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KNOW YOUR NICHE MARKET FOR PROFITABLE CONTENT 

The key to creating profitable content is to know WHO you’re creating this content for. 
Who is your audience? What are their pain points? Can they afford your solution to 
their problems? No matter how well-written or how professionally recorded your 
content is, it will never be profitable unless you identify your target audience and create 
a client avatar. 

To create profitable content that keeps your client list thriving, you need to your 
content wisely and strategically. It will help you leverage the content you have and the 
content that you will create for a better, reliable income.  

By creating a content cash plan and truly knowing what your target audience needs, you 
will increase your income tenfold and serve your ideal clients better so that you become 
the expert that they need and hire.                             

There are many moving parts when it comes to creating your content cash plan and 
creating profitable content. We are going to cover this in nine simple steps.  

So, let's get started and create your content cash plan.  

Before you market, you need to know who you’re selling to. When you're blogging, you 
need to know who your readers are. Any content that you put out, whether online or 
offline, needs to speak directly to your ideal client. Your content needs a purpose but 
not just any purpose: a profitable one. 

For your content to be profitable you should speak to your ideal client and your target 
market base. It makes no sense whatsoever to just write anything and expect people to 
respond. Experts call that “hope marketing,” where you create the content, publish it, 
then HOPE it resonates with someone – anyone – who will buy your products or 
packages. Why leave your marketing to fate?  

Why do you need to know so many details about your target market? Because then you 
will know without a doubt whether your solution to their problems is affordable to 
them. You will know if one particular product will perform better than another, based 
on this market’s practices and preferences. Why spend time creating an eBook when 
your market prefers group coaching sessions? The only way your content will be 
profitable is if it’s tailored specifically to the needs of your market. 

For instance, I know an avid golfer who receives a higher end golf magazine (that he 
never subscribed to) but this magazine company decided to comp him free issues. The 
problem is, even though this golfer makes a decent living, he scans through the 
magazine in about five minutes because the articles and the ads are well above his 
salary, to the point of being highly out of reach. In this case, the magazine company 
wrongly lumped this golfer into their target market even though he can’t afford 
anything in their publication. This is why you need to know your audience. 
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STEP ONE: IDENTIFY YOUR TARGET MARKET 

People are complex and there are various criteria they should meet to become part of 
your target market. As in my golf example earlier, just because my friend is a golfer 
doesn’t mean he’s part of the target market for this high-end magazine. They didn’t 
consider his income level, where he lives, or whether he currently belongs to a golf club. 
Instead, the magazine is HOPING that he’ll read it and make a purchase. Not going to 
happen because he only meets one criterion in their formula. 

Let's get down to understanding your ideal client, creating your client avatar, your niche 
market, and sub-niches within the category of your niche market, including the topics 
that would pertain to their interest. By doing this, it will help you turn your content into 
cash.  

Answer these questions about your target market: 

• Are they female or male? Do you serve both?  

• What is their age bracket? 

• Are they married? Have children? 

• Where do they live? 

• Name your client 

• Describe what they look like 

• Describe a day in their life 

• What are their daily struggles or pain points? 

• What is their highest level of education? 

Narrow in on who they are, painting the full, complete picture of what your ideal client 
faces every day so that you learn how you can help them. 

After you've identified your ideal client's struggles and your client avatar, let's talk about 
your niche market. Within their struggles, you'll find pain points. This is where you will 
drive most your marketing and content, to their pain points.  

For example, if you are a business coach who specializes in social media profitability, 
then your niche market would be entrepreneurs seeking social media support, or 
business owners who do not know how to leverage their business online using social 
media platforms. 

Within that base market, you will also have sub-niches, within the category of your 
primary niche market. For example, if one of your clients in your niche market does not 
know how to leverage social media, then they also don't know how to plan an editorial 
calendar or use their blog for profitability. These would be your sub-niches. 

So, find two to three sub-topics that pertain to your niche market. Now that you've 
identified who you're selling your content to, this will help you in the next steps to 
leverage and create content that will turn into cash. 
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Exercise: Identify your ideal client/target market.  

