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Executive summary

The way companies train their workforce is undergoing the most significant transformation in
decades. For years, the model was simple: build internal training teams, create standardized
programs, and then roll them out company-wide. If employees needed skills, they learned
them from internal trainers using internal materials.

That model is collapsing.

In 2025, U.S. companies spent $102.8 billion on training, a 4.9% increase from the previous
year. But here’s what makes this remarkable: spending on external products and services
surged 29% to $16 billion (Training Magazine, 2025). Companies aren’'t choosing between
internal and external training anymore. They’re investing in both, but external expertise is
growing six times faster.

This massive reallocation is creating an unprecedented opportunity for independent
creators. Companies now outsource 62% of their instruction and facilitation to external
experts, up from 56% just last year. They’re not looking for more credentials or academic
programs. They’re looking for practitioners who can step in immediately and deliver
measurable results.

The $16 Billion Shift

Overall training
spending: +4.9%
($102.88B in 2025)

Source | Training Magazine

Why this shift is accelerating
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The corporate training crisis isn't about budgets. It's about speed. By 2030, 39% of current

workplace skills will be obsolete (World Economic Forum, 2025). Internal training

departments update their curricula annually. But you're already solving these problems -

today. While they’re teaching best practices from 2019, you're discovering what actually

works in 2026.

ThriveCart 1



Companies recognize this gap. They need someone who can show their people how to cut
meeting time by 40%, reduce turnover by 25%, or add six figures in new revenue streams
starting next Monday. They need implementation, not theory. They need your lived
experience, not institutional frameworks.

What this means for creators

Smart creators are already capitalizing on this shift. They're transforming $27 digital
products into $10,000+ corporate programs. They're landing five-figure contracts without
traditional sales calls. They’re building thriving businesses by solving specific problems
companies urgently need addressed.

The opportunity is clear. Companies are spending an average of $874 per employee annually
on training (up from $774 last year). Small to midsize companies allocate between $333,000
and $1.6 million annually. Large corporations spend $11.7 million on employee training and
development. The budgets exist. The companies are actively looking for solutions.

What you’ll find in this resource

This guide shows you how to position your expertise to capture corporate revenue. You'll see
how creators are identifying high-value corporate needs that align with their existing skills,
how they’re speaking the language of business outcomes to make budget approval easy, and
how they’re structuring pricing to command premium rates.
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We’ll walk through real case studies from creators earning six and seven figures from
corporate clients. You'll discover the proven path from individual courses to corporate
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contracts, complete with specific strategies for making the transition without

abandoning your existing business.
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The corporate training shift

Whether you teach project management, leadership development, Al, or specialized skills,
this guide shows you exactly how to capture corporate revenue. Companies have the
budgets and are actively seeking solutions.

The corporate training shift

Here’s what’s happening in corporate training departments right now: executives are
approving bigger budgets than ever before, yet internal L&D teams are training employees
less frequently, and those teams aren’'t growing despite increased demand. If you're a creator
wondering where you fit into this picture, the answer is everywhere.

Corporate training just experienced its strongest growth year in recent memory. U.S.
companies spent $102.8 billion on training in 2025, a 4.9% increase from the previous year
(Training Magazine, 2025). Training hours per employee dropped from 47 to 40 hours
annually, yet annual cost per learner jumped from $774 to $874. Companies are training less
but paying more per person when they do.

That’'s not a contradiction. It’s a reallocation.

Where creators fit into the corporate training landscape

While overall training budgets grew 4.9%, spending on external products and services surged
29% to $16 billion. That's six times faster growth than internal spending. For context: if you're
a creator teaching specialized skills, management techniques, or business processes,

The corporate training shift

companies are increasingly choosing to buy from you rather than build those capabilities in-
house.

This shift shows up most clearly in how training gets delivered. In 2025, companies
outsourced 62% of their instruction and facilitation to external experts, up from 38%
handled internally (Training Magazine, 2025). This means the majority of actual teaching, the
moment when an employee learns a new skill, now comes from outside the company.

The Quality Over Quantity Shift

Companies are paying more per hour of
2024 training, a shift from quantity to quality 2025
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Source | Training Magazine

ThriveCart 3



What does “instruction and facilitation” mean for you as a
creator?

