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Welcome!
Hello, friend!

If you've ever wondered if a community 
was the "right way to go" for your creative 
business, let this workbook be a guide for 
you. 

As a singer/songwriter and blogger, I've 
managed commuities of fans, of readers, 
and of other songwriters. Here's what 
I've learned and how you can use it to 
create your own meaningful (and useful!) 
community around your own work. 

P.s. are you a songwriter (or a secret songwriter)?

Check out SongFancy for all the inspiration!

Happy reading!

https://www.pinterest.com/songfancy/
http://www.songfancy.com
https://www.instagram.com/sarahspencermusic/
https://www.facebook.com/sarahspencermusic
http://www.songfancy.com
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CHAPTER 1

Community 
is a two-way 
conversation.



1. C H A P T E R

True life-altering change happens 
inside of communities that allow for 
conversation rather than the one-sided 
monologues.

Email tends to be those one-sided 
monologies I'm talking about,  here. Don't 
get me wrong, you should absolutely be 
growing your email list and using your 
community to do it. But the most good 
can be done inside of a platform where 
your people can talk with you.

Talk with 
your people, 

not to your 
people.



In this workbook, we're going to  be examining my 
Facebook group, specifically, but your community 
doesn't have to be a Facebook group. 

You can check out other platforms like, Circle, 
Kajabi, Teachable, or a plug-ins that turn your 
own website into a membership site. 

Facebook is a great option for anyone beacuse 
right now, it's FREE to start a Facebook group.

Groups are a great place to get a lot of engagement 
and direct communication with your people. 

And the all seeing Facebook algorithm is 
rewarding group engagement right now—it's 
promoting group content to all of our home feeds. 

So for the low start up cost of $Free.99 you'll get 
some good exposure, little learning curve, and 
a built in audience. I definately recommend you 
consider a Facebook group as a place to start if 
you're starting from scratch.

Facebook groups rock!

However, yall. Collect email addresses for people 
inside your Facebook group. You wanna make sure 
you can capture these email addresses so you 
can stay in touch with people when Facebook 
inevitably starts charging you for reach inside of 
your own group.

1. C H A P T E R

There are multiple ways to capture the emails of those 
who enter your Facebook group. Let's look at how:



From the least tech-y to most tech-y:

Set up your group and 
make it public. 

Create entry questions 
so that when anyone 
asks to join, they'll be 
prompted to answer 
your questions first.

Make one of your 
questions, "Want to 

join our email list? If 
yes, enter your email 

address below." (You can 
also offer a freebie here 

for more incentive)

Add them as a 
subscriber to your list.

Emails captured:
Moderate

Make your group public.

Set up a landing page 
to download a freebie 

in exchange for an 
email sign up.

Link that landing page 
in a post.

Pin that post to the top 
of your group's feed and 
promote it in the group 

often.

People will enter their 
email address in your 
form, in exchange for 

the freebie.

Emails captured:
Moderate

Set your group to 
private (bit Visable).

Create a form on your 
website asking people 
to join your facebook 

group. 

When someone signs 
up on the form, trigger 

an email to send to 
them with the link to 
your private group.

Emails Captured:
Most

1 2 3

3 Ways to Collect Email Addresses from 
Facebook Group Members

Ask Them Give a Freebie Get Exclusive



CHAPTER 2

Picking the 
right promise.



A promise is a big deal.
When you start building a community, you're going 
to want to promise something to your potential new 
community members. 

You're going to want to show them exactly how joining 
this community is going to benefit them. 

So how do you pick that promise?

Because that's what it is, a promise. You can't break it. 

It's got to be something they're looking for, or that they 
didn't realize they needed. It's got to be something 
that is worth their time and energy. It's got to be worth 
the extra marketing emails they figure they'll probably 
be getting once they sign up, the extra notifications on 
Facebook, vying for their attention. 

It's got to be more than just re-posts of the same free 
blog posts that you're putting out every week on your 
website. 

2 . C H A P T E R



Knowing all that, what are you going to give 
them in return if they join this community?

Put this on a sticky note and slap it right by your 
computer or wherever you do most of your work. 

Write this down:

Give them a 
big win.

Give your people a big win. A huge win.

What is the biggest win that all of your potential 
customers or current customers are looking for? 

What do they want more than anything in the 
world? 

What are they coming to you for? 

Your ideal avatar or customers may actually 
want a few things, but what's at the heart of all 
those things? What is the common denominator 
that your avatar is searching for? 

