
 
 

 
 

Success Mastermind 
 

Growing an Online Business 
 

 
I know many of you are excited to grow the online side of your business.  As I’ve 
shared, growing the online side of your business often takes longer but, with the right 
mix of strategies, online marketing can be very powerful.  
 
I’m going to share how I’ve done this and other clients I’ve worked with have done this 
successfully. 
 
First, what does it mean to have an “online” business? 

 It can relate to how you work with clients, meaning that instead of working with 
clients in-person, you’re working with them via phone or Skype.  

 It can relate to how you market your business, meaning that your efforts are 
focused on people finding you on the web or via email (vs. local networking, local 
talks, etc.). 

 It can also relate to leveraging your time by offering online group programs, 
evergreen programs, or information products. 

 
You can have an online business by doing one or all of the items listed above. 
 
Growing the online side of your business starts with list building.  The more people you 
have on your list, the more people you’ll have to market your services & programs to. Of 
course, we want to make sure you’re getting the right people onto your list – people who 
are interested in what you offer and need your help! 

 

How do you build your list? 
 
List building starts by offering a free lead magnet (AKA, free gift), such as… 

 PDF – cheat sheet, ebook, guide, or free report 

 Email series – such as a 7 Day Challenge 

 Video series 

 Webinar or teleseminar 

 Telesummit (more on this below) 
 



 
 

People then provide their email address in exchange for the free lead magnet. 
 
 
What to include in your free lead magnet. 
 
Use the free lead magnet to build the “know, like, and trust factor” with your audience.  
In order to do this: 
 

 Make sure your lead magnet addresses your audience’s main pain point 
 

 Start the lead magnet with a personal note from you – share a personal story 
 

 Provide valuable information in your lead magnet that they haven’t heard before 
– or say it in a different way, so there’s an “aha moment” 

 

 Provide a simple, yet effective strategy, tool, or resource that is easy for them to 
implement and will get them quick results.  (Don’t be afraid to share your BEST 
stuff.  People will still want and need your hand holding.) 

 

 Include stories throughout the lead magnet – these can be personal stories or 
client stories, but they should illustrate that what you’re teaching works 

 
Once you’ve created your lead magnet, you want to promote it on a landing page (also 
called a squeeze page or opt-in page).  LeadPages is a great tool to use for this.   
LeadPages is also a great tool to create a webinar/teleseminar registration pages. 
(They offer a 30 day money-back guarantee, so you can sign up, try it out, and see what 
you think!) 

 
 

Why use a landing page - and not just your home page? 
 

Unlike your home page, a landing page is a web page that has one purpose: to promote 
your free lead magnet and build your list.  
 
Landing pages don’t contain a navigation menu so there are no distractions because 
there’s nowhere else for your visitors to go. It simply provides information about your 
free lead magnet and a place to opt-in.  
 
While you'll most certainly send people to your home page in many situations, when you 
promote your free lead magnet on social media, guest blog posts, or when speaking, 
you always want to send people to a landing page.  
 
 

http://link.leadpages.net/aff_c?offer_id=6&aff_id=8245


 
 

Here’s an example of one our squeeze pages. 
  

 
 
For more example landing pages, see the bonus handout “Sample Landing Pages” on 
your member’s page. 

 

 

 
How can you get people to your landing page  
(so you can grow your list)? 
 
There are a variety of ways to build your list – some are free and some require a 
monetary investment.  Some require a small time commitment and others are larger 
projects.  I’m sharing my top 9 list building strategies below.  These are the strategies 
that I’ve seen work for myself and my clients. 
 
As you read through these strategies, be careful not to get overwhelmed.  I want you to 
start by picking ONE strategy that you’d like to try.  Once you’ve tried that strategy and 
are comfortable with it, add on another strategy.  You want to do this one at a time, so 
you can do a really great job and see results.   
 
 
 
 
 



 
 

1. Host a Telesummit 
 
A telesummit is an online event where you host a number of people to speak over the 
course of a week or two.  (As the host, you also give a talk during the telesummit.)  
The talks are all teleseminars or webinars. You can set it up so you interview each 
speaker, or you can simply introduce each speaker before they give their talk.  

 
Successful telesummits usually have a theme – focusing on a particular health 
concern. The more targeted it is, the more likely that you’re going to attract people 
who will be interested in what you have to offer. 
 