It’s the workshops, the cohort-based programs, the implementation sessions where
someone actually shows employees how to do something. It’s not the learning management
system or the compliance checkbox. It's the teaching itself, and companies are increasingly
hiring external experts to do it.

The trend accelerated despite companies keeping their internal L&D headcount relatively
flat. Only 31% of companies have increased their training staff, while 53% have kept staffing
levels the same (Training Magazine, 2025). Internal teams can't scale fast enough to meet
demand, which is why companies keep increasing their external spending at nearly six times
the rate of overall budget growth.

Why external experts are winning

The reason for this shift isn’'t just about capacity: it's about speed and specialization.
Companies need experts who are solving these problems today, not training departments
reading from last year’s materials.

This creates a unique advantage for creators. While traditional training vendors require
lengthy RFP processes and enterprise contracts, individual creators are landing corporate
clients through content marketing and demonstrated expertise. You don't need a sales team
or procurement relationships. Companies find you through your content, verify your
expertise through your results, and bring you in to solve specific problems.

The corporate training shift

Companies are voting with their wallets by spending dramatically more
on external expertise. The $16 billion flowing to outside experts
represents the largest opportunity for independent creators in corporate
training history.

2030E Global Expenditure, Education
and Training (Trillion USD)

PreK m K-12
® Post Secondary ® Corporate
» Lifelong Learning

Source | HolonlQ
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Why companies are making the switch
For decades, the default corporate strategy was to build training capabilities in-house.

Companies hired learning and development teams, developed standardized curricula, and
rolled out company-wide programs. If employees needed project management training, they
attended the internal workshop. Leadership development? Enroll in the company’s multi-
month/year program.

This model made sense when skills changed slowly and companies could afford to build
expertise internally. Internal training departments had years to develop their curricula.
Employees spent entire careers at single companies, making the investment in building
capability worthwhile. The cost of maintaining internal expertise was justified by the long-
term benefit.

But as the pace of technological and market change outstripped the speed of corporate
curriculum development, that model collapsed. Organizations didn't move their budgets to
independent creators on a whim. They did it because the traditional L&D playbook could no
longer support business agility or deliver the outcomes executives needed to see.

The corporate training shift

This pivot from internal production to external expertise is driven by three converging
forces:

1) Skills expire faster than internal programs can adapt

With 39% of workplace skills becoming outdated by 2030, companies can’t build curricula
fast enough (World Economic Forum, 2025). Internal training teams update materials on
12-18-month cycles. By the time a new program launches, the landscape has shifted. You, as
a practitioner actively using these skills today, don’t face this lag.

2) Employees demand practical application over theoretical knowledge

Organizations lose $13,345 per employee annually to inefficiency (Formstack and Mantis
Research, 2022). Much of this stems from knowledge gaps: employees working with
outdated processes because no one has shown them a better way.

Employees don’'t need another compliance module they’ll forget by next week. They need

someone to show them exactly how to save 30 minutes on their daily standup or structure
their project timeline to avoid bottlenecks.

ThriveCart
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When you teach from lived experience, you bring practical shortcuts and real-world

adaptations that only come from actually doing the work. Corporate trainers teach theory.

Companies aren’'t looking for more theoretical knowledge. They’re looking for Monday-

clientimplementations, for example.

You teach the three-question framework that cuts your meeting time by 40% across five

morning implementation - and they’ll pay premium rates for it.
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The corporate training shift
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of employees say

training directly
improves their

performance at
work.

3) ROI requirements intensified

Every training dollar must now show measurable business impact. Companies pay a premium
for experts who guarantee specific outcomes, such as reduce meeting time by 40%, improve
retention rates by 25%, or accelerate project delivery by three weeks.

The shift from cost center to profit driver fundamentally changed what organizations buy.
They’re purchasing business solutions that happen to involve teaching. When you can
demonstrate that your expertise directly improves revenue, reduces costs, or mitigates risk,
you're speaking the language that gets budgets (and your invoices!) approved.
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What companies actually buy (and how to position it)

Here's what separates creators charging $27 from those charging $27,000: understanding
that companies don’t buy training. They buy solutions to expensive problems, and it’s about
reframing your existing expertise in the language of business outcomes.

