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The Ordinary, the skincare brand known for ditching beauty-

industry fluff, just pulled off a marketing stunt that hit harder than any 

celebrity campaign. 

In New York, they opened The Secret Ingredient Store—a pop-up 

filled not with products, but with piles of dollar bills. A sign explained 

the gimmick: this is how much more you’d pay if they wasted money 

on a celebrity endorsement. One serum? It would’ve cost 61% more if 

an A-lister pushed it on Instagram. Their point was clear: celebs can 

drive prices up 30% to 100%, with some charging $10 million for a 

single post. 

The Ordinary’s message? If your product actually works, you don’t 

need a Kardashian to sell it. Customers will do that for free. 

Takeaways for Online Marketers 

1. Skip the Celebs, Build Value. Stop chasing influencers who eat 

half your budget. Deliver real results and let customers become your 

loudest promoters. 

2. Radical Transparency Wins. The Ordinary flat-out showed how 

pricing gets inflated. Honesty cuts through the noise—and earns trust 

faster than polished hype. 

3. Break the Playbook. Competitors are busy doing the same thing. 

Want attention? Zig while they zag. Challenge industry nonsense and 

your audience will notice. 

4. Focus on Quality, Not Gimmicks. A product that solves real 

problems will outsell a buzzword-filled campaign every time. 

5. Make Marketing Unforgettable. Instead of more banner ads, The 

Ordinary built a stunt people couldn’t stop talking about. Surprise and 

creativity beat safe and predictable. 

Bottom line: While brands blow millions on influencers, The 

Ordinary proved you don’t need fame to win—you need guts, 

creativity, and a product worth talking about. For marketers, the lesson 

is simple: skip the BS, build the value, and dare to do what others 

won’t. 

The $10 Million 
Marketing Lie The Ordinary 

Just Exposed 
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Original Content + E-E-A-T Is Winning SEO Right Now 

According to Ignite Visibility, original content (especially pieces created by humans, not AI alone) is increasingly the 

signal Google rewards. E-E-A-T (Experience, Expertise, Authoritativeness, Trustworthiness) continues to rise in 

importance.  

What to watch: If you lean heavily on republished, templated, or AI-generated content without strong author voice, 

you may see underperformance. Invest in content that shows your knowledge, shares real experience, and builds trust — 

this often means putting in more work but it pays in sustainable rankings. 

 

https://www.searchenginejournal.com/the-state-of-seo-2026-how-to-survive/555368/ 
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When Giants Get Scrutinized: What’s Going 
On with Google, Amazon & Search Ads 

Instagram Rolls Out “Shots” –  
A No-Filter / No-Edit Image Sharing Option 

 

Social Media Today reports that Instagram is rolling out an image-

sharing feature called “Shots” to more users. It’s positioned as a 

spontaneous, “no edit, no filter” way to post images.  

What to watch: Instagram might be pushing back against over-polished 

feeds. For marketers: Try posting raw, less edited images. The authenticity 

could resonate more now, especially with younger audiences who are tired 

of perfection. 

https://www.socialmediatoday.com/news/instagram-rolls-out-shots-

image-sharing-option-to-more-regions/760074/ 

The U.S. Federal Trade Commission (FTC) is looking into Google and Amazon, launching 

investigations into whether the two giants misled advertisers about how their search ad 

pricing and auction systems work. Amazon’s practices under the microscope include reserve 

pricing - the hidden minimum bid advertisers must clear - and whether those policies were 

made clear upfront. Meanwhile, Google is being questioned over whether it raised 

advertising costs or altered pricing terms without proper disclosure.  

If you use Google Ads, Amazon Ads, or any search-advertising platform, this could hit you 

in three ways: cost changes, more detailed reporting demands, or shifts in contract terms. 

Best move? Keep tabs on your invoices, ad-auction receipts, and terms of service—because 

what’s opaque today could become regulated tomorrow. 

https://www.reuters.com/business/retail-consumer/us-ftc-probes-google-amazon-

over-search-advertising-practices-source-says-2025-09-12/ 
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Robert Redford wasn’t just a Hollywood legend—he was also 

a master teacher in the art of emotional advertising. From lending 

his calm gravitas to United Airlines’ animated “Rhapsody in Blue” 

spots, to a playful Burger King ski commercial that ends with the 

cheeky reveal that the skier is Redford himself, to serving as the 

wise voice urging viewers to “just keep going” in Honda’s Super 

Bowl campaign—and even voicing a redwood tree for 

Conservation International—each ad did more than sell a 

product.  

Redford sold belief, identity, and character. 

For online marketers, especially those flying solo, there are 

three lessons baked into these ads that are gold for building trust 

and conversions: 

 Authenticity > Perfection — Redford’s voice isn’t flashy; 

it’s grounded, trustworthy. Even when he’s playing for 

humor, the message stays rooted in something human. 

Marketers and affiliate promoters can often raise their 

bar not by overproducing, but by staying real. 

 Story & Emotion Hook Attention — It’s not just about 

listing features. In the Conservation International spot, 

for example, Redford channels a redwood tree to make 

people feel something profound. That emotional framing 

sticks, which makes audiences more likely to click, 

subscribe, or buy. 

 Multi-layered Messaging — Humor, wisdom, nostalgia - 

all in one, depending on the audience. A single ad might 

crack a joke, tug on values, and reinforce a brand mission. 

For creators, that means mixing tones works: Sprinkle in 

humor or vulnerability, but still point to transformation 

and value. 

https://www.adweek.com/creativity/watch-robert-redfords-

most-memorable-ads/ 

 

  

What Robert Redford’s Best 
Commercials Teach Marketers 

About Story, Trust & Selling 
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Becoming a TikTok Side 
Hustle Guru:  

Teach What You Learn, Cash 
What You Earn 

 

You wake up one morning, scroll through TikTok, and think, “I 

bet I could do this.” You grab your phone, pick a side hustle you’re 

already trying — maybe selling printables, testing apps, or flipping 

old clothes — and make your first 20-second video. Fast forward 

one month: 3K followers, 1 viral tip, and your first brand deal 

worth $70. All from showing people what you’re already learning. 

Here’s the thing: TikTok doesn’t care about your follower 

count. It cares about your usefulness. People want tips they can 

actually try today. That’s your golden ticket. You don’t need fancy 

equipment, a viral dance, or influencer connections — just your 

phone, your brain, and the guts to post. 

Step 1: Pick your angle. Are you teaching side hustles for 

college students, busy parents, or 9-to-5 escapees? The more 

specific, the faster people notice you. 

Step 2: Post daily. One tip per day. Quick, punchy, real. 15–30 

seconds of value that leaves viewers thinking, “I can do that 

today!” 

Step 3: Be authentic. Share wins, fails, and lessons learned. 

People follow people, not perfection. 

Step 4: Engage. Reply to comments, make duets, ask questions. 

TikTok rewards interaction — and it builds trust fast. 

Step 5: Monetize later. Don’t chase brand deals on day one. 

Focus on growing your audience and credibility. Once followers 

trust you, brands will find you. 

Your meta-strategy? Teach while you learn. Every side hustle 

you try, every tip you share, every trick you test becomes content 

gold. Post. Teach. Grow. Cash in later. Simple, fun, and totally 

doable. 
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Day 1 – Intro & Hook 

Post Idea: Introduce yourself and your side hustle journey. 

Caption: “Trying side hustles for the next 30 days…let’s see what 

works! #SideHustleJourney #MakeMoneyOnline” 

Hashtags: #SideHustleTips #TikTokGrowth #LearnAndEarn 

Goal: Hook viewers with curiosity — you’re the guide on a real 

journey. 

Day 2 – Quick Win Tip 

Post Idea: Share a tiny tip people can implement today. Example: “3 

apps to earn $20 in an hour.” 

Caption: “You don’t need fancy tools to start earning. Try these! 

#EasyMoney #SideHustleTips” 

Hashtags: #MakeMoneyFast #SideHustleHacks #QuickCash 

Goal: Build trust by delivering immediate value. 

Day 3 – Mistakes to Avoid 

Post Idea: Highlight one common side hustle mistake. 

Caption: “Stop doing this if you want to actually make money online. 

#SideHustleFails #LearnFromMe” 

Goal: Show experience, make viewers nod along — authority + 

relatability. 

Day 4 – Demonstration 

Post Idea: Show a real example of you doing the hustle — screenshots, 

screen recordings, or step-by-step demo. 

Caption: “Here’s exactly how I made $10 flipping old items today! 

#SideHustleDemo #MoneyMoves” 

Goal: Make it actionable; people follow what they see. 

Day 5 – Q&A / Response Video 

Post Idea: Reply to a comment or make a video answering “How do I 

start?” 

Caption: “You asked…here’s how ANYONE can start a side hustle this 

week. #AskMeAnything #SideHustleHelp” 

Goal: Boost engagement; TikTok loves reply videos. 

Day 6 – Behind-the-Scenes / Fail 

Post Idea: Show a side hustle fail, funny moment, or frustration. 

Caption: “Not every day is a win — here’s what went wrong today 

#SideHustleLife #KeepTrying” 

Goal: Build authenticity and connection. 

Day 7 – Mini Case Study / Proof 

Post Idea: Share a small success story — your own or someone else’s. 

Caption: “Made $70 this week just sharing tips I learned. You can too! 

#SideHustleProof #MoneyMoves” 

Goal: Show results and inspire action. 

Tips for the Week 

 Post at consistent times. 

 Keep videos 15–30 seconds. 

 Use captions and text overlays for clarity. 

 Engage immediately in comments for TikTok’s algorithm boost. 

 Don’t worry about perfection — momentum beats polish. 

