
 



Introduction 

 
 

If you’ve picked up this book, then you are part of the business revolution which has 

altered how we choose to work, move, and live in our beautiful, modern world.  

 

You have to agree…Technology has opened the floodgates to opportunity! 

 

How and where we work, live, and play seem worlds apart from what our grandparents 

experienced. Everything we want and need is literally and figuratively at our fingertips. 

The world has grown smaller and life has become faster. 

 

And a little confusing at times! 

 

Nowhere is this more evident that with an online business. While millions have flocked 

to the web to try to figure out this “online thing” in order to create a side business, or 

replace an existing J-O-B, seemingly thousands of new sites, tools, gadgets and gizmos 

have been created to help you do just that. 

 

Sometimes, you might wonder if all this “stuff” is actually helping you build your 

business. Or, are you just being bogged down with distractions disguised as the “Next 

Big Thing?” 

 

This book is about taking a step back from the noise and taking a deep breath. This will 

clear your mind so you can understand that there are Seven basic, simple things every 

business must know in order to build a successful business online. 

 

Once you grasp these Seven marketing “must-haves” for the online world it will be easier 

for you to decide which tools and strategies will best serve your ultimate goals: Building 

a Business. 

 

How you use and implement these strategies will be up to you based on the tools that 

work best. The tools may change; the strategies that work rarely do. 

 

The health of your business is what this book is about. You may be an expert in your 

industry; however, when you dip your toe into business ownership, no matter how large 

or small that business is or will become, you have to become a student of marketing. 

 

Lucky for you, you don’t need an Ivy League education in order to learn and implement a 

successful marketing strategy for your business. Like everything, you can find lots of 

information online. The only problem is knowing what’s working NOW, with today’s 

technology, versus what worked just 5 years ago but is no longer recommended (or the 

online resources they talk about are no longer around!). 

 



It’s very easy to get lost in a confusing maze of marketing information, waste a lot of 

time, only to be struck with analysis paralysis and never really get anything done. 

 

While marketing is essential for your business, most business owners would really just 

like to get on with the business of their business…serving clients.  

 

You already took the time to learn your craft; you want a simple way to learn and 

implement marketing that works, right? 

 

We’ll talk about that in the pages that follow. 

 

Just like keeping up with changes in your industry, it’s a good idea to keep a finger on the 

pulse of your customers and your market. Effective marketing brings clients to your door 

(real and virtual). Content marketing, delivering relevant information to those clients, 

allows you to build relationships and a real business. 

 

What is “content marketing?” 
 

It’s a fancy way to say you’re bringing value and information to your clients through 

content – articles, books, pictures, videos, trainings, seminars, podcasts, and more, rather 

than marketing solely through paid advertisements. 

 

There is room in your marketing for both types of marketing – paid and free, content and 

ads. The huge benefit for content marketing is that it will continue to work for you long 

past the date it was created.  

 

With paid advertising, the ads stop working the moment you stop paying.  

 

That doesn’t make one bad and the other good…they are just different. We’ll talk more 

about both.  

 

In fact, because there is so much activity on and offline, trying to grab your customer’s 

attention, the top businesses today are using a mix of paid advertising and content 

marketing. They are successful because they have a strategy, an implementation plan, and 

a budget for those activities. 

 

But what about all those people saying that you can build a gazillion-dollar business for 

free? 

 

There was a time when you could easily do that. Why? Because there were fewer 

businesses online competing for your customer’s attention. But…that’s changed. 

 

But don’t be discouraged. You CAN create a healthy 5, 6 and 7-figure income online. It 

won’t be free, but it won’t cost nearly what a traditional business must invest to get 

started.  

 



So how much? That depends on you, your goals, and your budget. However, running an 

ad campaign can cost as little as $5 a day. But, I’m getting ahead of myself here. We’ll 

talk more about ads a little later. 

 

And we’ll talk more about content for your content marketing and how you can create 

enough of the right information for you customer.  

 

Ready to get started?  

 

 

 

 

  



Your Simple 7-Step System to Build your Business 

 
 

The biggest…and I mean BIGGEST mistake most new businesses make (and those that 

are not getting the results they thought they would get), is they fail to connect all the dots 

of their marketing plan. 

 

They have a great idea. They learn how to drive traffic to their site. They produce great 

content. They post and pin and tweet to their hearts content. They may even have a lead-

generation system in place. But… 

 

Everything is duct-taped together. 

