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Should I Sell Right Now? 
(COVID-19 Series) 

 
 

AMY PORTERFIELD: “When this is over—and, my friend, it will be over—
when this is over, how do you want to come out of it? And dare I say, 
you don't want to come out of it as you went into it. I want to come out 
of this stronger. As an entrepreneur, I want to look back and say, ‘Holy 
cow. I literally was a superstar during COVID-19.’ Now, I wouldn't say this 
publicly. I'm talking about in my head, when I'm looking in the mirror. 
Like, ‘Holy cow, Amy. You crushed it. You were scared. At times you were 
freaked out. You had a little low-level depression’—which is something 
I’m kind of dealing with right now—‘but you still showed up for your 
audience every day. You still made decisions every day. You still were 
strategic. You still were brave enough to sell. You still put together 
amazing freebies. Your team rallied. It was amazing, and you hit all your 
revenue goals.’ That’s what my vision is, guys. And I tell myself that every 
single day.”  

“If you don't have a vision for how you're going to look back and say, 
‘How did I show up? What happened when this was all over?’ then 
believe me, you're not going to be happy with the results. Write it down. 
Take ten minutes. What's your vision for when this is all over? How did 
you show up?” 

INTRO: I’m Amy Porterfield, ex-corporate girl turned CEO of a multi-
million-dollar business. But it wasn't all that long ago that I lacked the 
confidence, money, and time to focus on growing my small-but-mighty 
business. Fast forward past many failed attempts and lessons learned, 
and you'll see the business I have today, one that changes lives and gives 
me more freedom than I ever thought possible, one that used to only 
exist as a daydream. I created the Online Marketing Made Easy podcast 
to give you simple, actionable, step-by-step strategies to help you do 
the same. If you're an ambitious entrepreneur, or one in the making, 
who's looking to create a business that makes an impact and helps you 
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create a life you love, you're in the right place. Let's get started. 

  
AMY PORTERFIELD: As entrepreneurs and small-business owners, we 
are all navigating our way through the COVID-19 pandemic. We are 
making decisions that we do not know how they're going to turn out. 
We are taking risks and experimenting and showing up in ways that we 
have never done before. We're in uncharted waters. And with that, some 
questions continue to pop up around selling. Specifically, should I sell 
during COVID-19? I'm also hearing, should I deeply discount during this 
pandemic? I've also heard, should I give my products and services away 
for free because people are struggling and they need what I have to 
offer right now more than ever? In today's episode, we are going to 
explore these questions. Should I sell? Should I deeply discount? Should 
I give my stuff away for free? So let's dive into all the details.  

I'm just going to come out and say it: yes, you should continue to keep 
selling. And no, you should not deeply discount your digital courses, 
your products, your services, your coaching. Yep. I said it. And I know 
that this is my opinion, and you might have a very different opinion, but 
give me a moment to break it down. And then I thought I would share 
five different ways that you can actually find the courage and then the 
confidence to continue to sell in uncertain times. So stay with me here 
because I'm going to get into five different ways that I think could really 
help you change your mindset around selling during COVID-19. 

But before we get there, let me share with you why I think you should 
continue to sell during these uncertain, scary times. Number one, the 
world needs us, as small-business owners, to keep operating our 
businesses. The only way we can continue to operate our businesses is 
if we continue to sell. You didn't get in this to have a hobby. This isn't 
just something fun you do on the side. You have been building a 
business, whether it's at a place that you want it to be, or whether you 
have been in the trenches and you've been building this to get it to the 
place you want it to be and then COVID-19 hit, no matter where you are 
on your journey, you are building an online business, and we need to 
take that very seriously.  

So when I say the world needs you to continue to sell, what I mean by 
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that is the economy will never recover if we pause our businesses and 
stop selling and just wait and see what happens. As a small-business 
owner, if you continue to find new ways to sell in your marketplace, you 
will help the economy recover faster. And I feel that that helps all of us. 
And so I really stand behind that, and that is what we have continued 
to do in our business.  