 

 

 

 

  

7 

7-Day TikTok 
Side Hustle 

Launch Plan 



ARTICLE 

Faceless But Fearless: Videos That 
Drive Clicks, Sales, and Subscribers 

You don’t need a camera-

ready face or a Hollywood 

studio to sell info products 

and make affiliate sales with 

video. In fact, faceless videos 

can be more effective for 

digital marketers. 

 

Done right, they create intrigue, reduce production friction, and keep the 

focus where it should be: On your message and your link. 

But you’ve probably noticed that most marketers recycle the same boring 

slideshow + robot voice combo. What a snore! It’s no wonder their videos 

flop.  

Below are strategies and secrets you can use to stand out, drive clicks, and 

actually monetize faceless videos in 2025 and beyond. 

1. The “Curiosity-First” Thumbnail Trick 

Most solo marketers obsess over the script but forget the click starts with 

the thumbnail. Here’s something not widely known: YouTube’s algorithm 

weights CTR (click-through rate) more heavily for newer, low-authority 

channels. That means a killer thumbnail can artificially “boost” your reach 

even if you’re brand new. 

Faceless hack: Instead of generic stock images, use AI-generated mashups 

that look slightly off (Think: a typewriter with smoke coming out of it, a 

lightbulb inside a coffee cup). The slight weirdness triggers curiosity clicks—

and you never have to show your face. 

2. Borrow Emotional Authority with “Surrogate 

Faces” 

Faceless doesn’t mean emotionless. Studies on 

persuasion show that humans mirror micro-

expressions—but you can still hijack this without 

showing your face. Try: 

 Reaction overlays of public-domain actors 

or stock characters. (Example: use silent 

film actors reacting in exaggerated ways.) 

 AI avatars cropped to just the eyes or 

hands. Eyes are disproportionately 

powerful for trust. 

 Pet or mascot stand-ins. A talking cat, a 

cartoon raven, or a pixel avatar can carry 

the emotion your video needs. 

This is your “borrowed face.” You stay 

anonymous, but your video keeps human resonance. 
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3. Pattern Interrupts with Audio “Jolts” 

Most faceless videos lean too hard on monotone text-to-speech. 

That kills watch time. Instead, sprinkle in: 

 Sudden whispers (“Here’s the part nobody tells you…”) 

 Unexpected silence beats (literally cut the audio for one 

second). Silence is a pattern interrupt. 

 Sound stingers (cash register cha-ching when you mention 

earning, pen scribble when you show notes). 

These tricks spike dopamine and keep people hooked—your CTR on 

the link goes up because viewers actually stick around. 

4. The “Choose Your Own Adventure” Ending 

A faceless video doesn’t need a boring outro. Here’s a rarely used 

hack: Branch your CTAs. 

Instead of “Click the link below,” try: 

 “If you’re serious about building income, hit link #1. If you’re 

just curious, hit link #2.” 

 “Option A gets you the quickstart guide. Option B gets you 

the deep dive.” 

This leverages the IKEA effect—people value choices they 

“assembled” themselves. Multiple links feel like personalization, even 

if they all lead into your funnel. 

5. The Loop-Open Script Formula 

Faceless videos live or die on retention. Borrow a page from Netflix: 

open loops. 

Here’s a formula: 

1. Tease (“Most affiliates do this wrong… and it’s killing their 

conversions.”) 

2. Deliver partial info (explain the wrong thing). 

3. Open a new loop (“But before I show you the fix, you need 

to know why the fix works.”) 

4. Layer loops until the end. 

YouTube tracks session duration. Longer watch time = more 

suggested impressions = more link clicks. 

6. Link Placement Sleight of Hand 

Most beginners stick the link in the description. Better options: 

 First pinned comment + heart emoji highlight. People scan 

comments before descriptions. 

 “Invisible” link reveal. Tease the link mid-video (“I’ve pinned 

something special below”) so the audience scrolls down, 

which counts as engagement. 

 End screen trick. Make your end screen less about 

“Subscribe” and more about “Next Step”—a clickable card 

with a curiosity phrase like “The 5-Minute Fix” instead of 

your channel name. 
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7. Use “Silent Sales Videos” for Split Testing 

Here’s a power move: Create a version of your faceless video with 

zero voiceover - only text captions and sound effects. Run this in 

parallel to your narrated version. 

Why? Two reasons: 

1. Mobile autoplay defaults to muted in many feeds—

caption-first videos win there. 

2. Split testing reveals if your script alone is strong enough 

to convert. 

Some affiliates have doubled CTR by leaning on silent versions in 

TikTok/Instagram Reels. 

8. Build Parasocial Bonds with “Recurring Motifs” 

Even without showing your face, you can feel like a familiar friend 

if you use recurring signals. Think: 

 The same background track every time (so viewers anchor 

your content). 

 A recurring prop or symbol (like a rubber duck that 

“reviews” products). 

 A signature text overlay phrase (“Here’s where it gets 

spicy…”) 

These motifs build recognition → recognition builds trust → trust 

builds clicks. 

9. Inject Micro-Storytelling 

Instead of dumping product features, wrap them in a scene your 

audience can step into. The trick is to make it feel lived-in—like a 

quick flash of someone’s actual day. 

Example: “You’re sitting in the dentist’s waiting room, scrolling 

your phone to kill five minutes. Ding—a PayPal notification. Another. 

By the time the hygienist calls your name, you’ve made more in that 

half-hour than your old job paid all day. That shift happened when I 

ditched copy-and-paste tactics and switched to [tool].” 

Faceless videos don’t need faces—they need little stories that play 

like mini-movies. One-liners with texture beat any feature list. Stories 

spark memory, memory sparks emotion, and emotion sparks clicks. 

10. Stack Platforms with Repurposing 

Your faceless videos should be content chameleons. One 60-

second clip can live on: 

 TikTok (raw) 

 Instagram Reels (with text overlay changed) 

 YouTube Shorts (with 5-second teaser intro) 

 Pinterest Idea Pins (with captions baked in) 

Each platform links differently (bio, comments, end screen)—but 

the video is the same. One recording → four traffic streams. 
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Pick Your Product in  
5 Minutes Flat  

(No Overthinking, No 
Wheel-Spinning) 

 

You don’t need a mastermind retreat, a three-month 

research binge, or a séance with your “ideal customer avatar” 

to choose your next product. All you need is five minutes, the 

right filter and the guts to stop second-guessing. 

Here are five quick methods—choose one, apply it, and 

move forward. 

1. The Pain-Point Post-It. Write down the top three 

frustrations your audience is screaming about. Circle the one 

you can solve fastest. That’s your product. 

2. The Wallet Test. Follow the money. Look at what your 

audience is already buying—courses, apps, templates, 

supplements. Demand is proven. Your version just needs to 

be faster, easier, or packaged better. 

3. The Transformation Formula. Fill in this line: I help 

[audience] go from [pain] to [desired state] using [solution]. 

If you can nail that sentence, you’ve got clarity. If you can’t, 

ditch it. 

4. The Affiliate Shortcut. Not ready to build? No problem. 

Grab a high-converting affiliate offer and stack your own 

bonus pack around it. That’s a product in disguise—and one 

you can sell right now. 

5. The Gut-Check Headline. Write your idea as a headline: 

Get [result] in [time frame] without [frustration]. If it makes 

you want to click, odds are your audience will too. 

These aren’t steps - they’re filters. Pick one, run your idea 

through it, and if it passes, stop thinking and start selling. The 

fastest way to build momentum is not another brainstorming 

session - it’s launching something people are already hungry 

for. 

Done is better than perfect. Action beats overthinking. 

Five minutes from now, you could have your product idea 

locked. What’s stopping you? 
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 The 15 Smartest AI  
Passive Income Plays for 

Digital Marketers 
 

If you’re an online marketer, you already know one brutal truth: 

most “passive income” advice isn’t really passive. Churn out blog 

posts. Babysit Facebook ads. Post TikToks until your thumbs fall off. 

That’s not passive — that’s another job. 

AI changes the game. Done right, it’s not about working harder, 

it’s about building digital machines that keep earning long after you 

log off.  

But not every AI idea has legs. Some look shiny but stall out 

(hello, low-effort AI art dumps). Others? They’re scalable, durable, 

and can be monetized in ways that keep compounding over time. 

That’s why we cut the fluff and narrowed it down to 15 business 

models with the strongest passive potential for marketers. These 

aren’t random side hustles — they’re frameworks designed to do 

three things: 

1. Leverage your marketing brainpower (you already know 

how to sell, so let’s plug that into scalable systems). 

2. Create repeatable digital assets (content, funnels, 

automations) that keep working while you sleep). 

3. Build on growing demand, not fads (AI content, SEO 

tools, subscription services, etc. aren’t going away 

anytime soon). 

Here are the top AI-powered plays where passive profit meets 

marketing firepower: 

Content & Media Businesses 

1. AI-Powered High-Value Blog 

Monetize an AI-assisted blog with ads, affiliate links, or 

memberships. Combine smart SEO targeting with steady AI content 

to create a site that compounds traffic and revenue month after 

month. 

2. AI-Generated E-books 

Turn AI-drafted content into niche e-books you can sell on 

Amazon Kindle or your own site. Once published, they require 

minimal upkeep and can deliver royalties indefinitely. 

3. Launch an AI-Driven Newsletter 

Automate research, writing, and design with AI, then monetize 

through sponsorships, affiliate promotions, or paid subscriptions. A 

single engaged niche audience can sustain recurring income. 
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4. Start an AI-Powered Podcast 

Automate production, show notes, and even guest outreach with 

AI. Monetize through ads, sponsorships, or Patreon-style 

memberships while building a community around your voice. 

