
  
 

Your Turn  
By Kim Pettit 

 

 

Whatever may be the language of your 

books, the following questions may help you 

lead a brainstorming session with your 

employees.   

 

1. Pettit highlights the impact demographic 

changes will soon have on the U.S. Spanish-

speaking market. What demographic 

changes are you facing with the readers you 

serve? How can you best prepare for these?  

2. Pettit contrasts the buying power of U.S. 

Hispanics to that of Spanish-speaking 

readers in other markets. Which populations 

in your market have buying power that far 

exceed their numbers? How does the power 

of these customers impact your publishing 

efforts? Which of your markets are 

underserved?  

3. Population size, literacy and economic 

status are important considerations but do 

not necessarily correspond to religious 

preference and practice. How does the 

proportion of believers in each country 

change the picture offered by Pettit? 

 4. Nieto  [link to article] asks, “Have we 

ever had a bestseller originally written in 

Spanish?” How can you support your 

authors to produce local bestsellers? What 

percentage of your books are translations? Is 

it appropriate? 

5. Nieto says, “We are being drastically 

affected by the American worldview, which 

in the end is not relevant to our market.” 

Discuss the implications of this statement 

with your staff.  

6. Schwartz [link to article] believes that 

Christian fiction has many possibilities for 

growth despite its lack of success thus far. 

Do you agree? Why?  

7. Tyndale Español is part of Tyndale, one 

of the largest evangelical Christian 

publishing houses in the United States. What 

advantages and disadvantages do you see in 

such arrangements? What are the 

competitive advantages of independent 

publishing houses in your market?  

8. Vega [link to article] discusses the 

importance of achieving an effective 

distribution mix. What does the mix at your 

publishing house look like? What elements 

do you need to strengthen to improve your 

sales?  

9. Vega and Schwartz both see new product 

lines as opportunities to reach new readers. 

What new product lines could help expand 

your distribution? 

10. Pettit, Nieto, and Vega emphasized the 

importance of exploiting new technologies. 

Are your distribution methods keeping pace 

with new opportunities and the 

infrastructure changes in your country and 

region? 
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