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Hello and welcome! 

My name is Naomi Dunford, and you’re listening to module 2, section 1, 
called “Creating the Perfect Class.” If you’re listening to this course in order, 
all organized like, you should have just listened to “Trusting the Brain God 
Gave You”.

Classes can be fantastic. They can also be painful and frustrating and far too 
much work for not much return. This section is dedicated to creating the 
former and sticking pins in the latter.

If you know other coaches who are having great experiences teaching 
fantastic classes, you’re probably in the camp of thinking classes are the holy 
grail. If you know other coaches who are having rotten experiences teaching 
the wrong classes to the wrong people, you’re probably in the camp of 
thinking, “Oh my God, do I have to teach classes? Please tell me I don’t have 
to teach classes.

Well, first off, you don’t have to do anything. They won’t take your Coach 
Card away if you never teach a class in your life. 

I’ll give you my experience with classes. The ones I teach are wonderful 
experiences for me as a coach, and from what I hear from my 
participants, wonderful experiences for them as well. My class 
participants get far more of me than they would get otherwise, and for a much 
lower price. The teaching has a direction, which makes the content usually 
pretty easy to come up with. A huge portion of my class participants end up 
buying personal coaching from me, telling their friends about me, or buying 
subsequent classes or products. I’ve become really good friends with people 
I met while teaching classes. I also get to make a whole hell of a lot more 
money for a whole hell of a lot less work. 

Plus, they’re really, really fun.
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At the same time, yes, the You Must Teach Classes bandwagon can get really 
obnoxious, especially if you’re doing them for the wrong reasons. The most 
notable and frequent wrong reason here is, “Damn, everyone else is teaching 
classes. I probably should, too.” I’m fairly certain your mother gave you her 
opinion on that logic in no uncertain terms many years ago, so I’ll spare you 
my version.

There are two things to consider when creating the perfect class. One tells you 
what kind of class to offer, and one tells you what to put in it.

First, why are you teaching the class?

And second, why are they taking the class?

We shall start at the very beginning.

Why are you teaching the class?

I’m guessing it’s either because you need money or somebody told you that 
you should. Yes? It’s okay. You can be honest. You’ve heard it’s a good way to 
make money, and money is something you’d like a little more of right about 
now. You’ve heard that other coaches make a bunch of money when they first 
sell the class and then they can turn it into a home study version and make 
money later while they drink Mai Tais and sleep and spend more time with 
their children, all at the same time.

Or maybe you’ve taken one of those cash grab classes and thought to yourself, 
“Well, Jesus Christ. If that guy can make money of that piece of trash, surely 
there is money to be made here.”

Or maybe you’re going the altruistic route. You’ve taken a cash grab class and 
thought to yourself, “This was the worst piece of crap I’ve ever been involved 
in. Must. Make. It. Better.”
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Or some nice person — your mother or a fan or someone in your business 
accountability group — has been telling you that you should teach a class for a 
while now. On one level, you’re getting annoyed and wondering if teaching a 
class will get them to shut up. On another level, you’re a little intrigued and a 
little greedy.

It’s okay. We’re all friends here. No judgment.

It would be very poetic for me to say that those are bad reasons for teaching a 
class, but I won’t. They’re perfectly valid reasons. They just can’t be your only 
reasons.

You need to have a good reason to teach the class — and I’m not 
just talking from a curriculum standpoint, here — so that you 
know what kind of class you’re trying to create.

Are you trying to create a funnel into paid coaching clients? Do a lot of your 
paid coaching clients not need you for one-on-one work anymore, but you’re 
pretty sure they still want a piece of you some other way? Yoga for the rest of 
your life. Are you trying to create more accessibility to your content because 
your wait list is getting too long? Are you trying to build trust among your 
audience and professional sphere? Are you creating a bit of a decoy class so 
that people who don’t want the content in that class will start hoping you’ll 
teach a different one?

Knowing the answers to these questions helps you decide what kind of class 
you want to teach and sell.

If you’re trying to create something that will get people in the door for 
eventual private coaching, you’re going to want to pay attention to the level 
people tend to be at when they do come to you for coaching. 

Are they at a very advanced level, and they’re coming to you because they’ve 
pretty much reached the end of what generalized training can give them? 
This can be very true with holistic stuff, creativity, or anything to do with the 
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body — sports, yoga, that sort of thing. If this is the case, you might want to 
create some intermediate to advanced level classes to help them move from 
reading your books or listening to your radio show to actual coaching. It’s a 
nice interim step.