5. Create Professional Explainer Videos 

Businesses always need short, clear explainers. Use AI video tools 

to crank out reusable templates and sell them as packages. Clients pay 

upfront, and you can license templates again and again. 

Digital Products & Services 

6. Sell AI-Generated Print-on-Demand Products 

Design quirky, niche-specific AI art for shirts, mugs, or posters. 

Print-on-demand services handle fulfillment, so once you upload your 

designs, every sale is pure passive profit. 

7. Create & Sell Premium Templates 

Use AI to design Canva templates, landing page wireframes, or ad 

mockups. Marketers love plug-and-play assets, and you can sell them 

on marketplaces or your own store. 

8. AI-Generated Study Guides & Checklists 

Package short, hyper-specific learning resources with AI help. 

Think “SEO Audit Checklist” or “30-Day TikTok Growth Guide.” Bite-

sized, practical guides sell better than bloated PDFs. 

9. Monetize AI for Research Reports 

Sell in-depth AI-analyzed market research to businesses in fast-

moving industries. You do the setup once, then sell the same report to 

multiple buyers. 

10. Composing & Selling AI-Generated Music 

With AI tools, you can produce background tracks for creators, 

YouTubers, or podcasters. One composition can be licensed dozens of 

times, generating royalties with zero extra work. 

Automation & Systems 

11. Automated Social Media Campaigns 

Set up AI-powered content calendars and automations for small 

businesses. With monthly retainers, you create once and let the 

system do the heavy lifting. 

12. AI Marketing Funnels 

Build conversion funnels powered by AI chatbots, personalized 

sequences, and predictive analytics. Businesses pay premium prices 

for funnels that increase ROI without constant management. 

13. Create & Sell Smart AI Chatbots 

From e-commerce stores to coaches, everyone needs bots to 

handle FAQs, bookings, and sales. Build once, sell the bot to multiple 

clients, and collect maintenance fees. 
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14. Build AI-Enhanced Mobile Apps 

Develop niche AI apps (habit trackers, content generators, local 

business tools) with no-code AI platforms. Monetize through 

subscriptions or in-app purchases that scale infinitely. 

15. AI-Powered Virtual Assistants 

Offer digital assistants that automate scheduling, customer 

service, or lead nurturing. Businesses pay monthly to “rent” your 

automation without you lifting a finger after setup. 

 

Bottom Line 

These 15 AI-powered ideas aren’t just side hustles—they’re 

systems. The kind that can run on autopilot once you build them right. 

As a marketer, you already have the unfair advantage: You know how 

to attract, convert, and retain an audience. 

Now it’s about plugging that skillset into AI tools that let you work 

once and get paid forever. 

So stop chasing one-off gigs and start building digital assets.  

Remember: The strongest passive income doesn’t come from luck 

- it comes from smart systems that scale while you sleep. 
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Editor: 

Today's guest is Simon Hartley, a performance coach and 

sports psychology consultant who spent nearly 30 years 

working with elite athletes, teams, and organisations 

around the world. He's the founder of Be World Class and 

co-founder of Success Engineers, and has helped 

everyone from Premier League footballers to Olympic 

gold medalists unlock their potential. Simon is also a 

bestselling author and keynote speaker known for turning 

big ideas about performance into simple practical steps 

that anyone can use to raise their game. Simon, thank you 

so much for joining us. 

Simon Hartley: 

Thank you. Very, very happy to be here. 

Editor: 

Well, maybe we could start by asking you to share how 

you transitioned from sports science into performance 

coaching at a global level. 

Simon Hartley: 

Yeah. I studied sports science when I was at college and at 

university. And whilst I was studying, I was also working in 

elite sport. I was very, very fortunate that, at the start of 

my second year undergraduate, I was working with elite 

rugby league players, England Cricketers, and that gave 

me a platform to go and work in elite sport as I left 

university. And very quickly... I mean, sports science is 

quite a wide discipline. It includes physiology and 

biomechanics and psychology, all sorts of things. At 

university, I knew that I'd become very, very interested in 

the psychology of sport and performance. So I narrowed 

my studies down into that. And as I started becoming a 

practitioner, I also became more of a practitioner in 

psychology than any of the other disciplines within sports 

science. And that really sort of set my path. One of the 

bizarre things... I'm going to call it bizarre because it 

probably should have occurred to me a lot sooner. 

I always described that I worked in sports psychology, but 

the truth is I worked in human psychology. And it took me 

quite a long time to realise that sports psychology is a 

misnomer, and what I was doing helped anybody. We 

were talking about how to get the best out of our minds 

really. And it doesn't matter whether you're an Olympic 

athlete, a salesperson, a doctor, a consultant, whatever 

you are, the same stuff works for everybody.  

Simon Hartley 

Interview 
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So then, I realised it was really performance psychology 

and that what I was doing was coaching performance 

psychology. It's what goes on between our ears, and 

making sure that the stuff that goes on between our ears 

helps us rather than hinders us. And if we can start to 

engineer our mental game, as I call it, we could actually 

start to achieve much more. 

Editor: 

Well, during the introduction, I said you are a founder of 

Be World Class. For our audience, anyone who's listening 

or reading this, maybe you could tell us what does Be 

World Class mean in practise 

Simon Hartley: 

Yeah. As well as working in elite sport and in the field of 

performance psychology, I've always been really curious 

to understand how the very best in the world operate. So 

I set myself a little mission. And after working in the 

Olympic programmes for a few years and working in elite 

sport, I wanted to know whether, "If I studied the best in 

the world outside of sport, would I find the same 

characteristics at work? Are they driven by the same 

stuff? Have they got the same going on between their ears 

as the athletes have?" So I studied some individual world-

class performers, including people like a Michelin Star 

chef, head of a world-leading science and medical 

research institute, a World Barista champion, 

mountaineer, polar explorer, all sorts of people. And 

actually, I found, yes, there were some common 

characteristics that drove all of these world-class people. 

Simon Hartley: 

And it was part of my curiosity to understand not just how 

the best in the world operate, but also what can we learn 

from them and, "Is there a way I can distil that down and 

help other people adopt those principles?" So really Be 

World Class is a combination of my studies, my work with 

world-class performers, but also my passion to turn that 

into meaningful insights that people can actually use, 

principles that they can adopt, so that they can drive their 

own performance and become great too. 

Editor: 

Could you give us maybe a quick insight? What would be 

maybe the key thing that you think that we should all do 

to Be World Class? Could you share something with us? 
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Simon Hartley: 

Yeah. I think there's a foundation, and I used to describe it 

by saying that world-class performers were fueled by 

passion. It's partly true, it's a version of passion. It's 

curiosity. If I think about my own journey, I actually 

describe it as following my curiosity. I've sort of described 

to you how I saw athletes at work. I wanted to know why 

some athletes were consistently better than others. And 

then, I was curious about other world-class performers. 

And over time, that's led me to also look at world-class 

teams and leaders and organisations. Actually, I find the 

same at work in world-class operators, whether they're 

individual performers, whether they're leaders, whether 

they're CEOs or captains of a sports team, whatever they 

are, they're usually driven by curiosity. They just want to 

know, "How can I be better? What can I do differently? 

How can I improve?" And I've heard that articulated in all 

sorts of different ways over the years. 

So a mountaineer, a friend of mine, Alan, who's climbed all 

of the 14 8,000-metre peaks on Earth, there are only a 

handful of people who have, and he was one of the first. 

He described it by saying, "It's not necessarily I want to 

climb a higher mountain," because he climbed Everest 

quite early in his mountaineering career, but he wanted to 

climb a harder mountain. And he said K2 was the biggest 

mountaineering challenge, but the north face of the Eiger 

is a huge mountaineering challenge. That's a real tough 

one. So he wants to know how you climb these. And James, 

who's the World Barista champion, was always curious 

about how to not just make better coffee, because you 

don't win the World Barista Championship just by making 

the best cup of coffee, but, "How do you serve the best cup 

of coffee? How do you create an experience for somebody, 

and help them enjoy drinking that cup of coffee more than 

they would somebody else's coffee? 

And that curiosity drove him to find the answers, to put 

them into practise. Usually, you go through that process of 

you have a little light-bulb moment where you think, "Oh, 

wow. Yeah, I think I understand it now." You put it into 

practise, and it doesn't quite work the way you expected. 

So then, you have to reshape it and go again, and reshape 

it and go again and learn. And there's this, I call it, yellow 

brick road of questions and answers.  
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They probably don't even realise that there's a point at which they really do stand out and can be classed as a 

genuine world-class performer in their field, that they're probably not even aware of that because they're so busy 

finding the answer to the next question in their mind, that they look back at some point and go, "Oh, wow. Blimey, 

they've just handed me a world championship," or "I've just become one of the handful of people to climb all 14 

8,000-metre peaks." They're not usually chasing a goal because their curiosity is not goal-orientated, but they're 

just following their passion, their curiosity… 
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If you run your business on social media, the ground just shifted 

under your feet. The past 30 days have been packed with platform 

updates that could make or break your marketing game. Some of 

them will help you grow faster if you adapt. Others might choke your 

reach if you ignore them. 

The good news? You don’t need a corporate team of 27 strategists 

to keep up. You just need to know what’s changing—and how to use 

it before everyone else does. Let’s dive into five of the biggest moves 

shaking up the social media world right now. 

1. Create Content That Travels in DMs 

Once upon a time, public feeds were everything. You’d post a 

clever meme or a slick carousel, and the algorithm might beam it into 

the eyeballs of thousands. That world is fading. 