Now, you might say, “Okay, Amy. But maybe I should deeply discount.” 
So if I have a product that's $1,000, maybe I give it away for $100. And 
my answer to that is that is not a sustainable strategy for your business. 
Deeply discounting takes away the value that you have to offer your 
audience. If you have a product or a service or a coaching package, that 
will help your audience right now when they need it most, you should 
not be deeply discounting that or giving it away for free. Here's 
something I want you to remember: people pay for what they truly want 
and need. 

Now, I know that some of you are saying, “Amy, right now people are 
losing their jobs. They don't have the money. Nobody's spending 
money.” I want to caution you from going down that road. First of all, 
those statements there—everyone's losing their job; nobody has money; 
people are not spending money—those are sweeping statements that 
are not true. Yes, they are true for some people, but not all. And so to 
think that nobody has money or nobody is spending money is not true.  

And I want to challenge you a little bit if you have gone down that road 
because that way of thinking’s not serving you. That will do nothing for 
you if you continue to think that way. But as we are all in quarantine, 
have you spent money on things that you've wanted or needed while in 
quarantine? Maybe some of you are saying no. Many of you, including 
myself, are saying yes. You've likely been on Amazon or somewhere else 
online, and you've purchased something or some things online. People 
are spending money right now. 

Now, in addition to that, this idea that nobody has money is also not 
true. So I have a friend who has five children, and she homeschools her 
kids. So sending your kids home, they didn’t need to be sent home. She 
already had all five kids at home. Her husband's a firefighter. He works 
with Hobie. And so his job is exactly the same. He might be even making 
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more money right now if he's taking more overtime. And so their 
income has not changed at all. Their lifestyle is even almost identical. 
Sure, some other activities the kids were involved in probably have 
changed, but they have not been rattled. Their life has not been turned 
upside down like some other people. And they’re definitely right now 
not an exception.  

There are a lot of people that are not as affected as others. So I just tell 
you that to say you've got to be careful with the sweeping comments 
and the sweeping beliefs that nobody has money or nobody is spending 
money. They might be spending it differently, for sure—that’s where the 
pivoting your message comes in. We're going to get to that—but just be 
careful with those thoughts.  

So getting back to should you deeply discount your digital courses or 
whatever it is you're selling online? I don't think that you should. Now, if 
you do deeply discount, and you continue to go down that road, you 
will struggle to keep your business over the next few months. We don't 
have a crystal ball. We don't know what is going to happen. But there 
definitely are talks that this is going to go on for a while, and we need 
to make sure we are prepared for that. And so you deeply discounting 
will hurt you faster than you know it.  

So I know it's a big statement to say you have a moral imperative as a 
small business for the common good of our economy to keep selling. 
But I really do take that to heart. When I think about my business, I tell 
myself, “Amy, you've got a moral imperative for the common good of 
our economy to keep on selling,” but selling with true integrity. You have 
to make sure that whatever you're putting out there, of course, it is what 
your audience needs and wants right now. And so if you have a product 
or a service that isn't going to resonate right now, then, of course, you 
want to pivot that—and I keep teasing, we'll get to the pivots in a 
moment—of course you want to pivot, but there's definitely a way you 
can still continue to sell even now.  

And with that, I want to give you some mindset tweaks, because I want 
you to be fiercely committed to coming out of this stronger. I want you 
to be fiercely committed to coming out of this stronger. And one of the 
ways you do that is you do not hit the Pause button on your business. 
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You, my friend, have come too far; worked too many hours; worked too 
hard; put your blood, sweat, and tears into the business you are creating, 
into the digital course that you are creating, to ever stop when things 
got tough. You are not going to stop now. 

