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        How to Start a Podcast

        Discover how you can launch a podcast for free with no previous experience. Podcasting is the ideal way to boost your business activity.
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            WHY CREATE & SELL DIGITAL PRODUCTS?

          

        

      

    

    
      I built my first web page for personal use in 2002. It was a simple, one-page affair announcing the birth of our third child. The moment that page went live and was available for all the world to see, something fired in me. I had been tapping away at a computer which was squashed into the corner of our landing just at the top of the stairs. This involved using a dial-up connection on an old computer that we’d been given in a throw-out at work. But there I was, sending out digital content into the world, using only free or cheap materials, from the top of our staircase.

      The possibilities of the web have intoxicated me ever since. At the time, I was in charge of a new web team in my day job at the BBC without a clue about how to make websites. But the BBC trained me up, showing me how to use Dreamweaver, Photoshop, Flash (remember that?) and RealPlayer. The more I learned, the quicker I was to catch on. Going digital placed a global power at our fingertips, and I wanted a piece of the action. Creating that one-page website was my first effort at harnessing the immense potential of going digital. It took me a few years until I was able to learn how to turn that into digital product launches which were capable of making six-figure sales.

      There has never been a better time to create and sell digital products, whether you’re new to running your business or you’ve been at it for years. If you’ve never run a business of your own, this is the way to do it. I even tell my own kids not to work for somebody else. I advise them to create and sell digital products, it’s the way to go as far as I’m concerned. And if you’ve been in business for years already? That’s more than fine too. You have experience, expertise, existing customers and credibility. You don’t even have to begin from a standing start, you can easily pivot into this high-profit digital world. I was part of a mastermind group once alongside a vet who was making so much money from his digital sales that he gave up his premises and customer-facing work altogether, in favour of online training products and web-based CPD (continuing professional development), in the UK.

      The global Covid-19 pandemic demonstrated just how precarious old-fashioned bricks-and-mortar businesses can be. Supply chains for physical products were quickly disrupted, shops swiftly pivoted to selling online, and anybody whose job required their presence had to down tools. In the meantime, those selling digital products – such as ebooks, online training courses, software services and audio files – continued to sell, uninterrupted. Their shops stayed open to customers throughout the world, many of them generated more income than ever before and it was all done from the comfort of their kitchen table without ever having to leave the house.

      There is something very compelling about this vision to me. It is the perfect way to make a living or pivot from an existing business as far as I am concerned. Creating and selling digital products is an option that is open to you regardless of geographical location, disability, age or education. You can start from scratch or you can move your existing business in a new direction entirely to incorporate this technique. If you have access to a computer and internet connection you can build an amazing online business, selling products all over the world and generating thousands of pounds in income from products which don’t even exist. You can’t even hold a digital product – it exists in cyberspace. No postal delivery service is required, you never run low on stock and people can pay you in any currency they want, including cryptocurrency if you know what to do with it.

      I have specifically excluded physical products from the title of this book. I’m not interested in selling goods that you can hold. I include CDs, DVDs, Blu-ray discs and anything else that you can touch in that definition too. Products like these require suppliers, postal delivery systems, storage space, profit margins, returns and supply chains. That’s too much like hard work. I’m more interested in creating a digital business that is open for business 24/7, that sells high-profit products which you can’t even touch, and which allows me to generate income while I’m sleeping. However, I will be discussing POD – print-on-demand – and how you can use it to sell books. If all that sounds like a great way to make a living, you’re in the right place. Read on, I’ll tell you exactly how it’s done and why, in the 21st century, you must consider this as an income generation strategy.

      Low production costs

      The immediate beauty of digital products is their low production costs. Much of the time they can be created using free or very low-cost tools. Once you’ve assembled the kit you need to get started, the biggest outlay is your time.

