

Chapter 1

Introduction to the World of Digital Courses and Passive Income

Imagine if there was a way to harness your expertise and knowledge and sell it online. Where you can create income and set flexible hours that work for you and your family.

What if there was a way that you could work from wherever you wanted to in the world? What if you could earn money while you spent time with your family? What if you could choose how you work, and the hours you work?

What if you could make money while you sleep?

Selling your knowledge online by creating digital courses is one of the most lucrative income streams. This recurring revenue gives you the financial freedom and flexibility to work and live life your way.

Wherever you are in your life right now and whatever you’re dealing with, I want to promise you . . .

Making money while you sleep is possible for you too.

It’s not rocket science.

It’s not magic.

At times it can be cluster-friggingly hard, but it is utterly possible.

The magic is about automating your processes and building an audience so you can get leads on repeat to sell your digital courses.

This book will show you how you can create a digital course and make money while you sleep.

This book is for you if:

 

	•	You want to share your knowledge and expertise online and create a digital course business to fit around your family and your life.


	•	You want to travel and have adventures and enjoy the freedom to work from anywhere in the world.


	•	You’re on maternity leave and wondering how on earth you’re going to juggle the 6am starts, the late-night phone calls, the long commute and your old way of working before you race to the nursery to spend a precious hour with your little one.


	•	Perhaps you’re stalling on the conveyor belt of corporate life and you desperately want to press the eject button on hotdesking and escape the rat race.


	•	Or are you successfully running your business but you’re so busy working IN the business that you have no time to work ON the business – let alone take a break?


	•	Maybe HR is knocking with an offer of redundancy but you’re not sure whether to accept it – and if you did, what you’d do next.


	•	Or maybe you’re approaching retirement age so you want a little boost to your income to help you do what you’ve always wanted to do but never had the time.


	•	Perhaps, like me, your health impacted your career options and you have struggled with the commutes and the daily grind. Having the flexibility to choose your hours means you can work when you feel good, then rest when you don’t.


	•	Or maybe your face no longer fits in the 9–5?


 

If any of these describe your situation, fear not, the good news is that you can stick two fingers up to whatever society expects of you.

So, are you ready to work less and live more?

Building any business, including a course-based business that generates passive income, is hard work. It’s hours of early mornings and late nights and checking and rechecking to get things done. But once you’ve done the slog, the good news is that it sells itself on repeat. And then your time is your own.

That’s the beauty of selling digital courses; you get to choose how you spend your days – whether that’s more time for your family, more travel, or fulfilling creative projects that may not pay the bills.

So, what on earth is a digital course?

Put simply, it’s a series of videos and workbooks that teach us a new skill or experience. Just as you might pay for online learning through a college or university, these are pre-recorded videos that share expertise on various topics.

It is estimated that the online course industry will be worth $3.25 billion by 2025.* If you’re a small-business owner, coach, consultant, nail technician, gardener, DIY enthusiast, baker or lone parent, you could turn what you know into a digital course. The beauty of courses is that you share your experience ONCE on video, and then you can sell this same digital product again and again through the wonders of automation.

 

* www.forbes.com/sites/tjmccue/2018/07/31/e-learning-climbing-to-325-billion by-2025-uf-canvas-absorb-schoology-moodle/?sh=38c22c283b39

 

We live in the most liberating of times where you can package your superpowers into a series of videos that you record using as little equipment as your iPhone, then sell them on repeat to thousands of customers across the world from your kitchen. Geography, education or background is no longer a barrier to your success. It doesn’t matter if you’re in your twenties or seventies, you can now take your years of learning and experience and turn that knowledge into a commodity that you sell over and over. You can create a course teaching people to use TikTok from the beach in Koh Samui, Thailand, or show others how to raise goats from your tiny smallholding in Scotland.

You don’t have to be particularly tech-savvy; you don’t have to know how to use HTML code or understand how automation works to create a system that sells. You just need to embrace the concept of passive income and start making a digital course that works for your life regardless of where you live in the world.

As a parent, I thought that I had to give up my career to fit work around childcare. Creating online courses enables you to pursue your passions, see your family and still make money. That’s the beauty of consistent income; you get to choose your hours and create a life that works for you. You no longer have to clock into your 9–5-day job; you no longer have to be on the entrepreneurial treadmill of working crazy hours. You get to decide how you run your life and your business. You set the hours when you’re at your laptop and the way you want to work. The business that you’ve worked so hard for no longer has to be a noose around your neck, chaining you to the desk. You are still writing emails and social media posts and planning launches, but you are working smarter and not harder.

