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DISCLAIMER & DISCLOSURE
Aussie On The Line, the business behind this book, is an affiliatebusiness. It owns no course or program of its own.
If you buy Digital Success School or Sales Made Simple Method through an Aussie OnThe Line link, the business is paid a commission. The commission isn't why they'reexamined in this book. Commission rates can change, so the current rate will bedisclosed beside any affiliate link before you click it.
There's no affiliate link in this book.
The vendors run each sale. They own the sales page, thecheckout, the price, the delivery of the course and any refund orguarantee terms, so questions about any of those go to them.Australian consumer guarantees can still apply, whatever aseller's own terms say.
I paid for both courses with my own money, at full price and withno discount.

Disclaimer
This book is education. It isn't financial, legal or tax advice. If youneed advice on your own money, tax or legal position, get it froma qualified professional who knows your situation.
Nothing in here promises a result. Sales Made Simple Method'sown FAQ makes the same point about itself: sales come down tohow you put it to work, what you're selling and who you'reselling to. That's true of this book too. What you do with it, andwhether you buy anything from anyone, is your call and yourmoney.
This book is free, and I hold it to the same standard as anything that's sold. You can getit without giving Aussie On The Line an email address. Any later invitation to receivesource updates is optional and separate from the download.
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Nothing on this page excuses anything in the book that turns outto be wrong. The ACCC's position is that fine print can'tcontradict the overall message. So if a chapter gives you thewrong idea, nothing written here cancels it out.
If your own area is financial products
If you talk about financial products online, this bit's for you.Here's one of ASIC's examples. You promote a unique link toyour followers, one that can't be accessed anywhere else, and ittakes them to a licensed company's trading platform, where thecompany pays you for each click-through that ends in someoneusing the platform and the people who came through your linkget a benefit when they buy because of it. ASIC's view is thatyou're actively involved in making the trade happen, and that thelink benefits you and "adds value for your followers". ASIC saysthat's likely to be "dealing by arranging", and dealing byarranging is a financial service. Whether you're arrangingdepends on how involved you are in making the trade happen.Ask that about your own links.
Digital Success School's about building a digital productbusiness, and Sales Made Simple Method's about buyerpsychology and how people decide to buy. Both are businesscourses. One Digital Success School lesson suggests you gothrough your wallet and look for referral programs on creditcards and an investing app. Weighing up one of those, or a linklike ASIC's example? Don't guess. Get advice first.

Checking someone else's disclosure
Next time someone recommends a program to you, see if theytell you they're paid if you buy. That should be right there in thepost or video, before any link, and as plain as "I'm paid acommission if you buy through this link."
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In a video, listen for it being said out loud. The ACCC looked intothis, and its December 2023 report on its influencer sweep listsways of disclosing that make it hard for people to notice,including a note in a video's description that isn't also said in thevideo itself, and a line only in someone's bio rather than in thepost. The same report found tags like "sp" or "collab" are"unlikely to offset any misleading impression".
If you can't find a plain disclosure, ask them straight: "Are you paid if I buy through yourlink?" If they won't give you a plain answer, treat the recommendation as a sales pitchand run the program through the checks in Chapter 2 before you pay. This bookexamines two courses, and Aussie On The Line is paid if you buy either through its link,so put me through the same checks. Neither course counts as a recommendation unlessit passes the book's own checks. The same goes for anything I recommend later.
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INTRODUCTION
I worked for the largest telco in Australia, selling its products toconsumers, and I hated the role. I come from a servicebackground, and the calls ran on scripts. The scripts were goodat getting a person off the phone quickly. They also failed thecustomer. The systems were great. But no two people are thesame, and nobody should be treated the same as the last caller.
I also hate car salesmen, and I had major blockers when it cameto sales. I had to become aware of those blockers, and learn thatselling can be done without the sleaze. One of them was talkingabout the real, personal things. Those questions felt intrusive toask. I came to see they're conversations that are needed. I'vebeen burnt by bad actors at some point, and I reckon we all have.I will not tell an outright lie to make a sale. There's an actualperson on the other end of the phone or the desk. We don'tknow that person or their background.
When you're buying, you're the person on the other end. Thisbook is written from there.
I'd worked for myself for fifteen-odd years before that job, withthirty-odd years of work behind me all up, and when I wanted tosell online I still paid for programs to learn how. One of them, athird one this book doesn't name, I bought to learn the verybasics. It was built around selling the program on, which Chapter2 calls the reselling loop. So I chose not to recommend it. That'smy own opinion of it.
I won't name that program. I don't run down other people'sbusinesses by name, in writing or anywhere else.
An affiliate recommends something another business sells and ispaid a commission when someone buys through their link. High
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ticket is the expensive end: courses, programs, masterminds,webinars and seminars. This book teaches high-ticket affiliatemarketing from the buyer's side, because anyone you everrecommend a program to is sitting on that side, and can run thisbook's checks on the program and on you.
If you're about to pay this week
If you've got a call booked or a checkout page open, you haven'tgot time to read the whole book first. Do these four things beforeany money goes, then come back for the rest.

➔ Don't pay on a call. Open it with the line Chapter 5 gives you:"Before we start, I don't pay for anything on a call. If there's anoffer at the end, email it to me with the full price in Australiandollars, the payment options, what's included, the refund terms,and the name of the business I'd be paying. I'll reply by [date]."
➔ Write down the most you'd pay, in Australian dollars, now,before you hear their number. Chapter 5 says why: whatevernumber they say first is theirs. Chapter 6 holds you to it. Ifthe real total comes in over your maximum, you don't pay.
➔ Send the support message from Chapter 2 and wait up to aweek for the answer in writing. It asks who helps you whenyou're stuck, how you reach them, how often, and how longanswers take.
➔ Ask the person recommending it: "Are you paid if I buy?"Chapter 5 has you ask it on the call, straight after youropening line, and the disclosure page before this one showswhat a plain answer looks like.

Some of the answers you'll ask for in writing hold up paying untilthey come back, and a deadline someone else sets doesn'tchange that. The chapters say which ones, and what to do if onedoesn't arrive.
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The problem with this book
Aussie On The Line, the business behind this book, is an affiliatebusiness. If you buy Digital Success School or Sales MadeSimple Method through its link, it's paid a commission. Thedisclosure before this page sets that out. What it doesn't do isdeal with the awkward part, so I will.
Chapter 2 warns you off programs where the buyers who got their money back did itmainly by selling the same program to the next person. When that's how the moneycomes back, what you're really paying for is the right to sell it. Both courses examinedhere can be sold on as an affiliate. Digital Success School's lesson "Avoiding NicheOverload" ends by telling you that selling Digital Success School as an affiliate takes thechoice of niche off your hands. A set of lessons you get after you've paid, starting with"New DSS Lifetime Flywheel", gives you a ready-made funnel and email sequence forselling Digital Success School, and says you don't have to use it.
So why would examining these two be any different from using the book to lead you intothe loop Chapter 2 warns about?
The difference has to be the order things happen in. I buy with my own money, examinewhether a course is any good and who it may suit, and say what the evidence does anddoesn't show. You can learn a lot on YouTube for free, but everyone has a differentview, you drown in it, and past forty you haven't got years to spend working out whichone's right. That's the problem I paid to have solved. Any commission comes after thatassessment, not before it.
Here's why I bought these two. I hated sales, and I saw a lack of sales skill, which is whyI have Sales Made Simple Method. It teaches sales psychology. I also wanted to move toselling something online, which is why I have Digital Success School. It teaches you howto start a business online, either with your own product or, if you haven't got a niche ofyour own, by selling Digital Success School itself, the way the lesson above says. Theirplace in this book isn't an automatic recommendation. I wouldn't recommend a productthat teaches you nothing at all, and Chapter 3 names what each course gets wrong orleaves out. Chapter 7 covers the main things Digital Success School leaves out for anAustralian who starts selling.
I don't recommend everything I've paid for, either. The thirdprogram from the start of this introduction is the one I chose notto recommend. That's a weak test, I'll admit. I won't name it, soall you've got is my word.
It still sits close to the loop in two places. The first is the one
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above: both courses can be sold on. If you buy either one andfind the help you're getting is more about selling that course thanabout building your own thing, you're in the loop Chapter 2describes, whoever recommended it. The second is this book.It's free, and the business behind it is paid if you later buy one ofthe two courses through its link. Chapter 5 is about funnels. Holdthis book up against it.
So run both courses through the Chapter 2 checks the same asyou'd run anything else. If the people who bought them tell youtheir money came back from selling them on, believe them overme.
Who I'd tell not to buy them, who may find them useful, and what decision the evidencesupports are in Chapter 3, in the section on the score and the decision.
For Digital Success School, this introduction gives you why Ihave it and what it teaches. My view of it comes in pieces lateron: Chapter 1 says I don't think it's get-rich-quick, Chapter 4 hasa place where I partly disagree with it, on putting on a face forthe camera, and Chapter 7 has what I took from it for when youstart selling.
The card in Chapter 3 says "wait". It becomes "no" if either of these is true:

➔ Your own answer to its self-test is no.
➔ A week after you asked, no written answer has raised one ofthe zeros it tells you to ask about.

The card can tell you how the offer stands up, but it can't tell you whether the teaching'sany good.
For Sales Made Simple Method, I've said why I have it and what it teaches, and Chapter3 leaves its card to you. I haven't shown whether it's any good, so this book treats it as acase study, not a recommendation. By my own test, neither course is a "buy" on theevidence currently in this book.

Where the three questions come from
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The three questions this book leans on come from Sales MadeSimple Method, a course on sales psychology. It teaches them topeople who sell.
Its lesson "The Am I Safe Filter Every Buyer Uses" says thatbefore anyone buys, their brain runs three questions in a splitsecond, before logic gets a look in:

➔ Can I trust this person?
➔ Will this work for me?
➔ Will I regret this later?

The lesson then tells the seller to think back to the first digitalmarketing course they ever bought, remember every questionthey had, and answer those questions for their own buyers. Itsays trust rests on how safe people feel when they come acrossyou, and that it isn't about testimonials or credentials. It tellssellers to check every post for whether it makes their audiencefeel safer.
Read that from your side of the table. A seller who's learnt it isworking on how safe you feel. I paid to learn the same thing, soI'm not pointing the finger. It does mean the feeling of safety isthe one thing you can't take as an answer. So turn the questionsround and answer each one about the seller, with something youcan point to:

➔ Can I trust this person? What have they told you that youcould check, and did you check it?
➔ Will this work for me? Has anyone in your position, with yourtime and your money, said so somewhere the seller doesn'tcontrol?
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➔ Will I regret this later? What happens to your money if itdoesn't work out, and have you got that in writing beforeyou pay?
The other course, Digital Success School, showed me how aseller sees the price. Its lesson "High Ticket Products" is writtento people creating a high-ticket product, and it tells beginners tostay away from making one at first. Chapter 1 argues the samecaution applies to buying one, and takes the rest of the lessonfrom there.

The three questions, on this book
Put the questions to this book as well. Whether you can trust meis yours to decide from what follows, and the part above aboutthe problem with this book is the fairest place to start. Know thiswhen you decide: paying good money for a course doesn't meanI agree with everything it teaches. That comes down to businessethics, and I don't care what anyone thinks of me for saying so.Where I bring up a lesson, I name it and say what it taught, soyou can judge it yourself. Whether any of this will work for you, Ican't say. I don't know your situation, and I'd be guessing.
Regret is the one I can do something about now, by telling youwhat the book answers before you've given it much of your time.These are the questions, in the order the chapters take them:

➔ Chapter 1: What am I actually paying for when a programcosts this much, and am I ready for one yet?
➔ Chapter 2: How do I check a program before I pay? Andonce it's gone bad, how do I go about getting my moneyback?
➔ Chapter 3: How do I choose between two programs, andhow much should a recommendation count when the person
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making it gets paid?
➔ Chapter 4: Is that "honest review" really an affiliate page?Are the testimonials real, and what's the guarantee worth?
➔ Chapter 5: What's the free strategy call really for, what do Isay, word for word, when they ask for my card on the call,what's the next offer up waiting behind this one, and whendoes my own yes on a call not mean yes?
➔ Chapter 6: What will it really cost once the exchange rate,fees, GST and instalments are counted? How many hours aweek will it take, what tools will I have to pay for on top, andwhat's the rule that tells me when not to pay?
➔ Chapter 7: What can wait until later, and what changes whenI'm the one selling?

The last chapter puts it all on one worksheet, gives you a page togo through with the person you share money with, and listswhere to get help with your own case. There are no figuresanywhere in the book about what anyone makes.
Before you turn the page, write the three questions downsomewhere you'll see them while you read. Each chapter endson one thing for you to do, and the worksheet in Chapter 8 sortsevery chapter's checks under the three questions. Keep puttingthem to this book as you go, too. If it fails one, stop reading, andput the next sales page you land on through them instead.
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Figure 1 — The Before You Buy decision system.
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CHAPTER 1: WHAT HIGH TICKETMEANS
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Say you're at the bottom of a sales page for an expensiveprogram. The promise is big, the bonuses are stacked down thepage, and you already feel sure about it, before you've seen asingle lesson. That feeling may not have started with you. Somesellers are taught to add it to the offer. I know, because I paid forone of the lessons that teaches it.
It's in Digital Success School, in a lesson called "High TicketProducts", written for the people who make and sell them.Partway through, the teacher lists what to put into a high-ticketoffer, and certainty is on that list, right next to the bonuses andthe big promise. Sales Made Simple Method, the other course inthis book, comes at certainty differently. Its lesson "Why Sales"defines sales as communication with a purpose and a transfer ofcertainty and energy, and says it isn't manipulation: the point isto lead someone to a decision that's right for them. Both of thoseare the seller's side of the table. From the buyer's side, certaintyon a sales page is a claim, and the question is whether anythingyou can see backs it up.

What counts as high ticket
The introduction gave you the short answer: the expensive endof the market.
"High Ticket Products" drew the line like this. Anyone can makeand sell a cheap product. A high-ticket product has to be builtaround a big change for the person buying it, and the lesson ranstraight from one to the other: it can charge big money becauseit promises a big change. It started the range at five hundred,which it said was really medium ticket, and ran it up into thethousands, without saying which country's dollars. The teacheralso said they'd seen some outrageous prices.
Look at the order the lesson put those in. The promise comesfirst, and the big price follows from it. From the buyer's side, that
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makes the promise the thing that justifies the price, so the biggerthe price, the more the promise has to carry. It was writtenbefore anybody knew who'd be reading it, you included.
The price does a second job as well. The lesson said high ticketis built for committed buyers, and built to make the seller theauthority figure. A big price tells you the seller is serious beforeyou've seen anything they know, and it asks you to becommitted before you've seen inside. It's part of the pitch as wellas the cost.

What you're paying for
Read from the buyer's chair, that lesson is a plain account ofwhat gets put in front of you when the price is big, and there arefour parts to it. For each one, here's what the seller was told todo and what it does to you.
Start with the promise. A big price needs a big promise. One ofthe lesson's examples of why people pay big money was aprogram sold on speed and certainty, where the pitch was thatyou wouldn't leave it until you were making money from it. Whatthat does to you is simple enough. You're paying up front forsomething about your own future, to someone who's never metyou. Chapter 4 covers how to read a promise like that, and whata guarantee does and doesn't cover.
I hate get-rich-quick bullshit, and I don't think Digital SuccessSchool is that. Its own mindset lesson, "Delayed Gratification",goes after chasing fast money in the first month, and says itsteals from the long game. Speed is still worth a second look onany page that sells it, whoever is selling. Check what it'spromising to do quickly, and whether anyone can show you ithappened.
Then there's the feeling. The lesson said people pay that kind of
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money when they're given certainty and clarity about thechange, later said that what buyers want from a big-ticket offeris speed and certainty, and told sellers to add the certainty in. Soon a high-ticket page, certainty is part of what the offer is built tocarry, and along with speed, it's what the price rests on. Thosetwo are the claims to check hardest. If you feel sure while you'restill reading, notice it, because nothing has been tested on youyet and the feeling may have come from the page. Ask whatbacks it up: something you can see, like a named person, a dateor what's actually inside, or only the way the page reads.
Close the page, and before you open it again, write down whatyou actually know about the program. If that list is a lot shorterthan how sure you felt, the rest came from the page.
The extras come next. The lesson told sellers to bundle as muchas they could into the offer, things like support and otherproducts, to add perceived value. Perceived is the word to hangon to. A stack of bonuses changes how much the offer feelsworth. Whether it's worth more to you depends on whether you'dever open them. Look at what's in the stack, too. In the lesson'sexample of a bundle, the extras included cheaper products thebuyer can resell. That's a different thing from the loop Chapter 2checks for, where buyers make their money back by selling thesame program on, but given that check, it's worth noticing whenthe extras are there for you to sell rather than to use. Cover thebonuses up and ask yourself whether you'd pay the price forwhat's left.
Last is the part you can check. The lesson said people who pay abig price expect premium delivery and premium support. Supportis the only one of the four parts that's about what happens afteryou pay, which makes it the one you can hold a seller to.
It helps to know what support means on day 1 and what it meanson day 30. On day 1, support is a list: a login, a library of lessons,
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maybe a chatbot, a group, a call you can book. A call on a listtells you a call exists. It doesn't tell you what happens on it, orwhether it's still on offer by the time you join.
On day 30, support is whether a person answers when you'restuck on your own problem. A sales page can only show you day1, and day 30 is what the premium is supposed to pay for. Sobefore you pay, ask what the support is and who gives it. Whenthe answer comes, weigh what the seller has actually told youabout who helps you on day 30 against how much of the page ispromise and feeling, because you pay before you find outwhether either of those holds up. Chapter 2 has the checks tomake before and after you pay.
The price on the page isn't the whole price either. Some of theprograms I paid for were priced in US dollars, so what they costin Australian dollars depended on the exchange rate. Chapter 6goes through the rest of what can get added: foreign transactionfees, GST, and paying by instalments in somebody else'scurrency. Some high-ticket offers also send you to an applicationor a phone call before you can pay. Chapter 5 walks through thatcall, and the next offer up after this one, from the receiving end.
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Figure 2 — A large price only makes sense when the layers underneath it hold up.
Ready for this yet?
The same lesson had a caution for beginners, and here it is in mywords. If you're new, it said, hold off on high-ticket offers untilyou've found your feet and know your subject properly. Afterthat, it said, don't be afraid to go after them.
It was talking to people making their own high-ticket product.The reason carries over to paying for one and to recommendingone, because in all three cases you need to know the subjectwell enough to tell a good offer from a good sales page.
For this check, knowing your subject properly means you canread a sales page in that subject and pick out the promises nocourse could keep. Years of work in something else don't counttowards it, and the introduction told a story of what that lookslike.
Run this on yourself, against the program you've got your eyeon. Nobody's marking it, so be straight with yourself. You can be
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too hard on yourself here or too easy, so go through it withsomeone who knows you, and if you share money with someone,Chapter 8 has a page for talking the decision over with them.
➔ Without looking at the sales page, I can say what theprogram teaches and who it's for.
➔ I know the subject well enough to tell which promises on thesales page no course could keep.
➔ With the bonuses covered up, I'd still pay the price forwhat's left.
➔ I know what will come out of my account in Australiandollars, exchange rate included, not only the number on thepage.
➔ I could lose every cent of that and still pay my bills.
➔ I've read the refund terms, and I know who I'd be asking, inwriting.
➔ I'm not deciding against a deadline someone else set.
➔ If I'm going to recommend it, I've bought it and been throughit myself.
➔ I could tell anyone I recommend it to, straight out, that I'mpaid if they buy.

If you couldn't tick the first two, that's the Digital Success Schoolcaution landing on you, and it's the one to take seriously. Linesthree to six are the money lines: whether you'd pay with thebonuses covered up, what comes out in Australian dollars,whether you could lose it, and what the refund terms say. Theytell you whether you can afford to be wrong, and the bonus line
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also tells you whether the extras are doing the selling. Line seventells you whether you've been given the time to find out whatyou're buying. If you're here to become a high-ticket affiliate, allnine are yours: the first seven as a buyer, because line eightmeans you buy a program before you recommend it, and the lasttwo as the one recommending. The first seven are also thechecks the people you recommend to can run for themselves.
Ticking every box doesn't mean a program will work for you. Itmeans you've done the checking a list can do, and the chaptersafter this go further.
Run the self-check today, on the program you've been looking ator on the next one that turns up in your feed. Write the boxes youcouldn't tick under the three questions you wrote down after theintroduction, and take that list into Chapter 2.
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CHAPTER 2: THE CHECKS BEFORE AND AFTER YOU PAY
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The sales page is open in one tab and the checkout's open in theother, with your card on the desk beside the keyboard. You'vescrolled the sales page top to bottom twice, past what's insideand a row of smiling people saying it worked for them. Everyword of it was put there by the person you're about to pay.Nobody who paid and then wanted out gets a line on it, and thatwas never its job.
I've been on that side of a checkout more than once. One ofthose times was for a third program, which I won't name, andfurther down I run this chapter's list on it.
Below are the checks before you pay, a stop rule, the checksafter, and what to do when it's gone bad. Get out the list youwrote at the end of Chapter 1, the boxes you couldn't tick filedunder the three questions. You'll be adding to it.

