
Section 4: Digital Products



What We're Covering in Section 4
MONETIZATION FOR GYM CREATORS 101

Here's everything we're going to walk through in this section.

1
The 5 Digital Product Types
What's out there and what actually makes sense for your audience

2
Pricing & Validation
How to price your product and confirm people want it before you build

3
Building & Packaging
The tools, workflow, and presentation that make your product look legit

4
Selling It
Writing a sales page, upsells, bundles, and maximizing lifetime value (LTV)

5
Launching & Automating
The 7-day launch framework and systems to keep sales 
going on autopilot



Digital Products Are Pretty Cool
MONETIZATION FOR GYM CREATORS 101

Let's be real, coaching is great, but eventually, it's gonna hit a wall. There are only so many hours in a day, and eventually you can't 
keep stacking clients. Digital products completely remove that obstacle. You make something once, sell it to hundreds or even 
thousands of people, and now, you aren't doing extra work every time. The potential here is just wild.

⚡ Passive Income
Make money while you sleep, train, or get arrested (plz don't 
do that). Products can sell 24/7 without you babysitting 
them.

📈 Infinitely Scalable
Sell to 10 people or 10,000, and the delivery side still does 
the exact same thing. Huge win for your margins, keeps 
everything lean.

🎯 Low Overhead
No inventory, no shipping, no random boxes showing up at 
your door. The main cost is your time upfront, which is very 
manageable.

🔁 Evergreen Potential
A good product can keep selling for years with only small 
updates here and there. Build it once, then let it keep doing 
its thing, while you go live your life.

For gym creators, this gets even easier because you have trust already. Your audience isn't cold traffic, they've seen you train, heard 
your takes, and probably saved a few of your posts they swear they will come back to later. So when you launch something, they're 
already halfway there. The rough part, building credibility, is mostly done. Now you just have to give them something that's actually 
worth buying.



The 5 Digital Product Types
Not every product is a fit for every creator. Before you build anything, you kinda need to know what's out there and what actually 
makes sense for your people. So here is the breakdown of the five main digital product types that actually sell in fitness, plus who 
each one is best for.

PDF Guides & E-Books
Workout plans, nutrition guides, habit trackers. Pretty easy to make, easy to sell at $5 to $47, and a solid place to start if 
you aren't trying to build an entire empire on day one.

Training Programs
Structured multi-week programs delivered via PDF or app. Usually worth more: $47 to $97.

Online Courses
Video-based education on training, nutrition, or the business side of fitness. Premium pricing: $97 to $497+. This is a bit 
more of a fancy option.

Templates & Trackers
Macro calculators, workout logging sheets, meal prep planners. Fast to make, fast to buy, and great for impulse 
purchases, you know, the stuff we tell ourselves is "for later".

Membership / Content Vault
Monthly recurring revenue through a private library of workouts, recipes, or exclusive content. Takes the longest to set 
up, but it can be the best option for long-term income if you can keep showing up.



Start Here: PDF Training Program
If you're new to digital products, start with a PDF training program. It's the fastest thing to make, the easiest thing to sell, and the 
closest thing to what your audience already asks you for anyway. Don't overthink it. You're not writing some giant textbook. You're 
just turning the stuff you already say for free into something organized, branded, and immediately usable.

A solid PDF training program includes a clear goal, like "8-Week Glute Builder," "30-Day Cut Program," or "Beginner PPL", a week-by-
week workout breakdown with sets, reps, and rest times, coaching notes that explain the "why" behind your exercise choices, basic 
nutrition guidelines, form explanations, and a progress tracker. That's really it. You don't need 100 pages. You need clarity and results.

💡 Pro Tip: Name your program after a transformation or outcome, not a feature. "8-Week Shred Program" beats "My 
Workout Plan Vol. 1" every single time. Outcomes sell way better than features.

The tools you need are way simpler than people think. Canva has nice fitness program templates you can tweak with your branding. 
Google Docs works too if you want something clean and fast. Export it as a PDF, host it on your website, and boom, you're selling 
within a week.



How to Price Your Stuff
Pricing is where most creators totally fumble it, either they charge so little they basically kneecap their own value, or they go super 
high with no proof and then wonder why nobody buys. Here's the framework that actually works for gym creators at every stage.

