
 
 
Digital Product Income Model Guide 
This guide introduces you to proven income models you can use to sell digital products like 
eBooks, PDF guides, and Canva templates. Whether you're starting small or planning to 
scale, you'll find a model that fits your style and goals. 

There are also more advanced models so you can see how the program can scale and keep 
adding value as your business grows. 
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Enhanced Digital Product Income Models: 
Here's a more detailed breakdown of income models for selling digital products: 

1. One-Off Sales Model (Direct Purchase) 
 Concept: The simplest model where a customer pays a fixed price once to download 

or access a specific digital product. 

 Detailed Description: This is the digital equivalent of buying a physical item off the 
shelf. The transaction is straightforward: payment is made, and the customer 
receives the product file(s) or access link. There's no ongoing commitment from 
either party beyond potential customer support or updates. 

 Best For:  

o eBooks (guides, fiction, non-fiction) 

o Digital Planners & Journals 



o Templates (social media graphics, spreadsheets, website themes, resume 
templates, project management layouts) 

o Printables (worksheets, checklists, colouring pages, wall art) 

o Stock Assets (photos, illustrations, video clips, audio tracks, sound effects) 

o Short, self-contained video tutorials or mini-courses 

o Software scripts or small plugins (single-site license) 

 Key Mechanics: Product creation -> Platform setup (e.g., Etsy, Gumroad, SendOwl, 
WooCommerce on own site) -> Product listing (description, images/videos) -> 
Payment processing -> Automated delivery mechanism. 

 Pricing Strategy: Typically a fixed price (£4.99, £9.99, £27, £49, etc.). Consider 
production time, market rates, perceived value, and target audience. Can sometimes 
use tiered pricing for different license types (e.g., personal vs. commercial use). 

 Pros:  

o 脥� Very Easy to Understand & Set Up: Lowest technical barrier to entry. 

o 脥� Immediate Cash Flow: Revenue comes in as soon as a sale is made. 

o 脥� Clear Value Proposition: Customers know exactly what they get for 
their money. 

o 脥� Ideal for Testing Ideas: Good way to validate demand for a product 
type before investing in more complex models. 

 Cons:  

o  No Recurring Revenue: Income depends entirely on making new sales 
constantly. 

o  Income Can Be Unpredictable: Sales volume can fluctuate significantly 
based on marketing efforts, seasonality, or trends. 

o  Requires Continuous Marketing: Need a constant stream of new 
customers or repeat purchases of different products. 

o  Lower Customer Lifetime Value (CLV): Compared to recurring models. 

 Tools/Platforms: Etsy, Gumroad, Payhip, SendOwl, Shopify, WooCommerce, Stan 
Store. 

 



2. Product Bundle Model (Value Package) 
 Concept: Grouping several related individual products together and selling them as 

a single package, usually at a discounted price compared to buying each item 
separately. 

 Detailed Description: This leverages the psychological principle of "value for 
money." Customers perceive they are getting more bang for their buck. Bundles can 
be themed (e.g., "New Blogger Starter Kit") or represent a collection of an author's 
work (e.g., "Complete Sci-Fi eBook Series"). 

 Best For:  

o Collections of templates (e.g., full social media branding kit) 

o Course + Workbook + Community Access (limited time) 

o eBook + companion audiobook + workbook 

o Suite of software plugins 

o Thematic sets (e.g., Fitness planner + recipe guide + workout tracker) 

o Asset packs (e.g., 100 stock photos + 20 video clips) 

 Key Mechanics: Create individual products -> Decide on bundle contents and 
theme -> Set bundle price (attractive discount vs. individual items) -> Create 
dedicated bundle sales page/listing highlighting the value and savings -> Promote 
the bundle. 

 Pricing Strategy: Price lower than the sum of individual parts, but significantly 
higher than any single item. Can use tiered bundles (e.g., Basic Bundle, Pro Bundle). 
Often used for limited-time promotions or seasonal sales. 

 Pros:  

o 脥� Increases Average Order Value (AOV): Customers spend more in a 
single transaction. 

o 脥� Higher Perceived Value: The package seems like a better deal. 

o 脥� Great for Promotions & Sales Events: Creates urgency and encourages 
larger purchases. 

o 脥� Introduces Customers to More Products: Encourages exploration of 
your product range. 

o 脥� Can Simplify Choice: Offers a complete solution for a specific need. 



 Cons:  

o  Requires Multiple Products: Need a catalogue of related items first. 

o  Development Time: More upfront effort to create all the bundle 
components. 

o  Potential Cannibalisation: May reduce sales of individual higher-priced 
items if the bundle discount is too steep. 

o  Complexity in Updates: If one product in the bundle needs updating, 
the bundle needs managing. 

 Tools/Platforms: Same as one-off sales, but requires features to group products or 
create specific bundle listings. 