 

There are “holes” in the system. 

 

They fail to construct the framework of the sales funnel and/or they fail to fill in the 

necessary pieces to allow that framework to work for them and build their business on a 

24/7 basis. 

 

I know because I made this mistake too! 

 

Here’s how it happens and tell me if this sounds familiar to you. 

 

You decide to go into business. It’s simple, right? You put up a WordPress site in less 

than a day, start writing great content consistently for the first month and eagerly watch 

those analytics numbers to see how many people visit your site. 

 

When I started, I understood the content piece would take some time to get traction 

because I was building a digital library. At that time I was relying on free traffic and 

syndication to all the usual suspects (Facebook, et al..). I concentrated on content and the 

SEO (search engine optimization) tactics that were working that month. My content had 

value for the audience so I let the search engine rankings take care of itself. 

 

And the traffic started trickling in. I was excited! People were actually reading what I 

wrote. And…not just my mom! 

 

And sometimes, they even visited more than one page. Awesome! 

 

I checked my bank account to see all the deposits the flashy “guru’s” promised 

and…nothing.  

 

What I quickly learned is that traffic doesn’t equal income. Traffic is just “potential” 

and as I recently heard:  

 

“Potential is for amateurs; Pros look for results.” 



 

So I quickly learned to Seek Results! 

 

The best way to do this is by setting up a sales funnel so you are given the ability to turn 

that potential into a client. This requires a proven system and it requires you to take the 

time to actually create the pieces that make up the system. 

 

In my own business, I literally put the brakes on some of the projects I was working on so 

that could go back and fill in the holes to my system.  

 

Warning: This will take a little bit of time on the front end. You’ll have to do some 

research about your market and your client. You’ll need to create some valuable content 

to build your list and the relationship with that list. And in today’s world, you’ll want to 

invest some money into that process. 

 

BUT, do not invest a single dime into paid advertising until you have your sales funnel 

set up. If you do, you are throwing away money and opportunity. Don’t choke here…take 

the time, do the work. 

 

The good news is once you go through each of the seven steps outlined here, you can 

maintain or repeat the process depending on how many products and services you 

ultimately have in your business.  

 

With this foundation, your time will be spent on maintenance, testing and tweaking, and 

building out the rest of your business. The heavy lifting for the sales funnel is done up 

front. 

 

So let’s get right to it!  

 

For best results, read through the entire seven steps so you have a really good 

understanding of what’s involved. Then, go back through the steps one by one and take 

the necessary action to implement them in your business. 

 

The steps of the strategy are as follows: 

 

1. Research Your Market and Develop Your Message 

2. Create a Lead Magnet – a Free gift 

3. Create the opt-in page 

4. Target your Audience 

5. Create Ads (we’ll talk about Facebook here) 

6. Create your Email Autoresponder Sequence 

7. Create a Sales Page 

 

  



Step 1: Research Your Market and Develop Your Message 
 

This initial research will help you with setting up your sales funnel.  

 

While your business may evolve and make turns throughout its’ life, when you are setting 

up a sales funnel for a specific product or service you will have better success with a 

clearly defined message. Ask yourself what you really want to happen for your business. 

Research to see what people want; discover where you can provide value and a solution 

based on their wants. 

 

Not only will this help YOU clarify the offer, it will help your customer’s understand 

how what you are selling adds value to their life and solves their pressing problem. 

 

Ask yourself these questions: 

 

 Who are you trying to attract? 

 

o For example, stay at home moms who wish to create healthy family meals 

while also staying on budget. 

 

 What are the main concerns of this group? 

 

o If you have an active list of people on your own Facebook page, take a 

look at your insights to discover your top posts. What subjects get the 

most response / involvement? 

 

o You can also check out your competitor’s top Facebook posts to get an 

idea of which subjects are hot points for your future customers. 

 

o If you don’t have an established list, check out BuzzSumo.com and find 

out what the top content pieces are for a certain subject. 

 

 As you research and discover what your target audience is interested in, ask 

yourself what they really “need.”  

 

o There is a difference between what someone wants and what someone 

needs. You customer may say they want to lose those last 10 pounds of 

baby weight. What they need may be a boost in confidence and an 

understanding of how their bodies have changed as a result of pregnancy 

as well as practical eating and exercise advice to tighten skin and get their 

hormones back into balance. 

