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Introduction 

How to Use This Toolkit Without Becoming 

Overwhelmed 

It is easy to spend a great deal of time learning about digital products 

without ever reaching the point where one is finished. 

You may have notes saved in several places. A few ideas in a 

notebook. A half-written guide on your computer. Perhaps a list of 

product titles that seemed promising at the time. You may have 

watched videos about selling platforms, pricing, email marketing, or 

online business, yet still feel unsure about what to do first. 

That does not necessarily mean you lack discipline or ability. More 

often, the problem is that the subject has been presented as one 

large project instead of a series of smaller decisions. 

A digital product business can appear complicated because so many 

parts are discussed at once. Product ideas, customer research, 

pricing, design, sales pages, email campaigns, payment systems, and 

launches are often placed in front of the beginner as though they all 

need immediate attention. 



They do not. 

You do not need to build the whole business in your head before you 

begin. You need one workable product idea, a clear process, and 

enough patience to deal with each stage in its proper place. 

That is the purpose of this toolkit. 

It is not designed to give you more information to collect. It is 

designed to help you use what you know, make practical decisions, 

and complete something useful. 

What a Digital Product Business Really Involves 

At its simplest, a digital product business helps a particular person 

solve a particular problem through a product that can be delivered 

electronically. 

That product might be an ebook, a workbook, a planner, a 

spreadsheet, a checklist, a set of templates, a short course, or a 

collection of practical resources. 

The format can vary. The basic business remains much the same. 

There is someone with a need. There is a product intended to help 

with that need. There is a clear explanation of what the product 

offers. There is a price, a way to buy, and a way for the customer to 

receive what they have purchased. 



The business also needs some method of bringing the product to 

people’s attention. That might happen through an email list, a 

website, social media, personal contacts, partnerships, paid 

promotion, or a combination of several channels. 

None of these parts is especially mysterious on its own. The difficulty 

comes when they are treated as though they must all be solved at 

the same time. 

Someone may spend days comparing checkout platforms before 

deciding what the product will contain. Another person may design a 

polished cover while still being unsure who the product is for. It is 

also common to worry about launch emails before the basic offer is 

clear. 

These tasks may feel productive because they belong to the 

business. But they are not always the right tasks for the current 

stage. 

A more useful way to think about a digital product business is as a 

chain of connected decisions: 

• What problem will the product address? 

• Who is experiencing that problem? 

• What kind of resource would help? 

• What should the product include? 



• What is a sensible price? 

• How will it be presented and delivered? 

• How will potential buyers hear about it? 

• What can be improved after people begin using it? 

You do not need perfect answers to all of these questions 

immediately. You only need to answer them in a sensible order. 

It is also worth being realistic about the word “passive.” 

Digital products can be delivered repeatedly without the creator 

personally carrying out the same service each time. That is one of 

their advantages. But the business still requires thought, creation, 

promotion, customer support, maintenance, and improvement. 

The delivery may become largely automatic. The business itself still 

needs attention. 

This is not a reason to be discouraged. It is simply better to begin 

with an honest picture than with the expectation that uploading a 

file will create effortless income. 

Useful Products Often Begin With Simple Ideas 

Many people make their first product harder than it needs to be. 

They assume that value comes from size. A longer course must be 

better than a short one. A 200-page guide must be more useful than 



a 30-page workbook. A product with ten bonuses must be stronger 

than one with two carefully chosen resources. 

Sometimes a large product is appropriate. Often, it is not. 

Customers are not usually paying for page count alone. They are 

paying for clarity, organisation, convenience, reduced uncertainty, or 

a faster way to complete something. 

A clear checklist can prevent someone from forgetting an important 

step. 

A pricing spreadsheet can make a confusing decision easier. 

A well-designed template can save several hours of staring at a blank 

page. 

A short workbook can help someone organise thoughts that have 

been circling in their mind for months. 

These are simple products, but simple does not mean careless or 

low-value. It means focused. 

Think about the ordinary tools people rely on in everyday life. A 

shopping list is useful because it reduces the chance of forgetting 

something. A calendar is useful because it turns vague intentions into 

visible commitments. A form is useful because it organises 

information in a consistent way. 



Digital products often work for the same reason. They give structure 

to something that previously felt scattered. 

You may already have material that could become a product without 

realising it. 

Perhaps you repeatedly explain the same process to clients. You may 

have developed a spreadsheet for managing your own work. You 

may use a checklist every time you complete a particular task. You 

may have found a clear way to organise information that other 

people find confusing. 

The starting point does not need to be a completely original idea. 

Most useful products are not built on information that has never 

existed before. They are useful because the information has been 

selected, organised, simplified, or adapted for a particular person 

and situation. 

This does not mean copying someone else’s work. It means 

recognising that originality is not the only source of value. Clarity and 

relevance matter too. 

Before moving on, it may help to consider a few quiet questions. 

What do people repeatedly struggle to organise, understand, 

calculate, write, or complete? 



What do you know how to do that once felt confusing to you? 

Could a simple resource make that task easier? 

You do not need a final answer yet. At this stage, you are only 

noticing possibilities. 

Learning and Completing Are Different Activities 

Learning feels safe because it keeps options open. 

You can read another article, compare another platform, watch 

another tutorial, or save another product idea without having to 

commit to a decision. There is always something else to investigate. 

Completing is different. 

Completion requires narrowing. You choose one idea instead of ten. 

You decide who the product is for. You leave some material out. You 

select a price even though another price might also work. You stop 

revising and allow the product to become real. 

That can feel uncomfortable. 

It is understandable to want more certainty before making those 

decisions. The difficulty is that complete certainty rarely arrives in 

advance. Some things only become clear after you begin creating, 

testing, and receiving feedback. 



Learning still matters. You should research unfamiliar areas, check 

facts, understand your customer, and make responsible choices. But 

learning should support the next decision rather than delay it 

indefinitely. 

A useful principle is: 

Learn enough to make the next decision, then continue. 

You do not need to understand every selling platform while you are 

still choosing the product idea. You do not need to master advanced 

email marketing before writing the first draft. You do not need to 

know how to expand the business before the first product exists. 

Some information is needed now. Some will be needed later. Some 

may never be relevant to your particular business. 

This distinction can save a great deal of time. 

It may also help to notice where most of your effort currently goes. 

Are you mainly learning? 

Planning? 

Creating? 

Revising? 



Preparing to sell? 

There is no wrong answer. The purpose of the question is to see 

whether your current difficulty is truly a lack of knowledge or 

whether the next step requires a decision you have been avoiding. 

A person can feel busy for weeks while remaining in almost the same 

place. That often happens when tasks are related to the business but 

not connected to completion. 

The aim of this toolkit is to reduce that gap. 

How the Tools Work Together 

The resources in this toolkit have different jobs. 

Some will help you think. Others will help you calculate, write, 

organise, or review. They are not meant to be completed all at once, 

and they are not tests with one correct answer. 

The worksheets are there to help you make decisions that require 

judgement. 

You may use them to compare product ideas, describe your 

customer, define the problem, plan the contents, or consider 

possible objections. A worksheet cannot make these choices for you, 

but it can stop the thinking from becoming vague. 



The calculators are there to test financial assumptions. 

They can help you estimate costs, compare prices, calculate break-

even points, and see how fees or discounts affect profit. They do not 

predict exactly what will happen. They simply make the numbers 

easier to see. 

The templates are starting structures. 

They can help you write a sales page, an email, a product outline, or 

a customer message without beginning from an empty page. A 

template is most useful when it is adapted. Copying it mechanically 

may produce something that sounds generic or does not fit your 

customer. 

The checklists are there for moments when several small tasks need 

to be remembered. 

They may help you prepare for launch, review the product, test the 

checkout process, or make sure delivery works properly. Checklists 

are particularly useful near the end of a stage, when it is easy to 

overlook a small but important detail. 

The planning pages help you keep moving after the first burst of 

enthusiasm has passed. 



They allow you to record deadlines, priorities, expenses, sales, 

feedback, and possible improvements. A product business is easier 

to manage when decisions are written down rather than carried 

around in your head. 

You do not need to complete every resource perfectly. 

Some answers will change. A customer description may become 

more specific. A price may need adjusting. A product outline may 

shrink once you realise that certain sections are unnecessary. 

That is normal. 

The first answer is often a working answer. Its purpose is to help you 

move forward. 

A simple way to use the toolkit is to follow this rhythm: 

1. Read the explanation. 

2. Complete the relevant tool. 

3. Make one practical decision. 

4. Record the next action. 

5. Continue when you are ready. 

There is no benefit in rushing through the worksheets simply to fill 

every space. The goal is not to produce completed pages. The goal is 

to make better decisions. 



Choose One Product to Work On 

This toolkit will be far more useful if you apply it to one product idea 

as you move through the chapters. 

You may already have several possibilities. That is often where the 

difficulty begins. 

Choosing one can feel as though you are rejecting all the others. You 

may worry that the idea you select will turn out to be the wrong one. 

You may be tempted to work on several products at the same time 

so that no opportunity is lost. 

In practice, dividing your attention usually makes each product 

harder to complete. 

Choosing one idea does not mean the others have disappeared. 

Write them down and keep them somewhere safe. They can be 

reviewed later. 

For now, choose the product that seems most workable. 

A suitable first product will usually meet a few simple conditions. It 

should address a recognisable problem, relate to something you 

understand, and be possible to create with your current time and 

resources. You should also be able to explain it in one or two 

sentences. 



It does not need to be the most ambitious idea. 

In fact, the most manageable idea may teach you more because it 

gives you a realistic chance of completing the full process. 

You might be considering a large course, for example, when a 

focused workbook would be more achievable. You may have plans 

for a broad business guide, but a set of templates addressing one 

recurring problem could be a better starting point. 

The first product is not a permanent decision about the rest of your 

business. It is a working project. 

You are giving one idea enough attention to discover whether it is 

useful, practical, and worth developing. 

Before beginning the next chapter, write down four provisional 

answers: 

• What is the product? 

• Who might it help? 

• What problem might it address? 

• What format might suit it? 

These answers can change. Their purpose is to give the exercises 

something real to work with. 



The Process From Idea to Improvement 

The full process can be understood in five broad stages. 

First, you will identify and examine the idea. This includes looking at 

the problem, considering whether people are likely to want help with 

it, and becoming clearer about the customer. 

Next, you will shape the product. You will choose the format, decide 

what belongs inside it, create a sensible structure, and begin 

producing the material. 

Then you will prepare it for sale. This means choosing a price, writing 

the sales page, setting up payment and delivery, and making sure the 

customer experience is clear. 

After that comes the launch. You will decide how to introduce the 

product, prepare the necessary emails and promotional material, 

test the buying process, and make the product available. 

Finally, you will review what happened. You will look at sales, 

questions, feedback, costs, and customer response. From there, you 

can improve the product, change the presentation, or decide what to 

create next. 

The process is not always perfectly straight. 



You may discover during research that the idea needs narrowing. 

Pricing may make you reconsider what is included. Customer 

feedback may show that one section needs more explanation and 

another can be removed. 

Going back to an earlier decision does not mean you have failed. It 

means you have learned something useful. 

The important thing is not to worry about every stage at once. 

While choosing the product, you do not need to solve the launch. 

While writing the product, you do not need to plan the next five 

offers. 

While testing the sales page, you do not need to know exactly how 

the business will look in three years. 

At each stage, ask a simpler question: 

What decision belongs here? 

That question will help you keep the work in proportion. 

Begin With What Is in Front of You 

There will always be more to learn. 



There will always be another tool, another strategy, another 

platform, or another opinion about the correct way to build a digital 

product business. 

You do not need to ignore those things. You only need to stop them 

from taking over the work in front of you. 

This toolkit is meant to be used slowly enough for the decisions to be 

thoughtful, but steadily enough for the product to move forward. 

Some sections may take an hour. Others may require several days. 

You may return to earlier pages and revise what you wrote. That is 

part of the process. 

For now, there is no need to imagine the finished business in every 

detail. 

Begin with one product. 

Begin with one problem. 

Then make the next useful decision. 



Chapter 1 

Start With a Problem Worth Solving 

When people first think about creating a digital product, they often 

begin with the product itself. 

They ask whether they should make an ebook, a workbook, a 

planner, a course, a set of templates, or perhaps something more 

unusual. They look at what other people are selling. They make lists 

of possible titles. They may even begin designing the cover before 

they are fully sure what the product is meant to do. 

This is understandable. A product feels concrete. You can picture it, 

name it, and imagine it being sold. 

A problem is less visible. 

It may appear as a repeated question, an unfinished task, a small 

frustration, or a decision someone keeps postponing. It can look 

ordinary. In fact, many worthwhile problems are so familiar that 

people stop noticing them. 

Yet the problem is where a useful product usually begins. 

People do not normally buy a workbook simply because they want 

another workbook. They buy it because they hope it will help them 



organise something, make a decision, save time, avoid an error, or 

finally complete a task they have been putting off. 

The same is true of templates, planners, guides, spreadsheets, and 

checklists. The format matters, but it comes later. First there must be 

a reason for the product to exist. 

A better starting question is not: 

What can I create? 

It is: 

What are people already trying to solve? 

That shift may seem small, but it changes the direction of the whole 

business. 

You Do Not Need a Completely New Idea 

There is a common belief that a successful business begins with a 

brilliant idea nobody has had before. 

This can place a great deal of pressure on someone who is just 

starting. You may look at existing products and conclude that every 

useful subject has already been covered. Someone has written the 

guide, designed the planner, created the course, or built the 

template pack. 



In most cases, that is not a reason to stop. 

Useful products are rarely valuable simply because the subject is 

new. They are valuable because they make something clearer, easier, 

faster, more organised, or more relevant to a particular person. 

Budget planners have existed for years, yet people still buy new 

ones. There are countless resources on meal planning, job 

applications, business organisation, fitness, writing, parenting, and 

personal finance. New products continue to appear because people 

have different circumstances and prefer different ways of receiving 

help. 

One customer may want a detailed guide. Another wants a one-page 

checklist. Someone else needs a spreadsheet that performs the 

calculation automatically. A beginner may need simpler language 

than an experienced user. A self-employed person may need a 

version designed around irregular income rather than a monthly 

salary. 

The underlying subject may be familiar. The way the problem is 

understood and addressed can still be useful. 

This does not mean copying another creator’s work or changing a 

few words and calling it original. It means recognising that usefulness 

is not limited to invention. 



Sometimes value comes from selection. 

Sometimes it comes from organisation. 

Sometimes it comes from removing unnecessary complexity. 

A customer may have access to plenty of free information and still 

pay for a product that places the right information in the right order. 

Think about how often this happens in ordinary life. Recipes are 

freely available, yet people still buy cookbooks arranged around 

quick meals, restricted diets, small households, or limited budgets. 

Calendar apps are common, yet people continue to buy paper 

planners because a particular layout suits the way they think. 

The product does not have to be the first of its kind. It has to be 

useful to the person it is intended to help. 

Why Problems Create Stronger Product Ideas 

A meaningful problem gives a product direction. 

It helps you decide what to include, what to leave out, how to 

describe the offer, and eventually how to price and present it. 

Without a clear problem, the product can easily become a collection 

of information rather than a practical solution. 



Suppose someone decides to create a general guide to freelancing. 

The subject is broad. It could include choosing a service, setting 

prices, finding clients, writing proposals, managing projects, sending 

invoices, dealing with difficult customers, and planning taxes. 

The creator may struggle to know where to stop. 

The customer may also struggle to understand whether the guide is 

meant for them. 

Now consider a narrower problem: new freelance writers do not 

know how to price their first five client projects. 

That problem suggests a more focused product. It might include a 

pricing worksheet, example project ranges, a cost calculator, 

questions to ask before giving a quote, and a simple proposal 

template. 

The product becomes easier to create because the problem creates 

boundaries. 

It also becomes easier to explain. 

Problems can take several forms. Some are practical. Some are 

emotional. Many contain a mixture of both. 

A person may need a checklist because they keep forgetting 

important steps. That is a practical problem. At the same time, they 



may feel anxious each time they complete the task because they are 

not sure what they have missed. 

Someone may want a budgeting spreadsheet because their money is 

difficult to track. The spreadsheet handles the numbers, but it may 

also reduce the feeling of uncertainty that comes from not knowing 

what can safely be spent. 

A digital product often helps with one or more of the following: 

• saving time 

• reducing confusion 

• avoiding mistakes 

• organising information 

• making a decision 

• completing a delayed task 

• creating a consistent process 

• improving a specific result 

These may not sound dramatic. They do not need to. 

A product does not have to solve someone’s entire life. It only needs 

to make a meaningful part of it easier. 

Interesting Ideas and Useful Offers Are Not the Same 



You may be deeply interested in a subject and still not have a clear 

product. 

Interest is a valuable starting point. It can help you stay engaged 

while creating the material. It may give you knowledge, patience, 

and a willingness to keep learning. 

But personal enthusiasm does not automatically give a customer a 

reason to buy. 

An interesting idea often begins with the creator: 

“I would enjoy writing about this.” 

“I know a great deal about this subject.” 

“I have always wanted to create something in this area.” 

A useful offer begins closer to the customer: 

“People repeatedly struggle with this.” 

“They are trying to achieve a specific result.” 

“They need a clearer or easier way to complete this task.” 

The strongest ideas often contain both. 

You understand or care about the subject, and the customer has a 

practical reason to want help. 



Consider someone who enjoys gardening. “A Complete Guide to 

Gardening” may be personally interesting, but it is too broad to 

reveal what the buyer will gain. 

A more useful direction might be a seasonal planting planner for 

people with small UK gardens. Another might be a checklist for 

beginners growing vegetables in containers. 

The creator’s interest remains. The difference is that the product 

now responds to a recognisable situation. 

The same distinction applies in almost every subject. 

A person may enjoy productivity and want to create a general 

planner. But which difficulty is the planner addressing? 

Is it for people who constantly overfill their daily task lists? 

Is it for shift workers whose schedules change each week? 

Is it for self-employed people who need to separate client work from 

administrative tasks? 

Until the problem becomes clearer, the product is still mainly an 

idea. 

A useful question to ask is: 



What practical improvement should someone experience after 

using this? 

If the answer is vague—“They will become better organised” or 

“They will feel more successful”—the idea probably needs more 

thought. 

A clearer answer might be: 

“They will be able to plan five evening meals in twenty minutes and 

create one shopping list for the week.” 

That result is easier to understand. It also gives the creator 

something specific to build. 

Problems Often Hide in Repetition 

Good product ideas are frequently found in things that happen again 

and again. 

One question may simply be a question. 

The same question asked by several people is a pattern. 

One person complaining about a task may not mean very much. 

Repeated frustration from different people is more useful evidence. 

Pay attention when people repeatedly: 



• ask for the same explanation 

• forget the same step 

• delay the same decision 

• make the same mistake 

• create their own awkward solution 

• complain that something takes too long 

• say they do not know where to begin 

• abandon a task halfway through 

These patterns suggest that the existing way of doing something may 

be unclear, inconvenient, or poorly organised. 

You may already see examples in your own life. 

Perhaps colleagues regularly ask to borrow a spreadsheet you 

created. 

Friends may ask how you organise a particular kind of paperwork. 

Clients might need the same explanation before every project. 

Members of an online group may repeatedly ask how to calculate a 

fee, plan a schedule, prepare for an appointment, or choose 

between several options. 



These repeated moments are easy to overlook because they feel 

ordinary. You answer the question, send the file, or explain the 

process, then move on. 

It is worth pausing occasionally and asking why the question keeps 

returning. 

The answer may not always lead to a product. Sometimes people ask 

because they are being polite, curious, or unwilling to search for 

themselves. But when the same difficulty appears often, it deserves 

attention. 

Look for Frustration, Delay, and Improvised Solutions 

People do not always describe their problem directly. 

They may not say, “I need a digital product that solves this.” 

Instead, they reveal the problem through behaviour. 

They put off a task because it feels too confusing. 

They keep several versions of the same document because they do 

not have a reliable template. 

They calculate something manually each time. 

They use notes, screenshots, and scraps of paper to manage a 

process that has never been properly organised. 



They search for the same information repeatedly because they 

cannot remember where they found it. 

An improvised solution can be especially revealing. 

Imagine a self-employed person using three different spreadsheets, a 

notebook, and a phone reminder to track invoices. The problem may 

not be a lack of information about invoicing. It may be the absence of 

one simple system that brings the important parts together. 

A parent may keep school letters in a drawer, appointment dates on 

the fridge, and activity reminders in several phone messages. A 

family organiser might help, but only if it reflects the way that person 

actually manages the week. 

A small business owner may copy and paste the same customer 

email, changing a few details every time. A set of well-written 

response templates could reduce that repeated work. 

The product idea is not hidden in the task itself. It is hidden in the 

friction around it. 

This is why observation matters. 

Listen for phrases such as: 

“I never know what to include.” 



“I keep forgetting.” 

“This takes me ages.” 

“I have no idea where to start.” 

“I wish there were one place for all of this.” 

“I am worried I will do it wrong.” 

These statements point towards uncertainty, wasted time, or fear of 

error. Each may suggest a practical resource. 

Questions Are Often More Valuable Than Opinions 

People may tell you that a product idea sounds good because they 

want to be encouraging. 

Questions are usually more useful. 

A repeated question reveals what someone does not understand, 

cannot find, or does not feel confident doing. 

Suppose people often ask: 

“How do I know what to charge?” 

That question may lead to several possible resources: a pricing guide, 

calculator, worksheet, or industry-specific rate planner. 



If they ask: 

“What should I include in the email?” 

That might suggest a template collection. 

If the repeated question is: 

“How do I keep track of all this?” 

A planner, dashboard, checklist, or spreadsheet may be more 

appropriate than a long guide. 

Notice that the same subject can lead to different product formats 

depending on the nature of the difficulty. 

Someone who lacks knowledge may need explanation. 

Someone who understands the subject but struggles to take action 

may need a worksheet or checklist. 

Someone repeating the same task may need a template. 

Someone making a numerical decision may need a calculator. 

You do not have to choose the format yet. That comes later. For 

now, the question simply helps you understand what kind of help 

may be useful. 

Personal Experience Can Be Valuable Evidence 



Many good product ideas begin with something the creator has 

experienced personally. 

You may have solved a problem in your own work, finances, home, 

health routine, creative practice, or family life. You understand the 

frustration because you lived through it. You know which 

explanations were confusing and which steps made a difference. 

That experience can give a product warmth and practical detail. 

It can also help you avoid writing in a detached way. You are less 

likely to treat the problem as a theory when you understand what it 

feels like to deal with it on an ordinary Tuesday afternoon, with 

other responsibilities waiting. 

However, personal experience needs to be handled carefully. 

Your experience is one version of the problem, not the only version. 

The solution that suited your budget, schedule, personality, or level 

of knowledge may not suit everyone else. Other people may use 

different language. They may care about a different outcome. They 

may face obstacles you did not have. 

Suppose you created a strict weekly planning system that works well 

for you. It may suit people who enjoy detailed structure. Someone 

with an unpredictable schedule may find it difficult to maintain. 



Or perhaps you solved a budgeting problem by using a complex 

spreadsheet. That does not automatically mean other beginners 

want the same level of detail. They may need something simpler. 

Personal experience gives you a starting point. Observation and later 

validation help you decide how widely the problem is shared. 

A helpful distinction is to ask: 

What part of this experience was specific to me? 

and: 

What part seems to appear in other people’s lives as well? 

You do not need to remove your own perspective. You simply need 

to avoid treating it as universal. 

Be Careful With Problems People Do Not Want to Solve 

Not every problem creates a strong product opportunity. 

Some problems are real but not important enough for people to 

spend money on. Others may be uncomfortable, but people are 

content to live with them. A task can be mildly annoying without 

creating active demand for help. 

There is also a difference between a problem someone admits and 

one you believe they ought to care about. 



You may think people need a detailed system for organising their 

digital files. They may agree in principle, yet feel no urgency to 

change. The idea could still have value, but the demand may be 

weaker than expected. 

This is why it helps to look for signs of action. 

Are people already searching for answers? 

Are they buying related products? 

Are they asking for recommendations? 

Are they spending time trying to create their own solution? 

Are they worried about the cost of getting it wrong? 

Chapter 2 will examine those questions more carefully. At this stage, 

you are simply learning to distinguish between a problem that exists 

and one people actively want help with. 

The difference matters. 

A creator can spend months building an elegant solution to a 

problem that customers barely notice. 

Broad Problems Create Blurred Products 

Some ideas feel promising because the subject is large. 



Health. Money. Relationships. Business. Parenting. Organisation. 

Fitness. 

These areas contain many real problems, but they are not product 

ideas on their own. 

A product about “personal finance” could include budgeting, debt, 

savings, pensions, investing, insurance, taxes, and estate planning. 

Each subject contains enough material for several products. 

Trying to cover everything may seem generous. In practice, it often 

makes the product harder to finish and less useful to the customer. 

The reader may not know whether the product addresses their 

immediate concern. The creator may keep adding sections because 

there is no clear boundary. 

Specificity brings relief to both sides. 

Instead of: 

Healthy Eating 

consider: 

A Weekly Lunch Planner for Busy Shift Workers 

Instead of: 



Starting a Business 

consider: 

A First-Client Checklist for New Freelance Designers 

Instead of: 

Better Organisation 

consider: 

A Home Paperwork System for Families Managing School and 

Medical Appointments 

Instead of: 

Learn Photography 

consider: 

A Phone Photography Shot List for Small Online Shops 

Each narrower idea gives the product a clearer purpose. 

It identifies a person, a situation, an obstacle, or a result. 

You can narrow an idea by asking: 

• Who is this specifically for? 

• When do they experience the problem? 



• What particular result do they want? 

• What is getting in the way? 

• Which part of the larger problem can this product address 

well? 

Narrowing does not always mean choosing a tiny audience. It means 

choosing a clear reason for the product to exist. 

A focused product may later lead to related products. But the first 

one does not need to carry the entire subject. 

Notice What Feels Achievable 

A worthwhile problem also needs to be manageable for you. 

Some problems require specialist qualifications, extensive support, 

complex technology, or ongoing personal involvement. Others are 

too large to address responsibly in a simple digital product. 

You may care deeply about a subject and still decide that it is not the 

right starting point. 

A good first idea should fit reasonably well with: 

• what you understand 

• what you can research responsibly 

• the time you have available 

• the resources you can create 



• the level of support the buyer may need 

This is not about choosing the easiest possible product. It is about 

choosing one you can complete well. 

A beginner may be tempted to create a comprehensive membership, 

large course, or complicated software tool because it appears more 

substantial. A focused workbook or template pack may solve the 

immediate problem more effectively and be far more realistic to 

produce. 

Finishing a smaller useful product also teaches you more about the 

full business process than planning a large one indefinitely. 

Create a Shortlist, Not a Final Answer 

At the end of this chapter, you do not need to choose the winning 

idea. 

That decision would be premature. 

The next step is to gather several possibilities and look at them more 

carefully. 

Aim for a shortlist of five to ten ideas. They do not all need to be 

equally strong. Some may later be combined, narrowed, or removed. 

For each idea, record four simple points: 



1. The person: Who might need help? 

2. The problem: What are they trying to solve? 

3. The possible product: What kind of resource might help? 

4. The result: What could become easier after using it? 

For example: 

Person: New freelance copywriters 

Problem: They do not know what information to collect before 

starting a client project 

Possible product: Client briefing template pack 

Result: They can begin projects with clearer expectations and fewer 

missing details 

Another might be: 

Person: Adults caring for elderly parents 

Problem: Important medical and appointment information is kept in 

several places 

Possible product: Care information organiser 

Result: Key details can be found quickly and shared when needed 

Do not spend too long polishing the wording. The point is to make 

each idea clear enough to examine. 

As you create the list, notice which ideas come from repeated 

patterns rather than isolated inspiration. 



Which problems have you heard about more than once? 

Which tasks cause visible frustration? 

Which questions keep returning? 

Which ideas are narrow enough to explain clearly? 

Which products could you realistically complete? 

You may find that certain ideas lose their appeal once you try to 

describe the actual problem. That is useful. An idea that cannot yet 

be explained may simply need more thought. 

You may also find that a modest idea begins to look stronger because 

the need is clear. 

That is often how useful products emerge. Not through a sudden 

moment of brilliance, but through attention. 

A Problem Worth Exploring 

At this point, you are not trying to prove that anyone will buy. 

You are learning to see product ideas from the customer’s side 

rather than only from your own. 

A promising idea usually has several qualities. It addresses a clear 

difficulty. It appears more than once. The intended customer can be 



described. The possible result is understandable. The scope feels 

manageable. 

That is enough for now. 

In the next chapter, you will take your shortlist and look for stronger 

evidence. You will examine whether people are already searching, 

asking, comparing, complaining, and paying for help. 

Some ideas will become clearer. 

Some will need adjusting. 

Others may be set aside. 

None of that is wasted effort. The purpose of a shortlist is not to 

protect every idea. It is to identify which ones deserve a closer look. 

  



Chapter 2 

Test the Idea Before Building It 

A promising idea can become surprisingly convincing once you have 

spent time thinking about it. 

You begin to picture the finished product. A title may come to mind. 

You may imagine the cover, the contents, the people who could use 

it, and the relief they might feel when they find it. Before long, the 

idea starts to seem not only useful, but obvious. 

That feeling matters. Enthusiasm gives you energy to create. 

But enthusiasm is not the same as demand. 

You know the idea from the inside. You can see its potential because 

you understand what you intend to build. A possible customer sees it 

from a different position. They are not thinking about how carefully 

you may create it. They are thinking about their own situation. 

Does this solve a problem I care about? 

Is that problem important enough to deal with now? 

Does this seem easier, clearer, or more useful than what I already 

have? 



Would I spend money on it? 

Those questions can feel less exciting than choosing colours, writing 

an outline, or planning bonuses. They are also far more useful at this 

stage. 

Testing an idea does not mean trying to prove that it is good. It 

means becoming willing to discover what is true before investing too 

much time in building it. 

Positive Reactions Can Be Misleading 

When you mention a product idea to friends, relatives, colleagues, or 

online contacts, they may respond warmly. 

“That sounds really useful.” 

“I think people would buy that.” 

“You should definitely do it.” 

These comments can be encouraging, especially when you are 

uncertain. They may also be completely sincere. 

The difficulty is that people often respond to the general idea rather 

than the actual buying decision. 

A friend may believe that a budgeting planner is a sensible product. 

That does not mean they need one, would use it, or would pay for it. 



A colleague may like the idea of a guide for new managers because 

the subject sounds worthwhile. They may still prefer to ask someone 

at work rather than purchase a resource. 

People also tend to be polite. If you have just spent five minutes 

explaining an idea with visible enthusiasm, it can feel uncomfortable 

for them to say, “I do not think I would use that.” 

This does not make their support dishonest. It simply means praise 

should be treated as one small piece of information rather than 

proof of demand. 

The same applies online. 

A post may receive likes, encouraging comments, and expressions of 

interest. Those reactions show that the subject attracted attention. 

They do not necessarily show that people are willing to take the next 

step. 

A like takes a second. 

Joining a waiting list requires more effort. 

Trying an early version requires more commitment. 

Paying requires a real decision. 



The closer a person moves towards action, the stronger the evidence 

becomes. 

What Demand Looks Like in Ordinary Life 

Demand can sound like a formal business term, but it often appears 

in very ordinary behaviour. 

People show demand when they are already trying to solve a 

problem. 

They search for answers. They ask for recommendations. They 

compare options. They buy books, tools, courses, templates, or 

professional help. They complain about solutions that almost work 

but not quite. They return to the same issue because it remains 

unresolved. 

Sometimes they create awkward systems of their own. 

A self-employed person may use several spreadsheets to manage 

invoices because none fits the way their income arrives. 

A parent may keep school letters, appointment notes, and activity 

dates in different places because there is no simple system they 

trust. 

A new freelancer may save screenshots of pricing advice, read forum 

discussions, and still feel unsure what to charge. 



These actions matter because they show effort. 

The problem is not merely interesting to them. It is costing them 

time, attention, or money. 

It helps to distinguish between three levels of response. 

General Interest 

A person enjoys the topic or agrees that it matters. 

They may read articles about organisation, healthy eating, career 

development, or starting a business. Their interest is real, but it may 

remain casual. 

Active Need 

The person is currently dealing with a specific problem. 

They need to organise a household budget, prepare for a job 

interview, manage client enquiries, or plan meals around irregular 

shifts. The issue is present in their life now. 

Buying Intent 

The person is willing to invest something to solve the problem. 



That investment might be money, but it can also begin with time, 

attention, an email address, participation in a test, or a request for 

more information. 

These levels do not need to become a rigid scoring system. They 

simply help you avoid treating every positive response as equal. 

A person who says, “I like productivity planners,” is showing general 

interest. 

A person who says, “I keep missing deadlines because my work shifts 

change each week,” is describing an active need. 

A person who asks where they can get a planner designed for 

changing shifts is showing stronger intent. 

Look for Evidence, Not Certainty 

No amount of early research can guarantee that a product will sell. 

A good idea can still be poorly explained, badly timed, difficult to 

use, or shown to the wrong audience. A product may solve a genuine 

problem but be priced incorrectly. The sales page may confuse 

people. The format may not suit the way customers want help. 

Testing cannot remove every risk. 



Its purpose is more modest and more practical: to reduce avoidable 

guesswork. 

You are looking for enough evidence to make a sensible next 

decision. 

That evidence will usually come from several small clues rather than 

one dramatic sign. 

You might notice that people repeatedly search for the problem. 

Similar products are already being sold. Reviews reveal common 

dissatisfaction. Community discussions contain the same questions. 

A few potential users describe the problem in almost identical 

language. 

None of those signals proves success on its own. 

Together, they begin to form a picture. 

This is why it is useful to check more than one place. A busy 

discussion thread may make a problem appear larger than it is. A 

marketplace with several products may show demand, but it may 

also contain many weak or outdated offers. A conversation with one 

person can give depth, but not breadth. 

The aim is not to keep researching until every doubt disappears. That 

point may never come. 



The aim is to reach the point where your decision is based on more 

than personal excitement. 

Start With What People Are Already Doing 

A simple way to test an idea is to ask what people are currently doing 

about the problem. 

Are they searching for help? 

Are they asking questions? 

Are they buying existing solutions? 

Are they creating their own makeshift systems? 

Are they spending time trying to understand the issue? 

Are they worried about getting it wrong? 

Behaviour often tells you more than opinion. 

Suppose you are considering a product to help first-time freelancers 

price their services. 

You may find: 

• repeated questions about pricing in freelance communities 

• books and courses that include pricing sections 

• people sharing rate calculators 



• complaints that existing advice is too general 

• requests for examples from particular industries 

• freelancers admitting they undercharge because they are 

unsure what is reasonable 

This does not tell you exactly what to create. It does show that the 

problem is active. 

Now suppose you are considering a general daily inspiration journal. 

People may say the idea sounds pleasant. They may like similar 

content online. But if they are not searching for journals, buying 

them, discussing a related difficulty, or trying to solve a clear 

problem, the demand may be harder to see. 

That does not automatically make the idea worthless. It simply 

means you need to be honest about the evidence. 

Use Several Simple Sources 

Early research does not need to be expensive or highly technical. 

Much of what you need can be found by looking carefully at places 

where people naturally discuss, compare, and buy solutions. 

Useful sources may include: 

• online marketplaces 



• book and course reviews 

• search suggestions 

• frequently asked questions 

• forums and community discussions 

• social media comments 

• product descriptions 

• customer support questions 

• professional groups 

• conversations with people who experience the problem 

The purpose is not to collect large amounts of information. 

It is to answer a few grounded questions: 

What are people trying to do? 

What is making it difficult? 

What are they already using? 

What do they dislike about current solutions? 

What outcome do they want? 

How urgent does the issue appear to be? 



You may find it helpful to keep simple notes under those headings. 

This prevents research from becoming a long collection of links and 

screenshots that never lead to a decision. 

Existing Products Are Evidence, Not a Warning 

Many beginners become discouraged when they discover that 

someone else already sells a similar product. 

They assume the idea is too late. 

In reality, existing products can be one of the clearest signs that 

people understand the problem and are willing to spend money 

solving it. 

Competition is not automatically bad. 

A marketplace containing budgeting templates, meal planners, job-

search guides, business checklists, and printable organisers shows 

that customers already buy those kinds of resources. 

The more useful question is not: 

“Has this been done before?” 

It is: 

“What do existing products reveal about the customer’s needs?” 



When you review similar products, notice: 

• how the problem is described 

• which customers are addressed 

• what formats are common 

• what buyers praise 

• what they complain about 

• which features appear essential 

• where products seem too broad or too complicated 

• which groups may not be well served 

You are not searching for material to copy. 

You are trying to understand the market more clearly. 

A budgeting workbook may receive praise for being simple, but 

criticism because it assumes the user receives the same income 

every month. That may reveal a need among freelancers, seasonal 

workers, or people with irregular earnings. 

