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Abstract

Historically, formal education has been the only way available for people to learn how to do

something, there is a whole system created around schools and colleges but recently

things started to change.

Every year tuition fees go up and more students are having difficulties to pay their debt so

they are not finishing college, they are not even starting it and that combine with this new

information era (where people can find everything on the internet) has let a new industry to

be born, people have started to look for other options on how to educate themselves and

the infoproducts industry is the answer to their problem, the fact that this industry is

projected to witness a total market size of US $319.167 billions in 2025 says a lot.

Formal education is being disrupted because infoproducts are allowing people to learn in a

cheaper and efficient way and as you may know, where there is a solution that is solving a

problem in a different way there is a lot of money involved. This industry is making more

millionaires every day because people have learnt that they can sell their knowledge,

make money and help a lot of people in the process.

The purpose of this work is to understand and analyze the business innovation that has

been created by the infoproducts industry, how are those infoproducts being sold and

which one is the best way to do it.
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PART 1: THE CONTEXT

1.1 What are infoproducts:

The world is changing and part of that change is because of info-products. People started
to realize that they could learn things on their own, especially nowadays with the internet
where you can find lots of tutorials and free information.

So what are info-products and why this is an industry that “is projected to witness a total
market size of US$319.167 billion in 2025” (Knowledge Sourcing Intelligence LLP, 2020)

Info-products are products made of information, the autor records himself or his/her screen
explaining a topic and then puts everything together and sells it. The goal of info-products
is to help whoever buys it to go from point A to point B. Ej: I am fat and this course will
help me to lose weight.

Figure 1. Available courses from Mindvalley.com

Infoproducts can be used as the principal product to sell but it can also be used to boost
sales on service companies and also the ones that sell physical products.



Let's say that a company sells everything related with paper like business cards, branding
etc… They can create an online course on how to create a powerful brand and as a bonus
they can give the customer a discount to print everything with them or they just can add
that as part of the offer… that way they are making money in the “front and the back end”.

Another example of using infoproducts to sell more things is what Russell Brunson did to
build a USD 200 Million per year software company in 3 years without VC. He gave away
a free training and at the end he pitched an offer about how to make money online, the
main component was a online course but he included his software for 6 month in the offer,
that way a lot of people started to buy from him (He sold almost USD 100 Million in his first
year in business).

Also if you are an Author you can give away your book for free but then upsell people with
an online course explaining the book in more detail and that's where the real money is.

1.2 The old products and some examples with some numbers

Let me talk about the “old” way to sell education… Normally you go to college for 5 years
and then you go out to the world, find a job and start paying your debt (especially in the US
where fees are so high so students have a lot of money to pay).

The following tables from payscale and US news respectively show the potential salary
from the top universities in the US and the universities with the most expensive tuition.
(What Early and Mid career pay means is how much money people make in one and five
years after graduating from these colleges).



Figure 2: Best universities for a Bachelor's Degree. (Payscale, 2020)



Now is time to see how much the Tuition fee of some of the expensives universities in the
World is and compare it with how much money graduates will earn.

Figure 3: Expensive Universities for a Bachelor Degree (Payscale, 2020)

For example you need to pay on average 64.380 USD for one year of tuition and fees in
Columbia University and you are expected to earn on average 73.700 USD per year in the
first 5 years after you graduate.

That means you will have to invest 321.900 USD in 5 year expecting to get 368.500 from
year 6 to 10. That is a ROI of 1,14476.

Traditional education is still a good way to make money but there are people that can’t
afford to pay that much upfront and then wait almost 5 years to get their money back.

With the development of information tools that can let anyone to learn anything there is a
new industry that has been growing as a cheaper and interesting alternative where people



that normally can’t enter a normal education are able to educate themselves for less: the
Ed - Tech industry.

The Ed- Tech industry has been growing as a cheaper and interesting alternative where
people that normally can’t enter a normal education are able to educate themselves for
less.

Figure 4. The Ed Tech Market Map

Platforms like Mindvalley or Udemy host thousands of courses that are helping people to
get results faster and cheaper. Also global events like COVID are making the change from
traditional to non traditional education faster because a lot of people did not enroll in
college.

Herndon, Va. (Oct. 15, 2020) – Roughly one month into the fall 2020 semester,
undergraduate enrollment is now running 4% below last year’s level, and the upward trend
for graduate enrollment has slipped to 2.7%, according to the latest data by the National
Student Clearinghouse Research Center. As a result, overall postsecondary enrollment is
down 3% compared to the same time last year.

“With more data, the downward trends identified in September’s First Look report appear
steeper, while also emerging for more states and student groups,” said Doug Shapiro,
Executive Director of the National Student Clearinghouse Research Center. “Most

https://nscresearchcenter.org/stay-informed/
https://nscresearchcenter.org/stay-informed/


strikingly, freshman students are by far the biggest decline of any group from last year,
with a decrease of 16.1% nationally and a 22.7% drop at community colleges in particular.
First-time students account for 69% of the total drop in undergraduate enrollment.”

What's the difference between Traditional and Non-Traditional education?

There are many definitions for both traditional education and non-traditional education. To
be clear, when we say non-traditional education, we’re talking about learning outside
traditional methods such as a college, university or trade school. Obvious differences
include costs, time commitment, government assistance, and locale. Traditional education
typically provides a lot of structure, discipline, rules, and resources. This can be good for
those who lack the discipline and who need to be pushed or prodded to improve their
personal or professional position – knowing that they’ve paid so much money to obtain
traditional education should be enough pressure to stay in school and “ride it out”. On the
other hand, non-traditional education can provide more flexibility and customization to the
individual schedule. Furthermore, education through non-traditional means typically still
follows a course structure, but in many cases, you won’t need to take unnecessary and
unrelated courses toward a college or university degree. Let’s look at a side-by-side
comparison. (response.com, 2021)

Figure 5: Traditional vs non traditional education (response.com, 2021)

To make a point here, traditional education is reaching a maturity point where other
technologies or innovations are trying to emerge. Still there is a long way to go for
info-products to reach traditional education level but things like COVID and technological
discoveries are starting to play against the system.



1.3 The new products and distribution channels with some

examples

I want to sell you on infoproducts so I wanted to share a quick story. Russell Brunson is
the CEO of Clickfunnels, a company that without VC grew to the 200 USD million per year
in just 3 years. Back then the cost for someone to try his software was like 200 USD,
almost 50% of the people decided to stay and because the monthly payment was 97 USD
he had to wait almost 4 months to break even and that is not a scalable business model
except he would search for VC.

