for easy use!
Your Mailbox Millionaire board of advisors brought together their collective experiences
and combined this material with research data from our ETR team. Now, here in one report,
is everything you need to be successful in any of these markets — no matter which one
you choose.
It took, literally, hundreds of hours to compile “Made to Order: The Top 50 E-Mail
and Mail-Order Businesses.”
This was quite a project.
The results: 50 mini-reports in one concise package. Each of these 50 business subjects
holds a large consumer market — capable of supporting at least one more multi-million dollar
direct mail company!
You’re receiving a report that contains the most up-to-date information available.
In fact, these are, the most profitable direct mail and Internet businesses in the
marketplace today.
So if you’re still wondering: “What type of product should I sell?” — “Made to
Order: The Top 50 E-Mail and Mail-Order Businesses” provides you with the
information you need to answer this question and make a wise, informed decision.

50 Money-Making Choices
In each category we get down to specifics. To give you an idea of the information
covered, here are a few questions every “mini-report” answers for you:

■
■
■
■
■
■
■

Are there any laws or government restrictions I need to know about?
How do I find information on pricing my product?
What kind of mark-up do I need to turn a profit?
Who’s a knowledgeable and trustworthy source I can go to for advice?
How much money do I need to start?
What’s the first thing I need to do?
What other steps do I need to take?

You probably noticed that this bonus report is set up so you don’t have to read it entirely.
Just study those sections you’re considering for your business. We considered this time saver
to help move you closer to becoming a Direct Marketing University Millionaire.
So, if you’re a golfer or if you love to travel, you’ll discover there is a huge market for
your favorite pastime.
Do you like to fish? Or would you rather read? Either way, plenty of mail-order buyers
share your interests.
There’s something for everyone inside this report: from toy to coin collecting, from
gardening to organic foods and gourmet treats, from health supplements to tobacco products.
And under each topic, you’ll get current market statistics, learn who your buyers are,
and what they’re looking for. You’ll find out how to source your product, figure pricing and
mark-ups, and any requirements or restrictions — if they apply. The “Insider’s Tips” and
“How To Learn More” sections provide you with details that took us years of experience to
learn … on our own!

The Direct Marketing University Program Is the Most In-Depth,
Proven “Roadmap To Success” Ever Written
With the Direct Marketing University, The Masters Edition, A Proven Program for Starting
& Running a High-Income, Direct Marketing-Driven business course and the work you’ve
accomplished so far, you’re capable and ready to begin accumulating money through
your own direct mail business.
If your life hasn’t changed yet I guarantee you’ll notice some changes soon, as you
continue to lay the groundwork for your company. You can expect to experience an
increase in confidence and a more positive outlook — both by-products of running your
own business and watching it grow.
Rather than being the “obedient employee,” now you call the shots!
And as your company prospers, you’ll know that you are making it happen.
Compared to other programs I’ve seen, there’s no proven, more direct way to become
a mail-order entrepreneur in today’s market. (The Direct Marketing University program has
proven itself already, many times over.)
It truly is your blueprint for mail-order success!

And Success Has Never Been Easier To Attain…
From the beginning, as the Direct Marketing University program began to take form, the
primary goal was clear. Our objective was to create a virtually foolproof course: a course
containing everything necessary to build your own mail order business — and succeed
in doing so!
Our board of advisors’ collective knowledge constructed the program’s basic framework.
Then we inserted information gathered by our researchers, as well as nuggets of wisdom
that an extensive group of successful mail-order entrepreneurs gave us. All this material was
re-worked until it was set in logical steps and easy to follow.
The final product contains all the outside information you could possibly need, or
want, to start and run your business! You’re learning what you need to know — when you
need to know it.
The only thing we could not supply for you: the action needed to bring your business to
fruition. It’s the last, most critical ingredient to ensure the healthy development and
prosperity of your own direct mail company.
But you already know that doing the legwork is a necessity for anyone desiring financial
independence. However, through the Direct Marketing University program, we’ve made it as
pain-free as possible. If you follow this course as we’ve explained it, and if you persist …
the odds are definitely in your favor that you’ll accomplish what you set out to do.
In fact, I’m personally convinced this program holds the key to your business success!
And remember, we’re here to help you along the way.

