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Thank you for reading Buy Buttons! 

In this bonus accompaniment to the book, you’ll find: 

 $1150 in free “sharing economy” discounts and credits. 

 The Freelancing and Consulting Bonus: How to get your first clients and position 

yourself for big paydays.  

 The Online Teaching Bonus: How to get paid to share your expertise with others. 

 The Ecommerce Bonus: How to start a profitable business selling products online. 

Enjoy! 

-Nick  
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The Sharing Economy “BUY BUTTONS” Bonus 

Use the links below to claim up to $1150 in bonus offers!  

These offers are subject to change at any time. 

Peer-to-Peer Boat Rentals and Sailing Trips 

Boatbound – Get $25 off your first boat rental.  

Sailsquare – Get €25 off your first holiday.  

Antlos – Get €50 off your first holiday.  

Ridesharing Services 

Uber – Get $20 off your first ride. 

Lyft – Get $50 in free ride credits. 

Wingz – Get $5 off your first airport ride. 

Peer-to-Peer Car Rentals 

Turo – Get $25 off your first rental. 

GetAround – Get a $20 credit toward your first rental. 

Outdoorsy – Get $100 off your first RV rental. 

Delivery Services 

Instacart – Get $10 in free groceries. 

Doordash – Get $7 off your first food order. 

Munchery – Get $20 in free food.  

Travel, Tours, and Experiences 

Vayable – Get $10 off your first experience. 

Feastly – Get $10 to use toward your first meal. 

Airbnb – Get $35 off your first stay. 

Roomorama – Get $50 off your first stay. 

Homestay – Get $23 off your first trip. 

http://www.sidehustlenation.com/boatbound
http://www.sidehustlenation.com/sailsquare
http://www.sidehustlenation.com/antlos
http://www.sidehustlenation.com/uber
http://www.sidehustlenation.com/lyft
http://www.sidehustlenation.com/wingz
https://turo.com/referral?code=1439906rfQafm
http://www.sidehustlenation.com/getaround
http://www.sidehustlenation.com/outdoorsy
http://www.sidehustlenation.com/instacart
http://www.sidehustlenation.com/doordash
http://www.sidehustlenation.com/munchery
http://www.sidehustlenation.com/vayable
http://www.sidehustlenation.com/feastly
http://www.sidehustlenation.com/airbnb
http://www.sidehustlenation.com/roomorama
http://www.sidehustlenation.com/homestay
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Investing  

Motif Investing – Get up to $150 when you open an account and make a few trades 

Kickfurther – Get $5 credit toward your account. 

FundersClub – Get $100 toward your startup investing account (accredited investors 

only).  

Dog Sitting 

Rover – Get $20 off your dog’s first stay. 

Office Space 

ShareDesk – Get $20 off your first booking. 

Surveys and Shopping 

InboxDollars – Get a $5 sign-up credit. 

Swagbucks – Get a $5 sign-up credit.  

Ibotta – Get a $10 sign-up bonus. 

Parking 

JustPark – Get  £5 off your first parking booking.  

Peer-to-Peer Gear Rentals 

Spinlister – Get $5 off your first rental.  

Virtual Assistants 

Fancy Hands – Get half off your first month of service (up to $100 in savings).  

Time Etc – Get $50 in free trial credit.  

Fiverr – Get your first $5 gig free.  

Graphic Design 

DesignCrowd – Get up to $100 off your next design project. 

Massage 

Soothe – Get $30 off your first massage.  

Errands and Assistants 

http://www.sidehustlenation.com/motif
http://www.sidehustlenation.com/kickfurther
http://www.sidehustlenation.com/fundersclub
http://www.sidehustlenation.com/rover
http://www.sidehustlenation.com/sharedesk
http://www.sidehustlenation.com/inboxdollars
http://www.sidehustlenation.com/swagbucks
http://www.sidehustlenation.com/ibotta
http://www.sidehustlenation.com/justpark
http://www.sidehustlenation.com/spinlister
http://www.sidehustlenation.com/fh
http://web.timeetc.com/ref/vaa
http://www.sidehustlenation.com/fiverr
http://www.designcrowd.com/hustle
http://www.sidehustlenation.com/soothe
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TaskRabbit – Get $20 off your first task. 

Tutoring 

Studypool – Use promo code HUSTLEON to get a $20 bonus when signing up.  

Audiobooks 

Audible – Get a free audiobook and a 30-day free trial of Audible ($14.95 value).  

  

http://www.sidehustlenation.com/taskrabbit
http://www.sidehustlenation.com/studypool
http://www.sidehustlenation.com/audible
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The Freelancing and Consulting “BUY BUTTONS” 

Bonus 

In Buy Buttons, we focused on big freelance marketplaces, like Thumbtack, Upwork, 

and Fiverr to find clients. But what if you could proactively approach clients on your 

own?  

Do you think you could establish yourself as an authority in your industry? Do you think 

you could command higher rates?  

Marketing and Growing a Freelance Side Hustle: $4k a Month 

within 6 Months 

Gina Horkey was a decade into her corporate job as a personal financial advisor, but 

realized she wasn’t in love with what she was doing. Faced with another 20-30 years 

doing the same job, she started looking for other opportunities.  

The next six months saw her take her non-existent side hustle and turn it into a $4k a 

month business as a virtual assistant and freelance writer.  

Gina always had a passion for writing, and even admitted to writing a couple of fiction 

manuscripts in her spare time. Though she had no formal training or qualifications in 

journalism or writing, it had always been a hobby. 

When Gina decided she was going to pursue freelance writing as a side hustle she set up 

a personal blog (HorkeyHandbook.com) as a point of contact, and started to apply for 

writing jobs on job boards. “Start before you’re ready,” she smiled. 

