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The Solopreneur 
Operating 
System

A 90-minute system proven to 

seamlessly create your perfect online 

business and build your dreams.



Your Instructor
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Who is Dennis? 
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• 2-Time Multi-Million Dollar Entrepreneur

• Sales Leader for Fortune 100 Company

• Senior Sales and Marketing Director

• Founder of Express Entrepreneur

• 30+ years business experience

• Best-Selling Author

• Life Mastery Coach

• Angel Investor

• Podcast Host



My professional path



• 25 years as an entrepreneur or solopreneur

• Massive success and massive failure

• The Solopreneur OS is to help you NOT make my mistakes

• You can build a side hustle or an empire
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About Dennis & SOS 



Building your foundation

Defining your niche and brand

Creating a solid plan with proven systems

Creating content for social media

Building a LinkedIn profile that engages
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What we will cover

And more…. it WILL work, if YOU work it!

Basics of other Social Media

Growing your “tribe” 

Website Dev and SEO

The Sales Funnel

Newsletter
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• What is SOS

• The SOS

• My Journey

Intro
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• Niching

• Building Brand

• Sales Funnel

• Free Business 

Plan Template

Foundation

03

• Using your Niche

• Copyright Basics

• Scroll Stopping 

Headlines

• SOS Content Creator

• Templates

• Taplio & Hyperfury

Content Creation
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• LinkedIn

• Twitter

• Facebook

• Profile

• Building your Tribe

• Engagement

Social Media

Content (1/2)
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Content (2/2)

• WordPress

• Landing page

• SEO 101

• Payment 

System

• Overview

• Outline

• Loom

• Gum Road

• LMS

• Dream Plan

• Resources

• LMS (Free)

• Bonuses

• Contact me

• Work with me

• Refer me (20% discount)

Website Digital Course Personal 
Development Summary / Closing



01. Intro
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What is SOS?

I have been an entrepreneur/solopreneur in some capacity for about 25 years. 

I’ve had massive success and massive failure. I have made every single mistake in the book.

I’ve lost meaningful relationships and had health problems due to stress and doing things the “wrong” way.

And, I’ve been lucky enough to make it through the muck to create a meaningful comfortable life.

The Solopreneur Operating System is my attempt to help you not make ANY of my mistakes.

I’ve created this operating system to cover everything you’ll need to know to build or scale your online 

business. You can do it as a side-hustle, or build your empire.

The choice is yours…
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What is SOS?

As with ANY program on the planet… it will only work if YOU work it. 

I am providing you with a proven roadmap to success. 

If you follow it and show up everyday, you WILL become successful.

Some in a year and some in a couple months depending on your desire, 

your idea and your business model.

But it can work for everybody!

Promise.



There are 5 billion daily internet and social media users 

in the world, 95% are consumers Only 5% are creators

The new “currency” in the world is “attention.”

Build an audience… a “tribe,” and you can build an 

empire.
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Why Solopreneur 
Operating System? 



And… THAT is EXACTLY what I am going to show you how to do with The Solopreneur 

Operating System.

If you follow the plan… you can possibly make 5-6 figures a month in less than a year… 

some in less than 6 months.
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Why Solopreneur 
Operating System? 



So, I want to explain this amazing unique opportunity we have right now that we might 

never again have in our lifetime.

It used to be 30+ years ago, if you wanted to be an entrepreneur, you only had access to 

your local circumference as your possible client base… maybe 50k people… MAYBE 100k if 

you were in an urban area.
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Why Solopreneur 
Operating System? 



The rule of thumb for a brick and mortar store WAS location, location, location.

Now, you can literally lay in your bed in your underwear and reach a billion people with 

your phone.

THAT is the power of the time we are living in right now. Don’t miss this opportunity!

Here are some statistics for you to think about
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Why Solopreneur 
Operating System? 
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Statics

• LinkedIn generated $11.5 billion revenue in 2021, an 

increase of 43.7% year-on-year.

• LinkedIn has approx. 850 million members

• The United States has the most LinkedIn members, 

followed by India and China.

• Over 57 million business and 120,000 schools have 

LinkedIn accounts

I focus on LinkedIn because it works for my demographic and business model, but I think it will work for MOST

business models… and you can expand in any direction you want. The principles here will work on any platform.
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Statics

Let’s say you have a subniche of weight loss for middle aged moms.

Approx. 24% of users on LinkedIn are aged 40-49.

50% of them are women.

So, there are roughly 100M middle aged women on LinkedIn

Let’s say that there are 10M middle aged moms in the US alone.

And, your coaching/course is digital and/or remote, so you can work 

anywhere in the world.

Let’s just cut that by 75% for the hell of it because we don’t know the exact 

number of active daily users…

So… let’s put this into a practical application:
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More statistics

That leaves over 5M potential clients… 

If you can reach .001% of those women with your program, that is 5,000 

clients.

If you sell a course for $50, that is $250k in course sales.

Then, you pick up 5% of them as coaching clients, that is 250 clients.

Let’s say you charge $5k for your program… that is $1.25M

PLUS the $250k in course sales.

That is $1.5M

And, those are all very attainable numbers…

Make sense now?.
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Even more statistics

So, if we back up to 30 or 50 years ago, you only had a demographic of your local area, as potential clients… 

which might mean a few hundred potential clients depending on where you live.

We have an incredible opportunity to grow and build financial independence and freedom.

At some point there will be more regulations, rules, restrictions and requirements, so that means you want to 

take advantage of building your brand and your business NOW before all of that happens.

There will never be another opportunity like we have right now to build your own dream like this.

Build your tribe NOW… be set forever!



Without direction and accountability, we end up lost and procrastinating.

This course is meant to provide instructions on how to grow an audience and to build and 

scale your business.

If you have a good idea, execute these systems well, and do so consistently, you WILL become 

successful relative quickly.
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Why is this course 
essential?



• We will develop and implement a proven system to build

and/or grow your business.

• We will create a basic business plan to either provide clear 

direction.

• We will learn how to choose your niche, products and/or 

services, and to build a solid consistent brand.

• We will learn how to operate using modern technology and 

techniques.
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Course Goals



• We will learn how to build an audience with is VITAL for 

success today.

• We will learn how to create engaging content using basic 

copywriting techniques to attract and engage with your 

tribe.

• We will learn how to use social media the “right” way rather 

then being just a scroller/consumer
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Course Goals

Plus more…
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Quick Note

• The principles in this program are guaranteed to work IF you work on them consistently.

• There are exactly ZERO programs in the world that work if you do not work them.

• So… please watch the course, take notes, and plan on working… 

And you will create financial freedom and change your life!!!



The reason I’ve become successful, and millions of others before me, is that I have 

systems and processes that keep me accountable and on target every single day.

Because… if I don’t know where I’m going, I’ll end up somewhere else. 
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The importance of a
high-performance system



As James Clear says in Atomic Habits:
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The importance of a
high-performance system

“You do not rise to the level of your goals. You fall to the level 

of your systems.

Your goal is your desired outcome.

Your system is the collection of daily habits that will get you 

there.”



We really want to focus on the systems to get us to our goals and dreams, and not just the goal.

The goal might be huge, we call that an umbrella goal, and that’s ok, but if we focus only on that, 

we might get overwhelmed and lose focus and energy.