Give her that.

2. C H A P T E R



Why are we going for a 
big win?

Because this is going to make the difference between 
your community being similar to somebody else's 
versus really truly establishing you as somebody who 
moves the needle for your customers or clients. 

If you're able to give them a huge win, they are going 
to come to you for more (and buy from you) because 
they trust you. 

They are thinking, "Man here she just did this for me, 
imagine what else they could do for me." 

You're going to be able to give them some thing 
that not everybody can. 

So go big. Go for the highest value you can possibly 
give them.

In the next chapter, we'll talk about how to resonably 
make that happen, so you don't burn out in the process. 
We gotta take care of you, too, sis! 

2. C H A P T E R



Worksheet:

What would be life-changing for my ideal customer?

  Answer:

If  she could take a magic pill to change something about  
herself  or her circumstances, would that be?

  Answer:

What's the one question that you get over and over again  
through email, comments, DM's, in person, etc.?

  Answer:

Picking Your Promise To Your People



CHAPTER 3

Preveting 
Burnout & 
Building In 
What You 

Need



2. C H A P T E R

You're serving your people in big ways. You cannot forget 
your needs in the process.

So at this point you have a great idea 
of how you could serve your people 
at the highest level by giving them 
what they most need: Their biggest 
win. 

And now, now I want you to 
think about what you need! 

Because community building should 
not be a chore or drain you. It should 
be hard work at times, but not feel 
like an endless hamster wheel of 
zero results. 

This is about you just as much as it is 
about them. It has to be sustainable 
for you.

Think about what you're 
energetically able to provide, and 
think about what you can automate.

I say Energetically, because it covers 
everything: 

Mental energy, physical energy, 
empathy energy, time. (I feel like 
empahthy requires a certain kind of 

This is about you, too, bby.

energy and it is definately a finate 
resource!) 

I'm not asking you to overpromise 
and burn yourself out. That is not 
the move. I want you to be healthy 
and happy and enjoy running your 
community—not feel like it's a 
drain and take all of your time and 
resources.

This is about you and them working 
together in an energetically 
sustainable way.

What is Energetically 
sustainable for you:
  
  • Mental energy
  • Physical energy
  • Empathetic energy
  • Time



Worksheet:

What is easy for me to provide a lot of  with reasonable effort?

  Answer:

What tools do I already have that I can utilize to move the needle for them? 

And what can I automate?   

  Answer:

What is off-limits for me?

  Answer:

Securing Your Needs So You Don't Burn Out



CHAPTER 4

Meaningful 
and Useful 

Engagement 
(& what to 

post!)



You've set up your group. 
Now what? Let's post!

OK, we're going to fast forward a bit:

Let's say that you've decided to start building your free 
community in a Facebook group. Great choice! 

You're collecting email address from people that enter 
the group so you're also growing your email list and 
keeping in touch with them there.  Awesome! 

Now what? What do you post?

Let's look at the 5 types of post I post regularly inside 
my group.

4. C H A P T E R



Let's talk about getting you TONS of 
engagement that's not only meaningful 
to your group members, but is actually 
useful for you in the long run.

What this is not:

Daily threads.

We've all seen those daily threads on 
Facebook.  And look, maaaybe they're 
working for someone out there. BIG BUT: 

I have never gotten good 
results from daily themed 
posts, so I don't teach them. 

Daily themed posts did absolutely 
nothing for me. 

What am I posting in my group these 
days? 

I always strive to post things that either 
a offer big value to my group members 
like mini blog posts.

Or I'm sharing posts that give them an 
opportunity to jump in and join the 
conversation. 

I also post direct links to my most recent 
blog posts on SongFancy.com, general 
promotion of my own music (sparingly 
but without fear) and other going's on 
that are relevant to their interests. 

http://www.songfancy.com


With everything I post inside my group I 
always end the post with a question that 
makes it super duper simple for people 
to just drop a comment and answer. 

So here are the 5 types of posts I utilize 
and how you can do the same in your 
own communities:

5 Types of Posts
for Meaningful & Useful  

Engagement

1. Tell Me About Yourself Posts

2. Go Off Posts

3. Countdown Posts

4. Market Research Posts

5. Proactive Helper Posts



TELL ME ABOUT YOURSELF POSTS

GO OFF POSTS

COUNTDOWN POSTS

These are the types of questions that I 
would love to ask people if we were all 
in a room together getting to know one 
another in person. They're super quick and 
easy to answer questions that nobody has 
to think about too hard. It gives people an 
opportunity to jump right in and share their 
opinion or share hope or dream or goal and 
talk about some thing that they really love.

