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With a U.S. TikTok ban looming, many users are migrating to 

Xiaohongshu, also known as "Little Red Book,” as an alternative. This 

user-shift comes amid growing concerns over the platform’s future, as 

TikTok awaits a Supreme Court decision that could determine its fate in 

the U.S. As the ban seems increasingly likely, users are proactively 

leaving TikTok for Xiaohongshu, which has surged to the top of the U.S. 

App Store charts, despite not even having an official English name. 

The platform, widely known in China for its focus on travel and 

lifestyle content, boasts over 300 million users. Many newcomers have 

dubbed the app "Red Note" or "the Chinese Instagram," referring to 

themselves as "TikTok refugees." They are navigating Xiaohongshu’s 

predominantly Chinese interface with the help of translation tools.  

While some users are hoping to recreate the communities they built 

on TikTok, others see this migration as a protest against the U.S. 

government’s push to ban TikTok, citing concerns over potential 

surveillance by the Chinese government. 

Meanwhile, Lemon8, another social media platform owned by 

TikTok’s parent company ByteDance, is also experiencing a surge in 

users fleeing TikTok, solidifying the growing trend of users seeking 

alternatives. 

 

https://www.wired.com/story/red-note-tiktok-xiaohongshu/ 

TikTok Refugees Flock to 
Xiaohongshu (Red Note) as 

Ban Looms 
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Meta's Latest AI Gimmick:  
Your Face in Ads Targeting You 

Meta has sparked yet another controversy with its AI experiment, this time on Instagram. After using Instagram’s 

‘Imagine Me’ feature to create an AI-generated version of his selfie, redditor u/Green_Video_9831 was shocked to find 

his own AI-altered face staring back at him in a targeted post.  

It's not enough for Meta to create fake profiles and celebrity chatbots; now, it’s serving up a fake you in your feed.  

The post quickly gained traction on the subreddit r/ABoringDystopia, with users voicing their outrage and disbelief. 

Looks like Meta’s AI adventures are raising eyebrows once again. 

https://www.creativebloq.com/ai/meta-has-absolutely-no-clue-what-to-do-with-ai 
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How Zuckerberg’s New Policies Are 
Alienating Users 

2 Ridiculous Things  
I Encountered Today 

 

I tried to buy something on eBay today, and as I was about to 

finish up on the checkout page, a pop-up appeared out of nowhere. 

The message? “Do you need help?”  

Well, yes, eBay, I do need help—specifically, help with the fact 

that your pop-up is covering the Buy Now button.  

Just a suggestion: maybe don’t block the button I need to click 

to complete my purchase. That would be a start. 

Then, I moved on to Amazon, where I was also trying to make a 

purchase. But instead of taking me directly to checkout, Amazon 

decided it was the perfect time to ask if I wanted to add something 

else to my order. They bombarded me with a range of products to 

choose from.  

And you know what? That extra step made me pause. Instead of 

happily adding more stuff to my cart, I had a moment of clarity: 

Maybe I didn’t need the original item after all.  

That’s right, I ended up walking away empty-handed.  

Well played, Amazon, well played. 

Mark Zuckerberg's recent decisions for Meta, including halting independent fact-

checking, relaxing moderation policies on hate speech, and scaling back diversity initiatives, 

have caused backlash from both users and employees. This led to a surge in account 

deletions, with many looking for alternatives like Pixelfed. The situation mirrors the exodus 

of users from Twitter after Elon Musk's 2022 takeover, with Meta positioning itself as a 

refuge for disillusioned Twitter users through its Threads platform. 

Threads initially gained momentum thanks to its compatibility with Instagram and a 

promise of a friendly, political-free space, but the platform's engagement quickly 

plummeted. Despite attempts to address these issues, including customizing user feeds and 

reintroducing political content, Threads now faces a bigger problem: Zuckerberg's shift 

toward emulating Musk's controversial strategies for Twitter, including emphasizing "free 

speech" while welcoming more harmful speech. This move risks alienating the very users 

who flocked to Threads for a more progressive alternative, leaving its future uncertain as 

competitors like Bluesky continue to build loyalty. 

https://slate.com/technology/2025/01/mark-zuckerberg-meta-threads-destroyed-case-

elon-musk-twitter.html 
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Today I signed up for a free e-course on how to do something 

or other online. After filling out my details, instead of the typical 

"thank you" page, the marketer surprised me with a bonus offer: 

A free video lesson and a quick start guide sent directly to my 

phone if I sent a text message. Now, that's a clever way to build 

an SMS list—easy, personal, and direct.  

But this marketer didn’t stop there. He also invited me to text 

him back with any questions, promising a response. That’s next-

level customer engagement. 

This strategy is gold for marketers, and here’s why: 

1. Direct, Immediate Access: SMS opens a direct line to 

your customers—something email can’t compete 

with. Text messages have a 98% open rate, meaning 

your message will actually be seen. By asking 

customers to engage via text, the marketer ensures 

the communication doesn’t get lost in a crowded 

inbox. 

2. Building Trust and Personalization: The invitation to 

text back with questions humanizes the interaction. 

It’s not a one-way street. By encouraging replies, the 

marketer builds trust and makes the customer feel 

valued. It’s personal, direct, and responsive. 

3. Stronger Relationship: Texting back isn’t just for 

answering questions; it’s an opportunity for the 

marketer to develop a deeper relationship with the 

customer. When people feel like they’re talking to a 

real person—someone who genuinely cares—they’re 

more likely to become repeat customers or even 

brand advocates. 

SMS marketing is more than just a tool to communicate—it’s 

a way to create meaningful, two-way interactions that strengthen 

relationships and drive customer loyalty. When done right, it can 

be a game changer. 
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Amazon's recent announcement regarding its FBA (Fulfillment 

by Amazon) inventory reimbursement policy is causing quite a stir 

among sellers. What used to be a manageable inconvenience—

items lost or damaged in Amazon’s fulfillment centers—is now a 

potential profit-killer for many.  

Effective March 10, 2025, Amazon will significantly cut 

reimbursements for lost or damaged inventory, and the 

implications for marketers and small businesses are downright 

terrifying. 

In a move that Amazon frames as a "benefit" to sellers, the 

company’s recent announcement reveals it will be updating its 

FBA inventory reimbursement policy to provide more 

"transparency and predictability."  

Sounds nice, doesn’t it? Well don’t you believe it. 

Starting March 10th, Amazon will only reimburse sellers for the 

manufacturing cost of the lost or damaged items, not the retail 

price. 

If you're selling a product for $10 but it only costs you $2 to 

produce, Amazon will now reimburse you only the $2—the 

manufacturing cost—leaving you to eat the $8 difference. No 

shipping costs, no handling fees, and certainly no customs duties 

will be reimbursed. For those who rely on Amazon’s system, this 

shift is a major blow. 

This policy change could prove catastrophic for smaller sellers 

who often rely on tight profit margins. Without sufficient 

reimbursement, many businesses will be left with no way to 

recover their losses from Amazon’s own mishandling of inventory. 

The Even Bigger Issue: Conflict of Interest 

Amazon controls every part of the logistics process, including 

warehousing, distribution, and fulfillment. This gives them a lot of 

power, but it also introduces a major conflict of interest. If Amazon 

loses your inventory, there's nothing stopping them from keeping 

it and reselling it under their own private label, which has 

happened before. With fewer financial consequences for Amazon, 

the incentive to mishandle or "misplace" products only increases. 

Sellers are left at the mercy of Amazon’s lackluster internal 

processes, and they’re expected to bear the financial burden.  

Marketers who rely on Amazon for traffic and fulfillment will 

face rising costs, while Amazon continues to gain more control 

over the market. As Amazon raises fees, introduces new charges, 

and undercuts sellers with its own product lines, smaller 

businesses will struggle to stay afloat. 
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How to Help B2B Buyers Use AI to Make 
Better Decisions (And Still Win Sales) 

AI is here, and B2B buyers are using it—big time. 89% are already tapping into AI 

during their buying process, and more are planning to follow suit. So, what’s a savvy 

marketer to do? Instead of fearing AI’s potential to steer buyers away, why not help 

them navigate it? 

Here’s the move: create a prompt guide for buyers to use when evaluating your 

solutions. This guide won’t just be a list of questions, but a tool that helps buyers 

understand what answers they should be looking for and why it matters for their 

business. 

Sure, it’s bold. But offering guidance on how to ask the right questions and 

evaluate AI-generated responses builds your authority and trust.  

Positive outcomes? You’ll show buyers you understand their needs, boost your 

brand credibility, and make the buying process smoother. And as an added bonus, 

this guide increases the chances that your content will appear in AI search results—

giving you a leg up in the digital marketplace. 

So, help buyers master AI, and use it to your advantage. Either you get on board, 

or risk being left out of the conversation. 

https://customerthink.com/marketers-help-b2b-buyers-use-ai-for-better-buying-

decisions/ 
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Strange but True: Man Loses Battle for $765 
Million Bitcoin Stash in Trash 

Talk about a trashy mistake. James Howells, a Welsh man, just lost his 11-year fight to dig 

through a Newport landfill for a hard drive he swears holds private keys to 8,000 Bitcoin—worth a 

whopping $765 million today. 

In a brutal blow, the British High Court turned down Howells' appeal, siding with the Newport 

City Council. The reason? Environmental concerns. Apparently, digging up the landfill could leak 

hazardous materials into the surrounding area. Howells might’ve been hoping to strike it rich, but 

the court ruled his claim was a long shot, with no real chance of success. 

The saga began back in 2013 when Howells accidentally tossed the hard drive while cleaning 

house. At the time, Bitcoin was practically worthless. But now? It’s a global treasure, and Howells 

wants back in. Too bad for him, the court says his chance of finding his $765 million jackpot in the 

landfill is all but gone. 

Do you think that as you’re reading this, there are people sifting through that landfill, hoping to 

stumble upon a Bitcoin fortune? 

https://londondaily.com/british-court-rejects-man-s-request-to-scour-landfill-for-765-million-

in-bitcoin 
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ARTICLE 

The Hidden Online Business That’s 
About to Explode in 2025 

Let’s face it: When you 

hear about a new business 

opportunity, your first 

thought is probably, “That’s 

too easy. There’s no way it 

works.” Well, I’m here to tell 

you that this one really does 

work—and it’s about to 

explode in 2025. So, if you’re 

tired of getting in late on the 

latest trends (trust me, I get 

it), it’s time to pay attention. 

 

The business? Personalized content-driven e-commerce. Sounds like a 

fancy buzzword, right? But stick with me. It’s actually so simple that you’re 

going to think, “There’s no way this works. It’s too ordinary.” Trust me, it’s 

not. And if you start now, you could be raking in cash by the end of the year. 

From Big Ads to Real People—This Is Where the Money Is 

Remember when big brands spent millions on traditional ads? Like it was 

yesterday, right? (It was.) Fewer and fewer people care about those polished 

commercials anymore. People want the real stuff—authentic, raw, and 

unfiltered content from real people. Not corporations in fancy suits. 

