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ZERO TO
$10K
DIGITAL PRODUCT STORE

Launch a store that comes with products, get your first customers, read your
data, and build toward $10,000 a month — without creating a product from
scratch.

CHOOSE
Your niche

STOCK
From the library

LAUNCH
Connect & publish

GROW
Your revenue

REAL STORE.  REAL PRODUCTS.  REAL SALES.
REAL INCOME.
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ZERO TO $10K DIGITAL PRODUCT STORE

A complete implementation system for launching a digital product store, stocking it, getting
customers, and building toward $10,000 a month in revenue.

A NOTE ON THE NUMBERS
This guide teaches a business model and a set of frameworks. Every revenue figure inside —
including the $10,000-a-month goal in the title — is an illustrative model used to teach the math,
not a promise of earnings. Your results depend on your niche, your offer, your traffic, your effort,
and factors outside anyone's control. Nothing here is financial advice.

Every store, metric, and customer example is hypothetical and used for teaching. Software
platforms, ad networks, payment processors, and their features change constantly; always
confirm current details inside the tools you use.

© 2026 All Rights Reserved. No part of this guide may be reproduced or redistributed without written

permission.



YOU DON'T NEED TO CREATE
A PRODUCT TO START.

Use the AmpCart product library to stock your store with
ready-to-sell digital products — or add your own if you already
have them. Either way, you can be live and selling fast.

CHOOSE STOCK BRAND CONNECT LAUNCH

GROW
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C H A P T E R  S t a r t  H e r e

The Shortcut This Whole Guide Is Built On
Before the strategy, understand the shortcut — because it changes what you spend your
time on. Most people never launch. Here's the reason, and the fix.

THE TRADITIONAL ROUTE (WHY MOST PEOPLE QUIT)
The usual path asks you to do everything before you earn a cent: create products, build a
website, wire up a checkout, set up file delivery, figure out analytics, and only then start
marketing. It's a mountain — and most people quit at the base of it.

THE AMPCART ROUTE
There's a faster way. AmpCart is a platform built specifically for digital-product sellers: it
gives you a storefront, a built-in library of ready-to-sell products, a Stripe connection for
direct payouts, automated delivery, and sales analytics — assembled in one place. So
instead of building infrastructure, you choose a niche, select products, customize the store,
connect Stripe, publish, and put your energy into getting customers.

TWO ROUTES, SAME DESTINATION

1 TRADITIONAL weeks of building first

2 AMPCART choose · stock · publish · sell

This guide teaches real business strategy either way. AmpCart is simply the vehicle that makes the
strategy fast to implement — so most of your effort goes to customers, not setup.

TWO WAYS TO STOCK YOUR STORE

https://ampcart.com
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PATH 1

Use the AmpCart Library
The fastest path, and the one most
beginners should take. No product creation
required.

Choose a focused niche

Select ready-to-sell products from the
library

Customize the store & connect Stripe

Publish and start marketing

PATH 2

Add Your Own Products
Optional. If you already have digital
products, sell them alongside library
products where supported.

Upload PDFs, planners, templates,
courses

Set your own pricing and positioning

Mix your products with library products

Expand your catalog over time

READ THIS BEFORE YOU GO FURTHER
You do not have to create anything to begin. Path 1 gets a real store live with real products
this week. Path 2 is there for when — and only if — you want to add your own work.
Everywhere this guide says "choose products," assume the library unless you decide
otherwise.

YOUR NEXT  MOVE

Decide your starting path. If you don't already own digital products, start with Path 1 —
the library. You can always add your own later. Write down which path you're taking.

C O M P L E T E
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WHAT'S INSIDE
PART  1 The Store-First Model

PART  2 Choose Your Niche

PART  3 Launch Your AmpCart Store

PART  4 Stock Your Store Without Creating Products

PART  5 Optional: Add Your Own Products

PART  6 Build a Product Ladder

PART  7 Make Your Store Convert

PART  8 Get Your First Customers

PART  9 Your First Sales & Validation

PART  10 Read Your AmpCart Numbers

PART  11 Paid Ads Fundamentals

PART  12 Meta Ads Testing

PART  13 Find & Scale Winners

PART  14 Build Toward $10K

PART  15 Your 90-Day AmpCart Store Plan

BONUS The Implementation Toolkit
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THE STORE-FIRST
MODEL.
Get the business live first, then spend your energy where the
money actually is: getting customers. This is the mindset the
entire system runs on.
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C H A P T E R  1

Infrastructure Is the Easy Part
The store is not the business. It's the shelf the business sits on. Once you truly believe that,
you stop polishing fonts and start finding buyers — which is the only thing that pays.

Here is the whole model on one line. Build the store fast, stock it with products that fit one
audience, drive traffic, make sales, read the data, and scale what works. Notice how little of
that is "building."

THE MODEL, START TO FINISH

1 CHOOSE niche + audience

2 STOCK products from library

3 BRAND name + look

4 CONNECT Stripe + delivery

5 LAUNCH go live

6 GROW traffic + scale

Steps one through five take days on a platform like AmpCart. Steps six onward — traffic, conversion,
scaling — are the business, and where you'll spend the next 90 days.
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“ The store is infrastructure. Customer acquisition is the business.
Almost everyone gets that backwards — and it's why they quit.

WHAT THIS MEANS FOR YOUR TIME
If setup is fast, the excuse of "I'm still building" disappears. Your real job — the one this
guide spends most of its pages on — is offers, traffic, conversion, and scaling. Treat setup
as a two-day sprint, not a two-month project.

YOUR NEXT  MOVE

Say it in your own words and write it down: "My store is infrastructure. My job is
customer acquisition." You'll return to this every time you're tempted to tweak instead of
sell.

C O M P L E T E

C H A P T E R  2

Why Digital Products Win
The economics of digital products are unusually forgiving. Understanding why tells you
where the leverage is — and where the real work still lives.

THE ECONOMICS IN YOUR FAVOR
No inventory, no shipping, no packaging — nothing runs out.

Fulfillment is automated: pay, and the file is delivered instantly.

The same product sells repeatedly at almost no added cost.