 

Always be on the lookout for the real need which lies just under the surface of the 

“want.” Find that, fill that need, and you are golden. 

  

  

http://www.buzzsumo.com/


Step 2: Create a Lead Magnet 
 

Have you ever put your name into a box on a website and then received something in 

return like an eBook, a video training, or a checklist? The item you received is called a 

Lead Magnet. 

 

There are two main purposes for this gift. 

 

 First, you are tapping into the power or reciprocity. Someone interested in your 

content gives you their email address and in return you give them a valuable gift. 

Your desired outcome is to get their email address so you have an opportunity to 

build a relationship with them, through emails, with the ultimate goal of inspiring 

them to do something. 

 

 Second, ideally the gift you give them introduces them to your product or service. 

While you are not selling anything right away…you are just giving them a gift 

because you are awesome…at some point you will ask them to purchase 

something. This comes later. The whole point is this: At the very end of your 

sales funnel, you want a transaction to take place. If you already have your end 

product, or have an idea of what the product will be, then this free gift will 

compliment that product. 

 

For example, if your paid product is a line of supplements, your free gift may be a report 

about the benefits of the natural ingredients contained in your supplements along with 

case studies and workout plans which include success stories with the use of supplements 

and weight training. 

 

If your paid product is a 6-week online bootcamp which includes nutritional advice, 

exercise support and training, the lead magnet may be a 12-day cleanse which includes 

email support so the user gets some immediate gratification and results. 

 

What is important to understand is that only about 4% of the people who visit your 

website are ready to make a purchase. Just 4%! 

 

Rather than allow 96% of people come and go, use a lead magnet to open the door to a 

future opportunity. A quality product which offers value and looks amazing goes a long 

way to make your visitor more confident in doing business with you. 

 

The key point is to create something aligned with what you plan to sell later down the 

road. 

 

If you want to save time and get a lead magnet gift that has 
already been created, check out what I have at 
NicheContentLibrary.com  I created this site for busy 
professionals like you who want to deliver great information to 
their clients but don’t necessarily have the time or desire to create 

http://www.nichecontentlibrary.com/


these pieces themselves. This is a shortcut you can leverage that is not short 
on quality! 

 

  



Step 3: Create the Opt-in Page 
 

This is the first technical part of your sales funnel. Up to this point, it was about defining 

what your target audience needed and creating the actual lead magnet. Now, you must 

create the page your potential customer will visit, collect their email address, and then 

have the address migrate to your email management system. 

 

Whoa! That’s a whole lot of funny words so let’s break it down. 

 

1. Sample Opt-in Box (collect their email address) 

 

 

 
 

2. Names and Email are collected and placed on a list in your Email 

Management Software (migrated) such as: 

 

 Aweber 

 MailChimp 

 Constant Contact 

 Infusionsoft 

 

 

 

http://www.yourresearchdiva.com/aweber


Many people use LeadPages to make this process easy. No coding is required, you simply 

choose your design, connect the page to your email management system and add the copy 

(text) required. I’ve used this system before and it’s pretty cool. It requires a monthly fee 

or you can pay up front and get several year’s-worth of usage at a discount. 

 

Another page-building tool, like Leadpages, that I recently discovered is Profit Builder. 

This is a simple plugin for Wordpress. In fact, I used it to develop the opt-in box (squeeze 

page) in the example above. They have a one-time fee of less than $100. I found it fairly 

easy to use, no coding involved,  and so far, looks like a good alternative without the 

monthly fee that Leadpages has. 

 
Sources for Easy to Create Opt-In Pages 

Even if you don’t know code! 

www.YourResearchDiva.com/leadpages 

www.YourResearchDiva.com/profitbuilder 
 

Take a look at what other people in and outside of your industry are doing with their opt-

in pages. The key here is to use a headline to get their attention and tell them WHY they 

should give their email address to you. 

 

Face it. We all hate spam and some folks will keep their emails under lock and key in 

order to avoid email overwhelm. Or, they will give you a phony email they don’t check 

or is set up for the purpose of getting stuff without the influx of marketing messages. 

 

So, it does very little good to say “opt-in” because you’ll get great stuff. It’s better to use 

a benefit-oriented headline to get their best email address like: 

 

“Learn how to kick your sugar cravings to the curb so you can eliminate head-aches, feel 

more energized, and get rid of a lumpy middle starting Now!” 