A meal planner may sell well, while reviews repeatedly say the 

recipes require too much preparation. That may suggest a more 

practical angle for people with limited time. 

A business guide may be appreciated for its explanations but 

criticised for lacking examples, worksheets, or templates. The 



missing element may matter more to buyers than another long 

chapter. 

These observations help you see where the customer still 

experiences difficulty. 

Research Without Copying 

There is an important difference between learning from the market 

and reproducing someone else’s work. 

It is reasonable to notice that customers value checklists, examples, 

printable pages, or simple explanations. 

It is not reasonable to copy another creator’s wording, structure, 

distinctive exercises, design, or original framework. 

Customer reviews should help you understand unmet needs. They 

should not become instructions for recreating the product being 

reviewed. 

A useful approach is to focus on patterns rather than details. 

For example, you may notice that buyers repeatedly want: 

• fewer complicated steps 

• more real examples 

• a printable version 



• guidance for beginners 

• a product suited to a particular situation 

These are broad customer needs. You can respond to them in your 

own way, using your own knowledge, structure, examples, and voice. 

Ethical research asks: 

“What can I learn about the problem?” 

Copying asks: 

“How closely can I reproduce the existing solution?” 

Keeping that distinction clear protects both the quality and integrity 

of your work. 

Reviews Show What Buyers Value 

Product descriptions tell you what creators believe they are selling. 

Reviews often tell you what customers actually noticed. 

Positive reviews may reveal the most valued part of a product. The 

creator may have spent weeks developing several sections, while 

customers repeatedly praise one simple checklist. 

That is useful information. 



Negative reviews can be just as revealing, although they need to be 

interpreted with care. 

One unhappy customer may have unusual expectations. One 

complaint does not automatically represent the wider market. 

Several customers making the same point deserve more attention. 

Repeated comments such as these may indicate a meaningful gap: 

“It was too complicated.” 

“I still did not know what to do first.” 

“The examples did not apply to my situation.” 

“I wanted something I could print.” 

“There was too much theory and not enough practical guidance.” 

“It assumed I already understood the basics.” 

The exact wording matters because customers often describe 

problems more naturally than businesses do. 

A creator may describe a product as a “comprehensive workflow 

optimisation system.” 

The customer may simply say, “I need one place to keep track of 

what I have done.” 



The second phrase is easier to understand because it comes from the 

experience itself. 

Keep a record of repeated language. It may later help you explain the 

product in a way that feels familiar to the people it is meant to serve. 

Communities Reveal Ongoing Problems 

Forums, groups, and online communities can show what people are 

struggling with in real time. 

Look for questions that return regularly. 

Notice long discussions where people compare different methods. 

Pay attention when several members describe the same frustration 

in different words. 

You may also see people sharing homemade solutions, such as 

spreadsheets, checklists, scripts, or routines. That often suggests that 

available products do not fit their needs completely. 

Community research has limits. 

The loudest voices are not always representative. Dissatisfied people 

may post more often than satisfied ones. Some groups attract 

beginners, while others contain experienced users with very 

different needs. 



A problem may seem enormous inside one specialised community 

because everyone there is already focused on it. 

This is why patterns across several sources are more useful than a 

single busy discussion. 

Use communities to listen, not to arrive with a sales pitch. 

People are usually more open when they feel someone is trying to 

understand rather than extract information or promote something. 

Search Behaviour Can Reveal Intent 

What people search for can also offer clues. 

A broad search such as “personal finance” shows general interest. 

A more specific search such as “budget spreadsheet for irregular 

income” suggests a clearer need. 

The language of the search often reveals where the person is in 

relation to the problem. 

Searches may indicate that someone wants to: 

• understand 

• compare 

• calculate 

• fix 



• organise 

• choose 

• avoid 

• prepare 

• buy 

A person searching “how to price freelance design work” is trying to 

solve a practical problem. 

Someone searching “best freelance pricing calculator” may already 

be comparing solutions. 

Someone searching “freelance pricing template download” may be 

closer to taking action. 

You do not need to become an expert in search data at this stage. 

Simple observation can still reveal whether people ask specific 

questions and whether related products appear. 

Search behaviour is one clue among several. It should support your 

understanding rather than control the whole decision. 

Speak to People About the Problem, Not the Product 

Online research can show broad patterns, but a few thoughtful 

conversations can help you understand the problem more deeply. 



The quality of the conversation depends heavily on the questions 

you ask. 

If you begin by describing your product in detail and then ask 

whether it sounds useful, the other person is likely to respond to 

your enthusiasm. They may also feel pressure to be encouraging. 

Questions about present and past behaviour usually give clearer 

answers. 

Instead of asking: 

“Would you buy a planner for this?” 

ask: 

“How do you handle this now?” 

Instead of: 

“Do you think this template sounds useful?” 

ask: 

“What is the most difficult part of completing this task?” 

Other useful questions include: 

“What have you already tried?” 



“What usually causes the delay?” 

“What do you keep having to do again?” 

“What do you wish were simpler?” 

“Have you ever paid for help with this?” 

“What was missing from the solution you used?” 

These questions keep the attention on the person’s actual 

experience. 

Listen for detail. 

Someone who has lived with a problem can usually describe specific 

moments, frustrations, attempts, and consequences. Their answer 

may wander slightly because real problems are rarely arranged into 

neat categories. 

That is useful. 

You are trying to understand how the difficulty fits into ordinary life. 

Listen More Than You Explain 

It can be tempting to correct the person, explain your planned 

solution, or show how your product would handle the problem. 

Try not to. 



The moment you begin persuading, the conversation changes. 

The person may start agreeing with your interpretation rather than 

describing their own experience. You lose the chance to discover 

what you have misunderstood. 

A useful conversation may reveal that the problem is different from 

the one you assumed. 

You may think people want more information, while they actually 

want help making a decision. 

You may think they need a detailed guide, while they already 

understand the subject and need a template. 

You may think cost is the main concern, while time is what troubles 

them most. 

These discoveries are valuable because they affect the product 

before it is built. 

Silence can help here. 

After asking a question, allow the person to think. People often give 

a quick answer first, then a more revealing one after a pause. 



Choose Potential Buyers Carefully 

Friends and family can be helpful, but they should not be your only 

source of feedback. 

They may care about you more than they care about the product. 

They may not experience the problem. They may also avoid saying 

anything that could sound discouraging. 

Try to speak with people who genuinely fit the situation you are 

exploring. 

Depending on the idea, this might include: 

• existing clients 

• colleagues 

• members of a relevant professional group 

• newsletter readers 

• people in an online community 

• contacts who have dealt with the problem recently 

• users of related products 

You do not need hundreds of responses. 

At an early stage, a handful of detailed conversations can reveal 

more than a large number of simple yes-or-no answers. 



The point is not to claim that five people represent an entire market. 

It is to listen closely enough to improve your understanding. 

Stronger Signs of Interest 

Once you have gathered information, you need to judge the strength 

of what you found. 

Some signals carry more weight than others. 

A compliment is encouraging. 

A detailed follow-up question is stronger. 

A request to see the product when it is ready is stronger still. 

Joining a waiting list requires a small commitment. 

Agreeing to test an early version requires more. 

Paying, even for a simple early product, is the clearest signal. 

You can think of interest as moving through several stages: 

1. A person notices the problem. 

2. They discuss or search for it. 

3. They try to solve it. 

4. They spend time or money on solutions. 

5. They show interest in a clearer alternative. 



6. They take a small action, such as joining a list or testing a 

version. 

7. They buy. 

You may not reach the final stage before building the product. That is 

not always practical. 

The purpose of this sequence is to remind you that behaviour 

becomes more meaningful as commitment increases. 

Other encouraging signs include: 

• people describing the problem with urgency 

• repeated complaints about existing options 

• buyers paying for several related solutions 

• potential users asking when something will be available 

• people volunteering detailed information 

• clear interest from a specific group rather than vague approval 

from everyone 

Strong demand often has a sense of movement around it. People are 

already doing something because the problem is active. 

Signs That Demand May Be Weak 

Weak demand does not always appear as direct rejection. 

More often, it appears as polite indifference. 



People agree that the topic matters, but do not take action. 

They say the idea sounds useful, but cannot describe when they 

would use it. 

They show broad interest in the subject, but little concern about the 

specific problem. 

You may also find that: 

• few people appear to search for help 

• existing products attract little engagement 

• the problem occurs rarely 

• customers are satisfied with current solutions 

• the intended buyer is difficult to describe 

• people care about a different part of the subject 

• the solution would require more personal support than a digital 

product can provide 

• the idea is based mainly on what the creator wants to discuss 

These signals do not always mean the entire idea should be 

abandoned. 

Sometimes the problem is simply too broad. 



A general guide to working from home may receive mild interest, 

while people respond strongly to a section about organising a home 

office in a small space. 

A broad retirement planner may feel vague, while one page about 

organising important documents creates detailed questions. 

A large business course may attract little commitment, while a client 

onboarding template from the course solves an immediate need. 

Weak demand can reveal a stronger direction. 

Do Not Confuse More Research With Progress 

Research can become a comfortable place to remain. 

There is always another marketplace to review, another group to 

read, another person to ask, and another spreadsheet to complete. 

At first, research protects you from building too quickly. 

Later, it can protect you from making a decision. 

This is why it helps to decide in advance what you need to learn. 

For example: 

• Are people experiencing the problem? 

• Are they trying to solve it? 



• Are they dissatisfied with existing options? 

• Can I identify a specific customer? 

• Does the problem suit a digital product? 

Once you have enough evidence to answer those questions 

reasonably, more research may add detail without changing the 

decision. 

You are not writing an academic report. 

You are deciding where to place your effort. 

Separate Facts From Assumptions 

Before making the final decision, pause and review what you believe 

about the idea. 

Some beliefs will be supported by evidence. 

Others will still be assumptions. 

You may know that people repeatedly ask about the problem 

because you found the same question in several communities. 

You may know that related products sell because established 

marketplaces contain many reviews. 

You may still be assuming that your preferred format is what 

customers want. 



You may know that beginners feel confused. 

You may still be assuming that they will pay for a detailed guide 

rather than a shorter template. 

Writing these distinctions down can be surprisingly helpful. 

Try completing two simple headings: 

What I Know So Far 

Record observations supported by repeated behaviour, 

conversations, products, reviews, or searches. 

What I Am Still Assuming 

Record beliefs that have not yet been checked. 

This does not mean every assumption must be resolved before you 

continue. It simply keeps uncertainty visible. 

Decide What Happens Next 

The purpose of testing is not to prove that every shortlisted idea 

deserves to be built. 

It is to decide what to do with each one. 

There are several reasonable outcomes. 



Proceed 

Proceed when the problem is clear, repeated, and important enough 

that people are already trying to solve it. 

You should be able to identify the intended customer and point to 

several signs of active interest. 

Proceed does not mean the idea is guaranteed to work. It means the 

evidence is strong enough to justify the next stage. 

Adjust 

Adjust when the underlying problem appears real, but something 

about your proposed solution needs changing. 

Perhaps customers want a simpler format. Perhaps the audience is 

different from the one you first imagined. Perhaps the product needs 

to focus more on action and less on explanation. 

Narrow 

Narrow when people respond most strongly to one part of a broad 

idea. 

A smaller product can often solve the problem more clearly and be 

easier to complete. 

Pause 



Pause when the evidence is incomplete, the timing is poor, or the 

product would require resources you do not currently have. 

Pausing is not the same as abandoning the idea. It means you are 

choosing not to commit yet. 

Replace 

Replace the idea when demand appears weak, the customer is 

unclear, the problem is unsuitable for a digital product, or another 

idea shows stronger evidence. 

This can feel disappointing, especially if you were attached to the 

original plan. 

It is still a useful decision. 

Discovering weak demand before building saves time that can be 

invested elsewhere. 

Record the Reason for Your Decision 

Once you decide, write it down. 

A simple statement is enough: 

Based on the evidence I found, I will proceed with this idea because 

people repeatedly ask for help, existing products are selling, and 

customers still complain that current options are too complicated. 



Or: 

I will narrow the idea because people showed little interest in the 

broad guide but responded strongly to the pricing section. 

Or: 

I will pause this idea because I found general interest but little 

evidence that people are actively trying to solve the problem. 

Recording the reason prevents you from reopening the same 

decision every few days without new evidence. 

You can review it later if circumstances change. 

Evidence Before Effort 

Testing an idea is not meant to remove creativity from the process. 

It helps direct creativity towards a problem that appears real. 

You may discover that your first idea was stronger than you 

expected. 

You may discover that the customer wants something smaller. 

You may find that an idea needs a different audience, format, or 

focus. 

You may decide not to build it at all. 



Each outcome is useful because it gives you a clearer basis for the 

next decision. 

At this stage, you do not need proof that the product will succeed. 

You need one idea that has moved beyond personal enthusiasm. 

It should be supported by observable need, repeated behaviour, and 

enough interest to justify further work. 

With that stronger idea in hand, the next step is to understand the 

person behind the problem more clearly. Their circumstances, 

priorities, language, and concerns will shape what the product 

eventually becomes. 

  



Chapter 3 

Define the Customer Clearly 

One of the most common descriptions of a new product is also one 

of the least helpful. 

"It's for anyone who wants to..." 

Anyone who wants to become more organised. 

Anyone who wants to start an online business. 

Anyone who wants to improve their finances. 

Anyone who wants to eat more healthily. 

At first, these descriptions seem sensible. After all, why would you 

deliberately make your audience smaller? 

The difficulty is that products are not created in the abstract. They 

are created for people who are trying to solve something specific. 

When a product tries to speak to everyone, it often struggles to feel 

personally relevant to anyone. 

Think about walking into a large bookshop. Hundreds of books may 

sit on the shelves under the broad heading of business. Yet the ones 



that usually catch someone's attention are the ones that describe a 

situation they recognise. 

Perhaps they have just started freelancing. 

Perhaps they have inherited a small family business. 

Perhaps they need help pricing their services. 

Perhaps they want to create their first digital product. 

The topic matters, but the situation is what makes the book feel 

relevant. 

The same is true of the products you create. 

This chapter is about understanding the person behind the 

problem—not by inventing an elaborate fictional character, but by 

recognising the circumstances that have brought them to look for 

help. 

Why "Everyone" Is Rarely a Useful Customer 

Many new creators hesitate to narrow their audience. 

It feels risky. 

If your planner is for busy parents, what about people without 

children? 



If your guide is for first-time freelancers, what about experienced 

freelancers? 

If your workbook is designed for complete beginners, will 

intermediate users ignore it? 

These are understandable questions. 

What often gets overlooked is that narrowing your primary customer 

does not stop other people from buying. It simply gives the product a 

clear point of reference. 

Imagine trying to write a budgeting guide for: 

• university students 

• retired couples 

• self-employed tradespeople 

• high-income professionals 

• people managing debt 

• families with young children 

Each group faces different decisions. 

Students may need help managing irregular spending. 

Parents may be balancing childcare costs. 

Retired couples may be thinking about pensions rather than salaries. 



Self-employed people may deal with unpredictable income. 

The broader the audience becomes, the harder it becomes to choose 

examples, worksheets, explanations, and practical advice that feel 

directly relevant. 

Eventually the product begins to sound cautious. 

It explains general principles but struggles to address anyone's real 

situation. 

A focused product usually feels more helpful because the reader 

recognises themselves within it. 

That does not mean nobody else can benefit. 

It simply means the product was built with one particular person in 

mind. 

Start With the Situation, Not the Biography 

You may have come across exercises that encourage you to invent an 

imaginary customer. 

They might ask for a name, age, favourite coffee shop, annual 

income, preferred holiday destination, hobbies, and social media 

habits. 

Sometimes those details are useful. 



Often they are not. 

The most important question is much simpler. 

What is happening in this person's life that has made them look for 

help? 

That question changes everything. 

Instead of imagining random details, you begin paying attention to 

the problem itself. 

For example, consider two people interested in creating digital 

products. 

Both appear to belong to the same audience. 

In reality, they are in very different situations. 

The first person has never sold anything online before. They feel 

overwhelmed by the number of possible product ideas and worry 

about choosing the wrong one. 

The second person already has several products but struggles to 

generate consistent sales. 

Both want to improve their digital product business. 

They do not need the same product. 



One needs clarity. 

The other needs improvement. 

The difference is not age or income. 

It is circumstance. 

When you begin with the customer's present situation, many later 

decisions become easier. 

You know what they need explained. 

You know what they probably already understand. 

You know which examples will feel familiar. 

You know which information can safely be left for another product. 

Notice What Has Made the Problem Important 

People rarely search for help without a reason. 

Something usually changes first. 

Perhaps they have started a new business. 

Perhaps they have accepted a new role at work. 

Perhaps their existing system has become difficult to manage. 



Perhaps they have reached the point where guessing no longer feels 

comfortable. 

The timing matters. 

Someone thinking casually about becoming organised may browse 

articles now and then. 

Someone who has just missed an important deadline because their 

planning system failed feels the problem much more sharply. 

The problem has become immediate. 

The same topic can feel completely different depending on when it 

enters someone's life. 

A person who has only just begun freelancing may happily spend 

time reading introductory articles. 

A freelancer who must send their first client proposal tomorrow 

morning wants practical help without unnecessary detours. 

The urgency changes what feels valuable. 

As you think about your own customer, try asking yourself: 

What has happened recently? 

Why are they looking for help now rather than six months ago? 



What task or decision is waiting for them? 

These questions usually tell you far more than demographic 

information alone. 

What Has the Customer Already Tried? 

Very few customers begin with a completely blank page. 

Even people who describe themselves as beginners have usually 

attempted something. 

They may have watched videos. 

Downloaded free templates. 

Read articles. 

Asked colleagues. 

Bought another workbook. 

Printed a checklist. 

Started a planner. 

Created a spreadsheet. 

Or simply experimented on their own. 

These previous attempts shape expectations. 



They also shape disappointment. 

Imagine someone who has purchased three different planners over 

the past two years. 

None of them worked particularly well. 

Not because the planners were badly designed, but because they all 

assumed a regular weekly routine while the customer worked 

changing shifts. 

That person does not necessarily need another planner. 

They need one designed for their reality. 

Now consider someone who has downloaded countless free articles 

about starting a business. 

Their difficulty may no longer be understanding the theory. 

Their difficulty may be deciding what to do first. 

The problem has shifted. 

Looking at previous attempts helps you understand what still 

remains unresolved. 

It also reminds you not to assume that customers have done nothing 

before finding your product. 



Previous Attempts Are Valuable Clues 

It can be tempting to think: 

"If someone has already bought similar products, why would they 

buy mine?" 

Often, the opposite is true. 

Buying behaviour shows that people are willing to invest in solving 

the problem. 

It also reveals that previous solutions did not fully meet their needs. 

This is useful information. 

Perhaps existing products are too complicated. 

Perhaps they contain too much theory. 

Perhaps they assume prior knowledge. 

Perhaps they require more time than people realistically have. 

Perhaps they solve part of the problem but ignore another important 

part. 

When someone keeps looking, they are telling you that something 

remains unfinished. 



That does not mean your product should promise to solve 

everything. 

It does mean you should understand why the search continues. 

Focus on the Result, Not the Dream 

Customers often describe what they want in very broad terms. 

"I want to be more organised." 

"I want to earn more." 

"I want to manage my business better." 

These are understandable hopes. 

They are also difficult to build a product around. 

Your product needs a practical destination. 

Something that can realistically be achieved. 

For example: 

Instead of helping someone "become organised," perhaps your 

workbook helps them organise all of their household bills in one 

place. 



Instead of helping someone "run a successful online business," 

perhaps your guide helps them choose one product idea supported 

by evidence. 

Instead of promising confidence, perhaps your resource helps 

someone prepare and send their first client proposal. 

Notice what happens. 

The outcome becomes smaller. 

It also becomes clearer. 

Ironically, this often makes the product feel more valuable. 

People generally trust practical improvements more than sweeping 

promises. 

Practical Results Create Emotional Benefits 

This does not mean emotions are unimportant. 

Quite the opposite. 

Most people do not actually want a spreadsheet. 

They want the feeling that comes from finally understanding their 

finances. 

They do not want another planner. 



They want fewer forgotten appointments. 

They do not want another business guide. 

They want the relief of knowing what to do next. 

The emotional benefit often grows out of a practical result. 

When someone can finally complete something that previously felt 

confusing, confidence usually follows naturally. 

You do not need to promise confidence. 

You need to create something that genuinely helps them make 

progress. 

Understand What May Stop Someone Buying 

A useful product does not automatically become an easy purchase. 

Even when people recognise the problem, they may hesitate. 

Sometimes the hesitation has nothing to do with price. 

Perhaps they worry the product will be too complicated. 

Perhaps they have bought similar resources before and never 

finished them. 

Perhaps they doubt the product applies to their particular situation. 



Perhaps they simply feel too busy. 

These concerns deserve attention because they influence how you 

build the product. 

Imagine someone looking at a detailed business workbook. 

If they already feel overwhelmed, another large document may feel 

like more work rather than more help. 

A shorter workbook with a clear starting point might feel far more 

approachable. 

Another person may hesitate because they have previously bought 

guides filled with theory but little practical application. 

They are not looking for more information. 

They are looking for something they can actually use. 

The hesitation tells you something important. 

It tells you where trust needs to be built. 

Not through exaggerated promises, but through thoughtful design. 

Every Customer Is at a Different Stage 

One reason broad products often struggle is that customers are 

rarely starting from the same place. 



Some people have only just recognised the problem. 

Others have been wrestling with it for years. 

Some are trying to understand. 

Others are ready to act immediately. 

This matters because people need different kinds of help at different 

stages. 

Someone wondering whether they should create a digital product 

first needs clarity. 

Someone who has already chosen an idea needs help shaping it. 

Someone with a finished product needs help preparing for launch. 

The same topic. 

Different stages. 

If you give advanced material to someone who still feels uncertain 

about the basics, they may become discouraged. 

If you explain beginner concepts to someone ready for 

implementation, they may lose interest. 

Meeting people where they currently are is one of the simplest ways 

to make a product feel genuinely useful. 



Keep the Customer Moving One Step Forward 

A helpful product does not need to solve every future problem. 

It needs to solve the next meaningful one. 

This is worth remembering because many creators keep expanding 

their first product. 

They add more chapters. 

More worksheets. 

More examples. 

More bonuses. 

Eventually they create something large but difficult to use. 

Sometimes less really is more—not because smaller products are 

automatically better, but because focused products are easier to 

complete. 

Imagine buying a guide because you need help choosing your first 

digital product idea. 

You probably do not expect detailed chapters on hiring staff, 

expanding internationally, or managing a large product catalogue. 

Those topics may become relevant later. 



Right now they distract from the task at hand. 

Helping someone complete one meaningful step often creates more 

value than introducing ten future possibilities. 

Write a Customer Description That Feels Real 

Now you have enough information to describe your customer in a 

practical way. 

Notice that this description is based on evidence rather than 

imagination. 

For example: 

This product is for someone who wants to create their first digital 

product but feels uncertain about what to build. They have read 

articles, watched videos, and collected ideas, yet they still struggle to 

decide which idea is worth pursuing. They want a simple process for 

choosing one realistic product without spending weeks second-

guessing themselves. They worry about wasting time creating 

something that nobody wants. They need clear guidance rather than 

endless options. 

That description tells you a great deal. 

It influences the examples you choose. 



The worksheets you include. 

The language you use. 

The level of explanation you provide. 

It also quietly tells you what not to include. 

You do not need to invent favourite television programmes or 

holiday destinations. 

Those details do not help you create a better workbook. 

Focus on information that affects the product. 

Primary Customers and Everyone Else 

Choosing a primary customer sometimes feels uncomfortable 

because it sounds exclusive. 

It is not. 

It simply provides direction. 

Suppose you create a planner for self-employed people with 

irregular monthly income. 

A commission-based salesperson may also find it useful. 

So might someone working seasonal jobs. 



That is perfectly acceptable. 

The planner was still designed around one primary situation. 

Trying to design it equally for every possible financial circumstance 

would probably make it less helpful. 

Your first responsibility is to serve the customer you understand 

best. 

Later, you may create: 

• an advanced version 

• a beginner version 

• a version for another profession 

• an expanded toolkit 

• a specialised companion workbook 

Focus comes first. 

Expansion can follow. 

Use Your Customer Description as a Decision Filter 

One of the biggest advantages of writing a clear customer 

description is that it becomes useful throughout the rest of the 

creation process. 



Whenever you consider adding something to your product, pause 

and ask yourself a simple question. 

Would this genuinely help the customer I have described? 

If the answer is yes, it probably belongs. 

If the answer is no—or only "perhaps"—it may belong somewhere 

else. 

This question protects your product from becoming overcrowded. 

It also helps prevent adding material simply because you know it. 

Knowledge is not the same as relevance. 

Many creators include advanced information because they are 

comfortable with it. 

The customer may not be ready for it yet. 

Your product becomes stronger when every page serves a clear 

purpose. 

Keep Returning to the Real Person 

As you continue building your product, your understanding of the 

customer will probably improve. 

That is normal. 



Conversations may reveal new concerns. 

Reviews may highlight overlooked frustrations. 

Your own observations may deepen. 

Do not feel that the customer description has to remain fixed 

forever. 

Treat it as a working document. 

Return to it regularly. 

Adjust it when the evidence changes. 

The important thing is that it continues to describe a real situation 

rather than an imagined ideal customer. 

That simple habit helps keep your product grounded in genuine 

need. 

Clarity Makes Better Decisions 

Defining your customer clearly is not about narrowing your 

ambitions. 

It is about making better decisions. 

When you understand who the product is for, you begin to know 

what belongs inside it and what does not. 



You know how much explanation is needed. 

You know what examples feel familiar. 

You know what questions deserve answers. 

You know which concerns should be addressed. 

Most importantly, you stop creating for an invisible crowd and begin 

creating for a recognisable person facing a recognisable problem. 

You do not need to know every detail of their life. 

You need to understand enough about where they are today to build 

something that genuinely helps them take the next useful step. 

In the next chapter, we will take that understanding and shape it into 

a clear product offer—one that matches the customer's needs, 

solves a specific problem, and is simple enough to explain in a single 

sentence. 

  



 

Chapter 4 

Shape the Product Into a Clear Offer 

A good product idea is not yet a clear offer. 

You may know the problem you want to solve. You may know who 

the product is for. You may even have a rough picture of what you 

would like to create. 

That is a strong beginning. 

But the idea still needs shape. 

A product becomes easier to understand when the customer can see 

what it is, what it will help them do, and what they will receive. It 

also becomes easier to create because you are no longer working 

with an open-ended topic. You are working towards a defined result. 

This is where many useful ideas become unnecessarily large. 

A short guide becomes a workbook. 

The workbook becomes a toolkit. 

The toolkit gains several bonuses. 



Then someone suggests adding video. 

Before long, the original idea has turned into a course that may take 

months to finish. 

This usually happens for a reasonable reason. The creator wants the 

product to feel valuable. 

The problem is that more content does not always create more 

value. Sometimes it creates more effort for the customer, more 

uncertainty for the creator, and a product that is difficult to explain 

in one clear sentence. 

A strong offer does not need to contain everything you know. 

It needs to contain what this customer needs for the result you have 

chosen. 

Begin With the Kind of Help the Customer Needs 

Before deciding how many pages, sections, files, or lessons to 

include, consider the kind of work the customer needs to do. 

Do they need to understand something? 

Make a decision? 

Complete a task? 



Organise information? 

Work through a calculation? 

Follow a process repeatedly? 

The answer should influence the format. 

A guide is useful when explanation is the main need. It can help a 

customer understand a subject, see how the pieces fit together, and 

make sense of a problem that previously felt confusing. 

A workbook is more suitable when the customer needs to think, 

compare, decide, or apply information to their own situation. 

A checklist works well when the process is already understood, but 

certain steps could easily be forgotten. 

A template is useful when the customer needs a structure they can 

adapt rather than a long explanation of how to begin. 

A spreadsheet or calculator may be the most practical choice when 

the work involves numbers, comparisons, or repeated calculations. 

A planner makes sense when the result depends on actions taken 

over several days or weeks. 

A toolkit can work well when several connected resources support 

the same clear outcome. 



The important phrase is the same clear outcome. 

A toolkit is not simply a folder containing many different files. It 

should feel like one solution made up of several useful parts. 

Let the Task Choose the Format 

It is easy to choose a format because it appears impressive. 

A course may seem more valuable than a guide. 

A large toolkit may seem easier to price than a single template. 

Video may seem more professional than a written explanation. 

But the most impressive format is not always the most helpful one. 

Someone trying to calculate a fair freelance rate may not need a six-

part video course. They may need a clear explanation, a calculator, 

and a worked example. 

Someone preparing for a difficult staff conversation may not need 

fifty pages of theory. A short guide, a planning worksheet, and a set 

of example phrases may be far more useful. 

Someone learning an unfamiliar subject may need more explanation 

before they can use a checklist confidently. 

The question is not, “Which format looks most valuable?” 



It is, “Which format makes the task easier for this customer?” 

That keeps the decision grounded. 

Separate Information From Action 

A product often contains two kinds of support. 

The first helps the customer understand. 

The second helps them act. 

These are related, but they are not the same. 

A budgeting guide may explain the difference between fixed and 

variable expenses. That is useful information. 

A spreadsheet may then help the customer place their own expenses 

into the right categories. That is practical action. 

A launch guide may explain the purpose of each stage. A checklist 

may help the customer remember the steps when launch week 

becomes busy. 

A customer may need both, but the balance should match the 

problem. 



Sometimes creators include too much explanation because 

explanation feels substantial. It fills pages. It demonstrates 

knowledge. 

Yet the customer may be thinking, “I understand the idea. I just need 

something that helps me do it.” 

At other times, a template is offered with almost no instruction, 

leaving a beginner unsure what to enter, what to change, or what a 

completed version should look like. 

A good format provides enough understanding to make the action 

possible. 

No more than necessary, but not less than the customer needs. 

Give the Product One Main Job 

A clear product should have one central task. 

It may create several smaller benefits, but one main job should 

organise the whole offer. 

For example: 

• help a new freelancer prepare a sensible client quote 

• help a household organise irregular income and essential 

spending 



• help a first-time product creator choose one idea worth 

developing 

• help a new manager plan a difficult conversation 

• help a shift worker create a realistic weekly meal plan 

Each statement gives the product direction. 

It also gives you a way to judge what belongs. 

Suppose the product’s main job is to help a new freelancer prepare a 

project quote. 

Information about managing a large agency may be useful in another 

context, but it does not support the immediate task. 

A detailed chapter on finding clients may be interesting, but it does 

not help the customer calculate or present the quote. 

A contract template might be useful later. It may not be essential to 

the promise you have made. 

This is where focus becomes practical. 

When the main job is clear, you can stop asking, “Could this be 

useful?” 

Almost anything could be useful. 



A better question is, “Does this help the customer complete the main 

job?” 

Avoid Giving One Product Several Jobs 

A product often becomes confusing when it tries to produce several 

major results. 

A guide begins by helping someone choose a business idea. 

Then it also tries to teach branding. 

Then marketing. 

Then sales. 

Then customer service. 

Each subject may be relevant to building a business, but together 

they create a much larger promise. 

The reader who needs help with one immediate decision may now 

face a long programme of work. 

The creator also faces a much larger production task. 

It is usually better to solve one meaningful part of a larger problem 

well. 

A product can be complete without covering the entire subject. 



That distinction matters. 

Complete means the product contains what is needed for the result 

it promises. 

Comprehensive means it tries to cover most or all of the subject. 

Those are not the same thing. 

Your first product is allowed to be complete without being 

comprehensive. 

Define Where the Customer Begins 

The starting point tells you what the product can reasonably assume. 

What does the customer already know? 

What have they already tried? 

What do they already have? 

What decision are they currently facing? 

What is still unclear? 

A product for a complete beginner should not quietly assume 

experience. 



A product for someone who has already tried several methods 

should not spend most of its time repeating basic explanations. 

Imagine a customer who already knows what service they want to 

offer as a freelancer. Their problem is pricing the work. 

They may not need several chapters on choosing a freelance skill, 

setting up a home office, or creating a portfolio. 

Those topics come before the point where this customer is now. 

The product should meet them where they are. 

The starting point might be: 

The customer understands the service they will provide but does not 

have a reliable way to calculate and explain the price. 

That sentence tells you what must be included and what can be left 

out. 

Define Where the Customer Should Finish 

The finishing point should describe a practical result. 

After using the product successfully, what should the customer 

understand, decide, complete, create, or organise? 

A good finishing point might be: 



The customer has prepared a clear project quote that accounts for 

time, scope, revisions, expenses, and profit. 

Or: 

The customer has selected one product idea and recorded the 

evidence supporting the decision. 

Or: 

The customer has organised monthly income, essential bills, variable 

spending, and available money in one working spreadsheet. 

These results are visible. 

The customer can tell whether the task has been completed. 

That is different from vague finishing points such as: 

• feel completely confident 

• become financially successful 

• create the perfect business 

• gain total control of life 

Those may reflect larger hopes, but they are not realistic product 

boundaries. 

A useful product can support confidence. It cannot guarantee how 

someone will feel. 



It can help someone prepare carefully. It cannot control the outcome 

of every decision that follows. 

Build the Bridge Between the Two Points 

Once the starting point and finishing point are clear, the contents 

become easier to identify. 

The product needs to bridge the gap. 

Ask what the customer must understand first. 

Then what they must decide. 

Then what they must do. 

Finally, what they should check before considering the task 

complete. 

The structure does not need to be complicated. 

For many practical products, the sequence may look something like 

this: 

1. Understand the immediate problem. 

2. Gather the necessary information. 

3. Make the key decisions. 

4. Complete the task. 

5. Check the result. 



6. Know what to do next. 

That may become a short guide, a series of workbook sections, or 

several connected tools. 

The important thing is that each part moves the customer towards 

the finishing point. 

Decide What Is Essential 

Essential content is what the customer needs in order to reach the 

promised result. 

This sounds obvious, but it can be difficult to apply when you know a 

great deal about the subject. 

Knowledge creates possibilities. 

You can think of useful explanations, related examples, common 

mistakes, advanced methods, and future situations. 

The customer may not need all of them now. 

Suppose you are creating a product to help someone choose a first 

digital product idea. 

The essential content might include: 

• identifying possible problems to solve 



• evaluating personal knowledge and experience 

• checking signs of demand 

• comparing a shortlist 

• choosing one idea 

• recording why the idea was selected 

A detailed section on paid advertising may be useful later, but it does 

not help choose the idea. 

A lesson on hiring contractors may be valuable for a larger business, 

but it does not belong in the customer’s current stage. 

Leaving these things out does not weaken the product. 

It protects the product’s purpose. 

Use a Simple Content Test 

When you are unsure whether something belongs, consider three 

questions. 

Does the customer need this to reach the result? 

If yes, it is probably essential. 

Does it make the process easier, clearer, faster, or more accurate? 

If yes, it may be useful support. 



Is it mainly interesting, impressive, or related to a later stage? 

If yes, it may belong elsewhere. 

This is not a rigid formula. It is a way to reduce the pull of “just one 

more thing.” 

You may still include something because it prevents a serious 

mistake or answers a question that would otherwise stop progress. 

The point is to make the choice deliberately. 

Useful Support Is Different From Extra Content 

Support materials can add real value when they remove effort or 

uncertainty. 

A worked example can show what a completed result looks like. 

A checklist can help someone remember steps during a busy task. 

A template can remove the discomfort of staring at a blank page. 

A calculator can prevent repeated manual work. 

A quick-start page can help a tired customer begin without reading 

everything first. 

A glossary can make a technical tool easier for a beginner to use. 



These additions support the main result. 

They do not send the customer into a different subject. 

A useful support item answers a practical question such as: 

• What should this look like when it is complete? 

• What do I need to remember? 

• Where do I begin? 

• What should I enter here? 

• How do I repeat this later? 

• How can I avoid a common error? 

If the resource cannot answer a clear customer difficulty, it may be 

decorative rather than necessary. 

Templates Should Remove the Blank Page 

Templates are valuable when the customer knows roughly what they 

need to create but needs help structuring it. 

A proposal template can show the order of information. 

A sales page template can provide useful sections. 

An email template can help someone begin a message they have 

been postponing. 



But a template should not force the customer into language or 

decisions that do not fit their situation. 

Good templates create support without removing judgement. 

They should make adaptation easy. 

Instructions may be brief, but the customer should know: 

• what each section is for 

• what should be changed 

• what should not be copied blindly 

• what a finished version may look like 

A template without context can create a new kind of uncertainty. 

Checklists Work Best When the Process Is Understood 

A checklist is excellent for preventing missed steps. 

It is less effective when the customer does not understand what the 

steps mean. 

For example, “check the product positioning” may make sense to an 

experienced creator but feel vague to a beginner. 

The checklist may need a short explanation or link back to the 

relevant section. 



A useful checklist is usually concise, but not mysterious. 

It supports memory. It does not replace essential understanding. 

Examples Help When Theory Is Not Enough 

Instructions can appear clear until someone tries to apply them. 