What he did was brilliant, he published a book educating people on how to do the thing
that his software does and he give away the book for free but then upsell people using
online courses (those courses help you implement what you were going to learn in the
book) so in average he ended up making 30-40 USD dollars per customer (that was his
Average cart value) and his cost per book sold was like 20-25 USD so he had a pretty
interesting margine there and then in the thank you page after people bought he told
people about his software (also in his book and in every course they bought) so people
started to jump in and instead of him waiting 4 months to break even, he was getting pay
before people try his software.. he started to make money in the front and the back end.

That's how he grew that company and became the #1 entrepreneur in the world in 2018,
all using infoproducts and sales funnels.

There are private companies and everyday experts that are putting their knowledge in the
market and helping people to get different results that they want.

Let's analyze some examples of companies that have infoproducts and are generating lots
of money and impact in the world.

EMPRENDEDORES.COM:

Rafel Mayol and his team helps people to learn how to create successful online stores.
They are making between 100.000 and 150.000 euros per month selling their advice. Their
course is 5000 Euro and they have 40 people who have reached the 10k mark, 10 who
have reached the 100k mark, 8 who have reached the 500k mark and 6 people who have
reached the 1 million mark with their online store.

http://emprendedores.com


There are a bunch more but is so beautiful to see how even people with disabilities are
living the life of their dreams because they have implemented the frameworks taught by
emprendedores.com

Figure 6: Carlos Devis´s Testimonials

CARLOS DEVIS:

Carlos teach people how to invest in real estate, he is selling a 997 USD course and a
3000 Mastermind but he just release a new 297 USD online event where 600 people show
up and then, inside the event they made another offer for their higher program (3k USD)
selling almost 80k USD.

Figure 7: Carlos Devis´s testimonials

http://emprendedores.com


As you can see, Carlos Devis in his more than 20 years of career has helped hundreds of
people to become financially free.

Russell Brunson - Clickfunnels:

Russell teaches people how to make money online, his strategy is genius because his
principal product is a software called clickfunnels. When he launched it ,it cost per trial was
approximately 140 USD and 50% of the people stayed after it so it was 280 US dollars to
get one client, the software is 97 USD so he got his money back in 3 months… The thing
is that that business model was not scalable except he found investors which he didn’t
want to…

So what he did was that he wrote books about how to make money online and told people
that he would give the book for free, they only needed to pay for shipping… then he
started to offer related products and at the end he offered a free trial to the software.. So
instead of paying 140 USD per trial, he started to receive on average 20 USD and also
had the opportunity to invite people to use his software.

Figure 8: Russell Brunson´s Awards

Russell Brunson has made 1000 people millionaires, he handles awards to people that
have made 1 million, 10 millions and 100 millions dollars and his movement is one of the
biggest in the make money niche.



Dan Henry:

Dan helps coaches and experts to turn their expertise into online courses so they can
impact more people and make more money at the same time. Dan has sold more than 20
million dollars and at the same time has helped more than 100 people to become
millionaires.

Figure 9: Dan Henry Testimonial 1

Figure 10: Dan Henry´s testimonial 2



Figure 11: Dan Henry´s Testimonial 3

ALISON J PRINCE:

Alison helps mothers to create their own online store in order to have that extra money
they need for raising their kids. Alison handles awards when people get to 10k, 100k and
1M with their online stores.

Figure 12: Alison J Prince´s Testimonial 1



Figure 13: Alison J Prince´s Testimonial 2 Figure 13: Alison J Prince´s Testimonial 3

Sergio Perdomo (myself):

I help coaches and experts to turn their knowledge into a successful online course so they
can impact more people, earn more money and have more time in their life to spend with
their loved ones. My niche is focused in Spanish speakers. I handle Shirts to my students
when they sell more than 10k and 100k USD with their online course.

Figure 14. Sergio Perdomo´s free training



Figure 15: Sergio Perdomo´s testimonials.

Not all of them are that big, let’s talk for example about Zair Dali, she is my student, she is

Puerto Rican and she helps women to organize their time better, she is an expert in
productivity. She has sold more than 25.000 USD and has helped hundreds of women in
the process.

Figure 16: Zair Dali with his 10k shirt



1.4 Info-products: Literature review

Here you will find literature related to what an online course is, how to sell it and also how
external forces (COVID 19) has impacted this way of education making more and more
people to start using it everyday.

Info-products are the reference sources consulted for finding specific information.
Reference sources such as a dictionary, directory, yearbooks, almanacs etc produced by
commercial agencies are readymade info-products. They are produced by considering
larger markets, and so they are macro-level info-products serving general information
needs. (Kumbhar, 2010)

Micro-level info-products are the products developed by considering specific information
needs of specific user communities. For example, info-product for wine yard (grape)
farmers, health info-product for senior citizens, research info-product for research scholars
in a specific country, info-products to satisfy children's daily information needs, etc.
(Kumbhar, 2010)

Infoproducts can also be called Massive Open Online Courses (MOOCs). The term was
first used to describe an online open course ‘Connectivism and Connective Knowledge
(CCK08)’, which was developed at the University of Manitoba by George Siemens and
Stephen Downes and had over 2200 participants from all over the world. They remained
relatively unknown until 2011 when a number of the leading Universities in the United
States began to offer MOOCs via commercial platforms such as Coursera and
Udacity.(Margaryan et al., 2015)

They typically focused around a set of short, modularised video-lectures, followed by
automated, multiple-choice testing of learners' understanding of the content. (Margaryan et
al., 2015)

This a very interesting topic, there is a paper called Trends and Patterns in Massive Open
Online Courses: Review and Content Analysis of Research on MOOCs where the authors
look all the studies between 2008 and 2015 around online courses and is incredible to see
how every years more and more studies has been done and now with COVID 19 that
number will increase even more because lots of institutions needed to do the change into
online courses to continue their education services.



Figure 17: Distribution of research areas by years. (Bozkurt et al., 2017)

Is important to understand what Coronavirus has done to this market because online
courses were just an emerging way of education but because of this pandemic, countries
like China had to switch all their educational systems into it. Following the outbreak of
COVID-19, China closed schools nationwide to prevent the spread of the virus. This led to
the testing of distance education on an unprecedented scale.” Sun, L., Tang, Y. & Zuo, W.
Coronavirus pushes education online.

“For example, in China universities swung into action to open 24,000 online courses,
including 1,291 of China’s ‘national excellence courses’ (competitive high-quality courses
selected by the Ministry of Education) and 401 courses of virtual experimental simulations,
provided on 22 platforms.” Sun, L., Tang, Y. & Zuo, W. Coronavirus pushes education
online.

Was it right to do that thought? Are online courses a reliable way of educating people?

