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Dear creators, makers, and people with more ideas than income,

There is a specific frustration that many creative people know.

You have ideas. Real ones. The kind that keep you up at night with excitement, that feel genuinely useful, that you can picture clearly — the
digital product, the course, the guide, the template, the tool, the resource that someone in the world would genuinely benefit from and would
pay fairly to have. You can see it. You know how to make it. You might even have started it.

And yet.

The gap between the idea and the income-producing asset is somehow always longer than it looked. The research phase spirals. The product
evolves in ways that feel important but take weeks. The copy doesn't come together until the third rewrite. The pricing feels uncertain. The
launch feels enormous. The promotion requires a following you haven't built yet. And by the time you've untangled all of this, the energy
that made the idea feel urgent is depleted, and the next idea is forming, and you wonder if the pattern is a character flaw or a systems

problem.
It is a systems problem.

Not a problem with your ideas. Not a problem with your ability to create. A problem with the process — specifically, the absence of a
repeatable, research-backed, psychologically intelligent process for moving from idea to deployed, promoted, income-producing digital

product with speed and without the entropy that kills momentum.

Greenie Genie is that process, packaged as a system.
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What the Lamp Actually Does

WEALTH PROPAGATION & CONPOUNDING

LUXURY ASSET MANAGEMENT

.

The name is intentional.

A genie grants wishes. The traditional genie grants wishes through a kind of brute magic — anything you want, just ask. The traditional
genie story is also traditionally a cautionary tale: the wish-granter is a system that does not understand what you actually want, only what

you literally said. Poorly specified wishes go wrong.
Greenie Genie is a different kind of lamp.

It is a system that grants the wish of sustainable creative income through an accumulation of well-made, mutually reinforcing digital
products — but it does this through process discipline, not magic. The specificity is in the system, not in the wish. You bring the ideas and
the domain expertise. The system brings the structure that transforms those inputs into real assets, priced correctly, positioned correctly,

promoted through assets that reinforce each other.
The "green" in Greenie Genie matters too.

It is not a coincidence that the color of abundance, of growth, of the living world is green. Greenie Genie is not a system for extracting value
from an audience. It is a system for creating genuine value — products that actually help people — and building the kind of catalog that
compounds over time because each thing you make is genuinely good, and each good thing makes the next thing more findable and more
believable.

The distinction between extraction and creation is not a moral nicety. It is the practical difference between a catalog that grows over years

and a launch that crashes and burns.

The Compounding Catalog Problem

Most creators who work with digital products think about individual products. They ask: will this product sell? Will this launch succeed?
How do I price this one thing?

This is the wrong frame.

The value of a digital product catalog is not the sum of the individual products. It is the network effect created by the relationships between
them. A customer who buys a $27 resource guide and finds it genuinely useful becomes the most likely buyer of your $97 course on the
same subject. A reader who downloads your free checklist and finds it practical becomes the most likely subscriber to your paid newsletter.

A student who completes your entry-level course becomes the most likely enrollment for your advanced program.
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This compounding effect — the way each good product makes every other product more likely to sell — is the real engine of sustainable

digital income. And it is almost entirely invisible to creators who think about launches instead of catalogs.

COMPOUNDING

,___' .

Greenie Genie is built around the catalog frame from the beginning. Every product decision — what to make, how to position it, how to

price it, how to promote it — is made in light of how it will function within the larger system of assets you are building.

The first product is not "the product." It is the entry point — the first node in a network of value that, when designed well, creates a

customer journey that serves people at every level of commitment and compensates you at every step.

This changes everything:



What to make. A catalog-first approach means every new product should serve the catalog by either widening the top of the funnel (more
free or low-cost entry points), deepening a successful strand (more advanced products in a category that is already working), or bridging

between existing products (a product that naturally follows from one you've already made and leads naturally to another).

How to price. Catalog-first pricing creates a ladder — a clear progression from low-cost high-volume at the entry level to high-cost low-

volume at the premium level, with each rung priced to reflect the transformation it offers, not the time it took to make.

How to promote. Every promotional asset — every social post, every email, every landing page — functions simultaneously to promote

one specific product and to make the rest of the catalog more visible and more credible.

The Core Disciplines

Research: Know Before You Build

The most expensive mistake in digital product creation is building something no one wants.