Employees want proper training

K ()

86% 74%

of employees say that job are willing to learn things
training is important to them outside of normal work hours to
improve their job performance

Source | Survey Monkey

What companies actually buy (and how to position it)

The soft skills opportunity hiding in plain sight

Businesses typically obsess over technical skills (or “hard skills”). Meanwhile, the real money
sits in what'’s often known as “soft skills” - and what you should call “business-critical
capabilities.”

Research confirms that 85% of job success comes from soft skills, yet 78% of employers
have hired technically strong candidates who failed because of poor soft skills or cultural fit
(TestGorilla, 2025).

The financial impact? Companies face 44% more collaboration challenges, 42% higher
turnover, 41% lower productivity, and 38% negative cultural impact when soft skills are
lacking.

Here’s your opportunity: stop positioning these as “soft” and start packaging them as
hard business solutions.

« Don’t sell ‘communication training.” Package the training as “reduce meeting time 309
while improving decision quality.” That’s a time-savings play that translates directly to
recovered productivity hours.

« Don't sell “leadership development.” Package it as “improve retention 25% in 90 days.”

When average employee replacement costs range from 50-200% of annual salary, you're
selling cost avoidance.
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« Don't sell “team dynamics workshops.” Package them as “accelerate project delivery 40%
without increasing headcount.” You're now selling revenue acceleration or capacity
expansion.

The expertise is identical. The framing determines whether you charge $497 or $14,997.

From features to outcomes: The positioning shift that changes
everything

Here’s how struggling creators position their work versus thriving ones:

Struggling creators sell features:

R

S

Cut employee turnover Add $100,000 in new Save 43 hours per
25% in 90 days revenue streams without employee annually through
disrupting operations workflow improvements

What companies actually buy (and how to position it)

Notice the difference? Features describe what you deliver. Outcomes describe what changes
for the client.

JenniMaroney, who's earned over $3 million teaching digital business strategies, explains it
this way: “Companies want practical, real-world training. Simple, proven systems that
actually get implemented. It saves them months or years of trial and error when they can
hand their team a clear blueprint from someone who’s done it.”

Her corporate clients don't buy courses about creating passive income. They buy the ability

to add $100,000 to $300,000 in new revenue streams without disrupting existing operations.

Same knowledge, different framing, completely different price point.

PH-B&T{ Iy ! - | | E i ;
APLEMENTATION BLUEPfT e m - PRACTICAL TRAINING = FASTER RESULTS

ThriveCart 8



S.M.A.R.T.E.R. Goals - Better ROI
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used by HR and L&D professionals.

What companies actually buy (and how to position it)

Source | Colby Kultgen via LinkedIn

The 3 currencies of corporate value
Corporate buyers evaluate every training investment through three specific lenses. Master
these, and you’ll know exactly how to position any expertise for premium pricing.

1) Time savings that multiply across the organization

Every hour you save per employee compounds exponentially. A workflow improvement that
saves 10 minutes daily equals 43 hours annually per person. When companies spend an
average of $874 per employee annually on training (Training Magazine, 2025), they’ll pay
significantly more for solutions that recover wasted time and redirect it toward revenue-
generating activities.

Frame your expertise this way: “This framework saves each team member 30 minutes daily in
meeting preparation. Across a 50-person department, that’s 25 hours recovered weekly -
over 1,200 hours annually. At an average salary of $75,000, you're recovering $43,000 in
productive time.”

2) Revenue generation that gets immediate approval

Corporate leadership development shows a $7 return for every $1invested (BetterManager,
2023). When your training directly drives sales, accelerates deals, or improves customer
retention, you're no longer competing for the training budget. You're tapping into revenue
growth budgets, which are substantially larger.

ThriveCart



Frame it this way: “This sales methodology increased close rates by 18% across three
implementations. For a team doing S5M annually, that’s $900,000 in additional revenue. Your
investment is $25,000.”

