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WELCOME TO MODULE 3 - BUILD THE CONTENT  
So far you have decided what to teach and learned how to validate your idea. After you 
receive validation, it’s time to learn how to build the content. Notice that I said learn? That’s 
because you should pre-sell your course to get the ultimate validation that it will sell before 
you create a single module.  

IN THIS MODULE, YOU’LL: 
• boost your confidence with Mirror Work 

• increase your productivity with time blocking 

• use the Miller Mapping Method to outline your course, organize your modules and 
identify your step-by-step process without getting stuck in overwhelm or perfectionism 

• name and price your course so it creates buzz and attracts your ideal clients 

• use my favorite sources for photos, icons, and music that makes your course pop 

• confidently approach your beta round, feedback round, and rinse and repeat rounds 
with the right course assets 

• create written materials that excite and motivate your clients to stay engaged  

• record, edit, and upload your course videos with simple tools that you probably already 
have or won’t break the bank. 

MIRROR WORK 
Mirror work is a powerful exercise that boosts your confidence in less than 2 minutes a day. 

 
 

If you watch the video, commit to mirror work, and use the tracker on the next page and it will 
change your life! #noexaggeration 
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SCHEDULE IT AND DO IT! 
Building a course requires discipline and consistency. I can teach you how to do it, but if you 
don’t commit to actually doing the work then that brilliant course of yours will never make it 
out of your head.  

“The key is not  to prioritize what is on your schedule,  
but  to schedule your priorities.”  

 - Stephen Covey 
 
Stephen Covey definitely got it right! And I have become a ninja at scheduling my priorities 
and getting massive projects completed.  

How? With time blocking, of course!  

Time blocking is the most effective strategy for using your time wisely. Blocking out time for 
one task increases productivity, prevents procrastination, and eliminates the stress of knowing 
when you will actually have time to complete your deliverables.  

There are many ways to time block and you can do it by hand, on the computer, or using a 
combination of both. Regardless of which method you use, it’s the same process. You identify 
your main priorities, articulate the steps to accomplish them, and block out specific chunks in 
your day to do that task and only that task. 

On Sunday evenings I spend about 60 minutes setting up my winning strategies for the 
following week. The steps I take are: 

1. Calendar appointments and 
coaching sessions. 

2. Identify personal and business 
priorities. 

3. Place each priority in a block of 
time.  

Here’s how it looks  
on Google Calendar: 
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And here’s how that same week looks like in my Passion Planner: 

I color code different categories of my business and personal life so I can quickly see if 
something is out of whack. The colors above represent: 

• Purple: personal 
• Blue: coaching sessions 
• Orange: my personal development or coaching 
• Green: behind the scenes office work, content creation, etc.  
• Yellow: commute / travel time 

There’s no wrong way to time block (other than not doing it), so play around with it to find the 
best method for you. 

http://rwrd.io/4f5efdr
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USING THE MILLER MAPPING METHOD TO OUTLINE YOUR COURSE 
In Module 1 - Decide What to Teach, you identified your promise. This is the entire basis for 
your course because people buy transformation. But how do you systematically take your 
client from Point A to Point B where they want to be? 

The Miller Mapping Method will pull it out of you one piece at a time. Here’s what it looks 
like: 

You MUST clearly know your ideal client’s pain / struggle and the words they use to describe 
their situation. In the training video I mentioned Julie Connors, my ideal client. If you aren’t as 
clear about your ideal client as I am about Julie, then get clear before you move on. 

Meet Julie Connor… 
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Knowing Julie on such an intimate level really helped me create the exact steps she needed 
to shed the weight that was holding her back so she could play to win in every area of her life.  

Do not skip this step! 

Each step of the Miller Mapping Method is explained in detail in the training video. Here’s a 
graphic of what your course may may look like using the method: 
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Of course, you would have the actual titles of the course, the modules and each of the steps.  

The easiest way to begin creating your course is by brainstorming all the steps one must take 
to get from where they are to where they want to be. Think about each step required without 
any regard to the order, or how they will fit into a module. That comes later.  