You can test niches cheaply, because adding a product is nearly free.
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Add it up: high gross margins, global reach where selling is permitted, and a business you
can run from a laptop. That's the upside. Now the honest part.

THE THEME OF THIS ENTIRE GUIDE
A live store earns nothing until a stranger finds it, trusts it, and buys. The margins are
wonderful, but margin is what's left after a sale — and the sale is the hard part. You're not
learning to open a store. You're learning to get customers for one.

YOUR NEXT  MOVE

Accept both truths: setup is cheap and fast, so don't over-invest there; customers are
the real work, so over-invest there. This single reframe will keep you focused for the
next 90 days.

C O M P L E T E



P A R T  0 2

CHOOSE
YOUR NICHE.
You cannot out-market a bad market. Pick one audience with a
cluster of related problems, and every step after this gets
easier.
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C H A P T E R  3

Pick One Audience With Connected
Problems

The biggest predictor of success isn't your design or your ad budget. It's whether you
chose a specific person who already spends money solving a specific problem.

A strong niche sits at the intersection of four things. Miss one and the store wobbles; nail all
four and even average execution can win.

THE FOUR-WAY INTERSECTION

1 PROBLEM what hurts?

2 PERSON who has it?

3 PRODUCT what solves it?

4 DEMAND are they looking?

It's never "fitness" or "money." It's a specific person with a specific problem and an obvious
product. Specificity isn't a limitation — it's the whole advantage, because a store built for
one person is a store that person can't ignore.
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Problem Person Product family

Dating again Recently divorced women Guides, workbooks, planners

Money stress Young families Budgeting + debt toolkits

Landing interviews Career switchers Resume + interview kits

Chaotic mornings Overwhelmed parents Routine + meal planners

Content burnout Solo creators Template + hook packs

THE TRAP TO AVOID
The "everything store" feels safe because you never have to choose. It's the riskiest move
you can make: a store for everyone speaks to no one, ranks for nothing, and gives no one
a reason to trust you. Pick one person and serve them completely.

YOUR NEXT  MOVE

Draft three Problem–Person–Product-family combinations. Don't judge them yet — you'll
score them next. Just get three specific candidates on paper.

C O M P L E T E

C H A P T E R  4

The Profitable Niche Scorecard
Ideas feel equally good in your head. On paper, with a score attached, the winner usually
becomes obvious. This turns a gut feeling into a decision.

Score each candidate one to five on the ten factors below. Be honest — inflating a weak
niche only costs you later. Total the score, and leave this chapter with one niche, not ten.
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HOW TO READ YOUR SCORE
40–50: a strong market. Move forward with confidence.

30–39: workable. Sharpen the person or the offer first.

Below 30: reconsider. Usually demand or buyer intent is missing.

NICHE OPPORTUNITY SCORECARD

NICHE CANDIDATE

Pain — how much does this problem hurt? / 5

Urgency — do they want it solved now? / 5

Dream outcome — how good is the after? / 5

Audience size — are there enough of them? / 5

Buyer intent — do they already buy solutions? / 5

Product availability — is it in the library? / 5

Content potential — can you make endless content? / 5

Advertising potential — is it ad-friendly? / 5

Repeat-purchase potential — will they buy again? / 5

Personal understanding — do you get this person? / 5

TOTAL SCORE / 50

DECISION: COMMIT SHARPEN SKIP

YOUR NEXT  MOVE

Score every candidate and circle your winner. From here on this guide has an audience
— yours — and every framework applies to that one person.

C O M P L E T E
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LAUNCH YOUR
AMPCART STORE.
The fast part. In an afternoon you'll go from a niche to a live
storefront with products, payments, and delivery —
assembled, not built from scratch.
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C H A P T E R  5

The 10-Step Store Walkthrough
Follow these ten steps in order. Resist perfecting any single one — a live, average store
beats a perfect store that never launches. You'll refine everything later with real data.

This walkthrough assumes you're launching on AmpCart , where the storefront, product
library, Stripe connection, and automated delivery already exist — so most steps are
choosing and confirming, not building. If you use another platform, the same ten steps
apply; only the buttons differ.

1 S T E P  1
Choose your niche
Lock the one audience you scored in Part 2. Your niche is the promise your store makes
to one person — it guides every choice after it.

2 S T E P  2
Create your store
Give your store a name and a niche direction. This takes minutes — you're claiming the
space, not perfecting it.

ampcart.com

CREATE YOUR STORE
Give your store a name and a niche direction to begin.

S T O R E  N A M E
Reset & Rise

N I C H E
Divorce recovery for women

CREATE STORE

Name the store and set a clear niche direction before you add anything else.

Illustrative view — creating a store in AmpCart.

https://ampcart.com
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3 S T E P  3
Choose products from the built-in library
Browse the library and select 3–10 products that all serve your one audience. Fit beats
quantity — a focused shelf outsells a random pile every time.

ampcart.com

PRODUCT LIBRARY
Ready-to-sell digital products. Add to your store in one click.

PDF

Dating Guide
+

PDF

Confidence WB
+

PDF

Self-Care Plan
+

PDF

Standards WB
+

PDF

Red Flags
+

PDF

Journal Kit
+

PDF

Reset Planner
+

PDF

Checklist Pack
+

Add ready-to-sell products in one click — no product creation required (Path 1).

Illustrative view — selecting from the AmpCart product library.

4 S T E P  4
Optional — add your own products
Only if you want to. If you already own PDFs, planners, templates, or courses, add them
alongside the library products. Skip this entirely if you're starting on Path 1.

5 S T E P  5
Brand your store
Choose a store name, logo, colors, typography, and a one-line niche positioning. Aim for
clean and credible, not flashy — consistency signals legitimacy and trust.
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ampcart.com

R E S E T  &  R I S E Shop  ·  About  ·  Cart

Dating Guide
$27

Confidence WB
$19

Reset Planner
$17

One audience, related products, and consistent branding make the store feel like a specialist's shop.

Illustrative view — a branded, niche-focused storefront.

