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INTRODUCTION 

Note: If you’ve already read Volume 1, click here to skip the Intro and dive straight into the case 
studies. 

Earn Extra Cash 

This book (and this series) is for people who want or need to earn some extra money outside of 
their day jobs.  

Maybe you need a few extra dollars to make ends meet. Maybe you want to pay off debt. 
Maybe you want to save for a rainy day, or for your children’s education.  

Maybe you just want to treat yourself to a nice vacation or a new car without feeling guilty 
about it.  

Maybe you’re looking for a way out of the corporate world, an escape plan. That’s the ultimate 
financial freedom, right? 

That’s how I got started down this entrepreneurial path, and it’s been the best choice I ever 
made. 

You’re willing to work for it, because your future is worth working for. 

The challenge is time is limited, and you may not know where to start. There are a million and 
one ways to “make money online” and everyone wants to sell you their “proven system for 
Internet riches.” It’s hard to tell what’s a scam and what’s legit.  

Real-World Examples 

This book offers 10 real-world examples of how regular people just like you and me are earning 
side hustle income outside of traditional employment. Many have even turned these part-time 
ventures into full-time businesses, throwing off the shackles of their corporate overlords for 
good. 

And the cool thing is there are no special technical skills or prerequisites to get started with any 
of the ideas presented. Most don’t require any big scary upfront investment.  

You’ll learn a variety of different ways to begin earning job-free income, and you can pick and 
choose which ones sound most interesting and attainable to you.  

They may not be as sexy as The 4-Hour Workweek or as appealing as multiple streams of 
passive income, but I believe both of those are achievable over time with discipline and 
execution. 
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My Story 

After college, I did what you’re supposed to do: I got a job. 

The problem was almost immediately I found myself looking for a way out. It wasn’t that I 
hated the work or my coworkers, but it just wasn’t what I wanted to do with my life. The 
thought of spending my next 30 years there was terrifying. 

But even before that, I’d somehow been bitten by the entrepreneurial bug. I was the kid who 
sold baseball cards at the end of the driveway, sold candy at summer camp, and sold paint jobs 
during college. 

I loved seeing the direct impact of my efforts on the bottom line, which was something I 
definitely didn’t see in my first “real” job. 

So evenings and weekends I turned my attention online. I’d been dabbling with building 
rudimentary websites, learning online advertising channels, and even running my own small 
marketing campaigns for other company’s products to test the waters. 

And that’s what The Side Hustle Path is about; finding a low-risk way make more money. For 
me, I eventually invested in having a complex website built, but not until after I’d proven my 
concept on an ad budget that started at just $1 a day.  

The business was a footwear-only comparison shopping service that earned money by referring 
shoppers to Zappos, Amazon, and other online retailers. After 3 years of side-hustling nights 
and weekends, this was the vehicle that let me quit my corporate job.  

If you’re looking for a get-rich-quick-scheme or the secret to overnight success, you won’t find 
it here. But what you will find are 10 down-to-earth entrepreneurs who were once sitting in 
your same position. They felt the same fears and uncertainties, but took action anyway. 

Why Side Hustle? 

There are a ton of distinct benefits to using your non-work hours more productively. This is 
your chance to get excited and make something happen. 

Exercise your brain and explore your passions! 

It’s science: filling your days with meaningful activities is the path to long-term happiness.  

In his book Drive, Dan Pink describes how the trifecta of autonomy, mastery, and purpose 
impacts our satisfaction and motivation. I like to remember them with the acronym AMP, 
because it leads naturally to the question: 

Are you AMPed about your day job? 
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If not, let’s look for a side hustle that provides autonomy, mastery, and purpose. 

When you’re AMPed, you have the autonomy to direct your day-to-day life the way you see fit, 
the energy to pursue mastery in your field, industry, or discipline, and the intrinsic motivation 
that comes from working toward a purposeful goal. 

But even aside from getting AMPed, there are several other reasons you might consider The 
Side Hustle Path.  

1. Build Skills 

A small side project is the perfect place to learn and master new skills, because you have little 
risk of failure. 

For instance, your workplace may value technical skills when considering who to promote, but 
you may not always have the opportunity to hone and improve those skills on the job. 

Building a skillset outside of work proves your initiative to your boss, and those skills are also 
portable — meaning you can take them with you to your next job or use them on your side 
hustle. 

Some of the skills I’ve learned outside of my jobs include: 

 Contract negotiation 

 Pay-per-click marketing management and strategy 

 Search engine optimization 

 Email marketing 

 WordPress 

 Social media 

 Managing remote employees 

 Online videos 

 And more… 

In a large company, you may not get the chance to exercise your mind and learn new skills very 
often, which is why it’s so crucial to continue your education away from the office. 

In a side hustle, you’ll get to learn and experiment with new concepts and strategies in real 
time, and that real-life application can be extremely valuable. 

“Anyone who keeps learning stays young.” –Henry Ford 

2. Build Security 

Pam Slim, author of Escape from Cubicle Nation, calls your side hustle “career insurance,” and 
she’s 100% right. 
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If you rely solely on one source of income, you’re pretty much screwed when that source of 
income stops. That’s why so many people were hurt so badly during the Great Recession, and 
why there’s been such an increased interest in micro-businesses and entrepreneurship. 

In today’s world, there’s no such thing as job security.  

In investing, we’re told to maintain a diversified portfolio. Why? Because having all your eggs in 
one basket is inherently risky. 

The same is true with our income. 

It’s dangerous to rely on one company or one paycheck, no matter how lucrative it may be at 
the moment. 

And even if your side hustle makes very little or no money, who do you think is more attractive 
on the job market? The person who spent their spare time watching TV, or the person who 
spent their spare time learning and applying new skills in the real world? 

“Do not stop thinking of life as an adventure. You have no security unless you can live bravely, 
excitingly, imaginatively; unless you can choose a challenge instead of competence.”  –Eleanor 
Roosevelt 

3. Build Income 

The chance to supplement your income is what draws most people to side hustling. And that’s 
fine. 

But know this is no get-rich-quick-scheme. The secret to earning an income from your side 
hustle is to create real value for customers. 

And real value usually takes real work. 

This book will explore some of the impressive financial success stories that people just like you 
have had with their side businesses, and walk you through how they got it done. All around the 
world, entrepreneurs are being born and lives are being transformed. It’s an empowering 
moment when you earn that first dollar outside of your day job. 

The income I’m talking about is not instant-millionaire-stock-options-IPO kind of money, but 
rather a realistic and attainable profit that can fund your lifestyle on your own terms. 

4. Build Freedom 

Ultimately, side hustles are about freedom. 

If you can earn a living on the side from what you “do for a living,” you’re suddenly no longer 
tied to that job you hate. 
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And even if you like your job, odds are it takes up a lot of your time. Do you like it enough that 
there’s literally nothing else you’d rather be doing all day? 

If your side hustle is virtual, you’re suddenly no longer tied to the city where you live. You can 
work from anywhere! 

And even if you like where you live, wouldn’t it be nice to at least have the opportunity to go 
elsewhere to travel and explore? 

Yes, the pursuit of this sweet, sweet freedom is what The Side Hustle Path is all about. Who’s 
with me? 

You’re Not Alone 

In addition to the inspiring individuals featured in this book, I get emails every single week from 
readers who are following The Side Hustle Path and seeing incredible results. 

Zach is an IT instructor for the Army in Georgia who recently started selling private label 
products on Amazon (more on that side hustle later). While there was definitely some time and 
monetary investment upfront, he now often sees hundreds of dollars in sales a day, and is 
looking for expansion opportunities. 

When my friend Dave listed his Denver apartment on Airbnb, he was flooded with requests, 
turning previously idle space into an extra $1000 a month or more. Mark in Seattle reported 
similar results, and said the Airbnb income actually covers the cost of the office space for his 
startup. 

In New York, Alex began filming short online tutorial courses on business and marketing topics. 
He bundled them together by subject matter and began selling them on the online learning 
platform Udemy.com, earning anywhere from $500 to $1500 a month. 

A Free Facebook Community 

I’ve put together a free Facebook community for side hustlers. It’s a great place to ask 
questions, get feedback, and support others on this path. (You may even see a few familiar 
faces from this book in there!) 

Join here: 

https://www.facebook.com/groups/SideHustleNation 

Let’s Get Started 

https://www.facebook.com/groups/SideHustleNation
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I’m confident this book will give you some new ideas and perspectives, along with some 
strategies to take advantage of and explore more. That’s my promise here and in everything I 
do: to give you the tools to reach your financial goals.  

But I can’t do it for you.  

Let’s get started today on The Side Hustle Path and begin building a little more financial 

freedom and security into your life!  
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SECTION ONE: 
FREELANCING 

Freelancing is one of the fastest ways to see a side hustle income. In this role, you’re essentially 

an independent contractor, a “hired gun” for specific projects and assignments, either on a one-

off or a recurring basis. 

