
THE SIDE HUSTLE SHOW 
 

with Nick Loper 
 

 
 
 

Episode 284 

From Active to Passive Income 

(w/ Abbey Ashley) 
 

http://www.sidehustlenation.com/284 
 

 

Abbey Ashley of TheVirtualSavvy.com has gone from doing client work as a virtual 

assistant at $25 per hour to transitioning into more passive income streams. 

She’s had 6-figure product launches and $10-20k months with product sales from 

evergreen courses. 

It’s been an exciting journey over the last few years. Abbey started working as a virtual 

assistant while on maternity leave and ended up not having to go back to her day job. 

http://www.sidehustlenation.com/284
https://www.thevirtualsavvy.com/


How Abbey Got Started in the Virtual Assistant World 

Abbey hated her day job and while she was off on maternity leave the thought of going 

back didn’t sit well with her, so she started looking for ways to earn money from home. 

A friend told her about virtual assistants and what they do, and although she had never 

heard of this line of work before Abbey said, “I think I can do this.” 

Being the “all-in” kind of person she is, Abbey paid someone $50 to make a website, 

had some business cards printed, made a list of services, and started going to 

networking meetings to find clients. 

With this, plus word-of-mouth from friends and family, Abbey was able to find clients 

pretty quickly and within a few weeks was working 15-20 hours a week from home she 

had replaced her full-time job income, and never had to go back to her job. 

Abbey had some admin skills but had to learn a lot as she went along. She looked up 

blog posts explaining what tasks virtual assistants commonly did and learned as much 

as she could, often being shown how to use different software and online tools like 

Canva by her clients. 

Expanding and Finding Online Clients 

Abbey said that word-of-mouth and in-person marketing is by far the most powerful form 

of marketing. “It’s almost like people would flock to me,” Abbey said about attending live 

meetups. 

But as she expanded her business and took on subcontractors to handle some of her 

workload Abbey needed to find more clients online. 

She would find groups on Facebook and LinkedIn with entrepreneurs in and search for 

keywords like, “virtual assistants”, “help”, “hire”, and other words that indicate someone 

is looking to hire a virtual assistant. 

Abbey would then send them a value-based proposal with a video and something they 

can use up front to stand out from the crowd and make contact with them. 

Transitioning to Selling and Preselling Courses 

Abbey was working with course creators as a virtual assistant and became interested in 

this business model. In late 2015 Abbey said, “I did what I actually don’t recommend 

most people do,” and started shifting her focus to making courses. 

She went all in, started phasing out her virtual assistant business, and spent 3 months 

working on some general courses about blogging and branding. 

When she launched these courses in 2106 however, “Crickets,” is how Abbey described 

the launch reaction. 

She sold 1 course at $97. 

https://www.canva.com/


Abbey quickly realized where she had gone wrong. She had an email list of 800 people 

but didn’t ask them what they wanted. 

After listening to a podcast covering how to discover your niche and looking at what 

went wrong Abbey said she realized, “I need to ask my audience, and teach what I’m 

actually good at.” 

So, that’s exactly what she did. She asked her audience what courses they would buy 

and outlined the modules that would be in it. She presold her next virtual assistant 

course before making it. Abbey had 16 people buy the course and made $8k. 

Abbey used a very simple process to sell and deliver the course. She sent out 3 emails 

talking about pain points and explaining how her course was a solution, then added 

scarcity by setting a deadline to buy the course and some bonuses for buying early. 

She used ConvertKit to handle her email sequences, set up a Google Doc with a 

PayPal link to handle the transactions, and used Teachable to host her course. 

Growing an Email List for Future Launches 

To presell courses, you need an audience. Abbey says it doesn’t matter where your 

audience is, but you need to have an audience to market to. 

Abbey started focusing on growing her email list. She has worked on Bryan Harris’ team 

and he has a course called Get 10,000 Subscribers which focuses on ways to grow a 

list through email marketing which gave her some tips. 

Her demographic are Pinterest users, so Abbey started pinning her long-form blog 

content and set up a Facebook community to find more subscribers. 

Growing a Community on Facebook 

Abbey said her Facebook community has been a huge driving force for traffic to her site 

and email signups. 

Her group now has more than 20k members and has grown at a rapid pace. Abbey 

attributes having the words “Virtual assistant” in the title as the main reason for the 

growth. 

It’s a public group but new members have to be accepted by a moderator. They are also 

asked a few questions when they apply to join, one of which is if they want her free 

checklist that’s offered on her site as a lead magnet for her email list. If they say yes, 

then they are added to her email list. 

Once the group hit 10k members it became harder to manage. Abbey launched an 

ambassador program, she now has 6 people moderating the group and they are each 

assigned a day to be in charge of the group 

 

https://convertkit.com/
https://teachable.com/
https://www.facebook.com/groups/vasavvies/?source_id=692951017476621


6-Figure Launches and Beyond 

The results of building the community, blogging, and hiring a Pinterest manager showed 

when Abbey did her second launch in June 2017. 

She had an email list of 4k and made $40k in sales from the launch of her course priced 

at $997. 

6 months later she did another launch. Her list had doubled to 8k, but her sales 4x’d to 

$160k. 

Abbey said the large increase in conversions over her previous launch was due to her 

featuring success stories from previous students on her blog. A couple of her students 

also shared their stories in the Facebook group adding more social proof. 

Abbey also has an evergreen model for her course now. Visitors to her site have access 

to some free training via a YouTube video and are given the option to purchase the 

course at the end outside of the 6-month launches. 

Looking forward, Abbey is in the process of moving her payment handling over to 

SamCart where she can sell other products and set up an affiliate program.  

 

Abbey’s #1 Tip for Side Hustle Nation: 

“Ship before it’s perfect.” 

More Info: 

• https://thevirtualsavvy.com/ 
• http://www.sidehustlenation.com/284 

 
Until next time! 

-Nick 
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