
Lesson 7 — Turn Your Content Into Affiliate Sales 

Absolutely. This is the point where students connect everything they've learned so 

far. 

They now understand affiliate marketing, their niche, their audience, potential 

products, audience building, content creation and validation. 

Now we answer the question: 

“How do I turn helpful content into affiliate commissions without becoming 

pushy or salesy?” 

The key principle for this lesson is: 

Don't try to sell everyone. Help the right person make the right decision. 

That fits the Knowledge Base emphasis on clear problem-solution fit, customer-

centricity, simple and accessible experiences, and trust/community 

engagement. NorthStar also emphasises sustainable, aligned growth rather than 

adding complexity simply for the sake of growth.  

 

Lesson 7 — Turn Your Content Into Affiliate Sales 

Lesson objective 

By the end of this lesson, students will understand: 

• How an affiliate click turns into a potential commission.  

• The difference between attracting attention and creating buying intent.  

• How to recognise people who are ready to consider a product.  

• How to create content that naturally leads to an affiliate recommendation.  

• How to use calls-to-action.  

• How reviews and comparisons can support affiliate sales.  

• How to create a simple affiliate marketing funnel.  

• How to recommend products without being pushy.  

• Why trust matters more than aggressive selling.  

• How to track and improve their results.  

 



1. Welcome to Lesson 7 

Let's look at everything you've built so far. 

Lesson 1 

You learned: 

How affiliate marketing works. 

Lesson 2 

You chose: 

A specific niche and audience. 

Lesson 3 

You identified: 

Potential products and services. 

Lesson 4 

You learned: 

How to start attracting your audience. 

Lesson 5 

You learned: 

How to create useful content. 

Lesson 6 

You learned: 

How to test whether people actually want what you're offering. 

Now we connect the dots. 

The journey becomes: 

Audience 

↓ 

Content 

↓ 

Problem 



↓ 

Solution 

↓ 

Affiliate recommendation 

↓ 

Click 

↓ 

Potential qualifying action 

↓ 

Commission 

That's the basic engine we're going to build. 

 

2. Attention Is Not the Same as Sales 

This is one of the most important concepts in affiliate marketing. 

You might have: 

10,000 views 

and make: 

£0 

You might have: 

500 highly relevant views 

and generate: 

affiliate clicks and commissions. 

Why? 

Because not everyone who sees your content is ready to take action. 

Your job isn't simply to get attention. 

It's to attract the right attention and help people move toward an appropriate 

solution. 



 

3. The Customer Journey 

Let's imagine someone is interested in home fitness. 

They might go through this journey: 

Stage 1 — Problem 

“I'm getting out of shape.” 

↓ 

Stage 2 — Research 

“How can I exercise at home?” 

↓ 

Stage 3 — Education 

“What equipment do I need?” 

↓ 

Stage 4 — Comparison 

“Should I buy dumbbells or resistance bands?” 

↓ 

Stage 5 — Decision 

“Which set should I buy?” 

↓ 

Stage 6 — Action 

They purchase. 

Your content can meet them at different points in this journey. 

 

4. Content for Different Buying Stages 

This is where affiliate marketing becomes much more strategic. 

Early-stage content 

Helps people understand their problem. 



Example: 

“Why You Struggle to Stay Consistent With Exercise.” 

Middle-stage content 

Helps them understand solutions. 

Example: 

“Can You Get Fit With Home Workouts?” 

Decision-stage content 

Helps them choose. 

Example: 

“Resistance Bands vs Dumbbells.” 

Purchase-stage content 

Helps them evaluate a specific product. 

Example: 

“Beginner Resistance Band Set Review.” 

The closer someone gets to making a decision, the more appropriate product-

focused content becomes. 

 

5. The Buying Intent Ladder 

Give students this simple framework: 

Low intent 

“What is this?” 

Medium intent 

“How does this work?” 

Higher intent 

“Which option should I choose?” 

High intent 

“Which product should I buy?” 



Very high intent 

“Is this specific product right for me?” 

Your content strategy can support people at every level. 

 

6. What Is an Affiliate Link? 

An affiliate link is a special tracking link provided by an affiliate programme. 

When someone uses your unique link and completes the programme's qualifying 

action, the affiliate programme can attribute that action to you and potentially pay 

you a commission. 

