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Will you make it a success now? 

I was having dinner following a game of squash with one of my ex bosses. He 
had just been made partner at a very reputable professional services firm. 
During my time there he was one of my mentors, and a good friend.  
 
I was working at another Company, but had just handed in my notice and was 
about to finish my notice period by the time we met. Something he asked me 
sticks in my mind. Even to this day 
 

“Now that you’ve quit your job, are you going to make your 
business a success?” 

 
It took me by surprise a little. I was leaving my 9-5 because I had made my 
business a success. At least in my own mind. But what makes a business 
successful? 

What is success? 

The definition of a success is “the accomplishment of an aim or purpose.” 
 
Success means different things for everyone. This is where he was coming 
from. For him, success was to make partner and continue to rise up the 
corporate ladder.  
 
For me, success was to have the flexibility and freedom to do what I want to 
do. Work on what I want to work on, and help people along the way.  
 
Some people have monetary goals in mind. It’s not a bad thing to set yourself 
targets, but make sure they’re realistic and actually have a link to your needs.  
 
A target like “once my business makes $10k per month, I’ll consider it a 
success” is good, but if you only ever need $5k a month to cover all your 
expenses and pleasures, then why set the target at $10k? 



 
Other measures of success are how many hours you’re working. If you’re in a 
9-5 you’ll be doing a certain number of hours a week. Plus travelling to and 
from the office. If you could finish all your tasks in half the time - would that be 
a success? 
 
It doesn’t mean you’ll be able to leave any earlier though. You’ll just have 
increased your capacity for more work. If you’re reading this book, I’m going to 
take a punt at what success means to you 
 

My definition of success 

 
“Success is being able to work on your own thing. Do as little 

(or as much) as you like, and have enough revenue to be able 
to support your lifestyle” 

 
How did I do? Is this close to what you want to do, or are already doing? You 
may have already done part of this statement but not all of it. You may  
 

● Work for yourself with your own business; but do more freelance than 
you’d like 

● You may work on what you want as a side project, but aren’t sure 
when to make the move away from your 9-5 

● You might do what you want, on your own thing, but aren’t quite 
making enough revenue to be comfortable yet. 

 
Through writing this eBook I want to help you get all the way to what I would 
(personally) call success.  
 
Disclaimer: while I’m at a good position right now, there’s another step 
where I can say I’ve reached full financial freedom and don’t need to worry 
about the monthly volatility of online business.  
 



This is where, if it all dried up tomorrow, I could continue to survive on what’s 
in the bank for as long as I live. I’m not at that point yet, and even if I do 
reach that point, I doubt I’ll just stop doing what I love.  

What are the steps to success? 

I wrote a blog post for the Modern Entrepreneur where I put down what I think 
is the journey to success. In that I also covered in detail why a CRM can help 
you at each stage of your journey. I’ll be touching on the tools to grow your 
business in a later chapter. For now, here’s what I think is the “steps to 
success” 
 

● Start a side project (on the side of a 9-5 job) 
● Become a Freelancer 
● Hire, outsource and step away from being 100% involved 
● Grow your small business and scale it to many users  
● Grow your income levels way above what would have been capable in “9-5” 

employment 
● Start another business, and do it all over again :) 

This eBook will expand on some of my blog posts over the years, as well as 
add new content and insights exclusive to this book. 
 
The best place to start is where I started, and some background about me. 
Which is also step 1 in the above “steps to success” 

Start a side project (on the side of a 9-5 job) 

This is where I started back at the end of 2011. I had a mini side project to 
write an eBook. This was a generic eBook and nothing compared to the depth 
of this book. I’m actually a self-published author already with a number of titles 
under my name (pen names, to be precise).  
 
None of them are big successes. But they got me on my way and gave me a 
taste of what to expect when I started my first side project.  



How I got started with WordPress (and my bigger side-project) 
This probably won’t be what you expect. I started out making a website as a 
side project and writing static HTML files. This was back in 2011. It got tedious 
adding new HTML to the top of each file when I wanted to change the menu, 
so I looked into content management systems. WordPress was the obvious 
choice. So I migrated the site to WordPress. 
 
It was a side project that I did in my spare time because I was really, really 
good with excel in my day job and I wanted to offer Excel consultancy 
services. It made no money. I got no clients. But it got me into using 
WordPress.  
 
My day job at the time was a Pension Scheme Consultant, advising 
companies on how to reduce their balance sheet liabilities by offering their 
Pensioners a different type of pension. I was an Actuary. It’s not your usual 
route into the world of WordPress. So my background has been heavily rooted 
in maths and statistics, with some consulting thrown into the mix.  
 
While doing this, I also wrote an eBook called ‘101 tips to get WORSE at Call 
of Duty’. I was always pretty bad and got killed a lot, so jokingly a friend said I 
should write a book on how to be bad. So I did. My brother edited it, added 
some tips of his own (he can suck at it too, at times) and we released it. 
 
When it came to release it, I put it up on amazon.com for $5.99. It sold $100 in 
the first week and I was chuffed. We had set ourselves a target that if the 
book sold enough to buy us a steak dinner while we were on our annual trip to 
Amsterdam, we would consider it a success. 
 
But…. how did I know I wasn’t missing out on 1000s of sales from people who 
would pay $3.99 but not $5.99. If I dropped the price, the people who did buy, 
probably would have also bought at $5.99. I was in a quandary.  
 



Amazon was missing the ability to ‘Make Your Offer’ on an eBook. As an 
Author I would love to be able to set the reserve price (hidden) and users 
could offer anywhere between $0.01 and $5.98. If it beat my reserve price 
they got it, if not they were told their offer was too low. 
 
All automated, and the price learned from the previous offers and adjusted 
itself to stop people starting at $0.01 and bidding up. 
 
So I built a website to do just that. I built it using WordPress and plenty of 
mathematical underlying algorithms to adaptively price the product.  
 
This was my bigger side project. It was what I was expecting might make it 
big. It was a Social eBookstore. I wanted to allow Authors and Readers to 
connect.  

What happened next? 

So, I created a WordPress website and built the Social eBookstore. I had 
great plans for this. 

 

My first business was up. It let people make offers on digital products.  

I started promoting it on various kindle forums and got around 150 eBooks up 
for sale from over 100 authors. The problem was with each eBook added it 
took me about 2 hours to set up the listing. 

Then the same again if they uploaded an edited version of the book. 



The bigger problem was the customers. There weren’t any. I had a lot of 
authors. A growing community. However customers were lacking. 

When there were customers, they didn’t know how they could get a book 
purchased from the website onto their kindle. Amazon you just purchase and 
it’s sent to your kindle. Amazon makes it easy for the customer. I made it 
hard.  

What was the problem with my start up? 

I had solved my own problem, other people (authors) related to the problem. 
However I hadn’t thought about the end users. The customer. The business 
failed. 
 

 
 
*You see the little box above? Throughout this book I’ll be putting my key thoughts into these 
boxes. It saves you highlighting sections of the text :) I’m nice like that. 
 
It failed but it also brought me one of the biggest successes.  



Success from Failure 
While running the website I was asked to build a new feature to the site. An 
author was planning a new book and had 10 possible book covers to choose 
from. 
 
They wanted a feature which let them upload a gallery of book covers and 
have the community like, share and comment on the potential covers.  
 
I headed over to PeoplePerHour and posted the project. It turned into a 
WordPress Plugin. That WordPress Plugin was Social Gallery Photo Viewer.  

How losing $33,000 was the best thing to happen 

 
That PayPal chart is my PayPal revenue chart. It was July 2013 that I “lost” 
$33,000. Then in the months following my total revenue increased by 2x. 

What caused this? Well you can read the blog post here. July 2013 was when 
I purchased the Social Gallery plugin rights. 

http://blog.woodylabs.com/2013/07/social-gallery-acquired-by-epic-plugins-com/


Social Gallery was a concept which I dreamed up in 2012 to use on one of my 
very first websites (which is now closed down).  

The idea was I wanted a way for people to be able to comment on book 
covers, and “like” which one they thought was the best. This evolved through 
discussions into the Social Gallery WordPress Plugin. 

So, why am I telling you this? How did that involve losing $33k. Well I could 
have just had the plugin built back in 2012 for $1,000. But I ended up (with no 
budget at the time) declining the build of the Plugin (by Woody, a freelancer 
on peopleperhour). Instead we agreed to “venture up” on the plugin and split 
the revenue 15% to me and 85% to Woody. 

Woody also told me about CodeCanyon and premium plugins, which was 
where we planned to sell Social Gallery.  

Freelance for Free? Wow. 

This was great. I was getting the plugin I wanted for free (saving me $1,000) 
and then any possible sales of the plugin would come my way. Joining forces 
turned out really well in the end. Social Gallery went on to sell over 4,000 
copies (and counting) and I made a good friend for life. 



 
Reaching out and venturing up was a great decision. 
 

But, the cookie started to crumble when supporting the plugin got too much for 
Woody (the 85% deal was that Woody did everything) and support requests 
were going unanswered, often for weeks on end and sales were starting to 
drop off. 

So, that’s when I took the decision to purchase the plugin’s rights. The deal 
was expensive, but it was the right thing to do. It freed Woody up to work on 
other projects and enabled Epic Plugins to grow. It ended up costing me a lot 
compared to if I would have just paid $1k for the plugin back in 2012. This 
process taught me a number of valuable lessons. 

1. That the price of something is based on its value. Social Gallery 
was insanely valuable and it’s proved this over time. $1k was a lot 
of money for me at the time. 

2. That partnering up can lead to great things (the Social Gallery 
project got me well on my way to working with WordPress) 

3. That you can learn and grow at the same time. 



Handling customer support was (and still is) one of the biggest challenges of 
running a business.  

The spike in the PayPal revenue chart was caused by me taking over 
ownership of a top performing plugin. 

 

Building WordPress Plugins as a Hobby 

I started building plugins and releasing them myself on CodeCanyon. While 
doing this I also realised I had a skill that could help others. So I started to 
also do some Freelance on the side.  
 
This was all in my spare time. On top of my 9-5. I battled through the days, but 
at night and weekends I came alive and built products. By the end of 2013 I 
had 25 plugins in my portfolio (yes, I was single back then!). 
 
I was on fire. I was building a new plugin every couple of weeks and I was 
growing. But I knew I could do more. I wanted to do more and bring in more 
revenue to help me eventually have enough in the bank to risk quitting my job. 



Become a Freelancer 

This was what I did alongside working on my side projects. I signed up as a seller 
on people per hour offering website services. I started building websites, learning 
as I went along. I learned CSS, HTML, and jQuery, enough to get by. 

How I got started 

Stepping into the world of freelance came on the back of me working on my side 
project. I learned how to develop WordPress plugins and therefore, had the 
ability to quote for projects as I could share successful products I’d already built.  
 
For example, through running my first startup with WordPress as the content 
management system, I got really familiar with the admin area and how to ‘setup 
WordPress’ for a domain. 
 
I created a profile over on PeoplePerHour and starting checking out which 
projects fitted my skillset. I’m now sitting at a Cert 5 which is one band away from 
the top tier. Not bad to say I don’t do much freelance at all these days. 
 

 
 
There’s not too many level of ‘CERT’ at PPH there’s only the TOP cert above 
me. 
 