Free Job Boards 

Job boards are websites where companies and people in need of writing work can post 

their projects. Soon, Gina landed her first gig, writing descriptions for WordPress 

themes. At that time she didn’t even have experience or knowledge of what WordPress 

was, but with a little research she quickly learned what she needed to know to complete 

the job. Impressed with her work, that client became a repeat customer. 

Here are some of the free job boards Gina used, and you can get started on today: 

 ProBlogger 

 Journalism Jobs 

 Craigslist 

 Upwork (formerly Elance) 
 

http://horkeyhandbook.com/?ap_id=hustleon
http://jobs.problogger.net/
http://www.journalismjobs.com/index.php
http://craigslist.com/
https://www.elance.com/
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One client Gina connected with through Facebook invited her to use the Elance platform 

to take advantage of their safe payment plan. Although Elance took a fee, this led to 

more writing opportunities through searching for clients and being invited to jobs. 

I thought that was an interesting accidental marketing hack. Perhaps there’s a strategy 

there to request your first clients pay through a freelance marketplace like Upwork to 

beef up your profile; and then in turn attract more clients. 

Paid Job Boards 

Freelancing can be quite competitive, and at some point you may find yourself writing 

more job proposals than actual writing work. With two young children and a full-time 

job, Gina’s time was limited so she ended up paying $20 to subscribe to a job board with 

less competition. 

A couple of the paid writing job boards she recommended were: 

 Paid to Blog 

 Contena Pro 
 

How Much Should You Charge as a Freelance Writer? 

Gina advised to start by working out how long you think the job will take, accounting for 

research and revisions as well. Some side hustling writers use their day job salary as a 

base rate, and then on 25-30% for taxes.  

Gina started out with a rate of $50 per hour, but has shifted away from hourly billing; 

instead charging a minimum of $250 per blog post. 

Cold Pitching 

I asked Gina what advice she had for people looking to land their first client and she 

brought up “cold pitching” as an option. This is probably the opposite of the Buy 

Buttons approach, but can be equally effective.  

“Cold pitching a client means you aren’t competing against countless other writers,” 

Gina explained, adding that it gives you an opportunity to get your service in front of a 

potential client before they’ve even thought about making a hire. 

When it comes to this type of cold outreach, Gina recommended freelancers:  

 Research the company/client first 

 Make initial contact and be complimentary 

 Find out what their goals are 

 Tell them why you’re a good fit for them and how you can add value 

http://jobs.paidtoblog.co/
https://www.contena.co/
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Because of her background in finance, she figured startups in the financial services 

industry would be a good fit for writing. How did she find them? It literally started with 

a Google search for “startups in the financial services industry”. 

In her outreach emails, she highlighted what she liked about the particular company and 

linked to her past work, her blog, and her client testimonials. While the emails were 

about her and expertise, they were personalized to each company. 

Incidentally, Gina also said using the single-word email subject line, “Hey”, increased 

her open rate and response rate. 

Diversifying Revenue Streams 

Gina started out with job boards, but today has a diverse business with several different 

revenue streams. She does freelance writing, maintains her blog, works as a virtual 

assistant, and has launched a course to help others with their freelance businesses. 

She quit her full-time job in December 2014, and since then her business has grown at 

an impressive rate month-by-month. Her revenue is split between recurring work from 

regular clients, as well as fitting in one-off jobs where time allows. 

On the virtual assistant side, Gina primarily helps successful online entrepreneurs with 

their customer service. 

The Next Level: From Freelancer to Authority 

While Gina was balancing her full-time work, her parenting duties, and her freelance 

jobs, she still found time to publish content on her blog, HorkeyHandbook.com. She 

wrote about her journey as an entrepreneur and what she was learning along the way. 

Around the time Gina was leaving her day job, she launched her first online course 

about finding success as a freelance writer. With a small email list and her emerging 

blog presence, she generated 25 enrollments. 

Her second course was about finding success as a virtual assistant and the launch 11 

months later produced even better results. At that point, she had around 2000 email 

subscribers and sold out the course within half an hour of emailing her list.  

When we spoke, Gina’s income was split roughly 50/50 between her service work as a 

freelance writer and virtual assistant and the “passive income” from her blog and 

courses.  
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Freelance Transformation: From $300 Technician to $20,000 

Consultant 

Matt Inglot runs a digital agency at tiltedpixel.com. He also helps freelancers raise their 

rates and turn their freelancing work into a sustainable business. You can find out more 

at freelancetransformation.com. 

Matt’s First Freelance Gig: A $300 Website 

Matt’s story goes from success, to failure, to success again, and it all started with a $300 

website design job. Matt was still at University when he was laid off from his “dream 

student job”—a part-time role at a high-tech startup company.  

With tuition and bills to pay, Matt was faced with a decision; work a typical minimum 

wage “student” job, or use his then-limited website building skills to find some 

freelancing work. 

He’d built a few small websites before for personal projects, but had never gotten paid 

for it. With a healthy dose of confidence, Matt started telling anyone and everyone he 

met he was a website builder for hire. A local networking event helped him land his first 

freelance job: $300 to develop a new website.   

He paid a friend $100 to design the site and kept $200 for himself. It may not have been 

much, but it the first time someone paid him directly for his skills and sparked an 

important mindset shift.  

Marketing a Freelance Business 

Matt initially built up his web development business through a combination of 

networking and local SEO. “Local SEO is a goldmine if you are willing to put in a 

persistent effort to optimize your site,” he explained. “The majority of businesses do not 

understand local SEO and are not taking advantage of it to market their business.”  

In just 6 months, Matt was able to get his business appearing in 3 of the top 10 results in 

Google. He had his regular organic listing, a YouTube video, and a Google My Business 

listing. That kind of exposure drove a steady stream of new leads and clients. 