 

Once you have the email, you must respect their time. This doesn’t mean you can’t email 

them once or more per week. What it does mean is everything you send them should be 

valuable, build your authority and usefulness in their lives, and respect and appreciate the 

opportunity to build value while also building your business. 

 

IMPORTANT:  Your business building does not stop at getting the email…that’s 

actually where it begins! 

 

  

http://www.yourresearchdiva.com/leadpages
http://www.yourresearchdiva.com/profitbuilder
www.YourResearchDiva.com/leadpages
www.YourResearchDiva.com/profitbuilder


Step 4: Target Hunting 
 

Now that you know who your audience is, you have created something perfect for 

helping them improve their lives, and you have created the vehicle to get the information 

to them and in turn build your list of customers, it’s time to track down your audience and 

let them know about your offer. 

 

The goal with Step 4 is to direct potential customers to your opt-in page…get traffic. As 

with all traffic, you can do this using the free route or the paid route. 

 

In the past, it was relatively easy to get your traffic for free by creating content for your 

blog (written and video), adding content to other sites, and then directing everyone to you 

desired web page. 

 

This still works; however, because of the sheer volume of content available online it is a 

long-term play. What I mean by that is building up your digital content library is an 

important part of your overall marketing plan; however, it takes time to build up traction. 

 

And while I do suggest you continue to build your content (articles, videos, photos, 

podcasts, etc.) because it is evergreen, meaning it will continue to work for you for years 

to come, you should also add some paid traffic to your plan.  

 

Including paid marketing is what’s working right now to cut through the clutter and 

achieve a good boost. 

 

Here’s the Strategy: 

 

1. Drive traffic to your squeeze page 

 “Free” Traffic via Content and Social Marketing 

 Paid Traffic via Ads (we’ll cover Facebook Ads here) 

2. Collect the name 

3. Deliver your free gift 

4. Continue to Deliver value to the list 

 Blast emails  

 Pre-set email autoresponders 

5. Rinse, Repeat 

 

Now, this part is important: Every piece of content you create, whether it’s paid or free, 

must have a purpose. Be very focused and intentional with what you create. 

 

There is a LOT of content out there already…a LOT! So be sure that when your perfect 

future customer comes across something you created, they don’t just leave after their 

done reading or watching it. 

 

Always be thinking: What’s the next step I want them to take 

 



This is their “Call to Action” 

 

That call to action doesn’t always have to be to buy something. In fact, unless your 

product is a sort of “impulse buy” changes are you need to woo them a little before 

getting them to commit. 

 

Think about it this way…you probably wouldn’t meet someone on the street, talk to them 

for 5 minutes and then ask them to marry you, right? 

 

What you may do instead is ask them out for coffee…. 

 

So when you create a piece of content or an ad, be sure that you give them something to 

do; that they understand why they should do it; and then be sure they know what to do. 

 

For example: 

 

You may write an article on your website about the best foods to eat for heart health. At 

the end of the article, you can offer them a free 7-day meal plan that includes the foods 

you just talked about. Once they opt-in to that plan, they are on your list and you can 

continue to move them through your sales funnel. 

 

Likewise, you may create a Facebook ad that invites them to a live webinar training about 

the best ways to get more clients. They click on a button, fill in their email address on the 

opt-in, and enter your sales funnel. 

 

But…what if you don’t have a product that relates to that particular piece of information? 

No problem! You can always invite them to sign up for your monthly newsletter. Think 

about ways for you to offer value so you can capture their email address. 

 

Be intentional with your content. 

 

And if you’re worried about buy advertising on Facebook… 

 

Don’t worry, you can get into paid advertising for as little as $5 per day, $150 per month, 

and have the ability to test, tweak, and quickly make adjustment to improve your results. 

And, since you have your opt-in and sales funnel set up, you will be able to fully 

capitalize on your investment. 

 

This isn’t about throwing money out there to get “likes” or “shares.” The real value of 

your paid advertising will be to drive people to your opt in page and get them to take 

action – click the link, give you their email, receive your gift, and the relationship-

building begins. 

 

Does that make sense? 

 



It’s great to be “liked”…but it’s even better for someone to take a ride with you for a 

little while and give you an opportunity to become part of their trusted health and fitness 

advisor team.  

 

That process begins when they enter your sales funnel. 