6 S T E P  6
Organize the catalog
Decide your hero product (the one you'll market first), your supporting products, and at
least one bundle. Order the store so the hero is impossible to miss.

7 S T E P  7
Connect Stripe
Connect Stripe and complete every verification step it asks for. Payouts flow directly to
you. Unfinished verification is the number-one reason first payouts stall — don't skip it.
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ampcart.com

CONNECT PAYMENTS
Connect Stripe to receive payouts directly to your bank.

Stripe CONNECTED

Business details Complete

Bank account Complete

Identity verification Complete

Finish business, bank, and identity verification so payouts aren't held.

Illustrative view — connecting Stripe for direct payouts.

8 S T E P  8
Review every product page
Walk each page: outcome-led headline, clear promise, benefits, simple price, a clean
product image, and mobile readability. Fix anything confusing in three seconds.

9 S T E P  9
Test the customer experience
Go through it as a buyer, in order: storefront, then product page, then checkout, then
delivery. Make a real test purchase and confirm the file actually arrives.

10 S T E P  1 0
Publish
Make the store live. It won't be perfect — that's correct. You'll improve it with real visitor
data, which you can't get until it's public.

YOUR AFTERNOON BUILD LIST
Steps 1–2 and 5–7 are decisions. Step 3 is selecting from the library. Steps 8–10 are
checking and shipping. None of it requires you to create a product. Block one afternoon
and complete all ten.
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STORE LAUNCH CHECKLIST

One niche and audience chosen and written down.

Store created and named on the platform.

3–10 library products selected — all serving one audience.

Branding set: name, colors, one-line positioning.

Hero product, supporting products, and a bundle organized.

Stripe connected and fully verified.

Every product page reviewed on desktop and mobile.

A live test purchase completed and delivery confirmed.

Store published and publicly reachable.

YOUR NEXT  MOVE

Complete all ten steps today. Don't wait for inspiration on branding — pick a clean name
and two colors, publish, and refine later with real feedback.

C O M P L E T E
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STOCK YOUR STORE
WITHOUT CREATING
PRODUCTS.
The library is one of AmpCart's biggest advantages — but a big
catalog is not a good catalog. You'll stock one audience with a
tight family of products that belong together.
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C H A P T E R  6

Use the Library the Smart Way
The point of the product library isn't to add everything. It's to start fast without creating
anything — and then to curate, so your store feels like a specialist's shelf, not a junk
drawer.

The AmpCart library lets a beginner skip the hardest, slowest part of the traditional route:
making products. You choose a niche, then pick ready-to-sell products that fit it. The skill
isn't finding products — they're right there. The skill is choosing the right few that all serve
the same buyer.

“ Don't add a product because it's available. Add it because it
solves a problem your one audience already has.

THE RULE: ONE AUDIENCE, MANY RELATED PROBLEMS
A person on a journey has a cluster of needs, not one. Stock for the whole journey and your
store stops feeling like files for sale and starts feeling like a place that understands them.

A COMPLETE EXAMPLE — DIVORCED WOMEN DATING AGAIN

Here's a full product family pulled from one audience's real journey. Notice how each
product answers a different question the same person is asking.

https://ampcart.com
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# Library product The problem it solves

1 Dating After Divorce Guide How do I even start again?

2 Confidence Rebuilding Workbook I don't feel like myself anymore.

3 Self-Care Reset Planner I've put myself last for years.

4 Relationship Standards Workbook How do I not repeat the pattern?

5 Red Flags Field Guide How do I spot trouble early?

WHY THESE BELONG TOGETHER
They share one buyer and one journey — start, rebuild, care for yourself, set standards,
stay safe. A woman who buys the confidence workbook is the perfect buyer for the
standards workbook. That's how a focused store lifts its order value without a single new
visitor.

WANT TO SELL YOUR OWN PRODUCTS TOO?
If you already have digital products — or want to create some later — you can add them
alongside the library selections where supported. Think of your own products as an optional
expansion, not a requirement. Start with the library, prove the niche, then add custom
products to deepen the catalog if you choose.

YOUR NEXT  MOVE

Write your one audience at the top of a page. List five library products that solve five
connected problems for that person. That focused family is your starting catalog.

C O M P L E T E
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OPTIONAL: ADD
YOUR OWN
PRODUCTS.
You never have to create a product to run this business. But if
you already have one — or want to build one later — here's
how it fits.
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C H A P T E R  7

When (and Whether) to Add Your Own
Products

This is the shortest part of the book on purpose. Adding your own products is a choice, not
a requirement — and for most beginners, later beats now.

FIRST, THE REASSURANCE
If you have nothing of your own, you are not behind. Path 1 — a store stocked entirely
from the library — is a complete, sellable business. Everything in this part is optional
expansion.

GOOD REASONS TO ADD YOUR OWN PRODUCTS
You already own them: PDFs, planners, templates, workbooks, or courses sitting on
your drive can be listed alongside library products where supported.

You've found a gap: the library covers four of your audience's five problems — you
create the fifth to complete the family.

You want a signature offer: a flagship product in your own voice that becomes the
store's hero.

WHEN TO WAIT
If you haven't launched yet, don't stall to create a product. Launch with the library, prove the
niche converts, and only then invest the hours to build something custom. Validated demand
makes your own product far more likely to sell.

HOW YOUR PRODUCTS FIT THE LADDER

When you do add custom products, slot them into the same structure you'll build in the next
part: a custom product can be your hero, a premium tier, or the bundle that ties library
products together. It doesn't replace the library — it deepens it.
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If you have… List it as…

A flagship guide or course Your hero or premium product

A quick worksheet or template An entry product or lead magnet

Several related files A bundle around one outcome

YOUR NEXT  MOVE

Decide honestly: do you have a product worth listing today? If yes, note where it fits. If
no, cross this part off and keep moving — the library has you covered.

C O M P L E T E
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BUILD A
PRODUCT LADDER.
Not every buyer wants your biggest offer, and not every buyer
wants your smallest. A ladder meets people where they are —
and gives them a reason to climb.
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C H A P T E R  8

One Audience, Many Related Products
A product ladder turns a shelf of files into a path a customer walks. Each rung lowers a
different objection and lifts your average order value along the way.