Then, we end up procrastinating and ultimately either quitting or not getting where we want to 

go.

So, we need to have solid systems in place to keep us moving each day…

THAT is how you build a successful business.
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The importance of a
high-performance system

So, let’s dive into all of that.



• Intro

• About Dennis

• Statistics

• Systems
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Summary and Action Steps



02. Building a Solid 
Foundation

28
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This foundational section is 

vital for success 
We can’t build our empire on a shaky foundation… or it will crumble.

If we build a solid foundation, any setbacks or tragedies can’t shake us. 

This is what we will cover in the Foundations section, some basic 

business stuff:

a. We need to solve a problem

b. Defining your niche/subniche

c. Naming your brand

d. Business Plan Template

e. Sales
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a. Finding a problem to solve
IMPORTANT NOTE: ALL businesses solve a problem

That means… if you are not solving a problem, you will not do well in your business.

It doesn’t necessarily mean your skills/talents aren’t good, it might just mean you don’t have the right idea 

or solution to an existing problem… AND… there is always a problem with something somewhere… so we’ll 

need to do some research.
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a. Finding a problem to solve

• Join LinkedIn or Facebook groups and online forums and ask people what 

they need help with.

• Use Search Engine Marketing tools like Google Keyword Planner to find out 

what people are searching for.

• Find other successful online businesses and identify the problem they solve, 

then look for ways to do it better.

How can you find a problem to solve?
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The bigger the problem and the better you can solve it, the more money you can charge and the more 

products/services you can sell.

For example, dentists can charge lots of money for a root canal because it is necessary and they are 

trained and licensed to do that. It is really hard to give yourself a root canal.

On the other hand, not many people will pay thousands of dollars to fix a wobbly chair. It is not a big 

problem and they don’t need help solving it.

The Golden Rule of Business:

a. Finding a problem to solve



Target market: Teenage girls who love fashion

Problem: They want the fashion without spending too much money.

Solution: Create a clothing line that’s exciting, fashionable AND affordable.

Target market: Marketing managers at IT companies.

Problem: Businesses need to increase traffic to their websites.

Solution: Write blog articles that rank high on Google to drive traffic.

Target market: Overweight working moms with young children.

Problem: Working moms need to exercise and lose weight, but they don't have time.

Solution: Create a time-saving weight loss program.
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01

02

03

Examples:

a. Finding a problem to solve
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b. Defining your niche/subniche

This is probably the most important piece to start 

because if we don’t know who we are marketing to, 

we will fall on our face.

There is a saying in the “marketing world”… “If you’re 

marketing to everyone, you are marketing to no one.”

A way I like to explain it is to use hashtags…



b. Defining your niche/subniche
Everybody knows about hashtags… Let’s use IG. 

If you look up #Love, you’ll see there are 2 billion posts with #love.

So, who do you think gets seen with #love on their post?

Ariana Grande, Christiano Ronaldo, Jennifer Aniston, Pitbull, Taylor 

Swift? 

Why?

Because they have millions of followers.

So anything they post will be seen first, followed by all of the other 

high-volume influencers.

OUR posts as “little people” will not be seen by anybody… ZERO
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b. Defining your niche/subniche

But, if you “subniche” it down to something like #lovesanfrancisco, there are only 1200 posts, so you will 

very likely be seen by at least 100 or more people… maybe even 500.

And out of those, maybe you’ll make connections with 10 or 20… and maybe even get 1-2 sales 

eventually?

So, because we were targeting, we were seen.

So would you rather be seen by ZERO of the 2 billion? 

Or 100 of the 1200?

Make sense now??



It is the same with business in general.

We need to be very targeted and specific in our marketing efforts.

Our tendency is to get excited and want to market to every single person who has money to spend, 

but we will be seen by NONE of them if we are not marketing specifically to SOME of them only.

Eventually, we can expand and reach a broader audience once we’re established and do that 

strategically, but not to start.

So, how do we do that? 

37

Well, I am going to give you a formula with examples.

b. Defining your niche/subniche



The other advantage to being defined by a subniche is that you are THE expert go-to person in 

that field.
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b. Defining your niche/subniche

If a middle-aged woman who wants 

to lose 30 pounds fast and sees a 

gym that just says “get fit”

…OR sees YOU who says 

“I help middle aged women lose 30 

pounds fast…”

AND, you can charge more because are an expert providing the right niched value… which we’ll 

explain in a later lesson here.

Who do you think she is going to call?
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“The riches are in the niches!”
Here is the high-level overview formula:

Choosing a niche/subniche:

b. Defining your niche/subniche

• What is your passion?

• What do you love to do most inside that passion?

• What problem do people doing that have?

• How can you help people solve that problem?
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Example of choosing a niche (subniche) with Template:

b. Defining your niche/subniche

What am I 
passionate 
about?            
Fitness

What do I 
know most 
about Fitness? 
Weightloss

Who can I help 
with weightloss?         
Middle aged moms

What is the 

problem? Middle 

aged moms need 

to lose weight but 

don’t have time

Solution

I help middle 

aged moms 

lose 30 pounds 

fast

Quick Stats: There are approx. 20 

million middle aged moms in the 

US. The obesity rate is greater 

than 50% in the US. That means 

there are more than 10 million 

potential clients
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Solopreneur OS Funnel

The Sales Funnel

The goal here as a solopreneur/entrepreneur, and really any business 

is to setup a sales funnel.

And, that is exactly what we are trying to do.

They can get very complicated and full, but we are going to keep this 

very simple. 

Classic Marketing Funnel



Remember, we spoke about the importance of 

having a plan and system in place to keep us 

focused and on track. Now that we know our niche 

and problem to solve, we can write our plan of 

action… a business plan.

42

So, why do we need a plan? 

Business Plan

Systems/Processes



Well it is basically a blueprint for what we’re building. Without it, we might wander off course.

Every single successful business in the world has specific systems, processes, and operating protocols… 

especially as we scale.

Big businesses have different departments handling different areas of the business:

Sales, Marketing, Accounting, Social Media, Customer Service, Secretaries, etc.

As solopreneurs, we don’t have those departments YET… we have to do it ALL
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Business Plan

Systems/Processes



And, if we don’t have systems and processes, we will eventually struggle and fail… or at the very least, not 

be happy.

This is why 9 out of 10 businesses don’t make it past 5 years.

One of my mentors told me 15 years ago as my first business was finally becoming successful, “Make sure 

you do everything right AS YOU’RE GROWING.”

This is sage wisdom. As our business starts to grow, we really need to grow along with it… to stay organized 

and systemized so we don’t have to undo or redo anything. 

This gets really painful, expensive and time consuming if we don’t stay on top of it.
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Business Plan

Systems/Processes



BUT… our challenge? 
Even the best systems and processes don’t guarantee outcomes.

They just make the desired outcome more likely to happen when 

we have these processes

Meaning, when we:

• Write a specific plan

• Clearly define our niche/market

• Have a clear path to communicate with them

• Have a clear path to purchase our product or service

• And, implement the systems

Then, we are more likely to succeed.



Choosing the right online 

business model
Before we can write a business plan, we need to know what our business model is.