 
 
One of the main things I made sure I did with any freelance was to make sure I 
was: 
 

● Always polite and communicated well.  
● Stick to timescales. 
● Work way too cheaply (in the beginning)  
● Responded to messages promptly 

 
This allowed me to build up a 100% success rating and get seen by more clients. 
It also helped me increase my exposure as PPH started to recommend me to 
people wanting certain types of work. 
 



 

 
 

But being a Freelancer wasn’t what I wanted to be though. I didn’t want to be an 
Employee for ever either.  



Finding Remote Work 
It surprises me still how people haven’t heard about certain resources for finding 
work. There’s loads of places out there such as People Per Hour, Freelancer etc.  
 
You may browse the projects and bid against a lot of other candidates. You can 
login to each site and do the same. This takes time, or you could head over to 
somewhere like remote OK. 
 
Remote OK is a handy website which lists all sorts of jobs which can be done 
online and from a remote location.  
 
 

 
 
If you’ve not used it, give it a go. It’ll help keep the work coming in and keep you 
working towards your dream.  
 
Through using something like remote OK you’ll save yourself hours of time 
scouring all the possible places for work. 

https://remoteok.io/


If you could work from anywhere 
Where would it be? The first thing I did when I decided to try this out was to head 
over to NomadList.  
 

 
 
Back in May, when I quit my job I hadn’t planned to spend 7 weeks in another 
country. Let alone the other side of the world.  I knew I didn’t want to work in 
an office environment but I’ve never been spontaneous enough to head out to 
somewhere so far, for so long. 

Why Chiang Mai 
I choose it because it is popular for digital nomads. But what is a digital 
nomad:- 

Digital nomads are people who are location independent and use 
technology to perform their job. Digital nomads work remotely 
(telecommute), which is now economically possible due to cheap internet 
access, smartphones and voice over internet protocol (VoIP) to keep in 
contact with clients and employers. 

https://epicplugins.com/i-quit-my-job/


I’m not quite location independent just yet though, I still have a mortgage on 
my apartment and so does the other half on her apartment. This makes our 
outgoings higher than they would be if we didn’t own property. However 
there’s potential rental opportunities in the long run for us here so we aren’t 
changing yet. 

Here’s the reasons why we chose Chiang Mai 

● It’s not as touristy as Bangkok 
● It’s cheap, relative to the UK 
● We wanted to learn some Muay Thai 
● The digital nomad summit is here (http://www.nomadsummit.com/) 

– which was a random coincidence. 

What does it cost in Chiang Mai? 
We decided to stay in a Condo out of the City Centre, through AirBnB. This is 
more expensive than it would have been if we ‘rented’ the apartment direct. 
However through AirBnB we had some security and with it being our first trip 
away – really helped give some assurance. 

It also had some ‘must haves’ for working out here:- 

● Internet connection 
● Near a large mall 
● Gym 
● Pool 
● Cable TV 
● Hot weather (30+ degrees instead of temperatures around 0 in the 

UK). 

To rent the apartment direct for 12 months, is 9,000THB a month, for 6 
months is 10,000THB a month (which is about $280 a month).  Our AirBNB 
for 2 months was slightly more than this, but still less than you’d get in the UK. 

Living expenses, we were probably spending between $30 and $40 a day on 
food + entertainment (that’s for both of us, inclusive). 

http://www.nomadsummit.com/


This is a lot cheaper than the UK based on what we were doing (eating out 
most evenings, and having drinks out). 

By spending time in somewhere like Chiang Mai you can cut your expenses 
and be focussed on growing your business and saving yourself some cash. 
Plus, the average daily temperatures were mid 30 degrees C. 

If you can do it, I would say go for it. You’ll learn from another culture and 
might even get yourself a sun tan. 

 

But what if you don’t want to go down the Freelance route? What other 
options are there?  

What other options are there? 
Of course there are other options if you don’t want to go into a Freelance 
business. You can start your own website with a unique offering. You could open 
up a business of your own and hustle to get clients.  
 
In the ‘digital’ world I would say there’s the following types of employee that you’ll 
fall into. 



The Different Types of Employee 
 
I’ve read a number of different articles online about the advantages and 
disadvantages of being an employee or a freelancer which are great for 
anyone who is considering whether to go it alone. 

I wanted to take the analysis a couple of steps further and look into a couple 
of other options and hopefully land at a conclusion. Although I can sometimes 
be a bit of a fence sitter I think this sort of look into the options available will 
hopefully give you some food for thought. 

I wanted to spend some time penning my thoughts on the “bigger picture” the 
reason why you may use WordPress Plugins, or Themes, to better your 
business, as a route into business or as a hobby that maybe one day could 
put you in a place with a difficult decision to make of looking to leave your job 
(or not). 

What’s the best way forward.. Employee, Freelancer, Productiser or SaaS 
founder. 

 

 

 

 

 

 

 

 



Employee 

 
This is what most of us are used to and I believe it’s a result of the industrial 
revolution. You may have been in the thick of this revolution but for any young 
pups it’s the period where there were factories, workers, and shifts. Machine 
operators and big workforces produced items (in the UK at least) at scale. For 
example the spinning industry that produced cotton for trades. 

If you weren’t directly in this time period, your parents or grandparents will 
have been, and it’s through their time in that period that the following “growing 
up” notion will be familiar to you 

● You’re born 
● You’re financially dependant on your parents 
● You go to School and learn 



● You go to College (High School) and learn more 
● You get a job or go to university and learn more 
● Now you definitely get a job, hopefully related to your studies 
● You work, a 9-5 job, or a shift type job (e.g. bar work) 
● You save into a Pension, so that one day you can “retire” from 

your job 
● You live off your Pension in retirement 

Is that familiar to you? It sure is to me. 

So, you’ll see that in the usual lifecycle you’ll become an Employee. A 9-5 Joe 
Bloggs. Working hard to someone else’s schedule, someone else Direction. 
You put in the hours, THEY become the ones who become rich. 

You may get to a time in the year where you have your usual “performance 
review” where you discuss how you did over the year, and this determines 
whether you’d paid a bit more, or get a bonus for not doing terrible… 

Being an employee may be the only thing you know how to be.. how can your 
skills transfer anywhere else. If you don’t become an employee, how will you 
afford to live? Here’s my key advantages of being an employee 

Advantages 
1. It’s relatively secure – you get a known paycheck each month 
2. You get employment benefits – sick pay, holiday pay, pension pay 
3. You’re in an office environment, which can be focussed and 

productive 
4. You’re in the company of people who have “been there, done that” 

and you can learn a lot from (mentorship) 

Apart from the regular paycheck, the item on the list that I value the most is 
the mentorship. There’s very talented people in big Companies and if you get 
close to them you can learn a lot… BUT.. there’s also disadvantages, my key 
ones are below 



Disadvantages 

1. You (usually) have to stick to a schedule, be in work, at a desk 
from 9-5 or more 

2. Office Politics, it’s not what you do it’s how you do it. Make the 
right noises wins over raw ability 

3. Performance reviews. Have you ever been screwed over by a list 
of little things which means no pay increase, or no bonus, even 
though 99% of your work is top notch (and you produce 2x as 
much as your peers)? 

4. It’s never really 100% secure, since redundancy programmes can 
always happen to you 

5. You put the hours in, work insanely hard, and you make someone 
else rich 

A bit of a mixed bag for the Employee corner…. 

Freelancer 

 
This one I have dabbled in with my spare time, I have highly honed skills with 
WordPress Plugin Development and Theme development and as such I’m 
perfect for anyone who needs their site modifying, or a plugin tweaking. 



Anything I do in this area falls under my “freelance” label. So to a minor extent 
I can list a few pros and cons of freelance.. although I’m sure these same 
concepts extend wider to people who Freelance as their primary source of 
income 

Advantages 
1. Flexibility, you can work when you want, where you want, no shifts 
2. Full control, you can turn clients down, pick your projects and work 

on what is interesting to you 
3. You work hard, you put in insane hours, all the benefits go to you 

Disadvantages 
1. Feast or Famine? Is your pipeline more of a drippy tap? 
2. Client demands and scope creep – do you find you’re doing lots of 

tweaks for no additional payment 
3. Admin work – yes, there’s lots of things to do, from accounting 

through to general admin 

Freelance usually gets the backing from anyone who has been a Freelancer 
AND an Employee, but it does come with the risks that work could dry up or 
the market could move and your skillset no longer be of direct use. Of course 
there’s ways you can act to mitigate against these risks.  

The market moving away from your skillset can (and should) be mitigated by 
you continually developing the skills you have, whether it be learning a new 
graphics program, or a new coding language. 

The other risk is financial risk, do you have the money to be able to take the 
risk, what if things go wrong? Can you support yourself and your family if the 
freelance work stops coming. Will you be working on tiny budgets competing 
with freelancers from cheaper to live in countries who can hugely undercut 
you on price..  the risks are many, the risks are real. BUT I do think the reward 
for taking the risks can be great. 



Productiser 

 
So, about now is when most of the blog posts I have read recently end. By all 
means you can read as many of the blog posts on Employee or Freelancer as 
you like, just search in Google. However I feel that there’s a couple of 
additional areas that could be an option which potentially help reduce the risks 
of the Freelance option. There’s actually a few resources dedicated for 
moving away from Freelancing and into “Product” where product in those 
terms are what I’ll come onto last. Here, by product, I mean just like our 
products here at Epic Plugins and Epic Themes, there’s plenty that the 
non-developer, or casual website owner can do in the “Product” space, some 
examples would be 

1. Info products – such as training material, how to improve your 
skills in xyz 

2. Digital products – similar to info products but these can be for 
specific platforms (WordPress plugins, WordPress themes, 
Joomla extensions, Bootstrap skins, graphic elements, digital 
sounds) which people could pay an amount for 

http://epicplugins.com/products/
http://epicplugins.com/products/


3. Physical products – anything you can think of that you could turn 
into a micro site 

4. eBooks – there’s whole other markets out there (such as amazon 
and smashwords) 

If you’re a creative, then you could even combine your Freelance and turn the 
result into a “Product” for the wider audience, that’s how our Epic Hackers 
theme was created. Someone had seen that Growth Hackers used our 
WPeddit Theme as their starting point and tried to do the same. However GH 
had massively altered the design and we were asked to help create a version 
of WPeddit that was similar to Growth Hackers on a freelance basis with a 
view to sell the theme afterwards. Which ended up a great success. 

Advantages 
1. The product will always be out there available for someone to buy, 

whereas with Freelance it’s a in and done move on 
2. You can develop as many products as you like, and the growth 

potential is limited only by your capacity of production 

Disadvantages? 
1. Products take some “sweat equity” going into them, for example 

our latest theme took close to 100 hours to create without any 
sales. That’s an expensive product to develop (on a plus point, 
you get 100 hours *and counting* worth of development product 
for the cost of a top quality developers single hour) 

2. Products could fall out of flavour and any income stream you’ve 
developed could completely dry up 

So, sounds better than freelancing? If things are automated then you can just 
sit back, and watch the product income flow in… not quite, all products bring 
with them a level of support from users. It’s an ongoing commitment to 
maintain a product portfolio but it can build up to give a good base of income 

http://epicplugins.com/pluginhunt/


for anything you may wish to do in your non product hours. A typical split of a 
day for a productising freelancer may be 

● 6am – 7am: rise, eat, prepare for the day 
● 7am – 10am:  Answer support tickets from the previous night 

(tickets come in on a 24/7 basis) 
● 10am – 1pm:  Product Maintenance (updating and maintaining 

existing portfolio) 
● 1pm – 2pm: Lunch 
● 2pm – 5pm: New Product Development (3 * 30 gives an approx 

new product a month) 
● 5pm – 6pm: Answer any support tickets during the day 

So that’s a steady packed day, WITHOUT any freelance included, you could 
of course seek help with the support side and free up 4 hours a day to focus 
on freelance, or alternatively switch between Freelance and Product 
development on a day by day basis. This all depends on the cashflow, the 
new product lifecycle (and launch process) and whether there’s Freelance 
work currently needing to be worked on. 