      Just compare that to opening up your own shop. Before you make a penny, you have to lease a store and that in turn obligates you to business rates and utility costs. Next, you have to fit out the premises, advertise your enterprise and stock the shelves. In stocking up, you have to lay out considerable expenses which will be tied up in unsold products until you start making sales; it’s ‘dead’ cash until the item sells. You may have very high equipment costs, particularly if you’re opening a restaurant or other food-serving premises. All of this is before you even start recruiting staff and training them. Oh, and then there are the very high costs of advertising your new business, an expense that will be ongoing if you want to keep customers coming through the door.

      Phew! It makes me tired just thinking about it. Why does anybody even set up a physical business these days? There is so much financial risk and exposure, it makes me shudder just thinking about it.

      Consider the maximum costs of setting up a digital products business, and as you’ll find as you progress through this book, these really are exaggerated expenses. Here’s my imaginary shopping list:

      
        	Laptop = £300

        	Software allowance = £300

      

      Have you ever seen a shorter shopping list? There aren’t even enough items there to call it a list. And that software allowance is generous. I can recommend free products to you which will help you to avoid those costs altogether. So, at the very most, I’m proposing a maximum expense of £600 for a business which is capable of making you that amount of money in a single day. It’s made me more money than that in an hour in the past, but I want to keep your expectations reasonable and anchored; there were a specific set of circumstances which allowed me to make sales at that fast rate. And yes, I will explain how it’s done.

      Having a business which affords you low production costs, means it’s easier to make a profit. Physical stores are draining cash before you even draw breath. They take a massive amount of capital up front and it’s very unlikely that you’ll be able to pay that back over a short time period. With digital sales, the production expenses are so low, it’s very hard not to recoup the costs, which are mainly in time spent anyway, and it’s so much easier to generate profit as a result. Profits with digital products can be in excess of 90% after you take payment processor fees into account. The money you make after those small expenses are paid out goes to determine what will be a very high hourly rate for you as the product creator. We don’t do minimum wage when we sell digital products.

      Worldwide distribution

      One of the business models I considered more recently was selling physical products via Amazon or eBay. This has become quite a fad in recent times, and it was a model to which I gave serious consideration. However much I looked at it, it simply didn’t stack up against digital-only sales and the single biggest problem and business weakness was in the worldwide distribution requirements.

      This model usually involves sourcing profitable products via Alibaba in China, having them shipped to EU, UK or US distribution centres and then having Amazon (FBA or Fulfilment by Amazon) or eBay deliver them from there. It’s a very profitable model too, which is why I seriously considered it, but it also has several vulnerabilities. The moment you get involved in out-of-country distribution, you’re caught up in international and supply chain issues. There are taxes involved, inspection costs, potential damage and loss scenarios, supply chain interruption potential and vulnerability to strikes, and customs and political issues.

      None of that applies to digital products. The worst that can happen is that you may have to charge VAT at the standard rate that is levied in the country of sale, but I’m going to explain to you how you can completely – and legally, I hasten to add – mitigate that issue.

      Digital products get downloaded via internet connections, there are no lorries, no customs officials and no supply chain dependencies. The worst thing that can happen is that the broadband goes off; if that ever happens, I suspect things will be so bad you won’t be bothered about your internet business by that stage anyway.

      Endless inventory

      Have you tried to buy a product and it’s out of stock? Frustrating, isn’t it? It means somebody’s supply chain was interrupted, a member of staff hasn’t got a grip of supply and demand levels or there’s some other spanner in the works.

      This never happens with digital products because they only exist in a somewhat ethereal form on a server. If you ever see a digital service ‘closed down’ or ‘full’, you’re simply watching an effective sales strategy, known as ‘scarcity’, in action. A digital product can’t be ‘sold out’ it’s impossible. Once it’s created and uploaded to the server, it’s an instant delivery automated sales machine. I say that without even the slightest hint of reservation. As I’m typing these words, I am selling my books at the rate of more than once every five minutes due to a rather effective promotion I’ve got running. This stuff works and when it does, running out of inventory will never be a problem for us.

