


Copyright 2020 The Pat Iyer Group patiyer.com Writing to Get Business podcast 1 | P a g e  
 

20 
Making Money Giving Away Books 

Rennie Gabriel 
 

Join Rennie Gabriel, an expert on wealth creation, for an enlightening exploration of 
the world of publishing. A former owner of a publishing company, he describes the 
crucial differences between traditional, self, and vanity publishing. If you want to 
publish a book in an effective and affordable way, you need this podcast. 
 
Learn why 
 

• Having a published book gives you an advantage in all business transactions. 
• Unless you’re famous, traditional publishing may be your least profitable 

option. 
• If a publishing company approaches you with an offer that seems too good to 

be true, it probably is. 
• Self-publishing is different from vanity publishing. 
• Spending $10,000 on a book may be the best investment you ever make. 

 
 
 

Pat: Hi, this is Pat Iyer with Writing to Get Business, and today I'm 
bringing you another interview with an author to take you behind the 
scenes in terms of how you can use a book and your writing skills 
within your business. I brought on the show Rennie Gabriel who is 
coming to us from Los Angeles, a person I met through a networking 
group that I'm involved in called Collaboration Circle. And as soon as 
I found out that he was an expert on creating wealth, I knew that this 
was a topic I wanted to cover in this podcast. Rennie, welcome to the 
show. 

Rennie: Thank you, Pat. It's such a pleasure to be with you. 

Pat: Can you give our listeners a little bit of scope of your business now 
and what you focus on? 

Rennie: Yes. Let me talk about what I'm doing, and then I'll circle back to 
what I do and the book publishing company that I had. Right now, 
what I'm doing is supporting other people to grow their businesses 
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through coaching, through my online program, through books. 100% 
of the profits from that work are being donated to a charity called 
Shelter to Soldier where dogs are rescued from high kill environments 
and trained to service animals for soldiers who've returned with PTSD 
or traumatic brain injuries. So, that's what I'm doing and that's what's 
most important to me. And the coaching I can do because financially I 
don't have to earn a living at this. 

Pat: All right.  

Rennie: So, circling back to the publishing company. At one time, we 
published about 80 titles that we had out in the bookstores. They were 
primarily used as tools to grow the author's businesses. I've done the 
same thing with my book, and that's what we're going to talk some 
more about. 

Pat: Perfect. Tell me about your first book?  

Rennie: Actually, my first book that we published was called Couples & 
Money. And it was written by a financial planner in Newport Beach, 
California, who had a background as a couple's therapist, as a 
psychologist, and then became a money manager. Her book was about 
how couples can have safe conversations about money. When she got 
out of being a psychologist, she used that book to grow her money, 
her financial practice, her money management practice. Couples 
would come to her with their issues. She would get them to work 
together, and design financial goals together, and get rid of the blocks 
that they were having in terms of making investment decisions that 
they could both agree to. And that's how she grew her investment 
management business. She used that book to do it.  

My book actually was the second one our publishing company came 
out with, Wealth on Any Income. This is how I learned how books 
don't work. I thought if I put everything I knew into a book; people 
would leave me alone. That was my intention. I've been doing 
Learning Addicts Workshops for about 10 years, and the same 
questions came up over and over again. I figured that I'm going to put 
it all in a book, and then people won't bother with me. It doesn't work 
that way. When you're the author of the book, people want to work 
with you. It had the opposite effect, and more people came to me 
wanting to work with me because I was the author of a book.  
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So, I decided, "Okay, what can I do to expand this in a different way?" 
And what I realized was financial professionals could use the same 
concepts in my book to grow their practices. Because that was the 
background, I came from as a certified financial planner and a 
chartered life underwriter. I owned a pension administration company. 
And so, I was capable of supporting people to grow their financial 
practices, insurance agents to grow their block of business.  

One of the things I did was to create a coauthor program with my 
book, where someone else could get credit for being an author by 
being a coauthor on my book. We changed the title, and one of these 
people was in, I want to say Louisiana, or I'm not sure where because 
this goes back over 20 years ago. And he was the owner of an 
insurance agency. He had two offices. He had about 50 or 60 agents 
that he supervised. And he said, "Rennie, I'd like to do a workshop 
using your book for 30 of my agents." I said, "Okay, terrific." So, he 
flew me out. I did what I call a pilot program for his agents, teaching 
them how to use my book to grow their businesses. And within six 
months, these agents increased their commission incomes by 300%.  