 

3. Tripwire Funnel Model (Low-Cost Entry Offer) 
 Concept: Attract potential customers with a very low-priced, high-value "impulse 

buy" product (the tripwire), immediately followed by an upsell offer for a more 
expensive, core product. 

 Detailed Description: The goal isn't primarily to profit from the tripwire itself 
(though it can offset ad costs), but to convert prospects into buyers as quickly as 
possible. A buyer is psychologically more likely to buy again. The tripwire (£1-£7 
range typically) proves your value, making the customer more receptive to the 
higher-priced upsell presented right after purchase. 

 Best For:  

o Tripwire: Mini-eBook, single popular template, checklist, short video 
workshop, resource guide. 

o Upsell: Full course, larger template bundle, signature program, software 
tool. 

 Key Mechanics: Create compelling tripwire offer -> Create core offer (upsell) -> 
Build a sales funnel: Landing Page (for tripwire) -> Checkout Page (for tripwire) -> 
One-Time Offer (OTO) Page presenting the upsell immediately after tripwire 
purchase -> Order Confirmation. Often involves email sequences for those who buy 
the tripwire but not the upsell. 

 Pricing Strategy: Tripwire: Extremely low price (£1-£7 / $1-$7) to make it an easy 
"yes." Upsell: Standard price for your core offer (£47, £97, £197+). May include a 
limited-time discount on the upsell page. 



 Pros:  

o 脥� Rapid Customer Acquisition: Turns cold or warm traffic into paying 
customers quickly. 

o 脥� Builds Trust & Demonstrates Value: Low risk for the customer to 
experience your quality. 

o 脥� Increases Lifetime Customer Value (CLV): Identifies buyers who are 
more likely to purchase again. 

o 脥� Self-Liquidating Offers (SLOs): Tripwire sales can potentially cover 
advertising costs to acquire the customer. 

 Cons:  

o  Requires Funnel Software/Setup: More technically complex than 
direct sales (e.g., ClickFunnels, Leadpages, Kartra, ThriveCart, or self-built). 

o  Needs Strategic Offer Design: Both tripwire and upsell must be 
compelling and logically connected. 

o  Potential for Low Profit on Tripwire: Focus is on acquisition, not 
initial profit margin. 

o  May Require Email Automation Tools: To follow up effectively. 

 Tools/Platforms: Funnel builders (ClickFunnels, Leadpages, Kartra), cart platforms 
with funnel capabilities (ThriveCart, SamCart), email marketing software 
(ConvertKit, ActiveCampaign, MailerLite), landing page builders. 

 

4. Evergreen Funnel Model (Automated Sales System) 
 Concept: An automated system designed to attract leads (often via a free offer), 

nurture them, and convert them into customers over time, operating continuously 
without manual intervention for each sale. 

 Detailed Description: This typically starts with a "Lead Magnet" (a free valuable 
resource like a PDF guide, webinar, email course, or checklist) offered in exchange 
for an email address. Subscribers then enter an automated email sequence that 
builds relationships, provides value, and eventually presents a paid offer (your core 
digital product). The "evergreen" part means it's always running and available, not 
tied to a specific launch date. 

 Best For:  



o Lead Magnet: Free checklist, short guide, webinar replay, mini-course, 
resource library access. 

o Paid Offer: Online courses, comprehensive template packs, workshops, 
sometimes memberships or higher-ticket digital products. 

 Key Mechanics: Create high-value lead magnet -> Build landing page for lead 
magnet signup -> Write automated email sequence (welcome, nurture, sales) -> Set 
up email marketing automation -> Drive traffic (organic SEO, social media, paid ads) 
to the lead magnet landing page -> The system runs automatically. 

 Pricing Strategy: Free entry point (lead magnet). Paid offer price varies widely 
based on the product (£27 to £997+). The funnel justifies the price through the 
value provided in the nurture sequence. 

 Pros:  

o 脥� Scalable & Automated: Can handle large volumes of leads and sales 
without proportional increases in manual effort. 

o 脥� Runs on Autopilot: Generates leads and sales 24/7 once set up and 
traffic is flowing. 

o 脥� Builds Email List: Creates a valuable asset for future marketing and 
relationship building. 

o 脥� Nurtures Leads: Builds trust and authority before asking for a sale, 
often leading to higher conversion rates for the paid offer. 

o 脥� Predictable Sales (when optimized): Allows for better forecasting 
once conversion rates are established. 

 Cons:  

o  Significant Upfront Time & Effort: Requires creating the lead magnet, 
writing emails, setting up tech. 

o  Requires Email Marketing/Funnel Knowledge: Understanding 
strategy, copywriting, and automation tools is crucial. 

o  Needs Continuous Traffic: The funnel needs fuel (visitors) to work. 
This often requires ongoing marketing or ad spend. 

o  Requires Monitoring & Optimization: Funnels need tweaking over 
time to maintain performance. 