Instagram and Snapchat are pivoting hard toward private sharing 

and DMs. Spotlight (Snap’s TikTok-style feed) is growing, and 

Instagram is investing in “friends tabs” and “social maps.” Translation: 

content is less about public virality and more about “send this to your 

bestie at 2 a.m.” 

Your move: Shift your strategy from “How do I go viral?” to “Why 

would someone forward this to a friend?” Add CTAs like “send this to 

your business buddy who needs the reminder” or “share this with your 

friend who’s still using Comic Sans.” The future of reach is private. 

2. TikTok’s GMV Max: Friend or Foe? 

Starting September, if you’re running ads on TikTok Shop, you 

don’t have a choice: You’re now using GMV Max, TikTok’s AI tool 

designed to maximize sales (Gross Merchandise Value) for you. 

Sounds great, right? The tool auto-optimizes budgets and 

targeting. The catch? You lose control over granular decisions like 

audience segments and ad placements. Big brands are grumbling, but 

for solopreneurs, this could actually be a blessing. It’s like having a 

built-in ad manager who doesn’t sleep. 

Your move: Run small-budget test campaigns and track ROI before 

and after the shift. Put extra energy into your creative and product 

pages since that’s what the AI leans on hardest. Think of GMV Max as 

your new intern - you can’t control everything they do, but you can 

make sure they have great material to work with. 

3. Age Rules and Content Curfews Are Coming 

New York’s SAFE for Kids Act is setting rules that could ripple across 

every platform: Parental consent before algorithmic feeds, curfews on 

notifications between midnight and 6 a.m., and mandatory age 

verification. 

Even if you don’t market to kids, changes like this affect the 

algorithms for everyone. Platforms will likely tweak feed delivery, 

tighten rules around content that minors can see, and impose new 

compliance hoops. 

Your move: Audit your content now. Does anything you create 

accidentally look like it targets younger audiences? Add disclaimers. 

Consider age-gating sensitive offers.  

Social Media Shifts 
Every Solopreneur 
Should Watch 
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4. Meta’s AI Creative Default (Surprise!) 

Meta is rolling out AI-generated ad creative by default through its 

Marketing API. Unless you opt out, your campaigns could suddenly 

feature AI-tweaked versions of your headlines, copy, or visuals. 

That might save you time. Or it might give you an off-brand ad 

that makes you cringe. (“Why does my ad for a productivity app 

feature a llama juggling spreadsheets?”) 

Your move: Get inside your Ads Manager and check your settings. 

If you keep AI on, review ad performance weekly to make sure your 

brand voice isn’t getting mangled. If you switch it off, know that 

you’re saying no to Meta’s algorithmic “help.” Either way, don’t let 

the robots run wild without supervision. 

5. Threads Is Heating Up 

Meta’s text-based platform, Threads, has surged to 400 million 

monthly users, and algorithm tweaks are driving a 35% jump in 

engagement. While big brands are still figuring it out, this is prime 

time for solopreneurs to stake their claim. 

Threads rewards conversation-starters. Unlike Instagram’s glossy 

reels, Threads is built for prompts, quick takes, and playful back-and-

forth. In other words: your weird shower thoughts, your spicy hot 

takes, and your “here’s what I learned the hard way” stories. 

Your move: Jump in while the pond is less crowded. Post three to 

five times a week, experiment with Q&A style posts, and watch for 

who engages. Think of it as early-stage Twitter—before it got messy. 

The Bottom Line 

Social media is shifting fast. Platforms are: 

 Pushing content into DMs and private spaces. 

 Forcing automation in ads (TikTok, Meta). 

 Tightening rules for minors that could affect everyone. 

 Opening up new playgrounds like Threads. 

For solopreneurs, this is less about keeping up with algorithms 

and more about being flexible. Those who adapt first usually win big. 

So don’t wait for next quarter’s marketing report. Start testing. 

Start tweaking. And above all, keep your content fun, shareable, and 

built for the platforms of tomorrow—not the ones of yesterday. 
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The Blacklist: Words That 
Kill Conversion 

 

A Copywriting Exorcism for Online Marketers & Affiliates 

If your copy reads like it was ghostwritten by a beige filing cabinet, 

you’re not just boring people - you’re bleeding conversions. Certain 

words and phrases are like garlic to a vampire audience… one whiff 

and they’re gone. 

This isn’t about “grammar” or “style.” This is about survival. So 

here’s your Blacklist—the dead, tired, conversion-killing phrases you 

must banish. And because I’m not just here to roast your copy, I’ll 

give you spicy replacements that wake people up and make them 

click. 

1. “Check Out Our Latest Blog Post” 

Why it kills: It screams “homework.” Nobody wakes up craving to 

“check out” anything. It’s vague, limp, and sounds like your 2010 

intern wrote it. 

Say this instead: 

• “The 3-minute read that’ll double your clicks.” 

• “How one funnel tweak made me $1,427—full breakdown 

inside.” 

2. “Solutions for All Your Needs” 

Why it kills: This is the junk drawer of copy. It doesn’t say who you 

help or how. It reeks of corporate brochures left in dentist lobbies. 

Say this instead: 

• “Stop leaking leads. Start banking them.” 

• “Turn your funnel from a colander into a firehose.” 

3. “We’re Passionate About Helping Our Customers” 

Why it kills: Passion is cheap. If you have to announce it, you don’t 

show it. Also, nobody’s buying passion—they’re buying outcomes. 

Say this instead: 

• “We hate watching marketers burn ad spend—so we built a fix.” 

• “Here’s how we shave hours off campaigns (without the caffeine 

shakes).” 

4. “Leverage Synergies” 

Why it kills: Unless you’re trying to seduce a bored MBA, stop. 

This phrase makes people’s brains glaze like a Krispy Kreme. 

Say this instead: 

• “Team up. Double your firepower.” 

• “When A meets B, your conversions explode.” 

5. “Cutting-Edge” 

Why it kills: If you have to tell me it’s cutting-edge, it’s already 

dull. Feels like a line scraped from a 1998 press release. 

Say this instead: 

• “Hotter than Google’s last algorithm leak.” 

• “This is so fresh it still has that ‘beta smell.’” 
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6. “Click Here” 

Why it kills: It’s the stale bread of CTAs. No curiosity, no promise, 

no reason why. 

Say this instead: 

• “Steal the template.” 

• “Show me the funnel hack.” 

• “Yes, I want in before midnight.” 

7. “Act Now!” 

Why it kills: Overused to death. It feels like a used car dealer with 

sweat stains and a megaphone. 

Say this instead: 

• “Clock’s ticking—your bonus disappears in 17 minutes.” 

• “Your competition’s already loading this page. Beat them.” 

8. “Industry-Leading” 

Why it kills: Meaningless fluff. Who crowned you leader? Your 

mom? 

Say this instead: 

• “Used by 7,432 affiliates who actually cash checks.” 

• “The toolkit behind $18M in annual revenue.” 

9. “Innovative” 

Why it kills: It’s the word companies use when they can’t prove 

results. It’s filler, not persuasion. 

Say this instead: 

• “So simple it feels like cheating.” 

• “Turns your dusty funnel into a money printer.” 

10. “Best in Class” 

Why it kills: Translation: “We couldn’t think of anything 

interesting.” Nobody types “best in class” into Google. 

Say this instead: 

• “This beats every other [tool/course/software] we tested.” 

• “The unfair advantage your competition hopes you don’t find.” 

11. “Unprecedented Times” (bonus round) 

Why it kills: Stop trauma-bonding with your customers. They 

came for solutions, not a TED Talk about 2020. 

Say this instead: 

• “The only certainty: your audience still buys.” 

• “Chaos? Perfect. Here’s how to profit from it.” 

The Exorcism 

Boring words don’t just sit there—they push people away. They 

make your brand sound generic, lazy and forgettable. And in Black 

Friday / Cyber Monday season or any campaign, forgettable = broke. 

So here’s your challenge: Audit your copy like you audit your 

funnels. Every time you see a dead phrase, cut it, bury it, and replace 

it with something alive—something with teeth, humor, or proof. 

Your words are your weapons. Don’t bring a foam sword to a 

gunfight. 
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How to Make Prospects Say 
Yes - Before They Even Think 

to Say No 
 

Most sales copy waits until prospects voice objections—and by 

then, the damage is done. Doubt has already crept in. The real pros 

don’t just handle objections—they erase them before the customer 

ever notices they exist. 

The secret? Anticipation. If you answer the unspoken questions 

hiding in your prospect’s head, you make saying “yes” feel like the 

natural, obvious choice. Here’s how to pull it off. 

1. Crush the Money Objection Early 

Prospects immediately ask: “Is this worth the price?” Don’t let 

the question linger. Show how your offer saves time, makes money, 

or pays for itself fast. Anchor value before cost becomes an 

obstacle. 

2. Replace Skepticism With Proof 

The next fear is: “Will this actually work for me?” Social proof 

kills doubt. Case studies, testimonials, and relatable examples show 

prospects people “just like them” got results—and so will they. 

3. Kill Buyer’s Remorse Before It Starts 

Nobody wants to regret their purchase. A bold guarantee—

clear, risk-free, no hassle—makes saying yes safe. Confidence 

transfers. 

4. Remove the Complexity Barrier 

If it feels complicated, people won’t start. Highlight how your 

product is simple, supported, and designed for non-techies. The 

easier it sounds, the faster they move forward. 

5. Tackle the Time Excuse 

Prospects fear they’ll be too busy. Prove results don’t require 

endless hours: “Just 15 minutes a day” feels doable, even for the 

busiest customer. 

6. Reframe Past Failures 

Burned by similar products? Acknowledge it, then show how 

you’re different. Contrast breeds credibility. 

