
Build and Sell Your First Online Course

Teach What You Know and Get Paid Doing It with the Proven Way to Turn Your Knowledge into Income

––––––––
[image: ]


Ryan Papadopoulos

Copyright © Ryan Papadopoulos

All rights reserved.

	[image: ]
	 	[image: ]


[image: ]

Disclaimer


[image: ]


––––––––
[image: ]


This is here to help you think, plan, and act smarter — not to hand you a magic button that prints money. Every example, strategy, and story is based on real-world experience, but your results depend on your effort, skill, timing, and how you actually apply the work.

You’re responsible for your own business decisions, your own wins, and your own learning curve. There are no guaranteed results, no secret algorithms, and no shortcuts that replace consistent work. Read it, try it, tweak it, keep going — that’s the whole game.

If you’re looking for “get rich overnight,” this isn’t that. If you’re here to build something real, you’re in the right place.
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To every scrappy creator who ever thought, “Who am I to teach this?” — you’re exactly who this was written for.

To the people who showed up early, bought messy first versions, sent feedback, or cheered from the sidelines — thank you. You proved that imperfect action beats perfect hesitation every single time.

To the mentors, friends, and fellow builders who reminded me that progress is louder than polish — your voices are in every chapter.

And to the readers: when you take what’s in these pages and turn it into something real, you finish this book better than I ever could.

Keep teaching. Keep sharing. Keep showing up.
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Let’s clear something up real quick:

You’re not insane for thinking people would pay to learn what you know.

You’re not arrogant.

You’re not late to the game.

And you’re definitely not dreaming too big.

You’re just stuck in the fog most experts get trapped in — thinking what you know is “too obvious” or “not enough.”

Newsflash: The stuff that feels obvious to you? That’s gold to someone else.

You’ve probably spent years learning, testing, failing, fixing, getting better, and figuring things out the hard way. That experience? It’s worth money. And more importantly, it’s worth sharing.

Creating an online course isn’t about being a guru.

It’s about being useful.

If you’ve ever helped someone at work, answered the same questions over and over, or had friends say, "Wait, how do you do that?" — you’re sitting on a sellable skill set.

This book is here to help you package it.

No fluff. No rah-rah. No pretending you need a fancy studio or a 100k following to start.

Just a practical, funny, slightly sweary (you’ve been warned) guide to getting your course out of your head and into the hands of people who’ll thank you — with money, with testimonials, and with "I wish I found this sooner" DMs.

We’re not here to make you the next big course celebrity.

We’re here to make you the first version of something better: a creator who finishes what they start.

Let’s build something that pays you back — for everything you’ve learned the hard way.

Sound good?

Cool.

Let’s get to work.
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You’re already sitting on something people would pay to learn. Seriously. If we were in a room right now, I’d bet good coffee money that there’s at least one skill, framework, or way of doing things you’ve figured out the hard way — and others would love the shortcut.

But here’s the thing: Most people never turn that into a course. Why? Because they overthink it. Because they assume it has to be complicated. Because they don’t realize how valuable their everyday expertise is.

This is here to fix that.

We’re going to break down the mindset shift from "just good at something" to "qualified to teach it." We’ll explore why people buy online courses (hint: it’s not for the 43-module marathon), what makes a good topic (without spiraling into imposter syndrome), and how to niche down without choking your audience.

You’ll get a reality check on how sellable your skills are. Clarity on what people actually want from a course. Tools to choose a topic fast and filter it like a pro. And the mental flip from expert to educator.

This is where we shake off the doubt, silence the perfectionist, and start building something real.

By the end of this chapter, you won’t just believe you can do this — you’ll know exactly how to start.

Let’s crack it open.

Your Skills Are More Sellable Than You Think

Let’s start with the lie you’ve probably told yourself a dozen times already: "I don’t know enough to teach this."

Total nonsense.

This idea that you need to be the world’s top expert, or have a PhD, or be ten years deep into a career just to teach someone what you know — that’s the fear talking. That’s the perfectionist voice. That’s the impostor syndrome dressed up in a lab coat trying to sound smart.

Here’s the truth: People don’t want the genius on the mountaintop. They want the person just a few steps ahead of them, who remembers what it was like to be stuck, confused, or overwhelmed. They want someone who can talk like a human and show them the way without making them feel dumb.

That might be you.

You might be the person who finally explains the thing in a way that clicks. The one who shows them the shortcut they didn’t know existed. The one who saves them hours, days, or months of struggling.

Let’s say you’ve been designing presentations for ten years. You might think, "Well, who doesn’t know how to make a deck?" A lot of people, actually. People who freeze at a blank slide. People who don’t know what makes a story flow. People who are still using default bullet points and think Comic Sans is quirky. They would pay real money to not feel stupid in front of their boss.

Or maybe you taught yourself how to grow an audience on Instagram, or navigate a career change at 35, or organize your ADHD brain with Notion. You learned something useful — the hard way — and you kept at it long enough to get good. That’s value. And value is the only currency that matters when it comes to selling courses.

We’re not aiming to be gurus. We’re aiming to be helpful. That’s the bar. That’s also the opportunity.