Now, brands are paying people like you (yes, YOU) to make videos 

promoting their products. It’s called affiliate content creation—and it’s taking 

over. You make content, share your genuine opinions, and get paid when 

people click your link and buy. Simple, right? 

Why This Is Exploding (And Why You Should Care) 

Big social platforms are catching on. TikTok already has its TikTok Shop, 

Instagram and YouTube are testing their own versions, and even Amazon has 

launched its Inspire button. 

And economists predict 20% of e-commerce 

revenue will come from content like this in 2025. 

That’s a huge slice of the pie. 

So why isn’t everyone jumping in?  

Easy: Because it sounds too simple.  

People underestimate how powerful this thing is 

because it’s too easy to overlook. But if you play it 

right, you’re setting yourself up for success. 

How to Jump on This Easy (But Not Too Easy) 

Money Train 

Alright, here’s the good part. You don’t need fancy 

equipment. Forget the huge investment in gear. All 

you need is your smartphone and a good idea. That’s 

it. Here’s how you get started: 

1. Pick a Niche That’s Hot 

Fitness gadgets, cool tech toys, kitchen must-

haves—pick a product category that’s in demand. 

Find something you’re into, or something that people 

are actively searching for. 
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2. Sign Up for Affiliate Programs 

Most brands have affiliate programs. You get a unique link, 

and every time someone buys through it, you make a 

commission. It’s like getting paid to share what you already 

love. Easy, right? 

3. Create Real Content 

No, don’t just read off a script. Be authentic. Make videos 

showing the product in action. Share your opinions—why you 

love it, how it works, and why it’s awesome. Just be real, not a 

sleazy salesperson. 

4. Stick With It 

This is where most people fall off. Make 100 videos. Yep, 

you heard that right. You’re not going to hit gold after five tries. 

Stick with it, and you’ll start to see what clicks with your 

audience. 

5. Analyze What Works 

Don’t just post and pray. Watch your stats, figure out 

what’s resonating, and create more of that. Not every video 

will be a hit, but if you track what works, you’ll find your sweet 

spot. 

Why Most People Will Miss This Opportunity 

The truth? Most people will quit too early. After 10 videos, 

they’ll give up, thinking it doesn’t work.  

Here’s the kicker: Persistence is the real secret. Stick it out, 

and you’ll be ahead of 90% of the crowd who gives up at the 

first sign of failure. 

This isn’t a glamorous hustle. It’s not about being a social 

media influencer with thousands of followers. It’s about 

consistency. If you’re willing to put in the work (yes, it’s a 

grind), you’ll set yourself up for a business that can pay you 

well. 

The Hardest Part? Patience 

Getting started is easy. The real challenge? Waiting for 

results. Things won’t happen overnight, and that's where most 

people fall off. But if you can hang in there and keep pushing, 

you’ll start seeing returns. 

So, ready to dive in and prove me wrong? This underrated 

business idea is exactly the kind of “too easy” opportunity 

you’ve been looking for.  

Just remember: Don’t overthink it. Grab your phone, get 

started, be consistent and by the end of the year I’ll bet you’ll 

be shocked at how much you’re earning. 
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The Marketing Secret 
Amazon Doesn’t Want You 
to Know About Prime Day 

 

Amazon Prime Day as well as their Black Friday Deals are 

more than just sales events—together they’re a masterclass in 

leveraging hyperbolic discounting to drive massive sales. For 

online marketers, there's a lot to learn from how Amazon uses 

this psychological principle to boost conversions, create 

urgency, and make customers act fast.  

Here's how you can apply the same tactics to your own 

marketing campaigns. 

Hyperbolic Discounting in Action 

At its core, hyperbolic discounting is the idea that people 

value immediate rewards more than future ones, even when 

the future reward is larger. During Prime Day, Amazon offers 

limited-time discounts, flash deals, and time-sensitive 

bonuses, creating an environment where shoppers feel they 

need to act now to get the best deals. This taps into the human 

desire for instant gratification. 

What Online Marketers Can Learn 

1. Create Urgency with Time-Limited Offers 

Amazon uses countdown timers for Prime Day sales, 

signaling that time is running out. Marketers can mimic this by 

adding countdown timers to their own promotions. Whether 

it's a special deal or limited-edition product, emphasizing the 

ticking clock encourages customers to buy immediately, rather 

than wait and risk missing out. 

2. Offer Instant Rewards 

Prime Day isn’t just about discounts—it’s about immediate 

value. Amazon often gives shoppers extra incentives, like free 

shipping or exclusive deals for Prime members. For online 

marketers, offering instant gratification can drive more 

immediate conversions.  

For example, offering a discount code that customers can 

redeem right after signing up or purchasing can be just the 

nudge they need to complete the transaction quickly. Give the 

discount code an expiration time to boost sales even further. 

3. Leverage Scarcity 

The message “Limited stock available” is a constant in 

Amazon’s Prime Day playbook. Scarcity pushes consumers to 

act fast for fear of missing out. Online marketers can replicate 

this strategy by showing stock levels or using language like 

“Only 3 left in stock” or “Sale ends in 2 hours.”  
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The fear of missing out (FOMO) is powerful and can 

significantly increase conversion rates. If your product is 

electronic and therefore unlimited, add a scarcity bonus such 

as a one-on-one coaching call, email support or a VIP 

Mastermind Group limited to only the first “X” number 

buyers.  

You might even offer a bonus for which you’ve purchased 

the rights to only “X” number of copies and no more, or offer 

a ‘done-for-you’ service for the first 10 purchasers of a high 

ticket item. 

4. Provide Quick Solutions to Immediate Needs 

Amazon Prime Day offers deep discounts on products that 

solve immediate needs, from tech gadgets to home 

essentials. For online marketers, understanding your 

audience's pain points and offering quick fixes can increase 

urgency. For example, if you’re promoting an online course, 

frame it as a fast-track solution to a pressing problem, and 

make it available for a limited time. 

5. Focus on the Customer Experience 

Amazon knows that user experience is key to keeping 

customers happy and engaged during Prime Day. From a 

seamless checkout process to fast delivery, everything is 

designed to make the purchase as easy and rewarding as 

possible.  

Marketers can learn from this by making sure their own 

websites are optimized for quick, easy transactions, with clear 

calls to action and minimal barriers to conversion. 

Bottom Line 

Amazon Prime Day is the perfect example of how 

hyperbolic discounting works in the real world. By creating 

urgency, offering immediate rewards, and leveraging scarcity, 

Amazon has mastered the art of encouraging customers to 

make quick decisions.  

As an online marketer, you can apply these same 

strategies to your own campaigns—whether you’re running a 

flash sale, promoting a new product, or pushing limited-time 

offers. Remember, people want what they can’t have, so 

make your deals time-sensitive and reward immediate 

actions to drive conversions and increase sales. 
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Dullest Site on the 

Internet Earns 
$32,000-a-Month 

 

Let's talk about unitconverters.net, a website that’s 

turning the dullest concept—unit conversions—into a 

money machine. That’s right, the site’s sole purpose is to 

convert miles to meters, inches to millimeters, and 

everything in between. Yawn, right? Yet, it’s pulling in over 

$32,000 each month.  

How?  

By simply doing the one thing that’s always been true in 

marketing: answering a need. 

Revenue Source: Display Ads 

The magic behind unitconverters.net isn’t some 

groundbreaking tech or flashy design, but simply the good 

old-fashioned display ad model. With 4.3 million monthly 

visitors—each sticking around long enough to view 1.55 

pages on average—this site rakes in money through ads.  

Let's break this down: with an RPM (Revenue per 

Thousand Impressions) of just $5, that’s $32,000+ a month 

in display ad revenue. Not bad for a simple website that’s 

just solving problems like “how many feet in a mile?” 

How’s the Traffic Looking? 

Now, the most impressive part? Over 80% of its traffic 

comes from organic Google search. No paid ads, no high-

dollar campaigns. Just ranking well for search terms like 

“inches to feet” and “miles to kilometers.”  

And the beauty of it? This content works on autopilot 

once set up. It brings in traffic consistently without requiring 

constant updates. Think of it as the evergreen content of 

the digital world. 

How Can You Do This Too? 

Here’s the kicker: You can do something similar. Sure, 

unit conversions are pretty niche, but there are a million 

other dull, everyday needs that people are searching for on 

Google.  

Your job as a marketer is to identify those needs and 

create content that answers them. Focus on low-

competition, high-traffic keywords, and slap some well-

placed display ads on the page. 

Use simple, sought-after evergreen content, get your 

website set up, and either optimize it for SEO or use 

another source of free traffic.  
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If unitconverters.net can make $32,000 from answering 

“How many inches in a foot?” then what's stopping you from 

making bank off the stuff people Google every day? 

Sometimes, the simplest ideas are the best. You just 

need to find the right niche, target the right search terms, 

and let your site do the heavy lifting while the money flows 

in. 

Here’s a short list of truly ordinary niches that people 

search for on a regular basis—yet have the potential for 

making money if you tap into them with smart SEO and 

targeted content. Keep in mind, this list is simply to get your 

mind moving in the right direction. Your niche might be 

something you are passionate about, or it could be 

something as simple as timers and countdowns with your 

own special twist. 

• Specific Item Reviews (Phones, Power Tools, 

Blenders, etc.) 

• Online Timers and Countdowns  

• Measurement Conversions 

• Recipe Calculators and Conversions (Measurements, 

Number of Servings) 

• Fitness Calculators, BMI Calculator, Calories Burned  

• Shipping and Delivery Cost Calculators 

• Loan Calculators and Mortgage Rate Comparisons 

• Currency Converters 

• Nutrition and Calorie Counters 

• Tax Calculators and Estimators 

• Time Zone Converters 

• Car Maintenance Schedules and Costs 

• Weather Forecast and Temperature Converters 

• Wedding and Event Budget Calculators 

• DIY Home Repair Guides 

• Pet Care Guides and Calculators 

• Fitness Program Schedules 

• Health Symptom Checkers 

• Clothing Size Conversion 

• Unit Price Calculators for Grocery Shopping 

• Hourly Wage Calculators 

• Retirement Savings Calculator 

These niches may seem boring or simple, but when 

targeted correctly, they can build a solid, evergreen traffic 

base for your website. All you need is the right keyword 

targeting and a strategy for ad revenue or affiliate marketing. 
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Editor: 

Today we have the pleasure of speaking with Lisa Somers, 

the CEO at Marketplace SuperHeroes. Lisa leads the 

charge of this innovative platform that empowers 

entrepreneurs globally to build and scale their businesses 

through Amazon. I'm excited for this because Lisa will 

shed light on what Marketplace SuperHeroes is, why it's a 

game changer for anyone looking to enter the e-

commerce space and how their support makes the 

Amazon platform accessible and less daunting for new 

sellers. So Lisa, welcome. 

