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One of the biggest fears teachers have after creating their retreat is not being able to find enough people to 

sign up and attend. 

Offering – marketing and promoting – your retreat to the right people doesn’t have to be onerous or scary 

as long as you give yourself enough time, commit to being visible AND maintain consistent action. 

My personal mantra when it comes to offering anything in my business is always ‘What else can I do?’ 

This doesn’t mean busy-ness, overwhelm or stress. It means calling in clarity to take the next most 

informed step to reach the right people in the right ways. 

So check yourself. If you ever feel you’re ‘doing everything you know to do’, remember that there is 

always something fresh and new and you get to call in those answers for yourself and take the next 

informed step. 

The majority of this workbook is going to support you to create your sales page: the second most important 

marketing tool to offer your retreat… 

What is the first most important? 

Your mindset! To offer and fill your retreat you must be so lit up about what it is that you’re offering that 

you’re excited to tell everyone about it and TRULY believe that they should all come along! Any fear of 

being visible or doubt in your ability to fill and lead an amazing retreat is going to make offering it to 

people difficult and this will show up in your registrations. 

Use this box to list three affirmations you can use to keep your vibration high and your mindset geared for 

success! 
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The page on your website you will use to offer your retreat is called the ‘sales page’. Sales pages are used 

for retreats, events, workshops and private classes. 

As you’ve registered for this program, you’ve seen at least one of my sales pages. Here are some examples: 

www.amymcdonald.com.au/amazingretreats 

www.amymcdonald.com.au/retreats 

As you can see from both of these pages, they are LONG, they have a lot of IMAGES, they have ONLINE 

PAYMENT options and they also use COLOUR and GRAPHICS. 

In addition to these elements, successful sales pages follow somewhat of a recipe. A version of this recipe 

is: 

  

1. Attention 

2. Problem 

3. Solution 

4. Credentials 

5. Features and Benefits 

6. Proof 

7. Offer 

8. Bonus 

9. Action 

10. Connect 

We will work through each of these elements so you can create the copy for your own retreat sales page. 

NOTE: The recipe is really important, but not as important as you feeling great about the content. It has to 

excite you, feel like your voice and intention and appeal to you from the images through to the copy. 

Remember: YOUR authentic passion makes the most compelling marketing.  

Worked Example: 

Here I am breaking down each of the 10 components so you can see how they work. I’m using the example 

of a retreat I used to lead in Bali that had a focus on self-care and was available for women only. 

1. Attention This is the headline of your offer: the name of your retreat. Remember the important elements 

of the module 1 training: stand out, be interesting and convey your passion!  
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For example: 

Self-care Now and Forever: a 7-day women’s retreat in Bali to craft the perfect daily self-care rituals for 

your lifestyle to take home and support you through life. 

Your turn: Write your attention-grabbing headline here: 

2. Problem 

This section is where you identify what the reader’s biggest problem is that is going to attract them to come 

to your retreat. It is about showing that you know them, what lights them up and what might be keeping 

them stuck. In this section you are looking to foster a sense of ‘How did they know so much about me?’ in 

the reader. 

For example: 

For many women selfcare is something that gets recommitted to on new years eve and perhaps significant 

birthdays. 

But in everyday busy life things like 15 minutes of meditation, a daily relaxing salt bath or an afternoon 

rush in the office without some sugary carbs just don’t happen. 

Firstly, this is normal. Trying to make selfcare changes when you’re stuck in the spin of the day-to-day can 

feel impossible.

Secondly, without being able to experiment and discover the perfect blend of selfcare rituals for you 

(rather than what the magazines and fads tell us is the right blend) only sets us up to fail. 

Your turn: Write the problem copy for your sales page here: 
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3. Solution 

Now its time to tell the reader that there is a solution to their problem and YOU have it. Be authentic, write 

it as you would say it and avoid making guarantees that you can’t actually deliver. 

For example: 

My Self-care Now and Forever Retreat is designed to give you the pattern interrupt you need to get out of 

pressure and get into paradise! A week on beautiful Bali discovering gorgeous beauty treatments, self-care 

rituals, pampering opportunities, reflection and meditation time, Yoga and gentle exercise and exceptional 

whole foods so you can blend together your own bespoke daily self-care ritual. And unlike other retreats, 

you’ll take this new way of being home with you, taking deep and loving care of yourself every day ahead. 

