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BEFORE YOU BEGIN

Copyright and Important Disclaimers

© 2026 All Rights Reserved. No part of this guide may be copied, shared, distributed, or
published in any form without written permission. This guide is for the personal use of the

original buyer.

EDUCATIONAL USE

EARNINGS DISCLAIMER

EXAMPLES AND NUMBERS

THIRD-PARTY PLATFORMS

INTELLECTUAL PROPERTY

YOUR RESPONSIBILITY

Everything in this guide is provided for educational and informational
purposes. It is not legal, tax, accounting, or financial advice. When a
decision has legal or tax consequences, speak with a qualified professional
in your area.

The $5K per month figure used throughout this guide is a goal and a
planning number, not a promise or a prediction. Most new businesses earn
little or nothing at first. Results depend on product quality, customer
demand, pricing, marketing, expenses, consistency, and many factors
outside anyone's control. Revenue is not the same as profit.

Revenue tables, conversion rates, ad costs, and milestone examples are
simple math illustrations meant to help you plan. They are not typical results
and they are not based on the earnings of any specific person.

This guide mentions platforms such as Canva, Pinterest, Instagram, TikTok,
YouTube, Google, Meta, and Al writing tools. The author is not affiliated
with, endorsed by, or sponsored by any of these companies, including
OpenAl. Features, fees, and rules on every platform change often, so
always check the current terms before you rely on them.

Only sell products you created yourself or have clear written permission to
sell. Do not copy another seller’s text, designs, photos, or product names.
Chapter 3 explains how to use ready-made materials responsibly.

You are responsible for your own business decisions, including taxes,
refunds, privacy rules, advertising rules, and consumer protection laws
where you live and where your customers live.

A NOTE BEFORE YOU BEGIN

This is a practical workbook. You will get the most from it if you print the worksheets, or fill them
in digitally, as you go. Every chapter ends with something to do, not just something to think about.
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WELCOME

You Can Build a Business Without Becoming
the Brand

If you have ever wanted to earn money online but felt your stomach drop at the idea of filming
yourself, dancing on TikTok, or posting selfies every morning, this guide was written for you.

For years the loudest advice has been the same: grow a following, become an influencer, show your
face, build a personal brand. That path works for some people. It is also the reason many capable,
thoughtful people never start. They are introverts. They have a full-time job and a manager who
would rather not see them online. They are parents who value their privacy. They are in their fifties or
sixties and simply do not want to be on camera.

Here is the truth that changes everything: customers buy solutions, not faces. When someone
searches for a printable meal planner at 10pm on a Sunday, they are not looking for a personality.
They are looking for a planner that will make their week easier. If your product solves that problem
clearly, and your store makes it easy to buy, the sale happens without anyone ever knowing what you
look like.

“Your product is the star of the show. You are the person quietly
running the store behind it.”

What you will build in this guide

e A clear niche with a specific customer and a specific problem.

e A useful PDF product that you create yourself or source responsibly.

e A simple online store that delivers files automatically while you sleep.

e A faceless marketing system using screen recordings, carousels, pins, search, and ads.

e A tracking habit so you know your real revenue, expenses, and profit.

HOW TO USE THIS GUIDE
e Read one chapter at a time and complete its worksheet before moving on.

e Use the 30-Day Launch Plan in Chapter 9 as your calendar.
e Keep the trackers in Chapter 10 open every week once you start selling.
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THE BUSINESS MODEL

What Is a Faceless Digital Store?

A faceless digital store is an online shop that sells downloadable products, usually PDFs, where
the products and their results are the focus of the brand rather than the owner’s face or
personal story.

What a digital product is

A digital product is anything a customer buys and receives as a file instead of a package. Guides,
planners, checklists, workbooks, trackers, and printable templates are the most popular. You create
the product once, and you can sell it again and again with no inventory, no shipping, and no extra
production cost for each order.

How a PDF sale actually works

Receives the
—»| Pays at checkout |—»| download link by |—»
email

Customer finds Reads your
your product product page

Opens and uses
the PDF

Every step after the customer clicks the buy button can be automated. Your checkout tool takes the
payment, sends a receipt, and emails the download link. You do not need to be awake, online, or on
camera for any of it.

Why your audience does not need to see you

e Buyers judge the product by its preview pages its title, and its description, not by the seller's
selfie.

e Search engines and Pinterest send buyers who are already looking for a solution, with no
personality required.

e Trust comes from professionalism clear policies, honest previews, and fast support build
confidence without a face.

REAL-WORLD EXAMPLE

A retired teacher creates a 24-page Homeschool Week Planner. She sells it through a simple
storefront, promotes it with Pinterest pins and screen-recorded flip-throughs, and answers
customer emails under her store name, Quiet Desk Printables. Her customers know the planner
well. They have never seen her face.
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THE BUSINESS MODEL

How the Business Works

Every faceless digital store runs on the same five-stage engine. Once you understand it, you
will always know which stage needs your attention next.

Choose a niche |— Cre:t:rzzjzi:rce - Build a store —»| Attract visitors |— Make sales

1. NICHE Pick a specific person with a specific problem. "Busy nurses who work night shifts"
beats "people who want to be organized."

2. PRODUCT Turn the solution into a PDF: a guide, planner, checklist, workbook, or template.
Useful beats long.

3. STORE Set up a storefront with a clear product page, secure checkout, and automatic file
delivery.

4. VISITORS Bring people to the product page with faceless content, search, Pinterest, email, or
paid ads.

5. SALES Some visitors buy. You track the numbers, improve the weakest stage, and repeat.

The five beginner-friendly PDF formats

Format What it is Example product Typical price
Guide Teaches a process step by Thg First-Time Gardener's Raised Bed $17 to $47
step Guide
Organizes time, tasks, or
Planner . 90-Day Debt Payoff Planner $9 to $27
Checklist Short list of exact actions Moving Day Master Checkilist $5to $15
Workbook S:;?:?ad exercises with writing The Career Change Clarity Workbook $17 to $37
Template Fill-in pages people reuse Printable Weekly Meal Planner Pack $7 to $19

Price ranges are common market ranges for illustration, not rules. Chapter 7 shows you how to price your own
product.
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SETTING YOUR GOAL

Understanding the $5K/Month Goal

$5,000 a month sounds big until you break it into sales. The table below shows how many
sales it takes to reach $5,000 in gross revenue at different price points.

Product price Sales needed for $5K gross Sales per day (30-day month)
$7 715 About 24

$17 295 About 10

$27 186 About 6

$37 136 About 5

$47 107 About 4

$67 75 About 3

$97 52 About 2

Look at what happens as price rises. At $7 you need roughly 24 sales every day. At $47 you need
about 4. Higher prices require a product that genuinely delivers more value, but they also mean you
need far less traffic to reach the same goal.

IMPORTANT: REVENUE IS NOT PROFIT

Gross revenue is the money customers pay. Profit is what remains after payment processing fees,

platform fees, software subscriptions, advertising, refunds, and taxes. A store with $5,000 in
revenue and $2,200 in ad spend is a very different business from one with $5,000 in revenue and
$200 in expenses. Chapter 8 walks you through your real numbers.

Three ways to reach the same number
¢ One strong product at $47 selling about 107 times a month.
¢ A small catalog of five products at $17 to $27 each, each selling 40 to 60 times a month.

e A core product plus a bundle for example a $27 guide and a $67 bundle that some buyers choose
instead.

These are mathematical examples, not earnings predictions. Many stores never reach this level, and the ones
that do usually take months of consistent work.
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YOUR ROADMAP AND CONTENTS

The Faceless Business Roadmap

Five steps take you from idea to income. Every chapter in this guide maps to one of them, so
you always know where you are and what comes next.

1

niche

Choose your Create or source Set up your store Drive traffic
your product without your
face
Ch3 Ch4 Ch5to7

CONTENTS

01

02

03

04

05

06

07

o8

09

10

Welcome to Your Faceless Business
Finding Profitable PDF Niches

Creating Your First PDF

Building Your Faceless Digital Store
Faceless Content Marketing

Getting Sales Without a Large Following
Turning Visitors Into Customers
Building Toward $5K Per Month

Your 30-Day Faceless Store Launch

Bonus Templates and Business Trackers

Improve and
scale

Ch8to 10

1

Inside the toolkit: 50 niche ideas, 40 faceless content ideas, 6 Al prompts, 2 video scripts, 3 sample
ads, a 30-day content calendar, a 30-day launch plan, and 32 worksheets, checklists, planners, and
trackers.

21

33

45

59

7

81

93

03
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WORKSHEET

Your Starting Point

Answer honestly. There are no wrong answers here. This page becomes your reference point
when you look back in 90 days.

1. Why do | want to start this business? What would extra income change for me?

2. How many hours can | realistically dedicate each week? Which days and times?

3. What skills do | already have? (organizing, writing, teaching, design, a profession, a hobby)

4. Which topics do | enjoy, know well, or get asked about by friends and family?

5. What is my realistic starting budget for tools and testing? What is my limit?

6. What would success look like 90 days from now? Describe it specifically.

Today's date My 90-day check-in date
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CHAPTER 02

FIND YOUR
PROFITABLE
NICHE

The right product starts with the right
customer.

INSIDE THIS CHAPTER

What Makes a PDF Niche Profitable? 10
The Problem-First Method n
25 Faceless PDF Niche Ideas 12
25 More PDF Niche Ideas 13
Finding Problems People Will Pay to Solve 14
Competitor Research 15
Niche Research Worksheet 16
The Niche Opportunity Scorecard 17
Choosing Your First Niche 18
Your Ideal Customer Profile 19
Final Niche Selection Checklist 20

BY THE END OF THIS CHAPTER YOU WILL

v/ Choose a niche based on v/ Shortlist ideas from 50 v/ Commit to one first niche

real problems and real proven faceless PDF niches and one ideal customer
demand
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LESSON 2.1
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What Makes a PDF Niche Profitable?

A profitable niche is not the most popular topic. It is a topic where a clear group of people has a
problem, knows they have it, and is willing to pay a small amount to solve it faster. Use these

six signals to judge any idea.

1. A clear customer problem

You can describe the frustration in one sentence.
"New dog owners do not know what to buy,
schedule, or train in the first 90 days."

3. Search demand

People type the problem into Google, Pinterest,
and Etsy. Autocomplete suggestions prove real
people search for it.

5. Room to be different

You can make it more specific, better designed,
easier to use, or aimed at an overlooked buyer.

THE QUICK TEST

2. Willingness to pay

People in this niche already buy planners,
courses, or tools. Spending in a niche is a green
light, not a red flag.

4. Healthy competition

Other sellers exist and have reviews. Zero
competition usually means zero buyers, not a
hidden gold mine.

6. Practical value

The PDF helps someone do something, not just
know something. Doing beats knowing every
time.

If you can complete this sentence, you have a promising niche: "l help [specific person] who
struggles with [specific problem] get [specific result] using a [PDF format]."

Example: "I help new puppy owners who feel overwhelmed get through the first 90 days calmly using
a printable puppy planner." Specific person, specific problem, specific result, specific format.

YOUR NOTES
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LESSON 2.2

The Problem-First Method

Most beginners start with a product idea: "l will make a planner." Then they go looking for
someone to buy it. The Problem-First Method flips that order, and it is the single biggest reason
some stores sell and others sit silent.

Find a frustrated - Name their exact B Design the fastest fix |[oF Package the fix as a
person problem PDF

Product-first vs. problem-first

Product-first thinking Problem-first thinking

"Couples fight about money because they never see the full

I will make a budget planner. picture together.”

"Women over 50 want to start exercising but feel intimidated by

"l will sell a fitness guide." "
gyms.

"l will make a cleaning checklist.” Working parents feel behind on housework every single

weekend."
Three worked examples
PROBLEM Busy parents struggle to organize family meals and end up ordering takeout four
nights a week.
PRODUCT The 20-Minute Family Dinner Planner: 4 weeks of meal plans, shopping lists, and a
picky-eater swap chart.
PROBLEM New freelancers do not know what to charge and undercharge for months.
PRODUCT The Freelance Rate Workbook: a pricing calculator worksheet, rate scripts, and a

client tracker.

YOUR TURN

Write down three people you know who complained about something this month. Each complaint
is a potential product.
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LESSON 2.3

25 Faceless PDF Niche Ideas

Use these as starting points. The more specific the target buyer, the easier the product is to
market.

# Niche Target buyer Product idea

1 Personal organization Busy professionals Weekly reset checklist and planner
2 Budgeting Couples starting out Joint budget workbook

3 Debt payoff Families with credit card debt Debt snowball tracker

4 Meal planning Parents of picky eaters Kid-approved weekly meal planner
5 Meal prep Shift workers Batch-cooking prep guide

6 Fitness planning Beginners over 50 12-week walking plan

7 Home workouts New moms Short home workout calendar

8 Parenting Parents of toddlers Daily routine and chore charts

9 Parenting Parents of teens Screen time agreement templates
10 Pet care New puppy owners First 90 days puppy planner

" Pet care Senior dog owners Medication and vet visit log

12 Home organization Renters in small spaces Declutter room-by-room guide

13 Cleaning Working parents 15-minute daily cleaning schedule
14 Career Job seekers Job application tracker

15 Career Career changers Transferable skills workbook

16 Interview prep Recent graduates Interview question workbook

17 Productivity Remote workers Deep work daily planner

18 Productivity People with busy brains Brain dump and priority pages

19 Hobbies Beginner gardeners Seasonal planting planner

20 Hobbies Home bakers Recipe costing sheets

21 Hobbies Readers Reading journal and book tracker
22 Self-care Caregivers Weekly self-care check-in

23 Wellness People building habits 30-day habit tracker

24 Side income Etsy beginners Shop launch checklist

25 Retirement life New retirees First year of retirement planner
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LESSON 2.4

25 More PDF Niche Ideas

Ideas 26 through 50. Notice how each one pairs a broad niche with a narrow buyer. That
pairing is the secret.