7. Build Trust With Transparency 

Don’t oversell. Admit the small drawbacks while showing how 

you’ve covered them. Honesty wins trust—and trust wins sales. 

8. Guide the Comparison 

Prospects compare anyway. Make it easy: highlight why your 

offer beats the alternatives, so they never need to shop around. 

Bottom line: Prospects don’t reject offers—they reject 

uncertainty. Remove the doubt before it ever becomes conscious, 

and you won’t need hard closes. You’ll just make it effortless for 

them to say yes. 
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FDA to Influencers: Side Effects Must 
Include Honesty 

 

The FDA is done looking the other way on sketchy health claims. They’ve 

announced roughly 100 cease-and-desist orders plus a wave of warning 

letters aimed squarely at pharmaceutical ads that gloss over side effects - 

especially the ones hiding behind Instagram filters and influencer captions. 

Think of it as the regulatory version of “we need to talk.”  

If you’re marketing health, wellness, supplements—or even partnering 

with influencers in adjacent niches—this is your cue to tighten up. 

Disclaimers, side-effect disclosures, transparent language: they’re no 

longer optional. Audit your messaging now, or you might find yourself 

trending for the wrong reasons (like being quoted in an FDA press release). 

 

https://www.reuters.com/sustainability/boards-policy-regulation/us-fda-

stepping-up-enforcement-pharma-ad-rules-sends-letters-companies-2025-

09-09/ 

7 

TikTok Sell-Off Deal Nearly Locked In — 
What It Means for Marketers 

The U.S. government says a framework has finally been established for TikTok’s sell-off, 

potentially resolving long-standing concerns around its Chinese ownership. According to 

Treasury Secretary Scott Bessent, the deal would be between two private parties, allowing 

ByteDance to maintain a stake while ensuring compliance with the Protecting Americans from 

Foreign Adversary Controlled Applications Act. Officials are racing against a September 

deadline, though it may be extended up to 90 days while terms are finalized. Sources also 

acknowledge that ByteDance will not hand over TikTok’s algorithmic core, a sticking point in 

previous negotiations.  

For marketers, this could translate to fewer content/distribution shocks ahead. If the deal 

goes through, creators won’t have to worry as much about sudden bans or delistings in the 

U.S., and TikTok’s in-stream shopping and monetization plans might proceed more 

confidently. What to watch: How the ownership changes affect ad policy, algorithm reliability, 

and monetization tools. 

https://www.socialmediatoday.com/news/us-government-says-tiktok-sell-off-deal-

established-china/760167/ 
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The Cyber Monday Hack 
Stack: Unusual Moves That 
Actually Work (And Don’t 

Kill Your Margins) 
 

You don’t need a giant ad budget to win Black Friday/Cyber Monday 

(BFCM). You need leverage—offers that compound, automations that 

print money while you sleep, and a few “that’s clever” moves your 

niche hasn’t seen yet. Here’s your playbook. 

1) Stop “discounting.” Work the money instead. 

Price cuts train people to wait. Smarter: Shift value into forms that 

raise order value and future spend. 

 Cashback (store credit) over coupons. Cashback hits 

different psychologically: the reward lands later, nudging 

repeat purchases without killing margin. Field work on 

cashback and rebate timing shows it changes purchase 

frequency and basket size in ways straight discounts don’t.  

 “Buy credit, get bonus credit.” Gift cards with a built-in 

bonus (e.g., buy $100, get $20) lock in LTV and lift average 

order value (AOV) when redeemed. Recent guidance for 

digital gift-card promos shows solid redemption and 

profitable “uplift” beyond the card value.  

 Free gift > small % off. Framing the target item as a gift can 

raise purchase intention; gifting at purchase increases 

basket completion and loyalty. Use mystery gifts to clear 

overstock without anchoring your price down.  

How you do it: 

Tripwire → order bump → cashback as store credit on thresholds 

($75/$125/$200) → gift-with-purchase on top tier. Your margin’s safer 

than with blanket percentages, and customers feel like they’re 

winning. 

2) Run one live shopping or “deal reveal” stream. 

Forget endless email blasts - nothing beats the energy of a live 

event. A two-hour, high-intensity stream can move more product than 

a week of static promotions if you structure it right.  

The formula is simple: One irresistible stack of offers, layered with 

demos, quick teaching moments, and time-boxed links that vanish 

once the clock runs out.  

Live commerce isn’t just another sales channel - it’s theater. The 

urgency of a ticking timer, the buzz of comments flying in, and the 

instant “buy now” nudges create an atmosphere where hesitation 

disappears. Done well, these sessions routinely convert at multiples 

higher than normal e-com rates, and they generate a spike of revenue 

that feels more like a product launch than a sale. 
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For example, if you teach online marketing: Host a “Black Friday 

Office Hours” live session where you go hands-on with your 

audience’s actual funnels. Think of it as a rapid-fire workshop: Viewers 

submit their landing pages, email sequences, or ad flows in advance, 

and you review them live. You point out leaks, missed opportunities, 

and quick wins—essentially giving them a mini funnel audit in real 

time. 

This does two things: 

1. It positions you as the trusted expert who can spot and fix 

problems they didn’t even realize they had. 

2. It delivers immediate, practical value that feels 

personalized—viewers walk away with notes they can 

implement the same day. 

Once you’ve built goodwill with the audits, slide into your pitch: A 

bundled pass (course + templates + coaching + swipe files) available 

only during BFCM. Drive urgency with a countdown landing page, limit 

the number of slots available, and sweeten the pot with bonus unlocks 

every 25 buyers. That way, each purchase doesn’t just benefit the 

buyer—it adds pressure and excitement for the entire group. 

3) Aim your biggest bullets at the 8–10 p.m. surge. 

Cyber Monday spending peaks 8–10 p.m. (local), with money flying 

at record pace. That’s your window for the biggest bonus stack, the 

final live, and the strongest time-boxed SMS. Mobile carries a majority 

of online orders across the weekend - optimize checkout for thumbs.  

Drop schedule: 

• 7:45 p.m. “heads-up” push/SMS 

• 8:00 p.m. cart-open email 

• 9:00 p.m. live reminder + bonus escalation 

• 9:45 p.m. last-call SMS with wallet/one-tap pay link 

4) Build a post-purchase profit engine (zero risk to conversion). 

Monetize the confirmation page and the receipt email. Post-

purchase upsells/cross-sells routinely lift AOV without adding 

abandonment risk because payment already cleared. Brands report 

~10–20% AOV lift from these flows, and retailers are investing heavily 

in this “moment of highest intent.”  

What to offer: 

• “Add Templates Pack for $17” (one-click) 

• 30-day “VIP Coaching Sprint” trial 

• Bounce-back code valid after BFCM to drive December 

revenue 

5) SMS + Push: Speed beats pretty. 

Automated texts (cart/browse abandonment) massively 

outperform blasts on conversion; on BFCM, push can post real CTRs 

because urgency is native to the channel. 
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Micro-stack: 

• Entry intent: Quiz → SMS opt-in for “early access code” 

• Onsite: aAdd web push “Back-in-Stock/Drop Alerts” 

• Finale: SMS + push during the 8–10 p.m. surge 

6) Remove friction with wallets + BNPL (but keep your margins). 

Showing Apple Pay/express wallets early in checkout can double 

conversion versus burying them. Buy Now Pay Later (BNPL) use hits 

records during Cyber Week and attracts incremental buyers; set 

guardrails (minimums, excluded products) to avoid margin shock.  

7) “Tell me why you bought.” Then personalize. 

Drop a post-purchase survey on the thank-you page. It’s a 

retention goldmine and takes minutes to set up in most tools. Ask: 

“What almost stopped you?” and “Which bonus mattered most?” Use 

answers to segment December follow-ups and 2026 product 

roadmap.  

8) Wishlist + Drop-culture for digital offers. 

Let people “heart” your courses, templates, or memberships now; 

run limited drops and VIP early access during BFCM. Data-driven drop 

campaigns and wishlist-share contests drive referrals and ready-to-

buy demand.  

9) Affiliate-only plays that punch above your weight 

 Bonus Stack Ladder. “Buy via my link, get: 1) Swipe Vault, 

2) Live teardown seat, 3) Private template license.” It’s 

value addition (not price subtraction) and it compounds. 

 Receipt-claim page. Automate delivery with a simple form 

+ webhook verifying network receipt ID—no manual 

chasing. 

 Gift-card angle. Negotiate an affiliate-trackable gift card 

SKU (e.g., $150 card for $120). Buyers feel smart; you get 

the credit; the brand banks future redemption uplift.  

 Partnered drop. Team with a complementary creator for a 

co-branded 72-hour bundle; split list access to new buyers. 

Consumers actually like thoughtful collab promos around 

BFCM. 

The 14-Day BFCM Sprint (do this if you do nothing else) 

Day 1–2 

 Pick your cashback/store-credit thresholds and 1–2 

mystery gifts (clear overstock).  

 Turn on Apple Pay/Google Pay in express checkout and 

surface it on Step 1.  

Day 3–4 

 Build one post-purchase offer (AOV booster).  

 Wire a thank-you survey (2–3 questions).  

Day 5–6 

 Create your wishlist and “Share your list, win your cart” 

promo.  

 Draft SMS automations (browse/cart/last-chance). 
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Day 7–8 

 Script a 60-minute live shopping/teach-and-sell event.  

 Prepare 8–10 p.m. surge sequence (email/SMS/push).  

Day 9–10 

 Set cashback and gift-with-purchase logic on tiers.  

 Add Buy Now Pay Later (BNPL).  

Day 11–12 

 Record a 5-min “What’s inside your bonus vault” video 

(for affiliates, too). 

