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Time to get busy—because if you feel like you can’t charge what you want to charge for your course, 
I am here to tell you that you can—with a little bit of work! After working with thousands of course 
students, I have some tried-and-true solutions for adding value to your course, ensuring that you can 
justify your price point. 

Here are seven ways to up your game. Feel free to mix and match according to what works for your 
audience and your course. Happy fixin’.

#1: Add Audios That Augment Your Content 
There are three kinds of audios that you can create...

Case studies: It’s incredibly helpful to hear examples of others that have gone through 
what you’re teaching, and the tips they learned along the way. It’s also aspirational and 
provides your students something to strive for. 

Questions to help you add value: Who can you highlight—a past student, for example—who 
has a great example that others can learn from? Make sure to highlight where they were 
before, how your content or service or program changed them for the better, and the 
transformation/results. What were the steps they took? What stood out for them? You want 
to provide tangible information.
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Where you may be getting stuck: First of all, always great to acknowledge to your 
students: this is a process. It’s not going to happen overnight. So with a “you may get stuck 
here” session, you are troubleshooting with them. You are giving them the permission to 
admit it’s tough, pointing out the common pitfalls, and most importantly, how to solve it 
and keep moving forward. (Icing on the cake:  When you help move your students past the 
“difficult bits” they are more likely to complete your course in its entirety!)

Questions to help you add value: Where are some of the common areas that your students 
may get stuck? For example, say you are crafting a course in creating marketing funnels, 
and you are on a lesson about opt-ins. In the “how to get unstuck” audio you can talk 
about some of the pitfalls of deciding content, or in the writing stage, or promotion. 

 
To take this deeper…: Sometimes I see course creators take a topic that they didn’t want 
to get too deep on (because it’s an intro course) and go a bit deeper in a companion 
audio. Say you’re taking a course about getting in touch with your spirituality, and you 
touch upon the chakras in a lesson. With this audio, you can go deeper into each chakra, 
offering more advanced info. The key here is that your students can choose if they want to 
also dive into the audio, but it’s not a necessity to move forward.

Questions to help you add value: Which piece of content did you maybe have to go more 
surface on for your course? Was there a lesson that you knew you could really explore, but 
felt you had to hold back? This audio is a perfect opportunity to let loose. It’s also a great 
time to tease new/upcoming content that’s the next phase in your students’ development.
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#2: Add a Visual Element

For all my visual learners out there, this is a big PLUS, especially for a course that has a lot 
of information that lends itself to big visuals and callouts. For example, say you’re a stylist 
and your mini-course topic is looking great for speaking gigs, meeting presentations, etc. 
Visuals of different outfit options would be BIG (and fun) here. 

Questions to help you add value: What kind of visuals would serve you, your market, your 
course? Slideshares? Infographics? Series of candid photos? Don’t think one-offs — think 
how you can string visuals together to make a significant value-add piece for your course.

 
 
#3: Invite Guests to Contribute

What other experts can you interview to add another perspective? This can go into your 
bonus section OR you can even add another module to your course if the content is meaty 
enough. For example, if you are teaching a relationships course, and want to add a specific 
parenting piece, you can bring in someone who specializes in that area. 

Questions to help you add value: Who is a friend, colleague, family member, fellow student 
that may offer another point of view that complements your content? Who can add value 
that either takes your content in another direction, or goes somewhere your students may 
not expect (i.e. a yoga instructor in a first 30 days of raising your newborn class? Could 
make sense once you think about what your audience needs). Don’t be afraid to take a 
leap of faith here and try different experts — the only rule is that it adds value and serves 
your students.

http://www.amyporterfield.com/143
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#4: Provide Templates

Your students will pay for templates done well! Especially ones that offer them a resource 
in an area they either don’t know much about or don’t excel in. It’s one of the reasons I 
created the slidedeck templates as an upsell with my Courses That Convert program. I 
knew my students (typically) aren’t professional designers. These slides empower them to 
make their own beautiful slides without the fuss and worry. 

Questions to help you add value: what kind of plug and play template would be invaluable 
to your students? For example, if you are teaching students how to use their cooking 
knowledge online, perhaps a recipe template would be a great value add. What is tool 
that they can take and run with? Another idea: Could you provide contracts or agreements 
that your students may need?

 
 
#5: Include Swipe Files

I like to model the best, which means taking inspiration from others and putting my own 
spin on it. This is a big reason why I love offering swipe files for any course (and always do 
for my own courses!). (By the way, a “swipe file” is typically the actual materials you use in 
your own business that you are sharing with your students so they can glean inspiration or 
borrow ideas.)

Questions to help you add value: What are some “models” that your students could use to get 
them inspired, or to help them create their own version? How can you add variety here 
and give them a range of options?
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#6: Give Them a Tool to Keep Them “in State”

One of the areas that I worry about with my students is: How are they feeling each day that 
they are taking the program? Are they feeling encouraged or discouraged? Overwhelmed 
or confident? I like the idea of recording short words of encouragement that reinforce 
what they are learning. 

Questions to help you add value: What kind of audio or video message would help to keep 
your students committed to your material? How can you act as “cheerleader” and assuage 
their fears, and give them the push they need to complete the lessons, and ultimately, the 
course?

 

 
#7: Offer More Access to You

Let’s be honest, your students really want more YOU. They want answers to their questions, 
your expertise, your re-assurance. So why not give a little more you if your course allows for 
it? It doesn’t have to be 1-to-1 — group calls once a month for 3 or 4 months are great. Or if 
you’re offering a Facebook group, a weekly Q&A is another great idea. 

Questions to help you add value: How can you provide more access to you without 
overcommitting yourself? What do your students really want more of from you?
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