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WHEN YOU ENVISION THE FUTURE OF YOUR BUSINESS, 
YOU PROBABLY THINK OF A FEW THINGS...

... THE MONEY YOU’D LIKE TO MAKE, THE NUMBER OF PEOPLE  
YOU’D LIKE TO SERVE, AND THE WAY YOU’D LIKE TO SERVE THOSE  
PEOPLE (LIKE PRIVATE COACHING, GROUP PROGRAMS, OR DIGITAL 
PRODUCTS).

The next question you need to ask yourself is: 

How big does my list need to be for me to hit my goals?

That’s exactly what this guide is going to help you figure out. Walk through each 
section, step by step, and learn the exact answer to that question.



© Jenny Shih

PAGE 2

Your Ideal
List-Size

Calculator

HERE’S HOW TO FIGURE OUT YOUR IDEAL LIST SIZE.

Start by asking yourself these questions:

Q1. Do you want to sell products, one-on-one services, or group programs?
Q2. How much do you want to charge for your services?
Q3. How big is your list right now?
Q4. How much do you want to make per year, before expenses?

Once you have an idea of how you’d like your business to look – including what 
you want to offer, the price ranges for your offerings, and your revenue targets – 
you can then figure out how big your list needs to be to make it happen.

Here’s how to calculate list size and monetary return based on different  
business models and prices.

PRODUCTS AND GROUP PROGRAMS (USING A LAUNCH-BASED MODEL):

• 3% of your list will buy what you sell if it’s priced under $500.
• 1% of your list will buy what you sell if it’s priced around $500.
• Less than 1% of your list will buy what you sell if it’s priced at $999 or more.

Factors to consider with products and group programs:

• You can only “launch” to your list at most 3-4x/year (in total, for all programs).
• You can’t keep marketing to the same list over and over and expect the same 

results. Over time, if your list doesn’t grow, your sales will plummet. 
• In other words, continued list growth is essential for product and group  

program sales. 
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Here’s the calculation for different scenarios:

Price = $99 List size = 500 $99 x 3% of 500 = $1485 per launch
Price = $99 List size = 1000 $99 x 3% of 1000 = $2970 per launch

Price = $799  List size = 500 $799 x 1% of 500 = $3995 (5 sales)
Price = $799 List size = 1000 $799 x 1% of 1000 = $7990 (10 sales)

Price = $999 List size = 500 $999 x 1% of 500 = $4995 (5 sales)
Price = $999 List size = 1000 $999 x 1% of 1000 = $9990 (10 sales)

Larger lists don’t always mean more sales. To learn how to factor in the impact 
of of a larger list on sales, see page 5.
 
ONE-ON-ONE SERVICES:

The rule of thumb is that if you primarily sell one-on-one services in the range of 
$500-$1000/mo per client, you can make about $1000 per 100 people on your 
list. ($500/mo per client could, for example, be a $1500-$3000 package that 
spans 3 months with a client.)

That means that with a list of 500, you can build your revenue to $50,000. With a 
list of 1000 can build your revenue to $100,000. 

This is one of the reasons why I love to help people build one-on-one, service 
based businesses. The numbers are so much more in your favor because your 
success doesn’t hinge on a monstrous email list!
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You can earn great money this way because you can really focus your email 
messaging to speak to your target audience in their language about the specific 
problems you can personally help them solve.

Just remember to continue your list-building efforts – even if you need a small 
list – so that you can continue to pitch your services to a new pool of people.

HERE ARE LIST-BUILDING FACTORS THAT APPLY TO 
ALL BUSINESS MODELS.

IT’S ALL ABOUT QUALITY. 

A quality list is a list of people who said, “Yes! I want to hear from YOU!” They’re 
excited about what you offer, and they’re – most importantly – likely to open and 
read and click on your emails!

You’re probably wondering how to know if you’re using tactics to build a non- 
quality list. In general, it’s not a quality list if people are signing up for other  
people – not you. For example, I’ve seen a lot of people follow a “telesummit 
formula” to build their list. Sure, their list builds in numbers, but those people are 
signing up to hear the speakers, not hear YOU.