3) Risk mitigation that prevents catastrophic costs

One data breach averages $4.88 million in damages (IBM, 2024). Harassment lawsuits settle
for $36,000 to $200,000 (Kingsley & Kingsley, 2024). Compliance violations trigger
devastating fines. When you can show that your training prevents these scenarios, budget
objections disappear.

2 !
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Time Risk Revenue
Savings Mitigation Generation
43 hours annually $4.88M average $7 return for every

per employee saved

data breach cost

—_—

$1 invested

—

What companies actually buy (and how to position it)

Position your compliance, security, or HR-related expertise as insurance policies with
immediate ROI. Companies are a lot less likely to hesitate about paying a premium for your
expertise in order to avoid million-dollar disasters.

Business risks can be catastrophic

Here are some worst-case scenarios you can point out in your messaging:

In 2022, Hello Digit was In 2019, Equifax
agreed to pay up to
$700 million as part of
a settlement with the
Federal Trade
Commission following
a 2017 data breach.

The 2015 Volkswagen
emissions scandal (also
known as Dieselgate)
has cost VW $33.3
billion (as of June 2020)
in fines, penalties,
financial settlements,
and buyback costs.

fined $2.7m by the U.S.
Consumer Financial
Protection Bureau
(CFPB) for using a faulty
algorithm that caused
customer overdrafts
and penalties.

These figures do not account for reputational costs.

Sources | FStech, GDPRRegister, BBC, and Bloomberg

The same expertise can be positioned through any of these three lenses. Choose the one
that resonates most with your target buyer’s current pain point.
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Why your practitioner experience beats institutional credentials
You already have an advantage that formal institutions can’t replicate: you’re actively
solving these problems today.

Take project management as an example. Independent PMP prep courses range from $350 to
$1,500, while specialized Kanban and Agile training commands $69 to $159 per course
(ThriveCart Creator Economy Industry Report, 2025). Creators succeed because they teach
implementation strategies learned through actual project delivery, not textbook theory.

Major employers like JP Morgan, Goldman Sachs, and Capital One explicitly require Six Sigma,
Lean, and Agile credentials in job postings. This corporate demand creates sustained
opportunities for you when you teach these methodologies with real-world application.

Ql! The positioning is simple: while corporate trainers teach what
) should work according to last year’s frameworks, you teach

@
,Q,Q what actually works based on this quarter’s implementations.

What companies actually buy (and how to position it)
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How to reframe your existing expertise
Every skill you currently teach individuals solves a corresponding corporate challenge:

Time management for solopreneurs becomes meeting efficiency and project acceleration
for teams. Mindset coaching becomes leadership development and retention strategy.
Personal branding becomes corporate thought leadership and talent attraction.

Ask yourself: What expensive problem does my expertise solve when multiplied across 50,
100, or 500 people?

Organizations lose $15,138 per employee annually to inefficiency (Wrike, 2024). The same
training that helps one person save 10 hours weekly becomes exponentially more valuable
when it saves an organization 500 collective hours monthly.

Companies spend an average of $874 per employee annually on training (Training
Magazine, 2025). They're already allocating the budget. Your job is showing them how

your solution delivers better ROI than their current approach.

That's how you turn a $27 course into a $27,000 corporate program. Same expertise.
Different positioning. Exponentially different revenue.

What companies actually buy (and how to position it)

Al efficiency

Automation Potential
by 2030

Source | McKinsey

Marked
Difference
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57%
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Positioning your expertise for corporate buyers

Not all corporate training needs are created equal. Understanding where your expertise
fits in the corporate priority hierarchy determines both your pricing power and how quickly
you get budget approval.

Here’s how companies typically categorize their training investments, ranked from highest
to lowest urgency:

« Crisisresponse - Regulatory compliance deadlines, security incidents, leadership
crises, and merger integration. Highest urgency, premium pricing. For example, when
Starbucks faced a racial bias crisis in 2018, it closed 8,000 stores for company-wide
training within weeks, a $12 million investment that bypassed normal budget cycles
entirely [MIT Sloan, 2018].

« Strategicinitiatives - Digital transformation, culture change, innovation
methodology, and competitive differentiation. High priority with substantial budgets.