A good mix I’d say, product development can fill the downtime between 
Freelance famines, whereas Freelance can help keep the food on the table. 

 

  



SaaS Founder 

 
The final area I’d like to touch on is the role of a SaaS founder, a SaaS in my 
eyes is like a product, but it’s a product which isn’t downloadable, and sits 
online for you to login to and use. Particular examples that spring to mind are:- 

● Toggl 
● Evernote 
● Basecamp 
● Zendesk 



These are all great systems, with a pricing structure, it’s great if you can build 
up to one of these products and build a premium user base, but it takes TIME 
to do so and getting the word out can be tricky. But if you can find an area 
that’s not been looked at (or even if you can find and improve an existing 
area) then all the better. 

Building a SaaS should follow a number of “rules” as it’s very easy to get 
carried away and build it before you’re even sure it’s needed. You throw 100s 
if not 1000s of hours at the project, release it and then find out no one really 
wants it… 

So what are the general rules of creating a SaaS from my experience (I’m not 
claiming to be an expert here) 

1. Talk about what you’re thinking of building first  
2. Do some market research, who might use what you’re offering, 

what need does it fill 
3. How will you price it, freemium? if so what’s free and what’s 

premium? 
4. How will you maintain it, support it and update it for new feature 

requests 

If you can nail the above, and you get the traction from your target market, 
then a SaaS can be great. If you price at $19.99 you only need 100 users to 
pay yourself a pretty good monthly income. The other great thing about a 
SaaS is that it’s recurring income. Manage your Long Term Customer Value 
and you’ll be well on your way to great things. 

You may feel that a SaaS is outside of your skillset, but you can quite easily 
use WordPress to help you build a SaaS 

Advantages 
1. Recurring revenue – that’s gotta be a good thing 
2. Fix problems and it’s pushed to everyone (no old versions that 

aren’t updated in use) 

https://epicplugins.com/how-to-create-a-subscription-website-using-wordpress-plugins/


3. One thing to manage, support and update 

Disadvantages 
1. Finding a unique idea can be difficult 
2. How do you build such a complex SaaS if little experience 
3. Getting new customers may be difficult 

  

I’m keen to hear your views about which of the above you fall into, and which 
you want to fall into and why. You can say hello to my personal email 
(mike@epicplugins.com) I reply to every email. 

Bricks and Mortar Business 

Lets not leave these guys out. You may not have the skills to do things online 
or feel confident about learning how to code. Writing a book might scare you 
too. 

That doesn’t mean you can’t grow online using a traditional type of business. 
A friend of mine recently set up her own business (on the side of her 9-5 job).  

It’s a business which goes from event to event and offers “mobile” 
refreshments. It’s what I’d call a traditional bricks and mortar business. In 
this case wheels, metal and liquids. 

It’s quintessential british. But she’s growing online, she:- 

● Manages her business using a Facebook Page 
● Invites all her friends to like it  
● Takes photos of each event she attends and her happy customers 
● Posts them up on Facebook afterwards 

It’s a great way to grow online and it’s good to see her going down that route.  

mailto:mike@epicplugins.com


If I was to “pick this apart” and apply the concepts of this book to her business 
here’s what my feedback would be 

 

If you’ve not heard of it, buffer is a great way to automate your Social Media 
and send updates to all your social accounts, without having to manually write 
each one on each site.  

When is the right time to quit? 
This is probably one of the main things I’ve been asked since quitting my job in 
May 2016. By quitting I mean quitting the 9-5 not giving up on my business and 
entrepreneurial desires. Leaving the corporate world and going it solo. When is 
the “right” time. 
 

https://buffer.com/


When would be the right time for the Mobile Drinks Co. to leave their 9-5 and 
focus on the business. It’s seasonal, but with the correct expansion plans (why 
not run something like this in Spain over the warmer period) the grey british 
summer and uncertainty of demand / rained off events might make quitting 
harder.  
 
It’s scary. It’s risky. But the benefits are amazing, you get to be your own boss, 
you get to live a comfortable life. Sure there’s still times when I’m awake at night 
worrying about whether it will continue. I also think about what it would be like if I 
didn’t leave when I did. 
 
Knowing when to quit is never easy. I battled with the decision a LOT and I even 
wrote a long question (anonymously) on Quora about a year before I actually 
made the jump. You can read it below 
 
------- 
 
There's a number of questions similar to this, but with the focus being on early start ups. My 
situation I'm a little bit further into the "start up" with 3 to 4 years of side business "under the 
belt". 
 
I've been building the side business on top of a relatively high paying full time job (salary 
band $85k to $115k) the workload at the "9-5" is getting more and more and the terms of 
contract are that "hours will be worked to meet business needs". To be able to progress up 
the salary band it will involve a number of years of hard work and additional responsibility. 
Perhaps getting a blackberry and always responding to emails / working around the clock.  
 
On the other hand, I've gradually developed a side income from selling WordPress plugins 
and themes and this has grown over the past 3 to 4 years into a nice little business.  
 
Revenue for 2014/15 year will be approximately $45k to $50k. 
 
The monthly revenue has been steady now at around $3,000 to $5,000 per month for all of 
2014/2015 (but with some natural ups and downs, but not dropping below $3,000) and 
profits have been retained in the business over the 3 years of being in business to build up 
to an approximate current account balance of around $46k (2014/2015 Corp Tax not 
deducted but expected to be around $6k) with the last bar on the chart being Feb 2015 
(image taken 11 Feb 2015 with c$2,000 commission due on the 16th).  



 

 

 
The outgoings I have are a relatively low mortgage of $450 per month (fixed until end 2016) 
and the usual outgoings such as "cable TV" and gym expenditure. 
 
Given the income is from products which have a marginal cost of $0 and new products 
being "sweat equity" I am now in the very difficult place of trying to decide whether to  
 
A.) Stick with the 9-5 role and continue to coin in the side business $3k to $5k per month, 
releasing new products / maintaining existing product / product support on a slow basis 
 
B.) Leave the 9-5 role and focus 100% on the side business (developing more products 
quicker) and scaling the business faster than if I continued at the 9-5 role. The downside 
obviously would be the loss of a well paid job. 
 
The "risk" in my mind is the unknown, exchanging a salaried role to pursue a business 
based on sales of digital products (which could stop / dry up to 0) although they haven't 
"dried up" in the 3 years i've been doing this so far.  
 
The 9-5 role is more secure in the fact that the Company I work for is much larger and the 
chance of failure / redundancy is less (but obviously still a chance of this) 
 
What are people's thoughts? 
 
----- 
 



That was my Question.  I got 24 Answers some ranging from resounding yes’s 
to some saying wait, be risk averse.  
 

 
 
Tim’s answer was one of my favourites. Thank You Tim. If you ever read this. I 
would encourage anyone else to head over to the Quora Answers to my question 
if you want to read all the amazing advice I got. 
 

https://www.quora.com/Should-I-quit-my-job-and-focus-100-on-my-own-business


 

My advice after quitting 
I would say go for it. If you really want to do your own thing, putting it off will only 
make you regret that you didn’t do it sooner.  
 
With hindsight, I could have left sooner than I did. However I would also 
encourage people to take as long as they need to until they feel comfortable 
enough that they’re not risking too much. 
 
At the end of the day, even if you do fail at your own business and need to get a 
job back in the ‘real world’ the experiences and expertise you’ll gain from trying 
your own thing would be insanely valuable when it comes to interview. 
 
My main advice if you’re thinking of quitting would be: 
 

● Wait until you feel ready 
● Ask others, given your situation, is it a good idea 
● Weigh up the benefits  
● Make sure you cover the downsides 
● Be brave, be bold, but don’t be stupid 



Be brave, be bold, but don’t be stupid 
 

 
 
I, Mike, am the director of the Company (Epic Plugins Limited) and this is now 
my full time job. I have to take this seriously. Any decisions made which are 
the wrong ones can directly impact my own livelihood. 

When making the decisions (such as making payments on my products 
annually recurring) I had to weigh up the Pros and Cons of doing so. 

When I looked to remove PayPal as a payment processor, I looked to 
feedback. I got a lot of it saying people only really felt comfortable using 
PayPal. So I kept it as an option (even if it did increase admin burden). 

I also reviewed my decision to leave my 9-5. It’s scary before you leave, but I 
want to share how I was feeling about 3 months after leaving my job. 

The feeling after leaving 
This one is an easy one. It took me almost 2 years to make the decision to 
leave my 9-5. Even when I did leave I signed a contract to go back and help 
them out for 15 days until they found a replacement. While I still have loyalty 
to the Company that I started at after I graduated (totalling 7 years there), 
each time I go back is harder. Each time I go back I am reminded of the 
reasons I wanted to leave 



● Traffic sucks. It really does. This time of year when everyone is 
back to work following holidays. When the schools are back. 
Traffic sucks the life out of me. 

● Meetings, meetings and meetings. OK I’ve not had to attend any in 
my days back. People still go to them. People still waste time in 
them. Especially when it’s a large ‘cross business unit meeting’. 

● Performance reviews, office politics, ‘away days’. I don’t know why 
this is central to big companies operations. Sure it’s good to 
critically review yourself each year, but to then have to fit into a 
‘pathway’…   I want to walk off the path. 

So do I miss it? I miss the people. I don’t miss the work. But I still see the 
people. So it’s not all bad. If you’re thinking of quitting your job to focus on 
your own business here’s my main take aways 

● Take the risk. But do it once you have a business which pays your 
bills. Don’t worry that your business has to replicate your current 
salary. Work from the bottom up – what’s your minimum income 
needed. Once you have a business doing that in revenue then 
make the move. 

● Longer term, you’ll find more opportunities and gradually you’ll find 
the extra time you have you end up making cool things, meeting 
new people and having some great experiences. 

I hope this helps you if you ever have to make a big decision in your business. 
Sometimes it’s not clear until a good few months (or even years) after the 
decision as to whether it’s the right one. 

There was one thing I was slipping into a bit and that was back into 
Freelancer mode. I didn’t leave my 9-5 to become a remote worker with no 
benefits (no pension, no health care) who had to answer to a client on the 
other side of the world why I didn’t reply due to being asleep. 



I needed to hire, outsource and run this thing like a business. I needed to 
focus on my own business. So I started saying no to doing Freelance 
websites for other people.  

Saying “No” to Freelance 

I left my job at the end of July 2016. So a full 3 months had passed with me 
doing my own thing. Quite a lot of my ‘own thing’ had been doing freelance for 
others. 

I also didn’t do a great deal in October 2016 due to a long vacation. But when 
I did do something. I did Freelance. 