“Write a specific product promise” sounds straightforward. 

Then the customer faces a blank line and wonders how specific is 

specific enough. 

A short example can remove that uncertainty. 

Examples are especially useful when: 

• the task involves judgement 

• several answers could be correct 

• the customer may misunderstand the level of detail required 

• a completed output is difficult to imagine 

• the difference between weak and strong work needs to be 

shown 

You do not need dozens of examples. 

One well-chosen example may do more than several pages of 

explanation. 



Keep the Scope Manageable 

A product can grow quietly. 

One section suggests another. 

One worksheet creates the need for a new example. 

A useful question reveals another possible bonus. 

The product expands a little each day until it no longer resembles the 

original idea. 

This can be particularly difficult when you enjoy the subject. Adding 

more feels productive. 

Sometimes it is. 

Sometimes it is a form of delay. 

As long as the product keeps growing, you do not have to decide that 

it is finished. 

A clear scope gives you permission to stop. 

That does not mean rushing or lowering standards. It means deciding 

what “complete” means before the work becomes endless. 

Create a Minimum Useful Version 



A first version should be smaller than every possible future version, 

but it should still be useful and complete. 

It should: 

• address the promised problem 

• include the essential guidance 

• be understandable 

• be checked for errors 

• be easy to navigate 

• contain all promised materials 

It should not feel like a rough collection of unfinished notes. 

The restraint should be in the scope, not the care. 

A short, well-designed workbook can be a strong product. 

A single spreadsheet with clear instructions can be a strong product. 

A focused guide with one useful template can be a strong product. 

The customer is not buying page count. 

They are buying help with a problem. 

Keep a Later List 

Leaving ideas out can feel uncomfortable. 



You may worry that you will forget them or lose the opportunity to 

use them. 

A simple “later list” helps. 

Place future ideas there: 

• advanced material 

• another customer group 

• additional templates 

• a second version 

• a companion product 

• a separate guide 

• a larger course, if genuine demand later supports one 

This allows you to protect the current product without throwing 

ideas away. 

Some of those ideas may become useful products in their own right. 

Others may look less necessary after the first version is used by real 

customers. 

Both outcomes are valuable. 



Do Not Turn Every Product Into a Course 

Courses can be useful when the customer needs demonstration, 

practice, feedback, or learning spread over time. 

But a course is not automatically the best version of a product. 

It requires more creation, more organisation, and often more 

customer commitment. 

Many customers buy courses with good intentions and then struggle 

to find the time to complete them. 

This does not mean courses are poor products. It means they should 

be chosen for a reason. 

A course may make sense when: 

• the subject needs explanation in stages 

• skills must be demonstrated 

• practice is important 

• the customer benefits from structured progression 

• several connected outcomes are genuinely necessary 

A course may be unnecessary when the customer mainly needs a 

decision tool, a reusable template, a clear checklist, or a practical 

reference. 



Sometimes the most respectful offer is the smaller one. 

Make the Product Easy to Explain 

A clear offer should be understandable without a long defence. 

You should be able to explain: 

• who it is for 

• what problem it addresses 

• what it helps the customer do 

• what format it uses 

• what the customer receives 

For example: 

This is a practical workbook for first-time digital product creators 

who have several ideas but do not know which one to develop. It 

guides them through customer problems, demand evidence, and 

idea comparison so they can choose one focused product idea with a 

clear reason for moving forward. 

That description does not list every page or file. 

It explains the purpose. 

The contents can follow. 



If you can describe twelve bonuses but cannot explain the main 

result, the offer may still be too broad. 

Write a Product Promise That Can Be Believed 

A product promise should tell the customer what the product is 

designed to help them accomplish. 

It should be specific enough to understand and modest enough to 

trust. 

Consider the difference between these two statements: 

Build a successful digital product business. 

and: 

Choose and shape one practical digital product idea for a clearly 

defined customer. 

The first may sound larger. 

The second tells the customer what will actually happen. 

A budgeting spreadsheet can help someone organise income and 

spending. 

It cannot promise financial freedom. 

A sales page template can help someone explain an offer clearly. 



It cannot guarantee sales. 

A launch checklist can help someone prepare and avoid missed 

steps. 

It cannot control the response of the market. 

A useful promise describes the supported result without borrowing 

certainty from outcomes the product cannot control. 

Clear Does Not Mean Dull 

Some creators worry that an honest promise will not sound exciting 

enough. 

But clarity has its own appeal. 

A customer who has wasted time on vague advice may welcome 

something specific. 

A person who feels overwhelmed may be relieved by a product with 

a defined result. 

Someone who has bought large bundles they did not use may prefer 

a focused resource they can complete. 

You do not need to make the promise dramatic. 

You need to make it relevant. 



A natural structure might be: 

This product helps [specific customer] to [practical result] by 

providing [method or tools]. 

For example: 

This product helps new freelancers prepare a clear project quote by 

guiding them through time, scope, revisions, costs, and profit. 

Or: 

This workbook helps first-time product creators compare their ideas 

and choose one that is supported by real signs of demand. 

The wording can be adjusted later. 

For now, the main question is whether the promise reflects what the 

product will genuinely provide. 

State What the Product Does Not Do 

Boundaries can build trust. 

A product may not be suitable for complete beginners. 

It may not cover advanced strategy. 

It may not provide personal advice. 



It may not include technical setup. 

It may focus on planning rather than implementation. 

These limits are not weaknesses when they are consistent with the 

offer. 

They help the customer decide whether the product fits. 

They also protect you from adding material simply to avoid saying 

no. 

For example: 

This workbook helps you choose and validate a first product idea. It 

does not cover full product creation, pricing, or launch planning. 

That statement is clear. 

It also creates a natural path into later products or chapters without 

forcing everything into one resource. 

Test the Offer Before You Build 

Before moving into full creation, explain the product to yourself in a 

few sentences. 

Who is it for? 

Where are they starting? 



What will they be able to do at the end? 

What format will help them get there? 

What are the essential contents? 

What is deliberately left out? 

Then look at the planned components. 

Do they all support the same result? 

Does one section belong to a later stage? 

Could anything be removed without weakening the promise? 

Is something missing that would prevent the customer from using 

the product confidently? 

Would the customer understand where to begin? 

This review often reveals more than simply asking whether the 

product sounds good. 

A clear offer should feel connected. 

The customer, problem, format, contents, and promise should all 

point in the same direction. 

A Clear Offer Creates a Natural Boundary 



Shaping the offer is not about making the product smaller for the 

sake of it. 

It is about giving the product a clear form. 

The format follows the task. 

The contents support the main job. 

The starting and finishing points define the boundary. 

The support materials remove real difficulties. 

The promise explains the result without exaggeration. 

When these pieces fit together, the product becomes easier to 

create because you know what you are building. 

It becomes easier for the customer to understand because they can 

see how it relates to their situation. 

And it becomes easier to finish because “complete” no longer means 

adding everything you can think of. 

It means delivering what you said the product would do. 

In the next chapter, we will turn this clear offer into a practical 

creation plan. You will decide how to organise the work, build the 



essential parts, and bring the product together without making the 

process more complicated than it needs to be. 

  



 

Chapter 5 

Plan and Create the Product 

A Product Is Built in Pieces 

By this point, the product should be much clearer than it was at the 

beginning. 

You know who it is for. You understand the problem it is meant to 

address. You have chosen a format, defined the outcome, and 

decided what the product should include. 

That is important progress. 

Even so, the creation stage can still feel heavier than expected. 

It is one thing to describe a workbook, guide, planner, calculator, or 

toolkit. It is another thing to sit down and begin making it. 

The finished product may already exist quite clearly in your mind. 

You may be able to picture the cover, the pages, the worksheets, the 

files, and the way everything fits together. But when you open a 

blank document, that clear picture can suddenly feel distant. 

The problem is often not a lack of ability. It is that the product is 

being viewed as one large object. 



“Create the product” sounds like one task, but it is not. 

A finished guide may include an introduction, several main sections, 

examples, practical exercises, editing, formatting, page numbers, a 

cover, and a final exported file. 

A workbook may need explanations, questions, tables, writing space, 

instructions, examples, and a layout that still works when printed. 

A toolkit may contain several different resources, each with its own 

purpose, format, instructions, and final file. 

Seen all at once, this can feel like a great deal of work. 

Seen as a series of smaller pieces, it becomes more ordinary. 

That change in perspective matters. The product does not need to be 

created in one burst of inspiration. It needs to be built one clear part 

at a time. 

The Finished Product Can Be Misleading 

When you look at a polished product created by someone else, you 

see only the finished version. 

You do not see the rough notes, incomplete drafts, abandoned 

sections, corrections, or files that had to be renamed because 

nobody could remember which one was current. 



You see something that appears complete and settled. 

This can create the impression that good products are made in a 

smooth, continuous process. In reality, most are assembled 

gradually. 

The introduction may be drafted before the worksheets. 

The worksheets may reveal that one section needs more 

explanation. 

A practical example may be added because the instructions are 

accurate but difficult to picture. 

The design may change slightly once the full amount of content is 

known. 

The final file may need to be exported more than once because a 

page break falls in the wrong place. 

None of this means the process has gone badly. 

It means the product is being made. 

There is a quiet difference between having a plan and building 

something real. A plan is clean. Production is more uneven. Some 

sections come together quickly. Others require more thought. A tool 



that looked simple in the outline may need clearer instructions once 

you try to use it yourself. 

This is normal. 

The aim is not to remove every uncertainty before beginning. It is to 

create enough structure that each uncertainty can be dealt with at 

the right stage. 

Do Not Try to Write, Edit, Design, and Test at the Same Time 

One of the easiest ways to slow down the work is to combine too 

many types of thinking. 

You write a paragraph, then change the font. 

You begin a worksheet, then adjust the border around the table. 

You draft a heading, then spend ten minutes deciding whether it 

should be larger. 

You revise the opening page several times while later sections 

remain untouched. 

These small switches can feel productive because something is 

always being changed. But they make it difficult to build momentum. 

Writing, editing, design, and testing are different kinds of work. 

Writing asks, “What needs to be said?” 



Editing asks, “Is this clear, necessary, and accurate?” 

Design asks, “Can the customer read and use this comfortably?” 

Testing asks, “Does the product actually work in the form the 

customer will receive?” 

When you try to answer all four questions at once, each page takes 

longer than it needs to. 

A first draft does not need to look finished. It needs to exist. 

A worksheet does not need perfect spacing before the questions 

have been settled. 

A spreadsheet does not need polished colours before the 

calculations have been tested. 

The work becomes easier when each stage has one main purpose. 

Separate the Production Stages 

A simple digital product may pass through several stages before it is 

ready. 

The exact process will depend on the format, but it will usually 

involve some version of the following: 

1. Confirm the structure. 

2. Draft the core content. 



3. Create the practical tools or resources. 

4. Review the full product. 

5. Edit and improve it. 

6. Format and design it. 

7. Test the final files. 

8. Organise and prepare the delivery package. 

These stages do not need to be rigid. Some overlap is natural. 

You may realise while creating a worksheet that a short explanation 

is missing. You may find during testing that the wording of an 

instruction needs to change. 

The point is not to prevent all movement between stages. 

The point is to stop every stage happening at once. 

Confirm the Structure 

Before detailed creation begins, check that the outline still reflects 

the product promise. 

Look at the sections, pages, modules, worksheets, templates, or 

resources you planned in Chapter 4. 

Does each part support the main outcome? 

Is the order sensible? 



Is anything obviously missing? 

Is anything still included only because it seemed like a good idea at 

the time? 

This review does not need to become another long planning 

exercise. It is simply a final check before production begins. 

A stable structure prevents unnecessary rewriting later. 

Draft the Core Content 

The core content is the material the customer needs in order to 

understand and complete the process. 

At this stage, concentrate on substance. 

Write the explanations. 

Draft the instructions. 

Record the examples. 

Create the questions. 

Do not worry too much about making every sentence elegant. 

A draft is a working version. Its job is to give you something complete 

enough to review. 



This matters because it is difficult to judge the balance of a product 

when only the first section has been polished. 

You need to see the whole shape. 

Create the Practical Resources 

Once the main content is taking form, create the tools that help the 

customer use it. 

These may include: 

• worksheets 

• templates 

• checklists 

• planners 

• calculators 

• spreadsheets 

• reference pages 

• completed examples 

Some products will be led by the tool rather than the written guide. 

A pricing calculator, for example, may need to be built and tested 

early because the explanation depends on how the calculator works. 

The order should suit the product. 



What matters is that each tool has a clear purpose and connects to 

the content around it. 

Review Before You Decorate 

When the content and resources exist, review the whole product 

before spending too much time on presentation. 

Read it from beginning to end. 

Check the order. 

Look for gaps. 

Notice where the customer may become confused. 

Ask whether one section repeats another. 

It is easier to remove, combine, or move material before detailed 

formatting has begun. 

There is little pleasure in carefully designing a page that later needs 

to be deleted. 

Edit, Format, Test, and Package 

After the structure and content are sound, the product can be 

refined. 

The language can be tightened. 



The instructions can be clarified. 

The pages can be formatted. 

The files can be tested. 

The final materials can be named and organised. 

Each stage improves something different. 

Keeping those purposes separate helps you see progress more 

clearly. 

Turn the Product Map Into Creation Tasks 

A product map shows what the product contains. 

A production plan shows what you need to do. 

These are not quite the same. 

A section called “Pricing Your Product” may appear clear in an 

outline. But it is still too broad to place on a daily task list. 

What does creating that section involve? 

Perhaps you need to: 

• write the opening explanation 

• explain the main pricing factors 



• create a comparison table 

• draft a pricing exercise 

• add one worked example 

• review the exercise instructions 

• edit the final section 

Now the work is visible. 

The same principle applies to a toolkit. 

“Create the launch materials” is vague. 

A clearer breakdown might be: 

• draft the launch checklist 

• organise the checklist by stage 

• write brief instructions 

• create the launch calendar 

• prepare a blank version 

• prepare a completed example 

• test the printable layout 

• export the final files 

The task list should be detailed enough to guide action, but not so 

detailed that planning becomes another form of delay. 

You do not need to list every sentence before you write it. 



You simply need tasks that are small enough to begin and clear 

enough to finish. 

Use Clear Action Words 

A useful creation task usually begins with a verb. 

For example: 

• draft 

• write 

• create 

• build 

• revise 

• check 

• test 

• format 

• export 

• rename 

• organise 

Compare these two tasks: 

Work on the customer workbook. 

and: 

Draft the instructions for Worksheets 1 to 3. 



The second task removes a small but important difficulty. You do not 

need to decide what “work on” means when you sit down. 

You already know. 

This becomes especially helpful when time is limited. A person with 

forty-five minutes available can begin a specific task. A vague task 

often uses most of that time simply deciding where to start. 

Break Each Product Component Down 

Take one section or resource at a time and ask what must be 

created. 

For a written chapter or guide section, the tasks may include: 

• confirm the purpose 

• draft the main explanation 

• add an example 

• create a practical exercise 

• review the flow 

• edit the language 

For a worksheet: 

• define the decision or action it supports 

• write the instructions 

• create the questions 



• arrange the order 

• provide enough writing space 

• test it by completing it 

For a spreadsheet: 

• define the required inputs 

• build the formulas 

• add labels 

• test normal entries 

• test blank or unusual entries 

• write simple instructions 

• protect any cells that should not be changed 

For a template: 

• create the blank structure 

• add guidance or placeholders 

• prepare a completed example 

• check that the customer can adapt it easily 

• export the correct versions 

This level of detail helps reveal the true size of the project. 

It also helps you estimate time more honestly later. 

Create Tasks That Can Be Finished 



A good production task has a visible end. 

“Improve the workbook” could continue for days. 

“Review the workbook instructions for unclear wording” has a 

stopping point. 

“Design the toolkit” is broad. 

“Format the Product Idea Worksheet and export a proof copy” is 

clearer. 

This does not mean every task must be very small. Some people 

work well with larger blocks. The right size depends on the time 

available and the nature of the work. 

The test is simple: 

When you sit down to begin, do you know what you are doing? 

When you finish, can you tell that the task is complete? 

If the answer to both is yes, the task is probably clear enough. 

Build a List Before Building the Product 

Before starting full production, take the product content map and 

turn each section into a short list of actions. 

Do this for the main product and every supporting resource. 



You may find that the project is smaller than it felt. 

You may also discover hidden work that had not been included in the 

original plan, such as writing instructions, creating example versions, 

or testing the exported files. 

Both discoveries are useful. 

The purpose of breaking the product down is not to create a 

complicated project plan. 

It is to replace a large, uncertain instruction—“make the product”—

with a series of manageable pieces. 

Once those pieces are visible, the next step is to place them in a 

sensible order. Some must be completed before others. Some can be 

grouped together. Some should wait until the content is stable. 

That is where the creation process begins to feel less scattered and 

more deliberate. 

 

Choose a Sensible Creation Order 

Once your product has been broken into smaller tasks, the next 

question is not, "How quickly can I finish?" 

It is, "What should come first?" 



The order matters more than many people realise. 

A sensible sequence reduces repeated work. It also helps you make 

better decisions because each stage builds on the one before it. 

When the order becomes confused, progress often feels slower than 

it really is. 

You might spend time designing worksheets before the questions 

have been finalised. Later, when you realise an exercise needs 

another page, the layout has to be adjusted again. 

Or you might commission a cover before the product has a settled 

title, only to discover that both need changing. 

None of these mistakes are serious, but they create work that could 

have been avoided. 

A good creation order allows one decision to support the next. 

Start With the Structure 

The outline is the foundation of everything that follows. 

Before writing in detail, spend a little time making sure the structure 

still makes sense. 

Read through the planned sections as though you were the 

customer. 



Does one idea naturally lead to the next? 

Will the customer have enough understanding before being asked to 

complete an exercise? 

Does every worksheet, checklist, or template support the promised 

outcome? 

At this point, you are not trying to perfect the wording. You are 

simply confirming that the framework is sound. 

It is much easier to move a section now than after it has been fully 

written, formatted, and linked to several supporting resources. 

Draft Before You Polish 

Many people find it uncomfortable to leave unfinished work behind 

them. 

They write one page and immediately begin editing it. 

They adjust spacing, rewrite headings, replace words, and 

experiment with different layouts before moving to the next page. 

This feels responsible. 

In practice, it often slows the project because the product is still 

changing. 



The purpose of a first draft is not to be impressive. 

It is to give the product a complete shape. 

Imagine trying to judge a jigsaw puzzle after placing only a handful of 

pieces. You may spend a long time adjusting one corner without 

realising that the picture becomes much clearer once more pieces 

are in place. 

Writing works in a similar way. 

A section that feels awkward on its own may fit perfectly once the 

surrounding sections have been completed. 

That is why it usually helps to draft the main content before 

spending too much time refining individual paragraphs. 

Build the Practical Resources 

Once the written content is beginning to settle, create the practical 

tools that support it. 

Depending on your product, these may include: 

• Worksheets 

• Templates 

• Checklists 

• Planners 



• Calculators 

• Spreadsheets 

• Reference sheets 

• Worked examples 

Creating these after the core content often leads to better resources 

because you understand exactly what they need to help the 

customer do. 

For example, you may discover while writing a guide that readers will 

benefit from a simple decision worksheet. 

Or you may realise that a checklist removes the need for several 

paragraphs of explanation. 

The tools should support the content rather than compete with it. 

Leave Design Until the Product Is Stable 

Presentation matters. 

A product that is easy to read, neatly organised, and visually clear 

creates a better experience. 

But appearance should normally follow substance. 

If the content is still changing, detailed formatting becomes repeated 

work. 



Page numbers move. 

Tables grow. 

Examples are added. 

Sections are removed. 

Fonts and colours are adjusted more than once. 

There is nothing wrong with keeping the document tidy as you work. 

Basic organisation makes revision easier. 

The difference is between keeping things readable and trying to 

make every page look finished before the product itself is finished. 

Once the content is stable, design becomes far more satisfying 

because you know you are improving something that is unlikely to 

change significantly. 

Think About Dependencies 

Some tasks depend on others. 

You cannot write accurate instructions for a worksheet until the 

worksheet itself has been created. 

You cannot export the final files until the editing has been 

completed. 



You cannot test a template until the structure has been settled. 

Seeing these connections helps you avoid frustration. 

Instead of asking, "What do I feel like working on today?" ask, "What 

task makes the next task easier?" 

This simple shift creates steady progress. 

Rather than jumping between unrelated activities, each completed 

piece prepares the way for the next. 

Decide What to Create Personally and What to 

Outsource 

At some point, you may wonder whether you should complete every 

task yourself. 

There is no single correct answer. 

Some people enjoy learning new skills and have the time to develop 

them. 

Others would rather focus their energy on the product itself and ask 

for help with specialist tasks. 

Neither approach is automatically better. 



The important question is not whether you can do everything 

yourself. 

It is whether doing everything yourself is the best use of your time 

and attention. 

Keep Hold of the Important Decisions 

Even if you decide to involve other people, some parts of the product 

usually benefit from remaining under your direct control. 

You understand why the product exists. 

You know the customer you are trying to help. 

You decide what the product promises, what it includes, and what it 

deliberately leaves out. 

Those decisions shape the entire product. 

They are difficult to delegate because they require judgement rather 

than technical skill. 

The same is true of the final review. 

No one else can decide whether the finished product reflects your 

intentions as well as you can. 

Some Tasks Are Easier to Share 



Other parts of the project may be more practical to hand over if your 

budget allows. 

These might include: 

• Cover design 

• Formatting 

• Proofreading 

• Technical spreadsheet work 

• Editable PDF creation 

• Illustrations 

• Audio editing 

• Certain aspects of website setup 

These tasks often require specialist knowledge that someone else 

may already possess. 

Paying for that experience can sometimes save time, especially if 

learning the skill would delay the product by several weeks. 

That does not mean outsourcing is always the right choice. 

If your product requires only simple formatting and you are happy to 

learn the basics, doing it yourself may be perfectly reasonable. 

Likewise, if this is a skill you expect to use repeatedly, investing time 

in learning it now could be worthwhile. 



The decision depends on your circumstances rather than a universal 

rule. 

Outsourcing Still Requires Direction 

Occasionally, people assume that hiring someone else removes their 

responsibility. 

In reality, it changes the nature of the work. 

Instead of performing the task yourself, you become responsible for 

explaining it clearly. 

Imagine asking someone to "make the workbook look professional." 

That sounds straightforward. 

But what does "professional" mean? 

Who is the workbook for? 

Should it be printable? 

Will customers complete it on a tablet or on paper? 

Should there be generous writing space or compact layouts? 

Without that context, even a skilled designer may produce 

something that misses the mark. 



The clearer your instructions, the better the finished result is likely to 

be. 

A helpful brief usually explains: 

• who the customer is 

• what the product is designed to achieve 

• what files are required 

• examples of the style you prefer 

• any elements that must remain unchanged 

• the expected deadline 

Clear direction is rarely wasted effort. 

It saves time for everyone involved. 

You Do Not Need to Prove Anything 

Some new creators quietly believe that completing every task 

themselves somehow makes the product more genuine. 

There is understandable pride in building something with your own 

hands. 

But creating a valuable product is not a test of independence. 

If someone else proofreads your workbook, the ideas remain yours. 



If a designer improves the layout, the product still reflects your 

judgement. 

If a specialist checks the formulas in a pricing calculator, the value 

still comes from the problem the calculator helps solve. 

Using help where it genuinely improves the product is not a 

weakness. 

It is simply one more decision made with the customer in mind. 

Set a Realistic Completion Schedule 

Once the work has been divided into tasks and you know who will 

complete them, it becomes much easier to estimate the time 

involved. 

This is often where expectations need adjusting. 

Many unfinished products are not abandoned because they are too 

difficult. 

They are abandoned because the original schedule never reflected 

the amount of work required. 

It is easy to say, "I'll finish this next weekend." 

It is much harder to fit writing, editing, creating worksheets, testing 

files, and making corrections into a few spare hours. 



Think in Working Hours, Not Calendar Days 

There is an important difference between calendar time and working 

time. 

A project may last three weeks. 

That does not mean three weeks of productive work. 

If you have a full-time job, family responsibilities, or other 

commitments, you may only have six or eight focused hours available 

each week. 

Recognising this is not pessimistic. 

It is realistic. 

A schedule based on the hours you genuinely have is much more 

likely to succeed than one based on the hours you wish you had. 

Estimate the Whole Process 

When planning your schedule, include more than the writing itself. 

Remember to allow time for: 

• Reviewing 

• Editing 

• Creating practical resources 



• Testing 

• Formatting 

• Exporting files 

• Final checks 

These stages are easy to overlook because they happen near the 

end. 

Yet they often take longer than expected. 

A worksheet may need more space. 

A spreadsheet may reveal an error. 

A PDF may display differently once exported. 

Small corrections are a normal part of finishing a product. 

Planning for them removes unnecessary pressure later. 

Leave Room for Ordinary Life 

Most people do not create digital products in perfect conditions. 

Work becomes busy. 

Family responsibilities change unexpectedly. 

A planned evening disappears because something else needs 

attention. 



These interruptions are not signs that the project has failed. 

They are simply part of ordinary life. 

A schedule with no flexibility often creates frustration because every 

small delay feels like falling behind. 

A schedule with a little breathing space is much more forgiving. 

It accepts that progress is rarely perfectly even. 

Some weeks you will complete several tasks. 

Other weeks you may only finish one. 

Steady movement matters more than constant speed. 

Measure Progress by Completed Tasks 

Large projects can create the feeling that nothing is happening, even 

when you have worked consistently. 

That is another reason why smaller tasks are so valuable. 

Instead of saying, "The workbook still isn't finished," you can 

recognise that you have: 

• drafted three sections 

• completed two worksheets 

• written the instructions 



• tested the calculator 

• reviewed the examples 

Those are genuine achievements. 

They also make it much easier to see what remains. 

Each completed task reduces uncertainty. 

Each finished piece brings the product closer to completion. 

You do not need an ambitious timetable to make meaningful 

progress. 

You need a plan that matches your real circumstances, allows space 

for careful work, and is flexible enough to absorb the small 

interruptions that are part of everyday life. 

The product does not benefit from being rushed. 

It benefits from being built steadily, one thoughtful decision at a 

time. 

 

Manage Perfectionism and Endless Revision 

There comes a point in almost every creative project when the work 

changes. 



At first, the task is straightforward. You are adding something new. A 

page is written. A worksheet takes shape. A checklist becomes more 

complete. 

Then, almost without noticing, you stop creating and begin refining. 

That is a natural and necessary part of producing a useful digital 

product. 

The difficulty is knowing when refinement is improving the product 

and when it is simply delaying completion. 

For many people, this is one of the hardest stages of the entire 

process. 

The product may be almost finished, yet it somehow never feels 

ready. 

One paragraph could be stronger. 

Another page could look better. 

A worksheet could include another question. 

An example could be expanded. 

A title might sound more appealing. 

None of these thoughts is unreasonable on its own. 



Taken together, however, they can create the feeling that there is 

always one more improvement to make before anyone else should 

see the product. 

Improvement Has a Purpose 

It helps to remember why revision exists in the first place. 

Revision is not about making something perfect. 

It is about making it clearer, more accurate, and more useful. 

Those are practical goals. 

If a sentence is confusing, revising it helps the reader. 

If instructions leave out an important step, adding that information 

makes the product easier to use. 

If a table is difficult to follow, reorganising it removes unnecessary 

effort. 

These are meaningful improvements because they help the customer 

achieve the promised result. 

Not every change has the same value. 



Changing a heading five times because none of the options feels 

quite right rarely improves the customer's experience in the same 

way as rewriting unclear instructions. 

The challenge is learning to tell the difference. 

The Quiet Forms of Perfectionism 

Perfectionism is often imagined as someone carefully polishing every 

detail. 

Sometimes it looks like that. 

More often, it is quieter. 

It may appear as constantly adding new sections because the 

product still feels too small. 

It may appear as comparing your first product with one that has 

been refined over several years. 

It may appear as repeatedly rewriting the introduction while 

avoiding the more demanding work that still remains. 

Sometimes perfectionism disguises itself as preparation. 

You tell yourself that you need to do a little more research before 

finishing the chapter. 



You decide to redesign the worksheets because perhaps a different 

layout would be better. 

You begin searching for a more suitable font. 

None of these activities is necessarily wrong. 

The question is whether they move the product closer to delivering 

its purpose. 

Or whether they postpone the moment when you must decide that 

the work is complete enough to be useful. 

A First Draft Is Not the Final Product 

Many new creators expect too much from the first version they 

write. 

They hope it will already sound polished, flow naturally, and require 

very little editing. 

When that does not happen, they conclude that they are struggling. 

In reality, they are simply experiencing the normal process of writing. 

A first draft has one important job. 

It gives you something real to improve. 

Until the ideas exist on the page, there is very little to evaluate. 



Trying to perfect each paragraph before the rest of the product has 

been created often slows progress because later sections frequently 

influence earlier ones. 

Perhaps a better example appears halfway through the guide. 

Perhaps a worksheet reveals that one explanation should be shorter. 

Perhaps you discover that two chapters overlap and can be 

combined. 

These are much easier decisions to make when the whole product 

exists in draft form. 

Give Each Review a Clear Purpose 

One way to prevent endless revision is to stop treating every review 

as though it has the same job. 

Different review stages should look for different things. 

Your first review might simply ask: 

Does the product flow logically? 

Can a customer move from one section to the next without feeling 

lost? 

Later, you might focus on usefulness. 



Does every worksheet support a decision or action? 

Are the templates genuinely practical? 

Are the examples realistic? 

Another review may concentrate on clarity. 

Could any instruction be misunderstood? 

Is unnecessary language making the process harder to follow? 

Only after those larger questions have been answered does it make 

sense to spend time correcting smaller details such as punctuation, 

spacing, or formatting. 

This approach prevents you from polishing material that may later 

need significant changes anyway. 

It also gives each review a clear finish. 

When you know what you are checking, you know when that stage 

has been completed. 

Ask Better Questions 

When reviewing your own work, it is easy to ask questions that lead 

nowhere. 

"Could this be better?" 



Almost always, the answer is yes. 

Nearly every product could be expanded, redesigned, or rewritten if 

enough time were available. 

A more useful question is: 

"Would this change make it easier for the customer to achieve the 

intended result?" 

That shifts the attention away from your own uncertainty and back 

towards the person using the product. 

Another helpful question is: 

"Does this improve clarity, or is it simply different?" 

Not every change is an improvement. 

Sometimes it is simply another version. 

Recognising that difference makes it easier to stop revising for the 

sake of revising. 

Leave Something for the Future 

One reason people struggle to finish is the belief that this product 

must contain everything they know. 

It cannot. 



Nor should it. 

No matter how carefully you work, you will think of ideas later. 

You may discover better examples. 

You may receive useful feedback. 

You may find a simpler explanation after teaching the same concept 

several more times. 

That is part of developing any product. 

It does not mean the current version was a mistake. 

A sensible creator expects future improvements. 

Version one should do the job it promises. 

Version two can benefit from experience. 

Accepting this removes a great deal of unnecessary pressure. 

The aim is not to produce the final word on the subject. 

The aim is to produce a reliable product that helps the customer 

solve one clearly defined problem. 

Review for Clarity and Practical Usefulness 



Once the writing, worksheets, templates, and supporting resources 

are in place, it becomes possible to review the product from a 

different perspective. 

Until now, you have mostly been thinking like the creator. 

Now it helps to think like the customer. 

This is not always easy. 

You already understand the subject. 

You know why each section exists. 

You know what the next page is trying to achieve. 

The customer does not have that advantage. 

They are seeing the material for the first time. 

Reviewing from their point of view often reveals things that seemed 

obvious while you were creating the product. 

Clarity Is More Than Correct Information 

A product can be completely accurate and still be difficult to use. 

Imagine receiving a flat-pack piece of furniture with every screw 

included but no clear instructions. 



Nothing is technically missing. 

Yet assembling it becomes frustrating. 

Digital products can create the same experience. 

The information may all be there, but the order may feel confusing. 

Important explanations may appear too late. 

Instructions may assume knowledge the customer does not yet have. 

The problem is not the quality of the information. 

It is the way it has been presented. 

Clarity means helping the customer understand what to do, when to 

do it, and why it matters. 

Read Through the Product Without Editing 

One useful exercise is to read the entire product from beginning to 

end without stopping to make changes. 

Simply notice. 

Where does the pace slow? 

Where do you find yourself rereading a paragraph? 

Where does one section feel disconnected from the next? 



Do the worksheets appear at the moment they are needed? 

Does every template have enough explanation? 

Are there places where the customer might reasonably ask, "What 

should I do now?" 

Resist the temptation to correct every issue immediately. 

Instead, make notes. 

Once the review is complete, you will have a clearer picture of the 

product as a whole rather than a collection of isolated 

improvements. 

Test Every Practical Resource 

If your product includes worksheets, complete them yourself. 

If it includes a spreadsheet, enter realistic information rather than 

perfect sample data. 

Leave cells blank. 

Try unusual entries. 

See what happens. 

If it contains templates, use them as though you had never seen 

them before. 



Can you understand the placeholders? 

Are the instructions sufficient? 

If your product includes checklists, follow them exactly. 

Do they leave out any important steps? 

Could someone unfamiliar with the process use them confidently? 

Testing often reveals practical issues that writing alone cannot 

uncover. 

A worksheet may look attractive but provide too little room for 

answers. 

A template may assume knowledge that has not yet been explained. 

A calculator may work perfectly until someone enters an unexpected 

value. 

Finding these issues before release saves both you and your 

customers unnecessary frustration. 

Look for Small Moments of Confusion 

Customers rarely become confused because of one enormous 

mistake. 

More often, confusion develops through several small uncertainties. 



An instruction refers to a page that has been renamed. 

A worksheet uses different wording from the guide. 

An example introduces a new term without explanation. 

The customer is told to download a file but is not told which one. 

Each issue seems minor. 

Together they interrupt the flow. 

As you review the product, pay attention to these small moments. 

Removing them often improves the customer experience more than 

adding another page of content. 

Consider Asking Someone Else to Use It 

After spending many hours with your own product, you become 

familiar with it in ways that are difficult to notice. 

Someone else brings fresh eyes. 

That person does not need to be an expert. 

In many cases, it is more useful if they resemble your intended 

customer. 



Ask them to work through the product without additional 

explanation. 

Notice where they hesitate. 

Which instructions do they reread? 

Which questions do they ask? 

What assumptions did you make that were obvious only because you 

created the material? 

Feedback like this is valuable because it highlights practical problems 

rather than theoretical ones. 

You do not need to accept every suggestion. 

But genuine moments of confusion deserve attention. 

Review the Experience, Not Just the Words 

Before deciding that the product is finished, step back and consider 

the complete experience. 

Can the customer tell where to begin? 

Do they understand what the product will help them achieve? 

Does each section build naturally on the previous one? 



Are the practical resources introduced when they are needed? 

Will they know when they have completed the process? 

These questions move beyond grammar and spelling. 

They focus on usability. 

A digital product succeeds not simply because it contains good 

information. 

It succeeds because people can follow it, apply it, and reach the 

result it promises to support. 

When that experience feels clear and straightforward, much of the 

work has already been done. 

The remaining task is not to keep rewriting the product. 

It is to prepare everything so the customer receives it in a form that 

is organised, reliable, and easy to use. 

 

 

Prepare the Files for Delivery 

When people think about creating a digital product, they usually 

picture the main content. 



They think about the guide they have written, the workbook they 

have designed, or the planner they have carefully assembled. 

What they often do not think about is the moment immediately after 

the customer clicks the download button. 

That first experience shapes the customer's confidence. 

Imagine opening a package that contains several files with unfamiliar 

names, no obvious starting point, and no explanation of what each 

file is for. Nothing may actually be wrong with the product, yet the 

customer has already been asked to solve a small puzzle before they 

have even begun. 

Good delivery removes that puzzle. 

The customer should spend their energy using the product, not 

figuring out how to access it. 

Think Like Someone Seeing the Product for the First Time 

By the time you reach this stage, you know the product extremely 

well. 

You know which worksheet belongs with which chapter. 

You know which spreadsheet is the editable version. 

You know why there are two PDF files instead of one. 



The customer knows none of those things. 

They arrive with fresh eyes. 

Preparing the files for delivery means setting aside your familiarity 

and asking a simple question: 

If I had never seen these materials before, would I know where to 

begin? 

That question often reveals opportunities to simplify. 

Perhaps several files could be combined. 

Perhaps one resource no longer adds much value. 

Perhaps the order in which the materials appear could be improved. 

Often, small changes make the product feel much easier to use. 

Include Only What the Customer Needs 

It can be tempting to include every working document you created 

during production. 

After all, you spent time making them. 

But customers do not need to see your planning notes, draft 

versions, or working files. 



They need the finished materials that help them achieve the 

promised result. 

A typical delivery package might include: 

• A short Start Here guide 

• The main product 

• Supporting worksheets or templates 

• Any promised bonus resources 

• Simple instructions where needed 

Not every product requires all of these. 