« Operational excellence - Productivity optimization, quality enhancement, cost

reduction, and process streamlining. Moderate investment for ongoing improvements.

«  Employee development - General skills building, career development, wellness
initiatives, and team building. Lowest priority, highest budget scrutiny.

Positioning your expertise for corporate buyers ThriveCart 13



Corporate priority hierarchy

({Qj) Crisis response

Highest urgency, premium pricing

@ Strategic initiatives
v High priority, substantial budgets

~{S+ Operational excellence
Igi ‘Moderate investment

Same expertise positioned differently = 3-5x price difference

Positioning your expertise for corporate buyers

How to position yourself in the top two tiers
Most creators instinctively position themselves at the bottom, offering “employee

development” or “general skills building.” That’s where budget scrutiny is highest and

pricing power is lowest.

Instead, look for the crisis or strategic angle in your expertise.

Teaching time management? Don’t position it as employee development. Position it as
operational excellence that cuts costs by eliminating wasted hours. Better yet, if the
company just announced a major initiative to improve efficiency, position it as a strategic
response to that specific goal.

Teaching leadership? Don't make it about career development. Make it about retention, a
strategic initiative that saves the company from expensive turnover. If they're facing a

leadership crisis or high-profile departures, you're offering crisis response.

The same expertise, positioned differently, commands 3-5x the price and gets approved

10x faster.
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Reading the room: How to identify where companies hurt most
You don’'t need inside information to figure out where a company sits on this hierarchy. The

signals are everywhere.

Check their recent press releases, LinkedIn posts from executives, and quarterly earnings
calls. Are they announcing new initiatives? That's strategic.

Are they responding to regulatory changes or industry disruptions? That’s a crisis.

Are they talking about “continuous improvement” or “operational efficiency”? That’s

operational excellence.

When you reach out or respond to inquiries, frame your expertise around the language
they’re already using. If the CEO just announced a digital transformation initiative, don’t pitch
“general Al training for teams.” Pitch “Al implementation strategy that accelerates your digital

transformation timeline by six months.”

You’re not changing your expertise. You’re changing how you connect it to what keeps
their executives up at night.

Positioning your expertise for corporate buyers

What's keeping CEOs up at night?

The top 5 actions CEOs are taking to safeguard organizational performance:
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Pursuing Adjusting Deploying fully Improving value Increasing
cost-efficiency pricing automated, communication product and
measures strategies robotic and Al to customers and service
systems stakeholders volumes
\. . J \. \.
Sources | Gartner
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Marketing to decision-makers without traditional sales calls
Here’s what works: demonstrate your expertise publicly in ways that decision-makers
discover organically.

Write a LinkedIn post analyzing a challenge their industry faces, showing the exact
framework you use to solve it. Create a case study showing how you've solved this problem
for a similar company. If you can name the company and include a testimonial from a satisfied
stakeholder, great. If not, whitelabelling the story is better than no story at all. Bottom line:

publish content that proves you understand their specific pain point better than anyone else.

Decision-makers are already searching for solutions. When they find your content and it
Speaks directly to their current crisis or strategic initiative, you’'ve done the hardest part of
the sale. They reach out to you already convinced of your expertise, already knowing roughly
what you charge, and already understanding the value you deliver.

This approach works because you’re not interrupting them with cold outreach. You’re making
yourself discoverable when they’re actively looking for answers. By the time they contact
you, they’ve self-qualified as serious buyers who need what you offer.

The positioning matters more than the outreach. Get the positioning right, and the right

Positioning your expertise for corporate buyers

buyers find you.

ThriveCart
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What makes companies say yes

You've positioned your expertise correctly. You're speaking the language of business
outcomes. Now comes the final step: converting interest into signed contracts.

Here are the four decision factors that tip companies from “this sounds interesting” to
‘where do we sign?”

1) Give them proof from companies they recognize
When you say “l implemented this at Microsoft, saving them $2.3 million,” you've just

answered every objection before it gets asked. Companies don’t trust credentials or
certifications nearly as much as they trust results from peer organizations.