The freelance economy is huge; it makes up a third of the entire US workforce. And of the 53 

million freelancers in the US, 27% are side hustlers. 

The trend is on the rise as well, with the online jobs marketplace Elance.com reporting that the 

number of businesses hiring freelancers increased 46% in 2013.  

Freelancing is an attractive business because of the flexibility to work from anywhere and to set 

your own hours. Clients are hiring you to deliver a specific result, not to sit in your cubicle all 

day. 

In the online business world, freelancing sometimes feels like the red-headed stepchild because 

it isn’t a 4-Hour Workweek passive-income type of business. Yes, it takes real work, and you’re 

still trading hours for dollars in most cases, at least to start. 

But it also doesn’t require you to invest a bunch of money upfront, to build a website, or to 

create a product. For side hustlers looking for a quick way to bring in some extra cash, this is 

one of the best ways to get it done. 

I’ve done a little freelancing myself, primarily as an editor for self-published non-fiction authors. 

It’s work I enjoy because I always learn something new, and I can burn a few calories walking on 

my treadmill desk as I read and make my edits. Plus, it’s a great feeling to help new authors and 

get paid do to so.  

In this section, you’ll meet three entrepreneurs who started freelancing on the side, but 

eventually turned it into a full-time business. We’ll dive into how they came up with their 

service offerings, where they found their first clients, and how they’ve grown the business since 

then.  
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GIVE FIRST TO BUILD 
A FULL-TIME FREELANCING BUSINESS 

ABOUT CARRIE 

Carrie is the founder of CarefulCents.com. She’s a former small business accountant who paid 

off $14k of debt and made the leap from side hustler to full-time entrepreneur – specializing in 

freelance financial writing and editing.  

Getting Started as a Freelancer 

Carrie started side hustling out of necessity. Feeling the pressure of credit card and auto loan 

debt, she knew she needed to change her current financial status.  

With a background in financial writing, she thought a good place to start would be reaching out 

to banks she already used and other financial sites she read. Most people took her up on her 

offer to write for free and she met more companies at the Financial Blogger's Conference in 

2011.   

From there, she built up her portfolio, started charging clients, and built up her personal blog as 

well, which showcased her expertise and documented her journey into entrepreneurship.  

As Carrie says, "I am turning into my parents." (Who are both writers, so in this case, it is a good 

thing!) She never saw herself becoming a writer but realized it was in her blood and let it 

happen naturally.  

Wait, Work for Free? 

Carrie was looking to avoid the "jobs boards" and other freelance marketplaces and the time 

wasted browsing through them and bidding for work.  

She chose instead to build up her own portfolio bit by bit by contacting companies directly. 

Because she aimed high, the pressure was on to deliver excellent articles.  

This “give first” attitude actually served her well, as it gave her clients a risk-free way to sample 

her work and for Carrie to prove the value she would provide. 

Note: Carrie likes the ProBlogger Job Board but is not so hopeful about SimplyHired or 

Monster.com, where you have to scour the postings. She’s also never bid for work on freelance 

http://www.carefulcents.com/
http://jobs.problogger.net/
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marketplaces like Elance or oDesk, but sometimes finds team members there. If you do go that 

route, be sure to leverage the reviews and testimonials on your personal site to avoid a 

complete race to the bottom on price.  

Investing in Yourself 

Carrie made the bold move of going to the Financial Blogger's Conference (FinCon) before she 

had made any money in writing.  

She was friends with one of the organizers who pushed her to make the trip. It was a huge jump 

for her and now it's one of her favorite events every year, both for the educational content and 

the networking connections.  

Another investment Carrie made in herself was hiring a side hustle coach for over a year.  

Carrie's goals and aspirations for her writing business were getting pushed aside because of her 

9-5, but she was reluctant to drop her main job. She tried to negotiate fewer hours at her day 

job, but got an ultimatum and took the plunge to begin working for herself full-time.  

Transitioning to Paid Work 

Carrie admits she probably took too long to transition from free “portfolio-building” work to 

paid work.  

To turn the free clients to paid clients, she had to sell herself and mention the "high points" of 

her work, including the social shares the articles received and the extensive research that went 

into each post. Most companies reacted well, saw the value, and hired Carrie to continue 

writing for them as a paid contributor. Some even provided testimonials for her site.  

Identifying Your Unique Skills 

Because Carrie had specialized knowledge and past experience in small business accounting, 

taxes, and budgets, she targeted small businesses or companies that would want to create 

content about those subjects.  

Carrie's advice: "Target what skills you already have, so you can lean into that and get paid a 

little bit more." 

Whatever your unique area of expertise is, odds are there are companies looking for specialized 

help in that particular area. What pain can you solve for them? 

http://www.sidehustlenation.com/likes/elance
http://www.sidehustlenation.com/likes/odesk
http://finconexpo.com/
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Setting Your Prices 

This is something I was curious about, since freelance writing rates can vary from $5 an article 

to $50 an article or more. How do you position yourself in this market and compete against 

potentially much cheaper competition?  

Carrie explained that her “standard” rate is $150 per article (wow!), but that rates are 

customized for each client, based on their status (startup versus established company), the 

content required and the research time involved.  

The articles are generally 1000+ words and Carrie said she can typically create 2 in a day. 

Recurring Clients vs. One-Off Projects 

In most cases, Carrie’s clients are set up on a retainer contract for 1-4 articles per month, or 

other ongoing services like editing. I think it is a smart move to aim for recurring relationships 

so you’re not always having to go out and hustle for new business.  

These recurring clients are her bread and butter, and they make up the majority of her 

business. She likes to develop her voice and personal perspective inside one company, which 

makes their blog and content look better, and she can build a relationship with the readers over 

time.  

Writing for Big Sites 

Carrie leverages unpaid gigs with bigger sites like The Huffington Post for exposure, but 

balances those with paid work. In exchange for her writing there, she gets access to HuffPo’s 

massive audience of readers and can also slap an “as seen on” trust badge onto her site to build 

credibility with prospective customers.  

How Could I Get Started in Just an Hour a Day?  

Carrie advised to seek out a mentor you can work for, and get paid to learn. Carrie did this 

herself, and learned how to launch an online freelancing business.  

Since then, it's come full circle, and Carrie now has a mentee of her own learning the ropes and 

helping her with her business.  

Carrie’s #1 Tip for Side Hustlers 

"You are your most important asset, so put yourself first and invest in you. Make sure that self-



12 
 

care is the #1 priority, and everybody else will be cared for after that."  

More Info: 

● CarefulCents.com  

http://www.carefulcents.com/
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SELL WHAT YOU KNOW 
AND HUSTLE FOR CLIENTS 

ABOUT SEAN 

Sean Marshall runs a small online marketing company and blogs at FamilyRocketship.com. 

But what makes his story compelling is that even though his company serves “local” businesses, 

he can run his business from anywhere. In fact, when we spoke Sean was just wrapping up a 2-

year stay in Cozumel, Mexico, where he moved with his wife and three young daughters. 

Coming Up With a Killer Business Idea  

Sean was working in the corporate world, helping out with social media stuff, SEO stuff, and 

general online marketing stuff for his day job. 

It was around that time a series of formative events happened. 

First, he read The 4 Hour Workweek by Tim Ferriss and Crush It! by Gary Vaynerchuk. 

Next, people outside of work began asking for his help with online marketing. The lightbulb 

started to go off that these skills were in pretty high demand. 

As he started to freelance nights and weekends, he sensed his company knew his heart wasn’t 

in his day job any more, and they laid him off. 

Sean describes coming home from the office that day with his box of stuff and being pretty 

disheartened. It was his wife who turned it around; “You are NOT going to get another job,” she 

said. “That’s not getting us any closer to our dreams.” 

Wow! 

So what did he do instead? 

He decided to turn that fledgling freelance side hustle into a full-time one-stop local business 

marketing service operation. 

Hustling for Business 

http://familyrocketship.com/
http://www.amazon.com/gp/product/0061914177/ref=as_li_tl?ie=UTF8&camp=1789&creative=390957&creativeASIN=0061914177&linkCode=as2&tag=shnation-20&linkId=OYDAYBACEWSN6D7A
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When Sean was laid off, he had one $400 a month retainer client. He and his wife sold most of 

their stuff, began living a much leaner lifestyle, and made extended stops in Northern California 

and Seattle. 

Knowing these are not exactly low cost-of-living areas, I asked Sean why they chose those 

spots. He explained that those were the exact areas filled with his target customers – business 

owners who knew they needed to get active online, but didn’t have the know-how or 

manpower to do it themselves. 

Sean describes this period as “hustle for business in the morning, and hustle to deliver the work 

in the afternoons and evenings.” It was a grind, but he was building his own business, not 

working for anyone else. 

