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Gabe Arnold is the founder and Chief Pencil Sharpener at CopywriterToday.net, a 
subscription based article writing service. 

Gabe's Writing Background  
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Gabe has an interesting story of how he came to be a freelance writer himself and go 
on to found CopywriterToday. Gabe was a late bloomer, he couldn’t read and write until 
he was around 8 years old. Once he started however, he had a passion for writing and 
journaled weekly. 

Although he wrote a lot, Gabe himself says he was, “a horrible, horrible writer.” It wasn’t 
until he was around 30 years old and wrote a story about a childhood friend who passed 
away at a young age that he finally let go of his “self-constraints” with his writing and 
started to enjoy his work. 

How the Idea for CopywriterToday Came About 

Gabe has always been self-employed since his teenage years. He started building 
websites and sold his first site for $3k when he was a teenager. At that moment he 
knew he enjoyed the tech side of things and wanted to pursue it. 

He had a construction company but was hit hard in the property downturn and went 
bankrupt for $1 million at just 23-24 years old. His passion for handling the marketing 
and tech-side of the company never dwindled however, and he went on to build more 
sites, mobile apps, and work in tech support. 

Over the next several years, Gabe said he built over 1000 websites. He kept hitting a 
wall when asking his clients for the basic content to launch the sites however. Gabe 
said, “The content on the site was the issue; they didn’t have the time or they hated 
writing.” 

The issue was that this would hold up payment too as he couldn’t finish the projects 
until the writing was complete. Discovering this as a pain point, Gabe started offering to 
write the content for the sites as well as building them from a tech standpoint, adding on 
a fee for the content and ensuring he could finish the projects quicker. 

Gabe also noticed that if he looked at the site 3 or 6 months later, the sites rarely had 
any new content on their blogs. This is when he had the idea for CopywriterToday. He 
noticed an opportunity to charge someone a small monthly fee to provide content on a 
subscription basis to keep fresh content being posted to their site. 

Frustrated at going from large project to project Gabe set himself a goal early in 2014. 
His goal that year was to, “create a product, then it will sell in my sleep and I can have 
reoccurring revenue.” 

Landing First Customers and Monthly Pricing 

Gabe offered his content subscription model to existing customers and started 
marketing it to new customers. His first pricing model was $79 per month for as many 
articles as the client wanted. This price was revised soon after but was certainly an offer 
that piqued interest. 



Gabe reached out to his contacts on LinkedIn. He had around 1-1.5k contacts, all of 
which he had never met in person. He started by sending them a friendly message 
asking them for feedback on his new idea. 

He received a reply rate of around 30%, a decent rate and a lot of interest for his 
service. Gabe puts this down to two factors: 

 If you reach out to people sincerely, they feel who you are and are more likely to 
reply. 

 LinkedIn messaging was different three years ago (Gabe expects it still works 
today, but with a lower response rate). 

One of Gabe’s first clients was Ryan Cote who was a member of the Side Hustle Nation 
Inner Circle Mastermind Group and featured on episode 34 of The Side Hustle Show 
talking about his SEO service business WPamplify. 

Ryan sang the praises of Gabe’s service and convinced some other people to sign up. 
Gabe called this a “goldmine” for him at the time, proving that contacts and word-of-
mouth can be very powerful when starting a business. At the time, Gabe was the only 
one writing for his business and made around $600 in his first month. 

Improving a Business Once It's Been Validated 

Gabe believes in proofing a business idea before putting in a lot of the work to make 
everything look nice. With a few clients signed up for his monthly subscription service 
Gabe “threw together a WordPress site”, used Wufoo to add forms, and added a page 
with a password for his clients to log in and add their article orders. 

He would be working 3-4 hours a night sometimes to turn around all the articles as fast 
as possible and started improving the site and his services at the same time. 