Millions of people are learning in hundreds of MOOCs offered by universities and other
public and private organisations worldwide. Yet there is very little empirical research into



MOOCs and their effectiveness for learning. Specifically, there has been no systematic
analysis of the quality of instruction in MOOCs. (Margaryan et al., 2015)

While some studies examine learners' experiences of MOOCs these analyses tend to
focus on learners' practices of learning and do not survey the instructional design quality of
the courses. While learners' and other stakeholders' experiences are important, the
instructional design quality of a course is a critical indicator and prerequisite of the
potential of the course for effective learning. Instructional design is a key component of the
overall quality and pedagogic effectiveness of a learning experience. (Margaryan et al.,
2015)

These principles of instructional design are:

Problem-centred: Learning is promoted when learners acquire skill in the context of
real-world problems. (Margaryan et al., 2015)

Activation: Learning is promoted when learners activate existing knowledge and skill as a
foundation for new skill. (Margaryan et al., 2015)

Demonstration: Learning is promoted when learners observe a demonstration of the skill to
be learned. This principle highlights the importance of showing learners what they could do
to apply the new information or skill in new situations rather than merely presenting them
information about what to do. (Margaryan et al., 2015)

Application: Learning is promoted when learners apply their newly acquired skill to solve
problems. (Margaryan et al., 2015)

Integration: Learning is promoted when learners reflect on, discuss, and defend their newly
acquired skill. (Margaryan et al., 2015)

The majority of MOOCs attained a low score on the majority of the principles. For each
course, the range of possible scores was 0-72, with 0 indicating that none of the principles
and organisational criteria was reflected in the course, and 72 indicating that all principles
and criteria were reflected to a very high standard. We found that for the overall sample of
76 MOOCs, the range of scores was 0-28 points (median 9; mode 6; StD 5.93).
(Margaryan et al., 2015)



Also there is another paper called Learning Engagement and Persistence in Massive
Open Online Courses (MOOCS) that talks about how some specific variables / principles
that you can see in the figure below can impact the students results.

Figure 18: Variables that impact an online course student performance (Jung & Lee,
2018)

Data analysis was implemented with structural equation model (SEM) analysis in order to
precisely measure the relationships between variables by controlling for each variable's
measurement error and to identify the direct and indirect effects of the factors in the
performance of an online course. (Jung & Lee, 2018)

Figure 19: Variables after study was made. (Jung & Lee, 2018)

A statistical study was done in order to determine in which % each variable has to do with
learning engagement and learning persistence that ultimately leads to a good student
performance.



So far we understood how an online course should be designed in order to generate
results and that nowadays the online courses that are in the market are not doing a great
job generating results.

But how to change that, how can a good online course be created in order to generate a
lot of results for its students…

For that is important to understand the students experiences and examine their attitudes,
motivations, and barriers.

In the paper Understanding the massive open online course (MOOC) student experience:
An examination of attitudes, motivations, and barriers a study is made where they used
surveys and interview transcript data from semi-structured interviews to gain deeper
understanding of the student experience.

According to the pre-course surveys that the university sent out to their MOOC students,
the majority of students signed up for a particular MOOC because they considered it fun or
they were interested in the topic (Belanger & Thornton, 2013). Other reported motivations
for taking a MOOC included (1) supporting lifelong learning or gaining an understanding of
the subject matter with no particular expectations for completion or achievement, (2)
convenience, often in conjunction with barriers to traditional education options, and (3) to
experience or explore online education. (Shapiroa et al., 2017)

These are the results from the interviews and surveys done:

Figure 20: Sentiment score (Shapiroa et al., 2017)



The majority of the answers about the courses were neutral but excluding those, there
were more positive comments than negative ones.

Figure 21: Motivations by course, Overall (Shapiroa et al., 2017)

The study also discovered which one are the most common motivations that students have
when enrolling a course and this information is super helpful in order to understand what
does the course needs to have in order for people to feel going doing it and finishing it.

Figure 21: Coded Barriers by Course, Overall (Shapiroa et al., 2017)



This part was the most important one of the study because it tells you which ones are the
barriers that students have that are making them not complete or not taking advantage of
the online course.

If we combined all that information that this paper gave us with the principles of instruction
we will see that there is a connection in there and online courses could be good and could
help people but they are not doing it because they are not problem centered and don't
promote activation (using past knowledge), demonstration, application and integration.

Here is important to talk about Taylor´s University Online course for entrepreneurship
because it is a good example of what a structurate online course can do.

In order to produce well-rounded engineers that are ready to address Grand Challenges
and contribute positively to the industry and society at large, the curriculum is designed not
only with engineering technical courses, but other courses – Project Management,
Innovation, Globalisation and Entrepreneurship. Normally around 60–80 students with an
aim of developing business skills to complement the technological knowledge and skills. It
is offered over a 14-period and includes a series of lectures as well as a group project to
develop a business idea using acquired entrepreneurial skills. The course features a
variety of tutorials and project pit stops where the students are given feedback and
guidance on their projects' progress. Assessment is 50% course work and 50% final exam.
(Al-Atabi & DeBoer, 2014)

I wanted to put that last paragraph there because the way they have everything organized
is amazing, it goes with all the principles shared before and the coolest thing ever is that
they implement something amazing that is increasing students results a lot.

They understood that the human brain is wired to respond to negative stimuli which are not
good for achieving results in entrepreneurship so as part of the course, to rewire the brain
to respond to positive stimuli can be achieved by keeping a gratitude journal reporting
things that an individual is grateful for on a daily basis. This exercise is utilised in this
MOOC as a whole section is dedicated for brain rewiring whereby students publically
report on the three things that they are grateful for on a daily basis. Repeating this daily
exercise for the period of the course is aimed at creating positive thinking attributes.
(Al-Atabi & DeBoer, 2014)

To evaluate the effectiveness of using the MOOC to teach entrepreneurship, a number of
important constructs are assessed. These include students' motivation (reasons to join the
course), peer collaboration, achievement of learning outcomes and the use of resources



made available to students especially brain rewiring. On campus students' results in the
exam were analysed through a longitudinal study comparing the results for two
consecutive semesters. (Al-Atabi & DeBoer, 2014)

Figure 22: Performance results (Al-Atabi & DeBoer, 2014)

As you can see in the results, this course almost reached the performance target needed
and part of that is due to its structure.

Also is relevant to say that Online education has made acquisition of sustainable skills
possible and in a short period of time. For instance, if an educational institution's
extracurricular course takes 3 to 6 month, an online course can be completed earlier.
Undoubtedly, this option seems more attractive to people whose daily routine has no room
for attending university courses. (Dubar, 2019)

Out of many reasons that people consider studying online, availability of a broad variety of
courses to select from stands out. Because of personal preferences, people can easily
select passionate courses that are of interest to them and if you study something you are
passionate about you will learn more. (Dubar, 2019)



Now when it comes to selling online courses we definitely need to talk about Russell
Brunson and Dan Henry. Dan Henry´s Wall Street Journal Best selling book called Digital
Millionaire secrets uses Russell Brunson´s frameworks to create his own for selling info
products. I want to share it and explain it to you:

1) Selecting the course topic, market, dream customer and index (for the course).