This is the freedom that creating a course business gives you; the world is now your oyster and there is nothing to stop you pursuing that bucket list of dreams – whether that’s driving round the world in a beaten-up Beetle or spending more time soaking up the (ahem, sunshine) in your back garden or caring for your kids or grandkids. It’s your life, your rules.

However, just because it’s called a passive income business, that doesn’t mean you don’t have to do anything. You do. In the beginning, there’s an intense period of work before your idea runs itself (with your fantastic support team), and this book will guide you through the principles of building your digital course business.

Throughout the next fourteen chapters, I’m going to share the secrets of some of my friends and students, about how they carved out their digital niche and successfully sold online. People like Lea Turner, who took her experience on LinkedIn and turned it into a course. Or Rob who worked in the military for 20 years, and then, as his military life ended, wondered what he was going to do next. After completing a yoga course, he created a course teaching beginner’s yoga and breathwork.

Or Kathleen from Auckland, New Zealand, who took her ballet studio online during the Covid-19 lockdown and created a series of ‘Silver Swan Ballet’ courses for women over 50, which is now selling globally. Or you might be inspired by 60-year-old Janet from Michigan, US, who was months away from retirement when she was made redundant after 29 years working in ICU in a hospital. She picked herself back up and built a course teaching us how to shop for our wardrobe.

All of these students have varying backgrounds, live in different countries and have myriad experiences, but they all have one thing in common: they’ve had the guts and gumption to create a digital course.

And now you’re here today, reading this book. You’ve taken the massive leap of faith in believing that you can make money while you sleep, so now you have to implement the steps that I’m going to show you in these pages and learn how you too can sell digital courses over and over again.

If it’s possible for them, it’s possible for you too. You don’t have to be a teacher or the smartest person in the room to create a course, you just need to know about one thing and share your learning and experience about it with others. And the irony is the more niche your idea, the more profitable you will be. People don’t want to buy a ‘generalist’ course, they want something specific, so if you can show them a deep dive into one area, your system will be more successful.

If you feel you don’t have enough knowledge in a specific area, often the reality is that you know much more than you think you do – and remember, you don’t have to know everything for the course. Not so long ago, I spent £3,000 buying an online business course. There was so much content, and it was overwhelming. I then bought a second course about the same subject for £200, knowing it would take me about two hours to complete. Guess which programme I completed? That’s right, the one that I knew would take me two hours to finish.

People desire tasty bite-sized snacks rather than the whole buffet. They want to learn from you and get the ‘beginner’s guide to . . .’ or ‘the advanced guide to . . .’ but they don’t need everything thrown into one course. In small chunks, microlearning is regarded as a much more effective way of teaching for online courses, and throughout this book I will teach you how to structure courses that are quick and tasty for your audience to consume.

The most successful courses are the ones that your students actually spend the time on and complete. And once they’ve actually done the work and seen the results, they will become your most prominent advocates and recommend your course to everyone.

Before that little nagging doubt pops into your head, yes, I’m going to talk through ways to successfully sell your course organically through social media, YouTube, how to do your own publicity and also how to use paid ads, e.g. on Facebook or Instagram. I’ll show you the methods that I’ve used to sell thousands of courses and generate seven-figure revenues.

You might be someone who’s already created a course, and perhaps you’ve sold a few, but it’s now getting dusty on your laptop. I know it’s heartbreaking when you pour all your energy and enthusiasm into something, and then it doesn’t sell. I’ve been there, and I’ve also experienced those awkward moments when your family or friends ask: ‘How’s it going?’

Wherever you are in your business idea, entrepreneurship is a rollercoaster of emotions. You may feel like you’re throwing spaghetti at the wall of marketing and nothing is sticking. You may feel you’re tired of trying so hard to make it work, and somehow your business is still only just limping by. So, if you want to take your side hustle from hobby status to the real deal, and if you’d like to stop feeling like a business failure in front of your friends and family, then you’re in the right place.

By the time you’ve read this book, I want you to come away with a new direction and a plan to sell your knowledge and sell it on repeat. Marketing your courses on autopilot will help you get that consistent income that you crave, and will remove the feast-or-famine mentality that so many entrepreneurs face.

I’ll talk through your stumbling blocks and personal limitations around creating a course, and I’ll show you how you can sidestep your fears and successfully sell your digital courses even when you are scared of doing so.