Identify Your Ideal Client 

Are they female or male? Do you serve 
both?  

 

What is their age bracket?  

Are they married? Have children?  

Where do they live? 

Rural? Suburban? Urban? 

 

Name your client  

Describe what they look like  

Describe a day in their life  

What are their daily struggles or pain 
points? (Be very specific) 

 

What is their highest level of education?  

Can you find this client online?  

If yes, where? (Specific groups, social 
media platforms, etc.) 
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Exercise: Identify the niche you serve; then identify 2-3 sub-niches where your ideal 
client can be found. 

Describe Your Niche 

 
Ex: What main group does your ideal client belong to? 
 
Single moms/dads; solo business owners; teens; etc. 

Sub-Niche #1 

 
Ex: single moms/dads who want to work from home; 
solo business owners who want to increase their income; 
teens who want to get into college 
 
 

 

Sub-Niche #2 

 
Ex: single moms/dads who want to become service providers; 
solo business owners who want to make 6-figures; 
teens who need to finance their own way through college 

Notes: 
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STEP TWO: MAKING YOUR CONTENT PROFITABLE 

After you identify your target market (aka your niche), it’s time to provide a solution to 
their problem(s). How do you know what their problems are? Quite simply, observe 
what is spoken about (or complained about) online. Watch what happens in the 
relevant groups you belong to, the member forums, and other social media platforms. 
Read other product or book reviews to see what people say is missing from those 
products. Or you can simply ask them by offering a simple survey through Survey 
Monkey or asking your list to respond to your email. 

Over time you will notice these things immediately because you’ll be consistent in 
learning about this niche. They will become all-important to you, not because they 
represent dollar signs but because this is a group of people you have a real passion to 
help. It will become second nature to understand and witness their complaints and 
create content that will help ease their burdens. 

For example, if your niche market is facing a tremendous struggle with managing and 
launching their business online using social media marketing, shat solution can you 
provide to your client? 

No matter what your ideal client is currently facing, focus on their struggle and pain 
point. Make sure you are providing a solution that will help them and charge for that 
solution. There’s a time and a place for free advice but in this instance – when you are 
helping them solve a problem – you want to offer an exchange of money and energy for 
the value that you will provide for them.                             

Going back to our social media example, you need to charge accordingly for the value of 
your solution because once they tackle their online social media, their business will 
grow because of you. There is VALUE in the solution you are providing for them. This is 
how you make your content profitable. You find a need inside your niche market and 
you give them the solution.                             

The first step to doing that is to create free, digestible content with action steps so that 
when they walk away from your free webinar, or your free download, they know that 
you are the expert that can help them. This will lead them to want to hire you and pay 
you for your services and value. 

Consider your freebie an introduction to everything you can do for them. Yes, give them 
actionable steps but don’t give away all your top secrets. Those valuable secrets are 
reserved for those in your niche who are ready to invest in their futures by paying you 
for your expertise. 
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Exercise: Identify a pain point in your niche + brainstorm free content formats. 
 

Your Niche Pain Point(s) 

 
Ex: lack of business knowledge; lack of social media know how, etc. 

Brainstorm Freebie Ideas 

 
Ex: ecourse, report; webinar; video series; infographic; audio recording/interview 
 
Include your solutions for each of the niche problems you identified 

Need More Ideas? 

 
Don’t be afraid to ask questions! Send a survey or email; ask on social media or in private 
groups. 



Content Cash Planner: How to Create Profitable Content 
 

7 
 

STEP THREE: BLOGGING FOR INCOME 

Your blog posts should have a purpose. Writing a blog post is so much more than just 
putting words on paper. Why are you writing? In short, if you’re taking your ideal client's 
struggles and finding that solution to their problems, you're going to create content 
with a purpose.                             

All your blog posts and any content that you put out on your website or social media 
needs to be strategic. They need to fill a need and a void for your ideal client, so that 
you can attract your ideal clients naturally, with content that serves them well. 