 Tools/Platforms: Email marketing software with automation (ConvertKit, 
ActiveCampaign, MailerLite, Mailchimp), landing page builders (Leadpages, 
Instapage, built-in email tool features), potentially webinar platforms (Demio, 
EverWebinar), ad platforms (Facebook Ads, Google Ads). 

 

5. Subscription or Membership Model (Recurring Revenue) 
 Concept: Customers pay a recurring fee (monthly or annually) for ongoing access to 

a collection of digital products, resources, community, or regularly updated content. 

 Detailed Description: This shifts from selling individual items to selling continuous 
access and value. Members might get access to a library of templates, new content 
drops each month (e.g., tutorials, assets), exclusive community forums, group 
coaching calls, or Software-as-a-Service (SaaS). 

 Best For:  

o Libraries of resources (templates, stock photos, video tutorials) 

o Exclusive communities (forums, Slack/Discord groups) with expert access 

o Ongoing content delivery (monthly training, new templates, market reports) 

o Software-as-a-Service (SaaS) products 

o Group coaching programs with content access 

 Key Mechanics: Define membership benefits & tiers -> Choose membership 
platform (MemberPress, Memberful, Patreon, Kajabi, Circle, Mighty Networks, 
custom build) -> Create initial content/platform structure -> Set up recurring billing 
-> Plan ongoing content/engagement strategy -> Manage members and community. 

 Pricing Strategy: Recurring monthly or annual fees (£10/month, £49/month, 
£297/year, etc.). Tiered pricing is common, offering different levels of access or 
benefits. Annual plans often offer a discount compared to monthly. 

 Pros:  

o 脥� Predictable Recurring Revenue (MRR/ARR): Creates stable income 
streams. 

o 脥� Builds Loyal Customer Base & Community: Fosters strong 
relationships and reduces churn if value is maintained. 

o 脥� High Customer Lifetime Value (CLV): Potential for long-term revenue 
from each member. 



o 脥� Platform for Deeper Engagement: Allows for direct interaction and 
feedback. 

 Cons:  

o  Requires Consistent Content Updates/Value Delivery: Must 
continually provide reasons for members to stay subscribed (high pressure). 

o  Higher Customer Support Needs: Managing members, billing issues, 
access problems, community moderation. 

o  Churn Management is Critical: Need strategies to keep members 
engaged and reduce cancellations. 

o  More Complex Setup: Requires robust platform and billing 
management. 

o  Slower Initial Growth: Takes time to build a sizable member base 
compared to one-off launch spikes. 

 Tools/Platforms: Membership plugins (MemberPress, Restrict Content Pro for 
WordPress), hosted platforms (Kajabi, Teachable - sometimes used for 
memberships), community platforms (Circle, Mighty Networks), creator platforms 
(Patreon), payment processors supporting subscriptions (Stripe, PayPal). 

 

Additional Models & Variations to Consider: 
 Tiered Pricing (within One-Off Sales): Offering different versions of the same 

product at different price points (e.g., Basic Template, Pro Template with more 
features, Agency License). 

 Pay What You Want (PWYW): Allows customers to set their price, often with a 
suggested price or minimum. Good for building goodwill, audience research, or 
charitable tie-ins, but income is highly unpredictable. (Tools like Gumroad support 
this). 

 Licensing: Selling the rights to use your digital product in specific ways (e.g., 
personal use vs. commercial use vs. extended commercial use). Crucial for assets 
like fonts, photos, and templates. This is often combined with One-Off or Tiered 
models. 

 Freemium Model: Offering a basic version of a product (e.g., software, template) for 
free, with limitations. Users can upgrade to a paid version for full features, more 
resources, or support. Common for SaaS and mobile apps, adaptable to other digital 
products. 



 Pre-Sales / Founder Pricing: Selling a digital product (often a course or software) 
before it's fully created, usually at a significant discount. This validates the idea, 
generates upfront revenue for development, and builds an initial user base. High 
risk if delivery fails. 

 Workshops/Live Training (Digitally Delivered): Selling tickets to live online 
workshops, bootcamps, or webinars. Often includes access to recordings afterwards. 
This is a service delivered digitally, blending product and service elements. 

 

Combining Models: 
It's very common and often effective to combine these models. For example: 

 Using an Evergreen Funnel to sell a One-Off course. 

 Offering Bundles as an upsell in a Tripwire Funnel. 

 Having One-Off products and also offering a Membership for access to everything 
plus community. 

 Using a Freemium template pack that leads into a paid Subscription for more 
templates. 

Choosing the right model(s) depends on your product type, audience, technical skills, 
marketing strategy, and long-term business goals. 

 

 

 