To find customers for his one-stop-shop online marketing service, he worked his personal 

network, attended chamber of commerce events, meetup groups, local events put on by the 

city, BNI groups, and other face-to-face meetings. 

Sean says that initial face-to-face trust helped close more sales than any slick marketing 

presentation or website ever could have. 

The service was a menu of freelance offerings ranging from social media management to 

website development to localized SEO. As Sean says, these customers just wanted ONE person 

they could call for anything related to their website or online presence. And through a variety 

of different service offerings and packages, Sean became that guy. 

Pricing and Recurring Revenue 

The packages began at $400 a month, and were wisely pitched as a recurring agreement. Sean 

didn’t have any long-term contracts, as everything was month-to-month, which he says actually 

worked to his advantage because he had to prove his value every 30 days and also work to 

attract customers who had a long-term vision for their business. 

He uses a 3-tiered pricing system to let clients choose their desired level of service, kind of like 

a small, medium, large menu strategy depending on the level of involvement, complexity, and 

execution time involved. 

Giving First 

Like Carrie, Sean says you should aim to GIVE your service away to prove your worth first, 

before ever asking for money. 
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That could be as simple as writing an article for their blog, doing a walkthrough of their current 

SEO strategy, or explaining the improvements you could make to their website. 

Along those lines, he also recommends reading Influence by Robert Cialdini, which I 

enthusiastically second. It’s one of my all-time faves. 

Moving to Mexico 

Sean and his wife knew they wanted to live abroad for a period of time, and had narrowed that 

down to “somewhere tropical.” 

Eventually they settled on Cozumel, Mexico, sight-unseen, because of its proximity to the US, 

amazing scuba diving, great food, and fun culture. 

I asked Sean about insurance and education for his girls, and he said both were far cheaper 

than in the US, and they are learning in Spanish in school which is a pretty cool bonus. 

He says they’ll probably be back in California eventually, but highly recommends the experience 

of living outside the country for a while. 

Starting Over? 

When I asked Sean if there was anything he’d do differently if he had to start over, he had two 

answers. 

First, to niche down quickly. He says he eventually found a good market in the home services 

industry, but being able to define WHO you service and HOW you help them from the onset is a 

big win. 

And second, he recommends building a team faster. Today he has staff (primarily in the 

Philippines) to help deliver the work for his clients, but at the beginning he did everything 

himself. 

He got his virtual assistants from Chris Ducker’s Virtual Staff Finder recruiting service. 

(Approximately $500 at press time to source you three assistants that meet your criteria.) 

Sean’s #1 Tip for Side Hustlers 

“Ask yourself, what are your values – what do you REALLY want?  

What can I create? 

http://www.amazon.com/gp/product/0688128165/ref=as_li_tl?ie=UTF8&camp=1789&creative=390957&creativeASIN=0688128165&linkCode=as2&tag=shnation-20&linkId=Q3S5EUHMRNDZGSRN
http://www.sidehustlenation.com/vsf
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And how do those align w/ a paying market?” 

More Info: 

● FamilyRocketship.com 

  

http://familyrocketship.com/
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START AND SCALE 
A FREELANCING BUSINESS 

ABOUT DAYNE 

Dayne Shuda runs GhostBlogWriters.com, a done-for-you blogging service that commands 

premium prices, and oversees a team of 20 part-time writers to deliver the work for clients 

around the country. 

But like most businesses along The Side Hustle Path, Ghost Blog Writers came from some pretty 

humble beginnings. In fact, Dayne started it as a side hustle with $0 upfront investment. 

Coming up with a Killer Business Idea 

In Dayne’s case, starting his writing business happened almost by accident. He’d begun a small 

personal blog but it was not monetized in any way. One day a friend approached him with an 

opportunity to blog for a business client of his. 

He had no professional writing experience and no experience in the skin care industry, which 

was the topic he would be tasked with covering on a weekly basis. 

It was kind of a lightbulb moment that despite all the amazing ideas coming out of Silicon Valley 

and elsewhere, sometimes solving the most basic needs for companies is what makes the most 

sense. 

What kind of “no-brainer” opportunities are right under your nose? Would you have had the 

courage to say “yes” to a task you’d never done before? 

And how about the courage to name a pretty premium price for your service? (Dayne said it 

actually helped that he didn’t do any research into what the “going rate” for blog writing was at 

the time.) 

He set his rate at $50 per article, sold on a weekly recurring basis. Love, love, love the 

“subscription” nature of his operation right from the very start! 

Hustling for Business 

http://www.sidehustlenation.com/episode93
http://www.sidehustlenation.com/episode93
http://ghostblogwriters.com/
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Next, Dayne turned to social media – specifically Twitter. You can keep an eye out for people 

tweeting about your service area or niche, and even use advanced search tools like Topsy.com 

to search for certain keywords or to look for tweets that include a question mark. 

Since these people are publicly asking a question and potentially looking for help, I think it’s fair 

game to start a conversation in a non-spammy way and see if you can help or at least point 

someone in the right direction. 

From there, Dayne looked at related jobs boards where his target customers were searching for 

ghost bloggers, such as the Problogger Job Board. 

There are probably similar jobs boards in whatever niche or industry you are looking to serve – 

and if not, there’s always Craigslist as well. 

These methods allowed Dayne to build up a solid base of clients and begin investing in his own 

content marketing and website. 

Notice how he didn’t go out and build the website straightaway before proving the business 

model? 

Practicing What You Preach 

In Dayne’s case, he was selling written content as his side hustle, so it would look pretty silly to 

prospective clients if he didn’t maintain a high quality blog himself.  

In fact, writing the Ghost Blog Writers blog was really important because it served the dual 

purpose of driving new business to his door, AND validating that content marketing works as a 

proven case study for would-be clients. 

Blogging for Dollars 

One of Dayne’s top tactics in blogging for new business was to get in the head of his target 

customers and answer the questions they might have. 

That led to posts about content marketing, WordPress management, blogging best practices, 

and even posts about specific companies he wanted to work with to see if that would get their 

attention. 

Example post ideas: 

“How much does a _____ charge?” (where blank is the service your provide) 

https://twitter.com/search-advanced
http://topsy.com/advanced-search
http://jobs.problogger.net/
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“How to hire a ______” 

“How much should you invest in ______?” 

“How to [your dream customer’s goal in hiring you]” (Get more visitors to your blog, for 

example) 

He recommends checking the question and answer site Quora.com for inspiration; just search 

keywords related to your industry and see what kinds of questions people are asking. 

Quitting the J-O-B 

Dayne decided to give his notice at work when the business was earning around $2k per month. 

While it hadn’t quite replaced his day job income yet, he had a proven model of success and 

saw how with an extra 40-50 hours free per week he could grow it to his day job salary level 

and beyond. 

From Freelancer to Agency 

Dayne made the smart move early on by calling his business Ghost Blog Writers, NOT Dayne’s 

Amazing Writing Service. By doing so, and focusing on the deliverable instead of HIS unique skill 

in writing blog posts, he has been able to slowly remove himself from the production side of the 

business. 

Today he works with a team of 20 part-time writers to fill client orders, and focuses his time on 

onboarding new customers and setting them up with a great writer for their needs. 

When I asked him what he’d do differently if he was starting over, he said he would have 

started delegating work earlier. Dayne hustled and did all the writing himself at the beginning 

before finally adding a team member to lighten the load, and then ultimately delegating all the 

writing to his staff. 

Dayne’s #1 Tip for Side Hustlers 

“Think how BIG could this be 5-10 years from now? That will dictate your strategy and decisions 

today.” 

More Info: 

● GhostBlogWriters.com 

http://www.ghostblogwriters.com/
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SECTION TWO: 
CONSULTING AND COACHING 

Like freelancing, consulting and coaching are another pair of side hustles with a relatively low 

barrier to entry and perhaps an even higher upside potential.  

The most sought-after consultants and coaches in the world command hundreds of dollars an 

hour for their services, and many of them started part-time.  

On the consulting side, businesses hire you to provide some unique skill or expertise, or for an 

outside perspective on their internal systems and processes. In some cases, the consultant 

doesn’t even actually “deliver” any work; they just observe, analyze, and make 

recommendations.  

I remember one consultant I worked with in one of my old jobs. He had a $1000 retainer 

contract to analyze the company’s search engine optimization every few months and make 

recommendations. Then it was on us to actually implement the suggestions! 

If we were his first or only client, it was a business that very well could have been a side hustle. 

And on the coaching side, you’ll provide some skillful guidance for individuals, asking pointed 

questions and holding them accountable to their goals. I see consulting as more geared toward 

businesses and organizations, while coaching is more focused on individual clients and perhaps 

solo-entrepreneurs who want more out of their life. 