Lisa Somers: 

Thank you so much. Really delighted to be here and chat 

all about all things' internet marketing and Amazon. 

Editor: 

Well, we are really pleased to have you, so thank you. 

Could you start maybe by telling us a little bit about your 

background and what your role is at marketplace 

SuperHeroes? 

Lisa Somers: 

Absolutely. So I am CEO of Marketplace SuperHeroes, and 

the company was founded in, I believe, 2014 by my 

brother actually. So that's a whole topic we can possibly 

get into about working with your siblings. But it was 

founded then, and I came along a little bit later because I 

was actually studying to be a psychologist and I thought I 

was going to have a very corporate career as a clinical 

psychologist or something along those lines. And I was 

studying, and actually I found that a lot of what I had 

hoped psychology would be and that career would be, it 

wasn't really, it was very, you have to exist within the 

system and you have to do things a certain way. 

And I was never very good at that. Even in school I was 

always the annoying kid with her hand up for every 

question or just blurting out the answer. So I wasn't 

existing very well within those systems. And at the time, 

my brother, Stephen, had started this little course, as we 

used to call it back then because he was an Amazon seller 

himself, and he identified that there wasn't really anyone 

providing good education in that space back then. 

Certainly not for people outside of the US and he was 

obviously based in Ireland where we're from. So he 

started a course with his then business partner at the 

time. 

Lisa Somers 

Interview 
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And then I came along a little bit later as a customer 

support representative, would you believe? Because I 

wanted to see what was going on over there. Was it going 

to be something that could give me a bit of pocket money 

while I was a broke student studying as a psychologist. 

And then after that, it was a case of I was looking around 

the business and I was spotting lots of opportunities for 

reducing the chaos, I would say. And anybody who's in an 

early stage course coaching business probably knows 

what that chaos is like. You're just launching things 

whenever you feel like it the day before. No one on your 

team really knows what they're doing. 

You don't even really have a big team. And there was lots 

of things that were just not really working that well. And 

so I sort of took it upon myself to try and fix some of these 

glaring issues. And that was how I began my, I was going 

to say my ascent, which sounds like I became royalty or 

something. It wasn't quite that fancy, but that was sort of 

how I began moving up through the company until 

eventually now I run the business. 

Editor: 

So the company was launched, as you say in 2014, is that 

right? And then when did you come on board? How 

quickly after it was created did you start? 

Lisa Somers: 

It was about 2016. It really only got going in 2015, I would 

say. There was a small number of clients we had and it 

wasn't very big. I remember my brother was actually, he 

would be cold calling people on the phone, "Hey, do you 

want to learn how to sell on Amazon? We've got a 

course." We didn't have all of the funnels and all of the 

say joint ventures and things like that that we have now. 

So it was very bootstrapped and very basic at the time 

because we were learning. So I came along at the start 

and I began reading Russell Brunson's books, the DotCom 

Secrets, Expert Secrets, all the OGs, we'll know those. 

And I was also reading a lot of MJ DeMarco books, so all 

about Millionaire Fastlane and trying to understand, "Oh, 

I don't have to have a nine to five, I don't have to have a 

traditional job. We can build something that is very 

different and allows us to create freedom in our lives." I 

travel around the world with my partner now, and the 

only reason I can do that is because I don't have to ask for 

time off because I work for myself. So I think it was a case 

of just getting stuck into learning about marketing 

obviously. 
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And then also for me, because I knew I was someone who 

could organize things and make sure the team were all 

pulling in the right direction and building a team in the first 

place, then I got really into leadership and operations and 

all of those topics. And so I went on a deep dive of studying 

all of those things in order to help us grow the business 

and that's been the journey we've been on ever since. 

Editor: 

So here we are now 11 years since the company was 

founded, maybe 10 years since it started to find its feet 

and become what it's become today. Maybe you could 

just tell us a little bit about that journey and how the last 

10 years has kind of panned out both for you and also for 

the company itself. 

Lisa Somers: 

I mean, I'll take the company first. That's almost easier to 

do. I think, like I said in the beginning, and anybody who 

has an idea for a course, you're just trying to get clients in. 

You'll do that in a scrappy way. In the beginning that's the 

best way, I would argue. I always say... People ask me, "If 

I want to do this, how do I do it?" I'm like, "Just find three 

to five people that'll pay you a couple of thousand dollars 

and you can deliver it on Zoom." Don't go and build out a 

whole big funnel and a whole course because people 

might get halfway through and go, "This isn't helping me, 

it's not what I want to learn and all of that." 

So we were scrappy in the beginning and then we had a 

couple of lucky breaks, I would say. Obviously they 

weren't just luck, we put in a lot of work to get them, but 

we did get lucky in some ways where we found quite a 

large YouTube channel that talked all about Amazon. And 

so we actually partnered with them where they would 

make content about us. They would promote us to their 

audience. And so that was one of the first big breaks of, 

we were getting lots of people coming into the program 

because we had leveraged someone else's audience. 

And that was a huge takeaway for us then, and something 

we continue to do to this day because it is quite difficult 

to build an audience, as I'm sure lots of listeners here will 

know. But when you can access other people's audiences, 

it makes it a lot simpler. So we would run webinars to their 

list and they would get on with us and endorse us and all 

of that. And then that really started the snowball of 

people coming into the course, which at the time was a 

997 of course great pricing and just DIY program. 
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And then after that we went and built out a coaching offer, a five or 6K coaching offer, and now we have low tickets 

and all of the above. 

But that was kind of one of the biggest things that happened for us at the time, was just discovering that accessing 

other audiences was a much faster way to grow, getting on podcasts, doing all of the things that we still do now. 

And then we really, from there, the journey of the company has been discovering what we're really good at and 

what we're not good at, and outsourcing what we're not good at to people who are. 
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Increasing landing page conversions is essential for any successful 

marketing strategy. Whether you want to boost sign-ups, increase 

sales, or generate more leads, your landing page needs to be 

optimized to drive as much action as possible.  

The good news is that with the right tweaks, you can see immediate 

improvements.  

1. Use Social Proof Above the Fold 

The first area visitors see when they land on your page is the above-

the-fold section. Make this space count by showcasing social proof. 

Displaying customer photos or testimonials right away builds trust. It 

shows visitors that real people are already using your product and 

having success with it, making them more likely to take action.  

According to Nielsen, 92% of consumers trust recommendations 

over any other form of advertising, making social proof one of the 

most effective ways to increase trust on your landing page. 

2. Highlight Testimonials and Results 

Testimonials are a great way to enhance credibility. Rather than 

scattering them throughout your page, strategically place them to 

support the benefits you’re highlighting. For instance, if you're touting 

how your product saves time or increases revenue, pair that with a 

testimonial from a client who’s seen those exact results. 

Amy Porterfield uses testimonials on her landing pages to back up 

the claims made about her online courses, showing success stories 

from users with similar struggles, which significantly increases 

conversion rates. 

3. Leverage Real-Time Social Proof 

Real-time notifications of activity on your site—like signups, 

purchases, or downloads—create a fear of missing out (FOMO). By 

adding pop-ups or alerts showing visitors that others are taking action, 

you build urgency. Tools like UseProof can help implement this tactic, 

and sites that use them typically see a 10-15% increase in conversions. 

UseProof saw a 10-15% increase in conversions for clients that 

implemented real-time social proof pop-ups, demonstrating how this 

tactic taps into the fear of missing out. 

One note on this: Don’t make your alerts so distracting that they 

become annoying.  

4. Clarity in Your Eyebrow Copy 

Before visitors read your headline, they need immediate clarity. 

Use a short eyebrow copy right above your main headline that 

explains exactly what your page is about. This sets the context and 

ensures visitors don’t have to guess if they’re in the right place. 

OptinMonster suggests using a clear and concise eyebrow copy 

like, “Stop wasting time—this tool automates your tasks in seconds!” 

This instantly connects with visitors’ needs and gets them engaged 

from the start. 

10 Landing Page 
Hacks Proven to 
Increase Conversions 
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5. Use Conversational, Human Copy 

People connect better with language that feels natural and 

human. Instead of using corporate jargon, aim for a conversational 

tone. For example, say “You’re missing out on leads if you don’t use 

this” rather than “Low visibility is hindering your business growth.” It 

feels more relatable and speaks directly to the visitor’s pain points. 

Airbnb uses casual, approachable language in their landing pages, 

like “Find a place you’ll love to stay,” which makes the content feel 

personal and relatable, resulting in higher engagement. 

6. Strategically Place Testimonials 

Don't just add testimonials anywhere—use them strategically. 

Place them near the most compelling parts of your copy where 

visitors might have doubts or concerns. For example, if you're 

discussing how your service can save time, use a testimonial that 

says, "This service saved me hours every week." 

Salesforce places customer testimonials right after showcasing 

features, allowing potential customers to see real-world success 

stories just as they’re considering the product, significantly 

increasing the likelihood of conversion. 

7. Video Testimonials for Added Impact 

Video testimonials are a goldmine for building trust, as they allow 

potential customers to hear real stories from actual people. But not 

everyone will watch them. Make sure you pull out key compelling 

quotes from the video and place them prominently on the page, so 

those who don't watch still get the important takeaway. 

Wistia, a video hosting platform, saw a 2x increase in conversions 

when they replaced text-based testimonials with video, proving that 

video adds a higher level of credibility and trust. 

8. Use Comparison Tables Wisely 

Comparison tables can make it easier for visitors to understand 

why your service is superior. Avoid bashing the competition and 

instead highlight your differentiators in a neutral way. This helps 

visitors feel like they’re making an informed decision, not just being 

sold to. A well-crafted table can quickly show why your offer is better 

than others in terms of speed, efficiency, or price. 

Basecamp uses a simple yet effective comparison table that 

highlights their unique features and positions them as a better choice 

compared to traditional project management tools, boosting 

conversions by presenting clear differentiators. 

9. Lead with Benefits, Not Features 

Visitors don’t care about the technical details upfront; they care 

about how your product will benefit them. For example, instead of 

focusing on features like “high-quality ingredients,” explain how it 

benefits the user—“Improves digestion and boosts energy.” This 

helps your audience connect emotionally to your offer. 
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10. Reassure with a CTA Booster 

Hesitation can stop potential customers from clicking your call-to-

action (CTA). Remove the fear by adding a CTA booster, like “Join over 

10,000 happy customers,” “Cancel anytime” or “Get started in 5 

minutes.” This reassurance makes visitors feel more comfortable 

with taking that final step. 

Shopify uses CTA boosters like "Start your free trial" and “No 

credit card required” to encourage users to sign up immediately, 

resulting in increased conversions and reduced friction during the 

sign-up process. 

