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Nimbus Publishing: Bringing Atlantic Canada To Life In Print For More Than 30 Years

Today, Nimbus Pub-
lishingisoneofthelargest
publisherseastofToronto.

Producing upwards of
thirty new titles per year,
covering various genres
impacting Atlantic Can-
ada, and releasing those
titles heavily in Atlantic
Canada, Nimbus Publish-
ing also does distribution
for numerous Atlantic
Canadian publishers.

Whether you're a
writer, reader, or an At-
lantic Canadian; Nimbus
Publishing probably has
a bigger impact on your
life than you may realize.

As such, we decided to
speak with their general
manager to learn more
about Nimbus Publish-
ing and the book industry
here in Atlantic Canada.

The following is
our interview with
Nimbus Publishing:

ISLAND BUSINESS
NEWS (IBN): How and
when did it all begin
for Nimbus Publishing?

NIMBUS PUBLISH-
ING (NP): We started
publishing in 1978 as
The Marshall News
Group, publishing
magazines, and pocket
novels, and eventually
decided to become a
full fledged publisher.

IBN: Jumping right
into the business side of
the book business, how do
you know when you have

a book on your hands
that will become a huge
commercial success?

NP: You never really
know for sure until you
have the book on the
shelves but there are
usually common ingre-
dients among the books
that enjoy success. For
instance, if the theme
is topical or the author
has their own market.

IBN: Can you give
us an example of some
books that have enjoyed
a great deal of success
in Atlantic Canada?

NP: Steve Murphy,
from Live @ 5, his two
books have been a big
success. The Hurricane
Juan story book sold
80,000 copies, of which a
portion of the proceeds
went to the Red Cross so
it was good to see that
book do so well. Yes, that
book was a major success.
It probably didn’t hurt
that it was released lead-
ing up to Christmas, and
immediately after Juan
had hit the Maritimes,
mind you. The projects
we have released featur-
ing editorial cartoons by
the Chronicle Herald’s
Bruce MacKinnon have

also enjoyed success.
IBN: What about
Big titles in 20107

NP: The new book fea-
turing Bruce MacKin-
non’s editorial cartoons,

and Paul Hollingsworth’s
new book on Sidney Cros-
by called The Story of a
Champion, those books
should do really well.

IBN: You mentioned
common themes among
successful titles earlier,
sounds like a common
theme is books by authors
who are well known in
our region, or books that
are about themes that
are universal or themes
that impact most of the
people in our region?

NP: Absolutely. Those
are really good starting
points when deciding on
books to bring to mar-
ket. Most of the books
that reflect our region
do quite well. We're also
seeing more children’s
and pictures books these
days, so that has become
a growing market for us.
Still, I'm sometimes sur-
prised by the books that
do well, and even some
of the ones that don’t.
It’s important to remem-
ber that there are no
guarantees in our world.

IBN: What do you do
as a publisher to help
with a book’s success?

NP: Marketing is the
big one. We do print ad-
vertising, we coordinate
book signings, TV and
radio interviews, social
media related market-
ing, Christmas Flyers,
and we have a heavy

concentration in the
ABT industry Magazine.
We do whatever it takes
to help a book succeed.

IBN: Do book sales
increase heavily dur-
ing the busy Christ-
mas Shopping Season?

NP: Yes, usually
after the 11th of No-
vember we tradition-
ally see an increase.

IBN: Do you still re-
ceive a lot of unsolicited
manuscripts and book
ideas each year?If so, how
do you choose a project?

NP: We receive about
700-800 unsolicited manu-
scripts per year. Some of
our existing authors also
suggest ideas. We try to
select professional writ-
ers that are easy to work
with, from both a re-writ-
ing and editing perspec-
tive, whether they are
new or established. Still,
if you have a big name at-
tached to a project, a big
name that brings consum-
ers to the project, that is
also appealing as well.
At the end of the day, we
really are in the enter-
tainment business more
than the art business.

IBN: How do you mea-
sure a book’s success?

NP: Depends on the
project. With some books
if you really want to
publish the book for a
certain reason, perhaps
a cultural reason, break-
even might be considered
a success. With others,
anywhere from 1,000 —
5,000 copies sold can be
considered a success,

depending on how many
copies you’ve printed and
how much money you
have invested in the proj-
ect. We do what we can
to minimize the risk of a
project by not betting the
farm on a certain book.

IBN: Has technol-
ogy helped in maintain-
ing or reducing costs?