Telesummits work as a list building tool because you ask each of the presenters (that 
you invite to participate) to promote the telesummit to their lists. Usually this is a 
requirement for participation.  You’ll want to invite presenters who have a list to 
promote to and who you know will add value to the event. 
 
Our client, Nita Ewald, focuses on fertility in her practice. She wanted to grow her 
small list, so she hosted a Holistic Pregancy Telesummit with over 20 speakers - 
wellness experts specializing in fertility and hormonal health, including nutritionists, 
acupuncturists, yoga teachers, spiritual teachers, and life and health coaches. 
 
Most of her speakers promoted the event to their lists and 2,775 people signed up 
for the telesummit. That’s 2,775 new people on Nita’s list that she can now market 
to.   

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 

Telesummits are a lot of work, and you’ll need a few months to put it together, but 
they can be a great way to QUICKLY add a large number of subscribers to your list.  
If you hire someone to help with the technical and design tasks, it’s certainly an 
investment. But, in many cases, you can more than cover your costs by selling an 
optional “upgrade package” to all the registrants. Upgrade packages include 
downloadable recordings of all the talks and sometimes special offers from the 
speakers. 

 
 
 
2. Host a Free Give Away Event 
 

A free give away event is similar to a telesummit, but instead of inviting partners to 
present, you’re asking them to provide a free gift that people can opt-in for (such as 
PDF or video series). They should offer a free gift that isn’t available on their website. 

 
The event should have a specific theme. 

 
You make the event open for a limited time (7-14 days) and you ask each colleague 
to promote the event to their list.  You provide your partners with pre-written copy 
they can use to promote the event. Partners are usually happy to participate because 
it’s easy for them and can also help them build THEIR list.   
 
Here’s how it works…After visitors opt-in for the free giveaway event, they’ll land on a 
page where you promote all of the free gifts.  They can click on any they want. When 
they click on a gift, they are sent to the partner’s landing page to opt-in.  

 
 

 
3. Host a Teleseminar or Webinar with a Partner 

Leading teleseminars and webinars is a great way to grow your list. While promoting 
a webinar to your current list is a powerful way to build “know, like, and trust” with 
your audience, it won’t result in many new subscribers.     

If you want to grow your list, find a partner who is willing to promote your webinar to 
their list.  Think about the types of business owners who serve the same audience as 
you, but don’t offer the same exact type of services/programs as you.  

Early on as a health coach, I partnered with a local company that offered bootcamp 
fitness classes. For several months, I offered free teleseminars to their clients. When 
their clients registered for a teleseminar, they joined my list. This was a big win for me 
as I was just getting started, and it was great for the bootcamp company because 
they were able add value to their clients. 

In my current business, I’ve used this strategy twice – once adding over 500 people 
to my list and the second time adding over 200 people to my list. 



 
 

Who might you be able to reach out to? 
 

 Life coaches 

 Relationship coaches 

 Parenting coaches 

 Business coaches 

 Fitness-related companies (these can be online or brick-and-mortar) 

 Healthy meal-delivery services 

 Juice bars 

 Acupuncturists & herbalists 

 Integrative & functional medicine doctors 
  

These can be people you know, or people you’ve had your eye on from afar. Don’t 
be shy about reaching out to them with an email. In the email share something 
specific you like/admire about them. Explain that you serve a similar audience and 
you’d love to discuss how you can support each other.   
 

Tips for hosting a webinar/teleseminar with a partner: 
 

 In many cases, it’s helpful to offer to promote the partner - before or after they 
host your webinar. 
 

 Provide the partner with pre-written copy for 3-4 emails they can send out to their 
list to promote your webinar. 

 

 Set-up the landing page where people can register for the webinar. When people 
opt-in, they will be added to your list.  

 

 In most cases, you’ll want to set-up your partner as an affiliate, so they earn a 
commission if people they refer sign up for one of your programs. You’ll need to 
use affiliate tracking technology for this. 

 

 Have your webinar topic relate to the program or service you want to invite 
people to sign-up for. Make an offer at the end of the webinar and follow-up with 
emails promoting the offer after the webinar. 

 
 

4. Host a Teleseminar or Webinar that you Promote Through Affiliates 
 

This strategy is similar to #3 above.  In strategy #3, you’re partnering with one 
colleague to host your webinar. In this strategy, you’re hosting the webinar, you’re 
promoting it to your list (if you have one), and you’re lining up more than one partner 
to promote your event.   
 