I’m saying NO to Freelance. It’s the next step in Growth.  

Freelance is great 
Wait, I just said I was stopping doing this. Why am I now saying it’s great? 
Well it gives people freedom. If you’re willing to go to places like Chiang Mai 
to spend 3 months working as a freelancer you’ll find some great things and 
be able to do great things 

● You’ll be able to live off as little as $300 a month 
● Your rent will be way cheaper than you’re used to 
● Food will be amazing  
● The culture is unlike anything else 

Freelancing is great. It really is. Freelancing can give you the opportunity to be 
your own boss. To work from anywhere. You can pick and choose your 
projects and make a real difference.  

You can make a real difference. A real difference to someone else. The 
quote below is one I’ve shared a few times. 



 

It’s true. With Freelancing you’re building someone else’s dream. You may be 
happy with this and if so, fair play to you.  

I’m here to tell you that there’s more than just Freelancing. You can turn 
your business into a product business. Here’s some examples for you 

● If you’re a content writer - write some eBooks, market and sell them 
● If you’re a developer - create products (like a WordPress plugin) and 

sell it 
● If you’re a designer - design book covers and share revenue with the 

author on book sales. 
● Or, illustrate and release your own books, or tshirts, or mousemats 

There’s so much scope for turning your skills into income that’s passive. This 
means income that doesn’t need you there. Even if you can’t generate 
passive income you can still scale your business and grow.  

This all led me to having a new take on life. I was stressing with trying to 
replicate my 9-5 income. I wasn’t having fun doing Freelance. So I came up 
with a new take on life.  



My new take on life 
When you work for yourself a weird thing clicks in your head. For me it took 
about 3 months. When I first left my 9-5 I was worried that I wouldn’t be able 
to replicate the salary I had given up. So I did a shed load of freelance to try 
and bridge that gap. While I was away for most of October, my business 
carried on. People continued to purchase plugins and themes (thank you). I 
didn’t need to swap my time for money (like with Freelance). 

So.. through this and then coming back and deciding on what I want to focus 
on I’ve come up with the following new take on life. 

My new take on life is as long as I’m covering bills I just want to make cool 
stuff 

That’s right. You may be concerned that you must make your salary in 
business revenue before quitting.  



 

Hire, outsource and step away 

This is hard, or at least it was for me. I made the decision I wasn’t going to keep 
doing Freelance work and I wanted to start getting help. Where would be a good 
area of the business to get help 
 

1. Customer Support - I can train people up here and get them involved in 
answering support tickets 

2. Virtual Assistant / Content Writing - Writing about topics is a technical 
skill but also something that a lot of people have 

3. Software Developers - I had more projects of my own than I could handle 
on my own. So I got a bit of help (from a Freelancer) 

 



So I decided to start having regular content written for my websites. This has let 
me focus on putting together this eBook and get it closer to being published. But 
where should you look for help if you want to do the same? 

Reddit as a freelancer source 

First up I headed over to reddit to try and find some help from a VA who had 
marketing experience. Here’s what I put up on reddit. 
 

 
 
Followed by some of the replies I got 
 

 
 
As well as replies like the below 
 

 
 



It’s a good source to find help, however you also have to be a bit careful when 
looking on reddit for professional help. 
 
This is actually my second attempt at getting a VA to help me with “marketing”. 
My first attempt didn’t go so well.  
 
While I was using reddit to help me source a Freelancer, there’s plenty of threads 
on /r/forhire where you can grab yourself a freelance gig. So check it out.  

Trying UpWork for help 

Another place I use is upwork. While this can be useful, again I’ve had some real 
difficulties with actually finding good talent.  

Again, going back to my marketing help. I posted the following on upwork 

 

 
 



You may be offended by me saying ‘No Indian Applicants please’ the reason for 
this is through experience in the past of asking for help and not being clear 
exactly about the requirements that I had.  
Even though I did add that (and it’s nothing against people from India), I got the 
following application. 
 

 
 
So even though the post was for Marketing help, and I was clear I wanted 
western applicants, I still got the generic ‘boilerplate’ email.  
 
The price per hour might seem attractive to you if you’re only just starting to 
expand, however I can assure you, you’ll be spending way more time explaining 
what you need.  
 
Spend a little more, get someone with proven experience. It’s not easy and I 
have definitely failed at the hiring process 
 



OK. Disclaimer. I found some pretty good developers from this process. BUT 
it took me longer than it should have. 

You may have read in the latest transparency report that I was on the lookout 
for WordPress Developers to join my web agency. 

This was because I continue to get Freelance requests in and I’ve started to 
say NO to taking on more freelance. 

I wanted to scale up my business. My transparency reports have been 
running since April 2016. I’m trying to run before I can walk. If I take on too 
much too soon my business will feel the strain and there’ll be more strain 
on my time. 

So. I decided that I’m not going to spend any more time trying to recruit 
someone new. Instead I’ll be focusing on a new challenge. This will take up a 
lot of my time and I won’t have the time to spend looking for a WordPress 
Developer to join the team. 

Want to know what the challenge is – click here to find out 

That doesn’t mean I don’t want to share the process I went through. It doesn’t 
mean I want you to waste the same time that I did when trying to find a 
developer.  

What was I looking for in a Developer 
First up, I wanted a WORDPRESS developer. Someone who knows 
WordPress. This means someone who has:- 

● Experience with the codex 
● Has built plugins or themes in the past 
● Knows their way around the WordPress admin 
● Knows how to add new areas and hook into the right places 

http://epicthemes.com/12-themes-12-months/?ref=epicplugins
https://epicplugins.com/category/transparency/
https://epicplugins.com/why-im-saying-no-to-freelance/


I thought great. Where’s best to find a WordPress Developer?  I know. I’ll post 
a job up on jobs.wordpress.net. So I did. I created a job. I submitted it. I 
waited. 

I also want to say at this point that I wanted to find someone who was willing 
to join the team. Not on a full time basis yet. But for maybe 10 hours a week to 
start. Then as things scaled this would increase. I was also flexible in the 
whereabouts of the developer. I was happy with them being ‘remote’ and 
away from Manchester, UK. I don’t have a City Centre office. I don’t want 
someone sitting in the apartment with me. So remote is good. 

This wasn’t a ‘project’ this wasn’t a ‘task’..  it was to join the team. 

The Job got approved on WordPress.net 
Awesome. It turns out that the jobs.wordpress.net is scraped by a number of 
job boards out there which ended up putting the WordPress Developer job in 
front of a lot more people than I expected. This wasn’t a good thing. 

I used the keyword remote – this opened up the floodgates for all of the far 
east to contact me. While I have nothing against the developers working from 
cheaper to live countries, a large contingent claimed to ‘fully understand the 
brief of my project’ sending me a ‘boilerplate’ email. An email which they copy 
and paste to all the jobs (c’mon – this does not work guys). 

Not to mention the follow ups. I received daily ‘follow ups’ to check if I had 
read their email…  give over. 

Even though I meant remote and was happy with a remote worker. I didn’t 
mean complete opposite ends of the World, with communication barriers and 
huge time differences. 

They are not what I would call ‘WordPress Developers’. It doesn’t end there. 
They ranged far and wide in skill set and expertise. I got applicants who could 
help me build my app. I got applicants who could review my website for 



SEO…  man.. I got it all. Did I mention that I was looking for a WordPress 
Developer to join the team? Yeah. I told them that too.  Didn’t stop them. 

I even got hunted down and stalked on LinkedIn for work. I didn’t share my 
linked in so Kudos goes to that person who found me on linkedin. Check out 
the beauty of the message below (anonymised to protect the not-so-innocent) 

 

Lessons learnt 
The first thing is to be super clear in the job description. While I wanted a 
WordPress Developer what I actually got was a lot of developers who can use 
WordPress’ admin. For WordPress Development it’s not necessarily required 



to fully understand the codex. A good PHP developer can pick up the codex 
quite easily. 

There’s also a lot more job boards out there to try. A good summary article on 
all the job boards and tips on hiring a good WordPress Developer is here. 

Grow your small business and scale  

I’ll spend a good chunk of time talking about growing your small business and 
adding scale. To do this, at some point you’ll need to reach out for more help and 
invest some of the revenues back into growing your own business.  
 
For example, I could have paid for this eBook to be ghost written but I would 
have spent (probably) almost as much time explaining it, being interviewed and 
reviewing it as I would spend just writing it myself.  
 
However, with blog post content for the websites, I’ve started to hire writers to 
help add content.  

You’re ready to scale, what first? 

In the previous chapter I covered reaching out for help. Scaling, traditionally 
comes from increasing your marketing. So I reached out for marketing help. 
What I got back, worried me a little.  
 
I got countless proposals for managing my Facebook Ads PPC budgets, or 
running my Google Adwords campaigns. This might be good at a certain point of 
business, but I was, and still am, of the view that you can scale and increase 
your business without throwing thousands of $ towards Facebook Ads.  
 
So, what are may 10 main things to consider before spending ANY money on 
marketing your website.  
 

https://www.dart-creations.com/wordpress/wordpress-tips-and-tricks/wordpress-developers-for-hire.html


How does marketing affect your website? It helps people discover it. However, if 
you’re about to spend money on marketing your website make sure you read 
through this first. 

I wanted to share what I went through to make sure I was getting the most out of 
my marketing spend, and whether now was the right time to start Paid Traffic 
Acquisition. 

Here’s my tips for things to do before spending on paid traffic 

● Add Google Analytics Tracking 
● Make sure you have funnels set up 
● Know what visitors are doing on your site 
● Find out where visitors may be having issues 
● Make sure you have a cache plugin installed 
● Check (and improve) your Google Page Speed Insights 
● Do competitor analysis using a tool like SimilarWeb 
● Send your existing users a questionnaire 
● Run Google Experiments (or A/B Testing) 
● Use Google Search Console 
● Use Google Keyword Planner 
● Trial different advert providers 

Read more on each of these points below and my own experience with them. 
This is super relevant for anyone looking to start to market their website more, 
whether it be paid advertising, general outreach, SEO etc to improve your 
website visits and eventually your bottom line. 

This covers 10 areas to focus on. It’s not an exhaustive list, this topic could be 
written about for days on end with detailed guides on each section. 

1. First up. Install Google Analytics. 

This is a no-brainer. A lot of the analysis that comes from your marketing efforts 
will be done within Google Analytics. It’s great for seeing things like search 
volumes, channels of acquisition and much more. 



 

If you’re running an eCommerce store and want to track conversions it’s really 
great  to be able to analyse and improve on your funnel conversion rates. 

2. Make sure you have funnels set up 

In Google Analytics this is done via Goal URLs and then creating your funnel 
steps. Google Analytics back fills the steps in the funnel, so if someone 
completes the funnel then Google assumes they’ve been through the funnel 
(some other tools, such as HotJar do not do this). 

A funnel is the funky word used for the journey that customers go through from 
discovering your product through to potentially purchasing your product. Why is it 
a funnel? It’s because customers will drop off along the way. Let’s take a look at 
a couple of funnels. These are real funnels from two services which I use: 

Make sure you TEST your funnels before spending on marketing 

Funnel 1 – HotJar – 8th Feb 2017 to the 15th Feb 2017 



Funnel information from HotJar 
The conversion rate for the above channel is lower than I would expect, but I 
know some of the reasons for this..  but what’s important is the flow of customers 
or sessions through the funnel which is set up. 