And so if you use this time, this pandemic, as an excuse not to hit your 
goals this year, as an excuse to say, “You know what, I’m going to write 
off 2020. We’ll come back stronger in 2021,” that is an excuse. It is way 
too early to make any of those calls. Right now I want you to show up in 
a bigger way. And I want you to build your confidence as an 
entrepreneur to really charge for what you are worth, to continue to sell 
by putting out immense value that people are very willing to pay for 
because they either want it or they need it. I really want you to approach 
things that way. It will truly build your confidence. 

Now, a few weeks back, I did an episode with Jennifer Allwood, where 
we talked about the difference between courage and confidence. And 
the way I've always talked about it is that, first, you have courage. It's 
kind of like a leap of faith. And then from there, once you start getting 
some traction, the confidence comes. And so right now, my friend, you 
might just need to rely on courage to keep selling in your business. And 
I'm here for it. I am supporting you every step of the way. Let's just 
muster up enough courage for you to actually sell over the next few 
months, during a pandemic.  

Now, with that, I wanted to give you five strategies to help you find that 
courage, or if you're ready for it, that confidence, to continue to sell 
during uncertain times. Are you ready for it? Pay close attention. If I’ve 
frustrated you with this episode because you disagree with me, you 
don’t think we should sell right now, or you think we should deeply 
discount, just be open minded for a moment, because I think these five 
strategies will help you kind of ease into tweaking or changing your 
mindset so that you will sell and you will sell soon. I don’t mean sell in 
quarter three and four. I mean sell now in quarter two, where we are 
right now during the pandemic. So let me give you five strategies to 
help you do so. 

Number one, start with creating something of free value, meaning I'm 
all for the free. I have done so many podcast episodes—I'll tell you about 
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them at the end, if you're curious—around COVID-19. We call it the 
COVID- 19 Series. I've talked about different ways to pivot your business. 
I've talked about the stimulus package. I've talked about how to turn 
your brick-and-mortar into an online business. Like, we've gone over so 
much stuff already. That's all my free stuff.  

So right now it's Sunday, on a weekend. Hobie and Cade are downstairs, 
waiting for me. We're going to watch Friday Night Lights because that's 
our quarantine show that we watch together. We're going to try to get 
through the whole thing. But I said, “Guys, I got to make this podcast 
episode first.” And it's because I believe that giving free value to anybody 
that needs it right now is my mission. So I'm not against the free. And it 
makes me feel good.  

We also created a really great freebie about how to work from home in 
a chaotic time. So that's amyporterfield.com/workfromhome. And it's 
not out yet, but it will be out soon, we are creating a freebie about how 
to be your own boss for people that want to start their own business, 
they've been thinking about it forever, and right now they're like, “Okay, 
maybe this is a sign.” So in this freebie about be your own boss is really 
juicy. Like, we had planned to charge $100 for it, but when this all started 
to happen, we decided, you know what, we’re going to charge for other 
things in our business that are immensely valuable right now, but this is 
going to be the most awesome freebie that people are going to say, “I 
can’t believe this is free.” So I am all about it.  

So that's number one. Start with free so that you feel really good that 
you are giving back to whoever needs it right now. But don't use the free 
stuff as an excuse that you don't have time to do the paid stuff. You got 
to do them hand-in-hand at the same time. 

So number two is to embrace the pivot. What I mean by that is I want 
you to look at what you already were planning on selling or what you 
already were planning on launching. A lot of my Digital Course 
Academy students had already planned to launch in April, May, or June. 
And I'm encouraging them to continue to do so, but embrace the pivot.  

So for the record, on April 3, I released an episode all about making 
pivots in your business, and I gave six examples of how you can pivot 
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your business in order to sell or to give away something of value for free. 
So you got to check out that episode. I’ll link to it in the show notes here.  

But when I say embrace the pivot, I mean, look at what you've already 
created or what you were planning to launch, and ask yourself three 
questions. Can I pivot the message? Can I pivot the offer? And can I pivot 
the pricing in order to support and meet my audience where they are 
right now? 