I think a common misconception about coaching is that you have to have all the answers or be 

“better” than your clients. But consider this: Phil Jackson wasn’t a better basketball player than 

Michael Jordan, and Bob Bowman wasn’t a faster swimmer than Michael Phelps. What made 

them great coaches was their ability to untap the innate potential in their “clients.” 

They created the systems and processes to best utilize the inherent skills and strengths of their 

athletes, and that’s essentially what non-sports coaches do as well. It can be very rewarding 

work, both emotionally and financially. 

In this section, you’ll meet Kai, a successful marketing consultant, and Corrina, a full-time 

business coach. We’ll explore how they started their practice, how they found their first 

customers, and how they set their rates.  
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FIND CONSULTING CLIENTS 
THAT PAY 

ABOUT KAI  

Kai Davis is one of those people that I turn to when I am looking for advice, and our 
conversations always provide some really important and valuable clarity for me, as well as some 
actionable next steps.  

He runs EugeneSEO.net, a consulting business that helps his clients get found online and make 
more sales.  

Why Be a Consultant? 

Consulting has several benefits according to Kai. Among the top ones: 

Being your own boss +  
Setting your own rates +  
Choosing what you work on  
= The business of your dreams.  

He started with 1 or 2 clients as a side hustle, and grew it into the full time gig it is today.  

How Do I Figure Out What to Consult On? 

Kai says there are 2 approaches to answer that question: 

1) Ask yourself the following questions:  

What skill do I have?  

What problems can it solve?  

Who do I know that has one of these problems, and would want to buy this skill?  

2) *Kai's Preferred Method* Answer the last question first: What group of people do I want to 
serve?  

For example, "Help real estate agents get found online."  

● What recurring problem do they have in their business?  

● What's costing them money or preventing more profit?  

http://eugeneseo.net/
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● What skill do I have or can I learn that solves that problem?  

● How do I become enough of an expert to solve that problem for them? 

To get your first clients, go where they are. Get out of your peer group. Talk to people, find out 
about their problems, and introduce yourself as a consultant. This can also be done in the 
online world by embedding yourself in the forums, blogs, and Facebook groups your dream 
clients read and participate in.  

The Tool-Based Approach 

One “hack” Kai shared is to think of the software or tools your target customers might already 
be using. 

What type of tools do they use and where are those support forums?  

Example: Your target customer may struggle with SEO and be using a particular software to 
help them. But they still may struggle with that software, so you could find the associated 
support forums, learn that software back-to-front, engage in conversations, and offer your help 
and services.  

If you go after people already using support tools, you can tell they are already spending time 
and money investing in their business.  

Kai says there are two types of business owners:  

1. The first group understands the need to invest and grow their business. 

2. The second group doesn't spend money and doesn't understand.  

Spending time on the second group of business owners just wastes your time.  

Knowing How Much to Charge 

Don't wait for someone to give you permission to get started. Kai recommends picking a price 
at $100 an hour or more, getting out there, and starting conversations with potential 
customers. As long as you can justify your value and the return on investment to a decision 
maker, you’ll be in good shape. 

Kai explains: 

“How don't you know you're worth that much unless you get out there and try? Many people 
stepping from employee to consultant, think like employees and not like business owners. 
Business owners are willing to step up and weigh value with a higher cost. This is business-to-
business consulting, not a commodity service industry.”  
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Getting Paid for What He Used To Do For Free 

Kai also explained a new strategy of his called Roadmapping Sessions. Previously, he would 
meet with prospective clients, assess their needs, and draft a report and a proposal on how 
they could work together.  

He didn’t charge for these meetings because he considered them part of the sales process. Now 
these “Roadmapping Sessions” come with a price tag of several hundred dollars, and have a 
similar acceptance rate as the original free meetings. 

What changed?  

Confidence and positioning. Instead of a free initial needs assessment consultation, Kai is doing 
roughly the same work but now getting paid for it by changing the value equation in his favor.  

He describes how this works with clients as a moving through the problem, identifying the 
quickest way to move from the problem to a desired solution, and advising different paths with 
concrete, deliverable outcomes.  

He gives clients his written report at the end of the session for them to keep. This is helpful as 
they move forward because they can track the positive movement during the process, which 
makes selling your services much easier.  

Plus, they’ve already opened their wallets so you’ve validated their willingness to spend money 
with you right away. 

Hourly or Project Fees? 

Kai says the best option for pricing is to get your clients on a monthly retainer, moving towards 
certain objectives. This is similar to how Dayne and Carrie operate in the previous section on 
freelancing, offering a set number of blog posts per month for flat fee.  

Before agreeing on a monthly retainer though, Kai often sells his consulting on a project rate or 
a day rate.  

He advises against hourly fees to avoid fighting over discrepancies. Focus on the value of the 
deliverable, not the price of the time.  

“Are you selling your time or are you selling results?”  

Kai’s Strategy for Getting Retainer Clients 

For income stability, the best type of client is the one with a recurring problem you can solve.  

Kai recommends creating a specialized goal such as "10 recurring clients this year" and then 
working backwards to hone your service offering and your marketing until you make your goal. 
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Creating a Team 

Kai recommends focusing on selling a service or product, NOT on selling yourself as a guru, 
similar to Dayne and his blog-writing business. Doing so is a trap many freelancers fall into, and 
then they’re stuck doing all the work themselves.  

Instead, by focusing on the deliverables, it won’t matter to your client who is physically doing 
the work, as long as the results remain excellent. 

Fearlessly Raising your Prices 

There's always the fear of losing all your clients by upping your prices, but until you test it, you'll 
never know.  

Remember there's always room for negotiation! If you pitch $100 per hour and they don't bite, 
you can adjust to something they will accept – and you’ve anchored the value at a higher price 
point.  

Often, the type of client improves when the price improves. Kai explains that those who can 
invest more understand how consulting works on a different level. 

Kai’s Hour-a-Day Action Plan 

I asked Kai how he would get a new consulting business off the ground if he only had an hour a 
day to work on it. I was impressed with the level of detail in his response: 

Days 1-3: Spend the 1st couple hours identifying WHO you want to work with. 

Days 4-8: Get 4 interview meetings with business owners in your community in that industry.  

Try this door-opening line: "I'm a consultant who wants to learn more about your industry; this 
is not a sales pitch." 

Days 9-12: Craft a service that addresses the pains you identified in the interviews. 

Days 13-20: Call other business owners in that industry and say, "I am a service provider that 
offers X. Is this a pain that you have as a business owner?"  

Now you have validated people you want to work with, the problems they have, and their 
willingness to pay.  

Kai’s #1 Tip for Side Hustlers 

“Pick an income target or goal and go for it!” 

More Info: 
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● KaiDavis.com 

  

http://kaidavis.com/
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REVERSE ENGINEER 
YOUR COACHING BUSINESS  

ABOUT CORRINA 

Corrina Gordon-Barnes is a sought-after coach and mentor in the UK and elsewhere, and I had 
the chance to sit down with her and chat about exactly how she built her business from the 
ground up. 

An Accidental Entrepreneur 

“I had such a low tolerance for jobs that didn’t feed my soul,” Corrina explained. 

Corrina didn’t follow The Side Hustle Path; she quit her job without any sort of backup plan, 
trusting she would find a way to earn money and support herself. Sure enough, within a few 
weeks, she was getting paid to tutor kids in English. 

She explains that when you quit things that aren’t working, you open a new world of 
opportunity and creative thought. I tend to agree with that in the sense that if you suddenly 
find yourself with an extra 40-50 hours a week, I imagine you too could come up with some way 
to earn extra cash and pay the rent. 

But at the same time, jumping off that cliff into the unknown is a pretty scary proposition!  

Repeat Business 

Corrina’s quality of service led to her tutoring clients engaging her in a repeating, ongoing 
relationship. This saved the trouble of having to constantly be on the hunt for new business, 
and gave some stability and predictability to her monthly income. 

From One-to-One to One-to-Many 

Corrina began to transition from a one-to-one client relationship to a one-to-many client 
relationship, holding group workshops for both tutoring and drama instruction. 

For any one-to-one service, this is a logical progression. Instead of private ski lessons, you can 
hold a group class; instead of personal training at the gym, you can work with a group of clients; 
instead of mentoring one student on the violin, you can assemble a mini orchestra and hold a 
group session. 

Becoming a Certified Coach 

http://youinspireme.co.uk/
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Throughout her tutoring and drama workshops, Corrina discovered what really lit her up was 
helping the kids discover who they were and empowering them to make the big decisions in 
their lives. 

As someone who worked with a life coach herself, she decided to pursue coaching as the next 
stage of her career, rather than just teaching. 

The Coaches Training Institute (CTI) was a 6 month in-person training program in London, 
meeting once weekly, followed by another 6 months of virtual meetings with mentors and role-
playing calls. 

The certification cost around $10,000, which was not a small investment by any means.  