A short printable checklist may need nothing more than a single PDF. 

A larger toolkit containing several resources benefits from a little 

more guidance. 

The aim is not to increase the number of files. 

It is to make every included file earn its place. 

A Simple Start-Here Guide 

If your product contains several resources, a short introductory 

document can make a surprising difference. 

It does not need to be long. 



In a page or two, it can explain: 

• what the customer has received 

• which file to open first 

• how the different resources work together 

• whether any software is needed 

• whether the files are printable or editable 

• how to get the best from the product 

This removes uncertainty before it appears. 

Rather than wondering where to begin, the customer can start using 

the product immediately. 

Choose Practical File Formats 

The format should suit the way the customer is expected to use the 

product. 

For example, a guide that should always look the same on every 

device is often best supplied as a PDF. 

A worksheet that customers are expected to type into may also need 

an editable version. 

A budgeting tool is usually more useful as a spreadsheet than as a 

static document. 



A printable planner should be easy to print without unexpected 

formatting problems. 

The technology itself is rarely the important part. 

The important question is whether the chosen format supports the 

customer's task without creating unnecessary obstacles. 

Whenever possible, keep things simple. 

Most customers appreciate products that work immediately without 

requiring complicated setup or unfamiliar software. 

Test the Final Version 

Before delivering the product, use the files exactly as your customer 

will. 

Download them. 

Open them. 

Print them if they are designed for printing. 

Click every link. 

Complete every worksheet. 

Try every spreadsheet. 



Look at the product on more than one device if practical. 

Sometimes everything appears correct in the software used to create 

the product, yet small issues appear after exporting. 

A page may break in the wrong place. 

A link may stop working. 

An editable field may no longer function. 

Finding these issues yourself is far better than asking your first 

customers to discover them for you. 

Name and Organise Product Materials Properly 

Good organisation is not simply about keeping your computer tidy. 

It is part of creating a professional customer experience. 

Clear organisation also makes future updates much easier. 

Several months from now, you may decide to revise the product. 

If every file has a clear name and lives in a sensible location, updating 

it becomes straightforward. 

If the project is scattered across different folders with several 

versions called "Final", "Final New", and "Latest", even a small 

correction can become surprisingly frustrating. 



Many creators smile when they recognise those file names because 

they have all done something similar at one time or another. 

The solution is not a complicated filing system. 

It is consistency. 

Give Files Clear, Descriptive Names 

A customer should be able to understand what a file contains simply 

by reading its name. 

Names such as: 

• Start Here 

• Product Idea Workbook 

• Pricing Calculator 

• Launch Checklist 

• Sales Page Template 

• Example Sales Page 

are immediately understandable. 

By comparison, names such as: 

• Version 4 

• Final Copy 

• Workbook New 



• Use This One 

make sense only while the project is fresh in your own mind. 

A few weeks later, even you may not remember which file is which. 

Simple, descriptive names remove that uncertainty. 

Separate Working Files From Customer Files 

During production, you may create many drafts. 

That is perfectly normal. 

Keep those working files separate from the final materials that 

customers will receive. 

One straightforward folder structure might include: 

• Planning 

• Working Files 

• Final Source Files 

• Customer Delivery 

• Archive 

The exact names do not matter. 

What matters is that you always know where the finished version 

belongs. 



When the time comes to upload the product, you should not have to 

wonder whether the file you are choosing is the correct one. 

Make Future Updates Easier 

Very few digital products remain unchanged forever. 

Perhaps you discover a clearer explanation. 

Perhaps a customer asks a thoughtful question that deserves to be 

included. 

Perhaps a broken web link needs replacing. 

Good organisation makes these improvements much easier. 

You know where the original files are. 

You know which version is current. 

You know exactly what customers have already received. 

A little organisation today often saves many hours later. 

Closing 

By now, the product should feel very different from the idea that 

first appeared in your notebook or planning document. 

It has been shaped into a clear offer. 



Broken into manageable tasks. 

Created one section at a time. 

Reviewed for clarity. 

Improved where necessary. 

Tested from the customer's perspective. 

Prepared for delivery. 

Named and organised so that someone else can use it with 

confidence. 

That does not mean it is perfect. 

No useful product ever reaches a point where nothing more could be 

improved. 

There will almost always be another example you could include, 

another sentence you could rewrite, or another worksheet you could 

create. 

The question is not whether further improvements are possible. 

The question is whether the product now does the job it promised to 

do. 

Can the customer understand it? 



Can they use it without unnecessary confusion? 

Do the resources support the outcome you described? 

Is everything prepared carefully enough that the experience feels 

straightforward from beginning to end? 

If the answer is yes, then the product has reached an important 

milestone. 

It is ready to leave your desk and begin helping someone else. 

That is a satisfying point to reach, not because every possible 

improvement has been made, but because careful thought has been 

turned into something practical and useful. 

In the next chapter, attention shifts from creating the product to 

deciding what it is worth. 

Pricing often feels uncertain, especially for first-time creators. Yet 

thoughtful pricing is not about guessing what people might pay or 

trying to charge the highest amount possible. It begins by 

understanding the value your product provides, the audience it 

serves, and the role it plays in solving a specific problem. 

With a finished product now in place, you are in a much stronger 

position to make that decision with confidence and good judgement. 



  



Chapter 6 

Set a Price That Makes Sense 

Pricing Feels More Personal Than Most Business Decisions 

By the time you reach this point, you have already done a great deal 

of work. 

You have identified a problem worth solving, thought carefully about 

the people you want to help, shaped your idea into a clear offer, and 

created a product that is ready to leave your computer and reach 

real customers. 

In many ways, the hardest part should be behind you. 

Yet for many first-time creators, this is where the uncertainty 

returns. 

Not because the product is unfinished, but because it is time to 

decide what to charge for it. 

Pricing often feels different from every other decision you have 

made. 

Writing a guide, designing a worksheet, or building a planner usually 

feels practical. You are focused on creating something useful. 



Pricing feels more personal. 

Questions begin to appear that had not seemed important before. 

"Is this really worth paying for?" 

"Will people think it's too expensive?" 

"Should I charge less because this is my first product?" 

"What if nobody buys?" 

Sometimes the questions arrive one after another. You type a price 

into your sales page, stare at it for a few moments, delete it, type a 

different number, then wonder whether that one is right either. 

It is a surprisingly common experience. 

The discomfort usually has very little to do with mathematics. 

It has much more to do with uncertainty. 

When you set a price, you are making a decision without yet knowing 

how the market will respond. That can feel uncomfortable, especially 

when you have invested time and care into creating something you 

genuinely hope will help people. 

Fortunately, pricing does not have to be a guessing game. 



Like every other part of building a digital product, it becomes much 

easier once you understand what you are actually trying to achieve. 

The purpose of pricing is not to find the perfect number. 

It is to choose a price that makes sense—for your customer, for your 

business, and for the product itself. 

That is a very different goal. 

Why Pricing Often Feels Uncomfortable 

One reason pricing feels so difficult is that people often confuse the 

value of a product with their own value as a person. 

Without realising it, thoughts become tangled together. 

"If people won't pay this price, perhaps my work isn't good enough." 

"If someone asks for a refund, maybe I shouldn't be selling this at 

all." 

"If another creator charges less, perhaps I should too." 

These thoughts are understandable, but they are based on a 

misunderstanding. 

Customers are not buying you. 

They are buying a solution to a problem. 



If someone purchases a meal planner, they are hoping it will make 

meal planning easier. 

If they buy a budgeting spreadsheet, they want help organising their 

finances. 

If they purchase a checklist or workbook, they are paying for the 

time, clarity, and structure it provides. 

The price reflects the usefulness of the product—not your worth as a 

person. 

That distinction may sound small, but it changes the conversation 

completely. 

It allows you to think more objectively. 

Instead of asking, "Am I worth charging this much?" you begin 

asking, "Is this a sensible price for the problem this product helps 

solve?" 

That question is much easier to answer. 

The Fear of Getting It Wrong 

Many creators worry that there is one correct price and that 

choosing the wrong one will ruin the success of their product. 

In reality, pricing is rarely that precise. 



A product priced at £17 instead of £19 is unlikely to succeed or fail 

because of those two pounds alone. 

Likewise, a product priced at £29 instead of £27 is not automatically 

making a mistake. 

Many prices can be perfectly reasonable. 

The important thing is that the price fits the product, the audience, 

and the market you are serving. 

Remember that pricing is not permanent. 

You are making today's best decision using the information you have 

today. 

As you gain experience, receive customer feedback, improve your 

product, or expand your business, you can review that decision. 

Many successful products have changed price several times over 

their lifetime. 

That is not a sign that the original price was wrong. 

It simply reflects the fact that businesses grow and markets change. 

Comparing Yourself With Everyone Else 

Another reason pricing feels uncomfortable is comparison. 



Within a few minutes online, you can find products that appear 

similar to yours selling for £7, £27, £97, and £197. 

Some are beautifully designed. 

Some are surprisingly simple. 

Some include dozens of bonuses. 

Others consist of only a few pages. 

Looking at all of them at once can make pricing feel even more 

confusing. 

You begin wondering which one represents the "correct" market 

price. 

Usually, none of them does. 

Each product exists in its own context. 

Different audiences have different expectations. 

Different creators have different reputations. 

Different businesses have different costs. 

Different products solve different problems. 



Trying to copy another creator's price without understanding those 

differences is rather like trying to copy someone else's clothing size 

because it looks comfortable on them. 

It ignores all the factors that make the decision personal to your own 

circumstances. 

Learning from other products is valuable. 

Copying them without understanding why they are priced that way is 

much less helpful. 

Feeling Guilty About Charging 

Some people feel uncomfortable asking for payment because they 

genuinely enjoy helping others. 

They worry that charging money somehow reduces the generosity of 

what they are offering. 

It is worth remembering that creating a useful product requires time, 

thought, testing, editing, and ongoing improvement. 

Selling that product allows you to continue doing that work. 

Customers are not simply exchanging money for pages or 

worksheets. 



They are paying for something that saves them time, reduces 

confusion, or helps them reach a result more easily than they could 

on their own. 

There is nothing unreasonable about being paid for creating 

something useful. 

In fact, sustainable businesses depend on that balance. 

If every product were given away, very few creators could afford to 

continue improving their work. 

Charging a fair price allows both sides of the exchange to benefit. 

A Moment to Reflect 

Before reading further, pause for a moment and think about your 

own feelings. 

When you imagine placing a price on your product, what concerns 

you most? 

Is it the fear that nobody will buy? 

Is it worrying that people will think the price is too high? 

Or perhaps you are more concerned about charging too little and 

later realising you undervalued your work. 



There are no right or wrong answers here. 

Simply recognising your concerns often makes them easier to 

examine calmly rather than allowing them to quietly influence every 

pricing decision you make. 

Understanding Cost, Value, Positioning and 

Affordability 

Once the emotional side of pricing has been acknowledged, it 

becomes much easier to understand the practical side. 

Many pricing mistakes happen because four different ideas become 

mixed together. 

These ideas are: 

• Cost 

• Value 

• Positioning 

• Affordability 

They influence one another, but they are not the same thing. 

Understanding the difference helps pricing become much less 

confusing. 

Cost: What It Takes to Deliver the Product 



Cost is the easiest concept to understand. 

It is what you spend to create, deliver, and support your product. 

Some costs are obvious. 

You might pay for design software, website hosting, payment 

processing, or an online selling platform. 

Other costs are less visible. 

Perhaps you hired someone to proofread your workbook or create 

illustrations. 

Perhaps you pay monthly subscriptions for tools that help run your 

business. 

There is also your own time. 

While time does not appear as a bill each month, it still has value. 

Ignoring costs entirely makes it difficult to build a business that lasts. 

That does not mean every cost should simply be added to the selling 

price. 

It does mean they deserve consideration. 

Value: What the Customer Receives 



Value is something quite different. 

It describes the benefit your customer gains from using the product. 

Notice that this is not measured in pages. 

Nor is it measured in the number of files included. 

Imagine two products. 

One is a 180-page guide that contains interesting information but 

leaves readers unsure what to do next. 

The other is a 20-page workbook that helps someone make an 

important decision in a single afternoon. 

Which one creates more value? 

For many customers, the shorter workbook may be far more useful. 

People generally buy results. 

They appreciate products that save time, reduce uncertainty, 

organise information clearly, or help them avoid costly mistakes. 

That is why usefulness matters more than size. 

Positioning: The Place Your Product Occupies 

Positioning describes how your product sits within the wider market. 



Some products are intentionally affordable entry points. 

Others provide greater depth, additional resources, or ongoing 

support and are priced accordingly. 

Neither approach is automatically better. 

They simply serve different purposes. 

Think about restaurants. 

You can buy a sandwich from a supermarket, a neighbourhood café, 

an airport terminal, or a luxury hotel. 

The prices will vary considerably. 

The food may even be quite similar. 

Yet the overall experience, convenience, service, surroundings, and 

expectations are different. 

Digital products work in much the same way. 

Price communicates something about the experience customers can 

expect. 

Affordability: What Different Customers Can Pay 

Finally, there is affordability. 



Every customer has a different budget. 

A student, a retiree, a business owner, and a large company may all 

view the same price very differently. 

This is why affordability alone cannot determine your price. 

If you tried to make your product affordable for absolutely everyone, 

you would probably end up charging less than your business could 

realistically sustain. 

Instead, think about the audience you chose earlier in this toolkit. 

What is likely to feel reasonable for them? 

What would they expect to pay for a solution to the problem they 

are facing? 

Affordability should inform your thinking, but it should not be the 

only factor. 

Seeing the Bigger Picture 

When these four ideas are understood separately, pricing becomes 

much clearer. 

Your costs remind you what it takes to operate the business. 

Value reminds you why customers are willing to buy. 



Positioning helps customers understand where your product fits 

within the market. 

Affordability keeps your intended audience in mind. 

A sensible price considers all four. 

It is not chosen because one competitor charges the same amount. 

It is not based solely on page count. 

And it is certainly not a measure of your personal worth. 

It is simply one thoughtful decision that balances the needs of your 

customers with the realities of running a sustainable business. 

In the next section, we will look more closely at other products in 

your market and learn how to compare them in a way that informs 

your pricing rather than confuses it. 

Looking at Comparable Offers Carefully 

Once you understand the ideas of cost, value, positioning, and 

affordability, it becomes much easier to look at other products 

without feeling overwhelmed by them. 

Researching comparable offers is useful. 

Trying to copy them is not. 



There is an important difference. 

The purpose of looking at similar products is not to discover the 

"correct" price. 

It is to understand the market you are entering. 

Think of it as gathering context rather than collecting answers. 

You are looking for patterns. 

Compare Like With Like 

One of the most common mistakes beginners make is comparing 

products that only appear similar on the surface. 

Imagine you have created a practical workbook to help new business 

owners organise their first digital product launch. 

While researching, you find another product in the same broad topic 

priced at four times the amount. 

At first, it may seem as though your own product should be priced 

much higher. 

But when you look more closely, you discover that the more 

expensive offer includes a complete toolkit, downloadable 

templates, ongoing updates, and access to a private support 

community. 



It is solving the same broad problem in a very different way. 

The opposite happens too. 

You may find a product selling for only a few pounds and wonder 

whether your planned price is too ambitious. 

Then you notice it is only a short checklist with no supporting 

guidance. 

The products are related, but they are not directly comparable. 

This is why it helps to ask better questions than simply, "How much 

does it cost?" 

Look Beyond the Price Tag 

When reviewing similar products, take your time. 

Notice what the customer actually receives. 

Questions like these often reveal far more than the price itself: 

• Who is the product designed for? 

• What specific problem does it solve? 

• How detailed is it? 

• What format has been chosen? 

• Are there supporting templates or worksheets? 

• Does it include updates? 



• Are bonuses included? 

• How clearly is the product presented? 

• Does the creator already have an established reputation? 

You may discover that two products with almost identical prices are 

offering very different experiences. 

Likewise, products with large price differences sometimes solve 

completely different problems. 

Looking carefully helps you understand the market without 

becoming trapped by individual examples. 

Avoid the Extremes 

When researching, it is easy to become distracted by unusually 

cheap or unusually expensive products. 

The lowest-priced offer may exist because it is being used to attract 

new customers. 

The highest-priced offer may include personal support, coaching, or 

additional services that your product does not provide. 

Neither should automatically become your benchmark. 

Instead, notice where most comparable products sit. 



Markets often develop a broad pricing range rather than one fixed 

figure. 

Understanding that range gives you room to make your own 

decision. 

Quality Matters Too 

Price alone tells only part of the story. 

Spend time looking at the overall quality of comparable products. 

Read descriptions carefully. 

Look at previews where available. 

Notice how clearly the product is organised. 

Ask yourself whether the product appears easy to use. 

Sometimes you will come across expensive products that feel 

confusing. 

Other times you will find modestly priced products that are 

exceptionally well presented. 

This is a useful reminder that quality and price are related, but not 

identical. 



Customers often notice thoughtful organisation, practical guidance, 

and clarity long before they count the number of pages. 

Look for Patterns Rather Than Answers 

After reviewing several products, step back. 

Instead of asking which price is correct, ask what you have learned. 

Perhaps most beginner products in your niche include practical 

worksheets. 

Perhaps downloadable templates are common. 

Perhaps products solving urgent business problems tend to be priced 

differently from those focused on hobbies. 

These observations help you understand customer expectations. 

They do not tell you exactly what to charge. 

That decision still belongs to you. 

A Moment to Reflect 

Choose five products that address a similar problem to yours. 

Rather than writing down only their prices, make notes about: 

• who they are designed for 



• what they include 

• what makes them useful 

• what seems particularly clear 

• what you feel could have been explained better 

You will often learn far more from these observations than from the 

price itself. 

Pricing Based on Usefulness Rather Than Page Count 

After researching similar products, many new creators begin asking 

another question. 

"How many pages should my product have?" 

It sounds sensible. 

After all, larger books usually contain more words than smaller ones. 

Longer reports often require more work than shorter reports. 

Surely more pages should mean a higher price. 

Not necessarily. 

Customers rarely buy a digital product because it contains a certain 

number of pages. 

They buy it because they believe it will help them achieve something. 



That distinction changes everything. 

Customers Value Progress 

Imagine two different products. 

The first is a beautifully designed guide containing 180 pages of 

information. 

It explains every aspect of a topic in great detail but offers very little 

help applying that knowledge. 

The second product is only 35 pages long. 

It includes practical worksheets, clear decision-making tools, and a 

step-by-step process that helps the customer complete an important 

task over the course of a weekend. 

Which product creates more value? 

The answer depends on what the customer needs. 

If they want detailed reference material, the first product may be 

ideal. 

If they want practical results, the second may be far more useful. 

Length alone tells us very little. 

Clarity Often Has Greater Value Than Volume 



Many beginners believe they should continue adding more content 

because they worry customers will feel disappointed by a shorter 

product. 

Ironically, the opposite sometimes happens. 

An overloaded product can become tiring to work through. 

Important ideas become buried beneath less important ones. 

Exercises appear before enough explanation has been given. 

Customers finish the product feeling informed but unsure what to do 

next. 

A focused product often creates a better experience because every 

section has a purpose. 

It respects the customer's time. 

It removes unnecessary complexity. 

It helps them move steadily from one step to the next. 

That usefulness is where much of the product's value comes from. 

Think About the Time You Save 

One helpful way to think about value is to consider the time your 

product saves. 



A carefully designed pricing calculator may help someone reach a 

confident decision in ten minutes. 

A simple checklist may prevent expensive mistakes. 

A workbook may replace hours of uncertainty with a clear plan. 

These products may not contain hundreds of pages. 

Yet they can still provide significant value. 

Customers often appreciate products that simplify decisions far more 

than products that simply provide more information. 

A Familiar Analogy 

Think about a map. 

A map contains far fewer words than a novel. 

No one complains about that. 

Its purpose is entirely different. 

Its value comes from helping someone reach a destination without 

becoming lost. 

Digital products work in much the same way. 

Their value lies in what they enable people to do. 



The number of pages is only one small part of the picture. 

Ask a Better Question 

Instead of asking: 

"Have I created enough pages?" 

Try asking: 

"Have I created enough value?" 

That question naturally shifts your attention towards usefulness 

rather than quantity. 

It encourages you to think about the customer's experience instead 

of simply increasing the size of the product. 

Choosing Between Low-Cost, Standard and Premium 

Positioning 

Eventually, every creator needs to decide where their product sits 

within the market. 

There is no universally correct answer. 

A lower-priced product is not automatically inferior. 

A premium-priced product is not automatically better. 

They simply serve different purposes. 



The important thing is to choose deliberately rather than arriving at a 

price through uncertainty. 

Low-Cost Positioning 

Lower-priced products often work well as simple, focused solutions. 

They are usually easy to understand, require little explanation, and 

allow customers to make a buying decision quickly. 

Examples might include: 

• printable planners 

• checklists 

• templates 

• short workbooks 

• reference guides 

Many businesses also use lower-priced products to introduce new 

customers to their work. 

The lower price reduces hesitation while allowing customers to 

experience the quality of the creator's products. 

The goal is not simply to be inexpensive. 

It is to provide clear value in a straightforward format. 

Standard Positioning 



For many independent creators, this becomes the natural home for 

their main products. 

These products often provide a more complete solution. 

They may include a guide, worksheets, templates, planners, 

examples, or several supporting resources working together. 

Customers generally expect a little more depth, but they also expect 

the product to remain practical and accessible. 

Many successful digital products sit comfortably in this part of the 

market because they balance usefulness with affordability. 

Premium Positioning 

Premium products usually offer more than additional pages. 

They often provide a broader or deeper solution. 

This may include extensive resource libraries, specialist templates, 

regular updates, or other features that create additional value. 

Sometimes premium positioning also reflects a highly specialised 

audience or a problem with significant financial or professional 

consequences. 

It is important not to assume that every product should become 

premium. 



Charging a higher price simply because it feels more impressive 

rarely creates a better customer experience. 

Premium pricing works best when the overall product genuinely 

supports those expectations. 

Let the Product Lead the Decision 

It is tempting to begin by asking: 

"What price would I like to charge?" 

A more helpful question is: 

"What kind of product have I actually created?" 

Does it provide one focused solution? 

Does it solve a broader problem? 

How much guidance does it include? 

Who is the intended customer? 

How important is the problem they are trying to solve? 

These questions usually lead towards a sensible position more 

naturally than choosing a number first. 

A Moment to Reflect 



Think about your own product. 

Which description feels most accurate? 

Is it a straightforward solution to one clearly defined problem? 

Is it a comprehensive toolkit with several supporting resources? 

Does it sit somewhere comfortably between those two? 

There is no prize for choosing the highest price. 

Nor is there any virtue in charging less than the product deserves. 

The goal is simply to match the price with the experience you are 

offering. 

Once that decision has been made, pricing becomes much easier to 

explain—to yourself as much as to your customers. 

In the next section, we will look at ways to introduce your product to 

the market, including launch pricing, discounts, bundles, and 

additional offers, while avoiding the common trap of permanently 

undervaluing your work. 

 



Using Introductory Prices Without Permanently 

Undervaluing the Product 

By now, you may have a price in mind. 

You have thought about the value your product provides, looked 

carefully at similar offers, and decided where your product sits within 

the market. 

Even so, another question often appears. 

"Should I launch at a lower price?" 

For many first-time creators, the idea is appealing. 

A lower introductory price feels less risky. 

It may encourage early sales, attract your first customers, and help 

you collect valuable feedback. 

These are all sensible reasons. 

The difficulty begins when a temporary price quietly becomes a 

permanent one. 

Why Introductory Pricing Can Be Helpful 

Launching a new product is different from selling one that has 

already built a reputation. 



At the beginning, you may have very few customer reviews, 

testimonials, or recommendations. 

Potential buyers know less about you and less about your product. 

An introductory price can reduce some of that hesitation. 

It acknowledges that early customers are placing trust in something 

new. 

It can also give you the opportunity to observe how people use your 

product. 

Perhaps they ask questions that reveal an area needing clearer 

explanation. 

Perhaps they suggest an additional worksheet or point out a section 

that could be simplified. 

Early customers often provide insights that improve later versions of 

the product. 

Seen in this way, introductory pricing is not simply about selling 

more copies. 

It is about learning. 

Decide Before You Launch 



If you choose to use an introductory price, make the decision 

deliberately. 

Before your product goes on sale, answer a few questions for 

yourself. 

How long will the introductory price last? 

What will the regular price be? 

What will justify the increase? 

Will it happen after a certain date, after receiving customer 

feedback, or after adding new material? 

Making these decisions in advance prevents uncertainty later. 

Otherwise, it becomes very easy to leave the introductory price 

unchanged simply because increasing it feels uncomfortable. 

Do Not Let Fear Set the Price 

Many creators tell themselves they are offering an introductory price 

when the real reason is anxiety. 

They worry that no one will buy unless the product is very 

inexpensive. 

That may or may not be true. 



The important thing is to recognise the difference between strategy 

and fear. 

A strategic introductory price has a clear purpose and a clear end 

point. 

A fear-driven price often remains unchanged because the creator 

never feels confident enough to increase it. 

Over time, this can create a difficult situation. 

Customers become accustomed to the lower price. 

Increasing it later feels more awkward than it would have if the 

original plan had been communicated from the beginning. 

It Is Normal for Prices to Change 

Many businesses adjust prices over time. 

Costs change. 

Products improve. 

Additional resources are added. 

Experience grows. 

Customers rarely expect a business to charge exactly the same price 

forever. 



What matters is that changes are reasonable and clearly explained 

where appropriate. 

If your product has become more useful, includes additional 

material, or reflects several months of improvements, a price review 

is perfectly sensible. 

It is part of running a business, not a sign that something has gone 

wrong. 

Understanding Discounts, Bundles, Order Bumps and 

Upsells 

As your collection of products grows, pricing becomes more flexible. 

Instead of thinking only about the price of one product, you begin 

thinking about how different products work together. 

This does not mean creating complicated sales processes. 

It simply means giving customers sensible options. 

When used thoughtfully, these options can improve the customer 

experience while also increasing the value of each sale. 

Discounts 

Almost everyone enjoys receiving a discount. 



There is nothing wrong with offering one from time to time. 

The important question is why you are offering it. 

Occasional discounts can be useful when introducing a new product, 

celebrating an anniversary, or running a limited promotion. 

They create a genuine reason for customers to act now rather than 

later. 

Problems arise when discounts become permanent. 

If customers believe your products are always on sale, the 

discounted price gradually becomes the expected price. 

People simply wait for the next promotion. 

The full price loses credibility because very few customers actually 

pay it. 

For this reason, discounts are usually most effective when they 

remain occasional rather than constant. 

Bundles 

A bundle combines two or more related products into a single offer. 

The key word is related. 



Imagine someone purchasing a guide on planning their first digital 

product. 

A workbook, content planner, pricing calculator, and launch checklist 

naturally support that guide. 

Together they create a more complete solution. 

By comparison, adding an unrelated product simply because it 

increases the number of files rarely improves the customer's 

experience. 

Bundles work best when the products complement one another. 

The customer feels they are receiving a more convenient solution 

rather than a random collection of downloads. 

Order Bumps 

An order bump is a small additional purchase offered during the 

checkout process. 

Because it appears at the point of purchase, it should be closely 

connected to the main product. 

Examples might include: 

• a printable planner to accompany a guide 

• an editable spreadsheet alongside a workbook 



• a collection of templates that save additional time 

• a resource pack that expands on the main topic 

Notice that each example makes the original purchase more useful. 

That should always be the goal. 

Customers should feel that the additional product genuinely helps 

them. 

If an order bump exists only because it might increase revenue, it 

often feels unnecessary. 

Upsells 

An upsell appears after the customer has chosen to buy the original 

product. 

Unlike an order bump, it usually offers a more comprehensive next 

step rather than a small addition. 

Imagine someone purchasing a beginner's guide. 

A natural upsell might be a complete toolkit that includes planners, 

templates, worksheets, and additional resources. 

The customer has already decided they are interested in solving the 

problem. 



The upsell simply offers a broader solution. 

Again, relevance matters. 

A customer who has just purchased a productivity planner is unlikely 

to appreciate being offered an unrelated product simply because it is 

available. 

The best upsells continue the conversation that has already begun. 

Think About the Customer First 

It is easy to become fascinated by pricing strategies. 

You may read about bundles, discounts, order bumps, and upsells as 

though they are techniques for increasing revenue. 

While they certainly can increase sales, that should not be their only 

purpose. 

Used thoughtfully, each one helps the customer choose the level of 

support that suits their needs. 

Some people need only the main guide. 

Others appreciate additional templates or planning tools. 

A few may want the most complete package available. 



Offering these choices respectfully often creates a better buying 

experience than presenting only one option. 

Allowing for Platform Fees, Refunds, Taxes, 

Advertising and Contractor Costs 

Until now, we have mostly discussed the price your customer sees. 

There is another side to pricing that deserves equal attention. 

The amount a customer pays is not necessarily the amount your 

business keeps. 

This is an important distinction, especially for new creators. 

Revenue Is Not the Same as Profit 

Suppose your product sells for £30. 

It is tempting to think that every sale earns £30. 

In practice, several costs may reduce that amount before it becomes 

profit. 

The platform you sell through may charge a fee. 

Payment processors may deduct a percentage from each transaction. 

Advertising costs may have helped generate the sale. 



You may also have paid for proofreading, graphic design, or technical 

support while creating the product. 

These costs are part of running the business. 

Ignoring them can make a product appear more profitable than it 

really is. 

Consider the Full Picture 

As your business grows, some common costs may include: 

• selling platform fees 

• payment processing charges 

• advertising 

• email marketing software 

• website hosting 

• graphic design 

• editing or proofreading 

• contractor payments 

• software subscriptions 

• taxes 

• occasional refunds 

Not every business will have all of these expenses. 

The exact list depends on how your products are created and sold. 



The important point is simply to remember that they exist. 

Pricing decisions become much easier when they are based on the 

complete picture rather than only the selling price. 

A Simple Example 

Imagine you sell a digital planner for £25. 

After payment processing and platform fees, you receive slightly less. 

Perhaps you also spent money advertising the product. 

Maybe a designer created the cover. 

You now have a more realistic understanding of what each sale 

contributes to the business. 

There is no need to create complicated financial calculations at this 

stage. 

The important lesson is simply this: 

Revenue is what customers pay. 

Profit is what remains after the genuine costs of creating and selling 

the product have been taken into account. 

Keeping that distinction in mind helps you make pricing decisions 

that support both your customers and your business. 



Build a Sustainable Business 

Some creators price products so low that every sale creates very 

little room for future growth. 

There is little money available for improving the product, creating 

new resources, or investing in better tools. 

Over time, this can become discouraging. 

A sustainable price allows you to continue maintaining and 

improving your work. 

It makes future updates possible. 

It supports better customer service. 

It creates the opportunity to develop additional products. 

In other words, thoughtful pricing benefits both sides. 

Customers receive products that continue to improve. 

You build a business that has the resources to keep serving them 

well. 

As you become more experienced, you will find that pricing becomes 

less about choosing a number and more about balancing value, 



customer expectations, and the practical realities of running a 

business. 

In the final part of this chapter, we will look at how to recognise 

when a price should be reviewed and why changing a price over time 

is often a natural sign that your product—and your business—is 

continuing to grow. 

Knowing When a Price Should Be Reviewed 

Once you begin selling your product, it can be tempting to think that 

your pricing decision is finished. 

In reality, it is simply the beginning. 

No business operates in exactly the same way year after year. 

Products improve, markets change, costs rise, and customers' 

expectations evolve. A price that made perfect sense when you 

launched may not be the right price twelve months later. 

That does not mean you should change your prices frequently or 

without careful thought. 

It simply means that pricing should be reviewed from time to time 

rather than forgotten. 



Think of it in the same way you might service a car or review your 

household budget. You are not assuming something is wrong. You 

are simply checking that everything still makes sense. 

Your Product Is No Longer the Same Product 

One of the most common reasons to review a price is that the 

product itself has changed. 

Perhaps you have added several new worksheets. 

You may have rewritten sections that customers found confusing. 

Maybe you have included new templates, expanded the workbook, 

or updated information that had become outdated. 

Small improvements accumulate over time. 

What began as a straightforward guide may gradually become a 

much more comprehensive resource. 

If the product delivers considerably more value than it did when it 

first launched, reviewing the price is perfectly reasonable. 

Customers are not paying for the age of the product. 

They are paying for the value they receive today. 

Listen to What Customers Are Telling You 



Customers often provide valuable clues about whether your pricing 

still feels appropriate. 

Sometimes those clues are direct. 

A customer may comment that your product contains much more 

than they expected. 

Another may tell you it saved them hours of work. 

Comments like these suggest that customers perceive strong value. 

Other clues are more subtle. 

If people regularly purchase your product without hesitation, rarely 

ask questions about the price, and leave positive feedback 

afterwards, it may indicate that your pricing is comfortably aligned 

with the value you provide. 

That does not automatically mean your price should increase. 

It simply gives you useful information. 

Equally, if potential customers consistently tell you they are confused 

about what the product includes, the issue may not be the price at 

all. 

It could be that your sales page needs to explain the product more 

clearly. 



This is why it is important not to assume that every slow-selling 

product is overpriced. 

Sometimes the problem lies elsewhere. 

Review the Whole Business 

Pricing should never be viewed in isolation. 

A product exists within a wider business. 

Perhaps your software subscriptions have increased. 

Your selling platform may have changed its fees. 

You may now invest in professional editing or customer support. 

Advertising costs may have risen. 

These changes affect the overall cost of running your business. 

Ignoring them for years can slowly reduce profitability, even if sales 

remain healthy. 

Reviewing your prices occasionally helps ensure your business 

remains sustainable. 

A sustainable business is better able to improve products, support 

customers, and continue creating useful resources. 



Resist Constant Price Changes 

While regular reviews are helpful, constant price changes usually are 

not. 

Customers appreciate consistency. 

If prices seem to change every few weeks, people may become 

uncertain about when to buy. 

Some may delay their purchase because they hope another 

reduction is coming. 

Others may lose confidence if they cannot understand why prices 

move so often. 

It is usually better to make thoughtful adjustments occasionally than 

frequent small changes driven by emotion. 

If you review your pricing calmly and with clear reasons, customers 

are far more likely to understand those decisions. 

Avoid Measuring Success by Sales Alone 

When a product sells well, the immediate temptation is to wonder 

whether the price should increase. 

When sales slow down, the opposite thought often appears. 



Perhaps the price should be reduced. 

Although these reactions are understandable, they rarely tell the 

whole story. 

Sales are influenced by many factors. 

Seasonal demand changes throughout the year. 

Your audience may be growing. 

Your marketing may have improved. 

Your product page may now explain the benefits more clearly. 

Sometimes sales increase because more people have discovered 

your business—not because the price was too low. 

Likewise, slower sales may result from reduced website traffic or 

fewer promotional activities rather than the price itself. 

For this reason, pricing decisions should be based on several pieces 

of information rather than one week's sales figures. 

Stepping back and looking at the wider picture usually leads to better 

decisions. 

Trust Experience More Than Emotion 

Your first pricing decision probably felt uncertain. 



That is perfectly normal. 

As you gain experience, pricing gradually becomes less emotional. 

You begin recognising patterns. 

You understand your customers more clearly. 

You know which products consistently help people and which 

resources are used most often. 

Experience quietly replaces guesswork. 

This is one of the advantages of continuing to build your business 

over time. 

You no longer rely entirely on assumptions. 

Instead, your decisions are informed by real customer behaviour and 

your own growing understanding of the market. 

A Final Reflection 

Before leaving this chapter, take a few minutes to think about your 

own product. 

Ask yourself: 

• Does my current price reflect the value the customer receives 

today? 



• Have I considered all the costs involved in creating and selling 

this product? 

• Is my pricing based on careful thought rather than fear or 

comparison? 

• If I reviewed this price in six months' time, what information 

would help me make a better decision? 

You do not need perfect answers. 

Simply asking these questions encourages you to approach pricing 

with curiosity rather than anxiety. 

Closing 

Pricing is often treated as though it is a mysterious skill that only 

experienced business owners understand. 

In reality, it is much more practical than that. 

It begins with understanding the problem your product solves and 

the value it creates for the people who buy it. 

From there, you consider where your product fits within the market, 

what it costs to create and deliver, and what feels fair for both your 

customer and your business. 

There will rarely be one perfect price. 



Several different prices may all be reasonable. 

The goal is not to discover a magic number that guarantees success. 

It is to choose a price that reflects the usefulness of your work while 

giving your business room to grow. 

Remember, your first price is not a lifelong commitment. 

As your product improves, as your customers teach you more about 

their needs, and as your business develops, you can review your 

pricing with confidence rather than hesitation. 

A thoughtful business is rarely built through dramatic decisions. 

More often, it grows through a series of sensible ones. 

Choosing a fair, sustainable price is one of those decisions. 

It respects the effort you have invested, recognises the value your 

product provides, and creates a healthy exchange between you and 

your customers. 