# Niche Target buyer Product idea

26 Wedding planning Engaged couples on a budget Wedding budget and timeline planner
27 Wedding planning Brides planning alone Vendor comparison worksheets

28 Travel planning Families with kids Family road trip planner

29 Travel planning First-time cruisers Cruise packing and day planner

30 Homeschool Homeschool parents Weekly lesson planner

31 Homeschool Co-op organizers Attendance and activity logs

32 Cleaning Busy households Deep clean seasonal checklist

33 Cleaning Airbnb hosts Turnover cleaning checklist

34 Business planning New freelancers Freelance business starter workbook
35 Business planning Small shop owners Monthly profit and loss tracker

36 Gardening Small-space growers Container garden planner

37 Gardening Vegetable gardeners Garden journal and harvest log

38 Study planners College students Semester planner and exam schedule
39 Study planners Nursing students Clinical rotation planner

40 Goal setting Women over 40 90-day reset goal workbook

41 Goal setting New year planners Annual vision and goal planner

42 Habit tracking Early risers Morning routine tracker

43 Habit tracking People cutting spending No-spend challenge tracker

44 Seasonal activities Parents in summer Summer bucket list and activity planner
45 Seasonal activities Holiday hosts Holiday hosting and gift planner

46 Faith and mindset Busy believers Prayer and gratitude journal

47 Life planning Adult children of aging parents Caregiving organizer

48 Life planning Anyone with paperwork Important documents organizer

49 Moving Families relocating Moving countdown planner

50 Events Party planners Birthday party planning kit
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LESSON 2.5

Finding Problems People Will Pay to Solve

You do not need expensive research tools. Five free methods will show you exactly what
people struggle with, in their own words. Spend 20 minutes on each and capture what you find
on the worksheet two pages ahead.

SEARCH SUGGESTIONS  Type your niche into Google, Pinterest, YouTube, and Etsy and write down
every autocomplete suggestion. Try "how to," "printable," "planner for," and
"checklist for" before your topic. Each suggestion is something real people
type.

CUSTOMER REVIEWS Read 3-star reviews of popular books and products in your niche. Five-star
reviews tell you what works. Three-star reviews tell you what is missing, and
what is missing is your opportunity.

ONLINE COMMUNITIES ~ Browse Facebook groups, Reddit, and forums for your buyer. Look for posts
that begin with "Does anyone else," "How do you," or "l am so
overwhelmed." Copy the exact phrases people use.

MARKETPLACE LISTINGS Search digital product marketplaces for your niche. Note which products
have many reviews, what they cost, and which buyers they ignore.

FREQUENTLY ASKED Look at the "People also ask" box in Google and the FAQ sections of
SlEIeINE competitors. Repeated questions reveal repeated pain.

“Write down the exact words your customers use. Those words
become your product title, vour headlines, and vour ads.”

WHAT YOU ARE LOOKING FOR

e Problems mentioned again and again by different people
e Emotional language like stressed, overwhelmed, behind, confused
e Questions that existing products answer poorly or not at all
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LESSON 2.6

Competitor Research

BACK TO CONTENTS 15

Competitors are not a threat. They are free market research. Pick the three best-selling
products in your niche and study them with the table below. Your goal is not to copy them, it is

to find what they leave out.

What to examine Questions to ask

i ?

Product titles Which words repeat? Is the buyer
named?

Pricing What is the range? What sells most?

Descriptions Do they sell outcomes or list pages?

What do buyers praise and complain

Reviews
about?

Visual presentation Are mockups polished or plain?

Product features Page count, formats, bonuses

The Gap Method

What it tells you

The language buyers respond to

Where your price can sit

How to write a stronger listing

Features to keep and gaps to fill

How to look more professional

What a complete offer looks like

After reviewing three competitors, finish each sentence. Your answers are your positioning.

o Everyone in this niche sells but nobody makes one specifically for ...

a Buyers keep complaining that so my product will ...

e The existing products look so mine will look ...

e Most products here are priced at and mine will be worth that or more because ...

A RESPECTFUL RULE

Study competitors, never copy them. Do not reuse their wording, layouts, images, or product
names. Make something that is clearly your own and clearly better for a specific buyer.
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WORKSHEET

Niche Research Worksheet

Brainstorm up to eight niche ideas. Fill in every column. If you cannot name the buyer or the
problem, the idea is not ready yet.

Niche Target buyer Main problem Product idea

Which idea excites me most, and why?

Which idea has the most obvious buyers who already spend money?
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WORKSHEET

The Niche Opportunity Scorecard

Score your top three ideas from 1 (weak) to 5 (strong) on each factor. For production difficulty,
give 5 to the easiest product. This is a prioritization tool, not a prediction of sales.

Idea A
Idea B
Idea C
Factor What a 5 looks like Idea A Idea B Idea C
Audience clarity You can picture one exact buyer
Problem urgency Buyers want it solved this week
Competition Proven sellers exist, with gaps
Differentiation You have a clear angle
Personal interest You could work on it for a year
Production difficulty You can finish it in 2 weeks

Total (out of 30)

HOW TO READ YOUR SCORES
e 24 to 30: a strong first niche. Move forward.

e 18 to 23: promising. Sharpen the buyer or the angle first.
e Under 18: park it on your idea tracker and score another idea.
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LESSON 2.7

Choosing Your First Niche

Indecision kills more stores than bad niches. Your first niche does not have to be your forever
niche. It has to be good enough to teach you how the whole business works. You can always
add products later.

Five tie-breakers when two ideas feel equal

Choose the buyer you understand You will write better copy for someone whose life you know.

Choose the faster product A finished 20-page checklist beats an unfinished 100-page
masterpiece.

Choose the visual niche Planners and printables are easier to show in faceless content than
abstract advice.

Choose the searchable problem If people type it into Pinterest or Google, you get traffic
without followers.

Choose the niche with a second product If you can already imagine product two and three, the
niche has room to grow.

“Pick one person, one problem, one product. Depth sells. Spreading
yourself thin does not.”

Common mistakes to avoid

e Picking a niche only because it looks popular while you have no interest or insight into it.

e Going too broad "Productivity for everyone" is impossible to market. "Productivity for nurses on
night shift" is easy.

e Waiting for the perfect idea Set a deadline. Decide within 7 days.

YOUR NOTES




THE FACELESS DIGITAL STORE | CH 02 FINDING YOUR NICHE BACK TO CONTENTS 19

WORKSHEET

Your Ideal Customer Profile

Give your customer a name. Every time you write a title, design a page, or plan a post, write it
for this one person.

Customer name (invent one)

Age range

Life stage or job

Where they spend time online

Lifestyle: what does a normal weekday look like for them?

Main frustration: what keeps going wrong? Use their words.

Desired result: what do they want their life to look like instead?

Buying motivation: what finally makes them pay for a solution?

Common objections: why might they hesitate to buy?
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CHECKLIST

Final Niche Selection Checklist

Check every box before you move to Chapter 3. If a box stays empty, go back and tighten your
niche.

| can describe my buyer in one sentence.

| can describe their main problem in their own words.

| found at least 10 search suggestions related to this problem.

| found at least 3 competing products with reviews.

| know what buyers like and dislike about those products.

| have a clear angle that makes my product different.

My product idea helps the buyer do something, not just learn something.
| can create the first version within 14 days.

| can imagine at least two related products for the same buyer.

My niche can be marketed visually without my face.

| scored this niche 24 or higher on the Opportunity Scorecard.

000000000 00a0

| have completed my Ideal Customer Profile.

My chosen niche

My buyer

My first product idea

Decision date
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CHAPTER 03

YOUR FIRST
PRODUCT
STARTS HERE

Create something useful without making it
complicated.

INSIDE THIS CHAPTER

3.1 The Five Best Beginner PDF Formats 22
3.2 Creating a Product People Actually Need 23
8.2 The Product Transformation Formula 24
3.4 Creating Your Product Outline 25
3.5 Using Al to Assist Product Creation 26
3.6 Designing Your PDF 27
3.7 Creating Products With Canva 28
3.8 Using Ready-Made Content the Right Way 29
Checklist Product Quality Checklist 30
Planner Your First Product Planner 31
Tracker Product Completion Tracker 32

BY THE END OF THIS CHAPTER YOU WILL

v/ Pick the right beginner PDF v/ Outline, write, and design a v/ Finish a quality-checked

format for your niche product people value first product in 14 days
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LESSON 3.1

The Five Best Beginner PDF Formats

You do not need to write a book. The best first products are short, focused, and practical. Each
format below can be finished in one to three weeks of part-time work.

Format Best for Typical length Effort Example

Teaching a clear Beginner's Guide to Container

Short guide process 15 to 40 pages Medium Gardening

. Making sure nothing is . .
Checklist missed 2 to 10 pages Low New Baby Hospital Bag Checklist
Planner ;)cr)gﬁsnlzmg time or 10 to 60 pages Medium Wedding Planning Timeline
Workbook Gwde'd thinking with 20 to 50 pages Medium Career Change Clarity Workbook

exercises

Printable
template Repeated everyday use 5 to 30 pages Low Weekly Chore Chart Pack

Which format should you choose?

e If your buyer needs to understand something start with a short guide and add a checklist at the
end.

¢ If your buyer needs to stay organized choose a planner or printable template.
e If your buyer needs to make a decision choose a workbook with guided questions.

e If your buyer is in a hurry choose a checklist. Speed is the value.

THE COMBINATION SECRET

The most valuable PDFs combine formats: a short guide that teaches, worksheets that apply the
teaching, and a checklist or planner that keeps the buyer on track. That combination is exactly
how this guide is built, and it lets you charge more because it delivers a result instead of just
information.

“Buyers do not pay for pages. They pay for the feeling of finally
having it handled.”
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LESSON 3.2

Creating a Product People Actually Need

There are two kinds of PDFs. One is filled with information. The other helps someone
accomplish a specific result. The first is easy to make and hard to sell. The second is what
buyers recommend to their friends.

A PDF filled with information A PDF that delivers a result

Explains why budgeting matters Walks the reader through building their first budget tonight
Lists 100 healthy recipes Gives 4 weeks of planned dinners with shopping lists
Describes good study habits Provides a semester planner and a weekly study schedule
Talks about decluttering Gives a room-by-room plan with a 15-minute daily task
Long paragraphs of advice Short steps, examples, worksheets, and checklists

The four questions every page should answer

What should the reader do on this page? If the answer is "nothing," the page needs an action.

Is there an example? Examples make advice usable. Show a filled-in version whenever
possible.

Can they apply it right away? Add a worksheet, table, or checklist that uses what they just
learned.

Does it move them closer to the promised result? If not, cut it. Shorter and focused beats
longer and padded.

WHAT TO WATCH FOR

If you catch yourself writing "it is important to..." more than twice, you are explaining instead of
helping. Replace the explanation with a step, a template, or an example.

“If a buver can finish vour PDF and immediately do something they
could not do before, you have made a product worth paying for.”
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LESSON 3.3

The Product Transformation Formula

Every great PDF follows the same arc: it meets the buyer where they are, gives them practical
steps, and leaves them somewhere better. Use this formula to plan your product before you
write a single page.

[ Current problem 1—»[ Practical steps 1%[ Desired outcome 1

Example 1: The New Puppy Planner

CURRENT PROBLEM New owners feel overwhelmed by training, feeding, vet visits, and sleepless
nights.
PRACTICAL STEPS A shopping checklist, a 12-week training schedule, a feeding log, and a vet

visit tracker.

DESIRED OUTCOME A calm, well-trained puppy and an owner who feels in control.

Example 2: The Freelance Rate Workbook
CURRENT PROBLEM New freelancers undercharge, feel resentful, and burn out within months.

PRACTICAL STEPS An expense calculator, a rate formula worksheet, scripts for raising rates, and
a client tracker.

DESIRED OUTCOME A confident, profitable rate the freelancer can say out loud.

Example 3: The Sunday Reset Planner

CURRENT PROBLEM Busy parents start every Monday already behind and stressed.

PRACTICAL STEPS A 60-minute Sunday routine, meal plan page, family calendar, and a top-three
priorities list.

DESIRED OUTCOME A calm Monday morning and a week that feels planned.
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LESSON 3.4

Creating Your Product Outline

A clear outline is the difference between a product you finish in two weeks and one you
abandon in two months. Use this six-part structure for almost any guide, workbook, or planner.

1. COVER

2. INTRODUCTION

3. CORE SECTIONS

4. WORKSHEETS

5. ACTION PLAN

6. CONCLUSION

Product title, a one-line subtitle that names the result, and a clean design that
looks great as a small thumbnail.

One to two pages. Who this is for, what they will achieve, and how to use the
PDF.

Three to seven sections, each solving one part of the problem. Every section
ends with an action.

Fill-in pages that apply each section. This is where the value becomes
personal.

A checklist, calendar, or step-by-step plan that tells the reader exactly what to
do first.

A short, encouraging close that reminds the reader of their progress and the
next step.