Your partners will sign up as affiliates, so they earn a commission if people they 
refer sign up for one of your programs. 

http://marketingforhealthcoaches.com/low-cost-shopping-cart-alternatives/


 
 

 
Whenever I host a webinar, I invite affiliates to promote the event. Each time, 
affiliates bring in a total of 100-300 new people to my list. 
 
Who can you sign on as an affiliate? 
 
The list (from strategy #3) applies here too.  But, you can also invite past and current 
clients to become affiliates.  Clients make great affiliates because they’ve 
experienced, first-hand, the power of your work – and they can share that with 
people they know.  Nothing is more powerful than clients sharing how you’ve helped 
them! 
 
While a single client isn’t likely to bring in tons of new subscribers, you never know 
how big their circle is and who they’re connected to.  And, if you have a number of 
past/current clients promoting your event, that can be very powerful. 
 

  
5. Guest blog posts 

 
A guest blog post is where you write a blog post that gets posted on someone else’s 
site. If you enjoy writing, guest blogging is another great strategy for building your 
list.  I’ve had guest blog posts generate over 100 new subscribers to my list.   

 
In order for a guest blog post to be effective at building your list, you’ll want to 
pay attention to a few items: 

 Your post is on a site that attracts your ideal clients 

 Your post is on a site that gets a good amount of traffic 

 You write a great post that provides a lot of value (share your best stuff!) 

 You share a link to a compelling lead magnet in the post 
 

I go into more detail on each of these areas below… 
 
Where should you guest blog? 
 
The site you blog for should attract the same audience you want to reach, but should 
not be in competition with you. The list from strategy #3 above is a great place to 
start.  You can reach out to people you know and people you don’t know.     
 
If you identify people you don’t yet know, connect with them on social media, 
retweet their posts, and read and comment on their blog. This will help you build a 
relationship with them before making a pitch.  
 
Another option for guest blogging is to post for a larger news site (such as Huffington 
Post) or niched site (such as Modern Mom). A great way to generate ideas of where 
to pitch a post is to ask your clients and audience what sites and blogs they read. 
(I’ve also included a list of possible sites below.) 



 
 

 
Note that you may have relationships with solo-entreprenuers that send out a 
newsletter and have an email list, but don’t have a blog.  In this case, they may be 
excited to include an article you’ve written in their e-newsletter or in an email they 
send out to their list.  This is also a great option. 

 
 

How to make the pitch 
 
If you are reaching out to a solo-entrepreneur who you’ve connected with in 
various ways over a month or two, send them an email or a message on 
Facebook. You can say something like, “I’ve been reading your blog for a while,” 
and then make a personal comment about what you like about their 
content/philosophy. Ask if they accept guest blogging opportunities and let them 
know that you would love to write a guest blog. Show initiative by attaching a post 
in your email and provide 2 additional topics/titles for other posts – in the event 
that the one you wrote isn’t a good fit for them.  
 
If you’re reaching out to someone you know, you can use the same process, but 
you can be a little more informal.  
 
If you’re reaching out to larger news or niched site (examples: Huffington Post or 
Modern Mom), they regularly accept blog posts and usually have information on 
their site about how to submit. You can usually find this information on their 
Contact page. 

 
 
What to write about 
 
The most important thing is to write about a topic that is relevant to the blog 
audience (and the work you do).  You are much more likely to get accepted if your 
post delves into a topic the site owner knows is compelling to their audience.  This 
also means your post, once published, is likely to be read!  As I said earlier, 
provide a ton of value in your post and share a story and show your personality. 
All of this will build the “know, like, and trust” factor with this new audience – 
leaving them wanting more. 
 
Share a link to your lead magnet (in the post) 
 
Guest blogging will help you generate new subscribers, but ONLY if you link to a 
landing page that promotes a lead magnet.  The lead magnet should relate (at 
least generally) to the topic of the post.  In some cases, you will be able to include 
a link to your lead magnet in the body of the post.  Some sites won’t allow this.  
You will always be allowed to include a link to your landing page at the end of the 
post, in your bio.   
 



 
 

Here’s an example of a very well-done guest post Sarah Jenks wrote for Huffington 
Post. 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
     Click here to view the post. 

 
 
 
 
You’ll notice that in the post, she gracefully brings up her “signature method” and 
links to her website.  And while it looks like she’s just linking to a home page, she is 
actually linking to a landing page. 