Think in tiers. The entry rung removes the risk of trying you. The core rung delivers the real
transformation. The premium bundle serves the buyer who wants everything at once. Build
all three from library products first; add custom ones later if you choose.

YOUR PRODUCT LADDER

PREMIUM BUNDLE
Several related products packaged as one outcome, at a real saving. $47–$97+

CORE PRODUCT
Your primary promise — the transformation the store is really about. $17–$47

SUPPORTING PRODUCTS
Complementary solutions that round out the buyer's journey. $12–$27

ENTRY PRODUCT
A low-friction first purchase that turns a browser into a buyer. $7–$17

WHY THE ENTRY RUNG MATTERS MOST
Most beginners are missing a true entry offer. Once someone has paid you once — even
$9 — paying again is dramatically easier. The entry product isn't where you make your
money; it's where you turn strangers into customers you can sell to again.
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Prices above are starting ranges, not rules. Real pricing depends on the value you deliver,
your niche, and how the market responds. Test and adjust.

PRODUCT LADDER WORKSHEET

MY AUDIENCE

ENTRY OFFER $7–$17

PRODUCT: __________

CORE OFFER $17–$47

PRODUCT: __________

PREMIUM BUNDLE $47–$97+

PRODUCT: __________

YOUR NEXT  MOVE

Assign one real product to each rung — library products are fine for all three. If a rung is
empty, that's your next add. Most stores are missing the entry rung; fill it first.

C O M P L E T E
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MAKE YOUR
STORE CONVERT.
Traffic is worthless if the store doesn't sell. Here's what people
actually buy — and how to write product pages that turn a
curious click into a paid order.
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C H A P T E R  9

People Don't Buy Products — They Buy
Outcomes

Nobody wants a fifty-page PDF. They want what the fifty pages do for them. The gap
between those two sentences is where almost all of your revenue is won or lost.

WHAT PEOPLE ACTUALLY PAY FOR
Relief from a problem that's been nagging at them.

Confidence, time, convenience, or money saved.

Organization where there's currently chaos.

A transformation — becoming the person they want to be.

None of that appears on a spec sheet. Beginners describe products by features — page
counts, formats, number of templates — and wonder why nobody buys. Features are facts;
buyers move on meaning.

THE TRANSLATION EVERY PRODUCT NEEDS

1 PRODUCT what it is

2 PROBLEM what it fixes

3 PROMISE what changes

4 OUTCOME who they become
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YOUR NEXT  MOVE

Take your hero product and write its Product, Problem, Promise, and Outcome on one
line each. The Outcome line becomes your headline; the rest becomes your page.

C O M P L E T E

C H A P T E R  1 0

Write Product Pages That Sell
A product page is a conversation that answers, in order, every question a hesitant buyer is
silently asking. Answer them in sequence and the sale closes itself.

THE NINE-PART PAGE
1 · Headline — lead with the pain or the dream outcome, not the product name.

2 · Problem — prove you understand their situation better than they expected.

3 · Desired future — paint the after clearly enough to feel real.

4 · The product — now introduce what makes that future possible.

5 · What's inside — make the value tangible and specific.

6 · Benefits — translate every feature into an outcome.

7 · Who it's for — let the right buyer recognize themselves.

8 · Price — clear, simple, no confusing tiers.

9 · Call to action — tell them exactly what to do next.

BEFORE AND AFTER
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FEATURE-LED (WEAK)
"50-Page Budget Planner — includes monthly trackers, a debt worksheet, and printable
PDFs." Accurate, and forgettable. It makes the buyer imagine the payoff themselves.

OUTCOME-LED (STRONG)
"Finally Take Control of Where Your Money Goes Every Month — without spreadsheets or
shame." Same product. Now it names the problem and sells the after. This is the
philosophy behind every page in your store.

HIGH-CONVERTING PRODUCT PAGE CHECKLIST

The headline names a pain or dream outcome in the first line.

The first lines prove I understand the buyer's problem.

There's a clear picture of life after the product.

Every feature is paired with the benefit it delivers.

The 'who it's for' section lets the right person self-identify.

The price is stated plainly, with no confusing tiers.

There is exactly one obvious call-to-action.

The page reads clearly on a phone in under 30 seconds.

YOUR NEXT  MOVE

Rewrite your hero product's page against this checklist. Ship it even if it's not perfect —
you'll improve it with real conversion data, which you can only get once it's live.

C O M P L E T E
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GET YOUR
FIRST
CUSTOMERS.
Your store is live. Now the real work begins. A store without
traffic is just a website — this is how you bring the right people
to it, on purpose.
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C H A P T E R  1 1

Choose One or Two Channels — Not All of
Them

Free traffic isn't free; you pay for it with time and consistency. Spreading across six
platforms guarantees you're mediocre on all of them. Pick where your audience already is.

“ A store without traffic is just a website. Traffic is not a
nice-to-have. It is the business.

THE CHANNELS, AND WHAT EACH IS BEST FOR
Instagram Reels / TikTok / YouTube Shorts: fast reach; ideal for hooks,
demonstrations, and before-and-afters.

YouTube search / Pinterest: slower to compound, but this content works while you
sleep.

Email: the one audience you truly own — start collecting addresses on day one.

Choose one primary short-form channel and one search or owned channel. Two channels,
done consistently for 90 days, beat six done occasionally.

YOUR NEXT  MOVE

Pick your one or two channels and commit for 90 days. Set up email capture on your
store today so no interested visitor slips away.

C O M P L E T E
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Content That Creates Buyers
Most content entertains and is forgotten. Content that sells follows a small arc — one that
carries a stranger from scrolling past to clicking through to your store.

THE ARC EVERY SELLING POST FOLLOWS

1 HOOK stop the scroll

2 PROBLEM name the pain

3 VALUE give a real win

4 PRODUCT introduce the solution

5 CTA tell them where to go

THE ARC IN ACTION — A BUDGETING PRODUCT
Hook: "Your paycheck probably isn't the problem."

