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Holistic e-Content: 

 
 
e-Content is a term used to describe something electronic that is accessible via a computer or smart-
phone. This includes audios, videos, images, books, blogs, and other content-based media. This can 
be live, such as a webinar (a virtual workshop) but typically refers to something downloadable, such 
as a recording of a workshop. 
 
E-Content is easy to create from your laptop or smart-phone, as these usually have audio-visual 
recording capabilities. You can also create PDF documents for word or image-based content. The 
main consideration here, is that e-Content needs to somewhere on the internet to be uploaded for 
clients to access and download them. 

When should you choose this format? 

E-content is perfect to use when you want to find new Clients. Whether it is a blog, a podcast or a 
free guide or template, e-content serves to provide your audience with value before they decide to 
commence a relationship with you.  
 
It works for two key reasons. Firstly, it helps to establish you as a professional as people can find you 
online and understand more about what you do. But more than just a website, it shows them that 
you are knowledgeable about your subject because they can engage with your content. Secondly, it 
can help you grow your audience base because when people like your content, say a blog, they are 
more likely to exchange their email address in order to receive more detailed content from you. 
 
The other time you should consider this format is when you want to establish a passive income 
stream. This means that you create content which can be sold repeatedly, without you having to 
actively serve each customer – the content serves them. 
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Types of e-content to consider: 

▪ Written: This is the easiest form of e-content to share as it is relatively easy to write a 
newsletter, a blog or an article of value to your clients which can be shared on your website, 
social media or as a guest blogger on another platform. It is the least likely to generate 
revenue and email leads, but it is essential to establish your credibility as a practitioner 

▪ Audio based: Podcasts and downloadable audio files are the usual types of audio e-content. 
Podcasts are typically interviews or talks which are shared on podcast platforms, such as 
Captivate. Podcast sites are also getting better, some allow brand personalisation, email 
capturing and even monetisation. Downloadable files, like guided meditations or audio 
books, can be used to generate revenue and email leads, depending on how you store them 
and grant access to the listeners. 

▪ Video based: The possibilities are endless in how you can use a video format. This could 
range from recorded workshop content, online classes (eg yoga, tai chi), training 
programmes, demonstrations, webinars, talks, interviews. They can be used for free such as 
on YouTube, to increase your audience and your credibility, and like audios, can generate 
revenue and email leads, depending on how you store and grant access to them. 

▪ Document based: these are files, such as PowerPoints, Excel files and PDFs which Clients can 
download and use. Again, the possibilities here are endless. You could provide eBook, 
Guides, Templates, Checklists, Workbooks, Overviews, Cheat Sheets just to name a few. 
These can also be free, require an email, or made available to purchase.  

What are the benefits and challenges? 

The key benefit to e-Content is that it does the work for you in building rapport and establishing 
your credibility in the digital realm. As your Clients can access it where and when they want to, you 
can reach more people when it suits them, without actively having to be present. Good content is 
sure to turn into email leads and potentially paying clients. 
 
There are a few challenges to face though when it comes e-Content. You will need to consider what 
to produce, how to produce it, where to market it and how it should be used in the journey of 
turning anonymous people into paying clients. Reflecting on your Target Audience will be crucial 
when looking at what e-Content you should create. 
 
When thinking of what to produce and how, you will need to consider what your audience will want 
rather than what do you want to offer. Questions to ask yourself include: 

▪ What subjects are they interested in? 
▪ What pain points do they have that I could address?  
▪ Does my audience prefer written, audio, visual or document formats? 
▪ Do I have the technical resources to produce this format? 

 
You should then consider what the value will be to the client and what they would exchange to 
receive this content. With free content, your client still needs to exchange their time to interact with 
it, and this is a precious commodity not to be underestimated. Getting their email in order to access 
content means the Client is giving you contact details in the knowledge that you will contact them 
and many people are hesitant to do so, unless they really value what is on offer. Lastly, a client may 
need to give money to access the content, which of course has value. 
 
We tend to think that we are the givers when it comes to producing content for our audience but it 
is key to remember we are asking something of value from potential clients that they need to give 
first, before they receive the value from us. 

https://www.captivate.fm/
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Once you have a content idea, know you can produce and understand it value, you then need to 
consider how you will market this to your audience. Where do they hang out online? E-content is 
only valuable if you can reach your target audience with it in the digital realm, so you may need to 
consider social media, affiliate platforms, digital advertising and other online sources to get the word 
out. 

What makes e-Content successful? 

 
1. Invest in Creating  
 
Truly valuable content made well will resonate with your audience. Whether it is their time, their 
email, or their money, they will only exchange this when they consider the content valuable, so it is 
worthwhile investing your time and money in creating good content. Spelling mistakes, poor sound 
quality, badly edited videos and broken links are all turn offs for an audience. You should consider 
whether you need professional support, such as a copy writer or videographer. 
 
The more you want from your audience, the more you should invest – but remember it will pay off, 
either through their sharing with a wider audience, capturing the details to follow up and on-sell, or 
by turning them into a paying customer. Good content can also stand the test of time, creating an 
ongoing revenue stream, so do not skimp on its production. 
 
2. Invest in Marketing 
 
Do not let your excellent content gather digital dust. Getting it out into the world does take time and 
money, so again you need to invest to get a return. If you are not a digital marketing whiz, you may 
wish to hire someone to assist you. However, many platforms like Facebook and Google Ads are 
quite simple to use, and often will not require a large budget, if you are selecting the target audience 
to advertise to wisely. 
 
3. Know Your Goal 
 
Whether it is brand awareness, email capture or purchases, you should make sure you define this 
upfront and create the content that gives value to your audience at the level they want, in order to 
exchange their time, email or money. Be aware though that Clients don’t tend to jump straight into a 
purchase, so if you goal is purchase, you may need to start with content to show your brand, get the 
email and then ask for purchase. 
 
4. Be Specific and Consistent 
 
Marketers use the term “Call to Action” to define the phrase used to specifically ask your user to 
take the action you require. Make it bold, definite and use the same language as in your content. For 
example, “Download the Ultimate Guide to Ashtanga Yoga” instead of “make sure you click this link 
where you can download a free eBook which will show you the postures used in yoga. 
 
 
 
 


