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Kelly Snyder from AdoreYourWardrobe.com teaches women how to confidently dress 

their unique bodies through the principles found in math and science. 

She has a cool business that sits firmly outside of the usual internet marketing space. 

It’s only about 2 years old and has grown to multiple 6-figures in this short space of 

time. 

http://www.sidehustlenation.com/264
https://adoreyourwardrobe.com/


Kelly attributes this growth to a specific marketing technique she uses around 

challenges. She puts prospective customers through a short wardrobe challenge, 

designed to solve a specific problem, but uncover a BIGGER problem her paid products 

can solve. 

Each time Kelly runs these challenges she adds around $100k revenue to her business. 

In this episode she explained how exactly these challenges work. 

What's the Goal of These Challenges? 

Kelly said challenges allows her “to pre-sell our main course.” 

She has found that setting challenges and engaging with people has a higher success 

rate than email marketing or Facebook ads. 

It’s about pushing on a pain point. By taking people through a process of solving 

problems it exposes bigger problems that Kelly’s products can solve. 

There is a high cost of acquisition behind building and selling a course. Kelly has set up 

a suite of products that someone taking a challenge will be offered to solve their 

problems, lowering the overall cost significantly as they sign up for paid courses. 

Kelly has a 3-step model in place for her brand (4 if you count the challenge).  

It starts with a free challenge to bring the customers in, then a number of participants 

will sign up for her first course, then her second course, and ultimately her membership. 

Based on the results from previous challenges Kelly knows that if she can get 3000 

people into one of her challenges she will be making $100k in revenue. 

Kelly’s challenge is called the, 14 Day from Frustration to Functional Closet Challenge. 

It takes participants through a series of stages, such as doing a lifestyle and wardrobe 

audit, solving problems they have with their choice of clothes, and aims to help them 

build a wardrobe of clothes they feel comfortable and happy with. 

The first time she ran the challenge she had around 1,200 sign up. She only had one 

paid course at this point and due to participants asking for more she developed her 

other course and membership program to build out her 3-step model. 

Where Do the participants Signing up for Challenges Come From? 

Kelly has three main methods of driving traffic to her challenge landing page: 

Affiliate partners – Using affiliates gives Kelly a much wider reach, and it’s easy for 

affiliates to promote because it’s free. Kelly is using Ontraport to manage her affiliate 

links. 

Facebook – Kelly says she is always testing different demographics and markets on 

Facebook to drive traffic to her landing page. 

https://ontraport.com/


She puts a lot of emphasis on finding and targeting demographics that are right for her 

brand, “I’d much rather have smaller numbers if we can get a much higher conversion 

rate,” Kelly said. 

Last year she spent close to $10k on ads. It’s an intimidating amount to spend but it’s 

paid off for Kelly. “Our conversion rates are great,” she said. (She didn’t go big on the 

advertising spend until she’d already run a couple challenges and proven the concept.) 

Facebook groups/live – Kelly sets up a Facebook group for each of her challenges 

and uses this as a way to convert people from a challenge to a paid course.  

She also uses Facebook live as a way of showing them a mini-infomercial for her 

products while adding a personal touch for her audience. As well as adding some extra 

incentives for joining such as exclusive content. 

How Kelly Structures Her Challenge Content 

Kelly has structured her 14-day course in a way that doesn’t overwhelm the participants 

and flows through different lessons and challenges. 

“The goal is that you should be able to do everything within the challenge in 20 minutes 

a day.” Kelly said.  

Her course is broken down into four lessons as follows: 

Lesson one – A lifestyle audit for the first 7 days that takes around 6 minutes a day. 

Lesson two – A wardrobe audit where the participant rates their outfits. 

Lesson three – Evaluating their closet in categories and talking about pain points and 

why the person is frustrated with their closet and clothing choices. 

Lesson four – Some quick solutions how to fix these pain points and a lead-in to the 

course. 

Tips and Techniques to Boost Conversions 

To kick off her course on day 1 Kelly hosts a Facebook Live video on her main 

Facebook page. She also holds a contest with a $100-200 Amazon gift card for people 

referring others to the challenge. (“Share this post for a chance to win.”) 

She also tries to retarget her “Warm audience” with paid ads. This means targeting 

people who have watched at least 25% of one of her videos, liked her Facebook page, 

or been on her site in the last 180 days but not signed up for her challenge. 

On the last day of the challenge Kelly hosts another Facebook Live video in the 

Facebook Group. This gives all the participants a chance to ask any questions and get 

a live response. 



During this live video on the last day she also gives away a free course to the person 

who is asking the best questions and is most engaged with her material. As well as 

closing out by delivering a sales presentation for her course. 

Another tip she shared that has been working well is reaching out to people directly if 

they’ve been participating in the live videos but not signed up for a course. “We go after 

them via private messenger on Facebook,” Kelly said, and “It’s really effective and has 

super high conversion rates.” 

The message could be as simple as “Hey, we loved having you in the challenge. I 

noticed you hadn’t joined the course yet and wanted to see if you had any questions 

about it.” 

Kelly sets a 10-day deadline for signing up for the course which starts at the last 7 days 

of the challenge and ends just 4 days after the challenge has finished. 

Kelly’s #1 Tip for Side Hustle Nation: 

“Believe in yourself.” 

More Info: 

• https://adoreyourwardrobe.com/ 
• http://www.sidehustlenation.com/264 

 
Until next time! 

-Nick 
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