Problem: show exactly where the money quietly disappears each month.

Value: teach one genuinely useful move they can do tonight.

Product: "The planner I use in my store does this automatically."

CTA: "It's in my store — link in bio."
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WHY GIVE AWAY A REAL WIN?
Won't they just take it and leave? A few will. But most people trust the person who already
helped them once — the free win is proof your paid product works. You'll find 30+
ready-to-use hooks in the Toolkit at the back.

YOUR NEXT  MOVE

Write five posts this week using the Hook, Problem, Value, Product, CTA arc — all
pointing to your hero product. Don't polish; publish. Volume teaches faster than
perfection.

C O M P L E T E



P A R T  0 9

YOUR FIRST SALES
& VALIDATION.
The goal of week one isn't a guaranteed sale — it's real data.
This is the rule that keeps beginners from lighting money on
fire: validate before you scale.
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Validate Before You Scale
Scaling a store that hasn't proven it can convert is the fastest way to lose money. First you
gather evidence that people want what you're selling. Then — and only then — you pour
fuel on it.

“ Validate before you scale. Proof first, fuel second. The order is
what protects your money.

VALIDATION CAN COME FROM MORE THAN ONE PLACE
A common myth says organic traffic must always come before paid ads. Not true. What
matters is that you gather real signal before scaling — and that signal can come from
several sources.

Organic content on your one or two channels.

A small, controlled paid-ad test (covered in Parts 11–12).

An existing audience — a following, a group, a list you already have.

Email — even a tiny list can prove whether an offer lands.

Influencer or creator traffic sent to a single product.

WHAT COUNTS AS A SIGNAL
You're looking for evidence that your offer resonates: people clicking through, adding to
cart, buying, or replying "I need this." A handful of real signals beats a hundred vanity
likes. Signals tell you what to scale; likes tell you nothing.

THE 14-DAY FIRST-SALE SPRINT
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A focused two-week plan to turn your live store into real market data. Print it, work it in order, and
check off each block.

DAYS 1–2 Finalize the store. Walk it as a customer and fix anything confusing.

DAYS 3–4 Choose your hero product and 2–4 supporting products to feature.

DAYS 5–7 Create content using the five-part arc; prepare any test traffic.

DAYS 8–10 Publish and distribute daily on your chosen channel(s).

DAYS 11–12 Study the signals — clicks, add-to-carts, replies, sales.

DAYS 13–14 Double down on the angle and product showing the most signal.

YOUR NEXT  MOVE

Block the next 14 days and start Day 1 today. You win this sprint if you finish knowing
which product and which angle earned the most real signal.

C O M P L E T E



P A R T  1 0

READ YOUR
AMPCART NUMBERS.
Your dashboard is not a scoreboard — it's a set of instructions.
Learn to read five numbers and they'll tell you exactly what to
fix next.
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Your Dashboard Tells You What to Do Next
Beginners glance at revenue and feel good or bad. Operators read the whole panel and
know their next move. These five numbers, read together, are a diagnosis.

AmpCart's analytics put the numbers that matter in one place — revenue, orders,
conversion, average order value, and visitor activity — so you're not stitching data together
by hand. The goal isn't to admire the dashboard; it's to spot the weakest number and fix that
one thing.

ampcart.com

OVERVIEW This month �

Total Revenue

$10,246.32 � 128%

VISITORS

24,532
�64%

ORDERS

1,248
�110%

CONV. RATE

5.08%
�47%

AVG ORDER

$27.43
�35%

Total revenue and 30-day growth, at a glance.

Visitors, orders, conversion rate, and average order value — your four levers.

Illustrative view — the AmpCart overview dashboard.

READ THE PATTERN, FIND THE FIX
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What you see What it usually means Where to look

Traffic but no sales Offer or page problem Product page, price, traffic quality

No traffic at all Acquisition problem Content, channel, distribution

Sales but low order value Missing upsell / bundle Product ladder, bundles

One product dominates You found a hero Scale it, build around it

Revenue is never the number to fix. It's the output of the other four. When you want more
revenue, you reach for one of its inputs — traffic, conversion, or order value — because
those are the levers you can actually pull.

ampcart.com

ORDERS

ORDER PRODUCT TOTAL STATUS

#1248 Dating After Divorce Guide $27.00 Paid

#1247 Confidence Rebuilding Bundle $47.00 Paid

#1246 Self-Care Reset Planner $17.00 Paid

#1245 Red Flags Field Guide $12.00 Paid

Watch which specific products actually sell — that's your hero signal.

Illustrative view — the orders feed.

STORE ANALYTICS SCORECARD

Log your numbers weekly. Trends matter more than any single day.



ZERO TO  $10K READ YOUR NUMBERS

44B U I L D  ·  S T O C K  ·  L A U N C H  ·  G R O W

Metric This week Last week Up / down?

Visitors

Orders

Conversion rate

Average order value

Total revenue

“ Read your numbers weekly, not daily. A single day lies. A trend
tells the truth — and the truth is what you act on.

YOUR NEXT  MOVE

Find your single weakest number this week. Write one specific change to improve just
that metric — and make it before you touch anything else.

C O M P L E T E
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PAID ADS
FUNDAMENTALS.
Paid traffic is an accelerant, not a rescue. Before you spend a
dollar, learn when you're ready — and the exact numbers that
decide whether ads make money or lose it.
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Don't Buy Traffic Until You're Ready
Ads are the fastest way to grow a working business and the fastest way to burn cash on a
broken one. The difference is a short checklist most beginners skip.

“ Ads amplify. They don't fix. Put a spotlight on a weak offer and
all you've done is show more people why they won't buy.

Run the checklist below before your first campaign. Every unchecked box is a place where
paid traffic leaks money. When every box is checked, you're not gambling — you're
investing in something you already know can convert.

PAID ADS READINESS CHECKLIST

The store works end to end — I've bought from it myself.

Checkout is tested on desktop and mobile.

Product positioning and promise are clear.

The product page is genuinely strong, not a placeholder.

Tracking / conversion events are configured correctly.

I understand my margins on each product.

I have several distinct ad creatives ready to test.