 QA your checkout on mobile (fat thumbs, short forms). 

Mobile will carry the weekend.  

Day 13–14 

 Warm the list (deliverability): 2 value emails + soft offer 

to clickers, suppress true inactives. 

 Ship the partner drop teaser to both lists.  

Copy You Can Steal 

Live stream opener (info product): 

“Tonight only, I’m opening my private Swipe Vault—and every 

25 buyers unlock a new bonus for all buyers. We’re three unlocks 

deep; the next one is the ‘Cyber 60-Minute Funnel’ template. 

Timer’s on.” 

8:00 p.m. email subject lines: 

• “It starts now: Buy credit, get extra credit (ends at 10)”  

• “Skip the discount. Get the gift.”  

• “Apple-Pay this in 12 seconds—then grab your mystery 

gift.”  

Last-call SMS (9:45 p.m.): 

“15 min left: your $20 store credit + bonus pack auto-adds at 

checkout. One tap: [express checkout link].” 

Why this works (the psychology in plain English) 

Delayed reward = future purchase 

Cashback or rebate credit that arrives later doesn’t just feel like 

a bonus—it creates a reason to come back. Instead of teaching your 

audience to wait for discounts, you’re giving them a “next order 

token.” That delayed reward fuels repeat purchases while 

protecting your brand’s value perception today. 

Gifts reframe value 

A free gift feels emotionally different from a discount. Even 

something small, especially if it’s presented as a mystery gift, 

triggers curiosity and reciprocity—buyers feel like they’ve scored 

something special. Unlike a 10% coupon (which gets forgotten), the 

gift is tangible, memorable, and makes the purchase experience 

more fun. 

Speed kills friction 

During BFCM, attention spans are shorter than ever. Wallet 

payments (Apple Pay, Google Pay, Shop Pay), SMS reminders, and 

push notifications work because they eliminate hesitation. These 

instant pathways let customers act on impulse in seconds, perfectly 

matching the urgency and chaos of the weekend. 
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Right message, right moment 

The confirmation page and thank-you email are peak-intent 

moments—your buyer is already in action mode. Post-purchase 

offers, one-click upsells, and short surveys capitalize on this 

momentum. You not only increase order value on the spot but 

also collect insights that guide smarter retention and future 

offers. 

Social theater 

Drops, live shopping events, and bonus unlocks turn shopping 

into an event. This creates anticipation, FOMO, and urgency in 

ways static pages can’t replicate. Buyers aren’t just making a 

purchase—they’re participating in a spectacle. That shared 

experience multiplies conversions and keeps your audience 

buzzing. 

Quick Checklist (Print This) 

 Express checkout with wallets on step 1 

Don’t bury Apple Pay, Google Pay, or Shop Pay three clicks 

deep. Put them front and center so mobile buyers can check out 

in seconds. Every extra field kills conversion, especially during the 

frenzy of BFCM. 

 Cashback/store-credit thresholds in place 

Instead of slashing prices, set thresholds that give buyers 

cashback or store credit when they spend more. Example: “Spend 

$75, get $10 back for your next order.” This keeps margins safe 

while guaranteeing repeat business. 

 Gift-with-purchase or mystery gift defined 

People love surprises. Offering a small freebie or a mystery 

bonus instead of a discount feels like winning a prize—and it 

doesn’t train your audience to wait for markdowns. 

 Post-purchase offer live (AOV +10–20% target) 

Your thank-you page is prime real estate. Add a one-click 

upsell or bonus offer right after checkout. This is pure profit—

conversion is high because the credit card is already out. 

 SMS automations + push enabled (BFCM timing set) 

Email isn’t enough. Automate SMS and push notifications for 

cart abandonment, product drops, and last-chance offers. These 

channels cut through the clutter when inboxes are drowning in 

promos. 

 Live shopping session scheduled (with bonus 

unlocks) 

Plan at least one live event—streamed or inside your 

community—where you demo, teach, or unbox offers. Sweeten 

the deal with unlockable bonuses as viewers buy. This creates 

hype and urgency in real time. 
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 Wishlist + VIP early-access list collecting now 

Let your audience “heart” products or join a VIP list before the 

weekend hits. Then reward them with early access. This builds 

anticipation and makes buyers feel like insiders. 

 8–10 p.m. surge sequence ready (email/SMS/push) 

Cyber Monday peaks between 8–10 p.m. Line up your strongest 

sequence for that exact window: an early teaser, a prime-time blast, 

and a last-call push. Hitting this surge can make or break your 

weekend numbers. 

 

Bottom line 

You win BFCM by stacking value, not slashing price: Cashback to 

seed the next order, gifts to reframe the deal, one-click post-

purchase offers to print margin, live events for drama, and a 

perfectly timed 8–10 p.m. finish. You can build this in two weeks. Do 

the work once; reap the compounding effects all Q4. 
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 7 Marketing Hacks So Sneaky They Should 
Be Illegal (But Add $1K+ Fast) 

 
Forget cookie-cutter “growth hacks” and recycled advice. Big brands overlook these underrated 

marketing angles, but solo marketers who know how to use them can punch far above their weight. 
In this article, you’ll get three powerful playbooks in one: 
Part 1: The 7 Techniques — A breakdown of seven savvy, psychology-driven strategies that grab 

attention, build trust, and convert without relying on big ad budgets. 
Part 2: The 7-Day Kickstart (For Beginners) — A step-by-step challenge for brand-new marketers 

starting from zero. You’ll use these angles to post confidently, spark your first conversations, and start 
building your audience in just one week. 

Part 3: The 7-Day Expansion (For Marketers With Momentum) — Already have a product, funnel, or 
a handful of customers? Here’s how to layer these same seven angles onto what you’re already doing to 
expand your reach, multiply engagement, and add $1K+ in revenue this week without adding complexity. 

These are low-cost, high-impact moves designed for one-person businesses who want smarter growth, 
not busier schedules. If you’re ready to stand out, grab attention, and scale on your terms, let’s dive in. 

Part 1 – The 7 Techniques 
1. Reverse Psychology Marketing: The “Don’t Click This” Trick 
Want people to click faster than a cat on a laser pointer? Tell them not to. 
Reverse psychology marketing is the digital equivalent of hanging a giant red button with a sign that 

says “Do Not Press.” Humans can’t resist defiance - it’s wired into us. When you dare people not to engage, 
curiosity takes over, and suddenly your “anti-CTA” becomes the most irresistible CTA in the room. 

Why it feels sneaky: You’re not begging, pushing, or even asking. You’re flipping the script and letting 
your audience’s rebellious streak do the heavy lifting. It’s playful manipulation at its finest - and it works 
like gangbusters. 

Proof it works: 

 Burger King’s “Whopper Detour” literally told people to go to McDonald’s first to unlock a 
discount. That stunt led to 1.5 million app downloads in two weeks. 

 Dollar Shave Club’s viral launch video mocked the very idea of needing razors, and yet—12,000 
subscriptions in 48 hours. 

Action Mini-Task: 

 Post something this week with a reverse hook. Example: “Don’t open this email unless you 
actually want to make money.” 

 Or test a cheeky subject line like: “This offer is probably not for you (unless you like doubling 
sales).” 

Quick Win: Try one “reverse psychology” post a week. If people comment, “Okay, I wasn’t going to 
click, but I had to,” congrats—you just pulled off a hack so sneaky it feels illegal. 

2. Micro-Commitments: The “Yes Trap” 
Big asks scare people. Small asks sneak past their defenses. 
Micro-commitments are the marketing version of “just try one bite.” You’re not pushing your $997 

course up front - you’re slipping in a harmless little click, poll, or checklist download. No risk, no pain, no 
reason to say no. And that’s where the trap springs. 

Why it feels sneaky: Each tiny “yes” rewires the brain. Psychologists call it the “foot-in-the-door” effect, 
but let’s be real - it’s the slow seduction strategy. One baby yes leads to another, and before they know 
it, they’ve gone from clicking a poll to dropping their credit card digits. 
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Proof it works: 

 BuzzFeed turned goofy quizzes into a conversion factory. Take “Which Office character are 
you?” and boom - 36% of quiz-takers became newsletter subscribers. That’s not a funnel, that’s 
sorcery. 

 BJ Fogg’s research shows people are 80% more likely to say yes to a bigger ask after a small 
one. Translation: you don’t sell them a house - you sell them the doormat first. 

Action Mini-Task: 

 Create one sneaky micro-action this week: a one-question poll like “Want to double your sales 
this year? (Yes / Hell Yes).” 

 Follow it immediately with a “next step” that feels obvious. 
Quick Win: Build your funnel like a yes-stacking Jenga tower: one click → one quiz → one signup → 

one purchase. Keep stacking until their wallet falls into your lap. 
3. Storyselling with Micro-Stories: The Under-60-Second Mind Hack 
Facts tell. Stories hypnotize. 
Here’s the street smart secret: You don’t need a bloated brand manifesto or a 20-slide keynote to sell. 

Micro-stories—short, sticky, emotional punches—slip past the brain’s “ad blocker” and go straight into 
the heart. In under a minute, you’ve made them feel something. And once they feel, they buy. 

Why it feels sneaky: You’re not selling—you’re smuggling your pitch inside a story. A 30-second 
anecdote, a messy behind-the-scenes snapshot, a quick “before and after” transformation. It’s the 
marketing equivalent of a Trojan horse: they let the story in, and then bam—your offer rides in right 
behind it. 

Proof it works: 

 Charity: Water ditched global stats for individual stories and saw donations jump 20%. 

 Airbnb highlighted the lives of individual hosts instead of just homes, and engagement rose 
20%. The small story always beats the big number. 

