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What is a community, anyway?

If you ask a hundred people, you’ll probably get a hundred different answers. 
Community takes different forms in every aspect of our lives, and if you ask Wikipedia, 
you’ll find out that a community is a social unit with commonality such as norms, 
religion, values, customs, or identity. Communities may share a sense of place 
situated in a given geographical area (e.g. a country, village, town, or neighbourhood) 
or in virtual space through communication platforms.  

When we talk about online communities, the main aspect we have to look at is the 
fact that it’s not limited by geography or even language. One can start a massive 
global movement or community without even leaving home.

Social media lets us all be members of many “tribes”. Back in our cave days, we’d sit 
around a single fire with our fellow cavepersons; now, we can belong to countless 
tribes simultaneously, playing a different role in each of them and warming up to 
several fires.

The tribes we belong to span almost every aspect of our life: social, neighborhood 
communities, fitness, diet, traveling, hobbies, politics, and whatnot. 

According to Facebook, as of April 2019, more than 400 million people are members of 
groups that they consider significant. In February 2017 the number was only 100 
million.
We are all members of groups, but when our engagement in a group is meaningful to 
us, we usually refer to it as a “community.”

https://en.wikipedia.org/wiki/Community


The commercial ecosystem of the community

Each aspect of our lives finds its place in a different community. Our 
“professional self” is part of a professional group. The “mom” in us is 
part of a parents’ community, the “neighbour” in us is a part of my 
neighbourhood social app and so on.

For most of us, these communities now function as the main media 
channel: this is where we consume news, network with others, make 
new friends, and do business.

The impact that traditional media channels once had is now almost 
entirely in the hands of our social peer groups, and these groups affects 
the way we all think and act, the way we do business, and our general 
consumption patterns.

Online communities, besides serving as their own efficient media 
channels, are also active marketplaces of businesses, professionals, 
talents, and opportunities.

Each of these networks runs its own commercial ecosystem.  

In the next chapters we’ll see how the community entrepreneur can 
profit from this special ecosystem while keeping the delicate social 
structure and giving value to the community members.



The difference between a community manager 
and a community entrepreneur

Online community management comes in a few different forms:

1) The full time corporate community managers - they are the ones 
that get paid for moderating, leading and engaging communities of 
customers or enthusiasts of a certain company or corporation.

2) The altruistic community leaders - they are the friendly people that 
started a community, a Facebook or Telegram group, a Linkedin or a 
Slack group, and they do it solely for the benefit of the community 
and their social group, and they invest time, effort and even money 
in doing so.

3) The community entrepreneurs - these are the community leaders 
who realize that in attending to the common needs or desires of 
their community members, they can create a sustainable business 
model while giving huge value and fulfilling the community 
members’ needs. The community entrepreneurs should think of 
their community as a startup and follow a business canvas while 
building it. This includes defining an audience and working out 
ways to appeal to it, planning the community go-to-market 
strategy, determining its unique advantage, building a team, and, of 
course, planning a sustainable business model. Following these 
steps separates community entrepreneurs from community 
managers



The different types of communities

The founder of FeverBee, Richard Millington, divided communities into 
five types. 

1. Interest- Communities of people who share the same interest or 
passion.

2. Action- Communities of people trying to bring about change.
3. Place- Communities of people brought together by geographic 

boundaries.
4. Circumstance- Communities of people brought together by 

external events/situations.
5. Practice- Communities of people in the same profession or 

undertake the same activities.

I always love to add this closed list another category - the mixed or 
combined community. (people from the same profession that live in the 
same city, for example, share place and practice categories)

https://www.feverbee.com/different-types-of-communities/


Our basic needs and the map of interests in 
our community

Maslow’s hierarchy of human needs ranks the human motivation from 
the basic - Food and water, through the need of security and shelter, 
through the need of love and acceptance to our highest level need which 
is self actualization.

Each one of these levels manifests itself in a different level in our 
community. 

When we analyze our community through the perspective of fulfilling 
human needs, we can understand what part, if any, the social ecosystem 
that we lead fills up in each segment of our community.

Everything that makes money - 
Employment, projects, clients

Dates, social connections, Networking, 
growing my business

Professional skills, creative skills, 
supporting activities (social struggles)

Online presence, recommendations, 
share knowledge



Why should a community leader become a 
community entrepreneur? (let me tell you my 
own story)

I want to tell you the story of how I made $1.5M from my community and 
why is it important to consider doing so yourselves.

“Don’t be shy to monetize!” is what I always tell community leaders I 
work with and mentor.

When I founded Comonetize, I thought I was just launching a platform. 
But it was far from just that.