 
 
 
 
 
 
 
 

 
 

http://www.huffingtonpost.com/sarah-jenks/emotional-eating_b_3009496.html
http://www.huffingtonpost.com/sarah-jenks/emotional-eating_b_3009496.html


 
 

At the end of her post, she includes a sentence inviting them to get more ideas and 
again she links to her landing page.  She also links to her landing page at the end of her 
bio.  
 

 
 
 
 
 
 
 
 
 
 

 
 
 
 
Sarah’s landing page, shown below, promotes a free webinar.   
Click here to view Sarah’s landing page. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 

http://www.onlinemeetingnow.com/register/?id=mv4kwyfjhd
http://www.onlinemeetingnow.com/register/?id=mv4kwyfjhd


 
 

 
Sites that accept blog posts. 
 
(This is not an exhaustive list, but will get you started and get your juices flowing on 
where else you can post.) 
 
Tiny Buddha – Write for them 
MindBodyGreen – Write for them 
PositivelyPositive – Write for them 

Elite Daily – Write for them 
The Everygirl – Write for them 
Daily Worth – Write for them 
Psychology Today – Write for them 
Hive Health Media – Write for them 
Kevin M.D. – Write for them 
Self Growth – Write for them 
The Change Blog – Write for them 
Mercola – Write for them 
Weight Loss Triumph – Write for them 
Natural News – Write for them 
Menuism – Write for them 
Food Sense – Write for them 
Women’s Health – Write for them 
The Kitchn – Write for them 
Aggie’s Kitchen – Write for them 
Baby Center – Write for them 
Modern Mom – Write for them 
Extraordinary Mommy – Write for them 
Huffington Post – Write for them 

 
 

6. Facebook Ads 
 
I consider Facebook Ads an advanced strategy, but one I wanted to be sure to 
include here.  It can be a great way to build your list, but it does take experimenting 
and a financial investment. I currently use Facebook Ads to add 150-200 new leads 
to my list each month.   
 
I have to admit that it’s taken a lot of trial and error to land on a successful campaign.  
I’ve run ads that have totally flopped. 
 
 
Running ad campaigns isn’t for the faint of heart, but if you’re willing to stick with it, it 
can be a great way to get your list building on auto-pilot.  
 

http://tinybuddha.com/
http://tinybuddha.com/submission-guidelines/
http://www.mindbodygreen.com/
http://www.mindbodygreen.com/contact
http://www.positivelypositive.com/
http://www.positivelypositive.com/contact/
http://elitedaily.com/
http://elitedaily.com/contribute/
http://theeverygirl.com/category/relationships
http://theeverygirl.com/contact/story-submissions
https://www.dailyworth.com/
https://www.dailyworth.com/contact-us
https://www.psychologytoday.com/
http://www.psychologytoday.com/writers-guidelines
http://www.hivehealthmedia.com/
http://www.hivehealthmedia.com/contact/article-submission/
http://www.kevinmd.com/
http://www.kevinmd.com/blog/heard-social-medias-leading-physician-voice
http://www.selfgrowth.com/
http://www.selfgrowth.com/submit_articles
http://www.thechangeblog.com/
http://www.thechangeblog.com/write-for-the-change-blog/
http://www.mercola.com/
http://articles.mercola.com/submit/
http://www.weightlosstriumph.com/
http://www.weightlosstriumph.com/write-for-us-get-powerful-links-to-your-site-guest-post.html
http://www.naturalnews.com/
http://www.naturalnews.com/021982.html
http://www.menuism.com/
http://www.menuism.com/blog/want-to-write-for-us/
http://foodsense.is/
http://foodsense.is/contribute
http://www.womenshealthmag.com/
http://www.womenshealthmag.com/contact-us
http://www.thekitchn.com/
http://www.thekitchn.com/submissions
http://aggieskitchen.com/
http://aggieskitchen.com/contact-me/
http://www.babycenter.com/
http://www.babycenter.com/help-contactus
http://www.modernmom.com/
http://www.modernmom.com/Mom-Influencer-Program
http://www.extraordinarymommy.com/
http://www.extraordinarymommy.com/contact/
http://www.huffingtonpost.com/
http://www.huffingtonpost.com/contact/


 
 

If you’re serious about using Facebook ads to grow your list, I strongly recommend 
you work with a seasoned Facebook Ads Manager. I’ve experienced, first-hand, how 
working with an ads manager who truly knows what they’re doing, can catapult my 
results.   
 