What makes companies say yes

Build your case studies around the outcomes companies can verify. Include the company
name (with permission), the specific problem you solved, and the measurable result.
‘Reduced meeting time by 40%” is good. “Reduced meeting time by 40% for a 200-person
engineering team at [Company Name], saving 8,000 hours annually” closes deals.

If you're just starting with corporate clients, leverage your individual client results but
frame them in corporate terms. “I've helped 50 marketing consultants cut their client
reporting time by half. Here’s how that framework scales across your 20-person marketing

team.”

2) Make adoption automatic with ready-to-use systems

Corporate execs don’'t want to watch videos and figure it out themselves. They’re too busy
for that. Instead, they want you to hand them the exact templates, workflows, and
frameworks they can start using Monday morning.

Instead of just teaching, install. Provide the Notion workspace already set up with their
team structure. Give them the meeting agenda template pre-filled with their project
names. Hand them the decision-making framework customized for their approval process.

The less translation work they have to do between your training and their actual work, the

faster they say yes. When they can see exactly what changes on day one, budget approval
becomes simple.
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3) Start with a low-risk pilot that proves value quickly implementation, corporate buyers see exactly how she thinks through their challenges. By
the time they reach out, they’ve already tested whether her frameworks fit their situation.

Decision-makers want to believe you can deliver, but they also need to protect themselves if
you can’t. Remove that risk by offering a contained pilot program. Then show them your system is transferable. Document your methodology. Create
facilitator guides that turn your implicit knowledge into explicit steps. Show case studies
Propose working with one team first. Run a two-week sprint instead of a three-month where you trained their trainers and the results held.
engagement. Offer a single workshop before they commit to the full training series.
Companies pay premium rates for proven systems they can scale across locations and
Smart creators structure these pilots to demonstrate clear value while naturally leading to time zones. Your ability to transfer your expertise is what makes you worth $50,000
expansion. Your pilot with the sales team shows a 15% improvement in close rates? Now the instead of $5,000.
customer success team wants in. Your workshop saves the product team 10 hours weekly?
Leadership asks you to roll it out company-wide. Answer these questions in your positioning and content: ‘Can you prove this works? Can
we start immediately? Can this work without you here?’ You’ll spend less time selling and
The pilot isn't about doing less work for less money. It's about removing the buyer’s risk so more time delivering.
they can say yes faster.

4) Prove your system works independently

Companies need to see two things: that you understand their context and that your system
works without you in the room.

Build public content that demonstrates not just what you know, but how you apply it. When
Jodie Cook (see case study on pg 20) publishes detailed LinkedIn content about Al

What makes companies say yes ThriveCart 18



Case studies

Case study: The accidental corporate client

From $27 templates to $30,000 corporate programs

Jenni Maroney never set out to work with corporations. She built her seven-figure business
teaching established entrepreneurs how to create “second streams of income” through
digital products and group programs. Her clients were individual business owners looking to
Jenni’s Results: add $100,000 to $300,000 in annual revenue without burning out. She sold templates for
$27, group coaching for $2,500 to $10,000, and ran masterminds at $5,000 to $20,000.

$27 - $30,000 (templates to corporate programs) Then ThriveCart got in touch with an intriguing offer.
$3M+ earned

7-figure business (individual + corporate combined) Jenni was already a ThriveCart customer, using the platform to support her checkout pages

and sales funnels, but this time the company approached her as a client. They wanted her
to create an education series inside their education hub, teaching ThriveCart users how to
build and scale digital product businesses. The opportunity arrived not through cold
outreach or sales calls, but because decision-makers had been following her work and
understood the value she delivered.

I’m seeing more companies
wanting real creators who’ve
actually built what they teach,
versus long theoretical trainings
that don’t translate in real life.

How corporate buyers find creators

“Most business collaborations come from people following my work online or referrals from
partners,” Jenni explains. “I'm seeing more companies wanting real creators who've actually
built what they teach, versus long theoretical trainings that don’t translate in real life.”
Companies want practical, real-world training built on proven systems. “It saves them

Case studies ThriveCart 19



months or years of trial and error when they can hand their team a clear blueprint from
someone who's done it,” Jenni notes.