Action Mini-Task: 

 Write one micro-story this week under 150 words. Example: “Sarah was one click from quitting 
until one tweak flipped her side hustle into $10K months.” 

 Post it raw—Reel, TikTok, or email opener. Short, sharp, unforgettable. 
Quick Win: Take a single testimonial and chop it into three micro-stories—a social media hook, an 

email lead-in, and a LinkedIn post. One story, three sales weapons. 
Micro-stories = maximum conversions. Because people don’t just buy your product—they buy the 

story they want to live. And you just sold it to them in 45 seconds flat. 
4. Social Proof of the Underdog: The Scrappy Street-Cred Hack 
Forget flexing billion-dollar logos—nobody believes you anyway. Want people to trust you? Show them 

your scrapes, bruises, and small scrappy wins. Everyone roots for the underdog, because deep down they 
are the underdog. 

Why it feels sneaky: Instead of blasting polish, you weaponize imperfection. Share your first 10 sales, 
your first subscriber, or even the embarrassing flop that taught you something. Your audience won’t just 
clap - they’ll lean in and think, “If they can do it, so can I.” That’s not marketing. That’s emotional judo. 

Proof it works: 

 Gymshark didn’t start with A-listers. They gave free gear to micro-influencers who looked like 
everyday athletes. Result? Garage brand → $1B company in less than a decade. 

 Nielsen found 92% of consumers trust “ordinary people” more than brands. Translation: your 
tiny, imperfect wins have more bite than the slickest PR spin. 
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Action Mini-Task:  

 Post one “first” this week - your first client, first subscriber, first small fail that turned into a 
win. 

 Frame it as raw, human, and scrappy, not flawless. 
Quick Win: Start a series called The Firsts: first sale, first testimonial, first rejection you flipped into 

gold. Drop one weekly. Your audience will binge it like Netflix because it feels real. 
Underdog proof doesn’t just get you sympathy - it builds loyalty that polished brands can’t buy. When 

you’re scrappy and human, your audience isn’t just watching. They’re rooting for you. 
5. Brain-Sync Marketing: The Mind-Hacking Hustle 
Forget shouting “BUY NOW!” like a desperate street vendor. Real persuasion happens upstream—in 

the chemistry lab of your prospect’s brain. Brain-Sync Marketing plugs straight into human wiring: 
anticipation, scarcity, curiosity. You’re not selling - you’re hijacking dopamine. 

Why it feels sneaky: You’re dangling mental bait. Cliffhangers in your emails. Countdown offers 
whispering “almost gone.” Open loops that itch until scratched. Prospects think they’re in control, but 
you’re steering their neurons the whole time. 

Proof it works: 

 ASOS dropped a teaser: “Tomorrow only: The jacket everyone wants. Will you get it?” That 
single email pulled 45% higher opens than their usual blasts. 

 HubSpot data shows curiosity-driven subject lines boost open rates 40% on average. That’s not 
a nudge—that’s campaign steroids. 

Action Mini-Task: 

 Write one open-loop teaser today. Example: “This 5-minute tweak doubled my engagement… 
I’ll show you tomorrow.” 

 Bonus: chain 3 cliffhanger emails together so subscribers binge like it’s Netflix. 
Quick Win: Build a mini-sequence that teases, teases, teases - then delivers the punch. By the time you 

reveal, they’re too hooked to walk away. 
Bottom line: when you align your marketing with brain chemistry, you don’t need to push. Their 

neurons are already pulling them toward the buy button. It’s legal, but it feels like mind control. 
6. Content Stacking: The Clone-and-Conquer Play 
Why slave over fresh content every day when you can milk one piece for everything it’s worth? Content 

stacking is the art of squeezing every last drop of attention out of a single asset - chopping it, remixing it, 
and cloning it across every platform like a digital crime spree. 

Why it feels sneaky: You look omnipresent, like you’re grinding 24/7, but in reality you made one video 
and cut it into 10 smaller hustles. To your audience, it feels like you’re everywhere. To you, it feels like 
cheating time itself. 

Proof it works: 

 Gary Vee is basically the godfather of this hustle. A 2-minute rant becomes 25+ pieces of 
content - Reels, tweets, blog posts, emails. Millions of impressions, zero extra effort. 

 HubSpot says repurposing content boosts traffic by 67% on average. That’s not recycling—
that’s multiplying. 

Action Mini-Task: 

 Grab your best-performing blog, video, or podcast. 

 Slice it into three quick spinoffs: a Reel/TikTok, a 3-sentence LinkedIn update, and a short 
email. 

 Drop them throughout the week and watch the illusion of nonstop hustle take over. 
Quick Win: Don’t chase 100 new ideas. Pick one killer piece, clone it across channels, and let the 

stacked impressions roll in. You’ll look like a content machine while doing half the work. 
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Content stacking isn’t lazy. It’s the legal version of counterfeiting attention.  
7. Low-Friction Micro-Offers: The Wallet-Opening Hack 
Big-ticket offers feel like cliff-diving without a parachute - thrilling for you, terrifying for your buyer. 

Micro-offers fix that. They’re $5 guides, $9 checklists, $15 mini-courses - tiny, irresistible tripwires that 
crack wallets open with zero fear. Once it’s open, it stays open. 

Why it feels sneaky: You’re not asking for commitment - you’re luring curiosity. Buyers think they’re 
just “testing the waters,” but you’ve already shifted them from window shopping to wallet out. And once 
someone pays you - even a few bucks—they’re infinitely easier to upsell later. 

Proof it works: 

 AppSumo led with $10 tools before ever pitching $500 bundles. Result? First-time buyers 
converted 10x faster. 

 One creator launched a $7 “Instagram Caption Templates” pack and cleared $25K in two 
months. Most of those “tiny-ticket” buyers climbed into higher-ticket programs later. 

Action Mini-Task: 

 Package one micro-offer this week: a simple PDF, template, or checklist priced $5–$15. 

 Promote it with one post + one email. Track who buys, then hit them with your next-level offer. 
Quick Win: Don’t invent something new. Take an asset you already have—a framework, an outline, 

even a messy Google Doc - polish it, slap on a price, and ship. That tiny “yes” is the sneakiest gateway drug 
into your full product suite. 

Micro-offers aren’t about pocket change. They’re about momentum. Get them buying once, and 
you’ve rewired their brain to keep saying yes. 

Bonus Hack: Anti-Form Funnels — The Opt-In Outlaw 
Sick of begging people to wrestle with clunky email forms? Kill ’em. Anti-form funnels skip the inbox 

traffic jam and grab leads where people actually hang out—WhatsApp, Messenger, SMS. 
Why it feels sneaky: You’re not asking for an email - you’re sliding straight into their most personal 

channels. With SMS open rates at 98% (vs. email’s measly 22%), your message doesn’t get buried. It gets 
read. Fast. 

How to pull it off: 
• Spin up a WhatsApp group. 
• Drop quick, exclusive micro-tips. 
• Slide naturally into your micro-offer pitch. 
It doesn’t feel like marketing. It feels like insider access. And that’s why it works. 
Pro Combo: Pair low-friction micro-offers with anti-form funnels. You’re not just capturing leads - 

you’re banking early revenue, warming buyers, and building a sales path that feels smooth instead of 
pushy. 

Bottom line: Forget wrestling people into bloated opt-in forms. Go where the eyeballs are, keep it 
friction-free, and cash in on the sneakiest funnel hack of all. 

The Bottom Line 
You don’t need a Super Bowl ad or a viral dance on TikTok to crush it online. These 7 hacks - reverse 

psychology, micro-commitments, micro-stories, underdog proof, brain-sync marketing, content stacking, 
and micro-offers - are proof that you can outsmart instead of outspend. 

Each one lowers resistance, bends psychology in your favor, and makes you look like you are 
everywhere at once - without burning twice the energy. 

Your move? Don’t overthink. Pick one hack, run it this week, and see how fast a “sneaky” shift can add 
real revenue. The internet rewards street smart players who test, tweak, and ship while everyone else 
waits. 

Small tweaks. Big wins. That’s not cheating - that’s the solopreneur’s unfair advantage. 
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Kickstart or Expand — Pick Your 7-Day Playbook 
Ideas are fun, but execution pays the bills. Now it’s your turn to weaponize these 7 sneaky tactics. The 

only question is: Where are you starting from? 

 If you’re brand new: Head to Section 2. It’s your 7-day kickstart playbook—built to help rookies 
break through the fear of posting, get noticed fast, and build an audience from zero without 
burning out. 

 If you’re already in motion: Skip to Section 3. It’s your 7-day expansion playbook—designed to 
bolt these same hacks onto your existing funnel, audience, or offer so you can multiply reach, 
engagement, and sales. 

No matter which path you take, you’ll finish the week with a concrete roadmap. Not just “good ideas,” 
but sneaky tactics in action—moving the needle, building momentum, and stacking wins. 

Part 2: The 7-Day Kickstart (For Beginners)  
You’ve got the spark of an online business idea - maybe even a product or service you’d love to sell 

someday. But here’s the problem: You don’t have an audience yet. No followers. No email list. No cheering 
section waiting for your next post. 