All your blog posts should also have a call-to-action so that as you're attracting your 
ideal clients, you will also give them a call-to-action to either sign up for your free offer, 
free webinar, free challenge, or a free strategy session. Or – if you've really groomed 
and nurtured your following consistently – you can use a paid call-to-action, where you 
are offering your course, working with you one-to-one, or a program that you've 
created.       

Typically a call-to-action would be towards the bottom of the blog content. You can ask 
a simple question and link to your sales page or your opt-in page if it is for a free offer. 
Then you take your content that you've created for your blog and you share your blogs 
online across many platforms. 

“Platforms” simply mean other places to publish your content. Your blog and your social 
media platforms are probably the most popular options but don’t forget about your 
email list or guest blog posts on other people’s websites. Even if you film YouTube 
videos or Facebook Lives, you can add a call-to-action on each video, thereby giving that 
content purpose.  

Focus on at least two to three platforms that your ideal client spends the most time on. 
Remember, the idea is to draw the attention of your readers, your followers, and your 
ideal clients organically. Don't put all your efforts into one specific platform because 
your audience is likely spread out among many different ones but you also don’t have to 
use every single social media platform unless your ideal client is using it. Be selective 
and focused; and perfect the art of one platform at a time before adding another one to 
the mix, especially if you tend to feel overwhelmed with too much to remember.  

I want to show you an example. Healthycrush.com is a blog that gets a lot of traffic. 
You'll notice advertisements in the sidebar, and in particular areas on the blogging 
website. What Jenny's done is driven so much traffic to her blog, now advertisers pay to 
be seen on her website. She also has her own products for sale but the lesson to 
remember is the best way to drive traffic to your blog is to create content that fills the 
void for your audience. 

  

http://www.healthycrush.com/
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Exercise: List the top three platforms your ideal client spends time using. Then choose 
how to use each platform to reach your audience. 

Platform Name To Do List 

Ex: your blog Ex: write 2x a week; search for affiliate offers; 
search for royalty-free/creative common 
images 

Ex: your email list Ex: write 1x a week; don’t be afraid to make 
offers 

Ex: social media Ex: pick your favorite 3 platforms where your 
audience hangs out 

Ex: Twitter, Facebook, Instagram, SnapChat 

Ex: guest blog posts Ex: look for opportunities to write for an 
authority figure who is not a direct 
competitor but who serves the same niche 
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STEP FOUR: PROFITABLE ONLINE COURSES 

Have you ever created an online course? Have you thought about it or do you have an 
idea on the back burner for quite some time now? Or, maybe you've built one before 
and now you're getting an itch to start something new? 

Online courses can be very profitable and they are often what people picture in their 
minds when you say “profitable content.” Online courses are essentially home study 
courses that you sell to your ideal clients to help them solve a problem on their own. Of 
course, there are a multitude of variations but online courses can often become your 
“signature” product that your brand is known for. 

Start off by brainstorming some ideas, either old school with paper and pen or online in 
a mind map-type of program. Based on your ideal clients’ struggles, what course would 
you like to create for them? What pain point does this fix for your ideal client? How can 
YOUR course be the ultimate solution for your ideal clients’ struggle? 

How long would you like your course to be? Four weeks; eight weeks; 52 weeks? 

How do you plan to deliver your course: via email download or through a training 
portal? Some examples of training portals or platforms include Teachable, Thinkific, or 
Kajabi. You could also use WordPress plugins such as AccessAlly to deliver your course 
straight from your WordPress website.  

Will it be a live course with active group support or live coaching calls? Or will one 
lesson be delivered via download every week for students to work on at their own 
speed, with no live help? Will you offer help via a private Facebook Group? Or will this 
be a course that is on demand, and evergreen, that runs all year in the background of 
your business, making you profits throughout the year, where you work once, and sell 
the rest of the time, even in your sleep? 