Matt said the process was fairly straightforward. “With a persistent effort of just a few 

hours a month keeping title tags updated, optimizing image tags, gaining directory 

listings, and the other local SEO elements, you can propel your business up the search 

results for your local listings,” he explained. 

http://www.tiltedpixel.com/
http://www.freelancetransformation.com/
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“I also attended networking events and basically told everyone I knew about my 

business,” he said. It’s not always the person you’re directly speaking to who can use 

your help, but more often it’s someone they know. If you can plant the seed about what 

kind of service you provide, the next time someone in their network has a need, they can 

pass along a referral and look like a hero. 

Growing to Burnout 

With more clients than he could handle, Matt decided to open an office, hire a developer, 

and start scaling up. Soon his growing team moved into a larger office, hired more 

developers, and the monthly costs started mounting up.  

The overhead he’d built into his business was a major cause of stress. He and his team 

would have to keep hustling for work just to be able to pay the lease and make payroll. 

They were doing more work for the sake of doing more work, and it was become less 

enjoyable and less profitable. 

A Strategic Shift 

Ultimately he decided the management stress wasn’t worth it, and shut everything down 

to focus on a fundamentally different business model. No longer a “website builder for 

hire,” Matt’s new plan was to take a much more consultative approach and be super 

selective about the clients he worked with.  

There’s no more office, and now he oversees a small, all-remote team of freelancers and 

only takes on projects with a minimum $20,000 budget. 

He shared his “High Value Client Checklist”: 

1. Can I deliver 5 times the value to the client? (Meaning a $20k project would have 

to be worth at least $100k to the client.) 

2. Is the work a priority for the client? 

3. Does the job make a meaningful impact on my own bottom line? 

4. Does the job fit in with my true focus? 

5. Do the client expectations align with how I work? 

6. Is the project likely to turn into a long-term relationship? 

I asked Matt if the hustle and burnout phase was entirely avoidable, or if was a 

necessary evil to “pay your dues” and build up a portfolio of client work. He said there’s 

nothing inherently wrong with starting at a lower price point, but if you’re confident in 

the service you can provide, you might as well start off with premium rates and target 

clients who can afford to pay them. 
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Going Full Consultant Mode 

When Matt meets a business owner who he thinks he can help he speaks with them one-

on-one about their problems and struggles. This helps uncover their biggest pain points 

but also their growth and sales goals.  

“You need to select clients that are poised for growth and will experience a good return 

on their investment,” he said. “I ask myself if I can see this lead turning into a $20,000 

project, but perhaps a $100,000 relationship down the road.” When businesses are 

growing and you’re delivering a big ROI, it’s a no-brainer to continue working together. 

One example of a client he gave was a home builder selling custom homes. Naturally it 

won’t take many new home sales to reap the benefit of an expertly crafted website. 

His main focus today is managing projects and maintaining client relationships. He is 

the first point of contact for his clients and is constantly working on improving 

communication.  

Matt’s suggestion for side hustlers and people getting started was to “pick one group of 

businesses you want to target.” By being selecting and serving one niche extremely well, 

you’ll naturally become the go-to specialist for the industry in whatever area of freelance 

or consulting service you provide. 
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How to Start a Consulting Business: Your First $5k 

Jonathan Stark runs ExpensiveProblem.com. It’s designed to help new consultants land 

their first clients and get to $5k a month in revenue. Jonathan runs it as a “side hustle” 

from his main business, which helps larger companies develop mobile-friendly websites. 

When we spoke, I was curious about how best to get started as a business-to-business 

consultant if I’m already booked up with my day job during regular business hours. 

What Can I Consult About? 

Jonathan said the first step was really becoming laser-focused on what you will be 

consulting about. You want to establish yourself as the go-to person for your 

chosen area.  

Jonathan warned not to be afraid of pigeonholing yourself here, because this is what you 

need to do to become a trusted authority and set up a consulting business. “People are 

scared of shooting themselves in the foot by going to narrow,” he explained, “but the 

word-of-mouth engine works WAY better if you have a clearly-defined audience you 

serve. Plus, you’ll end up getting work in other areas as well.” 

An example Jonathan gave was dog lawyers. Dog lawyers provide an important legal 

service to dog owners in need of representation. It’s a laser-focused area, making up a 

tiny percentage of total legal claims, but if you were the go-to authority in this field, you 

wouldn’t be hurting for business. 

For a consumer-facing example, look at modernsoapmaking.com, a hobby site that 

turned into a business in the niche of making soap at home. 

A couple other personally-branded examples come to mind, like John McIntyre, The 

Autoresponder Guy, or Ben Krueger, The Podcast Editing Guy. They make it easy to 

refer people their way, even if I’m not a customer myself. 

If you are thinking about what you can consult about, Jonathan provides the following 

sentence to his students fill out:  

“I’m a _____ who helps _____ with _____. Unlike my competitors, _____.” 

Try this exercise for yourself and see what you come up with. 

(Some) Competition Is Fine 

When I asked Jonathan how he approached entering a market with competition his 

response was straightforward. If there is no competition at all, it’s cause for concern, but 

seeing some competition in the market is healthy.  

https://expensiveproblem.com/sidehustle
http://www.modernsoapmaking.com/
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He went on to explain that as you are entering a small market, look at the big player in 

this market and try to emulate their success. Don’t copy how they are conducting their 

business, but strive to do better than them. 

The acid test for Jonathan is to see if there are conferences (at least 1 a year) in the 

market you want to enter. If there are, this is a good sign that the market is healthy and 

you will be able to network. If there are loads of conferences however, there is probably 

too much competition.  

He said he also asks his students a lot of questions to find out what they are interested in 

or passionate about. If you can find a crossroads between an area of interest and 

expertise in a certain field, that can be a great place to start a consulting business.  