Sample outline: The 20-Minute Family Dinner Planner

e Cover and welcome page

e Section 1: Building a family dinner rotation (with a 10-meal rotation worksheet)
e Section 2: The 30-minute weekly planning routine (with a weekly meal plan page)
e Section 3: Smart shopping lists (with a printable grocery list by store aisle)

e Section 4: Picky eater swaps (with a swap chart)

e Action plan: Your first week, day by day

e Bonus: 4 completed sample weeks

TIP

Write your section titles as outcomes, not topics. "Never wonder what is for dinner again" sells
better than "Meal planning basics."
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LESSON 3.5

Using Al to Assist Product Creation

Al writing tools can speed up research planning, brainstorming, outlining, drafting, editing, and
worksheet design. They cannot replace your judgment. Use Al as an assistant, then fact-check,
personalize, and review every page yourself.

Six done-for-you prompts

Copy each prompt, replace the words in brackets, and paste it into your preferred Al tool.

1. BRAINSTORM List 20 specific problems that [target buyer] struggles with related to [niche]. For each,
write the exact phrase they might type into Google or Pinterest.

2. OUTLINE Create a detailed outline for a [format] called [title] for [target buyer]. Include 5 sections,
one worksheet per section, and a final action checklist.

3. DRAFT Write section [number] of my outline in a warm, clear, beginner-friendly voice. Use short
paragraphs, one practical example, and end with an action step.

4. WORKSHEETS Suggest 6 fill-in worksheet prompts that help [target buyer] apply this section to their own
life. Make each question specific.

5.EDIT Edit this text for clarity. Remove filler, shorten long sentences, and flag any claim that
should be fact-checked: [paste text].

6. TITLES Write 15 product titles for a [format] that helps [target buyer] get [result]. Name the buyer
and the outcome in each.

YOUR RESPONSIBILITY

e Fact-check every number, claim, and recommendation.

e Rewrite drafts in your own voice so the product is original.

e Never present Al output as expert medical, legal, or financial advice.

YOUR NOTES
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LESSON 3.6

Designing Your PDF

BACK TO CONTENTS 27

You do not need to be a designer. You need consistency. Buyers judge quality in the first three
seconds, and a clean, consistent design signals a product worth paying for.

Clear typography

Use two fonts at most: one for headings, one for
body text. Body text at 10.5 to 12 points is
comfortable to read on screen and on paper.

Readable layouts

Generous margins, short paragraphs, and plenty
of white space. Crowded pages feel cheap and
tiring.

Professional formatting

Page numbers, consistent headings, aligned
elements, and the same spacing rhythm on every

page.

Consistent colors

Choose 3 to 5 colors and use them the same way
everywhere: one dark for text, one accent for
highlights, one light for backgrounds.

Useful visuals

Tables, icons, checkboxes, and simple diagrams
that explain something. Skip decoration that adds
nothing.

Print-friendly pages

Writing lines at least 20 points apart, light
backgrounds behind worksheets, and nothing
important near the page edge.

Five design mistakes that make PDFs look cheap

e Using five or more fonts

e Text running to the edge of the page

e Low-resolution or stretched images

e Inconsistent heading sizes between pages

e Dark backgrounds on pages meant to be printed

PRACTICAL APPLICATION

Print one content page and one worksheet before you design the rest. Read the content page at
arm's length and write on the worksheet with a normal pen. If either feels cramped, fix the
template now, before it spreads to every page.
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LESSON 3.7

Creating Products With Canva

Canva is a beginner-friendly design tool with a free plan, and it is one of the most popular ways
to build PDFs. Here is a simple six-step workflow. Other design tools work the same way.

a Choose a page size Use US Letter (8.5 x 11 inches) for buyers in the United States or A4 for
most other countries. Many sellers include both.

Establish a color palette Save your 3 to 5 brand colors and two fonts in your brand settings so
every page stays consistent.

Create the cover Title, subtitle, and one strong visual. Check how it looks at thumbnail size,
because that is how most buyers first see it.

Add content pages Create one master content page with your heading style, body text, and
page number, then duplicate it for every page.

Build worksheets Use lines, boxes, and tables with real writing space. Test one by printing it
and filling it in yourself.

Export the PDF Choose PDF Standard for downloads under typical email limits or PDF Print for
highest quality. Open the file and check every page.

SAVE HOURS WITH A MASTER TEMPLATE

Before you write any content, design four master pages: cover, section opener, content page, and
worksheet. Duplicate them as you build. This single habit keeps your product consistent and cuts
design time in half.

CHECK THE RULES

Some templates, photos, and elements inside design tools come with usage restrictions for
products you sell. Read the current content terms of any tool you use before including its
elements in a paid product.

YOUR NOTES




THE FACELESS DIGITAL STORE 29

LESSON 3.8

Using Ready-Made Content the Right Way

Some sellers start with ready-made content they purchased instead of writing everything from
scratch. This can save time, but only if you follow the rules that came with it. Never assume a
PDF you bought can be sold again.

Five things to confirm in writing before you sell anything you did not create

COMMERCIAL USE Does the agreement clearly allow you to sell the material, or is it for personal
use only? Personal use means you cannot sell it.

SELLING PERMISSIONS  Are you allowed to sell it as a finished product, include it in a bundle, or give it
away? Each is a separate permission.

CHANGES ALLOWED Can you edit the text, change the design, and put your own store name on it?
Some agreements require the original untouched.

DISTRIBUTION LIMITS Are there limits on price, platforms, or the number of copies? Some forbid
selling on certain marketplaces.

PROOF Keep a copy of the receipt and the written terms in a folder. If a platform ever
asks, you can show you have permission.

RED FLAGS
No written terms at all, or terms that say "personal use only"

Prices that seem too good to be true for large bundles
Content that appears copied from well-known books or brands

Sellers who cannot tell you who created the original material

“When in doubt, create it vourself. Original products are always the
safest and most valuable.”
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CHECKLIST

Product Quality Checklist

Run through this list before you publish any product. Print it and use a fresh copy for every new
PDF.

Solves one specific problem for one specific buyer.

Title clearly names the result the buyer gets.

Has clear instructions on how to use the PDF.

Uses readable typography (body text 10.5 points or larger).
Contains accurate, fact-checked information.

Includes at least one worksheet, checklist, or planner.
Every section ends with an action step.

Spelling and grammar have been proofread twice.

Has no missing, blank, or duplicated pages.

Has no broken links and clickable contents work.
Worksheets print cleanly with real writing space.

File size is small enough to download quickly.

Contains only material | created or have written permission to sell.

Includes a copyright line and any needed disclaimers.

o000 o0o0o0o0o0oo0oo0oo0oo0ooao

| opened and checked the final exported file on a phone and a computer.

MORE SPACE
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PLANNER

Your First Product Planner

Plan your product on one page. Keep this page next to you while you create.

Product name

Subtitle (the result)

Target customer

Format

Estimated pages

Estimated price

Creation deadline

Problem solved: what is the buyer struggling with?

Main benefits: what will the buyer be able to do after using it?

Sections included (write one line per section):
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Product Completion Tracker
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Track each production stage. Set a target date, then check it off when it is complete. Most first

products take 10 to 21 days at a part-time pace.

Stage

Niche and buyer confirmed

Product title and subtitle chosen

Outline completed

Introduction written

Core sections drafted

Worksheets and checklists built

Design template created

All pages designed

Proofread (first pass)

Proofread (second pass)

Exported and tested on phone and
computer

Cover mockup created

Product uploaded to store

Target date

Done

Notes
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CHAPTER 04

BUILD YOUR
STORE

Create a professional shopping experience
without being the face of yvour business.

INSIDE THIS CHAPTER

4.1 Choosing Where to Sell 34
4.2 Naming Your Digital Store 35
4.3 Creating a Simple Brand Identity 36
4.4 Designing Your Store Homepage 37
4.5 Creating Product Listings 38
4.6 Writing Product Descriptions That Sell 39
4.7 Creating Premium Product Mockups 40
4.8 Setting Up Checkout and Delivery 41
4.9 Building Trust Without Showing Your Face 42
Checklist Your Store Launch Checklist 43
Worksheet Store Setup Worksheet 44

BY THE END OF THIS CHAPTER YOU WILL

v/ Choose the right place to v/ Name and brand your store v/ Launch a tested store with

sell for your goals with confidence automatic delivery
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LESSON 4.1

Choosing Where to Sell

There is no single best platform. There is the best platform for where you are right now. Most
sellers start with one option and add a second later.

How it works Strengths Trade-offs
Digital product A hosted shop built for Fast setup, automatic Monthly or per-sale fees,
storefront selling downloads delivery, simple less design control

Online marketplace A large shopping site where  Built-in buyers and search  Listing fees, crowded, you

buyers already search traffic do not own the customer list
Ecommerce website Your own ‘branded site with Full control and branding More setup and monthly

a shop builder costs
Checkout and A payment page plus file Very low cost, works with ~ You must bring all of the
delivery tool delivery you link to any content traffic

Questions to ask about any platform

e What are the fees? Add up monthly costs, per-sale fees, and payment processing on a $27 sale.
e How much can | customize? Can | add my colors, my store name, and my own product pages?
e Will it help buyers find me? Marketplaces bring traffic. Storefronts usually do not.

e |s delivery automatic? The buyer should get the file within a minute, every time.

e Dol getthe buyer's email? Email lists are one of the most valuable assets you can build.

SIMPLE STARTING RECOMMENDATION

If you have no audience yet, a marketplace can bring early buyers. If you plan to drive your own
traffic with Pinterest, content, or ads, a storefront or checkout tool gives you more control and
keeps more of each sale.

FEE EXAMPLE

On a $27 sale, a 5% platform fee ($1.35) plus typical card processing of about 3% plus 30 cents
(roughly $1.11) leaves about $24.54. Fees vary by platform and change over time, so check
current rates before you choose.
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LESSON 4.2

Naming Your Digital Store

A good store name is not clever. It is clear. It tells buyers what you sell or who you serve, and it
still fits when you add your fifth product.

Memorable Easy to spell Relevant

Easy to recall after one look. If someone hears it, they can Hints at your niche, your

Two or three words is ideal. type it correctly. buyer, or the feeling you
deliver.

Flexible Professional Available

Leaves room to grow beyond Sounds like a real business, The name and social handles

your first product. not a hobby account. are free to use.

Four naming formulas

BUYER + THING The Homeschool Desk, The Nurse Planner Co., The New Puppy Shop
FEELING + PLACE Calm Kitchen Printables, Quiet Desk Studio, Steady Home Planners
RESULT + FORMAT Debt Free Printables, Organized Week Planners, Clear Budget Sheets
SIMPLE WORD + CO. Willow and Pine Paper Co., Little Ledger Co., Sundays Paper Co.

Before you commit
(] Search the name in your selling platform and on social media to make sure nobody uses it.
(] Searchitin your country’s trademark database to avoid conflicts with registered brands.

(] Say it out loud to two people and ask them to spell it.

YOUR NOTES
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LESSON 4.3

Creating a Simple Brand Identity

A brand is the feeling people get when they see your products. Faceless brands rely on
consistency even more than personal brands, because the visuals are what people remember.

BRAND COLORS Choose one dark color, one accent, and one or two light neutrals. Use them
on every product, pin, and post. Repetition is what creates recognition.

LOGO Keep it simple: your store name in a nice font, maybe with a small icon. A
clean text logo looks more professional than a busy illustration.

TYPOGRAPHY One heading font and one body font. Elegant serif headings feel premium.
Clean sans-serif headings feel modern and practical.

PRODUCT IMAGERY Use the same mockup style for every product: same background, same
angle, same lighting. Your shop should look like a matching collection.

BRAND VOICE Decide how you sound: warm and encouraging, calm and practical, or upbeat
and playful. Write every description and post in that voice.

Write your one-sentence brand promise

Fill in: "[Store name] helps [buyer] feel [feeling] by giving them [type of product]." Example: "Calm
Kitchen Printables helps busy parents feel in control of dinner by giving them simple, ready-to-use
meal planners."

BRAND MOOD WORDS

Pick three words you want buyers to feel when they land on your store. For example: calm,
organized, capable. Then check every product, color, and caption against those three words.

“A faceless brand is remembered for how it looks and how it makes
people feel. Consistency is your face.”
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LESSON 4.4

Designing Your Store Homepage

Your homepage has one job: help a visitor understand what you offer and click into a product.
Build it top to bottom in this order.

MAIN HEADLINE

SUPPORTING LINE

FEATURED PRODUCTS

BENEFITS

ALL PRODUCTS

SUPPORT INFORMATION

CLEAR NAVIGATION

Who you help and the result. "Printable planners that make busy family
weeks feel calm."

One sentence about what makes your products different. "Simple layouts,
real writing space, ready to print tonight."

Your best seller first, with a large mockup image, price, and a clear button.

Three short reasons to buy from you: instant download, print at home, made
for a specific buyer.

A simple grid of every product with matching mockups and short titles.

How to get help, your refund policy, and how downloads work. This builds
trust.

Home, Shop, About, Contact. Fewer choices means more clicks into
products.

THE FIVE-SECOND TEST

Show your homepage to a friend for five seconds, then hide it. Ask: "What does this store sell,
and who is it for?" If they cannot answer, simplify your headline.

ABOUT PAGE WITHOUT A FACE

Write about the store’s mission and the buyer you serve. You can share your story and experience
without a photo. Use your logo or a photo of your workspace instead.
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LESSON 4.5

Creating Product Listings

Your product listing is your salesperson. It must answer every question a buyer has before they
ask it. Each listing needs six elements.

PRODUCT TITLE Name the buyer and the result. "Printable Weekly Meal Planner for Busy
Families" beats "Meal Planner."

DESCRIPTION Start with the problem, describe the result, then list what is included. Full
formula on the next page.

BENEFITS Three to five short bullets about what changes for the buyer, not just
features.
PREVIEW IMAGES A cover mockup plus 3 to 6 images of inside pages. Previews are the

strongest sales tool you have.