If you research online courses, you’ll notice a wide variety of options. If you’re brand 
new to course creation, I suggest keeping it as simple as possible. You can always make 
changes in the future. If your favorite mentor has a class for sale, consider using that 
model or making variations for yourself. The key is to take action and get your ideas 
from that journal into a live class instead of worrying about reaching perfection. 

When pricing your course, include the amount of time that you've worked in the 
creation process but also what you would like to be paid for in compensation for your 
hard work. Factor in what your target audience can afford to pay and then get to selling 
your course.  

Just make sure, like with any content that you put out, that you are filling a need; that 
your content provides a solution for your ideal client to fix their immediate problem. 

  

https://teachable.com/
https://www.thinkific.com/
https://newkajabi.com/
https://ambitionally.com/features/
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Exercise: Map out your online course details. 

 

Course Components Notes 

Main Topic 

Sub Topics 

 

How long is the course? Ex: 4 weekly lessons; 4 monthly lessons; 52 
weekly lessons 

How will you deliver the course? Ex: autoresponder; WordPress membership 
plugin; training portal where members have 
to login to receive their training 

Home study or will you offer support? Ex: private Facebook group; weekly or 
monthly webinar/call 

Will this be an on-demand/evergreen 
course?  

Ex: these require very little maintenance after 
the initial webinar + modules are created 

Research training portals Ex: Teachable, Thinkific, Kajabi 

Do you need any plugins? Ex: AccessAlly; research other membership 
plugins 
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STEP FIVE: USING TRIPWIRE MARKETING FOR SALES 

Tripwire marketing is a term used to describe segmenting your audience to make lower-
cost sales in order to get them into your sales funnel. Once inside the funnel, you have 
the opportunity to upsell a higher priced class or package. There are many benefits to 
using this tripwire strategy. 

A tripwire item is a great tool because as you're driving traffic to your content, you can 
offer a very targeted, lower-priced offer to your audience. Yes, you should still keep 
your freebie to grow your email marketing list but some visitors are skeptical about 
getting spam from all these different lists they subscribe to so they may feel safer 
testing out your low-priced offer instead.  

You can also offer more than just one tripwire offer. If your audience has a variety of 
pain points and you have a variety of solutions, try targeting each tripwire item based 
on the pain point and you may see sales from both items simultaneously. Instead of just 
offering all your content for free (which means you're working for free) you set it at a 
very low price range to attract people, anywhere from $10 to $25 or whatever your 
market can handle. This tripwire method provides your clients with the content that 
they need while giving you the compensation that you need to survive financially. 

If you choose a similar model with webinars or even audio recordings, you can 
repurpose that replay and sell it as a one-hour mini master class on your website, charge 
a low-cost price for your guides, workbooks, short videos, or video series. You can even 
create a short program, for example, two days, three days, or even seven days to 
jumpstart a specific need for your client for $37. You can use your webinar replays and 
charge $47 for them. 

These tripwires will help you confirm that the content you're creating fulfills a need that 
your ideal client base has. It will also give your ideal client a taste of what it's like to 
work with you while providing them with a solution that works for their business. 
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Exercise: Brainstorm some tripwire marketing ideas that will attract your ideal clients. 
 

 
 
 

Brainstorming Notes 

 
Learning preferences: audio, video, written, combo 

 
Support plans: private Facebook group to ask questions, email support, Q&A webinar 

 
Price Range: $10-30; $35-$50; $60-$100; $100+ 

 
Other Notes: 

How does 
your 

audience 
prefer to 

learn?

Do they 
need 
extra 

support?

What 
price 

range can 
they 

afford?
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STEP SIX: MONEY MAKING MEMBERSHIPS 

Once you've established an ideal client base and you have an excellent, strong following, 
then you can create a membership site. Rather than just putting all your clients into 
your membership and charging them a monthly fee (surprise, surprise!) make them an 
offer they can’t refuse. Show off all the features your membership site will offer and 
then make a choice to offer the full price or give them a grandfathered, lower price for 
life. If you have a large base, then you’ll still make a good amount of money even with 
the lowered price for loyal clients.  