It may be that you’re in business but you’re fearful of being visible and putting yourself out there online. And while your head says that you need to market your digital courses, your heart is telling you to hide. I hear you; I used to worry that I was too old, not pretty or intelligent enough to show up on social media and talk about myself. I know what it’s like to feel vulnerable and exposed when you make yourself visible, but the reality is that if you want to sell your course successfully, you just have to put aside your fears and go for it.

I spent many years dreaming of being an entrepreneur before actually leaping into it. I remember my cousin saying to me when I was about 21, and editing a business magazine, ‘What do you know about business?’ That comment stuck. For so long I didn’t think I was worthy of dipping my toe in the entrepreneurial world.

What do you want to do?

Knowing what to create for a course is tricky! Perhaps you have a vision and a plan before you read this book, but maybe you’re a little like me and you struggle to find your thing.

You may doubt yourself and your abilities. Sometimes the thing we are meant to do is dangling right in front of our noses, and it takes us a while to find it. My lack of self-belief was making me cling to a narrative that I wasn’t good enough or talented enough to teach video-making and storytelling, even though I had years of experience as a journalist. So don’t worry, I will help you to find and pursue your passion.

Perhaps you’re secretly wishing that you could create a business but that little voice in your head is holding you back. Maybe you doubt your abilities and talents. Sometimes our fears about what others may say or think hold us back from actually pursuing the things that we want to do. In those cases, it’s as though you need a ‘permission slip’ to follow your heart and go with your gut.

If you’re going to create something that you sell over and over again, and talk about on repeat, you want to be certain that you’re passionate about the topic. You may think that you should create a series of courses about property, because that’s what makes money, but your heart wants to teach painting. Go with what your heart is telling you, because when you’re working on this months later, your passion project will propel you through the blips and bumps on the journey.

You just have to find your ‘thing’ and ensure that you’re operating in what the author Gay Hendricks calls your ‘Zone of Genius’.*

 

* Gay Hendricks defined the term ‘Zone of Genius’ in his book The Big Leap.

 

So, remember, if you’re going to spend hours working on your courses and selling them, you need to choose something that lights you up and excites you years later. Creating a course isn’t just ‘creating a course’, it opens the doors to new possibilities and new adventures. Think about:

 

ü What do you love to talk about?

ü What excites you every day?

 

Whenever I doubt my ability to succeed, I always think of Richard Branson, who has created multiple billion-dollar businesses. He did this after failing at school and being written off for being dyslexic. Or Sara Blakely, the founder and inventor of Spanx, who knew little about hosiery but had an incredible idea to create stretchy undergarments to suck us into shape. Both these entrepreneurs had passion for their product and showed guts and gumption to go for it. They started out knowing little about business, but they were open to ideas, embraced new possibilities and hoovered up information and ideas as they went.

When I first started out, I created my ‘inspiring’ entrepreneurs list to keep me on track when I might wobble. And I followed them on social media. Their words inspired me enormously when I didn’t think I was good enough or intelligent enough to package my knowledge online.

I want you to come away from this book feeling that you can turn your experience and know-how into a course that sells on autopilot. I’ll show you that you can package your expertise and create recurring income, and you can take yourself off the hamster wheel of work and redesign your life and business.

It sounds so simple when I say all you need to do is create the course, build your sales page and find a steady flow of eyeballs to read about your course and buy it. The reality is you will have moments of frustration; yes, at times, building a course-based business is complex, complicated and bloody hard work, but that doesn’t mean you can’t make this a reality. And it certainly doesn’t mean you can’t create the kind of passive income that you dream of. Like every business, you need to dig deep, find your reserves of grit and gumption and keep going through the highs and the lows. You can turn what you know into an online course regardless of your age, background and education.

This book will take you step by step from idea generation to understanding your ideal customer, to selling your digital course or membership on repeat.

Passive income is about generating revenue on repeat. It’s also known as recurring income, but whatever term you use, it’s something that requires a hefty dose of drive, determination and hard work to get up and running.

Still questioning whether this book is for you and whether your skills can make you recurring income? Here are a few ideas to help you see how you too could make money while you sleep.

If you’re a graphic designer, you could create a digital product such as a template pack teaching people how to design graphics to use on Pinterest. You could sell a collection of pretty Pinterest pin designs and use the social media site as your number one marketing tool. Once you’ve created the digital products and built sales pages to sell them, you just need to find a new audience to keep selling them on repeat. Using advertising can help drive traffic to your digital product.

If you’re a fitness instructor or a cake-maker, you could create recurring revenue from a membership where people pay an amount per month to be part of your ‘club’ and learn from you and enjoy being part of your community.