With your product created, organised, and now priced, you are ready 

for the next step. 

In the following chapter, we will turn our attention to preparing your 

product for launch. You will learn how to present it clearly, 



communicate its value without exaggeration, and give your first 

customers every reason to feel confident about buying from you. 

  



Chapter 7 

Build a Simple Sales Page 

The Product Is Clear to You, but Not Yet to the Customer 

By the time you begin writing a sales page, you know your product 

well. 

You know why each section is there. You understand how the 

worksheets connect. You know what the customer should do first, 

what comes next, and what result the product is designed to 

support. 

A potential customer knows none of this. 

They may see only a title, a product image, a short description, and a 

price. 

That gap matters. 

It explains why a useful product can still be difficult to sell. The 

problem is not always the product itself. Sometimes the customer 

simply cannot tell what it is, who it is for, or why it would help them. 

This is where the sales page comes in. 



A sales page is not there to make an ordinary product sound 

extraordinary. It is not a performance. It is not a place to use 

dramatic language because you feel you are supposed to. 

Its purpose is much simpler. 

It helps the right person understand what you are offering and 

decide whether it is suitable for them. 

That is all. 

Many first-time creators feel uneasy about this part of the process. 

Creating the product feels useful and practical. Writing about it can 

feel like self-promotion. 

You may worry about sounding pushy. 

You may wonder whether you need to use stronger language than 

feels natural. 

You may look at other sales pages and notice large promises, 

countdown timers, repeated buttons, and urgent phrases. It can 

create the impression that selling requires a completely different 

voice from ordinary human communication. 

It does not. 

A clear, honest page can be persuasive without becoming forceful. 



In fact, clarity is often more persuasive than pressure because it 

helps the customer feel safe enough to think. 

They can understand what they are buying. 

They can see how it may help. 

They can decide whether the price feels reasonable. 

And they can leave if it is not right for them. 

That last point matters too. 

A good sales page should not try to turn every visitor into a 

customer. Some people will not need the product. Some will not be 

ready. Some will want a different kind of solution. 

Clear communication helps those people recognise that quickly. 

It also helps suitable customers move forward with greater 

confidence. 

Before you begin writing, pause and imagine someone arriving on 

the page for the first time. 

They do not know what you know. 

What would they need to understand before they could make a 

sensible decision? 



That question will guide the whole page. 

What a Sales Page Needs to Do 

A sales page does not need to tell the customer everything you know 

about the subject. 

It needs to answer the questions that matter to the purchase. 

Most customers are quietly asking some version of the following: 

• Is this meant for someone like me? 

• Does it address the problem I have? 

• What exactly will I receive? 

• How will it help me? 

• Is it easy to use? 

• Is the price reasonable? 

• What happens after I buy? 

• Is there anything important I should know before deciding? 

A useful page answers these questions in a logical order. 

The reader should not have to search through long paragraphs to 

find the price. They should not need to read customer reviews simply 

to understand what the product contains. They should not reach the 

checkout page still wondering whether the files are printable, 

editable, or delivered immediately. 



Confusion creates hesitation. 

This is not because customers are impatient or unwilling to think. It is 

because buying already involves a small amount of uncertainty. The 

more unclear the offer feels, the more effort the customer has to 

make before trusting it. 

When that effort becomes too high, many people simply leave the 

page. 

They may intend to return later. 

Usually, they do not. 

This is why the sales page should reduce uncertainty rather than add 

to it. 

The Page Does Not Have to Be Long 

Some sales pages are short. 

Others are several thousand words. 

The appropriate length depends on the product. 

A low-cost printable checklist may need only a clear description, a 

preview, the price, and a few practical details. 



A larger toolkit may need more explanation because the customer 

wants to understand how the different parts fit together. 

A specialist business product may need examples, detailed contents, 

and answers to technical questions. 

Length should follow complexity. 

It should not be used to make the offer appear more valuable. 

A short page can feel complete when it answers the right questions. 

A long page can still feel empty when it repeats the same promise in 

different words. 

The Page Should Help People Decide 

It is tempting to think that the page has failed whenever someone 

does not buy. 

That is not necessarily true. 

If the page helps an unsuitable customer realise that the product is 

not what they need, it has done useful work. 

Clear descriptions can reduce disappointment and refund requests. 

They can also help you attract customers who are more likely to use 

the product properly and value what it provides. 



The goal is not maximum persuasion. 

It is accurate understanding. 

Before drafting the page, write down the questions a careful 

customer is likely to ask. 

Do not try to answer them beautifully yet. Write them plainly. 

Those questions will give you the basic structure of the page. 

Writing a Clear Headline 

The headline is usually the first thing a visitor notices. 

Its job is not to impress them. 

Its job is to help them understand what the page is about. 

That may sound obvious, but many headlines become less clear 

during the writing process. A creator begins with a simple sentence, 

worries that it sounds ordinary, and starts adding stronger words. 

The result may sound more polished, but it often communicates less. 

A clear headline usually tells the customer one or more of the 

following: 

• what the product helps them do 

• what problem it addresses 



• who it is for 

• what kind of product it is 

For example: 

A Practical Toolkit for Planning and Launching Your First Digital 

Product 

This tells the reader what the product is, what it helps with, and who 

it is likely to suit. 

Another example might be: 

Create a Clear Monthly Budget Without Building a Complicated 

Spreadsheet 

This focuses on the result and removes a common concern. 

Or: 

A Simple Meal-Planning System for Busy Families 

This identifies the product, the purpose, and the audience in one 

line. 

None of these headlines is dramatic. 

That is not a weakness. 

The reader understands them quickly. 



Recognition Matters More Than Surprise 

A headline does not need to shock or intrigue everyone. 

It needs to create recognition in the right person. 

Someone who has been struggling to plan a first digital product 

should be able to see the headline and think, “This may be relevant 

to me.” 

That moment is more useful than surprise. 

Clever wording can sometimes work, but it should not come at the 

cost of understanding. If the reader has to interpret the headline 

before knowing what the product does, it is probably working too 

hard. 

Use a Supporting Subheading 

Sometimes the headline cannot carry every important detail without 

becoming too long. 

A subheading can help. 

For example: 

Build Your First Digital Product With a Clear, Manageable Plan 



Use practical worksheets, pricing tools, launch checklists, and 

templates to move from an untested idea to a finished offer. 

The headline creates interest. 

The subheading explains the product more fully. 

Together, they give the reader a clear starting point. 

Write Plain Options First 

Do not try to write the final headline immediately. 

Begin with five plain versions. 

Write them as if you were explaining the product to someone across 

a table. 

You might start with: 

• A toolkit for creating and selling a digital product 

• Plan, price, and launch your first digital product 

• A practical business toolkit for first-time product creators 

• Create your first digital product with step-by-step planning 

tools 

• Everything you need to organise your first product launch 

Once the basic meaning is clear, you can improve the wording. 



This approach usually produces stronger headlines than trying to 

sound clever from the beginning. 

Ask yourself: 

• Would my intended customer understand this immediately? 

• Does it describe what the product genuinely helps with? 

• Is the promise specific enough to be believable? 

• Would I say this sentence naturally in conversation? 

A headline does not need to carry the entire sale. 

It only needs to help the right person keep reading. 

Describing the Customer’s Problem Without 

Overstating It 

After the headline, the customer needs to feel that the page 

understands their situation. 

This does not mean making the problem sound worse than it is. 

It means describing it accurately enough for the reader to recognise 

themselves. 

Many sales pages move too quickly into dramatic language. 

A simple frustration becomes a crisis. 



A lack of organisation becomes proof that the customer is failing. 

A delayed decision is presented as though it will lead to disaster. 

This approach may create emotion, but it can also create distance. 

The customer may think, “That is not how I feel.” 

Or worse, “This page is trying to make me anxious.” 

A more grounded approach is often stronger. 

Use Ordinary Frustrations 

Suppose your product helps someone create their first digital 

product. 

The customer may be dealing with problems such as: 

• having several ideas but not knowing which one to choose 

• starting documents and leaving them unfinished 

• spending too long researching tools 

• worrying that the product is too simple 

• being unsure what to charge 

• having no clear order for completing the work 

• collecting advice from many sources without forming a plan 

These are not dramatic problems. 



They are still real. 

A sales page might say: 

You may already have several ideas, notes in different places, and a 

rough picture of what you want to create. The difficulty is turning all 

of that into one clear product that can actually be finished and sold. 

This sentence recognises the customer without overstating their 

distress. 

It sounds plausible because it is drawn from ordinary experience. 

Do Not Tell the Customer How They Feel 

Be careful with phrases such as: 

• You are exhausted. 

• You are desperate. 

• You feel completely stuck. 

• You are tired of failing. 

• You have lost all confidence. 

Some customers may feel these things. 

Others will not. 

It is usually better to describe the situation and allow the reader to 

recognise their own emotions. 



For example: 

It is easy to spend more time comparing ideas than developing one 

of them. 

This is specific and believable. 

It does not tell the customer what emotion they must be 

experiencing. 

Show Understanding Without Creating Shame 

A customer should not feel blamed for having the problem your 

product addresses. 

They may already feel uncertain. 

The sales page should not deepen that discomfort in order to make 

the product appear more necessary. 

Avoid language that suggests the customer is careless, lazy, 

uncommitted, or behind everyone else. 

Instead, acknowledge why the problem is understandable. 

For example: 



With so many platforms, product formats, pricing suggestions, and 

launch methods available, it can be difficult to know what actually 

matters at the beginning. 

This explains the situation. 

It does not attack the person. 

Before moving on, read your problem description and ask: 

Would the intended customer feel recognised, or would they feel 

that their situation had been exaggerated? 

That question is usually enough to reveal where the wording needs 

to soften. 

Presenting the Product as a Practical Next Step 

Once the page has described the problem clearly, you can introduce 

the product. 

The transition should feel natural. 

You have shown the customer that you understand the difficulty. 

Now you are explaining how the product may help. 

Avoid presenting the product as though it removes every obstacle. 

A digital guide cannot guarantee success. 



A workbook cannot make decisions on behalf of the customer. 

A planner cannot ensure that every task gets completed. 

What the product can do is provide structure, clarity, tools, and a 

sensible next step. 

That is valuable enough. 

Focus on What the Product Helps the Customer Do 

A weak introduction often praises the product without explaining it. 

For example: 

This powerful, complete, carefully designed toolkit contains 

everything you need to succeed. 

The sentence sounds confident, but it leaves important questions 

unanswered. 

A clearer version might be: 

The Digital Product Business Toolkit gives you a practical set of 

worksheets, calculators, templates, and planning tools to help you 

choose an idea, test it, create the product, set a price, and prepare 

for launch. 

This version explains what the product is and how it is used. 



It does not need exaggerated language. 

The usefulness is visible in the description. 

Let the Customer’s Progress Remain Central 

The product is not the main character. 

The customer’s progress is. 

This means the page should not spend too much time talking about 

how much effort went into creating the product or how proud you 

are of it. 

Those details may be meaningful to you, but the customer is mainly 

asking: 

How will this help me? 

A simple sentence can keep the focus where it belongs: 

Instead of trying to make every decision at once, you can work 

through the business one stage at a time. 

That tells the customer how the product changes the process. 

Use Grounded Language 

Useful phrases include: 



• helps you organise 

• gives you a clear starting point 

• guides you through 

• makes it easier to compare 

• brings the main resources together 

• helps you avoid overlooking important steps 

• provides a structure you can return to 

Avoid claims such as: 

• guarantees success 

• creates effortless income 

• removes all uncertainty 

• works for everyone 

• produces immediate results 

• changes everything 

The product does not need to promise a dramatic result to feel 

useful. 

It needs to solve a real problem in a practical way. 

A helpful sentence structure is: 

This product helps [customer] to [practical result] by giving them 

[method, structure, or resource]. 



For example: 

This toolkit helps first-time digital product creators move from a 

rough idea to a finished offer by giving them a clear process and the 

practical tools needed at each stage. 

That sentence can become the foundation of the product 

introduction. 

Explaining What Is Included 

Once the customer understands what the product is designed to do, 

they will want to know exactly what they are buying. 

This is where clarity becomes especially important. 

A phrase such as “includes many valuable resources” tells the 

customer very little. 

How many resources? 

What kind? 

What are they for? 

Will they be useful to this particular person? 

The page should answer those questions. 

Name the Main Components 



List the important parts of the product using familiar language. 

For a toolkit, this might include: 

• Product Idea Workbook 

• Validation Checklist 

• Pricing Calculator 

• Content Planner 

• Sales Page Template 

• Launch Checklist 

• Business Planner 

Do not rely only on the titles. 

Add a brief explanation of what each item helps the customer do. 

For example: 

Product Idea Workbook 

Helps you turn broad interests and experience into a shortlist of 

realistic product ideas. 

Pricing Calculator 

Helps you compare costs, market prices, and profit before choosing a 

selling price. 



Launch Checklist 

Provides one place to track the essential tasks that need to be 

completed before the product goes live. 

These short explanations make the contents more meaningful. 

Group Larger Products by Purpose 

If the product contains many resources, a long list can become tiring. 

Grouping related items helps the customer understand the structure. 

For example: 

Planning Tools 

• Product Idea Workbook 

• Problem and Solution Worksheet 

• Customer Profile Template 

• Business Planner 

Creation Tools 

• Content Outline Template 

• Production Schedule 

• Task and Deadline Tracker 

• Quality Review Checklist 

Selling Tools 



• Pricing Calculator 

• Sales Page Template 

• Email Templates 

• Launch Checklist 

This is easier to scan than one list of twenty items. 

It also shows that the materials work together. 

Include Practical Delivery Details 

Customers may also need to know: 

• whether the product is digital 

• which file formats are included 

• whether pages can be printed 

• whether files can be edited 

• how the product is delivered 

• whether access is immediate 

• whether updates are included 

• whether special software is required 

These details may seem obvious to the creator. 

They are not always obvious to the customer. 



Someone may hesitate because they are unsure whether a 

spreadsheet works on their device. Another person may assume a 

workbook is editable when it is designed only for printing. 

A short, direct explanation can remove that uncertainty. 

For example: 

The toolkit is delivered as a collection of downloadable PDF 

worksheets and editable spreadsheet files. You can print the 

worksheets or complete them digitally using a compatible PDF 

reader. 

The customer now knows what to expect. 

Turning Product Features Into Meaningful Benefits 

Explaining what is included is necessary. 

It is not enough on its own. 

The customer also needs to understand why those features matter. 

A feature is something the product contains. 

A benefit is the practical value that feature provides. 

For example: 



Feature: Weekly planning pages 

Benefit: Helps the customer turn a large project into manageable 

weekly tasks. 

Feature: Editable pricing spreadsheet 

Benefit: Allows the customer to test different prices and see how 

fees and costs affect profit. 

Feature: Product quality checklist 

Benefit: Helps the customer identify missing information, unclear 

instructions, and technical problems before release. 

The feature tells the customer what they receive. 

The benefit tells them why it is useful. 

Practical Benefits Are Strong Enough 

Some creators believe benefits have to sound emotional or dramatic. 

They do not. 

Saving time is a benefit. 

Reducing confusion is a benefit. 

Avoiding an overlooked task is a benefit. 

Making a difficult decision easier is a benefit. 



Bringing scattered information into one place is a benefit. 

These outcomes may sound modest, but they are often exactly what 

the customer wants. 

A business planner does not need to promise financial freedom. 

It can simply help someone organise priorities, costs, deadlines, and 

next steps. 

That is specific, useful, and believable. 

Do Not Promise Results the Product Cannot Control 

The product may contribute to a result without guaranteeing it. 

A pricing calculator can help someone choose a more informed price. 

It cannot guarantee sales. 

A launch checklist can help someone prepare properly. 

It cannot guarantee a successful launch. 

A business planner can improve organisation. 

It cannot make the customer complete the work. 

The sales page should respect that distinction. 

Instead of saying: 



This launch checklist will make your product successful. 

Say: 

This checklist helps you organise the main tasks that should be 

completed before your product goes live. 

The second statement is more accurate. 

It is also easier to trust. 

Use a Simple Comparison 

A useful way to review your product description is to create two 

columns: 

What Is Included Why It Matters 

Product Idea 

Workbook 

Helps turn broad interests into a workable 

shortlist 

Competitor Review 

Table 

Makes it easier to compare offers without 

copying them 

Pricing Calculator 
Helps balance value, costs, and market 

expectations 

Sales Page Template 
Provides a clear structure for explaining the 

product 



What Is Included Why It Matters 

Launch Checklist 
Helps prevent important launch tasks from 

being forgotten 

You may not use this table on the final sales page. 

The exercise helps you discover the language that belongs there. 

Ask yourself: 

Have I explained only what the product contains, or have I also 

shown how those materials will be used? 

Addressing Common Concerns 

Even when the product is clear and the benefits are relevant, the 

customer may still have sensible questions. 

This is normal. 

A concern is not always an objection that needs to be overcome. 

Sometimes it is simply missing information. 

The customer may wonder: 

• Is this suitable for a beginner? 

• Do I need special software? 

• How long will it take to use? 



• Can I print the worksheets? 

• Will it work for my type of business? 

• Is this a course or a downloadable product? 

• What happens after payment? 

• Are refunds available? 

• Will I receive future updates? 

• Can I use the templates for more than one product? 

A straightforward answer can create more confidence than another 

paragraph of promotional language. 

Do Not Argue With the Customer 

Some sales advice treats every concern as resistance. 

This can lead to defensive writing. 

The page starts insisting that the product is worth the price or 

challenging the customer for hesitating. 

That tone is rarely necessary. 

If someone wants to know whether the toolkit is suitable for 

complete beginners, answer plainly. 

Yes. The toolkit is designed for people creating an early digital 

product. It explains each stage before asking you to complete the 

related worksheet. 



If the product is not suitable for a particular group, say so. 

This toolkit is designed for independent creators and small online 

businesses. It is not intended to replace specialist legal, tax, or 

financial advice. 

Clear limitations can increase trust. 

They show that you understand what the product does and where its 

usefulness ends. 

Use Questions You Have Actually Heard 

The best frequently asked questions often come from real 

conversations. 

They may appear in emails, comments, customer messages, or 

discussions with early testers. 

You can also think back to your own hesitation before buying similar 

products. 

What did you want to know? 

What information was difficult to find? 

What nearly stopped you from purchasing? 



These questions are usually more helpful than inventing objections 

simply because sales pages often include them. 

Place Answers Where They Are Needed 

Not every concern needs to be saved for a large FAQ section at the 

bottom of the page. 

If file format is important, explain it near the contents. 

If the refund policy may affect the decision, place it close to the price 

or purchase button. 

If the product is intended for beginners, mention that near the 

introduction. 

The page should feel like a conversation in which questions are 

answered at the point they naturally arise. 

Using Proof Honestly 

Proof helps customers feel that the product is real, useful, and 

accurately described. 

It can take several forms. 

Customer reviews and testimonials are one kind of proof. 

They are not the only kind. 



Proof may also include: 

• sample pages 

• screenshots 

• a short demonstration 

• clear product images 

• a preview of the contents 

• relevant experience 

• examples of completed worksheets 

• customer comments used with permission 

• evidence that the product has been updated or tested 

For a new product, previews are especially valuable. 

A customer may not yet have access to many reviews, but they can 

still see what the product looks like. 

They can judge whether the design is readable, whether the 

worksheets appear practical, and whether the contents match the 

description. 

You Do Not Need to Invent Social Proof 

New creators sometimes worry that a page without testimonials will 

appear weak. 



This can create pressure to use comments that were not intended as 

endorsements or to exaggerate informal praise. 

Do not do this. 

A clear product page can work before testimonials exist. 

You can use: 

• honest previews 

• detailed descriptions 

• sample pages 

• a transparent explanation of who the product is for 

• a fair refund policy where appropriate 

• clear delivery information 

These forms of reassurance matter. 

Testimonials can be added later as genuine customer feedback 

becomes available. 

Specific Proof Is More Useful Than General Praise 

A testimonial saying “This is amazing” sounds positive. 

It does not tell the customer very much. 

A comment such as: 



The pricing worksheet helped me see that I had forgotten to include 

platform fees and advertising costs. 

is more useful because it supports a specific benefit. 

Another example: 

I had notes in several documents, but the planner helped me put the 

work into a clear weekly order. 

This helps the customer imagine how the product may be used. 

The strongest proof is often not dramatic. 

It is specific. 

Use Permission and Context 

Always obtain permission before publishing a customer’s words. 

Do not remove so much context that the meaning changes. 

Do not turn a general compliment into a claim about results the 

customer did not achieve. 

If a testimonial has been shortened, preserve the original meaning. 

Trust is difficult to build and easy to damage. 



Proof should strengthen the page because it is accurate, not because 

it has been made to sound more impressive. 

Writing a Straightforward Call to Action 

Once the customer understands the product, what it contains, how it 

may help, and what it costs, they need a clear next step. 

This is the role of the call to action. 

It is usually a button or short instruction. 

It does not need to be forceful. 

Examples include: 

• Get the Digital Product Business Toolkit 

• Download the Pricing Calculator 

• Buy the Workbook 

• Start Planning Your Product 

• Get Immediate Access 

The wording should match what happens after the customer clicks. 

A vague button such as “Continue” may work inside a checkout 

process, but it is less helpful on the main sales page. 

A clearer label reduces uncertainty. 



Explain What Happens Next 

Sometimes the customer needs one extra sentence. 

For example: 

Click below to purchase securely. The files will be available to 

download immediately after payment. 

This is simple, but it answers an important question. 

The customer knows: 

• the payment process is secure 

• the product is delivered digitally 

• access is immediate 

That information can remove hesitation more effectively than 

stronger button wording. 

Use More Than One Button When It Helps 

A long sales page may include the same call to action more than 

once. 

This is not automatically pushy. 

A customer may be ready to buy after reading the benefits. Another 

may want to review the contents and questions first. 



Repeating the same purchase option after key sections can make the 

page easier to use. 

The important thing is consistency. 

Do not use different buttons that make the customer wonder 

whether they lead to different offers. 

Check the Button on Its Own 

Look at the button without reading the paragraph above it. 

Would the customer understand what happens after clicking? 

If not, make the wording clearer. 

The call to action does not need excitement. 

It needs certainty. 

Keeping the Page Easy to Read and Navigate 

A sales page is not only read from top to bottom. 

Many people scan. 

They move through headings, images, bold phrases, prices, and 

buttons before deciding which sections deserve closer attention. 

This is especially true on a phone. 



Someone may be reading during a short break, while waiting for an 

appointment, or while sitting in a café. Long, dense paragraphs 

become harder to follow on a small screen. 

The page should still make sense when skimmed. 

Use Clear Headings 

Headings help the reader understand where they are. 

They also allow someone to return to a section quickly. 

A heading such as What You Will Receive is usually more useful than 

something vague such as The Complete Experience. 

Clarity should guide design as well as writing. 

Keep Paragraphs Manageable 

This does not mean every paragraph should contain one sentence. 

It means avoiding large blocks of text that make the page feel heavy. 

Some ideas need space. 

Others can be stated briefly. 

Varied paragraph length creates a more natural rhythm and makes 

the page easier to read. 



Use Lists Where They Improve Clarity 

Lists are useful for: 

• product contents 

• key benefits 

• file formats 

• customer questions 

• what happens after purchase 

They become less useful when every section is turned into bullets. 

A page made entirely of lists can feel thin and repetitive. 

Use paragraphs for explanation and lists for information that 

genuinely benefits from scanning. 

Make the Price Easy to Find 

The customer should not have to hunt for the price. 

Place it near the main call to action. 

Include any important information about taxes, payment plans, or 

recurring charges. 

If the product is a one-time purchase, say so. 

For example: 



One-time payment of £47. No subscription. 

This removes doubt. 

Use Product Images With a Purpose 

Images should help the customer understand what they are buying. 

Useful visuals might include: 

• the toolkit cover 

• sample workbook pages 

• a screenshot of the calculator 

• a view of the folder contents 

• a simple image showing the main components 

Avoid using decorative images that take up space without explaining 

the offer. 

The customer wants evidence of the product, not only attractive 

design. 

A Flexible Page Structure 

A straightforward sales page might follow this order: 

1. Headline and short explanation 

2. Description of the customer’s problem 

3. Introduction to the product 



4. Main benefits 

5. What is included 

6. Product previews or proof 

7. Who the product is for 

8. Common questions 

9. Price and call to action 

10. Delivery and refund information 

This is not a rigid formula. 

A simple product may need fewer sections. 

A more complex product may need more detail. 

The structure should follow the customer’s questions. 

After drafting, scan the page while reading only the headings, short 

descriptions, prices, and buttons. 

Can you still understand the offer? 

If not, the structure may need to be clearer. 

Avoiding Pressure, False Scarcity, and Inflated Claims 

Selling does involve persuasion. 

You are explaining why the product may be useful and inviting the 

customer to act. 



That is reasonable. 

The difficulty begins when the page tries to create action through 

misleading pressure. 

False urgency may produce some short-term sales. 

It can also produce doubt, regret, refunds, and damaged trust. 

Use Scarcity Only When It Is Real 

A digital download does not usually run out. 

Claiming that only a few copies remain makes little sense unless 

there is a genuine reason for the limit. 

Real scarcity can exist. 

Examples include: 

• a live workshop with limited places 

• a service requiring personal time 

• a launch price ending on a published date 

• a limited number of consultations 

• a product being withdrawn for a genuine reason 

In these situations, the limit should be accurate. 

A countdown timer should not reset when the visitor returns. 



A “final day” should actually be the final day. 

A discount should not be described as temporary if the product is 

always on sale. 

Avoid Inflated Promises 

The sales page should not claim more than the product can 

reasonably deliver. 

A toolkit may help someone plan and launch a product. 

It cannot guarantee income. 

A budgeting spreadsheet may help someone organise spending. 

It cannot guarantee that they will become debt-free. 

A meal planner may reduce daily decision-making. 

It cannot guarantee health outcomes. 

Strong claims often appear persuasive because they sound confident. 

In practice, they may make careful customers suspicious. 

Believable claims create more trust than impressive ones. 

Do Not Make the Customer Feel Guilty 



Avoid phrases that imply someone is irresponsible, uncommitted, or 

destined to fail if they do not buy. 

The customer may choose not to purchase for many sensible 

reasons. 

They may already have a suitable resource. 

They may not have time to use the product. 

They may need a different type of help. 

Respectful selling leaves room for those decisions. 

Ethical Selling Is Still Selling 

Avoiding pressure does not mean becoming vague or apologetic. 

You can still: 

• recommend the product clearly 

• describe its benefits 

• explain why it may be useful 

• present testimonials 

• offer a genuine deadline 

• encourage the customer to take action 

• repeat the purchase button where helpful 

The difference lies in accuracy. 



Are you helping the customer understand the offer, or trying to 

make them act before they can think? 

Before publishing the page, review every strong claim and ask: 

• Can I support this statement? 

• Does the product directly contribute to this result? 

• Does the result depend on the customer’s own actions? 

• Would I feel comfortable explaining this claim to a dissatisfied 

buyer? 

• Is the urgency genuine? 

• Does the page still sound like something I would say to a real 

person? 

These questions are simple. 

They protect both the customer and the business. 

Closing 

A sales page does not need to sound like a sales page in the 

exaggerated sense people often imagine. 

It does not need dramatic promises, constant urgency, or 

complicated language. 

It needs to explain the offer clearly. 



The customer should be able to understand the problem being 

addressed, the practical role of the product, what is included, how 

the materials may help, what the price is, and what happens after 

purchase. 

That is enough to create a strong first page. 

You may still feel uncertain when you write the first draft. 

That is normal. 

When you know the product closely, it can be difficult to judge what 

needs explanation. You may assume some details are obvious. You 

may write too much about the areas that interest you and too little 

about the questions the customer actually has. 

This is why the first draft does not need to be perfect. 

Write it plainly. 

Then step away from it. 

Return later and read it as though you have never seen the product 

before. 

Ask: 

What do I understand immediately? 



What remains vague? 

Can I tell who the product is for? 

Do I know what I will receive? 

Can I see why the contents matter? 

Is the price clear? 

Does anything sound exaggerated? 

Do I know what will happen after I click the button? 

A good sales page often improves through subtraction. 

You remove repeated promises. 

You replace vague praise with practical explanation. 

You shorten a clever headline until the meaning becomes clear. 

You move important details out of long paragraphs. 

You delete pressure that the offer does not need. 

What remains is more useful. 

You do not need to pressure people into buying. 



You need to explain the product clearly enough for the right 

customer to decide. 

Once the page does that, it is ready to support the next stage: 

placing the offer in front of a small, relevant audience and preparing 

for launch. 

  



Chapter 8 

Prepare the Customer Experience 

The Sale Is Not the End of the Process 

When a payment notification arrives, it can feel like the important 

part is complete. 

The product has been created. The price has been chosen. The sales 

page has done its work. Someone has decided to buy. 

From the creator’s side, that moment may bring relief. 

From the customer’s side, a new stage has just begun. 

They may be checking whether the payment went through. They 

may be waiting for an email. They may be looking for a download 

button, wondering whether they need to create an account, or trying 

to work out what to open first. 

Money has changed hands, so even small points of uncertainty can 

feel more noticeable. 

A customer who sees a clear confirmation message and receives the 

product promptly is usually reassured. The process feels organised. 

The business feels dependable. 



A customer who sees only a vague “Thank you” message, receives no 

email, or opens a folder full of unclear files may begin to doubt the 

purchase almost immediately. 

The product itself may still be good. 

But the experience around it has created unnecessary concern. 

This is why customer experience should be prepared with the same 

care as the product and sales page. 

It does not need to be elaborate. It does not need expensive 

software, a large support team, or a complicated automated system. 

It needs to answer a simple question at each stage: 

What does the customer need to know now? 

At checkout, they need to know what they are buying and what it 

costs. 

After payment, they need to know the order was successful. 

When the product arrives, they need to know how to access it. 

Once it opens, they need to know where to begin. 

If something goes wrong, they need to know how to get help. 



A good customer experience is not created by adding more steps. It 

is created by making each necessary step clear. 

What Happens Immediately After Someone Buys 

It helps to look at the buying process as one connected sequence 

rather than a group of separate technical tasks. 

A typical digital purchase may involve the following: 

1. The customer submits payment. 

2. The payment is accepted. 

3. A confirmation page appears. 

4. A receipt is sent. 

5. A welcome or delivery email arrives. 

6. The customer downloads the files or enters the product area. 

7. Instructions explain what to do first. 

8. Support information is available if needed. 

Some platforms handle several of these steps automatically. 

That can save time, but automation does not guarantee clarity. 

A platform may send a receipt without explaining how to access the 

product. It may create a download page that uses technical wording. 

It may send a default email with a vague subject line that the 

customer overlooks. 



The system may be working correctly while the customer still feels 

unsure. 

That distinction matters. 

Many apparent technical problems are actually communication 

problems. 

The link works, but the customer cannot find it. 

The files are present, but no one has explained which one to open. 

The email was sent, but the subject line looks like a generic receipt. 

The creator knows the process. The customer does not. 

Map the Full Sequence 

Before choosing software or writing emails, sketch the whole process 

in simple language. 

You might use: 

Buy → Confirm → Deliver → Explain → Support 

Under each stage, write what the customer sees or receives. 

For example: 



Buy 

The customer sees the product name, price, payment terms, and 

purchase button. 

Confirm 

The customer sees that payment was successful and the order is 

complete. 

Deliver 

The customer receives a download link or account access. 

Explain 

The customer is shown which file to open first and how to use the 

product. 

Support 

The customer knows where to go if a link fails or a question arises. 

This small exercise often reveals missing steps. 

Perhaps the product is delivered, but there is no starting instruction. 

Perhaps the customer receives an email, but no support address is 

shown. 

Perhaps the checkout works, but the product name does not match 

the sales page. 



The aim is not to anticipate every possible difficulty. 

It is to remove the obvious uncertainty before customers encounter 

it. 

Choosing a Simple Selling and Delivery Platform 

A platform is simply the system that helps you take payment and 

deliver the product. 

It may also host the sales page, issue receipts, apply discount codes, 

store files, manage customer access, or process refunds. 

The difficulty is that platforms often present themselves through 

long feature lists. 

This can make the decision feel more complicated than it needs to 

be. 

A first-time creator may spend several evenings comparing software, 

opening multiple tabs, and reading reviews that leave them less 

certain than when they began. 

One platform has better design. 

Another has lower monthly fees. 

Another offers advanced email tools. 



Another appears to do almost everything. 

It is easy to start choosing for a future business that does not yet 

exist rather than the product being sold now. 

Begin With the Current Need 

Ask what the business genuinely needs during the next six months. 

For a simple digital product, that may include: 

• a product page 

• secure payment processing 

• automatic file delivery 

• customer receipts 

• discount codes 

• basic refund handling 

• sales records 

• a way to contact buyers 

That may be enough. 

Features such as advanced subscriptions, complex membership 

levels, affiliate dashboards, detailed automation, or large product 

libraries may be useful later. 

They do not all need to be solved before the first sale. 



The simplest dependable option is often the better starting point. 

Common Platform Types 

You may come across several broad kinds of selling systems. 

A marketplace allows you to list products where customers may 

already be browsing. This can make setup easier, but the 

marketplace may control more of the customer relationship, 

presentation, fees, and rules. 

A hosted selling platform gives you a product page, checkout, and 

delivery system without requiring you to build everything yourself. 

This is often practical for a small digital-product business. 

A checkout tool connected to your own website gives more control 

over branding and customer experience, but it may require more 

setup. 

A fully self-hosted system offers the greatest flexibility. It also gives 

you more responsibility for maintenance, security, updates, payment 

connections, and technical problems. 

There is no universally correct choice. 

The right platform is the one that handles the important tasks 

reliably without creating more complexity than the business can 

comfortably manage. 



Look Beyond the Advertised Price 

A platform described as free may charge a higher percentage on 

every sale. 

Another may have a monthly fee but lower transaction charges. 

You may also need to consider: 

• payment-processing fees 

• platform transaction fees 

• charges for additional features 

• currency-conversion costs 

• payout timing 

• refund fees 

• email or storage limits 

• VAT or sales-tax support 

• the value of your own time 

The cheapest-looking platform is not always the least expensive 

overall. 

At the same time, it is rarely necessary to pay for a large collection of 

features before you know whether they will be used. 

Choose for the present stage, while leaving a sensible route to grow 

later. 



Check the Customer Side 

It is easy to judge a platform from the creator’s dashboard. 

The customer does not see that dashboard. 

They see the product page, checkout, confirmation page, emails, and 

download area. 

Before committing, look at the customer-facing process where 

possible. 

Ask: 

• Is the checkout easy to understand? 

• Does it work well on a phone? 

• Can customers download files without unnecessary steps? 

• Are receipts and delivery emails clear? 

• Can the platform handle the file formats you use? 

• Is support documentation easy to find? 

• Does it suit the countries and currencies you expect to sell in? 

A platform may be powerful behind the scenes and still create a poor 

buying experience. 

The customer side matters more than the number of features listed 

on the pricing page. 



Organising the Checkout Process 

Checkout is the point where interest becomes payment. 

That makes it a sensitive part of the experience. 

The customer has already read the sales page. They have decided the 

product may be useful. The checkout should confirm that decision, 

not introduce new doubt. 

It should clearly show: 

• the product name 

• a brief description 

• the correct price 

• the currency 

• whether payment is one-time or recurring 

• any tax or additional charge 

• accepted payment methods 

• required billing details 

• refund or cancellation information 

• the purchase button 

These details may sound basic. 

They are also where small inconsistencies can cause hesitation. 



If the sales page says Digital Product Business Toolkit and the 

checkout says DPB Product File 1, the customer may wonder 

whether they have clicked the correct link. 

If the sales page shows £47 and the checkout displays a different 

amount without explanation, confidence drops. 

If the customer expects a one-time purchase but sees recurring-

payment language, they may leave even if the charge is not actually 

recurring. 

Consistency reassures. 

Ask Only for What You Need 

A simple digital purchase should not feel like applying for an account 

with a bank. 

Some information will be required for payment, receipts, tax, or 

fraud prevention. Other fields may be optional. 

Do not collect information simply because the platform allows it. 

Every extra field gives the customer another task. 

For a low-cost digital download, asking for a full postal address, 

telephone number, company size, and several marketing questions 

may feel unnecessary. 



Collect what the sale genuinely requires. 

You can learn more about customers later through appropriate 

surveys, replies, or voluntary forms. 

Avoid Surprises 

Unexpected additions at checkout can damage trust. 

An order bump can be useful when it is clearly optional and directly 

related to the main product. 

It becomes a problem when: 

• it is preselected 

• the customer struggles to remove it 

• the added cost is not clear 

• it distracts from the original purchase 

• the offer feels unrelated 

• the final price is difficult to understand 

The customer should always know what they are paying for. 

The same applies to subscriptions. 

If a payment will renew, say so plainly. Include the amount, 

frequency, and cancellation terms. 