So how do you build a quality list of people excited to hear from YOU?

You start by opening doorways for people to find you. This would be through 
things like guest posting, social media engagement, free calls or webinars, or 
podcast interviews.

Then, those new subscribers become loyal readers by you actively engaging with 
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them. Create frequent opportunities for them to learn about you, your philosophy, 
your approach, your process, and your overall expertise. This is done by regularly 
sharing great, free content with those subscribers (like by sending your weekly 
blog to your email list). 

The simple act of sharing great, consistent, free content turns subscribers 
into the fans you need to build a successful business. 

The good news is that if you actively engage with your subscribers in this way, 
your conversion rates will always be on the high end because your subscribers 
will also be true fans.

CONVERSION RATES GO DOWN AS YOUR LIST GROWS.

As a general rule, the larger your list gets, the lower the conversion rate. This  
is the case because, likely, the larger your list is, the longer you have been  
growing that list. Over time, people stop reading your emails but don’t necessarily  
unsubscribe. So although your list size is larger, the quality and engagement 
drops.

There are a few things you can do about that:

• Nothing. Simply leave them subscribed and know that your conversion  
rates are and will go down, and be okay with that. “Do nothing” is the most 
common approach, and there’s nothing wrong with this.

• Create a reengagement campaign (offering content that once engaged them, 
seeing if they return to fan status).

• Send a quick email telling them that you noticed they hadn’t opened an  
email in awhile and if they’d like to remain on your list, to click a link to stay 
subscribed.
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• Simply unsubscribe them yourself (this can feel like a punch to the gut to do, 
but it does give you a more realistic picture of your actual list size).

That last option is what I do. I consider myself an aggressive “list culler.” Every 
few months, I delete names names and emails from my list of anyone who hasn’t 
opened an email from me for at least six months. Although it can be painful to 
see that many subscribers go, those people weren’t opening emails anyway, and 
deleting them gives me a more accurate picture of my list size and future sales 
conversion rates.

GIVING FREE “LOVE” TO YOUR LIST REGULARLY MAKES  
IT EASIER TO SELL STUFF.

Getting people to subscribe to your list is only the first step. To ensure they stay 
actively engaged, you must send them regular, free, “love” content. (“Love” is the 
word I use to describe the feeling you should have and your people should get 
from the great, free stuff you send to them on a regular basis.)

This can include unique blog content (meaning, you’re saying something different 
and meaningful compared to the rest of the “noise” online). It can also include 
free webinars, cheatsheets, interviews, case studies, or even group challenges.

When you share valuable free content with people, it makes them excited to 
hear from you AND it helps them see how much you can help them. So when 
you do pitch your service or paid offer, your subscribers will jump at the chance 
to work with you.
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I’M AN UNCOMPROMISING BUSINESS COACH WHO BELIEVES BUSINESS 
SUCCESS SHOULDN’T REQUIRE SACRIFICE.

I love helping motivated women entrepreneurs like you establish expertise 
and achieve best-in-class results by showing you, step-by-step, how to apply 
solid business theory to your unique business.

ABOUT GET YOUR FIRST 1000 SUBSCRIBERS

What’s the key to a profitable business? Your audience. Your peeps. The people 
on your mailing list. Having a crew of raving fans who adore you and everything 
you’ve got cooking is what will help you leap to the next level.

But getting the attention of those folks (not to mention convincing them to  
subscribe!) is easier said than done. You’ve got to find them, nab their interest, and 
tell them exactly why they should dig what you do. And it’s daunting for a newbie!

Through trial and error on your own, this process of discovery can take months – 
even years. Get Your First 1000 Subscribers demystifies the process and helps 
you find more loyal subscribers in less time than you can imagine.

This step-by-step program will take you from fledgling business to profitable 
enterprise. Whatever your list size – 0, 20, or 200 – I walk you through the exact 
steps you must take to grow it to 1000 and beyond.

Why 1000 subscribers? When you hit 1000, everything falls into place. More 
people find you. More clients hire you. And you sell more products. Basically, you 
start making money doing what you love. And the best part? It’s easier than you 
think. Get started here.

ABOUT  JENNY SHIH

connect with me
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