2) Find people interested on learning about your topic

3) Sold your beta version of your online course

4) Deliver the result you promised in your course

5) You automate the sales process to sell your proven course 24/7

In his book Dotcom secrets, New York´s best selling Author Russell Brunson explains that
an online course can be created about everything. There are 3 major niches (health,
wealth and relationships) and inside of those, there are thousands of sub niches, the key
here is to understand what’s your expertise and where it is within these 3 markets.

Actually every product that exists has its place inside one of these 3 markets. In Russell
Brunson´s Expert secrets book there is an interesting example about Gillette and how they
sell razors primarily, But what they really sell are relationships, all their commercials and
marketing efforts are trying to make men buy Razors so they can have better luck with
women.

So if you want to create an online course / info-products the first thing you need to know is
the topic you will base it on and for doing that you need to understand in which topics you
are an expert and where that expertise is within the 3 major niches.

Let's imagine you are someone that knows how to invest in real estate I would say that my
offer would be in the wealth niche and in the real state sub niche and my method (is my
own, is different) would be a new sub sub niche (the key here is to have something
different, that way you can tell people that they have fail in the past because they were not
using your method, so you can blame the old method instead of the people and that gives
them hope).

Once you have chosen your topic the next thing you need to do is to determine exactly
who you want to work with, this is the most important part because all your marketing will
be centered around that type of person.



Then you need to create the content section of the course and I'm not talking about
recording it yet, first you need to have clarity about what’s the final result you want your
clients to achieve and then start decomposing the path you went through to get where you
are in chapters or check points, that way people will be able to go from point A to point B.

After you have all of that, the next step is to find people interested in that topic, and for that
part I want to refer to the teaching inside the Traffic Secrets book from Russell Brunson
because in there he explains that normally when there are people already searching or
looking for what you want to teach, there is a high possibility that they end up buying from
you. It's important to start publishing in different channels like Instagram, Facebook, blogs,
because you need to find where are that ideal client you are looking for congregating and
then start hooking them to go to your world.

The next step is to give value to the people you attracted and for doing that it's important
to follow DotcomSecrets framework of how to create a bait that attract your ideal customer,
in summary it could be done with some emails or doing a free masterclass where you
teach the strategy of your method and at the end you sell a low cost version of your course
(the key here is to sell your course before you actually create it in order to validate that the
offer you have is wanted by the market).

Then you deliver the course using tools like zoom or loom and you make sure you get
those people the result you promise because those testimonials you get are ones that will
give you the credibility to sell your course.

Final step, you automate the process and start selling your course using sales funnels,
later on we will talk about all the ways you can use to sell your info-product.

A DEEPER VIEW INTO THE FRAMEWORK:

1) Selecting the course topic, market, dream customer and index (for the course).

Normally people who build an info-product are coaches or at least experts in their fields
but obviously this framework can work for anyone who has a passion and wants to teach it
to others.



So the first question to answer here is how do I know what I'm passionate about? Let me
tell you what Billionaire Tom Bilyeu says about that:

1. Go experiment with a ton of stuff

2. Identify things that spark your interest

3. Engage deeply with those things

4. As you engage, if it goes from interest to true fascination, go down the path of gaining
mastery

5. Fascination + Mastery = Passion

Once you know what your expertise / passion is, the next step is to identify the market
where you want to enter, for that it’s important to ask these questions (these framework is
taken from the New York Time Best seller book Expert Secrets)

1) Which of these three desires are my future dream customers trying to receive when
they buy my products or service?

2) What is the submarket that my product or service fits into?

3) Would people in this submarket be excited about the new opportunity / frameworks you
will be presenting them?

4) Are the people in this market irrationally passionate?

5) Are these people willing and able to spend money on information?

The framework would be Core market — submarket — niche

Some examples:

Health — Nutrition — Ketogenic diet

Wealth — Real Estate — flipping houses on eBay

Relationships — Dating — how to recover after a breakup

Then it’s mandatory to determine to whom you will market your product, this is a
combination between determining the qualities you are looking for when working with
someone (because at the end you want to choose someone you want to work with) and
also correctly applying the blue ocean strategy taught in the book blue ocean strategy:
How to create uncontested market space and make competition irrelevant from W. Chan
Kim and Renée Mauborgne



When you are fishing in the red ocean, you will find 3 types of people, the ones that are in
love with the current solutions in the market (they don’t look anywhere else because they
just love what they are using), the ones that are satisfied (they are fine with the solutions
that the market place has but they are always looking for other options) and finally the
frustrated ones, these type of people are looking for more solutions because they haven’t
have success with the actual solutions in the market.

The last type of people are the ones the course creator should market because if their
framework is a new opportunity, a new way to solve that problem they haven’t been able to
solve, they will try it, they switch faster than the other type of customers.

A pretty interested concept to complement what has been said so far is explained in New
York Best Selling Book Traffic Secrets from Russell Brunson when he says that there are 3
layers of customers you can market too, the ones that are already trying to solve the
problem you solve, the ones that only know they have the problem but don’t have any idea
on how to solve it and finally the ones that are not even aware of the problem.

The course creator needs to market to the ones that already are trying to solve the
problem and when they get sales and testimonials, then they can start going more general,
their sales rate will drop but they will reach more people because it is more mainstream.

Example: Reach people that are already trying to build an online course vs People that are
offering services and do not have time to scale their business vs people that are trying to
make money.

Now it’s important to create the framework of the topic that will be taught, the framework is
the step by step process that the future students will use to get from point A to point B.
Creating a framework is easy, you need to decompose the process you used to get where
you are at that ability you want to teach and when you have that process niche down, the
course creator will end up with all the points they will teach in the course.

This is an example of a course process decomposed:

Week 1: Structure your course and position yourself as an expert

- You are not going to sell to everyone

- Finding the ideal market and problem

- Your new opportunity



- Define your avatar

- Analyze your competitors

- Define the structure of your course

- Your charismatic character

- What is your cause

- Creating your manifest

Week 2: Get the first people interested in your online course

- How to get your first contacts

- Creating the right bait

- Create a relationship with your prospects (includes fb group)

- Doing Email sequences

- Creating the offer including the bonuses

Week 3: getting your first students

- Getting your first 5 students

- creating your first ads

- Creating the content for your new students

- Plan your content

Week 4: Teaching and refining your online course

- First classes for your students

- Validate and modify the topics of your online course

- Construction and editing of the course after it is recorded.