I'm going to say more about how to use the book later, but I just want 
to talk about the results first. Well, out of this, the insurance company 
he was with had me do a presentation to their entire field force of 600 
agents. And they purchased 5,000 copies of my book so that these 
agents could buy the copies and increase their commissions. 

 Let's say I'm a financial planner, or I'm a speaker, or I'm a legal nurse 
consultant or an expert witness, and I have a business card. And I take 
my business card to an attorney and say, "Hi, you ought to hire me to 
be one of your expert witnesses or to support you in any cases dealing 
with medical malpractice or whatever" versus someone who's the 
author of a book on that topic now getting together with an attorney 
and saying, "I understand that you may want to use the services of a 
nurse who could consult with you in your malpractice lawsuits or 
whatever. Have you read my book?" 

What's the difference between that individual who has a book on the 
topic or another individual who could even be more qualified who just 
has a business card? You tell me which person that attorney might 
want to hire and bring in to use as an expert witness? 
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Pat: Yeah, I understand the value of that authority and credibility.  

Rennie: Exactly, so as an example, one of the books that we published was for 
a realtor who represented buyers in real estate transactions. And this 
was back when Colorado changed their buyer agency laws so that 
buyers would be as equally represented as sellers. The old law used to 
dictate that when a real estate agent brought someone to see a house, 
even if they didn't have that listing, they became a sub-agent of the 
listing broker, meaning their fiduciary duty was to the seller and not to 
the buyer they brought to see that house. Their legal obligation was to 
the seller, which meant anything that the potential buyer disclosed to 
them, they could freely tell the seller. This is violating the buyer's 
trust. But that's how the law was set up.  

Well, that law changed, and so this realtor wrote a book on the buyer 
agency laws. And when people would come to him about the idea of 
buying a house, he would say, "Have you read my book?" "Oh, not 
too many realtors have written books." And he would hand them a 
copy of the book. He would sign an exclusive contract, so any house 
that they saw, he would represent them in the purchase. His 
commission income grew by $165,000 within five months of his 
book's release. So, this is the power of using a book as a business 
building tool. 

Pat: I'm fascinated by the fact that you got into writing a book and starting 
a publishing company, which is not something that people typically 
do when they write a book. They may go to an established publisher, 
or they may self-publish it or independently publish it, but you set up 
a company and published somebody else's book and then yours. What 
was your motivation behind creating a publishing company? 

Rennie: I saw how it worked. The first book I published, Couples & Money, I 
published because Bantam had originally published it, sold it out, and 
it was out of print, and I was using this book when I was teaching in 
my UCLA class. And when I found out this book was no longer 
available, I was dismayed. So, I thought, "You know, I want to bring 
this book out again," so that was the reason I started the publishing 
company. And I figured now I can publish my own book and people 
will leave me alone.  
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And I realized that isn't how it works, and so I said, "This is actually a 
business building tool." And that's what had me continue to grow the 
book publishing company. Originally it was just to do my book, and 
this one that was out of print, that was the purpose. But then, when I 
found out how it worked, we got 80 books into the bookstores as 
business building tools. 

Pat: And now you're no longer doing that. What made you stop that 
process? 

Rennie: Well, I'm also a real estate investor, and I did a calculation to 
determine how much money I am earning for my time in the book 
publishing company against how much money I'm earning in my real 
estate business. So, I did the calculation, and for every hour I spent in 
real estate, I was earning $700. For every hour I spent in the book 
publishing company, I was earning $1.50. 

Pat: A good return on investment.  

Rennie: Oh yeah, babysitters make more money than that. And so, I decided 
I'm not going to publish books anymore. And I literally gave the 
company to my head editor and just walked away with the 
understanding of the concepts, and then I would just refer people to 
him or other resources to publish their books. So, I had all the 
knowledge and information and didn't want to have the company 
anymore. 

Pat: And does he carry that business forward today, or did he close it 
down? 

