
	  
	  

	  
	  

Introduction 
If you’ve been wrestling for some time with the project of building an 
online audience for your business or art, the claim that I can teach you 
to Triple Your Online Audience in 90 Days may seem a bit far-
fetched. 

It’s not. 

Of course, I only know that it’s not far-fetched because I managed to 
do it.  

Actually, I exponentially grew my online audience in 90 days – from 
about 100 interested Facebook friends to 10,000 attentive group 
members, many of whom soon became my clients and customers. So I 
know I can help you triple yours in the same time.  

That rush of success was a little bit insane, and very eye-opening.  

Still, to this day when I read other people’s success stories internally 
I’m like, “well that’s quite lovely for you, Madame Fancy Rich 
Smarty Pants Entrepeneur Person, but I don’t know how the heck I’m 
going to figure out how to do the same thing, you see, I am a mere 
mortal who lives a life of uncertainty and pain.” And then I feel funky 
and bitchy and eat a whole bag of popcorn and watch old episodes of 
Game of Thrones to console myself. 

I want to invite you to not have that self-pitying reaction right now.   

Not because I don’t want you to enjoy your pity popcorn (lordy knows 
I enjoy mine!), but because I believe you really can figure out how to 
have similar success with growing your audience and I’m here to 
show you exactly how to go about it.  



But first, let’s get something out into the open: 

The plain truth about why you absolutely DO NOT 
need to figure out your "ideal customer" or 
"niche."  
Every time I come across an online marketing expert telling coaches 
and authors and artists and other solopreneur-types that they must 
target a “niche” and direct their communications to an “ideal 
customer” I want to stab someone’s eye with a fork. 

Because it’s just not true.  

(To be totally clear, I’m not actually violent. I wouldn’t ever really 
stab someone’s eye with a fork. My id just feels like doing so because 
I dislike untruth that much. I especially dislike untruth which has to 
do with fulfilling an important mission like creating an audience for 
your worthwhile work.) 

If it’s not true – then why would a marketing expert say it? As far as I 
can tell, they say it for the same reason that my gradeschool teachers 
used to say that I had to do crossword puzzles: it’s busywork. It gives 
them something to talk about and something to have you do. 

Busywork does not grow your audience. 

Busywork does not increase your revenue. 

Busywork does, however, give marketing experts something to talk 
about. 

I’ll save you that busywork and tell you right now that your “niche” is 
humanity and your “ideal customer” is a person. 

The truth is you don’t need to nail down a niche or figure out an ideal 
customer or client because you are going to automatically attract the 
right kind of audience for your message and business when you do 
something that is absolutely radical: 

Be fully honest online about who you are, what you love, what you 
think about, and how you help humans with your products and 
services. 



Show up with so much realness and messiness and sincerity that you 
physically shake and feel queasy when you hit “publish” or “post.” 

That’s it, in essence. That’s really all you have to do. Be honest, 
explicit, vulnerable about who you are and how you help in as many 
places online as you can, and provide people with a way of remaining 
in contact with you. 

Here’s some places to practice your excruciating honesty: 

Your website. Online magazines. Other people’s websites. Your email 
list. Facebook. Other social media platforms that float your boat.  

Just show up and let your freak flag fly.  

Of course there’s a lot to say about the precise specifics of all of these 
mediums, a lot of little details to fully flying your freaky flag – but the 
main thing I want you to understand is this point, so I shall repeat it: 

Just show up and let your freak flag fly. 

 

The Catch 
The catch, of course, is that you can’t be fully honest online (i.e., with 
other people) unless you are fully honest with yourself about who you 
are, what you love, what you think about, and how you help people 
with your product and services. 

This is actually where most soon-to-be-very-successful-and-popular 
solopreneurs-and-artists (that’s you!) get stuck.  

The real place we get stuck with spreading our message and influence 
is not with identifying niche or ideal customer – but at being honest 
with ourselves. 

So here’s my BIG QUESTION to you: Who and what do you LOVE? 

I ask that big question instead of the equally big question “Who are 
you?” because “Who are you?” can be a bit of an existential hall of 
mirrors that’s useful for contemplation but not so useful for raking in 
cash monies. 

Meanwhile, the BIG QUESTION: Who and what do you LOVE? has 



the advtange of being an outward-facing inquiry that directs your 
attention to the world around you. 

The reason this is such an important question is this: if you’re going to 
be a hugely fulfilled business person / artist, you want an audience 
that you LOVE. Not an audience you feel luke-warm about, not an 
audience you disrespect. You want an audience that loves you and that 
you love RIGHT BACK in a mutual gooey ecstasy of appreciation. 

If “mutual gooey ecstasy of appreciation” sounds a bit intimate, you 
are right. It is intimate. Relating to an audience is incredibly intimate, 
if you’re doing it with integrity in a way that nurtures you and others. 

 

Your Mission, Should You Choose to Accept It 
Now that we’ve got this understanding in place, I’ll tell you the two 
actions that you can begin doing today in order to Triple Your 
Audience: 

1) Start seeking popular online magazines that you LOVE. 