Important payment conditions should never depend on small print 

that most people will miss. 

Test the Checkout on More Than One Screen 

A checkout may look fine on a laptop and feel awkward on a phone. 

Buttons can be cut off. 

Text can wrap badly. 

Payment fields may be difficult to complete. 

A product image can become so large that it pushes the price and 

purchase button far down the page. 

Open the checkout on both desktop and mobile. 

Move through it slowly. 

Look for anything that creates doubt, extra work, or unnecessary 

distraction. 

Creating a Useful Confirmation Page 

The confirmation page appears immediately after payment. 

This is often the customer’s first proof that everything has worked. 



A page that says only “Thank you for your order” is better than 

nothing, but it leaves several questions unanswered. 

What did I buy? 

Where is it? 

Has an email been sent? 

What should I do now? 

A useful confirmation page answers these quickly. 

What the Page Should Confirm 

The page should usually include: 

• a clear thank-you message 

• confirmation that payment was successful 

• the name of the product purchased 

• a visible access or download link 

• a note explaining whether an email has been sent 

• a simple starting instruction 

• support contact details 

If the product is delivered directly on the page, make the download 

link easy to see. 



Do not bury it beneath a large image, an upsell, or a long welcome 

message. 

If the product is delivered by email, explain that clearly. 

For example: 

Your payment was successful. We have sent your access email to the 

address used at checkout. It should arrive within a few minutes. 

Please check your spam or promotions folder if you do not see it. 

This sentence removes several uncertainties at once. 

Explain the First Step 

A customer does not always need detailed instructions on the 

confirmation page. 

They usually need one immediate direction. 

For example: 

Download the folder and begin with the file called “01 – Start Here.” 

Or: 

Check your email for your access link, then open the welcome lesson 

before using the workbook. 



This helps the customer move forward while the purchase is still 

fresh in their mind. 

Be Careful With Immediate Upsells 

There is nothing automatically wrong with offering a related product 

after purchase. 

The problem arises when the additional offer overshadows access to 

the original purchase. 

The customer should not have to close several promotional 

messages before finding what they have paid for. 

The first responsibility is successful delivery. 

Anything additional should remain secondary. 

Writing a Clear Welcome Email 

The confirmation page supports the customer in the first few 

seconds after payment. 

The welcome email gives them something they can return to later. 

That makes it an important part of the product experience. 

A useful email should be warm, but its first purpose is practical. 



The customer should not have to read several paragraphs of 

excitement before finding the access link. 

Choose a Clear Subject Line 

The subject line should help the customer recognise the email 

quickly. 

Useful options include: 

• Your Digital Product Business Toolkit Is Ready 

• Access Your Digital Product Business Toolkit 

• Thank You for Your Purchase — Start Here 

• Your Download Link and Getting-Started Guide 

Avoid subject lines that are too vague. 

“Welcome” may be friendly, but it may not be clear enough in a 

crowded inbox. 

A customer who has just purchased something is usually looking for 

the product name or the word “access.” 

Put Access Near the Top 

The first part of the email should confirm the purchase and show the 

customer where to go. 

For example: 



Thank you for purchasing the Digital Product Business Toolkit. 

You can download your files using the link below. 

Then place the button or link. 

Do not hide access halfway down the message. 

The customer may be reading on a phone and scanning quickly. 

The most useful information should appear first. 

Tell Them Where to Begin 

After the access link, give one simple instruction. 

Once the files are downloaded, open “01 – Start Here.” It explains 

what is included and the recommended order for using the tools. 

This reduces the sense of being handed a large folder without 

direction. 

If some parts are optional, say so. 

If the product does not need to be completed in order, explain that 

too. 

Include Technical Notes Only When Needed 

If the product requires particular software, mention it clearly. 



For example: 

The worksheets are provided as PDF files. The pricing tools are 

supplied as spreadsheet files and can be opened using compatible 

spreadsheet software. 

Avoid loading the email with technical information that most 

customers do not need. 

Detailed instructions can appear in the Start Here guide or help page. 

Make Support Easy to Find 

Include a clear support contact and a realistic response expectation. 

For example: 

If you have trouble accessing the files, reply to this email or contact 

support at the address below. Messages are normally answered 

within two business days. 

This tells the customer what to do and when to expect a reply. 

It also protects the creator from feeling that every question must be 

answered immediately. 

Test the Email 

Send the complete email to yourself. 



Open it on a computer and a phone. 

Click every link. 

Check that the buttons are visible, the product name is correct, and 

the message does not contain placeholder text. 

A welcome email may look very different in the editor from the way 

it appears in a real inbox. 

Testing removes that assumption. 

Helping Customers Access and Use the Product 

Delivery and usability are not the same thing. 

A customer may receive the correct files and still be unsure how to 

use them. 

This often happens when the creator has become so familiar with the 

product that its structure feels obvious. 

The customer is seeing it for the first time. 

They may not know which file matters most, whether the 

worksheets should be completed in order, or whether every resource 

is essential. 

Good organisation helps the product feel manageable. 



Use Clear File Names 

File names are part of the customer experience. 

Names such as these are easy to understand: 

• 01-Start-Here 

• 02-Product-Idea-Workbook 

• 03-Customer-Profile-Worksheet 

• 04-Pricing-Calculator 

• 05-Sales-Page-Template 

• 06-Launch-Checklist 

Names such as these create confusion: 

• final-file 

• workbook-new 

• product-v2 

• updated-copy 

• last-version-final 

• document-3 

The second group may make sense during creation. 

It should not be what the customer receives. 

Before uploading the product, remove old versions and rename 

everything from the customer’s point of view. 



Create a Start Here Guide 

A simple Start Here document can improve a large toolkit 

considerably. 

It might explain: 

• what is included 

• which file to open first 

• the recommended order 

• which tools are optional 

• how to use the file formats 

• where to find support 

• whether updates are included 

This guide does not need to be long. 

One or two clear pages may be enough. 

The purpose is orientation. 

A customer should be able to open the folder and understand the 

structure within a few minutes. 

Explain the Recommended Order 

Some products need to be used from beginning to end. 

Others are reference tools that customers can open when needed. 



Do not leave them to guess. 

For example: 

Begin with the Product Idea Workbook, then move to the validation 

and customer sections. The pricing and sales-page tools can be used 

later, once the offer is clearer. 

Or: 

You do not need to complete every worksheet. Use the tools that 

match your current stage and return to the others when they 

become relevant. 

This kind of guidance reduces overwhelm without reducing the value 

of the product. 

Make Format Limitations Clear 

If a file can be printed but not edited, say so. 

If a spreadsheet needs compatible software, say so. 

If the customer should download a copy before making changes, 

explain the step. 

A product can feel broken when the real problem is that the 

customer expected a different format. 



Clear expectations prevent that misunderstanding. 

Reducing Avoidable Support Requests 

Customer questions are not a sign that the business has failed. 

People will sometimes need help. 

Links can expire. Emails can be filtered. Software behaves differently 

on different devices. A customer may simply overlook something. 

Support is part of doing business. 

At the same time, many repeated questions can be reduced through 

better preparation. 

Common examples include: 

• Where is my download? 

• Which file should I open first? 

• Can I print this? 

• Can I edit the worksheets? 

• What software do I need? 

• Is this a subscription? 

• How do I contact support? 

• Can I use the templates more than once? 

• Where is the bonus? 

• How do I save my work? 



These questions are often predictable. 

They can be answered in several places: 

• the sales page 

• checkout 

• confirmation page 

• welcome email 

• Start Here guide 

• FAQ section 

• file names 

The answer should appear where the customer is most likely to need 

it. 

A large FAQ page does not help much if the customer cannot find it. 

Repeated Questions Are Useful Information 

When the same question appears several times, do not only answer 

it individually. 

Ask why it keeps appearing. 

Perhaps the welcome email needs a clearer access link. 

Perhaps the file format is not explained on the sales page. 

Perhaps the Start Here guide does not identify the first step. 



Perhaps the support address is difficult to find. 

A repeated question often points to missing or unclear information. 

Keep a simple record of support requests. 

For each one, note: 

• what the customer asked 

• how often it has appeared 

• where the answer currently exists 

• where the answer should be added 

• whether the product itself needs changing 

This turns support into a source of improvement. 

Do Not Blame the Customer Too Quickly 

It can be frustrating to answer a question that seems obvious. 

But what feels obvious inside the business may not be obvious 

outside it. 

A customer may have skimmed the email. 

They may be reading on a small screen. 

The heading may not be clear. 

The information may technically be present but difficult to locate. 



Good service begins with curiosity. 

Was the customer careless, or was the process harder to understand 

than expected? 

Sometimes the answer will be the first. 

Often, it will be a little of both. 

Setting Refund and Support Expectations 

Refunds and support are easier to manage when expectations are 

clear before a problem occurs. 

Vague policies create uncertainty for the customer and pressure for 

the creator. 

The customer should know: 

• whether refunds are offered 

• how long the refund period lasts 

• any conditions that apply 

• what kind of support is included 

• how to request help 

• when replies are normally sent 

• what support does not include 



These details should be visible before purchase and easy to find 

afterwards. 

Define What Support Means 

The phrase “customer support included” can be interpreted in 

different ways. 

One customer may expect help with a broken download link. 

Another may expect detailed personal advice about their business. 

If the product includes technical access support but not consulting, 

say so. 

For example: 

Support covers access problems, missing files, and questions about 

how to use the included resources. It does not include personalised 

business, legal, tax, or financial advice. 

This protects both sides. 

The customer understands what they are purchasing. 

The creator is less likely to feel pressured into providing a service 

that was never included in the price. 

Set a Realistic Response Time 



You do not need to be available at all hours. 

A clear response expectation is more helpful than vague promises of 

“fast support.” 

For example: 

Support messages are normally answered within two business days. 

Choose a timeframe you can reasonably maintain. 

If you reply sooner, the customer will be pleased. 

If you promise immediate replies and cannot provide them, 

frustration grows. 

Make the Refund Policy Clear 

Refund arrangements for digital products can vary depending on the 

product, selling platform, location, and applicable consumer rules. 

This is not an area where copying another business’s wording is wise. 

The reader should seek suitable guidance for their own 

circumstances. 

Whatever policy applies, it should be easy to understand. 

Avoid hiding important terms in dense language. 



A customer should be able to see: 

• whether refunds are available 

• the time limit 

• how to request one 

• any relevant conditions 

• what happens after approval 

A strict policy does not remove legal responsibilities. 

A generous policy does not automatically suit every product. 

The aim is fairness, clarity, and consistency. 

Do Not Leave Policies Vague to Avoid Discouraging Sales 

Some creators avoid mentioning refunds, support limits, or recurring 

charges because they worry that clear terms will create hesitation. 

Usually, the opposite is true. 

A customer feels safer when they understand the arrangement. 

Uncertainty is rarely more persuasive than honesty. 

Protecting Customer Information 

When someone buys, the business may receive or have access to 

personal information. 



This can include: 

• name 

• email address 

• billing details 

• purchase history 

• support messages 

• account information 

• usage or analytics data 

The payment processor and selling platform may handle much of this 

information. 

That does not remove the business’s responsibility to use it carefully. 

You do not need to become a technical security specialist to follow 

the main principles. 

Collect Only What You Need 

More information is not always more useful. 

Every piece of customer data creates responsibility. 

If a phone number is not needed, do not request it merely because 

the checkout can include the field. 



If a postal address is not required for the sale or legal record, 

consider whether it needs to be collected. 

The simplest principle is: 

Collect what is necessary, and be able to explain why you need it. 

Protect Access to Accounts 

Use strong, unique passwords for selling platforms, payment 

processors, email systems, and website accounts. 

Where stronger login protection is available, enable it. 

Do not share account access casually. 

If a contractor needs limited access, give only what is required and 

remove it when the work ends. 

A small business may feel too insignificant to attract attention. 

That is not a safe assumption. 

Basic account security matters at every size. 

Be Clear About Marketing Emails 

A purchase email and a marketing email serve different purposes. 



A receipt, download link, or account notification is part of fulfilling 

the sale. 

Promotional emails are different. 

Do not assume that buying a product automatically means the 

customer wants every future promotion. 

Handle email permission in a clear and appropriate way. 

Explain what the customer is agreeing to and give them a practical 

way to unsubscribe from marketing messages. 

Provide Privacy Information 

The business should have a privacy notice suited to the way it 

collects and uses information. 

This should explain, in understandable language: 

• what information is collected 

• why it is collected 

• how it is used 

• which services may process it 

• how long it may be kept 

• what choices or rights the customer has 

• how to contact the business 



The exact requirements depend on location and circumstances. 

The main principle remains simple: customers should not be kept in 

the dark about how their information is used. 

Testing the Full Buying Process Before Launch 

Once the sales page, checkout, confirmation page, welcome email, 

files, policies, and support details are ready, test the entire process. 

This is one of the most important steps before launch. 

Do not rely only on what the platform dashboard shows. 

The customer’s experience may be different. 

A button may link to an old checkout. 

A discount code may not work. 

An email may contain the wrong product name. 

A download may be restricted. 

A file may open correctly on your computer but not on another 

device. 

Testing reveals these things before a real customer does. 

Complete a Full Test Purchase 



Where possible, use the platform’s test mode, a full-discount code, 

or a small purchase that can be refunded. 

Move through the process as a customer. 

Use a different email address. 

Open a private browser window so you are not already logged in. 

Test on a phone as well as a computer. 

Check: 

• the sales-page links 

• the product title 

• the price and currency 

• discount codes 

• payment fields 

• purchase-button wording 

• confirmation page 

• receipt 

• delivery email 

• access links 

• file permissions 

• folder organisation 

• file names 

• Start Here instructions 



• refund information 

• support contact details 

• mobile display 

Click everything. 

Download the files. 

Open them. 

Do not assume that because a link looks correct, it works. 

Use Three Different Tests 

It may help to review the process in three passes. 

Technical Test 

Does everything function? 

Check payments, links, emails, downloads, permissions, and files. 

Clarity Test 

Does the customer understand what is happening? 

Look for vague wording, missing instructions, unexpected steps, and 

difficult navigation. 

Trust Test 



Does anything feel surprising, inconsistent, or uncomfortable? 

Check that the price matches, the terms are visible, the product 

name is consistent, and the customer is not pushed into something 

they did not expect. 

A process can work technically and still fail the clarity or trust test. 

All three matter. 

Ask Someone Else to Try It 

Another person will notice assumptions you no longer see. 

Give them the sales-page link without explaining the process. 

Ask them to move through the purchase, access the files, and 

identify where they would begin. 

Then ask: 

• Was anything unclear? 

• Did any step feel unnecessary? 

• Could you find the product easily? 

• Did you know what to do first? 

• Was any wording confusing? 

• Did anything make you hesitate? 

Do not defend the process while they are testing. 



Watch where they pause. 

Those pauses are useful. 

Test Again After Changes 

One successful test does not make the process permanently reliable. 

Test again after: 

• changing platforms 

• updating prices 

• adding a discount 

• replacing files 

• rewriting emails 

• changing the checkout 

• adding an order bump 

• moving the sales page 

• changing access permissions 

Small edits can create broken links or inconsistencies. 

A short test after each meaningful change can prevent a larger 

problem later. 

Closing 



A customer does not experience the sales page, checkout, email, 

download, and product as separate pieces. 

They experience one purchase. 

A well-written workbook can still feel disappointing if the download 

is difficult to find. 

A clear sales page can lose trust if the checkout shows a different 

price. 

A useful toolkit can feel overwhelming if the files are badly 

organised. 

The experience around the product is part of the product. 

This does not mean every step needs elaborate design. 

A plain confirmation page with clear instructions can feel more 

professional than a beautiful page that leaves the customer unsure. 

A short welcome email can be more useful than a long one when the 

access link is easy to find. 

A one-page Start Here guide can prevent more confusion than 

several extra bonuses. 

Good delivery is usually quiet. 



The customer pays, receives what they expected, understands what 

to do, and gets on with using it. 

Nothing dramatic happens. 

That is the point. 

Before launch, imagine a customer buying late in the evening when 

no one is immediately available to answer. 

Could they confirm that the payment worked? 

Could they find the product? 

Could they open the files? 

Would they know where to begin? 

Could they find support if something failed? 

If the answer is yes, the customer experience is doing its job. 

You know what the customer will see, receive, and do from the 

moment they buy. 

With that process prepared and tested, the business is ready to 

welcome real customers with greater confidence. 

  



 

Chapter 9 

Plan a Calm, Manageable Launch 

Why the Word “Launch” Can Feel So Heavy 

By the time a product is ready to sell, a surprising amount of 

emotional weight can gather around it. 

You have spent time thinking, writing, organising, correcting, testing, 

and making decisions. The product now exists in a form that 

someone else can buy. That should feel encouraging. 

It can also feel exposing. 

The word “launch” often makes this moment seem much larger than 

it needs to be. It can bring to mind daily emails, countdowns, social 

posts, paid advertisements, special bonuses, live events, and 

constant attention to a sales dashboard. 

You may imagine that a proper launch should look busy from the 

outside. 

Perhaps it should feel exciting. Perhaps it should produce a 

noticeable rush of sales. Perhaps other people should be talking 

about it. 



These expectations are often shaped by watching established 

businesses launch to large audiences. What is less visible is the team 

behind the campaign, the advertising budget, the existing customer 

base, the years of audience-building, and the earlier launches that 

were quieter. 

A first product does not need to be introduced in the same way. 

A launch is simply a planned period in which you make the product 

available, tell suitable people about it, and observe how they 

respond. 

It can last a few days. 

It can involve one email list and a small number of posts. 

It can be quiet enough that most people outside your intended 

audience never notice it happened. 

Quiet does not mean careless. Small does not mean unimportant. 

The product needs a fair chance to be seen. It does not need a 

spectacle. 

This distinction matters because an oversized launch plan can 

become another reason not to begin. The product is finished, but the 

launch page needs more work. Then the email sequence needs 



another message. Then a bonus seems necessary. Then more 

followers are needed. 

Weeks pass while the product remains unavailable. 

A manageable launch removes some of that pressure. It gives the 

product a real opportunity to sell without asking one short period to 

prove the entire business. 

The launch does not need to answer every question. 

It needs to help you begin. 

What a Launch Is Actually Meant to Achieve 

The most obvious purpose of a launch is to make sales. 

That matters. A product is part of a business, and a business 

eventually needs revenue. 

But sales are not the only useful result, especially during an early 

launch. 

Until real people see the offer, many decisions remain based on 

informed guesswork. You may have researched the problem 

carefully. You may have spoken to potential customers. You may 

have written a clear page and created a genuinely useful product. 

Even so, the market often shows you details that planning cannot. 



You may discover that people respond more strongly to one benefit 

than another. 

They may understand the product but hesitate over the format. 

They may ask a question you thought the sales page had answered. 

They may be interested, but not from the platform you expected. 

They may buy for a reason that was only briefly mentioned. 

A launch brings the offer into contact with real behaviour. 

That makes it useful in several ways. 

It can help you: 

• make the first sales 

• test whether the offer is easy to understand 

• see which messages attract attention 

• identify common questions 

• find out where customers hesitate 

• confirm that checkout and delivery work 

• gather early feedback 

• identify the strongest traffic source 

• learn what should be improved next 

It helps to choose one main goal and a few secondary goals. 



Your main goal may be commercial. 

For example: 

Make the first ten sales. 

Your secondary goals may focus on learning. 

For example: 

Identify the three most common questions. 

Find out whether email or social media produces more sales-page 

visits. 

Confirm that customers can access the product without support. 

This makes the launch more useful even if sales are lower than 

hoped. 

If the only question is, “How much money did it make?” then a 

modest result can feel empty. 

If you also ask, “What did this show me?” then the same launch may 

provide several clear next steps. 

One Launch Does Not Need to Recover Everything 

There is a common expectation that the first launch should repay all 

the time and money spent creating the product. 



Sometimes it does. 

Often it does not. 

A digital product can continue selling after the launch ends. It may 

become part of an email sequence, appear on a website, be 

promoted through content, or be offered again in a later campaign. 

The launch is not the entire selling life of the product. 

It is the beginning of that life. 

This does not mean financial results should be ignored. It means the 

first few days should not be asked to carry the full weight of the 

project. 

Choose the Right Size of Launch 

There is no prize for making a launch larger than the business can 

comfortably support. 

The right scale depends on several things: 

• the size of the audience 

• how well the product has been tested 

• the time available 

• the budget 

• the amount of support customers may need 



• the creator’s experience 

• the price and complexity of the offer 

A small, deliberate launch may be more suitable than a large 

campaign. 

A Quiet Launch 

A quiet launch is a limited release to a smaller audience. 

You might: 

• make the product live 

• email a small list 

• tell previous customers 

• share a few posts 

• mention it in a relevant community 

• invite questions and early feedback 

This approach suits many first products. 

It gives you room to observe. 

If the sales page is unclear, you can change it before spending heavily 

on promotion. 

If customers struggle to use one part of the product, you can 

improve the instructions. 



If the offer receives little interest, you can investigate without feeling 

that a large campaign has been wasted. 

A quiet launch can also be helpful when your time is limited. 

Ordinary life does not stop because a product is being released. 

Work, appointments, family responsibilities, and the usual small 

interruptions still need attention. 

A launch plan that ignores this reality may look impressive on paper 

and feel impossible in practice. 

A Larger Campaign 

A larger launch may include: 

• a longer email sequence 

• several promotional channels 

• paid advertising 

• affiliate or partner promotions 

• live sessions 

• demonstrations 

• temporary bonuses 

• introductory pricing 

• a firm opening and closing period 



This can be appropriate when the product is already proven, the 

audience is established, or the business has the capacity to handle 

more buyers and questions. 

A larger campaign can generate more attention. 

It can also create more cost, pressure, and complexity. 

More visitors mean more support requests. 

More promotional partners mean more coordination. 

More advertisements mean more money is at risk before the 

conversion rate is known. 

The larger option is not automatically the more serious one. 

It is simply a different tool. 

Quiet Is Not the Same as Timid 

Some creators worry that a quiet launch suggests a lack of 

confidence. 

It can be the opposite. 

A measured release shows that you are willing to learn before 

expanding. 



The first audience does not need to be the largest possible audience. 

It needs to be relevant enough to provide useful evidence. 

A small number of genuine buyers can teach more than a large 

number of polite comments. 

Set a Goal You Can Interpret 

A launch goal should guide decisions. 

It should help you decide how many people need to see the offer, 

how much promotion is required, and whether the plan is realistic. 

A vague goal such as “sell as many as possible” provides little 

direction. 

A specific goal is more useful. 

For example: 

Sell fifteen copies during the launch period. 

That gives you something concrete to work towards. 

It also helps to use three levels: 

Minimum Goal 

This is the result that would still make the launch worthwhile. 



For example: 

Five sales and useful customer feedback. 

Target Goal 

This is the result you reasonably hope to achieve. 

For example: 

Fifteen sales. 

Stretch Goal 

This is possible, but it would require a stronger-than-expected 

response. 

For example: 

Twenty-five sales. 

This range is often more emotionally sensible than one fixed number. 

A launch that produces twelve sales has not “failed” simply because 

the target was fifteen. It has passed the minimum, missed the target 

slightly, and provided evidence for the next attempt. 

Connect the Goal to Reach 



A sales goal becomes more realistic when you consider how many 

suitable people may see the offer. 

Suppose you hope to make ten sales. 

If the sales page converts two out of every hundred qualified visitors, 

you may need roughly five hundred visitors. 

That number is only an estimate. A stronger offer may convert 

better. A colder audience may convert worse. 

The purpose of the estimate is not prediction. 

It is perspective. 

If only fifty people are likely to see the page, ten sales may require an 

unusually high response. 

That does not mean the product is weak. 

It means the reach and goal may not match. 

This is one reason follower counts can be misleading. A person may 

have thousands of followers, but only a small number may see a 

post. Fewer still may be interested in the problem. Fewer again may 

be ready to buy. 

Audience size, attention, relevance, and buying intent are different 

things. 



Track More Than Revenue 

Useful launch measures may include: 

• sales-page visits 

• email opens 

• email clicks 

• replies 

• checkout visits 

• purchases 

• refunds 

• support questions 

• traffic sources 

• conversion rate 

You do not need a complicated reporting system. 

A simple record is enough. 

These numbers help explain the result. 

Ten sales from one hundred visitors tells a different story from ten 

sales from two thousand visitors. 

No sales from ten page visits tells you very little. 

No sales from one thousand well-matched visitors deserves closer 

attention. 



The context matters. 

Identify Where the First Buyers May Come From 

Many new creators assume they need a large audience before 

launching. 

They do not always need a large audience. 

They need access to some people who recognise the problem and 

have a reason to consider the offer. 

The first buyers often come from a relatively small circle. 

Possible sources include: 

• an existing email list 

• previous customers 

• website visitors 

• social-media followers 

• professional contacts 

• relevant communities 

• partner newsletters 

• direct outreach 

• marketplace traffic 

• paid advertising 

Not every source is equally useful. 



Warm, Relevant, and Reachable 

It helps to think about three qualities. 

A warm audience already knows you or the business. 

A relevant audience experiences the problem the product addresses. 

A reachable audience can be contacted in an appropriate way. 

The strongest early opportunity usually sits where these overlap. 

Someone may know you personally but have no need for the 

product. 

Someone else may have the problem but no reason to trust an 

unfamiliar offer. 

A third person may be interested but difficult to reach without paid 

promotion. 

The best starting group is not necessarily the largest one. It is the 

group most likely to understand why the product exists. 

Friends and Family Are Not Always the Market 

Friends and relatives may be encouraging. 

They may share the product, praise the idea, or even buy to show 

support. 



This can feel good, but it does not always provide reliable market 

evidence. 

A supportive relative may purchase because they care about you, not 

because the offer solved an urgent problem. 

Equally, a friend may show little interest because the product is not 

relevant to them. 

Neither response says much about the wider market. 

Begin with people who fit the customer profile where possible. 

Support is welcome. Relevance is more useful. 

Avoid Trying to Be Everywhere 

Promoting on every available platform can feel productive. 

It can also create scattered effort. 

One post goes on Facebook. Another is adapted for Instagram. A 

short version is written for another platform. Then a video seems 

necessary. Meanwhile, the email list receives little attention. 

At the end, there is activity everywhere and little understanding of 

what worked. 

Choose a small number of channels. 



For a first launch, two or three may be enough. 

For example: 

• email list 

• one social platform 

• one relevant community 

This keeps the work manageable and makes the results easier to 

interpret. 

Be Careful With Paid Advertising 

Paid advertising can bring more people to the offer. 

It cannot make an unclear offer clear. 

If the sales page is weak, advertising may simply help more people 

see the weakness. 

A small test can be useful once the product and page are working. A 

large advertising budget is a poor substitute for early evidence. 

Whenever possible, learn from warm or relevant traffic first. 

Prepare Before the Launch Begins 

Launch week should not be the week when the product is still being 

finished. 



There may always be a small correction to make. That is normal. 

The essential parts, however, should already work. 

Before promotion begins, confirm that: 

• the final product files are uploaded 

• checkout works 

• the sales-page links are correct 

• the confirmation page is complete 

• the welcome email is active 

• support details are visible 

• refund information is available 

• product images display correctly 

• the full purchase process has been tested 

You should also prepare the main launch materials. 

This may include: 

• launch emails 

• social posts 

• product images 

• a sample or preview 

• answers to likely questions 

• introductory-offer details 



Preparation creates space. 

Instead of writing every email late at night, you can respond to 

customer questions. 

Instead of trying to finish a bonus, you can watch where people 

hesitate. 

Instead of discovering a broken link after sending the 

announcement, you can test it beforehand. 

Decide What Must Be Ready 

Not everything needs to be perfect. 

The product must be usable. 

The buying process must be dependable. 

The offer must be understandable. 

A minor wording improvement can wait. 

An access problem cannot. 

Separate tasks into three groups: 

Must be complete before launch 



These include payment, delivery, product files, sales page, and 

support information. 

Helpful but optional 

These may include extra graphics, another example, or an additional 

post. 

Can wait 

These may include future bonuses, advanced automation, or a 

redesigned website. 

This prevents small improvements from delaying the work that 

matters. 

Leave Some Capacity 

A launch plan should not use every available hour. 

Something unexpected will probably appear. 

A customer may ask a question. 

A link may need correcting. 

A post may receive useful replies. 

If the schedule is completely full, even a small issue can feel 

disruptive. 



Preparation is not only about getting more done. 

It is about leaving enough attention to notice what is happening. 

Create a Short Launch Schedule 

A launch benefits from a clear beginning and end. 

Without a schedule, promotion can become vague and tiring. The 

creator keeps meaning to mention the product again but is unsure 

what to say. 

A short schedule creates structure. 

It may last three days, five days, one week, or slightly longer for a 

quieter release. 

There is no perfect length. 

The schedule should suit the audience, offer, and available time. 

A Simple Five-Day Launch 

A manageable schedule might look like this. 

Before Launch 

Complete the final test. 

Check links, files, emails, pricing, and checkout. 



You may also mention that something new is coming, but this is 

optional. A first product does not require a long period of suspense. 

Day 1: Introduce the Product 

Explain what it is, who it is for, and where to see it. 

This message should be clear and direct. 

Do not hide the fact that the product is for sale. 

Day 2: Explain the Problem 

Talk about the situation that led to the product. 

This may include a common frustration, a repeated question, or a 

practical difficulty. 

The aim is to help the right person recognise themselves. 

Day 3: Show What Is Included 

Share a sample page, screenshot, short demonstration, or contents 

overview. 

Specifics often create more interest than general praise. 

Day 4: Answer Questions 

Address the main concerns. 



This might include format, suitability, access, price, or how long the 

product takes to use. 

Day 5: Send a Reminder 

If there is a genuine launch price or bonus deadline, explain that 

clearly. 

If there is no deadline, the final message can simply remind people 

that the product is available and summarise who may find it useful. 

This schedule is only a guide. 

You might use fewer days. 

You might communicate on alternate days. 

You may send one email and one supporting post rather than several 

messages across every channel. 

The schedule should support the work. 

It should not take over it. 

Build Interest Without Talking About the Product 

Constantly 

Promotion can feel uncomfortable when every message says the 

same thing. 



“Buy now” becomes tiring for the creator and the audience. 

The answer is not to avoid mentioning the product. 

It is to give each message a different purpose. 

You can talk about: 

• the problem the product addresses 

• a mistake people commonly make 

• a small practical insight 

• what is included 

• how one tool works 

• who the product is for 

• who it is not for 

• a frequently asked question 

• what happens after purchase 

• a sample page 

• why the product was organised in a particular way 

Some messages teach. 

Some clarify. 

Some reassure. 

Some invite the purchase directly. 



This creates variety without becoming vague. 

Show Rather Than Praise 

Statements such as “This toolkit is packed with value” say very little. 

A preview of the pricing calculator says more. 

A screenshot of the workbook says more. 

A short explanation of how the customer-experience map is used 

says more. 

People often respond better when they can see what they are 

considering. 

This also makes the promotion feel more grounded. 

You are not asking the audience to trust a collection of enthusiastic 

claims. 

You are showing them the work. 

Repetition Is Not Always a Problem 

Creators often worry that mentioning the product more than once 

will annoy people. 

Most people will not see every message. 



Some will notice the first announcement but not have time to read 

it. 

Others may need to see a sample or answer before the offer feels 

relevant. 

Repetition becomes tiring when nothing new is added. 

Five identical sales messages are repetitive. 

Five messages that explain different parts of the offer are not. 

Keep the Call to Action Clear 

A calm tone should not become vague. 

If the message is promotional, tell the reader where to learn more or 

buy. 

There is no need to apologise for selling a useful product. 

The invitation can be direct without being forceful. 

For example: 

You can view the full toolkit and everything included on the product 

page. 

That is clear enough. 



Decide Whether Bonuses or Introductory Pricing Are 

Necessary 

Many launches include a bonus or temporary lower price. 

These can be useful. 

They are not required. 

An incentive should make the offer easier to understand or more 

useful. It should not be added simply because launches are expected 

to have one. 

When a Bonus Helps 

A strong bonus supports the main product. 

For example, a digital product toolkit might include a short launch 

calendar, a worked example, or a quick-start guide. 

These help the customer use what they have already purchased. 

A weak bonus may be unrelated or unnecessarily large. 

Several extra resources can make the offer look impressive while 

making the customer less certain about where to begin. 

More files do not always create more value. 

Sometimes they create more work. 



Before adding a bonus, ask: 

• Does this support the main result? 

• Will customers use it? 

• Does it make the offer clearer? 

• Can it be delivered properly? 

• Will it create additional support questions? 

If the bonus delays the launch or distracts from the main product, it 

may not be helping. 

Introductory Pricing 

A lower launch price can recognise that early buyers are purchasing a 

new product without many reviews or testimonials. 

It may also encourage people to act during a defined period. 

The lower price should be genuine. 

If the regular price is £47 and the introductory price is £37, the offer 

should return to £47 when the stated period ends. 

A “temporary” discount that never ends weakens trust. 

The reduction should also remain commercially sensible. 

A very low price may bring more buyers but leave little room for 

fees, support, and future promotion. 



It can also make the later regular price feel difficult to justify. 

Other Options 

You may choose: 

• one relevant bonus 

• a modest introductory price 

• a founding-customer price 

• a bonus available to early buyers 

• no incentive at all 

The main product should remain strong without the extra. 

An incentive should support the buying decision, not carry the entire 

offer. 

When Initial Sales Are Slow 

A launch can be carefully prepared and still begin quietly. 

This is one of the hardest parts for many creators. 

You send the email. 

You post the announcement. 

Then you become unusually aware of time. 



You may check the sales dashboard several times in one morning. A 

few clicks appear. No sales. 

It is easy to interpret the silence quickly. 

Perhaps nobody wants the product. 

Perhaps the price is wrong. 

Perhaps the idea was a mistake. 

These conclusions usually come too early. 

Slow sales can have several causes. 

The difficulty is identifying which one. 

Look at the Sequence 

Use this simple sequence: 

Reach → Interest → Sales Page → Checkout → Purchase 

Each stage tells you something different. 

Reach 

Did enough relevant people see the offer? 

If very few people saw it, there is not enough evidence to judge 

demand. 



The issue may be visibility. 

Interest 

Did people click, reply, or ask questions? 

If the announcement received little response, the message may not 

have made the problem or benefit clear. 

The audience may also be poorly matched. 

Sales Page 

Did people visit the page but leave without buying? 

The offer, price, proof, format, or wording may need attention. 

They may not understand exactly what is included. 

Checkout 

Did people reach checkout but not complete payment? 

The form may be confusing. 

The final price may be unexpected. 

A payment method may be missing. 

The checkout may not work properly on mobile. 



Purchase 

Did some people buy? 

Their behaviour and questions can show what attracted them and 

what needs improving. 

This sequence helps separate low demand from low visibility. 

They are not the same problem. 

Do Not Cut the Price Immediately 

Lowering the price is one of the quickest changes to make. 

That does not mean it is the right one. 

If people do not understand the product, a lower price may not help. 

If almost no one saw the offer, the price has not been tested 

properly. 

If checkout is broken, a discount solves nothing. 

Review the evidence before changing the amount. 

Avoid Changing Everything at Once 

When sales are slow, it is tempting to change the headline, price, 

bonus, audience, and page on the same day. 



This creates movement but little learning. 

If results improve, you will not know why. 

Make one or two meaningful changes. 

Then observe again. 

For example: 

• clarify the headline 

• add a product preview 

• explain the file formats 

• improve the checkout button 

• send the offer to a more relevant group 

Small, deliberate changes provide better information. 

A Quiet First Day Is Not a Final Verdict 

One day is a very small sample. 

People may read the email later. 

They may need to think. 

They may be busy. 

The message may have arrived at a poor time. 



This does not mean waiting indefinitely or ignoring weak results. 

It means allowing enough time and exposure before reaching a 

conclusion. 

Learn From the Launch Without Judging the Entire Business 

After the launch period, review what happened. 

Try to separate observation from emotion. 

Instead of writing: 

Nobody wanted it. 

Write: 

The sales page received eighty visits and produced two sales. 

Instead of: 

Social media was useless. 

Write: 

Social posts produced twelve clicks, while email produced sixty. 

Instead of: 

People did not understand anything. 



Write: 

Four people asked whether the files were editable. 

Specific observations lead to decisions. 

General disappointment usually does not. 

What to Review 

Look at: 

• number of people reached 

• sales-page visits 

• email opens 

• email clicks 

• sales 

• conversion rate 

• revenue 

• refunds 

• support questions 

• traffic sources 

• best-performing messages 

• technical issues 

• personal workload 

Also ask: 



• Which benefit attracted the most attention? 

• Which question appeared repeatedly? 

• Did customers understand who the product was for? 

• Was the launch schedule manageable? 

• Which channel brought the best visitors? 

• Did the incentive help? 

• What should remain the same? 

• What should change? 

Review the Workload Too 

A launch can produce good sales and still be poorly designed for the 

creator. 

Perhaps the schedule required too many late evenings. 