Rennie: He closed it down after about another eight years. I had sold, or given, 
the company to him about 10… about 12 years ago now. And so, he 
shut it down about four years ago. So now, if people want my 
expertise, I'll talk to them, and I'll refer them to someone else who can 
publish their book, who does work similar to what I did. But now they 
have enough of an education to know what will work, what won't 
work.  

I still have the website up. It's gabrielbooks.com, and people can 
download a book on how to use a book to grow their business and that 
gives them an insight in terms of how to write the book, how to bring 
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it up, how to get sponsors, so you don't even have to pay for it. Even if 
you're self-publishing, you don't have to pay for it. 

Pat: Well, knowing all that you know about book publishing, I understand 
that you are working on or just about ready to release another book. 
Would you advise people who are writing a book now to go to a 
traditional publisher or to independently publish their book? 

Rennie: It depends on what the author wants to do. If they want to have full 
control, they will want to self-publish it. If they're willing to give up 
control of their baby, let someone else talk about what the cover is 
going to look like, and how it's going to get marketed or do any of that 
stuff, they can go to a traditional publisher.  

The likelihood of having any kind of real promotion from a traditional 
publisher is next to nothing. They're still going to have to do all the 
promotion. They'll still have to do the marketing. They might still 
have to hire a public relations firm. And they've given up their control, 
and they still have to spend the money to do the marketing. 

Pat: I think that may be surprising to some of the people who are listening. 
I think the belief is that when you have a traditional publisher behind 
you, the publisher does the marketing, gets the book in the bookstores, 
arranges for the PR, puts it on an online calendar, sends out emails to 
the publisher's mailing list. Are you saying that none of that is 
happening now?  

Rennie: Hardly any of that is. Well, no. If you're a Hillary Clinton or you're 
Michael Crichton or someone like that, yeah, everything you said is 
what happens. If you're Pat Iyer or you're Rennie Gabriel, no, you're 
not going to see that. It'll end up being a page in their book of the 
releases that are coming out this season, and that's about it. 

Pat: And why has the dynamic shifted? Because I think publishers in the 
past would do at least some of the things that you identified for lesser 
known authors. Why has it changed now?  

Rennie: If it's a lesser known author that has a following, they may do that. As 
an example, a traditional publishing house might pick up a lesser 
known author who can show he does workshops and seminars and has 
already sold 10, 15, 20,000 copies of their book. For that person, 
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they'll do the marketing because that individual, that author, has 
already shown they can produce results and sell copies of books. 

The other disadvantage of the traditional publisher is that let's say the 
book has a retail price of $25. The author is going to get a $2 royalty 
as opposed to self-publishing it and picking up $23 of that $25 price 
number one, and number two, using it as a business building tool. If 
the objective is to sell books through a traditional, that's the least 
profitable course. If the purpose is to sell their product or their service, 
that's far more lucrative.  

I'll give you an example. I'll get back to the realtor who had the huge 
commission increase. He published, I think it was a thousand copies 
of his book, and they cost him $10 each, so it costs him $10,000 to 
print a thousand copies of his book. He would give his book to 
potential buyers and his commission, if they bought a house through 
him, it's like $7,000 to $10,000. He gave away the books to earn tens 
of thousands of dollars in commissions.  

That's where the profit is. And it's the same thing for, I would say, a 
nurse consultant based on a trial and how much money they might 
make as a consultant. They could give away the books, and it would 
be far more effective. Going through a traditional publishing 
company, yes, the author actually has to buy their books from the 
publisher at about half the retail price so that they could give it away. 
It's a far more expensive proposition. The publishing industry has 
changed so much over the last 20 to 25 years, and that's what people 
need to be educated about. 

Pat:  And why do you think it has changed so much? 

Rennie: Because the publishing companies recognized that an unknown author 
is a big, big gamble. The well-known names are where they're going 
to make their money. I'm just thinking of the number of books that 
have come out in this political environment based on people who were 
insiders in the administration. Those books sold very well because 
they had a high-profile name, and that's what a book publishing 
company is looking for. A lesser-known author or an unknown 
person, unless they have a following, isn't even going to get any 
promotion at all because they just can't afford to spend it. It's too 
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much of a gamble when you know the likelihood of returning money 
on their investment is difficult. 