Week 5: Your “second year”, it's time to build and launch the automatic machinery



- Learn to create your online presentation

- Facebook ads to attract students continuously

- Emails and messages on Facebook

- Creation of sales funnel

Week 6: automating and scaling the system

- infinite traffic

- Automated sales funnel

- Checking the statistics

- Reaching the first million

2) Find people interested on learning about your topic

Here I want to follow Billy gene´s framework (Billy helps people to create powerful
advertisements and is making between 2-5 USD Millions per month).

We need to find where the people interested in the topic are congregating. Nowadays you
can find people in forums, blogs, Facebook groups, Instagram, YouTube.

For doing that I recommend to think about objections your ideal clients would have about
the opportunity you are offering (in my case creating online courses) and record some
videos actually solving that objection and at the end of that video invite people to follow my
social media. Then I would run some ads on Facebook / YouTube / Instagram promoting
those videos.

Also you can pay influencers (Accounts with big followers) to post pictures and videos
about you, so you can get followers and finally sales.. to share some perspective here, last
month I invested 195 USD into one big account and that resulted in 1088 USD so almost
10 times the investment.

If you don’t have money, you still can use your social media (WhatsApp, instagram,
Facebook, tiktok) and start posting content around that topic you will create a Course on
and always add a call to action for people to join a private Facebook group or WhatsApp



group (where you will sell them in the near future the beta version of your course) so they
can receive more content in an exclusive way.

Also you can search for your ideal client in forums and Facebook groups and start inviting
them to your own Facebook group, ideally we want 200 people in that group and make
them interact a lot, that way it will increase the probability of them showing up when we
sell the beta course for the first time.

3) Sold your beta version of your online course

When you get people in your Facebook group, the goal is to sell them the beta online
course and for that you will like to (as Jason Fladlien says in his book one to many the
secrets to webinar success) create a presentation that destroys all the major objections
they have about the method you use to get them their result because if they believe the
method is what they need, then you can sell them your course on how to implement that
method in their life.

That presentation can be delivered in two ways, by an Email sequences (you ask for
people Emails when they enter your Facebook group) and also in a Facebook live inside
the group where you will do the presentation, the structure is the same, the only different is
that in the live you do the hole thing at once meanwhile in the Emails you divide the same
s framework into 5 Emails.

Origin Story: here you need to tell the story of how the vehicle you are talking about today
changed your life, what were you doing before and what results that vehicle helped you
achieve.

Secret #1: Here you tell the story about how you find your framework to create the vehicle,
for example what’s the step by step to create an online course (vehicle). Then you tell the
strategy step by step (strategy) and finally you end up showing testimonials so you make
people believe that what you showed them is real.

Secret #2: Here you tell a story about how you were able to accomplish the thing even
though you are the worst suitable person to do it, with this story we want to work on the
objection that i'm not capable to do it, right now people are thinking that the system works



but they may not be able to do it because xyz so we want to tell a story that show them
that xyz is not a problem.

Secret #3: Normally here people think that the system works and they are able to do it but
they are not sure because there are something external to them (time, family, money,
followers, etc) that is not going to let them accomplish the final result so we have to tell a
story that show them that it's actually possible to do it.

Offer: Here you just need to talk about your product, actually people will start asking you if
you have something to offer them because they understand that they can do the thing and
accomplish the results they want but they would love help in implementing the process.

The call to action in the offer can be to actually make people buy your beta product in a
sales page or go and book a call so you can first make them fill a form to see if they have
the money to buy and then show up to a call where you can see if they are the right type of
client you want to work with.

Here are some examples of how those pages look like:

Masterclass: https://digitalmillionairesecrets.com/dmc-webinar-1

Form: sabiduriamillonaria.com/formulario

Booking page: https://sabiduriamillonaria.com/cita

Thank you page: https://getclients.com/booked

4) Deliver the result you promised in your course

Once you sell your beta course to some people (ideally 5 or more) you will want to focus
on actually delivering and getting people the result you promised. This part is key because
you will use A LOT the testimonials you get here to sell your courses later because at the
end of the day, social proof is what makes people buy from you.

For this party it's recommended to use softwares like zoom to record your classes and
then find someone in places like fiverr.com that can organize those long videos in 10-15
min where you talk about each part of the table of content you created for your course.

https://digitalmillionairesecrets.com/dmc-webinar-1
http://sabiduriamillonaria.com/formulario
https://sabiduriamillonaria.com/cita
https://getclients.com/booked
http://fiverr.com


5) Automatize the sales process to sell your proven course 24/7

This is the most important part, the reason why we sell our beta course is to test our offer
but also to test our sales message, once we get that right, we can use sales funnels to sell
our courses 24/7.

What are sales funnels? Let's use Russell Brunson´s example to explain it. Imagine you
go to a store and you are looking for a shirt, the sales person helps you find it but then tells
you that they have brand new shoes that would match that shirt you just bought, and then
before you pay, you see some socks and you end up buying them too because they are
cheap… That is a sales funnel, is a process where you go from just searching for
something to buying a lot of stuff.

Another example of a successful sales funnels is what McDonalds does:

Figure 23: Clickfunnel´s upsell explanation

They don’t make a lot of money selling just burgers, the real profit is when they sell cook
and fries.

Now I want to talk about all the different funnels that can be used to sell an online course. I
will use Russell Brunson´s Best selling book dotcomsecrets where he explains all the
different funnels types and how to apply it to every business.



Figure 24: Clickfunnels´s value ladder

The first thing that is important to talk about is a concept called Value ladder. The value
ladder will dictate how you will sell your online course.

This is an example of how Russell Brunson is selling his different coaching programs, first
of all he has all his free content that is looking to attract new people, then he has his books
that you can get only if you pay the shipping, then you have the challenge that is 100 USD,
after that he invites you to his 1000 USD event where he sells you his 25.000 USD yearly
program and finally he sells you his 60.000 USD yearly program.

The value ladder is created in a way that is possible to start earning people trust with free
products and then start generating them some results so they are motivated to invest more
in your world, that way you can continue to serve that customer in even more great ways.



If you want to price your course for less than $100 USD:

Figure 25: VSL Funnel

For this type of funnel we need to unbox our offer, that means to decompose it in a way we
can charge different prices for it. Let me give you an example with one of my offers.

First of all I sell Curso Digital X for 7 dollars where I teach people how to create their online
course, then they have the chance to buy my 27 USD course webinar X where I teach
them how to create the sales presentation for the course they just created, after that I sell
them for 67 USD a course on how to automate the process and finally for 97 USD I sell a
course on how to create Facebook ads so they can drive traffic into that presentation they
created.



Figure 26: Sergio´s VSL funnel example.