For instance, I could combine my love of skiing and background in online marketing to 

help ski areas with their websites or marketing efforts. 

Jonathan likes to focus on business-to-business relationships because you can generally 

work with higher price points than if you were targeting individual consumers. 

Positioning Yourself as an Expert 

To position yourself as an expert in your field you need to find out what you are good at. 

You don’t need to be the best in the world at your chosen area, just better than those 

you are going to serve. 

Jonathan used an example of building a service to run Facebook advertising for dentists 

to help them generate more business. Following the principle outlined above, you would 

only have to know more about Facebook ads than the typical dentist.  

Your first step in validating this idea is to find a dentist, which can be easily done 

through word of mouth if you don’t know a dentist personally (they are not in short 

supply). Then you use a soft approach to reach out to them, reassuring them you are not 

selling anything and you aren’t an undercover competitor. Remember, you are building 

trust here; the aim of this outreach is to get your target to agree to a 15-minute 

conversation. 

Jonathan estimates that he gets around a 10% response rate using this technique, which 

is generally done over email, so don’t get discouraged if the first few people you reach 

out to ignore you.  

In your initial conversations you are looking to ask as many questions as you can to 

validate that your service idea will work in this market, without “leading the witness.” 

That means not coming out and saying you want to do Facebook ads for dentists, but 

rather leading them in a discussion about their marketing efforts, their effectiveness, 

and what pains may surround them.  
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You are also listening acutely for some industry speak and wording, as talking to 

dentists in their own terminology will help you build trust with clients down the road. 

Using the information about pain points your targets give you, you should have enough 

information to build your minimum viable service. (The service that you will be selling 

to other dentists.)  

When you have your finished service idea, return to the dentist you questioned and 

offer them the service for free. Deliver killer results, ask for their feedback on the 

service, how much they would pay for it, and for a testimonial you can use on your 

(eventual) website. 

Pricing Your Service 

One of the first questions that comes to mind is, “How do I know how much to charge?” 

Jonathan explained that if you base your price on cost, you are always going to be 

competing on price with other services. Instead, base your price on the value you 

are giving to the customer. 

This can be tricky to calculate. But looking at the dentist example, you can work out 

what value you are offering with the Facebook ads based on how many more clients they 

need. If they are operating at 75% capacity and they tell you an empty chair is costing 

them $100 an hour, you are potentially saving them $100 an hour by generating new 

leads though the ads. 

Be careful only to promise what is within your control. You can’t promise to get 

someone in that empty chair, but you can promise to increase their email list, page likes, 

or whatever call-to-action the ads are targeting. 

Jonathan recommended putting a “product ladder” in place to secure recurring revenue 

and scale up your service. This is kind of like offering small, medium, and large service 

packages. For example, you might have a video course that teaches dentists how to run 

their own Facebook campaigns for $399, your standard consulting package at $1000 a 

month, and a high end “Mercedes option” service where you personally walk your clients 

through the process for $10,000.  

“When someone buys the Mercedes option, that’s when it’s time to quit your day job!” 

Jonathan said.  

Later, you might add an ebook version of your video course at a lower price point, like 

$49 to round out your product and service offerings. 
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Webinars and Future Business 

Running free monthly webinars is a great way to attract new clients and market your 

service while building an email list. Jonathan uses Join.me as his screen capture 

software, and Drip to capture emails.  

The point of all of this is to build trust, and can be done with automation or after regular 

business hours. 

  

https://www.join.me/
https://www.drip.co/
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The Online Teaching “BUY BUTTONS” Bonus 

In Buy Buttons, we focused on the online teaching marketplace of Udemy.com. In this 

quick guide, we’re going to take a look at how to create and sell online courses on your 

own platform.  

It takes more work to build up your own audience of fans who know, like, and trust you, 

but in the long-run it can be highly profitable and rewarding. 

Monetize What You Know: Proven Course Creation Best 
Practices 

Ankur Nagpal is the founder of Teachable, an online platform where instructors host 

and sell their courses directly (in contrast to the marketplace style of Udemy and 

Skillshare).  

He gave me the inside scoop on what goes into building a highly successful online course 

and had plenty of tips for those looking to get started in the fast-growing online 

education space. 

What to teach?  

What do you know that can solve problems and/or simplify life for someone else?  

Not an “authority” yet? Don’t get hung up. 

Just learned a new skill? 

Ankur recommended creating a piece of informative or educational material RIGHT 

AFTER learning a new skill. This reinforces your knowledge and can boost your 

confidence as a teacher.  

In fact, he sees someone who is self-taught in a particular area as having a distinct 

advantage over a veteran in the same area. When you’re just learning something, there’s 

something appealing about learning from someone else who’s “in the trenches” with you, 

someone who understands what it feels like to be a beginner.  

For example, bitfountain provides iPhone programming courses by self-taught 

programmers.  

Scott Britton says that the most important file to keep on your computer is a database of 

all of the questions you get sent by your readers/followers. You’ll start to notice patterns 

in what people are asking, but this will also show you what your followers ALREADY feel 

you’re an expert in. 

http://usefedora.com/
http://www.udemy.com/
http://www.skillshare.com/
http://bitfountain.io/
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Listen to my full interview with Scott here. 

What types of courses are the most successful? 

Ankur tells us that the two types of courses that seem to do the best tend to fall into one 

of two categories: 

1. Courses that solve a professional problem – these are courses that are 

typically sold at a higher price point because they are seen as a “path to a better 

life,” mainly by increasing the student’s earning power. Examples would be 

certification courses or courses that teach a specific skill. 