I have a testing budget I can afford to lose.
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YOUR NEXT  MOVE

Do not run a single ad until every box is checked. If even one is empty, fix that first — it
costs far less now than it will as wasted ad spend.

C O M P L E T E
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The Numbers That Run Paid Ads
Advertising is just math you can measure. Learn these terms and you'll always know
whether a campaign is a machine that prints money or a hole you're pouring it into.

THE METRICS, TOP OF FUNNEL TO BOTTOM

Metric What it measures What a weak number often means

CTR % who click your ad Creative or hook isn't landing

CPC Cost per click Weak creative or expensive audience

CPM Cost per 1,000 views Audience competition / ad quality

LP views Clicks that load the page Slow page or broken link

Add-to-cart % Visitors who add to cart Offer or product-page problem

Purchase CR Visitors who buy Checkout, price, or trust friction

CPA Cost to get one customer Compare to break-even below

AOV Average order value Low = add bundles / upsells

ROAS Revenue ÷ ad spend Below break-even = unprofitable

THE ONE NUMBER THAT DECIDES EVERYTHING: BREAK-EVEN CPA
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Your break-even CPA is the most you can pay for a customer before the campaign stops
making money. It's your average order value minus your per-order costs. Stay under it and
you scale; go over it and you have a problem to fix before spending more.

WORKED EXAMPLE — ILLUSTRATIVE ONLY
AOV $47, per-order cost (product + fees) $7, so break-even CPA = $40. If your actual ad
CPA is $22, you're profitable — every dollar comes back with a friend, so spend more. If
your CPA is $52, don't blame the ad budget; fix the offer, page, or targeting first. These
numbers are hypothetical and used only to show the method.

BREAK-EVEN CPA WORKSHEET

Average order value  (A)   $ ____________

Product + platform + payment cost per order  (B)   $ ____________

Break-even CPA  =  A − B  =  $ ____________

YOUR NEXT  MOVE

Calculate your break-even CPA before you launch a single ad. Write that number down
— it's the line every campaign has to stay under.

C O M P L E T E
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META ADS
TESTING.
Facebook and Instagram remain the most beginner-accessible
way to buy digital-product sales. Here's a simple, disciplined
first test — and how to read what it tells you.
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A Simple First Test Framework
Your first test isn't about scaling — it's about finding signal. You're asking the market one
question: which angle do people respond to? Then you let the data answer.

HOW CAMPAIGNS ARE ORGANIZED

THREE LEVELS, THREE JOBS

1 CAMPAIGN the objective & strategy

2 AD SET audience, placement, budget

3 AD the creative, copy & link

We'll skip the click-by-click tour that goes stale in a month. Learn the structure instead — it
barely changes — and focus your energy on the four things that actually decide results:
offer, creative, audience, and landing experience.

THE SIMPLE TEST — ILLUSTRATIVE EXAMPLE

A clean first test looks like this. Treat the budget as an example, not a rule — use only what you can
afford to lose.

ONE TEST, THREE ANGLES
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1 1 HERO PRODUCT your strongest offer

2 ANGLE A — PAIN name the exact problem

3 ANGLE B — DREAM paint the after

4 ANGLE C — CURIOSITY reveal something surprising

5 1 PRODUCT PAGE one clear destination

HOW TO RUN IT
Point three genuinely different creatives — pain, dream, curiosity — at one hero product
and one product page. Give it enough budget and time to gather real data (an example
starting point is around $100 across the test). Then decide on evidence, not feelings.
Results vary; platforms, costs, and algorithms change without notice. No framework
guarantees a profitable campaign.

YOUR NEXT  MOVE

Write your one hero product and three angles (pain, dream, curiosity). Draft one ad for
each. That's your first test — build it only after the readiness checklist is fully green.

C O M P L E T E
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Read the Test — The Ads Diagnostic
When a test underperforms, the funnel tells you exactly where. Find the stage where
people drop off, and you've found the thing to fix — instead of guessing.

THE PAID ADS DIAGNOSTIC TABLE

Symptom Most likely cause What to change

No clicks Creative / hook isn't stopping people Test new hooks and angles

Clicks but no add-to-cart Offer or landing-page problem Sharpen the page, offer, price

Add-to-cart but no purchase Checkout, price, or trust friction Simplify checkout, add trust, revisit price

Purchases but unprofitable CPA above break-even (economics) Raise AOV, cut CPA, improve conversion

Profitable purchases It's working Test more creatives; scale carefully

DIAGNOSE ONE STAGE AT A TIME
Don't change five things at once — you'll never know what worked. Find the single earliest
stage where people drop off, fix that, and re-test. The funnel is a ladder of problems; solve
them from the top down.

YOUR NEXT  MOVE

After your first test, find the earliest drop-off stage in the table above. Make one change
to fix that stage, then run the test again. Change one thing at a time.

C O M P L E T E
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FIND & SCALE
WINNERS.
Somewhere in your store is a product that works harder than
the rest. Stop treating every product equally — find the winner
and build a business around it.
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Feed the Winner, Starve the Rest
Your data will eventually point at one product, one hook, one angle that outperforms
everything else. When it does, your job changes completely: pour resources into the
winner.

Most stores stay small because they spread effort evenly across products that all perform
differently. The stores that break out do the opposite — they identify the hero and give it
everything.

WHAT 'SCALE THE WINNER' ACTUALLY LOOKS LIKE
Create more ad creatives, and test more hooks and angles.

Build bundles and add complementary library products around it.

Add your own custom product if it deepens the winning offer.

Set up email follow-up and retarget visitors who didn't buy.

Increase paid traffic cautiously, watching CPA against break-even.

“ Your store may hold twenty products. Your business will be
driven by two or three. Find them, then feed them.

INCREASE AVERAGE ORDER VALUE

The cheapest revenue you'll ever earn comes from customers already reaching for their
wallet. Raising order value grows revenue without a single new visitor.
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Instead of selling… Sell…

Budget Planner — $17 THE FINANCIAL RESET BUNDLE — $47

Planner + Debt Workbook + Savings

Challenge + Tracker + Goals Planner

WHY THE BUNDLE WINS
At $17 the buyer weighs one planner against their willpower. At $47 the bundle promises
to reset their whole financial life — a far bigger outcome for not-much-more money. You
nearly tripled the order value and made the offer more attractive at the same time.

