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“Creating valuable content for your audience is just the beginning. 
Finding the right tools to help you effectively deliver it is a whole other 
story. Lucky for us we found Thinkific, transferred all of our online 
learning content over, and we haven’t looked back since.”

JOHN LEE DUMAS

John Lee Dumas is the founder of Entrepreneurs on Fire, a business dedicated 
to helping entrepreneurs launch and grow their businesses. Along with his 
partner Kate Erickson, they are committed to helping Entrepreneurs achieve 
their goals in business and life. The duo also produce an award-winning podcast 
interviewing inspiring entrepreneurs every week.

While John and Kate have been cultivating a thriving Fire Nation community 
over the years, they recognized an opportunity to further serve their audience 
through creating free online courses. This opened up an entirely new revenue 
stream for their business. Their most recent free course launch has generated 
$50k in less than 2 months.

Below is the step by step process of how Entrepreneurs on Fire validated, built, 
and launched their new course using Thinkific, and created a new revenue 
stream after gaining thousands of new subscribers.

Meet the Entrepreneurs 
on Fire team
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Since 2012, John and Kate have been 
creating and delivering content for 
entrepreneurs through podcasts, blogs, 
and online courses. After hearing the 
stories of success and challenge 
from the community, they recognized 
a recurring problem among many 
subscribers: how to identify ONE big 
idea to go ALL IN on.  

They saw this topic as the next step 
to serve their audience and grow their 
business through an online course.  
By offering the course for free, they 
aimed to increase their following of 
qualified entrepreneurs who would be 

THE OPPORTUNITY: 
How a free course can 
gain subscribers and 
create a sales funnel that 
generates Real Revenue: 

interested in engaging with additional, 
paid training, effectively building a new 
sales funnel for Entrepreneurs on Fire.

In addition to building out a new 
course, Kate and John were ready 
for a new way to share their content. 
Existing Entrepreneurs on Fire 
courses and training were delivered 
through a combination of emails, 
videos, and content on their website. 
While this method worked in past, they 
were looking for a way to make the 
student experience and the delivery of 
their courses even better.

“In developing this course, we chose the topic based on 
what Fire Nation, our audience, was telling us they wanted 
and needed most.” 

KATE ERICKSON
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Deciding on a topic 

The idea to develop a new course 
came from listening to their audience, 
Fire Nation. John and Kate found that 
many people were hitting the same 
roadblock while trying to achieve the 
business and lifestyle freedom they 
dreamed of. 

They found that people were getting 
stuck in one of three categories and 
either had:

1. Too many ideas, which were 
impeding focus and progress

2. One big idea, but lacking clarity 
and focus to move it forward

3. No idea, but a desire to create 
business and lifestyle freedom

Step 1: Validating and building the 
course content

How John Lee Dumas 
grew his following and 
revenue using Thinkific:

Ultimately, each of these struggles 
wrapped around a central question: 
how do I choose one big idea I’m 
confident enough about to go all in on?

John and Kate knew they had 
knowledge to share on this topic, so 
they set out to create a new course 
titled, Your Big Idea. 

This free training would aim to move 
people from wherever they felt stuck, 
to being confident in one business idea 
to pursue – all in less than an hour.

“Not all feedback comes to you directly, 
so you have to truly listen to your 
audience. A lot of the time, you will 
learn their biggest struggles through 
comments, emails and social posts, and 
other indirect ways. From there, you can 
work backwards to create a solution.”
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Building the course outline and content 

Once settled on the course topic, their approach to building the content started 
with the end in mind. They identified the desired outcome for all participants as 
feeling confident in one business idea to pursue, and sketched an outline of all 
the major steps required to bridge the gap between that outcome, and where 
people were getting stuck.

Here are 3 tactics they used to draft an effective course structure and content:

1. Group major themes into course modules. As they charted the user journey 
from problem state to desired outcome, John and Kate identified the large 
milestones participants would need to achieve – these were structured as 
the course modules.

2. Break sub-milestones into lessons. Once module themes were set, they 
filled in the meat of the training content, with action-oriented lessons 
making up each module.

3. Use appropriate technology for each lesson. They created a keynote deck 
to demonstrate concepts, talk through points and assign exercises, and 
recorded the presentation using Screenflow. While creating the content, 
they also worked with Thinkific’s team and Rob from Themeific to optimize 
the content delivery experience.
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The benefits of an online course platform
John and Kate knew early on that they wanted to deliver their training on an 
online course platform. In the past, they had tried different delivery methods with 
varying degrees of success. Learning from these experiences taught them that 
the most important element determining the success of an online course is the 
user experience provided.