By implementing these 10 conversion hacks, you can significantly 

enhance your landing page’s ability to capture attention and drive 

results. Each point is designed to improve user trust, make your 

messaging clearer, and prompt immediate action, ultimately leading 

to better outcomes for your business. 
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Music: The Underestimated 
Marketing Tool You’re Missing 

 

Let’s face it—music isn’t just some random filler in your podcast or 

video. If you want to get the audience to actually feel something 

(besides annoyance), here’s how to use music to your advantage: 

1. Set the Vibe Music is basically the mood ring of your 

content. Whether you're going for "hip and happening" or 

"deep and introspective," the right tune will make your 

audience feel exactly what you want them to—without 

saying a word. It’s magic. 

2. Turn Up the Drama Think Survivor’s tribal council without 

the epic build-up music. Yeah, that’s just a bunch of tired 

people sitting around. Music cranks the tension, turning 

your content from "meh" to "must-watch." Trust us, it’s 

that powerful. 

3. Hijack Their Emotions Music’s like a sneaky little ninja, 

sliding in and making even the most mundane moments 

feel like life-changing events. Think of it as a psychological 

weapon—one piano note, and BAM, your audience is 

emotionally wrecked. You're welcome. 

4. Speak Your Brand's Language Music’s not just background 

noise; it’s like your brand's secret handshake. By tapping 

into the cultural vibes your audience loves, you’re telling 

them, "Hey, we get you." Just make sure it doesn’t sound 

like you’re trying too hard. Subtlety is key. 

5. Make It Stick Ever had a jingle stuck in your head for days? 

That’s the power of music. A memorable sound means your 

audience will remember you long after they’ve stopped 

listening to your podcast or watching your video. It’s 

basically branding 101, but cooler. 

6. Be Consistently Awesome Reality TV shows love their iconic 

musical themes, and for a good reason. Familiar tunes 

create trust and loyalty. If you want your audience to know 

what’s coming (and love it), make sure your music is part of 

your signature brand experience. 

Music can amplify your message, pull at some heartstrings, and 

keep your audience coming back for more. 

Here are some of the best places to source free music for videos and 

podcasts: 

1. YouTube Audio Library 

A great go-to for free music, offering a wide variety of 

tracks that are royalty-free and ready to use in your 

content. Just be sure to check the usage restrictions for 

each song. 
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2. Free Music Archive 

This site has a treasure trove of free music from different 

genres, and many tracks come with licenses that allow you 

to use them in commercial projects. It’s like a library, but 

cooler. 

3. Incompetech 

Created by Kevin MacLeod, this site has an extensive 

collection of free-to-use music. You can use the tracks for 

any purpose as long as you credit the composer (or pay for 

a license if you don’t want to credit). 

4. Bensound 

Offering a selection of royalty-free tracks that you can use 

for free with attribution. It's easy to navigate and a great 

resource for creators on a budget. 

5. SoundCloud 

Many artists on SoundCloud allow their tracks to be used 

for free under Creative Commons licenses. You can filter 

your search to find songs that are free to use, but always 

double-check the licensing info. 

6. Jamendo 

Jamendo has a massive library of free music that you can 

use in your videos and podcasts, especially if you’re working 

on non-commercial or low-budget projects. They also have 

paid options for higher-quality tracks. 

7. ccMixter 

This site focuses on music that's released under Creative 

Commons licenses, with a lot of options for podcasts and 

videos. It’s a fantastic place to find unique and diverse 

tracks, and you can even remix some of the music! 

Remember to always check the license agreements, even on "free" 

music sites, to ensure you're using the tracks correctly and legally! 
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Snapchat Simplifies Its Ad Campaign 
Set-up Process 

 

Snapchat’s updated its Ads Manager platform to simplify the 

campaign creation process, most notably reducing the steps required 

to set your campaign objectives. 

 

https://www.socialmediatoday.com/news/snapchat-simplifies-ad-

campaign-set-up-process/723908/ 

7 

Grok Breaks Free from X: The AI Rival 
ChatGPT Didn’t See Coming 

Grok has quickly become a major player in the AI chatbot space, evolving from a niche 

feature inside X to a serious contender against giants like ChatGPT and Gemini. In just over a 

year, Grok has gone from a novelty to a powerhouse—thanks to one key move: ditching the 

X account requirement. 

The Elon Musk-owned xAI has been testing a standalone Grok app and website in places 

like New Zealand, and now it’s officially live in the U.S. for iOS. Available on the App Store in 

the U.S., Australia, and India, Grok doesn’t just compete in capability—it outperforms rivals 

like ChatGPT in language and image generation, while also offering live access to X and the 

web. 

Currently, Grok is only available for iOS, with no word yet on an Android version or global 

release. However, it can still be used within the X app on Android. The app promises a 

conversational tone, real-time updates, image generation, and a privacy-focused approach. 

What sets Grok apart? Unlike ChatGPT and Gemini, which rely on search engines like Bing 

or Google for information, Grok taps into real-time tweets from X. This allows it to provide 

potentially more up-to-date responses on current events—though it’s also vulnerable to the 

fake news and misinformation that often plagues the platform. 

https://www.tomsguide.com/ai/xais-standalone-grok-ios-app-launches-in-the-us-heres-

how-to-find-it 
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You Are Better and Faster 
With Parkinson’s Law 

 

If you’ve ever found yourself cramming to meet a deadline or 

struggling to complete a task by the end of the day, then Parkinson’s 

Law might just be the productivity hack you need to understand.  

It’s a powerful principle that can help online marketers, and anyone 

looking to get more done in less time, by transforming how they 

approach tasks, projects, and even time management. 

What is Parkinson’s Law? 

First coined by British historian and author C. Northcote Parkinson 

in the 1950s, Parkinson’s Law states, “Work expands to fill the time 

available for its completion.” Simply put, the more time you give 

yourself to complete a task, the longer it will take, even if the task itself 

is relatively simple. 

The first time I truly applied Parkinson’s Law to my work as an online 

marketer. It was during a major product launch campaign that involved 

creating email sequences, landing pages, and ad copy, and I had set 

aside two full weeks to finish everything. As the days passed, I found 

myself dragging my feet on certain tasks.  

It wasn’t until I was halfway through the project that I realized: I had 

given myself way too much time, and I was wasting it.  

That’s when I put a hard deadline on each task—two hours to write 

the email sequence, one hour to finalize the ad copy, and three hours 

to get the landing page finalized. I set the timer and got to work, fully 

aware that I couldn’t afford to waste any time.  

And guess what? I was amazed by how much more I got done in 

such a short time. I finished the email sequence in just under two 

hours, the ad copy in an hour and a half, and the landing page, which 

I’d been agonizing over, was done in three hours with only a few minor 

tweaks. 

By limiting the time I gave myself, I stayed focused, and the quality 

of the work didn’t suffer—in fact, it was better than I expected.  

Here’s how understanding and applying Parkinson’s Law can 

supercharge your marketing efforts: 

1. Set Strict Deadlines for Tasks 

Instead of giving yourself the entire day to write a blog post or the 

entire week to run a social media campaign, break those tasks into 

smaller, time-limited segments. Apply a “time box” strategy, where you 

dedicate a specific amount of time (even if it’s a short one) to each task. 

This will force you to focus and finish quicker, eliminating the luxury of 

endless tweaks and revisions. 
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2. Avoid Perfectionism 

Parkinson’s Law also encourages you to accept that “done is better 

than perfect”. When you know you only have a set amount of time to 

complete a task, you’ll be less inclined to obsess over every small 

detail. As an online marketer, this is crucial—whether it’s finalizing a 

landing page, writing email copy, or analyzing campaign data. 

3. Increase Your Efficiency 

By limiting the time available to complete a task, you encourage 

yourself to eliminate distractions and work faster and more efficiently. 

Online marketers often juggle multiple tasks simultaneously, so 

setting limits on how long to spend on each activity ensures that 

you're not wasting time on things that don’t need your full attention. 

4. Improve Focus and Creativity 

Parkinson’s Law can actually boost your focus and creativity. When 

you're working within a restricted time frame, your brain knows it has 

to concentrate and push through distractions to meet the deadline. 

This heightened focus can trigger creative problem-solving, especially 

for tasks that require brainstorming, idea generation, or strategy 

formulation. 

5. Prevent Overload and Stress 

As marketers, it’s easy to become overwhelmed by the multitude 

of tasks on your plate. Without set deadlines, it’s tempting to put off 

work until the last minute, creating stress and a mad dash to get things 

done. By setting realistic deadlines, you avoid the stress of scrambling 

at the last minute while also ensuring that tasks don’t drag on longer 

than necessary. 

Parkinson’s Law encourages you to be intentional about your time, 

resulting in better planning and less wasted effort. This leads to more 

balanced workdays and reduced stress in the long run. 

Tips for Implementing Parkinson’s Law 

 Prioritize Your Tasks: Not every task needs to be urgent. 

Use Parkinson’s Law to focus on high-priority tasks by 

assigning shorter time blocks for tasks that have a bigger 

impact on your marketing goals. 

 Break Large Tasks into Small Segments: Large projects can 

feel daunting, but by dividing them into smaller tasks with 

their own deadlines, you make progress more achievable. 

For example, break a campaign into research, content 

creation, and execution phases, each with its own 

timeframe. 

 Use Time Management Tools: There are plenty of tools 

like Trello, Asana, or Notion that can help you organize 

your tasks with strict deadlines, making it easier to 

implement Parkinson’s Law in your daily routine. 

 Track Your Progress: After completing tasks within the 

designated time, review your productivity and identify 

areas where you can improve. Did you finish early? Can 

you challenge yourself to work even faster next time? 

  

25 



The Secret Weapon that 
Solves Your Customer 

Retention Problem 
 

Online businesses are facing a major hurdle: Customer 

retention. With so many options available at the click of a button, 

customers are quick to jump ship when something catches their 

eye. The constant chase for new customers can feel like an endless 

cycle, but what if the solution isn’t just about attracting more 

people—but keeping the ones you already have?  

Enter emotional loyalty. By fostering a deeper, emotional 

connection with your customers, you can turn them from one-time 

buyers into long-term advocates. When customers feel personally 

connected to your brand, they don’t just buy—they stick around, 

recommend you to others, and become the foundation of 

sustained growth.  

Think Nike, Apple, Harley Davidson, Coca-Cola and Disney. 

People are fiercely loyal to these brands not just because they like 

the products, but because they emotionally connect with the 

brand. 

Here’s why emotions matter far more than you think: 

1. Emotions Drive Commitment 

Forget about just "satisfying" your customers. 70% of decisions 

(including brand preference) are emotional, not rational. That 

means if your brand taps into emotions, your customers are 

sticking around—even if a competitor comes knocking with a 

better deal. (Gallup) 

2. They’ll Advocate for You (For Free) 

Emotional connections turn customers into your unpaid 

marketing army. 70% of emotionally connected customers spend 

twice as much, and 80% will spread the word to friends and family. 

Want viral buzz? You’re welcome. (Digital Transformation 

Institute) 

3. Higher Lifetime Value = More Cash 

Emotional connections are like customer loyalty steroids. 