NP: Sure, with print on
demand and digital print-
ing now, we can print a
single copy if we want. We
typically run 1,000 - 3,000
copies when working on
a project now, or 5,000 if
it’s a project we’re almost
certain will do well, like
the IWK Read To Me Pro-
gram which sold 12,000
copies. Again though, it
depends on the project.

IBN:Howdoyouseethe
industry evolving in the
future? With digital book
readersreaching the mar-
ket in a big way in 2010,
do you see the influence
of the internet and digi-
tal books impacting the
industry in a major way?

NP: Not sure what
we’ll see in 5 years time
but we plan to evolve ac-
cordingly. I would say
that when you really look
at the books you're cur-
rently printing, a large
percentage are probably
suitable for e-reading,
in our case we estimate
that about 50% of our
titles would be suitable
for digital consumption,
and perhaps as many
75% will be down the
road. Hard to say how the
industry will look in the
future. Even book pub-
lishing itself might mi-
grate to certain regions,
depending on govern-
ment support. Right now,
for instance, Ontario is
putting heavy programs
in place to support cul-
ture. Again though, the
only thing I can tell you
for sure is that we will
continue to look at ways
that we can approach the
digital format effectively.

IBN: Thank you for
taking the time to speak
with us?NP: Thank you
for the opportunity.

You can learn more
aboutNimbusPublishing,
and their upcoming titles
at Wwww.nimbus.ns.ca
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Gair Maxwell
cont’d from p. 10

term, what would you
like your legacy to be?

GM: I want the work
that T do and the book
that I’ve written, I'd like
for it to inspire people to
be more creative in the
workforce so that hope-
fully they’ll serve, com-
municate and interact in
amorepersonalized man-

ner at their workplaces. I
hope for instance that it
will help people recog-
nize the value of the hu-
man spirit in the work-
place. I feel we are losing
some of that and I person-
ally remember how de-
humanizing it can be to
be working in the wrong
workplace, and my hope
is that I can reach peo-
ple with a message that

we need to bring things
back to personalization.
If I achieve that on some
level and that is my lega-
cy, I'd be cool with that.

IBN: Thank you Gair.

GM: Thank you.

You can learn more
about Gair Maxwell, his
new book Nuts, Bolts and
A Few Loose Screws, and
the Seamless Brand at
www.gairmaxwell.com

Lorne Elliott
cont’d from p. 3

show — why the change?

LE: It’s just easier to
set-up, and logistically,
it’s easier to travel as a
one-man show and turn
a profit. Mind you, it did
take 10 years to sustain
itself and it was a leap of
faith to go it with a one-
man show. I remember
performing 7 nights a
week at $25.00 per night.
It was the 70’s and I
didn’t have a family so it
was possible, but I wasn’t
exactly rolling in money.

IBN: What kept you go-
ing during those times?

LE: I was learn-
ing, and I was doing
what I loved. You can’t
put a price on that.

IBN: Did you have any
mentors along the way,
and do you feel men-
torship is important?

LE: I believe it is im-
portant, but I didn’t
have any formal men-
tors. One person that
really gave me great in-
sight into the business
side of things over the
years, and some support,
and I don’t even know
if he knows that I con-
sider him a mentor, but
Jimmy Flynn was some-
one I learned a lot from.

IBN: We interviewed
Jimmy earlier this year,
and yes, he is so knowl-
edgeable about the busi-
ness side of the entertain-
ment world - switching
gears, what would you
like your legacy to be?

LE: In the world of
entertainment, to me, a
legacy means making a
good living, doing what
you love, and entertain-
ing (and bringing joy to
others) along the way.

IBN: We asked you
for your thoughts on
success earlier, what
about failure - is fail-
ure a major thing and
should someone give up
after enough failures.

LE: I’'ve had a number
of projects flop. I like a

quote by Noel Coward
that says something
like “success is your
ability to survive your
failures”. I believe that
sums it up better, but
the answer in short from
my perspective is, you
love what you are doing,
keep at it. Oh, and like
I said earlier, never get
angry at your customer.

IBN: This is a ques-
tion we love to ask most
writer / performers we
interview, do you prefer
writing or performing?

LE: 1like both equally,
Ilike the mix of both and
I1like having both outlets
in my life. They mold,
and work well together.