YOUR NEXT  MOVE

Identify your current best-performing product from real data. Choose one way to feed it
this week — a new creative, a bundle, or a follow-up email — and do it.

C O M P L E T E
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BUILD
TOWARD $10K.
Now the title earns its keep. $10,000 a month is not a mystery
— it's arithmetic. Reverse-engineer the goal and it becomes a
plan with knobs you can turn.
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Reverse Engineer the Goal
Ten thousand a month sounds huge until you break it down — about $333 a day. How
many orders that takes depends entirely on one number you control: your average order
value.

The table below is pure math — an illustration, not a promise. But it reveals something
important: raising your order value is often easier than tripling your traffic, and it gets you to
the same place.

PATHS TO $10K /  MONTH — ILLUSTRATIVE EXAMPLE

Average order value Orders / month needed Orders / day (approx.)

$17 ~589 ~20

$27 ~371 ~12

$47 ~213 ~7

$67 ~150 ~5

Look at the leap from the top row to the bottom. Same $10,000 — but at a $67 order value
you need roughly a quarter of the orders. That's the power of the product ladder and
bundles you built earlier.

“ Don't only chase more customers. The faster path to $10K
usually runs through order value, conversion, and repeat
purchases.
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KEEP IT HONEST
These figures are mathematical illustrations of the goal, not expected results. Real
businesses have refunds, ad costs, and slow months. The point isn't the exact number —
it's that $10K is a set of levers, and you now know where they are.

YOUR NEXT  MOVE

Write your target monthly revenue and your current average order value. Divide to find
the orders you'd need. Then ask: is it easier to get more orders, or to raise the order
value? Usually it's both.

C O M P L E T E
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Know Your Scaling Math
The entire business, from the outside, is two short equations. Once you see them, growth
stops feeling random and starts feeling like turning specific dials in a specific order.

Traffic  ×  Conversion Rate =  Orders

Orders  ×  Average Order Value =  Revenue

That's the whole machine. Every growth tactic in this book moves one of four inputs:
qualified traffic, conversion rate, average order value, or repeat purchases.

WANT MORE REVENUE? TURN A DIAL.
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More qualified traffic: organic content and, once validated, paid ads.

Higher conversion: stronger offers, sharper product pages, more trust.

Higher order value: bundles, upsells, premium versions.

More repeat purchases: email and new products for the same buyer.

YOUR NEXT  MOVE

Pick the single dial with the most room to grow right now. Focus the next 30 days on that
one input. When it improves, revenue follows — that's the math working for you.

C O M P L E T E
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YOUR 90-DAY
AMPCART
STORE PLAN.
Everything in this guide, sequenced into one plan you can run.
Four phases, ninety days: launch it, sell it, validate it, scale it.
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THE 90-DAY PLAN
Print this and work it phase by phase — each phase earns the next. If you're launching on
AmpCart , Phase 1 is mostly selecting and confirming rather than building, so you can reach
"live" fast and spend the rest of the 90 days on customers.

PHASE 1 ·  DAYS 1–7 ·  LAUNCH

Choose your niche and one specific audience.

Create the store and select library products.

Brand the store and organize hero + supporting products.

Connect Stripe and finish every verification step.

Test checkout and delivery, then publish.

PHASE 2 ·  DAYS 8–30 ·  SELL

Create organic content using the five-part arc.

Drive your first traffic on one or two channels.

Study which posts and products get signal.

Improve product pages based on what you learn.

Start capturing emails and following up.

PHASE 3 ·  DAYS 31–60 ·  VALIDATE

Concentrate effort on your strongest product.

Improve creative and test your pricing.

Build at least one outcome-based bundle.

Confirm tracking is ready for paid ads.

Run a small, controlled validation test if ready.

https://ampcart.com
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PHASE 4 ·  DAYS 61–90 ·  SCALE

Run disciplined paid tests on one hero product.

Test three angles: pain, dream, curiosity.

Track CPA and ROAS against your break-even.

Raise average order value with bundles and upsells.

Scale spend only when the economics justify it.

YOUR NEXT  MOVE

Put day 1 on your calendar — today or tomorrow, not "next month." Ninety days from
now you'll have a real store, real data, and a real decision to scale.

C O M P L E T E



YOU DON'T NEED
100 PRODUCTS.

You need one store, one audience, and one offer that works.
Build it. Get customers. Study the data. Find your winner. Scale
what works. Now you know all five moves.



B O N U S

THE
IMPLEMENTATION
TOOLKIT.
Sixteen tools that turn this book into a business you actually
run. Print them, fill them in, and work them alongside the
90-day plan.
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WHAT'S IN THE TOOLKIT
01 Niche Opportunity Scorecard 02 Store Launch Checklist

03 Hero Product Scorecard 04 Product Ladder Planner

05 Product Page Template 06 40 Organic Content Hooks

07 14-Day First-Sale Sprint 08 Store Analytics Scorecard

09 Paid Ads Readiness Checklist 10 25 Paid Ad Creative Angles

11 Ad Testing Tracker 12 Break-Even CPA Worksheet

13 ROAS Calculator Worksheet 14 AOV Growth Planner

15 $10K Revenue Roadmap 16 90-Day Store Plan

HOW TO USE THESE
Don't read the toolkit — run it. Print the checklists and worksheets, keep them beside your
keyboard, and fill them in as you work the 90-day plan. A tool you complete is worth a
hundred you skim.
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HERO PRODUCT SCORECARD

Score each product you're considering marketing behind. Test the highest scorer first.

PRODUCT

Pain — how badly does the buyer feel this? / 5

Urgency — do they want it solved now? / 5

Dream outcome — how strong is the after? / 5

Product quality — is it genuinely good? / 5

Content potential — can you make endless content? / 5

Ad potential — is the angle ad-friendly? / 5

TOTAL / 30

DECISION: TEST IMPROVE SKIP

HOW TO READ THE SCORE
22–30 means test it first — it's your likely hero. 15–21 means fix the weakest one or two
rows before spending on it. Below 15 means skip it for now and score another product.
Run this on every product you're tempted to market, and let the highest score decide
where your effort goes.