If you want to sell your course between 100 USD and 997 USD:

Figure 27: Clickfunnels´s webinar funnel

In this type of funnel you invite people to a free presentation where you give them value
and at the end you sell your product. This is the type of funnel explained inside of Jason
Fladlien one to many books and Russell Brunson´s Expert secrets book. This funnel made
Jason 40 million USD in one presentation and it helped Russell Brunson to earn more than

1000 Million USD in his first year with his company clickfunnels. There is a variation for
this funnel, you can send people to book a call, fill a form and pre-frame people about your
offer so you can call them to close a high ticket sale.



Figure 28: Sergio´s webinar funnel

If you want to sell your course for more than 1000 USD:

Figure 29: Application funnel

If you want to sell a higher tier course, you will have to change the environment of the
sales process because it's a higher amount the prospect will have to pay and because you



will want to filter who you talk to in order to see if they have the money to pay for your
product.

Normally the type of course you are selling here is done with you so it's not just the videos
people get but they get access to you or your team personally so the customer can be
helped in a more intimate way.

So what you do here is that you create a 20-25 version of the webinar presentation
(normally people with more money have less time) and at the end of the video you tell
them to fill a form and book a call to see if they qualify to be in the program.

Then they get to a confirmation page where they will find a video explaining the offer and
also some additional videos which have the goal to solve possible objections you will have
in the call.

That way you only accept appointments with people that have the resources to invest +
they already know the offer, they are thinking about it, it's way easier that way because you
don’t have to sell, you just have to close.

This is an example of how a sales script goes (Script adapted from Dan Henry´s Digital Millionaire

Secrets Book)

RAPPORT: How is the week.. look for a connection - make them relax.

SET EXPECTATION: The idea of   this call is to treat it as a medical consultation, I will be
your doctor, I will ask you about your business, I will listen to you and I will make a
diagnosis ... if it is something with which we can help I will explain what that we offer and
you can decide if you want to be part of it or not

IDENTIFY DECISION MAKER: Do you have any partner or someone with whom you
make your decisions in the company, if you have, please ask if they can enter the call… if
they cannot.. ask if they need them to make a decision.. if they say yes then reschedule, if
they say not move on.



FIND A REASON: Tell me, why did you decide to separate a call and attend it, how can I
help you

okay, so to be clear, the reason you're calling is ...

DIG MORE:

Why do you think it is a problem?

have you tried to solve it before?

where do you think you're embedded?

How long have you tried to solve it?

Have you tried to do something tangible?

EXTRACT PAIN:

- how happy are you with your progress

- you are happy with the process you use

- how much confidence do they have in your ability to do it

IDENTIFY WHERE THEY ARE:

How much money are they making

IDENTIFY WHERE THEY WANT TO BE

Why they want to achieve that



If you didn't reach that goal what would it happens, how would it feels

MAKE THEM ADMIT: What do you think is preventing you from being able to accomplish
this on your own without help?

SECURE AND COMMITMENT: When you want to solve this problem

Now: ok but I want to understand how committed you are to getting results, are you going
to take action, are you going to work,

LATER: WHY NOT NOW? Not so important to solve now? I only work with people who are
ready to start, I am not here to convince you, just to tell you the type of people I work with

CUSTOM OFFER:

I feel that with what you have told me I am able to help you

I help (HOW THEY LOOK) to (THE RESULT THEY WANT) THROUGH (WHAT THEY
SAID IS THE VEHICLE)

How does this sound so far

Do you have any other questions?

MAKE THEM ASK YOU HOW MUCH IT IS WORTH

STATE THE INCENTIVE (IF YOU TAKE ACTION AT THIS MOMENT, IT COMES TO YOU
IN X)

EXAMPLE:



A good example of this type of funnel is what Kevin David is doing, he has a 40.000 USD
offer and he is selling it like this:

Figure 30: Kevin David´s landing page for his application funnel

Figure 31: Kevin David´s webinar page



Figure 32: Kevin David´s application form

Figure 32: Kevin David´s schedule page.



Figure 33: Sergio Perdomo´s landing page for application funnel

Figure 34: Sergio Perdomo´s webinar page



Figure 35: Sergio Perdomo´s Application page



Figure 36: Sergio Perdomo´s schedule page

Figure 37: Sergio Perdomo´s appointment software



Figure 38: Sergio Perdomo´s thank you page for application funnel



There are different ways to sell your online course but the price point recommend is the
one between 100 and 997 USD, that means to create a webinar because is a price point
where you can get a lot of people to buy and at the same time you are getting good money
per customer (your average car value is high)

PART 2: MY OWN STORY WITH INFOPRODUCTS

This next part is going to be about how I have made more than 150.000 USD in 2019 and
2020 selling online courses, how everything started and what are the key components to
the process.

At the beginning of 2018 I was studying in college and at the same time I had a digital
marketing agency where I helped local businesses to get more clients using sales funnels.
I was making between 2000 and 2500 USD dollars and everything was incredible because
I was paying for college, for my things, etc…

Suddenly my parents were broke and I started to give away all my money to help my
family and we were struggling… The worst came when my parents needed to pay 10.000
at the end of December 2018 and I didn’t know what to do because I was already full with
clients, I couldn’t handle more and I was not making 10k per month… something needed
to change…

One day I found the video below on YouTube and I saw it.. it blew my mind when Russell
Brunson told the story when he sold like 200.000 USD in his first year selling an online
course teaching people how to create a potato gun.. it was just insane.

Figure 39: Russell Brunson´s YouTube Video.

In that presentation he taught his framework to create online courses and after that I
needed to give it a try… I couldn’t lose nothing but I could win a lot.



I remembered it was a Sunday when I was going to deliver my presentation, I followed
Russell Brunson Framework to deliver a presentation and I remember having my phone by
my side waiting for the sales notification to start popping in and when I started my pitch I
started seeing the notifications and I was trying to not cry because is not professional…

That Night I sold 2997 USD of a 297 product (how to grow on Instagram) and at the end of
the month I sold  12,300 USD and I was able to help my parents and pay their debt.

With that money I was able to pay that debt my parents had and also I used the rest to fly
to the US and assist to FHL (funnel hacking live), that is Russell Brunson event where he
teaches live how to make money selling products online.

In that event he offered a 30.000 USD coaching program that you could pay in 12
payments or you could pay the 25.000 USD upfront. I only had money for the first payment
and I decided to invest in the program… I didn’t know how I was going to pay for
everything but I believed and one year later I ended up making almost 100.000 USD with
my online courses.

Figure 40: Sergio Perdomo´s 2019 sales.



HOW DID I DID IT:

1) Registration page:

Here people registered for my live webinar (I did that presentation every Thursday), The
key indicators here are the % of registrations, if you can get 30% or more, that means that
30% of people that visit that page register you will be good to go.