MOST of you probably already know what kind of business you want to start, but if you don’t, here are the 

most popular types of online businesses for solopreneurs:

01

Promote other 

business's products 

and services online, 

and receive a 

commission for each 

sale you make with 

this passive income 

idea

Affiliate 
Marketing

02

Provide a service to 

other individuals and 

businesses using a 

skill that you have, 

such as advertising, 

writing, designing, or 

programming.

Freelancing

03

Become a coach or 

a consultant and sell 

your expertise, 

advice, and 

guidance

Coaching and 
Consulting

04

Package and sell 

your expertise in 

ebooks, worksheets, 

templates, and 

online courses.

Information 
Products

05

Create a piece of 

software or 

application, and 

charge users a 

recurring 

subscription fee.

Software as a 
Service (SaaS)

06

Use a service like 

Shopify to set up a 

website and sell 

physical products 

online.

Ecommerce
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It is in the resources section at the end of the 
course.

The Business Plan

To alleviate any crazy confusion, I am 

providing you with a basic business plan 

template.

All you have to do is delete any irrelevant info 

and put your own info in.

Put your logo on the home page and your 

info… and BOOM!!! A business plan!!



Branding is a HUGE topic and I am already working on a 

full course JUST for branding.

But to very briefly touch on it here, it IS very important, BUT

not what we need to focus ALL of our attention on FIRST.

So many people waste valuable time on things like logos 

and colors, when they should be building an audience and 

start connecting and engaging. 
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Basic Brand Building 101



You can get a logo on Fiverr or Upwork for like $20-$50… it will be just fine 

to start, you can fix it later. 

If you have some money and you want to make a great logo, there are 

sites like Crowdspring that I use for that and you can get some good 

concepts in a week

BUT do that WHILE you’re engaging and building, NOT INSTEAD OF engaging 

and building.
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Basic Brand Building 101

So, here are my quick suggestions to get started there:



The biggest thing to focus on with branding right now, is to 

be consistent everywhere you have a presence. Ie, Linkedin, 

Twitter, IG, TikTok… just make sure you have the same

appearance and vibe everywhere you are.

Think about the biggest brands in the world, Coca Cola, 

McDonalds, Nike… they are the same anywhere on the 

planet. 

You want to be like that too. 

If you are not consistent, it will confuse your tribe and they 

will lose trust in you and you will lose them. And it is all 

about building trust and dependability.
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Basic Brand Building 101



Look at the consistency of all of the brands we know  and trust… love em or hate em, they are very successful

because of their consistency.
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Basic Brand Building 101



Just a quick note about consistency:
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Basic Brand Building 101



Go back and clean up your digital footprint. Make sure all of your 

postings, social life, etc. are in alignment with what it is you are trying to 

achieve.

If you’re trying to sell a SaaS to a tech company, you might want to 

clean up your dirty joke memes, angry ex posts or doing shots of 

whiskey or bong hits from 5 years ago because they ARE going to check 

you out.
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Basic Brand Building 101

That’s how the world works now.



• Your brand is much more than a logo, that is just the visual component

• The way you communicate and interact with your tribe is part of your 

brand.

• Your price point is part of your brand.

• Your purpose is part of your brand.

• The way you answer the phone. 

• The way you dress.

• These are all things to keep in mind when building your brand. 
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Basic Brand Building 101
Some brand basics:



Make sure that if people see you one way on LinkedIn, that 

you are the same on TikTok or wherever you choose to have 

your presence known.
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Basic Brand Building 101

But, the most important piece is CONSISTENCY!!!

www.DENNISBERRY.COM



And, the last word of advice, which we’ll talk more about in the social 

media section, is to focus on 1-2 areas at a time…and crush them.

So many people want to be Gary Vaynerchuk, or whoever your social 

media hero is.

They want to be everywhere, but that is impossible to be 

everywhere… and do it WELL.

Gary V has a 9 figure marketing company and thousands of people 

doing a lot of that work.

You may someday get there, but Gary will also tell you that he 

started doing this while working for $10/hour at his dad’s liquor store.

We need to start somewhere, build that solid foundation, and scale 

from there.

56

Basic Brand Building 101



• Niche

• Solving problem

• Choosing business type

• Sales Funnel

• Basic Brand Building
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Summary and Action Steps



03. Content 
Creation/Copywriting 

101

58
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Intro to copywriting 
and content writing

To start, this topic… copywriting and content writing, is the most important part of the whole Solopreneur OS.

It is the way to build and grow your tribe… and ultimately your business.

Without a tribe, an audience or attention… we don’t really have a business.

We need to build that tribe and we do that by communicating with them through our content.

AND THEN by engaging with them, which we’ll also cover in the next section on social media.
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Intro to copywriting 
and content writing

That being said, there is exactly NO WAY to cover everything you need to know about copywriting and 

content creation in this course… or ANY course for that matter.

This will give you all you need to get started but do yourself a favor and continue to learn all you can about 

it.

It will change your life.

So… let’s dive into it!



It all begins with our niche and our brand!

Who do we want to reach? And, what is our goal?

So, with that in mind, we start with what I call our “BIG 4 CATEGORIES”

These are the 4 categories or topics that we focus on with our ENTIRE social media 

strategy.

Whatever your business is, we have MANY topics and categories we can go into, 

but we want to stay as focused and targeted as possible and become THE GO-

TO-EXPERTS in those areas.
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Intro to copywriting 
and content writing



SO… for me, I am a businessman, teaching other people how to become entrepreneurs and solopreneurs.

My ideal avatar, target or demographic are people in their 30s looking to improve their lives and work for 

themselves… to start a side hustle OR build an empire.

My services will work for ANYBODY who wants to start a business, but I can’t market to EVERYBODY or I am 

marketing to NOBODY, remember?

So, that is my FOCUS.
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Intro to copywriting 
and content writing



My BIG 4 CATEGORIES
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Intro to copywriting 
and content writing

95% of my posts fall into these categories.

The rest fall under current events, special occasions, promotions or holidays



Your BIG 4 CATEGORIES
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Intro to copywriting 
and content writing

Once you have your BIG 4 Categories, ALL of your posts fall under these categories.

This will attract your “tribe” Now you don’t have to think about what topics to post

Now we just need inspiration under these categories, and here is where the “tools” come in to make it simple.

1. The SOS Content Creator

2. Tools like: Hypefury, Taplio, Typeshare, Buffer

3. Copywriting templates
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Copywriting basics
I am going to show you some basic copywriting techniques and 

explain why it is important, but then I am going to show you 

some software tools and tricks to make your life WAY easier.

BUT… I want to stress to you to PLEASE continue to learn 

copywriting… read some books, watch some youtube videos, 

follow some expert copywriters… there are thousands of them. 

If you message me, I’ll share some with you.

If you learn to do copywriting well, and apply the principles in 

this program, you WILL become a 6-7 figure entrepreneur.
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Copywriting basics

So, the first thing I am going to share is The S.O.S. Content Creator.

It is a basic spreadsheet on steroids that I created to help you come up with 

ideas because that is the biggest problem with being a creator… coming up 

with ideas.

SO, I built this “shortcut” for you to help you cut through that obstacle.

Basically, we take our 4 big categories… you will take yours… put those on top, 

then choose categories that are important for YOUR niche and YOUR

tribe/demographic and put those on the left side.
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The SOS Content Creator
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The SOS Content Creator

Ok, so now that we have our topics, we need to write posts that get people to engage.