2. Courses based on “passion projects” – these will tend to sell at a lower 

price point, but will sell more units. Think water color painting courses or courses 

on how to make a better cocktail. The audience here tends to be more 

intrinsically motivated. 

Ankur used the example of cake decorating to show how even in a seemingly crowded 

market full of free content, there is still plenty of opportunity to monetize. For instance, 

in this case YouTube would serve as the primary marketing channel where people can 

plug into plenty of free content, however they may be willing to pay for: 

 Curation 

 Feedback from the instructor 

 Premium content 

How long does my course need to be? 

You don’t need to create the ultimate compendium of knowledge on a particular topic to 

be successful. Ankur said that a large part of the attraction to online courses is the 

brevity and the fact that the instructor has distilled out the most important points to 

save you time. 

On Teachable, the typical course length is anywhere from 45 minutes to 3-4 hours of 

material. 

The beautiful thing is that an online course is a “living product” – something you can 

add to and refine as time goes on. 

How does someone get started with no audience?  

Ankur says whether you realize it or not, you already have an audience. Your friends, 

family, and extended network can be leveraged when you’re just getting started. 

However, he makes the important point that growing your audience is a critical element 

to success with any form of online business. 

http://www.sidehustlenation.com/passive-income-udemy/
http://www.abarabove.com/
http://www.youtube.com/
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One way to grow your audience is to offer free mini-courses on a large marketplace like 

Udemy where the marketing has already been done and the “eyeballs” are there looking 

for what you’re offering. 

The minimum course length on Udemy is just 30 minutes, and free courses tend to get a 

TON of enrollments. Then, you can message students through the Udemy system to lead 

them back to additional content on your site. 

That’s one way you can funnel your Udemy students into premium content and courses 

on a platform like Teachable. 

Ankur advises against putting your most valuable content on Udemy because of the fact 

that courses can be so deeply discounted there. 

What’s the easiest way to create my first course? 

You can approach building online courses in two stages: 

1. Just get something done – this is your “minimum viable course” offering. 

2. Once you’ve proven your concept and found that you actually like creating online 

courses, go ahead and invest in higher quality equipment and perfect your 

presentation.  

His suggestion for a minimum viable course is to dedicate one full weekend to outlining 

and shooting the course, and to have a rough version of it live by Sunday night, not 

allowing yourself to get caught up in the technical details and other roadblocks that may 

come up. 

On the tech/production side, Ankur recommended the Blue Yeti mic.  

For “talking head” videos where you’re on camera, you can get started with just an 

iPhone and a tripod. 

Another option is the slide presentation. He recommended a screen capture tool like 

ScreenFlow or Camtasia and a high-quality mic. (I use Screencast-o-Matic, which is just 

$15/year for a pro account.) 

Ankur’s hack for recording a “talking head”-style video is to ditch the script. Just have a 

list of talking points and just go for it! If you know the subject matter well enough to 

teach it, it will sound more natural when you just let it flow.  

Pricing strategy and considerations 

“Everyone prices too low,” Ankur said. 

You’ll have a rough time trying to build a large business around $9 or $19 courses. 

http://www.udemy.com/
http://usefedora.com/
http://amzn.to/1RJEoSk
http://www.telestream.net/screenflow/overview.htm
https://www.techsmith.com/camtasia.html
http://screencast-o-matic.com/
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He also told me that typically when a course has been sold at two price points, by and 

large the students who’ve paid the higher price are more satisfied with the course overall 

and tend to get more out of it.  

A lot of instructors base their pricing on the length of the course or by looking at 

comparable courses. 

Instead, Ankur suggested an “outcome-based” pricing strategy. He looks at what the 

intended outcome for the student will be and bases his pricing on that. For example, if a 

programming course could realistically net students a $20,000 higher salary per year, 

you can base your price off of that, perhaps 1% of the likely outcome ($200). 

He also recommended adding value to your course so that you can justify a higher price 

rather than keeping the price low. 

How can you keep demand up for your courses over time?  

The best way to build a steady income stream from your course(s) is to build a steady 

traffic stream.  

The key here is to build and maintain a healthy audience that cares about your content. 

This way when you launch a product, you will have built-in sales. 

At Teachable.com/sidehustle, Ankur’s team has put together a free training webinar 

called "7 Simple Steps to Creating and Selling Your First Profitable Online Course in the 

Next 30 Days or Less!” 

I think you’ll like it. 

  

http://usefedora.com/sidehustle
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How to Create, Market, and Sell Your First Online Course – Even 
With a Small Audience 

Bailey Richert is a business coach for beginning and budding infopreneurs and creates 

and sells online courses. You can find out more about Bailey at baileyrichert.com. 

Bailey’s First Infoproduct 

Bailey’s journey started by writing a book, not as an infopreneur coach. Bailey has a 

passion for travel and started writing an ebook about her traveling experiences. She put 

over 9 months of hard work into her first book, but the launch was not a success. 

Instead of giving up Bailey decided to look at what went wrong, and what she could do 

differently next time. She realized that launching a book needs to be approached like 

you are launching a business. When Bailey launched her book she had no email list to 

notify, no blog, no platforms at all to promote her book; these are all important elements 

for a successful book launch. 

Bailey absorbed a lot of content from other bloggers with successful book launches 

under their belts to learn the ropes. She started a travel blog, an email list, produced free 

materials for her audience, and started to work on some online courses.  

These courses used some material she covered in her ebook, so those 9 months of effort 

were able to be recycled in part. Bailey started recording videos as teaching materials 

and started off by listing them on Udemy before going on to host and market them 

herself. 

Pre-selling to Validate Your Ideas 

Pre-selling is asking your audience what they want and what they would pay for, then 

building content around these ideas that have been validated.  