The key here is curiosity, the more curiosity the page has, the higher your % of
registrations will be.

Figure 41: Sergio Perdomo´s Registration page

2) Thank you page:

This is the thank you page, here you thank people for register to your webinar but also you
tell them to do other steps before the training (like sign up for a free trial of a product, sell
them something that would give them more results in the training or follow you on social
media)

When they sign up for the training (they give you their name, email and phone number)
you start sending them reminders (Email, text and Facebook message) with the intention
of giving them more value and reason to show up to the training because the key to sell
your course is that people show up and you inject belief in them so they feel able to do
what you are telling them is possible, that way they will buy your course to help them get
there faster.



Figure 42: Sergio Perdomo´s thank you page

3) Webinar Presentation:

This is where you do your presentation, people get an email to show up and normally if
you can get 25% of your registrants to assist you will be good to go.

When you do your pitch you send them to your order form where they will buy the course
or you can send them to fill a form and book a call if you want to sell the course on the
phone.

Figure 37: Sergio Perdomo´s webinar presentation page



4) Order form:

Here is where people put their credit card information to buy the course, this page has a lot
of testimonials and also it explains what you are going to get when you invest. The goal of
a webinar is to get between 5% to 10% of people who show up to invest in the product so
for me if I could get 1000 people to register, 250 to show up, 200 to stay until the offer, and
from that I could get 10 297 buyers, that would bee 2997 USD every presentation that at
the end of the month would be almost 12.000 USD and then with those numbers I could
automate the webinar and scale it.

Figure 43: Sergio Perdomo´s Order form

5) Follow up:

This part is key because there are going to be a lot of people that didn’t show up to the
event or they left early or they just didn’t buy and it's important to follow up with email, text,
etc. So if the webinar is on Thursday you will keep the car open until Sunday at 12
midnight because there are going to be people that are not sure if they should buy or not
and those follow up sequences will make the difference.

Also we wanted people that didn’t attend the webinar to watch the replay because that
could become more sales.



Figure 44: Sergio Perdomo´s Follow up sequence

PART 3: COMPARING TWO BUSINESS MODELS

AND IMPLEMENTATION / CONTRIBUTION.
Here we will create a business model canva for each type of business (infoproducts vs
formal education) so then we can analyze what are their biggest differences but also how
they could complement each other.

The first Business canvas is the one from an info product business and as you will see, the
fuel for this type of business remains on the internet, on social media, how people are able
to generate leads from instagram, facebook, youtube, etc and what type of sales page are
they using to sell the course.



Online Course Business Canvas:

Figure 45: New method Business model canvas



Next, is time to show the Business model Canvas of the old business model which is what
traditional colleges are using right now. For that in the figure below is shown the business
model canvas of University of Twente from Malou Oude Luttikhuis Master Thesis “First
steps towards identifying the ''business model of the future'' for Higher Educational
Institutions”.

This Thesis is very interesting because they asked a lot of students from University of
Twente if they were satisfied with the current educational system in which class-room
based teaching is still the dominant teaching approach and approximately 81,8% of the
respondents said no so based on that they created a business model canva for the actual
teaching approach and then they made another one taking into account the new
technologies making it more dynamic and adapted to the actual situation that is happening
in the world.

Formal Education Business Canvas

Figure 46: Old Method Business Model Canvas from Malou Oude Luttikhuis Master
Thesis “First steps towards identifying the ''business model of the future'' for
Higher Educational Institutions”.



Is very interesting to see that the old method has more key partners than the new one, in
part this is because the old method is more regularized just because it is the status quo,
on the order hand they have to pay more costs but they also have more revenue streams
compared to the new method.

Also, the old method has a better relationship with the government to the point that they
receive capital from it vs the new method that may make you more money because you
don't have that much costs in comparison with the old method, you need to sell your
courses in order to make money.

The fact that colleges give you a diploma when you graduate and the importance of that
diploma for the majority of the job market is + for the old method that the new one does not
have.

After seeing these two models there is a question that started to pop up, how can we
merge both and make something better for the customer that will actually generate them
more results. We already know that people are not happy with traditional education but we
also know that people tend to have less results with online courses so what if we did a
merge of both and what an excellent way of actually proving it than applying it on my
business.

Contribution:

As you all know, I have an online course business and one of the problems that I was
seeing was that people didn't commit to have results, they normally watch the hole course
first and then started to apply it and it took time for them to get there… and for me, the
more testimonials I get, the easier is going to be to sell my program because if people
believe that the program can actually give them the results they want, they will buy.

So I increased the accompaniment by giving them access to my whatsapp, writing to them
3 times a week, reviewing their tasks, selling the course on the phone instead of in my
online presentation and just putting in more effort to ensure my students and my prospects
feel that they have someone guiding them.



First of all, the % of people that asked for their money back went down to almost 0% but
also the amount of results they started to get was incredible. I'll attach some below. That
experiment really proves the point that accompaniment is a necessary part for the success
of a student in an online course.

Students results after implementation:

Figure 47. Students being grateful with Sergio after starting to implement new focus
in his business



Figure 48. Sergio´s Students Results after implementing after increasing
accompaniment

Financial results:

Another thing that happened was that because of that new effort I decided to put in I was
able to increase the price of the course from 497 USD to 997 USD and people continue to
buy. For them feeling accompanied is just an amazing value added to the offer and it's
worth every penny.



Below you will find a comparison vs new students in january 2021 vs new students in
february 2021 and how adding this follow up as part of the offer increases sales almost
doubling the number of people who go it. That represented a very interesting increase not
only in students but also in revenue, remember that the price went from 497 to 997.

Figure 49. Students in january vs february

I tried to merge the traditional education business model vs the online course business
model and as you saw the results are amazing. Obviously when we get more students we
will start to implement teachers / coaches that will coach them on a daily basis and I'll be in
charge of doing the grupal classes once per week and that way I will be outsourcing more
and more stuff inside of the business and I'll be able to scale.

Now I want to document the different experiments that led me to the results I posted
above.

The first experiment that I did for the purpose of this work was to create an automated
webinar to call where I invested almost 234 USD in a time frame of two weeks to see how
many people booked a call and bought from it.



AUTOMATED WEBINAR:

171 people registered for the event but almost nobody booked a call… Every webinar has
a follow up sequence where people that didn't buy are asked at the end some answers
that they didn't like the fact that the webinar was automated and that I don't show up on
camera.

Figure 45. Sergio´s first experiment facebook campaign.

Figure 50. Sergio´s Automated Webinar.



Live Webinar:

The next experiment that I did was to create an actual live webinar, I wanted to see if the
problem was in the presentation, in the sales message or in the execution because maybe
I didn´t share enough emotion… at the end of the day, what sells is emotion.