Customers who feel emotionally invested are 52% more valuable 

and stick around longer, buying more often and spending more 

money over time. Oh, and they’re less likely to be swayed by a 

cheaper option. (Harvard Business Review) 

4. Competitors Don’t Stand a Chance 

Emotional loyalty makes it harder for your competitors to steal 

your customers. A deep bond means they’re not just buying from 

you—they’re choosing you. When 86% of emotionally loyal 

customers think of your brand first, that’s an edge you don’t want 

to lose. (Capgemini Research) 
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5. You’re Their Go-To Brand 

If your customers are emotionally invested, they’re not just 

satisfied—they prefer you. They’ll stick with you no matter what. 82% 

of emotionally engaged customers always buy from the brand they 

love. You’ll be top of mind every time they need something. 

(Capgemini Research) 

6. Better Experiences = Stronger Loyalty 

It’s not about perfect experiences—it’s about building trust over 

time. Emotional connections lead to more positive interactions, 

which, in turn, reinforce loyalty. Even if things don’t go perfectly, a 

series of good moments keeps them coming back. 

7. It’s Not Just About Product—It’s About Connection 

Emotional loyalty is built on trust, shared values, and personalized 

experiences. When you get these right it’s like unlocking a cheat code 

to success. Tap into your customers’ emotions and watch your brand 

soar. 

It’s time to stop selling just products and start selling feelings. 

Build that emotional connection, and watch your customers spend 

more, stick around longer, and become your biggest advocates. 

Here are 7 Proven Methods for Building Emotional Loyalty and 

Turning Customers into Devoted Fans 

Here are your key strategies to make sure your brand isn’t just 

another product on the shelf—but a part of your customers’ lives. 

1: Know What Your Customers Really Care About 

Do more than just collect data—use it. Understand your 

customers' values and let them know you’re listening. Align your 

brand with their ideals, whether it’s social causes, sustainability, or 

ethics. Make your mission, vision, and values clear across every 

interaction, and show your commitment to the causes that matter to 

them. 

Ben & Jerry's has been a standout in aligning their brand with 

social justice and environmental causes. From advocating for climate 

change awareness to supporting racial equality, they consistently 

integrate these values into their marketing campaigns, products, and 

corporate actions.  

Customers who care about social issues are more likely to support 

Ben & Jerry’s, not just because of the ice cream, but because the brand 

aligns with their personal values and beliefs. 

2: Make it Personal, Make it Relevant 

Stop treating your customers like numbers. Use the data you 

have—feedback, purchase history, browsing behavior—to 

personalize every touchpoint. Tailor your messages, offers, and 

recommendations to meet their needs and make them feel 

understood. 
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Netflix uses data from your viewing habits to offer tailored 

recommendations, making sure that each user feels like the 

platform "gets" their entertainment preferences. The more you 

watch, the smarter the algorithm gets, delivering personalized 

content suggestions that make it easier for users to find their next 

binge-worthy series. Personalized recommendations not only 

improve user experience but also keep customers engaged for 

longer periods of time. 

3: Create Experiences They’ll Never Forget 

Understand your customer expectations, then blow them 

away with little surprises. Thank-you notes, personalized offers, 

or unexpected gifts can create memorable moments that build a 

deeper connection. It's all about the little things that make 

customers feel special. 

Ritz-Carlton is famous for going above and beyond to create 

unforgettable experiences for their guests. One example is their 

"Wow" service, where employees are empowered to surprise 

guests with thoughtful gestures. For instance, a guest might 

receive a handwritten note and a complimentary bottle of 

champagne for a special occasion, or a child might receive a 

personalized stuffed animal based on their interests. These small, 

personalized touches make guests feel valued and elevate their 

experience, fostering deep brand loyalty. 

4: Tell a Story That Resonates 

People don’t just buy products—they buy stories. Use your 

brand’s story to connect on an emotional level. Make it authentic 

and relatable, and show your brand’s human side. Storytelling 

builds trust, and trust fosters deeper emotional engagement. 

Dove has long been known for its emotionally resonant 

storytelling, especially in its “Real Beauty” campaign. By 

showcasing women of all shapes, sizes, and ethnicities, Dove tells 

a story of self-love and confidence, challenging traditional beauty 

standards. This authentic, relatable approach has helped Dove 

create a deep emotional bond with customers who feel seen and 

represented by the brand, resulting in a loyal following. 

5: Be Where They Are: Engage and Interact 

Customers want to feel heard. Respond to their comments, 

share their content, and create communities around your brand. 

This engagement isn’t just about transactions; it’s about creating 

a space where your customers feel connected to you—and to 

each other. 

Nike has created communities through their apps like Nike 

Training Club and Nike Run Club, where customers can track their 

progress, join challenges, and connect with other athletes. Nike 

also engages with customers on social media by sharing their 

fitness journeys, responding to comments, and encouraging 

conversations about sports and wellness. 
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6: Show Some Empathy 

Customer service isn’t just about solving problems—it’s about 

showing you care. Train your team to address concerns with 

empathy, go the extra mile, and be proactive. When customers feel 

understood, they’re more likely to remain loyal. 

Zappos is famous for going above and beyond in customer service, 

often taking a personal and empathetic approach to problem-

solving. One famous example involved a customer calling in to return 

a pair of shoes after their mother had passed away. The Zappos 

representative not only processed the return but also sent the 

customer flowers and a heartfelt condolence card. This act of 

empathy turned a simple transaction into a deeply memorable and 

emotionally resonant experience, fostering strong loyalty. 

7: Reward Loyalty Beyond the Sale 

Loyalty programs should do more than offer discounts. Reward 

your most engaged customers with exclusive benefits and 

experiences. Make them feel like they’re part of something special, 

not just another transaction. 

American Express offers more than just points for purchases 

through its Membership Rewards program. It provides cardholders 

with access to unique experiences such as private concerts, exclusive 

event tickets, and premium concierge services. For high-tier 

customers, AmEx offers personalized services and access to exclusive 

travel perks. These benefits make customers feel valued and like 

they’re receiving more than just a financial transaction—they’re part 

of an elite club. 

The Master Technique – Building Your Own Tribe 

When you combine the seven techniques we've discussed, what 

do you get? 

Your own tribe. 

Building a tribe of customers who genuinely love and adore your 

brand is about creating a community of passionate advocates who 

feel a personal connection to what you stand for.  

It's not just about selling a product or service—it’s about 

cultivating an emotional bond that goes beyond the transaction.  

These are the customers who don’t just buy from you—they 

believe in your values, support your mission, and actively spread 

your message. 

Take Apple, for example. Apple doesn’t just sell gadgets; it sells 

an identity. Customers feel part of a select group of innovators and 

trendsetters. Apple users are loyal because they’re connected to the 

brand’s promise of simplicity, quality, and creativity. Apple fans will 

defend the brand to the death—and that’s because Apple has 

cultivated a tribe. 
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Nike has done the same with its "Just Do It" campaign, which 

speaks to self-empowerment, grit, and overcoming challenges. Nike 

has built a tribe that spans athletes, dreamers, and everyday people, 

all united under the belief that they can push their limits. It’s more 

than just a shoe—it’s a lifestyle, and that’s why Nike customers keep 

coming back and bring others along for the ride. 

Then there’s Lush Cosmetics. Lush has built a fiercely loyal tribe 

by standing firm on ethical practices—everything from cruelty-free 

products to sustainability efforts. Customers aren’t just buying 

soap—they’re joining a movement. Lush customers proudly display 

their values, advocating for both the brand and the cause. 

When you create a tribe, it’s no longer about marketing to 

individuals—it’s about cultivating a group of like-minded people who 

not only love what you do but also want to see your brand succeed. 

It’s community, loyalty, and shared purpose all wrapped into one. 

And that’s what turns customers into lifelong supporters. 

Bottom Line 

Building emotional connections with your customers is the real 

game-changer for long-term loyalty. It’s not just about offering a 

product—it’s about making them feel like they’re part of something 

bigger. When you take the time to understand what matters to 

them, align your brand with their values, and personalize every 

interaction, you’re setting the stage for a customer base that doesn’t 

just buy from you—they invest in you. 

This goes beyond discounts and transactional relationships. It’s 

about creating experiences that resonate with their emotions and 

making them feel heard. By fostering empathy and going the extra 

mile, you turn casual customers into diehard advocates who not only 

keep coming back but actively encourage others to do the same. 

When customers feel genuinely connected to your brand, they’re 

not just making another purchase—they’re buying into your mission, 

your story, and your values. And that’s how you build loyalty that 

lasts. Forget the quick wins. It’s those deeper connections that drive 

real growth, turning your loyal followers into your biggest 

promoters. 
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Million-Dollar Business Ideas for 2025 
51 Huge Opportunities You Do NOT Want to Miss 
 
Welcome to part III of our series on the top million-dollar business opportunities for 2025! 

New technologies, shifting consumer behaviors and emerging markets all mean one thing - NOW is the 

perfect time to take action on your new business for 2025. 

This guide uncovers the final set of 17 high-profit business opportunities that are innovative, forward-

thinking, and positioned for explosive growth. Whether you're a seasoned marketer or just starting out, 

these opportunities are designed to be your next big move—no matter your experience level. 

These online business opportunities reflect the latest trends and needs in various industries, offering 

diverse ways to enter the digital world and tap into consumer demand. 

Ready to discover the business that could elevate your success to new heights? Let’s get started! 

35: AI-Driven Content Creation – Help Businesses Create the Exact Content They Need, Fast 

 According to Grand View Research, the AI content generation market is expected to reach $4.4 

billion by 2027, growing at a CAGR of 29.7%, highlighting the increasing demand for AI tools 

that can create high-quality content quickly and efficiently. 

 Content Marketing Institute reports that 60% of marketers believe AI-driven content creation 

can significantly reduce time and costs, making it an attractive option for businesses looking to 

scale their content efforts. 

 According to Forbes, 70% of businesses plan to invest in AI technology over the next 2 years to 

improve content creation, indicating a growing opportunity in the AI-powered content space. 

 Statista reports that AI-generated content has been shown to increase productivity by 50%, as 

businesses can quickly generate large volumes of content while maintaining quality and SEO 

optimization. 

 Copy.ai estimates that AI can generate content up to 10x faster than traditional methods, 

underscoring its potential to help businesses meet the ever-growing demand for fresh, high-

quality content. 

Let’s face it, writing blog posts, product descriptions, and social media content is time-consuming. But 

what if you could use artificial intelligence to do most of the work for you? AI-driven content creation is 

one of the hottest opportunities for 2025, and here’s why: It’s fast, scalable, and in-demand. 

Businesses need content, and they need it yesterday. With AI tools like GPT-3, Jasper, or Writesonic, 

you can generate SEO-optimized articles, product pages, and social media posts in a fraction of the time 

it would take to write them manually. This means you can serve more clients, create more content, and 

do it all without hiring a massive team of writers. 

The best part? These tools are trained to create content that’s engaging, on-brand, and optimized for 

search engines, which is exactly what businesses need to stay relevant. As more businesses embrace 

automation, they’ll rely on services like yours to handle the content creation. 