WHAT’S THE MAGIC NUMBER OF MODULES? 
One of the most common questions I get is … how long should my course be and how many 
modules should I have? We’ll talk about the other most common question (pricing) later in this 
module.  

The answer is … as few as possible and definitely less than 10. Your clients are paying for the 
transformation, not the number of videos, PDFs, modules or steps. The faster you can get 
them across the finish line, the better.  

THE POST-IT NOTE BRAINSTORM PARTY 
Get ready to have some fun with post-it notes. The joy of this process is you get to do a 
complete brain dump of all your wonderful ideas without knowing or caring how or if they will 
actually end up in your course. 

Think about your client’s journey from where they are to where they want to be. Imagine your 
ideal client with as much detail as possible, even down to the hair color and eye color. Really 
see her. When you have her in your mind take the following steps: 
 

1. Grab a stack of post-it notes and your favorite pen. 

2. Crank up the music and set a timer for 15 minutes. 

3. As fast as you can (while writing legibly) write down 
every idea you have about the steps necessary to 
complete the journey. Keep it to one idea per post-
it note.  

4. Place each post-it note on the wall, window, or 
table top. 

5. When the timer ends, step away from those post-it 
notes for at least 24 hours. Do something fun and 
relaxing. 

6. When you’re ready, group each post-it note by 
theme (these may become modules or lessons 
within a module). 
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7. On a larger post-it note, write down how your ideal client feels before she begins that 

module. Ask yourself if your post-it notes will help her overcome those feelings. 

8. Fill in any gaps, organize them nicely (see photo above), and congratulate yourself for 
successfully outlining your course.  

MOTIVATE YOURSELF WITH POST-IT NOTES OUTLINE! 
If you’re inspired by visual effects, then keep your course outline on the wall where you will 
see it. This will help you absorb the structure and content and will motivate you to take the 
necessary action to get that course out of  your head and into the world where it belongs. 

Here’s how Courses Made Easy looked on my wall during the planning process. This was 
before I got rid of the module names that were way too clever in favor of names that actually 
made sense. We’ll discuss names later on in this module.   

The post-it note process works for any course, workshop, blog, or other project you want to 
complete. I used post-it notes to plan out my Amazon best-selling book The Playlist for Life: 
If You Wake Up to the Right Song, How Can You Not Succeed? 

Never underestimate the power of post-it notes! 

https://www.amazon.com/Playlist-Life-Wake-Right-Succeed/dp/0996076158/
https://www.amazon.com/Playlist-Life-Wake-Right-Succeed/dp/0996076158/
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THE COURSE SUMMARY 
Okay, maybe you don’t love office supplies as much as I do and would rather create your 
outline on your computer. Never fear, Christie is here with another method. 

When I’m in course creation mode, 
I want continual access to my 
summary. And because I’m very 
visual and love graphics as much as 
post-it notes, I translated the 
physical version into this online 
table. 

One size doesn’t fit all, so pick a 
method that makes you smile with 
delight every single time you look 
at your course outline. 

Click here to use the COURSE SUMMARY template I created for you. 

THE COURSE OUTLINE 
A summary is nice because it helps you see the full picture, but you need something much 
more detailed to work off of when it comes time (after pre-selling your course, of course) to 
actually create your content. 

I use a Google Doc to outline my entire course. 
Although the format of the document evolves from 
course to course it generally has the following 
information for each module: 

1. Describes each lesson. 
2. Lists the lesson’s teaching points and steps for 

the client to take. 
3. Gives examples and success stories if applicable. 
4. Identifies worksheets or resources and it. 
5. States the call to action. 

Click here to use the COURSE OUTLINE template I created for you. 

https://docs.google.com/spreadsheets/d/1SQcezKbwCFI0EPifjAr-EWTv7LYnhdr-bSyy7qHhzPY/edit?usp=sharing
https://docs.google.com/document/d/181s31LWrvFkLZycqSAYDNoKnSuezdhR3wNxdLBzG56Y/edit?usp=sharing
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NAME THAT COURSE 
Naming your course makes it feel real. And that’s why I asked you to create a working title 
during the 5-Day Build Your Online Course Challenge. Now it’s time to see if that name still 
feels good or if there is a more suitable name. The name of your course may come from 
asking yourself these three questions: 

1. WHAT IS THE OUTCOME, RESULT OR TRANSFORMATION PROMISED? If your 
clients follow everything you teach, what can they expect to achieve or have? 

