
 
Podcast Episode 46 - Pop up products 

[00:00:00] So this is the whole premise behind pop-up products. We can influence more 

people. We can impact more people. We can provide something different and we can get 

them to get to know us and get to know our style and our expertise before they then 

decide to sign up for a membership, which we have as part of our funnel. 

Or our coach training, which is a much bigger commitment. Hello, and welcome to the 

coaching hub podcast with me, your host, Ruth Good feet. If you're a coach or you're 

coaching curious, this is the place for you. We're going to be talking all things, coaching, 

pastoral development, um, business development, and I've really fun wine. 

You're going to have live coaching sessions and you're going to come away with tools 

and techniques. That you can practically use and take away. If you enjoy this podcast, I 

would love you to subscribe. And if you really enjoy it, give me a review. Hello. Welcome 

to the [00:01:00] coaching hub. We have got a slightly different episode today. 

So today I'm going to be talking about something with, I'm going to be really honest, 

which comes from my mentor and great friend, Shaw horsemen, and it's something called 

pop up products. So Shaw introduced this to me. I mean, to be honest, she's been 

speaking about this to me for a number of years, but this idea that we have a smaller. 

Lower priced offer that we actually then run ads to, and this becomes the first experience 

that people have of working with us. So shell has been encouraging me to set up my own 

pop-up product for at least six months. And when I say encouraging, I would say gently 

encouraging, like, why haven't you done this yet? 

So I was doing what we probably all do, making excuses. I have my idea. I was going to 

do a coaching bundle and it's going to be 27 pounds and then rise to 37. It's now 

[00:02:00] 37. And. I got myself in that situation where I was making it more difficult. I was 

thinking, Oh my gosh, I can't record videos because I'm home. 



And I can't record videos at home because the kids are here and it's noisy. And all of 

these reasons not to do it, the kind of mindset issues that I helped my clients with a 

Monday, I just thought, wait a second, you are really not walking the talk. You're really not 

modeling what you work with your clients doing. 

So how can you make it simple? I spoke to Shaw as well. And I made it really, really 

simple. I have five PDFs. I have five videos. I have an introduction video, and we really 

walked through the book and with the different areas of that bundle and it isn't, it really 

fantastic resource. So I launched it was the end of February and we've had over a hundred 

people sign up. 

So initially it was at 27 pounds. It's now going up to 37. So it's been at 37 for nearly a 

week [00:03:00] now, and we have an upsell and this is interesting as well because our 

upsell is an introduction to coaching course that I did a year ago. And that course is still 

great. If somebody is brand new to coaching, it's a really good first step. 

And this is what I want to say to you all today. The reason I'm talking about pop-up 

products is because I want you to think about your business more creatively. I want you to 

think, okay, if I can have one of these products that is 27 pounds or 37 or 47, that people 

buy either organically for my audience. 

And as I've said, I think over 60% of our sales actually have been from organically from 

our audience or. We use Facebook ads and we get those ads to self liquidate, meaning 

ads pay for themselves and where we are there. Now, we weren't there to begin with. You 

had to do a lot of testing on them, which obviously increases the budget. 

But if we look at it overall from the organic and the ones that have been [00:04:00] paid, 

we're still in profit. So looking at that. Is a way that we get customers. We acquire 

customers that we're not paying anything for. And then we have the up-sales on top, and 

we know that when customers buy from us once they're more likely to buy from us again. 

So this is the whole premise behind pop-up products. We can. Influenced more people. 

We can impact more people. We can provide something different and we can get them to 

get to know us and get to know our style and our expertise before they then decide to 

sign up for a membership, which we have as part of our funnel or our coach training, 

which is a much bigger commitment. 



So what we're finding. Is actually, we've had four inquiries from a hundred peoples about 

4%, which is pretty good for the coach train start in may. And I would expect that we are 

getting more and more people who've bought that bundle. Who've bought that pop-up 

[00:05:00] product to then go on and buy new things. I also need to name, check cattier 

hair because cattier also, I mean, her. 

How a membership too. And she's talked about bundle. So I've kind of amalgamated the, 

the Le the learning from Katia and the learning from Shaw, always super important to say 

those people that we've learned from. So for me, I wanted to do this podcast. So I 

wanted to get you to start thinking about your business module. 

Because often coaches feel that they need to have their business structured in a specific 

way. And that's how you become successful. And really this stuff is kind of putting that on 

its head and saying, look at how you want your business to look, look at how you want 

your business to feel. Fail look at how you want the customer experience to be, and to 

feel like an, if you have these lower price products, then you're able to start to get people 

to build relationships with you earlier on. 

And I know that this is just the beginning [00:06:00] for us, because we're really thinking 

about, okay, what can we do to actually leverage all of the knowledge I have in my head? 

And to build these different streams specifically, actually around coaching what coaching 

is, what coaching, isn't, how to really focus on becoming a better coach, how to have 

better coaching conversations. 

And these will then create in a funnel, taking people through different avenues and 

options where they can work with us father. So I wanted to do this because I wanted to 

share how as coaches, I know that there is resistance in some fields about people doing 

group programs or the maybe resistance in, you know, creating something like when 

you're very new or even when you're more experienced, because you're thinking well, this 

up, so this is my advice. 

Start small, test it. Test your [00:07:00] audience, test the product and build from there. 

When you start to do this, I will be really honest. And when you start to see that you're 

getting, yeah, your Facebook ads are generating revenue, your Facebook ads, that you're 

usually spending money on customer acquisition in your ads. 

Anyway, you're spending money and they're becoming customers. You're not spending 

anymore. And they're going on to buy more things with you. So my advice would be. Do 



your research get really clear on something small that your customers want and then 

create it. I have got friends like the brilliant cat Patterson. 

She does a video on a video and a resource, like a training and resource and how to 

create planners and Amazon. I have other friends who do you know, the, it is their pop-up 

product is literally like a 90 minute webinar with a workbook. It's a 90 minute master class 

where they're teaching. And their training. 

And so this is really about you starting to look at what could you [00:08:00] pull out of 

what you already do, modify repurpose, reuse, and have that, and start that to start your 

revenue journey. I truly believe that we all have pop-up products insiders that we could be 

selling and generating revenue and, yeah. 

Okay. I've generated over 3000 pounds from this and in the grand scheme of things in my 

business, we're making a hundred K plus in revenue and we're making more than that in 

sales every month. So it's not a massive amount. But what if you knew that that three K or 

that 5k would then generate more sales? 

What if these were higher quality leads? Let's be honest. We want to grow our businesses 

with the right people. We want to get people results. We want people to be able to. 

Access things and get those quick wins. And I would say that a pop-up product is one of 

the best ways of doing this. So being [00:09:00] completely transparent Shaw is not only 

my mentor and friend. 

I'm also partnering with her. So if this has peaked your interest, click the link. And get her 

pop-up product course. It's a pop-up product of how to create a pop-up product, 

because if you do not think that is matter enough, guys, this is, I love these things. So if 

you are thinking, okay, I want something easy. 

I want something quick. I want something where people get to know me. Trust me see my 

expertise and I highly recommend that you get the course. I definitely think that pop up 

products are the way forward. So something slightly different for me this week. All about 

how we can actually create more revenue and more freedom in our take hat. 

Thank you for listening to the coaching hub podcast with me. Ruth could say, if you enjoy 

this, I would love you. To join my Facebook group, the coaching community for more of 

the same. [00:10:00]
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