For this webinar I invested 502.17 USD, 250 people registered, almost 60 people showed
up and this time I got 8 calls and 3 people were closed into the 997 USD program and 1 in
the 497 USD one (short version of the complete one).

Figure 51. Sergio´s live webinar campaign.



Figure 52. Sergio´s live Webinar.

Figure 53. Sergio´s live Webinar appointments.



This time I was able to connect with people, some of them even cried because they told
me they were looking for someone that really cared and they connected a lot with me, my
personality and my way of teaching.

Free challenge:

In that moment I understood something new… the key to really do well is to help people
and really care about them so I decided to try one more time but with a challenge because
a 7 day free challenge would let me deliver more value to the people and really help them
reach the next level and that way the reciprocity law with kick in and they would like to buy
from me.

The challenge structure is simple, you run ads to a landing page where people register,
you need to still sell the challenge and offer people a lot of prices so they opt in and then
you send them to a facebook group where the challenge will take place.

It's recommended to do some pre training so you start to warm people up, that way they
become more engaged and the facebook algorithm shows your videos to more people and
the more they see you the more you can help and the more money you will make.

For this challenge I tried to structure the classes in a particular way where each one would
destroy potential objections that people may have about creating online courses (in my
case) so for me the first class was about telling them they don´t need to be an expert to
create an online course, the second class was about their ability to do it, I wanted them to
understand that is easy to do and that everyone could do it and finally the third class was
about that outside thing they believe will not let them be successful, I showed them that's
not actually a problem and that they can do it.

The 4th class was more like a way for them to understand that if they wanted to go to the
next level they need help and at the end I showed them how they could work with me and
the requirements to do it (when you position your program as a high end thing, it´s value
goes up).

Days 5,6,7 are calls with students that are having big results so they can share their story
and give people some tips about how to do it and obviously that social proof for me that
will make people more confident about working with me. Day 5 is more of a Q&A where I'll
answer all participants' questions and I push them to book a call with me if they haven't.



Emails are important here, everyday two emails were sent, the first one reminding people
that the class from the day before was up in the group and the next email was sent 1 hour
prior to the next class so they remembered to show up.

For this 7 day free challenge 984 USD were used, almost 500 people registered between
pay and organic advertising, 10 people booked a call, 7 of them bought a 997 USD
program so that would be a 70% close rate with a 7 ROI, for each dollar we put in, we got
7 out. Follow up is very important in this process, after the call we give 3 days to take
advantage of the special price and everyday we follow up people using whatsapp until the
day is due.

Figure 54. Sergio´s free challenge facebook campaign.

Figure 55. Sergio´s free challenge optin page



Figure 56. Sergio´s first upsell



Figure 57. Sergio´s second upsell



Figure 58. Sergio´s free challenge Thank You page



Figure 59. Sergio´s free challenge booked calls.



Figure 60. Sergio´s free challenge sales.

In figure 55 you can see some of the sales made from this challenge, some people pay the
full 997 USD, others decide to split their payment in 3 (each payment of 397 USD) and
some of them bought the lite version of the course that is 497 USD.

Based on my contribution I designed a new business model canvas that actually will be the
one I'll continue to use on my company from now on and to me it has the best of “each
world”.



Figure 61: Hybrid Business Model Canvas



PART 4: CONCLUSIONS

The purpose of this work was to dig more inside of this new industry that is growing every
year with a high speed called knowledge industry or info product industry, to understand
how it works and how people is making tons of money selling their knowledge but at the
same time is helping people to learn things in an easier and cheaper way.

We saw in the document that online courses are a good alternative for education because
they are cheaper and students can manage their time but the majority of online courses
are not delivering results in the way they should and we saw it was because they online
course structure didn't follow some parameters that are present in a formal education
course curriculum.

Then we saw some examples of online courses that actually include those principles and
the results they were producing. Actually some of them were implemented in the Author
online course with excellent results from the financial and customer results side.

The first big conclusion is that focusing on helping people is the key to build a successful
online course business because when you create the course structure based on
generating results to the students and you add a lot of follow up, gamification and you
really make the student to work and feel that is not a lot, the student will achieve the result
and in the financial part, people will start to refer you and you will get more customers and
more money.

There are a lot of ways to sell an online course and all of them were covert inside of this
work. The one that is chosen depends on the price point you want to create an online
course.

97 USD or less: You create a sales funnel like this one: sabiduriamillonaria.com/curso
where there is a video sales letter and a sales letter and at the end there is a button to buy.

100 USD - 997 USD: You create a live or automated webinar where you invite people to a
free masterclass, you give them value and at the end you sell them on the course that will
help them execute what they just saw. sabiduriamillonaria.com

997 USD - 4997 USD: You create a webinar but at the end you make people apply (fill a
form) and then schedule a call so you can close them on the phone.
Sabiduriamillonaria.com/registro

4997+ USD: You create a short Video sales letter that sends people to apply for a time to
talk to you: sabiduriamillonaria.com/inicio.

With my own example we saw that it is possible to make money this way and also help a
lot of people in the process:



Figure 62. Sergio Perdomo´s Testimonials



We also saw how caring for other people and actually helping them is very useful for the
customer but also for the business in order to grow and get more clients because when
people see that you really want to help them, that you actually care, in that moment, the
magic happens.

On the other hand, there is a question that needs to be answered, are online courses ok in
terms of education? and the answer is that it depends, it depends on the source, you saw
in the literature review that almost 56% of the content that is being sold is reliable but for
me it's important to really look at the testimonials the course has and also if it's backed up
by a college or any knowledge society.

Below you can find an example of an online course sold by Vilma Nuñez (which is one of
the biggest online course owners in the spanish market) that is backed up by Florida
Global University.

Figure 63: Vilma Nuñez´s BMS product

I do believe that in the future course creators will start to partner up with more colleges so
they can offer more credibility when selling their courses. But I also believe that people
learn more in flexible environments as it was checked in Malou Oude Luttikhuis Master
Thesis “First steps towards identifying the ''business model of the future'' for Higher
Educational Institutions”. Almost 81,8% of the respondents said that they were not pleased
with the actual education model and I think online courses bring that flexibility they
needed.



The world is going to continue changing and it is important that humans adapt to that
change and move on with it and I think that online courses are that next change that will
occur and because of that it is necessary to continue developing more systems that
ensure the quality of the online course is good and that people actually get results.

I hope this work opens the eyes for a lot of people to see how useful infoproducts are, not
only for people that are trying to sell their advice online but also for people that have their
own products, because they educate customers with an info product and then upsell them
into their physical product. Remember what Russell Brunson did, he sold an online course
but also his software in the same offer, that course increased the value people receive so
he could charge more.
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