The exact rules vary by programme. 

For example, the programme may pay when someone: 

• Makes a purchase  

• Starts a subscription  

• Signs up  

• Completes another qualifying action  

Always check the individual programme's terms. 

 

7. Your Job Isn't to Force the Click 

This is an important mindset shift. 

Your job isn't: 

“How can I trick someone into clicking?” 

Your job is: 

“How can I make the next step useful and relevant?” 

If someone has just read: 

“5 Best Beginner Cameras” 

it's reasonable to say: 

“You can compare the cameras mentioned here.” 

That's useful. 



But if someone is reading: 

“What Is Photography?” 

and suddenly gets: 

“BUY THIS CAMERA NOW!” 

the recommendation may feel disconnected. 

 

8. Relevance Is Everything 

Ask three questions before recommending something. 

Question 1 

Does my audience actually need this? 

Question 2 

Does it genuinely address the problem? 

Question 3 

Is this the appropriate next step for this person? 

If the answer is no, don't recommend it. 

Your credibility is more valuable than one additional click. 

 

9. Trust Is Your Hidden Asset 

Affiliate marketing is ultimately a trust business. 

Imagine two people recommending the same product. 

Person A 

“BUY THIS! BEST PRODUCT EVER!!!” 

Person B 

“This could be a good option if you're looking for X. However, if you need Y, I'd 

consider something else.” 

Who sounds more trustworthy? 

Usually, the second person. 



Why? 

Because they're helping you make a decision rather than simply pushing you toward 

a sale. 

 

10. Be Honest About Limitations 

Good affiliate content doesn't only talk about benefits. 

It also explains: 

Who might NOT want this product? 

For example: 

“This is a good option for beginners, but if you're a professional user, you may need 

something more advanced.” 

That actually increases credibility. 

You are demonstrating that you're thinking about the customer rather than only the 

commission. 

 

11. The Affiliate Recommendation Formula 

Teach students this: 

Problem → Product → Why → Who It's For → Who It's Not For → Next Step 

Example: 

Problem 

“I need a simple way to exercise at home.” 

Product 

Resistance bands. 

Why 

They're compact, relatively simple to store and can support many exercises. 

Who it's for 

Beginners and people with limited space. 

Who it's not for 



Someone specifically looking for heavy barbell training. 

Next step 

Explore the relevant product options. 

That's much stronger than: 

“These bands are amazing. Buy them!” 

 

12. Product Reviews 

Reviews can be powerful affiliate content because people often search for them 

when they're considering a purchase. 

A useful review should answer: 

What is it? 

Explain the product. 

Who is it for? 

Identify the ideal user. 

What problem does it solve? 

Connect it to the audience's need. 

What are the benefits? 

Explain what makes it useful. 

What are the limitations? 

Be honest. 

What should someone consider? 

Help them make a decision. 

What's the next step? 

Provide a relevant option to learn more. 

 

13. A Simple Review Structure 

Students can use: 



1. Introduction 

What is the product? 

2. Who is it for? 

Who might benefit? 

3. Key features 

What does it do? 

4. Benefits 

Why might those features matter? 

5. Limitations 

What should people know? 

6. Alternatives 

What else might they consider? 

7. Verdict 

Who should consider it? 

8. CTA 

Where can they learn more? 

This keeps the review customer-focused. 

 

14. Comparison Content 

Comparison content is another useful format. 

Examples: 

Product A vs Product B 

Platform A vs Platform B 

Beginner Option vs Advanced Option 

Cheap vs Premium 

The important thing is not to declare: 

“This is the best!” 



without context. 

Instead: 

“This is better for X, while that is better for Y.” 

Now you're helping the customer decide. 

 

15. The Comparison Framework 

Create a table like: 

Feature Product A Product B 

Best for   

Price level   

Ease of use   

Key benefit   

Limitation   

Best suited to   

Then finish with: 

Choose A if… 

Choose B if… 

This makes the recommendation much more useful. 

 

16. Buying Guides 

A buying guide can combine everything you've learned. 

Example: 

“The Beginner's Guide to Choosing a Home Fitness Equipment Set.” 

You could cover: 

1. What problem are you trying to solve?  

2. How much space do you have?  



3. What's your budget?  

4. What type of exercise do you want to do?  

5. What features matter?  

6. What products should you consider?  

7. Which option might suit different users?  

This type of content can naturally contain relevant affiliate recommendations. 