PRICING A clear price, and if you offer a bundle, show the savings compared to
buying separately.

DOWNLOAD File type, page count, page size, and how delivery works. Example: "PDF, 42
NI Fellab -ttty pages, US Letter and A4, instant download."

A strong product title formula
[Format] for [Buyer]: [Result] + [Key detail]
e Debt Payoff Planner for Couples: Pay Off Credit Cards Together, 12-Month Tracker

e Puppy Training Planner for New Owners: The First 90 Days, Printable PDF
e Job Search Workbook for Career Changers: Land Interviews in 30 Days

TIP

Use the same words your buyers use. If they search "printable chore chart for kids," that exact
phrase belongs in your title.
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LESSON 4.6

Writing Product Descriptions That Sell

Use this four-part formula for every description. It works because it follows the way people
think when they shop.

Problem - Desired result - What's included - How it works

Example 1: Weekly Meal Planner

Tired of standing in front of the fridge at 6pm with no plan? This planner turns dinner from a daily scramble into
a 20-minute Sunday routine. Inside: 52 weekly meal plan pages, a grocery list by aisle, a family favorites recipe
index, and a picky eater swap chart. Download instantly, print at home, and start planning tonight.

Example 2: Freelance Rate Workbook

Still guessing what to charge and quietly resenting every project? This workbook helps you calculate a
confident, profitable rate in one afternoon. Inside: an expense calculator, a rate formula worksheet, 5 scripts
for raising your rates, and a client tracker. Instant PDF download, fill in digitally or print.

Example 3: New Puppy Planner

Bringing home a puppy is exciting and overwhelming. This planner gives you a calm, step-by-step plan for the
first 90 days. Inside: a shopping checklist, a 12-week training schedule, feeding and potty logs, and a vet visit
tracker. Download, print, and pin it to the fridge.

COMMON MISTAKE

Listing pages before benefits. "Includes 40 pages" means nothing until the buyer knows what
those pages will do for them. Lead with the result, then prove it with what is included.

READ IT ALOUD

Read your description out loud as if you were telling a friend about the product. Anything that
sounds stiff, vague, or salesy should be rewritten in plain, warm language.
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LESSON 4.7

Creating Premium Product Mockups

A mockup is an image that shows your digital product as if it were a real, physical object. Since
buyers cannot hold a PDF, mockups help them understand what they are buying and why it is
worth the price.

3D BOOK Your cover shown as a printed book. Best for guides and workbooks.
Signals substance.

TABLET OR LAPTOP Your pages on a screen. Best for digital planners and products used on
devices.

PRINTED PAGE PREVIEWS Inside pages laid out flat or fanned. Shows real value and the writing space.

LIFESTYLE SCENE Your product on a desk with coffee, plants, or a pen. Helps buyers imagine
using it.

PRODUCT BUNDLE Several covers grouped together. Makes bundles feel abundant and worth
the price.

Mockup best practices

e Show inside pages, not just the cover. Buyers want proof of what they are getting.

e Use the same style across your store so your catalog looks like a matching collection.
e Make the title readable at thumbnail size. Test it at 200 pixels wide.

e Stay honest. Every page shown must be in the product, and every claim must be true.

e Use images you have the right to use. Many mockup tools offer templates for commercial use;
check each one’s terms.

“A good mockup does not decorate vour product. It explains it.”

YOUR NOTES
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LESSON 4.8

Setting Up Checkout and Delivery

Checkout is where your business either feels trustworthy or feels risky. A smooth, automatic
process is what lets you sell while you sleep.

PAYMENT PROCESSING Most storefronts connect to established payment processors that accept
cards and digital wallets. Expect a small fee per transaction.

AUTOMATED DELIVERY Upload the PDF to your platform so the download link is sent automatically
after payment. Never deliver files by hand.

ORDER CONFIRMATION Customize the confirmation email with a friendly thank you, the download
link, and how to get help.

CUSTOMER ACCESS Make sure buyers can re-download if they lose the email. Many platforms
provide a customer library.

REFUND POLICY Decide your policy in advance and display it clearly on every product page
and in your store footer.

Test your checkout like a customer

a Buy your own product using a real card or the platform’s test mode.
a Check the email on your phone: does it arrive within minutes and look professional?
e Download the file on a phone and a computer and open it in two different PDF readers.

Q Check the receipt and refund flow so you know exactly what a customer sees.

DELIVERY TIP

Name your file clearly, for example The_Puppy_Planner.pdf, not final_v3_REAL.pdf. The file name
is part of the buying experience.

YOUR NOTES
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LESSON 4.9

Building Trust Without Showing Your Face

Buyers trust stores that feel real, clear, and responsive. None of those require your face. Here

is how faceless stores earn trust.

Professional design

A consistent, polished store tells buyers
someone cares about the details.

Useful previews

Showing inside pages proves the product is real
and worth the price.

Responsive support

Reply to every message within 24 hours from a
branded email address.

A support reply template

COPY AND PERSONALIZE

name] at [Store namel.

Clear policies

Visible refund, delivery, and contact information
removes buying anxiety.

Accurate descriptions

Under-promise and over-deliver. Honest listings
produce happy reviews.

Genuine reviews

Ask happy buyers for reviews with a short
follow-up email. Never fake or buy reviews.

Hi [Name], thank you so much for your order! Here is a fresh download link for your [Product]:
[link]. If you have any trouble opening it, reply here and | will help right away. Warmly, [Your first

Signing with your first name and store name feels personal and human, without any photo at all.

“Trust is built in the small moments: a fast reply, an honest preview,

a file that works the first time.”

BACK TO CONTENTS 42
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CHECKLIST

Your Store Launch Checklist

Complete every item before you share your store link anywhere.
Store name, logo, and brand colors are set.

Homepage headline clearly says who you help.

Product title names the buyer and the result.

Description follows Problem, Result, Included, How it works.
Cover mockup and at least 3 inside page previews are uploaded.
Price is set and displayed clearly.

File type, page count, and page size are listed.

PDF file is uploaded and attached to the correct product.

Test purchase completed successfully.

Confirmation email arrives with a working download link.

File opens correctly on phone and computer.

Refund policy is visible on product pages.

Contact or support email is visible.

Store looks good on a phone screen.

Payment payouts are connected to my bank.

000000000 0000000™0

| have saved a backup copy of every product file.

MORE SPACE
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WORKSHEET

Store Setup Worksheet

Record your store details in one place. You will refer to this page often.

Store name

Store web address

Selling platform

Support email

First product

Price

Checkout provider

Launch date

Test Date tested Passed Notes

Test purchase

Delivery email

Download on phone

Download on computer

Refund process

What still needs to be finished before launch?
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CHAPTER 05

GET CUSTOMERS
WITHOUT SHOWING
YOUR FACE

Your products can be the center of your
marketing.

INSIDE THIS CHAPTER

How Faceless Marketing Works 46
Five Faceless Content Formats 47
Creating Faceless Instagram Content 48
Creating Faceless TikTok Content 49
Using Pinterest to Attract Buyers 50
Using YouTube Without Showing Your Face 51
Creating Product Demonstration Videos 52
20 Faceless Content Ideas 53
20 More Faceless Content Ideas 54
Writing Hooks That Attract Buyers 55
Creating Calls to Action 56
Your 30-Day Faceless Content Calendar 57
Weekly Content Planning Worksheet 58

BY THE END OF THIS CHAPTER YOU WILL

V' Create faceless content on v/ Use 40 ready content v Follow a printable 30-day

five major platforms ideas, hooks, and calls to content calendar
action
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LESSON 5.1

How Faceless Marketing Works

Traditional influencer marketing puts the person at the center. Faceless marketing puts the
customer’s problem and your product at the center. It turns out that is exactly what buyers care
about most.

THE PROBLEM Content that names a frustration your buyer feels. "Why does every week
feel chaotic by Wednesday?"

THE PRODUCT Content that shows the actual pages, layouts, and features.
Flip-throughs, close-ups, and screen recordings.

THE SOLUTION Content that teaches one useful tip from the product, proving you know
what you are talking about.

THE TRANSFORMATION Content that shows before and after: a blank page versus a completed
plan, chaos versus calm.

THE BUYING EXPERIENCE Content that shows how easy it is: buy, download, print, and start in five
minutes.

“Every piece of faceless content answers one question for the viewer:
how will this make my life easier?”

The three faceless content rules

o Show, do not tell. A five-second clip of a filled-in planner beats a paragraph about how great it
is.

a Teach before you sell. Give real value in your content so selling feels natural, not pushy.

e Be consistent, not constant. Three good posts a week beats ten rushed ones.

YOUR NOTES
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LESSON 5.2

Five Faceless Content Formats

These five formats cover every platform. Master two or three and rotate them. None require a
camera pointed at you.

SCREEN RECORDINGS Record your screen as you scroll through the PDF, fill in a digital
worksheet, or show a page up close. Free tools are built into most
phones and computers.

PRODUCT DEMONSTRATIONS  Film printed pages from above: hands writing in a planner, flipping pages,
checking off a list. Only your hands appear.

TEXT-BASED VIDEOS A calm background clip with text overlays that share tips, lists, or a short
story. Perfect for TikTok and Reels.

CAROUSEL POSTS A swipeable set of 5 to 10 slides that teaches one idea, ending with a
slide that points to your product.

PHOTOS AND MOCKUPS Styled images of your product on a desk, tablet, or in a bundle. Ideal for
Pinterest and product launches.

Simple equipment list

e A smartphone with a decent camera

e A window for natural light, or one inexpensive lamp

e A clean desk surface and a few simple props: pen, coffee cup, plant
e A free video editing app with text overlays

VOICEOVER IS OPTIONAL

You can add a voiceover if you are comfortable with your voice, use calm music with text, or use
a text-to-speech voice. All three work. Choose the one you will actually stick with.

YOUR NOTES
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LESSON 5.3

Creating Faceless Instagram Content

Instagram rewards consistent, visually pleasing content, and your products are naturally visual.
Use these five content types in rotation.

REELS Short vertical videos: page flip-throughs, filling in a planner, before and
after transformations. Add a strong text hook in the first second.

CAROUSELS Teach one idea in 6 to 10 slides. Carousels get saved and shared, which
helps more people discover you.

STORIES Behind-the-scenes clips, polls ("Which layout do you prefer?"), and launch
countdowns. Great for engaging existing followers.

PRODUCT DEMOS A 15 to 30 second walkthrough of what is inside, ending with "Link in bio."

EDUCATIONAL POSTS Single images with one valuable tip, written in your brand colors and fonts.

A simple weekly Instagram rhythm

Day Post type Example

Monday Carousel 5 ways to make Sunday planning take 20 minutes
Wednesday Reel Flip-through of the meal planner with calm music
Friday Reel or carousel Before and after: messy fridge list vs. planned week
Daily (optional) Stories A poll, a page close-up, or a quick tip

BIO FORMULA

[What you help with] for [buyer]. [Proof or feature]. Shop the planners below. Example: "Calm
meal planning for busy families. Printable, simple, ready tonight. Shop below."

YOUR NOTES
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LESSON 5.4

Creating Faceless TikTok Content

TikTok can show your content to people who do not follow you yet, which makes it powerful
for new stores. Short, useful, and satisfying content performs best.

SCREEN RECORDINGS Show yourself filling in a digital planner or scrolling through pages, sped up
with a calm sound.

TEXT OVERLAYS Put the hook on screen in large text: "POV: you finally have a plan for dinner
every night."

PRODUCT PREVIEWS Show 3 to 5 favorite pages in quick succession with a clear on-screen label
for each.

VOICEOVERS Talk over footage of your hands and pages. Your voice adds warmth

without showing your face.

BEFORE AND AFTER Split the video: blank planner, then a fully planned week. Transformation is
satisfying to watch.

What makes a faceless TikTok work

e Hook in the first 2 seconds. Lead with the problem or the result, never with your store name.
o Keep it short. 7 to 20 seconds is the sweet spot for product videos.

e Make it rewatchable. Satisfying motion, clean pages, and a loop that restarts smoothly.

e One idea per video. Do not cram five tips into one clip; make five clips instead.

e Point to the product. End with an on-screen line such as "Full planner in my profile."

TEST BEFORE YOU JUDGE

Post at least 20 videos before deciding whether TikTok works for your niche. Early videos teach
you which hooks and formats your buyers respond to.

YOUR NOTES
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LESSON 5.5

Using Pinterest to Attract Buyers

Pinterest is a visual search engine, not a social network. People go there to plan and to find
solutions, which makes it one of the best faceless traffic sources for printable products. A
single good pin can bring visitors for months.

KEYWORD RESEARCH Type your topic into the Pinterest search bar and write down the
suggestions. Use those exact phrases in titles, descriptions, and board
names.

PIN DESIGN Vertical images (2:3 ratio), a clear text headline, a product mockup, and

your brand colors. Readable on a small phone screen.

DESCRIPTIONS Two or three natural sentences that include your main keyword and
describe the benefit.

PRODUCT LINKS Link every product pin directly to the product page, not your homepage.

CONSISTENT PUBLISHING  Publish fresh pins several times a week. New designs for the same product
count as fresh pins.

Five pin designs for every product
a The product mockup with a benefit headline.

A "What's inside" collage of 4 inside pages.
A tip pin teaching one idea from the product.

A checklist preview showing a partially filled list.

A seasonal pin tied to a holiday, back to school, or new year.

