
Challenge 1… 
There’s a common misconception that to CRUSH it online with digital products, you need to start 
off by generating leads from freebies and low price products, then develop higher price products 
later on the down the line. 

But this is backwards! 

You start off with your HIGH TICKET first. 

Why? 

Because its actually easier to sell a high ticket item than a low ticket item. 

Crazy right? You’d truly expect that it would be easier to sell a £10 product rather than a £500 
product but its not the case.  

The reason this isn’t so is because the amount of traffic you need to create a profitable funnel to 
sell a good number of smaller products is HUGE. 

You also wouldn’t get on the phone to someone to sell a small product, but you could sell high 
ticket products that way (yes I've sold £10,300 over the phone in 2 days and it can be done 
easily!) 

And the considerable larger profit you make, can THEN be invested into other products and 
strategies. 

So we start from the top :) And we’re going to get it RIGHT! 

Here's the challenge questions…. 

1. Tell me in 1 brief sentence, what is the high ticket product that would fit in YOUR digital 
products system? What do you want to become known for? 

2. What’s your USP? And no I don’t mean Unique Selling Point… I mean Unique Story Positioning! 

3. Tell me what are the top 3 complaints that your audience have about products /services out 
there right now that they might have already tried / considering to use instead of your product. 

4. Tell me the 3 ways you’re going to improve your product so that it combats the 3 biggest 
complaints in task 3. 

5. Now tell me the simplest, quickest way you could get this product launched and tested. How 
could you simplify your idea to test it easily? 



Here’s an example for challenge 1… 
 
 
1.  A 10 week online course to help coaches, creatives and consultants to launch their first 
successful digital product and move away from working 1:1 with clients. 

2. As a digital agency owner I turned my skills into products to stop feast and famine months and 
to generate more leads for my business and since then I've created 27 products and created an 
amazing digital products based business. My mission now is to help others to create the same 
freedom in their own lives. 

3. Too much tech jargon / Tools used are too expensive / Strategies involve too much paid 
advertising 

4. All my programs come with a tech tutorial section breaking everytihng down into super simple 
steps / I teach others how to use free tools to create similar strategies as paid tools so money can 
be invested into advertising / I teach “quick wins” using organic traffic methods. 

5. I would host a 1 day virtual workshop teach the key lesson from each module to test for 
engagement and any blind spots I have, then use the questions asked to turn into new content. 



Challenge 2… 
One of the toughest challenges you face as a product creator is not the tech… its the mindset 
blocks. 

“I’m not an expert” 

“Why would they pay me when they can get it free online” 

“I’m not confident or a big personality – why would I stand out?” 

Believe me, you’re not alone in thinking any of those things. 

So how do you overcome them? 

Building a great brand, is just as important as creating a great product so today’s challenge is all 
about how you stand out and build a tribe of loyal fans. 

You have to stand out, but you can do it in your own way and its not all about BIG numbers folks! 
What I’ve learned throughout my entrepreneurial journey is that building that tribe comes down 
to 3 simple things, that when combined and consistently implemented 

So lets talk about how you’re going to better serve your audience with the 3 V’s… 

Voice – what you stand for in business 

Value – how you add value to the lives of your audience  

Visibility – how you build interest in your brand & products 

Here's the challenge questions… 

1. First I want to know what your top 5 business values are (there can be a huge crossover of your 
personal and business values) 

Every product you create, every piece of content you share, every thing you do online is about 
sharing those values with the world to create amazing products and build a brand with longevity. 

2. What do you stand for and how you will bring that into your products? 

Now you have your values defined – what do you stand for in business? Name 3 ways you’re 
going to bring your values into your PRODUCTS so that you stand out in a way that truly reflects 
who you are… THIS is what builds brand loyalty. 

3. How are you going to add value? 



Thinking about BEFORE someone becomes a customer and their biggest pain points… what is 
the #1 thing you can share with them right now that will show them why they should listen to you 
(it must be related to your digital product ideas) 

4. And finally, share a NEW way that you can get this into the hands of your audience.. what’s 
something you haven’t tried before to reach more people? 

Here’s an example of Challenge 2… 

1. My values are Family, Honesty, Creativity, Experience and Confidence. 

2. Family… It’s important to me that my tribe feel like a part of my business family, so I do a 
surprise welcome call for each new student and give them a quick win to help build their 
confidence and feel great about their decision to join. 

Honesty… I give a behind the scenes look into how I launch my products so that my students see 
the wins, the successes, the epic fails and true lessons learned so they know the work that really 
goes into successful product launches. 

Confidence… I teach quick wins in the beginning of each lesson of my courses, and gradually 
increase the complexity of the strategies taught in the module so as not to overwhelm my 
students. Including a bonus “Go Deeper” module for when they are ready. 

3. I have a case study for my journey in digital products, that showcases how I built my business 
but I’m sharing ONLY the ways I did it with no tech, tools, sales pages and ad spend – giving 
them quick wins and easy strategies that ANYONE can follow and implement… even if they’re just 
starting out. 

4. I could create a slide deck and share it on slideshare.com with a link to sign up for the 
associated webinar. 



Challenge 3… 
So far you’ve got clarity on your high ticket product, and how you’re going to stand out online 
and position yourself uniquely by instilling your values into your products and content. 

But now its time to focus on the low ticket item that's going to… 

• Be the first exchange of value (usually money, but if you want to use digital products for lead 
generation for your core services this can be just in exchange of an email address) 
• Introduce you to your customers and position you as a pro! 
• Show them huge value and give them a win 
• Move them a step closer to booming a potential buyer of your high ticket / core service 

So to clarify, this could be a FREE product IF your goal with digital products is to generate leads 
for your service. 