 

17. The Simple Affiliate Funnel 

Now introduce the concept of a funnel. 

A funnel is simply the journey from first discovering you to taking an action. 

For example: 

Social post 

↓ 

Helpful article/video 

↓ 

Product comparison 

↓ 

Affiliate link 

↓ 

Merchant/product page 

↓ 

Qualifying action 

That's a simple funnel. 

You don't need a complicated 27-step marketing machine. 

 

18. A Beginner Funnel 

For your students, keep it simple: 



Step 1 

Create useful content. 

Step 2 

Give the person a relevant next step. 

Step 3 

Send them to a more detailed resource. 

Step 4 

Introduce relevant products. 

Step 5 

Provide the affiliate link. 

That's enough to begin. 

 

19. The Content Funnel 

Here's an example. 

Content 1 

“How to Start Working Out at Home.” 

↓ 

Content 2 

“What Equipment Does a Beginner Actually Need?” 

↓ 

Content 3 

“Resistance Bands vs Dumbbells.” 

↓ 

Content 4 

“5 Beginner Resistance Band Sets Compared.” 

↓ 

Affiliate recommendation 



Relevant product links. 

Notice what's happening. 

The audience is gradually becoming more informed. 

 

20. Don't Skip Straight to the Sale 

Imagine someone searches: 

“How do I start exercising?” 

and your first response is: 

“Here's a £500 home gym.” 

That's too big a jump. 

Instead: 

Start with the problem. 

Then: 

Educate. 

Then: 

Explain possible solutions. 

Then: 

Help them compare. 

Then: 

Recommend. 

The Knowledge Base emphasises user-centric design and clear problem-

solution fit, which supports this gradual approach.  

 

21. Calls to Action 

A CTA tells someone what to do next. 

Examples: 

“Read the full comparison.” 



“See the products I compared.” 

“Check the current features.” 

“Explore the options.” 

“Watch the next guide.” 

“Get the checklist.” 

The CTA should make sense in context. 

 

22. Weak vs Strong CTAs 

Weak 

“CLICK MY LINK!!!” 

Better 

“If you'd like to compare the options I discussed, you can explore them here.” 

Weak 

“BUY NOW!” 

Better 

“You can check the current details and availability here.” 

The second approach feels more informative. 

 

23. Use One Clear CTA 

Beginners often give people ten options. 

Click here. 

Subscribe there. 

Follow me. 

Buy this. 

Download that. 

Join my group. 

Too many choices can create confusion. 



For many pieces of content: 

Choose one primary next step. 

Keep it simple. 

That aligns with the Knowledge Base's emphasis on simplicity and accessibility.  

 

24. The “Next Best Step” 

Instead of asking: 

“How can I get this person to buy?” 

Ask: 

“What is the next best step for this person?” 

For a beginner: 

Learn more. 

For someone researching: 

Compare options. 

For someone ready to buy: 

Explore the product. 

This creates a more natural customer journey. 

 

25. Affiliate Disclosure 

This is an important part of responsible affiliate marketing. 

Students should clearly disclose affiliate relationships where required. 

A simple example might be: 

“This post contains affiliate links. If you purchase through one of these links, I 

may earn a commission at no additional cost to you.” 

The exact disclosure requirements depend on where the student operates, the 

platform being used and applicable laws/regulations. 

Teach students: 

Don't hide the fact that you may earn a commission. 



Transparency protects trust. 

 

26. Don't Make False Claims 

Students should never claim: 

“I personally use this product” 

if they don't. 

They shouldn't claim: 

“This will definitely make you £10,000.” 

They shouldn't claim: 

“Everyone needs this.” 

They shouldn't invent: 

• Results  

• Testimonials  

• Experiences  

• Statistics  

• Product features  

Trustworthy affiliate marketing requires accurate representation. 

 

27. Don't Recommend Just Because the Commission Is High 

This is a major trap. 

Imagine: 

Product A 

Commission: £50 

Poor fit for your audience. 

Product B 

Commission: £10 

Excellent fit. 



Which should you recommend? 

Potentially Product B. 

Why? 

Because the long-term asset you're building is: 

Trust. 