A Facebook ads manager* is someone who not only understands the technical side 
of how to set-up Facebook ads, but is also a strong marketer – and knows how to 
target the right people, how to write the copy for your ad and select photos, and 
create an effective landing page. They will typically charge a flat fee of $697-$997 to 
manage your ad for one month.  Ideally, by the end of that month, you’ll have a well-
performing ad that you can monitor on your own.   

 
When running ads, there are two options I recommend: 
 
1. Have your ad promote a free lead magnet and have the ads direct people to your 

landing page.   
 

2. Have your ad promote a blog post – one that has been very popular and that you 
feel is a great first piece of content for people to read to build the “know, like, and 
trust” factor with you.  Then, at the bottom of the blog post, promote a free lead 
magnet that relates to the topic of the blog post. You’ll get some people opt-ing 
for your free lead magnet right away.  Then you can also run a second ad 
campaign “retargeting” the people who clicked on the ad promoting the blog post. 
 

Just like with all these list building strategies, there are several factors that determine 
whether your ad campaign will be successful: 
 

 Targeting – targeting the right people is critical with Facebook advertising. If 
you’re not targeting the right people, the people who see your ad won’t click on it 
– or people will click on it but then won’t be interested in what you’re offering.  In 
both cases, you’ll end up paying too much per new lead. You want your targeting 
to be specific enough so that you’re reaching the right people.  You can target 
based on gender, age, and geography.  But you’ll want your targeting to be more 
specific than that.  To do this, think about who your ideal audience follows on 
Facebook - this can be people, companies, or websites.  For example, if you 
know that most of the people in your audience have done Weight Watchers at 
some point, you can target fans of Weight Watchers.   
 
Additional ways you can target: 
- You can target people who have been to your website.  This is called 
“retargeting.”  You can do this by placing a pixel (a small piece of code) on your 
website.  You get the code from Facebook and if you don’t know how to do this, 
your VA or web developer can help you. 
 
- You can target fans of your Facebook page.  (If most of your fans are people 
already on your list, this may not be very helpful.) 



 
 

 
- You can target people who are “like” the fans of your Facebook page.  This is 
called “lookalike” audience and Facebook has a complicated algorithm for this 
type of targeting. 
 
- You can target people who are “like” the people on your email list. This is 
another “lookalike” audience. To do this you download your list of subscribers 
from your email marketing system (such as AWeber or MailChimp) and you 
upload it to Facebook. 
 

 Your ad copy & image – in order for the right people to notice your ad, you’ll want 
to make sure your ad copy and the image you use in the ad is appealing to your 
ideal clients.  You’ll typically want to test 2-3 images and 2 different sets of copy 
for your ad – for a total of 4-6 different ads.  Within 3-4 days you’ll have a good 
idea of which ad is performing best and you can stop running the other ads or 
continue tweaking the best performing 1-2 ads. 

 

 Having the right free offer – If your ad isn’t performing well (meaning people 
aren’t opt-ing in) it may be because the people you’re targeting aren’t interested 
in your free lead magnet.  You may find that a lead magnet that performs well 
when promoted on your website, doesn’t perform as well in Facebook ads.  This 
is usually because people that come from an ad are “cold” leads. They don’t yet 
know, like, or trust you.  I’ve experienced having lead magnets flop on Facebook 
ads, and while it’s not a fun experience, I want you to think of it as an experiment.  
If you find a lead magnet has flopped, it’s actually great information for you and 
you can use this information to create something more compelling. 
 

 Your landing page - Changing a headline, image, or using a long vs. short 
landing page can make a huge difference. LeadPages makes it very easy to set 
up an A/B test where you can test different pages at the same time.  I’ve seen my 
conversion rates increase significantly based on the LeadPage template I’ve 
used, images on the page, and my copy. 
 
If you’re running an ad and you’re not happy with the return on your investment, 
start to tweak the items listed above.  Only tweak one thing at a time, so you 
know what’s working and what’s not working. The good news is that once you 
have an ad that’s working well, it takes very little effort on your part.   
 
 
What should you be paying? 
 
You can set your daily budget to whatever you’d like. It can be as low as $5/day 
or as high as $50 or more per day.  I currently have an ad that’s been running for 
several months at $20/day. When you’re testing different ads, I recommend you 
set your daily budget to $20/day. You can then lower or raise it from there. 
 