Her First Coaching Clients 

The interesting thing is that Corrina was landing business before even completing the 
certification. Having that 3rd-party badge of approval was important for her own education and 
comfort level, but not something that clients were necessarily looking for. 

After just one week of CTI training, her friend insisted on becoming Corrina’s first paying client, 
even demanding to pay her when Corrina balked at the idea. They began at a special training 
rate, with the understanding that Corrina was still “practicing” as a coach. 

I think taking work for a discounted rate can be a valuable portfolio-building tactic. When my 
wife and her partner first started their photography side hustle, they set their rates very low 
because they had no professional portfolio yet. 

Then, as their experience and client-base grew, their rates increased. One thing I think is 
important is to let clients know why you’re so inexpensive – that you’re just starting out and 
need to build a base of practice and testimonials; otherwise the value perception may suffer.  

Overcoming Objections 

One question I had was why anyone would hire a 25 year old “life coach.” What experience or 
wisdom could they possibly have?  

Corrina explained that coaching is more about asking the right questions and holding your 
clients accountable than telling people exactly what needs to be done.  

“When you’re doing general life coaching, you really don’t have answers.” 

You have to trust that the clients will have the answers if someone only asked them the right 
questions. 

Selecting a “Coaching” Niche 

http://www.thecoaches.com/
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Today, Corrina specializes in marketing coaching and online visibility, rather than being a 
“general life coach.” I think that’s a smart move, because if you try to be everything to 
everyone, you’ll likely end up being nobody to no one. 

For instance, I tend to focus on side hustle coaching rather than all-around business coaching. It 
helps me identify my target customers and helps my target customers identify me as THE go-to 
person for their needs. 

Why Most Coaches Don’t Make a Living From Coaching 

Corrina says most coaches fail on the marketing side, and therefore can’t fill up their coaching 
schedule.  

To educate herself on marketing, Corrina subscribed to dozens of newsletters on the topics of 
email marketing, copywriting, sales funnels, conversion rates, content creation, and more. 

Blogging as Viral Marketing Engine 

Although Corrina began with a very small client base, she used blogging and email early on to 
help spread her message. With each post, she would send a note to her customers and ask 
them to send it on to someone else who might benefit from it.  

And since these readers were already highly engaged with her content and had received some 
value from her already, they were happy to spread the word. Many people will start a blog but 
then skip the critical step Corrina did when asking for help in expanding her reach. 

The funnel flowed from the blog to the newsletter into paying clients, and it grew from there. 

One “trick” in checking the relevance of her content was interviewing members of her tribe. 
Corrina would feature a reader of her blog or a member of her community, and it worked really 
well because the challenges and struggles of one reader were also experienced by many other 
readers. 

It made people feel more engaged, more connected, and like Corrina really understood and 
empathized with what they were going through and how to help them. 

She went on to offer specific suggestions at the end of each post like “here’s how other clients 
have overcome this,” or “this is how I’ve overcome this.”  

Then, there was a direct call-to-action to get in touch or join a group coaching session. 

What Are You Selling? 

“If you don’t know what you’re selling, your blogging is not going to lead to clients.” 

Corrina reverse engineers her blog posts to:  
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1. Identify a common problem her target customers are faced with. 

2. Empathize with that problem. 

3. Describe why it’s important to overcome that problem. 

4. Offer some concrete suggestions on how to overcome that problem. 

5. Present a paid resource for more help in overcoming that problem. (For example, her 
Blogging for Clients course) 

Rather than epic 2000+ word posts, Corrina recommends holding a little back and keeping your 
posts to a more digestible 500-700 word length. 

Directing People to Group Courses 

The group courses are more efficient than one-on-one, more in-depth, and more affordable. 
(Corrina’s rate for personal coaching has risen from $40 starting out to approximately $400 per 
hour today.) 

Customers get the benefit of interacting with each other in a tight-knit community as well. 

When to Raise Your Price 

Corrina says to follow your gut when it comes to pricing. In her case, she gave herself a “raise” 
whenever she felt clients weren’t paying enough for her time. 

The Structure of the Courses 

One of Corrina’s courses uses audio modules with transcripts that drip out once a week for 10 
weeks. There are homework assignments and actions that students need to take each week. 

Students share their answers in the group forum and collect feedback from each other. 

I was happy to hear that the material was primarily audio, because I assumed she had highly-
polished professionally-done videos that naturally would be much more time-consuming and 
expensive to create. 

Coaching → Course → Book 

The material in Corrina’s group course is the result from dozens and dozens of individual 
coaching calls, and the common questions that came up time after time. 

After creating the modules for her course, she would turn that section into a chapter of her 
book, Turn Your Passion to Profit. The book will allow her to reach an even wider audience at a 
even lower price point. 

http://youinspireme.co.uk/blog-for-clients/
http://youinspireme.co.uk/support-and-resources/passion-to-profit-book/
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Starting a Coaching Business in an Hour a Day? 

I asked Corrina how she would start a fresh coaching business if she only had an hour a day to 
get it done. She said she’d split her time between two areas: 

1. Researching – Finding out about her target market, their struggles, their challenges, and how 
to reach them. 

2. Blogging – Creating content specifically for that target market.  

Corrina’s #1 Tip for Side Hustlers  

“Be alert to overwhelm. Overwhelm is a choice.” 

More Info: 

● YouInspireMe.co.uk 

 

  

http://youinspireme.co.uk/
http://youinspireme.co.uk/
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SECTION THREE: 
SOFTWARE 

Software is the holy grail of side businesses because you can build it once and sell it to a 

worldwide audience. Naturally, when your incremental cost is zero, you have some enviable 

profit margins! 

This business encompasses a wide range of possibilities, including WordPress plugins, 

smartphone apps, desktop software, and web applications. If you’re anything like me, you’re 

probably running different software programs all day every day, without even really thinking 

about it. 

And that’s a sign of a well-designed product; something that helps streamline my day or makes 

my work easier.  

Could you create something that solves a problem for people in your industry? Or something 

that capitalizes on a trend? 

For example, my friend Benny made a daily photo-capture app after noticing a trend toward 

online. The Photo365 app was a huge hit and earned $30,000 in its first month. 

With a more business-oriented focus, Michael Dunlop sold more than $1 million worth of his 

Popup Domination WordPress plugin that helped bloggers and website owners capture email 

addresses from their visitors.  

But software is not without its own challenges and risks. Perhaps the biggest hurdle is in 

physically (or digitally?) creating the product, especially if you don’t have the technical know-

how to do it yourself. 

There are a variety of different use cases, hardware devices, integrations, and operating 

systems to test. And the moment some external element changes or updates, you may be 

forced to invest more in updating your product as well – only with the not-so-pleasant chorus 

of unhappy customers in your ears. 

In this section, we’ll take a look at two different software entrepreneurs to see how they came 

up with their ideas, how they validated the market, how they built the software itself, and 

ultimately how they sold it. 

  



32 
 

VALIDATE AND LAUNCH 
YOUR SOFTWARE PRODUCT 

ABOUT SPENCER 

Spencer Haws runs the popular NichePursuits.com blog and his Long Tail Pro software powers 
the keyword research efforts for thousands of customers and online business builders. 

Why Software? 

Software, as mentioned above, is an attractive business because it’s something you can 
theoretically build once and sell it over and over again. The “cost” of producing an extra copy to 
sell is essentially zero. 

In that sense, it’s like an ebook, an online course, or even a podcast episode. 

But like Spencer explains, a software product is never really “done.” There are always going to 
be updates and bug fixes and improvements that have to be made.  

I can attest to that as well. The original version of my shoe shopping affiliate site cost around 
$10,000 to develop, but I invested probably another 6 figures over the years on top of that for 
several rounds of improvements and upgrades. 

Developing Long Tail Pro 

Spencer had the idea for Long Tail Pro because he was neck deep in keyword research for niche 
sites all day long. Unhappy with the existing solutions that were out there, he decided to build 
his own. 

But since he didn’t have the skills needed to complete the project, he had to hire someone to 
do it. He went to Freelancer.com and put the project up for bid. The original development cost 
was $3000. 

It was a lean startup model – the software wasn’t pretty but it was functional, and it was 
shipped. 

But it wasn’t all rainbows and unicorns… 

An Audience to Sell To? 

Spencer explained he had a small blog following with perhaps 1000 people on his email list. 

http://www.sidehustlenation.com/episode70
http://www.sidehustlenation.com/episode70
http://www.nichepursuits.com/
http://www.sidehustlenation.com/ltp
http://www.sidehustlenation.com/passive-income-udemy/
http://www.sidehustlenation.com/blogging-vs-podcasting-1-year-case-study/
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He sent out an email offer explaining what he’d built and how it would help them, and offered a 
special introductory price for his subscribers. 