EXAMPLE PIN

Headline: "The Weekly Meal Planner That Ends the 6pm Panic." Description: "Plan a week of
family dinners in 20 minutes with this printable weekly meal planner, grocery list included."
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LESSON 5.6

Using YouTube Without Showing Your Face

YouTube is the second largest search engine in the world, and faceless channels are common.
Videos can bring buyers for years because people search for solutions long after you publish.

SCREEN-RECORDED "How to plan a week of meals in 20 minutes," recorded on your screen
VRIS with a voiceover.

PRODUCT DEMONSTRATIONS A full walkthrough of your planner or workbook, page by page,
explaining how to use each section.

EDUCATIONAL Slides with a voiceover teaching a topic in your niche, ending with a
R mention of your product.

VOICEOVER VIDEOS Calm footage of hands, desks, and printed pages, with you narrating
tips.
VISUAL WALKTHROUGHS Silent or music-only videos with on-screen text, ideal for "study with

me" or "plan with me" styles.

Faceless YouTube basics

e Title for search: "Printable Budget Planner for Beginners (Full Walkthrough)."
e Make a clear thumbnail: your product mockup plus 3 to 5 large words.

e Put the product link in the first line of the description.

e Use YouTube Shorts by cutting 30-second clips from longer videos.

START SIMPLE

Your first video can be a 6-minute screen recording of your product with a voiceover. That one
video can be repurposed into five Shorts, three pins, and two carousels.

YOUR NOTES
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LESSON 5.7

Creating Product Demonstration Videos

A demonstration video shows your product in action. It is the closest a buyer can get to holding
it. Use this five-part structure for every demo, from 15 seconds to 5 minutes.

Hook - Problem —| Productdemo |— Benefit - Call to action

Done-for-you script 1: 20-second Reel or TikTok

HOOK (0 TO 2 SEC) On screen: "If dinner stresses you out every night, watch this."

PROBLEM (2 TO 5 SEC) Text: "No plan. No groceries. Takeout again."

DEMO (5 TO 15 SEC) Flip through the weekly plan, grocery list, and swap chart. Label each page.
BENEFIT (15 TO 18 SEC) Text: "20 minutes on Sunday. Calm dinners all week."

CALL TO ACTION Text: "Full planner in my profile."

Done-for-you script 2: 3-minute YouTube walkthrough
HOOK "Here is the exact planner | use to plan a week of family dinners in 20 minutes."

PROBLEM "Most meal plans fail because they are too complicated. You plan seven new
recipes and give up by Wednesday."

DEMO Walk through each section on screen: rotation list, weekly plan, grocery list, swap
chart. Fill one in as an example.

BENEFIT "Once your rotation is set, planning takes minutes and the grocery list practically
writes itself."
CALL TO ACTION "If you want this planner, it is linked in the description. Print it tonight and plan your

week this Sunday."

YOUR NOTES
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LESSON 5.8

20 Faceless Content Ideas

Ready-to-use ideas you can film or design this week. Replace the brackets with your niche.

# Content idea Best format
1 3 mistakes beginners make when [solving the problem] Carousel
2 A 30-second flip-through of the full product Reel

3 5 ways to organize a busy week (with page previews) Carousel
4 What's inside this printable workbook? Reel

5 Before and after: a messy week vs. a planned week Reel

6 How | would use this planner on a Monday morning Video

7 The one page every [buyer] should print today Pin

8 A checklist for [common event] in 15 seconds Reel

9 Fill in a worksheet with sample answers, sped up Reel

10 Myth vs. fact about [niche topic] Carousel
gl The 3-step method inside the guide Carousel
12 Answering a real customer question with a page from the PDF Reel

13 [Buyer] starter kit: what you actually need Carousel
14 Unboxing the digital download (screen recording) Screen recording
15 A day in the life of this planner, page by page Video

16 Top 5 tips from chapter one Carousel
17 Quiet desk setup with the printed pages (hands only) Reel

18 How to print this at home in under 2 minutes Reel

19 The worksheet that changed how | plan meals Pin

20 Save this for your next [event or season] Pin
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LESSON 5.9

20 More Faceless Content Ideas

Ideas 21to 40. Mix teaching, showing, and selling. Aim for roughly four helpful posts for every
one direct sales post.

# Content idea Best format
21 A carousel of the 10 best niche ideas in your topic Carousel
22 Quick quiz: which planner type are you? Story

23 A satisfying page-by-page scroll with calm music Reel

24 The cost of not having a plan (numbers carousel) Carousel
25 How long this takes: a 7-day timeline graphic Pin

26 A filled-in tracker after one month of use Reel

27 3 signs you need a [product typel] Reel

28 Customer review turned into a text graphic (with permission) Post

29 The Sunday routine using this product Video
30 Seasonal version: getting ready for [season or holiday] Pin

31 Comparison: free template vs. complete planner Carousel
32 What to do first after downloading Reel

33 One page from the guide explained in 30 seconds Reel

34 5 questions to ask yourself before [decision] Carousel
35 Behind the scenes: designing a new page (screen recording) Screen recording
36 A printable you can use right now (free sample page) Pin

37 Common question answered with a text overlay Reel

38 Mini tutorial: setting up your first week Video

39 Bundle reveal: everything included in one scroll Reel

40 Thank you post celebrating a store milestone (no face) Post
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LESSON 5.10

Writing Hooks That Attract Buyers

The hook is the first line of text or the first two seconds of video. It decides whether anyone
sees the rest. Write the hook first, then build the content around it.

Four hook types with fill-in templates

PROBLEM HOOKS "If [problem] keeps happening to you, try this." / "Why [frustration] keeps
happening (and how to fix it)." / "Stop [bad habit]. Do this instead."

CURIOSITY HOOKS "The one page that changed how I [result]." / "Nobody talks about this part
of [topic]." / "I tried [method] for 30 days. Here is what happened."

OUTCOME HOOKS "How to [result] in [time] without [pain]." / "Plan your whole week in 20
minutes." / "From [before] to [after] with one printable."

DEMONSTRATION HOOKS ~ "Watch me plan a full week in 60 seconds." / "Here is everything inside this
[product]." / "Filling in my [planner] for [month]."

Hook checklist

Speaks to one specific buyer

Names a problem or a result they care about
Is readable in under 2 seconds

Uses words the buyer would actually say

00000

Makes the viewer want to see what comes next

PRACTICE

Write 10 hooks for your product right now, using at least two of each type. Circle the three that
make you most curious. Those are your first three videos.

YOUR NOTES
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LESSON 5.11

Creating Calls to Action

A call to action (CTA) tells the viewer exactly what to do next. Without one, even great content
rarely turns into sales. Keep it short, specific, and tied to the content.

Content type Example call to action

Planner flip-through Download the complete planner, link in my profile.

Checklist tip Get the full printable checklist, linked below.

Teaching carousel Want the full system? Explore the complete guide in my shop.
Pinterest pin Get the printable weekly meal planner and start tonight.
YouTube video The planner | used is linked in the description.

Free sample page Like this page? The full workbook has 40 more.

Email Your planner is waiting. Grab it before Sunday.

Soft vs. direct calls to action

e Soft CTAs ("Save this for later," "Follow for more planning tips") build an audience and help the
platform show your content to more people.

e Direct CTAs ("Get the planner, link in bio") drive sales. Use them on product demos and on
roughly one in four posts.

COMMON MISTAKE

Asking for everything at once: "Like, comment, share, follow, and buy." Pick one action per post.
A single clear request gets far more responses than five competing ones.

“A clear request is a kindness. It tells the right person exactly how to
gel the help they came for.”
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Your 30-Day Faceless Content Calendar

One prompt per day. Write your planned topic in each box, then check it off when published.
Rest days are built in.

DAY 1 I

Flip-through Reel of
your product

DAY 2 I

Teaching carousel: 5
tips

DAY 3 I

Design and publish 3
pins

DAY 4 I
Problem hook video

DAY 5 I

Story poll: which
page do you love?

DAY 6 | DAY 7 ] DAY 8 | DAY 9 | DAY 10 |
Batch-create next Rest and review Before and after Tip pin from chapter What's inside
week's posts video one carousel
DAY TI | DAY 12 O DAY 13 O DAY 14 ] DAY 15 O
Product demo video Myth vs. fact post Reply to every Rest and review Fill-in a worksheet,
comment and sped up
message
DAY 16 O DAY 17 O DAY 18 O DAY 19 O DAY 20 O
Checklist carousel Seasonal pin set Answer a customer Share a free sample Check analytics: best
question page 3 posts
DAY 21 ] DAY 22 | DAY 23 | DAY 24 | DAY 25 |
Rest and review A day with the 3 mistakes carousel YouTube Cut 3 Shorts from it
planner walkthrough
DAY 26 I DAY 27 I DAY 28 ] DAY 29 I DAY 30 I
Bundle or collection Repurpose your best Rest and review Monthly recap post Plan next month's
reveal post calendar
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PLANNER

Weekly Content Planning Worksheet

Plan one week of content in a single sitting. Batch-creating saves hours and keeps you
consistent.

Week of This week's product focus

Platform Topic Format Hook CTA Date

What performed best last week, and why?
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CHAPTER 06

TRAFFIC FIRST.
SALES FOLLOW.

Build a repeatable system for attracting
potential buyers.

INSIDE THIS CHAPTER

6.1 Understanding Traffic Sources 60
6.2 Organic Traffic vs. Paid Traffic 61
6.3 Understanding Google Search Traffic 62
6.4 Introduction to Google Ads 63
6.5 Introduction to Facebook and Instagram Ads 64
6.6 Creating Ads Without Showing Your Face 65
6.7 Writing Your First Ad 66
6.8 Understanding Advertising Budgets 67
6.9 Calculating Your Break-Even Cost Per Sale 68
Worksheet Your First Advertising Test Plan 69
Tracker Traffic Tracking Worksheet 70

BY THE END OF THIS CHAPTER YOU WILL

v Understand every major v/ Learn the basics of Google v/ Calculate break-even and

traffic source for PDFs and Meta ads safely track every visitor
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LESSON 6.1

Understanding Traffic Sources

Traffic means people visiting your product page. No visitors, no sales. The good news: there
are six reliable sources, and none require a large following to start.

Source How it works Speed Cost

Content on Instagram, TikTok, YouTube that

points to your store Medium Your time

Organic social media

People find your pages or videos by searching Slow, then

Search engines Google or YouTube steady Your time

Pinterest Pins !mk to your product pages and keep Medium Your time
working for months

Paid advertising You pay platforms to show your product to Fast Ad budget
targeted people

Email marketing You se.nd helpful emails and offers to Fast once built Low software
subscribers cost

Marketplace traffic Shoppers searching inside a marketplace find Medium Listing fees

your listing

Choosing your first two sources

Do not try all six. Pick one organic source that fits your niche and one source you can grow over time.
For printables, Pinterest plus one short-video platform is a strong start. Add email as soon as you
make your first sales.

“Master one traffic source before you add the next. Scattered effort
produces scattered results.”

WHAT TO WATCH FOR

Followers are not traffic. A post with 10,000 views and no clicks to your store is entertainment, not
marketing. Always measure visits to your product page and sales, not just likes.
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LESSON 6.2

Organic Traffic vs. Paid Traffic

Organic traffic comes from content and search. Paid traffic comes from ads. Both work, and
most successful stores eventually use both. Understand the trade-offs before you spend a
dollar.

Organic traffic Paid traffic

Usually requires time Requires an advertising budget

Can compound over time as content keeps working Can generate exposure quickly, often within days
Depends on platform reach and algorithms Depends on targeting and campaign performance
No direct ad spend Financial risk if ads do not convert into sales
Builds an audience and trust Stops the moment you stop paying

A sensible order for beginners

0 Start organic. Learn which hooks, benefits, and images your buyers respond to, for free.
e Improve your sales page until organic visitors convert at a healthy rate.
e Test small ads using your best-performing organic content as ad creative.

e Scale carefully only after you know your break-even cost per sale (page 68).

IMPORTANT

Ads amplify what already exists. If your product page does not convert organic visitors, ads will
usually just help you lose money faster. Fix the page first.

“Organic content teaches vou what works. Paid ads let you do more
of it, faster.”
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LESSON 6.3

Understanding Google Search Traffic

Every day, people type their problems into Google. Many of those searches are from buyers
looking for exactly the kind of product you sell. Showing up for those searches puts you in
front of buyers at the moment they need you.

What they search What they want A product that fits
printable weekly meal planner A ready-to-use planner now A meal-planning PDF
how to pay off credit card debt fast A clear plan and motivation A debt payoff workbook and tracker
new puppy checklist Not to forget anything important A puppy starter checklist and
planner
wedding budget spreadsheet Control over spending A wedding budget planner
Three ways to show up in search
BLOG POSTS Write helpful articles on your store's blog that answer common questions and
link to your product.
YOUTUBE VIDEOS Videos often appear in Google results, especially for "how to" searches.
PINTEREST PINS Pins frequently rank in Google image and search results for printable products.

SEARCH INTENT MATTERS

Words like printable, template, planner, checklist, and worksheet signal someone ready to use or
buy a product. Words like what is and why usually signal someone still learning. Target both, but
expect more sales from the first group.

PRACTICAL APPLICATION

Write down 10 phrases a buyer might type to find your product. Use the best three in your product
title, your pin titles, and the first line of your descriptions.
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LESSON 6.4

Introduction to Google Ads

Google Ads lets you pay to appear at the top of search results for specific keywords. You
usually pay only when someone clicks. It can bring buyers fast, but it does not guarantee sales
and it can be expensive in competitive niches.

SEARCH CAMPAIGNS Text ads that appear when people search your chosen keywords. The most
common starting point for digital products.