 
 

What’s more important than your daily budget, is your cost per lead (cost per new 
subscriber) and your overall return on your investment.  You can expect to pay 
between $2-$5 per new lead.  Obviously, the lower the better.  The stronger your 
ad, the offer, and the landing page – the lower this cost will be.  
 
But even more important than your cost per new lead is your overall return on 
your investment (ROI).  This means, how much money you end up making from 
the people who joined your list from your Facebook ad.   
 
Your goal is for your ROI to be at least EQUAL to the amount you spent on the 
ads.  While this may seem crazy – why would you run ads to ONLY break even?  
The reason is because if you’re breaking even, it means that you’ve grown your 
list “for free.”  
 
Let me break this down for you with an example. 
 
In the month of December, I spent $579 on Facebook ads. I had 148 new leads 
from my ad, for a cost of $3.91 per new lead. (This is on the higher-end of what I 
pay per new lead, but this number fluctuates.  I also tend to pay a higher rate per 
new lead because my audience is extremely targeted.) 
 
In the month of December, I brought in $891 from people who joined my list from 
a Facebook ad.  That’s about a 150% ROI.  I consider that a success because I 
not only broke even, but I made a profit on my ads for that one month. So, I 
gained 148 new leads and I made a profit of $312.   (This was from 3 sales.) 
 
Now, keep in mind that some of the people who join your list today will buy from 
you immediately. But others may not buy from you for a few months. When 
looking at your ROI, I suggest you check it monthly, but give yourself 3 months to 
look at the overall ROI of your ads. 
 
Hypothetically, let’s say that you run ads for 3 months, spending $20 per day for 
a total of $1,800. Your cost per lead is $3.50 and you get 514 new leads in those 
3 months.  From those leads, you get three new 1:1 clients, who each pay you 
$1,697. In this case, you’ve made $5,091 from spending $1,800.  That’s a profit 
of $3,291.   
 
In the same scenario, with 514 new leads, imagine that you promoted a $97 
detox. Because this is a much lower price point, you can expect to make more 
sales. If you had a 1% conversion rate, that would be 51 sales, for a total of 
$4,947 in revenue.  If you find this strategy is working well for you, you can 
increase your daily budget and make an even larger profit. 

 
 
 
 



 
 

Tracking 
 
Tracking is important with all list building efforts, but especially when using 
advertising – as you want to know if your ad dollars are being well spent.  When 
setting up your ads in Facebook, you will be provided with a tracking pixel (a 
piece of code) that your VA or web developer can add to your site. If your 
website it built on WordPress, there is a plugin called “Facebook Pixel 
Conversions for WordPress” that you can install on your site that allows you to 
simply enter the snippet of code that Facebook provides and the plugin will insert 
it into the code in your site where appropriate. This will help you calculate your 
cost per new lead.  
 
I have recently had issues with the reliability of Facebooks tracking pixels, so I 
also track using LeadPages and my email marketing system. I suggest that the 
landing pages you use for Facebook ads are ONLY used for ads.  In fact, I like to 
use separate landing pages for each type of list building strategy I’m 
implementing. In your email marketing system, you’ll want to create a separate 
list and/or form for each landing page. This way, you’ll be able to see what’s 
working and what’s not working.   
 
In order to track sales from Facebook ads, I set-up a “dummy” affiliate account 
for “Facebook ads” and then use an affiliate link that points to the landing page in 
my ads. I obviously don’t pay a commission (the commission would be to 
myself!), but this is an easy way to see how many sales I’ve made from leads 
that came through Facebook ads.  
 
If you don’t have affiliate tracking in place and you’re not ready to set that up, you 
can use a more manual process.  At the end of each month, create a 
spreadsheet with the email address of each person who purchased something 
from you and include the amount of the sale.  Then, do a search in your email 
marketing system to see which list/form they joined first.  (I say “first” because 
some people will be on multiple lists and you want to find out where they initially 
opt-ed in.)  If you find they came through a landing page you used in a Facebook 
ad, you’ll want to note that in the spreadsheet, so you can tally the revenue you 
received through ads. 
 
 
*The Facebook Ads manager I’ve worked with and love is Sophie Bujold. I know 
that she takes on a limited number of clients, but tell her I referred you and 
hopefully she can take care of you! 
 