 

  



Step 5: Creating Ads 
 

So, let’s talk about Facebook Advertising. The other online social platforms (Twitter, 

Instagram, Pinterest, YouTube) also offer advertising so you can expand your paid reach 

to other social sites where your customers spend time. After you have some success with 

Facebook, I suggest you try them IF your ideal client uses those platforms too. 

 

Don’t make the mistake of spreading yourself (or your money) too thin too soon with 

your advertising options. Get really good at one and then, and only then, move to the 

others if there is a good reason to do so. Make a really good impact and then decide the 

next step. 

 

The reason many 6-figure business owners are using Facebook for their paid advertising 

is because of the very targeted demographic information available. 

 

Hands down, I would recommend Amy Porterfield as the person to watch and learn 

from when it comes to Facebook. Much of what I’m going to speak about here is what 

she and my friend James Wedmore use for their marketing. Bottom line, it works. They 

wouldn’t be spending tens of thousands of dollars each month on Facebook ads if it 

didn’t work. 

 

Now, don’t let their numbers scare you because everyone starts out small. At some point, 

you may be investing that amount each month too; however, if you are, then that means 

you are at least doubling your income to make it worth your time. 

 

So start small…but start! 

 

Finding your target audience is done right through Facebook at:  

www.Facebook/ads.manage 

 

From there, go to the Audience Insights and find folks already subscribe to your page and 

also find people associated with your competitors. Yes, Facebook allows you to find out 

who is following the people and businesses you share an audience with. 

 

Facebook also allows you to create what they call “Look Alike” audiences. These are 

people who look like (have similar interests and/or online behaviors) as your email list, 

your past clients, your Facebook fans, and your website traffic. 

 

With your target audience in hand, you’ll take the next action and create your ad. 

 

Again, take a look at the ads that come across your own feed to see what catches your 

eye. The photo is important, as is the headline and text so take some time here. Start out 

with an ad spend of just $5/day and then watch the results and make adjustments as 

needed. Your goal with this ad is to drive traffic to your opt-in page. 

 

http://www.amyporterfield.com/
http://www.yourresearchdiva.com/rmi
http://www.facebook/ads.manage


Trying to teach you all the nuances of creating great ads, targeting your audience, and 

using Facebook ads for your marketing goes beyond the scope of this book. I recommend 

that you seek additional information from: 

 

Amy Porterfield’s Course “Profit Lab” at www.AmyPorterfield.com/profitlab 

 

And for a quick tutorial on making Facebook Ad Images, check out the video from 

James: 

 

 
 

 

Link: https://youtu.be/1eHBV59kS3o 

 

Resources for Facebook Advertising 

 

YourResearchDiva.com/rmi 

AmyPorterfield.com/profitlab 

 

 
P.S. I highly recommend James’ course, Reel Marketing Insider. I worked with James 

for over 4 years and he is absolutely the only person I recommend when it comes to video 

marketing (creating videos, getting them online, and getting found)…he has a great 

teaching style and is the “real deal” – you will get a ton of value from RMI and the 

monthly training calls…pure gold!  

http://www.amyporterfield.com/profitlab
https://youtu.be/1eHBV59kS3o
http://www.yourresearchdiva.com/rmi
http://www.yourresearchdiva.com/rmi
https://youtu.be/1eHBV59kS3o


Step 6: Put some Meat in your Funnel (even if you’re vegan!)  
 

As I said, getting the email address for your potential customers is just the beginning.  

 

Yes, you want to build a list. However, collecting those names is NOTHING like 

collecting stamps for a stamp collection. You need to build a relationship with that list 

and make it work for you by paying it forward with what you give them in terms of 

value. 

 

I know, it took time to create your free offer, wouldn’t it be great if they just made a 

purchase and called it done! 

 

Unfortunately, it doesn’t work like that. 

 

And…that’s shortsighted! Think about it this way…it takes time, energy and an 

investment to get someone to make a purchase. Once they make that purchase, they are 

more likely to make another one from you when you provide something they want or 

need. So why not turn your list into that proverbial “golden goose” that will continue to 

bring in revenue to your business. 

 

Bottom line: Build a list of emails that are ready to go so that you can stay in front of 

your new prospect. 

 

People are busy, they get distracted, and although they may have every intent of 

immediately going through your free gift and then taking further action with you, they 

probably won’t. 

 

In fact, one of the reasons most people (entrepreneurs especially) don’t achieve the 

results they really want to achieve is because of multi-tasking and distractions. 