Writing posts is an art and a science. It takes time to master. 

PLEASE learn copywriting. I am just going over some basics, but I am always learning from people who are 

WAY better than me and they are always learning from books, videos, podcasts, etc. 

Master copywriting and you will become more successful than you can imagine.

It is a superpower!
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Scroll Stopping 
Headlines

The FIRST goal is to get them to stop scrolling by writing compelling 

badass scroll stopping headlines.

This is also called A HOOK!

AND, the goal of the scroll stopping headline is NOT to get them to buy 

anything, it is to get them to stop scrolling.

• THEN then next goal is to get them to read the second line,

• Then the body,

• Then the closing/summary,

• Then the CTA.
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Scroll Stopping 
Headlines

If you are just writing a post to get them to go to the CTA and buy your 

stuff, you will not be successful.

It is a process.

So, how do we write scroll stopping headlines? 

Let’s go over it



71

Scroll Stopping 
Headlines

Remember, the goal is to get them to stop scrolling and we do that by touching their emotions.

It is sales psychology.

We always say there are 2 topics that touch every person in the world… finance and romance… and I would 

add health, especially for our middle-aged demographic.

So our best 3 ways to catch their attention fast is to talk about money, love and health.

That is why fitness industry makes billions, and why crypto is so huge, and of course that is why Tinder and 

dating apps are massive.
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Scroll Stopping 
Headlines

So, now that we have a direction, we want to make them a promise to fix something there… 

like this:

“Make more money by…”

Now, they are going to stop because we ALL want to make more money… I’m going to listen.

NEXT, we want to let them know that they can make more money with very little effort… 

Whoa!!! Now I am REALLY going to listen.  

Because I need money and I don’t want to do anything for it.

1
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Scroll Stopping 
Headlines

Now, that I can make money by not doing much I am so tuned in and will listen to anything you say!!!

BUT, we can make it even sweeter!!! We can say:

“You can make money with little effort working just 1 hour a day from home.”

Holy crap!!! Now I’m your best friend!!!

I can make more money, with no effort in just 1 hour/day and not have to go anywhere.

Now, I can sell them anything I want… they will read anything I write after that… 

UNDERSTAND???

2
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Scroll Stopping 
Headlines

• We want to provide as much value as possible and decrease the amount of time it takes for 

them to get that value.

• Figure this out with any product or service you are selling and you will be successful.

• Here are some examples of scroll stopping headlines and I have provided a FREE template at 

the end in the resources section

Basically the summary is this:



The HOOK… Scroll stopping headlines templates. Free hook/headline templates in 

resources section
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Scroll Stopping Headlines Templates



Now, that we have the headline, we need to get them to continue to read down.

The second line basically connects the promise of the first line with the body. 

Something like this:

Make more money fast from home.
Here are the 3 steps it takes to do that:

1. Build a loyal following

2. Build a website and a digital product

3. Sell your product
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Writing the body and closing 
of the post

Then a closing like:

Following these steps will all but guarantee that you double your income in the next 2 months.

To learn more, follow me. 

Now we have a post.
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The importance of 
engagement

Look how I write my posts and the amount of engagement.

You might say, “Dennis you have only “X” number of followers, Gary V has 5 million”.

But, look at the % of engagement:

Gary gets about 1-2k reactions on his posts out of 5M - .04% engagement rate

I get about 100 reactions on my posts out of 7500 at the time of this recording – 1.3% engagement 

rate, which is triple his.
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The importance of 
engagement

And… mine is climbing exponentially every month… and that is because I have a system and writing 

style… AND because I engage with my tribe every day. 

I urge you to NOT follow the techniques of the massive influencers because they don’t use any specific 

copywriting techniques because they don’t have to.

Some of them do, but most don’t.

They do have other strategies they are using, and that might be fine, but if you want to build a following 

and you are not a superstar yet, this is the way to do it… promise.
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The importance of 
engagement

Keep in mind that Gary V has a 9 figure marketing company 

and posts 10X/day on each social media network.

You will not be able to effectively do that!

Just stay in your lane… choose 1 or 2 and crush it!!
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More examples of my 
posts
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More examples of my 
posts
I use Powerpoint to create  pictures for posts 

because I have been using it for like 15 years 

and it is like Photoshop for Dummies.

But, you can use Canva or any other 

number of apps and tools to create 

attractive post images.

I’ve created templates that I use over and 

over again with different pics, styles, fonts, 

etc.



Now that we have talked about how to write content, I want to go over how to use the same exact 

techniques to write compelling newsletters that convert.

These are different from marketing emails because they are HOPEFULLY already signed up. 

If not, you can get in trouble. 

We’ll go over that in a newsletter, not here.

That being said, we still need to write useful compelling emails for 2 reasons:

1. To keep our current subscribers engaged (or they might unsubscribe)

2. To turn them into paying customers/clients
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Newsletter



• Compelling topic

• Compelling line to get them to read the body

• The body

• The CTA 
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Newsletter

Here is the similar formula:



The other benefit to the newsletter is that they are usually longer form content, which we can use over and 

over again to create shorter form content for LinkedIn, Twitter or which ever social media platform you are 

using.

The other piece of the newsletter to note, which you can’t do in posts (yet) is to break up the content with 

pictures.

We want to keep them engaged and breaking up thick content with relevant pics will help keep them 

engaged.

In the next section here, I’m going to show you some tools, such as newsletter templates, you can use to show 

you what I mean here… it is a great way to cheat and make your life very easy.

84

Newsletter
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Posting tools, after learning content 
& copywriting 

OK… so now that I showed you how to do actual copywriting, now I’m going to show you how to make 

your life 1000% easier and “cheat.”

The reason I didn’t show you these earlier is that most of you would probably just skip over it and go 

right to the tools, which is fine, but if you don’t understand the fundamentals, the tools won’t make as 

much sense. 

In fact, most of the people who use the tools don’t have a basic understanding of copywriting, so they 

will never move beyond a certain level.

You are now setup for more success.

Ok, next… the tools
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Posting tools, after learning content 
& copywriting 

The first is Typeshare, a template tool… and it is amazing! 

It is a paid tool, but is affordable and WELL WORTH THE MONEY if you plan on being a creator.

So, the way it works, is that you choose your topics from the SOS Content Creator, and find a template 

that works for your topic/demographic

Then, you just fill in the template and schedule it or post it.
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Posting tools, after learning content 
& copywriting 
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Posting tools, after learning content 
& copywriting 

Hypefury is by far the best Twitter publishing tool, but I use it for LinkedIn too.

There are different types of content you use for different applications and 

messages you want to share.

Sometimes you want a long post, but MOST of the time, short posts work best.

We want to “punch” them with facts, emotion or whatever your message is.

Everybody says “That poor kid has ADD… we ALL have ADD.

NOBODY has time to read a 3 minute post… it might as well be 3 hours.

If you can get your point across in 10-20 seconds, you will get the best 

engagement.

But again, this is a basic course… there are times for long posts too. 

If you’d like to talk about it more, reach out and we can talk about it.
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Posting tools, after learning content 
& copywriting 

Anyway… Hypefury, I’m going to do a 

screenshare and show you how I use it.