1

Entry Level
$5 - $47
PDF guides, single workout plans, 
quick-start templates. Low friction, 
impulse buys. Great for building your 
buyer list.

2

Mid Tier
$47 - $97
Full training programs, nutrition guides, 
bundle packs. This is the sweet spot, 
basically where most of your money is 
going to show up if the product is 
genuinely valuable.

3

Premium
$97 - $497+
Online courses, complete 
transformation systems, membership 
access. Needs more trust and proof, so 
save this for when you actually have 
testimonials not just your cousin 
saying it's "pretty good".

A big rule here, don't price based on what you think you're worth. Price based on the transformation you're giving people. If your 
program helps someone lose 15 lbs in 8 weeks, that's worth real money to them. Price like it. You can always run a launch discount, 
but starting too low is difficult because then raising prices later feels awkward and everyone acts betrayed, which sucks.

Also, this part matters, round numbers are not always your friend. Research keeps showing that prices like $47, $67, or $97 convert 
better than $50, $70, or $100. The psychology is real, so use it.



Validating Before You Build
Here's the mistake 90% of gym creators make, they spend weeks building a product, launch it to crickets, and then act surprised. The 
fix is stupid simple, validate before you build. Figure out if people actually want to buy the thing before you sink a bunch of time into 
it.

Poll Audience
Use Stories polls and 

questions

Build 
Confidently

Create product after 
sales

Pre-sell
Announce with early-

bird pricing

The pre-sell is the move here. Put it on Stories and just say it like a normal human, something like, "I'm making [Product Name]. It 
drops in 2 weeks. Early-bird price is $X for the next 48 hours." If people buy, cool, you build it. If nobody bites, also cool, you just saved 
yourself a pile of work and learned something about what your audience actually cares about. It also gives you urgency and a little 
social proof from day one, which is nice because starting from zero is WAY harder.

What to ask in your validation poll: "What's your #1 fitness struggle right now?" / "Would you buy a 6-week program 
focused on [X]?" / "What's been stopping you from reaching your goal?" Use their exact words in your product copy. They'll 
do the heavy lifting for you.



Building Your Product: Tools & Workflow
You don't need fancy software or a giant budget to make a professional digital product. Here's the exact software stack that works for 
gym creators building their first product, or their fifth one.

For PDF Products

Canva Pro for making clean, branded PDFs. The fitness 
templates are a decent starting point.

Google Docs for something fast, clean, and professional. 
Export to PDF in seconds. Very glamorous stuff.

Notion if you want structured programs with links and 
embedded content. Widely used, very handy.

For Course / Video Products

Loom or iPhone Camera to record lessons. You don't need 
a studio. Good lighting and clear audio are enough.

Skool / Whop to host and sell your course. Skool and Whop 
are the top picks — Skool is great for community-based 
courses, Whop is super easy to get started and has a great 
marketplace.

CapCut for editing video without needing video editing 
skills. Pro is only $20 and it's really powerful and intuitive. 
Just get the lighting dialed in and cut out any pauses.

Keep the workflow stupid simple: design in Canva, export as PDF, upload to Whop or your site, create a payment link, sell it. That's the 
whole thing. Stop waiting for perfection. Done beats perfect, especially for your first product.



Packaging & Presentation
Your packaging is doing sales work before anyone even opens the thing. A clean cover, a decent mockup, and a product name that 
actually sounds like it knows what it is can make a huge difference. Same product. Better presentation. Wild, I know. But this is not 
the time to get lazy.

Create a 3D Mockup
Use Smartmockups or Canva's 
mockup tool to stick your PDF 
inside a tablet or phone frame. It 
makes the whole thing feel more 
real, which helps people trust it 
and take it seriously.

Brand Every Page
Your product should feel like it 
belongs with your Instagram, 
same colors, same fonts, same 
vibe. Consistency builds trust. If 
your content looks one way and 
your product looks totally 
different, people notice. Maybe 
not consciously, but they do.

Write a Results-
Focused Title
The title on your sales page 
matters a lot. Lead with the 
result, like "The 6-Week Lean 
Muscle Blueprint" instead of "My 
Training Program." Every word in 
your packaging should basically 
answer, "Okay, but what's in it for 
me?" Which is fair, honestly. 
People are busy.