SCORE A SECOND PRODUCT
The scorecard only works as a comparison. Copy these six rows for your next candidate and
compare totals — the winner is the one you build your first campaign around.

SECOND PRODUCT

ITS TOTAL SCORE  ( __ / 30 )  AND DECISION



ZERO TO  $10K TOOLKIT

67B U I L D  ·  S T O C K  ·  L A U N C H  ·  G R O W

PRODUCT PAGE TEMPLATE

Draft your page here, then paste it into your store. Fill every field.

HEADLINE (PAIN OR DREAM OUTCOME)

THE PROBLEM, IN THEIR WORDS

THE DESIRED FUTURE

WHAT'S INSIDE (LIST THE VALUE)

WHO IT'S FOR

PRICE & CALL TO ACTION
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40 ORGANIC CONTENT HOOKS
Swipe these openings and fit them to your niche. The hook decides whether anyone reads the rest —
so open strong.

1. The real reason you're stuck at ___.

2. Nobody tells you this about ___.

3. I wish I knew this before I started ___.

4. Stop doing ___ — do this instead.

5. The ___ mistake that's costing you money.

6. 3 signs you're ___ (and how to fix it).

7. Your ___ probably isn't the problem.

8. Everyone gets ___ wrong. Here's the truth.

9. How to ___ without ___.

10. The 5-minute ___ that changed everything.

11. If you're ___, watch this.

12. What I'd do if I were starting ___ today.

13. The uncomfortable truth about ___.

14. You're one ___ away from ___.

15. This is why ___ never works for you.

16. The fastest way to ___ (that nobody uses).

17. I tried ___ for 30 days. Here's what happened.

18. Read this before you spend a dollar on ___.

19. Why smart people still struggle with ___.

20. How ___ quietly drains your ___.

21. Do this every morning to ___.

22. The ___ checklist I wish I had.

23. Steal my exact ___ process.

24. What ___ won't tell you.

25. The lie you've been told about ___.

26. Before and after: my ___ transformation.

27. 3 tools that make ___ effortless.

28. The one number that fixed my ___.

29. How to know if ___ is right for you.

30. You don't need ___. You need this.

31. The 80/20 of ___.

32. I made every ___ mistake so you don't have to.

33. Here's what ___ actually looks like.

34. How I'd get my first ___ in 7 days.

35. Why your ___ isn't converting.

36. The beginner ___ trap (and the way out).

37. Save this if you ever want to ___.

38. Your ___ in 3 simple steps.

39. Start here if you're new to ___.

40. The ___ shift that doubled my results.
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25 PAID AD CREATIVE ANGLES
Twenty-five directions for your ad creative. Test whole angles against each other, not tiny tweaks.

1. Call out the exact problem in the first 2 seconds.

2. Paint the dream outcome as if it already
happened.

3. Show what's inside the product (demo).

4. List: '5 things secretly costing you ___.'

5. Tell a relatable before-and-after story.

6. Reveal a surprising fact about the problem.

7. Us vs. the old, painful way of doing it.

8. 'If you're ___, this is for you.' (identity).

9. Handle the #1 objection head-on.

10. A single bold promise, stated plainly.

11. The mistake almost everyone makes.

12. A quick win they can try for free.

13. 'I wish I had this when I started.'

14. Show the cost of doing nothing.

15. A myth, busted.

16. Time-based: 'do this in 10 minutes a day.'

17. The transformation, in numbers.

18. A question that stops the scroll.

19. Social-proof style: 'why people switch to ___.'

20. The 'feels illegal' shortcut.

21. A day-in-the-life after using it.

22. Contrast two outcomes side by side.

23. The one tool that replaced five.

24. 'Read this before you buy ___.'

25. The simplest possible explanation of the fix.
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AD TESTING TRACKER

Log every test. Decisions get easy when the numbers are written down.

Creative / angle Spend Clicks ATC Orders CPA Verdict

VERDICT KEY: W = winner (scale)   ·   M = maybe (improve)   ·   L = loser (cut)

ROAS CALCULATOR WORKSHEET

Return on ad spend tells you if the machine is profitable.

Revenue from campaign  (R)   $ ____________

Ad spend  (S)   $ ____________

ROAS  =  R ÷ S  =  ____________

Profit  =  R − S − product costs  =  $ ____________
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AOV GROWTH PLANNER

Three concrete moves to raise your average order value this month.

BUNDLE I WILL CREATE

COMPLEMENTARY PRODUCT I'LL RECOMMEND AT CHECKOUT

PREMIUM VERSION OR UPSELL I'LL ADD

$10K REVENUE ROADMAP

Fill in your own numbers. This is your target broken into levers you control.

Lever Now 90-day target

Monthly visitors

Conversion rate

Orders / month

Average order value

Monthly revenue
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YOUR ONE JOB FROM HERE
You now have the model, the frameworks, and the tools. There's nothing left to learn before
you start — only things to do. Build the store, get the customers, read the data, feed the
winner. That's the whole business.

When you're ready to launch the store this guide is built around, AmpCart gives you the
storefront, the built-in product library, the Stripe connection, automated delivery, and the
analytics — so you can go from a niche to a live, selling store without assembling a stack of
tools. Choose your path, stock your shelf, and publish.

THE ONLY THING THAT SEPARATES READERS FROM OWNERS
It isn't talent or budget. It's starting. The people who succeed with this don't read it twice
— they open the 90-day plan, put day one on the calendar, and launch. Be one of them.

YOUR NEXT  MOVE

Turn back to the 90-Day Plan, schedule day one, and begin. Your store doesn't need to
be perfect. It needs to be live.

C O M P L E T E

© 2026 All Rights Reserved

https://ampcart.com
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Choose your niche. Stock the shelf. Get the customers. Read
the numbers. Scale the winner.
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