Not because it happens to creators who don't care about their audiences. It happens to creators who care deeply but who make products
based on what they find interesting rather than what their market is actively seeking. Interest and demand are not the same. The distance
between them is the difference between a launch that crickets and a launch that converts.

Greenie Genie begins every product with demand research. Not focus groups. Not complicated market research methodologies. The kind of
research that any creator can do in an afternoon: what language are people using when they describe their problems in this area? What
products already exist in this space, and what are people saying about what they wish was different? What questions are being asked
repeatedly in the communities where your potential customers gather? Where is the gap between what exists and what people are actually
looking for?

This research does two things simultaneously. It tells you whether there is a real market for the product you're considering. And it gives you
the language — the exact words and phrases your audience uses to describe their problems — that your product description, your copy, your
promotion, and your customer-facing language should use.

The best product copy is not the copy you write. It is the copy your customers wrote for you, in the reviews and forum posts and social

media complaints that describe exactly what they needed and couldn't find.

Research finds that copy. Greenie Genie systematizes finding it.
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Speed: The Momentum Principle

There is a version of quality that kills momentum.

It is the version that treats every product as the final word on a subject, as the artifact that must be perfect before it can be released, as the
reputation-defining object that requires months of iteration before the world is allowed to see it. This version of quality, however sincere,
produces one thing reliably: expensive products that take forever to ship, drain creative energy, and accumulate cost before they have

proven their market.

Greenie Genie's principle is different: a good product shipped is better than a perfect product in development. Not because quality doesn't
matter — it does, profoundly — but because the feedback loop that improves quality is the loop of real customer use, real customer

questions, and real customer outcomes. You cannot close that loop without shipping.
The speed principle means:

Minimum viable depth. Not minimum viable quality. Depth. A product needs to deliver genuine value — to actually solve the problem it
promises to solve. But it does not need to cover every edge case, address every possible variant, or include every piece of related

information you could possibly provide. Depth serves the core use case. Everything else is v2.

Time-boxed creation. The creation phase of any product has a defined end. Not an arbitrary deadline, but a genuine discipline of knowing

what the core deliverable is, building it, and releasing it rather than discovering new scope that extends the timeline indefinitely.

Iteration after launch. The features and depth that make v2 better than v1 are identified from customer feedback, support questions, and
usage patterns — not from pre-launch speculation. Building v2 from evidence is faster and more effective than trying to anticipate all of

v2's needs in v1's creation phase.


af://n47

Psychology: How People Actually Make Decisions

Digital products succeed or fail based on whether the people who see them decide to buy them. That decision is not primarily rational. It is
primarily emotional — shaped by trust, by recognition of a problem, by the sense that the person selling the product understands their

situation, and by the accumulated social evidence that other people have found the product valuable.
Greenie Genie builds the psychological structures that support purchasing decisions into every product from the beginning:

Problem framing. Every product description begins with the problem, stated in language the customer would use. Not "this course covers
X, Y, Z" but "if you have been dealing with [specific frustrating situation], this is what resolves it." The customer who reads the problem

description and recognizes themselves is already 70% of the way to a purchase decision.

Specificity. The enemy of credibility in digital product marketing is vagueness. Vague promises ("you'll achieve more success!") cost
nothing to make and therefore signal nothing about whether the product will deliver. Specific promises ("by the end of module three, you
will have built a complete draft of X") are costly to make because they require the product to actually deliver them, and therefore signal

genuine competence and care.

Social proof. The opinion of a peer who has used a product is worth fifty times the opinion of the person selling it. Every Greenie Genie
product is designed from the beginning to generate testimonials — by being genuinely good, by making the results visible and shareable,

and by making it easy for satisfied customers to say what they found useful.

Bundle architecture. The way products are grouped and presented affects purchasing behavior significantly. Bundles that make sense —
that combine products in ways that serve a single coherent customer goal — are more valuable than the sum of their individual parts, and

they are perceived as more valuable by customers because the combination saves the customer the cognitive work of assembling them.
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Propagation: Every Asset Promotes the Rest

The single most efficient marketing structure for a digital product catalog is the one where every asset promotes every other asset.
This means:

Every free resource leads naturally to a low-cost paid resource on the same subject.

Every low-cost paid resource leads naturally to a higher-commitment course or program.

Every course includes references to complementary products in the catalog.

Every email sequence, at multiple points, surfaces different products based on what has demonstrated interest to that subscriber.