If you consistently recommend poor-fit products because they pay more, people may 

stop listening to you. 

 

28. Your Reputation Is an Asset 

Think beyond the individual commission. 

One person might: 

• Read your content today.  

• Return next month.  

• Subscribe to your email list.  

• Buy another product later.  

• Recommend you to a friend.  

• Share your content.  

Your relationship with your audience can become more valuable over time. 

NorthStar's emphasis on sustainable growth and customer/community relationships 

supports thinking beyond short-term transactions. 

 

29. Track Your Numbers 

Once you begin using affiliate links, start paying attention to your data. 

You may be able to track: 

Traffic 

How many people see your content? 

Clicks 

How many people click your affiliate link? 



Click-through rate 

What percentage click? 

Conversions 

How many qualifying actions occur? 

Commission 

How much revenue is generated? 

Conversion rate 

What percentage of clicks result in a qualifying action? 

The exact tracking information depends on the affiliate programme. 

 

30. The Basic Affiliate Math 

Keep the maths simple. 

Imagine: 

1,000 people see your content. 

10% click your affiliate link: 

100 clicks 

20% of those people complete the qualifying action: 

20 conversions 

If your average commission is: 

£10 

Then: 

20 × £10 = £200 

This is only an illustration. 

Actual results can vary enormously. 

The point is to understand the relationship: 

Traffic → Clicks → Conversions → Commission 

 



31. Don't Obsess Over Traffic Alone 

Imagine you have: 

Scenario A 

10,000 visitors 

1% click 

100 clicks 

Scenario B 

2,000 visitors 

10% click 

200 clicks 

Scenario B has fewer visitors but more clicks. 

This is why improving: 

• Relevance  

• Content  

• Trust  

• CTA  

• Product fit  

can sometimes be more useful than simply chasing more traffic. 

 

32. Improve One Thing at a Time 

Suppose your content gets lots of views but very few clicks. 

Possible problem: 

The CTA isn't compelling or relevant. 

Test a different CTA. 

If people click but don't convert: 

The product or offer may not be a good fit. 

Test a different product. 



If nobody sees the content: 

Improve the topic, title, distribution or platform strategy. 

This is another feedback loop: 

Measure → Identify bottleneck → Test → Improve. 

 

33. Your Affiliate Marketing Bottleneck 

Ask: 

Where is my biggest bottleneck? 

Is it: 

Traffic? 

Not enough people are seeing your content. 

Engagement? 

People see it but don't care. 

Trust? 

People aren't ready to take your recommendation. 

Clicks? 

People are interested but don't take the next step. 

Conversion? 

People click but don't complete the qualifying action. 

Find the bottleneck. 

Then work on that. 

Don't randomly change everything. 

 

34. The Affiliate Sales Formula 

Give students this: 

Relevant Audience + Useful Content + Trust + Relevant Offer + Clear CTA = 

Affiliate Opportunity 



Not: 

More links = more money. 

 

35. Example: Complete Affiliate Journey 

Let's put it all together. 

Niche 

Home fitness. 

Audience 

Busy beginners. 

Problem 

They don't know what equipment they need. 

Content 

“7 Pieces of Equipment Beginners Actually Need.” 

↓ 

Education 

Explain what each item does. 

↓ 

Comparison 

“Resistance Bands vs Dumbbells.” 

↓ 

Recommendation 

“3 Beginner Resistance Band Sets Compared.” 

↓ 

CTA 

“Explore the options.” 

↓ 

Affiliate link 



Customer clicks. 

↓ 

Merchant website 

Customer evaluates the product. 

↓ 

Qualifying action 

Affiliate programme attributes the action. 

↓ 

Commission 

You potentially earn a commission. 

That's the complete journey. 

 

36. Lesson 7 Practical Exercise 

Now students build their first simple affiliate funnel. 

Step 1 — Choose a Problem 

My audience struggles with: 

 

 

Step 2 — Choose a Solution 

A relevant solution could be: 

 

 

Step 3 — Choose the Product 

The affiliate product/service I want to explore is: 

 

 

Step 4 — Create the Content 



Title: 

 

Hook: 

 

Problem: 

 

What I'll teach: 

 

Solution: 

 

 

37. Create Your CTA 

Complete: 

“If you'd like to __________, you can __________.” 

Example: 

“If you'd like to compare the equipment options, you can explore them here.” 