John and Kate had previously moved their podcasting membership, Podcasters’ 
Paradise, onto the Thinkific platform, and noticed the difference it provided in 
allowing them to create the best user experience for their community.

Step 2: Choosing to work  
with Thinkific

“If you don’t have a way to grab your students’ attention 
and give them what they’re looking for really fast, they 
will find someone else who can.” 

JOHN LEE DUMAS
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The Thinkific advantage
After moving Podcasters’ Paradise to 
Thinkific and seeing positive results, 
choosing Thinkific to deliver their new 
online course was a no brainer. Here 
are the top reasons why they went with 
Thinkific, and why they love working 
with us!

Unparalleled customer service
“From the get-go, the Thinkific team 
has been dedicated to working directly 
with us to help us succeed, something 
we found wasn’t as present on other 
platforms. From our first chat with the 
Thinkific team, we knew we were in 
great hands! They walked us through 
the best way to structure the flow of 
our content and design our layout to 
engage students.”

Consistent quality and responsive 
product design 

“We started researching online course 
platforms when we decided to move 
Podcasters’ Paradise, as the user 
experience was declining. In looking 
at options, we had consistently heard 
from other entrepreneurs we knew and 
trusted how much they liked Thinkific. 
After hearing this from enough people, 
we knew we were making the  
right decision.”

Shared mission of student success
“Thinkific’s spirit and drive to make 
online courses better shines through 
in every interaction. At every twist and 
turn, the team has gone out of their 
way to make the experience for our 
end users the best it can be. It’s great 
to share this common goal.”
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Step 3: Launch and marketing

To gauge interest in the course, they 
started building an email list several 
weeks before launch. They set up a 
campaign to test interest, introducing 
the course idea across their podcasts 
and blogs. By the time they were ready 
to launch, about 800 contacts had 
already signed up to be notified.

Once the course was live, they used 
several strategies to promote it, 
including:

• Being a guest on other podcasts 
in the same industry

• Writing guest posts for blogs with 
the same or similar audience

• Emails, podcasts, income 
reports, and blog posts on their 
own platform

They are still in an early testing 
phase with the content and overall 
funnel, and they plan on adding other 
marketing tactics like Facebook ads 
to the mix once it’s converting at the 
highest level.

“We let our existing audience know we were working on 
building the content, and invited them to sign up to be the 
first to hear when it went live.”

JOHN LEE DUMAS
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Increasing engagement
Post-launch, they continued to foster 
student engagement by looking for ways 
to improve the student experience. They 
did this in three ways:

Welcome video  
Every time a student signs up for the 
course, they receive a personalized 
video via Bonjoro. This has gone a long 
way in encouraging students to get 
started on the course right away by 
motivating them to dive in. 

Course check-ins 
They follow up with each student 
regularly to see how they’re doing with 
the course, encouraging students 
to ‘hit reply’ to send in any questions 
or comments about their learning 
journey. For every reply sent in, John 
and Kate personally respond to engage 
with their audience. 

Regular feedback  
John and Kate seek feedback from 
their students regularly, capturing 
information across social media, 
emails, and every aspect of the 
business to understand areas that 
can be improved. From the delivery, 
content and sequence of activities, 
they are constantly looking for ways to 
make the student experience the best 
it can be. 
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John and Kate knew that students who 
participated in the free Your Big Idea 
course would come away with a solid 
business idea they could now go all-in 
on. But the journey wouldn’t end there. 
Armed with their big idea, students still 
need the tools and knowledge to turn 
their big idea into a real business. 

This challenge is exactly how they 
have positioned Entrepreneurs on 
Fire to engage with students following 
their completion of the free course: 

By providing them the opportunity to 
invest in paid courses that build on 
their knowledge. 

After completing Your Big Idea, 
students can join Real Revenue, where 
they learn how to take their big idea 
and turn it into real revenue. 

Then, students are invited to join 
John and Kate’s Elite Mastermind, The 
Revenue Crew, where a community 
of like-minded individuals come 
together to provide tools, feedback, 
and support to one another along their 
entrepreneurial journey. 

Members of The Crew also have access 
to weekly live group coaching calls 
with John.

Step 4: Building the ‘Super Funnel’

“We call our course flow the Super Funnel. We continue 
to improve the content and funnel every day based on 
feedback from our community.” 

JOHN LEE DUMAS
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Since launching YOUR BIG IDEA, along with five other free 
courses on the Thinkific platform, John and Kate have 
grown their email list by tens of thousands. 

In the first two weeks that Your Big Idea was live, it brought 
in over 1,000 qualified leads, and within 2 months of 
launching, they’ve generated over $50k in revenue from 
this funnel.
 
To learn more about how Thinkific can help you grow your 
online business, visit our website: www.thinkific.com.
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