This Report Will Save You Hours of Time —
And Dozens of Headaches
As you skim through “Made to Order: The Top 50 E-Mail and Mail-Order
Businesses,” you’ll be amazed at the amount of valuable information we’ve included.
It’s a tool you’ll refer to often.
And this report will save you time.
Under each of the 50 subject headings are successful direct mail businesses you can
use as examples for further study. You’ll find all the information you need (websites,
contact information, and so forth.) to learn about those companies in your area of interest.
It’s provided so you have what you need to get started — without spending hours doing
Google searches.
We’ve included information on other experts as well. You can pick up the phone and
call any of them. (But if you catch someone who’s busy, try to arrange another time.)
There’s another thing you should know. While compiling this material, if anyone on
the advisory board came across a company he or she thought was questionable, we left it
out of this report. If any one of us hesitates to work with a specific company, we’re
certainly not going to recommend that business to you.

…You’re Way Ahead of Other Young Entrepreneurs
As a student of the Direct Marketing University course, you have access to knowledge
and information that was previously available only through months and years of
business experience.
The ETR team has worked tirelessly with us to provide you every possible advantage
through this bonus report and other program materials.
So now, along with your Fast Start Rolodex, Glossary of Mail-Order Terms, Direct Mail List
Encyclopedia, interview CDs and other course materials; you have all the information you
need to start your dream business and make it a success!
Plus, you have access to the Direct Marketing University website: www.earlytorise.com/fasttrack.
It’s another important tool you have at your disposal. There you’ll find updates, teleconference
notices and any late-breaking information relevant to the direct mail industry. Forums are also set
up and ready for your participation — so you can learn from, and share with, fellow students.
However, perhaps the most important benefit, is the personal guidance available from
your advisory board. We’re here to critique your business plan and promotion, as outlined
in the course.
We made this pledge to you in the beginning and stand behind it: we’re going to
communicate with you by phone, by Internet, by mail and (if necessary) in person —
whatever it takes to get you going and to accelerate your “fast-track to success”!
Our entire focus is to enable you to build a successful direct mail business as
quickly as is humanly possible.
It’s fair to say you have a decent head start over other new entrepreneurs not enrolled
in the Direct Marketing University course.

The Formula Works — It’s Been Proven
I know I can speak for every advisor on the board when I say, “we’ll do exactly
what we promised.”
You can count on it.
We have the ability to lead you to success. It’s the same formula we’ve used
before — our own unique track record. We’re not just “telling” you how to make
a million dollars in mail-order sales … we’ve done it dozens of times ourselves over the
past three decades.
Now if you’ve not yet done so, spend time going through “Made to Order: The Top
50 E-Mail and Mail-Order Businesses” and discover your business of choice.
Then follow the suggestions as you finish your remaining course assignments.
That’s all there is to it!

The Time You’re Investing Will Bring Fantastic Returns
Here are just a few of the things you have to look forward to:
■

Waking up every day with a sense of purpose

■

Doing what you want, and loving what you do

■

Being comfortable and secure as your family’s provider

■

Paying off any lingering debts

■

Being confident in your ability to achieve your life goals

■

Genuinely understanding “the pursuit of happiness,” as you live your
American dream!

Yes, there’ll be competition. But don’t worry. You now have the edge you need to
find your niche and make your future business a reality today!
We’re looking forward to hearing about your entrepreneurial endeavors.
Sincerely,

Michael Masterson

Bob Bly

PS: Let us know what mail order business you select. We’re always glad to hear from
our customers. Contact us at: support@earlytorise.com.