 

 

 

http://www.cliqueworthy.com/


 
 

7.    Ask colleagues or affiliates to share your free ebook 
 
This strategy is similar to #3 and #4 above.  In strategy #3 above, you’re partnering with 
one colleague to host a webinar.  But in this strategy, instead of asking a colleague to 
promote your webinar, ask them to share a downloadable PDF that you’ve created as a 
lead magnet. This can be a free ebook, cheat sheet, free report, or blueprint.  It could 
also be an email series or video series. You can implement this strategy with multiple 
colleagues or affiliates throughout the year. 
 
As always, make it easy for them by writing pre-written email that they can easily copy 
and paste. 

 
 
8.  Turn YouTube videos into a list building engine 

If you have videos on YouTube, or plan to make videos in the future, you can use them 
to build your list.   

YouTube is the second largest search tool on the internet.  Use this to your advantage! 
Before making your videos, do some research inside YouTube and choose topics that 
people are searching on, but that don’t have a lot of competition.  Work the keywords 
you find into the title of your video.    
 
Let’s say you work with clients with a thyroid imbalance and you want to create videos 
about the thyroid.  You can see, by typing in “thyroid” in the search field in YouTube that 
there are about 240,000 results. That’s a lot of competition for that keyword. 
 

 
 
 
 
 
 
 
 
 
 

 
 
We can stick with the same topic and narrow it down by searching for “vitamins for 
thyroid,” which has 20,100 results. 

 
 
 
 
 
 



 
 

 
 
 
 
 
 
We can narrow it down even further by searching for “vitamins for hashimotos” which 
has 4,260 results. 
 

 
 
 
 

 

 

 

 

 

One way to see what people are searching for, is to type one of your keywords into the 
search bar in YouTube.  In this case, I typed in “hashimotos.”  You can see below that a 
number of search phrases popped up.  These are popular searches on YouTube. 

 

 

 

 

 

 

 

 

Here’s a 2 minute video that quickly explains how to do keyword research. 

 

Once you’ve picked strong keywords and topics for your videos, use the videos to build 
your list.  To do this, be sure to include a plug for your lead magnet and a link to your 
landing page in the description of the videos.  Your lead magnet should be related to the 
topic of the video. 

https://www.youtube.com/watch?v=iMlf7ZEYKu4


 
 

 
 
 
 
Here’s an example from Susan Pierce Thompson. 
 
 
Her description reads: If you're someone who has tried to lose weight in the past and 
just gained it all right back again, this video is definitely for you. It will point you toward a 
must-have resource at www.HappyThinAndFree.com 

 
 
 
 
 
 
 



 
 

The link she includes in her description leads to this landing page: 
 

 
 
 
 
9.  Get interviewed  

One final strategy I wanted to share is getting interviewed.  This can be on a radio 
show, a podcast, or for someone else’s telesummit.  There are a lot of people producing 
podcasts and radio shows on a weekly basis and they’re looking for people to interview!  
Do some research and find podcasts or radio shows that reach your ideal clients. 
 
When interviewed on a radio show or podcast, share information about your free lead 
magnet and share the URL for your landing page.  Present your lead magnet as 
something special for them and make sure the URL is easy to say.  For this, it’s best to 
have a domain for your landing page – such as Susan Pierce Thompson has with the 
URL HappyThinandFree.com.   You can see that that’s much easier to say than 
something longer, such as: yourdomain.com/freeguide. 
 
 
 
 



 
 

 
 

Now, you have a growing list…how can you 
make money from your list? 
 
You can make money from your list by using email marketing. 
 
When people join your list, they probably don’t yet know much about you.  You have the 
opportunity to build a relationship with them – and to build your know, like, and trust 
factor. Sending out weekly or biweekly free content that relates to topics they care about 
it critical. This will keep you “top of mind” and keep them engaged. 
 
It’s also important that you make offers to your list. This can be inviting them into a free 
or reduced cost consultation - which you use to make an invitation into 1:1 coaching.  I 
recommend that you set-up an autoresponder series – this is a series of emails that you 
set-up in your email marketing system that go out automatically after someone joins 
your list.  You can set-up a series of emails that gives them access to your free lead 
magnet, shares additional valuable information, and invites them into that initial 
consultation with you. (If you don’t want more 1:1 clients, you can use the 
autoresponder series to promote an online program such as a cleanse or detox.) I 
recommend sending out  6-8 emails over the course of 10-16 days. 
 