Your CTA: 

 

 

38. Create Your Affiliate Disclosure 

Complete: 

“This content contains affiliate links. If you purchase or complete a qualifying 

action through one of these links, I may earn a commission at no additional 

cost to you.” 

Students should adapt this to the rules applicable to their location, programme and 

platform. 

 

39. Build Your Simple Funnel 



Complete: 

Traffic source 

Where will people find me? 

 

↓ 

Content 

What will I create? 

 

↓ 

Next step 

Where will I send them? 

 

↓ 

Affiliate recommendation 

What product/service will I recommend? 

 

↓ 

CTA 

What should they do? 

 

 

40. Your First Affiliate Content Plan 

Have students create these five pieces: 

Content 1 — Problem 

“Why ______ is difficult for beginners.” 

Content 2 — Education 

“How to ______.” 



Content 3 — Solution 

“What you need to ______.” 

Content 4 — Comparison 

“A vs B: Which is better for ______?” 

Content 5 — Recommendation 

“My options for ______.” 

Now they have a mini-funnel. 

 

41. Lesson 7 Quick Check 

Question 1 

What should come before an affiliate recommendation? 

A. Understanding the audience's problem 

B. A random product 

C. The highest commission 

D. A huge following 

Answer: A 

 

Question 2 

Should you recommend a product simply because it pays the highest commission? 

A. Yes 

B. No 

Answer: B 

 

Question 3 

What is the purpose of a CTA? 

A. Confuse the audience 

B. Tell the audience what the next step is 

C. Hide your affiliate relationship 

D. Guarantee a sale 

Answer: B 



 

Question 4 

What is generally more important long-term? 

A. One extra commission 

B. Building trust with the right audience 

Answer: B 

 

Question 5 

If lots of people click but few complete the qualifying action, what should you 

investigate? 

A. Product/offer fit and conversion experience 

B. Your logo 

C. Your niche name 

D. Your profile picture 

Answer: A 

 

42. Lesson 7 Key Takeaways 

Give students these five points: 

1. Your content should help people move toward a solution. 

2. Match your recommendation to the person's stage in the buying journey. 

3. Trust is more valuable than aggressive selling. 

4. Use clear, relevant calls-to-action and disclose affiliate relationships 

appropriately. 

5. Track the journey from traffic → clicks → qualifying actions → commissions. 

The big lesson: 

Affiliate marketing isn't about pushing products. It's about connecting the right 

person with a relevant solution at the right time. 

 

43. Lesson 7 Homework 

Before moving to Lesson 8, students should: 



• Choose one audience problem.  

• Choose one relevant affiliate solution.  

• Create one problem-focused piece of content.  

• Create one educational piece.  

• Create one comparison or review.  

• Create one recommendation piece.  

• Add an appropriate CTA.  

• Add an appropriate affiliate disclosure.  

• Test their affiliate link.  

• Record clicks and other available data.  

• Identify the biggest bottleneck in their funnel.  

Final exercise: 

My audience: __________________ 

Their problem: __________________ 

My content: __________________ 

My solution: __________________ 

My affiliate product: __________________ 

My CTA: __________________ 

My traffic source: __________________ 

My biggest thing to test: __________________ 

 

The Bridge Into Lesson 8 

Your students now understand how to turn attention into potential affiliate 

revenue. 

The journey so far is: 

Lesson 1 — Understand Affiliate Marketing 

↓ 

Lesson 2 — Choose Your Niche & Audience 



↓ 

Lesson 3 — Find Relevant Products 

↓ 

Lesson 4 — Build Your Audience 

↓ 

Lesson 5 — Create Content That Attracts 

↓ 

Lesson 6 — Validate What People Want 

↓ 

Lesson 7 — Turn Content Into Affiliate Sales 

Now comes the next major question: 

“How do I build an audience that doesn't depend entirely on social media 

algorithms?” 

That makes Lesson 8 — Build Your Email List & Your Own Audience the natural 

next step. 

In Lesson 8, students can learn why email matters, lead magnets, simple opt-in 

pages, welcome sequences, nurturing rather than spamming, ethical affiliate 

email marketing, a 5-email starter sequence, and how to turn one-time visitors 

into an audience they can build a long-term relationship with. 

lesson 8 please 

 