Preface

Important Tips to Help You
Choose a Product and an Industry
As you sit down to read through the industries outlined in this
report, and select some for further study, keep the following in mind:
■

To create a successful direct response business you need
to have a least a 5:1 mark-up on whatever product you
choose to sell

Plus, keep your Fast Start Rolodex, Direct Mail List Encyclopedia,
and The ETR Direct Response Glossary handy. You’ll need them.
Use your Fast Start Rolodex to find more information on:
■

Vendors

■

Fulfillment houses (companies that maintain your inventory
for you, so it’s not stacked up in your garage)

■

Web Programmers to help you with your website

■

Printers for direct mail packages like catalogs, etc

Use your Direct Mail List Encyclopedia for more information on:
■

List brokers and how to rent from them

Use The ETR Direct Response Glossary as a reference for marketing
terms that may come up in some of the reports.
Oh, and grab a note pad if you haven’t already. Inside these pages
are a goldmine of success secrets that are sure to inspire some great
money making ideas!
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Artist Supplies
Overview
Mail-order professional artist supply companies specialize in professional quality
painting supplies, sculpture and wood working equipment and as bead and jewelry
making supplies. These materials are a little more specialized and their selection is more
comprehensive than what you would find in the traditional art supply store. Many of these
companies also offer their products online.
*This report will focus on supplies for the serious artist who creates art for sale for his or her
full or partial income.
There is opportunity in this field for the following reasons:
■

In 2002 the entire craft making industry grew an astounding 13% to $29 billion
dollars a year according to the Hobby Industry Association.

■

In 2001 there were 106,000 to 126,000 professional craftspeople working in the
United States according to the Craft Organization Directors Association (CODA)
Economic Impact Survey.

■

Not everyone lives in an area with access to a large retail art chain that provides
quality art products for the serious artist. These people have to look elsewhere
and your catalog can fill that niche.

Important Note: When selling to serious or professional artists, it is advisable to choose
one category and specialize in that category. For example, you could specialize in painting
supplies or bead making and sculpture and then offer everything the artist would need to
create their art. Here is a listing of departments from art superstore Dick Blick Art Materials
to give you an idea of the major product areas for serious and professional artists.
■

Adhesives

■

Airbrush

■

Archival/Conservation

■

Audiovisual Equipment

■

Books/Media

■

Brushes

■

Canvas/Surfaces

■

Ceramics

■

Cleaning

■

Cutting Tools

■

Drawing/Illustration

■

Easels

■

Educational Materials

■

Framing

■

Furniture

■

Graphic Arts

■

Mosaics

■

Outdoor Studio

■

Painting

■

Papers/Boards

■

Presentation/Display

■

Printmaking

■

Safety/Health

■

Scrapbooking

■

Screen Printing

■

Sculpture

■

Signmaking

■

Special Needs

■

Storing/Organizing

■

Studio Environment

■

Transporting/Carrying

Artist Supplies
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Buyers
This is an active direct response category with many competitors and good lists are plentiful.
The best results come from mailing to lists of mail-order buyers who previously have
bought artist supplies by mail or online.
The average professional artist is:
■

Female

■

Caucasian

■

Aged 49 (Most professional artists were aged between 26 and 65.)

■

A member of a craft organization

■

Working alone in her studio on her residential property

■

Living in a household with a higher than average national income
(greater than $40,800)

*Information derived from The Crafts Report 2001.

Front-End Marketing Methods
Test several mailing lists featuring people who have bought professional artists’ supplies
by mail or online in the past. Focus on people who have bought supplies in the area you
plan to specialize in.
Mail a catalog featuring a series of front-end products from which the reader can order
directly. Focus on quality products — brand names are very important. Also focus on a
competitive price point.
■

For example, Black Horse Fine Art Supply specializes in products for painters.
They send a catalog featuring paints in watercolor, acrylic, oil and others by
Holbein. They also sell Holbein pastels and feature a variety of brushes and
airbrushes, as well as canvas, painting knives, palette cups, palettes, brush
washers, easels and easel pliers and etching presses. The other major brand they
sell is Strathmore Paper Products.

■

Unlike the craft industry, art supply is not particularly seasonal. Artists often buy
supplies in bulk and will wait for the best available price if possible. They do
shop around. You can use this to your advantage by having a large section of
your catalog devoted to “discounted” items, etc.

Formats that work:
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■

Bridge City Tool Works, which sells hand woodworking tools, uses a #10,
13-page catalog. They are 100% direct mail and 95% male.

