
The Power of the Bundle: 
Marketing Digital Box Sets 

 
 

For authors with a series, the "Box Set" (or omnibus) is one of the most 
powerful assets in the portfolio. It involves bundling 3+ books into a single 
digital file and selling it at a discount compared to buying the books 
individually. While this might seem like losing money, book publicists and 
marketers know it is actually a volume play. Box sets appeal to "whales"—
voracious readers who consume massive amounts of content. They are also 
highly effective for ranking on Amazon, as a higher price point (e.g., $9.99 for 
a bundle vs. $2.99 for a single) makes advertising more profitable. 

The box set is a "new product." It gets its own ASIN (Amazon Standard 
Identification Number), its own reviews, and its own rank. This effectively 
doubles the author's shelf space. If the individual books are ranking low, the 
box set might rank high, revitalising interest in the series. It gives the author a 
"second launch" for old content. Marketing the box set focuses on "value" and 
"bingeability." "Get 1,000 pages of adventure for the price of a coffee." This 
value proposition is irresistible to heavy readers. 

Kindle Unlimited (KU) Strategy 

For authors in the Kindle Unlimited program (where they are paid per page 
read), box sets are a goldmine. A reader downloading a 1,000-page box set 
generates one "download" but potentially thousands of "page reads." Retailers 
often count a full read of a box set as a massive engagement signal. Marketing 
box sets to KU readers involves highlighting the "complete series" aspect. 
"Read the whole story for free with KU." This creates a frictionless experience 
where the reader doesn't have to go back to the store to get the next book; 
they just keep turning the page. 

The "First in Series" Funnel 

Sometimes, authors bundle the first three books of a long series. This acts as a 
paid sample. If a reader buys the "Starter Pack" and loves it, they are hooked 
for books 4, 5, and 6, which are sold individually at full price. The box set 
becomes the entry point to the funnel. Advertising this starter pack is often 
more effective than advertising Book 1 alone because the higher price point 
allows for a higher Cost Per Click (CPC) in ads while still breaking even. 

https://www.smithpublicity.com/why-we-have-the-best-book-publicists/


Collaborative Box Sets 

A powerful variation is the "Multi-Author Box Set." Ten authors in the same 
genre bundle their first books together for a limited time, selling it for $0.99. 
The goal isn't profit; it's list building. The authors cross-promote the set to 
their newsletters. This exposes each author to nine other authors' fanbases. It 
is a massive lead generation event. While these sets usually don't stay 
published forever (due to rights issues), they can catapult authors onto the 
USA Today bestseller list due to the sheer volume of sales generated by the 
combined marketing power. 

Cover Design for Bundles 

A box set needs a distinct cover—usually a 3D rendering of the "spines" or a 
new image that conveys the scope of the collection. It needs to look like a 
substantial product. Visualising the "value" (showing 3 books in one image) 
helps the customer understand the deal instantly. Marketing assets should 
focus on this abundance. 

Conclusion 

The box set is a strategic repackaging that breathes new life into a backlist. By 
targeting binge readers and leveraging the economics of bundling, authors 
can generate significant revenue and reach from books they wrote years ago. 

Call to Action 

To develop a bundling strategy that maximises your series potential, contact 
our sales strategy team. 

Visit: https://www.smithpublicity.com/ 
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