Every social post, even when promoting a specific product, builds the broader frame of what you are about and why it matters.

This is not complexity for its own sake. It is the recognition that your marketing efforts are infinitely more efficient when they compound —
when a customer who bought product A is the easiest possible customer for product B, and when your promotion of product B also reminds

product-A customers that product C exists.

Greenie Genie builds the propagation architecture into product design, not as an afterthought to promotion. The relationship between
products — how each leads to the next, how each cross-references the others, how each creates a natural context for the customer to

discover what else you have made — is specified at the design stage, not invented during a launch sprint.
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The Wealth That Compounds
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There are two kinds of digital product creators.

The first kind makes launches. They have a product, they promote it, they earn some revenue, they make another product, they promote it,
they earn some more revenue. Each launch is its own event, largely disconnected from the others. The revenue comes in spikes and drops.

The income is not building toward anything.

The second kind makes catalogs. Every product they make strengthens the catalog. Every customer they serve becomes a potential customer
for other products. Every promotional effort builds an audience that compounds. Revenue grows not through bigger and bigger launches but

through the accumulation of a catalog where every good addition makes every existing product easier to sell.
Greenie Genie is a system for being the second kind.

The compounding is real. A creator with 20 well-made, well-positioned, mutually reinforcing digital products earns more from the 21st
product than a creator who has made 100 isolated launches earns from each of theirs, because the 21st product is entering a catalog that does
the marketing for it. The first 20 customers for product 21 are the existing customers for products 1-20, because you made something they

trusted and they trusted it again.

The compounding effect is slow at the beginning — slower than a single viral launch, slower than a sponsorship deal, slower than many
things that feel faster. But it is the only mechanism that produces income that grows over years rather than spiking and fading.

And unlike most income sources, it is yours. The catalog is yours. The audience that trusts it is yours. The infrastructure — the products, the

assets, the customer relationships — accumulates in your direction rather than in the platform's.

The Ethics That Must Accompany It

Greenie Genie is explicit about this: the system is designed for creators who make good products.
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Not adequate products. Not products that deliver on a technical interpretation of the promise while frustrating the customer who expected

the practical reality. Not products designed to extract maximum revenue from the smallest possible investment of genuine value.
Products that help.

This is not just a moral position, though it is also a moral position. It is a practical constraint: a catalog built on products that over-promise
and under-deliver will collapse, because the customers who feel deceived will not return, will not refer others, and will actively discourage
the people around them from buying. The compounding that makes Greenie Genie's economics work depends entirely on customers who

got real value, telling other people about it.
The business case for making genuinely good products is identical to the ethical case. This is not a coincidence. It is the design.
Greenie Genie's ethics also includes:

Honest pricing. Prices that reflect the genuine value of what you are selling, not artificial scarcity, not manufactured urgency, not discount

structures designed to make the "real" price feel like a bargain for something that was always going to be sold at the "discounted" price.

Accurate representation. Product descriptions, testimonials, and case studies that represent typical outcomes, not exceptional outliers. The

student who made $100k in 30 days is real; representing that result as typical for an audience where it is exceptional is deceptive.

Genuine customer service. A refund policy that is real. Support that actually solves problems. The recognition that the customer who has a

problem and gets it resolved with genuine care is more loyal than the customer who never had a problem.

Transparency about what is included and what is not. Every product clearly states what it contains, what it assumes about the buyer's

situation, and what additional resources or skills it requires to be effective.

The market rewards this. The compounding that makes Greenie Genie work depends on it.

s Obgy Sﬁuﬁ{g

COMMuy

2 ohiN




Where Greenie Genie Stands Today

As of early 2026, Greenie Genie is a methodology, a toolkit, and a growing product line. The system is documented. The templates are

developed. The research frameworks are tested. The bundle architectures are designed.

What is being built in this phase: the full product line that demonstrates the system, the community of creators who are implementing it, and

the case study library that proves the approach works across different niches and creator contexts.

The growth of this product line is itself the proof of concept. Every new Greenie Genie product that ships, converts, and accumulates

positive customer outcomes is a demonstration of the methodology. The product line is its own best advertisement.

If you are a creator with good ideas and a gap between your current income and the income your output deserves, Greenie Genie is worth

your serious attention.

Not because the lamp grants wishes.

Because the system works.

With respect for the creator's work and genuine enthusiasm for making it more rewarding,
David E. Sproule
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