Having an audience before a product is going to increase your chances of a successful 

book or course launch. If you can ask you audience what they want, and then deliver, 

this is ideal. Now it doesn’t take a HUGE audience, and anywhere from a few dozen 

people to a few hundred people is certainly better than zero. 

When you know what your course is going to be about you can go ahead and start taking 

enrollments. Bailey goes through the following steps before she has started to create the 

content for her course: 

 Set up a full sales page with specific copy on what the course will cover 

 Connect the page to a payment gateway to start collecting sales 

 Set a realistic date for the start of the course 

http://baileyrichert.com/
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Don’t be afraid to set the date 3-6 months away if that is how long it will take to produce 

the course and give yourself time to market and promote it. Based on the interest and 

sales you have generated you have the option to continue with the course, or you can 

refund the money and scrap it if it doesn’t look like it’s going to be worth the time 

investment. 

Bailey uses ClickFunnels to set up her sales pages and collect payments. By using 

ClickFunnels you have complete control over the marketing and payments, as opposed 

to using a platform like Udemy. You will need a Stripe account to set up the payment 

side through ClickFunnels. I’ve used Stripe before and it’s easy to set up and allows you 

to accept credit card payments. 

Course Creation 

A lot of people are nervous about being on camera or don’t think they have the technical 

skills to produce good quality videos, but it’s not that hard.  

Depending on the type of course you’re producing you may not need to be on camera. It 

does help add some authenticity if you appear in an introduction video, so Bailey 

recommended you at least do that. As for the video content, mixing up different forms of 

media like screen captures and diagrams is usually a lot more interesting for viewers. 

Camtasia is a great piece of software for video editing and recording screen captures. 

You can download this at TechSmith. It’s really easy to get to grips with and you will be 

producing high-quality video in no time. 

Pricing Strategy 

Bailey uses a 3-tier pricing strategy to maximize sales of her courses and make it easy for 

customers to buy. She advised against gating certain content based on the price tier, and 

broke down an example of her tiers as follows: 

Tier 1 – “Flex Payment Plan” – this option allows the buyer to pay in installments if 

they don’t have all the funds upfront. 

Tier 2 – “Best Value Plan” – this option allows the buyer to pay for the whole course 

up front and receive a small discount for doing so. 

Tier 3 – “Support” – this option is the Best Value Plan plus an extra charge for some 

one-on-one time with Bailey for those who want the extra support. 

The goal is to make it easy for your customers to find an option that works for them. 

Bailey also pre-sells her courses and offers additional discounts for customers who buy 

the course before it’s live. 

http://www.sidehustlenation.com/clickfunnels
https://stripe.com/gb
https://www.techsmith.com/camtasia.html
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Launch Sequence Strategy 

The online course space is crowded. Bailey recommends you produce “high-value 

courses” to stand out from the crowd. This means not only offering video content, but 

adding bonuses such as one-on-one coaching time, a private Facebook group, or other 

relevant “extras.” 

A launch sequence Bailey used was to build a sales funnel as explained earlier and set up 

the payment system. Then she offered what she calls “The Course Creator Collection”, 

which is a series of free PDFs for her audience to download.  

The free downloads attracted potential customers and Bailey pitched her course to them. 

She recognized enough interest and sales in the pre-selling phase to go ahead and set a 

deadline for the course to be released. 

The sales funnel can be explained in 4-steps: 

 Attract 

 Educate 

 Pitch 

 Upsell 

Evergreen vs. Open and Shut Cart 

Bailey recommended you launch an evergreen course or two that accept enrollments all 

year round, to offset the low months between launches of your “flagship” course. The 

flagship course may only launch once a year, but comes at a much higher price point. 

Free vs. Paid Content 

Don’t be afraid to give away content for free either. Bailey recommended giving away up 

to 80-90% of your content for free, as this is the most powerful lead generation tool you 

have. (The “Attract” and “Educate” phases above.) You will gain more customers by 

demonstrating you are willing to share everything you know.  

“Information is free; implementation is hard,” she explained. “Charge for the 

implementation.”  

Want to learn more about building an audience in the first place? Here are a few 

resources worth checking out: 

 How a Free Challenge Turned Into a $500,000 a Year Business, with Tiffany 

"The Budgetnista" Aliche 

 Zero to $20k a Month in a Year: 5 Ways to Completely Dominate Your Niche, 

with Jon Haws 

http://www.sidehustlenation.com/free-challenge-turned-500000-year-business/
http://www.sidehustlenation.com/free-challenge-turned-500000-year-business/
http://www.sidehustlenation.com/completely-dominate-your-niche/
http://www.sidehustlenation.com/completely-dominate-your-niche/
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 $5k per Month Blogging Case Study: How to Drive Massive Traffic with Pinterest, 

with Rosemarie Groner 

  

http://www.sidehustlenation.com/pinterest-traffic/
http://www.sidehustlenation.com/pinterest-traffic/
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The Ecommerce “BUY BUTTONS” Bonus 

In Buy Buttons, our ecommerce discussion centered on big shopping platforms like 

Amazon and eBay. While I think it would be weird to ignore those marketplaces, there’s 

a great opportunity to set up your own online store. You’ll have more freedom in what 

you can do to market your business, and enjoy higher per unit profits by avoiding the 

marketplace fees. 

With software like Shopify, it’s never been easier to get started. 

Getting Started in Ecommerce 

Travis Marziani is the co-founder/co-owner of BDancewear.com, a custom dance 

clothing ecommerce store he started with his mom 3 years ago.  

He’s also the co-host of the Build My Online Store podcast. 

Why Ecommerce? 

Travis says that ecommerce is a great way to make money in the long term as well as 

short term. You are building a true business asset, something that will continue 

operating and bringing in revenue that’s not directly tied to the hours you work. 