Pat: I want to ask you about something that makes me curious. That is the 
number of publishing companies that have popped up who seem to be 
intent on getting me to be their author, as opposed to me knocking on 
the door of a publishing company, and offering the editing services, 
cover design, marketing, print layout. I've heard the expression vanity 
publishing, and I don't know if I'm looking at those kinds of 
publishing companies when I get these solicitations.  

Can you tell us about what's that all about and how much money does 
it take to be attractive when you're buying the services of those types 
of publishing companies? What makes you attractive to them? 

Rennie: The fact that you can pay $30,000 or $40,000.  

Pat: Really?  

Rennie: Yes. I've been solicited by some of those same companies and the 
price tag to do a book through them for the cover design and the 
editing and the other support that they offer is between $30,000 and 
$40,000. So, if you can write that check, they don't care if you sell any 
books. 

Pat: And then how does that compare to going to a traditional publisher, as 
you've talked about, when they want you to buy copies of your book? 
Is this third type of publishing company that we're discussing even 
more expensive than the traditional one for a lesser-known author? 

Rennie: Absolutely. We'll talk about the three categories. We'll talk about the 
traditional publisher who will front all the money to print and publish 
your book, okay. They'll do the editing. They'll do the cover design. 
They do all the rest, and they'll front the money, which is why you'll 
pay half the cover price to buy your books from them.  

Then we've got self-publishers who will publish their book. 
Hopefully, they spend the money to have someone who knows the 
Chicago manual style or the AP manual style to edit the book for 
them, so it ends up looking like a real book. And they hire a graphic 
artist to do the cover, and maybe they'll end up spending $10,000 to 
have a thousand copies of their book printed up through an instant 
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press. And you know, they're in it for 10 grand to have a quality book 
printed and get their ISBN number so it could be sold on Amazon. 
Amazon also does book publishing for people, and the cost is very 
reasonable as well. 

So, now we go all the way to a vanity press, the third one that we've 
just discussed. And they don't care if you're known or unknown, if 
you can sell books or can't sell books. If you can write a check for 
$30,000 or $40,000, they'll do it for you. And there's nothing to say 
that, that book is going to be any better than what you would have 
done through Amazon or self-published it on your own. 

Pat: Then what do you think is the appeal? Why do people go to a vanity 
press? 

Rennie: Excellent sales and marketing. if you don't know anything and one of 
these companies approaches you, you think it's the best thing since 
sliced bread. But if you're educated in the industry, you'll recognize 
you could do all of that for one third or one-quarter of the expense. 

Pat: Got it. In healthcare, we have a term with my nursing background that 
makes me think of this. We call it passing the wallet test, and it could 
be that it could be the wallet biopsy or the green test. Those are two 
tests that are referred to in healthcare back in the good old days when 
the doctors could order as many tests as they wanted, and the 
insurance companies would pay for everything. You got that little 
card that says Blue Cross Blue Shield, you can pass the green test. But 
it seems to me from what you're describing that there are many people 
who need to know what those final costs are going to be and need to 
go into this with their eyes wide open if they choose to do that, to go 
that route because that seems  expensive. 

Rennie: Yes. However, where I've seen the vanity presses succeed, and other 
people who do similar work at the same price point, they would be 
going to the CEO of a company who wants to grow their influence. 
And that person can afford to spend $30,000 or $40,000 without… It's 
literally a marketing expense, and it's not a big deal. And I know 
someone who supports people like that to produce their books, and 
she has turned them into bestsellers. She's supported them in selling 
thousands of copies of their book. And so, there's a game that can be 
played.  
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Another game that can be played in this publishing arena is the 
bestseller game. Now, my book, Wealth on Any Income was a 
bestseller around 2001, so it's a long time ago. We're talking 19 years 
ago before people knew how to game the system. So, if I talk about 
how to game the system, what I'm referring to is, you publish a book 
or you print up a book, however, you want to describe it, it's going to 
be on Amazon.  

It's going to be available as Kindle, and you have an email list of two, 
three, four, five, six, 10,000 people. And you say to your email list, "If 
all of you, if any of you, please buy my book from Kindle or from 
Amazon on Thursday April 23rd, if you buy it that day, then I have a 
shot at being a bestseller." And they drive a lot of people to buy the 
book on a certain day, and that counts toward being a bestseller. And 
Amazon has like dozens of categories, business, fiction, gardening 
self-help, you name it. And so, they become a bestseller in some 
category, and they can now say, "My book is a bestseller," and that's 
just gaming the system. 