 

Does this sound familiar:  

 

 You start out the day with the intent of writing an article about the nutritional 

benefits of coconut oil. You are surfing online, reading up on the latest nutritional 

information, read something really cool, and then jump on Facebook to make a 

post about it.  

 

 Then, you check your email and see 10 different offers of things a business owner 

“must do” to be successful, you read 5 of them, see something interesting and 

then go down a rabbit hole of information, bells and whistles.  

 

 You buy a $27 report and then put it on your desktop to read “when you get a 

chance”, then you take a break and run to the kitchen for a snack.  

 



 When you get back to your office, you outline your article, but then get a call 

from a friend to meet for coffee. You shut down your computer and meet. By the 

time you get back, the day is done. 

 

What did you accomplish?  

 

Did you get that article written? Probably not.  

 

Don’t beat yourself up over it – we have ALL been there, done that.  

 

What you really want to do is recognize this routine is not getting you results, realize you 

are just like your customers in that way (way too much information and way too little 

time), and set up your autoresponders and sales funnel to motivate and direct your 

customers through the process to the desired result. 

 

So, this next step is all about taking the time to sit down, map out the journey you want 

your customer to take, and then write a series of emails so you lead them from opt-in to 

sale. 

 

There are several theories about what works best, but it’s generally agreed you should 

prepare at least 10-12 emails in advance. Every single email should continue to build 

value, establish rapport with your new prospect, and lead them to the sale.  

 

Remember, much of what you need to do to create a working sales funnel is done at the 

beginning. So take the time to plan out the process and also create and implement the 

pieces involved. 

 

The content of your emails may look like this: 

 

 Email #1: Deliver the product you promised to deliver when they filled in the opt-

in box 

 Email #2: Remind them to download/watch/listen to the free gift. Give them the 

reason WHY they should do this...the benefit for them. Remember, we all get 

busy. Your subject line may read: Did you get your free cheat sheet about XYZ? 

Then, in the body of the email point out something that will interest them. For 

example: “Be sure to check out page 9 where I show you how just by adding this 

one very special nutrient, you can eliminate sugar cravings for good!” 

 Email #3: Introduce your paid offer – the product or service you want them to 

purchase (this would be a soft sale). First, give value and then introduce the offer 

 Emails #4-10: Continue to build value, always giving the product link in the 

email. 

 

So, what if you don’t have a product yet? No problem, just send great information in your 

emails. Establish yourself as the go-to person in their health corner. Then, when you do 

create a product, they will be ready. 

 



Also, when you create that product, be sure to go back into your autoresponder series and 

update it so your product is included in the sequence. 

 

Now, in this example you’ll notice you do not introduce your product right away. That 

works, but it’s not the only way. 

 

Depending on what you’re offering, you may try to offer them your paid product right 

away. Tests have shown that because a person is already in “Yes” mode when they enter 

their email address for that free gift, they may also be in “Yes” mode to continue the 

cycle. 

 

How does that work? 

 

This is what’s known as an “up-sell.” Once they enter their email and click on the “Send 

me my gift” button, the next page they are taken to is an offer to purchase something.  

 

Now, going from “Free” to a $10,000 paid coaching plan may not have a lot of success; 

however, offering something in the low-mid range might be just right.  

 

We will be talking about sales pages in the next step, so your up-sell offer may be for 

your main product, or for something a step below that product if your ultimate product is 

a high-end purchase. 

 

For example: 

 

1. Free Gift 

2. $27 Video Series (upsell) 

3. $497 Boot Camp Training (ultimate product) 

 

There is no one-size-fits all so you really just need to give it a try. What is there to lose?  

 

As long as it’s a valuable offer, you won’t come off as too salesy. And, if they choose not 

to purchase now, they are put into your funnel where you can continue to offer them 

value and give them time to grow to love you! 

 

The big takeaway with your autoresponders is this: What you say in those emails should 

be warming them up to your offer. In other words, you don’t want to talk about nutrition 

and juicing, and then offer them a piece of exercise equipment.  

 

  



Step 7: Create your Sales Page 
 

Gone are the days of cheesy sales pages. Luckily you don’t need to have a huge 

marketing budget to have a beautiful and effective sales page created for you. 