Start by mastering the best AI tools, and offer your content creation services to the brands who are 

scrambling to keep up with demand. They’ll pay you well for it. 
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36: AI-Powered Social Media Monitoring – Help Brands Improve Online Presence and Drive 

Results 

 According to MarketsandMarkets, the AI in social media analytics market is projected to grow 

from $2.3 billion in 2022 to $11.3 billion by 2027, reflecting the increasing demand for AI-

powered solutions to monitor and optimize social media performance. 

 Sprout Social reports that 80% of marketers say that AI-powered social media monitoring helps 

them better understand their audience, leading to more effective marketing strategies and 

higher engagement rates. 

 eMarketer found that 84% of businesses believe AI tools can help them create more targeted 

marketing campaigns, reinforcing the value of AI-powered social media insights in driving 

better results. 

 Gartner predicts that by 2025, 80% of social media content will be generated by AI, indicating 

that AI-driven monitoring and analytics will become even more integral to social media 

strategy and success. 

Social media can feel like a wild jungle—constantly shifting, unpredictable, and filled with chaos. But 

what if you could tame that jungle with AI-powered social media monitoring? This isn’t just about tracking 

hashtags. We're talking about using AI to track trends, analyze sentiment, and generate actionable insights 

that brands can use to improve their online presence and drive results. 

Why is this business opportunity gold? Well, because every business out there is obsessed with staying 

on top of what’s being said about them online. From customer complaints to viral trends, real-time social 

media data is like gold. But humans can’t keep up with the volume of data. That’s where AI comes in—

analyzing millions of posts, comments, and interactions to create reports that give brands actionable 

strategies. 

How do you make money? Simple: you sell subscriptions to your AI-powered platform or offer 

premium analysis services. Businesses will pay you to dive deep into their social media landscape and 

figure out exactly how to pivot, what to amplify, and where to improve. In an age where brand reputation 

and real-time response are everything, AI-powered social media monitoring is more than a trend—it’s a 

must-have service. Ready to cash in? 

37: Augmented Reality (AR) Marketing – Help Businesses Craft These Experiences 

 According to Statista, the global augmented reality (AR) market is projected to reach $97.76 

billion by 2028, growing at a CAGR of 40.9%, showing the massive potential for businesses 

leveraging AR in their marketing strategies. 

 A 2023 survey by Nielsen revealed that 51% of consumers say they would shop more often if 

they could experience AR-based interactions like virtual try-ons or 3D product demos, 

highlighting the demand for AR marketing solutions. 

 AR Insider reports that 43% of marketers believe AR will become a mainstream marketing tool 

within the next 3 to 5 years, further emphasizing the growing integration of AR into consumer 

marketing strategies. 

 According to Accenture, 87% of executives believe AR and other immersive technologies are 

critical for improving customer experience, indicating strong business interest in incorporating 

AR into marketing campaigns. 
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 PwC estimates that AR will generate over $1.5 trillion in value for businesses by 2030, indicating 

the significant economic opportunity for companies that adopt AR for marketing purposes. 

 Business News Daily reports that businesses using AR for marketing campaigns have seen 40% 

higher engagement rates, demonstrating how AR can drive consumer interaction and 

conversions more effectively than traditional marketing methods. 

Augmented Reality (AR) is no longer a gimmick—it’s a full-blown marketing tool, and if you’re not on 

this bandwagon, you’re already behind. AR allows brands to create immersive, interactive experiences 

that engage customers in ways traditional marketing simply can’t. Virtual try-ons, 3D product demos, 

interactive ads—you name it. This is cutting-edge tech that businesses are eager to leverage to stay ahead 

of their competition. 

Why is this opportunity a goldmine? AR is experiential. People love it because it brings products to life 

in a way that feels personal and fun. Whether it’s trying on a pair of glasses virtually, visualizing how 

furniture fits in their living room, or interacting with a branded game, AR creates a level of engagement 

that text and images can’t match. 

For you, that means tons of businesses are willing to pay big for your expertise in crafting these 

experiences. You’ll need to get familiar with AR development tools (like Spark AR or Unity), but once 

you’re there, you can help companies create unforgettable brand interactions. And trust me, companies 

will pay top dollar for that kind of innovation. Get in now while AR marketing is still in its prime. 

38: Elder Care Coaching – Help Families Through this Difficult Process 

 According to AARP, by 2030, one in five Americans will be over the age of 65, creating a growing 

demand for elder care services and coaching to help families navigate the challenges of aging 

loved ones. 

 The National Alliance for Caregiving reports that nearly 53 million Americans provided unpaid 

care to an adult family member in 2020, indicating a significant opportunity for coaching 

services that can provide guidance and support during this process. 

 A 2022 report from the Family Caregiver Alliance found that 80% of long-term care is provided 

at home, underscoring the need for elder care coaching to assist families in managing 

caregiving responsibilities. 

 According to Care.com, 42% of caregivers report that they feel overwhelmed by their 

responsibilities, highlighting the potential demand for elder care coaching to reduce stress and 

provide emotional support. 

 Forbes found that 87% of caregivers say they need more help with managing the complex issues 

related to aging loved ones, including legal, medical, and financial concerns, showing the value 

of elder care coaching services. 

 The U.S. Department of Health and Human Services projects that by 2030, 24 million adults will 

need some form of long-term care, increasing the need for specialized elder care coaching 

services to assist families during this transition. 

Let’s face it: caring for elderly loved ones can be a nightmare. The emotional, physical, and financial 

stress can leave families scrambling for answers. That’s where you come in as an elder care coach. Your 

job? To provide support, guidance, and the resources families need to navigate this often-overwhelming 
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process. You’ll be the calm in the storm, helping them make the best decisions for their loved ones while 

offering peace of mind. 

Why is this a huge opportunity? The aging population is growing fast, and with it, the need for elder 

care services. More families are dealing with complex health issues, dementia, and the financial strain of 

long-term care. They need someone who can help them navigate the maze of medical, legal, and 

emotional challenges, and that’s where your expertise comes in. You’ll give families the tools to make 

informed decisions, manage caregiving tasks, and reduce stress. 

How do you make money? You can offer one-on-one coaching, create online courses, offer tools and 

resources, or even host group webinars to address common challenges. The best part? It’s a niche market 

with a ton of room for growth, and families are willing to pay for the kind of expert guidance you can 

provide. So, if you’ve got experience in caregiving or healthcare, this is a fantastic business to get into. 

Support the elderly, and watch your business thrive. 

39: Freelancer Marketplace for Niche Professions – Connect Specialized Talent with 

Businesses 

 According to Statista, the global freelance market is expected to grow to $455 billion by 2025, 

with niche professions such as voice actors, web developers, and specialized consultants driving 

much of the demand for tailored freelancer marketplaces. 

 A 2023 Upwork report found that 40% of companies are now hiring freelancers for specialized 

roles, reflecting a significant increase in businesses seeking expert talent from specific niches. 

 According to Forbes, 50% of businesses plan to hire more freelancers over the next few years, 

especially those offering niche skills, highlighting the increasing need for platforms that 

connect specialized talent with businesses. 

 Freelancer.com reports that the demand for specialized skills like graphic design, IT, and 

creative writing increased by 20% in 2023, signaling a growing opportunity for platforms that 

focus on niche professions. 

You know what’s better than competing in an overcrowded freelance market? Building your own niche 

marketplace where you connect highly specific freelancers with businesses that need their skills. Think of 

it as a job board, but for super specialized roles—like voice actors, virtual interior designers, or even pet 

psychologists. 

Why is this a goldmine? Because niche markets are growing fast, and businesses need tailored talent. 

Instead of sifting through hundreds of general freelance profiles, companies want to quickly find a 

qualified expert who knows their stuff. That’s where your platform comes in—offering a streamlined 

service that helps businesses find the exact talent they need, fast. 

Here’s how you cash in: Take a cut from every project booked through your platform. You can charge 

a subscription fee for freelancers, a commission on each job, or both. With the rise of remote work, 

specialized freelancers are more in-demand than ever, and your marketplace could become the go-to 

place for those looking for unique expertise. 

So, what’s involved? You’ll need to build a smooth, user-friendly platform (hire some developers if 

needed) and market the heck out of it. Once it’s up and running, you’ll be making money while matching 

niche talent with high-paying clients. It’s a win-win. 
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40: Interactive Online Learning Platforms – Offer Dynamic, Fun, Engaging Learning 

 According to Global Market Insights, the global e-learning market is expected to surpass $400 

billion by 2026, driven by the growing demand for interactive and engaging learning platforms 

that offer real-time collaboration and hands-on learning experiences. 

 A 2023 report by PwC reveals that 72% of learners prefer a more interactive and gamified 

approach to learning, indicating a clear shift away from traditional learning methods toward 

dynamic and engaging online education. 

 EdTech Review found that 77% of students report improved learning outcomes and 

engagement when using interactive tools such as simulations, videos, and live discussions, 

demonstrating the effectiveness of dynamic learning environments. 

 According to Deloitte, 86% of organizations are investing in continuous learning and 

development programs, with an increasing focus on interactive learning technologies, further 

highlighting the opportunity for businesses to capitalize on this demand. 

 Forbes reports that 65% of students say that online, interactive platforms helped them grasp 

concepts more effectively, suggesting that businesses providing these services will see 

significant demand from educational institutions and corporate clients. 

We all know that online learning is huge, but here’s the catch: it’s boring as hell for most people. Static 

video lessons and endless quizzes just don’t cut it anymore. So, why not create a dynamic, interactive 

online learning platform where learners get hands-on with real-time projects, all while interacting with 

virtual instructors? This isn’t your grandma’s online course—it’s next-level education that’s immersive, 

engaging, and actually fun. 

Why is this the next big thing? Simple: people want real interaction. With the rise of remote learning 

and the demand for new skills, learners want more than just passive content. They want to engage in live 

lessons, participate in group projects, and have access to instructors who can provide real-time feedback. 

And businesses? They’re all looking for ways to upskill their teams in a way that sticks. 

How does it make money? Well, you can charge for subscriptions, offer premium courses, or even 

partner with businesses to offer corporate training. You’ll need solid tech (hello, video streaming and 

collaboration tools) and a platform that allows learners to connect, interact, and learn in a real-world 

environment.  

Once you nail the tech, the market for interactive education is only going to get bigger—and your 

platform will be the one businesses and learners flock to. So, get building. The future of learning is 

interactive, and it’s waiting for you. 

41: Micro-Influencer Agency – Connect the Right Influencers with the Right Brands 

 According to Influencer Marketing Hub, the influencer marketing industry is expected to reach 

$21.1 billion by 2025, with micro-influencers (those with 10k-100k followers) accounting for a 

significant portion of that growth due to their high engagement rates. 