      High perceived value

      Digital products have a high perceived value. I have paid five thousand pounds for online training in the past and on more than one occasion.There are some exceptions to this; interestingly, as a fiction author, buyers of my books seem not to attribute a high value to fiction ebooks. However, start writing non-fiction and begin to provide information or educational products, and the price goes up immediately. There’s a reason for this which I’ll discuss in more detail later in the book. In simple terms, the buyer wants what I’ve got, and they’re prepared to pay me for it. In the case of this book, it’s information. There’s nothing here you can’t find out for yourself on YouTube. When you buy this book, you’re paying for almost two decades of online experience, distilled into a digest of actionable information. You’re accessing my hours of learning, my years of experience selling thousands of digital products throughout the world, you’re accessing knowledge I paid thousands of pounds to secure. It’s pretty cheap at less than £10 when you put it like that.

      The alternative is to track it down on the internet, going up blind alleys, taking wrong turns and making mistakes along the way. The simple truth is that people are prepared to pay for knowledge; it’s the quickest and most painless way to go from A-Z, and for that customers will pay you well to access your skills and experience.

      Evergreen content

      I’ll let you into a secret: I’ve sold the information in this book many times in multiple formats. That is not to diminish its value, the knowledge I share in this book is worth every penny. If you follow the guidance I give here, you could turn the £10 cost of the paperback into thousands of pounds. It’s the method I’m using to share this information that has changed this time around.

      One of the lessons I learned through painful experience is that the trick to creating the most profitable digital products is in making them timeless and future-proof. When I first started writing non-fiction books, I wrote them about topics which dated quickly. I was producing ebooks about LinkedIn, Twitter and Facebook, yet those platforms seemed to change every five minutes, meaning my books constantly needed updating.

      This book has been produced as an evergreen product; that is, one

      that will not date quickly. I have placed resources on a special page at PaulTeague.net/DIGITAL and that means I can update a web page if something changes, rather than having to rewrite and republish an entire book.

      It’s crucial that you produce evergreen products in your online business. I think this is perhaps one of the most painful and time-sucking lessons I have had to learn about this method of income generation.

      Scalability & repurposing content

      One of the most powerful aspects of digital product creation is in its ability to be scaled. This is a magical thing and can make you multiple times your basic income with very little work.

      Let’s take this book as an example. I write the book, it takes up, say, 100 hours of my time. Once the book is written, I release it as an ebook and a paperback; that’s one book, two immediate profit lines, both as a consequence of repurposing existing content.

      Next, I produce an audiobook and a workbook to accompany it. The audiobook doesn’t require me to write anything new, the workbook is built around extracts from the main text.

      Having created those four products, I can then sell them in the UK, the US, Australia, New Zealand, Iceland – anywhere in the world. My Kobo dashboard tells me I sell in 113 countries; I do that from a desk in my house. So, take that number as a benchmark – we have four products in 113 countries, that’s 452 selling opportunities. I might add a training course to accompany the book and, perhaps more expensive 1-1 consultancy. As the number of products grows, so we multiply by the number of territories we can sell in, and the sales opportunities rapidly increase. Yes, all this grows from just one product.

      The scalability potential of a digital product business is eye-watering; do the work once, sell it multiple times, in multiple territories, over multiple years.

      The potential is incredible, and it all comes from your laptop and a couple of downloads onto your hard drive. I hope that by now your eyes are popping out on stalks like a TV cartoon character. This way of making money is exciting and it's no further away from you than the gap between your fingertips and your computer keyboard.

      Key points:

      
        	Creating and selling your own products is the perfect business. There’s no stock, no staff, no premises and it’s high profit.

        	This is the ideal antidote to insecure employment and zero-hours contracts. You can be your own boss with only a laptop and basic software needed.

        	Anybody can do this, and it doesn’t matter if you’re new to business or if you’ve already been in business for many years.
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            MY PRODUCT CREATION EXPERIENCE

          

        

      

    

    
      Product creation is something that I fell into quite soon in my online marketing work. However, my own journey had a few iterations before I finally figured out my path forward.