However, there is no limit to your membership cost. I have seen memberships, for 
example, Screw the Nine to Five, that charges a membership registration fee of $179 
plus $79 a month. They also have an annual fee of $799, which includes 2 months free 
plus no registration fee.  

But let’s start at the beginning and map out the details of your membership site. What 
will you offer? How often will you change up the resources? How often do you want to 
check in with members? How will you prevent the membership from losing momentum 
and, in turn, members? How will you keep a steadily recruit members to the group? 

In general, most membership sites provide a library of content and classes to your 
ongoing members. You can also leverage the content library by asking guest experts to 
contribute, which raises the value of your course and membership. Guest experts also 
win with this setup because they are getting free marketing to your paid members.  

If you already have a free group, you can use your free group to lead into your paid 
membership group. You give a sample within your free group of what it's like to have a 
very small taste of your paid membership. Then as you see your free group members 
getting hungrier, wanting more information, and needing more support in their 
business, that's when you can offer them the paid group membership at an additional 
charge. 

Of course, you will need to market your membership on an ongoing basis. It’s natural 
that you’ll lose members over time for a multitude of reasons but you should always 
have more prospects in your sales funnel to replace those who decide not to continue 
their membership. Market your membership group the same way that you would 
market any program or coaching offer, through a sales page, online marketing, and even 
using Facebook ads. 

Lastly, create a content plan for your membership group so you’ll always know what 
project or subject is on the horizon. We all know that awful feeling of sitting at a blank 
computer screen with writer’s block; it’s even more imperative to avoid that scenario 
with your membership group since people are investing their hard earned money with 
you, because they know, like, and trust you. Don’t let them down by not having a plan. 

              
  

https://www.screwtheninetofive.com/
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Exercise: Map out the features of your membership group + create an editorial 
calendar for each month of content. 
 

  

Main 
Topic

What will 
you offer?

Price 
Point

How will 
you be 

different?

How often 
will you 

have new 
content?
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STEP SEVEN: OPTIMIZING YOUR CONTENT 

When you create your content, it always needs to be strategic so that your content can 
be found on the web through the search engines. Keywords are those words people use 
to search for information that you have to offer. Make sure that you have the right 
keywords on each page of your website as well as embedded in the body of your blog 
posts. You want to optimize your site for search engine optimization, using keywords 
that pertain to your niche.  

For example, if on your homepage, you use key terms like business coach, social media 
coach, business strategist, or marketing strategist, these are keyword phrases that you 
can use to optimize your website, using search engine optimization. 

Once you've added the keywords necessary to optimize your content on your website, 
including in your blog posts, you will drive traffic to your site organically, which means 
users searching those phrases will see your website pop up in their search results from 
Google. There are many WordPress plugins that you can use, like Yoast SEO, which help 
make the most of your optimization on your website pages. 

How do you choose your keyword phrases? Start by using common sense. How would 
you search for yourself? Create a list of keyword phrases to use with all your website 
writing. This list should be fluid so update it every few months with new keyword 
phrases or by deleting those phrases which aren’t performing for you.  

After you create your list with common sense phrases, turn to a keyword research tool, 
such as SEMrush or Moz to deepen your research. These tools will give you additional 
keyword phrases you may not have thought of, plus they will analyze how many search 
a particular phrase receives each month. The higher the number of searches, the better 
that keyword should perform for you. These are both paid services due to the number 
of features they give you so certainly do your own research into which keyword tool is 
best for your needs. 

A note about keyword phrases: always write your website copy and blog posts naturally, 
the way you would speak to someone in a conversation. Certainly use your keywords 
but do it naturally or the search engines will penalize you for “keyword stuffing.” This is 
done to cut down on the number of garbage sites that are built strictly to earn money 
off of ads rather than to help someone find pertinent information. 