Funnel 2 – Google Analytics – 8th Feb 2017 to the 15th Feb 2017 

I’m also using a slightly different funnel with Google Analytics. Over the same 
period it is showing the following ‘Goal’ (the goal is the same in both funnels) 



 

There’s even issues with the setup above, since you’ll be able to see that 34 of 
the “exits” from the “Shop” page are actually people going on to page 2. 

If you have this setup before, you’ll see that actually, we have a ton of exits from 
the ‘Shop’ to individual product pages, so I need an extra step in my funnel 
before the ‘cart’ step. 

What to learn from setting up a funnel before you spend any money marketing 
your site, here is what I learned from the above:- 

● I was seeing ‘drop-offs’ because my ‘Shop’ was paginated and I 
hadn’t used a regex in the funnel 

● I was seeing ‘drop-offs’ between the ‘Shop’ and the ‘Cart’ because 
people were visiting products 

If I would have launched straight into paid traffic, my conversion tracking from the 
paid traffic would be over-estimating the exits at the step. 

You can see that the Google Funnel also shows people entering at each step 
when working out the final rate. 



There’s also some differences in the number of goal completions between HotJar 
and Google Analytics. This is because HotJar is actually tracking the full funnel. If 
someone enters the site and doesn’t go via the steps defined it won’t track the 
conversion (e.g. if the user went straight to checkout without viewing the cart 
then this wouldn’t be tracked as a conversion in hot jar). 

3. Know what visitors are doing on your site 

The next step is invaluable to making sure there’s no parts of your funnel which 
may cause ad spend leakage through lost conversions. Through using HotJar I 
was able to get some great insights into the behaviour of website visitors. First 
up, let’s look at the heat map for a product page (as at 16th February 2017) 



 

What are the takeaways from this heat map? 

1. The screenshot of the theme is below the fold. 
2. 10% of people clicked away from Epic Themes to look at Plugins! 
3. The demo link was clicked the most (20% of clicks) 
4. Almost 15% clicked the Reviews Tab 

Following this type of analysis changes can be made to your pages to make sure 
that people are getting what they need and you have laser focus on your page 
objective (a theme sale in our case) 



Learn from Heat Maps and make incremental changes 

Heat maps and understanding what visitors are doing is a great thing to get 
familiar with before spending on marketing. That way you will have your pages 
setup in a way which gets the point across to your visitor. 

Take a look at the second variant of the page based on the analysis above 

 

Much cleaner and easier to see what’s going on. 



4. Find out where visitors may be having issues 

This is an area where insights can be picked up from different sources. The key 
here is to make sure you’ve got your ear to the ground and are identifying 
potential issues with your site that users may be having. Here’s some examples 

● Users are clicking ‘Add to Cart’ but the page does not redirect to cart. 
They are unsure of where to go next 

○ Solution: Add to Cart redirect after buy now button is clicked 
● Users are clicking through to Epic Plugins (Menu link was included) 

and thinking their account was the same 
○ Solution: Separate websites need separate logins. This is 

now clearer to users 
● The ‘per year’ on the Cart + Checkout Page was not clear what this 

was for / whether it is required. People were asking questions or 
abandoning the cart. 

○ Solution: Added extra text on the Cart Page explaining the 
annual renewal and what is it intended for. That licenses are 
lifetime. 

● WooCommerce + WooCommerce API Manager (controlling license 
keys) both added a ‘Downloads’ tab. This confused users. 

○ Solution: Tidied the ‘My Account’ page (see below) 

But how do you go about identifying and improving your website for these areas 
before spending cash on marketing? There’s a few options for you here 

1. You can use HotJar and record drop offs / activity (anonymously) this 
gives you insight into what’s happening 

2. Monitor your emails / support tickets – are there any common themes 
3. Does anyone complain? If someone complains, there’s likely 10+ 

more people having the same issue / questions 

Here’s an example complaint which led us to look into the ‘My Account’ page: 

Hi, I can’t see my theme download in my account? The downloads tab is 
blank – customer 



This resulted in a reply from support along the lines of 

Hi there, really sorry that you’re having issues, what’s your order number so 
we can check the system – support 

… a few more back + forths and then 

Ah, I see, you need to be looking under [this tab] you can access it [here]. 

… we then refined it from having two download tabs (why, oh why would a plugin 
do this) and generic page icons, to a single download tab and specific icons for 
license keys and downloads (read how to remove and change the icons here) 

Knowing where and what issues people are having and refining your site reduces 
the number of support tickets about that particular issue.  If you’re about to scale 
up your traffic with paid adverts (or more marketing in general), the last thing you 
want to be doing is triggering 10x as many support requests when you know 
there’s a common issue. 

5. Make sure you have a cache plugin installed 

This next one is certainly something that you should be doing if you do not 
already. You may have worries that certain pages will be cached that shouldn’t 
be (such as your store pages) but finding a good Caching Plugin can really make 
the difference when it comes to your site. Have a look at the results of our before 
and after when looking at one of our Theme Guides.. 

 

After... 

 

https://epicthemes.com/how-to-remove-the-page-icons-from-the-mobile-menu-on-the-woocommerce-storefront-theme/


What did I use for this? I’m pretty risk averse, so I decided to plump out a bit of 
cash and go for the WP-Rocket plugin. 

6. Check (and improve) your Google Page Speed Insights 

 

It’s worth spending some time on your Google Page Speed Insights. They can 
give you some quick wins about improving your score. 



Can you score 100? 

It depends. If you’re running a WordPress website you may see the very 
common: 

'Eliminate Render Blocking JS and CSS in above the fold content' 

This is not surprising given that most plugins will enqueue their scripts into the 
header (and not the footer). 

If all your plugins are kicking out their stylesheets on every page then you’ll get 
this issue.  Fixing it isn’t easy and takes time combining scripts and styles 
(there’s plenty of plugins out there which help with this – they can often give 
display issues if not used carefully).  

There’s plenty of other quick wins when looking at your Google Page Speed, 
such as Optimising images and minifying scripts that aren’t minified. They often 
saves bytes of bandwidth, but if you’re ramping up your efforts and expecting a 
TON OF TRAFFIC through your marketing little wins and bytes here and there 
soon add up. 

7. Do competitor analysis using a tool like SimilarWeb 

Similar Web is one of my favourite tools recently. I’ve found it a great way to 
have a nosey about other sites. What traffic they get. What keywords they rank 
for. It also gives me the top 5 backlinks that send them traffic. 

If you wanted to find out places to market your products then this is for you. But 
how do you go about using it before you spend any money on marketing. Well, I 
created a Google Sheet to analyse and review competitors, see what they’re 
doing what they rank for and who sends them the most traffic. 



 

This gives me ideas and insights into what works for others, and where I can 
check out for referrals to my own site. 

8. Send your existing users a questionnaire 

This is something that is also great in understanding your potential customers, or 
collecting information. It’s really easy to pose questions to your customers. But 
one way which I think is really cool is how I’ve created a form over at Outreach 
List WP. 

When people click the ‘Submit a site’ they’re taken to a TypeForm I’ve created, 
which captures their responses and stores them into a Google Sheet (via a 
Zapier “Zap”). Super useful to do and collect information to then analyse later 
(and not worry about fighting off 100s of feedback emails). 

http://outreachlistwp.com/the-list/
http://outreachlistwp.com/submit-a-website/
http://outreachlistwp.com/the-list/


 

9. Run Google Experiments (or A/B Testing) 

A/B Testing. It’s all the rave isn’t it? Or has this died off by now. Either way it’s 
good to test things as I covered in the earlier steps. Google Experiments lets you 
add a JS type tracking code to your pages A and B and then it’ll do the A/B 
testing for you based on your ‘Goal’. 

Similar to funnels it’s a good way of testing to see if changes you make actually 
increase your conversions, improve your bounce rate or whatever goal you’re 
tracking. 

I’m not going to go into detail here about how to setup and run Google 
Experiments but they’re a free alternative to some of the other tools out there for 
A/B testing of pages. 

10. Google Search Console is your friend 

Using Google Search Console (previously Google webmaster tools) you can find 
out what people are searching for. You can also see this in tools like Similar Web 
(#7 above). Checkout the screenshot below from Epic Plugins (ouch) 



 

Look at the (worrying?) Google Search impressions..  but if you take a look at the 
queries that people are searching for, you’ll see that I was getting a TON for 
reddit wordpress (and theme etc.) which isn’t what I want for a PLUGIN SITE. 

I recently moved the few themes I had over to Epic Themes in January. I also 
‘unverified’ Epic Plugins when shifting hosts, so I’m putting the above chart to 
that (rather than the sky is falling down – help me chicken little) 

I’ll touch on how Google Search console can be used to help you identify areas 
to market in (and I’ll be keeping these types of metrics and charts under review in 
the monthly transparency reports – follow along with my journey by signing up 
below) 

● Login to Google Search Console 
● Check what people are searching for 
● See how many impressions and clicks you’re getting 

From here you can decide whether you want to target thee queries in your 
keywords. 

11. Use Google Keyword Planner 



I’ll only touch on this one here, if the above doesn’t give you any ideas on what to 
target in your paid ads you can use the Google Keyword planner to find monthly 
searches and whether there’s much competition for them. 

12. Trial different advert providers before spending too much 

When it comes to pulling the trigger and spending on adverts, review what your 
options are and test out with small chunks to see whether they convert at all. It’s 
better to find out it’s a loser after betting small. 

Remember our earlier step on funnel analysis? If you had a 0.1% Conversion 
Rate before any adverts, but with your analysis and tweaking you improved this 
up to only 1% conversion, assuming the conversion rates stick for paid traffic, 
your spend got 10x cheaper. 

That’s:- 

● $500 in advert spend getting you what $5,000 may have got you 
before working through the steps 

● $5,000 in advert spend getting you what $50,000 would have got 
you.. 

● $50k getting you what $500k would etc. 

But each channel where you spend your advertising budget could have totally 
different conversion rates. For example 

Facebook – this may convert REALLY well for some people. Hell, you’ve seen all 
these Digital Marketer case studies that show a $400k spend on FB ads bringing 
in $1.5m in revenue etc…wow you’d be mad not to do it. 

But it may not work for you, you may not be the right type of business for the 
Facebook crowd… 

Twitter Ads – these might work really well too, promoted tweets have a good 
chance of being clicked on, but again they may not work well at all. 

Advertising your Product, where and how much? 



I’m glad you asked. I’ve been compiling data along the way, what works and 
what doesn’t (i.e. what did I do wrong) when it comes to advertising your product.  

This part of the book will be split into the different sources I’ve tried and the 
results so far.  

I’ll then go on to try and summarise where I think your time is best spent when it 
comes to a product launch. 

 

Facebook Ads 

 

 
I tried Facebook Adverts. Remember, I develop WordPress Plugins and Themes 
so I picked a new theme which I’d released and tried to use Facebook for 
advertising.  
 
Now, I’ve seen loads of adverts and case studies about how a business spent 
$200k on Facebook Ads and generated $1,043,202 in revenue.  
 



Wow, great. So I had to give it a try to see whether it worked for a WordPress 
Theme business. In a WordPress theme the cost of the theme is mostly marginal 
and profit margins are high (assuming the sale doesn’t result in too much 
support). 
 