■

Meanwhile PJS Publications which publishes Woodworker’s Magazine and other
publications for artists sends a 4 X 6, 2 page package or a 5 X 11.5,
13 page package.
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■

Run space ads in magazines that cater to artists to either sell your products
directly or to generate leads. These include The Crafts’ Report, a monthly business
magazine for crafts professionals, American Artist Magazine, Art Times Journal, Art
World News, ArtNews and Artweek. Also choose magazines in your area of
specialty. For example if you’re selling products for sculptors, you could advertise
in American Ceramics Magazine; if you’re targeting woodworkers, try Fine
Woodworking Magazine. For more information about these kinds of magazines,
there is a large list of magazines targeting artists of all types on
http://www.americancraft.com under “resources.”

■

Test online marketing (Website and email).

■

Offer a downloadable catalog on your Website.

Back-End Marketing Methods
■

Send customers a print catalog with your full product line. You can mail this
periodically to your customers as well as include the back-end catalog in
outgoing shipments of front-end products.

■

Offer a newsletter featuring new products and product reviews.

■

Offer an online chat room where customers can share tips on creating their art
as well as their experiences with various brands. This also can provide you with
an important opportunity to learn more about your customers’ interests.

■

Send customers updates about new products and special discounts.

Your Product’s USP
Working artists are searching for brand name products that they’ve come to rely on,
as well as product availability, reasonable shipping time, excellent customer service and,
most importantly, competitive pricing.
■

Investigate what professional artists are buying in the areas you want to focus
on. For example, interview a professional painter and ask what products they
have trouble getting. These products could range from special safety equipment
or cleaning equipment, to unusually sized canvas transport cases. Include these
types of products in your catalog to set yourself apart.

■

Like Black Horse Fine Art Supply, you can also offer sample paint, pastel etc.,
kits for an artist to try before committing to buying entire tubes of color.

■

Working artists rely on product availability and reasonable shipping time for
their livelihood. It is essential to provide both to succeed in this particular
market. For example, Black Horse Fine Art Supply sets itself apart by being a
“mail-order catalog business that addresses specific needs through availability
and selection.” Dick Blick art supplies ships all of their orders by FedEx and even
offers overnight delivery.

Artist Supplies
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■

Black Horse Fine Art Supply also presents customer service aspect very well.
They do this by promoting the company owner’s experience and interest in art.
Although you may not have his experience in the art supply sales business, your
interest may equal his. John E. Bates explains that he enjoys working with
artists, looks forward to meeting them over the phone and in person, and so
forth. The creation of art is a highly emotional and personal experience and
promoting the ongoing “support” of a caring sales staff is something that sets
your company apart. To read John E. Bates’ personal history, log onto
http://www.black-horse.com and click “history.”

■

Another part of offering good customer service is offering a strong guarantee.
Dick Blick Art Supplies offers a 100% satisfaction guarantee. Just contact the
store within 30-days of receipt of your product for a full refund.

■

Competitive pricing on your products is also essential to set your business apart.
Black Horse Fine Art Supply boasts 40% off retail on some of its products.

Sourcing Your Product
The contacts you make with suppliers and manufacturers will depend upon what area
of art you intend to focus on. Here are a few suppliers in the most popular areas to get
you started:
Ceramics/Pottery:
Ceramic Supply
7 Route 46 West
Lodi, New Jersey 07644
Tel: 800-7-CERAMIC
Fax: 973-340-0089
E-mail: cssales@7ceramic.com
http://www.7ceramic.com
Laser Kilns
Unit C9, Angel Road
Wks. Advent Way, London
N18 3AH UK
Tel: 20-8803-1016
Painting:
Chroma Inc.
205 Bucky Drive
Lititz, PA 17543
Tel: 717-626-8866
Fax: 717-626-9292
http://www.chroma-inc.com

4

Made to Order: The 50 Top E-Mail & Mail-Order Businesses

Daler-Rowney
2 Corporate Drive
Cranberry, WI 08512-9584
Tel: 609-655-5252
Fax: 609-655-5852
http://www.daler-rowney.com/usa
The Artists’ Magazine
A comprehensive listing of manufacturers listed on their Website
at http://www.artistsmagazine.com, click “art Website links” then
click “manufacturers”.
Glass:
United Glass Blowing
3501 West Segerstrom Avenue
Santa Ana, CA 92704
Tel: 888-578-9504
http://www.unitedglassblowing.com
Hot Glass Color and Supply
2225 Fifth Avenue
Seattle, WA 98121
Tel: 866-448-1199 or 206-448-1199
E-mail: sales @hotglasscolor.com
http://www.hotglasscolor.com
Woodworking:
Review the articles and advertisements in
Wood Magazine, http://www.woodmagazine.com or
Woodshop News, http://www.woodshopnews.com to locate suppliers
and manufacturers.