There will be a longer ramp-up period than with selling some sort of service or 

freelancing, but Travis’ issue with those side hustles is that you only make money when 

you’re working and you have relatively little leverage to scale up your operations.  

Getting Started 

Travis and his mom (how awesome is that?) started out building BDancewear.com on 

their own, based on her years of experience in making custom dance clothing.  

At the beginning, things were slow; they had no sales for 4 months.  

Eventually, Travis’ marketing efforts (more on his specific tactics in just a minute) began 

to take hold and traffic and sales began to trickle in. They quickly went from selling one 

item per week to ten items, and then to 100 items per week and beyond.  

At that point they realized they needed to hire help. Now they’ve got a team of people 

handling everything from the creation of the clothing (sewing and cutting) to shipping 

and customer service. Not bad for less than 3 years in business. 

Finding a Product to Sell 

I had to ask: “What if you don’t have a mom with a great idea for an online store?”  

http://www.bdancewear.com/Default.asp
http://www.buildmyonlinestore.com/build-my-online-store-ecommerce-podcast-episode-list/
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Travis recommended simply being observant. Look around and talk to people. He 

suggested writing down one idea per day, no matter how bad you think the ideas 

are at first. Your goal is to find something that you (or someone else) can say, “I wish 

this existed!” 

You don’t need to come up with something totally new and novel, but you DO want to 

make sure that you are solving someone’s problem. If there is already an existing 

product out there that you believe you can improve upon, go for it! 

A good example here is the Coolest cooler or the candles with jewelry in the bottom. 

Both companies took products that already existed (coolers and candles) and put their 

own unique spin on them. 

Travis also mentioned that checking out Alibaba and AliExpress and talking to people in 

your industry of interest are great ways to brainstorm and refine your ideas. 

Positioning 

Travis advised to niche down and go for the premium end of the market. Not only will 

you find more interesting products to sell, you’ll also see higher profit margins.  

He pointed out that trying to compete on price is a bad idea for a number of reasons. 

You will not be able to out-compete the big guys like Walmart and you’ll realize that the 

customers attracted by the lowest prices tend to be the worst customers. These are the 

people who will generate the most complaints and returns and generally have no brand 

loyalty. 

Validating your Idea 

You don’t need to execute a high-flying Kickstarter campaign to validate your product 

idea. Instead what you can do is set up a blog that doesn’t even have a shopping cart. 

Travis gave the off-the-wall example of “turtles for racing,” saying if you could generate 

traffic and interest to a blog about turtles for racing, there may be a market to sell 

physical products (or turtles) in the space.  

If people are finding your site and you’re seeing engagement on social media, then you 

can move forward with your product sourcing or manufacturing and add a shopping cart 

to your site. Travis recommended WooCommerce, Volusion, or Shopify. 

The key is just to get something out there so you can gauge interest, even if it’s just on 

Facebook or on some industry forum. 

Your Own Shop vs. An Online Marketplace? 

http://coolest.com/
https://www.diamondcandles.com/
http://www.alibaba.com/
http://www.aliexpress.com/
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I was surprised when Travis told me his Amazon.com sales represent only 1/40th of what 

he sells through his own online shop. The biggest advantage of Amazon is it’s a hands-

off platform; they handle order processing and fulfillment, and in Travis’ case, the 

orders are probably incremental to what he would have sold directly.  

But marketplaces like Amazon and eBay aren’t without risks either. The rules may 

change at any time and if you’re too heavily reliant on a sales channel you don’t fully 

control, you could be left high and dry. Travis likened the Amazon FBA model to renting 

space vs. owning it, but added that there’s no reason you can’t use it to diversify your 

sales sources. 

However, building your own ecommerce presence on your own domain has several 

advantages. You can control the customer experience start to finish and have more 

marketing and design freedom. Plus, with your own site you can capture emails, utilize 

tracking pixels, and obviously avoid having your profits eaten away by marketplace fees. 

BDancewear handles its own shipping, but there is an entire industry built around retail 

fulfillment. If the thought of packaging and shipping your products sounds horrible, 

Travis recommended looking for some nearby fulfillment companies and comparing 

their services and rates. Some centers may work better for certain items based on the 

size of the product, volume of sales, etc. 

Marketing Your Store 

Perhaps the biggest drawback of building your own site vs. relying on Amazon’s 

marketplace is that you are literally starting from scratch when it comes to traffic.  

The good news is that if you have a product with high enough margins, you can often 

afford to buy paid traffic through advertising. Travis recommended Google keyword ads 

and/or their product listing ads. 

He says that product listing ads (the ones with an image and a price) convert really well. 

Product listing ads are sold on a cost per click basis, but oddly enough you don’t actually 

get to choose the keywords your ad will show up for. Instead, Travis explained you can 

pick “negative keywords” you absolutely don’t want your ad to show up for and make 

adjustments as you go. 

SEO is one non-paid option for driving traffic. He recommended targeting “long tail” 

keywords. For instance, instead of “shoes,” optimize for “Women’s Nike brown shoes 

size 10.” 

While there might only be 10 people per month looking for those keywords, they’re 

much more likely to make an order. 
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More recently, Travis has started using content marketing to drive traffic to his site. 

He reaches out to dance studio owners and others in the dance industry, and asks if he 

can interview them for his blog. He explained to me that these people are his “dream 

customers”–they buy a lot of dance clothing and buy it often–and they’re flattered by 

the attention.  

Once the article goes up on his blog, the dance studio, the students, and the parents 

often share it on social media. Plus, Travis will often get a link back to his site from the 

studio’s page, which then reinforces the connection between Travis’ store and dance 

studios in the eyes of Google. 

I think this strategy could work for ecommerce stores in a number of different industries. 