Before you pay
Start with complaints, which you can check from your lounge.One complaint could be anyone having a bad week. The samecomplaint from different people, about the same thing, over andover, is a pattern, and a pattern is about the program rather thanthe person. Search the program's name with words like"complaint" and "refund", and read past the first page. Leave theglowing reviews till later, because a review can come fromsomeone who's paid a commission if you buy. Chapter 4 covershow to tell when a review page is really an affiliate page.
Then look at how buyers actually make their money back. Thesales page tells you what the seller says, and a seller can sayreselling is optional whatever its buyers end up doing. So go pastit, to what people who've already bought say they did, in thesame complaints, threads and comments you found a minuteago. If the ones who say they got their money back mainly did itby selling the same program to the next bloke, what you're really
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paying for is the right to sell it. Call that the reselling loop.
Both courses in this book can be sold on as an affiliate too.That's the arrangement the disclosure at the front of this book isabout, and the introduction deals with it head on. A programoffering reselling doesn't settle anything on its own, which is whythis check goes by what buyers report.
Next, the hard questions. If the program has a group, acomments section or anywhere buyers talk in public, scroll backthrough it and look for the awkward ones, about refunds or aboutsupport that never turned up. Are they still there, and did anyoneanswer them? If a question were ever taken down, you'd have noway of seeing it, so a page with nothing on it but thank-yous isworth noticing too. If you can't see anywhere buyers talk, ask theseller in writing where it is. How they answer that is part of thecheck. If they name a place, check it the same way. If they say inwriting there's nowhere public, keep that answer and tick thebox. Like an empty search on a new program, it tells you nothingeither way, so put more weight on the support answer and therefund terms. If there's no straight answer a week after youasked, the box is a no.
Then ask about support. Chapter 1 said it's the part of a high-ticket offer you can check, so ask the seller straight out, inwriting, what the support is and who gives it. A person, a group,calls, a help desk: whatever it is, you want it named, along withhow often. While you're writing, tell them what you need theprogram to do for you. Write their answer down, because you'llhold them to it after you've paid.
The message can be as short as this, with your own details in thebrackets:
"Hi [name], before I buy [program], I've got a question aboutsupport. After I've paid, who helps me when I'm stuck on my



Before You Buy The Australian Buyer's Guide to High-Ticket Online Courses

27

own problem: a named person, a team, or other members? Howdo I reach them, how often, and how long do answers take? I'mbuying it to [what you need it to do]. Could you reply by email soI've got it in writing?"
A vague answer sounds like "it's all in the group", with no whoand no how often. Ask once more for the who and the how often.If the second answer's still vague, that box stays empty.
Last, the refund terms. Find them before the checkout, not after.Save a copy with the date on it, and write down the last day ofany refund window, counted the way the terms say. If there's a"no refunds" line in there, read the section further down on whenit's gone bad before you believe it.
The list goes on one page. Run it on one program at a time.

➔ You've searched for complaints about the program and readpast the first page.
➔ You found enough buyer reports to judge, and they aren'tthe same complaint over and over. If you found none, you'vedone the new-program checks instead.
➔ You've read what buyers say they actually did to get theirmoney back, and selling the same program to the nextperson isn't the main thing they describe.
➔ You've found where buyers ask questions in public, and thehard questions are still up, with answers. If there's nowherepublic, the seller's said so in writing.
➔ You've asked the seller in writing what the support is andwho gives it, told them what you need the program for, andkept their answer.
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➔ You've saved a dated copy of the refund terms and writtendown the last day of any refund window.
➔ You've written your stop rule and put its date in yourcalendar.
➔ Every box from your Chapter 1 list has an answer writtennext to it.

An empty box means you don't pay yet. For each box, writedown where you looked and what you found, and add every boxyou couldn't tick to your Chapter 1 list.

Figure 3 — Payment is a checkpoint, not the end of the checking.
The list, on the third program
This is the list run on the third program, box by box, using onlywhat's on record. Nearly every box stays blank.
Complaints. I didn't search, so I can't tell you what a search



Before You Buy The Australian Buyer's Guide to High-Ticket Online Courses

29

would have turned up back then. I'm not going to claim a patternI never went looking for.
The money-back box is the one where the program's own pagegives you something to go on. When that page was checked forthis business in August 2026, its community had tens ofthousands of members, every one of them licensed to promoteit. When everyone in the room is allowed to sell the thing, askwho the next buyer is. That doesn't fill the box on its own,because the box goes by what buyers say they did. It does tellyou where to look first, because if buyers get their money backby selling it on, every one of those members is after the samenext person.
I bought it to learn the very basics. It was built around selling the program on. That's onebuyer's report, and one report isn't a pattern, so on its own it doesn't fill the box either.Hard questions, support, refund terms and a stop rule: those boxes stay blank.
In August 2026, when I decided I wasn't going to recommend it,my reasons were short. I didn't like the people running it, and thecommunity was enormous. It was a personal opinion, and theloop was part of it too.
The program's own page said where to look, and what I foundinside was the loop. You can read a page like that before youpay. What you'd only see from inside is what the last of the after-you-pay checks further down is for.

If the program's new
A program that launched last month can have no complaintssimply because it hasn't had time to collect any. That passes thecomplaints box without telling you anything.
So check what a new program can show you instead. Search the
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seller's name as well as the program's, because a seller who'ssold something before has buyers who can tell you how it went.Look at how long the seller's been selling anything at all, fromthe dates on their own posts. Put more weight on the supportanswer and the refund terms, because with no history those twoare the main things you've got in writing. And set your stop datecloser, because you're the one finding out how it goes.
If the seller's never sold anything and the terms give you nothing,you're paying to be the history. Some people are happy to befirst. Decide whether you're one of them before the card comesout.

Set your stop rule before you pay
Once you've paid, every week you've put in can make it harderto walk away, because walking away feels like admitting themoney's gone. It's gone either way. At that point the onlyquestion worth asking is whether more of your time and moneyshould follow it. That's hard to answer straight once you're in, soanswer it before you pay, while you've still got nothing riding onit.
Write down two things today, even if you're not buying yet, andput them in your calendar:

➔ a date, and what has to be true by then. For example, aperson has answered you on your own problem, in the waythe seller said support would work. That's Chapter 1's day30 test. Pick something you can see, not something you'dhave to feel.
➔ the last day of the refund window, if there is one. Put yourstop date before it, so you've still got time to act.

When the date comes and the thing isn't true, you stop putting in
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time, you don't buy anything else from them, and you start thesteps in the section on when it's gone bad that same week. Don'tmove the date. Moving it is how one month can turn into six.
If you share money with someone, show them the note beforeyou pay and ask them to hold you to it. It's easier to keep a rulesomeone else has read.

After you pay
In this business's research in July 2026, one of the complaintsbehind refunds and chargebacks was that buyers couldn't reachsupport once they'd paid.
In the first week, re-read the refund terms you saved and checkthe window date in your calendar is right. Then compare whatyou've been given with the support answer you wrote down.Early is when you still remember what was promised, and whenthere's time left in any window.
Then run three checks.
Start with whether anyone's turned up recently. Look at thedates on the posts from the people running it. If the last time theyshowed up was two years ago, that tells you what the supportyou were told about has turned into.
Next, whether they answer people or just post at them. A feed ofannouncements with unanswered questions sitting underneath isposting at people.
The last one tells you the most: is the help about your thing, orabout selling their thing? Ask about your own business andwatch where the answer goes. If it keeps coming back round toselling their program, the help is for them.
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➔ Someone running the program has turned up recently, andyou can see the date.
➔ When buyers ask questions, somebody answers theminstead of just posting at them.
➔ When you ask for help with your own business, the answerstays on your business.

If a box stays empty, screenshot what you found with the dateshowing, before it changes or goes missing. A dated screenshotis a receipt, and what you remember isn't.
When it's gone bad
This is the order to go in if you've paid and want out. It's generalinformation, and it isn't legal advice. Where a step needs ajudgement about your own case, it says so. If it looks like a scamrather than a poor course, go to "If it looks like a scam" furtherdown.
Start with the terms. Look at the refund terms you saved and thewindow date. If you're inside a refund window the seller offers,use it first, in writing, and keep a copy.
Then complain to the business, in writing. The ACCC's advice isto complain to the business first, explain the problem, and saythe outcome you want. Something like this covers it:
"Hi [name], on [date] I paid for [program]. The problem is[what's wrong, with dates]. Before I paid, you told me [thesupport answer you saved]. I'd like [a refund, a part refund, orthe support you described]. I've attached [your screenshots,their earlier answer and the receipt]. Please reply by [a dateyou choose]."
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Keep copies of everything you send and everything that comesback.
Know what the consumer guarantees say. They cover servicesas well as products. This is how the ACCC puts it:

➔ A business can't take those rights away by saying refundsaren't available at all, or not after a certain number of days.Misleading you about your rights that way is against the law.
➔ A service has a major problem if it has one serious problem,or several smaller ones that would have stopped someonebuying it if they'd known beforehand.
➔ It's also a major problem if the service can't be used for itsnormal purpose, or for a specific purpose you told the sellerabout, and it can't easily be fixed in a reasonable time.
➔ The same goes if it doesn't achieve a specific result you toldthe seller about, and it can't easily be fixed in a reasonabletime.
➔ With a major problem, you can choose to cancel and get arefund, or keep the contract and pay a lower price that takesthe problem into account. The refund may not be the fullamount, because you have to pay a reasonable amount forany work done so far and as expected.
➔ With a minor problem, the business has to fix it for free. Itdoesn't have to refund you. If it can't or won't fix theproblem in a reasonable time, or at all, you're entitled tohave it fixed somewhere else with the business paying youback the reasonable cost, or to get a refund or replacementinstead, or to cancel the service contract and becompensated for the drop in value the problem caused.
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➔ None of this covers simply changing your mind. You're notentitled to a repair, replacement or refund if you got whatyou asked for and then changed your mind, found it cheapersomewhere else, or decided you didn't like it or had no usefor it. If the business has its own change-of-mind policy,though, it has to follow it.
The bit about what you told the seller is one more reason to putwhat you need in writing before you pay. Whether your problemis major or minor is a judgement, so get advice on that.
If a seller answers your complaint with "you didn't do the work",nothing here settles whether that holds up for a course. Take it tothe same advice. What you can do is keep the evidence of whatyou did do: the lessons you went through, the questions youasked, and the answers you did or didn't get, all with dates onthem.
If the seller's overseas, the ACCC says it can be hard in practiceto get a refund from an overseas business, and that the helpAustralian agencies can give is limited. Its section on overseasbusinesses is about products, and it says an overseas businessselling products directly to consumers in Australia has to followthe Australian Consumer Law, consumer guarantees included.The same page says you aren't covered by the AustralianConsumer Law if the business doesn't officially offer its productsand services in Australia, and that you can ask the consumerprotection agency where the seller's based whether it can help.Whether any of that reaches an overseas course is a question toput to your own state or territory agency.
If you paid by credit card and the business won't fix it, you canask your bank about a chargeback. AFCA's factsheet says thebasis for one is that you paid for goods or services you didn'treceive. A course that was delivered but turned out poor may notfit that, so don't pin everything on it. AFCA also says your bank
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may ask how you tried to sort it out with the seller first, which iswhat your written complaint is for.
Don't sit on it. AFCA's factsheet says the card schemes set timelimits, the limits vary, and they can start from the day you paid,the day you expected the service, or the day you first knew youweren't getting it. Give your bank the terms, your emails with theseller, and the details of the payment. A chargeback isn'tautomatic. The seller's bank can push back, and there's nochargeback right for changing your mind. It can take up to eightweeks after you raise it for a final decision.
If you're unhappy with how your bank handled it, you cancomplain to AFCA, the Australian Financial Complaints Authority.AFCA says it looks at whether your bank made reasonableefforts with your chargeback, and it can't review the cardscheme's decision. It also says that not getting a refund doesn'tby itself mean your bank made an error or broke its obligations.
If money's still coming out of your account by direct debit,Moneysmart says you usually need to contact your bank and theseller. Tell the bank when you want the payments to stop and askfor a letter confirming it. Once the bank has your request, it hasto stop the payments and pass your cancellation on to theseller's bank. Moneysmart says writing to the seller as well is agood idea, though you don't have to, and to keep copies.
If paying by direct debit is a condition of your agreement,Moneysmart suggests considering legal advice before youcancel, and says that if you still owe money for a service, you'llneed to negotiate another way to pay. For recurring payments ona credit card, Moneysmart says to contact the seller first, thenyour bank. If you're paying through a card plan or buy now paylater, Chapter 6 covers the cost side.
If you're still stuck, your state or territory has a consumer
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protection agency, the fair trading or consumer affairs office.And the ACCC says it has next steps to help if a business won'trespond to your complaint or fix the problem.

Figure 4 — Escalate in order, and keep the written record at every step.
If it looks like a scam
Everything in the section above assumes you got a course and itturned out poor. If the seller's vanished, or there was never acourse behind the payment, that's this book's reading of a scam,and the first move is different. This part's general informationtoo, not legal advice.
Contact your bank first. Scamwatch and the Australian BankingAssociation say to do it straight away and ask the bank or cardprovider to stop any transactions. Cyber.gov.au says the bankmay be able to stop a transaction, and to ring the bank on itsofficial number, not one from the scammer. Scamwatch alsosays that if you're not sure whether you're being scammed, stopsending money.
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After the bank, the order below is this book's suggestion, not anofficial list:
➔ Stop replying. Cyber.gov.au says to stop all communicationwith the scammer.
➔ Get help with your accounts. Scamwatch describes IDCAREas Australia and New Zealand's national identity and cybersupport service that can help you make a plan, for free, tolimit the damage. Cyber.gov.au says to change yourpasswords.
➔ Report it. Scamwatch says reporting a scam to it, atscamwatch.gov.au, helps it try to stop the scam or warnothers, and that you can make an official report to the policeonline at cyber.gov.au, through ReportCyber. Cyber.gov.ausays to report the scam account to the social media or otherplatform they used to reach you.
➔ If you're not happy with how your bank responded,Scamwatch says you can complain to AFCA.

Scamwatch also warns that if you've lost money to a scam, youshould look out for new scams, especially someone offering tohelp you get your money back.
If you only do one
Do the search for what buyers say happened to them after theypaid, and read past the first page. It covers the complaints boxand the money-back box at once.
The reason is who controls it. The seller writes the sales page,runs the group, answers your support question and writes therefund terms. What buyers say about it somewhere else is theone thing on this list the seller doesn't write. If the program's
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new and that search comes back empty, the one to do is thesupport question in writing, because it's the one you can holdthem to later.
Do it today, on whichever program you're closest to paying for,and write down what you find next to the complaints box and themoney-back box.
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CHAPTER 3: CHOOSING A PROGRAM FROM THE BUYER'S SIDE
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Say you've got two programs open in two tabs. Both promise thesame kind of change, and you're only going to pay for one. Thischapter gives you a card to score them on from the buyer's side,with commission last and kept out of the total. If you mightpromote a program later, the card still starts with you as thebuyer, because both courses in this book hand you an affiliatelink once you've paid. Sales Made Simple Method's FAQ saysreselling is optional, and Digital Success School says its ready-made selling funnel is optional.
Good to sell, good to buy
A program is good to sell when it's easy to get a stranger to payfor it. What makes that easy is commission, the share of the pricepaid to whoever sends the buyer, and a kit that does the sellingfor you. The introduction describes the kit Digital Success Schoolhands its buyers for selling it on.
A program is good to buy when the person who pays gets whatwas listed, finished, from someone who's still there, and theteaching is about the buyer's own business.
Those two pull against each other in one place. The more aprogram's built to be sold, the more of what a buyer gets can beaimed at turning them into the next seller, which is what the lastof Chapter 2's after-you-pay checks watches for.
It matters even if you'll never promote anything. Some of whatturns up in your feed is there because it pays the person postingit, so the programs that are easiest to sell can be the ones youhear about most. Your feed isn't sorted by what's good to buy.

If you're the one recommending
This part is for you if you might recommend a program one day,and for weighing up someone else's paid recommendation.
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The test is one question: would the person you send be gladthey bought it if they never sold a single copy? If the answerneeds them to sell it on, you're in the reselling loop from Chapter2, whatever you call it. I'd put that question to anyonerecommending a program, me included.
Nobody can see the answer in someone's head, so a paidrecommendation counts for what the person shows you that youcan check: that they said up front they're paid, that they boughtit and went through it before they said a word, and that they'll tellyou in public where it scores badly. The first two are the last twolines of the Chapter 1 self-check. On its own, therecommendation counts for nothing.
Check what a free group offers you to promote. When DigitalSuccess School's free group, Digital Success Starter, was lookedat for this business on 16 August 2026, it was recorded asoffering "affiliate opportunities you can promote today". Therecord doesn't say what those opportunities are. The teacher'sown caption, captured on 20 August 2026, describes the groupas where he shows beginners how to build it all for free. If a freegroup offers you something to promote before you've paid foranything, find out what it is before you join in.
Before this book, I hadn't promoted either course, so there's notrack record of mine to check any of this against. What you cancheck is the scoring further down.

Why commission goes last
The book this one was rebuilt from had a scorecard for choosinga program. There was no scale on it to score anything against,and commission was the first line.
That's a seller's scorecard. It starts with what a program pays theperson recommending it, which is the one thing on the list the
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buyer never gets.
Commission tells you how much the seller will spend to get asale. It tells you nothing about what the buyer gets for the rest oftheir money.
It's also the one line that bends the others. Once you know aprogram pays well, you want it to pass, and every other linestarts getting the benefit of the doubt. So score the buyer's linesfirst, write them down in pen, and only then look at what it pays.
If you do promote it later, the people you send only ever get thebuyer's side. Every other line is what they'll live with, andcommission is the only one that's about you.
I don't refer a program I haven't bought at full price. That's therule Aussie On The Line runs on. It puts commission last in timeas well as on the card, because the buyer comes first, before thequestion of what it pays even comes up.

The scorecard
Each check is marked quick, which means minutes on theprogram's own pages, or slow, which means it waits on a searchor a reply. Send the messages further down first, because repliescan take days, then do the quick checks while you wait. If aquick check knocks the program out, you drop it and never haveto chase the reply or run the search.
Knockouts first. Tick any that's true. One tick and you stop,whatever the program would have scored.

➔ Quick: you can't find out who you'd be paying. No person orbusiness is named anywhere before the checkout.
➔ Quick if they're on the page, slow if they're not: you can't
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read the terms before you pay. Terms you can't find leavethis untested until the third message below has had its week,and it's ticked if the seller still hasn't sent them by then.
➔ Quick: the reason it gives you to buy is a figure for whatsomebody made. Chapter 4 is on reading those.
➔ Slow: your Chapter 2 search turned up any of the threewarning signs: the same complaint over and over, moneymade back mainly by selling the program on, or hardquestions going missing.
➔ Quick: if you promoted it, you'd be paid for signing up otherpromoters as well as for customers buying the course.
➔ Slow: you asked in writing what the support is and whogives it, and didn't get a straight answer within a week offirst asking, even if you asked again.

A knockout you haven't tested yet isn't a pass. It stops youpaying the same way an empty box does in Chapter 2: you don'tpay yet. Test it, then carry on.
Some of the slow checks need the seller's answer in writing, andthese three messages get it. The first asks about support: theanswer settles the support knockout above and tells you what toscore for support further down. The second asks whethereverything listed is out yet, and a yes in writing is the only way totop marks on whether the course is all there. The third askswhere the refund terms are, for when you can't find themyourself. Send the first as Chapter 2 words it, copy the other twoand fill in the brackets, and keep the replies. Give each one aweek: no written answer a week after you sent it counts as noanswer.

➔ Chapter 2's support message.
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➔ "Is everything listed on the [program name] page releasednow? If anything isn't, which parts, and when are they due?"
➔ "Where can I read your refund terms before I pay, and whodo I contact if there's a problem after I've paid?"

Two lines wait on those replies. With no written answer in thatweek, line two, whether it's all there, can't go above 1, and linefive, support, scores 0 whatever the page shows.
If nothing's ticked, score the six buyer lines, each 0, 1 or 2, bywhichever of the short descriptions under it fits. Thosedescriptions are the card's anchors. A line is scored only on whatyou can see or get in writing, so a promise made on a phone callscores 0 until it's written down. If you looked and couldn't findsomething, that's a 0, except the terms, which wait on the thirdmessage. If you haven't looked yet, leave the line blank, and ablank isn't a pass.
Line one, quick: what you're buying, in writing. Look at the salespage and copy down the list of what's included. If what you'vewritten down is mostly adjectives, you've got your answer. If youask the seller what each part teaches, score their written answeragainst these the same way you'd score the page. If line onescores 0, send that question the same day.