      When I started online work, my strategy was to create an information website, one which Google loved due to its well-crafted content and consistent, topic-related keywords. This was in 2008 before I’d even discovered blogging, writing books and podcasting. If you look for the website web-work-at-home.com, you’ll still be able to take a look at the archived version in the Wayback Machine. The service I used to make that site was SiteBuildIt, a service which offered a number of customisable PDF guides made available to customers to help them spread the word about SBI. By the way, a PDF is an electronic file which allows you to distribute and share highly formatted books, leaflets, brochures and presentations over email, for download and printing on a PC.

      It was seeing these information-packed guides that first gave me the idea of sharing information in a similar manner, only authored by me instead of a third party. I wrote several of these books, creating them in Word documents, saving them as PDF files and selling and sharing them online. Here’s a list of those literary classics:

      
        	ClickBank Critical: How to Revive Your Inactive ClickBank Account

        	Sales Funnel Success: How to Create Your Own Cash Siphoning System

        	JV Giveaway Coach: How to Take Part in Your First JV Giveaway Event

        	25 Expert Tips to Boost Your Internet Marketing Business

        	10 Tips to Instantly Improve Your Performance in Giveaway Events

      

      You can take a look at the covers for those books on the accompanying website for this book, PaulTeague.net/DIGITAL. Don’t worry if you haven’t got a clue what the topics are about, they were just niche elements of internet marketing which interested me.

      From this amateur and humble start, I developed and built upon those first five products and went on to generate six-figure sales in massive online launches. I then repeated it all over again with fiction and non-fiction, though I’m still working on the six-figure bit with those. You wouldn’t want me to give you unrealistic expectations now, would you?

      So how did five DIY ebooks lead to six-figure sales? Read on, I’m happy to share my digital products journey in the hope it will inspire you to do the same.

      Selling PDF ebooks

      I used two strategies to get my online business going with these PDF guides. This was how it was done back in 2008/2009 by the way; even though the Kindle had been launched in 2007, it wasn’t mainstream at that time. I sold the PDF guides, using a PayPal account, and I gave them away, in exchange for an email address. This is pretty well your digital product strategy rolled into one sentence. Your mantra should be:

      
        
        Create digital products, then sell them for cash or give them away in exchange for an email address.

      

      

      I’ll explain why giving away digital products in exchange for an email address is a good idea later in the book. But it really was as simple as that. I sold digital books, which had no physical form, and every dollar which arrived in my PayPal account was sheer profit. I built up a list of email addresses in exchange for high-value freebies, then attempted to sell other products to those people because having their email address meant that I could send them subsequent offers.

      
        
        Lesson learned: Digital books are easy to make and, if they’re packed with great information, customers are happy to buy them at decent prices.

      

      

      Training videos

      I’m fortunate enough to have spent my life in the communications industry, both as a teacher and a broadcaster, so speaking into a microphone and showing people how to do stuff always came naturally to me. Having tumbled into the internet marketing rabbit hole, I discovered that many marketers were recording and selling their own how-to videos and decided to give it a go. Fortunately, I found this process very straightforward, so jumped in at the deep end. The first thing I did was to create how-to videos based on my PDF books and their related topics. I also recorded interviews with online marketers and sold the audio. With more media options, things were really beginning to pick up. I’d started to earn hundreds of dollars rather than just tens of dollars and I began to realise that this stuff worked.

      
        
        Lesson learned: Digital video and audio products have a high perceived value and can be sold at higher prices than digital books.

      

      

      Digital product launches

      As I became more and more immersed in internet marketing, I began to pay for mentorship from people who were doing much better than me. I also started building up a more substantial product in preparation for a big launch, using the most popular platform at the time: ClickBank. I was beginning to meet marketers who were making thousands of dollars from massive online launches and I wanted a piece of that action.





OEBPS/images/how-to-digital-products-front.jpg
BY INTERNET MARKETER &
DIGITAL PRODUCT CREATOR

P. TEAGUE

HOW TO
CREATE & SELL

CREATE PROFITABLE DIGITAL PRODUCTS
FOR EASY ONLINE SALES






OEBPS/images/clixeoicon.jpg