 

There are tons of examples of sales page designs to use as inspiration so keep your eye 

out for design and copy on sales pages inside and outside of your niche to get ideas. Keep 

a “swipe” file of things you like because your customers may enjoy them as well. Here 

are a few to start with: 

 

www.YourResearchDiva.com/services 

www.CateringBlueprint.com 

http://www.videotrafficacademy.com/ 

http://getigimpact.com/ 

 

The most important things to remember when you create a sales page are this: 

 

 The first 20% of your copy will have the greatest impact. Be sure to invest time in 

your headlines and hooks. I suggest you read “Hypnotic Writing” by Joe Vitale 

to get a quick overview of copywriting and connecting with your audience; 

 

 Hire someone to create the page design for you. You can find amazingly talented 

people on Odesk and Elance to design your sales page. (NOTE: both of these 

services are becoming UpWork). There are quick and easy tools as well on 

Leadpages and on Profit Builder which is definitely another option. However, 

don’t be afraid to invest a few hundred dollars here to get something great. 

 

 Adding a video to your sales page will increase its effectiveness. It just does, 

especially in a health-related field. You don’t have to be in front of the camera but 

if you are your business, it will help your audience connect with you. The best 

video training I know of is Real Marketing Insider – check it out here for a $1 

trial. 

 

 Your supporting materials should all lead to this sales page. In other words, the 

emails you write, the articles on your blog, the videos you create for YouTube, 

the photos on Instagram, the images on Pinterest. Once you have a product to sell, 

the supporting content for that product/service should contain a call to action 

leading them ultimately to this sales page. 

 

Make it work for you, baby! 

 

 

  

http://www.yourresearchdiva.com/services
http://www.cateringblueprint.com/
http://www.videotrafficacademy.com/
http://getigimpact.com/
http://www.amazon.com/gp/product/0470009799/ref=as_li_tf_tl?ie=UTF8&camp=1789&creative=9325&creativeASIN=0470009799&linkCode=as2&tag=yrd-20
http://www.odesk.com/
http://www.elance.com/
http://www.upwork.com/
http://www.yourresearchdiva.com/leadpages
http://www.yourresearchdiva.com/profitbuilder
http://www.yourresearchdiva.com/rmi
http://www.yourresearchdiva.com/rmi


What’s Next? 

 
 

 

You have the opportunity to influence many lives as a result of your business. It’s 

exciting! The trick is to get your message to the right ears and eyes…your future 

customers. 

 

I’ve included several tips within this book to help you market your business so that 

people can find you. Often, the business part it easy, right? Teaching people what you 

know and coaching them to success is fun!  

 

It’s the marketing side of business that can get a little daunting. Partly because there are 

so many moving pieces and partly because we require a good mix of content. We simply 

don’t have time to do everything. 

 

Don’t feel like you have to do everything yourself. There are some very talented people 

out there who can help you set up your website, your sales funnels, create articles and 

opt-ins, and manage your social media accounts. 

 

If you desire individual content pieces, or ongoing content support, I can help with that. 

Check out what’s available at:  www.YourResearchDiva.com/services 

 

I work with only a few individual clients at a time. 

 

Another option is the PLR Niche packs of articles, 

marketing pieces, and training packets offered at 

www.NicheContentLibrary.com . While these are 

shared with a few other people (usually 150 or less), 

they work great for emails, newsletters, opt-in lead 

generation gifts, presentations, or your own 

publication. 

 

I take a lot of care in putting these together because I 

know they are a reflection of your business.  

 

Also, when someone puts the information to use they 

have an opportunity to add life to their life…not just years. That’s cool! 

 

The information created for NicheContentLibrary allows me to help you build your 

business, and allows you to stay within your marketing budget so you can do the good 

works you were meant to do. 

 

If you found value in this book, let me know! 

 

http://www.yourresearchdiva.com/services
http://www.nichecontentlibrary.com/
http://www.nichecontentlibrary.com/
http://www.nichecontentlibrary.com/
http://www.nichecontentlibrary.com


And finally, I would love to hear about your business and what you are doing! At some 

point, I may conduct interviews to highlight in an upcoming publication. If you would 

like your company to be a part of that, please email me directly:  

Dawn@YourResearchDiva.com 

 

Tell me about your business:  

 

 What you do;  

 How you got started;  

 What gets you out of bed each morning; 

 Your success stories; 

 Your client’s success stories. 

 

 

In the meantime, keep doing what you’re doing to touch the lives around 

you. 

 

With love, 

 

Dawn Damico 
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