➔ 0: The page sells a result and a feeling, and there's no list ofwhat's taught.
➔ 1: The page names the topics at course level, or lists what'sincluded, like calls, bonuses and membership levels, butsays nothing about what each part teaches.
➔ 2: There's a list of the modules or lessons and what eachone covers, and anything not out yet is marked.
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Line two, quick for 0 or 1, slow for 2: whether it's all there. Lookfor "coming soon", phases and release dates on the listing, andsend the second message above.
➔ 0: At least one placeholder you can see isn't marked as one,or big parts are marked coming soon with no date.
➔ 1: Every placeholder you can see is marked as one, or theseller names in writing every part that isn't out yet and wheneach is due.
➔ 2: The seller tells you in writing that everything listed isreleased.

Line three, quick: a sample of the teaching. Look at the freelessons, free videos and anything else the person who teachesthe course gives away. Free material from someone promoting itdoesn't count here, because it's made to sell.
➔ 0: The free material is stories, results and a push to buy or tostart promoting.
➔ 1: There's some real teaching, and it stops right where you'dneed it and sends you to the checkout.
➔ 2: You learn something you could use this week withoutpaying, from the person who teaches the course.

Line four, quick: whose business the teaching is about. Searchthe sales page for "affiliate", "commission" and "resell", readthe module list, and watch the last minute of a free lesson.
➔ 0: Selling the program on is pitched as the way in, on thepage itself, in the free material, or at the end of lessons thatare about something else.
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➔ 1: Selling it on is offered, and it sits in its own section, it'soptional, and the lessons stay on their subject.
➔ 2: There's no reselling, or it's only mentioned in the affiliateterms.

Line five, slow: support you can name, and whether it's stillrunning. Take the written answer to the first message above andlook for dates, like the most recent live call or the last post fromwhoever runs it. If your sources disagree with each other aboutwhat the support is, leave this line blank until the seller hasanswered that in writing, or their week is up.
➔ 0: Nobody's named. It's "community" or "support" with noperson, no schedule and no dates.
➔ 1: It's named and on a schedule, but you haven't seen anydates. Or it's recordings or a bot, or part of what was offeredhas since changed or ended.
➔ 2: A named person, or live calls on a schedule, with recentdates you can see.

Line six, slow: who you're paying, and whether the terms backthe page. Take the biggest thing the sales page promises andfind it in the terms. The third message above gets you the termsif you can't find them.
➔ 0: No seller named, or no terms from the page or from theseller within a week of the third message. That's a knockoutas well.
➔ 1: The seller's named and the terms are there to read, butthey offer no refund of their own, or they hedge onsomething the page makes a big deal of. A seller's ownrefund terms aren't the last word, and Chapter 2's section
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on when it's gone bad explains why.
➔ 2: The seller's named with a country, the terms give you away to raise a problem and someone to raise it with, andthey back what the page headlines.

This line is only asking whether the page and the terms tell thesame story.
That's twelve points. Commission sits underneath, scoredseparately, and it never goes in the total.
Commission, last. Only score it if you're thinking of promoting theprogram, and only once the six lines above are written down.

➔ 0: You can't see the affiliate terms until after you've paid, oryou couldn't explain them if someone asked.
➔ 1: The terms are public, but you couldn't say in one plainsentence how you'd be paid.
➔ 2: The terms are public, you're paid for customers only, andyou could tell the person you're sending, in one sentence,that you're paid if they buy. The disclosure page shows whatthat sentence looks like.
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Figure 5 — The score organises evidence; the knockouts decide whether you continue.
Reading the score
Don't add it up and walk off. Read the zeros.
A 0 on line one, two or five is a question for the seller, so ask it inwriting: line two's through the second message, line five'sthrough the first, and line one's, what each part teaches, in amessage of your own. It gets its own week, from the day yousend it. If no written answer lifts it by then, the 0 stands and theword on Chapter 8's worksheet is no.
A 0 on line six isn't a question: it means a knockout is ticked, sothe program's out.
Nobody's answer moves a 0 on line three or four, because thoseare scored from what the course shows you.

➔ On line three, it makes paying for the rest a punt.
➔ On line four, read the 0 with a self-test, the test from the top
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of this chapter put to yourself: whether you'd be glad youbought it if you never sold a single copy. Write your answerbeside that 0 on your running list. If your answer is no, theword on Chapter 8's worksheet is no, because you'd bebuying it to sell it on, and that's the reselling loop.
A blank is a check you haven't done or an answer the sellerowes.
A total is only worth comparing between two programs that bothgot through the knockouts. If they finish close, commissiondoesn't break the tie for a buyer. For a promoter it only comes inafter you've bought the thing and been through it. Before youcompare, run the Chapter 2 search on whatever's still in, soevery knockout has been tested on each program, and wait untilevery question you've sent either seller has had its reply, or itsown week. A program still waiting on answers has blanks onlybecause the seller hasn't replied yet, and comparing early marksit down for that. If one was knocked out, there's nothing tocompare.
The card can't tell you whether the teaching's any good. What itcan do is save you time, and the order set out at the top of thecard is how. For a program that's still in, the slow checks turnwhat's left into questions with written answers. When you'vefinished, write every 0 and every blank on your running list, nextto the question it answers, drop any program with a 0 that thissection makes a no, and run the Chapter 2 before-you-pay liston the program with the fewest.

The card on Digital Success School
Here's the card run on Digital Success School against what's onrecord: its sales copy as saved in my notes, which isn't dated,the notes on the course itself, and research done for thisbusiness on 16 August 2026. Each score says what it rests on.
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Where the record can't support a score, the line stays blank.
Knockouts first. Four of them the record can answer. The seller'snamed: an individual, trading from overseas, as recorded in thatresearch. The terms were public when they were read that day.The saved sales copy gives no figure for what anyone made.And the affiliate program was single-level at the time of thatresearch, so a promoter was paid for customers only. None ofthose fired. That's what a pass looks like on this card: each boxstays empty because there's something on record you couldshow someone, a named seller, terms that could be read, a salespage with no figure for what anyone made, and a promoter paidfor customers only. Three rest on that one day's research andthe sales copy isn't dated at all, so check all four again beforeyou rely on them.
Two knockouts the record can't answer, and until they're tested,you don't pay.

➔ The Chapter 2 search. When both courses in this book weresearched in that same research, the search found nocomplaints, and nothing written about either by anyone whowasn't paid to sell them. That's an empty search, andChapter 2's section on new programs says what to do withone.
➔ The support question. The record doesn't show it beingasked. It's the first message above.

Now the six lines.
What you're buying, in writing, scores 1. The saved sales copynames three topics at course level (building a digital productbusiness from scratch, content and organic social media, andsystems that sell around the clock) and lists weekly live calls andtwo membership levels. It says nothing about what each part
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teaches. The course's own affiliate lesson says the sales page inits ready-made funnel shows everything inside, but that pageisn't on record, so it can't lift the score.
Whether it's all there scores 0. In the notes on the course, 35lessons have no video and no transcript, and most of those carrya file, template, link or written text instead. Six hold nothing at all,going by notes taken on 31 July 2026, and 12 August 2026 forone of them. Two of the six are titled COMING SOON. The otherfour have ordinary titles, and the notes can't say whether theseller left them unfinished, but by the card's rule a placeholderyou can see that isn't marked scores 0. The seller's writtenanswer could lift it, so send the second message and ask aboutthose four lessons as well. A written reply that names every partthat isn't out yet, those four included, and when each is duescores 1. Only a written yes that everything listed is releasedscores 2.
A sample of the teaching is blank. The free material on record isDigital Success Starter, the free group in the section onrecommending, and neither of the two things on record about itis its lessons. There's also a free masterclass in the ready-madefunnel, which the course describes as there to build trust and getpeople ready for the sale, and its content isn't on record either.Line three stays blank until someone looks at the free teaching.
Whose business the teaching is about scores 0. The saved salescopy says "Use DSS as your First Digital Product!", and thecourse's "Target Market" lesson describes new buyers sellingDigital Success School as their starting product. The lesson"Avoiding Niche Overload", covered in the introduction, ends onselling Digital Success School as an affiliate. The ready-madefunnel is optional, but selling it on is still pitched as the way in, onthe page itself and at the end of a lesson on another subject,which is line four's 0.
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Support you can name is blank. The saved sales copy lists adiscounted one-to-one strategy session for lifetime members,and the course's strategy-session module says the same. Aseparate lesson, for booking an included one-to-one call, iswhere the record doesn't agree with itself. When my notescaptured that lesson on 3 August 2026, it said the included callswere ending on 1 June 2026, and it still carried the bookingdetails. A note in my records dated 17 August 2026 still lists anincluded call. When your sources disagree, the line stays blankuntil the seller answers the first message in writing, or its week isup. It's also Chapter 1's point about a call on a list.
Who you're paying, and whether the terms back the page: 1. Theseller's named. The sales page, as recorded on 16 August 2026,featured weekly live calls. The terms read that same day said livecalls and coaching weren't guaranteed, and they offered norefund of their own. As line six's anchors say, those aren't thelast word for an Australian buyer, and Chapter 2's section onwhen it's gone bad covers what's less certain when the seller isoverseas.
That's 2 from the four lines the record can score, with two blank.
Commission scores 2. The affiliate program is advertised in thesaved sales copy, and in that research its terms could be readwithout buying and it was single-level.
Commission is the only line scored 2 so far, and it's kept out ofthe total.

The score and the decision
Aussie On The Line has affiliate arrangements for both courses examined in this book,Digital Success School and Sales Made Simple Method. Neither is an automaticrecommendation: each has to earn its decision through the same card and the sameChapter 2 checks as anything else.
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On this card today, Digital Success School is a "wait" for anyone considering it. It's a"no" for anyone whose own answer to the line-four self-test is no, for anyone who sendsthe first message and gets no straight answer in writing within a week, and for anyonewho sends the second and gets no written answer that lifts line two's 0 within a week.Here's what's still open and who answers each one, then line four's 0, which no answerfrom the seller moves.
➔ Knockouts untested: there are two. The Chapter 2 search isyours to run, and the support question is the seller's toanswer in writing, through the first message. Until they'retested, you don't pay, which is what Chapter 8's worksheetcalls a wait.
➔ Line two 0, answered by the seller through the secondmessage, in writing (whether it's all there).
➔ Line five blank, answered by the seller through the firstmessage, in writing (the support you can name).
➔ Line three blank, answered by you, by looking at the freeteaching (a sample of the teaching).
➔ Line four 0, which no answer from the seller moves: it's scored only on thecourse's own sales copy and lessons, and only a change to those would move it(whose business the teaching is about). What it means for you depends on yourown answer to the self-test, so this chapter's test for recommenders is still openfor any future recommendation. The introduction says to believe the people whobought it over me if they tell you their money came back from selling it on.Everything but line four needs answering before anyone pays.

I'd tell one kind of person not to buy either course: the one who just wants to repeat theloop. I reckon at some point there'll be tens of thousands of people repeating that sameloop. A person considering either course needs to be able to take an honest look atthemselves, admit their faults and be willing to learn from them. Both courses containlessons I found valuable, but that doesn't override the unanswered questions or turneither one into a "buy".
Sales Made Simple Method's own FAQ sets a limit on who itsuits: without a product, you'll be limited in applying it until youhave one. Chapter 6 has what the same FAQ says about gettingthe fundamentals down first, and what that means for your time if
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you're starting from nothing.
There's one thing that isn't on the card, and shouldn't be. Part ofwhat got me to buy Digital Success School was that the peopleteaching both courses talk like me. If a swear word's needed,they use it. That's a feeling, and Chapter 1 told you what to dowith a feeling you get from a page: notice it, and ask what backsit up.

Figure 6 — A decision follows the evidence; it does not replace it.
What each course gets wrong or leaves out
The introduction says why I have each course and what eachone teaches. Here's what to know about each before you pay,taken from the courses' own lessons as read for this book.
Digital Success School's lesson "Content Audits" is a recordedlive call where the teacher reviews members' videos. Onemember's video says showing off what you made this year andtelling people they can do it too is preying on their desperation,with one exception: a plaque right behind where you sit, which
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she says reads as pride. The teacher likes the video. Their firstnotes are that it makes the same point more than once at thestart and drags that part out. The note they spend longest on isthe ending: they want her to put what she sells forward as the fixfor marketing built on money claims, tell viewers it's taughtwithout them, and send viewers that way. The exception is amember talking, not the course teaching it. What the teachercoaches is using a stand against money claims to sell, so when aseller tells you they don't make them, that line can be the pitchitself. Elsewhere the course leans on money proof, like the sales-page proof of how fast some members made their money back,and Chapter 4 covers that. Three things to know:
➔ Limits. "Hosting a Live Masterclass" advertises "only 50spots" with no real cap, and "6 Conversion Keys (Beyondthe Intro)" says that unless there really is a limit, "you can'tsay there's a limited number of spots". Those two lessonsdon't agree. Chapter 5 has the detail, and Chapter 7 whatthe ACCC says about limits.
➔ Refunds. "Digital Product Legality" tells sellers never toallow refunds on an ebook or a course. Chapter 4 has thelesson, and Chapter 7 what the ACCC says about "norefunds" terms.
➔ Where it's built for. Its setup lessons start from the US: thelesson on creating a listing on Stripe says US dollars arepreferred, and that sellers in other countries can pick theirown currency. Chapter 7's section on selling in Australiacovers what it leaves an Australian seller to find out.

Sales Made Simple Method states its ethics. Its wrap-up of thebuyer impulses says that used with morals and integrity, theydon't need you to manipulate anyone. Two things to know:
➔ Its own sale has no refunds. Chapter 4 has what its FAQ
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says.
➔ The tools it teaches include anchoring a price against ahigher one, which its lesson calls one of the most powerfulpricing tools you can use, plus negative framing, which leanson what someone wants to avoid losing, and hard calls toaction, like telling people to sign up now because the doorsare closing. The lessons on framing and calls to action comewith cautions. The anchoring lesson's example is a salesticker with a higher "was" price the product may neverhave sold at, and it doesn't mention that the ACCC says asaving like that may be misleading if the product "has neverbeen sold at the higher price". How you use the tools is upto you. Chapter 5 shows anchoring used on you.

Sales Made Simple Method is yours to score, on the same card.Chapter 6 has who it's built for and its lesson hours, and Chapter7 its phases and what's still marked coming soon.

Send the messages today
Pick two programs: the one you're closest to buying, and oneother to hold it against. Today, send both sellers the threemessages from the scorecard, because replies can take daysand each seller's week only starts when you send.
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CHAPTER 4: READING CLAIMS, TESTIMONIALS AND GUARANTEES
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Type a program's name and the word "scam" into a search, andsome of what comes back may agree with you for the firstminute, then change its mind.
That turn can be taught, and I paid for a lesson that teaches it.It's a recorded live call in Digital Success School, one of the twocourses in this book. The teacher walked through a video of histhat opened sounding as if it would confirm what viewers alreadysuspected about this kind of course, with the hook that he'dbought the course everyone sells. Partway through, it turned,and the course became the thing that proved their worrieswrong. He said it converted well and that he'd seen people copyit over and over. The rule he gave for every version of it was tomake your offer the answer to the viewer's concerns.
So a page that starts on your side may be following a lesson. Theonly way to tell is to check it against things it doesn't control.
Aussie On The Line, the business behind this book, is an affiliatebusiness, and this book reviews two courses it's paid on.

The "honest review"
Some of the pages that come up when you search "is it a scam"or "honest review" are written by people who are paid if you buythrough them. Chapter 3 told you what came back when bothcourses in this book were searched for this business in August:nothing written by anyone who wasn't paid to sell them. Thisbook is one more.
Here's one found for this book in September 2026, while lookinginto a program this book doesn't name. The site looked like theprogram's own. It had a logo image, a buy button, and a"Student Login" link in its menu. One line under the first buttonsaid it was an affiliate site, paid if you buy through its link. Onlythe footer said it was independent and not connected to the
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business that sells the course. Its page on what the course is setout two ways in, and put reselling the course first, as the mostpopular start and the quickest way to a first commission. Anotherof its pages said you don't have to resell it at all.
None of that is the program talking. It's an affiliate, and what theprogram itself teaches about reselling is something you'd have tofind out from the program. What the site does show you is theorder that someone who's paid if you buy wants you to seethings in.
The lesson gives you the shape. The page opens on your side,sometimes with "I was sceptical too", which another DigitalSuccess School lesson hands sellers as a content formula: I usedto think they were all scammers, then I bought one. It tells youthe writer bought it. It builds towards a verdict, and the verdict isthat this one's different. Then there's a button.
None of that proves the page is lying. Some reviewers really didbuy the thing and really do rate it. What separates a review froman ad is what the page is willing to cost itself, and you can checkthat in four places.
Start with whether it says it's paid. There should be a plainstatement near the top that the writer is paid if you buy. A buybutton with no statement is its own answer.
Then look for something it didn't like that could cost a sale. Amissing module, a support promise that ended, a refund term."The only downside is there's so much content" doesn't count,because that's a selling point wearing a flaw's clothes.
Check whether the writer bought it before they were paid on it.Both courses in this book hand every buyer an affiliate link oncethey've paid. So "I bought it" and "I'm paid if you buy it" canboth be true of the same reviewer, and neither tells you which
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came first. Ask.
And follow the scam to where it ends up. If the headline askswhether one program is a scam and the page ends byrecommending a different one, treat it as an affiliate page for thesecond program until it tells you otherwise.
Now put this book through it. It tells you I paid for a third program that was meant toteach the basics, found it was built around selling the program on, and chose not torecommend it, then examines two others that Aussie On The Line may profit from. That'sclose to the lesson's arc: the one I wouldn't back, then the ones presented as different.So far it has shown you three things you can check: Chapter 3's score for DigitalSuccess School (2 from the four lines the record can score, with two blank), thischapter's account of what that course teaches sellers, and Chapter 3's list of what toknow about each course before you pay. Whether that's enough is your call.