Community management is not a standard business. It’s social; it’s about 
people and it’s based on trust. Community leaders may feel that 
introducing a business model into their community is a daunting task.

But community leaders also need to make a living, and, regrettably, trust 
and social connections don’t pay the bills. This is why leaders that want 
their community to keep growing and thriving must work out a 
sustainable business model.

https://www.comonetize.me/?utm_source=ebook&utm_medium=ebook&utm_campaign=ebook


I launched my own community platform in 2006, before facebook was 
even introduced into our part of the world.

I created a professional index with a job board, which was exactly what 
our TV production industry needed. People started spreading the word, 
tipping their friends and colleagues about it, and using it on a regular 
basis. The community grew on this platform and it was free for everyone.

I was a producer back then. I had a day job, and all my free time was 
invested in the community.

Sounds familiar?

To cut a long story short, two years later I got married, had a baby, and 
realized that the concept of free time no longer existed for me. If I wanted 
to make a living and spend time with my daughter, I couldn’t afford to 
spend hours on voluntary community-leading.

I had to make a choice — either let the community die or find a way to 
turn it into my day job.



For your community to be significant, it has to follow a process focused 
on three essential elements:

Growth: Your community has to expand and attract more people who 
want to be a part of it.

Trust: People need to trust you, the community leader, the other 
members, and the content presented to the community.

Value: Your community has to provide value for the member: it can be 
either external, such as access to information or resources, networking, 
or social status, or internal, such as a sense of belonging, empowerment, 
fulfillment, or emotional support.

When the community offers a value that can be quantified — for part or 
all of its members — it’s time to work out the business model.

These were the questions I asked myself:

1) Is my community growing? The answer was yes, it was.

2) Do my community members trust the community? The answer was 
yes, they do.

3) What value did they get from being a part of the community? They 
could network with producers and recruiters and received opportunities 
to fulfill themselves in the TV industry. Producers networked with 
production workers and got “new blood” for their productions.



Then I had to ask myself what that thing was that people wanted most in 
this small “marketplace” I had created. The answer in my case was “to 
work in TV productions”.

The market balance was such that many people were looking for 
opportunities, but there weren’t that many of them (because of the 
market size). The business model that I selected was letting premium 
members exclusively apply for these jobs in the first few days.

It worked, and still works to this day. We now have more than 100K 
members, and over the years we’ve published about 60K job ads.

That was the business model that worked for me. 

When I launched my startup, Comonetize, I wanted to offer community 
entrepreneurs tools and walk then through a similar process, helping 
them to create a flexible business model that is the perfect fit for any 
individual community.

This flexible business model is a core feature in Comonetize, and it’s 
based on my own experience and business knowledge.

https://www.comonetize.me/?utm_source=ebook&utm_medium=ebook&utm_campaign=ebook
https://www.comonetize.me/?utm_source=ebook&utm_medium=ebook&utm_campaign=ebook


Why is it crucial to build a community site?

Managing an online asset to support your community on social media, 
makes you the master of your domain and is lucrative both financially 
and networking-wise. Here's how we do it.

As community leaders, we constantly obsess over our group's analytics. 
We want to see growth, reach and engagement, and we need to see them 
increase. We consider this utterly crucial and work hard to make it 
happen. But behind the dry statistics is a world of data and our access to 
it is limited. 

Who owns this data? Can you export your group member list and 
personally contact each of your community members through email? 
Can you determine who your posts reach and manage the level of 
exposure of the professional content you’ve worked so hard to create?

And when a week goes by and you want to go back to that exceptional 
post you wrote, which was so helpful for your community members, how 
far down the group's feed do you have to scroll?

Ask yourself: though you manage your community, do you really own it? 

For example, what happens if someone reports your group for some 
reason and your life's work sinks into oblivion?



Having a platform that allows you to support the lively conversation in 
your group with professional tools for community leaders is the natural 
next step.

What are the benefits of having your own website to work with?

1. Provide your community members with a friendly place in which they 
can create their own valuable online asset—their professional profile in 
your community’s space.

2. Put up a built-in paywall between companies and recruiters and your 
community members, which will allow you to monetize some of the 
activities. Get paid for jobs and projects posted on you online board.

3. Communicate with your audience and keep them updated using email 
marketing—still the most efficient way to go.

4. Data, data, data. This is the key to increase reach, and with 
Comonetize you'll have automated contact growth tools, making you a 
significant player in your field of work and provide more value to 
everyone.