_________________________________________________________________________________ 

_________________________________________________________________________________  

_________________________________________________________________________________ 

_________________________________________________________________________________  

_________________________________________________________________________________ 
 

2. WHAT IS THE JOURNEY OR PROCESS INVOLVED? What is the beginning and end 
point of your course? You can identify the end point or the entire journey. 

_________________________________________________________________________________ 

_________________________________________________________________________________  

_________________________________________________________________________________ 

_________________________________________________________________________________  

_________________________________________________________________________________ 
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3. WHAT POWERFUL TOOL DO YOU PROVIDE? Clients want to feel like they are getting 
it all. So if it makes sense, pick a powerful noun to describe the tool you deliver. 

_________________________ BLUEPRINT    _________________________ CODE 

_________________________ FORMULA   _________________________ GAME PLAN 

_________________________ PACKAGE   _________________________ PATH 

_________________________ PLAYBOOK    _________________________ ROADMAP 

_________________________ SOLUTION   _________________________ SYSTEM 

The name won’t always fit into one perfect category, but asking the three questions above can 
help you generate ideas. 

DO NOT … GET TOO CLEVER, USE WEIRD SPELLING, OR  
CHOOSE WORDS THAT ARE HARD TO PRONOUNCE 

CHECK FOR TRADEMARKS 
After you come up with a name you love, search online to make sure it’s not already in use. 

You can check U.S. trademarks www.USPTO.gov. A quick Google search will reveal other 
countries trademark websites. 

If somebody has a similar name, then I suggest you go back to the drawing board and try 
again because you do not want to create confusion in the marketplace. 
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GRAB THE URL FAST 
So what happens when you find the “perfect” name for your course but the URL is not 
available? Take the following steps: 

STEP 1: IS THE URL IS ACTIVE?   
If the URL is active, then decide if there will be confusion in the market if you use 
something similar.  If the URL is not being used, then look for variations.  

When I created Feel Good for Life the url was taken and was not being used. So we added 
the word “join” to the front of it and used it for year.  And when Courses Made Easy was 
taken but not active, we used “Get Courses Made Easy” as the URL.  

Try them yourself: 

www.get ______________________________________________.com 

www.join ______________________________________________.com 

Adding an action word like get or join helps your potential clients spur into action with the 
verb usage. But, make sure it’s not a major brand and won’t create confusion in the market. 
For example, you wouldn’t create a url called “join weight watchers”. 

STEP 2: IS THERE A BETTER NAME OR A WAY TO DIFFERENTIATE?  
When I decided to rebrand the “Client Creator Challenge” to the “Get More Clients 
Challenge” the URL was taken. So I went back to the drawing board.  

I asked myself, “what type of clients?” and boom … we came up with “Get More Online 
Clients” which is exactly what I teach. And in this case, I like the name even better than my 
original idea. 

If the URL is taken, it could be an indication that the name is already in use and may be 
trademarked. So always double check. 
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ADD A TAGLINE 
Adding a tagline or subtitle helps your potential buyer understand what the course is all about 
or that it is the perfect course for them. 

• Feel Good for Life: A road trip to a healthier you. 

• Weigh to Win: A guaranteed formula that doesn't require a bunch of time in the gym 
or crazy diet foods. 

• Courses Made Easy: A proven step-by-step formula to create your online course, even 
if you are unsure, overwhelmed or allergic to tech. 

• Client Creator Playbook: The proven, step-by-step game plan to find clients online In 
less than 90 days. 

Without worrying about the name of your course, describe your course in one sentence. 