For example, Carrie Green was lonely in the online world and wanted to create a community for female business owners to collaborate and learn. She set up the Female Entrepreneur Association and turned her Facebook group into a multimillion-pound company.

Anna Parker-Naples was an actor who wanted to spend more time with her family. After a traumatic pregnancy, she set up her online business to teach people how to use podcasting to grow their business. Now she has a multiple-six-figure membership.

Ebooks are another way to create recurring revenue. Serial entrepreneur Stefan James began selling books on Amazon and realised that if he sold them for $1 each, he could sell at scale. He started getting people to turn his audio recordings and ideas into books. Fast-forward 10 years and he has a multimillion-dollar company and over 1 million subscribers on YouTube.

Not sure what course to create? Let’s get creative!

Brainstorm what you want to do

Now let’s make a start and do some fun brainstorming to get ideas flowing as to what you may want to do! Allow yourself the freedom of time and space – do something that makes you feel inspired. I find it really helpful to give myself permission to be creative and allow my juices to flow. Going for a walk in the countryside, meditating or just playing Lego with my son helps me to unwind from the ‘should-dos’ and follow that intuitive voice within.

 

ü Do whatever makes you feel most creative.

ü Remember no idea is a bad idea – you don’t know what it will trigger, so just write it down.

ü Allow yourself to free-flow some ideas. I love to listen to inspiring music as I’m brainstorming, so play your favourite tracks.

 

1. What’s your idea?

Write down your idea or ideas and just free-flow . . .

 

 

 

 

 

 

2. Brain dump

Have a huge brain dump to write down your ideas for the course. What does your potential customer need to learn? Write everything down. Don’t censor yourself . . . One crazy idea may lead to another one that works perfectly for your audience.

 

 

 

 

 

 

Now let’s take that idea and refine it. What is the transformation that you want your audience to have? The more specific the better . . .

 

 

 

 

 

 

Remember, there’s no such thing as a bad idea . . . All ideas might lead you to something interesting, and where you want to focus your energy.

Check out Julia Cameron’s The Artist’s Way if you want to unleash your creativity further.

The good news is that there are multiple ways to make money using passive income and by building multiple income streams.

Finding your entrepreneurial way is about trial and error, but this book will help you to turn your idea into a course-based business that can be truly life-changing for you and your family.

Right here, right now as you’re reading this book or driving to work you can mull over your possibilities and potential because the exciting thing is that you can generate wealth online through digital courses, and build a hugely successful business just by leveraging the power of the internet and the wonder of passive income. It just takes dreams, guts and grit.

So, are you ready to maximise your knowledge, create a digital course and make money while you sleep? I know you can do this!

 

If you’d like some additional support, check out www.makemoneywhileyousleepbook.com/bonus – you can print out your own permission slip, and you’ll also find some additional training to help you create your course as you read through this book.





Chapter 10

Launching Your Course!

Think about a significant event you have had in your life, from giving birth to getting married. With either of these particular monumental life experiences, lots of unseen work goes into preparing for the event. Having a launch for your course is a little like this too.

Launching your course is your new baby. You’ve spent months preparing for this; perhaps you’ve decorated the nursery, you’ve gone for scans at the hospital, bought the baby clothes and spent hours planning, imagining and nesting.

Before I had my son, I spent so much time dreaming of having a little baby and holding him in my arms. The nursery was decorated, the pictures hung, the cute onesies bought. And there’s a significant part of me that thought it would be the glossy, curated image of motherhood that I’d seen in the movies.

Motherhood was such a joy and a wonderful blessing, but it also brought struggles with postnatal depression and incontinence. I didn’t expect to go through a traumatic birth and struggle to walk down the street without weeing. I didn’t expect the days of delirium from lack of sleep, the worrying if my son was eating right, and the delicate balancing act needed to navigate across the parental tightrope and the never-ending rollercoaster of emotions.

Sorry if that’s slightly too much information, but I want to put a launch in context. You will imagine that you will get this incredible six-figure launch and make a pot of cash. And you absolutely can do! But like any new baby, there are teething problems along the way.

During this chapter, we will cover the highs and lows of launches, and hopefully you’ll learn to love them!

Launches are an incredible way to get your course out into the world and make sales – and bring a welcome cash injection into your business. But this book is about money while you sleep so I will also be showing you how to turn your launches into evergreen; when you move a new product from a live launch to evergreen is absolutely your choice. It’s your business, your rules so go with what works for you! Launches can result in more profits, but, but, but . . . they can also be so sucky, overwhelming and stressful (SOS) that many people vow never to repeat the experience.