Your turn. Write your solution copy here: 

4. Credentials 

This is the section where you introduce yourself and explain why you are the best person to be leading 

your retreat and why you are an expert on the topic of your retreat. 

For example: 

As a former stressed out executive and step mum, I know what its like to be surviving the days, rather than 

thriving in them. I also know the undermining guilt that comes along with not taking great care of myself. 

After all, what sort of Yoga teacher doesn’t practice selfcare? 

These days I’ve taken myself off the guilt trip and have explored all sorts of daily rituals so that my 

committed practice is made up of only the elements that work for me, and none of the things I ‘should’ be 

doing. 

 Your turn. Write the copy for your credentials section here: 
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5. Features and Benefits 

This is the section where you list the features of your retreat as well as the benefits. As we discussed in the 

training call, the benefits are what drive people to invest. We need to understand the features, but we make 

an emotional decision to buy from reading about the benefits. 

List out the ‘feature… so… benefits’ statements of your retreat here: 

6. Proof 

This is the section where you would include testimonials. Testimonials need a first and last name and a 

photo to be believable to your reader. For testimonial examples, refer to the websites I’ve listed at the 

beginning of this workbook. 

Who are you going to approach to write you a testimonial? Which testimonials that you already have can 

you use to offer your retreat? 

7. Offer 

 This is the section where you list the pricing of the retreat. This would also be where you list the early bird 

and the super early bird pricing along with time constraints or quantity constraints. Use this grid to fill in 

your super early bird, early bird and regular prices and expiry dates 

PRICING CONTRAINTS

Regular

Early Bird

Super Early Bird
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8. Bonus 

You may or may not want to offer bonuses as a part of your retreat. It is important that you only offer 

bonuses that feel good to you AND make financial sense (Sakti and Siva!) 

Bonuses may include things like a spa treatment, a temple tour, a private healing session with you, a gift 

bag or journal etc. 

If you are going to offer bonuses, List them here and then use the table to write a juicy ‘feature… so… 

benefit…’ statement for each bonus. 

9. Action 

This is a summary section where you revise all of the great benefits of your retreat and strongly encourage 

people to sign up. For example: 

If you’ve beaten yourself up about self care or simply feel worn out and exhausted, I lovingly invite you to 

join me on the Self-care Now and Forever Retreat. With my guidance, a delicious toy box of self care 

rituals and practices, a tropical paradise and gorgeous company, you’ll not only have the time for yourself 

that you’ve been craving, you’ll prepare to return home with a daily practice that supports you into the 

future. 

(You could then repeat your buy now buttons.) 

Your turn. Write your action copy here: 

BONUS feature… so… benefit… 
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10. Connect 

This is the final section of your page and it is where you give the potential participant the opportunity to

connect with you to ask more questions etc. (You may want to include a FAQ section here once you start 

receiving questions from people.) Your email address or a contact form would work well. 

Now that you have your sales page completed, it is time to start sharing it with people! 

List here all of the avenues you can think of to share your sales page with people who are going to be 

interested in joining your retreat:  

Now that you have a list of outlets, use the marketing template bonus to schedule in each of these steps so 

you have a clear course of action and can stay out of overwhelm.  
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If this is your first retreat, there may be marketing outlets and methods you’ve identified that you feel 

strong about, and other where you might need to develop your skills. Which of the offering methods do 

you feel confident with? 

Which do you desire to feel more confident with? 

What additional support or training are you going to get for yourself so you feel confident to offer your 

retreat to as many people as you feel necessary to fill your retreat?  
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The most optimal place to offer your retreat is to your existing students. 

Think about it: they already know you and enjoy coming to your classes. They also trust you, which is an 

essential element when someone is making a purchase. 

So actively growing your studentship is an important part of filling your retreat. Commencing this no less 

than 6 months before your retreat commences will be of greatest benefit. 

What are you going to do now to increase your student numbers? 
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