KEYWORDS The search phrases you bid on. Specific phrases like "printable puppy
training schedule" usually cost less and convert better than broad ones like
Ilpuppy.ll

AD COPY Headlines and descriptions that match the search and name the benefit.

"Printable Puppy Planner, First 90 Days Made Easy."

LANDING PAGES The product page people land on. It must match the ad exactly, or visitors
leave.

BUDGETS A daily limit you set. Start small, for example $5 to $10 per day, while you
learn.

CONVERSION TRACKING Setup that tells Google when a click becomes a sale, so you can see which
keywords make money.

Beginner guardrails

e Set a total test budget you can afford to lose completely.
e Use specific keywords and add negative keywords such as "free" to avoid unwanted clicks.
e Do not change everything at once. Let a test run for at least 7 days.

COMMON MISTAKE

Sending ad clicks to your homepage. Always send people to the exact product page that matches
the keyword they searched. Every extra click between the ad and the buy button loses buyers.
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LESSON 6.5

Introduction to Facebook and Instagram Ads

Meta’'s ad platform runs ads on Facebook and Instagram. Unlike Google, people are not
searching for you. You are interrupting their scroll, so your creative (the image or video) has to

stop them.

CAMPAIGN OBJECTIVES

AUDIENCES

CREATIVE

BUDGETS

LANDING PAGES

TESTING

RULES CHECK

TRACKING MATTERS

Tell Meta your goal. For product sales, the sales objective optimizes for
purchases rather than just clicks.

Define who sees your ads by location, age, and interests, or let the platform
find buyers with broad targeting once tracking is set up.

The image, video, or carousel. This is the biggest factor in performance.
Test several versions.

Daily or lifetime budgets. Start small and let ads run several days before
judging.

Send people to the specific product page, never your homepage.

Change one variable at a time: the creative, the headline, or the audience,
so you know what made the difference.

Install the platform’s tracking tool on your store (most storefronts make this simple). Without it,
Meta cannot learn who buys, and you cannot tell which ads are profitable.

Ad platforms have strict policies about income claims and health claims. Avoid promising specific
earnings or results in ads, and read the current advertising policies before you launch.
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LESSON 6.6

Creating Ads Without Showing Your Face

Faceless ads often perform as well as personal ones for printable products because the
product is visual. Here are five proven formats.

Product mockup ads Carousel ads

A clean mockup with a benefit headline. Simple, One slide per key page or benefit. Great for
clear, and easy to test quickly. showing what is inside a planner or workbook.
Screen-recorded demos Text-based ads

A 10 to 20 second scroll through the PDF with Bold text on a brand-colored background stating
text overlays naming each section. a problem and solution. Stands out in busy feeds.
Benefit-led static images Your best organic post

A product image surrounded by 3 to 5 short Repurpose content that already performed well
benefit callouts, like a mini infographic. organically. It has proven it can stop the scroll.

What makes an ad image work

e One clear message, readable on a phone in one second
e Your product clearly visible
e Brand colors that stand out from the feed

* No exaggerated income or result claims

“Your ad has one second to answer: what is this, and is it for me?2”

YOUR NOTES
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LESSON 6.7

Writing Your First Ad

Use the same five-part structure as your demo videos: Hook, Problem, Solution, Benefit, Call to
action. Here are three done-for-you sample ads to adapt.

SAMPLE AD 1: MEAL PLANNER

Still deciding what is for dinner at 6pm? Most families do not need more recipes. They need a
plan. The 20-Minute Family Dinner Planner turns Sunday into a quick planning session, with a

grocery list by aisle and a picky eater swap chart. Calmer weeknights start this Sunday. Download
and print tonight.

SAMPLE AD 2: DEBT PAYOFF WORKBOOK

Paying the minimum and watching the balance barely move? A clear plan changes everything.
The Couples Debt Payoff Workbook helps you list every debt, choose a payoff method, and track

progress together, one page at a time. See your progress every month. Get your printable
workbook today.

SAMPLE AD 3: PUPPY PLANNER

New puppy, zero sleep, and a list of questions that never ends? The First 90 Days Puppy Planner
gives you a week-by-week training schedule, feeding log, and vet tracker in one printable. Feel
like you know what you are doing. Instant download.

Headline ideas to test

e Plan a week of dinners in 20 minutes
e The printable that ends the 6pm panic
e Your first 90 days with a puppy, planned

YOUR NOTES




THE FACELESS DIGITAL STORE | CH 06 GETTING TRAFFIC BACK TO CONTENTS 67

LESSON 6.8

Understanding Advertising Budgets

Ads are math. Before you run any campaign, learn six numbers. They tell you whether an ad is
building your business or quietly draining it.

AD SPEND The total amount you paid the platform. Example: $100.

COST PER CLICK (CPC) Ad spend divided by clicks. $100 spent and 125 clicks = $0.80 per click.

CONVERSION RATE Purchases divided by visitors, times 100. 3 sales from 125 visitors =
2.4%.

COST PER PURCHASE Ad spend divided by purchases. $100 and 3 sales = $33.33 per
purchase.

REVENUE Money from those sales. 3 sales at $27 = $81.

PROFIT Revenue minus ad spend and all other costs. $81 minus $100 minus

fees = a loss.

READING THE EXAMPLE

In this example the ad lost money: it cost $33.33 to make each $27 sale. That does not mean ads

cannot work for you. It means something needs to change: a higher price or bundle, a better
converting page, a lower cost per click, or a stronger ad.

Four levers you can pull

° Raise the conversion rate with better previews and a clearer sales page.
e Raise the order value with a bundle or complementary product.
e Lower cost per click with stronger creative and tighter targeting.

° Stop what does not work quickly, and move budget to what does.
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LESSON 6.9

Calculating Your Break-Even Cost Per Sale

Your break-even cost per sale is the most you can spend on ads to get one sale without losing
money on that sale. Knowing this number protects you from expensive mistakes.

The example

A $27 product with $3 in transaction and other variable costs leaves $24 before advertising and fixed
expenses. That means spending $24 to acquire a sale would leave no contribution toward fixed
expenses or profit. To actually profit, your cost per purchase needs to stay well below $24.

Product price $27.00
Minus transaction and variable costs $3.00

= Amount available per sale (break-even ad cost) $24.00
Your target cost per purchase (example: 50% of break-even) $12.00

Your calculation

My product price

Variable costs per sale

Break-even ad cost per sale

My target cost per purchase

WHY TRACKING COSTS MATTERS

Fixed expenses such as software subscriptions and design tools still need to be paid every
month. If every sale only breaks even on ads, nothing is left for those costs or for you. Track
every cost, every week.
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WORKSHEET

Your First Advertising Test Plan

Plan your first ad test on paper before you spend anything. A written plan keeps you calm and
makes results easy to judge.

Product

Price

Audience

Platform

Total test budget

Daily budget

Test length (days)

Landing page

Ad creative: describe the image or video you will test.

Headline and main text:

Success metric (cost per purchase target)

Stop rule (when | will pause)
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TRACKER

Traffic Tracking Worksheet

Log your traffic and sales every few days. Patterns appear quickly once you write them down.

Date Traffic source Visitors Sales Revenue Ad spend

Which source brought the most sales for the least cost?
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CHAPTER 07

TURN INTEREST
INTO SALES

Make it easier for customers to understand
the value of vour product.

INSIDE THIS CHAPTER

Why People Visit but Don't Buy 72
The Anatomy of a Strong Sales Page 73
Writing Outcome-Focused Headlines 74
Creating Better Product Mockups 75
Using Product Previews 76
Building Trust on Your Sales Page 77
Pricing Your PDFs 78
Understanding Conversion Rates 79
Sales Page Improvement Checklist 80

BY THE END OF THIS CHAPTER YOU WILL

v Diagnose why visitors leave v Build a sales page with v Price with confidence and

without buying every element that matters track your conversion rate
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LESSON 7.1

Why People Visit but Don’t Buy

Most visitors will not buy, and that is normal. But if almost nobody buys, one of these six
problems is usually the cause. Each one has a fix.

Problem What the visitor thinks The fix

"I am not sure what this does for Lead with the result in the headline and first

Unclear benefits ;
me. sentence.

Weak product previews "l cannot tell what | am getting." Slipi7 et Bllislelf ez el

worksheets.
. . ne button, one pri few fiel
Confusing checkout "Too many steps. Never mind." One b on, one price, as few fields as
possible.
Lack of trust "s this a real store?" V|S|b|g policies, support email, consistent
branding.
. . B . " Test every page on a phone; most buyers
Poor mobile experience | cannot read this on my phone.
shop there.
. . . how everything inclu nd the result it
Price-value mismatch "That seems like a lot for a PDF." Show everything included and the res

delivers.

How to find your weak spot

c Ask three people outside your niche to look at your page and tell you what it sells and who it is
for.

e Watch your numbers If many people click but few buy, the page is the problem. If few people
click, the content or ad is.

e Read your page on a phone as if you were a tired buyer at 10pm. Fix anything that makes you
hesitate.

“A confused visitor never buys. Clarity is the most profitable design
choice you can make.”
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LESSON 7.2

The Anatomy of a Strong Sales Page

Whether your product page is on a marketplace or your own store, the strongest pages contain
the same eight elements, in roughly this order.

1. HEADLINE The result your buyer wants. "Plan a week of family dinners in 20
minutes."
2. SUPPORTING SENTENCE Who it is for and how it works. "A printable planner for busy parents,

with grocery lists included."

3. PRODUCT IMAGE A clear cover mockup, then inside page previews.

4. BENEFITS Three to five bullets describing what changes for the buyer.

5. WHAT'S INCLUDED A specific list: page count, sections, worksheets, bonuses, file format.
6. PRICE Clear and confident. Bundles show what the buyer saves.

7. CALL TO ACTION One button with plain, active text, such as "Get the planner."

8. FREQUENTLY ASKED Answer the questions that stop people buying: format, printing,
QUESTIONS

delivery, refunds.

BENEFITS VS. FEATURES

e Feature: "52 weekly planning pages." Benefit: "Never wonder what is for dinner again."
e Feature: "Grocery list by aisle." Benefit: "Shop in half the time with no forgotten items."
e Lead with benefits, then use features as proof.

“Fvery section of vour page should answer one question a hesitant
buyer is quietly asking.”
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LESSON 7.3

Writing Outcome-Focused Headlines

Your headline should name the problem solved or the result delivered, not just the name of the
PDF. The product name tells people what it is. The headline tells them why they want it.

Product-name headline Outcome-focused headline

The Ultimate Budget Planner Finally know where every dollar goes, in 15 minutes a week
Puppy Training Guide Survive the first 90 days with a calm, well-trained puppy
Wedding Planning Workbook Plan your whole wedding without the spreadsheet chaos
Study Planner for Students Stop cramming: a semester plan that spreads the work out
Decluttering Checkilist A clutter-free home in 15 minutes a day

Five headline formulas

HOW TO How to [result] without [pain]

FINALLY Finally [result] in [timeframe]

THE SYSTEM The [adjective] system [buyer] use to [result]
STOP Stop [frustration]. Start [result].

FROM / TO From [before state] to [after state] in [timeframe]

KEEP IT HONEST

Outcome headlines must stay truthful. Promise what the product helps people do, not guaranteed
results. "Plan your meals in 20 minutes" is fair. "Lose 20 pounds" is a claim you cannot make.

“Name the result first. The product name can come second.”
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LESSON 7.4

Creating Better Product Mockups

Professional mockups help customers understand what they are purchasing. Since a PDF has
no physical form, your images are the product in the buyer’s mind. Better images make the
same product feel more valuable.

The ideal image set for one product

Hero mockup Your cover as a book or on a tablet, clean background, readable title.
What's inside collage 4 to 6 inside pages arranged neatly.

Worksheet close-up A filled-in example showing real writing space.

Lifestyle image The product on a desk with coffee and a pen, hands only.

Details image Page count, format, page size, and what is included as clear text.

Bundle or bonus image If you include bonuses, show them together.

Quality checklist for every image
Text is readable on a phone screen
Colors match your brand and product
Lighting is soft and natural

Every page shown exists in the product

00000

Same style as the rest of your store

A POWERFUL UPGRADE

Show a filled-in example next to the blank version. Buyers instantly understand how the page
works and imagine themselves using it.

YOUR NOTES
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LESSON 7.5

Using Product Previews

Previews answer the silent question every buyer asks: "What exactly am | getting?" The more
clearly you show the inside of your product, the more confident buyers feel.

INTERIOR PAGE SAMPLES Show your most useful pages, not your introduction. Lead with the
planner, worksheet, or framework.

WORKSHEET PREVIEWS Show worksheets partially filled in so buyers see how they work.
TABLE OF CONTENTS A contents image proves depth and organization at a glance.

PRODUCT DEMONSTRATIONS A short scroll-through video on the product page lets buyers flip
through it themselves.

Which pages to preview

e Your best framework or method page the one that delivers the core result.
e Your most useful worksheet or planner the page buyers will use most.

e The contents page so buyers see the full scope.

e One "aha" page such as a filled example, a formula, or a list of ideas.

FREE SAMPLE STRATEGY

Offer one complete page as a free sample in exchange for an email address. Buyers who try a
page and like it are far more likely to purchase the full product, and you build your email list at the
same time.

“Show enough to prove the value. Hold back enough to make them
want the rest.”

YOUR NOTES
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LESSON 7.6

BACK TO CONTENTS 77

Building Trust on Your Sales Page

Trust is the bridge between interest and purchase. Without a face, your page must earn trust

through clarity, honesty, and visible care.

Accurate product information

State exactly what is included: page count,
format, page size, and what the product does not
include.