There are many moving pieces and a great deal to think about. Launching is about exciting your audience and creating a demand (and level of scarcity) in the eyes of your audience so that they know they have to act now to buy before it goes away. And hopefully that gets your audience motivated to purchase from you right now, rather than thinking, ‘I’ll buy that next month’, and then never actually getting round to purchasing.

This chapter aims to help you navigate the world of launching successfully to kick off your course creation with a $10K launch or better!

What are you launching?

Courses come in all shapes, sizes and prices. And while there are a variety of price points, there are two easy ways to think about launching your course: a mini-course or a signature course.

In Chapter 3 I gave an overview of launching your course. In this chapter, we’re going to look in more depth at launching your signature or mini-course. Once you’ve mastered the launch, you can then decide to move to an evergreen model where you automate your sales day in, day out (which we’ll cover in Chapter 11) and sell while you sleep. Or you can choose to rinse and repeat the launch formula several times a year.

Whatever way you decide to sell your courses, it does help to start with a launch and create a buzz about your course.

The table below shows some of the key differences between signature and mini course launches.

 



	Signature course launch


	Mini-course launch





	Your course sells for upwards of £297–1,997.

Note: you can go higher than this price point, but if so you want to maybe add in a sales call in your automated process, so that your customers get to talk to you or someone in your team.


	Your mini-course sells for about £19–297 price point.

 





	The course is not entirely finished, and you test and tweak as you go. By live testing, you can verify your audience’s needs.


	The course is finished, and there’s typically no cart close and instead, you will use urgency and say that this is a limited one time only (OTO) offer.

 





	With the pre-launch you are marketing the course for at least six weeks ahead of the launch using your social media and email.

If you don’t have an audience or you want to attract new audiences, you can use Facebook ads to build your audience ahead of the launch. Then, once they’re on your email list, you can market to your audience through email marketing to warm them up.

 


	You sell to your audience on social media and email and also use Facebook ads to drive cold traffic (e.g. an audience that doesn’t know you) to the offer.








 

The signature course launch is what I use to sell my course creation programme – My Course Academy – and this is what you see more established people in the online world doing, such as Marie Forleo and Jeff Walker. You want to position yourself in the marketplace and create a buzz about yourself and what you do.

The mini-course launch often sells at a lower price point – such as a $19 for a course or a template pack. It’s usually a smaller launch as you develop the funnel and test and can use paid advertising to attract customers. The benefit of this system is that you don’t need ANYONE on your mailing list to get started. This can help you grow an audience, which is how I grew my audience by thousands.

The mini-course method works fabulously for me, but I come with a word of caution. If you don’t have a strong following and are principally using paid ads, be careful to ensure your marketing spend does not outstrip your forecasted revenues. Set your marketing spend, start small and as you sell, reinvest some of the profits into more ads. Track your income as you sell courses and don’t exceed your budget.

What’s your plan to sell your courses?

When it comes to selling your courses, you want to have a plan as to how you’re going to sell it. Answer these questions honestly:

 

� Do you have an audience?

� Do you have a budget to run ads and market them to your audience?

� How much time are you giving to your live launch?

 

Revisit the plan you put together in Chapter 7, and if you skipped over it, I implore you to go and think about your strategy to build your audience. The more strategic you are, the more successfully you will grow.

Key dates plan

When you’re marketing your course, it’s always good to start with the end goal in mind . . . actually selling it!

It’s imperative to look at the dates for your launch if you’re going to sell your a course that way. Mapping out your time is vital. How often do you want to launch – every three months, or perhaps twice a year?

Look at the year ahead and decide how you want to spend your time. Remember that the pre-launch cycle is about six weeks to market your course.

Once you’ve created the content for your launch, you can then rinse and repeat the content in forthcoming launches. As you know, I’m all about you creating passive income and getting that freedom in your life rather than feeling chained to your business, but when you’ve set up the launch process, and it works well, you can replicate your launch strategy a couple of times a year if you choose. Remember, you are testing and tweaking in the future rather than reinventing the wheel every launch cycle.

It’s entirely your choice how often you launch and whether that’s one, two, three or six times a year. However, if you decide you love the launch cycle (and the ability to generate significant profit from launching), plan out your dates well in advance. Avoid special holidays, and remember that September and January are often very popular times to launch.