Perhaps support replies became difficult to manage. 

Perhaps daily posting felt unsustainable. 

This matters. 

A launch plan is not successful simply because it creates revenue. 

It also needs to be repeatable or adaptable. 

The business should not depend on a level of effort that cannot be 

maintained. 



Use Four Simple Headings 

A useful launch review can fit under four headings. 

What Worked 

Record the messages, channels, and parts of the offer that 

performed well. 

What Did Not Work 

Identify low-response channels, unclear wording, technical problems, 

or tasks that took too much time. 

What I Learned 

Write down customer questions, buying reasons, objections, and 

unexpected patterns. 

What I Will Change Next 

Choose a small number of specific improvements. 

This keeps the review practical. 

It also prevents the launch result from becoming a judgement about 

personal ability. 

A disappointing number may still lead to a better offer. 



A strong number may still hide weaknesses that need attention. 

Both are information. 

Closing 

A calm launch gives the product a real chance to be seen without 

asking the creator to operate at an unsustainable level. 

It has a clear purpose, a suitable scale, a realistic goal, and a short 

plan. 

It tells the right people about the offer. 

It makes room for questions. 

It pays attention to what customers do rather than only what the 

creator hoped they would do. 

The launch does not need to carry the whole business. 

It does not need to repay every hour of work immediately. 

It does not need to look impressive from the outside. 

Its value lies in beginning. 

You make the product available. 

You invite people to consider it. 



Some buy. Some do not. 

Questions appear. Patterns become visible. Weak points become 

easier to see. 

Then you improve what needs improving and continue. 

Before you begin, ask yourself: 

What would make this launch worthwhile even if the sales are 

modest? 

What is the smallest useful version of the campaign? 

Which people are most likely to understand the offer? 

What information do I want to have when it is over? 

A launch planned around these questions is easier to manage and 

more useful to review. 

The aim is not to create one dramatic week. 

It is to begin a steady process of selling, listening, improving, and 

selling again. 

  



Chapter 10 

Write the Emails That Support the Sale 

Why Sales Emails Can Feel Uncomfortable 

Writing a sales email can feel more personal than writing a sales 

page. 

A sales page sits on a website. People choose whether to visit it. 

An email arrives directly in someone’s inbox. 

That difference matters. 

You may know that your product is useful and still hesitate when it is 

time to write about it. The opening sentence feels too promotional. 

The purchase link feels too direct. The subject line sounds awkward. 

You rewrite it, soften it, and then realise the email no longer says 

much at all. 

Some people deal with this discomfort by saying too little. 

They write several paragraphs around the subject, mention the 

product briefly near the end, and hope the reader understands what 

they are being invited to do. 

Others go in the opposite direction. 



They copy the tone of louder marketing emails, add urgency that 

does not feel natural, and use language they would not normally use 

in conversation. 

Neither approach is especially comfortable. 

The problem is often not the product. It is the belief that a sales 

email must persuade someone quickly and strongly. 

It does not. 

A good email helps the right person understand the problem, the 

offer, and the next step. It gives them enough information to decide 

whether the product is relevant. 

That decision may be yes. 

It may be no. 

It may be not yet. 

The email does not need to control the outcome. It needs to make 

the choice clear. 

This takes some of the pressure away. 

You do not need one perfect message. 



You need a sequence of useful messages, each doing one part of the 

work. 

What Email Does Before, During, and After a Launch 

Email is often treated as a launch-day tool. 

The product becomes available, an announcement is sent, and 

perhaps one reminder follows. 

That can work for a simple offer and an audience that already 

understands the need. 

Many products, however, benefit from more context. 

Email can support the sale before, during, and after the launch. 

Before the Launch 

Before the product is available, email can help the reader recognise 

the problem. 

This does not mean spending weeks teasing an announcement 

without saying anything useful. 

It means preparing the ground. 

You might discuss: 

• a repeated difficulty 



• a common mistake 

• an overlooked part of the problem 

• why ordinary attempts often fall short 

• a practical observation connected to the product 

These emails help the reader notice where the product fits. 

A launch feels less sudden when the subject has already been 

explored. 

During the Launch 

During the launch, email becomes more direct. 

It can: 

• introduce the product 

• explain who it is for 

• show what is included 

• answer common concerns 

• share a preview 

• explain a deadline 

• remind people that the offer is available 

The emails do not all need to say the same thing. 

One may explain the problem. 



Another may show a worksheet or tool. 

Another may answer a question about price or suitability. 

Another may simply remind the reader that the launch period is 

ending. 

After the Launch 

After the launch, email still has work to do. 

Buyers need: 

• access 

• reassurance 

• a clear starting point 

• support information 

• help using the product 

Non-buyers may still need: 

• a useful follow-up 

• more clarity 

• time 

• a different offer 

• the option to stay connected without pressure 



Later, email can also be used to request feedback, collect 

testimonials, and promote the product again. 

Seen this way, email is not a short burst of selling. 

It is a communication system around the product. 

Each Email Needs One Main Job 

One reason sales emails become difficult to write is that the writer 

tries to make each one do everything. 

The email explains the problem, tells the product story, lists every 

feature, answers every objection, introduces the price, adds a bonus, 

explains the deadline, and asks for the sale. 

The result is often long, crowded, and tiring. 

A sequence works better when each email has one main purpose. 

For example: 

• Email 1: Help the reader recognise the problem. 

• Email 2: Explain why common approaches may not work. 

• Email 3: Introduce the product. 

• Email 4: Show what is included. 

• Email 5: Answer common questions. 

• Email 6: Send a reminder. 



Each message can still mention the product once it has been 

introduced. It simply does not have to carry the full argument every 

time. 

This creates better pacing. 

It also makes the emails easier to read. 

A person may not remember every sentence, but they often 

remember the central idea. 

That is enough. 

Write Helpfully Without Becoming Vague 

A helpful email is not the same as a soft or uncertain email. 

It can be calm and still be clear. 

The writer can explain the situation, name the product, state the 

price, and include the purchase link without sounding forceful. 

Helpful emails usually share a few qualities. 

They focus on the reader’s situation. 

They explain one idea at a time. 

They use ordinary language. 



They avoid exaggerated outcomes. 

They acknowledge limits. 

They make the next step easy to see. 

Forceful emails often depend on something else. 

They create fear. 

They repeat urgency. 

They suggest that the reader is making a serious mistake by waiting. 

They make large promises. 

They imply that the product is suitable for everyone. 

They use guilt or pressure instead of clarity. 

The difference is not always dramatic. 

Sometimes it appears in small phrases. 

Consider this: 

You cannot afford to miss this opportunity. 

Now compare it with: 



If this is the problem you are trying to solve, you can see the full 

details here. 

The second version is still commercial. It still invites action. 

It simply leaves the decision with the reader. 

Do Not Apologise for Selling 

Some emails weaken themselves before the offer is even mentioned. 

You may see phrases such as: 

I hope you don’t mind me sharing this. 

Sorry for the sales email. 

I don’t usually promote things, but... 

These lines may feel polite. 

They can also suggest that selling is something slightly improper. 

If the product is relevant to the audience and honestly described, 

there is no need to apologise for mentioning it. 

A clearer approach is: 

I created this because many readers were struggling with the same 

problem. 



Or: 

If you would like a more structured way to handle this, the new 

toolkit may help. 

That is direct without being aggressive. 

Keep the Invitation Visible 

A calm email should not hide the next step. 

If the reader has to search for the link, the message is not serving 

them well. 

The call to action can be simple. 

View the toolkit here. 

See what is included. 

Read the full product details. 

Get access here. 

There is no need to turn every button into a dramatic command. 

Clarity is enough. 



Introduce the Problem Before the Product 

People usually pay attention to a product when they recognise the 

problem it addresses. 

This sounds obvious, but many launch emails reverse the order. 

They begin with the product name, list several features, mention a 

price, and only later explain why any of it matters. 

For the creator, the product is already familiar. 

For the reader, it is new. 

They need context. 

A useful sequence often begins with the problem. 

Not in an exaggerated way. 

Simply by naming something the reader may already be 

experiencing. 

For example: 

Many first-time product creators do not struggle because they lack 

ideas. They struggle because every idea seems possible, and there is 

no clear way to decide which one is worth building. 

This gives the reader something recognisable. 



The next message might explain why choosing based only on 

enthusiasm can lead to wasted time. 

Then the product can be introduced as a structured response. 

The sequence becomes: 

Problem 

↓ 

Why it persists 

↓ 

Useful insight 

↓ 

Product 

↓ 

Decision 

The product feels connected to the conversation rather than inserted 

into it. 

Gradual Does Not Mean Secretive 

There is a difference between building context and hiding the offer. 



Some email sequences spend several days saying that something 

exciting is coming, without giving the reader anything useful. 

This can create curiosity, but it can also create impatience. 

A gradual sequence should still move forward. 

Each email should help the reader understand one more thing. 

By the time the product appears, it should feel like a logical next 

step. 

Do Not Delay Too Long 

It is also possible to wait too long before introducing the offer. 

A writer may send several useful emails because they are 

comfortable teaching, then struggle to shift into selling. 

The product appears at the end almost as an afterthought. 

There is no need to keep the two activities separate. 

A useful email can teach and sell. 

The connection simply needs to be natural. 



Share Something Useful Before Asking for the Sale 

People are more likely to pay attention when an email gives them 

something worth reading. 

This does not mean every email must become a long lesson. 

One useful point is enough. 

You might share: 

• a common mistake 

• a short checklist 

• a useful distinction 

• a practical question 

• a small example 

• one part of the product 

• an observation about what usually goes wrong 

Suppose you are selling a launch planner. 

A useful email might explain that launches often feel overwhelming 

because important tasks and optional tasks are treated as equally 

urgent. 

That insight stands on its own. 

It also connects naturally to the planner. 



The email could continue: 

The planner was designed to separate what must be ready before 

launch from what can wait until later. 

Now the product has been introduced through relevance. 

Useful Does Not Mean Complete 

Some writers worry that if they give too much away, the reader will 

no longer need the product. 

Others worry that if they give too little, the email will feel empty. 

The middle ground is to share a focused insight that helps but does 

not replace the complete system. 

A single checklist point can be useful. 

A product may contain the full process, templates, examples, and 

structure. 

The email gives the reader a reason to trust the thinking behind the 

offer. 

Avoid Unrelated Teaching 

The information should connect to the product. 



A useful email about a completely different topic may entertain the 

audience but do little to support the sale. 

The connection should not feel forced. 

A simple structure can help: 

Observation 

Explain something the reader may recognise. 

Meaning 

Show why it matters. 

Practical point 

Give one useful takeaway. 

Product connection 

Explain how the product helps further. 

Next step 

Invite the reader to view the offer. 

This is not a rigid formula. 

It is simply a way to keep the email focused. 



Introduce the Product Clearly 

When the product is introduced, do not make the reader guess what 

it is. 

State the name. 

Explain the format. 

Say who it is for. 

Describe what it helps the customer do. 

A clear introduction might look like this: 

The Digital Product Business Toolkit is a practical collection of 

worksheets, planners, templates, and checklists for people creating 

and selling their first digital product. 

Then add the outcome: 

It is designed to help you choose an idea, validate it, price it, prepare 

the sales process, and plan a manageable launch. 

The reader now understands the basic offer. 

After that, you can show what is included. 

Avoid listing every item unless the email is specifically about 

contents. 



A short selection may be enough: 

It includes a product idea workbook, pricing calculator, launch 

planner, sales page template, email templates, and business planning 

tools. 

Then explain why those pieces matter. 

A list of features becomes more meaningful when connected to use. 

The aim is to reduce the amount of guessing and help you move 

through the work in a sensible order. 

That gives the reader a reason to care. 

Answer Objections as Reasonable Questions 

An objection is not necessarily resistance. 

Often it is a normal question. 

The reader may be wondering: 

• Is this suitable for a beginner? 

• Will I have time to use it? 

• Is it different from what I already have? 

• Is the price justified? 

• Will the files work on my device? 

• Do I need special software? 



• Is this relevant to my type of product? 

• What happens if I get stuck? 

These concerns should not be treated as barriers to break down. 

They should be answered honestly. 

A useful objection email can follow a simple shape. 

Name the Concern 

You may already have several guides saved on this subject. 

Acknowledge It 

That is understandable. There is no shortage of information about 

digital products. 

Clarify the Difference 

The toolkit is not intended to give you more general reading. It is 

designed to help you make decisions and complete the practical 

work. 

Explain the Fit 

It may suit you if you already understand the basic idea but need a 

clearer structure. 

Allow the Decision 



You can review the full contents here and decide whether it fills a 

gap for you. 

This sounds more respectful than telling the reader that their 

concern is wrong. 

Not Every Concern Is About Price 

When people do not buy, price is often blamed first. 

Price may matter. 

But hesitation can also come from: 

• lack of clarity 

• poor timing 

• uncertainty about format 

• lack of trust 

• too much information 

• too little proof 

• confusion about suitability 

If several people ask whether the product is editable, the problem 

may not be price. 

The format may not be explained clearly enough. 



If readers click but do not reach checkout, the sales page may not be 

answering the right questions. 

Objections often reveal where communication needs improvement. 

Say Who the Product Is Not For 

This can feel risky. 

It often builds trust. 

For example: 

This toolkit is not a complete course on every type of digital product. 

It is a practical planning and execution resource for someone who 

wants to create and sell a first or early-stage product. 

That statement narrows the audience. 

It also helps the right buyer feel more confident. 

Trying to make the product suitable for everyone usually makes the 

message less believable. 

Write Reminder Emails That Add Something New 

A reminder email should not simply repeat the announcement with a 

different subject line. 

It should give the reader another reason to consider the offer. 



That reason may be: 

• a product preview 

• a frequently asked question 

• a specific use case 

• a customer concern 

• a deadline 

• a clearer explanation of who it is for 

• one practical tool inside the product 

• what happens after purchase 

For example: 

A quick reminder that the introductory price ends tomorrow. Before 

it does, I wanted to answer one question that has come up several 

times: are the worksheets printable and editable? 

The reminder is doing two things. 

It mentions the deadline. 

It also adds useful information. 

Most People Will Not Read Every Email 

Writers often worry that emailing several times will annoy 

subscribers. 



Some people may unsubscribe. 

That happens with almost any active email list. 

But many subscribers will not open every message. 

Some will see the first and forget to return. 

Some will notice the second. 

Some will read the final reminder because the subject line is more 

relevant to them. 

A person may buy after the last email even though they were 

interested from the beginning. 

That is not unusual. 

The aim is not to send the same message repeatedly. 

It is to cover different parts of the decision. 

Use Real Urgency Only 

If the price changes on Friday, say so. 

If a bonus ends on Sunday, explain that. 

If the product remains available at the same price, do not pretend 

that access is about to disappear. 



A deadline should reflect a real change. 

False urgency may create a few immediate sales, but it weakens 

trust. 

A calm reminder can still be effective. 

The launch discount ends at midnight tomorrow. After that, the 

toolkit will remain available at the regular price. 

Nothing more dramatic is needed. 

Welcome Buyers Properly 

Once someone buys, the tone and purpose of the email sequence 

change. 

The sale is complete. 

The buyer now needs reassurance. 

They want to know: 

• Was the payment successful? 

• Where is the product? 

• Which file should I open first? 

• Do I need special software? 

• What should I do if the link does not work? 

• How do I contact support? 



A buyer welcome email should answer these questions quickly. 

It does not need a long introduction. 

The most important information should appear near the top. 

A sensible order is: 

1. Confirm the purchase. 

2. Provide access. 

3. Explain where to begin. 

4. Mention any technical requirements. 

5. Give support details. 

For example: 

Thank you for purchasing the Digital Product Business Toolkit. 

You can download it here: [link] 

Begin with the file called Start Here. It explains what is included and 

the recommended order. 

If you have trouble accessing the files, reply to this email. 

Simple messages are often the most useful. 



Do Not Make the Buyer Search 

A surprisingly common problem is a welcome email filled with warm 

language but no obvious access link. 

The customer scrolls, checks the receipt, searches the inbox, and 

begins to wonder whether something went wrong. 

The access button should be easy to find. 

The email should also explain what the customer is looking for. 

A folder with twenty files may be well organised from the creator’s 

point of view and still feel confusing to someone seeing it for the first 

time. 

Tell them what to open. 

Do Not Rush Into Another Sale 

There may be a place for a related offer later. 

The first buyer email is usually not that place. 

The customer should receive what they paid for before being shown 

another product. 

An immediate upsell can make the original purchase feel incomplete. 

First, help them use the product. 



Trust is strengthened through delivery. 

Follow Up With People Who Did Not Buy 

A person who does not buy during the launch is not necessarily 

rejecting the product forever. 

They may have: 

• missed the emails 

• been busy 

• needed more time 

• been unsure about one detail 

• decided the timing was poor 

• felt the product was not right for them 

• planned to return later 

A post-launch follow-up can be useful. 

It might: 

• thank the reader for following the launch 

• share one final useful point 

• ask a simple question 

• explain whether the product remains available 

• offer a relevant free resource 

• invite them to stay on the list 



The tone should be open. 

Not disappointed. 

Not accusing. 

Not designed to make the reader feel they failed to act. 

A simple message may say: 

The launch period has now ended, and the toolkit remains available 

at the regular price. 

If you considered it but decided not to buy, I would be interested to 

know whether anything felt unclear. 

That question can produce useful replies. 

Do Not Assume Price Was the Problem 

A final discount is often used to bring back non-buyers. 

Sometimes it works. 

Sometimes it teaches people to wait. 

Before offering another reduction, consider whether the issue was 

price at all. 



If several people ask whether the toolkit is suitable for beginners, 

clarity may be the real problem. 

If the sales page had few visitors, the issue may be reach. 

If the audience was poorly matched, another discount will not fix 

that. 

Follow-up should help the business learn, not merely push harder. 

Keep Non-Buyers on the List 

Someone who does not buy one product may buy another. 

They may also buy the same product later. 

An engaged subscriber is still valuable. 

There is no need to treat non-buyers as failed prospects. 

Continue sending useful emails. 

Keep the relationship intact. 

Request Feedback Responsibly 

Feedback helps improve the product. 

It can reveal: 

• unclear instructions 



• missing examples 

• confusing file names 

• useful sections 

• unnecessary sections 

• technical problems 

• unexpected ways customers use the product 

The timing matters. 

Do not ask for detailed feedback before the buyer has had a 

reasonable chance to use the product. 

For a short checklist, that may be a few days. 

For a larger toolkit or course, it may be several weeks. 

The request should be simple. 

Long surveys often receive fewer responses. 

Useful questions include: 

• Which part did you use first? 

• What was most helpful? 

• Was anything unclear? 

• What almost stopped you from buying? 

• What would improve the product? 



These questions encourage specific answers. 

Feedback Is Not the Same as Praise 

A feedback request should not quietly ask the customer to say 

something positive. 

The purpose is to learn. 

A critical comment may be more useful than a polite compliment. 

It may show that the introduction is unclear or one worksheet needs 

an example. 

That information can improve future sales and customer experience. 

If an incentive is offered for completing feedback, it should not 

depend on a positive response. 

You are rewarding participation, not approval. 

Request Testimonials With Care 

A testimonial is different from feedback. 

It is intended for public use. 

That means permission matters. 



A customer may send a kind message privately without expecting it 

to appear on a sales page. 

Ask before using it. 

A good testimonial request is specific and optional. 

For example: 

You mentioned that the launch planner helped you organise your 

tasks more clearly. Would you be comfortable with me using that 

comment as a testimonial? 

You can also ask a few focused questions: 

• What problem were you trying to solve? 

• What part of the product helped most? 

• What changed after using it? 

• Who would you recommend it to? 

The customer’s own language is often more convincing than heavily 

edited praise. 

Do Not Ask Too Early 

A buyer needs experience before they can comment meaningfully. 

Asking for a testimonial immediately after purchase often produces 

vague statements such as: 



It looks great. 

That may be pleasant, but it says little about usefulness. 

Wait until there is something real to describe. 

Edit Carefully 

Small edits for spelling or length may be reasonable. 

Changes that alter meaning are not. 

If you shorten a testimonial, preserve the customer’s intention. 

If the changes are substantial, ask for approval. 

Testimonials should make the offer more trustworthy, not less. 

Review What the Emails Actually Did 

After the launch, review the sequence. 

Do not judge emails only by how they felt to write. 

Look at what happened. 

Useful measures may include: 

• open rate 

• click rate 

• replies 



• sales 

• unsubscribes 

• questions 

• traffic to the sales page 

• performance of different subject lines 

The numbers need context. 

A high open rate with few clicks may mean the subject line worked 

but the email did not move readers forward. 

A lower open rate with strong sales may mean the message reached 

a smaller but more relevant group. 

Replies may reveal more than percentages. 

One short question from several people can show that an important 

part of the offer is unclear. 

Look for the Strongest Message 

One email may consistently produce more clicks or sales. 

Study it. 

Was the subject line plain and specific? 

Did the opening describe the problem clearly? 



Did it show part of the product? 

Did it answer a common objection? 

Did it include a stronger call to action? 

The goal is not to copy every sentence into future emails. 

It is to understand why the message worked. 

Do Not Discard a Weak Email Too Quickly 

A low-performing email may have: 

• a weak subject line 

• a poor send time 

• an unclear opening 

• too many ideas 

• a hidden call to action 

• an unhelpful angle 

The central idea may still be useful. 

It may need a clearer version. 

Reuse the Sequence for Future Launches 

A good email sequence is an asset. 

It should not disappear into an old campaign folder. 



Save it with notes. 

Record: 

• the purpose of each email 

• the subject line 

• the send date 

• the audience 

• open rate 

• click rate 

• sales 

• replies 

• questions 

• improvements needed 

The next launch should not begin with a blank page. 

The sequence can be adapted. 

A problem-focused email may still be relevant. 

A strong objection email may work again. 

A product preview may only need updated images. 

The welcome email may require very little change. 

Update Every Time 



Reusing does not mean sending carelessly. 

Check: 

• dates 

• prices 

• bonuses 

• deadlines 

• links 

• product contents 

• support details 

• refund information 

Old information is easy to miss because the email already looks 

finished. 

A launch date left from six months earlier can make an otherwise 

good message look careless. 

Turn Strong Emails Into Ongoing Emails 

Not every useful sales email needs to remain tied to a launch. 

Some can become part of an automated welcome sequence. 

For example: 

• a problem-awareness email 



• a practical tip 

• a product introduction 

• an objection email 

• a customer example 

These messages can continue introducing new subscribers to the 

offer after the launch ends. 

This gives the product a longer selling life. 

It also means the work done for one launch can support the business 

more than once. 

Closing 

A good email sequence does not depend on one brilliant message. 

It builds understanding gradually. 

It helps the reader recognise the problem. 

It shares something useful. 

It introduces the product clearly. 

It answers reasonable questions. 

It sends reminders that add something new. 

It welcomes buyers properly. 



It follows up with non-buyers without pressure. 

It asks for feedback carefully. 

Then it is reviewed, improved, and used again. 

You do not need to become louder to write sales emails. 

You do not need to copy a style that feels unnatural. 

You do need to be clear. 

Helpful does not mean vague. 

Calm does not mean hesitant. 

Respectful does not mean avoiding the sale. 

Before writing the sequence, ask yourself: 

What should the reader understand after each email? 

Which message introduces the problem? 

Which one introduces the product? 

What questions need answering? 

What should the final reminder add? 

What will happen after someone buys? 



What will happen after someone does not? 

When each email has a clear job, the sequence becomes easier to 

write and easier to read. 

The aim is not to pressure the reader into a decision. 

It is to make the offer understandable enough that the right person 

can decide with confidence. 

  



 

Chapter 11 

Use AI as a Working Assistant 

A Tool That Can Make the Work Lighter 

Creating a digital product involves far more than writing the finished 

product itself. 

There are ideas to sort through, customer questions to understand, 

outlines to develop, descriptions to write, emails to prepare, 

worksheets to organise, and dozens of small decisions that rarely 

appear on a checklist. 

Many of these tasks are not especially difficult. They simply take 

time. 

Sometimes the hardest part is not knowing what to write first. 

You may open a blank document with a clear idea in your head and 

still spend twenty minutes rearranging the first paragraph. You know 

roughly where you want to go, but getting started feels surprisingly 

slow. 

This is where AI can be genuinely useful. 



It can help organise scattered notes, suggest ways to structure 

information, rewrite awkward sentences, produce alternative 

headlines, or turn rough thoughts into a workable first draft. 

Those are real advantages. 

They reduce the effort of beginning. 

But speed can also create a false sense of completion. 

A response appears within seconds, looks well organised, and reads 

confidently. It is easy to mistake that first draft for finished work. 

In reality, it may contain broad statements, unsupported claims, 

repeated ideas, or wording that could describe almost any product. 

The value is not that the work appears instantly. 

The value is that you now have something to examine, improve, 

question, and shape into something that genuinely belongs to your 

business. 

That is why this chapter approaches AI as a working assistant rather 

than a replacement for your judgement. 

It can help you work faster. 

It cannot decide what matters most to your customers. 



It cannot take responsibility for what you publish. 

Those parts remain yours. 

Think of It as a Colleague, Not a Replacement 

Imagine working alongside someone who can produce drafts quickly, 

organise information, suggest alternatives, and help spot repetition. 

That colleague would be useful. 

You would still review their work. 

You would still make the important decisions. 

You would still correct mistakes before anything reached a customer. 

Using AI well is much the same. 

It performs best when it is given a clear role. 

Instead of asking it to create an entire business, ask it to help with 

one part of the work. 

Instead of expecting perfect answers, expect useful starting points. 

This small change in expectation often makes the experience more 

productive. 

You are no longer waiting for the perfect output. 



You are directing a process. 

Where AI Can Save Time 

Some tasks benefit greatly from assistance because they involve 

organising, rewriting, comparing, or expanding existing material. 

For example, it can help you: 

• organise scattered notes into categories 

• suggest possible chapter headings 

• rearrange a rough outline into a clearer order 

• simplify complicated explanations 

• identify repeated ideas 

• rewrite awkward paragraphs 

• create several versions of a headline 

• adapt one email into different formats 

• summarise information you have already gathered 

• turn a process into a checklist 

Notice that these tasks all begin with something you already have. 

You provide the raw material. 

The tool helps shape it. 

That usually produces stronger results than asking for an entire 

product with very little context. 



Suppose you have written twenty pages of notes for a workbook. 

Instead of asking for a completely new workbook, you could ask for 

help grouping similar topics, identifying duplicated ideas, or 

suggesting a clearer order for the sections. 

The work remains yours. 

The organisation becomes easier. 

That distinction matters. 

Some Decisions Should Always Stay Human 

Not every part of product creation should be delegated. 

Certain decisions rely on experience, responsibility, and 

understanding that no tool can fully replace. 

For example, you still need to decide: 

• which customer problem is worth solving 

• whether the product is genuinely useful 

• what promises are fair 

• which information should be included 

• how much detail your audience needs 

• whether the tone feels appropriate 

• whether advice is responsible 



• whether the finished work reflects your business 

A tool can suggest possibilities. 

It cannot carry the responsibility for those decisions. 

Consider pricing. 

You might ask for several pricing ideas. 

The suggestions may sound reasonable. 

Only you know your audience, your costs, your support commitment, 

your long-term plans, and where the product fits within your 

business. 

Those factors cannot be guessed reliably. 

The same applies to promises. 

If a draft claims that your product will achieve a particular result, you 

need to decide whether that statement is accurate. 

Good judgement is not something to add at the end. 

It should guide the entire process. 



Use Prompts to Clarify Your Thinking 

People often imagine that using AI depends on finding the perfect 

prompt. 

In practice, the goal is much simpler. 

A good prompt explains what you are trying to achieve. 

The clearer your thinking becomes, the more useful the response is 

likely to be. 

A helpful prompt usually includes: 

• the situation 

• the task 

• the intended reader or customer 

• relevant background information 

• any important limits 

• the form you want the answer to take 

For example, there is a big difference between saying: 

"Give me a profitable product idea." 

and saying: 



"Here are ten questions customers have asked me about creating 

digital products. Group these questions into themes and suggest five 

small products that would solve one clear problem each." 

The second request gives direction. 

It provides evidence. 

It explains the task. 

It limits the scope. 

It is also perfectly normal to continue the conversation. 

If the first response feels too broad, ask for a narrower version. 

If something seems unclear, ask for an explanation. 

If the examples feel unrealistic, ask for more ordinary ones. 

You are not expected to produce one flawless instruction. 

The process is often a series of small refinements. 

Generating Product Ideas Without Becoming Overwhelmed 

Idea generation is one of the most obvious uses for AI. 

It can produce dozens of suggestions in a few moments. 

The challenge is not creating ideas. 



It is choosing sensible ones. 

A long list can sometimes create more uncertainty than confidence. 

Everything sounds possible. 

Everything looks interesting. 

Nothing feels easier to choose. 

Instead of asking for as many ideas as possible, ask for ideas that 

meet clear conditions. 

For example: 

• suitable for beginners 

• based on one customer problem 

• possible to complete within a month 

• inexpensive to create 

• supported by existing customer questions 

Those limits improve the quality of the discussion. 

They also remind you that an idea is only a possibility until it is 

tested. 

A convincing description does not prove demand. 

Real customers do that. 



Treat generated ideas as options to investigate, not conclusions to 

accept. 

Customer Questions Still Matter Most 

One of the best starting points for any product is the questions 

people already ask. 

If you have customer emails, survey responses, reviews, support 

messages, or notes from conversations, they contain valuable 

information. 

AI can help organise that material. 

It can identify themes. 

It can group similar concerns. 

It can point out repeated wording. 

It can suggest questions that naturally follow. 

That is different from inventing customer research. 

If you simply ask what customers want, the response may sound 

convincing without reflecting your audience. 

Real questions remain more valuable than imagined ones. 

Whenever possible, begin with evidence you already have. 



Even a small number of genuine customer comments can provide 

better direction than a long list of assumptions. 

Turning Notes into a Product Outline 

Many products begin as scattered thoughts. 

Ideas are written on paper, stored in phone notes, added to 

documents, or collected in several folders. 

The information exists. 

The structure does not. 

This is another area where AI can save time. 

It can help: 

• group related topics 

• suggest an order 

• identify repeated sections 

• highlight missing steps 

• compare different structures 

Even then, review the outline carefully. 

Ask yourself: 

Does each section help the customer move forward? 



Does the order make sense? 

Have you included something simply because it sounds impressive? 

Is anything missing that would leave the reader confused? 

An outline is not valuable because it is long. 

It is valuable because it creates a clear path through the subject. 

Sometimes removing a section improves the product more than 

adding another one. 

Improving Explanations 

Knowing something well can make it surprisingly difficult to explain. 

You understand the idea so clearly that you skip steps without 

realising it. 

The reader does not have your background. 

They need those missing connections. 

AI can be useful for spotting these gaps. 

You might ask it to: 

• simplify an explanation 

• identify confusing wording 



• suggest another example 

• explain the same idea for a beginner 

• point out where assumptions have been made 

This does not mean every suggestion should be accepted. 

Some examples may feel unrealistic. 

Others may sound too polished or too neat. 

Whenever possible, use examples drawn from ordinary situations. 

A customer hesitating over a price. 

Someone unsure where to begin. 

A creator struggling to choose between two product ideas. 

These everyday moments often explain an idea more effectively than 

dramatic success stories. 

Drafting Parts of a Sales Page 

A sales page contains several different pieces. 

There is the headline. 

The introduction. 

The explanation of the problem. 



The description of the product. 

The benefits. 

The frequently asked questions. 

The call to action. 

Each section can be developed separately. 

That is usually more productive than asking for an entire sales page 

in one request. 

Provide accurate information first. 

Explain what the product actually contains. 

Describe who it is for. 

State what it does and does not do. 

Then ask for help improving one section at a time. 

Be especially careful with claims. 

If the writing promises results you cannot support, change them. 

If it invents proof or testimonials, remove them. 

The strongest sales pages are often straightforward. 



They explain the problem honestly, describe the solution clearly, and 

allow the customer to decide. 

Creating Different Versions of Emails 

Earlier in this toolkit, you developed launch emails for different 

stages of the sales process. 

AI can make those emails easier to adapt. 

A longer announcement can become a shorter reminder. 

A reminder can become a follow-up. 

An educational email can be rewritten for readers who already know 

the topic. 

Subject lines can be varied without changing the message itself. 

This saves time. 

It also helps you test different approaches. 

Even so, each email should still have its own purpose. 

Changing a few words is not enough. 

A reminder should not simply be the announcement with a different 

opening sentence. 



It should add something new. 

Perhaps it answers a common question. 

Perhaps it highlights one feature. 

Perhaps it explains who the product is most suitable for. 

The role of each email matters more than the wording alone. 

Use It as an Editor as Well 

Writing often becomes clearer after someone else has read it. 

Even if that "someone" is a tool rather than another person, fresh 

eyes can still be useful. 

Instead of immediately asking for a rewrite, consider asking for an 

evaluation first. 

For example: 

• Which ideas are repeated? 

• Which sentences may confuse a beginner? 

• Where does the explanation become too vague? 

• Which terms need defining? 

• Does the tone remain consistent? 

These questions encourage analysis rather than automatic rewriting. 



Once you understand the weaknesses, you can decide how to 

improve them. 

This helps preserve your own voice. 

It also prevents unnecessary changes to sections that already work 

well. 

Learn to Notice Weak Output 

One of the most valuable skills is recognising when the output is not 

as good as it first appears. 

Sometimes the writing sounds polished while saying very little. 

Sometimes every paragraph follows the same rhythm. 

Sometimes the advice is so broad that it could fit almost any product. 

Other warning signs include: 

• unsupported statistics 

• repeated phrases 

• unrealistic examples 

• invented quotations 

• unnecessary certainty 

• vague recommendations 

• generic language that lacks detail 



When something sounds impressive, pause for a moment. 

Ask yourself: 

Can I support this? 

Is it specific to my product? 

Would I feel comfortable signing my name to it? 

If the answer is no, keep working. 

The first draft is not the destination. 

Check Facts Carefully 

No matter how convincing the writing appears, important 

information should always be checked. 

Review: 

• names 

• dates 

• figures 

• product details 

• platform features 

• legal statements 

• health or financial claims 

• quotations 



• references 

If something matters to the customer, verify it before publishing. 

This habit protects both your customers and your reputation. 

Accuracy builds trust over time. 

Carelessness does the opposite. 

Keep Your Own Voice 

One unexpected side effect of rewriting is that your writing can begin 

to sound less like you. 

Everything becomes smoother. 

Everything becomes slightly more formal. 

Individual observations disappear. 

The personality that made the work interesting gradually fades. 

Pay attention to this. 

A useful edit should improve clarity without removing character. 

If a sentence sounds exactly like something you would never say, 

change it. 

The goal is not perfect uniformity. 



It is writing that sounds natural while remaining easy to understand. 

Protect Information That Should Stay Private 

Convenience should never replace good judgement. 

Before sharing information with any tool, ask yourself whether it 

really needs that level of detail. 

Avoid sharing: 

• customer names 

• email addresses 

• payment details 

• passwords 

• private support messages 

• confidential financial records 

• unpublished business information 

• client material you do not have permission to share 

Often a summary is enough. 

Instead of copying an entire customer email, describe the problem. 

Instead of uploading a spreadsheet containing personal information, 

remove anything that identifies individuals. 



It is also worth reviewing the privacy settings and terms of the 

specific tool you use, as these can differ and may change over time. 

Simple habits reduce unnecessary risk. 

Develop a Repeatable Way of Working 

Rather than treating every request as something completely new, 

build a process you can use repeatedly. 

A simple approach might look like this: 

1. Decide exactly what help you need. 

2. Provide only the necessary context. 

3. Request one clearly defined task. 

4. Review the response carefully. 

5. Check the facts. 

6. Improve the wording where necessary. 

7. Save useful prompts for future projects. 

Over time, you will discover that certain prompts work particularly 

well for recurring tasks. 

Those become part of your business systems. 

Instead of beginning from scratch every time, you build on what has 

already proved useful. 



That saves time without reducing quality. 

Closing Thoughts 

Used thoughtfully, AI can remove much of the friction from creating 

digital products. 

It can help organise ideas, improve structure, simplify explanations, 

develop outlines, review writing, and prepare marketing material. 

Those are meaningful advantages. 

At the same time, no tool understands your customers, your 

business, or your responsibilities in quite the way you do. 

It cannot decide which promise is fair. 

It cannot judge whether a product genuinely solves the problem you 

set out to address. 

It cannot take responsibility for accuracy, honesty, or privacy. 

Those remain human responsibilities. 

The most productive approach is neither to avoid AI nor to depend 

on it completely. 

Use it where it genuinely helps. 

Question what it produces. 



Check what matters. 

Keep what improves the work. 

Change what does not. 

As your business grows, you will probably find that the greatest value 

comes not from asking for finished answers, but from using the tool 

to think more clearly, organise ideas more effectively, and spend 

more of your time on the decisions that only you can make. 

