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Introduction

If you deliver educational material, you’'ll know already that most people who attend a
conference, training course or seminar don't take action. How do you address this
problem? You can provide supplementary material for participants to take home; you can
spend more time working with them on their follow-up actions; you can schedule more
presentations to keep the learning alive.

Or you can use online courses.

With an online course, you automatically deliver on-going material to reinforce your live
presentation. So you embed the learning, create lasting results, and create more value
for your clients and customers.

In this program, we’ll talk about the use of online courses for many purposes. One —
which we’ve just mentioned — is for follow-up material to live presentations. There are
others as well, and we’ll cover them in this program.

Who is this for?

I work mostly with infopreneurs — professional speakers, trainers, consultants, coaches,
authors and other “information experts”. Online courses are particularly useful for
infopreneurs because they are a natural extension of your current presentations. You're
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already delivering high-value content to clients; it’'s now a matter of turning that into an
online course instead. Of course, it's not a trivial task, but it's certainly easier for you
than for people who don’t have your intellectual property.

Why me?

I've worked with dozens of clients on their online course strategy — you’ll meet a few of
them very soon. So | know what works — and doesn’t work.

I also use online courses myself in my business — both as marketing tools and as paid
products. So | have practical first-hand experience with them.

My company First Step has developed online course software for our clients. So we also
know exactly what infopreneurs want in this regard. For more than a decade, we’ve been
developing and enhancing our software to meet your needs.

Why now?

Matt Church was my first client to talk about online courses. When Matt first described
this concept — way back in 1998 — it was a novel idea. Over time it’'s become far more
common, and many speakers and trainers are already offering online courses to their

clients. If you’re not, you might be missing out on a competitive advantage.

It's also become more common for people everywhere to turn to the Internet for their
education. Although there’s definitely a place for live training, many people turn to the
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Internet instead — or in addition to — for their education. By offering online courses, you
tap into that market.

Finally, it's becoming harder to fight your way through the mass of advertising and
promotional material bombarding your clients. You can use a free online course to reach
directly to them, staying “front of mind” with them while delivering high-quality content
that continues to reinforce your expert status.

What is an online course?

We'll look at this in more detail later. However, to get started, think of an online course
as a series of educational e-mail messages, delivered to users automatically, in a pre-
determined sequence.

That’s a simplified definition, and you’ll see later that it’'s much richer than this simple
description implies.

Overview

We begin with a few examples of our clients who are using online courses effectively.

Then we list a number of benefits of online courses — some you’ve probably considered
and others might be new to you
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Then we look at the four broad types of online course, and then how to position them
from a marketing viewpoint

I'll then show you some examples of online courses | use
Then we turn to the details of planning and writing your course.

Finally, we turn our attention to marketing again, and consider ways of selling more
courses and getting more subscribers.

Enjoy the program!
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Online Courses in Action
To give you an idea of how infopreneurs are using online courses in their business, I'll

give you four examples here. These are First Step clients who are actively using online
courses to boost their bottom line.

Matt Church

Matt, at www.mattchurch.com.au, is one Matt CHURCH
. y - B e T N
of Australia’s leading conference speakers.
He was in fact our first client to use online MU Entry Fagy
courses N EET&:;'.‘.‘.'.’;’.'.,”.TI'::',‘.‘.‘::.".‘.I.'.JC.‘#:T.’..'.‘,‘ e
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Matt took an innovative approach to his first B,
Web site: It had no promotional material, no AR
marketing material, no information about

Matt's presentations. Instead, the only thing on the home page was a password box.

i ar s ey e ety o Far & mesre: F1D000 va3 gl mnmat vakes

Matt would sell access to his Web site to the corporate clients who booked him for a
conference. He would give out the password at the conference, and everybody who had
the password could sign up to follow-up online courses. For example, because his topic
was related to health and energy, he had a 21-day follow-up course for attendees.
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Now Matt’s site does include promotional material as well, but it still retains that
password-protected area and the online courses in it.

David Penglase

David, at www.salescoachcentral.com, also Snll.-:k'l‘.-.r."}:nhnl‘ ey e ]
uses online courses extremely well. Like Matt,

¥ T
David started by offering follow-up courses to P w.J:‘Z'i‘.’:‘:ﬁ:f;:ﬁif‘.’:,"h‘;‘:E.':.'.h.., i

complement his sales training workshops.
Unlike Matt, David would ask the client for the
attendees’ names and e-mail addresses, and
would sign them up to the courses himself.
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membership site, SalesCoach Central, which iy 31 pur sy chelimue
still uses online courses as a key part of the educational service offering.