Your yearly calendar could look a little like this:

 



	January

Launch?


	February 


	March





	April

Launch?


	May


	June

Launch?





	July

 


	August


	September

Launch?





	October

 


	November

Black Friday promo


	December 








 

 

Go to makemoneywhileyousleepbook.com/bonus to get my launch plan.

Before we talk about selling your courses to your audience, I want you to think about your numbers and how you will tell your audience (and potential clients and customers) about your course.

How much revenue would you like to make from your course in the next 12 months?

(Note to self here: be bold, ambitious but also realistic! I want you to get excited here and visualise what’s possible!)

 

Based on that number, how many students will you have to sign up to meet that target?

How many launches would you like to do this year – 6, 5, 4, 3, 2 or 1? Note: 6 is a lot, so you’d need a strong team to help you keep launching! But there is no correct answer; it’s just what feels right to you and your family.

How much money would you like to make from this launch?

If you’ve previously launched, look at what’s worked previously while selling your programme and launching:

 

	•	Where did your audience come from (paid-for advertising or social media?).


	•	How many sign-ups were there to your challenge?


	•	How many attended the webinar?


	•	Do you still have a viable webinar that you can repurpose?


	•	What was the conversion rate of people that bought from your webinar?


	•	What was the conversion rate from your sales page?


What’s your launch strategy?

Remember, there are two key ways to sell your course. You can launch it every few months, make a big celebration of the fact that you’re selling your course, and run training to promote the course.

Or you can sell the course on evergreen; which means you are constantly selling the course using Facebook ads or YouTube ads or through some other kind of marketing strategy to be continuously selling.

We will cover live launches in this chapter and cover evergreen launches in Chapter 11.

When it comes to selling, consistency is critical. We often try something for a few weeks and then think it’s not working, so we try something else. But if you are a gardener, you know that you plant some seeds, water them and have to give them time to grow. You wouldn’t then dig up the roots every couple of weeks to check they are growing.

Whatever strategy you decide to use to sell your courses, whether it’s social media or YouTube or selling to corporates, you go with your gut, do your research, and once you have made your decision, go with it, stay consistent and allow it to bed in and work.

Please, pretty please, don’t try to do everything. You have my permission and recommendation to focus on one or two methods of audience-building that excite you and skip the rest! When you skim the surface of social media platforms and don’t invest time and energy, the results will show up.

There is zero point posting for a week and then giving up and trying a new platform. Social media doesn’t work like that. You have to be consistent and create content that your audience wants.

Don’t be a dabbler. It’s a waste of your time and energy and it’s utterly unsatisfying because you won’t get the results you want!

And if social media isn’t your thing . . . I understand. Instead, find something that does work for you to build your audience – whether that’s getting down to the data on YouTube or selling to corporates.

Are you throwing spaghetti at the wall?

There’s absolutely no point lobbing spaghetti and hoping that your audience will bite. As a small-business owner, you have a finite and quite possibly limited budget.

Think of the world’s big brands – such as McDonald’s or Coca-Cola – they spend millions talking to their customers every year through adverts and marketing. But they don’t just wing it; they have a strategy.

As a small-business owner you need a strategy because you need to understand who your customer is and how to talk to them. You simply don’t have the budget or the time to throw marketing spaghetti, hoping that some of it will stick. Your small budget and time can go a long way if used cleverly.

The first and most crucial step is to know your audience. We talked this through in some detail regarding courses in Chapter 2. If you haven’t spent the time talking and researching your audience, then it’s well worth investing the energy.

The best way to understand what your customer needs, wants and desires is to talk to them. I’ve tried various methods, from having one-to-one video chats with some of my ideal clients to sending an email to my email list and offering whoever completes a survey a £10 Amazon voucher.

Sometimes you might know the demographics of a person – their age, where they shop, where they live, how old their children are – but you don’t get under their skin. If you’ve got that research from your interviews with your ideal clients, this can be really helpful to help you gauge your audience’s beliefs, attitudes and interests. Used alongside the usual demographic studies of age and gender, this can help build a more rounded audience profile.

For example, is your ideal client more Waitrose or Asda? More Primark or John Lewis? What do they feel about various issues of the day, from politics to health?

When I worked at a big UK radio group, they would regularly invest in audience research and focus groups. What did the audience really think of the presenters? Would they consider listening to this station?

We make decisions about a video ad within the first three seconds of watching.

We make decisions about a text ad just by reading the headline.

We make decisions about a presentation or webinar within the first three minutes of watching it.