Clear refund policy

Explain your policy in one or two plain sentences.
Hidden policies create hesitation.

Accessible support

A visible email address and a reply-time promise.
"We reply within 24 hours."

Collecting your first reviews

Genuine testimonials

Use only real reviews from real buyers, with
permission. Never invent or buy reviews.

Secure checkout

Use an established payment processor. Buyers
recognize and trust familiar checkout pages.

Consistent branding

Matching colors, fonts, and mockups across your
store signal a real, established business.

Send a short email 5 to 7 days after purchase: "Hi [Name], | hope the [product] is helping! Would you
share a sentence about your experience? It helps other [buyers] decide." Many happy buyers will

reply if you ask simply.

WHAT TO WATCH FOR

Claims you cannot prove. Phrases like "guaranteed results" or "make $5,000 your first month"

damage trust and may break platform and advertising rules. Specific, honest descriptions build far

more confidence.

“Honesty is not just the right thing to do. On a sales page, it is also

the most persuasive.”
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LESSON 7.7

Pricing Your PDFs

Pricing is not about how many pages you made. It is about the value of the result, compared
with the alternatives available to the buyer. Consider these six factors.

CUSTOMER VALUE How much is solving this problem worth to the buyer? Saving money, time,
or stress is worth more than general information.

PRODUCT DEPTH A single checklist and a complete system with worksheets and planners are
priced very differently.

COMPETITION Know the typical range. You do not have to be the cheapest. You do have to
justify where you sit.

AUDIENCE Professionals and business owners often pay more than students for similar
products.

COSTS Your price must cover fees, ads, and software with room for profit (see page
68).

POSITIONING Premium design and a specific buyer support a higher price. Generic

products compete on price.

A simple pricing ladder

Product type Common range Role in your store
Single checklist or template $5 to $15 Easy first purchase
Planner or workbook $17 to $37 Core product

Complete guide or system $37 to $97 Premium offer

Bundle of related products $47 to $127 Highest value per order

Ranges are common market examples, not rules. Test prices and track conversion rate and revenue together.




THE FACELESS DIGITAL STORE | CH 07 CONVERTING VISITORS BACK TO CONTENTS 79

LESSON 7.8

Understanding Conversion Rates

Your conversion rate tells you what percentage of visitors buy. It is the clearest single measure
of how well your product page works.

THE FORMULA

Conversion rate = Purchases + Visitors x 100. Example: 100 visitors and 2 purchases equals a 2%
conversion rate.

Why small improvements matter

Monthly visitors Conversion rate Revenue at $27
2,000 1% 20 $540

2,000 2% 40 $1,080

2,000 3% 60 $1,620

4,000 3% 120 $3,240

Doubling your conversion rate has the same effect on revenue as doubling your traffic, and it is often
cheaper and faster to achieve. These figures are illustrations only; conversion rates vary widely by
niche, price, and traffic source.

What affects your conversion rate

e Traffic quality Visitors from a search for "printable meal planner" convert better than random
social traffic.

e Clarity of the offer Does the page instantly explain the result?
e Strength of previews Can buyers see exactly what they are getting?

e Price and value Does the page make the price feel fair?

YOUR NOTES
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CHECKLIST

Sales Page Improvement Checklist

Review your product page against this list once a month, or any time sales slow down.
Headline names the result, not just the product name.
Supporting line names the buyer.

Cover mockup is sharp and readable on a phone.

At least 4 inside pages are previewed.

A filled-in worksheet example is shown.

Benefits come before features.

Everything included is listed specifically.

Price is clear, and bundle savings are shown if relevant.
There is one clear call-to-action button.

FAQ answers format, printing, delivery, and refunds.
Real reviews are displayed (when available).

Support email and refund policy are visible.

Page loads quickly and reads well on a phone.

Checkout takes as few steps as possible.

00000000 00000O00O06

Everything on the page is accurate and honest.

Date reviewed

Current conversion rate

Change | will test next
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CHAPTER 08

YOUR ROADMAP
TO $5K/MO

Focus on repeatable actions, not overnight
success.

INSIDE THIS CHAPTER

The First $100 Milestone 82
The First $500 Milestone 83
The First $1,000 Milestone 84
The $2,500 Milestone 85
The $5K Monthly Revenue Goal 86
Creating Product Bundles 87
Adding Complementary Products 88
Building an Email List 89
Automating Your Store 20
Understanding Your Numbers 91
Your $5K Business Growth Plan 92

BY THE END OF THIS CHAPTER YOU WILL

v/ Know what to focus on at v Grow order value with V' Track real profit and build

each revenue milestone bundles and new products your growth plan




THE FACELESS DIGITAL STORE | CH 08 GROWING TO $5K BACK TO CONTENTS 82

LESSON 8.1

The First $100 Milestone

Your first $100 is the most important money your store will ever make. Not because of the
amount, but because it proves that a stranger will pay for something you made. Focus on
learning, not scaling.

VALIDATE DEMAND Your first sales confirm that your niche, product, and message connect.
If nobody buys after a few hundred visitors, revisit the niche or the offer.

MAKE INITIAL SALES Share your product consistently on one or two channels. Early sales
often come from Pinterest, a marketplace, or a single post that resonates.

LEARN FROM FEEDBACK Email your first buyers. Ask what made them buy and what they wish was
included. Their answers are gold.

IMPROVE PRESENTATION Update previews, headlines, and descriptions based on what you learn.

Focus for this stage

(] Publish content at least 3 times per week
(] Track visitors and sales weekly

(] Contact your first 5 buyers personally

(] Make one improvement to your product page each week

MINDSET

Your first sale may take days or weeks. That is normal. Treat each week as an experiment, write
down what you learn, and keep going.

“The first sale changes everything, because it turns an idea into a
business.”
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LESSON 8.2

The First $500 Milestone

At $500 you have proof. Now the goal is to find out what is working and do more of it. This
stage is about focus and consistency.

FIND EFFECTIVE SOURCES Look at your tracking sheet. Which traffic source brought the most
sales? Double your effort there before adding anything new.

IMPROVE THE SALES PAGE Test a new headline, add more previews, or answer a common
question in your FAQ.

UNDERSTAND CONVERSION Calculate your conversion rate for each traffic source. Some sources
send browsers, others send buyers.

BUILD CONSISTENCY Create a weekly rhythm: content days, a review day, and an
improvement day.

A sample weekly rhythm

Day Focus Time

Monday Batch-create 3 pieces of content 60 to 90 min
Tuesday to Thursday Publish and engage 20 min per day
Friday Create new pins or ads 45 min

Sunday Review numbers and plan next week 30 min

WHAT TO WATCH FOR

Shiny object syndrome. Starting a second niche or a new platform here usually slows growth.
Depth beats breadth at $500.

YOUR NOTES
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LESSON 8.3

The First $1,000 Milestone

Crossing $1,000 in a month means you have a repeatable process. Now it is time to strengthen
the business so it can handle growth without burning you out.

REINVEST CAREFULLY Spend on things that save time or grow sales measurably: a better
mockup tool, a scheduling app, a small ad test. Avoid spending just
because you can.

IMPROVE THE OFFER Add a bonus page, a filled-in example, or a companion checklist. A
stronger offer can support a higher price.

REVIEW EXPENSES List every subscription and fee. Cancel anything you do not use every
month.

CREATE REPEATABLE Write simple checklists for creating content, launching products, and

WORKFLOWS

answering support emails.

Simple workflows to write down now

e Content workflow: topic, hook, create, caption, publish, log results.
e Product workflow: niche, outline, write, design, proof, export, mockup, upload, test.

e Support workflow: read, reply within 24 hours using templates, log common questions.

SET ASIDE FOR TAXES

Business income is usually taxable. Many sellers move a set percentage of every payout into a
separate savings account. Ask a tax professional what is right for you.

“Systems are what let a small business grow without growing your
stress.”
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LESSON 8.4

The $2,500 Milestone

At $2,500 a month your store is a meaningful income stream. Growth now comes less from
more traffic and more from selling more to each customer and keeping them coming back.

PRODUCT EXPANSION Add products for the same buyer. A meal planner buyer may also want
a pantry inventory, a holiday menu planner, or a kids' lunch planner.

CUSTOMER RETENTION Email buyers with helpful tips and new releases. Past customers are
often the easiest people to sell to again.

BUNDLING Combine related products at a lower total price. Bundles raise the
average order value.

MARKETING OPTIMIZATION Put more effort into your top two traffic sources and stop activities that
do not produce visits or sales.

Average order value

Average order value (AOV) is total revenue divided by number of orders. If 100 orders produce
$2,700, your AQV is $27. If a bundle option lifts AOV to $36 with the same 100 orders, revenue
becomes $3,600 with no extra traffic.

YOUR NEXT STEP

List three products your current buyer would want next. Choose the one that is fastest to create
and most closely linked to your best seller.

“Your best future customer is often someone who already bought
from you and loved it.”

COMMON MISTAKE

Creating products for a brand new audience at this stage. A second audience doubles your
marketing work. A second product for the same audience multiplies the value of the work you are
already doing.
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LESSON 8.5

The $5K Monthly Revenue Goal

Reaching $5,000 in monthly revenue depends on four things working together: traffic,
conversion, price, and margin. Improve any one and the goal gets closer.

Average order value Orders needed Visitors needed at 2% Visitors needed at 3%
$17 295 14,750 9,834
$27 186 9,300 6,200
$37 136 6,800 4,534
$47 107 5,350 3,567
$67 75 3,750 2,500

These are mathematical illustrations, not earnings predictions. Notice how higher order values and better
conversion rates dramatically reduce the traffic you need.

The four growth levers

TRAFFIC More of the right visitors, from your best sources.

CONVERSION A higher percentage of visitors who buy.

ORDER VALUE Bundles, premium versions, and complementary products.
MARGIN Lower costs, smarter ad spend, and fewer unused subscriptions.

REVENUE IS NOT PROFIT

A $5K month with $3K in ad spend is a $2K business before other costs. Always track profit
alongside revenue. Your Monthly Income Tracker on page 105 makes this simple.

YOUR NOTES
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LESSON 8.6

Creating Product Bundles

A bundle combines related products at a lower total price than buying each one separately.
Bundles increase average order value and make buyers feel they are getting a great deal.

Three bundle styles

THE COMPLETE KIT Everything a buyer needs for one goal. Example: The New Puppy Kit with
the planner, training checklist, and feeding log.

THE SEASONAL SET Products tied to a time of year. Example: The Holiday Hosting Bundle with
menu planner, gift tracker, and cleaning schedule.

THE GOOD, BETTER, BEST Offer the core product alone, a mid-tier with a bonus, and a full bundle.
Many buyers choose the middle option.

Pricing a bundle

Item Separate price

Weekly Meal Planner $17
Pantry Inventory Pack $9

Holiday Menu Planner $12
Total if bought separately $38
Bundle price (about 25% off) $29

BUNDLE TIP

Name the bundle by the outcome, not the contents: "The Calm Kitchen Kit" sells better than "3
Planner Bundle." Show all the covers together in one mockup.

YOUR NOTES
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LESSON 8.7

Adding Complementary Products

Your best next product is usually not in a new niche. It is the next problem your current buyer
will face. Serving one buyer deeply is faster and cheaper than finding new buyers from
scratch.

The "what happens next" method

Ask: after my buyer uses my product, what do they need next? Map the journey and build products
for each step.

Current product What the buyer needs next Complementary product

Wedding budget planner Organizing guests and vendors Guest list and vendor tracker

New puppy planner Training a growing dog Adolescent dog training workbook
Debt payoff workbook Building savings after debt Emergency fund and savings planner
Job search tracker Preparing for interviews Interview prep workbook
Homeschool weekly planner Tracking progress and records Homeschool record keeping pack

Where to offer complementary products

e On the thank-you page after purchase

e In afollow-up email 7 to 14 days later

e On each product page as "You may also like"
e Inside your PDF on the final page

EXAMPLE

A seller with a popular wedding budget planner adds a guest list tracker and a thank-you card log,
then offers all three as The Organized Bride Bundle. Past buyers receive an email introducing the
new products, and the bundle becomes the most popular option on the product page.

“Grow deeper before vou grow wider.”
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LESSON 8.8

Building an Email List

An email list is the one marketing channel you truly own. Social platforms change their rules;
your list stays with you. Many stores find email is their most reliable source of repeat sales.

LEAD MAGNETS A free, useful resource offered in exchange for an email address: a
sample planner page, a checklist, or a mini guide.

SIGNUP FORMS Place a simple form on your store, your product pages, and in your social
profiles.
WELCOME SEQUENCES An automatic series of 3 to 5 emails that delivers the freebie, shares

helpful tips, and introduces your products.

PRODUCT ANNOUNCEMENTS  Let subscribers know first about new products, bundles, and seasonal
offers.

CUSTOMER RELATIONSHIPS  Send helpful content regularly, not only sales emails. Aim for roughly
three helpful emails for every promotional one.

A simple 4-email welcome sequence

EMAIL 1 (DAY 0) Deliver the freebie and say what to expect.

EMAIL 2 (DAY 2) Share your best tip and a quick win.

EMAIL 3 (DAY 4) Tell the story behind your product, then introduce it.
EMAIL 4 (DAY 6) Answer common questions and invite them to buy.

PRIVACY MATTERS

Only email people who signed up, include an unsubscribe link in every email, and follow the email
rules in your country.
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LESSON 8.9

Automating Your Store

Automation is what makes a faceless store feel effortless. Set these systems up once and they
work around the clock.

FILE DELIVERY Your platform sends the download link automatically after every
purchase.
ORDER CONFIRMATIONS A friendly, branded confirmation email with the download link and

support details.

