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Dear John and Tom:

Az usuzl, It was g great pleagure fto see both of you on my recent
trip ¢to Chicago. I greatly appreciate the time that you took, and hope
that it was of some mitual benefit,

This letter I1s to confirm some of the subjsct matter akout which we
talked. And so there is mo misunderstarding, I would 1ike to start off
by clearly stating the objective, The rumber one ohjective of the sug-=
gestions enclosed is to insure proper distribution of the URANTTA BOOK.
The ohisctive is rot to promote, advertise, or overgrow the book’ sales.
The mumber two objective Is to have a steady, increasing distribution and
sales pattern over the next fifty years. And the word steady would pro-
kakly refer to something between one and ten percent growth & year, num-
bers to be determined in the future. And anmother set of sidenofes to
that: this growth mumber is obriously rnot aimed at over rapid growth,
but iz aimed at contimied developmant with clear objectives 5o that we as
an crganization knov what we are trying fto get accomplished ard how many
bhooks we are trying o sall, Obvicusly, the URANTIA BIOK's success Iz
not’ tokally Judged ly the number of books sold, but it is a benchmark on
our missionary work to the world, and our comversicn of new readers can
eazily be seen ly the mumber of books sold. My suggestions are being
made because of the following premises:

1) Book sales for the last five years have been guite stagnant
(2} Sales during this fiszcal year have dropped somewhers between 50 and
82 percent of last year's sales

Swggestion rumber one: begin an immediate opening of book distribu-
tors across the country. as we all know the majeority of all books =old
through bookstores are sold via distributors, and asking a bookstores to
prepay armd special order an esoteric, expensivee book like the URANTTA
BOOK is asking too much. T believe that it is greatly hampering our dis-—
tribution, ard we should take thizs unnecessary roadbliock out of the way
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of the sales of the URANTIA BOOK. When we put ourselves in the shoes of
& small bookstore awner, it is easy to understand why they don't like to
buy from eight vendors, kut prefer to bigy from two or three major distri-
butors, who give them anywhere hetween 30 and 90 days credit. And we
obriously cannct -give bookstores credit, so why not open up distributors
and let them do it? In order for a distributor to be ipterested in a
book, it has &0 have had at least 3,000 copies =old per year across the
Dnited States, and our beloved URANTTA BHIOK has had, in the past, 10,000
books sold a year. It is definitely material that book distributors
would like to pick up. In relationship to this move of opening the
URANTIA BOOK into book distrilutors, I would suggest that we send potices
to all study groups and societies throughout the country that the URANTIA
BOUK has now been given to distributors, amd that theg go into fheir
local bookstores and inform them that they can get the URANTIA BOOK from
their digtributor. The study groups arnd societies are not book salesmen,
but there is m reason that they cannot halp bookstores order the book
via their distributor.

Suggestion mumber two: we immediately send out a sales survey to our
current bookstores and ask them what they think about the shrinkwrap. In
my opinion, putting the case around each book is (1) fipancially a waste
of money, and (2) lampers the display of the book on the shelf, 0On top
of that, the shrinkwrap is ahsolutely unnecessary, and when you consider
the way a lot of bookstores handle books, we are asking too much of them
to open up the paper box, and then open up the shrinkwrap on the book
bafore they stack it on the gshelf. All they need is the book in the
case, o hox, no shrinkwrap. Our job is to make the hook easy for people
to get, mot difficult. My observation has been that wher the URANTIA
BOOK sits on a shelf in a beokstore, with a shrinkwrap, mo one is going
to thumb through that book, tryimg fo umderstand the URANTTA BOOK.

Pecple do mot rip open shrinkwraps in bookstores to browse through a
book. JIf we want new readsrs to bump into the book Iin bookstores, we
don't do It by sealing the book shut.

Suggestion number three: we open up book sales to any person who
would Iike to buy the book in guwantitiss of five, with a minimum of a 25%
discount. The reason that we do mot put it at ten books per person is
that it iz too much to ask and we might as well mot go the step of open-
ing it up if we are not going to make it reasonably convenient and worth
pecplefs time, A twenty-five percent discount i5 less than kookstores
get, buf emough fo make it worthwhile for a study group member or a group
of peaple to get together and buy five books. I feel very strongly
against a 20% discount, as it is really not that much money, and also
feel even stronger about mot limiting it to ten books. There is m use
in golng a guarter-of-a-mile on a one-mile run. Either gou go the mile
or you don'togo at all.