Pricing and Mark-Up
Check with manufacturers or their distributors and suppliers for pricing guidelines on
your products. In this area, it is essential to monitor your competitors pricing. Products can
range in price from a few dollars to a few thousand dollars.

Getting Started
Investigate various brands that are popular with artists in the field of art you would like
to focus on. First choose a couple of major brands and establish a relationship with those
manufacturers and/or distributors. This will allow you to offer very competitive pricing and
product availability on a timely basis. (As your business grows you can add brands that are
more popular.)

Artist Supplies
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Other Requirements
Art supplies, particularly paints, glass, clay and so forth. are heat sensitive (and in some
cases flammable) not to mention extremely fragile. Keep this in mind when choosing a
fulfillment house to store your products. In addition, you may have to take special
precautions for shipping.

Restrictions
There are no specific regulations that apply to the sale of supplies and products for the
professional artist. Check with the Federal Trade Commission for an overview of general
advertising rules, http://www.ftc.gov/.

Insider’s Tip
Work with your existing customers to bring in new products that they’d like to try or
buy. For example, you could have an area of your Website and/or catalog-order form where
customers can list products they’d like you to carry. This helps create customer loyalty.
Major players:
Black Horse Fine Art Supply
200 Main Street
Burlington, VT 05401
Tel: 800-790-2552 or 802-860-4972
Fax: 802-859-9216
E-mail: john@black-horse.com
http://www.black-horse.com
Dick Blick Art Supplies
P.O. Box 1267
Galesburg, IL 61402-1267
Tel: 800-828-4548 or 309-343-6181
Fax: 800-621-8293 or 309-343-5785
http://www.dickblick.com
There is a comprehensive listing of organizations, publications and Websites
in all facets of professional art listed on http://www.americancraft.com,
click “Art related Publications and Websites.”
The Crafts Report
(Bi-monthly business magazine, subscription $29.00 a year. Also, their Website is
filled with valuable information including listings of supply companies for
professional artists.)
100 Rogers Road
Wilmington, DE 19801
Tel: 800-777-7089 or 302-656-2209
Fax: 302-656-4894
http://www.craftsreport.com
6
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Audio Cassettes/CD’s
Overview
Mail-order audio cassette/CD companies specialize in audio products like human
resource and personal improvement training programs, instructional language programs,
sound effects, audio books, original music or entertainment and commercial music.
Many of these companies also offer their products online. (Special note: Because several
major industry players with hundreds of millions of dollars in resources, dominate the
commercial music industry this category will focus on other types of audio products that
don’t require competing against such well funded companies.)
Publishers of traditional books and music are suffering disappointing profits and many
major publishers have been sold or downscaled. There are two main reasons for this:
■

The trend toward electronic forms of information and entertainment.

■

The trend of book and music superstores, like Barnes and Noble, that are
ordering massive quantities of books and CDs and returning those that
don’t sell, with return rates of 35% to 40%.

These two trends have created some big opportunities in the audio product industry.
■

Audio books have remained popular sellers. For example, the Audio Book Club
sells more than 65,000 audio books a year via mail-order and the Internet.
In February 1998, the company reported a membership base of 300,000 and
posted sales of $15.1 million in 1997. Another direct marketer of audio products,
Books on Tape, carries the world’s largest selection of unabridged audio books
(about 3,000 titles), and generated $10 million in annual revenue in 1995.

■

Online sales are growing. Take advantage of technology that lets your buyer hear
samples or sound bites of the products you’re offering before they buy.