Like any advertising option start with a small investment (in my case I went for 
around $100). Here’s how Facebook Advertising went for me 
 

● I chose my market as people who like WordPress and 
● .. since I was selling a theme similar to Growth Hackers, people who like 

Growth Hacking 
● I targeted the UK and the USA - the theme offer was $99 but discounted 

by 50% to $50. I wanted to target people where that wasn’t a large 
proportion of income (i.e. compared to places like India) 

 
I did everything else to track conversions, such as install Facebook tracking pixel. 
I didn’t make a single conversion. 
 
I’ll probably re-test Facebook in the future but my feelings as to why it didn’t 
convert are: 
 

● Facebook is a social network where people keep up to date with friends. 
It’s unlikely they’re considering a new website 

● Products like concert tickets, cheap holidays or other impulse buys I 
suspect might sell well via Facebook 

● As well as products like weightloss resources and other ‘wide reaching’ 
products 

 

Reddit Ads 
Reddit is another place you might consider for your adverts. Again, we’ve been 
there and tried reddit with various budgets.  
 
Below is a screenshot from an advert (split tested) run for Zero BS CRM.  
 



 
 
What are those comments, they’re pretty weird. On top of that there were 
comments about appearance (of both of us) and general trolling and other 
unhelpful responses.  
 
This isn’t just because it was sponsored, when I’ve launched products and beta 
versions I sometimes post in places like /r/sideproject which has had similar 
types of comments and the like. 
 
I’m not convinced with reddit as a serious business advertising source but certain 
products might do well there.  



LinkedIn Adverts 

 
 
This is relatively new, and I’m just starting out with using LinkedIn as a source of 
advertising.  

Outreach Experiment 
I wanted to, and still do, keep my Outreach Partner network up to date and let 
them know about new product launches.  
 



 
 
That screenshot is from Outreach List WP. It’s a quick website I knocked 
together to source all the sites I’ve come across that offer WordPress Product 
reviews.  
 
As well as a brief synopsis of each, I also include traffic reports and links to the 
contact pages. If you’re launching a WordPress product it’s a great resource to 
use to help get the word out.  
 
When we re-launched Zero BS CRM (version 2.0) we used every line on the 
Outreach List and contacted each and every reviewer. We paid for reviews about 
our product. 
 
I also developed a resource of email addresses to be able to quickly contact 
them all again asking for future help. If you’re launching your business I suggest 
you try and do something similar (you don’t need a website for this).  I suggest 
you 
 

● Start a Google Spreadsheet and add a line per ‘source’ you’ve found 
● Make a note of whether you’ve reached out to them or not 
● Make a note of when you’ve reached out 
● Keep track of the costs of each review 

http://outreachlistwp.com/the-list/


 
When we did this, we agreed a good chunk of budget to cover the reviews. Not 
only does it help get the word out about your product you’re also getting the word 
out to relevant readers.  
 
This was by far the best avenue so far when it came to conversions. It might be 
that Facebook, or LinkedIn or something else is good for you to test the waters, 
but getting relevant links and reviews of your product or service from people in 
your market is by far our most fruitful route so far.  
 
Launching on Product Hunt 
Well, that was fun. 

If by some divine intervention you’ve not seen me banging on about Zero BS 
CRM then I’ll give a quick recap. 

Woody and I, collaborated to develop and launch a FREE WordPress 
Plugin which transforms your WordPress install into a CRM (customer 
relationship management) tool. 

We launched on the 5th July 2016 (officially, to the mailing list) and got 
featured on Product Hunt on the 7th July. I wanted to write (while it’s fresh in 
my memory). 

What did I do to help get the product featured on Product Hunt and how  did it 
impact the launch and the traffic to the Zero BS CRM website. 

I also want to cover the learnings for any future products that I submit (with a 
hope to get featured). So first a bit of background 

I’ve been a member of the product hunt website for easily a couple of years 
now with this account and was kindly invited to be a ‘hunter’ in the community 
again about a year ago. 

I actually came across Product Hunt from someone asking me if they 
could use WPeddit Theme to create a Product Hunt style website (which 
birthed the plugin hunt theme) 

http://pluginhunt.com/
https://wordpress.org/plugins/zero-bs-crm/
https://wordpress.org/plugins/zero-bs-crm/
https://www.producthunt.com/@epicplugins


This was back when Product Hunt had a single ‘feed’ of products (not split 
between ‘featured’ and ‘newest’) and any submissions would effectively be 
hidden, unless they were featured.  It was also back before product hunt had 
podcasts, ebooks etc. It was pure products from the tech world. 

If they were featured it generally meant the products were kick ass. 

I can’t remember when exactly, but product hunt have since split their lists 
(excluding the ‘non-tech’) lists like podcasts and ‘live’. to Popular and Newest 

 

So any new hunts (if you have hunting capability) go directly to the ‘Newest’ 
tab and may or may not be featured. 

How did I get featured in 2016 

When planning to submit Zero BS CRM I read a number of articles about how 
to get your product featured on Product Hunt and they all had things like 

● Submit it as close after 00:00 PST as possible so it can get 
enough upvotes to be noticed (you could still share your direct 
product link) 

● Have a compelling launch page and a ?ref=producthunt offer 
● Don’t ask for upvotes 

I also read other advice that submitting when people were likely to view the 
products could also be advantageous (i.e. anytime between 10:00 and 16:00 
in GMT time), so I took a punt and submitted at about 16:30 GMT time. 
Although the advice still covered the old way of doing things (where you didn’t 
have the ‘newest’) tab. 

 

 



So, what happened next? 

I submitted and the ZBS CRM goes directly onto the ‘Newest’ tab for the 6th 
July I wanted to keep this as close to the real launch as possible so we 
launched both to the world and also on Product Hunt on the 5th and 6th of 
July (we waited until after independence day, more by chance than planning). 

I sent out a mailshot to my list, letting people know that the new launch was 
on product hunt (but not yet featured) and I also sent out some tweets to 
various people of interest. 

“Hooked” I actually used Nir Eyal’s hooked model when working through the 
launch process and product design for ZBS CRM (through constant 
collaboration with Woody). Nir is actually one of the Angel investors for 
Product Hunt so I dropped him a follow and told him how good his book is) – 
read the replies to the status to see the ZBS CRM mention 

 

I wasn’t expecting too much from this (Nir is a busy man) but he actually 
popped over to the product hunt page and upvoted the product. Thanks Nir. 

I also sent out some other tweets around the 6th July to various people letting 
them know the launch was on product hunt. 

I only know a bit about the ‘featured’ algorithm but I know it gives weight to the 
more popular people in the community (so a newest product with a lot of votes 



from generally newer accounts may not get much chance of being featured if 
the product is still crap). 

Taking a look at the Thursday 7th July (when we were featured) but on the 
‘Newest’ url there’s 133 products hunted on that day, with 55 products being 
featured.  So about 40% of products got featured, a 1 in 3 chance but still, 80 
products didn’t make it to the featured list (OK, boring maths over). 

So to give the product the best chance of being featured I submitted 
@woodyhayday as the maker and sent a few tweets out to the product hunt 
team members (this is all while the product was hunted by @epicplugins). 

But it turns out that somewhere along the lines Product Hunt stopped allowing 
branded accounts to be hunters (or maybe they always did this and it slipped 
through the net) this meant my @epicplugins account there lost its posting 
capabilities and I needed to use a personal account (I don’t really tweet much 
personally) however I quickly created a personal twitter, and credit to the 
Product Hunt team they switched things over and then FEATURED US. 

We also did a fair bit of tweeting out about the Product and participating in the 
conversation (when we got comments), with Woody getting comment ability in 
the process (after another raft of confusion around which twitter account) 

https://twitter.com/mikemayhem3030/status/751338302981242880/photo/1


 

Holy Crap.  So what did it do to launch traffic? 

 

What the Product Hunt Launch did for Traffic 
Of course there’s reasons why you want to be featured on Product Hunt, it’s 
great for credit and assurance that your product doesn’t totally suck, but it also 
brings the benefit of traffic from the producthunt.com website. Now this is what 
scared me, lots of traffic. 

There was a definite spike in traffic to the Zero BS CRM website, but not as 
much as I was expecting. This is due to ZBS being hidden a little (it didn’t 

https://twitter.com/mikemayhem3030/status/751338302981242880/photo/1
https://support.twitter.com/articles/20175256
https://zerobscrm.com/


make the top 10 on the day) however this I’m putting down to the timing of the 
launch. 

We launched on Product Hunt only a day after the actual launch. 

So this means we didn’t have a huge user base of advocates who would 
potentially up vote the product –  with hindsight for any future launches the 
Product Hunt launch process might be slightly different and we launch there 
after a few months of users of the new product (so they can help the product 
trend on product hunt into the top 10). 

 

But, that’s not to say it was a failure. It still brings with it the cool factor, but 
take a look at the traffic (per hour) of the launch. 

 



The traffic peaked at around 121 pageviews in the hour (for a very new 
product, without much external SEO or other links in place yet). 

The most I tracked online ‘Right Now’ was 20.  Which is pretty good for the 
first few days of a launch (well, certainly by my standards) 

 

Learnings from the Product Hunt Launch 

I’ve taken away the following learnings from the Product Hunt Launch, both 
good and bad 

● We launched early and could have gained more traction (possibly 
ranking us higher) if we had launched on Product Hunt later 
(although the top 10 products have hundreds and hundreds of up 
votes) 

● Our landing page was good, but could have been better (making it 
clearer, with screenshots and contact us) 

● We didn’t have a clear contact us area (we now have) and are 
getting some hello’s via there (mainly people trying to sell us ‘start 
up’ services though) 



● We got quite a few tweets and mentions and likes, and being in 
the UK (PST + 8 hrs) made it harder to reply and manage these 
(as we were sleeping / sleepy) 

So, hopefully this will help you if you’re planning your own Product Hunt 
launch. If you have a product you want to launch on Product Hunt and have 
any questions let me know. 

Customers, Customers, Customers 
The final section of this book focuses on Customers. It looks at using customer 
insight and why you should have this central to your business from day one.  

Customers are the end game 
Remember when I said my first startup failed. It failed because I didn’t do much 
about the customer. I didn’t think about their needs. I didn’t profile them. My 
biggest advice here would be to start using a CRM for your business as soon as 
you get started.  
 
Having a central list with the history of your customers is invaluable as you grow 
your business. But why? 

Why I Co-Founded Zero BS CRM 
When Woody had the idea of building a simple to use CRM which runs on 
WordPress I did some research and figured out a CRM would be super useful for 
me too.  
 
So I agreed to partner up and help build out the CRM offering. Woody had the 
insight and expertise from a bricks and mortar small business, whereas I had the 
insight and expertise from my online businesses.  
 
We agreed to spend a good chunk of time each building a set of extensions 
which would make Zero BS CRM a freemium model. The core of the CRM would 
be free, but power ups etc would come at a small price (to help fund 
development) 



9+ reasons why I needed a CRM 

It took me a while to realise I needed a CRM. I was getting by with email lists 
and growing those. Even with email lists, I didn’t start capturing emails until a 
good couple of years into my side business. 

When I figured out I needed a CRM, I jotted down 9 reasons why I think a 
CRM is good for anyone.  