Alternatively, do they come to you as real beginners? They’ve read or 
listened to some of your content and they’ve realized they’re completely 
in over their head. They have no clue how to apply this stuff to their own 
situations, so they buy private coaching as a short cut to getting their 
problems solved. If this is the case, you might want to create some beginner 
level stuff, since your people are obviously floundering and would happily pay 
for the help.

Either of these types of classes can be as big or small as your audience will 
support and your time will allow. No matter.

If you’re creating a decoy class, on the other hand, you’ll want to create 
something that sounds spectacular for a very limited group of very specific 
people. You probably don’t want a really big class — too much hassle. Make 
it small, keep it simple, and then get to work creating and promoting The Big 
One. Yoga for your second trimester.

Sometimes, you want to create a class that reminds people how much 
you get them. This is the time to create a class that is very specific, with as 
many slots as you can reasonably get away with. This helps your audience 
understand that you understand them, and underscores that you help lots of 
people just like them all the time. Yoga for when the holidays are freaking you 
out. Yoga for people who hate their in-laws, bosses, or other people they can’t 
avoid. Who doesn’t have people they hate but can’t avoid? Very specific, but 
applicable to pretty much everyone.

A quick note on what you’re making your class about, and what you’re calling 
it. Please notice that none of my example suggestions are called How To Do 
Yoga. That is the kind of class everybody says they want, but nobody actually 
buys. 
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Why are they taking the class?

Now, the other question we have to ask when creating the perfectly mouth 
watering class is, why are they taking the class? This is the question that 
helps you decide on format and deliverables.

People take group classes for a lot of different reasons. There’s a guy named 
Mark Silver whose classes I used to take simply because I found his voice 
soothing. It was nice reading his blog and his book and all, but I wanted 
Mark’s voice and if I had to pay $500 to get it, well, so be it.

Some people take classes because they want accountability. If that’s the 
case, you’re going to want to give them some built in accountability.

Some people take classes because they want simple action steps. When I 
was teaching the SpeakEasy, we used to have a part of the class called Get Off 
Your Ass emails, where I’d send you an email every day with a tiny, simple 
action step to take that very day to fix or improve your marketing. Half the 
people got in the SpeakEasy for that reason alone. The other half found them 
incredibly overwhelming and ignored them completely. People are still either 
asking for them or complaining about them, and the class closed a year and a 
half ago.

Some people take classes because they want to feel like they’re not alone. 
If you’re helping people who feel weird or misunderstood, or who don’t 
have an adequate support structure in their life, all they want to do is have 
somewhere they can show up regularly and feel like somebody understands 
them.

Some people take classes because they want a tribe. These are the people 
begging for forums. If you’re teaching something involving personal coaching, 
forums and tribe stuff can be a really great idea. If you’re teaching something 
involving business stuff, you may want to give forums a miss. In my 
experience, the amount of time you spend on forums is inversely proportional 
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to the time you spend making actual money, so if you’re doing business 
stuff, you may not want to encourage your participants to sit around in your 
forums all day. It probably won’t help them get the results they want, and if 
you give them the results they want, you get a repeat buyer for life instead of 
somebody saying, “Gee, that was really neat.”

When you know the kinds of things people want in a class — and you can find 
these out by asking them, or by looking around at classes you’ve taken and 
seeing what worked and what didn’t, or you can just use your brain and make 
your best guess — you can decide what you’re going to put in the class.

If you’re a writing coach, and you’re teaching a class about getting your first 
book written, some frequent accountability check-ins can be a great idea. 
Forums can be good, but you’ll want to avoid encouraging people to use them 
too much. Again, the time you spend encouraging all your friends in forums is 
time you’re not spending writing the book, you know?

If you’re creating a class that is very linear, and each class builds on the 
last, you may want to incorporate a feedback mechanism. In IttyBiz 
Intimate, there are six homework assignments that I personally grade and 
give feedback on. It’s a damn expensive class, and I want to make sure the 
participants are moving in the right direction and learning what they paid to 
learn.

If you’re creating a class that primarily offers support with just a whiff of 
actual teaching being done, cut the pretense and support these people. 
They’re not buying it for what you’re teaching, they’re buying it to 
have access to you. Give a cursory nod to the actual curriculum so they can 
justify their purchase to themselves and their spouses, and get on with being 
your loving and supportive self.
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Your homework...

No homework today. Plenty of that to come. Just think. Drink coffee or wine. 
Play with the class idea a bit. You’re all good.

Thank you so much for listening. My name is Naomi Dunford, and you’ve 
been listening to module two, section one, called “Creating the Perfect Class.” 
If you’re listening to this course in order, your next step is the beginning of 
module 2, “What Outcome Are They Buying?”. I’ll talk to you very soon.