It could be anywhere between £5 and £100 otherwise, depending on your market. 

Here's the format for challenge 3… 

1. My high ticket item is… 

2. Before they become a customer, their biggest pain point is… 

3. The first step towards overcoming that pain point is… 

4. My low ticket (or free) product will help them to… 

5. The 3 big benefits for my customer of using this product is… 

6. 3 different formats of the product that could help them… (consider how your customer might 
use these and fit into their life) 

7. 2 possible names… 

1 name focused on the transformation 

1 name focused on avoiding the pain point 

Here’s an example of Challenge 3… 

1. My high ticket item is a 8 week online course for coaches, creatives and consultants on how to 
turn their skills and ideas into profitable digital products. 



2. Before they become a customer, their biggest pain point is they are exhausted from working 
with clients 1:1 and want to create more freedom in their business and life. 

3. Their first step to overcoming that is becoming aware that they DO have the skills and expertise 
to turn into digital products and becoming more confident in their ability to do so. 

4. The low ticket product will be a product on what skills you can monetise into products, and how 
to avoid the 3 big “expert traps”… the biggest mistakes people make when they launch a 
product. 

5. a. Discover the skills you didn’t realise you could monetise and open up a world of 
opportunities for your future freedom. 

5. b. Discover the 3 biggest mistakes people make when they are creating their products and how 
to avoid them so you create amazing products. 

5. c. Discover how to be an expert, even if you don’t feel like one and build the confidence to 
make the leap. 

6. An ebook with audio download to listen whilst going to their client meetings, a virtual 
workshop held in the evening outside of client time, a small video training series to study at their 
own pace. 

7. a. Consultant to eCoach – The path to freedom by monetising your skills 

7. b. The Great Escape – Discover how to move away from 1:1 client work and create the ultimate 
freedom 



Challenge 4… 
Profit without products…. 

As a product creator it might surprise you to know that last year I made more money from selling 
other people’s products than my own… in fact, it was enough to pay my mortgage twice over! 

And its a revenue stream that I highly encourage you to bring into your own products system. 

Affiliate products are great because they… 
• Build relationships with other business owners in your niche 
• Build better connections with your audience by recommending great products 
• Build recurring / evergreen revenue 
• Improve low revenue months 
• Learn marketing strategies from other product launches 
• Make money without the customer service! 

And the list really does go on and on and on… 

BUT, here’s the BIG BUT… 

You must be able to sell authentically if you want to sell with ease. 

And heed my advice, that you only sell things you use, love and can highly recommend because 
its not worth losing the trust of your audience over a quick buck. Value over money ALWAYS! 

So your challenge today is to think about what makes sense for your audience… 

It could be a digital product, a physical product, a service, a membership, a course from a supplier 
who also serves your industry, perhaps a course you've taken! 

A bit of creative thinking and you'll find something! 

Here’s the challenge questions… 

1. What’s a low ticket affiliate product you can add into your products system? 

2. What’s a high ticket affiliate product you can add into your products system? 

3. What’s an interesting way you could promote either 1 or 2 to your audience? 

4. What’s your first step to make this happen? Now go take that action! Bonus points if you take a 
screenshot 



Here’s an example of Challenge 4… 

1. A low ticket affiliate product that I could add could be my favourite web host, Siteground 
because a website is a great way to create landing pages to sell products. 

2. A high ticket affiliate product that I could add could be the Ask Method Masterclass, a way for 
my audience to segment their leads and get better sales results for their products. 

3. A cool way I could promote Siteground hosting would be a 1 hour free workshop showing my 
tribe how to set up their website to sell their products using Siteground hosting encouraging 
them to sign up using my link. 

4. If I wasn't already an affiliate for those products, I would have applied on Siteground's website 
and sent an email to the Ask Method marketing team expressing my interest and telling them how 
awesome my audience are and how much they'd love the product!  



Challenge 5… 
So far you’ve got clarity on your high ticket product and how you’re going to stand out online and 
build brand loyalty. As well as figuring out which low ticket product best fits in your Products 
System and how you can generate income without even having any products! 

This final challenge is about your next steps… 

Here’s the challenge questions… 

1. What is the product you’re committing to launching? 

2. Talking about fears, what’s the worst things that can happen if you take that step? 

3. And if the worst did happen (it probably won’t!!), what would be your next step in fixing that? 

4. Now let’s reframe… What’s the best thing that can happy if you launch? 

5. How would that change your business and life? 

6. Now what are your first 3 steps and when are you going to do them? 

7. Now tell me about your experience with the 5 day challenge! 

Here’s an example of Challenge 5… 

1. I am committing to launching my high ticket product which is a 12 week online course as a beta 
launch, which will be a 1 day virtual workshop. 

2. The worst thing that could happen is my product might not sell. 

3. I would try different angles of building engagement, such as a different webinar style to pitch 
the course or new content to attract clients. 

4. My product could be a huge success and I can help transform the lives of my clients. 

5. This could help me build my dream business and an incredible life for me and my loved ones. 

6. First 3 steps… 

a – Create a Facebook group for my target audience and do Facebook lives to build an audience.  
b – Plan a free workshop series in my group to build engagement and showcase my skills. c –  

After 1 month, pitch my beta on a live webinar. 



7. It was amazing!! I loved challenge 2 because it really opened my eyes to how I can make my 
products unique. (You know… tell me nice stuff haha! In all seriousness, I'd love to hear your 
feedback! Laura x) 