Plug in your BIG 4’s and look for inspiration.

Edit as necessary.

Schedule and/or publish… 

and you’re done.
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Posting tools, after learning content 
& copywriting 

Next is Taplio… which is very similar to Hypefury but is 

for LinkedIn.

Same thing… punch in your BIG 4 topics, or whatever it 

is you’re looking for for inspiration and adjust as 

necessary.

And… same thing here too… schedule or publish

Nice and easy!
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Posting tools, after learning content 
& copywriting 
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Posting tools, after learning content 
& copywriting 

Now, it used to be that you needed to plug your posts into a scheduler, 

which is very important because you want to be consistent in your 

posting times because your followers will expect you to be posting at 

certain times to engage with you and/or to be inspired by you.

The great thing is now those publishing tools I just told you about ALL

have schedulers in them.

BUT, if you use many platforms and want to keep them all centrally located, you can use a tool like Buffer, which 

I still do, but I am switching to Hypefury soon because it works for my system.

That being said, Buffer works fine and has everything you need… and is cheap if you’re just getting started too.
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Posting tools, after learning content 
& copywriting 



• 4 Categories

• SOS Content Creator

• Scroll Stopping Headlines

• Writing a post

• Hypefury and Taplio (Screenshare)

• Typeshare

• Buffer
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Summary & action steps 



04. Social Media
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LinkedIn

So.. Linkedin is what I will be talking about most because it has worked 

best for me, but depending on your business, you might find Twitter, 

Facebook, Tik-Tok or whatever better, but the principles are the same.

IMHO, LinkedIn really is the best for any sales funnel type for a couple 

reasons:

1. It is professional people… and most professional people have jobs or 

want to have jobs, so they likely have money for your services.

2. They are professionally focused, which means they are not going to be 

posting pictures of their burrito they had for dinner last night… it is 

focused mostly on professional and personal development.
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LinkedIn

So, LinkedIn is really setup like a giant sales funnel and most people are not aware of that… most people 

still think of it as a job searching site or they are not sure but just want to connect with other professionals.

Many are sitting in their cubicles or at home in their jobs where they are not happy… we want to reach

those people.

Setting it up for success:
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LinkedIn

So… before we dive into the sales funnel, let’s have a quick sales psychology speech so we understand the 

process a little better: 

• Engagement – RED DOTS

• Sales psychology speech

• It is NOT put up a post and make a million 

dollars.

• It is about engaging… we give to get

• Same on every SM platform.
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Social Media
I am not going to spend too much time on the other platforms because the idea is to give you a high-level

overview of how all of this works.

Once we understand that, we can apply these principles to any other platform in their style.

We still want to do the following as we spoke about in detail:

So… let’s dive into LinkedIn here

• Provide engaging content consistently

• Engage with your tribe consistently

• Try to get them offboarded onto your website (which we’ll talk about in the next section on Websites)

You can do it on any social media platform where your ideal demographic is going to engage with you.
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I can’t stress the importance of this enough. Your internet presence, ie, 

your website, your landing page, your course, your social media pages… 

are your store front.

If you want, you can go pay $10,000/month for a storefront and everything 

involved with that, OR you can make your digital storefront shine for FREE

And reach 1000x more people.

Which I HIGHLY recommend if you plan to make money here.

Anyway… moving on…

LinkedIn 1. Filling out your profile 
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LinkedIn is basically a strategic sales funnel. Most people don’t know this… but now you do, so I urge 

you to fill it out completely, accurately, and with conversion in mind… because it WILL convert for you. 

There are MANY sections to fill out. Fill them ALL out as best as you can. They will help you establish 

yourself as the expert that you are.

We are going to cover the basics, but there is always more to learn, just like everything else.

My profile took me a very long time, and what it looks like now, is NOT how it looked when I first wrote it.

I’m always modifying, adding/subtracting… you will too.

LinkedIn 1. Filling out your profile 
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LinkedIn

Please have a nice picture. It is so important… it is the first point of contact with a potential client. If you 

have a picture of you in a bar playing pool, that is their first impression. Then they might be gone

forever. If you’re trying to sell beer or pool balls, then maybe it will work, but if not, I suggest a close up 

bust shot with eye contact.

a) A nice professional profile picture:

1. Filling out your profile 
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What do you do? 

Make it clear and make it helpful to THEM. Mine is:

“Building & scaling businesses for entrepreneurs & solopreneurs”

b) A catchy headline:

It tells them what I do and who I do it for in 8 words.

No guesswork. Very clear. I also mention my newsletter and my areas of 

expertise and focus:

“The Express Entrepreneur Newsletter | Personal Branding | Marketing”

LinkedIn 1. Filling out your profile 
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This is PRIME real estate! It is your billboard.

Picture this… you’re driving down the highway and you 

see a billboard with a crappy pixelated picture of 

some mountains or a sunset… and it is a life coach or 

digital marketing company trying to get you to pay 

them $5000 or $100,000. 

You would most likely NOT call them. 

Same here. 

c) Header image:

LinkedIn 1. Filling out your profile 
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Your header should be very descriptive and clear about what you do.

So many people waste this space.

Why would you put a picture of some buildings in a random city if you are selling digital marketing 

services?

Why would you put a picture of a mountain sunset if you are selling email marketing services?

If you are selling email marketing services have a nice descriptive header about that… maybe with some 

contact info and keywords to attract your tribe.

c) Header

LinkedIn 1. Filling out your profile 
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Checkout Chase Dimond… he is one of the most brilliant 

email marketing specialists on LinkedIn and Twitter.

He uses his space to be very clear about that… it is 

descriptive of what he does, clear picture, and he uses a 

diamond to play on his last name. THIS is a great way to 

use this space. A picture of a sunset would not describe 

any of this.

c) Header

LinkedIn 1. Filling out your profile 

To refer back to Personal Branding for a second, please also notice his tagline… “Email Marketing Nerd”. That is 

his specialty… his branding. Anywhere you look for him online, his brand is consistent… his colors, his message, 

his pictures… all on brand.

Understand?
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Here is my business page header. 

I am using this space to promote my course, which you are watching right now. You can also use it for 

something like this.

I have another one I rotate which promotes signing up for my newsletter.

A picture of a sunset or buildings would not describe any of that and would also not translate to dollars at any 

point in the process.

c) Header

LinkedIn 1. Filling out your profile 

Make sense?



108

LinkedIn 1. Filling out your profile 

This is where we want to tell who we are, how we can help them, and how to contact us.

IMHO, this is the most important section.

If we are lucky enough to get people to look at our profile after reading our content, we want to keep them 

there and hopefully offboard them to our website and get their info to put them on our newsletter and 

ultimately become paying clients/customers.

Understand?

So, I have seen many crappy profiles and “about” sections and, of course, I like mine best because it is clear, 

simple and concise.

So… let’s go over it... 

d) The ABOUT Section (also called “The Hero Section”)
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LinkedIn 1. Filling out your profile 

d) The ABOUT Section 
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LinkedIn 1. Filling out your profile 

I feel this is also highly underutilized.

This is a section to feature who you are… any products or services you offer.

Some people put old posts or other random things they think look nice, but just like a crappy header 

image…That will never turn into dollars.