And that’s okay. Everyone starts here. 
The secret isn’t to sit around waiting until you “feel ready.” The secret is to start building your audience 

now - with strategies that grab attention, build connection, and make people want to stick around. 
That’s what this 7-day sprint is designed to do. It’s not theory. It’s action. Every day you’ll implement 

one underrated marketing move. Each one is designed to work even if you’re brand new, even if nobody 
knows who you are. By the end of the week, you’ll have: 

• Posted consistently on social media. 
• Started conversations with real people. 
• Shared stories that make your audience root for you. 
• Created your first small “easy yes” offer. 
• Built the foundation of your very first audience. 
Ready? Let’s get you out of the shadows and into the spotlight. 
Day 1: Reverse Psychology Marketing 
Objective: Spark curiosity and break through the scroll. 
When you’re new, the hardest part is getting noticed. You’re competing with cat videos, memes, and 

influencers with better lighting. Reverse psychology gives you an instant pattern-break. 
Instead of shouting “Follow me!” or “Buy this!”, you flip the script. Use lines like: 
• “Don’t follow me unless you’re sick of generic advice.” 
• “This isn’t for everyone - only if you actually want to land clients.” 
• “Whatever you do, don’t click this link…” 
People hate being told not to do something. That little rebel voice in their head kicks in. 
Action Steps: 
1. Write 3 cheeky “don’t do this” hooks for your niche. 
2. Post one today on Instagram, TikTok, LinkedIn, or wherever you want to start building. 
3. End with a soft call-to-action: “Want more of this? Stick around.” 
Why It Works: You immediately stand out from the endless stream of “Top 5 Tips” content. You come 

across as playful, confident, and different. 
Day 2: Micro-Commitments 
Objective: Turn strangers into engaged followers with tiny yeses. 
Getting someone to follow you, sign up for your list, or buy something feels like a big step for them. 

But liking a poll? Answering a silly question? That feels easy. 
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That’s the magic of micro-commitments—small actions that pave the way for bigger ones.  
Action Steps: 
1. Post a 1-question poll, quiz, or “this or that” question. 

o Example: “Which is harder: writing content or finding clients?” 
2. Respond personally to anyone who participates. 
3. Drop a follow-up post the next day that riffs on the answers. 
Pro Tip: Think of micro-commitments as training wheels for your audience. If they click once, they’re 

far more likely to click again. 
Day 3: Storyselling with Micro-Stories 
Objective: Make people care about you. 
When you’re brand new, people don’t trust you yet. Stories change that. They humanize you, make 

you relatable, and give your audience a reason to root for you. 
And no, you don’t need a dozen client wins to start—your personal story works too. 
Action Steps: 
1. Write a 150-word story about: 

o Why you started. 
o A challenge you overcame. 
o A small “first win” you’ve had. 

2. Share it as a Reel, TikTok, or email. 
3. End with: “Want to see where this journey goes? Follow along.” 
Example: 
“I almost didn’t post this because I thought, ‘Who’s going to care?’ But then I realized that’s exactly 

the point. Every business starts with zero followers. So here’s my promise: I’ll share the messy middle as 
I go. Want to see if I can actually build this? Stick around.” 

Day 4: Social Proof of the Underdog 
Objective: Make people root for your progress. 
Here’s the good news: As a beginner, you already are the underdog. And people love underdogs. 
Instead of hiding your small beginnings, celebrate them. Post about your first follower, your first 

comment, your first DM. Frame it as a milestone, not a weakness. 
Action Steps: 
1. Pick a “tiny win” from this week-posting consistently, getting a reply, hitting publish for the first 

time. 
2. Share it proudly. 
3. Ask your audience to share their small wins in the comments or replies. 
Why It Works: People see you as authentic, not polished. They’ll cheer for you because your story feels 

achievable. 
Day 5: Brain-Sync Marketing 
Objective: Keep your audience hooked. 
Attention is fragile. If you post once and disappear, people forget you. Brain-sync tactics keep your 

audience leaning forward, waiting for the next thing. 
Use curiosity loops (aka the Zeigarnik Effect): When you leave something unfinished, people crave 

closure. 
Action Steps: 
1. Write one cliffhanger post or email. 

o Example: “I tried a weird trick that got me 5 followers yesterday… I’ll share it tomorrow.” 
2. Deliver the follow-up the next day. 
3. Repeat once a week to build momentum. 
Why It Works: You’re training your audience to come back for more, like a Netflix binge. 
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Day 6: Content Stacking 
Objective: Be everywhere without burning out. 
When you’re starting out, it’s tempting to post once, hope for magic, and then stop. Instead, squeeze 

more juice out of every idea. 
Action Steps: 
1. Pick one piece of content you’ve created this week (a story, a poll result, a cliffhanger). 
2. Repurpose it into 3 formats: 

o A TikTok/Reel clip. 
o A short LinkedIn/Facebook post. 
o A mini email. 

3. Spread them across the week. 
Why It Works: People need multiple touchpoints before they notice you. Repurposing makes you look 

everywhere at once—even with a tiny audience. 
Day 7: Low-Friction Micro-Offers 
Objective: Build your first list of buyers - even if it’s tiny. 
Here’s a truth bomb: You don’t need thousands of followers to make sales. You just need a few people 

willing to pay $5–$15 for something useful. That first sale builds confidence and trust. 
Action Steps: 
1. Package something simple you can deliver fast: 

o A checklist. 
o A one-page PDF. 
o A template. 

2. Price it $5–$15. 
3. Promote it casually: “I just made a $7 guide to [topic]. DM me if you want it.” 
4. Deliver manually if you have to - it builds connection. 
Why It Works: Once someone buys - even for $5 - they’re 10x more likely to buy from you again. 
7-Day Kickstart Checklist 
• Day 1: Post one reverse-psychology hook. 
• Day 2: Launch a 1-question poll. 
• Day 3: Share your first micro-story. 
• Day 4: Celebrate a tiny underdog win. 
• Day 5: Post one cliffhanger. 
• Day 6: Repurpose one piece of content into three. 
• Day 7: Launch your first micro-offer. 
Pro Tips for Beginners 
1. Engage back. Reply to every comment, DM, and poll. These early connections matter most. 
2. Track momentum, not metrics. Don’t obsess over likes—focus on daily action. 
3. Stay scrappy. Canva, TikTok, MailerLite—free tools are enough at this stage. 
4. Bank everything. Each story, post, and poll becomes future content you can recycle. 
The Payoff 
By the end of 7 days, you’ll: 
• Break through the noise with clever hooks. 
• Build trust and relatability with stories. 
• Spark conversations with your first followers. 
• Repurpose content like a pro instead of reinventing the wheel. 
• Launch your very first micro-offer, turning your audience into paying customers. 
You’re not aiming for perfection. You’re aiming for traction. 
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Do these seven steps once, and you’ll have your first audience. Keep stacking them, and you’ll build a 
community that grows with you—and buys from you. 

Part 3: The 7-Day Expansion (For Marketers with Momentum)  
Goal: You’ve already got something going - a product, a funnel, maybe even a trickle of sales. This mini-

course isn’t about starting from zero. It’s about adding momentum, stacking smarter strategies, and 
pulling in an extra $1K (or more) by making what you already have work harder for you. 

Format: One underrated angle per day. Plug it into your existing business, test, track, and expand. No 
massive overhauls—just quick wins that layer on top of what’s working. 

Day 1: Reverse Psychology Marketing 
Objective: Shake up your messaging, add intrigue to your current offers. 
• Take an existing product. 
• Draft 3 playful “don’t do this” hooks (emails, posts, ads). 
• Post one today to spark curiosity and clicks. 
Day 2: Micro-Commitments 
Objective: Warm leads faster by lowering the barrier. 
• Add a 1-question poll, micro-quiz, or checklist to your current funnel. 
• Track how many new leads take the small step before hitting your main offer. 
Day 3: Storyselling with Micro-Stories 
Objective: Humanize your brand and deepen trust. 
• Pull a mini-story from your existing customer base or a personal win. 
• Post it as a quick video, email, or caption. 
• Tie it directly to a product you already sell. 
Day 4: Social Proof of the Underdog 
Objective: Show relatable progress, not just highlight reels. 
• Share an “early days” win or a small customer success. 
• Use it to remind your audience: growth is possible, even from small beginnings. 
• Position it alongside your current offer as the next step. 
Day 5: Brain-Sync Marketing 
Objective: Boost engagement without rewriting your whole funnel. 
• Add curiosity loops or cliffhangers to your current emails. 
• Example: “Tomorrow I’ll show you the one tweak that doubled my conversions…” 
• Measure engagement vs. your usual approach. 
Day 6: Content Stacking 
Objective: Multiply reach without creating new stuff. 
• Take one high-performing piece of content you already made. 
• Slice it into three micro-assets and spread across channels. 
• Drive all touchpoints back to your existing funnel. 
Day 7: Low-Friction Micro-Offers 
Objective: Capture more buyers with a smaller entry point. 
• Package a mini version of what you already sell (a $7 guide, a $15 template). 
• Offer it to cold leads or use it as a tripwire inside your funnel. 
• Upsell into your core product. 
📌 7-Day Checklist 
• Day 1: Test a reverse-psychology hook on an existing product. 
• Day 2: Add a micro-commitment to your funnel. 
• Day 3: Share a 150-word micro-story tied to your offer. 
• Day 4: Post an underdog-style win. 
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• Day 5: Send one cliffhanger email.  
• Day 6: Repurpose top content into 3 new assets. 
• Day 7: Launch a $5–$15 micro-offer that points to your main product. 
⚡  Pro Tips for Expansion 
1. Use these angles to amplify, not replace, your current funnel. 
2. Track improvements week over week—sometimes a single tweak boosts conversions 20–30%. 
3. Think leverage: every new post, story, or micro-offer feeds your bigger machine. 
The Payoff 
By the end of 7 days, you’ll have added intrigue, trust, reach, and extra revenue streams to your 

existing business. No new funnels from scratch, no shiny objects - just smarter plays layered onto what 
you’re already doing. 

This isn’t about building from zero. It’s about turning your current momentum into compounding 

growth. 
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