Keith Abraham

Keith, at www.KeithAbraham.com, was
another early adopter of online courses. For
Keith, these were particularly important
because his main topic area at the time was
“customer loyalty”. So, to practice what he
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preached, he offered free online courses to his clients as a loyalty tool. Although he didn’t
charge money for the courses themselves, they did bring him a lot of business because
clients saw they as high-value gifts.

John Highman

John, at commercialrealestatetraining.net, 'F l w

also uses online courses to deliver follow-up S e Com e - Commercial R Estane Trsdnng

educational material after the seminars he i ks
- - . g Sk

delivers in the real estate industry. L D e

His approach has been so successful that he
now works as a consultant to the REIQ (Real
Estate Institute of Queensland), offering online training in the commercial real estate
market.
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Benefits of Online Courses

Online courses offer a number of benefits, both for marketing yourself and for delivering
your intellectual property.

Identify potential visitors

When somebody visits your Web site, your Web site statistics package will show that
somebody has visited, but you have no idea who they are. If you offer them a free online
course that’s interesting enough for them to subscribe to, you know them by name — and
e-mail address.

Stay front of mind with prospects

The next step is to set up a system for marketing to them, so you can do it repeatedly
and consistently for all your potential customers. Again, an online course helps, because
you write it once, and then it keeps in touch automatically with subscribers.

Present a highly-visible profile

The advantage of having somebody’s e-mail address in this way is that you now have
permission to talk to them. And provided you can continue to provide information of value
to them, you can continue talking to them. An online course allows you to do things that
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simply aren’t practical with other marketing techniques. For example, you could even
send somebody a “tip of the day” — something that would just cost way too much if
you’re trying to do it by phone, fax or post.

Create more personal connections

An online course creates a more personal connection than some other electronic products,
such as e-books. With an e-book, you’re relying on the reader making use of the
material. With an online course, you prompt them to take action on a regular basis.

Get published fast

If you’'ve got material that is “almost ready” for publication in another form — such as a
book — release extracts of it as an online course first. That book might be “almost ready”
for a long time! In the meantime, the material can be out there in the online course
already. And when the book is ready, you've already got your first group of potential
customers!

Another advantage of releasing it as an online course first is that you don’t have to write
the entire course first. Because it’s doled out in instalments based on your schedule, you
can write later parts of the course even while people are using the earlier parts.

© Gihan Perera Page 11 of 55 www.firststep.com.au




Keep the Learning Alive

Keep the learning alive in your participants

One of the most effective uses of an online course — particularly for infopreneurs — is to
continue the learning process started in a live presentation, such as a conference
keynote, training session, public seminar or even a coaching session. This is not only
effective for the student, it can also be highly profitable for you (because you increase
your presentation fee by adding the online course).

Take control of the delivery

With online courses that you deliver one piece at a time, you control the delivery of the
material. You decide in what sequence to send it, how much time to leave between each
message, and so on. With some other formats — such as books, e-books, audio packages,
and membership sites — you can suggest a way for the customer to use it, but there’s no
guarantee they will follow your suggestion.

Build loyalty with value-added gifts

Even if you don’t sell your online courses, they can be extremely valuable gifts to
promote loyalty with existing clients. It means they don’t only hear from you when you’re
sending them your bill!
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Test, measure, experiment

It might take months to write a book, and only minutes for readers to find flaws in it. The
problem is that creating products can be an isolated process.

Online courses are different. Because you're doling out the material in chunks, you give
yourself more opportunities to get useful feedback on those chunks. You can incorporate
that into your future messages, and even into the messages you’'ve already sent (so that
new subscribers benefit from the improvements).

Spread your message further

As with many other electronic products, because it costs nothing to deliver them, you can
offer online courses freely to anybody and everybody. If you've got material of value, you
can spread your message further, which helps more people and also improves your own
marketing.

Make money selling, upselling, cross-selling and downselling

Of course, many people want to make money from selling online courses — and you can
certainly do so. We’ll talk about this in much more detail later.
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Gain a clear competitive edge

Finally, despite all these wonderful benefits of online courses, it’s still astonishing to see
how few infopreneurs are using them — and even fewer who are using them effectively.

Even among our own clients who have the online course software available as part of
their Web site package, most of them are using it only for a simple e-mail newsletter.
That’s valuable — very valuable — but there’s so much more you can do as well.
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What is an Online Course?

Different people have different ideas when they think “online course”. So it’s useful to
consider the different types.

We’'ll group these based on the differences between the ways you deliver the material.
I’'m not talking about different formats (such as text, audio, video); I mean the
sequencing of the individual lessons in the course.

Broadly, they fall into four groups, each with benefits and drawbacks.

In this program, we’ll focus mostly on the “Rolling” method. However, we do
describe all four here for reference.