Somewhere out there, someone is Googling the exact question you already know the answer to. And they’re not finding anything that speaks to them. They’re drowning in dry tutorials, half-baked advice, or clickbait that doesn’t actually help. They don’t need another expert flexing. They need someone like you, who’s been there, who gets it, and who’s figured out a way through.

The magic isn’t in being perfect. It’s in being relatable, clear, and honest. If you’ve made mistakes and learned from them, even better. If you’re still figuring it out as you go, that’s okay too — as long as you’re transparent about it. People respect the journey. They just want to know the next step.

The moment you stop waiting to be "ready" and start helping from where you are, everything changes. You realize you don’t need to have it all figured out to make a difference. You just need to take what you know and package it in a way that’s useful, accessible, and honest.

And let’s be blunt — people pay to skip struggle. If your course can save someone the headache you had to suffer through, you’re not just selling information. You’re selling relief.

So stop dismissing what you know because it feels normal to you. Of course it feels normal — it’s yours. But that doesn’t make it worthless. It makes it teachable.

This chapter isn’t here to hype you up. It’s here to snap you out of the fog. You know something people would pay to learn. Your job isn’t to convince yourself you’re special. It’s to recognize that being helpful is more than enough.

The next chapters will show you how to turn that helpfulness into something structured, scalable, and sellable. But this right here — this realization that your lived experience has value — this is the start.

Say it out loud: I know something worth teaching. Good. Now let’s turn it into a course people can’t wait to buy.

Why People Buy Courses — and What They Regret

People don’t buy online courses for the information. That’s the first thing you need to understand if you want to create something that sells.

They buy because they want to solve a problem, skip a headache, or get somewhere faster. That’s it. Every single buyer, whether they admit it or not, is driven by some version of this thought: "I don’t want to waste more time trying to figure this out myself."

Courses sell when they promise transformation. Not facts. Not features. Not thirty hours of video. Just a clear before-and-after.

Before: confused, stuck, frustrated. After: clear, confident, capable. If you can paint that picture, your course has a shot. If you can't, it doesn't matter how smart or qualified you are — people won’t care.

What most people regret about buying courses has nothing to do with the topic. It’s how the course made them feel. Confused. Overwhelmed. Bored. Tricked. Misled. Like they signed up for something that promised clarity but delivered a content dump. That’s the kiss of death for course creators.

The worst thing you can do is drown your students in material just to prove you know your stuff. More content isn’t more value. More content is more homework. People don’t want homework. They want results. And if your course doesn’t make it easy for them to see and feel those results, they’ll regret buying it — no matter how cheap or “comprehensive” it was.

Now here’s the wild part: some of the highest-rated courses on the internet are short, simple, and laser-focused. Not because the creators held back. Because they respected the learner’s time. They trimmed the fat. They cut the fluff. They focused on doing one thing well and doing it fast.

This is the mindset shift. Your job isn’t to shove in everything you know. It’s to curate. To guide. To make the path from problem to solution so smooth it feels like cheating.

That’s what people pay for. That’s what they rave about. That’s what gets you testimonials, referrals, and repeat buyers.

But there’s one more layer to why people buy courses, and it’s personal. It’s emotional. It’s about hope. When someone hits the "buy" button, they’re not just purchasing a product. They’re betting on a better version of themselves. They’re saying, "Maybe this will be the thing that finally helps me figure it out." That’s a big deal. You’re not just selling knowledge — you’re holding responsibility for their hope.

That doesn’t mean you have to be perfect. It means you have to be intentional. Make every piece of your course feel like it was built to help, not impress. Show them you get where they’re coming from. Give them small wins fast. Let them feel progress early and often. That’s how you keep them engaged. That’s how you earn their trust.

People regret buying courses when the creator disappears, overcomplicates things, or tries to sound smart instead of being helpful. Don’t be that person. Be the person who explains it like a friend, guides like a mentor, and delivers like a pro.

Here’s the bottom line: people buy outcomes, not education. They buy shortcuts, not lectures. And they buy confidence — the belief that with your help, they can finally do the thing they’ve been putting off, afraid of, or struggling to get right.

Make that your goal, and they won’t just buy. They’ll thank you for it.

From Expert to Educator: Making the Mental Flip

Knowing something and teaching it are two entirely different beasts. This is where most smart people trip. They think, "I’m good at this, so teaching it should be easy." But being good at something often makes you blind to what beginners actually need. That’s why the jump from expert to educator isn’t automatic — it’s a conscious shift.

Experts operate from instinct. They’ve done the thing so many times, they skip steps without realizing. Their brains fill in gaps because the process is second nature now. But students? They’re still trying to figure out which way is up. They don’t need brilliance. They need clarity. And clarity only comes from slowing down, stepping back, and remembering what it felt like to suck at this.

This is where you stop showing off and start showing up.

Being an educator means you’re not just here to share what you know — you’re here to guide someone through what they don’t. You’re not just explaining the how. You’re building the why, the when, and the what-if. You’re anticipating confusion and clearing it up before it snowballs. You’re not just saying, "Here’s the tool." You’re saying, "Here’s why this
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