Pat: I have also heard of companies that, and this is a number from a 
couple of years ago, who if you pay them $60,000, they'll make you a 
New York Times Bestseller with a similar approach of aggregating the 
sales so that they're all taking place within a specific amount of time. 
But I also understand that this company doesn't guarantee that you're 
going to be a bestseller. So, you might sell enough books, but be you 
know like a hundred books short of the goal, and it's, "Oh well, we 
tried." 

Rennie: Yeah, and they know how to game the system from the standpoint of 
pushing the books to the bookstores, supporting the bookstores to 
market it, and create those sales. But, yeah, you're right, there can't be 
a guarantee because they don't know if their marketing is going to pay 
off. And if you play the odds, you know maybe seven out of 10 times 
for that $60,000, $70,000 price tag, they'll pull it off. So, you know 
the odds are in your favor. It's better than gambling in Las Vegas.  

Pat: Well, there sure is a lot of money that can be spent on getting your 
book published, isn't there? 

Rennie: Absolutely. My most recent book, I self-published. It's called 
Attitudes of The Wealthy. My daughter, who's an attorney, has a 
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background in running organizations like private schools. She handled 
all of their marketing. Again, with a background of an attorney, she 
knows how to write. She also knows how to write in my voice, and 
she did the editing for me. She did the typesetting for me. She knows 
how to use all these programs. And I paid her, oh gosh, I don't know, 
$1,000 or something to do a lot of work for me. You know, she is my 
daughter. And with the printing, I think I'm in for a total of like two 
grand to have my book with the cover design, the printing, the editing, 
and the whole shot. But I knew the resources, I knew who to turn to. 

Pat: That's excellent. Tell our listeners how they can find out more about 
you and what you offer? 

Rennie: I offer consulting on book publishing. If someone wants that, I just 
charge hourly for it, and 100% of the profits from that work are also 
donated to charity. People can reach me through my website 
wealthonanyincome.com. They can send an email to me through 
there. I have free business building tools on the website, and you 
know I just want to support people to be as cost-effective as possible 
in growing their business. 

Pat: Thank you, Rennie, for being on the show. I appreciate you sharing in 
a very candid way your experiences in being a publisher. I think 
you've given our listeners a great deal of insight on the process that 
you followed to establish a publishing company. And why in the long 
run you decided to turn your attention to another stream of income 
that is… was much more lucrative for you. $700 versus $1.50 are 
numbers that do stick in your brain.  

And you've also highlighted that we have as writers’ choices of a 
traditional publisher where we may end up doing most of the work 
and surrendering 90% of the dollars that are earned from selling those 
books. We talked about the wallet biopsy and the green test as it 
applies to using a vanity press. And why you should be aware of the 
pros and cons of that approach, as well as being very clear on what 
kind of support you need and what kind of support you're paying for. 
And then independent publishing or self-publishing using the tools 
that are available for the print on-demand publishers.  

There are really three different ways that you can focus on getting 
your book out. And you also emphasize something I think is really 
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crucial for our listeners. It's that if you have written a book that is 
generic enough and contains information that would be applicable to 
people within a particular field like insurance agents or financial 
planners, you can license the rights to have other people put their 
names on that book and purchase it from you and use that tool to build 
their own businesses. 

Perfect. 

Rennie: What an excellent summary, and I love your example of the wallet 
test. 

Pat: You've probably have felt it in your lifetime. I would guess at least 
once or twice you felt somebody putting their hand in that pocket 
saying, "Rennie, let's see. What is this going to cost? Well, let's see. 
How much do you have?" 

Rennie: That's… I've experienced it. I've been around the block a few times. 

Pat: I'm sure you have. All right, well, thank you so much. I appreciate you 
spending your time with us.  

Rennie: Thank you, Pat. It's my pleasure.  

Pat: You're welcome. And for you who's listening, keep your hand firmly 
on your wallet. Look before you leap. Investigate what your choices 
are when it comes to publishing so that you make a decision that's 
right for you. 
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