This is our unconscious brain just doing its thing and making a decision about someone or something.

Unconscious bias is often described as social stereotypes or prejudice about particular groups or a person. Consumers will make judgements based on age, dress, skin colour, hair, tattoos, whether they have kids or not and – whether we like it or not – ethnicity. Your audience is searching for someone who they can relate to.

Perhaps you made choices about someone on Instagram based on their sense of dress, or if you relate to their story, or you found their voice annoying. The conscious brain is just trying to justify and rationalise the seemingly irrational decision that you’ve made.

You, as a marketeer, have to decide how you want to navigate this. For a long time, I worried that I wasn’t young enough or the right fit on social media, and I used this as a reason to play small. But then I realised that the people who wanted to buy from me were buying from me because they identified with me and the things I struggled with. I started seeing my struggles as a strength and something that my audience identified with.

Your voice and message will resonate with your audience too. You don’t have to be perfect, and the more time you spend on social media, the more your brand voice and message will evolve.

My lovely friend Lea Turner positions herself as the outsider on a sea of corporate voices on LinkedIn, and this has played to her advantage to attract others who also might feel like they don’t fit in on that platform.

In her book, We Should All Be Millionaires, the fabulous Rachel Rodgers talks about how women make up only 10 per cent of the world’s millionaires. She uses social media to openly challenge the structures and systems that make it difficult for women to wield the economic power to create lasting equality. She uses this as a rallying cry to encourage wealth in all communities and backgrounds regardless of race, gender or sexuality.

Instagrammer Sam Bearfoot has me howling at her comedy reels and combination of tutorials about Instagram and navigating life.

When you talk to your audience, they will resonate with you because they connect with you, identify with you, and feel like you’re a friend. Meet your audience where they are at.

Audiences that convert

It doesn’t matter how brilliant you are, how talented you are, how much you know; if you don’t have an audience to sell your course to, you’ll get zero sales. The rest of this chapter will focus on showing you ways to sell to your audience and how you can establish connections if you’re just starting.

Building an audience to sell an online course is not optional; it’s a must-do for you to decide how best to develop YOUR audience.

I know I bang on about this one, but on average 2 per cent of your audience will buy from you. That means, for every 100 people that you have on your mailing list or in your Facebook group, about two people will buy your product. But as I explain in this book, there are always exceptions to the rule; have an engaging audience and you can smash those stats!

So finding a constant flow of new people to buy your courses and digital products is paramount to your business’s long-term success and viability. And when you’re first starting, that can feel overwhelming and send even the most confident into a cycle of fear.

Remember, we all started somewhere, so in the beginning, keep it simple.

We will talk this through in more detail later in this chapter, but there are many different ways to sell your courses, and I’ll share some of the approaches I’ve used and those of my clients and friends in the online world.

We’re talking about ways to sell your courses and build your audience. Some of these methods may appeal – and some won’t – go with what feels right to you! When you put your passion and personality into your audience, you will enjoy it and make friendships, and the results will multiply.

The wonderful thing about the online world is that ANYONE, and I mean anyone, can harness the power of social media, Google search, podcasting or paid ads and sell their knowledge and know-how. This is not just the domain of big business; the small guy can compete with the big guys and be regarded as a powerful force and movement for change. The reality is that if you are willing to take the leap and invest time and energy (and perhaps money in digital ads) on Instagram, Facebook, YouTube, LinkedIn (or wherever your audience hangs out), then you can create a system that pays for itself.

However, remember that while numbers on a social media platform are helpful, followers does not equal profit. Followers is a vanity metric, and it is not a symbol of your ability to create wealth. You want to have an audience that wants to buy from you. Just because you have 50,000 followers on Instagram who like watching your reels doesn’t mean they will buy from you. A smaller, targeted audience is usually much more likely to buy from you and want to deepen its relationship with you, so don’t feel disheartened by vanity metrics.

It is also super important to take people from the social platform to your email list. Because at the end of the day, if you say something that the social media platform does not like, it will remove you from the platform. And before you say, ‘that only happens to Donald Trump’, it doesn’t.

It could be that you are offering people a freebie and taking them from the social media platform to your PDF or to sign up for your quiz. In getting people to join up to your mailing list, you have a way of communicating with them, regardless of what happens with the algorithm on your preferred social media platform.

Live-launching your course

When it comes to promoting your course, you want to build a buzz about it. You want to tell everyone about it and create an event. One of the easiest ways to do this is to tell your followers and email list that you’re holding a training, sharing valuable insights, then invite them to buy.