■

Companies that actually sell audio products by allowing consumers to download
them on-line after paying by credit card also are strongly growing. Companies
such as Audible, Inc. (http://www.audible.com) are using technology to sell
books downloaded from the Internet for about $7 to $10 dollars each, half the
price of traditional books on tape.

Buyers
This is an active direct response category with several competitors. The best results
come from mailing to lists of mail-order buyers who previously have bought audio
products by mail or online.
The type of list you use depends on what type of buyer your products are targeting.
Buyers of audio products come from a wide range of demographics and include:
■

The man or woman purchasing self-improvement products. These products have

Audio Cassettes/CD’s
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a variety of different focuses — from wealth-building, improving personality and
relationships, to overcoming fears and obstacles in one’s life.
■

Buyers purchasing instructional programs in language, and so forth to further
their or their loved one’s education.

■

The man or woman purchasing audio books for entertainment because he or she
doesn’t have time to read, doesn’t want to read or doesn’t like to read.

■

The business owner, manager or official purchasing audio training products
for employees on topics that include improving productivity, sales or
leadership skills.

Front-End Marketing Methods
Test several mailing lists featuring people who have bought audio products by mail
or online in the past. Mail a catalog, direct mail package or brochure featuring a series
of front-end products from which the reader can order directly. For example, your catalog
can feature:

8

■

The latest audio books out on tape. Be sure to highlight best sellers and include
books of different genres.

■

New self-improvement products marketed for the individual.

■

New human resource type training products marketed to the businessman
for his employees.

■

Language tapes offering different levels of instruction in French, Spanish,
Japanese or German from the basic level up to the advanced. Some companies
offer language tapes geared to a variety of ages: from young adults whose
parents want them to learn a language, to the adult traveler who needs to
grasp only certain key phrases and to people who have spoken the language
before and want to sharpen their rusty skills. For example, Sounds True, Inc.
markets instructional and self study audio products with 9 x 11, 25+ page
8.5 x 11, 6 page, and 6 x 9, 22 page catalog formats.

■

Music instructional products. Homespun Tapes markets music instruction on
audio cassettes and CD’s using a catalog with either an 8 x 10.5 format
or a 5.5 x 8 format. The regular catalogs are 72 pages and their sale catalog
is 25+ pages.

■

Audio tapes targeted to children for educational and entertainment purposes.
For example, Soundprints markets children’s tapes about nature. It primarily
uses an 8.5 x 11, 24 page catalog format.

■

Unique music compilations or recordings. Something the buyer couldn’t find
in the local music store. For example, Irresistible Rythms markets international
music audio recordings with a 6 x 11, 25+ page catalog format.
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■

Run space ads in magazines read by the buyer you are targeting. For example, if
you’re selling language tapes you can run an ad in Travel and Leisure Magazine or
Business Traveler. If you’re selling books on tape, try a literary magazine like
Reader’s Digest or Saturday Evening Post. Or if you’re marketing music instruction
audio products, magazines that cater to aspiring musicians like Down Beat or
Guitar Player, will work.

■

Test online marketing (website and e-mail).

Back-End Marketing Methods
■

Send customers a catalog with your full product line. You can mail this
periodically as well as include the back-end catalog in outgoing shipments of
front-end products.

■

Form a club for frequent buyers of audio books. For example, you could have a
“best sellers”club and send a new best seller audio book to members each month
on a trial basis. If they listen to the tape or CD, they buy. If they’re not
interested, they send it back postage paid.

■

Offer a downloadable catalog on your website. You can also send automatic
e-mail updates when new items arrive.

■

There may be opportunities to market other related products in your customer’s
interest area. For example, if you are selling instructional music audio products,
you could also sell sheet music.

■

Build a loyalty program and reward your customer for continuing to do business
with you. Airlines use them in the form of “frequent flier miles” and you
can create your own program. For example, if the customer purchases the
“Learn Spanish At Home” courses 1-4, then they receive number 5 free.