Old advice about growing an audience used to include “guest 
blogging” which essentially means publishing an article on someone 
else’s website.  
 
While I’ve never seen “guest blogging” result in anything good for 
me, I have seen pure-and-simple “publishing in an online magazine” 
result in amazing things. It’s basically the same principle – except a 
magazine is – well, a magazine with many different voices appearing 
in it and not an individual’s blog. 

Online magazines, by and large, do not pay cash to writers who 
publish in them. Instead, they pay writers in a different and often 
ultimately much more lucrative currency: attention and audience. 

Online magazines usually give writers a little “author bio” section in 
which you put a few sentences about yourself and a link or two that 
you want people to follow. I usually link to both my coaching 
business website (carolyngraceelliott.com) and to my free Facebook 
group, The Dreamer’s Tantra.  



It’s crucial to have a link to a free group where people can join you, 
because that’s how you build your audience.  

I like to use a Facebook group because lots of people already regularly 
use and check Facebook, and after they join my group they’ll keep 
receiving notifications from it in their Facebook feed. They’ll be 
continually drawn in to it, drawn into my sphere of influence…. 
mwahahaha. 

The other advantage of running a Facebook group is that you get to 
interact and converse with the people in your audience. You develop a 
two-way relationship with them. This means that you can much 
readily understand how to tailor products and services to them. 

Also, when you’re leading a Facebook group where you’re 
consistently giving folks the gift of connecting them to other people 
they enjoy (by virtue of your writing for online magazines) and 
offering them resources (links, videos, audios, your comments and 
insight, etc.) that help them – you rapidly become an authority and 
you gain plenty of social proof that you’re awesome.  

This audience-building strategy of leading people to a free Facebook 
group is an incredibly powerful tool, it’s still a major foundation of 
my business, and it took me 3 years of experimentation to figure out.  

No one taught me to do this like I’m teaching you. Once I figured it 
out, I was genuinely confused as to why no online marketing guru 
person was teaching it, since it proved to be a way more effective 
audience-growing and revenue-generating tactic for me than building 
an email list or gathering “Likes” to a Facebok page, for example. 

So this is what I want you to do: begin your search today for a popular 
online magazine that absolutely tickles you. Something you adore 
reading. 

A magazine that you find yourself repeatedly checking throughout the 
day to see if new articles have been uploaded. A magazine that you 
feel compelled to share articles from on your own Facebook feed. 

You want to find a publication that you feel this passionately about, 
because if it resonates this deeply with you, this means that you 
probably would love the other people who love the magazine. 



And that’s who you’re looking to reach: the people you love. 

Here’s some examples of online magazines that I love (most of which 
I have published in – except VICE, because I haven’t yet figured out a 
seedy enough article to pitch): 

  Reality Sandwich – news and opinion on the worlds of psychedelia 

  VICE – news and opinion on the edgier side of life 

  Elephant Journal – essays and news for the yoga world 

  Shareable – thoughts on gift culture and sharing economies 

  BAD WITCHES – all about practical magic and culture 

  As you read these magazines, pay attention to how the articles are 
titled, what the articles are about, and start brainstorming about what 
sort of stuff you could write which would fit in with the style of the 
magazine. 

          Seek out the little tab somewhere on the magazine’s page that says 
“submit” or “contact us.” Read their submission requirements. Prepare 
to follow them.  

          Find the editor’s email address.  

          Get things off to a happy start by writing the editor a quick little email 
just to express how much you dig the magazine and how grateful you 
are for all their hard work! 

          Ideally, you want to become of service to the magazine editors and 
develop a friendly relationship with them – so that overtime they 
won’t even think twice about publishing your writing – they’ll see a 
byline from you and they’ll put it up because they know it’s good. 
  

  2. Brainstorm an essay that reveals truths about people you 
LOVE. 

  Here’s a big secret to writing and social media: everyone truly has one 
favorite topic, and that topic is themselves. 

          This is not a bad or selfish thing. This is a noble and beautiful thing. 
We humans have a drive to learn about ourselves, to learn who we are 



and how we can live better. 

          My hero, the transcendentalist philosopher Ralph Waldo Emerson, 
said the thing that we’re all most hungry for is a new thought, a new 
perspective. 

          So if you write an essay that teaches me something new about myself, 
that puts my life into a genuinely fresh and positive context, I will 
probably be your fan forever. 

          So teach people something new about themselves. See them in a fresh 
context and report what you see.  

  You don’t have to finish your masterpiece today, but I do want you to 
set aside 30 minutes and start jotting down notes for it. In other words, 
I want you to get this essay into motion.  

          The English word “essay” comes from the French word “essai” which 
is a verb that literally means “to try.” 

          So seriously, you’re just “trying” here. An essay is a piece of writing 
that “tries” to figure something out, and that’s all you have to do. 

          In order to create an audience that you love and who loves you right 
back, you need to be the vulnerable suitor who writes the first love 
letter. 

          You need to show other people that you understand them with deep 
compassion and appreciation and insight. You see qualities in them 
that the rest of the world might insult, but which you value. 