Figure 7 — Separate the message into what is verified, paid, conditional and missing.
Commission nobody mentions
The disclosure page at the front covers how to check adisclosure that's there. This is about the one that isn't.
No disclosure doesn't mean nobody's paid.
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The introduction says I don't run down other businesses by name. The exception in thischapter is businesses a regulator or court has already named, and for those I only reportwhat the ACCC or the court published. The two courses in this book are a separate case:Aussie On The Line has affiliate arrangements for them, so they get looked at closest.
In March 2026 the ACCC said online photobook businessPhotobookShop had, on 107 occasions, told influencers not todisclose that it paid them in free products for their reviews. Onewritten agreement the ACCC published asked that videos notmention that the product was free or sponsored, or thatPhotobookShop had contacted the influencer. The ACCC alsoalleged it cut an influencer's review so the parts calling its AIassistant tool "a bit fiddly" and "a bit confusing" were gone, andwhat was left read as happy. PhotobookShop paid penaltiesunder two infringement notices, which the ACCC notes isn't anadmission.
Two things carry over to any page you read. Payment can be afree product as well as money, in the ACCC's words. And areview shown on the seller's own page may have been cutbefore you saw it.
Digital Success School's lesson on TikTok Live tells sellers that,to stay clear of the platform's restrictions, they should avoidtalking about referrals, payments and dollar amounts. The samelesson tells them to switch on TikTok's own setting that marks alive as promotional. The effect on you is that the word "referral"may never be said out loud. So look for the platform'spromotional label, and if it isn't there, ask in the chat: "Are youpaid if I buy through you?"
Links give it away too. The ACCC's report on its sweep ofinfluencers lists posting referral links and discount codes assigns of a possible commission arrangement. Search theprogram's name yourself and compare the address you land onwith the link you were given. If they're different, someone maybe paid when you click.
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The paid-cheerleader test
Chapter 2 had you check whether hard questions stay up in aprogram's group. This is about who's doing the cheering.
Click on the people. When someone posts a win, or piles in undera doubter, open their profile. If their bio links to the sameprogram, their cheering may also be selling, whether they see itthat way or not. Anyone who has bought either course in thisbook has been handed a link, so in those groups it could beanyone.
Watch what a hard question gets back. An answer is specific:which module, who to ask, what went wrong. A deflectionsounds like "it's mindset", "just keep showing up" or "the oneswho fail don't do the work". Sales Made Simple Method has alesson on words that names "it's just mindset" as the kind of linethat makes people feel stupid when they struggle, because theywere told it was simple.
Put a real question next to the results. Find a post aboutsomething that went wrong and compare what it got with thewins. If the wins draw a crowd and the problem gets "DMme" orsilence, the group is working as a shop window. Then ask theperson who posted the win what it came from: selling theprogram, or something they built themselves.
If you can post in the group, put one question to everyone: "Hasanyone here made back what they paid from something otherthan referrals? What did you sell, and who bought it?" Then readwhat comes back. An answer that names a product, a customerand a date is worth following up off the group. An answer that'sa referral, a pep talk or "DMme" hasn't answered the question.
And a rule for when every cheerleader has the link. If everyprofile you open links to the program, the cheering tells you they
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may be selling it, and nothing about whether it works. Stopcounting it. From then on, give an answer weight only if it namessomething other than the program and the person who gave itchecks out off the group, the way you'd check the person behindany testimonial.
Testimonials
Digital Success School has a lesson on the seven parts of a salespage. Near the end, the teacher tells sellers to stack members'results and screenshots. He also says if you don't have results ofyour own, use other people's, from similar programs, and maybekeep them anonymous. The example page in the same lessontells readers that the people in its results aren't influencers oractors, just everyday people who decided to start.
In June 2026 the ACCC said the "random shoppers" in Hismile'ssocial media videos, who tried its products in public and saidthey were happy with the results, were Hismile employees.Hismile gave the ACCC a court-enforceable undertaking not torepresent any of its staff as a random member of the publicgiving a testimonial. "Everyday people, not actors" is a claim likeany other, and you can't check it from the page.
The courses have something to say about faces on camera too.Digital Success School's lesson "Finding Your Voice" tellssellers that they may not be interesting enough as they naturallyare to draw people to their offer, so they have to "put on a facefor the camera", and a voice as well. It also says the aim isn't tolose yourself in a completely false identity. This is one place Ipartly disagree with the course. We all have faces, and yes, youhave to bring enthusiasm to the product, but at what point doesthe fake become too much? You can't answer that from a video.What you can check is the person behind it, off the page, andthat's what the checks below are for.
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The Australian Consumer Law bans false or misleadingtestimonials, and in a court case about one, the court treats thetestimonial as misleading unless someone brings evidence that itisn't. That's the law's starting point, and it isn't a ruling on anytestimonial you're looking at. It does tell you that asking a sellerto back one up is a fair question.
So take the one testimonial on the page that got to you most, andput it through this.
Ask who it's from. Did this person buy this program, which tier ofit, and when? The sales-page lesson told sellers they could useresults from other programs, so this question comes first.
Ask what the result came from. From what the program teaches,or from selling the program to the next person? Chapter 2 hasyou check that across buyers. Here you're checking it for one.
Ask what they had before they started. When the Federal Courtfound against Rick Otton and his company We Buy Houses in2017, one finding, as the ACCC reported it, was that the companydidn't sufficiently tell buyers the strategies could only realisticallywork for someone who already owned property or could get abank loan. A result from someone who started with money, anaudience or a business you haven't got is their story. It's noforecast for you.
Look for detail you could check. A business name, a product, adate. The ACCC's page on online reviews lists generic praisewith no specific detail, and reviews written in similar language toother reviews for the same business, as signs a review may befake.
Find the person off the seller's page. Search their name and theirhandle. Were they posting about their own business before thistestimonial, or only about the program since? Is there a link to the
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program in their bio? Then message them and ask two things: didyou pay for it, and are you paid if I buy it? If you can't find them,or they won't answer, give the testimonial no weight at all.
Some pages put "results not typical" under the best ones.Whether Australian law has a rule on that exact line wasn'tchecked for this book, so I won't tell you what it means legally.What it tells you as a reader is that the page picked a result itadmits isn't the usual one, and hasn't told you what the usual oneis. Ask for it. If the page uses that result to suggest what you'llget, the ACCC's guidance on claims about the future applies: abusiness making them has to be able to show reasonablegrounds, and has to deal properly with the uncertainties andvariables involved. "Not typical" with no typical result beside itleaves out the uncertainties and variables.

Claims about the money
Chapter 3 made it a knockout when the reason a page gives youto buy is a figure for what somebody made. This is how to readthe claims that fall short of that, and the ones you'll hear on a callor in a comment.
A claim about the future, like what you'll be able to do after thecourse, is treated as misleading if the person making it didn'thave reasonable grounds, and the ACCC puts it plainly: thebusiness is responsible for showing it had them. Section 37 ofthe Australian Consumer Law covers claims that are false ormisleading in a material way about how profitable or risky abusiness is, or about any other material part of it. It applies whenthe business is pitched as one you can run from home, or whenyou're invited into a business that needs your work, or needsyour money and your work.
DG Institute promoted two education programs through freeseminars, webinars and videos. The ACCC reported that in 2024
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the Federal Court found DG Institute had made false ormisleading claims, including that the trust system it promotedhad been tested and upheld by the Full Court of the FederalCourt, when it hadn't, and ordered it to refund the course fees ofmore than 2,100 students who enrolled in one program betweenApril 2017 and November 2022. The appeals were dismissed inDecember 2024. Read it alongside We Buy Houses in thetestimonial checks.
Three things from those cases work on a sales page today. Theclaim to watch is the one about someone else's result, presentedas what you can do, with the condition that made it possible leftoff. An authority a seller claims, whether a court, a regulator or afamous name, is something you can look up yourself, and DGInstitute's wasn't true. And the refund orders in DG Institute,made in 2024 for enrolments going back to 2017, came throughthe ACCC taking it to court. Don't pay counting on a regulator toget your money back.
The same sales-page lesson tells sellers to put quick hits ofproof near the top, and the example it shows is a member count,a total the community has generated, and how fast somemembers made their money back. It suggests an FAQ answertelling beginners that people make their money back in their firstmonth or two. And a lesson in Digital Success School's sectionon selling the course tells affiliates to pitch that a couple ofreferrals covers your fee.
A member count tells you how many people paid. It says nothingabout how many got anything back. A total the communitygenerated is one total with no names on it, and it doesn't saywhether it came from members' own businesses or from sellingthe program. When a page says some members made theirmoney back fast, "some" is the word to read: how many, out ofhow many, from what? An FAQ is the seller's answer, written into



Before You Buy The Australian Buyer's Guide to High-Ticket Online Courses

67

a box made to look like a question from someone like you. Andthe referrals pitch is about making the money back by selling thecourse on, which is what Chapter 2's money-back check asksbuyers about.
Every money claim, whoever makes it, gets four questions:whose money, from what, over how long, and starting from what.If the person can't answer all four, write the claim down as astory and leave it there.

Guarantees
The Sales Made Simple Method lesson on the word "because"says unethical marketers use it to create false certainty, and itsfirst example of the unethical kind is telling someone to buybecause it's guaranteed. A course written for sellers names thatline as one to avoid. When "guaranteed" is the reason you'regiven to buy, read the guarantee before you believe the reason.
There are two kinds of guarantee, and a sales page doesn'talways tell you which one it's talking about.
The first is the seller's own guarantee. It's a promise the sellerchose to make, with whatever conditions they chose to attach.The second is the consumer guarantees under the AustralianConsumer Law. For services they include that the service isprovided with due care and skill, and is reasonably fit for anyparticular purpose you made known to the seller, and the ACCCsays a business can't take them away with a "no refunds" signor by saying refunds aren't available. A seller's guarantee canadd to what the law gives you. It can't take any of it away, andthe consumer guarantees can still apply whatever a seller'sterms say. Chapter 2 covers how you use the consumerguarantees once something has gone wrong.
A Digital Success School lesson on the legal side of digital
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products tells sellers to always have terms and conditions, andsays they can ask ChatGPT to write them. It tells sellers not toallow refunds on an ebook or a course, because a buyer couldsave every video and then ask for their money back, and saysthat's why Digital Success School has no refunds. The samelesson says a money-back guarantee is fine if the results aren'tpromised. That's the lesson's view, not the law's. Whatever aseller's terms say about refunds, what the paragraph above saysabout the consumer guarantees still holds.
Digital Success School's terms were read for this business on 16August 2026. The note made that day records the course'sadvertised "30 Day Action Promise" as naming no remedy, onlyan invitation to "reach out directly". The worked run furtherdown has the detail. Sales Made Simple Method's FAQ, ascaptured on 30 July 2026, says it's a digital product, all sales arefinal and no refunds are available. What the paragraph on theconsumer guarantees above says holds for that as well: a seller'sterms don't take them away. If a pitch uses the word"guarantee", find what the written terms say before you pay,because the written terms are what you'll be pointed to whenyou ask for your money back.
The High Court looked at the headline-and-fine-print problem in2013, in a case about TPG's internet ads. It agreed with the trialjudge that the fault in those ads was that they requiredconsumers "to find their way through to the truth pastadvertising stratagems", and it said an ad can mislead even ifthe buyer works out the truth before signing up. You're still theone who has to find the conditions before you pay.
So read the guarantee in its own words and answer these.

➔ What comes back: all your money, part of it, or more timeand access instead of money?
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➔ What you have to do to qualify: finish every module, attendcalls, post every day, hand over proof of your work? Whochecks it, and how?
➔ The window: does it run from the day you pay, or the dayyou get access, and could you do the qualifying work insideit?
➔ How you claim: in writing, to whom, and where?
➔ Where the conditions live: on the sales page next to thepromise, or only in the terms?
➔ Who stands behind it: a named business, in a country youcould reach? The ACCC says that in practice a refund froman overseas business can be hard to get. Chapter 2 coverswho to ask about whether Australian law reaches one.

Now the six, run on Digital Success School's "30 Day ActionPromise". What follows comes from a short note made when thecourse's page and terms were read for this business in August.It's a note, not a copy of the page, so "not recorded" belowmeans the question is still open. It doesn't mean the page saidnothing.
➔ What comes back: the note records no remedy named, onlyan invitation to "reach out directly". The terms said all saleswere final with no refunds, and that access could be endedat any time without a refund. That's the seller's own termstalking, and they don't take away the consumer guaranteesabove. With a seller overseas, whether those guaranteesreach this one is the open question in the list's last bullet.
➔ What you have to do to qualify: not recorded. If there's noremedy, there's nothing to qualify for.
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➔ The window: the name says thirty days. Thirty days fromwhat is not recorded.
➔ How you claim: "reach out directly". An address, a form anda time for a reply are not recorded.
➔ Where the conditions live: the promise was advertised, andthe no-refunds lines were in the terms. Whether thepromise's conditions sat next to it on the page is notrecorded.
➔ Who stands behind it: a named seller, an individual tradingfrom overseas.

That's one of the two courses in this book. If you're looking at it,put each "not recorded" to the seller in writing before you pay,and keep the reply.
Chapter 1 showed you a program sold on the promise that youwouldn't leave it until you were making money. Read that as aguarantee and ask what it actually promises. It promises you canstay. It says nothing about whether the money turns up. So askwho decides when you're making money, what you have to keepdoing to hold your place, and whether staying costs more thanyou've paid.

If it's a financial product
If the review or recommendation is for an investing app, a tradingplatform, a credit card or super, ASIC's rules may come in aswell. The disclosure page at the front has one of ASIC'sexamples. The checks in this chapter aren't enough for these.Get advice before you act on one.

The what's-the-catch check
Run this on one real page, in one sitting. A box you can't tick is a
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question to get answered in writing before you pay.
➔ I've found, near the top, whether the person recommendingit is paid if I buy, or I've asked them straight.
➔ The link I was given goes where my own search went, or Iknow who's paid when I click it.
➔ The review names something specific it didn't like,something that could cost the writer a sale.
➔ I've checked one testimonial off the seller's page: theperson exists, bought this program, and I know what theresult came from and what they started with.
➔ Every money claim on the page answers whose money, fromwhat, over how long and starting from what, or I've written itdown as a story.
➔ I've read the guarantee's conditions, its window and how toclaim, and the page and the terms say the same thing.
➔ I've opened the profiles of three people cheering in theprogram's group, and put one real question to the group.
➔ If it's a financial product, I've had advice.

Run it today, on the sales page you're closest to paying for, andstart with the testimonial checks on the one testimonial that gotto you most. Every box you can't tick goes on your running list.
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CHAPTER 5: THE FUNNEL, FROM THE RECEIVING END
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Someone whose free guide you downloaded yesterday emailsyou. The subject line asks whether this is you, by your firstname, like a text from an old mate who's lost your number.Digital Success School teaches sellers to build every stepbetween that free guide and your card number, and its lesson"What is a Funnel" tells its students they were most likely in onetoday.
A funnel is the path a seller builds to walk a stranger from a postin their feed to the checkout. The course's lesson "FunnelFoundations" lays out the usual order: posts or ads to getattention, a page that swaps something free for your email, a freevideo or training that gets you ready for the sale, the sales page,the checkout, and then the emails after it. This chapter walks thatpath from the other end: what each stage is doing to you, goingby what the courses teach sellers, and the question to ask there.

The free stuff
A funnel starts with something free: posts, a guide, a checklist, afree group. Digital Success School's lesson "Power of FreeValueWhat to Teach" tells sellers why they give it away. Thefreebie is the front door, the lesson says, and it has four jobs:attract the people who have the problem the paid offer solves,build trust, lower your resistance to buying, and make you feelyou owe something back. The lesson is open about that last one.When you help someone without asking for money, it says, theyfeel they owe you, and that makes the paid offer easier to sell. Italso says a free offer isn't supposed to make money itself,because its job is making later sales easier.
So a freebie that feels generous is doing the job it was built for.That's fine, as long as you know it. What it costs you is youremail address and a small sense of owing somebody. You don'towe a stranger anything for a free PDF.
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Ask yourself: what can I use from this, this week, without payinganything more? If the answer's nothing, you swapped your emailfor an ad.
This book is the free thing at this stage, so ask it the samequestion.

The emails
Once you've handed over your email, a sequence starts. DigitalSuccess School's lesson "7-Day Intro Sequence" gives sellers aday-by-day plan:

➔ Days one and two: a story, then a quick tip or anotherfreebie, under subject lines built to get opened.
➔ Days three to five: a relatable story, teaching and proof, thenother people's success stories.
➔ Day six: going after your reasons for not buying, like havingno time or not being a tech person.
➔ Day seven: the direct pitch with some urgency built in, suchas a special offer for the next 24 hours, or bonuses offeredonly today.

The lesson says the whole sequence is designed to close thesale inside those seven days. Another lesson in the samesection, "6 Conversion Keys (Beyond the Intro)", tells sellers tosort their list by what people do with the emails, and names thepeople who open and click as the most ready, the ones to sendthe urgency and the promotions to. So what you click decideswhat you get sent.
If it's an automated sequence, the day-seven deadline waswritten before you turned up, so it tells you when you joined the
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list and nothing about the program.
Ask: if I signed up again today, would the same last chance comeround on a new date? You can test it with a second emailaddress a few days later. And while you're still deciding, read theemails and leave the links alone, because every click is read as asign you're ready.

The free training and the live masterclass
Somewhere in the emails you'll be invited to a free training: avideo, a webinar or a live masterclass.
Digital Success School's lesson "The VSL Recorded Training"explains the VSL, a video sales letter. It says what you'll normallysee is a VSL dressed up as free training, and that the ad for onelooks exactly the same as the ad for a real training. Thedifference is inside. In the lesson's example, a half-hour videospends its first twenty minutes on the offer, the results and thetestimonials, and the teaching you signed up for comes in thelast ten, almost as an afterthought.
The lesson "Hosting a Live Masterclass" calls the live versionthe highest-converting free format. It tells sellers they control theroom and can make it feel however they want, that they canbring high energy and lift the audience's urgency, and that a fullsession gets attendees competing to be the one who buys. Thenext step, it says, is always the paid offer. Its example says itwould advertise only 50 spots, and the teacher says he wouldn'tactually cap it: he'd probably let about 100 sign up, becausemany who register don't turn up, and a limit makes attending feelexclusive. The lesson itself says the aim is to make the event ashigh-pressure a sales setting as it can be. The example alsopromises no replay and a bonus for people who attend, and thefollow-up emails are short and hard, with a few days to claim thebonuses.
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This stage makes you sit through the pitch to get the lesson, andasks you to decide while the room's still warm.
Ask: how many minutes of this taught me something I can usewithout buying? Write down the time the teaching starts and thetime the offer starts. If the offer comes first and the teaching isthe last few minutes, it's a sales video, whatever the ad called it.And whatever deadline it sets, decide the next day, after theenergy's worn off.

The application
Some high-ticket offers won't let you buy straight off the page.You apply, or you book a call to see if you qualify.
Sales Made Simple Method has a lesson called "Impulse 5Special Treatment". It teaches that people want to feel chosen,and that sellers build signs of exclusivity into what they post,with phrases like limited spots, founding member access, or onlyfor people ready for the next step. The lesson says it shouldn'tbe done by pretending something is exclusive when it isn't, andthat when a buyer feels picked out, the purchase stops feelinglike a transaction.
An application puts that feeling to work on you. Before you'veseen a price, you're the one trying to get accepted, and onceyou're in that position it's easy to stop asking whether theprogram deserves your money.
Ask: what would get me turned down? If nobody can nameanything, the application is there to sort who's ready to buy.

The free strategy call
The introduction asked what the free strategy call is really for.
Every free step above ends at the paid offer, as the masterclass
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lesson says outright. A free call is one more free step. Researchdone for this business in July 2026 describes one way high-ticket programs have been sold: a webinar, then either acheckout or an application and a phone call, with the calls closedby salespeople on commission. So expect a sales call, andexpect that the person on it may be paid when you buy. Youmight still learn something on it. Just know the call has a job, andthe job is the sale.
The call works with your own words. Sales Made Simple Methodteaches sellers a four-step answer to a buyer's hesitation, calledR4: repeat, relate, re-close and re-consolidate. In "The R4Method Re-close", the seller is taught to reposition the offer asthe exact answer to the exact thing the buyer said they wereworried about. So every worry you share on the call can comeback to you as the reason to buy. The more you tell them aboutyour money, your time and your last bad course, the better thepitch can be made to fit you.
The price can be set up in advance too. Sales Made SimpleMethod's lesson "Anchoring Bias Leveraging The Higher Price"teaches that the first number someone sees becomes thereference point for every number after it. The teacher describesdoing it with people who ask for one-to-one mentoring: firsttelling them what the same hours one-to-one would cost, thengiving the price of the course. The teacher says every one ofthem bought the course instead.
Before the call, write down the most you'd pay, in Australiandollars, and keep it in front of you, because whatever numberthey say first is theirs. On the call, ask this straight after youropening line, the one in the section on never paying on the call:are you paid if I buy today? Then ask more questions than youanswer.
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Figure 8 — At every stage, the buyer still has an exit.
The pressure moves, done to you
In July 2026 the ACCC reported that people it surveyed aboutunsolicited sales found salespeople often pushy and unwilling totake no for an answer.
The moves below come from the two courses, each with what itdoes to you and what you can say back.
Your no gets treated as not yet. The Sales Made Simple Methodlesson "What an Objection Really Is" teaches that an objection,on a sales call or anywhere else, means the buyer doesn't feelsafe enough to say yes yet, and that the seller's job is to walkthem out of the no. "Handling Common Objections" lists the fivemost common in the teacher's messages: it's too expensive, I'mnot ready, I need to think about it, I've done this before and itdidn't work, and I need to ask my partner. Each gets a preparedfour-step answer, so the common reasons already have answerswaiting.
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What to say: don't give a reason, because a reason is somethingto handle. State a rule about how you buy, and a rule leaves themnothing to answer: "I don't make payment decisions on calls.Email me the offer and I'll decide by [date]."
To be fair to the course, the same lessons tell sellers to staycalm, not to push, and to let people shop around. "ThePsychology Behind Objections" says a pushy seller loses thebuyer's trust, and that a not now doesn't mean a not ever. Takethat at its word. If you say not now, expect to be followed up. Ifyou mean no, say no.
"I've been burnt too." In "The R4Method Relate", the seller istaught to tell you they've been where you are, and that plenty ofpeople try a lot of things that don't work before they find this.The lesson says the aim is to make you feel normal, so the worrystops getting in the way. Somebody else getting burnt tells younothing about this program. What to say: "Can you put me intouch with someone who's bought this one?" Chapter 4 coverswhat to do with whoever they give you.
The cost of waiting. The lesson "Impulse 6 Urgency" teachessellers to show people that waiting has a cost, that if nothingchanges, nothing changes, and says that's different from acountdown timer. It hits hard when you've been meaning to startfor a year. What to say: "Waiting a week costs me a week. I'lltake it."
The deadline. The day-seven email and the masterclass follow-up both set one. Digital Success School's "6 Conversion Keys(Beyond the Intro)" tells sellers to use countdowns, expiringbonuses and limited spots, and not to claim a limit or acountdown that isn't real. Sales Made Simple Method's "Impulse3 Fear of Loss" says fake scarcity kills trust faster than anything,and that a seller who sets a deadline has to follow through on it.
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From your side of the screen, you can't see which kind ofdeadline you've got. What to say: "If it's gone tomorrow, I'll livewithout it." That's the deadline line on the Chapter 1 self-check.To find out whether a deadline was real, screenshot the offerwith the date showing before it runs out, and again after, the wayChapter 2 has you keep dated evidence.
The partner line. "Handling Common Objections" says thatwhen a buyer needs to ask their partner, it's sometimes genuineand sometimes a way to pause, and the prepared answer is anoffer to take you both through it. What to say: "I'll talk to them onmy own. If we've got questions, I'll email them." Then talk itover without the seller there.
The payment plan. If the price gets split into instalments, or afinance or buy now pay later option comes up, that's a differentcost again. The ACCC's review found consumers frequentlysigned up to finance, buy now pay later included, throughunsolicited sales, big-ticket purchases among them. Chapter 6,on what it really costs, covers what instalments and card financeadd. What to say: "Put the payment options in the email, withthe total I'd pay under each one."