Here you see I have my services I offer:

• Newsletter

• Course

• Coaching

Clear and consistent… and keeping with our goal to offboard them to my website.

Putting pictures of old posts or pictures of your favorite podcast episodes or influencers, will not create any 

income.

Make sure your links work too… success is in the details.

e) Featured Section
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LinkedIn 1. Filling out your profile 

e) Featured Section
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LinkedIn 1. Filling out your profile 

This is, obviously, where you show your professional experience.

It is like your resume. One thing I want to point out is that they all have logos there.

Some of them are my own companies and some are companies I’ve worked for. 

But, sometimes, the business logos don’t show up. You have to go in the section and while you’re typing in the 

name of the business, it pops up and you can choose it and the logo will pop up

If you just type the name of the business without choosing one of LinkedIn’s options, the logo will not appear.

Again… success is in the details.

f) Experience
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LinkedIn 1. Filling out your profile 

f) Experience
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And, remember that one of our goals as a business professional is not just to sell our “stuff” but to establish 

trust and build a solid foundation.

One of the best ways is to have recommendations from other reputable users. LinkedIn provides a section 

for that. I’ve found that the best way to get… is to give.

What I do, which I’ll briefly touch on here, is I have 1-1 meetings with people on LinkedIn. That is how we 

build relationships and trust. 

I’ve had zoom meetings with people all over the world and have formed true deep meaningful friendships. I 

highly recommend you start doing that.

g) Recommendations:

LinkedIn 1. Filling out your profile 
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Anyway, the point of that little speech is that when we are done, I usually leave them a 

recommendation and they usually leave one in return. If they don’t, it’s ok, but at least I did my part 

and helped them.

Another way to accumulate recommendations is simply to ask people you know to leave you 

favorable recommendations.

People do business with who they know, like and trust. Having some quality recommendations from 

other professionals on LinkedIn is a great source for that.

I also share some of those on my website too… they are valuable assets.

g) Recommendations:

LinkedIn 1. Filling out your profile 
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There are a couple other profile features and sections, but I find that if you nail these, you’ve built a 

good foundation. Try to get it all done soon. And, it is the same on any social media platform.

Remember the funnel… the billions of people on a social media network 

is the top of the funnel. When they start checking  you out, 

they’ve entered INTO the funnel.

When they enter into the funnel, we want to make sure they like what they see or 

they will jump right back out of the funnel and probably never return. 

LinkedIn 1. Filling out your profile 

Solopreneur OS Funnel
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LinkedIn 2. Engaging with your tribe

Now that we have our profile filled out and know how to create 

content, it’s time to start engaging with our potential 

clients/customers and building our tribe.

This isn’t rocket science, but it IS work. This is the time you are 

going to have to put in to establish yourself as a trusted source.

So many people think like this, “I’m going to put up a post and 

make $1M”… but that is not the way it works unless you are a 

celebrity. 

The way it really works is that we put up a post to create content 

relevant to what we are trying to achieve, then we go and engage 

with people in our target market to attract them to us.
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LinkedIn 2. Engaging with your tribe

There are really no shortcuts or “hacks.”

Shooting out DMs or paid messages even, will only annoy 95% of the people you reach out to.

The rest comes from persistent and consistent content posting and engagement.

We want to focus on who our ideal avatar is, which we created with our subniche.

So, to go back there… if you’re trying to reach middle aged women who want to lose weight, you’ll want to 

create content that middle aged women who want to lose weight would be attracted to… COMBINED with your 

brand personality.

Don’t try to copy somebody else’s brand personality if it is not yours or you won’t attract those people.

Just like real life interactions..
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LinkedIn 2. Engaging with your tribe

So, how does that work?

Well, we have to look for those people in our competitors.

If you are looking to find those women, and you are a 

fitness or nutrition professional, look for other

nutrition/fitness professionals

Search for them and look for “influencer” type people who 

have high engagement on their posts.

Linkedin has great search features to help you search for 

people, services and companies.
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LinkedIn 2. Engaging with your tribe

Find someone with a decent following who is:

• Active 

• Has great engagement on their posts.

When you find one, go into their post and comment on their posts.

THEN start engaging with other people who are commenting on that post 

too.

If you start doing that consistently, people will start engaging with you 

and you will build a following.

You are basically “stealing” their prospects… but I would never say that. 
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LinkedIn 2. Engaging with your tribe

Linkedin has a feature called a bell.

Once you either connect with OR follow somebody, a bell appears.

If you click on that bell, it turns solid and that means you will be notified of ALL of their 

posts, so as soon as they post, you will get a notification and you want to go and 

engage with that post as soon as possible.

And, the reason I say that is because if you get to a post early enough, and the author 

likes and/or engages with you, and other people engage with your comment, it will be 

seen by more people.

And, you will gain followers out of that.

Ringing the bell
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LinkedIn 2. Engaging with your tribe

Here is an example of a comment I made on Leadership First 

group page.

This is a page with 5M followers. Every post gets at least 10k 

reactions and is seen by at least 500k people.

So, in this case I was early on and got 49 likes out of it and 

probably about 20 new followers that day JUST off of that 

comment.

Now, that is a big one, but if you do that 20 times/day and 

get a few new followers out of each post, your follower count 

goes up real quick.

BUT… not just numbers alone… people who you can engage 

with and get to know, like and trust.

THIS is how we build our tribe and grow our business. 

Make sense?

Ringing the bell



123

Twitter, Facebook, and 
other SM

In a nutshell, like I said earlier, all platforms are set up similarly.

They all want to grow.

They all want you to spend as much time on there as possible.

They all want you to become successful using it so THEY will become 

more successful.

Twitter is great because of its rapid short form content… 

And, it fits my demographic too, so I stack it 

with Linkedin.
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Twitter, Facebook, and 
other SM

Use SOS Content Creator, Typeshare and Hypefury to bust out weeks worth of content.

THEN find influencers to follow.

Create “Lists” which is a great feature Twitter has to keep you from “Doomscrolling’ for hours when your 

goal is to work and feed your funnel.

Go into those lists every morning and every night and engage with at least 20-50 people/day and your 

following will grow exponentially.
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Twitter, Facebook, and 
other SM

As with everything else we are talking about here… CONSISTENCY IS KEY!!!

Here are the 2 options:

If you are posting once/week hoping to build a business, you will not be successful.

If you are posting 1-7 times per day and engaging with as many people as possible, and you have a 

consistent message and brand, you WILL become successful.

Those are the two options.

They are predictable… 

Your choice. 



• Setting LinkedIn up for success

• Profile

• Engagement 

• Twitter
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Summary & action steps 



05. Website
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Website/Landing Page

So, there are obviously many other platforms you can use, but I use 

Wordpress because it is setup for simple and it is the most popular.

The most important part of this website lesson is the functionality

and flow rather than the platform. 

You can use any platform you want.

Please view it in that respect. 

Websites:
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Website/Landing Page

I am going to start by reviewing the funnel.

So we started with social, then we were able to offboard them to our 

website, now we get them to sign up for our newsletter.

Once we get them to do that, we can market to them forever.

So our focus should NOT be selling a big ticket $10k coaching program, 

but rather to nurse them through the funnel by getting them on the 

newsletter list.