He also posted a classified ad on WarriorForum.com (a Warrior Special Offer), announcing the 
launch of the product. Since many WarriorForum members were actively building niche sites 
and doing keyword research, it was the perfect place to reach his target customer. 

The introductory price was a one-time $37 or $47 purchase, compared with the $97 Long Tail 
Pro sells happening today. 

This may be a special use case because he was deeply entrenched in the market and was a 
perfect user of the software himself. That helped him know exactly what his fellow niche site 
builders would be looking for and what they would find valuable. 

On the flip side, no matter what market you’re in, knowing your customers better than they 
know themselves puts you in a great position to sell a super-helpful solution. 

Spencer explained he broke even on his initial $3k investment within the first month, but it 
wasn’t all rainbows and unicorns… 

A Google Update 

Soon after launching the product, Google made some updates that impacted how Long Tail Pro 
worked. 

When Spencer went back to the developer and asked for the source code so he could have 
someone else make the necessary upgrades, the developer from Freelancer.com held the code 
hostage. 

He asked for a $15,000 ransom just to release the code to Spencer, which wouldn’t have 
included any additional work required to fix the issues. 

Note: When hiring freelancers on any online platform, make sure to specify your expectations 
and ownership of the resulting product! 

Customers were breathing down his neck and he had to make the difficult solution to pay the 
ransom or cut ties and start over from scratch. 

Spencer decided not to give into this shady operator’s demands and found a new developer on 
Elance.com, someone based in the US with a strong understanding of how to get the job done 
right. 

Note: There are protections in place for this exact situation with each freelance marketplace, 
but Spencer calculated the time and headache involved to dispute the project, and did not think 
it would be worth going through the arbitration process. 

http://www.warriorforum.com/
http://www.warriorforum.com/warrior-special-offers/
http://www.sidehustlenation.com/likes/elance
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They talked on the phone several times before moving forward to make sure the project was a 
good fit. 

The total for the new developer was over $15,000, but it was worth it. 

The funny thing is, Spencer says that if the original quote had been for $15k, Long Tail Pro might 
never have been built! 

But since he’d seen some positive market acceptance with the original version, he decided to 
go ahead and invest the $15k+ in version 2.0. 

Selling Shovels in a Gold Rush 

My friend Dave Schneider over at SelfMadeBusinessman.com published an article about How to 
Sell Shovels in a Gold Rush, making the observation that in any “gold rush,” it’s often the 
supporting businesses that have an easier time or a more predictable path to success than the 
ones actually mining for gold. 

He cites building niche sites as a “gold rush” and offers Long Tail Pro as an example of “selling 
shovels.”  

The point of this is to think about other gold rushes that are going on right now. Podcasting? 
App development? Kindle publishing? Blogging? Adventure races? Gluten-free food? CrossFit? 

What “shovels” could you create to sell into those markets? Could you make software to 
support those industries or their participants? 

Building Vylo.org 

Vylo is Spencer’s latest software project, a web-based voice chat for gamers. It allows online 
gamers to speak to each other in small groups by simply sharing a URL. 

There is no software to install and just operates within a browser tab. 

Validating the Idea on Reddit 

Perrin (Spencer’s partner on Vylo) went to the League of Legends (a popular online game) 
subreddit forum and posed the question: “Hey we’re thinking of building this software. It will 
do x, y, and z, and there will be at least a free version. Is this something you would be 
interested in?” 

Note: Perrin was “semi-active” in the forum prior to posting this. That way, he was at least a 
recognizable member of the community and not a total stranger. 

Here’s a link to the actual thread. Take a note of the humility and community-oriented 
message. 

http://www.selfmadebusinessman.com/2014/07/13/sell-shovels-gold-rush/
http://www.selfmadebusinessman.com/2014/07/13/sell-shovels-gold-rush/
http://vylo.org/
http://www.reddit.com/r/leagueoflegends/comments/1jcs28/our_idea_for_a_better_way_to_voice_chat/
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He created a 90-second explainer video about what the software would do using 
PowToon.com, and put up a simple landing page to collect emails. 

Here’s a link to the actual video. 

In 2 weeks, he’d collected 6000 emails from the exact customers he was trying to reach with 
this software idea. 

Seeing that kind of market validation, Spencer agreed to invest in developing the Vylo software. 

Note: The name has no meaning; it was just an available/brandable 4-letter domain. 

The initial development cost was approximately $7000. 

This time, instead of going out to one of the freelance platforms, they hired a developer they 
had worked with before who came on a personal referral. 

The Freemium Model 

The free version of Vylo allows for up to 5 members in a room, and is a low barrier of entry way 
to introduce people to the product. 

When we spoke, Vylo had generated around 1000 users but fewer than 50 premium 
subscribers.  

Premium Features ($5/month): 

 No ads 

 A dedicated URL 

 Larger capacity 

 Ability to kick people out 

A Tipping Point? 

Because the product is somewhat viral in nature, in that users have to share their URL to have 
others join their chat room, Spencer believes there is a tipping point that will accelerate the 
growth of the user base. Whether that’s 5000 or 10,000 users or more, it remains to be seen. 

B2B vs. B2C Software Sales 

One of the challenges with the gaming market is that there is no easily quantifiable ROI for the 
end user. If they use Vylo and they win the game, there’s generally not any reward other than 
pride and self-esteem. 

In contrast, with Long Tail Pro, there’s a very clear ROI and a huge time-saving factor that users 
can see from implementing the software. 

http://www.powtoon.com/
https://www.youtube.com/watch?v=69zDjmS3jpo
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However, the competition in the gaming voice chat market has proved that there is money to 
be made there.  

Points of Differentiation 

● A free version (where competitors are charging right out of the gate). 

● Nothing to download (Vylo just runs in your browser). 

Embrace the Learning Curve 

“Niche sites can get you to a certain level, but software can get you to a retirement level.” 

For Spencer, entering the software market was a logical progression to solve a need he saw. In 
both cases, he or his partner had an intimate understanding of the pains each group of 
customers faced, and devised a solution to address those. 

As with any business, software comes with its own unique challenges but the upside can be 
very rewarding both in terms of income and impact. 

Making the Most of Limited Time 

When I asked Spencer what he thought has contributed the most to his software success so far, 
he cites content marketing on his blog and podcast. 

Spencer’s #1 Tip for Side Hustlers 

“Try to be original and be yourself.” 

More info: 

● NichePursuits.com 

● Long Tail Pro 

● Vylo 

  

http://www.nichepursuits.com/
http://www.sidehustlenation.com/ltp
http://vylo.org/
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PARTNER YOUR WAY 
TO SOFTWARE SUCCESS 

ABOUT JON 

Jon Nastor is lifelong side-hustler, the co-founder of VelocityPage.com, a pain-free webpage 

building tool for WordPress that’s grown to hundreds of users. 

Coming Up With Software Ideas 

I started out by asking Jon how he comes up with software ideas, because I feel like that’s the 

biggest issue for me and many other people. If I just had the killer idea, I’m sure I could build 

and sell it!  

Jon advised not to discount your own ideas, and the challenges that surround your daily or 

weekly tasks. If you have the pain point, someone else probably does too. 

When I try this exercise of going through my day as I normally would, but giving a conscious 

thought to the dozens of areas that might be improved or eliminated with certain software 

solutions, I can come up with a pretty decent list of ideas in no time. 

Jon says started VelocityPage out of frustration, when he hit the wall on a website project and 

couldn’t figure out how to make some seemingly simple changes. He realized he couldn’t be the 

only one struggling to build webpages easily.  

He says, “Scratch your own itch” and figure out how to solve your own problem, then sell it to 

others. It’s a very similar origin story to Long Tail Pro from the previous chapter. 

In the case of VelocityPages, Jon noticed there were dozens of other WordPress “landing page” 

builder plugins and software solutions out there. But instead of getting discouraged in the face 

of that competition, Jon recognized that all those other sellers had validated the market for 

him, so he wasn’t going into a brand new market 100% cold trying to sell something completely 

new and foreign. 

In that sense, competition can actually be a good sign because it means consumers are already 

aware of solutions. 

The Non-Technical Software Founder 

http://www.sidehustlenation.com/episode90
http://www.sidehustlenation.com/episode90
http://www.sidehustlenation.com/velocitypage
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Since Jon is not a coder or a programmer, I was curious what next steps he took in making his 

idea a reality. 

Jon says he wrote a 5-sentence description of the business idea, which is definitely NOT to the 

level of detail I’d expect when hiring an outsourcer. In fact, I’ve been burned pretty badly even 

after writing a 16-page specification document. 

He wanted to enter the WordPress market with authority and credibility, so he started reaching 

out to WordPress leadership on Twitter. Since it’s an open source platform, they carry very few 

actual employees, and Jon was able to start a conversation with one of the freelance 

consultants who served as a senior developer of WordPress.  

The developer, Mark, saw the equity opportunity in VelocityPage and jumped in.  