The yes that isn't a yes
A woman is on the phone to a call centre that sells funeral cover.The call starts from the point that she doesn't want or need thepolicy, and that gets brushed aside. She says she's alreadyinsured and wants to check with her work, and that gets brushedaside too. The man selling it talks fast, in an authoritative voice,over the top of her, and keeps coming back to the money for herfamily. Before she's agreed to anything, he has her family'sdetails and her bank details, and he pushes on to sign up herwhole family, young grandchildren included. When he asks forher authority to take the payments from her account, she says,"Yes, hopefully I'll be treated, you know, with respect."
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Read her yes again. It's the word the sale needed, and the rest ofthe sentence is her hoping to be treated with respect. The judgegave it as an example of her appearing confused.
Her own account was that he "never gave a pause for me tolisten and talk", and that "I could only say 'yes' or 'no'". Thejudge found that an apt description. The call is one of those setout in the Federal Court's 2022 judgment in ASIC v Select AFSLPty Ltd (No 2). Select sold its Let's Insure funeral cover throughan in-house call centre.
There's a name for a yes like that. The National Bench Book onAboriginal and Torres Strait Islander Peoples and the LegalSystem calls it gratuitous concurrence: seeming to agree withevery question or statement put to you, even when you don'tagree. The bench book tells courts to watch for it in consumercases, and it discusses it under First Nations consumers. In theSelect case, ASIC called a sociolinguistwho specialises incommunication with Aboriginal people, gratuitous concurrenceincluded. Her evidence was that a yes like this can be meant aspoliteness or cooperation, and that when the other side takes itas agreement, there's "a divergence in what the two partiesthink has been communicated", which can go unnoticed for therest of the conversation. The bench book also says gratuitousconcurrence is "not particular only to" Aboriginal and TorresStrait Islander peoples, and that it has been seen as a "commonstrategy of oppressed peoples".
Sales Made Simple Method teaches sellers the wider point:people give a polite yes, without meaning it, to avoid being rudeor to get out of a conversation.
Now look at how the questions were put. A closed question canonly be answered yes or no, and the judge noted that the man onthe first call used leading questions to move it along. On anothercall in the same case, the agent asked a different woman
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whether a weekly amount was affordable. She paused. Theagent asked again, this time whether it "sounds good". Sheanswered, "What's that?" The judge found the agent neverasked whether she wanted a policy, and used leading linesinstead, like how she wanted to set it up.
String enough closed questions together and you get a yesladder. Each small question is easy to say yes to, like "Does thatmake sense?" or "Sounds good?", and each yes makes the nextone easier, until the one that matters arrives as one more.Neither course in this book uses that name, or teaches it asquestions on a call. But I paid for lessons that teach sellers tostack small commitments. Sales Made Simple Method pins it oncommitment and consistency bias: after one tiny step, going onfeels natural and backing out feels awkward. Digital SuccessSchool tells students to fit in as many "little microcommitments" as they can beside the buttons. From your side,each small yes is a rung in a pattern sellers are taught.
The bench book's advice to sales representatives is to ask openquestions instead, including about what the consumer needs. Anopen question can't be answered with a yes: what do you needthis for, and what can you afford? So listen to the wording ofeach question you're asked. Is it open, or is it built for a yes or ano?
Both calls also left no room to think. The first man never left apause. The second agent spoke at length without pausing, andwhen the woman paused on the affordability question, the pausewas filled with the same question, reworded as "sounds good".A pause is where you think, and a seller who fills every oneleaves you nowhere to do it. The bench book tells salesrepresentatives to keep the consumer in a two-way conversationand to avoid talking for too long. Neither course in this bookteaches sellers to leave a silence.
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That affordability question is worth stopping on. For credit,ASIC's page on responsible lending says credit licensees mustnot suggest a credit contract to you if it's unsuitable for you. Acourse seller isn't a credit licensee, so this rule isn't theirs tofollow. Nothing this book found makes the person selling you acourse ask whether you can afford it, and neither course in thisbook teaches sellers to ask. So ask yourself before the call, withthe line from the Chapter 1 self-check: could you lose every centof it and still pay your bills? It's your answer, not theirs. Then, onthe call, notice whether they ask too. A seller who never askswhat you can afford hasn't checked whether this is right foryou.
Before the call, it also helps to know your own type. Sales MadeSimple Method teaches sellers to sort buyers into four types,using a model called DISC, and to change the pitch for each one.I paid for those lessons. Here's what each type is sold with,going by the lessons, and what it means if that type is you.

➔ Dominant, which the course pictures as a lion. "DISCFramework Dominant" says these buyers get short,confident, bottom-line messages about getting further,faster, and that they buy from the seller who sounds surestof what they're doing. If that's you, ask for the proof you'dnormally skip.
➔ Influence, the monkey. "DISC Framework Influence" saysthese buyers get emotional stories, before-and-after results,energy and a sense of belonging, and that the seller shouldask them to act while they're still feeling it. If that's you, thewarm room at the masterclass was built for you. Decide thenext day.
➔ Steadiness, the horse. "DISC Framework Steadiness" saysthese buyers get calm reassurance: no rush, take your time,I'll be here when you're ready. The teacher says lines like
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that have brought in a lot of sales. If that's you, a pitch withno pressure in it is still a pitch, and the gentleness waspicked for you.
➔ Conscientious, the owl. "DISC Framework ConscientiousCompliant" says these buyers get structure, data and abreakdown of exactly what's included, and it names "so youcan make an informed decision" as a line they love. If that'syou, a detailed breakdown can feel like proof. It's still theseller's breakdown, so check the details somewhere theseller doesn't control.

"Quick Overview of DISC" says we're each a mix of all four, withone type leading. Work out which one leads for you before thecall, because the pitch built for your type is the one that'll feelleast like a pitch.
In the Dominant lesson, the teacher names that type as theirown, and says speaking to the softer types doesn't comenaturally. The overview lesson says speaking to every type thesame way loses most of the audience. Joining the two is mytake: we sell to our own personality and fail the other three.From your side, that means a seller whose manner feels just rightmay simply share your type. It tells you nothing about theprogram.
What to do on the call:

➔ Answer in your own words, not yes or no. When they ask"Sounds good?", say what you actually think: "I'm not sureyet. I'll know once I've read it in writing."
➔ When you need to think, say "Let me think", then stoptalking. Let the silence sit, however long it feels. If they fill it,say "I'm still thinking."
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➔ Notice whether they asked what you can afford. If theydidn't, note it beside the offer after the call.
➔ Don't give a yes you don't mean just to end the call. If youwant it over, end it. The next section gives you the words.

Never pay on the call
When they ask for your card on the call, the answer is no,however good the program might be. You can't check anythingfrom inside a sales call, and the call can be built for you to decideinside it.
The ACCC's July 2026 report recommended an opt-in model forunsolicited sales in place of the cooling-off period, where thebuyer confirms the sale within a set period, separately from thesales conversation, before it takes effect and any payment isprocessed. When the report came out, that was arecommendation, not the law. You can give it to yourself today:nothing gets paid until you've confirmed it in writing, on anotherday.
Don't count on a cooling-off period to get you out. The ACCCsays someone who signs an unsolicited sales agreement has acooling-off period of 10 business days to change their mind.
NSW Fair Trading describes an unsolicited agreement as onewhere a supplier or salesperson approaches or phones youuninvited, the negotiations happen over the phone or away fromthe supplier's premises, and the agreement is over a minimumvalue, or its value wasn't agreed. It says it's up to the business toprove an agreement wasn't unsolicited, that other agreementsmay not be covered by a cooling-off period, and that a deal yougo back and make yourself after ending negotiations isn'tunsolicited.
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So a call you booked yourself may not count, and nothing I'vegot settles it. Ask your state or territory consumer protectionagency about your own case. The simpler protection is notpaying on the call.
If they rang you out of the blue, the ACCC says the salespersonhas to tell you who they are, which business they represent andwhy they're calling, and has to hang up if you ask.
What to say, from the start of the call to the end.
At the start, before they've asked you anything: "Before westart, I don't pay for anything on a call. If there's an offer at theend, email it to me with the full price in Australian dollars, thepayment options, what's included, the refund terms, and thename of the business I'd be paying. I'll reply by [date]."
When they ask for your card: "No. Email it to me, like I said."
If they push, or tell you the offer only lasts as long as the call:"Then I'll miss it. I'm not paying today."
If they keep going: "I'm going to leave it there. Thanks for yourtime." Then leave the call. You don't need anyone's permissionto hang up, and you don't owe them the rest of their script.
The same goes for a deposit to hold your spot, and for readingyour card details out for any reason.
Those lines test the seller as well. One who emails you the fulloffer and lets you off the call without a fight has passed.
After the call, write down everything they told you while you stillremember it, and ask them to confirm in writing anything theypromised that matters to you, because the Chapter 3 card scoresa spoken promise at 0. Then run the offer through the Chapter 2
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before-you-pay list, in your own time.

Figure 9 — Slow the call down and move every decision back into writing.
The next offer up
Chapter 1 said the price on the page isn't the whole price. Theprogram on the page might not be the whole program either.
When complaints were gathered for this business in July 2026,mostly reviews of one online-business program, the one thatcame up most often was upsells buyers hadn't been told aboutbefore they paid. In that same research, nobody complainedabout being sold to as such. They complained about beingsurprised by it.
The lessons show where the next offer sits. "FunnelFoundations" says the emails after the checkout are where theseller gets the most value out of each customer, and that smallerproducts are pitched there, in the follow-up, with small extrasused as bonuses and order bumps. An order bump is a smallextra offered on the checkout page, beside the thing you came
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to buy.
Digital Success School's saved sales copy shows these rungsbefore you pay: a monthly tier (the foundations modules) and alifetime tier (full access plus a discounted one-to-one strategysession). The welcome lesson says the master-level modules areonly for lifetime members, and tells monthly members to send aprivate message if they want to upgrade. The session itself isbooked through its own link. Chapter 3 covers what's on recordabout the included one-to-one call.
The lifetime tier's price was shown on the course's checkoutpage, before payment, on 20 August 2026. The monthly priceisn't on record, because it sits behind the community platform'sjoin page. So write both numbers down, from the seller's ownpages or in writing, before you pay for either rung.
If you've already paid on a call and want out, go to Chapter 2'ssection on when it's gone bad, and to Chapter 6 if you're oninstalments.
The rung that hurts is the one you find out about after you'vepaid, so if you haven't paid yet, find the rungs first.

➔ Read every tier on the sales page, and write down what'sheld back for the top one.
➔ Search the program's name with words like "upgrade","mastermind", "coaching", "VIP" and "inner circle".
➔ If there's a free group, scroll back for posts announcing thenext level up, or members talking about moving up.
➔ On the checkout, read everything on the page before youpay, and untick anything you didn't come for.
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➔ Ask the seller in writing.
Send something along these lines, with your details in thebrackets:
"Hi [name], before I buy [program], what else do you sell topeople who've bought it, like higher tiers, coaching,masterminds, events or done-for-you services? What does eachone cost, and will I be offered any of them on calls or in emailsafter I buy?"
Keep the answer with your refund terms. If something turns uplater that they didn't mention, you've got in writing what they didsay. Anything missing or vague in the answer goes on yourrunning list, and until you've got the next rung and its cost inwriting, don't pay yet.
Watch the anchor on the ladder, too. The Sales Made SimpleMethod lesson on anchoring says luxury brands put anexpensive handbag next to a far more expensive one, so the firstlooks reasonable. A top tier can do that for the one under it. Askyourself whether you'd pay the middle price if the top tierweren't on the page.

The decoder on one page
Copy this out, or keep the page open the next time somethingfree turns up.

➔ The free stuff. It's getting your email and a small sense thatyou owe them. Ask: what can I use this week, free?
➔ The emails. An automated deadline was written before youjoined. Ask: would a new sign-up get the same last chance?
➔ The free training or masterclass. It can be the pitch first and
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the teaching last, in a room built for deciding fast. Ask: whendid the teaching start, and when did the offer? Decidetomorrow.
➔ The application. It has you trying to get in before you'vejudged them. Ask: what would get me turned down?
➔ The strategy call. It turns what you tell it into the pitch. Ask:are you paid if I buy today?
➔ The questions. They can be built for a yes, with no pauseleft to think in. Say: let me think. Then ask yourself: did theyask what I can afford?
➔ The close. It treats your no as not yet. Say: I don't pay oncalls, email it to me.
➔ The checkout. It adds things. Ask: what's on this page that Ididn't come for?
➔ The next rung. It's waiting past the checkout. Ask, beforeyou pay: what will you sell me next, and what does it cost?

Before the next call you're offered, write the opening line fromthe section on never paying on the call on a sticky note, with "Letme think" underneath it, and put it on the edge of your screenbefore you join.
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CHAPTER 6: WHAT IT REALLY COSTS BEFORE YOU START
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Say you've just paid for a program. The checkout showed theprice in Australian dollars, so that's the number you expect onyour statement. When the statement comes, there are two linesfor it. The first is the program. The second is a fee from whoeverissued your card.
ASIC's Moneysmart site describes that fee. It says credit cardproviders may charge it on transactions with overseas-basedmerchants, or with Australian-based merchants who processpayments overseas, and that it may still be charged when thetransaction is in Australian dollars. It's called an internationaltransaction fee, or a foreign transaction fee.
Chapter 5 had you write down, before any call, the most you'dpay in Australian dollars. That number only works against thewhole price. So every cost in this chapter becomes a line on onesheet, filled in before you pay, because afterwards it's just yourstatement.

Time
The checkout never shows the hours.
The study notes kept for this business record more than 31 hoursof Digital Success School lesson video, and that capture didn'tget every lesson. Sales Made Simple Method's 59 capturedlessons come to 5 hours and 21 minutes of audio.
Watching is the small part. Digital Success School's 30 DayLaunchpad module is 3 short videos, about 11 minutes betweenthem. Its lesson "Step 2" asks for an hour searching for creatorsin your niche, and noting their hooks, before your first post."Step 3" asks you to stay in your niche for the next 30 days,watching those creators' posts, live streams and stories andkeeping notes, and it talks about posting every day. The videotakes 11 minutes. The work it sets up takes a month.



Before You Buy The Australian Buyer's Guide to High-Ticket Online Courses

93

Then there are the calls. The course's saved sales copy listsweekly live calls: 1 live class and 1 open Q&A session. The courseindex counts 68 lessons in its Live Call Recordings module, andone recording in the notes, "Time Spent Framework", runs justover 2 hours.
Sales Made Simple Method's lesson "FAQ's House Keeping"says the course is designed to complement a product or serviceyou already have, that it's best to have the fundamentals downfirst, and that it isn't a technical setup course. It says that withouta product, you can still learn the psychology, but you'll be limitedin applying it until you have one. So if you're starting fromnothing, the time for that course includes the time it takes tohave something to sell first.
For any program, ask the seller in writing: how many hours oflessons are there, how many hours a week does it expect, andwhen are the live calls in Australian time? Then write down thehours a week you've actually got once work, family and sleephave had theirs.

Tools
Digital Success School's lessons name the platforms they wantyou on, and several cost money after you've paid for the course:

➔ Stan Store, monthly. The course's "Pros and Cons" lessonon it says the fees are higher, with a dearer tier for emailautomations, and "Setup Your Store" starts a 14-day freetrial with a card number going in at sign-up.
➔ Systeme.io, free to start, then monthly paid tiers. "Step 1"offers it as the cheaper storefront, and its own "Pros andCons" lesson says the free plan has limits.
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➔ A domain, yearly. "Connecting a Domain" has you buy one.
➔ Google Workspace, monthly after a free trial. "ConnectingProfessional Email" sets it up on your domain and showshow to drop to the cheaper plan.
➔ Canva Pro, monthly. "Logo 101" tells you to get it and paythe monthly fee.
➔ ChatGPT's paid version, monthly. The lesson "Walkthrough",in the course's Intro to A.I. section, is done on it, and alsosays the free version can do this too and you don't need topay for it at first.
➔ CapCut Pro, billing not recorded. "CapCut AI Tools" saysyou need it for all of CapCut's AI tools, and also says youmay not need it unless you're making your videos fully withAI.
➔ GoHighLevel, monthly, for later on. "Additional PlatformsYou Should Know" calls its monthly cost pretty high.

Two more things are on record. The two "Pros and Cons"lessons tell students that Stan Store and Systeme.io both paycommission on referrals, and the live call "Fast Growth ContentFramework" suggests putting your Stan Store referral link inyour content. So a tool can be recommended with a commissionattached, the same as a course. Ask whoever recommends onethe Chapter 5 question: are you paid if I sign up?
The notes don't record what currency any of those tools bill in. Amonthly tool is a recurring payment, and if it's billed fromoverseas, the fee and exchange-rate questions further on applyto every month of it.
The Sales Made Simple Method notes record no paid tools. On
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that course, the tools line is whatever it takes to have the productand the setup its FAQ says you should already have.
For any other program, if the seller's pages don't say, you haveto ask: "What tools or platforms will I need to pay for to do whatthe program teaches, and are you paid if I sign up to any ofthem?"
The rest of the money comes from how you pay: the exchangerate, the card fee, GST, instalments and finance. Each one iscounted on the sheet.

The exchange rate
When a program's priced in US dollars, what leaves youraccount in Australian dollars depends on the exchange rate. TheACCC's page on foreign currency says exchange rates varybetween suppliers and include a margin or mark-up, and may notbe as good as the rates reported on the news.
The same page describes a choice you can be offered when youpay by card while travelling: paying in Australian dollars or inanother currency, which it calls dynamic currency conversion.The ACCC says choosing Australian dollars "may be the moreexpensive option", and that your card issuer may still charge aninternational transaction fee if you do. That's written fortravellers, so if an online checkout ever offers you the samechoice, treat it as a question: which currency costs less, with thefee and the conversion both counted?

Foreign transaction fees
The ACCC says that when you buy an item overseas, "aninternational transaction fee is generally charged", and thatfees are "usually around 3% of the sale price". That's from theACCC's page, published in July 2026. The fee that counts is the
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one on your own card. Moneysmart lists fees for using yourcredit card to shop overseas among the costs to compare on anycard, so find out what yours charges before you pay.
The ACCC also says it isn't always clear from a website that thefee applies. A ".com.au" address, or prices in Australian dollars,doesn't mean the business will process your payment inAustralia. Its advice for avoiding the fee comes in two parts:

➔ Check whether the transaction will be processed overseasor in Australia.
➔ Ask your bank whether it can block internationaltransactions for certain cards.

The ACCC tells businesses that process payments outsideAustralia that they should warn customers before the transactionif they're likely to be charged the fee, for example with a clearstatement during the order before payment, or by saying whichcountry the payment is processed in. So look for that on thecheckout. If it isn't there, ask the seller in writing: "Which countryis my payment processed in, and which currency will my card becharged in?"
If the fee turns up anyway, the ACCC says it may be consideredmisleading under the Australian Consumer Law when you'recharged an unexpected international transaction fee on apurchase in Australian dollars and the business appeared to be inAustralia. It says to contact your card issuer, "such as their bankor the international card scheme like Visa or Mastercard", to askfor the fee back. The same page says it may also be misleadingif an overseas business indicates you'll be charged in Australiandollars and then charges you in a foreign currency. In that case itsays to ask the business for a partial refund, and your cardissuer for a refund of the fee.
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Read that for what it is. It's the ACCC's view of what may bemisleading, and a request you can make. It doesn't promise thefee comes back. The seller's written answer about where theyprocess payments is what you'd be pointing to, which is onemore reason to get it before you pay.
GST on a course from overseas
The ATO says that since 1 July 2017, GST applies to sales ofimported services and digital products to Australian consumers,and its list of examples includes "webinars or distance learningcourses". The rate, the ATO says, is 10%.
The ATO's page for consumers says GST on these purchasesmay be included in the advertised price, added at the checkout,or shown on your receipt or order confirmation. It also says someoverseas suppliers aren't required to register for GST, becausethey don't reach the registration turnover threshold, and won'tcharge it.
On how the price is shown, the ATO says that "generally, if GSTis likely to apply to an item, the merchant should display a GST-inclusive price", and that this is a requirement of Australianconsumer law. Where a merchant isn't sure yet whether GSTapplies, the ATO says the merchant will advise that additionaltaxes may apply, and should confirm the GST-inclusive price assoon as it knows.
So a line under the price saying additional taxes may apply goeson your sheet as "asked", with the seller owing the answer. Askthe seller in writing for the GST-inclusive price, or forconfirmation that they don't charge GST.