Websites:
Solopreneur OS Funnel
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Website/Landing Page

Please checkout my flow. I am offering to you to just copy my website layout and personalize it for your brand.

Here it goes: Notice on just the header space 

(above the fold) has 3 opportunities to 

signup for the newsletter. 

That keeps them engaged and also keeps 

them from being afraid that I am trying to sell 

them anything… just a FREE newsletter. 

No sale!
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Website/Landing Page

Then, as you scroll down, it’s just a little about me so 

we can build more trust.

Then we get to a section where there is 

ANOTHER newsletter signup along with 

other ways I can help IF they choose.

I leave it TOTALLY in their hands.

BUT, it is very simple and straight forward.
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Website/Landing Page

It is all very simple and straightforward… which is 

sometimes hard to do, which is why I’m telling 

you to just copy the whole format and make it 

your own.

Simple and clear always works better than clever 

and complicated.

Clear legible font and simple choices and Call To 

Actions (CTA’s)
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Website/Landing Page

Now we get closer to the bottom… and  

there it is again… 

ANOTHER newsletter signup.

And, then testimonials to build trust.
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Website/Landing Page

Then on the bottom, I have some free tools, 

which are essential guides that are similar to 

what I’m teaching you here in this course.

And, I’ll be adding more tools/guides here and 

there as time goes on… just adding more value.

The goal is NOT to make millions of dollars… it is 

to add as much value as possible… the money 

will come AFTER that. I promise.
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Website/Landing Page

THEN, lastly, I want  you to notice the footer… I have a few social media links.

Many people like to put big links all over their site to show them how popular and awesome they are

BUT, why would you do that?!?!

It took you a lot of work to get people to your website… why would you send them to another website?

The goal is to keep them on your website as long as possible and turn them into clients/customers.
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Website/Landing Page

You can go through the rest of the site and see the functionality and simplicity of it all and how it fits 

into the funnel we are creating.

This is how you build your empire.

If you can’t do it yourself, my developers can help.

It isn’t free, obviously, but we’ve done this before so we will get it done FAST and RIGHT the first time.

But, you can use any developer with basic knowledge to help you.

OR if you know how to use Wordpress or any of the other platforms that are popping up, please just do 

that.

Just keep it simple… and get it done!!!
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This is going to be a basic SEO lesson. There is no way to cover every 

single thing to know about SEO, which is also a moving target. 

So, here is a basic lesson to get you started:

Website/SEO 101
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Did you know… The average user will not wait longer than 3 seconds for a website to load, and it should be 

interactive in less than 5 seconds.

There are 2 optimal reasons for this:

1. Google will penalize you if it loads slowly, meaning they will rank you lower in search results, which 

means less leads, less potential clients, and ultimately less money.

2.    You have only one chance to make a first impression. If your website takes too long to load, this 

potential   lead will most likely never return to your business. Especially if it is a web-based business 

because how can you trust a web-based business with a slow-loading website?

Think of it like going to a restaurant. If you have a bad meal the first time, you will most likely not ever 

return, AND you’ll probably even tell your friends that it sucked too. 

Double whammy.

Website/SEO 101
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Since approx. 60% of ALL internet traffic is mobile, Google and other 

search engines place a huge value on mobile website optimization.

Not only that, but it just provides a bad user experience, which will also 

affect their buying decision with you.

Website/SEO 101

Mobile:
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1. Legible Font Size: Seems obvious, but if you can’t read it, you can’t 

understand it. A good benchmark is usually 12px.

2. Responsive Mobile Design: Responsive mobile design, meaning it fits 

into your phone rather than having to squeeze and open your screen, is 

more crucial than ever. Have you ever left a website because you had 

to move your phone around so much? Me too, and so has everybody 

else on the planet.

3. Tap Targets: This goes along with the responsive mobile design, but 

make sure any “buttons” or interactive targets work properly and are 

not stacked on top of each other.

Website/SEO 101

Mobile:
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1. Page Speed: As we discussed, this is becoming more and 

more important. Make sure it's fast. Some other factors 

listed below will help optimize the website loading and 

performance speed.

2. Fix Broken Links and Errors: Have you ever seen things like 

“Error 404?” Well, Google doesn't like that, or any other 

errors or problems. Having a regular site audit will help 

identify and fix these problems.

Website/SEO 101

Performance:
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3. Page Size: We want to ideally keep the size of the page below 3MB. The more info, pics, links, etc. 

you have on a page, the heavier it gets and the slower it loads.

4. Page Requests: Combine HTTP files to reduce the number of requests the website is making. If this 

doesn’t make sense to you, ask your developer to be sure the webpage is making as few HTTP 

requests as possible.

5. Minimal Page Redirects: Try to aim for no more than one page redirect. Each page redirect slows 

the speed of the page/site down and affects the user experience.

Website/SEO 101

Performance:
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6. Image Size: Make sure any images, or any other files for that matter, are compressed and 

optimized for different screen sizes. Use responsive images whenever possible.

7. Compressed Javascript and CSS Feeds: This is very important. If these feeds aren’t compressed, 

they can significantly impact the site speed. Again, if you don’t understand this stuff, ask your 

developer to check.

8. Browser Caching: Most browsers store user data and behavior so when they return, your website 

doesn’t have to work so hard to provide them a good experience, thus optimizing YOUR website.

Website/SEO 101

Performance:
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1. Keyword Research : Google, and many other 

SEO/SEM sites offer free tools to search for 

keywords that match your business goals. 

One of the best sites is Neil Patel. Search for 

the best words to attract searches to your site 

and optimize your web copy and blogs 

accordingly. This will provide massive value 

moving forward. Spend some time and 

resources on this step if possible. It will pay 

dividends.

Website/SEO 101
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2. Permission to index: Again, this seems obvious, but for your website, or any pages on it, to appear in search 

engine results pages (SERPs), the search engines (Google, Yahoo, Bing, etc.) need to know you exist AND have 

permission to put you there. Be sure you have done this.

3. Meta Descriptions: Also, very important. This is basically the description of what you and/or your business 

does. This is the text next to or under your business name on Google

4. Descriptive Link Text: This helps users trust that they are opening a safe link. You can’t just write “Click Here” 

anymore.

5. Reviews: Google places A LOT of weight on solid reputable companies. If your company and another 

company have the exact same services and you’re better at providing these services, have been doing it 

longer and have better equipment and capability, BUT THEY have more reviews or a higher rating than you, 

THEY will show higher in the results than you, and they will get that phone call. Ask your clients for reviews. It 

will pay dividends.

Website/SEO 101
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1. HTTPS (Hypertext Transfer Protocol Secure): This is internet 

communication protocol that protects the integrity and 

confidentiality of data between the user's computer and the website 

you are visiting. Basically it gives the users confidence that the site 

they are visiting is safe and trustworthy.

2. Secure Javascript: It is important to have updated Javascript

versions to prevent hackers from accessing the website.

Website/SEO 101

Security:



• Choose a simple website platform like Wordpress

• Study the sales funnel

• You can copy my website flow and make it your own

• Focus on this formula:

• Newsletter → Low Ticket → Mid Ticket → High Ticket

• Do some basic SEO work
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06. Digital Course
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Course
So, the next piece in our Solopreneur OS Funnel, is our digital course.