Now, when I say pivot, what I'm talking about is taking what you already 
have and making tweaks, not starting from scratch on something brand 
new, because we all know starting from scratch takes a lot of time, 
effort, and sometimes money. But what is it that you already have or 
that you've already been working on that you can sell but you just need 
to likely change the message? Everyone needs to work on their 
messaging. Change the messaging so that it meets people where 
they're at. So can you take what you already have? Is it still relevant? Is it 
still needed right now? Will people still want it or need it? Is it a desire? 
Is it a pain point you're approaching? Like, look at our current climate. 
Can this still be really relevant? And if it can, change the messaging so 
you meet people where they're at. By that I mean the sales-page 
messaging, the emails, the social media around it. When you're selling 
it, change the messaging to meet people where they're at. 

When I say change the offer, I don't mean change everything about it. 
What I mean is do you need to add something to the offer so that you 
are addressing where people are at right now? Do you need to add 
something like going live more often and answering questions about 
COVID-19 and how to navigate through that, whatever that means to 
your market? So do you need to add something? Do you need to add a 
guide? Again, more of you, a mini training to supplement what you've 
already created. Pivoting the offer means maybe adding to it.  

And then finally, you heard me say pivot the pricing, and you might be 
like, “Whoa, Amy. You're already telling us not to deeply discount. You’re 
already telling us not to give it away for free.” You're right. But pivoting 
the pricing might mean a small discount, or it might mean that you 
offer a different payment plan that becomes way easier than the 
payment plan you had before.  
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So I have a really good friend that he usually hates payment plans. He 
doesn't like a twelve-pay. His product is $2,000. And when he comes 
out with his next launch, he's like, I don't care if I like it or not. My 
audience needs it; we’re doing a twelve-pay. And I really love that about 
him.  

It’s not like every decision we make, guys, right now we love. I have done 
some stuff that I’m like ugh. Like, giving away the “be your own boss” 
freebie that we have coming out soon, it wasn't an easy decision to say 
we're not going to charge $100 for it. It was a little bit tough. But looking 
at—without getting into all the details—looking at the whole business 
and everything we're working on right now, selling that was not 
something that we needed to put our focus on. It was something that 
we could give away for free and feel good about it. But that decision 
changed my numbers around a little. I had to kind of make some pivots 
around my mindset around that and change some numbers on the 
back end. So, yeah, every decision you make doesn't have to feel great 
initially, but at the end of the day, when you go to bed, you've got to be 
standing behind it 100 percent. So I'm just saying sometimes we make 
hard decisions, and that's okay as well.  

So embrace the pivot. That’s the second strategy that you can use to 
make sure that you still continue to sell this quarter and not wait. 

Number three, get clear on your vision. So I've talked about this before, 
and please do not skip this step. I want you to think about, how do you 
want to come out of this? What kind of entrepreneur do you want to 
be? Where do you want to be with your numbers? How do you want 
your team to look? What do you want to have launched? 

When this is over—and, my friend, it will be over—when this is over, how 
do you want to come out of it? And dare I say, you don't want to come 
out of it as you went into it. I want to come out of this stronger. As an 
entrepreneur, I want to look back and say, “Holy cow. I literally was a 
superstar during COVID-19.” Now, I wouldn't say this publicly. I'm talking 
about in my head, when I'm looking in the mirror. Like, “Holy cow, Amy. 
You crushed it. You were scared. At times you were freaked out. You had 
a little low-level depression”—which is something I’m kind of dealing 
with right now—"but you still showed up for your audience every day. 
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You still made decisions every day. You still were strategic. You still were 
brave enough to sell. You still put together amazing freebies. Your team 
rallied. It was amazing, and you hit all your revenue goals.” That’s what 
my vision is, guys. And I tell myself that every single day. 

If you don't have a vision for how you're going to look back and say, “How 
did I show up? What happened when this was all over?” then believe 
me, you're not going to be happy with the results. Write it down. Take 
ten minutes. What's your vision for when this is all over? How did you 
show up? 