WHAT IS IT?_____________________________________________________________________ 

_________________________________________________________________________________  

_________________________________________________________________________________ 

_________________________________________________________________________________ 

WHAT PAIN POINT DOES IT ADDRESS? ____________________________________________ 

_________________________________________________________________________________  

_________________________________________________________________________________ 

_________________________________________________________________________________ 

WHAT OUTCOME CAN BE EXPECTED? ____________________________________________ 

_________________________________________________________________________________  

_________________________________________________________________________________ 

_________________________________________________________________________________ 
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MODULE NAMES MATTER TOO! 
Keep the course interesting with descriptive names for each step of your client’s course 
journey.  These methods and examples will spur your creativity. 

METHOD 1: DESCRIBE EACH STEP. 
My original course, Feel Good for Life, promised a road trip to a healthier you. We played on 
that theme when naming each module. 

• Pre-Work: You Are Here.  
Set yourself up for success before you hit the road. 

• Week One: Roadmap for Life.  
Lay the groundwork for your health and happiness. 

• Week Two: Triple A.  
Act, Access and Adjust, if necessary to keep you rolling. 

• Week Three: Rest and Refuel.  
Rest and refuel in order to come back even stronger. 

• Week Four: Take it to the Streets.  
Let the rubber hit the road as you eat, live and thrive in the real world. 

• Week Five: Life in the Fast Lane.  
Put the pedal to the metal and catapult your health to the next level.  

• Week Six: Rest and Refuel.  
Take another pit stop in order to crank it up and finish the ride. 

• Week Seven: Are We There Yet?  
Pack your bags with goodies to keep you focused on the lifelong journey! 

• Week Eight: Navigating Detours.  
Develop the tools to avoid the potholes and fly over the speed bumps! 

  



16
METHOD 2: REPETITION. 
In Weigh to Win, we repeatedly used the word “it” throughout the modules. Even though 
each step’s “it” was different, it created a seamless connection between modules. 

• Step 1: Measure it. 
• Step 2: Create it. 
• Step 3: Believe it. 
• Step 4: Proclaim it. 
• Step 5: Perform it. 
• Step 6: Unlock it. 
• Step 7: Celebrate it. 

METHOD 3: ALLITERATION. 
In the Client Creator Playbook, we used alliteration (first word begins with the same letter) to 
describe each step in creating a 5-day challenge that converts fans into paying clients. 

• Step 1: Plan Your Challenge. 
• Step 2: Produce Your Content. 
• Step 3: Publish Your Landing Page. 
• Step 4: Promote Your Challenge. 
• Step 5: Perfect Your Pitch. 

I would love to say these names just pop into my head while strolling down the beach. But 
that’s not the case.  
 
I use these secret weapons whenever I’m working on naming my steps, programs, 
challenges, and mini-courses: 

• The Rhyme Zone - to find rhymes, synonyms, adjectives and more 
• Thesaraus.com  - to find synonyms 
• Positive Thesaurus - to find positive verbs that start with certain letters 
• Word Finder - to find words that start with certain letters 

Have fun naming your courses and modules.   
 

https://www.rhymezone.com/
https://www.thesaurus.com/
https://positivethesaurus.com/
https://wordfinder.yourdictionary.com/
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PRICE MATTERS 
There will always be another coach teaching a course that is similar to yours. And guaranteed, 
somebody is teaching it at a lower price. But this doesn’t mean your ideal client will go with 
the cheapest option. Competing on price is a losing proposition and lower priced courses can 
attract a lower quality clientele. 

One of the most common questions I receive is “how much should I charge?” And the answer 
depends on many things, including the: 

• perceived value of the transformation you provide 
• amount of access your students have to you privately 
• your expertise and confidence in your pricing and what you offer 
• client testimonials and social proof  
• your target market / niche 
• the nature of your course and the competition 

The number of modules, PDFs, videos, etc. has no impact on your pricing. It’s all about the 
transformation your students will experience. 

Pricing is part science, part art, and part confidence. You may raise your prices as your 
confidence grows and as the feedback shows the perceived value.  

After I validate my course idea, I offer a beta price point to test the market, confirm people 
want to buy, and increase enrollment with urgency pricing. After the beta round is complete 
and adjustments / upgrades have been made to the course contents, I test a higher price 
point. I keep raising the price until I find the sweet spot between revenue generated and the 
number of students enrolled.  