 Rakuten Marketing reports that 61% of consumers are more likely to make a purchase based 

on recommendations from a micro-influencer, highlighting the power of smaller, niche 

influencers in driving conversions. 
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 A 2023 survey by Linqia found that 72% of marketers say they get a better return on investment  

(ROI) from micro-influencers compared to larger influencers, underscoring the effectiveness of 

micro-influencer campaigns for brands. 

 Upfluence reveals that micro-influencers typically have 6x higher engagement rates than those 

with larger followings, making them highly valuable for brands seeking authentic, targeted 

audience interactions. 

Forget the Kardashians. The real money is in micro-influencers, and if you haven’t hopped on that 

bandwagon yet, it’s time to wake up. Micro-influencers—those with 10k to 100k followers—are the secret 

sauce brands are using to connect with a super-targeted audience. Unlike celebrities who appeal to the 

masses, micro-influencers have a niche, loyal following that trusts their opinions. That’s where your 

agency comes in. 

Why is this a goldmine? Because brands love the ROI micro-influencers provide. Their audiences are 

smaller, but they’re highly engaged. These influencers can make sales happen in ways that big names can’t 

because they have authentic connections with their followers. For you, this means connecting the right 

influencers with the right brands to maximize engagement and conversions. 

How do you cash in? You’ll take a cut of each partnership you broker between brands and influencers. 

You’ll also have the chance to offer management services, helping influencers grow their audiences and 

optimize their content for better brand deals.  

The market is exploding, and businesses are willing to pay top dollar for authentic, niche content that 

speaks directly to their ideal customers. It’s your chance to cash in on the micro-trend that’s about to 

explode. Get started. Your next paycheck is waiting. 

42: Sustainable Product Consulting – Help Businesses Transition to Eco-Friendly Products 

and Practices 

 According to Grand View Research, the global green technology and sustainability market is 

projected to reach $46.4 billion by 2027, growing at a CAGR of 27.1%, reflecting the increasing 

demand for sustainability consulting services. 

 A 2023 survey by Nielsen revealed that 73% of global consumers are willing to pay more for 

products that are environmentally friendly, emphasizing the demand for businesses to adopt 

sustainable practices and eco-friendly products. 

 Accenture found that 62% of executives consider sustainability a key business driver, with 55% 

already integrating sustainability into their business strategy, underscoring the growing 

importance of sustainable product consulting. 

 Statista reports that 75% of millennials and 67% of Gen Z consumers are more likely to support 

brands that prioritize sustainability, showing that eco-friendly business practices can lead to 

higher consumer loyalty. 

 According to GreenBiz, 50% of companies are expected to increase their sustainability investments 

in the next five years, making sustainable product consulting a critical and profitable niche for 

consulting firms. 

 Forbes reports that companies that implement sustainability programs see an average of 16% 

higher profitability and 12% higher stock price performance, demonstrating the financial benefits 

of adopting eco-friendly practices. 
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We’re all waking up to the fact that being green is no longer optional—it’s a must. Consumers are 

demanding eco-friendly products, and companies are scrambling to figure out how to meet that demand 

without going bankrupt. This is where you come in as a Sustainable Product Consultant. You’ll help 

businesses transition to eco-friendly practices and then help them shout about it from the digital rooftops. 

Why is this a big deal? Simple: sustainability is a cash cow right now. More and more consumers want 

products that are ethical, environmentally friendly, and responsibly sourced. Brands that can make this 

shift (and market it right) gain serious street cred and loyalty from today’s eco-conscious buyers. Plus, 

governments and investors are increasingly prioritizing sustainability, so businesses are looking for experts 

to navigate this tricky territory. 

So, what’s involved? You'll work with businesses to audit their current product lines, suggest eco-

friendly alternatives, and guide them through the entire green transformation. Then, you’ll help them 

market those changes with compelling messaging that resonates with their audience. If you know your 

way around eco-trends, certifications, and greenwashing pitfalls, you can make a lucrative career out of 

helping companies save the planet and make money while doing it. 

43: Time Management Consulting — Help Executives Take Control of Their Time 

 According to Statista, the global business coaching market is expected to reach $20 billion by 

2025, reflecting the growing demand for services like time management consulting, 

particularly for executives. 

 According to Gallup, 70% of employees feel disengaged at work, with poor time management 

cited as a major factor, suggesting an increasing need for executives to seek consulting to 

improve productivity. 

 A 2023 report from Deloitte shows that executives who implement structured time 

management strategies report 22% higher productivity and reduced burnout, emphasizing the 

value of time management consulting for top-level leaders. 

 Inc. Magazine reports that executives who regularly invest in personal development, including 

time management consulting, see 28% higher profitability and improved decision-making skills. 

Time management is the holy grail for busy executives, and if you know how to help them wrangle 

their chaotic schedules, you can build a highly profitable business. Executives are often juggling a million 

things at once, and the pressure to manage it all while staying focused and productive can be 

overwhelming. That’s where you come in. 

As a time management consultant, you’ll work with high-level professionals to optimize their daily 

routines, eliminate inefficiencies, and create systems that help them focus on what truly matters. You’ll 

analyze their work habits, recommend the best tools and strategies, and design customized plans that fit 

their needs. And the best part? You can scale your business by offering group workshops, digital courses, 

or ongoing coaching sessions. 

With the pressure on executives and entrepreneurs growing, the demand for time management 

coaching is skyrocketing. If you’ve got a knack for productivity systems, this is a business that’s both highly 

profitable and in-demand. By helping your clients get more done and achieve a better work-life balance, 

you’re offering an invaluable service that more and more people are seeking. The potential for growth in 

this space is enormous—there’s no shortage of busy people who need your expertise. 
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44: Twitter Ghostwriting — Craft Tweets for Busy Professionals Who Need to Be Heard 

 Buffer reports that 70% of Twitter users say they follow businesses or brands for updates, 

suggesting a high demand for consistently engaging, well-written content from businesses on 

the platform. 

 According to Sprout Social, tweets that incorporate user-generated content see 35% more 

engagement, demonstrating the growing importance of creating tweets that resonate with 

followers in an authentic way. 

 Twitter’s 2023 User Study highlights that 80% of Twitter users feel more connected to brands 

that engage in direct conversation, signaling the value of crafting tweets that foster dialogue 

and build relationships. 

 Upwork lists Twitter ghostwriting as one of the top social media services in demand, with 

professionals and businesses seeking expert writers to enhance their brand presence and 

messaging on the platform. 

Twitter is a key platform for professionals to build their brand, engage with followers, and stay 

relevant. But not everyone has the time or creativity to manage their Twitter feed. Enter you: a Twitter 

ghostwriter who can craft compelling, engaging tweets for busy professionals who want to maintain a 

strong online presence without lifting a finger. 

As a Twitter ghostwriter, you’ll work with clients—whether they’re executives, entrepreneurs, or 

influencers—creating content that aligns with their voice and goals. You’ll handle everything from daily 

tweets to responses, retweets, and even strategic threads that showcase their expertise. By 

understanding their brand and tone, you’ll ensure that their Twitter presence remains active and relevant, 

without them needing to get involved in the day-to-day posting. 

The demand for ghostwriting services is growing, especially as more professionals realize the power of 

Twitter for networking, thought leadership, and business development. This is a business you can easily 

scale, offering different packages for content frequency and engagement levels.  

Plus, as Twitter continues to be a major social platform, businesses are willing to pay a premium for 

someone who can keep their profile fresh, engaging, and aligned with their brand. This is a fantastic, high-

reward business that lets you leverage your writing skills while helping others shine online. 

45: UGC Agency — Tap into the Power of User-Generated Content for Massive Profits 

 According to Statista, the global user-generated content (UGC) market is expected to reach 

$22.2 billion by 2025, growing at a CAGR of 18.7%, indicating the massive potential for 

businesses to profit from UGC. 

 A 2023 report by Nielsen found that 92% of consumers trust user-generated content more than 

traditional advertising, highlighting the importance of UGC in building trust and driving 

conversions. 

 Social Media Examiner reports that 67% of marketers say UGC is one of the most effective ways 

to engage with customers, showing the growing reliance on user content for digital marketing 

campaigns. 

 Sprout Social found that 56% of consumers are more likely to purchase from a brand that 

features UGC in its marketing, reinforcing the effectiveness of integrating user-generated 

content into campaigns. 
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 According to Adweek, UGC posts have 4x higher engagement rates compared to brand-

generated content, making UGC an essential tool for brands seeking to maximize their social 

media impact. 

User-generated content (UGC) is taking over the marketing world, and if you’re not jumping on this 

trend, you're missing out. Especially on platforms like TikTok, where brands are realizing that everyday 

people creating authentic content resonates far more with audiences than any over-produced ad. This is 

your chance to build a profitable agency helping brands harness the power of UGC. 

Your mission? Connect businesses with talented creators who can produce viral-worthy content—

videos, images, and posts that authentically showcase their products or services. You’ll handle the 

relationships between the brand and influencers, ensuring everything is on-brand, engaging, and aligned 

with the campaign’s goals. 

TikTok is a goldmine for UGC. With its massive, algorithm-driven audience, businesses are pouring 

money into TikTok to reach younger consumers who trust peer reviews and UGC over traditional 

advertising. The demand for skilled creators is soaring, and if you can build a network of influencers, you’re 

sitting on a highly scalable business.  

Capitalize on the social proof trend that drives sales and builds brand loyalty, and you’ve got yourself 

a booming business. This market is exploding and only going to get bigger. 

46: Video Game Troubleshooting — Playtest and Find Bugs in Beta Games Before They’re 

Released 

 According to Newzoo, the global video game market is expected to generate $159.3 billion in 

revenue in 2025, with quality assurance and testing becoming crucial to ensure smooth game 

launches and reduce post-launch bugs. 

 Statista reports that 50% of game developers consider playtesting and bug fixing the most 

time-consuming aspects of game development, highlighting the demand for video game 

troubleshooting services. 

 TechJury reveals that 92% of gamers say bugs or glitches negatively impact their experience, 

demonstrating why bug-free releases are essential to maintaining customer satisfaction and 

loyalty. 

 According to GameDev.net, 73% of indie developers rely on external playtesters to catch bugs 

and provide feedback, indicating a growing opportunity for freelance video game 

troubleshooting experts. 

 SuperData Research found that the average cost of bug fixing in a video game is around 

$10,000 per bug during development, showing the financial impact of bugs on game launches 

and the value of thorough pre-release testing. 

 Gamasutra reports that game testing is expected to become a $2 billion industry by 2025, 

underlining the strong demand for playtesting services in an increasingly competitive gaming 

market. 

The gaming industry is massive, and every game developer knows that beta testing is a crucial step in 

delivering a flawless product. But even in the final stages, games are full of bugs, glitches, and performance 

issues. This is where you come in. As a video game troubleshooter, your job is to playtest games and find 

those issues before they go public. 
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You’ll work with developers to thoroughly test beta-stage games, playing through every level, feature, 

and interaction to identify bugs, crashes, and areas for improvement. You’ll report issues, help 

troubleshoot gameplay, and provide detailed feedback on how the user experience can be enhanced. 