Same expertise, different price points

Her done-for-you corporate programs now command $10,000 to $30,000. What changes
across tiers is the level of customization, implementation support, and guaranteed

outcomes.

The challenges differ from individual sales: corporate timelines run longer, some teams
expect custom builds. But the opportunities outweigh the friction. Companies pay premium
rates for expertise that delivers measurable business impact.

The freedom factor

Jenni's favorite wins aren’t just the revenue numbers, though she’s earned over $3 million.
Her proudest results are “the freedom ones: more vacations, fewer client hours, and
businesses that don't fall apart when they step away.”

A single corporate contract can replace dozens of individual clients with less ongoing
support. The key is building your individual business first, then letting corporate
opportunities find you.

You don’t need to pivot your business model. Jenni maintains her individual offerings while

Case studies

selectively accepting corporate projects. The same frameworks that help individuals

succeed become exponentially more valuable when deployed across teams.

ThriveCart

20



Case study:
Building corporate revenue without sales calls

Jodie’s Results:

S0 sales calls (content-first model)
20,000+ students
$996/year software subscription

The biggest challenge is that
corporate buyers usually expect
sales calls, which does not align
with our model.

Case studies

The anti-sales model

Jodie Cook built Coachvox Al, a software company that creates Al versions of coaches and
consultants, with a radical constraint: no sales calls. Ever.

“We have built our business so customers can learn from our content and then subscribe
without any one-to-one calls,” Jodie explains. In an industry where corporate sales typically
require multiple discovery calls, demos, and negotiations, this approach seemed
counterintuitive. It works because Jodie systematically educates buyers before they
purchase.

Education as the entire sales process

Coachvox sells digital courses through ThriveCart that educate buyers before they
subscribe to the software. The Al for Coaches Toolkit and LinkedIn for Coaches Toolkit
($27-$29) serve as low-friction entry points and qualification mechanisms.

“‘Someone who buys once is far more likely to buy again,” Jodie notes. Over 20,000 coaches

have taken her courses, with high completion rates and strong conversion to the $996/year
software subscription.
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How companies discover you organically

Companies regularly purchase Coachvox courses - coaching practices, consultancy
owners, and business leaders upgrading their teams’ Al capabilities. They find Coachvox
through Google, LinkedIn, or published articles, not outbound sales.

“The biggest challenge is that corporate buyers usually expect sales calls, which does not
align with our model,” Jodie admits. But this filters for the right customers: companies
sophisticated enough to evaluate solutions independently.

The model creates a flywheel effect. New customers already understand Coachvox’s ethos
and trust the quality before subscribing. This dramatically reduces churn and sales cycle
length.

You don’t need traditional B2B infrastructure to capture corporate revenue. You need
content that educates buyers thoroughly and systems that convert education into
purchase decisions. When companies contact Jodie, they’re confirming what they already
believe. The content did the selling.

Case studies
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Pricing strategies that win corporate contracts

Corporate pricing follows different logic than individual courses. You're not charging for How to anchor your pricing

support, and risk mitigation. conversations at the premium tier, then offer scaled-down options if budget constraints

The pricing tiers that work
Build a pricing ladder that accommodates different corporate buying scenarios:

®¢ BEST FOR

Self-paced courses or toolkits
that require minimal
implementation suppaort.

5~ BUYER INSIGHT

These ¢ as low-risk trials
that

engagements.

can purchase these without
extensive approval
processes.

~ MID-TIER
($5,000-$15,000)

THIS IS THE MOST COMMON
STARTING POINT.

BEST FOR

Group training programs,
workshops, or cohort-based
learning with moderate
facilitation.

) BUYER INSIGHT

Companies at this level want
some customization and
direct access without a full
done-for-you service.

Pricing strategies that win corporate contracts

/A4 PREMIUM €

== ($20,000-$50,000+)

[f BEST FOR

Custom implementations,
done-for-you programs, or
comprehensive training with
ongoing support.

BUYER INSIGHT

Corporate buyers at this tier

solutions that integrate
seamlessly with existing
systems.

emerge.