Travis also wrote an article on the Top 50 dance studios in the country and said it drove 

more than 30,000 visits to BDancewear! People on the list were proud that they’d made 

it and were sharing the link in their networks. 

And that’s the power of highlighting your potential customers, even if they haven’t heard 

of you yet.  

Ecommerce as a Side Hustle? 

Travis conceded that if you are looking to make money quickly, freelancing may be a 

better fit, but added if you put the same time and effort into building an online store, 

you could end up with a true business asset that no longer depends on your limited 

hours. 

The cool thing about an ecommerce store is that you almost get paid twice for each sale. 

You earn whatever profit you made on the items sold, but that sale also increases the 

value of your business as a whole if you were to sell it.  

  

http://blog.bdancewear.com/top-50-dance-studios-1-10/
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How to Start an Ecommerce Store—Without Touching Any 

Inventory 

Anton Kraly has been selling online since 2007. He runs dropshiplifestyle.com where he 

teaches others how to sell online and I caught up with Anton after various requests from 

Side Hustle Nation readers to look into the topic of drop shipping in more detail. 

What Is Drop Shipping? 

Drop shipping from the seller’s perspective is setting up a virtual storefront and selling 

products to online customers. The products are fulfilled by the manufacturers or 

distributors of the products, so the site owner doesn’t have to handle any inventory or 

shipping. 

The main benefits of drop shipping are: 

 Low start-up costs and investments. 

 Large amount of products to choose from. 

 No physical storage space needed. 

 Ability to scale up quickly. 

What's the First Step to Setting up a Drop Shipping Business? 

The very first step to setting up a drop shipping business is to find a product to sell or 

choose a niche to sell in. Anton got his start selling cookies. He was selling cookies 

offline and soon realized there was a lot less running around and more opportunity to 

scale up the business by going online, so cookies were his first product. 

To find ideas, you can look around your home or ask friends and family what they buy 

online. From experience, Anton recommended picking more expensive products as 

there is no more work involved, and there are higher profit margins.  

To give you an idea of where to start on price, the lowest price-point Anton sells at is 

around $200, with the average product price being around $1,000. 

Higher ticket items will sell less often too, which is much more beneficial if you’re 

starting an ecommerce store as a side hustle and don’t have much time to deal with 

customer queries and site maintenance.  

$2,000 is the highest ticket price Anton recommends. Over $2,000 and you start getting 

different types of customers, they may want to call you in person and ask questions 

before spending that much cash so to keep the hassle to a minimum sell products that 

are between $200-2,000 in price. 

 

http://www.sidehustlenation.com/dsl
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Finding Suppliers 

Once you have an idea of the niche or the products you want to sell, you need a supplier. 

Anton warned against Googling drop shipping suppliers and picking one of the top 

results. In his experience, a lot of these companies are making some outrageous claims 

on how much money you can make with them and they want you to sign up for a 

monthly fee. 

Doba.com is one such example that Anton he recommended NOT using. They make 

their money from charging monthly subscriptions and, in Anton’s experience, don’t 

work out well. The best way to secure a good supplier and establish a good relationship 

is to call them direct and give them a good pitch as to why your site would benefit their 

brand and sell some of their products. 

Another point Anton raised is that you want to sell items for mid-sized brands that 

enforce pricing control. Pricing control means you are selling their products at a set 

price. This creates a level playing field for all retailers, ensures you are making a good 

worthwhile markup, and also that you will not be undercut by competing stores. 

When you sign an agreement with a supplier you will be given three prices: 

1. Wholesale Price – The price you pay for the product 

2. MAP (Minimum Advertised Price) – The lowest price you can sell the product for 

3. MSRP (Manufacturer’s Recommended Retail Price) – A recommended retail 

price 

You will also agree not to sell on certain websites such as Amazon and eBay in most 

instances. Always read the contracts and make sure you’re aware of where you can and 

cannot sell their products. 

Setting up Your Online Store 

Anton sets up an online store for a product before he has secured a relationship with the 

supplier. This gives suppliers a chance to look around the site and see he’s running a 

professional looking site to build some trust. As soon as you get the go-ahead from a 

supplier you can take out stock photos and mock descriptions and put in all the real 

products. 

Anton uses the Shopify platform to host his stores. Shopify makes running an online 

store easy. You choose a theme, the shopping cart and software is already in place, and 

you can be ready to launch a site in hours. Shopify costs around $30 a month after a 14 

day free trial.  

 

https://www.doba.com/
http://www.sidehustlenation.com/shopify
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Driving Traffic to Your Site and How to Secure Sales over Big Sites Like 

Amazon 

With large ecommerce sites like Amazon dominating the search results you’re probably 

wondering how to beat them to sales. The major distinction Anton pointed out is that by 

running a niche specific store, you can tailor the experience to your customer. 

For example, if your visitor is looking for a tent, you can create a much more interesting 

and informative sales page, give a more detailed description, and even attach an offer of 

a free bonus item to the purchase. These are all things that don’t often come with a 

purchase on Amazon, and will leave your customer feeling like they’ve gained more 

value. 

The majority of Anton’s traffic and the highest converting traffic comes through Google 

shopping ads (Product Listing Ads). He also uses retargeting through AdWords and 

Facebook ads, so visitors who didn’t complete a purchase can be reminded and Anton 

captures more sales this way. 

How to Avoid Some of the Customer Service Headaches 

Anton has worked with hundreds of suppliers over the years and has learned a couple of 

lessons from experience. 

First, if suppliers are being unresponsive and difficult, cut ties with them sooner rather 

than later. Even if you’re making sales, you will end up with problems from customers 

mounting up. 

Second, unless you enjoy customer service and enjoy this part of the business, outsource 

it. You can outsource customer service at a cost-effective price and alleviate a huge 

potential headache and time-drain.  

 

 