Instalments in somebody else's currency
Chapter 5 had you ask for the total you'd pay under each
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payment option. Paying in another currency adds two questionsthat no source behind this book answers: whether aninternational transaction fee is charged on each instalment, andwhat happens to the Australian-dollar amount of later instalmentsif the exchange rate moves. Don't guess either one, and don'ttake a guess from the seller on the call. Ask in writing, and keepthe answers.
To your bank: "If I pay an overseas business in instalments onthis card, is the international transaction fee charged on eachinstalment?"
To the seller: "Which currency is each instalment charged in,and is any of it fixed in Australian dollars?"
If either answer is vague, the line stays "asked", with who owesthe answer and the date, because a vague answer counts as noanswer.

Buy now pay later
Buy now pay later, as Moneysmart describes it, splits a price intoinstalments over time instead of the full amount up front, and itsays bigger purchases may take several years to pay off.Moneysmart says these services may charge fees, which caninclude late fees, monthly account-keeping fees, paymentprocessing fees and establishment fees. For the rest, includingthe bank fees that can come on top and how buy now pay latercan affect your credit report, read Moneysmart's buy now paylater page itself before you sign up.
Moneysmart says every buy now pay later provider is required tohave complaints and hardship services, and tells you to contactthe provider if you have a complaint or can't make therepayments. It also points to financial counsellors through theNational Debt Helpline, and says that service is free and
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confidential.
If Chapter 5 sent you here because you're already paying byinstalments and want out, go by how you're paying. For a directdebit or a recurring card payment, Chapter 2 has the steps. Forbuy now pay later, start with the provider's complaints andhardship services. If that doesn't settle it, Moneysmart says theAustralian Financial Complaints Authority, AFCA, considerscomplaints about credit, finance and loans, and that schemes likeit hear complaints for free. None of that promises an outcome.
What no source behind this book establishes is whether you canstop buy now pay later instalments, or dispute a buy now paylater purchase, when the program doesn't deliver. Chapter 2doesn't cover it either, and it won't be filled here with a guess.Before you use one on a program, ask the provider in writing: "Ifwhat I buy with this doesn't deliver, can I stop the instalmentsor dispute the purchase with you, and how?" Keep the answerwith your refund terms. No answer, no buy now pay later.

Card finance and interest-free deals
Ask what an interest-free offer costs once the free part ends.Moneysmart puts it in one line: "interest-free doesn't mean cost-free". An interest-free deal, it says, typically goes on a creditcard or store card with an interest-free period, and once thatperiod ends you're charged interest on any amount not fully paidoff. It says those interest rates "can be as high as 26%", thatminimum repayments won't pay off the balance before theinterest-free period ends, and that the lender doesn't have toremind you when it ends. For the fees these deals can carry,read Moneysmart's interest-free deals page itself.
Moneysmart's page talks about goods and holidays. If a financeoffer turns up on a program, the same questions apply: how longthe interest-free period is, the rate after it, every fee, and
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whether you can pay it off in time.
If you can't clear the card by the due date, the interest is part ofthe price. Moneysmart's page on choosing a card says interest-free days only apply if you pay the full balance by the due date.So the interest goes on your sheet as an amount your cardprovider gives you in writing.

Recurring payments and direct debits
Before you set up a direct debit, Moneysmart says to make sureyou trust the provider, because you're giving them permission totake money from your account, and to check your accountsregularly to make sure they're taking the agreed amount. Yourbank, it says, can give you a list of your direct debits andrecurring payments, and if your account is debited after you'veasked the bank to cancel a direct debit, the bank can't chargeyou overdraft fees to cover it. Chapter 2 covers stopping directdebits and recurring payments once things go bad.
A monthly membership, a seller's payment plan and a toolsubscription each come out as a card payment or a direct debit.Write down which for each one before you pay, becauseMoneysmart's steps for stopping the two are different.
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Figure 10 — The checkout price is one layer of the real Australian total.
The real total, on one sheet
If you haven't written a maximum yet, write it now, in Australiandollars, before you look at the rest of the sheet.
Do the sheet on paper, before you pay, and count the moneyover the first 12 months. Write each amount in Australian dollars.If you had to ask, the line says "asked", with who owes theanswer, and you date it with the day you sent the question:

➔ "asked", owed by your bank or card provider.
➔ "asked", owed by the seller.
➔ "asked", owed by you, for a check like a tool's pricing page.

A line stays "asked" until the answer's in writing, and a vagueanswer counts as none. Write the answer beside it when itcomes. Chase your bank or card provider's lines, and finish yourown, before the week's out. A line they still owe after that means
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you don't pay yet, the same as any "asked" line.
Lines you add up:

➔ The price in Australian dollars at today's rate. If you'repaying by instalments or buy now pay later, put the total ofall the payments here instead of the price, never both. If theprogram itself is monthly, the price line is the monthly pricetimes 12. If the checkout offers a choice of currency, price itwhichever way costs less once the fee and the conversionare counted.
➔ The international transaction fee, as an amount.
➔ GST, only if it's added at the checkout.
➔ Every fee not already in the price line: establishment,account-keeping, processing and any other fee in a financeor buy now pay later contract.
➔ Card interest, if you won't pay the card off by the due date,as an amount in Australian dollars. Ask your card provider inwriting: "How much interest would I pay on [amount] over[months] at my rate?"
➔ Any other monthly payment, like a separate membership,times 12, as long as it isn't already counted in the price line.
➔ Tools: each one the program tells you to pay for, times 12 fora monthly tool or once for a yearly one, with whorecommended it and whether they're paid if you sign up.
➔ The next rung: anything held back for a higher tier that you'dneed to get what the sales page showed, from the answeryou got in Chapter 5.



Before You Buy The Australian Buyer's Guide to High-Ticket Online Courses

103

Notes, not added:
➔ The currency the checkout charges in, and which countrythe payment is processed in.
➔ Whether GST is in the price or not charged, with the seller'swritten answer.
➔ The rates: your card's international transaction fee, itspurchase rate, and any rate after an interest-free period.
➔ For each monthly payment, whether it's a card payment or adirect debit.
➔ The provider's written answer on stopping buy now pay laterinstalments or disputing the purchase.

If there's more than one tier, do a sheet for each and comparethe totals.
Add up the added lines. That's the real total.
Time goes on its own line, because it isn't money. Work it out inhours a week. Any figure below that the seller hasn't given you inwriting makes the line "asked", owed by the seller:
1. Take the weeks from the timeframe the seller states in writingfor getting through the lessons, never a number you pick. If theysay in writing it's self-paced, use the weeks you'd give it. Step 4still stops you going under their hours a week.
2. Divide the total hours of lessons by those weeks. Take thelesson hours from the seller's pages or their written answer.
3. Add the hours of live calls a week you'd go to.
4. Take the hours a week the seller says in writing the program
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expects, from the question in the Time section. If their figure ishigher than your sum, use theirs.
5. Put the result next to the hours a week you've actually got.
Then the maximum rule. The real total has to be at or under themaximum you wrote, or you don't pay. A line still "asked" meansyou don't pay yet, because it could be any amount, and an"asked" line the seller still owes a week after you sent that line'squestion means you don't pay at all. If the program's hours aweek come to more than the hours you've got, that's a no aswell, because the money only buys the lessons. That no isn'tfinal until Chapter 7, which redoes the count on only the partyou'd use now, or on the whole program if the seller won't splitthe hours.
And don't move the maximum to make the total fit. You wrote itbefore anyone had worked on you, which is the only reason it'sworth anything.
Once the sheet's filled in as far as it goes, write one word at thebottom by the maximum rule: "pay", "wait" or "no". Writetoday's date beside it. Each "asked" line the seller owes turns"wait" into "no" a week after you sent that line's question. If yourword is still "wait" when that week ends and the seller hasn'tanswered, change it to "no" and don't pay.
For Digital Success School, using only what's on record, theprice line starts in US dollars: the lifetime tier's price was shownthat way on its checkout page on 20 August 2026. Nearly everyadded line after it says "asked", owed by the seller, becausenothing on record says where the payment is processed,whether GST is added, or what the monthly tier costs, andnothing on record shows those questions have been put to theseller yet. The notes give part of the lesson hours, but nothing onrecord is the seller's written timeframe or hours a week, so the
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time line says "asked", owed by the seller, as well.
The notes name the tools too, but not what they cost inAustralian dollars, so check each one on the tool's own pricingpage, and until you have, that line says "asked", owed by you.
Do one thing today: the sheet, for whatever you're closest topaying for. Fill in every line you can from the checkout page andyour own card's fee information, send the bank and the seller thequestions for the rest, and clip it to the front of your running list.

Figure 11 — Calculate first; compare the result with the maximum you set before the pitch.
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CHAPTER 7: LATER, NOT NOW
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Say you've just paid for a program and you're opening itsclassroom for the first time, or you're still on the sales pagereading down the list of what's inside. Either way, the modulescome in a set order, first to last. In Digital Success School'sclassroom, the welcome lesson tells you to work left to right, topto bottom, because it's laid out in that order on purpose. Some ofits module tiles have white text with a grey stripe, and those arethe foundation modules. The rest have black letters with goldtrim, and those are the master-level modules, for lifetimemembers only.
The same course has a lesson called "Target Market", writtenfor people selling it, that describes three kinds of buyer. Thereare people starting from nothing, people already selling who'vegot stuck, and people already making affiliate sales who are aftera new course to add to their store. One set of modules is meantto serve all three.
So the course's order isn't your order. It's the order for everyoneat once, and some of it is written for a stage you haven'treached.

What the courses say about order
Both courses in this book say in writing that some of this waits.
Digital Success School's lesson "Your Role as BeginnerEntrepreneur" tells beginners to go for clarity over complexityand to stop focusing on things they don't need. It names three abeginner doesn't need: a fancy website, paid ads andoutsourcing. What it says you do need is a solid base, a productpicked, and to start building.
The welcome lesson says every member should go through thewhite foundation modules first, and that funnels and emailcampaigns are already covered in them. It says the gold master-
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level modules are where the advanced strategies are, for scalingcontent and mastering email marketing and sales funnels.
"Target Market" says who those master-level strategies help:people who are already selling digital products or building abrand and want more sales, plus the systems that follow up withbuyers in the background.
"Additional Platforms You Should Know" does the same fortools. It puts GoHighLevel at the more advanced stages of abusiness, says it has a very steep learning curve and a prettyhigh monthly cost, and calls it overkill for a one-person business.It says it might suit someone with a team, several products andseveral sources of traffic. The same lesson says that on Etsy youshould be running ads to get to the top of the feed, which it callsdiscouraging when you're first starting out, and something anestablished business could do.
The 30 Day Launchpad module is the plainest statement of whatthe course thinks comes first. It describes itself as how toactually start. Step 1 is a username, a profile picture and a three-line bio, then a storefront with a free download and one paidoffer. Chapter 6 covers the hours Steps 2 and 3 set up. Step 3also tells you to track your confidence rather than views overthose first 30 days. There are no paid ads and no scalingsoftware in its three step videos. The module's PDF wasn'tcaptured, so this covers the videos only.
Chapter 1 covered the caution in "High Ticket Products": ifyou're new, hold off on high ticket until you know your subject.Chapter 6 covered Sales Made Simple Method's FAQ saying thecourse is built for people who already have a product and thefundamentals. The same FAQ says the course comes out inphases. Phase 1 is the foundational material, and the later phasesadd the advanced material, at no extra cost to people already in.When the course's own page was read for this business on 20
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August 2026, Phase 3, seven of its sixteen modules, was markedcoming soon, with no date given.
Where later gets sold as now
Digital Success School has a lesson for people promoting it,"Selling Points", in its Marketing for DSS module. It sayscustomers might not need the lifetime perks or the master levelsstraight away. Then it tells affiliates to push the lifetimemembership, or an annual tier the saved sales copy doesn'tshow, ahead of everything else, and to present them as thebetter option. For the pre-launch, it told them to pitch the lifetimefirst, because that tier had the biggest discount.
If you're starting from nothing and someone recommendingDigital Success School pushes the lifetime tier at you, thecourse's own lessons aim its master levels at people alreadyselling. The lifetime tier adds other things as well. Chapter 5names the one-to-one strategy session, and Chapter 3 coverswhat's on record about it.
"Selling Points" also gives you the argument you'll hear. It saysthe memberships are priced so the bigger ones work outcheaper the longer you stay. That's the case for buying laternow. It holds only if you'll still be using the course by then, andonly if the master levels will be any use to you when you getthere. Neither of those is on the price tag. "Selling Points" saysthe pricing was structured this way intentionally, so affiliates canpush the annual and lifetime memberships more easily. Thesame lesson describes affiliates being paid on whichever of thememberships they sell.
So put one question to whoever's recommending the program:"Which tier would you put me on, where I'm at now, and areyou paid more on that one than on monthly?" If the answer isthe top tier, hold it up against what the course's own lessons say



Before You Buy The Australian Buyer's Guide to High-Ticket Online Courses

110

that tier is for. If they won't answer the second half, Chapter 4'ssection on commission nobody mentions covers what thatmeans.
Waiting doesn't have to lock you out, going by the course's ownwelcome lesson. Chapter 5 has it telling monthly members whoever want to upgrade to send a private message, and "SellingPoints" itself tells affiliates a buyer can start monthly andupgrade from there. Nothing on record says whether that option,or its price, would still be the same when you did, so ask theseller both in writing before you decide. Ask too whether there'san annual tier, and what it costs.
When a next-rung offer turns up in an email or on a call, read itsdescription for the topics on the map below. If you find them,check whether the thing that has to be true first is true for you.

The map
For each topic: what it is, what has to be true before it's worthyour time or money, and what doing it early costs you.
A personal brand

➔ What it is: your name and face known for one subject.
➔ True first: you know the subject well enough to pass Chapter1's check, and you've got something to point people to.Digital Success School's own start is small, just theusername, picture and three-line bio from the Launchpad.
➔ Early, it costs: the beginner's advantage. "Your Role asBeginner Entrepreneur" says a beginner is free to try anystyle because they haven't built a following or a brand yet,and tells you to document what you're doing rather thancreate content as the expert. Build the brand early and you
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give away the advantage that lesson describes. It costsmoney too, because some of the tools on Chapter 6's list billmonthly, Canva Pro among them.
Attracting leads

➔ What it is: people finding you, and their email addresses.
➔ True first: a product those people could buy. "Your Role asBeginner Entrepreneur" puts picking a product first. DigitalSuccess School does put a basic version at the very start, afree download on your Launchpad storefront, and keeps theadvanced version in the master levels.
➔ Early, it costs: a storefront before you've got a productpeople could buy, and Chapter 6's list shows storefronts canbill monthly.

Promotion across several channels, and paid ads
➔ What it is: many platforms at once, and paid reach.
➔ True first: an established business behind the ads, which iswhere "Additional Platforms You Should Know" puts adson Etsy, and "Your Role as Beginner Entrepreneur" saysbeginners don't need paid ads.
➔ Early, it costs: money, and hours. Nothing on record for thisbook says what ads cost someone starting out, so I won'tgive you a figure. Every extra channel you post to by handcosts more hours a week, and Chapter 6's time line has tohold all of them.

Tracking, tweaking and scaling
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➔ What it is: measuring, testing, and software for more sales.
➔ True first: something already selling. "Target Market" aimsthe master-level strategies at people already selling, and"Additional Platforms You Should Know" matchesGoHighLevel to a business bigger than one person, asabove. For your first 30 days, the Launchpad points you atyour own confidence rather than views and likes.
➔ Early, it costs: a monthly subscription to software the courseitself calls overkill for one person, the time it takes to learn it,and possibly the bigger purchase, which is the tier that holdsthe master levels.

Figure 12 — Sequence the learning around the business you have—not the business the sales page imagines.
Marking the later modules
Chapter 6's time line puts the program's hours a week next toyours. Some programs won't fit. Before you write one off, mark
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which of its modules are later. Leaving those out for now followsa split the courses already make. Digital Success School'smonthly tier is the foundation modules without the master levels,and Sales Made Simple Method brings out its advanced materialin later phases.
1. Get the full module list, from the sales page or by asking theseller in writing, and write "now" or "later" beside each module.A module is later when it teaches something from the map andthe thing that has to be true first isn't true for you yet. Do thesame for the live calls. Digital Success School's welcome lessonsays its Q&A recordings run longer, and to watch them if youhave time, so the course has marked those optional itself.
2. Redo Chapter 6's time line with only the "now" lesson hours,sourced the way Chapter 6 has you source them.
3. Ask the seller in writing how many hours a week the "now"part takes. If their figure is higher than your "now" hours, usetheirs.
4. If they won't split the hours, the whole program's hours aweek stand, and marking gives you no relief.
Judge the program on its "now" column. If the "now" modulesdon't cover the step you're actually on, the later ones won'tmake up for it. If they still don't fit your hours, it's a no. If the"later" column is longer than the "now" column, count the "later"modules.
If there's more than one tier, do the same for what the next tierup adds. Get its list and mark each item "now" or "later". At thetop of the page, write how many of the next tier's items youmarked "later". Beside that number, write the difference betweenthe two tiers' real totals from Chapter 6's sheets. If every item onthe next tier is marked "later", that difference is what you'd be
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paying over the first 12 months for things you can't use yet. If it'szero or less, the bigger tier costs no more over 12 months, so askyourself whether you'll still be using the program when the"later" items turn into "now".
What I took from Digital Success School, for when you
start selling
None of this is a result. It's what I took from the course aboutselling, in my own words, with where the course teaches it.
Put yourself out there, and stop caring what other people think.The course's confidence challenge has a day where you filmyourself somewhere public, and its line is "Nobody cares asmuch as you think they do."
Don't wait for perfect. "Your Role as Beginner Entrepreneur"says the only way a beginner can start is messy, working throughthings not being perfect until they're good enough. The way I putit is that no amount of perfect is perfect until you've made "100bad" pieces of content. That's my phrase, not the course's.
You don't need a viral video to sell. "TikTok Growth Strategy"says consistency beats going viral every time. In "Rapid GrowthAttraction Content Framework", the teacher says that when hisviews went from his usual hundred thousand a month into themillions, his sales went up only a little.
Make every piece of content for a reason, and be yourself doingit. Being yourself is something AI can't copy, for now. "Flash vs.Authenticity" says "real beats fake", because real is what buildstrust. Chapter 4 has the one place I partly disagree with thecourse on this: putting on a face for the camera.
When you're the one on the call, turn Chapter 5 round. This is thebook's own list, and it isn't legal advice.
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➔ Ask open questions, including what they need it for andwhat they can afford.
➔ When they go quiet, leave the silence. That's where theythink.
➔ Don't take a yes they haven't really given. If it sounds like"please stop", it isn't agreement, and Chapter 5's section onthe yes that isn't a yes says why.
➔ For me, I won't tell an outright lie to make a sale. There's anactual person on the other end of the phone.