Number four, be willing to make mistakes. We are in unprecedented 
times. When you put your stuff out there, you have no idea if it's going 
to work or not. You can't be like, “Well, last time COVID-19 happened, I 
noticed a trend here, so I'm going to try this.” Yeah. There’s none of that. 
So every day you're making decisions, not knowing if they're going to 
work out. Notice I didn't say “not knowing if they're right or wrong.”  

I subscribe to the belief that no decision is right or wrong. It's just a 
decision. Depending on how it worked out, I make another decision. 
And so that way I don't look back and say, “I should've done this. I 
should've done that. I should've done this.” Tony Robbins calls that 
shoulding all over yourself. You can't should all your decisions, because 
it's not fair. You make a decision, something happens, and then you say, 
“Oh, now that I have all the information, I should've done this.” Yeah, you 
didn't have all that information when you made the decision. So we 
make decisions. Depending on how they turn out, we make new 
decisions. That's all it is. That has helped me immensely. I really hope 
you walk away from this podcast with that in your back pocket. It truly 
does. It takes away all the judgments we have as entrepreneurs, like 
judging ourselves. “I should've done this. I should've done that”. We're 
taking it out. So be willing to make mistakes. 

I’m going to tell you a mistake I made recently. I recently sent out an 
email for my dear friend Michael Hyatt's new book, Vision Driven Leader. 
Highly recommend it. Grab it. I think vision is more important as leaders 
right now than it's ever been. It's a really quick read, and it's excellent, 
very actionable. So I did a podcast episode with him. I sent out an email, 
and the email mentioned nothing of COVID-19. And this was actually, at 
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the time of this recording, a week ago. So we are deep, deep into it right 
now. And I read the email. I knew it was going out. I read it, and I'm like, 
“Holy cow. We look so tone deaf.”  

Right now my audience, one thing I've noticed about my audience is 
they want to talk about COVID. They want it to be at the forefront 
because they're trying to build businesses and create courses—all of you. 
So you've got to have it in the forefront of your mind. I don't need to be 
doom-and-gloom in all the emails I send, but even if I just said, “Hey, 
guys, how are you feeling today? I was feeling a little out of sorts the 
other day. I took my dog for a walk, and it helped instantly to clear my 
head.” Like that, I could have started the email like that and said, “And 
with that, I want to tell you about a really great resource that I feel like 
you all should embrace.” And then I could have gotten into the podcast 
episode I did with Michael, and his book. But the email mentioned 
nothing. This is a small mistake, but if I didn't catch it there, I could have 
made a bigger mistake with all my other communication.  

So allow yourself to make mistakes. I’m not beating myself up over it. 
I'm just like, “Ooh, learning there. Let's make a quick pivot. Let's fix that. 
And for the next few weeks, each of our emails need to at least address 
what's going on in a small or big way, whatever feels right.”  

So you're going to make mistakes. You're going to say things you 
shouldn’t have said. You're going to put things out there to your 
audience, and you're going to be like, “Oh, shouldn’t have done that.” 

I got to share one more mistake. It wasn't mine, but it was a big one, 
and I think they probably learned from it. There's a company out there. 
I'm not going to name any names, because we don't need to shame 
anybody just trying to make it work right now. But there's a company 
out there that sells a $400 product. And I was looking at the product—
it has nothing to do with business. It's a personal thing—I was looking at 
the product months ago, and I was thinking about buying it, and I 
decided no, it’s probably not going to be right for me. So I did not buy 
it. 

On April 1, I got an email from that company, and it was an invoice that 
I bought the product. So the subject line was “Order number 54328”—
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I'm making that up—“Confirmed.” And I opened the email, and it was an 
invoice, like I had bought it. It was $400. It had shipped. It's on its way. 
And I thought, “What in the world?” And instantly I thought, “Someone 
stole my credit card, but that's really weird that they'd buy that product 
I was looking at.” And then I scrolled down, and it said “April Fools. But 
if you do want to buy the product, here's a 30 percent discount.”  