Your Product’s USP
Buyers are generally looking for:
■

Immediate availability

■

Quality of audio, ease of use and effectiveness

■

Unique products

■

Excellent customer service

■

Good value

For example, buyers of audio books want the latest best sellers, as well as other popular
books from modern to the classics. They want to know that they can order from you and
that you’ll have the title in stock, at a reasonable price, and ship it immediately. They want
an easy ordering process and assurance that if there’s a problem with the product, you will
send another or offer a refund.
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In addition, build an identity for the specific audio products that you sell or the way in
which your company can offer audio products to customers. For example, you can:
■

Offer audio products that are very difficult to find.

■

Offer an instructional system that is unique and very effective.

■

Offer audio products that are purchased and downloaded by the user for
immediate gratification.

Sourcing Your Product
Audio Book Reference Guide features publishers, distributors, producers,
manufacturers and talent. The 2002 book costs $24.00 and can be purchased from
Audio File Magazine on their website at http://www.audiofilemagazine.com.
37 Silver Street
P.O. Box 109
Portland, ME 04112-0109
Tel: 207-774-7563
Fax: 207-775-3744
E-mail: info @audiofilemagazine.com
Audio Book Shelf offers books on tape in 10 different genres of literature.
44 Ocean View Drive
Middleton, RI 02842
Tel: 800-234-1713
Fax: 401-842-0440
E-mail: info @audiobookshelf.com
http://www.audiobookshelf.com
Audio Publishers Association is a not-for-profit trade association dedicated to
the promotion of public awareness and the increased use of spoken word audio in
all formats. They offer a variety of industry services on their website including a
supplier directory which lists many audio book wholesalers.
8405 Greensboro Drive, Suite 800
Mcclean, VA 22102
Tel: 703-556-7172
Fax: 703-506-3266
E-mail: info@audiopub.org
http://www.audiopub.org
Full Cast Audio specializes in books on tape for family listening
618 Westcott Street, 1st Floor
Syracuse, NY 13210
Tel: 800-871-6152
Fax: 800-871-7411
http://www.fullcastaudio.com
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Oasis Audio offers a variety of genres including language learning, business
and self help.
289 South Main Place
Carol Stream, IL 60188-2425
Tel: 800-323-2500
E-mail: info@oasisaudio.com
http://www.oasisaudio.com

Producing Your Own Audio Products
■

Decide if you are actually going to do the audio production and editing yourself
or hire a professional to do it. If you don’t know much about professional audio
recording, you may want to at least start by using a professional.

■

Once you have produced a “master” copy, then you will reproduce the audio
product you will sell from the master. If your operation is small, you may want
to do your own duplicating with your own equipment. This is especially true if
you’re going to market CDs, which can be duplicated with professional quality
from almost any computer.

■

If you are doing high volume, then you will want to have a duplicating house
do the copying for you. Every major metropolitan area has ample numbers
of audio production services available in the local yellow pages or on the Internet.

Pricing and Mark-Up
■

Check with manufacturers for suggested retail prices.

■

Competition is the other main force that will guide your pricing. In most
categories there will be some other types of competitors. If you keep your prices
in line with established competitors, you will know that your prices will be
within a range of what the market can bear.

■

For example, many direct marketers have healthy per order averages, such as
Soundsprints. The company sells 100% via direct mail and has an order average
of $60.

If you decide to produce your own audio products you should know:
■

The actual cost per completed audio product can be as low as a $.50 – 1.00* and
even less if you are mass producing them.

Here are the results of a price survey regarding the mass production of audio products,
to give you an idea of how cheaply these products can be reproduced:
Note: Cost includes blank cassette or CD. Excludes packaging.

Audio Cassettes/CD’s

11

Cassettes
30 min. $0.23- $0.25
60 min. $0.25- $0.30
90 min. $0.35- $0.37
CDs
Any $0.32 - $0.35
*Cost per unit. They were estimated in quantities of 25,000 – 100,000. Remember as
you buy larger quantities the cost per unit will go down.

Getting Started
■

Many distributors and manufacturers require a business license or retail
certificate to establish a wholesale account.

■

Some have minimum order requirements and ask for payment up front.

■

Remember that you don’t have to be a musician or a language teacher
to sell audio products on these subjects. Just be able to hire someone who is.