This is our ‘Mid Ticket Item.’ 

Our “Low Ticket” item is our newsletter, and in my case, I also have Life 

Mastery School, which is a series of videos on personal development I 

did a couple years ago, but if you don’t have another “low or free 

ticket” item, the FREE newsletter is perfect!

My “High ticket” item is my coaching, which we are not going to talk 

about in this course, but you’ll have to decide on your high-ticket sale.

But, leading with your high ticket, without having a tribe is a recipe for 

failure, which is why I am teaching you this method.

Solopreneur OS Funnel
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Course
Developing a course can be tedious and complicate and take a long time… BUT it doesn’t have to. There are a 

couple different ways to go about it, which I will share with you and you can decide.

1. Gumroad: a platform that is FREE to use and you can create your course 

there. They have a whole system, SEO, video recording capability, accept 

payment and store all of the material… BUT, they take 7-10% of your sales. 

There are other sites like Gumroad, they are just the most popular right 

now. It is a great option to get started, because if you don’t have a lot of 

capital to start, and you’re doing low volume, 10% isn’t bad AT ALL. 

This is actually a great option, so I highly recommend it. If you are only 

doing $10,000 or $100k in sales, that’s about $7000-$10k in commissions 

paid out… and a GREAT way to start out for free. BUT… if you plan on 

growing, which I know you are, and you do $1M in sales, that is $70,000+ in 

commissions… and that is nothing to sneeze at.

Which brings me to option #2… 
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Course

2. Developing a site: BUT, this requires a developer. If you 

are using Wordpress, there are plugins you can add 

which support membership and payment platforms. 

Again, you will need a developer and it requires more 

work on the front end, but then you don’t have to worry

about it costing so much down the road. If you choose 

to develop a site, but don’t have the developers to do it, 

let me know. We have the perfect developers who have 

done this many times, so you can trust it will be done 

FAST and the RIGHT way the FIRST time.
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Once we decide our course platform, we need to make the actual course. Again, I cannot do that for you, but I 

am going to give you 2 tools to help you do that.

Outlining a course:

Course

1. My entire slide deck… you can use it as an outline, BUT YOU 

MUST MAKE IT YOUR OWN. You cannot copy my course, 

obviously.  Keep in mind, you can substitute ANY industry in 

here. I am a businessman, so I teach people business. If you 

teach fitness, email marketing, book writing, basket weaving, 

or whatever it is you are trying to build, this system WILL work 

for you. 
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Outlining a course:

Course

2. There is a FREE mind mapping software I use 

called Coggle (coggle.it) and you can use it to 

map out your course, and your whole business 

model (picture on next page) It is probably best 

to use BOTH my course outline AND Coggle… 

Keep it simple and get to work!!!
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This is my Coggle for The Solopreneur Operating System Digital Course

Course



• Choose your platform

• Outline the course

• Make a nice Powerpoint

• Record it using Loom or Zoom, or whatever video recording software you use
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Personal Development

Lastly, I want to talk about Life Mastery School, which is a 

series of videos I made from my experience as a Life 

Mastery Coach over the last 17 years.

I want to share another passion of mine and what I think 

is VITAL for success as a solopreneur, and that is 

emotional regulation..

Life Mastery School
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Personal Development

In my opinion entrepreneurship and solopreneurship is 

all about:

• Consistency and Persistence

• Managing our emotions.

• Continued learning

• No “Zero” days

We will have big wins and big losses… sometimes in the 

same day.

Staying ahead and productive requires staying focused

and healthy… body, mind and spirit.

Life Mastery School
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Personal Development

It means, when I wake up in the morning and feel like “why am I doing this” or “that person is better 

than me” or “I don’t deserve success” or “I’ll never make it”….we need to redirect those negative 

thoughts or we will eventually struggle to make it.

Life Mastery School
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Personal Development

The difference between successful people like Elon, Bezos, Oprah, Branson, or whoever your “success 

hero” is… is NOT that they didn’t have any mistakes, failures and challenges.

They just didn’t let those mistakes, failures and challenges stop them.

They know how to manage their emotions.

Then it is just a matter of consistency and persistence.

Life Mastery School
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Personal Development

So, as a Life Mastery Coach, I created the Life Mastery School, which is free for everybody taking this course.

It is a series of videos focused on our emotional wellness including; Health and Wellness, Addiction Recovery, 

Love and Relationships, and Meditation and Mindfulness.

Please watch those at your convenience. There are about 60 videos in total and address all types of issues we 

face in our lives. 

I know you’ll find them useful.

Life Mastery School
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Personal Development

I know we did our simple business plan in the start of all of 

this, but now we are going to talk about our Life Plan… our 

Dream Plan.

We want to know what our vision is… what are we actually 

working towards.

This is just an intro… if you want to dive deeper, reach out, 

and we’ll talk about it.

It is attached as a free resource. 

Your dream plan



• Study LMS video series.

• Build healthy routines

• Develop them consistently over time

• Fill out your Business Plan for Life… Your Dream Plan
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Well, we covered a lot here.

This course ended up being twice as long as I expected and I was going to cut it in half, but I feel like it is all so 

valuable for your success.

There will never be another course with so much value for so cheap.

We discussed everything from deciding on your niche and creating a plan, to branding and content creation, to 

the sales funnel and building a website and a digital course. 

We even discussed some personal development, which I HIGHLY RECOMMEND you dive into. 

If you don’t connect with my videos and philosophy, that’s fine, please find some that you do.

Summary
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My training and philosophy is based in ancient eastern philosophy, like Taoism and Buddhism along with 

modern day teachings based in mindfulness and meditation.

If we are not focused and centered, we are unfocused and uncentered… and it is very difficult to get ahead 

when we are emotionally off center.

When we are like that, we end up procrastinating and turn to unhealthy coping mechanisms like eating, drugs 

or alcohol, porn, mindless scrolling or any other number of distractions. 

Just a little clear direction will really change your entire life… body, mind, spirit… AND money!!!

Next I’m going to go over some of the FREE resources I’m attaching for you.

Summary
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Free Resources & 
Guides

• Business plan template

• Branding templates

• LinkedIn Guide for Engagement and Boosts

• Twitter Guide

• 10 Post Templates Newsletter template

• Scroll-stopping headline templates/samples

• SEO Guide

• Business Plan for Life
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Some HIGHLY recommended 
reading material:

These books have helped shape me over the years as a businessman, coach, partner, and decent

human being.

This is by no means a comprehensive list and there are new books coming out everyday… but this is a 

solid list to get started. I highly recommend reading them along the way to continue to learn and grow:

• Atomic Habits - James Clear

• $100M Offers - Alex Hormozi

• Think and Grow Rich – Napoleon Hill

• 7 Spiritual Laws of Success – Deepak Chopra

• The Four Agreements – Don Miguel Ruiz

• Rich Dad Poor Dad - Robert Kiyosaki
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I wish I could cover everything there is to know about starting or building your multimillion dollar 

business in one 90-minute course, but it is just not possible.

Some topics in my upcoming courses:

• Brand Building

• Email Marketing

• Pricing and Value

• Systems/Processes/Organization

• Copywriting/Content Creation

• Paid Ads (Google & Social Media)

• Personal Development/Life Mastery School

Upcoming courses