1. I have multiple sources of income and want to track them 

Yep, epicplugins.com has multiple sources of income, so just looking at tools 
like PayPal reporting or the WooCommerce reporting doesn’t capture all of the 
activity and all of the customers that flow through the epicplugins.com system. 
This was managed manually and as epicplugins.com grows this becomes 
harder to do and takes up a lot of my time as director. 

What are the sources of income that I needed to track customers for 

● Sales through CodeCanyon 
● Sales through epicplugins.com 
● Sales through epicthemes.com 
● Freelance work (sourced from various locations) 
● +Other ad hoc revenue (such as eBooks) 

This means have less time to spend on product development and other tasks 
that drive forward the business. So, looking for a CRM that fitted what I 
needed would save time and allow me to focus on growing the business. 

2. I wanted a way to see which customers were the most valuable 
Sales were coming in, customers were emailing for support and posting on 
the support forum, but I had no way of knowing which customers were the 
most valuable. Am I spending a disproportionate amount of time on a 
customer who has only purchased a $9.99 plugin and neglecting customers 
who have purchased 10 plugins at higher value? 



So a big factor to look for in a CRM system is a way to track the total value of 
customers to the business over time. 

3. I quit my job, and wanted a central place to manage quotes and 
invoices 
I’ve only done freelance here and there, mostly for plugin or theme customers 
who want to modify plugins or themes. However, with me leaving my 9-5 
there’s more sources of freelance that I’ll be using. I do work for clients via 
peopleperhour and other sources so I wanted a way to keep everything in one 
place so I didn’t get lost or miss sending a quote for work or an invoice for 
completed work. 

4. I’m scaling my business and want to have a central place for my 
team (of 2) 
For a while I’d been checking on my business performance via my PayPal 
account, but i wanted a way to add my team to my customer information. But 
hell no, I’m not sharing my PayPal log-in details. Nor am I sharing my 
epicplugins.com admin access (to allow sight of the WooCommerce sales 
reports and customer order information). So I needed a tool which allowed 
expansion to more team members so they can become fully engaged in 
helping epic plugins grow. 

5. I wanted full control over my customer data 
So, I checked out a number of the CRM’s available on the market. A lot of 
these systems were hosted on their servers and as such I would be giving 
away my data to them. While they have strict terms and conditions and 
privacy policies in place, there’s too many instances of these big players 
getting their database hacked into, or socially engineered and all the data is 
exposed and sold on the darknet. 

I wanted to make sure my data sat with me, the responsibility is with me and 
therefore I can be sure I have measures in place to stop unauthorised access 



to my customer data. Plus, even with a super secure external CRM, who is to 
say the admin of those systems isn’t being nefarious with your data. 

6. I wanted to self-host my own CRM system, on my own server 
Related to the point above, I wanted a quick and easy way to use a CRM on 
my own server. What’s the easiest CMS to get up and running these days? 
Well, WordPress of course. So I wanted to use a CRM which worked with 
WordPress. There’s a WooCommerce CRM on CodeCanyon which ‘turns 
your WooCommerce store into a CRM’ but this brought me back to the point 
above, I’d need to give admin access. Plus it created a WordPress user for 
each customer (so they could log into my main site).. no thanks. 

So now, in two clicks I’ve been able to install Zero BS CRM on a sub-domain 
(crm.epic plugins.com) and activate the Zero BS CRM and I have my CRM up 
and running. It’s amazingly easy and powerful. 

7. I wanted something simple, and easy to use 
I was up and running in minutes with the familiar WordPress admin system. 
WordPress can be ‘Quick Installed’ with most of the web-hosts these days so I 
literally just had to choose my subdomain (obviously crm.[domain].com) and 
then login, download the Zero BS CRM and activate my extensions. Winner. 

8. I needed to automate the importing of customers 
I’ve been doing this for some time now, using PayPal for my payment 
processor and it’s been amazing. But there’s no way I want to manually input 
all my customers to my site. So I needed a CRM with either a PayPal 
importer, or a WooCommerce importer. Zero BS CRM has both. 

I ended up going for the PayPal Sync extension because I do most things via 
PayPal (including before I was using WooCommerce) as well as issuing 
invoices for freelance work via PayPal to international clients. The PayPal 
Sync let me import my historic data all in one place and gives me the full 
power of the CRM system to maximise my value from the customers of my 
business. 



Customers are the most important part of any business, so keeping them 
happy increases the chances of them purchasing from you again. 

9. I wanted a CRM that allows me to share my sales metrics 
I’ve been on the road of transparency, I love how baremetrics.com gives SaaS 
companies the way to share their start-up data. This doesn’t work very well for 
traditional product businesses (e.g. t-shirt sales) nor did it work for me via 
digital product sales. 

The main reason I didn’t start doing transparency reports sooner is that it was 
a chore to create some useful information to share on my blog. So I wanted 
something that gave me baremetrics.com type reporting from my transaction 
data.  The Zero BS CRM comes with an extension to easily do this. 

10. I wanted to see how effective my ConvertKit sign up process was 
Were customers finding me, how was my ConvertKit mailing list compared to 
the number of customers I have? I was hugely surprised to see I have almost 
1,800 customers (at the time of writing) but only around 1,000 signed up the 
the mailing list. 

There may even be cross overs the other way (e.g. how many of the 1,000 
customers are leads?) so I needed a way to add Leads to my website from my 
mailing list on ConvertKit. Using the CSV importer is an easy way to do this as 
it’ll add customers as Leads and I can then convert them to customers using 
the power of my CRM and the cool tools and extensions available. 

Keeping in touch with Customers and Leads 
This I wish I did more of sooner. I have almost always used an email list. I 
started off with MailChimp but moved to ConvertKit. I also tried aWeber. 



Which email service should you use? 
This is hard to say. There’s so many services out there and I’ve only tried 3. 
There’s free solutions (such as the newsletter plugin for WordPress) or you 
can do it manually using a CRM. 
 
Why use an email service? 
 
This is slightly easier to answer. If you use an email service you can 
maintain a list of people who want to hear from you. They’re captured using 
forms and ‘opted in’ to your list. 
 
The service (e.g. MailChimp, or ConvertKit) then handles sending the 
emails. There’s a lot of things they do which would be hard to do on your 
own: 
 

● They send bulk emails (broadcasts) 
● They can do sequences (or autoresponders) 
● They track open rates, click rates 
● They have pretty email templates 
● Plus much more 

 
I would definitely recommend using one. I would also make sure you 
couple it with a CRM so you can build up a history of each lead and 
customer and use those insights to help your future business strategy. 

Why I changed from MailChimp to ConvertKit 
 Here is a look into why I moved from Mailchimp to ConvertKit (and why you 
might want to as move as well). 

Mailchimp is huge, ConvertKit (especially when I moved) was the small, up 
and coming email marketing software. Here’s why I moved (as well as some 
of the things I wish ConvertKit could do (but can’t, yet). 

http://mbsy.co/gLMVm


Sequences 

OK, if I had to give just one reason. It’s the email sequences. Putting this 
together in Mailchimp was a PAIN. Moving emails around in a sequence was 
almost impossible. Check out how pretty the sequences are in ConvertKit:- 

 

p.s. this is the Actual sign up sequence for the ‘Getting the most out of your 
Plugin Hunt Theme’ which you will get alongside the free guide for ‘10 Niche 
Website Ideas using the Plugin Hunt Theme‘ 

Subscriber Search 

I also really like the Subscriber search and listing feature. It’s great how it lets 
me tag my users and maintain a single list. What I didn’t like with Mailchimp 
was if I made a new Email List (e.g. Plugin Hunt Theme sign ups) then it 
would effectively manage two lists. 

http://pluginhunt.com/plugin-hunt-theme-10-niche-website-ideas-for-you/
http://pluginhunt.com/plugin-hunt-theme-10-niche-website-ideas-for-you/


In ConvertKit I know my subscribers are only on my list once, and I can tag 
and segment them nicely into group and send broadcasts that way. 

 

Lead Generation Forms 

How did I almost forget about this. One of the biggest reasons for moving was 
MailChimp's sign up forms were particularly difficult to display on my website 
in a nice fashion. ConvertKit’s forms are just great. There’s loads of options 
too such as pop up when you read 70% of the page scroll, or show on exit 
intent.  

What about the downsides? 

Just like Mailchimp, ConvertKit isn’t perfect. The main thing it doesn’t do 
which I wish it did is A/B testing. You can still do this via ConvertKit but it’s a 
bit of a hack. 

As of May 2017, you can now A/B test subject lines in ConvertKit but you 
can’t send two different emails to see which performs best. So you can still 
use the ‘hack’ below 

http://mbsy.co/gLMVm


Here’s how to do A/B testing using ConvertKit 
1. Export your subscribers to a CSV. 
2. Randomly tag your subscribers list using Excel’s RAND function 
3. Re-import your subscribers with the tag you’ve randomly assigned 

using Excel 
4. Broadcast two broadcasts, one to the tag A, the other to the tag B 
5. Track the broadcasts separately 

My only other ‘Niggle’ is the ‘RSS to email’ and how it doesn’t let me easily 
edit the Title of the RSS email unless I ‘un-automate it’. 

What should happen is the RSS template I can edit the title, but it just takes 
the Feed Name (you can checkout our feed 

Here’s how to make your RSS emails pretty 
To be able to get around this you have to:- 

1. Have the RSS compile but save to draft 
2. Manually go in and edit the template (such as the title, and some 

pre-amble) 
3. Then manually send it. 

It would be much easier if I could create the template, with RSS tags and let 
ConvertKit just roll it out automatically. 

Using ConvertKit with WordPress 

Down to Crunch Time. The really great thing about ConvertKit is how easy it is 
to embed sign up forms to your WordPress website. I had endless trouble 
trying to embed MailChimp forms into my website.  

They also offer full landing pages for email sign ups, which you can easily 
setup on your site by creating a Page and then choosing to use the ConvertKit 



landing page and not the standard page template.  Perfect for a specific 
landing page for email sign ups. 

This has been improved a lot recently and I’m super excited to see any further 
improvements they make. 

ConvertKit and WooCommerce 

I use WooCommerce to sell my products, and through the simple Convertkit 
WooCommerce plugin I can have people who have purchased on me signed 
up to a sequence which drip sends them information. This is perfect if you’re 
an eCommerce business who sells through WooCommerce. It gives you a 
great way to:- 

1. Capture customers into your Email Marketing software 
2. Send them a specific sequence of emails post purchase. 

Want to Move to ConvertKit? 

While ConvertKit has it’s ups and downs, I’d still recommend it to anyone who, 
like me likes simplicity and almost seamless integration with WordPress. 

It only takes a few minutes and you can be up and running with your own 
Campaign (join ConvertKit here) 

 

Ask your Customers for help 
The final area I wanted to touch on in this book is this. You shouldn’t be afraid 
to ask your customers for help.  
 
I did this when I was looking at the conversion optimisation for my website. I 
was using a tool called HotJar which lets me analyse visitor activity. Here’s 
what I found out from this review 

http://mbsy.co/gLMVm


HotJar Funnel Analysis 
These reports will focus on the HotJar funnel analysis (with info from heat 
maps) to see where my efforts should focus. First up is what I call the full 
funnel. I’ll also share the ‘Shopper Behaviour’ from Google Analytics which 
confirms (and also shows some holes) in the HotJar way of analysing the 
funnels. 