 
Sample autoresponder email series 
 
Here’s what a series could look like if you specialize in helping people stop emotional 
eating.  You can modify this for your particular niche.  
 

 Email 1 – gives them access to the free lead magnet 
 

 Email 2 –  reminds them about the free lead magnet and points to something 
interesting that you want to make sure they read in the lead magnet 

 

 Email 3 - focus on the definition of “What is emotional eating?” 
 

 Email 4 - give an EXAMPLE of emotional eating - maybe in the form of you telling 
a story about when YOU engaged in emotional eating and how that felt. 

 

 Email 5 - share a story of how you helped a client stop emotional eating, and 
what positive things this did for her life. 

 

 Email 6 - offer for a free “Ditch the Emotional Eating” coaching session with you, 
where you position your free session as the solution to everything your 



 
 

subscribers have just been reading about in your emails. Make this a time limited 
offer that’s good for the next week. 

 

 Email 7 - The final email can be a follow-up on your offer. 
 

 Email 8 – A final reminder of your offer before it expires. 
 
 
In addition to setting up an autoresponder series, you will want to send out promotional 
emails that get sent out at different times during the year.  For example, if you offer a 
seasonal cleanse, you will send out a series of emails each time you open the program 
for enrollment.  You can also send out a series of emails promoting working with you 
1:1.  This is something you may want.  
 
 

 
Promoting an online program through a Joint 
Venture Partner or Affiliate 
 
If you’re looking to grow your business (online or offline), list building is critical.  That 
said, I do want to share one approach to enrolling clients into an online program that 
doesn’t directly involve list building. 
 
This strategy involves partnering. 

To explain this strategy, I’ll share how this worked for our client, Marlyn Diaz.  Marlyn 
had experience running detoxes and cleanses with her private 1:1 clients, but she had 
never run a virtual group program. 

She had a list, but it wasn’t very big, and she wanted to enroll a large number of people 
into her first virtual group program. To do that, she needed a partner. 
 
Marlyn is a long-term customer of Cardio Barre, a studio that offers ballet-barre style 
workouts. She used her personal connection and approached the owner 
about partnering with him to offer a detox to his audience. 

The owner of Cardio Barre was very receptive to the idea, and they decided to offer the 
program at his flagship location first. 
 
Marlyn enrolled over 100 people in that first launch of the Cardio Barre Body Bliss 
Challenge, and then launched the program at other Cardio Barre locations during two 
additional launches. In less than a year, Marlyn had over 350 people participate in her 
detox.  She’s since run the program countless times. I wouldn’t say that Marlyn’s results 
are typical – but it shows you what’s possible when you find the right partner! 
 

http://bodyblisschallenge.com/
http://bodyblisschallenge.com/


 
 

What can you learn from Marlyn’s experience? 
 

 There are likely opportunities for partnerships all around you. 
Start with personal connections. This doesn’t have to be a close friend, but 
think about places you frequent, people you have met, or friends of friends.  
Even if you want to grow your business online, there may be potential to do 
this in your local area. 

 

 Stretch out of your comfort zone and approach potential partners.  
It wasn’t necessarily easy for Marlyn to approach the owner of Cardio Barre, 
but she went into the conversation knowing that she had something powerful 
to offer the Cardio Barre audience. 

 

 Make sure you have all your ducks in a row. Marlyn felt confident about her 
content and ability to deliver the program, but she had never run a virtual 
program before and knew she needed support planning and implementing the 
technical and creative pieces of the launch.  Particularly when working with a 
new partner, you will want to make a good impression. 
 

 Make it easy for your partner to market. Your partner is busy, just like you and 
me. Make it super easy for them to promote your program. Provide them with 
pre-written emails and social media posts they can simply copy and paste. 

 
 
 
 

Concluding notes 
   
While I’ve touched on all of this throughout this handout, remember that growing an 
online business takes time and experimentation.  It’s a matter of getting the right free 
offers in front of the right people – and “selling” your free lead magnets effectively on 
your landing pages and your website. Then, following up with your new subscribers with 
valuable content and invitations into programs and services that solve their main pain 
points will bring in revenue.  Online marketing can be very rewarding (and fun!) – 
especially once you find what works! 
 
 
 
 
I’m here to support you with this!   
Please share your ideas for your lead magnet (AKA “free gift”) and the top 2 list 
building strategies you’d like to try in the Facebook Group. And, as always, post 
any questions you have.  We’ll also have time for Q&A on our call.  


