


I n t r o d u c t i o n
Before physically building a product or delivering a 
service, you should query your prospects and engage 
with them to see if they would be interested in pur-
chasing your idea; see if you can Validate An Idea. 

Just like all ideas, they grow. But instead of trying to 
perfect it before launch, get paid for development 
and build what your customers are looking for. 

This eBook will show you exactly what I did to launch 
Hatch’s 1000 Four program. We made $1,250 in a few 
days with 10 people buying. We had nothing devel-
oped other than the concept of delivering some sort 
of premium content for business growth. 



S p e n d
l e s s  t i m e

a n d  m o n e y
f i g u r i n g  o u t
w h at  s e l l s !



o r i g i n s
It was back 12 months ago and I had just spoken at the 
tedX event at Old Dominion University. My talk was on 
companies that should be lean and efficient. I used the 
term 1000 four, which describes what a community focus-
ing on starting and growing 1000 four employee compa-
nies, instead of trying to recruit the opposite: four 1000 
employee companies. 

Two days later I came up with taking that concept and 
turning it into a program that helps new and growing 
entrepreneurs. I didn’t know what I wanted to do with it or 
how I would do something with the program, just that I 
thought the target prospects may be looking for resourc-
es like this. 

I put together some sample language of what I thought 
would be provided, which was content, workshops and 
courses geared to those types of entrepreneurs named 
above. I put together a simple landing page which was 
text based on what I thought would be delivered, premi-
um content basically. And I offered lifetime access to this 
program for $125. I had no idea about pricing, but I picked 
a number that I thought would gauge interest enough and 
went with it. 

I did this my showcasing my tedX talk instead of just 
selling. I wanted folks to understand my passion in help-
ing them. I wrote to them in emails and in social posts. 



D ay  o n e

Pictured above is all we had on day one. Just sample text 
on a page.

I didn’t know what type of material would really be provid-
ed, but I was broad enough to see if anyone would 
pursue. At this point, I had a landing page with Call To 
Action Buttons linked to a PayPal button for $125 and a 
couple of emails prepared to send. I sent it out and also 
pushed it on social media. No big plan here, just a landing 
page and some simple expectations. 

And just a few days later, we had 10 sales at $125 each for 
a total of $1,125! All this by not knowing if there was 
interest or not. In my head, I knew that if we only had 1-2 
sales I would just refund, but to hit double digits in a few 
days with a decent price range, I knew we were on to 
something. Below I’ve broken down the few steps we did 
to validate and qualify our concept.  



va l i d at e
yo u r  i d e a

i n  6  s t e p s !
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When validating an idea, you likely have a following of 
some sort. A following of people who have bought 
from you in the past or friends who frequently like, 
comment or share your content. What type of key-
words or language do they typically communicate 
with you in. Try to tailor your language to that specific 
audience. Example: If your followers are typically 
younger males, speak in younger male tongue not old 
lady words. (I love all people)

People who tend to be early adopters, i.e. the ones 
you are looking for, are ones that will buy into a con-
cept. Take an inventory of who has communicated 
with you like this and add them to a list of prospects. 

m a k e  i t  E a sy  t o  u n d e r s ta n d
( F o c u s  o n  e a r ly  a d o p t e r s )



I n c e n t i v i z e

Give this some meaning, but also show what it would 
cost it they don’t buy. In this case, a customer would 
be buying at $125 for life. If they decide not join, they 
would spend $1,500 over three years. That’s $1,375. 
Big difference. 



u n d e r  s e l l  +  o v e r  d e l i v e r

Since you are not exactly sure what may work and 
may not, its key here to not oversell. You don’t want 
someone expecting something and never receiving it 
here. It’s safe to undersell here and offer one feature 
or something small with leading folks to know that 
more is expecting to come with customer collabora-
tion. 



One of the key elements to a purchase is to limit the 
amount of time allowed to buy. Why? When you give 
people outs, they tend to take them. We offered 
lifetime for one week. After that, we never offered it 
again and never at a price this low. 

o f f e r  f o r  s h o r t  p e r i o d
o f  t i m e



Don’t waste your time on people who are not pros-
pects or those you think may be the wrong fit. Now, 
I’m not saying don’t offer this to them because you 
could be wrong and they may want in. What I am 
saying is spend 80 percent of your time on prospects 
and the other 20 percent on the others. 

P r i o r i t y  t o  ta r g e t  
c u s t o m e r s



At the end of the day, the goal with validating an idea 
is to verify with some sort of data. In this specific 
case, money was the piece of data. For others it could 
be signing up for an email list or downloading an 
e-book. Another example would be signing up for a 
new app. Whatever the outcome, make sure you are 
using data to give you your answer not your ego. 

We tracked this data point by reviewing who pur-
chased the lifetime offer. For those interested in 
making the purchase, we had a hyperlinked buy now 
text or that said Lifetime access for $125 that took 
prospects to a PayPal link. Once they signed up, we 
had an email ready to send them welcoming to the 
program. 

In just one week, we were able to validate our mem-
bership idea. 

Fast forward to now, August 30, 2015. 1000 Four is 
going strong and we are constantly tweaking our 
content for our members. With an exclusive site only 
for members launching in the coming weeks.

m a k e  i t  e a sy  t o  b u y
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