When companies invest $S874 per employee annually in training and see $7 ROI for every
dollar spent on leadership development, they’ll understand training value. Frame pricing
around outcomes, not inputs. Instead of “$15,000 for a six-week program,” position it as
“$15,000 to reduce turnover 25%, saving $47,000 in replacement costs.”

Payment structures that get approved
Corporate procurement often requires specific payment terms. Offer flexibility:

« Annual licensing for software or content libraries
«  Milestone-based payments for custom work (50% upfront, 50% on completion)
+ Per-seat pricing that scales with team size ($500/person for 20-person cohorts)

+ Retainer arrangements for ongoing support and updates

The easier you make it for finance to approve your invoice, the faster you get paid.
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Making the transition

You don’t need to choose between individual and corporate clients. The most successful Both Jenni and Jodie landed corporate opportunities because buyers already followed their
creators maintain both revenue streams, letting corporate opportunities emerge naturally work. Neither cold-called prospects or created traditional B2B marketing.
from their existing work.
The low-risk pilot approach
30-90 DAY SALES CYCLE Companies hesitate to commit large budgets to untested vendors. Offer low-risk entry

points: pilot programs with a single department, proof-of-concept workshops, or self-
paced courses they can purchase without procurement hurdles.
INITIAL BUDGET LEGAL STAKEHOLDER SIGNED
CONTACT APPROVAL REVIEW ALIGNMENT CONTRACT _ _ _ _
Once you prove results with a pilot, expansion becomes easier. A $2,000 workshop that

@ @ J ':ﬁ\'?} improves team performance can lead to $20,000 comprehensive programs.
‘ b r’/'

What to expect

' NOTE: NET-30 OR NET- Corporate sales cycles run longer than individual purchases - expect 30 to 90 days from
6 gg:g;d"fggﬂrgﬁms | initial contact to signed contract. Budget approval, legal reviews, and stakeholder

alignment take time. This doesn’'t mean companies aren't interested.

Start with proof, not proposals

_ _ _ Payment terms differ too. Net-30 or Net-60 invoicing is standard. Expect requests for
Corporate buyers don't trust pitches. They trust results. Before approaching companies,

certificates of insurance, W9 forms, and vendor registration. These signal legitimate

build undeniable proof that your methodology works: _ . ,
business opportunities, not barriers.

Document specific outcomes from individual clients with metrics companies care about. . ) L ) i o
The transition rewards patience. Keep serving individual clients while building corporate

Create public content demonstrating your expertise through case studies that decision- . ] ) ) ,
credibility. When companies approach you with serious budgets, you'll have the proof and

makers discover organically.
g Y positioning to convert opportunities into sustainable relationships.
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Conclusion

The $16 billion shift from internal training to external expertise represents the largest
wealth transfer from corporations to independent creators in modern business history.
Companies are fundamentally restructuring how they develop their workforce, and this
transformation accelerates as skills expire faster than internal programs can adapt.

You don’t need to reinvent your expertise or abandon your individual business. The same
knowledge that helps one person succeed becomes exponentially more valuable when
deployed across corporate teams. What changes is how you frame outcomes, structure
pricing, and demonstrate business impact.
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Your next steps

Translate your expertise into the business problems it solves when scaled across teams.
Document measurable outcomes from existing clients using corporate language:
percentages, timeframes, cost savings, revenue impact. Create content that demonstrates
your methodology’s business value.

The opportunity exists today. Corporate training budgets continue growing while internal
capabilities shrink. Companies need practitioners teaching current solutions, not
institutions teaching outdated theory. Your real-world expertise positions you perfectly to
capture your share of this market shift.

The question isn’t whether this opportunity exists. The question is whether you’ll
position yourself to capture it.

Conclusion

Ready to join the platform that supports 4 million students across 12 million courses?

ThriveCart offers secure global checkouts and payments, configurable landing pages and
funnels, easy subscription and affiliate management, reporting and analytics, and a
learning management system (LMS) for content creation and hosting. All in a single
business-in-a-box platform.

New to the creator space? Looking for more revenue-generating ideas? Or simply keen to
dive deeper into everything that being a creator entails? Explore more with our Creator
Economy Industry Report.

Sign me up for ThriveCart | want the white paper
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