I think this is the stage where you really have to play up the market and your ability to sell the 

resulting software product, because code-for-equity only works if the company actually ends up 

being a success. Otherwise the developer just poured their blood, sweat, and tears into a 

product for free that no one will ever see. 

How to Protect Your Idea 

I asked Jon what was to stop Mark from stealing his idea and running with it on his own.  

To my surprise, Jon said, “Nothing.” But he went on to explain that ideas are worthless if not 

acted upon, so he’s not afraid to voice the idea to others and share it with others to potentially 

get support.  

When I was hiring my first virtual assistant, this was a big challenge for me to overcome. I was 

afraid they were going to steal my ideas or processes or business and I’d be screwed. (I’ve since 

come around to the notion that my ideas probably aren’t that great and that people really 

aren’t out to steal them.)  

He added that if you’re really worried about protecting your idea, you can ask people to sign a 

non-disclosure agreement, but that they’re almost seen as a joke in the software world. 

Code for Equity? 

One of the biggest challenges among potential software entrepreneurs is the upfront 

investment required to get their product built. Like I mentioned, I spent around $10,000 for the 

initial version of my footwear website, and Spencer spent $3000 on Long Tail Pro and roughly 

$7000 on Vylo. 
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But if I was short on cash or bootstrapping, could I have convinced my programming team to 

accept an equity deal?  

It seems like a BIG risk for them upfront, to work for little or no money on the promise that you 

can sell the finished product. 

In Jon’s case, his partner’s hourly rate was $500+, not something that was in the realm of 

affordability. Instead, he pitched the equity deal because he knew the guy was smart and would  

rather be in business with him than work for him.  

Jon must have done an awesome job selling him on the long-term potential for the business. 

He says he would never try to find an equity partner on a place like Elance, for trust issues.  

Jon deliberately started at “the top of the house” when it came to WordPress developers. It’s 

something most people never even think to do; Mark said no one had ever asked him before. 

My Software Idea 

After the Podcast Movement conference, one of the ideas I was jazzed up about was something 

I called “The Um-liminator” – a software tool that would help podcasters remove “ums” from 

their audio tracks to make them and their guests sound smarter. 

To follow Jon’s formula, I could reach out the top-levels of Audacity, which is an open-source 

audio-editing tool that many podcasters use, and see if they would be interested in an equity 

deal to help build this. 

The First Customers 

Jon’s first customers for VelocityPage came from 1 tweet late at night from Mark’s Twitter 

account.  

I said that’s kind of weak because not everyone will have a “celebrity” partner. Jon’s response? 

“Then you partnered with the wrong person.” 

Marketing 

“You shouldn’t create a product unless you know exactly how you’re gonna sell it.” 
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Jon says you can’t sell directly through a sales page anymore, so instead you need good content 

to introduce your product to your audience, and he regrets not doing content marketing earlier. 

  

We gave the examples of WP Curve and LeadPages doing this exceptionally well to sell their 

service and software. 

Guest posting is really important as well, but does not have an immediate return. Same story 

with podcasting, Jon adds. (He hosts a top-rated show called Hack the Entrepreneur).  

Another growth channel is affiliate partnerships. In Jon’s words: “having affiliates promote the 

crap out of your stuff.” Since each software license has very little incremental cost, 

VelocityPage can make lucrative deals with relevant affiliates. 

VelocityPage also ran an AppSumo deal, which got their product in front of a very wide 

audience, though at a steep discount. If you sell software, AppSumo can be a great channel to 

spread the word about your product. 

Pricing 

Although the recurring subscription required for software like LeadPages is a little annoying to 

me, I completely understand it from a business perspective. Because of that I was surprised Jon 

priced VelocityPage as a 1-time purchase. 

He explained this is the industry standard for plugins and software like this. It’s a 1-year license 

that does require a discounted renewal license to continue receiving support and upgrades. In 

that sense, it’s a semi-recurring revenue model. 

Jon’s #1 Tip for Side Hustlers  

“Get started today. Mark on the calendar to build something today.”  

More Info: 

● VelocityPage.com 

  

http://wpcurve.com/blog/
http://blog.leadpages.net/
http://velocitypage.com/
http://velocitypage.com/
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SECTION FOUR: 
AUTHORITY BUSINESSES 

Authority sells. 

Whether it comes from individuals or big companies, being seen as an influential thought 

leader or market powerhouse has distinct benefits.  

You can command premium prices, like Apple does for its products or Tony Robbins does for his 

live events, and you can lend your authority to others like Michael Jordan did for Nike. 

But authority doesn’t happen overnight; it’s earned over time. The good news is we have an 

unprecedented opportunity as individuals to build authority for ourselves and to become 

known for whatever we want to become known for. 

In Volume 1 of this series, we met Harry Campbell, who’s branded himself as The Rideshare 

Guy. After a year of blogging and podcasting and sharing everything he could find on being an 

Uber and Lyft driver, and embedding himself in that community, he turned that authority into a 

full-time business. 

My friend Jared co-founded a hugely successful annual conference for podcasters, but he never 

would have been able to do it had he not been podcasting himself and becoming a well-

connected authority in the industry. 

In this section, we’ll explore three different examples of authority businesses, and dive into 

how each entrepreneur built up their brand and how they earn money from it. 
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BECOME AN AUTHORITY 
IN YOUR INDUSTRY 

ABOUT MATT 

Matt Giovanisci is the founder of SwimUniversity.com, a leading source of pool-care information 
online.  

Matt began working in the pool business for local stores beginning at age 13. Later, he taught 
himself how to build websites because he needed to make one for the band he was playing in. 

At work, he and his colleague Alice (affectionately known as “The Pool Nazi”) developed a loyal 
customer following because of their unconventional approach to teaching pool care. 

A Membership Site? 

Matt originally intended to make Swim University a membership site, where customers would 
pay a monthly subscription to learn about how to take care of their pool.  

He quickly pivoted into a content-driven affiliate model, reasoning that people wouldn’t be 
likely to pay on an ongoing basis for education. Instead of a membership site, he could write 
helpful articles and recommend products he actually liked and used. 

Matt says this decision presented its own challenge though. Writing is not his strong suit, so he 
had a difficult time creating the content. 

Black Hat Backlash 

Early on, Matt used some now-outdated SEO methods to rank for some profitable keywords 
like “robotic pool cleaners” and “pool care.” The pages that were “artificially” inflated in the 
search rankings due to those black hat tactics were penalized with a Google algorithm update, 
but thankfully the site maintained many of its other rankings. 

Matt thinks this was because he only targeted a few pages with his admittedly shady SEO 
strategy. Other pages and articles on the site were ranking more naturally and those didn’t end 
up getting penalized. 

A Change in Mindset 

“I studied SEO. I had stacks of books on SEO – what a waste!” 

http://www.sidehustlenation.com/episode73
http://www.sidehustlenation.com/episode73
http://www.swimuniversity.com/
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Matt credits an interview on Smart Passive Income with Corbett Barr on shifting his SEO 
strategy. Instead of trying to game the search results, Corbett simply recommended “writing 
epic shit.” 

By focusing on creating super-helpful super in-depth articles on pool chemistry and other 
topics, the traffic for Swim University slowly began to increase. These articles took a long time 
to produce, especially as the site was still a side hustle at this point, and the results were 
slower, but Matt was confident this was the way of the future and the right way to build his 
authority site. 

He started ranking for long-tail keywords he’d never seen traffic from before. 

Video 

The biggest turning point for Matt was when he started to create tutorial and demo videos.  

How many other pool affiliates were out there creating high quality demo videos and 
combining them with the in-depth articles. Probably not many.  

By doing what the competition wasn’t willing or able to do, Matt began to separate himself 
from the competition, which eventually paid off in terms of traffic, affiliate earnings, and ad 
sales. 

Unemployment as a Government Grant to Start Your Business 

Matt was eventually let go from his day job, but had an interesting take on the situation. 
Instead of immediately applying for other jobs, he turned his attention to the Swim University 
side hustle and decided to give himself a year to turn it into a viable business. 

He used the time to create videos, write epic content, and really focus on the monetization and 
optimization of the site. 

I’d never heard of anyone putting their unemployment benefits to such a productive use 
before, and am excited that it worked out. 

Of course, the “risky” path he pursued was not without its detractors, so Matt also downsized 
his lifestyle, getting rid of his BMW, moving in with his brother, and renting out his condo. His 
cost of living went from $3500 a month to $1500 a month. 

It was a bootstrap grant from Uncle Sam, and he was determined to make the most of it and 
give himself the best runway possible. 