Whether it's a small indie game or a AAA title, the need for skilled playtesters is huge, as developers want 

to ensure their game is flawless when it hits the market. 

With the gaming industry growing at an incredible pace, there’s an ever-increasing demand for game 

testers who can provide valuable insights. If you know how to spot problems that affect gameplay or 

performance and communicate them clearly, this is a great way to turn your passion for gaming into a 

profitable business. It’s a field with plenty of opportunities to work with game studios, expand your 

network, and scale your services as the demand for quality testing continues to rise. 

47: Virtual Assistant Placement — Match Businesses with Top Virtual Assistants 

 According to Statista, the virtual assistant services market is projected to reach $24.97 billion 

by 2025, reflecting a steady growth rate of 28% annually, signaling an expanding demand for 

virtual assistant placement services. 

 A survey by Belay found that 89% of businesses reported that having a virtual assistant 

improved their productivity and allowed them to focus on higher-value tasks, highlighting the 

growing reliance on VAs to handle essential business functions. 

 Business News Daily highlights that the virtual assistant industry is growing at a rate of 10% 

per year, demonstrating the increasing value of this service in the remote work era. 

 Zirtual reports that businesses that hire virtual assistants typically save between $35,000 and 

$70,000 annually in operational costs, further illustrating the financial benefits and demand 

for outsourcing VA services. 

In today’s remote-first world, businesses are increasingly turning to virtual assistants (VAs) to help with 

administrative tasks, customer service, project management, and more. But finding the right VA can be a 

time-consuming challenge for many companies. That’s where your virtual assistant placement service 

comes in—a profitable business opportunity with tons of potential. 

As a VA placement expert, you’ll source and match businesses with skilled virtual assistants that meet 

their specific needs. This could involve recruiting, screening, and interviewing VAs, ensuring they have the 

right skills, experience, and work ethic for the job. Once you’ve found the perfect match, you’ll place the 

VA with your client and handle any onboarding or training required to get the partnership started. 

With more businesses embracing remote work and outsourcing, the demand for virtual assistants is 

skyrocketing. If you can build a network of reliable, high-quality VAs and offer a seamless placement 

process for businesses, you’ll be in a prime position to scale your agency.  

This is a service that companies will happily pay for, as it saves them time and ensures they get the 

right help. As businesses continue to lean on virtual assistants, this is a business model that can grow 

quickly and provide recurring revenue. 

48: Virtual Event Management — Organize and Manage Large-Scale Online Events for 

Businesses 

 According to Grand View Research, the virtual events market was valued at $114 billion in 2021 

and is expected to expand at a CAGR of 23.2% from 2022 to 2030, signaling significant growth 

in the demand for virtual event management services. 
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 EventMB’s 2023 Virtual Event Trends Report reveals that 86% of event planners are now 

incorporating virtual elements into their events, reflecting the increasing importance of virtual 

and hybrid event solutions for businesses. 

 Statista reports that the global virtual events industry is set to reach $404 billion by 2027, 

highlighting the vast market potential for virtual event management services. 

 A survey by Bizzabo found that 76% of event marketers say that virtual and hybrid events 

provide a better ROI than in-person events, making them a highly attractive option for 

businesses looking to maximize event efficiency and reach. 

With the shift to digital events, virtual event management has become a hot, high-demand service. 

Companies are hosting everything from webinars and conferences to product launches and workshops, 

and they need experts to ensure everything runs smoothly. This is where you come in. If you’ve got strong 

organizational skills, tech know-how, and an eye for detail, a virtual event management business could be 

incredibly profitable. 

As a virtual event manager, you’ll handle all the logistics of online events. This includes managing 

platforms like Zoom, Microsoft Teams, or Hopin, coordinating with speakers, ensuring the event’s tech is 

glitch-free, and providing seamless attendee experiences. You’ll be in charge of everything from pre-event 

promotion and registration to post-event follow-ups and feedback collection. 

The demand for virtual events is booming—businesses are increasingly moving away from in-person 

events and are investing heavily in online alternatives. If you can organize and execute large-scale online 

events with ease, you’ll be able to scale this business quickly. From conferences to company training 

sessions, there’s no shortage of events needing professional management. It’s a high-demand service, 

and businesses are willing to pay top dollar for someone who can ensure their virtual events are engaging, 

smooth, and successful. 

49: Virtual Travel Planning - Help Clients Curate Dream Vacations 

 According to Allied Market Research, the global personalized travel and experiences market 

was valued at $91.2 billion in 2020 and is projected to reach $447.3 billion by 2030, growing at 

a CAGR of 17.8%, highlighting a significant rise in demand for tailored travel services. 

 DemandSage reports that 76% of consumers prefer to purchase from brands that offer 

personalized experiences, indicating that more travelers are seeking customized vacation 

planning services. 

 DemandSage also reveals that 81% of consumers are willing to pay more for products or 

services that offer a personalized touch, showing that people value unique, customized travel 

experiences enough to invest in them.. 

 RLA Global highlights that experiential travel, where consumers look for unique and tailored 

experiences, is reshaping the global tourism industry, further fueling the demand for 

customized travel planning services. 

Who needs a travel agent when you can plan the perfect vacation from the comfort of your couch? 

Enter virtual travel planning—the service that takes traditional travel agencies into the digital age. As a 

virtual travel planner, you’ll help clients curate dream vacations, uncover hidden gems, and handle the 

boring stuff like bookings—all remotely. No suitcases, no flight delays, just pure travel joy. 
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Why is this business booming? People are over the cookie-cutter travel packages and want 

personalized, unique experiences. You’re not just booking a flight and hotel—you’re crafting an 

experience tailored to your client's tastes, preferences, and Instagram feeds. From remote work retreats 

to honeymoon itineraries, the possibilities are endless. Plus, thanks to the rise of virtual assistants and 

chatbots, you can manage everything from your home office, making this a low-overhead, high-reward 

gig. 

How do you cash in? You can offer packages where clients pay for premium travel planning services, 

or work on a commission basis with hotels, airlines, and tours for bookings. With everyone itching to get 

back to travel in a post-pandemic world, people are hungry for customized experiences—and you’re the 

one who can make it happen. So grab your laptop, and start turning wanderlust into cold, hard cash. 

50: Website Optimization Services — Boost Website Speed and Performance for Better User 

Experience 

 Xrilion also reports that a 2-second delay in load time can result in 87% abandonment during 

transactions, underscoring the direct impact of speed on conversion rates. 

 53% of mobile users abandon sites that take longer than 3 seconds to load, according to Xrilion, 

revealing the significant challenge businesses face with mobile site performance. 

 SiteBuilderReport states that as page load time increases from 1 to 10 seconds, bounce rates 

increase by up to 123%, showing how delays in load time directly affect user engagement. 

 According to Thrivemyway, customer stress increases by 33% when a website takes longer than 6 

seconds to load, highlighting the negative emotional impact of slow-loading sites. 

 DigitalSilk highlights that website speed is one of the top 20 ranking factors for Google, making 

fast websites crucial for businesses aiming to rank well in search engines. 

 WebFX reports that the average website takes 8.6 seconds to load on mobile devices, compared 

to 2.5 seconds on desktop, pointing to the growing need for better mobile optimization. 

 According to SiteBuilderReport, 79% of shoppers are less likely to return to a site that provides a 

poor performance experience, emphasizing the long-term impact of slow website speeds. 

Let’s face it: if a website is slow, people are going to bounce. And businesses are well aware of this—

poor website performance can hurt conversions, SEO rankings, and customer satisfaction. This is where 

you come in with website optimization services, offering a solution that’s in high demand. 

As a website optimization expert, you’ll help businesses speed up their sites and improve performance. 

This could involve optimizing images, reducing page load times, enhancing mobile responsiveness, and 

improving overall site structure for better user experience. You’ll also dive into the technical side, like 

improving site code, enabling caching, and optimizing server configurations to ensure smooth operation. 

The goal? To create a fast, efficient site that keeps visitors engaged, increases conversions, and ranks 

higher in search engines. 

Why is this a great opportunity? Because website speed and performance are critical for businesses. 

Studies show that faster websites lead to higher customer satisfaction and increased sales. Plus, Google 

loves fast websites, meaning optimization directly impacts SEO rankings.  

This is a service that can be highly profitable, with opportunities to work on ongoing contracts, one-

time projects, or even a retainer model for businesses needing constant updates. It’s a scalable service 

that every business with an online presence needs. 

43     



 

51: Website Security Consulting — Protect Businesses from Cyber Threats and Build a 

Lucrative Service 

 The global cybersecurity market is valued at $222.66 billion and is expected to grow at a 

compound annual growth rate (CAGR) of 12.3%, reaching approximately $501.60 billion by 

2030, according to Grand View Research. 

 97% of organizations have reported an increase in cyber threats since 2022, emphasizing the 

rising risks and urgent need for robust security measures, according to Accenture. 

 The cost of cybercrime reached $9.5 trillion in 2024, underscoring the massive financial impact 

of cybersecurity breaches on businesses globally, as reported by Forbes. 

Cyber threats are a real and growing issue, and businesses of all sizes are scrambling to secure their 

websites from hackers, malware, and data breaches. If you’ve got expertise in cybersecurity, website 

security consulting is an in-demand, highly profitable business opportunity you don’t want to miss. 

As a website security consultant, your job is to help businesses protect their websites by implementing 

robust security measures. This could involve conducting security audits, setting up firewalls, optimizing 

encryption protocols, and educating business owners on best practices for keeping their websites safe. 

You’ll also be responsible for helping businesses monitor their sites for vulnerabilities and respond quickly 

if a security breach occurs. 

The demand for cybersecurity services is skyrocketing as hackers become more sophisticated and 

businesses realize they can’t afford to risk their reputation or customer trust. If you can offer the right 

solutions and build a reputation for delivering results, you’ll be in high demand.  

Whether you’re providing ongoing monitoring services or one-time consultations, website security 

consulting is a lucrative, scalable business with long-term growth potential. With the increasing threat 

landscape, businesses will always need experts to keep their websites secure—making this an evergreen, 

profitable niche to tap into. 

Conclusion to Our 3 Part Million Dollar Business Series 

The million-dollar business opportunities for 2025 are abundant, varied, and ripe for the taking. The 

next few years will be a time of immense growth and innovation, driven by technological advancements, 

shifting consumer preferences, and the global demand for unique solutions.  

Whether you're ready to jump into a hot new trend like AI-driven content creation or dive into the 

growing world of virtual event management, these 17 opportunities (and the previous 34, too!) offer the 

perfect chance to build a business that not only meets current demands but also sets you up for long-term 

success.  

The time to act is now—seize the opportunities that are aligning with the future and start building your 

path to a profitable and rewarding venture in 2025!ned and get ready to discover even more ways to turn 

your entrepreneurial vision into reality in 2025! 
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