I thought that was the worst marketing I've ever seen. So tone deaf. 
Because at a time—first of all, I think that’s just a really bad strategy, but 
that’s my opinion. They might have had great success with it. However, 
I doubt they had great success with it during COVID-19, when people 
are afraid of everything, and now they just spent $400 on something 
that they didn't mean to buy. I mean, there’s just no good that could 
come of that.  

I did—I typically never write in about stuff like this, but I did write in 
saying like, “This feels very insensitive at this time. I think you want to 
rethink this.” I just couldn't help myself. I had to say something. And they 
wrote a standard apology email that I could tell was a copy and paste 
that they probably had to send out to a lot of people.  

They're just learning that was not a good decision. But we're all going to 
make bad decisions through this. As long as you get back up, and you 
say, “Oh, that didn't work. That was insensitive. I apologize,”—we're going 
to be insensitive at times. We've never been through this.  

But if you stay really quiet, if you play it really safe, if you do not take risks, 
you will be left behind. And that is a very big statement I try not to make 
on this podcast. But we are in unprecedented times that, my friend, you 
really do need to show up right now. You do need to take risks and 
experiment. And as long as you're always coming from a place of 
compassion, and you lead with your heart right now, which we're doing 
immensely inside of our business as well, you'll likely not make tone-
deaf mistakes like that company I told you about. 

 And even if you do, you pick yourself up, you apologize, and you keep 
moving forward. Let yourself make mistakes right now, please, both in 
your personal life and your business life. We won't get into the personal 
stuff. Okay, maybe we will for one quick second. 
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Hobie, as you guys know, is a first responder. He’s a firefighter. And he is 
on the truck with a paramedic. So he is going to medical calls every day. 
And over the last few weeks—Hobie’s a pretty positive guy. Very rarely 
ever negative or just, like, sad or anything. And so he came home the 
other day, and I was really stressed with work stuff. I just had a lot to get 
done. I piled too many things on my plate. And I had mentioned earlier 
on this podcast I’m dealing with a little low-level depression that hasn’t 
been there for a long, long time.  

I did a podcast episode with Jasmine Star on this show, and we talked 
about depression. And on it I said, “I haven't had it for years.” Well, hello, 
depression. It's there. I know it’s because of the times. But I’ve been 
dealing with that, so I’m really in my head about it. 

And he came home, and I was busy. I didn't give him his coffee date. 
You know I've talked about that on the podcast. When Hobie’s home, I 
try to always have a thirty-minute coffee date with him. And he gets 
home like at 7:30, 8:00 in the morning. So it's a really weird schedule. 
And I just went on with my day; was in my own head, worrying about 
my own things.  

And by the late afternoon, he looked like a truck had hit him. And I’m 
like, “Babe, you look terrible.” He's like, “I had a really rough night last 
night, and I've been wanting to share this with you today about what 
happened with some calls I went on. But you've been so busy, you 
haven't even looked me in the face all day, and I can't even get a word 
in with you.” And I felt terrible. 

And he had gone on many calls with people that genuinely had COVID, 
and the people of so many different ages and situations, or people that 
were scared that they had it, whether they had it or not. Like he was 
really having a rough day. I had no clue. I made a mistake. I need to slow 
down, especially when he's on the front lines like that.  

And so I didn't beat myself up. I forgave myself. But I apologized to him. 
And I shut down all the work. I sat down, and we had a talk, and that's 
all he needed.  

But, guys, working from home with your spouse, all of you, they might 
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not be on the front line, but they're having some stuff going on. And you 
might not be showing up as your best self because you’re sharing an 
office with your husband, and he’s chewing on a banana, and you want 
to kill him because you hate the sound of chewing on a banana.  