          A great place to start is just by asking yourself this question: what do 
the people I love have in common?  

          When I asked myself the question: what do the people I love have in 
common? the answer came to me fairly ready that the people I love – 
old and young, male and female, gay and straight – are all magical. I 
love people who are magical. 

  (Maybe you find that most of the people you love are vegan, or are 
sex-workers, or evangelical Christians. Maybe you most love 
Christian vegan sex-workers.) 

          And then I got curious: well, what exactly do I mean by that? What 



precisely does it mean to be a magical person? 

          So in order to try to answer that question (because remember, “to 
essay” means “to try”), I wrote an essay, “The 7 Traits of Magical 
People” which went viral on a popular online magazine and grew my 
audience from 100 to 10,000 in 90 days.  

          Folks loved that essay, because it helped them to understand 
themselves in a fresh, new light. 

          “Magical people” are not my “niche” or my “ideal customer.” They’re 
just who I happen to love: and folks of all genders, ages, flavors, and 
traditions can be magical. 

          So my audience is now built of magical people. And then it turns out 
that some of those magical people want to work with me and I want to 
work with them – and abracadabra, there’s my business. 

    

Why it's WAY better to publish "bad writing" 
than none at all. 
When I talk to my one-on-one clients about writing for online 
magazines, they’re often resistant to the idea at first. 

Most of this resistance comes from the fact that they judge their 
writing to be “bad,” they don’t see themselves as “writers,” and 
they’re worried that they’ll appear stupid. 

It’s just not true. 

The online world of popular readership is much, much, much more 
kind and enthusiastic than your 6th grade English teacher or the 
hipsters in your college poetry workshop. I promise you. 

You don’t have to be a Toni Morrison or an Earnest Hemingway to 
write a solid essay that gets attention, gets shared, and that rapidly 
triples or even exponentially grows your audience. 

You just have to be a loving, thoughtful person who’s willing to string 
some thoughts into sentence and paragraph form. 

Often times I give my clients the assignment to write  “a really bad, 



stupid, shitty, unoriginal essay” and start submitting it to online 
magazine editors to get published. 

Ruefully, they do as I say, because they have already paid me.  

And then, to their surprise, usually after a few weeks their essay gets 
published and their inbox and Facebook wall gets flooded with 
enthusiastic thanks and comments about the essay. 

So if you’re fearful that your writing is “bad” or “stupid” that’s my 
first dare to you: write a really bad, stupid essay and share it far and 
wide. 

Kill your perfectionism before it kills your livelihood, soul, dreams, 
heart, will-to-live. 

 

In Conclusion 
 

If you seek out online magazines that you love, write about and for 
the people you love, submit your writing to these magazines, put a 
link to a Facebook group that you run in your author bio, and do this 
consistently for the next 90 days, you will absolutely triple (or more!) 
your audience.  
 
And best of all, the audience that you attract will be people whom you 
naturally care about, get along with, and want to serve. 

 
It’s	  a	  well-‐known	  maxim	  of	  sales	  that	  people	  buy	  from	  other	  
people	  that	  they	  like	  and	  trust,	  and	  this	  right	  here	  is	  a	  
formula	  for	  creating	  an	  audience	  of	  people	  who	  like	  you,	  trust	  
you,	  and	  will	  want	  to	  buy	  from	  you.	  	  
	  
You’re	  welcome.	  
	  
Of	  course,	  this	  piece	  of	  wisdom	  is	  just	  the	  tip	  of	  the	  iceberg.	  
There’s	  always	  more	  to	  learn	  about	  growing	  and	  cultivating	  the	  
audience	  for	  your	  business	  and	  art.	  	  
	  
	  



What’s	  Next?	  
	  
On	  August	  15,	  2015,	  I’ll	  be	  launching	  THRILL,	  a	  virtual	  
masterclass	  on	  the	  fine	  art	  of	  writing	  for	  the	  social	  web	  that	  spans	  
3	  months	  and	  will	  transform	  your	  life.	  
	  
THRILL	  is	  designed	  to	  help	  you	  conquest	  the	  rest	  of	  the	  iceberg	  –	  
so	  you	  can	  have	  a	  huge	  adoring	  audience	  and	  a	  fat	  pile	  of	  profit	  for	  
your	  business.	  
	  
….	  and	  I’ll	  be	  sending	  out	  way	  more	  info	  about	  it	  soon.	  
	  
In	  the	  meantime:	  
	  
Feel	  free	  to	  email	  me	  at	  carolyngraceelliott@gmail.com	  with	  “tell	  
me	  about	  THRILL!”	  in	  the	  subject	  heading	  to	  learn	  more	  about	  the	  
masterclass….	  
	  
….or	  email	  me	  at	  carolyngraceelliott@gmail.com	  	  with	  “Triple	  
Your	  Audience	  in	  90	  Days”	  in	  the	  subject	  heading	  with	  your	  
questions	  about	  this	  process	  outlined	  in	  this	  PDF.	  	  
	  
love	  and	  magic,	  
Carolyn	  