Writing a Sales Page
Go see How to Build a Good Website for specifics on writing sales pages. This is just a real quick rundown.

1

Hook with the Problem
Start with the pain your audience is 
already dealing with. Like, "Tired of 
spending hours in the gym and still 
feeling stuck?" Let them feel seen 
before you try to help.

2

Introduce the Solution
Show your product as the thing that 
gets them from where they are to 
where they want to be. Keep it 
simple. No jargon. No fluff.

3

Show What's Inside
List what they get, but talk about the 
benefit of each thing. Not "Week 1-8 
training plans," but "8 weeks of done-
for-you workouts, just show up and 
follow the plan." Much friendlier. 
Much less boring.

4

Add Social Proof
Use screenshots of DMs, testimonials from followers, 
before/after results, the usual stuff. If you're launching for 
the first time, give free access to 3-5 beta testers in 
exchange for honest feedback and a testimonial.

5

Clear Call to Action
One big button. One clear price. One simple next step. Don't 
give them a buffet of choices, because people freeze up. 
"Get Instant Access, $47" is plenty.

Keep your sales page mobile-first. Most of your Instagram audience is probably clicking from their phone while half-distracted in line 
for coffee. If your page is confusing or slow on mobile, you're gonna lose sales. Test it on your phone before you launch.



Upsells, Bundles & Maximizing LTV
Getting someone to buy once is hard. Getting them to buy again is way easier, because they already trust you. Smart gym creators 
don't just sell one thing, they build a product ecosystem where each purchase points to the next one. That's how you raise your 
average revenue per customer, so you don't have to go chase a bunch of new people.

Bundles are probably the easiest way to bump up order values right now. Put your workout program together with a nutrition guide 
and sell the whole thing as a bundle at a 20-30% discount compared to buying everything separately. Buyers feel smart, you make 
more money, and you don't have to invent a whole new product from scratch. A classic bundle for gym creators: Training Program + 
Macro Guide + Progress Tracker = The Complete Transformation Bundle.

The upsell move is pretty simple. After someone buys Product A, immediately offer Product B at a special "thank you" discount. Post-
purchase upsells often convert at 20-35% because the buyer is already in yes mode, which is the best kind of customer mood. So 
strike while the iron is still hot.



Online Course? 
Online courses are the shiny object of digital products. Higher price points, people think they're smart for buying them, and they can 
make you look like you know what you're doing. But they also take a huge amount of time to make. Here's how to figure out if you're 
actually ready, and how to build one that people finish instead of buying, watching lesson one, and then ghosting it forever.

✅ You're ready for a course if...

You've already sold at least one cheaper product

You have testimonials or actual proof that your stuff 
works

You can teach the topic in 5-10 video modules without 
rambling into the void

You have at least 2,000-5,000 engaged followers

You're willing to spend 2-6 weeks building the thing

❌ Hold off on a course if...

You haven't proven anyone actually wants this yet

You have zero social proof (is fixable)

Your audience is still tiny, under 1K engaged followers

You're still figuring out your niche or positioning

You're not comfortable on camera or audio yet

If you're ready, keep the course centered on one clear transformation. Each module should move the student a little closer to the 
finish line. Think staircase, not random pile of stuff. Keep each video under 10 minutes. Long videos tank completion rates, and low 
completion means fewer testimonials, which means lower future sales.

Course Platform Quick Pick: Just starting? Use Whop — free to get going, has a built-in marketplace, and you can have 
something live fast. Ready to build a community around it? Move to Skool — great for courses with an engaged community 
built in. Want it fully on-brand? Integrate directly into your Wix or Squarespace site with a payment tool like Stripe — 
cleanest, most professional setup when you're ready to own the whole experience.



Membership Model
Memberships are the dream setup for gym creators, because instead of starting from zero every month and doing the same thing all 
over again, you build recurring revenue that stacks over time, which is way more sustainable. Once someone joins, they keep paying 
you every month without you having to re-pitch them. Pretty nice, right?

The best gym creator memberships usually fall into one of two buckets: the Content Vault or the Community + Coaching model. 
The Content Vault is more low-touch and chill, while the Community model usually keeps people around longer because they feel like 
they actually know you.

Content Vault
New workouts + content every month. 
Lower-touch, scalable, easier to 
manage. Best price point: $15 to 
$27/month.

