
PROFITABLE
CHALLENGES
LAUNCHPAD
TASK 5 WORKSHEET
IF YOU DON’T HAVE A PRINTER - 
JUST DUPLICATE IT ON PLAIN PAPER



PROFITABLE
CHALLENGES
LAUNCHPAD

TASK 5 WORKSHEET

KEY POINTS
Welcome to the last day. The final day is here and it is 
your last task.

If you are still with us at this stage Thank you and Well 
Done!

This has been a complete GAME CHANGER for many 
of you and I am so proud of you all.

I am so impressed with how far you have all come and 
we are excited about seeing your challenge come to 
life. 

As you are all aware the Profit Mastery is open and 
some of you have already joined! 

Later today there is a Closing Party (I will talk to you 
later about this).
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ACTION POINTS
A.
Today’s task is about finding out how many people you 
need to get into your challenge. To do this you will need to 
go back to Day 1 and get your Milestone Target.

Milestone Target amount: £

You will now need to go to Day 2 and get the product you 
chose during the Value, Joy, Profit exercise.

How much was the upsell that scored the best (your 
chosen upsell)? £

Your Milestone income now needs to be divided by upsell 
price. This is how many you will need to convert from your 
challengees at the end of the week.

So for example, if your Milestone Target was £5,000 and 
your Upsell product was £500 you would need to sell 10 to 
hit your target income. 

Milestone Target                           divided by Upsell amount 
                           =                             challengees need to buy 
your upsell to hit your milestone income.
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B.
Now we need to workout how many people you need in the 
challenge in order to hit your milestone income whilst converting 
at the standard conversion rate of 5%.

5% is the norm. If you want to be more conservative you can use 
3%.

Conversion rate                                     % divided by challengees 
need to buy                         =                         total challengees 
needed

For example if the conversion rate is 5%.

It would look like this based on the above examples:

Part A - £5000 (income target), divided by £500 (upsell price) = 10 
(number of people need to buy upsell to hit target)

Part B - 10 (number of people need to buy upsell to hit target) 
divided by 5% (conversion into upsell %) = 200

So you would need 200 challengees in order to get 10 sales at a 
conversion rate of 5%.. 

If you want to be more conservative you can use 3% which would 
be 10 divided by 3% = 333 challengees.

TIP for phone calculators - most phones allow you to just use the 
% on the calculator. So just do this for part B:

Number of people needed to buy your upsell, then divide it 
by the number 5 and press the %, then press equals to get the 
challenge registrations you need.

Knowing these numbers will make you so much more determined 
and focused to get the required amount of people into your 
challenge.

Organic launches tend to convert better, cold leads the 
conversion will be lower. Your first organic launch could convert 
at 10%. Just remember a cold audience will not convert at 
such a high rate, you will need to take this into account.



PROFITABLE
CHALLENGES
LAUNCHPAD

TASK 5 WORKSHEET

What you need to post in the comments
in today’s task post

DON’T POST SCREENSHOTS OF THE 
WORKSHEET - REPLY DIRECTLY IN THE 
COMMENTS ON TODAY’S TASK POST

1.	 Number of upsells you need to sell to hit milestone 
income target

2.	 Conversion %

3.	 Number of challenge registrations needed

4.	 How this challenge this week has helped change the 
game for your business? How has it impacted you? How 
has it made you feel?

Thank you very much for taking part, I am truly humbled 
and been a busy and emotional week and I am so grateful 
to each and everyone of you.

I am so excited to see the opportunities you guys have 
ahead of you.

I really hope to see you at the closing party tonight, it’s 
time to say goodbye.

The group will close by Monday but commenting will be 
turned off on Saturday morning.