IBN: You’ve obviously
learned a lot about the
business side of the arts
world over the years,
and have also enjoyed a
large amount of success -
do you make money from
every show these days
or does the entertain-
ment business still bring
some challenges and sur-
prises in terms of rev-
enue and profitability?

LE: Funny you should
ask that. I did a play in
Charlottetown this sum-
mer that I just wrote
this year, and it didn’t
lose money but it didn’t
make a lot of money ei-
ther. So yes, just like
in any business, there
are never guarantees.

IBN: Wow, great in-
sight Lorne, anything
else you’d like to add?

LE: Yes, I wanted to
mention something that
is a major concern to me
these days. I was per-
forming on PEI this sum-
mer and I noticed that
the Government, not just
there but throughout the
country, is giving more
and more funding to pro-
ductions created outside
of Canada. There are
some great, and proven
productions created in
other parts of the world
but why are we giving so
much money to interests
outside of our own, and
why are we, as taxpayers
paying for so much for-

eign product and doing
less and less in the way
of Canadian productions,
and Canadian Musicals,
while people in Canada
are writing and trying to
produce without the nec-
essary funding. In my
opinion, if we're serious
about our economy, we
need to start investing
more in Canadian made
productions. If you only
support your competi-
tion that is the path to
becoming a third world,
which is something we
do not want. I just feel we
should keep more of the
money inside Canada.

You can learn more
about Lorne Elliott at
www.lorne-elliott.com

Note: You can read the
full article on Lorne El-
liott (both parts 1 & 2) in
the New Conversations
With Islanders Book.

The New Conversations
With Islanders Book

PRESENTS
Conversations with Islanders
Their Business ¥ Success » Lives
Featuring FExelusive _I’r_wrﬁ.fr.i

'OREY POIRIER

More Info at www.tisti.ca

From The Heart

by Nancy M. Doucette

It’s supposed to be the month of lovers — the month when couples
spend time together opening up to each other, really share
For some couples that Is exactly what happens, they have time
together and really show who they are ~ just how much they care
I am thinking bigger though for this month, I am thinking wouldn’t it be
just grand if everyone around the world could be just a little nicer to each other
If we could treat ones we come into contact with just like our dearest friend,
just like a cherished sister or brother.

I think of sometimes how I'll go into a store and the clerk goes out of their way
to help me all the time being so friendly, she or he may not even know just how much
they’ve brightened our day
So when this happens often the first thing I will do is to go home and
phone the store telling their Supervisor how great that clerk was & I make
sure to to it right that day
The Supervisor is always so glad to hear what I have to say
So often they hear how someone isn’t doing a very good job, they need to hear
from us when the worker goes that extra mile
Idon’t know about anyone else but when that clerk goes out of their way to provide
me with a service - the way it should be I always walk away with a smile.

This doesn’t mean that I don’t go to a store or place of business and have what
I can only say is terrible customer service because I often do
One thing is for certain though, I don’t walk away with a smile on my face
in fact just the opposite is true
If T thought for a moment I could change this on my own - I definitely would give it
a try, but I know one thing and this I am 100% sure of
Together we can make the world a better place, have great experiences when we go
Shopping ~ It all starts with telling the Supervisor when things are right and even when
they are wrong — & doing it with Love.

This month can be more about than just couples sharing love — it can be about the world
we live in and ways that love can be celebrated more than just in the month of February
So lets try and love our neighbour, the same way we want that neighbour to show love
tous ~ What a wonderful world it could be, best part of all is we can have this for free...

T W W W W D N S N e Y
Special February Birthdays ~ From My Heart

Aldona Richard February 1st My Cousin

Rita (Doucette) Walsh February 7th My Cousin

Eddie (Eldon) Arsenault February 8th My Dear Friend
Francis Doucette February 9th My Uncle and Godfather
Milton Costain February 12th My Cousin

Denise Cherico February 14th My American Friend
Susie Clow February 19th My Friend

Aubrey (Joe Myers) February 19th My Uncle
Dominick Boyd February 20th My Cousin

My Birthday February 20th

Ron Hately February 22nd My Friend

Doris Palmer February 26th My Friend

...and | Quote....

Obstacles are those frightful things you see when
you take your eyes off your goal. ~Henry Ford

Shoot for the moon. Even if you miss, you’ll land among the stars.

~ <
O N\
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Smilec

remote reception

~Les Brown

How do your clients feel when they
call your company?

Put a live voice in your business
with a Smiledog offsite receptionist.

smiledog.ca  866.773.2030

A Maritime Based Company