It’s that simple! But it can be full-on, so the more preparation you do for your launch, the better it will be.

There are two methods I favour for a live launch – Facebook Challenge or a series of webinars. I will talk you through each of these and you can go with whatever works best for you. Note: both methods work for either signature or mini courses, although the key difference is that for a mini course you may elect not to ‘close cart’ but continue to promote on an ongoing basis, creating scarcity and a ‘One Time Offer’ (OTO).

Sales method #1: Facebook challenge

With my high-value, signature course, I create a pop-up Facebook group, then I invite my ideal customers and clients to join the training.

Here is a high-level overview of this approach.

 



	Challenge launch plan 


	Timescale 





	Pre-launch – share content relevant to your launch and tap into a pain point but don’t talk about the actual launch. Go live on your Facebook business page or wherever you promote your business.


	Start six weeks ahead of the Facebook challenge.





	Promote challenge – start talking about your challenge and ramp up content on social media.


	Three weeks ahead of the challenge.





	Send emails to your list and invite people on social media.


	One week before the challenge.





	Send daily emails inviting challengers to join the training. On the day of the masterclass, send three emails to each person.


	Week of challenge.





	Send daily sales emails for five days after the challenge ends. 


	Cart open – sales promotion kicks in.





	Cart close day when you stop selling – send three emails telling people it’s going away.


	 Cart close.








 

 

When I first live-launched on Facebook, I allowed myself six weeks ahead of the challenge sign-up to prepare and create content to launch with gusto. Think of it as a runway, and you are in pre-launch. You want to give the plane as much fuel to take off, then when your course is ready, you’ll fly.

The purpose of the challenge and cart open and cart close is to create a limited window where people can buy the course before it disappears into your digital vault. The opportunity to buy the course will end on the final day of your launch when it’s cart closed. During this time, you’ll promote the course and create urgency and scarcity . . .

 

I love selling via a Facebook group challenge because you can have fun, and I don’t feel like I’m ‘selling’.

You can plan three- or five-day challenges that work well. The shorter the better because it’s hard to keep up the high-energy momentum. The critical thing is to promote the challenge, have some fun while offering some training and then sell the course in a webinar.

The final date of your Facebook challenge is the day you start selling your course. You offer free webinar / masterclass training and share value and then sell.

What date will you begin your launch?

It’s time to look in your calendar and decide when to launch. So let’s get tactical! Keep your audience in mind . . . choose dates that will work for them – will they be affected by school holidays or religious holidays?

When planning your cart open date, remember that it’s essential to allow for the six-week promotional schedule outlined above to promote the Facebook group challenge to your audience and then sell to them. You need this time to warm up your existing list and remind them about your expertise and value, and you also want to invite enough quality participants to join your group challenge.

Pre-launch runway

You want to generate a buzz to promote your course.

There are several phases of your launch: pre-launch, announcement of your training, the training and then your sales sequence selling the course. We will break down each of these sections.

Remember the plane taking off analogy? So, at this point, the content is taxiing around the runway a few times; it’s looping around trying to get more passengers before it builds up enough momentum and speed to take off. You need to do the same thing with your course. You create a pre-launch runway to attract more passengers and build up that speed to propel you forward.

Your runway is made up of six weeks of warming up your audience to your content and then a week of launching where you are putting lots of thrust into that marketing machine for lift-off in your launch. Create a ton of content on social media and send it to your audience on email, warming them up ahead of launching the course.

The pre-launch phase is your opportunity





































































































































































	•	7am: Email saying, woohoo, I’m so excited, the masterclass is here! Here’s the link to join.


	•	7pm: It’s the masterclass later. Do you have everything you need, have your notebook ready? Here’s the link to join.


	•	8.25pm: Join us in five minutes; the masterclass is starting!


	•	9.30pm: Your first sales email goes out.





















	

	




	


	




	

	




	

	




	

	




	

	




	

	




	

	











	•	When do you want to start opening the doors to your course?


	•	When is the cart close?


	•	When is the cart open?


	•	How many webinars will you do, and when?


	•	On what date will you start promoting the webinars?


	•	On what date will you begin the pre-launch promotion?







































































































	•	How much traffic did you send to the challenge sign-up page?


	•	Look at the number of visitors to your sales page.


	•	How many people signed up for the challenge?


	•	How many people watched your webinar? So, for example, 100 people watched your webinar and seven people signed up, then you have a seven per cent conversion rate from the webinar.


	•	How many people bought it?
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