Go off on soemthing! Write essentially a 
300ish word blog post every week or so 
inside the group. Topics should be something 
that you know is important to your people, 
or something that you have a lot of feelings 
or knowledge about. They serve people by 
giving them a ton of information and even 
solve some problems for them. They also 
establish you as an authority on the topic.

Post 3-5 days of countdown posts before an 
important event. This may seem like fluff, 
but it's actually very helpful to the people 
in your group. You never know exactly what 
somebody's going to see on Facebook. In 
fact, the majority of your content is going 
to go unseen. So having something like a 
countdown to an important event is useful 
for making sure you get the most people 
reminded that your event is about to happen.



MARKET RESEARCH POSTS

PROACTIVE HELPER POSTS

BONUS!

WHAT FEELS RIGHT POSTS

This is a HUGE reason why you should build 
a community around your creative biz: Inside 
your group, you get to ask your people 
directly what they need from you. I regularly 
post into the group things like, "Hey guys, I'm 
looking for more blog content to write about 
on SongFancy. What do you want to know?" 
You can even engage them and fun exercises 
that help you understand exactly what they 
need. Even... build products for them!

These are answers to FAQ questions, 
reminders of how my group and the 
challenge works, welcome posts and things 
like that. These answer questions your 
members may have before they have to 
ask. This helps them get aquatinted, get 
onboarded, and helps your inbox from being 
flooded with "How do I do this?" messages.

Post what feels right. Keep your finger on 
the pulse of your group. You may find that 
current events dictate what feels right. Or 
maybe your group members are needing 
a new direction. Pay attention, be in the 
comments, and post what feels right for your 
group members.

http://www.songfancy.com


Worksheet:
How To Ask Your People What They Need
(Aka Market Research, but make it fun)

Ask these questions inside of  your group and record the answers your group 
members share with you.
 
In this worksheet, give them a go yourself ! How well do you know your 
people? What do you think they'll say?

"What is your biggest struggle with {your niche}?"

"If you had a magic wand that would change 
anything about your circumstances related to 
{your niche}, what would it be?"

"What is keeping you from {reaching their dreams 
as it relates to your niche} today?"

Your anwer:

Your anwer:

Your anwer:



CHAPTER 5

Converting Them 
to Customers 

(& Building the 
Right Products)



5. C H A P T E R

Ok, Here's the part we've all been 
waiting for. So now that you have 
this engaged, happy, & healthy 
community, how do you turn them 
into paying customers? I'm so glad 
you asked :)

You are still going to use your email 
list to market to people. 

I won't go in depth into how 
exactly do that because it's a whole 
'nother universe, but absolutely 
collect email addresses from your 
community members because they 
are going to be the most likely people 
to purchase from you. 

Your community can be your number 
one list builder.  And you should 
absolutely be selling to your email 
list.

So that's step one: collect email 
addresses!

Let's talk about those market 
research posts. Remember how I 
told you to save all of the comments 

and language that people respond 
with?

Get ready. This is huge:

Create products that solve 
their pain pints.

Literally create products and services 
that solve the needs of your people, 
they're literally telling you what they 
need. 

That's the wonderful thing about 
having a community, you don't 
have to go out into the World Wide 
Web and Quora and research what 
questions people are asking and 
get on Reddit and get have an 
automated google RSS feed sent 
to your inbox every day. Where's my 
hair-pulling-out-emoji?!

You can just ask your people in your 
community what they need. 

Listen and create: It's 
literally the yellow brick 
road right into the hearts 
of your people.



5. C H A P T E R

Create products & 
services that solve 
the problems that 
your people are 

having.
(they're literally telling you what they need. )



Are you a  
secret songwriter?

Come join SongFancy's Song Club!
Song Club helps songwriters write more, and make friends 

inside an amazing community. Get songwriting prompts, join on 
live write-ins, and grow your songwriting skills.

If you're a secret songwriter or an old pro who needs some 
inspiration, Song Club will help keep you writing!

From SongFancy

JOIN SONG CLUB

http://www.mysongclub.com
http://www.songfancy.com
http://www.mysongclub.com
http://www.mysongclub.com