What Digital Success School leaves out, for when you
start selling in Australia
You don't need this before you buy. You need it the day you sellsomething yourself, your own product or a course as an affiliate.Digital Success School's store setup lesson tells you not to worryabout some settings unless you're in the EU or UK. In the lessonscaptured for this book, Australia comes up only as a place or acurrency, and none of them names the ACCC, the ATO orAustralian consumer law. What follows is what the Australianregulators say, and it isn't legal advice.
Refunds. Chapter 4's section on guarantees covers what DigitalSuccess School tells sellers about refunds. The ACCC says abusiness can't take away consumers' basic rights by "displayinga 'no refunds' sign, or otherwise saying that refunds are notavailable at all, or not available at all after a certain number ofdays", and that misleading consumers about their rights in theseways is against the law. So a "no refunds" line in your own termsdoesn't remove those rights. Get advice on what your terms cansay.
Email and SMS. Digital Success School's lesson "Why Email
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Marketing Matters" says people who subscribe to your list havevolunteered for your marketing, so the guidelines of the FTC, aUnited States federal agency, don't bind your emails the waythey bind public posts. Here, the ACMA says the Spam Act 2003sets your responsibilities: you need the person's consent beforeyou send, each message has to identify you and give yourcontact details, and its unsubscribe option has to honour arequest within 5 working days. It's up to you to prove consent, sorecord who gave it, when and how.
Privacy. The OAIC says most small businesses aren't covered bythe Privacy Act 1988, and it measures a small business by annualturnover. Regardless of turnover, the Act covers a businesstrading in personal information, which the OAIC's checklist saysincludes giving a benefit to collect it, or passing it on for one, likeselling or swapping a customer list. On the checklist, a smallbusiness doing that has to comply if it's without the person'sconsent and without the law requiring or authorising it. Checkyour own sign-up offer against the checklist, which the OAICsays isn't a substitute for legal advice.
Being paid. The ACCC's report on its influencer sweep foundinfluencers "using vague or confusing language to describe theirrelationships with brands or to disclose advertising in posts". Soif you promote a course as an affiliate, keep your own disclosureplain, and hold your posts to the check the disclosure page andChapter 4 have you run on other people's.
Claims about the future. Chapter 4 covers a Digital SuccessSchool lesson that tells affiliates to pitch that a couple ofreferrals covers your fee. Repeat that in your own posts and it'syour claim about the future, and so is a testimonial you share tosuggest what a buyer will get. Chapter 4's sections ontestimonials and on claims about the money set out what theACCC says a business making claims like that has to be able to
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show.
Scarcity. Chapter 5 covers what the courses teach about limitsand deadlines, including a Digital Success School lesson thatadvertises a limit it wouldn't keep. The ACCC says "Anystatement that creates a false impression about goods andservices can be breaking the law." A limit that isn't real, or adeadline that doesn't hold, is a statement of that kind.
Tax. The ATO has rules on when you need an Australianbusiness number (ABN) and when you must register for GST, sosee a registered tax agent or the ATO about yours. DigitalSuccess School's account setup lesson covers a social securitynumber and a sole proprietorship, and says those are for peoplein the US.
Take the program at the top of your shortlist, get its module listand mark every module "now" or "later", in pen.
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CHAPTER 8: YOURWORKSHEET AND NEXT STEP
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If you've done what each chapter asked, you've got a running listby now. The three questions are at the top, the boxes youcouldn't tick are filed under them, a real-total sheet is clipped tothe front, and there's a page of modules marked "now" or "later".
The worksheet below puts all of that in one place, for oneprogram, on paper. Each line names the chapter that built thecheck, apart from the last box, which says it's this worksheet'sown. The worksheet doesn't explain anything twice, so if a linedoesn't make sense, go back to that chapter, or look the word upin the Glossary at the back, before you tick it.

What should already be on your running list
Get these together before you start. If one's missing, the chapterit came from tells you how to make it.

➔ The three questions, written down where you can see them.That's from the introduction.
➔ The boxes you couldn't tick on the Chapter 1 self-check,filed under the three questions.
➔ Every box you couldn't tick in Chapter 2, where you lookedand what you found for each one, and your stop rule.
➔ Every 0 and every blank from the Chapter 3 scorecard, nextto the question it answers.
➔ Every box you couldn't tick on the Chapter 4 what's-the-catch check.
➔ Every answer to the Chapter 5 next-offer-up message thatcame back missing or vague, and the sticky note with youropening line for calls and "Let me think" under it.
➔ The Chapter 6 real-total sheet, with "pay", "wait" or "no"
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written at the bottom and a date beside it. The word youwrite under the three answers below is the one that counts,over the one on the sheet, because it takes in everychapter's checks.
➔ The Chapter 7 page of modules marked "now" or "later",with the two numbers Chapter 7 has you write at the top ifthere's more than one tier.

The worksheet
Copy this out by hand, or print it. Fill in the top first.

➔ Program:
➔ Who I'd be paying, and their country:
➔ Today's date:
➔ The date a week from today, when the week runs out for thequestions I send today:

Chapter 1, What High Ticket Means
➔ I've run the "Ready for this yet?" self-check on this programand ticked its first two lines: I can say what it teaches andwho it's for without the sales page, and I know the subjectwell enough to spot the promises no course could keep.
➔ Its money lines are ticked: what comes out in Australiandollars, whether I could lose every cent of that and still paymy bills, the refund terms, and whether I'd pay with thebonuses covered up.
➔ I'm not deciding against a deadline someone else set.



Before You Buy The Australian Buyer's Guide to High-Ticket Online Courses

121

➔ I've weighed what the seller has actually told me about whohelps me on day 30 against how much of the page ispromise and feeling.
Chapter 2, The Checks Before and After You Pay

➔ Every box on the before-you-pay list is ticked.
➔ My stop rule is written down, with a date and what has to betrue by then, and the stop date sits before the last day ofany refund window.
➔ I know where the steps for getting my money back start: therefund terms I saved, then a written complaint to thebusiness.
➔ The first-week re-read of the refund terms and the supportanswer is in my calendar, with the three after-you-paychecks to follow it.

Chapter 3, Choosing a Program From the Buyer's Side
➔ I've tested all six knockouts on the scorecard and none ofthem is ticked.
➔ The six buyer lines are scored in pen, from what I could seeor get in writing, none is blank, and every 0 is on my runninglist, with my own written answer beside any 0 on line four:would I be glad I bought it if I never sold a single copy?
➔ If I'm thinking of promoting it, commission is scored last andkept out of the total.

Chapter 4, Reading Claims, Testimonials and Guarantees
➔ Every box on the what's-the-catch check is ticked, or itsquestion has been answered in writing.
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➔ The testimonial that got to me most has been through thetestimonial checks, off the seller's page.
➔ Nobody sent me to this program, or I've found whether theperson who did is paid if I buy, from a plain statement, apromotional label or the link, or I've asked them straight.
➔ Each of the six guarantee questions has an answer, from thepage, or from the seller in writing.

Chapter 5, The Funnel, From the Receiving End
➔ I can name the stage of the funnel I'm at, and I've asked thequestion the decoder gives for it.
➔ I haven't paid on a call, and the opening line from "Neverpay on the call" is on a sticky note by my screen.
➔ There's no call ahead, or I've practised saying the lines from Chapter 5's "What todo on the call": "I'm not sure yet. I'll know once I've read it in writing", then "Let methink" and letting the silence sit, and "I'm still thinking."
➔ There was no call, or I've asked the seller to confirm inwriting anything promised on it.
➔ If there was a call, I answered in my own words, took time tothink, and noted whether they asked what I can afford.
➔ I've got the next rung and its cost in writing, kept with myrefund terms, and anything missing or vague in the rest ofthe answer is on my running list.

Chapter 6, What It Really Costs Before You Start
➔ My maximum, in Australian dollars, was written down beforeI looked at the rest of the sheet.
➔ The real-total sheet is filled in, one for each tier, and every
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line is an amount or a dated "asked".
➔ The time line sits next to the hours a week I've actually got.
➔ "Pay", "wait" or "no" is written at the bottom of the sheetwith the date I wrote it, and each "asked" line has the day Isent its question.

Chapter 7, Later, Not Now
➔ Every module and live call is marked "now" or "later" in pen,and the time line is redone with the "now" hours, or theseller won't split the hours and the whole program's hoursstand.
➔ There's only one tier, or the count of the next tier's "later"items, and the difference between the two tiers' real totals,are at the top of the page.
➔ There's only one tier, or nobody's recommending it, or I'veasked whoever's recommending it which tier they'd put meon, and whether they're paid more on that one.
➔ This worksheet's own check, not a chapter's: I could losethe real total from my Chapter 6 sheet and still pay my bills.

Putting it to the three questions
Take every empty box on the worksheet and every item on yourrunning list, and sort each one to one of the three questions. Thisis where each chapter's checks go:

➔ Can I trust this person? Chapter 1's day-30 support answer,weighed against the promise and the feeling. Chapter 2'shard questions staying up, answers once you've paid, and



Before You Buy The Australian Buyer's Guide to High-Ticket Online Courses

124

how the seller answers a written complaint. Chapter 3'ssupport knockout, line five, line six, and the written answeron line two. Chapter 4's check on whether the recommenderis paid, and whether the review names something it didn'tlike. Chapter 5's offer in writing, how the seller took your no,and whether they asked what you can afford. Chapter 6's"asked" lines the seller still owes, and Chapter 7's questionabout which tier.
➔ Will this work for me? Chapter 1's first two self-check lines,Chapter 2's money-back check and help check, Chapter 4'stestimonial and money claims, anything promised on aChapter 5 call until it's in writing, and Chapter 6's time lineonce Chapter 7 has redone it for the "now" column.
➔ Will I regret this later? Chapter 1's money lines and deadlineline, Chapter 2's complaints search, refund terms and stoprule, Chapter 3's other knockouts, zeros and blanks, Chapter4's guarantee, Chapter 5's next rung in writing and notpaying on the call, Chapter 6's maximum rule, the gapbetween Chapter 7's two tier totals if there's more than onetier, and this worksheet's last box.

Anything that isn't listed goes under the question it helps youanswer.
Then answer each question in one line, in the form theintroduction turned them round to: about the seller, and withsomething you can point to.
Then write one word under the answers. Most of the rules forwhich word it is come from the chapters, but this worksheetadds some of its own, like the bills test, the questions on thepage further down, and a wait on every empty box, even whereits chapter didn't hold you up.
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No, if any one of these is true:
➔ A knockout is ticked.
➔ There's no straight answer on where buyers talk a weekafter you asked the seller.
➔ The real total is over your maximum.
➔ The hours a week for the "now" part from Chapter 7 cometo more than you've got, or the whole program's hours do ifthe seller won't split them.
➔ You couldn't lose the real total and still pay your bills.
➔ Line four is a 0 and you wouldn't be glad you bought itwithout selling a copy.
➔ No written answer has lifted a 0 on line one, two or five aweek after you asked.
➔ There's an "asked" line the seller still owes a week after yousent the question.

Wait, if any one of these is true:
➔ Any box on the worksheet is empty.
➔ Any line on the sheet still says "asked".
➔ A 0 on line one, two or five hasn't had its week yet.
➔ A question at the bottom of the page for the person youshare money with hasn't had a written answer yet.
➔ A knockout hasn't been tested yet.
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Pay is only open to you when nothing on either list applies. Eventhen, pay on a different day from the one you wrote the word,and never on a call.
If a "no" applies, the word is no, whatever else is still open.
A "pay" doesn't mean the program will work for you, any morethan a full tick on Chapter 1's list did.

Figure 13 — Bring every unanswered box back to the three questions before deciding.
A page for the person you share money with
This page goes with the stop rule Chapter 2 tells you to show theperson you share money with.
Fill it in from your worksheet, in your own words. Nothing on itcomes from the sales page. If a line would need something youhaven't checked, write "not checked" on it.

➔ The program, and what it teaches, in one sentence I wrotewithout looking at the sales page:
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➔ Who I'd be paying, and the country they're in:
➔ The real total over the first 12 months, in Australian dollars:
➔ The maximum I wrote before I added anything up:
➔ The hours a week it expects, and the hours a week I'veactually got:
➔ The refund terms: what comes back, the last day of thewindow, and who I'd ask:
➔ Every line still "asked", and who owes the answer:
➔ My stop rule: the date, and what has to be true by then, fromChapter 2:
➔ Pay, wait or no, and the date each week you've given theseller runs out, if any are still running:

Talk it over without the seller there, the way Chapter 5 says tohandle the partner line. Anything they ask that you can't answerfrom the page, write at the bottom of it.
Your next step
This book is education, and it isn't advice on your own case.When you need help with your own case, the chapters havealready named where it is.

➔ Your card's fees, interest and instalments: your bank or cardprovider, asked in writing, as Chapter 6 sets out.
➔ Getting money back once it's gone bad: the order in Chapter2's section on when it's gone bad, which coverschargebacks and AFCA, and the different order Chapter 2gives if it looks like a scam.
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➔ Stopping a direct debit or a recurring card payment:Moneysmart's steps, in Chapter 2.
➔ Buy now pay later you can't keep up with: the provider first,then the free services Chapter 6 names from Moneysmart.
➔ Whether Australian law reaches an overseas seller, orwhether a call you booked counts as unsolicited: your stateor territory's fair trading or consumer affairs office.
➔ A financial product, like an investing app or a credit card: getadvice before you act on a recommendation for one.
➔ Your own money, tax or legal position: a qualifiedprofessional who knows your situation.

Now write the name of one real program at the top of theworksheet. Copy across whatever your running list alreadyanswers. For each line it doesn't, write down who owes theanswer, such as the seller, whoever's recommending theprogram, the program's group, an adviser or you. Send everyquestion someone else owes today, since a written answer cantake a while to arrive, and answer your own. Then fill in that pageand give it to the person you share money with before you'vepaid anything. Ask them to write one question at the bottom, theone they'd want answered before the money goes. Send eachquestion at the bottom that someone else owes, in writing, withtoday's date beside it, and write the answer beside any you oweyourself.
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GLOSSARY
Each entry gives a word's meaning in one line, and the chapterthat explains it in full.

➔ ABN: an Australian business number. The ATO has rules onwhen you need one (Chapter 7).
➔ ACCC, the Australian Competition and ConsumerCommission: one of the Australian regulators, whoseguidance this book quotes on refunds, consumerguarantees, "was" prices, reviews, disclosure, card fees andunsolicited sales (Chapters 2 to 7, and Disclaimer &Disclosure).
➔ ACMA, the Australian Communications and Media Authority:the regulator that says the Spam Act 2003 sets yourresponsibilities for the emails and SMS you send (Chapter7).
➔ AFCA, the Australian Financial Complaints Authority:considers complaints about credit, finance and loans, andabout how your bank handled a chargeback or a scam(Chapters 2 and 6).
➔ Affiliate: someone who recommends something anotherbusiness sells and is paid a commission when someonebuys through their link (Introduction).
➔ Anchoring: the first number you see becoming the referencepoint for every number after it (Chapter 5).
➔ ASIC, the Australian Securities and InvestmentsCommission: runs the Moneysmart site, has rules that mayapply to financial products, and brought the Select AFSLcase (Chapters 4, 5 and 6, and Disclaimer & Disclosure).
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➔ Asked: a line on your cost sheet still waiting on a writtenanswer, with who owes it and the date you sent thequestion. A vague answer counts as none (Chapter 6).
➔ ATO, the Australian Taxation Office: says when GST appliesto a course from overseas, and has the rules on when youneed an ABN or must register for GST (Chapters 6 and 7).
➔ Australian Consumer Law: the law your consumerguarantees come from, which also bans false or misleadingtestimonials (Chapters 2 and 4).
➔ Buy now pay later: splitting a price into instalments overtime, which can carry fees (Chapter 6).
➔ Card scheme: the likes of Visa or Mastercard, in the ACCC'swords. The schemes set the time limits for a chargeback(Chapters 2 and 6).
➔ Chargeback: something you can ask your bank about if youpaid by credit card and the business won't fix it. AFCA'sfactsheet says the basis for one is that you paid for goods orservices you didn't receive. A chargeback isn't automatic(Chapter 2).
➔ Closed question: a question that can only be answered yesor no (Chapter 5).
➔ Commission: the share of the price paid to whoever sendsthe buyer (Chapter 3).
➔ Commission disclosure: a plain statement that the personrecommending something is paid if you buy, near the top ofa review, or before any link in a post or video (Chapter 4,and Disclaimer & Disclosure).
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➔ Conscientious: the DISC type the course pictures as an owl,sold with structure, data and a breakdown of exactly what'sincluded (Chapter 5).
➔ Consumer guarantees: your rights under the AustralianConsumer Law when you buy goods or services, which a"no refunds" line can't take away. They don't coverchanging your mind (Chapter 2).
➔ Cooling-off period: a set time to change your mind aftersigning an unsolicited sales agreement. Other agreementsmay not have one (Chapter 5).
➔ Credit licensee, and responsible lending: ASIC's responsiblelending page says credit licensees must not suggest a creditcontract to you if it's unsuitable for you. A course seller isn'ta credit licensee, so the rule isn't theirs (Chapter 5).
➔ DCC, or dynamic currency conversion: a card-paymentchoice, while travelling, between Australian dollars andanother currency (Chapter 6).
➔ Dealing by arranging: a financial service. ASIC says a paid,unique link to a licensed company's trading platform, wherethe people who come through your link get a benefit, is likelyto be it, depending on how involved you are in making thetrade happen (Disclaimer & Disclosure).
➔ Direct debit: a payment you give a provider permission totake from your account (Chapters 2 and 6).
➔ DISC: the model Sales Made Simple Method teaches sellersfor sorting buyers into four types, Dominant, Influence,Steadiness and Conscientious, and changing the pitch foreach. It says we're each a mix, with one type leading(Chapter 5).
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➔ Dominant: the DISC type the course pictures as a lion, soldwith short, confident, bottom-line messages about gettingfurther, faster (Chapter 5).
➔ Email sequence: the run of emails that starts once you'vehanded over your email address. The course plan Chapter 5walks through is designed to close the sale inside sevendays (Chapter 5).
➔ Freebie: the free thing that starts a funnel, like a guide, achecklist or a free group. The course lesson says its job ismaking later sales easier (Chapter 5).
➔ Funnel: the path a seller builds to walk a stranger from apost in their feed to the checkout (Chapter 5).
➔ Gratuitous concurrence: the National Bench Book's term forseeming to agree with every question or statement put toyou, even when you don't agree (Chapter 5).
➔ GST: the 10% tax the ATO says applies to imported servicesand digital products sold to Australian consumers, distancelearning courses included. Some overseas suppliers don'tcharge it (Chapter 6).
➔ High ticket: the expensive end of the market, such ascourses, programs, masterminds, webinars and seminars(Introduction and Chapter 1).
➔ IDCARE: the service Scamwatch describes as Australia andNew Zealand's national identity and cyber support service,which can help you make a plan, for free, to limit thedamage from a scam (Chapter 2).
➔ Influence: the DISC type the course pictures as a monkey,sold with emotional stories, before-and-after results, energy
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and a sense of belonging (Chapter 5).
➔ Interest-free deal: a deal that typically goes on a credit cardor store card with an interest-free period, and once thatperiod ends, you're charged interest on any amount not fullypaid off. Moneysmart says "interest-free doesn't mean cost-free" (Chapter 6).
➔ International transaction fee, or foreign transaction fee: apossible card fee for an overseas seller or overseasprocessing, even in Australian dollars (Chapter 6).
➔ Knockout: a scorecard check where one tick stops you,whatever the score (Chapter 3).
➔ Masterclass: a free live training. The lesson Chapter 5covers calls it the highest-converting free format, and saysits next step is always the paid offer (Chapter 5).
➔ Maximum: the most you'd pay, in Australian dollars, writtenbefore anyone works on you (Introduction and Chapter 6).
➔ Money lines: lines three to six of the Chapter 1 self-check,which are the bonuses covered up, the cost in Australiandollars, whether you could lose it, and the refund terms(Chapter 1).
➔ Moneysmart: ASIC's Moneysmart site, quoted in this bookon card fees, direct debits, buy now pay later and interest-free deals (Chapters 2 and 6).
➔ National Debt Helpline: where Moneysmart points you forfinancial counsellors. It says the service is free andconfidential (Chapter 6).
➔ Next rung, next offer up, or upsell: anything the seller sells
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above what you came to buy (Chapter 5).
➔ Now and later: the mark beside each module. A module islater when it teaches something from Chapter 7's map andwhat has to be true first isn't true for you yet (Chapter 7).
➔ NSW Fair Trading: the New South Wales agency Chapter 5quotes on unsolicited agreements. Your own state orterritory has a fair trading or consumer affairs office(Chapters 2 and 5).
➔ OAIC, the Office of the Australian Information Commissioner:says most small businesses aren't covered by the PrivacyAct 1988, with exceptions such as trading in personalinformation (Chapter 7).
➔ Open question: a question that can't be answered with ayes, like what do you need this for (Chapter 5).
➔ Order bump: a small add-on offered at checkout, besidewhat you came to buy (Chapter 5).
➔ Promotional label: the mark a platform's own setting puts ona live to show it's promotional, like TikTok's (Chapter 4).
➔ R4: Sales Made Simple Method's four-step answer to abuyer's hesitation: repeat, relate, re-close and re-consolidate (Chapter 5).
➔ Real total: your cost sheet added up for the first 12 months,in Australian dollars (Chapter 6).
➔ ReportCyber: the way to make an official report of a scam tothe police online, at cyber.gov.au (Chapter 2).
➔ Reselling loop: when the buyers who got their money back
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mainly did it by selling the same program on to the nextperson (Chapter 2).
➔ Running list: the list you start at the end of Chapter 1, of theboxes you couldn't tick filed under the three questions.Chapters 2 to 5 add to it, and Chapter 6's real-total sheetgets clipped to its front (Chapters 1 to 6).
➔ Scamwatch: where you report a scam, atscamwatch.gov.au. It says reports help it try to stop thescam or warn others (Chapter 2).
➔ Scorecard lines: the six lines on the Chapter 3 card, eachscored 0, 1 or 2 only on what you can see or get in writing(line one is what you're buying, two whether it's all there,three a sample of the teaching, four whose business theteaching is about, five support, and six who you're payingand whether the terms back the page). Commission isscored apart and never added (Chapter 3).
➔ Spam Act: the Spam Act 2003. The ACMA says you needthe person's consent before you send, each message has toidentify you, and an unsubscribe request has to be honouredwithin 5 working days (Chapter 7).
➔ Steadiness: the DISC type the course pictures as a horse,sold with calm reassurance, like no rush and take your time(Chapter 5).
➔ Stop rule: a date and what has to be true by then, writtenbefore you pay, with the date before the last day of anyrefund window. If it isn't true by then, you stop (Chapter 2).
➔ Strategy call: a free call on the way to a high-ticket program.Expect a sales call, and expect that the person on it may bepaid when you buy (Chapter 5).
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➔ Three questions: Can I trust this person? Will this work forme? Will I regret this later? Sales Made Simple Methodteaches them to sellers, and this book has you answer themabout the seller, with something you can point to(Introduction).
➔ Time line: the line on the Chapter 6 sheet that works out theprogram's hours a week, to set next to the hours you'veactually got. Chapter 7 redoes it for the "now" part(Chapters 6 and 7).
➔ Unsolicited agreement: in NSW Fair Trading's description,one where a supplier or salesperson approaches or phonesyou uninvited, the negotiations happen over the phone oraway from the supplier's premises, and it's over a minimumvalue or its value wasn't agreed. A call you booked yourselfmay not count (Chapter 5).
➔ VSL, or video sales letter: a sales video that can be dressedup as free training (Chapter 5).
➔ Yes ladder: a string of closed questions, each easy to sayyes to, so each yes makes the next one easier until the onethat matters arrives as one more. Both courses teach sellersto stack small commitments, but neither uses the name orteaches it as questions on a call (Chapter 5).
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SOURCES
These are the public pages this book relies on, each checked onthe date shown. Pages change, so what you find today maydiffer.