Other Requirements
In the marketing of audio products there is a common practice called “the negative
option.” This involves a marketing program in which, the customer regularly receives
literature describing the product. Then, if the customer doesn’t wish to have the product
automatically sent, the customer must send back a return card declining the product. This
technique proves highly successful with audio products, but specific guidelines regulate the
“negative option” practice. To obtain these guidelines or other useful publications, see below:
Public Reference
Federal Trade Commission
600 Pennsylvania Avenue, N.W.
Washington, D.C. 20580
Tel: 202-326-2222 TDD call: 202-326-2502
http://www.ftc.gov

Restrictions
There are no special licenses or other legal requirements to be in the business of
selling audio products. However laws regulate your offerings. Most importantly, do not
make any false claims, misleading statements or illegal offerings.
Depending on what kind of audio products you’re selling, you may have to comply
with various copyright laws.
As with all questions of legality, it’s strongly recommended to consult with an attorney
experienced in this area before you launch your business.
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Insider Tips
Offer a strong guarantee. One direct marketer, The Teaching Company in
Springfield, VA offers taped lectures by prominent professors of philosophy, physics,
economics, astronomy, literature, history and other academic subjects. The types of courses
they offer are not small nor are they inexpensive. One is “How to Listen to and Understand
Great Music,” by Professor Robert Greenberg of The San Francisco Conservatory of Music.
You get 48 lectures of 45 minutes each on audio cassettes for $149.00. They offer a
LIFETIME SATISFACTION GUARANTEE. If you are not completely satisfied with the
purchase you have paid for, you may return it with a note describing why you were
disappointed, and they will issue a full refund (or credit your charge card) for the purchase
price or the course or courses. With this kind of confidence in their own products, it’s not
hard to see why consumers feel the same when it’s time to order.
A Guarantee Should Do All of the Following:
1. Assure your customer of the quality of your product;
2. Spell out your terms and conditions clearly;
3. Specify a generous time period for evaluation;
4. State what you will do if the customer is dissatisfied.
You should state your guarantee unequivocally:
■

Unconditionally Guaranteed
■ No-Risk Guarantee
■ 100% Satisfaction Guarantee
■ “No Questions Asked” Guarantee
Another advantage audio products have over most others is that prospective customers
can listen to actual samples of the products online or over the phone. For Internet
listening, have a website designer download samples so the buyer just clicks and listens.
For phone listening, you can set up a system where customers can sample the products
manually with a live person or through a computer system you set up. This kind of option
is especially useful for marketers of sound effects or royalty free music, but you can use it
with many audio products.

How to Learn More
Here are some major direct mail and online retailers of audio products:
Nightingale Conant
6245 West Howard Street
Niles, IL 60714
Tel: 800-560-5973 or 800-560-6081
E-mail: sales@nightingaleconant.com
http://www.nightingale.com

Audio Cassettes/CD’s

13

Soundprints
353 Main Avenue
Norwalk, CT 06851-1552
Tel: 203-846-2274
E-mail: info@soundprints.com
http://www.soundprints.com
Sounds True
413 South Arthur
Louisville, CO 80027
Tel: 303-665-3151 or 800-333-9185
Fax: 303-665-5292
E-mail: info@soundstrue.com
http://www.soundstrue.com
Sound Ideas
105 West Beaver Creek Road, Suite 4
Richmond Hill, Ontario
Canada L4B 1C6
Tel: 905-866-5000 or 800-387-3030
Fax: 905-866-6800
E-mail: info@sound-idea.com
http://www.sound-ideas.com
Homespun Tapes, Ltd.
P.O. Box 340
Woodstock, NY 12498
Tel: 845-246-2550 or 800-338-2737 (orders)
Fax: 845-246-5282
E-mail: info@homespuntapes.com
http://homespuntapes.com
Audio File Magazine – for lovers of books on tape
37 Silver Street
P.O. Box 109
Portland, ME 04112-0109
Tel: 207-774-7563
Fax: 207-775-3744
E-mail: info@audiofilemagazine.com
http://www.audiofilemagazine.com
Publisher’s Weekly – the news source for book publishing and selling.
360 Park Avenue South
New York, NY 10010
Tel: 646-746-6758
Fax: 646-746-6631
http://publishersweekly.com
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