One-Off

b\
1\

The first type is where you deliver all the course material at once. For example, e-books,
membership sites and MP3 downloads all fall into this category.

Some people might not even consider this to be a “course”. However, it's certainly
possible to deliver course material in this way.

The advantages are:
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= For your customer: They can review all the material; they can go through it at their
own pace; they can customise the learning to suit their particular circumstances.

= For you: You don’t have to keep track of each customer’s progress; there’s no
expectation of on-going support.

The drawbacks are:

= For your customer: It's easy to lose motivation and focus; it can be overwhelming;
there might not be any support offered if they get stuck; it's tempting to just put it
aside and never get started.

= For you: For the reasons just mentioned, you might get more dissatisfied customers;
there’s usually lower perceived value than a course delivered in a series, so you can’t
charge as much as for the other methods; you have to write all the material in
advance.

Calendar

The second type of online course is delivered in a sequence, with the sequence
determined by actual calendar dates. For example, in the physical world, this could be a
series of public seminars, a series of workshops or a newspaper/magazine subscription.
In the online world, this would typically be a combination of e-mail and group
teleseminars.

=

The advantages are:
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= For your customer: They can plan their schedule in advance; they are forced to “keep
up” with the schedule.

= For you: You don’t have to keep track of different people at different stages; you can
schedule additional events along the way (e.g. a “Getting Unstuck” teleseminar part-
way through the course); participants can co-operate with each other during the
course; the entire group progresses as a “team”.

The drawbacks are:

= For your customer: If they miss one course, they might have to wait a while until the
next course is scheduled; the scheduled dates might not suit them; they might miss a
lesson in the course and fall behind.

= For you: You have to arrange your schedule well in advance; you might not get
enough participants to make a profit; unexpected events can throw the schedule off

the rails.
Rolling
— The next type, called “rolling”, is where the course lessons are delivered in a strict pre-
ﬂ determined sequence, but the course starts whenever a participant signs up. For
instance, if you’re a conference speaker, you can sign up one group of participants at a

conference this month, and do the same at another conference next month. Each group
starts receiving their course whenever they sign up, not based on the calendar date.
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This typically doesn’t happen in the physical world, because there’s too much work
keeping track of each participant’s progress. But in the online world, that calculation can
be automated.

The advantages are:

= For the customer: They can subscribe when they’re ready, not because they have to
meet an arbitrary date.

= For you: You don’t have to schedule course dates; you don’t require a minimum
number of participants, because each person is working independently of the others;
but you can still enrol groups of participants together, to get the advantage of
teamwork.

The drawbacks are:

= For the customer: It's easy to procrastinate and never sign up; some people find it
difficult to work independently, without others to interact with; it's tempting in busy
times to fall behind and never catch up with the schedule.

= For you: It’s more difficult to convey a sense of urgency for signing up, because
there’s no specific start date; it’'s more difficult to schedule supplementary events (e.g.
a “Getting Unstuck” teleseminar), because people are at different stages.
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Demand

Finally, you can offer courses “on demand”. With this method, again you package up the
material into discrete units, and deliver them in sequence. However, this time the
customer decides on the frequency of delivery. When she finishes the first lesson, she
requests the next lesson; and so on.

In some cases, the customer can even decide on the sequence. For example, if you create
a content-rich membership site, in some ways you can consider that to be an on-demand
online course. When a member wants to learn something new, they dip into the
membership site, download the relevant e-book (or whatever), and learn it. When they’re
done, they can move on to the next topic, which will vary for each person.

The advantages are:

= For the customer: They can progress at their own pace; they don’t have to worry
about “falling behind”.

= For you: You don’t have to pre-determine the best frequency for the lessons.

The drawbacks are:

= For the customer: There’s nobody pushing them to take action, so it's easy to fall
behind or give up altogether; some people are perfectionists, and will never be “ready
to move on to the next lesson; if the sequence isn’t clear, it might not be easy to
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determine the best sequence themselves; it can be overwhelming if they have too
many choices.

= For you: You have fewer opportunities to guide your students and keep them on track;
you’re not “front of mind” with them regularly.

As | said earlier, in this program we’ll focus mostly on the Rolling method. However, do
keep the others in mind as well, as they can come in useful for certain situations.

Page 20 of 55

www.firststep.com.au



Keep the Learning Alive

About Gihan Perera

Gihan Perera is a business consultant, speaker, author and entrepreneur — with clients
throughout Australia, and in New Zealand, South Africa, Singapore, the U.K. and Canada.
He works with professional speakers and trainers, consultants, business owners, CEOs
and strategic leadership teams to improve their marketing, sales and persuasion skills in
one-on-one meetings, group presentations and on the Internet.
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