Disclaimer & Disclosure
➔ ACCC, "False or misleading claims",https://www.accc.gov.au/business/advertising-and-promotions/false-or-misleading-claims, accessed 26September 2026 and again 28 September 2026. Also usedin Chapters 3, 4 and 7.
➔ ASIC, "Discussing financial products and services online",https://asic.gov.au/regulatory-resources/financial-services/giving-financial-product-advice/discussing-financial-products-and-services-online/, accessed 26September 2026. Also used in Chapter 4.
➔ ACCC, "Scrutiny of influencers and businesses formisleading advertising and online reviews continues",https://www.accc.gov.au/media-release/scrutiny-of-influencers-and-businesses-for-misleading-advertising-and-online-reviews-continues, accessed 26 September2026.
➔ ACCC, "Social media influencer testimonials andendorsements" (report, December 2023),https://www.accc.gov.au/system/files/social-media-influencer-testimonials.pdf, accessed 26 September 2026and again 28 September 2026. Also used in Chapters 4 and7.
➔ Federal Register of Legislation, "Competition and ConsumerAct 2010" (Compilation No. 167, Volume 4, Schedule 2: The
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https://asic.gov.au/regulatory-resources/financial-services/giving-financial-product-advice/discussing-financial-products-and-services-online/
https://www.accc.gov.au/media-release/scrutiny-of-influencers-and-businesses-for-misleading-advertising-and-online-reviews-continues
https://www.accc.gov.au/media-release/scrutiny-of-influencers-and-businesses-for-misleading-advertising-and-online-reviews-continues
https://www.accc.gov.au/media-release/scrutiny-of-influencers-and-businesses-for-misleading-advertising-and-online-reviews-continues
https://www.accc.gov.au/system/files/social-media-influencer-testimonials.pdf
https://www.accc.gov.au/system/files/social-media-influencer-testimonials.pdf
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Australian Consumer Law),https://www.legislation.gov.au/C2004A00109/2026-09-16/2026-09-16/text/original/epub/OEBPS/document_4/document_4.html,accessed 26 September 2026. Also used in Chapter 4.
Introduction
The two courses in this book are paid, private material, so theyhave no public page to list. Each lesson is cited by its title in thetext.

➔ Digital Success School, an online course.
➔ Sales Made Simple Method, a course on sales psychology.

Chapter 1: What High Ticket Means
No public sources beyond the course lessons.

Chapter 2: The Checks Before and After You Pay
➔ ACCC, "Contact us or report an issue",https://www.accc.gov.au/about-us/contact-us-or-report-an-issue, accessed 26 September 2026.
➔ ACCC, "Where to go for consumer help",https://www.accc.gov.au/consumers/problem-with-a-product-or-service-you-bought/where-to-go-for-consumer-help, accessed 28 September 2026.
➔ ACCC, "Consumer rights and guarantees",https://www.accc.gov.au/consumers/buying-products-and-services/consumer-rights-and-guarantees, accessed 26September 2026 and again 28 September 2026. Also usedin Chapters 4 and 7.

https://www.legislation.gov.au/C2004A00109/2026-09-16/2026-09-16/text/original/epub/OEBPS/document_4/document_4.html
https://www.legislation.gov.au/C2004A00109/2026-09-16/2026-09-16/text/original/epub/OEBPS/document_4/document_4.html
https://www.legislation.gov.au/C2004A00109/2026-09-16/2026-09-16/text/original/epub/OEBPS/document_4/document_4.html
https://www.accc.gov.au/about-us/contact-us-or-report-an-issue
https://www.accc.gov.au/about-us/contact-us-or-report-an-issue
https://www.accc.gov.au/consumers/problem-with-a-product-or-service-you-bought/where-to-go-for-consumer-help
https://www.accc.gov.au/consumers/problem-with-a-product-or-service-you-bought/where-to-go-for-consumer-help
https://www.accc.gov.au/consumers/problem-with-a-product-or-service-you-bought/where-to-go-for-consumer-help
https://www.accc.gov.au/consumers/buying-products-and-services/consumer-rights-and-guarantees
https://www.accc.gov.au/consumers/buying-products-and-services/consumer-rights-and-guarantees
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➔ ACCC, "Repair, replace, refund, cancel",https://www.accc.gov.au/consumers/problem-with-a-product-or-service-you-bought/repair-replace-refund-cancel, accessed 26 September 2026.
➔ Australian Financial Complaints Authority (AFCA),"Factsheet: Chargebacks", https://www.afca.org.au/about-afca/publications/factsheet-chargebacks, accessed 26September 2026. Also used in Chapter 8.
➔ Moneysmart (ASIC), "Direct debits",https://moneysmart.gov.au/banking/direct-debits, accessed26 September 2026. Also used in Chapter 6.
➔ Scamwatch, "What to do if you've been scammed",https://www.scamwatch.gov.au/stop-check-protect/what-to-do-if-youve-been-scammed, accessed 27 September2026.
➔ Scamwatch, "Report a scam",https://www.scamwatch.gov.au/report-a-scam, accessed27 September 2026.
➔ Australian Banking Association, "What to do if you've beenscammed", https://www.ausbanking.org.au/what-to-do-if-youve-been-scammed/, accessed 27 September 2026.
➔ Cyber.gov.au, "Report and recover from scams",https://www.cyber.gov.au/report-and-recover/recover-from/scams, accessed 27 September 2026.
➔ Cyber.gov.au, "Report", https://www.cyber.gov.au/report-and-recover/report, accessed 27 September 2026.

Chapter 3: Choosing a Program From the Buyer's Side

https://www.accc.gov.au/consumers/problem-with-a-product-or-service-you-bought/repair-replace-refund-cancel
https://www.accc.gov.au/consumers/problem-with-a-product-or-service-you-bought/repair-replace-refund-cancel
https://www.accc.gov.au/consumers/problem-with-a-product-or-service-you-bought/repair-replace-refund-cancel
https://www.afca.org.au/about-afca/publications/factsheet-chargebacks
https://www.afca.org.au/about-afca/publications/factsheet-chargebacks
https://moneysmart.gov.au/banking/direct-debits
https://www.scamwatch.gov.au/stop-check-protect/what-to-do-if-youve-been-scammed
https://www.scamwatch.gov.au/stop-check-protect/what-to-do-if-youve-been-scammed
https://www.scamwatch.gov.au/report-a-scam
https://www.ausbanking.org.au/what-to-do-if-youve-been-scammed/
https://www.ausbanking.org.au/what-to-do-if-youve-been-scammed/
https://www.cyber.gov.au/report-and-recover/recover-from/scams
https://www.cyber.gov.au/report-and-recover/recover-from/scams
https://www.cyber.gov.au/report-and-recover/report
https://www.cyber.gov.au/report-and-recover/report
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No new public sources. The ACCC's "False or misleading claims"page is listed under Disclaimer & Disclosure.
Chapter 4: Reading Claims, Testimonials and
Guarantees

➔ ACCC, "PhotobookShop pays penalties for influencerreviews", https://www.accc.gov.au/media-release/photobookshop-pays-penalties-for-influencer-reviews, accessed 26 September 2026.
➔ ACCC, "Hismile pays penalties for false and misleadingsocial media videos", https://www.accc.gov.au/media-release/hismile-pays-penalties-for-false-and-misleading-social-media-videos, accessed 26 September 2026.
➔ ACCC, "Property spruiker made false or misleadingrepresentations", https://www.accc.gov.au/media-release/property-spruiker-made-false-or-misleading-representations, accessed 26 September 2026.
➔ ACCC, "Online reviews for product and services",https://www.accc.gov.au/business/advertising-and-promotions/online-reviews-for-product-and-services,accessed 26 September 2026.
➔ ACCC, "DG Institute ordered to pay […] in consumerrefunds, and penalties of […], for misleading students inwealth seminars.", https://www.accc.gov.au/media-release/dg-institute-ordered-to-pay-147m-in-consumer-refunds-and-penalties-of-5m-for-misleading-students-in-wealth-seminars, accessed 26 September 2026.
➔ ACCC, "Appeals by DG Institute and […] are dismissed" (titleshortened), https://www.accc.gov.au/media-release/appeals-by-dg-institute-and-dominique-grubisa-

https://www.accc.gov.au/media-release/photobookshop-pays-penalties-for-influencer-reviews
https://www.accc.gov.au/media-release/photobookshop-pays-penalties-for-influencer-reviews
https://www.accc.gov.au/media-release/photobookshop-pays-penalties-for-influencer-reviews
https://www.accc.gov.au/media-release/hismile-pays-penalties-for-false-and-misleading-social-media-videos
https://www.accc.gov.au/media-release/hismile-pays-penalties-for-false-and-misleading-social-media-videos
https://www.accc.gov.au/media-release/hismile-pays-penalties-for-false-and-misleading-social-media-videos
https://www.accc.gov.au/media-release/property-spruiker-made-false-or-misleading-representations
https://www.accc.gov.au/media-release/property-spruiker-made-false-or-misleading-representations
https://www.accc.gov.au/media-release/property-spruiker-made-false-or-misleading-representations
https://www.accc.gov.au/business/advertising-and-promotions/online-reviews-for-product-and-services
https://www.accc.gov.au/business/advertising-and-promotions/online-reviews-for-product-and-services
https://www.accc.gov.au/media-release/dg-institute-ordered-to-pay-147m-in-consumer-refunds-and-penalties-of-5m-for-misleading-students-in-wealth-seminars
https://www.accc.gov.au/media-release/dg-institute-ordered-to-pay-147m-in-consumer-refunds-and-penalties-of-5m-for-misleading-students-in-wealth-seminars
https://www.accc.gov.au/media-release/dg-institute-ordered-to-pay-147m-in-consumer-refunds-and-penalties-of-5m-for-misleading-students-in-wealth-seminars
https://www.accc.gov.au/media-release/dg-institute-ordered-to-pay-147m-in-consumer-refunds-and-penalties-of-5m-for-misleading-students-in-wealth-seminars
https://www.accc.gov.au/media-release/appeals-by-dg-institute-and-dominique-grubisa-are-dismissed
https://www.accc.gov.au/media-release/appeals-by-dg-institute-and-dominique-grubisa-are-dismissed
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are-dismissed, accessed 26 September 2026.
➔ High Court of Australia, "Australian Competition andConsumer Commission v TPG Internet Pty Ltd [2013] HCA54" (reasons for judgment, 12 December 2013),https://www.hcourt.gov.au/sites/default/files/eresources/2013/HCA/54.pdf, accessed 26 September 2026.

Chapter 5: The Funnel, From the Receiving End
➔ ACCC, "Misleading and high pressure unsolicited salespractices widespread", https://www.accc.gov.au/media-release/misleading-and-high-pressure-unsolicited-sales-practices-widespread, accessed 26 September 2026.
➔ NSW Government (NSW Fair Trading), "Unsolicitedconsumer agreements", https://www.nsw.gov.au/legal-and-justice/consumer-rights-and-protection/guarantees-contracts-and-warranties/unsolicited-consumer-agreements, accessed 26 September 2026.
➔ Federal Court of Australia, "Australian Securities andInvestments Commission v Select AFSL Pty Ltd (No 2)[2022] FCA 786" (reasons for judgment, published by ASIC),https://download.asic.gov.au/media/ov2fyzrp/22-176mr-2022fca0786.pdf, accessed 28 September 2026.
➔ Australasian Institute of Judicial Administration, NationalBench Book on Aboriginal and Torres Strait Islander Peoplesand the Legal System, "Australian Consumer Law",https://nbb.aija.org.au/australian-consumer-law.html,accessed 28 September 2026.
➔ ASIC, "Responsible lending", https://asic.gov.au/regulatory-resources/credit/responsible-lending/, accessed 28September 2026.

https://www.accc.gov.au/media-release/appeals-by-dg-institute-and-dominique-grubisa-are-dismissed
https://www.hcourt.gov.au/sites/default/files/eresources/2013/HCA/54.pdf
https://www.hcourt.gov.au/sites/default/files/eresources/2013/HCA/54.pdf
https://www.accc.gov.au/media-release/misleading-and-high-pressure-unsolicited-sales-practices-widespread
https://www.accc.gov.au/media-release/misleading-and-high-pressure-unsolicited-sales-practices-widespread
https://www.accc.gov.au/media-release/misleading-and-high-pressure-unsolicited-sales-practices-widespread
https://www.nsw.gov.au/legal-and-justice/consumer-rights-and-protection/guarantees-contracts-and-warranties/unsolicited-consumer-agreements
https://www.nsw.gov.au/legal-and-justice/consumer-rights-and-protection/guarantees-contracts-and-warranties/unsolicited-consumer-agreements
https://www.nsw.gov.au/legal-and-justice/consumer-rights-and-protection/guarantees-contracts-and-warranties/unsolicited-consumer-agreements
https://www.nsw.gov.au/legal-and-justice/consumer-rights-and-protection/guarantees-contracts-and-warranties/unsolicited-consumer-agreements
https://download.asic.gov.au/media/ov2fyzrp/22-176mr-2022fca0786.pdf
https://download.asic.gov.au/media/ov2fyzrp/22-176mr-2022fca0786.pdf
https://nbb.aija.org.au/australian-consumer-law.html
https://asic.gov.au/regulatory-resources/credit/responsible-lending/
https://asic.gov.au/regulatory-resources/credit/responsible-lending/
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Chapter 6: What It Really Costs Before You Start
➔ Moneysmart (ASIC), "international transaction fee (glossarydefinition)",https://moneysmart.gov.au/glossary/international-transaction-fee, accessed 26 September 2026.
➔ ACCC, "Foreign currency and money exchange",https://www.accc.gov.au/consumers/specific-products-and-activities/foreign-currency-and-money-exchange,accessed 26 September 2026.
➔ Moneysmart (ASIC), "Choosing a credit card",https://moneysmart.gov.au/credit-cards/choosing-a-credit-card, accessed 26 September 2026.
➔ ATO, "GST on imported services and digital products",https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/gst-on-imported-services-and-digital-products, accessed 26 September 2026.
➔ ATO, "If you are a merchant",https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-to-charge-gst/if-you-are-a-merchant, accessed 26 September 2026.
➔ ATO, "How Australian GST works",https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-australian-gst-works, accessed26 September 2026.
➔ ATO, "GST and consumers: imported services, digitalproducts and low value imported goods",

https://moneysmart.gov.au/glossary/international-transaction-fee
https://moneysmart.gov.au/glossary/international-transaction-fee
https://www.accc.gov.au/consumers/specific-products-and-activities/foreign-currency-and-money-exchange
https://www.accc.gov.au/consumers/specific-products-and-activities/foreign-currency-and-money-exchange
https://moneysmart.gov.au/credit-cards/choosing-a-credit-card
https://moneysmart.gov.au/credit-cards/choosing-a-credit-card
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/gst-on-imported-services-and-digital-products
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/gst-on-imported-services-and-digital-products
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/gst-on-imported-services-and-digital-products
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/gst-on-imported-services-and-digital-products
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-to-charge-gst/if-you-are-a-merchant
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-to-charge-gst/if-you-are-a-merchant
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-to-charge-gst/if-you-are-a-merchant
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-to-charge-gst/if-you-are-a-merchant
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-australian-gst-works
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-australian-gst-works
https://www.ato.gov.au/businesses-and-organisations/international-tax-for-business/gst-for-non-resident-businesses/how-australian-gst-works
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https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/in-detail/rules-for-specific-transactions/international-transactions/australian-consumers-importing-goods-and-services, accessed 26September 2026.
➔ Moneysmart (ASIC), "Buy now pay later services",https://moneysmart.gov.au/other-ways-to-borrow/buy-now-pay-later-services, accessed 26 September 2026.
➔ Moneysmart (ASIC), "How to complain",https://moneysmart.gov.au/publications-and-resources/how-to-complain, accessed 26 September 2026.
➔ Moneysmart (ASIC), "Interest-free deals",https://moneysmart.gov.au/other-ways-to-borrow/interest-free-deals, accessed 26 September 2026.

Chapter 7: Later, Not Now
➔ ACMA, "Avoid sending spam",https://www.acma.gov.au/avoid-sending-spam, accessed28 September 2026.
➔ OAIC, "Small business",https://www.oaic.gov.au/privacy/privacy-guidance-for-organisations-and-government-agencies/organisations/small-business, accessed 28September 2026.
➔ ATO, "Registering for an Australian business number",https://www.ato.gov.au/businesses-and-organisations/starting-registering-or-closing-a-business/starting-your-own-business/registration-obligations-for-businesses/registering-for-an-australian-business-number, accessed 28 September 2026.

https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/in-detail/rules-for-specific-transactions/international-transactions/australian-consumers-importing-goods-and-services
https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/in-detail/rules-for-specific-transactions/international-transactions/australian-consumers-importing-goods-and-services
https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/in-detail/rules-for-specific-transactions/international-transactions/australian-consumers-importing-goods-and-services
https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/in-detail/rules-for-specific-transactions/international-transactions/australian-consumers-importing-goods-and-services
https://moneysmart.gov.au/other-ways-to-borrow/buy-now-pay-later-services
https://moneysmart.gov.au/other-ways-to-borrow/buy-now-pay-later-services
https://moneysmart.gov.au/publications-and-resources/how-to-complain
https://moneysmart.gov.au/publications-and-resources/how-to-complain
https://moneysmart.gov.au/other-ways-to-borrow/interest-free-deals
https://moneysmart.gov.au/other-ways-to-borrow/interest-free-deals
https://www.acma.gov.au/avoid-sending-spam
https://www.oaic.gov.au/privacy/privacy-guidance-for-organisations-and-government-agencies/organisations/small-business
https://www.oaic.gov.au/privacy/privacy-guidance-for-organisations-and-government-agencies/organisations/small-business
https://www.oaic.gov.au/privacy/privacy-guidance-for-organisations-and-government-agencies/organisations/small-business
https://www.ato.gov.au/businesses-and-organisations/starting-registering-or-closing-a-business/starting-your-own-business/registration-obligations-for-businesses/registering-for-an-australian-business-number
https://www.ato.gov.au/businesses-and-organisations/starting-registering-or-closing-a-business/starting-your-own-business/registration-obligations-for-businesses/registering-for-an-australian-business-number
https://www.ato.gov.au/businesses-and-organisations/starting-registering-or-closing-a-business/starting-your-own-business/registration-obligations-for-businesses/registering-for-an-australian-business-number
https://www.ato.gov.au/businesses-and-organisations/starting-registering-or-closing-a-business/starting-your-own-business/registration-obligations-for-businesses/registering-for-an-australian-business-number
https://www.ato.gov.au/businesses-and-organisations/starting-registering-or-closing-a-business/starting-your-own-business/registration-obligations-for-businesses/registering-for-an-australian-business-number
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➔ ATO, "Registering for GST",https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/registering-for-gst, accessed28 September 2026.
➔ Federal Trade Commission, "About the FTC",https://www.ftc.gov/about-ftc, accessed 28 September2026.

Chapter 8: Your Worksheet and Next Step
No new public sources. It points back to the pages listed underChapters 2 and 6.

https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/registering-for-gst
https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/registering-for-gst
https://www.ftc.gov/about-ftc
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