Stuff like that is happening everywhere. Give yourself some grace. Allow 
yourself to make some mistakes. We’re all going to kind of drive each 
other crazy. But also, we need to slow down and just make sure that 
those around us are feeling the love as well.  

Okay. I went on a little bit of a tangent there. Did not mean to. So let me 
bring you back to the fifth strategy. Remember, these are strategies to 
help you find the courage to sell right now. Not wait—right now. And the 
fifth strategy is to hold your specific revenue goals—like launches that 
you're going to do or had planned campaigns and promos—hold those 
goals loosely, but hold your overall yearly revenue goal tightly. Do I need 
to repeat that one, because it's important. I want you to look at the 
revenue goals that you've set for yourself around launches, promotions, 
campaigns, coaching, packages you're selling, whatever. Those specific 
revenue goals, like when I launch, I'm making $50,000 on this launch. 
And when I do that, I’m going to make $20,000, whatever it is. Hold 
those goals loosely, but hold your overall yearly revenue goal tightly. Do 
not give up on it. Do not give up on it. 

And the reason for that is that you still have an opportunity to meet your 
2020 revenue goals. You do, my friend. You might be saying, “Amy, 
you’re wrong. No, I don’t. Everything has changed. Things don’t look 
anything like they did.” I understand that, but you still have an 
opportunity.  

So, just to share with you what we’re doing, we launched Momentum, 
my membership, and I knew we weren’t—we had a huge revenue goal. 
We were going big, doing amazing stuff for that promo. We only launch 
Momentum to our Digital Course Academy students. So we still 
launched. We did not hit 100 percent of our goal. However, I am so glad 
we launched, for a million reasons I've already talked about on this 
podcast. The team rallied together. We have 126 brand-new, beautiful 
Momentum members that I'm getting to know every single day more 
and more. My mission is to support them in the biggest way possible. 
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They fire me up. And all my O.G. Momentum members will get to 
launch it again down the road. It's all good.  

But there's other ways that we can make up for that revenue that we 
didn't hit. But if I didn't go out with that launch, I wouldn't have 126 new 
paying Momentum members that I get to love up on. So now we look 
for different ways to make up for the revenue. And we're looking at ways 
that we can take what we already have in the business. What do we 
already have that we could sell differently, or we could package 
together, or that we could launch and we weren't planning on 
launching it right now? Like, there's opportunities here, guys.  

You have to be willing to experiment and make mistakes—that was 
strategy number four—but there’s things you can do. And so I want you 
to continue to sell. You might not make the money the same way you 
thought you would, but you can still make the money. This is just an 
opportunity to show up in a bigger way. Your plans might not look 
exactly the same, but you can still hit your revenue goals.  

I want you to use this pandemic to show up better, more intentional, 
more strategic. I want you to prove to yourself that you have staying 
power, no matter how hard it gets. The cold, hard, sad truth is that when 
this is over, there will be online businesses that will not have made it.  

Now, I'm not even talking about brick-and-mortar. I understand that's a 
whole different world, and that's not the world I live in, nor do I teach 
about brick-and-mortar. And it breaks my heart, and that's why we did 
an episode with Stacy Tuschl. I'll tell you guys about that in a second to 
talk about bringing the brick-and-mortar online during this time.  

But I'm talking about even online businesses won't make it. But you can 
if you're willing to pivot, if you're willing to sell right now, if you're willing 
to make mistakes, if you're willing to show up in the biggest way 
possible. You, my friend, can make it through this. I have no doubt in my 
mind.  

So I'm going to leave you with two things. Number one, I have other 
resources, free resources. Remember I told you that I did a whole 
COVID-19 series? I’m continuing to do it. This is one of those episodes. 
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So I'm going to list all the COVID-19 episodes—the series I've put 
together, and I'm continuing to add to it. I'm going to put it in the show 
notes. There's an episode I did with Rachel Hollis from RISE around 
working from home, and we talked about a lot of personal stuff in that 
episode. So it’s beyond just, like, set up your work space to make you 
more productive. Like, we go way beyond that. But it's talking about 
working from home.  