Suggestion number four: we seriously study and understand book =sales
tremis in this country. It iz too easy Far us to account for our slow
book sales by suggesting that it's the whole book industry, it's all
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religious books, ekte. We need to get businesslike in owr approach to
seliing the URANTIA BOOK. We have been given a marvelous revelation, but
Just as the Garden of Eden was a material block of land that had to be
managed and developed for the bettearment of spiritual purposes, so the
Urantia book 15 a material object and does not defy the law of phlysics ar
the law of natural materiglism. Stated in simple phraseology, if book
sales patterns on all other books are *X," we are kidding ourselves to
think that we can go "¥,® and expect good results. We must follow mormal
courses ard can get leading key indicators from the results of other hook
sales. For instance, if 99% of all books sold in bookstores are hought
via distributors, why would we feel that we could be the exception and
sell to bookstores direct? Amother example, by studying total book sales
in the United States, then studying sub-categories of book sales, such as
Thow religious book sales are"” and "how hardbound religieows beok sales
are," we can to some extent, determine the Success or failure of selling
our beloved URANTIA BOOK. We should mot rely on the fact that we have a
revelation and that the angels are on our side, hecause they expect us to
use sound reasoning and wisdom in approaching material problems hkere an
earth. I suggest that we start getting industry studies. They do cost a
little bit of money, but they will help ws in our Ffuture Ffipancial Fore-
casting, and beok sales projections. And, before we make further pricing
decisions, up or down, we need fo have a clear understanding of what
causes books to sell or not to sell, when it comes to price. We may have
2 great surprise that by reducing the book to £29.00 does absolutely
nothing, when in fact the lurdle barrier on book sales could be £24.95 or
912.95, which could mean that there would be m reason to reduse the
price of the book unless it could be reduced dramatically. I do mot know
the answer to this but I feel that through proper analytical study of the
current book industry, we will see at what point hooks sell, at what
volume they s=ll, and ror what price.

My Cifth suggestion is that if everycne Is teo skeptical about doing
anythingy about the current trend of book sales, and feel that my sugges-
tions are not correct, then T would suggest vou doing a sales survey with
at least one hundred bookstores, and ask them guestions abeut credit,
buying books direct vs. distributor, asking them about their thoughts on
shrinkwreap, and if you would like me to put together a sales survey, I
would be more than hapmy to do it. It would be 2 simple guestionnaire
that could be filled out by bookstores to give their opinion about how to
sell the URANTIA BOOK in their stores. This is a standard procedure that
many companies use. Celestial Seasonings is doing a similar survey right
now to a2 mndred stores and asking a hundred different guestions. It is
generally wery useful to ask your customers how you can service them
better and get a good grasp of their husipess.

My sixth and last swggestion may come as a surprise. Pleass consider
it very carefully. I suggest that the Urantia Brotherhood adds John Hay
to its staff, and give him the primary responsibility for sales and dis-
tribution of the URANTIA BOOK., John Ray is willing to work for fres, has
said to me that ke would be willing to move to Chicago, and I honest Ly




believe that through the good management of John he could help tremen-
dopsly to Iimprove distribution of the URANTIA BIOK. Again, at the begin-
ning of this paper, I clearly said that our objective was mot the promo-
tion of the URANTIA BOOK. We are not trying to get it on the front page
of the WALL STREET JOURNAL or the 105 ANGELES TIMES, hut we are trying to
get distribution., And I am sure evergone of us would feel terrible to
el up on the mansion world and when they recount cur aotions on earth to
gay that we were mof competent enough fo svren got the book into hook-
stores. That 1z khardly giving this revelatien the help that It needs.

We all vnderstand t£hat this revelation iz going to raks at least a £hou-
gard years to take hold, but step ome is getting the book available.

John Hay is a competent businessman, has had a lot of experience with
financial forecasting, sales forecasting, he is very dedicated to serving
the Urantia movement, he has money, friends, resources, goxd ideas, loks
of energy, amd 2 loving Tamily that would stick by him In hiz efforts to
serve this mevemesnt., He is willing to dadicate his time and resournces to
helping get the URANTIA BOOK distributed, and when you consider that John
iz fimapcizlly sound encugh npot to have to take a job, but could work
fulltime on the task of book distribution, why not use a man who has had
the experisnce that he has had. John was an Iintegral part in building
Celestial Seasonings. He clearly understands problems at the refail
shalf and through your directicn and help, could be the bhest business
mapager this URANTIA BOOK has ever had or could have at this £ime in Its
existence.

Well, friends, I hope these suggestions are taken with the love and
gool intentions with which they are sent. We all warpt £his movement to
go forward. The world peeds It.

In the Spirit, dedicated to the longtime
Buccass gpthe Uram-ia Movement, your
friend,—.
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o Cristy Christiasnsen
Mr. Larry Posner
Hr. Dave Elders