Community + Q&A
Private group with weekly live check-
ins and coaching. Higher retention and 
higher churn protection. Best price 
point: $27 to $67/month.

Full Transformation Club
Monthly programs + community + live 
coaching calls. Highest value, highest 
price. Best price point: $87 to 
$137/month.

The real secret to keeping members around is giving them stuff they can't get anywhere else and making them feel like they matter. 
Celebrate member wins, reply to stuff in the group, make a few inside jokes, and generally act like a human. The second it feels like 
they're just paying for content they could find on YouTube, they leave. Build a community, not just a pile of videos.



Automate It Bro.
The dream with digital products is passive income, which sounds lovely until you remember it still needs actual systems. You need 
stuff that handles delivery, follow-up, and nurturing on autopilot so when somebody buys at 3am, they get a solid experience without 
you stumbling out of bed to fix it.

Purchase & Payment
Buyer pays via Stripe/PayPal.

Instant Delivery
Email sends download link or 

course access.

Nurture Sequence
3-5 automated check-in emails 
over two weeks.

Automated Upsell
Trigger targeted offer for the 
next product.

The email nurture sequence after a purchase is really underused by gym creators. Most people set up delivery and then just vanish. 
But your best customers are the people who just bought from you. They already trust you, they're paying attention, and they are in the 
mood to keep going. A 5-email sequence over two weeks that checks in, adds a bit more value, and casually introduces the next 
product can bring in 15 to 25% extra revenue from the same buyer with zero ad spend, which is nice, because ads can be expensive.

For email automation, MailChimp is the one a lot of creators use. It's been the standard for email marketing for years. It's gonna work 
just fine for you. Set up an automation for the email sequence to go as soon as the customer buys the thing. You can connect it to 
whatever platform you want to get their contact info to sync.



The Launch Strategy
Building the product is only half the job. The launch is where most gym creators totally fumble it, they post once on their feed, get a 
few sales, and then decide the product is dead. It's not dead. It just needs an actual launch plan, not a random little post and a prayer. 
Here's the 7-day framework that actually makes sense for Instagram creators.

1

Day 1-2: Tease
Drop little hints on Stories. 

"Something big is coming for anyone 
struggling with [problem]." Be a little 

mysterious on purpose. DM engaged 
followers personally.

2

Day 3: Reveal
Announce the product with a full Reel 

or carousel post. Show the cover, 
explain what it does, and say who it is 
for. Think about adding a countdown 
sticker to your stories to create a little 

urgency.

3

Day 4-5: Educate
Create free content that connects 

directly to your product's topic. Teach 
something useful. Then, at the end, 

mention that the product goes 
deeper on the same problem. Simple.

4

Day 6: Urgency
Say the launch price ends at 

midnight. Share testimonials if you 
have them. Do a "last chance" Stories 

series that walks through the 
product's benefits, which is your 

polite way of saying, "hey, don't miss 
this."

5

Day 7: Close
Final push. More Stories reminders. A 
"here's what you get" post. Update the 

link in bio. Reply to every comment 
and DM personally, because at 
launch, you are the sales team.

After the launch, you'll rely on the stuff we build in the next section to keep sales moving consistently. We're covering launch specifics 
here (with the product) and we'll rely on our systems from Section 5 to keep the momentum post-launch.



Section 4 Wrap-Up
Before you move on, here's the actual work you need to have done.

1 Validate your product idea
Post a Story poll this week. Ask your audience what their biggest fitness struggle is. Use the answers to confirm your 
product idea before building anything.

2 Build your first PDF product
Open Canva, use a fitness template, and finish a training program or guide in 7 days. Done beats perfect every time.

3 Set up your sales page and delivery on Whop
Write a description focused on the result, add your cover mockup, set a price, and go live. You can do this in under an 
hour.

4 Run the 7-day launch campaign
Tease, reveal, educate, create urgency, close. Stick to all 7 days even when it feels slow.

5 Set up your post-purchase email automation
Connect MailChimp and build a 5-email nurture sequence. Set it up once and let it run.

🚀 Up Next, Section 5: Promotion. We've got everything built and ready to go. Now we're gonna focus on driving as much 
traffic as possible throught the funnel.