  



Chapter 12 

Turn One Product Into a Small Business 

The Quiet Period After the Launch 

A launch gives you plenty to do. 

There are final links to check, emails to send, pages to review, and 

small problems that seem to appear just when you thought 

everything was ready. For a few days, the work has a clear rhythm. 

You know what needs your attention because the deadline keeps 

pointing you towards it. 

Then the launch ends. 

The pace changes quickly. 

The emails have gone out. The product is available. Customers have 

either bought it or they have not. There may be a few questions to 

answer, but the list of urgent tasks is suddenly much shorter. 

This quiet period can feel more uncomfortable than expected. 

You may find yourself opening the sales dashboard several times a 

day, even though you checked it an hour earlier. A new sale lifts your 

mood. A quiet afternoon makes you wonder whether the product 

has stopped working. 



You may also begin thinking about changes. 

Perhaps the price is wrong. 

Perhaps the sales page needs rewriting. 

Perhaps the product needs another bonus. 

Perhaps you should create a second product immediately. 

These thoughts are understandable. You have spent time, money, 

and attention creating something, so naturally you want to know 

whether it was worthwhile. 

The difficulty is that a first launch rarely gives a complete answer. 

It gives you information, but not a final verdict. 

A product may sell slowly because only a small number of people 

saw it. Another may attract attention but make few sales because 

the offer was not explained clearly enough. A launch can bring in 

revenue while producing very little profit once costs are included. A 

useful product may receive only a handful of sales at first because 

the creator has not yet built a regular way of introducing it. 

Early results need context. 



Ten sales may be encouraging if the sales page was seen by one 

hundred well-matched visitors. The same ten sales may be 

disappointing if thousands of suitable people reached the page. 

A quiet launch does not automatically mean the product is poor. 

A busy launch does not automatically mean the business is healthy. 

The useful question is not simply, “Did this work?” 

It is: 

What happened, and what can I reasonably learn from it? 

That question creates a little distance between the result and your 

reaction to it. 

It allows you to look at the facts before making changes. 

Separate What You Know From What You Fear 

The days after a launch can produce strong conclusions from very 

little evidence. 

You may think: 

• People are not interested. 

• The price is too high. 

• My audience is too small. 



• The sales page is not persuasive enough. 

• I need a different product. 

Some of those conclusions may eventually prove correct. But 

immediately after a launch, they are often assumptions rather than 

facts. 

It helps to separate the two. 

You may know that 180 people visited the sales page. 

You may know that six people bought. 

You may know that three customers asked the same question about 

how to access a file. 

You may know that one promotional email produced most of the 

sales. 

Those are facts. 

You may believe that nobody understood the offer. You may believe 

the product is too expensive. You may believe a different product 

would sell better. 

Those are possibilities that need more evidence. 

This does not mean ignoring your instincts. Your experience may be 

pointing towards a real problem. It simply means giving yourself 



enough time to understand it before rebuilding the business around 

it. 

A launch can feel very personal because you created the product. 

The numbers can seem like a judgement on the quality of your 

thinking or ability. 

They are not. 

They are information about one offer, presented to one audience, 

through particular channels, during a particular period. 

That is much narrower. 

Give the Product a Fair Chance 

A common reaction to uncertainty is to start creating again. 

Creation feels productive. It gives you something visible to work on. 

Promotion is less comfortable because it involves repetition, waiting, 

and the possibility that people may not respond. 

So a second product begins to look attractive. 

Before the first has been properly promoted, you may find yourself 

outlining another guide, building another template, or buying a new 

domain. 



The new idea brings back the excitement that existed before the first 

launch. 

But the business may not need another product. 

It may need a clearer sales page. 

It may need a welcome email that introduces the existing offer. 

It may need more people to see it. 

It may need time. 

One product cannot show its potential if it is mentioned once and 

then quietly left on a website. 

Customers are busy. They miss emails. They join your list after the 

launch. They see a post and intend to return later. Some need to 

hear about the problem several times before they understand why 

the product may help. 

Giving a product a fair chance does not mean promoting it forever 

regardless of results. 

It means placing it in front of suitable people consistently enough to 

learn something useful. 



Moving From a Single Launch to an Ongoing Sales 

Process 

A launch is an event. 

It has a beginning, a period of activity, and an end. 

A business needs something more continuous. 

This does not mean staying in permanent launch mode. It does not 

mean sending sales emails every day or talking about the product in 

every piece of content. 

It means creating a simple route through which new people can 

continue to discover, understand, buy, and use the product. 

Without that route, the product may technically remain available 

while becoming almost invisible. 

What an Ongoing Sales Process Looks Like 

An ongoing sales process can be modest. 

You do not need a complicated network of pages, systems, and 

automated messages. 

At its simplest, the process may look like this: 

1. A person discovers your business. 



2. They receive something useful. 

3. They begin to understand the problem you help with. 

4. They see the paid product. 

5. They decide whether it is suitable. 

6. They buy and receive it. 

7. They know where to begin and how to get help. 

Each stage matters. 

If people cannot discover the business, the sales page receives little 

traffic. 

If they discover you but do not understand what problem the 

product solves, they have little reason to consider it. 

If the product is explained well but checkout feels unreliable, sales 

may be lost at the final step. 

If buying is easy but delivery is confusing, the customer experience 

suffers. 

An ongoing process is simply the connection between these stages. 

For a small digital product business, it might include: 

• one useful free resource 

• a short welcome email sequence 

• one clear sales page 



• a reliable checkout 

• automatic delivery 

• a buyer welcome email 

• occasional helpful content 

• regular, appropriate product promotion 

That is enough to create a working foundation. 

Ongoing Does Not Mean Constant 

Some creators hear “ongoing sales” and imagine an exhausting 

schedule. 

They picture daily posts, weekly promotions, constant emails, and 

several platforms that all need fresh content. 

That is not the goal. 

The goal is to make the product visible often enough that suitable 

customers have a reasonable chance of finding it. 

A weekly educational email may occasionally mention the product 

where it naturally fits. 

A blog post may link to the sales page. 

A free guide may lead into a short sequence explaining the next 

problem the paid product solves. 



Once a month, the product may be featured directly. 

This is not aggressive promotion. 

It is simply allowing people to know that the product exists. 

There is a difference between repeating an offer and repeating the 

same message. 

The product may stay the same while the angle changes. 

One email may explain the problem. 

Another may answer a common question. 

Another may show how a particular worksheet is used. 

Another may clarify who the product is not for. 

The offer remains familiar, but the information around it becomes 

more useful. 

New People Have Not Seen the Old Promotion 

It is easy to feel that you have mentioned a product many times 

because you remember every email and post. 

Your audience experiences things differently. 

Some subscribers do not open every email. 



Some joined last week. 

Some saw the product months ago but did not need it then. 

Others were interested but distracted. 

The fact that you remember promoting something does not mean 

everyone else remembers seeing it. 

This is why a steady process matters more than one intense week. 

A product can continue making sales from emails, articles, 

recommendations, or search traffic long after launch. These sales 

often feel less dramatic because they arrive one at a time, but they 

are important. 

They show that the business is beginning to rely less on a single 

event. 

Map the Customer’s Route 

A useful exercise is to describe how a customer currently moves 

through your business. 

Begin with the first point of contact. 

Where do they find you? 



Perhaps through an article, social media post, advertisement, 

recommendation, online marketplace, or free resource. 

Then follow the steps. 

What do they see next? 

How do they learn about the paid product? 

Where do they go to buy? 

What happens immediately after payment? 

Where do they ask for help? 

Write the route down in plain language. 

For example: 

Pinterest post → free checklist → welcome emails → product sales 

page → checkout → delivery email → Start Here page 

The route may not be perfect. 

That is fine. 

The purpose is to see whether one exists. 

If the only route is: 

Social media post → sales page 



the customer may not have enough information to understand the 

offer. 

If the route ends at checkout, the delivery and support experience 

may need attention. 

Seeing the full process helps you identify the weak point without 

changing everything at once. 

Tracking the Numbers That Matter 

Once the product is selling through an ongoing process, numbers 

become useful. 

Not because a small business needs an elaborate dashboard, but 

because memory is unreliable. 

A busy week feels successful. 

A quiet week feels discouraging. 

Neither feeling tells you much without context. 

Simple records help you see what actually happened. 

Track With a Question in Mind 

It is possible to measure almost everything. 



Website views, email opens, clicks, followers, likes, downloads, time 

on page, unsubscribe rates, advertising costs, and dozens of other 

figures are available through modern platforms. 

More information does not always create more clarity. 

A number is useful when it helps answer a business question. 

For example: 

• Are enough people seeing the sales page? 

• Are visitors buying? 

• Which promotional activity brings sales? 

• Is the product profitable? 

• Are refunds becoming a pattern? 

• Are customers confused about the same thing? 

• Is the email list growing? 

• Are readers clicking through to the offer? 

Without a question, figures become decoration. 

You may know that a post received 3,000 views without knowing 

whether those viewers were suitable customers or whether any 

visited the sales page. 

You may celebrate a high email open rate while ignoring the fact that 

few people clicked. 



You may focus on gross revenue without noticing that advertising 

and software costs absorbed most of it. 

The aim is not to collect more figures. 

It is to understand the business. 

A Small Monthly Record Is Often Enough 

For many early digital product businesses, a simple monthly record 

can include: 

• sales-page visitors 

• number of sales 

• total revenue 

• refunds 

• direct costs 

• estimated profit 

• email subscribers added 

• email clicks to the product 

• main promotional activities 

• common customer questions 

You might also include a short notes section: 

• What seemed to work? 

• What caused difficulty? 



• What changed during the month? 

• What needs watching next month? 

This creates context around the figures. 

Suppose sales rose in one month. The notes may show that you sent 

two direct product emails instead of none. 

Suppose sales fell. The notes may remind you that you were away for 

two weeks and did almost no promotion. 

Without that context, it is easy to treat every rise or fall as evidence 

of a deeper problem. 

Do Not Confuse Activity With Results 

Some numbers feel encouraging because they are large. 

Followers, impressions, page views, and email subscribers can all 

matter. 

But they are not the same as sales, profit, or customer satisfaction. 

A post with many likes may bring no relevant visitors. 

A smaller email list may produce steady sales because subscribers 

trust the business and understand the offer. 



A website may receive a great deal of traffic to articles that have 

little connection to the paid product. 

This does not make attention worthless. 

It means attention needs a purpose. 

The useful question is: 

Does this activity help suitable customers move closer to the 

product? 

Sometimes the answer will be indirect. A helpful article may build 

trust long before a sale occurs. 

That is reasonable. 

But if months of activity produce no movement towards the offer, 

the routine may need adjustment. 

Small Numbers Need Careful Interpretation 

Early businesses often work with small amounts of data. 

One extra sale can change the conversion rate noticeably. 

One refund can make the refund percentage appear alarming. 

A single successful email can make a month look unusually strong. 



This does not mean the figures are useless. 

It means they should be read with caution. 

Look for patterns across several weeks or months rather than 

reacting to every change. 

A product that makes five sales one month, eight the next, and six 

the following month may be developing a modest level of 

consistency. 

A product that makes twenty sales during launch and none for three 

months may depend too heavily on launch activity. 

Neither pattern tells you everything, but each points towards a 

useful question. 

Keep the System Simple Enough to Maintain 

A tracking system only helps if you use it. 

It is easy to create a detailed spreadsheet with multiple tabs, 

formulas, charts, and colour-coded categories. For a few days, it feels 

organised. 

Then updating it becomes another job. 

A simpler sheet that you complete once a month is more valuable 

than a sophisticated one you avoid. 



Begin with the numbers you can collect reliably. 

Add more only when you need them to answer a specific question. 

At the end of each month, set aside a short period to review the 

figures and write a few observations. 

Try not to redesign the business during that same review. 

First notice what happened. 

Then consider what it might mean. 

The next part of this chapter will look more closely at the numbers 

themselves: sales, conversion rate, refunds, costs, and profit. These 

figures are not complicated once each one is understood in plain 

language, and together they provide a much more honest picture 

than revenue alone. 

 

Understanding Sales, Conversion Rate, Refunds, Costs, and Profit 

Once you begin recording your business activity, the numbers start 

to tell a story. 

At first, they can seem intimidating. Terms like conversion rate and 

profit margin sound as though they belong in an accounting textbook 

rather than a small digital product business. 



In reality, you do not need to become a financial expert. 

You simply need to understand what each number is trying to tell 

you. 

Think of these figures as a conversation rather than a report. 

Each one answers a different question. 

Sales tell you whether people are buying. 

Conversion rate suggests how effectively visitors become customers. 

Refunds may reveal whether expectations matched reality. 

Costs show what it took to produce and sell the product. 

Profit tells you what remains after the business has paid its bills. 

Looking at only one number is rather like judging a book after 

reading a single page. You may notice something useful, but you will 

not see the whole picture. 

Sales Tell You What Happened 

The easiest figure to understand is the number of sales. 

If twenty people buy your product this month, you have made 

twenty sales. 



That sounds straightforward, but even this number benefits from a 

little context. 

Imagine two creators. 

The first sells twenty copies of a £12 checklist. 

The second sells twenty copies of a £75 toolkit. 

Both made the same number of sales, yet the businesses look quite 

different. 

Now imagine another situation. 

One creator sells fifteen products to fifteen different customers. 

Another makes fifteen sales because five loyal customers each 

purchased three related products. 

Again, the total number of sales is identical, but the story behind 

those sales is not. 

Sales matter because they show that people are willing to exchange 

money for what you created. 

They do not explain why those purchases happened or whether the 

business is profitable. 

For that, you need a wider view. 



Revenue Is Not the Same as Profit 

Revenue simply means the money that comes in before business 

costs are deducted. 

If you sell twenty products at £25 each, your revenue is £500. 

That figure feels encouraging because it is visible. 

It is also the number many creators look at first. 

But revenue is only the starting point. 

Imagine your launch brought in £500. 

Now subtract: 

• payment processing fees 

• platform fees 

• advertising costs 

• email software 

• graphic design 

• contractors 

• refunds 

Suddenly the amount remaining looks rather different. 

This is not a reason for disappointment. 



It is simply a reminder that businesses operate on what remains after 

costs, not on what arrives first. 

Many first-time creators accidentally celebrate revenue while 

ignoring expenses. 

It is an understandable mistake because incoming payments are 

exciting. Costs are usually scattered across different invoices and 

subscriptions, making them less noticeable. 

A healthy business pays attention to both. 

Conversion Rate Explains How Visitors Become 

Customers 

Suppose two hundred people visit your sales page. 

Six of them buy. 

Your conversion rate is three percent. 

That number simply describes the relationship between visitors and 

buyers. 

On its own, it does not tell you whether the sales page is good or 

bad. 

Different products naturally convert at different rates. 



A £9 printable may behave differently from a £97 toolkit. 

Visitors arriving from a recommendation may buy more readily than 

people who discover your business for the first time through a search 

engine. 

Small numbers also deserve careful interpretation. 

If only twenty people visit the page, one extra sale changes the 

percentage dramatically. 

This is why it helps to look for patterns over time rather than 

reacting to every small change. 

Instead of asking, 

"Is my conversion rate good?" 

try asking, 

"What might this number be telling me?" 

If many people visit but very few buy, perhaps the offer needs 

clearer explanation. 

If very few people visit at all, the sales page may not be the problem. 

The business may simply need more suitable visitors. 

Conversion rate points towards questions. 



It does not provide all the answers. 

Refunds Can Teach You Something 

Most business owners dislike refunds. 

They feel personal. 

It is easy to assume they represent failure. 

In reality, refunds are simply another piece of information. 

One refund may happen because a customer misunderstood the 

product. 

Another may result from buying in haste. 

Someone else may have experienced a technical problem. 

These situations are not always signs of poor quality. 

Patterns matter far more than isolated cases. 

Suppose several customers mention that they expected video 

lessons when the product only contains written guides. 

That does not necessarily mean the guide should become a video 

course. 



It may simply mean the sales page needs to describe the format 

more clearly. 

Or imagine several refund requests mention difficulty finding the first 

lesson. 

Perhaps the product itself is useful, but navigation needs improving. 

Refunds should encourage curiosity rather than panic. 

Instead of immediately redesigning everything, ask: 

Why did this happen? 

Is the same reason appearing repeatedly? 

Could a clearer explanation solve the problem? 

Businesses improve more quickly when they investigate recurring 

issues instead of reacting emotionally to individual events. 

Costs Are Part of the Business 

Digital products are sometimes described as having "almost no 

costs." 

Compared with manufacturing physical goods, they can certainly be 

inexpensive to deliver. 

That does not mean they are free to operate. 



Most businesses will eventually have costs such as: 

• payment processing 

• selling platform fees 

• email software 

• website hosting 

• domain names 

• graphic design 

• advertising 

• bookkeeping 

• stock images 

• contractors 

• software subscriptions 

Some expenses happen once. 

Others continue every month. 

Understanding the difference is helpful. 

For example, paying a designer to create your workbook layout may 

be a one-time expense. 

Your email software may become a monthly operating cost. 

Seeing those costs clearly allows you to make better decisions later. 



It also helps explain why some months appear more profitable than 

others. 

Profit Shows What the Business Keeps 

Profit is the figure that remains after costs have been paid. 

It is often the most useful overall measure because it reflects the 

health of the business rather than simply its activity. 

Imagine your first launch generated £540. 

After advertising, payment fees, software subscriptions, and refunds, 

perhaps £360 remains. 

That figure provides a much clearer picture of the business than 

revenue alone. 

It also explains why comparing businesses using revenue alone can 

be misleading. 

One creator may produce impressive sales while spending heavily on 

advertising. 

Another may earn less revenue but keep a larger proportion as 

profit. 

Neither approach is automatically better. 



The important point is understanding what the numbers actually 

mean. 

When you review your business each month, resist the temptation to 

focus on only one figure. 

Sales, revenue, refunds, costs, and profit all describe different parts 

of the same picture. 

Taken together, they help you understand what is happening. 

Collecting Useful Customer Feedback 

Numbers explain what happened. 

Customers often explain why. 

That is why feedback deserves careful attention. 

Many creators think customer feedback means collecting 

compliments. 

Positive comments are certainly encouraging. 

They remind you that real people found value in something you 

created. 

But compliments alone rarely tell you how to improve. 

A message saying, 



"Great product—thank you!" 

feels wonderful. 

It is also difficult to act upon. 

More useful feedback usually sounds less dramatic. 

A customer might mention that they could not find the worksheet 

until they reached the final chapter. 

Another might explain that they were unsure where to begin. 

Someone else might say they almost decided not to buy because 

they misunderstood what was included. 

These small observations often lead to meaningful improvements. 

Ask Better Questions 

The quality of feedback often depends on the questions you ask. 

Instead of asking, 

"Did you enjoy the product?" 

try asking questions that help you understand the customer's 

experience. 

For example: 



• Which section did you use first? 

• What almost stopped you from buying? 

• Was anything difficult to understand? 

• Which part felt most useful? 

• Was there anything you expected but did not find? 

These questions encourage practical answers rather than general 

praise. 

They also reveal where customers may be experiencing unnecessary 

difficulty. 

Listen for Repeated Themes 

One customer may request an additional worksheet. 

Another may ask for more videos. 

Someone else may want a completely different topic. 

Not every suggestion should become part of the product. 

If you tried to satisfy every individual request, the product would 

gradually lose its focus. 

Instead, listen for repeated themes. 

If five customers ask the same question, that deserves attention. 



If several people become confused at exactly the same point, the 

product probably needs clarification. 

Repeated questions are often more valuable than isolated opinions. 

They suggest that the issue belongs to the product rather than the 

individual. 

Support Emails Are Often More Valuable Than Praise 

Customer support sometimes feels like an interruption. 

In reality, it can become one of your best sources of information. 

Every question tells you something. 

If several buyers ask where to begin, perhaps the product needs a 

clearer introduction. 

If people repeatedly ask what happens after finishing the workbook, 

perhaps the next step has not been explained. 

Sometimes a single-page "Start Here" guide solves more problems 

than adding another twenty pages of content. 

Support questions often reveal where the customer experience 

breaks down. 



Instead of treating them as problems to answer individually, look for 

patterns that can improve the product for everyone. 

Remember That Customers Describe Problems Better Than 

Solutions 

Customers usually know what feels difficult. 

They do not always know the best way to solve it. 

Someone might request an additional workbook because they feel 

overwhelmed. 

The real problem may not be the lack of worksheets. 

Perhaps the existing workbook simply needs a clearer sequence. 

Listen carefully to the problem behind the suggestion. 

Then decide on the most appropriate solution. 

That decision remains yours. 

Improving the Product Without Constantly Rebuilding 

It 

Many creators believe every launch should be followed by major 

improvements. 

It sounds sensible. 



Surely a product should become bigger, better, and more complete 

over time. 

Sometimes it should. 

More often, it simply needs to become clearer. 

There is an important difference. 

Not Every Improvement Requires More Content 

When people feel uncertain about a product, they often respond by 

adding. 

Another worksheet. 

Another chapter. 

Another checklist. 

Another bonus. 

Eventually the product becomes larger but not necessarily easier to 

use. 

Imagine buying a toolbox. 

Adding twenty extra tools sounds generous until you realise you only 

needed three of them. 



The same principle applies here. 

Customers usually value clarity more than quantity. 

One well-designed worksheet that solves a real problem is often 

worth more than ten worksheets that cover similar ground. 

Different Types of Improvements 

It helps to think about improvements in three broad categories. 

The first includes small corrections. 

These are things such as spelling mistakes, broken links, missing 

downloads, or incorrect instructions. 

These should normally be corrected quickly because they affect the 

customer experience directly. 

The second category involves clarity. 

Perhaps a chapter needs another example. 

Maybe the product needs a clearer contents page. 

Perhaps customers would benefit from knowing which section to 

complete first. 

These improvements strengthen the existing product without 

changing its purpose. 



The final category involves major rebuilding. 

Changing the product format, adding large new sections, expanding 

the promise, or redesigning everything belongs here. 

These decisions deserve stronger evidence. 

Large changes take time. 

They should usually solve a repeated problem rather than respond to 

one isolated comment. 

Schedule Improvements Instead of Reacting 

Immediately 

A helpful habit is to collect observations throughout the month 

without making immediate changes. 

Keep a simple improvement list. 

Whenever customers mention something useful, write it down. 

At the end of the month, review the entire list. 

Patterns become much easier to see. 

Perhaps four people mentioned navigation. 

Three struggled with downloading the files. 

Several praised one worksheet in particular. 



These patterns deserve attention. 

Responding instantly to every individual comment often creates 

unnecessary work. 

Reviewing several weeks of feedback encourages more thoughtful 

decisions. 

Ask Before You Change Anything 

Whenever you consider making an improvement, pause briefly and 

ask yourself a few questions. 

• What evidence supports this change? 

• How many customers would benefit? 

• Does this strengthen the original purpose? 

• Will this make the product easier to use? 

• Could clearer instructions solve the problem instead? 

• Can this wait until the next planned review? 

These questions help separate meaningful improvements from 

restless activity. 

Sometimes the most valuable decision is not adding anything at all. 

A Product Does Not Need to Grow Forever 



There is a quiet temptation in digital products to believe that every 

update should make the product larger. 

In practice, the opposite is often true. 

Experienced creators sometimes remove material. 

They simplify instructions. 

They shorten introductions. 

They merge worksheets. 

They replace five pages with one better page. 

The product becomes easier to understand rather than longer to 

complete. 

That kind of improvement is easy to overlook because nothing 

dramatic has been added. 

Yet it often creates a better experience for the customer. 

A digital product becomes stronger not because it continually grows, 

but because it gradually becomes clearer, more useful, and easier to 

use. 

In the next part of this chapter, we will look at how to decide 

whether the time has come to create a related product, build simple 



bundles that genuinely help customers, and establish a sustainable 

routine for promoting the business without becoming overwhelmed. 

 

 

 

Deciding Whether to Create a Related Product 

Once your first product is available and beginning to gather sales, 

feedback, and customer questions, it is natural to start thinking 

about what should come next. 

A second product can be a sensible step. It can give existing 

customers further help, increase the value of each customer 

relationship, and make the business less dependent on one offer. 

But a second product also creates more work. 

It needs its own title, design, sales page, emails, delivery process, 

updates, and customer support. Even a small product adds another 

set of details to remember. 

This is why the decision should come from evidence rather than 

restlessness. 



After a launch, creating something new can feel easier than 

continuing to promote what already exists. Product creation is 

private and controllable. Selling involves repetition, waiting, and 

uncertainty. 

You know when a workbook page is finished. You do not always 

know when enough people have seen a sales page. 

That difference can make a new idea feel like progress, even when 

the first product has barely been given a chance. 

Look for the Customer’s Next Problem 

The strongest related products usually emerge from what happens 

before or after the existing one. 

Suppose your first product helps customers choose a digital product 

idea. 

Once they have chosen the idea, their next question may be how to 

validate it. 

After validation, they may need help creating the product. 

Later, they may need a sales page or launch plan. 

These are connected problems. They belong to the same customer 

and follow a natural sequence. 



A related product may be worth considering when customers 

repeatedly ask the same next question, struggle with a particular 

stage, or want a more detailed tool for something the first product 

only introduces briefly. 

The key word is repeatedly. 

One request can be interesting. Several similar requests begin to 

form evidence. 

Before committing to another product, ask: 

• Does it serve the same or a closely related customer? 

• Does it solve a clear next or previous problem? 

• Have customers shown genuine interest? 

• Can the product be explained in one simple sentence? 

• Does the business have time to create and support it? 

• Will it strengthen the existing offer or distract from it? 

A new product should make the business clearer, not more 

scattered. 

Do Not Use a New Product to Avoid an Old Problem 

Sometimes weak sales create the urge to produce something else. 

It is tempting to believe the next idea will be easier to sell. 



Occasionally that may be true. More often, the problem is not the 

product itself. 

Perhaps too few people have seen the offer. 

Perhaps the audience is not yet established. 

Perhaps the sales page is unclear. 

Perhaps the product is rarely mentioned. 

Creating another offer does not solve these problems. It can double 

them. 

Before moving on, make sure the first product has had a fair test. 

That means it has been presented to suitable people, supported by a 

clear page, promoted more than once, and given enough time to 

produce useful evidence. 

There is no need to demand perfection from the first product. But it 

should be stable enough that a second one will not leave you 

managing two unfinished offers. 

Building Simple Bundles and Product Pathways 

When products solve connected problems, customers need a simple 

way to understand how they fit together. 



Without that clarity, a small product range can feel more 

complicated than a large one. 

A visitor may see three guides, two planners, and a toolkit but have 

no idea where to start. 

A product pathway solves this by showing the order in which the 

offers may be useful. 

It might be as simple as: 

Start here: a short guide for choosing an idea. 

Next step: a workbook for validating it. 

Complete option: a toolkit covering creation, pricing, sales, and 

launch. 

This is not about pushing every customer towards the largest or most 

expensive product. 

It is about helping them choose what fits their current situation. 

Make the Sequence Easy to Understand 

A useful product pathway follows the customer’s needs. 

It does not begin with price. 



For example, a lower-priced product may not always come first. A 

customer who already knows what they want to create may not 

need an introductory guide. They may be ready for the main toolkit. 

Clear descriptions help people decide. 

You might describe each product by its role: 

• for choosing the right starting point 

• for completing one specific task 

• for managing the whole process 

• for moving on to the next stage 

The customer should not need to study a comparison chart for ten 

minutes before understanding the difference. 

If the range becomes difficult to explain, it may have become too 

large or too repetitive. 

Bundles Should Make the Choice Easier 

A bundle combines products that are naturally useful together. 

A guide and its accompanying workbook may form a sensible bundle. 

A product creation planner and launch checklist may also fit well 

together. 



A collection of unrelated files does not become useful simply 

because it is sold as a package. 

The bundle should answer a simple question: 

Why would this customer benefit from buying these items together? 

The answer might be convenience, a complete sequence, or a 

modest saving. 

It should not be that the business needed somewhere to place older 

products. 

Be careful with large discounts. A bundle may increase the amount a 

customer buys, but a deep discount can reduce profit without adding 

enough sales to make up the difference. 

Start simply. Two related products are enough to create a bundle. 

You do not need a large library before helping customers see what 

comes first and what follows. 

Creating a Basic Content and Promotion Routine 

Once your products are organised, they still need to be introduced to 

people. 

This is where many small businesses become unnecessarily 

demanding. 



The creator feels pressure to publish on several platforms, send 

frequent emails, write articles, record videos, and continually 

produce something new. 

For a few weeks, the schedule may hold together. 

Then ordinary life intervenes. 

Work becomes busy. Family needs attention. Energy is lower than 

expected. The content plan begins to feel like a debt that grows 

every day. 

A useful promotion routine should fit the business owner’s actual 

life, not an ideal week that rarely happens. 

Give Each Piece of Content a Job 

Content becomes easier to plan when you know why it exists. 

A piece of content may help people: 

• recognise a problem 

• understand why it happens 

• avoid a common mistake 

• take a small practical step 

• see how the product works 

• answer an objection 

• decide whether the offer suits them 



Not every email or post needs to sell directly. 

But the overall routine should still connect to the business. 

It is possible to spend months producing useful content that has 

almost no relationship to the product. The audience may enjoy it, yet 

remain unclear about what you sell. 

A simple balance is to create content that helps, shows, and offers. 

Help content answers questions and explains problems. 

Show content demonstrates a process, tool, worksheet, or result. 

Offer content directly introduces the product and invites people to 

view it. 

All three are necessary. 

Helpful content without an offer can leave readers unaware that 

further support exists. 

Constant offers without useful material can make the business feel 

repetitive. 

Choose a Routine You Can Repeat 

A manageable routine might include: 

• one useful email each week 



• one or two short posts 

• one direct product promotion each month 

• one older piece of content updated or reused 

• one monthly review of results 

Your routine may be smaller than this. 

That is not a problem. 

Consistency matters more than volume. 

It is also worth choosing one primary channel rather than trying to 

maintain a presence everywhere. 

The best channel is not necessarily the one with the largest audience. 

It is the one where you can reach relevant people in a way you can 

sustain. 

An email can become several shorter posts. A customer question can 

become an article. A section of a workbook can inspire a practical tip. 

Reusing an idea is not laziness. 

People encounter information in different places and at different 

times. A clear idea often deserves more than one appearance. 



Managing Time and Workload 

A one-person digital product business contains more kinds of work 

than it first appears. 

There is product creation, promotion, customer service, 

bookkeeping, technical maintenance, research, and planning. 

When all these tasks compete for attention at once, the business can 

feel permanently unfinished. 

You may sit down to write an email, notice a website issue, answer a 

support message, check sales, adjust a product image, and reach the 

end of the hour without completing the original task. 

The problem is not always lack of time. 

Sometimes it is the cost of repeatedly changing direction. 

Separate Different Types of Work 

It can help to group tasks rather than moving between them 

throughout the day. 

You might reserve one period for content, another for customer 

support, and another for reviewing figures. 

The exact arrangement matters less than creating some separation. 



Business tasks can also be divided into three simple categories. 

Essential work keeps the business functioning. This includes 

customer access, delivery, support, payment issues, and basic 

financial records. 

Growth work helps more people find and buy the product. This 

includes emails, content, partnerships, and sales-page 

improvements. 

Optional work may be useful but is not urgent. This includes 

redesigning graphics, experimenting with new platforms, and adding 

extra features. 

Optional work often looks appealing because it feels creative and 

avoids harder decisions. 

A new logo is easier to control than a promotional email. 

A new platform feels full of possibility. 

Yet neither may matter as much as fixing a broken delivery link or 

sending an email to people who already know the business. 

Set Boundaries Around Availability 

Good customer service does not require being permanently 

available. 



It requires clear expectations and reliable responses. 

If you answer support messages within two working days, state that 

clearly. Then organise your schedule around it. 

Responding instantly to every message can interrupt the work 

needed to improve the business for all customers. 

Templates can also reduce repeated effort. 

If several people ask the same access question, create a standard 

response and improve the delivery instructions. This saves time 

without making the support feel impersonal. 

The aim is not to remove the human element. 

It is to avoid rewriting the same information from the beginning each 

time. 

 

Setting Realistic Monthly and Quarterly Goals 

Goals are useful when they direct attention. 

They become less useful when they are chosen mainly because the 

number sounds impressive. 



A new business owner may set a goal of making £5,000 next month 

without knowing how many people currently visit the sales page, 

how well it converts, or how much promotion would be needed. 

The goal creates pressure but offers little guidance. 

A more useful approach combines three kinds of goals. 

Outcome Goals 

These describe a result you want. 

Examples include: 

• make twenty sales 

• reach £500 in revenue 

• earn a particular amount of profit 

• reduce the refund rate 

These goals matter, but they are not entirely under your control. 

Process Goals 

These describe actions you can complete. 

Examples include: 

• send one useful email each week 

• promote the product twice this month 



• publish four relevant articles 

• review the sales page 

• collect feedback from ten customers 

Process goals give you something practical to do. 

Learning Goals 

These describe questions you want to answer. 

You may want to learn: 

• which content topic produces the most sales-page visits 

• which customer objection appears most often 

• whether buyers prefer a standalone product or bundle 

• which email generates the most clicks 

Learning goals are especially valuable in an early business because 

much is still uncertain. 

For a monthly plan, choose one main outcome goal, two or three 

process goals, and one learning goal. 

You may also include one simplification goal, such as cancelling 

unused software or reducing the number of platforms you manage. 

Quarterly goals can look further ahead. 



A quarter may focus on stabilising sales, improving conversion, 

testing one new channel, or creating a related product. 

Not every quarter needs to involve expansion. 

A period spent making the existing business easier to operate can be 

just as valuable. 

Knowing When to Simplify, Continue, Expand, or Stop 

Eventually, every product reaches a decision point. 

The decision is not always whether to grow. 

Sometimes the right step is to simplify. 

Sometimes it is to continue without making major changes. 

Sometimes there is enough evidence and capacity to expand. 

And sometimes the sensible choice is to pause or stop. 

Simplify 

Simplification may be needed when the business has become 

difficult to explain or maintain. 

Perhaps there are too many products, too many platforms, or several 

tools performing similar jobs. 



Customers may be unsure where to begin. 

You may be spending more time maintaining the system than serving 

people. 

Simplifying could mean focusing on one main product, removing 

weak offers, reducing promotional channels, or combining repeated 

tasks. 

This is not a retreat. 

It is a way of protecting what is useful. 

Continue 

Continuing is often the least dramatic decision, which is why it can be 

overlooked. 

It may be the right choice when customers find the product useful, 

results are modest but steady, and the business has not yet gathered 

enough evidence for a major change. 

Continuing does not mean doing nothing. 

You may improve the sales page, maintain promotion, and collect 

feedback. 

But you resist the pressure to add something new simply because 

the current work feels ordinary. 



A small business often becomes stronger during these uneventful 

periods. 

Expand 

Expansion makes more sense when the current product sells with 

some consistency, customer support is manageable, and there is 

clear demand for a connected next step. 

It also requires capacity. 

A good new product created at the wrong time can still damage the 

business if it leaves the existing offer neglected. 

Expansion might involve a related product, a bundle, a new 

promotional channel, or limited help from a contractor. 

The change should solve a clear problem. 

It should not simply make the business look larger. 

Pause or Stop 

Stopping a product can feel difficult because of the time already 

invested. 

But time already spent cannot decide what should happen next. 



A pause may be sensible when costs remain high, demand stays 

weak after a fair test, support becomes unreasonable, or the product 

no longer fits the direction of the business. 

Stopping does not erase the work. 

You keep the knowledge, customer understanding, writing, systems, 

and practical experience gained. 

Sometimes ending one offer creates room to do better work 

elsewhere. 

Before making a decision, ask: 

• Is the product genuinely useful to customers? 

• Can suitable customers be reached at a reasonable cost? 

• Is there a credible path to profit? 

• Can the workload be maintained? 

• Do I still want to operate this part of the business? 

The answers may not all be clear at once. 

That is why regular review matters. 

A decision based on several months of evidence is usually steadier 

than one made during a disappointing afternoon. 

Closing Thoughts 



A single product becomes a small business when it is supported by 

repeatable work. 

People need a way to discover it, understand it, buy it, receive it, and 

ask for help. 

The numbers need to be reviewed. 

Customer feedback needs to be heard without allowing every 

comment to reshape the product. 

Promotion needs to happen often enough for the offer to remain 

visible. 

None of this requires a large product range or a complicated 

business. 

One useful product, sold through a clear process, can teach you a 

great deal. 

It can show you who the customer really is, which messages connect, 

what people value, and where the business needs attention. 

The next step may be another product. 

It may be a bundle. 

It may be a clearer email routine. 



It may simply be three more months of selling and observing what 

you already have. 

Growth does not always mean adding. 

Sometimes it means removing friction, understanding the figures, 

and making the existing business easier to operate. 

A small business becomes stronger when the work is clear, 

customers are served well, and each next step is chosen for a reason. 

 

 

 

 