And you may hear the term “long tail keyword phrases.” Those are phrases that 
incorporate 4-5 keywords, sometimes more, that help to drill down to a specific niche or 
sub-niche. These types of phrases are excellent for doing local SEO or getting very 
specific. For instance, using the phrase “business coach” is very generic; it will garner 
millions of searches each month but think about how many other business coaches 
you’ll compete with. Instead, think of a longer, more specific description for yourself, 
such as “Los Angeles business coach” or “product launch business coach.” Using those 
longer keywords offer a better, more specific description of what your clients are 
looking for so you have a better chance of showing up in the search results. 

https://wordpress.org/plugins/wordpress-seo/
https://www.semrush.com/
http://www.moz.com/
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Exercise: Brainstorm a list of keyword phrases to use in your blog posts + website. 
 

Common Sense Keyword Phrases 

 
Ex: What words/phrases would people use to search for you on the web? 

Long Tail Keywords 

 
Ex: add other descriptors to your keyword phrases so the people in your sub-niches will find 
you. 
Consider adding your town/city name to attract local business. 

Next Steps 

 

• Use a keyword tool to analyze which phrases have a good number of searches 
each month. 

• Delete phrases that yield very few searches, even if they are specific to your 
location. 

• Use these keyword phrases in blog posts, on static website pages, and as image 
attributes. 

• Keep this list handy and make changes to it every quarter or every six months. 

• Other notes: 
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STEP EIGHT: MARKETING YOUR CONTENT 

Now that you’ve published your content, it’s time to market it to the masses. Yes, 
organic search engine results are wonderful and you’ve optimized to take advantage of 
that avenue but you shouldn’t rely on organic results completely. Again, think of how 
many people have online businesses and how many are coaches. Chances are high that 
if you don’t tell people yourself about what you do, they may not find you at all. 

Don’t be afraid to toot your own horn! Publishing content is how you will attract new 
followers via social media and marketing your content needs to be a consistent, daily 
effort. However, there’s a fine line between marketing consistently and spamming 
people with your content. Nobody ever likes spammers so work on sharing your content 
in a way that builds relationships. 

Start with sharing your content on your Facebook business page. These posts can be 
your full blog post or an excerpt with a link back to your blog. Or you can start a 
conversation about the same topic and add a link to the blog post in the comments 
section. When someone adds a comment to the conversation, be sure to answer. Not 
only does this keep the conversation going but it shows that you’re attentive and caring 
about your audience. Do similar posts on any other social media platforms you use. Also 
consider promoting the same blog post multiple times during a week. Social media 
moves quickly and you have a better chance of more people seeing your posts when you 
publish multiple times. 

You can also use social media ads to bring your content to more people. Facebook ads 
are very popular and easy to set up. They provide such an incredible way to leverage 
your business and the programs that you offer, to specific, ideal clients. You can target 
your ideal client's location, age, gender, interests, and mirror those interests to your 
business. 

There are so many ways to target your social media ads but the rules can get 
complicated. You can hire somebody to do this for you or you can learn the ropes 
yourself. But you will need to use social media ads if you want to drive paid marketing 
people to your content. 

Anytime you post something online, on your business page, you can always have a call-
to-action. This is where you want to share those blogs, and when you drive them off 
Facebook or Instagram to your blog, there should be another call-to-action at the 
bottom leading them to one of your paid offerings. 

You can also use online events to market your content. Facebook and Eventbrite both 
offer great platforms for you to invite people and to share your online event. You can 
have many details all in one place, without having to even hire a professional designer 
to create a sales page for you. 

Don’t forget to send emails to your list. As long as you’re creating content that is specific 
to your niche market, your list will grow as will your profits. Make mention of your latest 
blog posts and of course, announce any paid courses you have available. At minimum 
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you should email once a week, to keep your readers familiar with your name, but some 
experts even suggest emailing every day, provided you have information to share and it 
doesn’t always sound like a sales pitch. By establishing this relationship with your 
readers, you’re showing them your expertise and now you're just going to enhance that 
relationship and get your ideal client to hire you through promotional emails and 
offering ways to work with you. At the same time, you must hit all their pain points for 
your marketing to be effective. 

 

Exercise: Make a plan to market your content daily. 