Full Funnel 
The period shown in all the funnels is the 16th February to the 1st March 
2017. This is what I call the ‘Full Funnel’ and it covers any entry to the site and 
tracks the flow through to a complete purchase via the specified required 
steps below. 

 

The full funnel shows a large drop off at the following pages:- 

●  Home Page (80.2% do not go to the Store Page) i.e. they enter 
the site and do not visit the store 

● Product Page (83.6% do not add to cart) 

https://www.hotjar.com/r/r5e2cc6


● Checkout Page (75% did not complete the purchase) 

I’ll delve into the potential reasons for these a little later, but first I wanted to 
share the other two funnels which I’ll be monitoring in these reports (and why) 

Store to Purchase 
The next funnel is the Store to purchase. Since the conversion rate above 
(0.2%) is for the required steps, above I thought it would be useful to also see 
the information for those who enter to the store and then proceed to checkout. 

For example, in the full funnel I may be recording people as exits who visit the 
blog to read posts, but do not purchase from the site every time they visit 
(which may go towards explaining the c80% drop off at the very first step). 

Looking at the next funnel it is looking at those who have intent to purchase. 
They’ve visited the store (and aren’t just looking at the blog). 

 

It’s worth taking a look at the numbers above..  89 sessions enter at the Store 
Page, vs 81 in the full funnel. I’m taking this to read that there’s 8 sessions 
where the visitor entered at the Store Page (the rest came to the store page 
from elsewhere on the site and captured in the first funnel). 



What is nice in the above funnel is how a large proportion who visit the store, 
do indeed head through to the product page.. 

The general pattern is the same when looking at the above funnel though, 
when they actually make it through to the product page(s) 

● Product Page (84.7% do not add to cart) 
● Checkout Page (75% did not complete the purchase) 

Finally, onto the last funnel that I’ll be monitoring, this is because I know I 
made more than 1 sale. So people must be entering another way. 

Product to Purchase 
This is slightly better. I’ll explain why below. The Product to Purchase funnel 
has more sessions. This is because people are more than likely finding my 
products demo sites (e.g. http://pluginhunt.com) and then clicking the buy 
now. This would bring them to the product page itself. 

Also any referrals coming from external websites, are likely to be sending the 
traffic directly to the product page (rather than to the store page) such as a 
theme review, for example. 

 



So this is now showing 7 completed purchases (rather than the 1 above). This 
is because we have a LOT of people enter at the Product Page. 

● 201 sessions in this funnel (compared to the 59 who came from 
the Store first) 

● Still a large drop off at the Product Page (89.1%) 
● A relatively large drop off at the checkout page 

This is really interesting. It shows me where I should spend my time next. The 
two areas that are seeing the most drop offs. The question to ask is why are 
people dropping off at that step. 

The HotJar tool is great in that I can watch what’s happening at the drop off 
steps. 

Why are people dropping off 
I wanted to cover both the areas above in this report. The *home* page (which 
is any entry to the site, since it only has to begin with https://epicthemes.com) 
as well as the Product Page. 

Home Page Drop Offs 

As I suspected, when analysing the home page funnel, it’s certainly counting 
everyone who visits blog posts and then leaves (after they’ve read the 
content). 

Is this what I really want to monitor with a funnel, it makes sense to see 
how many can be converted from reading on the blog etc… 

But is it really what I should be focussing on. Taking a quick look at the funnel, 
when the first step is EXACT home page match shows the picture below 



 

This is a much fairer picture of the homepage and how it has the intent of 
filtering people down the funnel. 

● The same 87% drop off is showing here at the Product Page again 

For any of the other pages (like the blog page) it’s not really clear what the 
goal is here. I think from the high ‘exits’ that these pages can be improved to 
send more traffic into the rest of the funnel.  The following is the current 
markup of the blog and where I’ll look to improve this to send more to the site. 



 

OK great. Those changes will be being pushed live today with the aim to 
convert more ‘casual’ visitors into sales from the blog pages. 

Product Page Drop Offs 
This one certainly is an interesting one to delve into. It’s clear from the review 
above that this is an area that needs more information to push people further 
through the funnel. 

Looking into the analysis which HotJar gives me for the Product Page drop 
offs there’s some very interesting insights. 

● drops offs due to visiting the demo (and then potentially coming 
back as a new session) 

● drop offs, after clicking the features, spending some time, 
(perhaps not seeing what they need to see) 

● drops offs, reached bottom of page (not buy now button so they 
scroll around back to the top and leave) 



● Need help pop-out pissing people off (causing them to exit after 
closing the slide in) 

For the drop offs at the product page due to visiting the demo is something 
which has been hard to see what’s going on in HotJar. I have eCommerce 
tracking also set up under Google Analytics. For the same period I get the 
following information. 

The difference (16 conversions vs 7 in HotJar) is due to the back-filling. 
HotJar counts the drop off, however the person may return at a later step in 
the funnel to complete the purchase. 

This would be a tick in Google Analytics (and it would fill in the earlier steps) 
but a drop off and a 0% conversion with HotJar. 

This can be seen in the following comparisons (for the same time period, 16th 
Feb to the 1st March) 

● HotJar – 409 sessions, 0.2% conversion rate 
● Google Analytics – 597 sessions, 2.7% conversion rate 

Both funnels have their uses, however the number which I’ll be measuring is 
the Google Analytics metric (and using HotJar to help drive the ‘why’ it’s 
happening). 



 

So, Google Analytics is also confirming the following:- 

● There’s still a high proportion of sessions with Product Views but 
without Adding to Cart (87% of sessions that viewed a product 
didn’t add to cart) 

Asking for help 

While these reviews were good, I wanted to hear from the horse’s mouth 
about the product page drop offs (since this was a high proportion of where 
customers were leaving). 
 
So I asked my email list. I asked if anything was missing and if they had any 
feedback. I’m sharing that feedback (and my comments) with you below 
 
 



 

This was very useful, focussing on the benefits of the product rather than the 
features.  

 
 
Again, this one was useful. This person checked out the website from the link 
and wasn’t sure what half the sites I mentioned are.  
 
Checking how you rank on Google for your search terms is more great advice. 
 
 



 
 
I like the feedback above. First up it was try and see who is clicking which button. 
As well as skipping the steps needed to purchase the product.  
 
With a WordPress Theme, you’re likely to only want one theme. It’s not the same 
as a clothes store where you’ll ‘continue shopping’ so having the button go 
directly to checkout is good advice. It all really depends on your product.  
 
---- 
 

 
 
This again was useful. The product pages were describing the product’s benefits, 
but some people want more. It’s the equivalent of reading an instruction manual 
before purchasing a washing machine.  
 
Especially if the product description doesn’t mention something you’re wondering 
whether it can do. A link to ‘documentation’ adds more resources for your 
customer to read and helps to convince them that the product is right for them. 
 
 



 
 
Finally, the products might be a bit too niche for the mass market. This takes you 
back to targeting your audience effectively at the discovery phase of the product.  
 
If you’re primarily reaching people who want a website for their restaurant, but 
don’t offer a restaurant theme, then you’re sh*t outta luck and your conversion 
rate will be low. 
 

Doing it all over again 
Do you remember my ‘steps to success’ from the start of the book. To save you 
going back. Here it is again, but this time I’ve added some comments recapping 
what I’ve covered in the book 

Start a side project (on the side of a 9-5 job) 
 
I talked about how I started my side business. How I learned from scratch 
(through google and setting my own sites up). I also talked about how it was the 
evenings and weekends where I came alive and started to grow my own 
business. 

Become a Freelancer 
 
I talked about how using the skills I learned through starting my side business to 
help others. I helped people install WordPress. I helped people add small 
snippets of code.  
 
I also talked about how I made sure I got 100% 5* reviews and going the extra 
mile. 



Hire, outsource and step away from being 100% involved 
 
I covered where to look for help and what not to do when it comes to advertising 
for assistance. I used reddit to help me find VAs, help me find marketers.  
 
I also tried various job boards and talked about how I failed to hire.  

Grow your small business and scale it to many users  
 
I covered things you should do before spending on paid marketing, such as 
getting your website refined and looking at what visitors do. 

Grow your income levels  
 
I went into detail about advertising opportunities and how Facebook didn’t work 
for my business.  

Start another business, and do it all over again :) 
 
I didn’t say much on this, so I’m covering it now. Here’s a list of the businesses 
I’ve been involved in (side projects) and their current state of play:- 
 

● Make Your Offer - closed - failed due to not considering customer needs 
 

● Epic Plugins - active. This is where I sell WordPress Plugins. 
● Epic Themes - active. This is where I sell WordPress Themes. 

 
● Smashing Stats - an eBook sales reporting SaaS. However it needed 

usernames and passwords to be able analyse the data - failed due to 
people’s privacy concerns 

 
● Zero BS CRM - active. This is a CRM running on WordPress.  

 



● Web Monkey Limited - semi-active. My ‘web agency’ however I currently 
do not have the time to try and scale a web agency (and worry about 
regularly paying developers and sourcing clients). 

 
So I’ve had a few bites of the cherry. I still consider myself small (some 
businesses scale massively and make almost $700k a month online). 
 
If I can get to where I am today, I’m confident that you can too. It might not be 
your first business, or your first attempt that gets you regular income online, but 
I’m confident that you can make it with your next attempt.  
 
Especially if you learn from some of the mistakes I’ve made and try some of the 
things I’ve done which have worked out well for me. 
 
  

https://convertkit.baremetrics.com/


 

My Final Say 
Wow, how Jerry Springer of me. My Final Say. 
 
I wanted to say a few words now you’ve reached the end of the book.  
 
First, I hope you’ve enjoyed it and have been able to take away some useful 
insights which you can apply to your own business.  
 
If you’ve enjoyed this book I’d love it if you sent me an email to 
(mike@epicplugins.com) letting me know your thoughts.  
 
If you hate the book, I want to hear from you too.  
 
Finally, if you’d like to keep up to date with what’s coming next please sign up to 
find out here. 
 
There's so much left for me to do. Join my newsletter to find out what's 
next as I continue my journey to financial independence. 

You're making money online, you're growing. What next? 

Sign up to keep up to date. 

 
 
 
 
 
 
 
 
 
  

mailto:mike@epicplugins.com
https://epicplugins.com/growth/thanks/
https://epicplugins.com/growth/thanks/


Disclaimer 
 
Now, the boring disclaimer. This eBook is written from my own experiences. It’s not a guarantee 
that if you do what I did, you’ll make money.  
 
By purchasing and reading this book you agree that I am not liable for anything you may apply 
from this book to your own business. Consider anything which may affect your bottom line 
seriously.  
 
Each business is different and what works for one, won’t necessarily work for another. Just 
because paid reviews worked well for me, doesn’t mean they will for you. Just because 
Facebook Ads didn’t work for me, doesn’t mean they won’t work for you. 
 
By all means, follow what’s in this book. However by doing so and by reading this book you 
understand that I am not liable for any losses or any gains which haven’t been made.  
 
Your business success is down to YOU. I’m here to help share the ups and downs that I 
personally have seen. If they can help you navigate away from wasting money or even help you 
make your first $ online then great.  
 
Mike Stott 
Author of Growth 