Here’s how the pricing evolved with the Client Creator Playbook: 

• Beta Launch - August 2018 = $297 
• Second Launch - November 2018 = $593 
• Third Launch - April 2019 = $773 
• Fourth Launch - March 2020 = $797 
• Future Pricing = $997 

The beta launch was priced low because this was a new market for me. I knew my weight loss 
clients would pay $997 for an 8-week course, but I wasn’t sure about health coaches and I 
wanted to have a very full and robust course. 
 
It worked! The beta launch attracted 110 paying clients and was a phenomenal experience for 
everyone involved.  
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AVOID WALMART PRICING! 

 
Unless you have a really large list and are going for massive volume, do not offer your courses 
at a very low price. There are people who are willing to pay a premium price for you high-
quality coaching.  

They are paying for your expertise, compassion, personality, and leadership. So don’t 
shortchange them or yourself by undervaluing your course. 

Pricing your course too low will attract lower quality students who will not take consistent 
action. A higher price attracts more qualified and more committed students. Which would you 
rather have in your course?  Price it accordingly.  

INTRODUCING TIERED PRICING 
This is a tricky one because “a confused mind never buys.” But with that said, buyers love 
options. Creating different pricing tiers allows your students to pick the price and level of 
service that feels right for them.  

Our goal with Feel Good for Life was to 
enroll the most people into the middle 
tier for $997. 

Rather than deciding if they should join 
the course, our prospective clients were 
focused on which level to join. 

Each season, approximately 15% went 
VIP with the Limo Rider tier and the 
remaining 85% selected the Caravan 
option. We helped guide that decision 
with the “most popular” icon. 
 
In the fours years we offered Feel good 
for Life, only one person enrolled into 
the Solo Rider tier.  

Test your pricing until you discover your sweet spot. 

      $497                      $997                 $1,797
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PREMIUM PRICING DEMANDS PREMIUM QUALITY. 
You don’t need professionally designed workbooks, but you should present everything in a 
well-organized and professional matter.  Here are my favorite resources for graphics, photos, 
icons, presentation slides (Keynote and Powerpoint), and music. 

GRAPHIC DESIGNER - Martin Carignani is the bomb-diggity of graphic design and is very 
reasonably priced!  

• Use this link to create your free Fiverr account and get 20% off your first order. 
• Then click here to discuss your graphic design needs with Martin. 

PHOTOS AND GRAPHICS 

• iconsdb - free custom icons in your brand colors 

• Canva - free drag and drop design tool you can use to create social media graphics, 
action guides, graphics, presentation slides, etc.  

• Shutterstock - over 299 million images and graphics for you to choose from. I use the 
$29 month subscription option which meets my needs. 

• Unsplash - free stock images that don’t look like stock images! 
 
ONE STOP SHOP! 

• Envato Elements - Unlimited downloads of photos, graphics, Keynote / Powerpoint 
slide decks, web templates, fonts, stock videos, video templates, music, sound effects 
and so much more! At $198 a year, this one is a bargain. 

RECORD LIKE A ROCK STAR! 
You don’t need to hire a professional video team in order to create your course videos. 
Everything I use is very low cost and / or free. I make my slides with Keynote (PowerPoint if 
you’re a PC user) and record with the software below. 

VIDEO SOFTWARE 

• ecamm - The all-in-one livestreaming production platform for Mac. This is also the 
coolest way to record your course videos.  

• ScreenFlow - [Mac only] Easily create and edit stunning videos with ScreenFlow. Don’t 
have a Mac? Then search for Camtasia which is the PC equivalent. 

Check the Tech Survival Guide Library for training videos. 

http://www.fiverr.com/s2/2b10958831
https://www.fiverr.com/martin_carignan
http://iconsdb.com
https://www.canva.com/
https://www.shutterstock.com/
https://unsplash.com/
https://elements.envato.com/
https://www.ecamm.com/mac/ecammlive/?fp_ref=christie54
https://www.telestream.net/screenflow/
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