EMAIL SEQUENCES Welcome emails for subscribers and follow-up emails for buyers that ask
for reviews and suggest related products.

SUPPORT WORKFLOWS Saved reply templates for common questions, such as lost links, printing
tips, and file formats.

SALES TRACKING A weekly check of your platform dashboard, logged into your tracker.

CONTENT SCHEDULING Schedule pins and posts in advance so marketing continues on your
busiest weeks.

Three support templates

LOST LINK "Here is a fresh download link for your [product]. Save the file to your device so you
always have it."

PRINTING HELP "For best results, print at actual size (100%) on US Letter or A4 paper. Choose your
printer's best quality setting."

WRONG FORMAT "The product is a PDF that opens in any free PDF reader. If you would like help opening
it, reply and | will walk you through it."

YOUR NOTES




THE FACELESS DIGITAL STORE | CH 08 GROWING TO $5K BACK TO CONTENTS 91

LESSON 8.10

Understanding Your Numbers

Revenue feels exciting. Profit pays your bills. Check these six numbers every month so you
always know where your business really stands.

REVENUE All money customers paid you before any costs.
REFUNDS Money returned to customers. Track the reasons so you can fix the cause.
TRANSACTION FEES Payment processing and platform fees, usually a percentage plus a small

fixed amount per sale.

ADVERTISING COSTS All money spent on ads.
SOFTWARE EXPENSES Storefront, email, design, and scheduling subscriptions.
NET PROFIT Revenue minus refunds, fees, ads, software, and other expenses.

A sample month

Line item Amount

Revenue (150 orders at $27) $4,050
Refunds minus $54
Transaction and platform fees minus $365
Advertising minus $900
Software and tools minus $110
Net profit before taxes $2,621

This sample is an illustration only, not a typical or expected result.

YOUR NOTES
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PLANNER

Your $5K Business Growth Plan

Map your path from where you are now to your monthly goal. Revisit this plan every 90 days.

Current monthly revenue

Current monthly profit

My 90-day revenue goal

Average order value

Conversion rate

Lever Where | am now My 90-day target Action | will take

Traffic (visitors/month)

Conversion rate

Average order value

Monthly expenses

Number of products

My next product or bundle:

My top traffic source to grow:

One thing | will stop doing:
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CHAPTER 09

YOUR 30-DAY
LAUNCH PLAN

One focused month. One practical starting
point.

INSIDE THIS CHAPTER

Week 1: Choose Your Niche 94
Week 1 Checklist 95
Week 2: Create Your Product 96
Week 2 Checklist 97
Week 3: Build Your Store 98
Week 3 Checklist 929
Week 4: Start Marketing 100
Week 4 Checklist 101
Your Launch Day Checklist 102

BY THE END OF THIS CHAPTER YOU WILL

v Follow a day-by-day plan v/ Check off every action with v/ Launch a tested store with

for four focused weeks printable checklists content ready to go
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PLANNER

Week 1: Choose Your Niche

This week is about decisions. By Sunday you will know exactly who you serve, what problem
you solve, and what your first product will be. Plan about 45 to 60 minutes per day.

THIS WEEK’'S GOALS

e Research customer problems
e Review competitors

e Select a niche

e Define the target buyer

Day Task Time Done

Complete Your Starting Point worksheet (page 8) and read Chapter

Day 1 9 45 min
Day 2 Brainstorm 8 niche ideas on the Niche Research Worksheet. 60 min
Day 3 ch:;i(_:t search suggestions and community questions for your top 3 60 min
Day 4 Review 3 competing products for each idea using the Gap Method. 60 min
Day 5 Score your top 3 ideas on the Opportunity Scorecard. 30 min
Day 6 Choose your niche and complete your Ideal Customer Profile. 45 min
Day 7 Complete the Final Niche Selection Checklist and rest. 20 min

COACH’S NOTE

Do not let Day 5 turn into Day 15. A good niche chosen this week beats a perfect niche chosen
next month.
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CHECKLIST

Week 1 Checklist

Check off each action as you complete it. Unfinished items roll into next week; that is fine, just
do not skip them.

Starting Point worksheet completed

Chapter 2 read

8 niche ideas brainstormed

Search suggestions collected for top 3 ideas

Community questions and buyer phrases saved

Opportunity Scorecard completed
Niche chosen
Ideal Customer Profile completed

O
O
O
O
O
()] 3 competitors reviewed per idea
O
O
O
O

Final Niche Selection Checklist completed

What did I learn about my buyer this week?

My biggest win this week:

MORE SPACE
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PLANNER

Week 2: Create Your Product

This week you build your first product. Keep it focused: one buyer, one problem, one clear
result. Plan about 60 to 90 minutes per day.

THIS WEEK’S GOALS

e Qutline the product

e Create or source content responsibly
e Design the PDF

e Review quality

Day Task Time Done
Day 8 Choose your format and fill in Your First Product Planner. 45 min
Day 9 Write your outline using the six-part structure. 60 min

Draft the introduction and first sections (Al prompts on page 26 can

Day 10 help). 90 min
Day 11 Draft the remaining sections and the action plan. 90 min
Day 12 Build worksheets, checklists, and planner pages. 90 min
Day 13 Design all pages with your master template. 90 min
Day 14 Proofread, export, and complete the Product Quality Checklist. 60 min

COACH'S NOTE

Your first version only needs to be useful and polished, not enormous. You can add bonus pages
in version two.
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CHECKLIST

Week 2 Checklist

Check off each action as you complete it. Unfinished items roll into next week; that is fine, just
do not skip them.

Format chosen

First Product Planner completed
Outline written

Introduction drafted

All sections drafted and fact-checked

Master template designed
All pages designed
Proofread twice

O
O
O
O
O
() Worksheets and checklists built
O
O
O
O

Product Quality Checklist passed

What would make this product even more useful for my buyer?

My biggest win this week:

MORE SPACE
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PLANNER

Week 3: Build Your Store

This week your product gets a home. By Sunday you will have a tested store that delivers your
file automatically. Plan about 45 to 60 minutes per day.

THIS WEEK’'S GOALS

e Choose a platform

e Create product listings

e Upload products

e Configure checkout and test delivery

Day Task Time Done
Day 15 Compare selling options and choose your platform. 45 min
Day 16 Choose your store name and set up brand colors and logo. 60 min
Day 17 Create your cover mockup and 4 to 6 preview images. 60 min
Day 18 Write your product title and description with the formula. 45 min
Day 19 Build your homepage and product listing; upload the PDF. 60 min
Day 20 Configure checkout, confirmation email, and refund policy. 45 min
Day 21 Make a test purchase and complete the Store Launch Checklist. 45 min

COACH'S NOTE

Test like a customer on your phone. Most buyers will see your store on a small screen first.
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CHECKLIST

Week 3 Checklist

Check off each action as you complete it. Unfinished items roll into next week; that is fine, just
do not skip them.

Platform chosen

Store name and brand set
Cover mockup created
Preview images created
Title and description written
Homepage built

Product listing published
Checkout configured

Test purchase completed

O 0 0 0 0 0 0000

Store Launch Checklist passed

What part of my store still feels unclear to a new visitor?

My biggest win this week:

MORE SPACE
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PLANNER

Week 4: Start Marketing

This week you open the doors. You will create faceless content, publish consistently, and look
at your first numbers. Plan about 45 to 60 minutes per day.

THIS WEEK’'S GOALS

e Create faceless content

e Publish product demonstrations
e Test traffic sources

e Review early performance

Day Task Time Done
Day 22 Write 10 hooks and plan a week of content. 45 min
Day 23 Film or record 3 short demo videos and design 5 pins. 90 min
Day 24 Publish your first demo video and 2 pins. 30 min
Day 25 Publish a teaching carousel and 2 pins. 30 min
Day 26 Publish a before and after video; reply to all comments. 30 min
Day 27 Set up an email signup with a free sample page. 60 min
Day 28 Review your numbers on the Traffic Tracking Worksheet. 30 min

COACH'S NOTE

Days 29 and 30: complete the Launch Day Checklist, celebrate your launch, and plan next month
with the 30-Day Content Calendar.
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CHECKLIST

Week 4 Checklist

Check off each action as you complete it. Unfinished items roll into next week; that is fine, just
do not skip them.

10 hooks written

One week of content planned
3 demo videos recorded

5 pins designed

First demo video published

All comments and messages answered
Email signup and free sample live
First week of numbers logged

O
O
O
O
O
() Teaching carousel published
O
O
O
O

Next month's content calendar planned

Which content brought the most visits to my store?

My biggest win this week:

MORE SPACE
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CHECKLIST

Your Launch Day Checklist

Your store is ready. Run this final check, then share your link with confidence.
Store is published and visible to the public.

Product downloads work on phone and computer.
Checkout has been tested with a real purchase.

Product descriptions are accurate and honest.

Preview images show real pages from the product.
Marketing content is ready for the first week.

Customer support information is visible.

Refund policy is clearly displayed.

Tracking is configured (store analytics and any ad tracking).
Email signup form is working.

A backup of every product file is saved.

O 00000000000

| have scheduled my first weekly review.

Launch date

First product

Store link written here for my records

A note to my future self on launch day:
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CHECKLIST

Profitable Niche Ideas Checklist

Twelve proven categories for faceless PDF stores. Check the categories that interest you, then
write one specific product idea for each.

Category Popular product types My product idea
Self-care planners, journaling prompts
Self-care .p ') gp Pts,
rest routines
. B h vin racker
Budgeting udget sheets, savings trackers, debt
payoff
L. Daily planners, focus es, to-do
Productivity atly pia ! pages,

systems

Client trackers, pricing sheets, content

Business tools
planners

Habit trackers, water and sleep logs,

Wellness .
routines

. . Goal planners, vision es, annual

Life planning aipla ' pages, annua
reviews

Faith and mindset Gratitude and prayer journals, affirmations

Cleaning schedules, declutter plans,
inventories

Home organization
Parenting Chore charts, routines, activity planners

Pets Puppy planners, vet logs, training

schedules
Events Wedding, party, and holiday planners
Education Study planners, homeschool logs, revision

sheets

My top pick from this list, and the buyer | would serve:
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PLANNER

Your 5-Step Launch Plan

Your whole business on one page. Check each step when complete and use the notes space to

record decisions and dates.

Choose your niche
Pick one buyer with one urgent problem. Chapter 2.

Notes and target date

BACK TO CONTENTS

DONE D

Create your product
Outline, write, design, and quality-check your PDF. Chapter 3.

Notes and target date

DONE D

Set up your shop

Store, listing, previews, checkout, and delivery tested. Chapter 4.

Notes and target date

DONE D

Drive traffic without showing your face
Content, Pinterest, search, email, and ads. Chapters 5to 7.

Notes and target date

DONE D

Improve and scale
Track profit, raise order value, add products. Chapters 8 to 10.

Notes and target date

DONE D
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TRACKER

Monthly Income Tracker

Track revenue, expenses, and profit every month. Profit is what matters. Set a goal for each
month and compare.

Month Revenue Expenses Profit Goal Notes

January
February
March
April

May

June

July
August
September
October
November

December

Year total revenue Year total profit

FORMULA

Profit = Revenue minus Expenses. Include fees, ads, software, refunds, and any other business
costs in expenses.
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TRACKER

Digital Product Idea Tracker

Capture every product idea in one place. Review this list when you are ready to add your next
product.

Product idea Audience Problem solved Est. price Status

Status ideas: Idea, Researching, Outlining, Creating, Live.
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CHECKLIST

Product Creation Checklist

Use a fresh copy for every product you create. Follow it in order.

0O 00000000000 0000:™0

Plan: buyer, problem, and result are written in one sentence
Plan: title and subtitle chosen

Plan: format and page count decided

Write: outline completed

Write: all sections drafted

Write: every section ends with an action

Write: facts checked and Al drafts rewritten in my voice
Design: master pages created

Design: worksheets have real writing space

Design: fonts, colors, and spacing consistent

Check: proofread twice

Check: links and contents tested

Check: exported file opened on phone and computer
Launch: mockups and previews created

Launch: listing written and uploaded

Launch: test purchase completed

MORE SPACE

BACK TO CONTENTS
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PLANNER

Faceless Content Planner

Plan your content, then record how each piece performs. After a month you will know exactly
what your buyers respond to.

Publish

Content topic Platform Hook date Performance notes
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TRACKER

Weekly Business Review

Spend 30 minutes every Sunday with this page. Small weekly adjustments add up to big
monthly results.

Week of Expenses
Sales Traffic (visitors)
Revenue Conversion rate

Best-performing content this week, and why it worked:

Biggest challenge this week:

What | learned from customers (messages, reviews, questions):

Next week's top 3 priorities:
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ONE LAST THING

You don’t need to show
your face to build
something real.

You don't need thousands of followers, expensive equipment, or a camera
pointed at your face. You need a useful product, a clear offer, and a
willingness to keep learning.

Start with one product. Build one store. Focus on serving one audience.
Improve as you go. The people who succeed with this business are rarely the
loudest. They are the ones who keep showing up quietly, week after week,
making their product and their store a little better each time.

Somewhere right now, a person is searching for exactly the solution you are
about to create. Go build it for them.

Create. Sell. Grow. Repeat. O
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YOUR NEXT STEP KEEP THIS GUIDE CLOSE REMEMBER

Turn to the 30-Day Launch Plan in Print the trackers in Chapter 10 Progress over perfection. Your
Chapter 9 and put Week 1 on your and review your numbers every first product only has to be useful,
calendar today. Sunday. not flawless.
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