For the first 90 days, Gabe set the price at the $79 / month price point. He got this idea 
from WPcurve, which offers a subscription service for WordPress support. Although he 
was offering “unlimited” articles for this price, he did set a turnaround time for each 
article. At this time he was offering 400, 800, and 1,500 word articles. With 400 word 
articles having a 2-day turnaround, and longer articles taking a little longer. 

Gabe attributes the $79 for unlimited content offer as being a huge reason why he was 
able to attract so many customers. It allowed him to enter a market and gain traction, 
and he was able to raise prices on new customers later on. 

He raised prices every 6-months, changing the monthly subscription fee from $79 to 
$97, the $150, and it’s now $297. As far as competitors go, Gabe only knows of one 
company offering a similar subscription based content model and they charge $1,500 a 
month. 
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Expanding a Business without a Huge Marketing Budget 

Six months to a year before launching his business Gabe had connected with one of the 
founders of OpenTable on LinkedIn called Greg. Greg was kind enough to set some 
time aside to talk Gabe through the layout of launching a SAAS (software as a service) 
business model. 

Without a marketing budget to play with, Greg recommended Gabe use affiliate partners 
to scale up his business and attract new clients. While affiliates eat into your margins, 
they enable you to sign up customers at a much faster rate. 

Gabe hit a stumbling block at first, he was paying 50% to his affiliates if the client 
renewed into the second month. With a growing team to pay this was eating into his 
margin a little too much, so he ended up changing it to a lower monthly % for every 
month the client renewed. 

He also went back to LinkedIn and spread the word in one of their huge affiliate 
marketing groups to attract more affiliate partners. Gabe said this has been very 
successful in attracting new partners and clients. 

Another channel to attracting clients is direct outreach. Gabe has a few processes he 
says anyone can use. They are: 

 Approaching people on LinkedIn who own digital marketing agencies or SEO 
companies. He explains he has a team of US-based writers and asks if this 
service can be of value to them. 

 He also does Google searches for lists of companies in the industry he wants to 
serve, like “top SEO firms”, then contacts the companies directly through their 
site or by phone. 

 He joins Facebook or LinkedIn groups that he knows will have people in that can 
benefit from his services. He searches out any posts where people are asking for 
“help”, and sends them a message asking if his team can help by providing 
content.  

Hiring More Writers as a Business Grows 

As his business grew Gabe started taking on more writers. He has a process to ensure 
he is recruiting quality writers while still fulfilling the competitive rates. 

Gabe says there are “two customers in every business:” 

 The customer you sold the product to 

 Your team that needs the work 



He adds that as long as you’re selling to both groups you will be fine. By this, he means 
that he realized if he could offer regular work to writers and guarantee a decent weekly 
wage they were willing to lower their rates a little. 

With a growing client-base and the average client staying for 6 months, Gabe was able 
to balance the workload and guarantee his team of writers some stability. 

He has put together a thorough screening process that’s largely automated to hire new 
writers. Once someone lands on their do you love to write page, they are provided with 
all the article turnaround times and expectations. The applicant then watches a “how-to” 
video further explaining how the process works, then they are asked to submit two 
samples of their work. 

The samples are manually reviewed and if the work is up to standard the applicants are 
contacted in person. There is then a 3-hour training session to cover everything they 
need to know about working for CopywriterToday. Gabe says that 5-10% of applicants 
make it through to the end of the process. 

There is a flat-rate of $12 tagged to articles based on their expected turnaround time. 
Gabe says that some of his faster writers earn around $25-35 an hour. 

Gabe has set up a special offer for Side Hustle Show listeners. All you have to do is go 
to copywritertoday.net/sidehustle where you will find a 50% off offer and a couple of 
other bonuses.  

Gabe’s #1 Tip for Side Hustle Nation: 

“Validate your idea with real dollars as fast as you can.” 

More Info:  

 http://copywritertoday.net/sidehustle 
 http://www.sidehustlenation.com/205 

 
Until next time! 

-Nick 
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