  

Social 
Media

Your 
business 

page

Answer 
questions 
in groups

Email

How often 
will you 
email?

Include 
calls to 
action

Other 
Outlets

Podcast 
Interviews

Guest Blog 
Posts
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STEP NINE: PLANNING YOUR PROFITABLE CONTENT 

An editorial calendar will be your best friend if you use it consistently to plan your 
content schedule. If this seems like a daunting task, start by looking just one month into 
the future. What topic does your audience want to hear more about? What haven’t you 
covered in a while? Brainstorm topics, titles, call-to-action offers, and affiliate offers. 
When you have this marked on an editorial calendar, there’s no scrambling at the last 
minute to find a relevant offer. 

Once you have one month under control, start planning more months of content in 
advance. Consider the seasons or upcoming holidays and how those may play into your 
content. Also take a look at content that you have previously published and analyze if 
there’s a way to update the content again to reuse it. Maybe there are updates you can 
add, or case studies your readers will find interesting. Maybe there are technical 
updates or strategies you can incorporate into the new blog posts. Instead of 
reinventing the wheel for each blog post, start with how you can make your previous 
content better. 

Automate the Process to Save Time 

Check out some automation tools to help save time in creating your content and also in 
marketing it. Meet Edgar helps automate your social media calendar by creating a 
library of your evergreen social media posts and it recycles those posts throughout an 
entire year. You have to set up the timing and upload the post content but then Meet 
Edgar takes over, allowing you to create new content. 

Also check out the WordPress.org plugin directory for multiple plugins that 
automatically publish your blog posts to your Facebook page or Twitter. Plugins are easy 
ways to automate and make your website work hard for you but do some research on 
your chosen plugins before installing. Always look to see if they are compatible with the 
latest version of WordPress and when the last update was to the plugin. Some 
developers stop supporting their plugins for a number of reasons and having a “broken” 
plugin on your site isn’t helping your site at all. 

Research Affiliate Programs throughout the Year 

Affiliate programs are excellent ways to draw some income from your website without 
producing your own products but it’s important that your chosen programs are relevant 
to your niche market. You need to immerse yourself into this niche and know what will 
help your followers so, if you truly care about these people in your niche, you will take 
the time to research products or classes that will help them. Don’t do it for the sake of a 
commission; if the offer isn’t relevant or the class doesn’t deliver what it promises, your 
reputation will suffer as a result. When possible, purchase the product and go through 
the ordering process before recommending it to your audience. They will be grateful. 

  

https://meetedgar.com/
https://wordpress.org/plugins/search/social+media/
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Exercise: Use this content calendar to map out your content for the next 90 days. Copy 
the table as needed. 

 

 

 

  

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

Date Content [Blog/Email, 

SM Post, Other] 

Headline Platform CTA/Notes 
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________________________________________________________________________ 

 BONUS 

10 DONE-FOR-YOU CONTENT PROMPTS 

The following are pieces of content which you can use to create engagement in: 

Your Stories, your posts, or for your group. 

 

1. Hands up if you're a quiz junkie?      raises hand! I think I've tried all the 
personality ones. What's your favorite quiz? 

2. This morning I <stepped out of my usual routine or did something unusual>. Do 
you have a morning routine or are you a fly by the seat of your pants kinda 
woman? 

3. I've never been a morning person and I wanted to change that, so.....(what you 
learnt) 

4. What’s the first thing that comes to mind when I say "Elon Musk" 
5. Finish this sentence, I'm at my best when...... 
6. Honesty alert, I can't stand <people biting their nails / chewing too loud / people 

who are always late>. I've tried to be compassionate about it but it drives me 
insane. What habit annoys you? 

7. Inbox Zero, it's a dream that I fear will never become a reality! How many unread 

emails do you have? Best one wins a wooden spoon         
8. Be kind for everyone you meet is fighting a hard battle- Socrates. Give me a 

heart emoji if you agree 
9. What was your first ever job? <insert yours for a laugh> 
10. Confession time. I hate ice cream! What can't you stand? 

 

 

 

 