5.  Use our remarketing tools to build an audience outside your 
community.

6. Publish significant posts on your blog granting them eternal life on 
search engines and exposing them to relevant audiences. You can link 
your blog post to posts you publish in social media groups, introducing 
your blog readers to your community on social media, and vice versa

7. Embed affiliate links into your blog post. It’s the gift that keeps on 
giving 😊

BTW you an get all the above with Comonetize ;)

https://www.comonetize.me/?utm_source=ebook&utm_medium=ebook&utm_campaign=ebook


Let’s get down to 
business:

How do we monetize?



Why should you monetize?

There are tens of thousands of professional groups on Facebook, and 
they bring immense value to the community members as well as 
recruiters and businesses who target them.

These groups have become an online marketplace of knowledge, 
opportunities, careers and skills, which is made of a valuable, focused 
target audience.

Though they are valuable for everyone, there is always one person 
(maybe more) conducting, moderating and aggregating the whole 
operation, and usually investing more than they get in return . These are 
the community managers.

Community managers invest a huge effort in keeping their group 
successful, and, in my opinion, there’s no reason for them not to make a 
return on their investment.

Many community leader come to the point where they ask themselves 
the question "how to monetize my Facebook group" 

So, how can they turn a community of professionals into a business? 
How can they monetize a professional Facebook group?



Offer businesses an opportunity to publish 
specific products to your community 

Advertising / Sponsorships / Marketing content

If you manage a community of entrepreneurs, your community is an 
extremely relevant target market for a company like WeWork, SaaS 
product companies or even accountants. 

If you lead a community of make-up artists, Revlon or Lancôme are 
definitely relevant to your members (but WeWork—not so much)

You, as the community manager, should get paid for reaching out to your 
audience with offers, because you are the one who made it all happen.

I always advise community leaders to ask these companies, in addition 
to their payment to you, to add a special offer for group members, so 
that the fact that you “commercialized” the group will give the 
community members an added value .



Sell lectures, online and offline courses, and 
monthly content subscription 

If you are a professional with an expertise, you can sell online and offline 
courses, workshops and lectures

Being a community manager has its benefits: your audience sees you as 
a leader, because you manage their professional ecosystem. 

Digital products are scalable, So it’s highly recommended to focus on it. 
Offline offers are less scalable, but if you can do it, it’s great .

Start with posting one event and follow up with videos and photos from 
the lecture. When you post them, don’t forget to mention that anyone 
who wants to book your lecturers or workshops is welcome to DM you.

As for monthly/weekly/daily content subscription, you can easily find a 
way to charge people for being part of a WhatsApp group with (for 
example) diet tips, make-up tips, or send your subscribers a design 
technique tutorial every month.



Mass audience? Try affiliate marketing

It’s easy. 

Just sign in to one of the many affiliate programs  that are relevant to 
your community members and find products you genuinely think are 
worth recommending.

Add your affiliate link, and don’t forget to ask the community members 
to use your link when they purchase or check out the product.

This is an amazing resource for that

https://voluum.com/blog/ranking-best-affiliate-programs-2021/?utm_source=comonetize&utm_medium=comonetize&utm_campaign=comonetize


Create a marketplace of talents or businesses 
and engage a subscription program 

If you manage a community of experts, freelancers or professionals, you 
can set up an index site for them where they can open a professional 
profile, get recommendations from customers or colleagues and upload 
their portfolio, links and bio—all under the same familiar and trusted 
brand: your community. This is what we at Comonetize offer, but I’m sure 
that there are more available tools for it.

With Comonetize, once your community index is set, you can offer any 
member who joins a paid membership, or premium services for those 
who prefer priority access to job ads and other exclusive services which 
you, as a community manager, can decide upon.



Set up a paywall between your audience and the 
recruiters and companies who wish to reach out to 
them 
We all know how disruptive constant job offers can be to our 
community’s conversation flow. So much so, that many professional 
group leaders end up opening a second group specifically for posting job 
opportunities.

Instead, you can set up a job board or a community board for your 
community (start one here, for free) and when a job ad comes up on your 
Facebook group wall, just refer the recruiter to a form. This form is 
followed by a simple paywall, and you’re all set.

If you have members that are already registered to your site, they’ll get 
notified about the new position or opportunity. 

When the ad is posted to the board, you can share it on your community 
wall or in a dedicated post. Anyone who wants to apply to it, will register 
to your site, creating an effective growth flywheel.

(That’s exactly what we do with Comonetize)



To summarize 

● There are many ways to monetize your community of professionals 
or businesses

● I’d suggest to see what works
● Be transparent and share your decisions with your community 

members
● Always look for the value you provide to your members
● Feel free to contact me anytime for questions - 

gali@comonetize.me

Good luck!