I did an episode all about the stimulus package for small-business 
owners. I want you to see if you qualify. Listen to that episode.  

I did an episode where I walk you through, I said it was five different 
pivots, but I added an extra during recording, so it's really six different 
pivots of actual businesses right now who have changed their 
messaging or their offer or their pricing in order to thrive. And I give you 
specifics about those businesses. It’s very inspiring. I want you to listen 
to that one.  

I did an episode with Stacy Tuschl, five steps to take your brick-and-
mortar business online. She has a multi-million-dollar brick-and-mortar 
business, and she has a multi-million-dollar online business. Her brick-
and-mortar business is shut down right now. She talks about specifically 
what she's doing to make sure that she comes back and can open the 
doors and still has a clientele. It's a very specific episode. If you have a 
brick-and-mortar, it's a must. 

I also did a COVID-19 Q&A, where I took a bunch of questions in the 
Online Marketing Made Easy free Facebook group. You can join us on 
Facebook. We have a Facebook group for this podcast. We took specific 
questions out of that group, and I did a Q&A, a live Q&A, that we turned 
into a podcast. So at the time when this episode's coming out, I don't 
know if that Q&A will be out. It's kind of all coming at you.  

That's another thing. Stuff feels a little bit loosey-goosey in my world 
right now. Like, when do I not know when an exact episode’s coming 
out. I'm allowing myself to be more flexible. And that actually might be 
something I take into my new normal when this is over. I hope I am a 
little bit more flexible, a little bit more, as I said, loosey-goosey to make 
some pivots when needed. So I think it’s actually a really great thing. 
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So there is a COVID-19 Q&A, but I don't know where this sales episode, 
like, should I sell? I don't know if it's going to come before or after. It 
doesn't matter. We're going to link to all the resources in the show notes. 

Okay, I want to leave you with this. I really hope that I didn't lose you yet 
by going through all those episodes, because my biggest message for 
you right now is around this idea that if you are hesitant to sell right 
now, if you're like, “I'm just going to put off my very first launch or my 
very first digital course to quarter three, because why would I ever do 
that in quarter two? I don’t even know what I’m doing. It’s my first time. 
I’m not launching now,” maybe that’s you. Or maybe you've got these 
offers, but you think it’d just be easier if you just give it away for free right 
now. “We’ll worry about the money later. I'll make money in a different 
way, outside of my online business,” like you just kind of put a pause on 
your online business. If you're just scared to sell, if you're hesitant to sell, 
any of those scenarios, pay close attention. I've got a question for you. If 
you are multi-tasking, come back to me for a minute. We're almost done 
here. What would you do right now in your online business if you were 
brave? What would you do right now in your online business if you were 
brave?  

This is a question that my dear friend Michael Hyatt asked me, and it 
changed everything for me, because I knew I'd show up in a bigger way. 
I knew I would continue to sell. I knew I'd be determined to hit my 2020 
revenue goals. And I knew I would create some new stuff for free to 
make sure that I was supporting everybody I could during this time. 
Working weekends doesn't even matter to me right now. Working 
longer hours, I'm on a mission. And I'm not saying you need to do any of 
that. I just mean my perspective has totally changed.  

What would you do if you were brave? And many of you—not that I need 
to give you the answer, but I'm just going to give you a hint—if you were 
brave, you would sell right now. If you were brave, you would launch. If 
you were brave, you would continue to do what you had planned to do, 
just with the pivots.  

I hope this message found you exactly when it needed to find you. I am 
cheering you on and in your court every step of the way. You've got this. 
You will come out of this stronger. 
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Sending you all my love, thank you so very much for tuning in. I’ll talk to 
you again same time, same place next week. Bye for now. 