Private Advertising 

http://www.smartpassiveincome.com/how-to-get-more-traffic/
http://fizzle.co/sparkline/write-epic-shit
http://fizzle.co/sparkline/write-epic-shit
http://fizzle.co/sparkline/write-epic-shit
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Matt sells advertising to other pool and spa companies on the site on an annual contract basis. 
He explains the rates might be higher than some other channels but the traffic is so targeted 
the companies tend to renew year after year. 

The annual contract is important in a seasonal business like this one, and one reason he can 
command higher rates is that his site is one of very few places advertisers can go to get directly 
in front of an audience of pool and hot tub owners. 

He has 2 spots with 4 rotating ads each (300 pixels by 250 pixels in the sidebar), and Matt 
mentioned that meeting directly with advertisers at pool industry conventions has been an 
effective way to sell the ads. 

The private ads make up half his revenue, about $25,000 this year. And Matt explains that’s 
based on last year’s traffic numbers, which have more than doubled this year! 

Linkshare vs. Amazon 

Matt was relying on a single affiliate advertiser on the Linkshare network for the bulk of his 
affiliate earnings. Then he learned that Amazon had a much wider breadth of products, paid a 
higher commission, and converted better so he switched all the links over to Amazon Associates 
links. 

“Switching to Amazon was the best move I ever made,” he says. 

Matt’s Pool Care Rap Video: 

http://www.swimuniversity.com/pool-care-rap-video/ 

High quality videos are an example of something Matt does to stand out in the industry. When 
he decided to create (and star in) the above-linked pool care rap video, it naturally got the 
attention of other players and advertisers in the industry, so by the time he went to the big 
pool convention, he was already “known.” 

AdSense? 

Matt started out with AdSense as a monetization method, but said it never was a big earner. I 
made the comment that if you notice the same advertisers via AdSense month after month, 
you might be able to reach out to them directly and cut a better deal (eliminating Google as the 
middleman).  

SEO in 2015 and Beyond 

Matt makes sure his “on-page” SEO is solid. That means the stuff like having your targeted 
keywords in your headlines, writing appropriate title tags, and making sure your site is 
responsive for mobile browsers. 

http://www.linkshare.com/
http://www.swimuniversity.com/pool-care-rap-video/
http://www.swimuniversity.com/pool-care-rap-video/
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Matt explains the “fun stuff” – the music videos and the infographics earn social proof and 
links, which helps elevate the rankings for the “money” content, the how-to articles and videos. 

I think those tactics can be applied in nearly any industry. What can you do to stand out? What 
can you create that is really remarkable and worth sharing? 

The Right Creation-Promotion Mix 

Where Derek Halpern of socialtriggers.com recommends spending 20% of your time creating 
content and 80% of your time marketing it, Matt recommends spending up to 90% of your time 
creating epic content, and only 10% of the time marketing it. 

The theory is if the material and the message are strong enough, the audience will spread it for 
you. 

Matt’s #1 Tip for Side Hustlers  

“Create really good content and have fun with it!” 

More Info: 

● SwimUniversity.com 

  

http://www.swimuniversity.com/blog/50-ways-to-jump-into-a-swimming-pool-infographic
http://swimuniversity.com/
http://swimuniversity.com/
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ATTRACT YOUR PERFECT CUSTOMERS 

ABOUT KELLIE 

Kellie Gimenez is wife and mother of 2 with a rocking work-from-home business as a 2-star 

Diamond Beachbody Coach.  

You can check her out at KellieGimenez.com or Facebook.com/KellieGimenezFitness. 

Getting Started 

Kellie had her first son and was looking for ways to stay in shape and not drag her son to “gross 

gyms and their daycares.” A friend was doing TurboFire, an in-home workout from a company 

called Beachbody, and invited Kellie to join the online fitness group.  

(Beachbody is best known for their crazy hard workout videos like P90X and Insanity.)  

Kellie liked working out from home and still having a community of people doing the same 

workout.   

She bought the “challenge pack,” which included a 30 day workout program plus a 30-day 

supply of Shakeology, Beachbody’s meal replacement system. Working out for 30-45 minutes a 

day and seeing a six-pack for the first time, Kellie fell in love with the system, saw the business 

opportunity and got interested in making this her new career. 

Becoming a Beachbody Coach 

When she bought the challenge pack, that meant she became a Beachbody coach for free.  

The other way to become a coach is to pay $39.95 one time.  

After that, the fee is $15.95 monthly and you get 25% off all products.  

I asked Kellie if she was bothered by the monthly fee, and she said no because she said she 

would purchase Shakeology anyway, which is about $140 per month. With the discount, you 

end up saving more than the monthly fee.  

How to Spot a Scammy Network Marketing Company? 

With Beachbody, even though the business model is often derided as a scammy “pyramid 

scheme,” it was a natural fit. Kellie could attest the products’ effectiveness firsthand, and had a 

file:///C:/Users/Nick/Desktop/KellieGimenez.com
http://www.ffacebook.com/kelliegimenezfitness
http://www.ffacebook.com/kelliegimenezfitness
http://www.beachbody.com/product/fitness_programs/turbofire.do
http://www.beachbody.com/
http://www.shakeology.com/
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personal interest in health, fitness, and nutrition.  

Other network marketing companies may hold their reps to minimum monthly quotas or sales 

requirements, or even require them to buy a certain dollar amount of product themselves to 

continue on with the company. Kellie would consider those kinds of practices a red flag that the 

company may not really have your best interest in mind. 

Also it's important to look at the commission potential (the dollar amount is high enough), to be 

sure it's worth your time and energy.  

Check the pay scale for up versus down line (having to purchase or sell certain amounts in order 

to get paid), and also check it for the people above and below you. A red flag is having to meet 

a minimum amount of sales in order to receive your commission.   

Her advice is to "find a company that you can be totally passionate about." Regardless of 

whether her results fitness-wise or business-wise are typical or not, she’s done an excellent job 

of building her authority as a health and fitness expert.  

Do I Have to “Sell?” 

Kellie doesn't have to do any “Tupperware party”-style direct selling at all, and 95% of her 

business is done through Facebook and social media.  

Beachbody collects the credit card information from the clients, and handles all shipping and 

returns; she doesn’t have to hold any inventory or demo the products in person. All Kellie does 

is help sell the products to the client, and continuously grow her network.  

Other network marketing companies may rely more heavily on in-person selling and events, so 

double check before you commit to anything if that’s not your style. 

Getting Your First Customers 

When we spoke, Kellie had been working for Beachbody for 18 months and had 160 coaches 

under her guidance. But naturally, she started with only her own network and community of 

Facebook friends and family.  

Sharing her own personal results, she encouraged people to purchase the challenge pack and 

join her Facebook group. 

After 30 days, the committed challenge members will have separated themselves from the 

others. Kellie then asks them to be a coach (free to them) and puts them into the Beachbody-
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provided training program.  

Kellie knows how to help people set goals, communicate to clients, etc. She looks for coaches 

who are naturally passionate about the product and who are seeing great results themselves, 

so it's an easy sale for them to make. 

Time Commitment? 

I was really surprised when Kellie told me she was only working on her Beachbody business 1-

1.5 hours per day. This business, like the software model, is something that has the potential to 

“scale” quite nicely without your direct involvement. 

Show Me the Money 

Kellie explained that Beachbody coaches earn 25% commission on all products, but most of the 

income comes from your network’s sales.  

After just a couple months, she was earning $500 per month, and today, with 160 coaches 

under her, she’s increased her income to $4,000 - 4,500 per month.  

Social Media Strategies: How Does Kellie Constantly Get New Customers?  

I imagine one of the most common failures in network marketing is running out of a “network” 

to market to. To combat that, Kellie makes an effort to expand her network daily and gave me 

these great tips: 

- Make 3 to 5 new Facebook friends daily by interacting online, leaving comments on pictures 

and posts, etc. She explained that by engaging on other people’s posts, your updates are more 

likely to show up in their newsfeed. 

- Keep your profile open and public. 

- Run FB ads to your target market (target by age, interests, brands, etc.). She gave the example 

of targeting women interested in men, aged 25-39, who said they were interested in 

fitness/health/nutrition or some lifestyle brand like Lululemon. She set a budget of $5 a day and 

has been running the ads for over a year, growing her page to nearly 8000 likes. 

- Find your story and then find those who can relate to it. 

- For your Fan/Group pages, you must keep people engaged, otherwise your posts will not be 

shown to very many people. That means asking questions, running contests, etc. 

https://www.facebook.com/KellieGimenezFitness
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- Post consistently. For Kellie, it's 3 times a day every day.  

- Post at ideal times (early morning, lunch break, post-dinner).  

She also referenced Gary Vaynerchuk’s Jab Jab Jab Right Hook as it relates to this social media 

strategy. Post quality, helpful information BEFORE you try and sell anything. 

For example, Kellie runs a free 7-Day Clean Eating group, giving free information, community, 

and hopefully results, before offering a challenge pack. 

Kellie’s #1 Tip for Side Hustlers  

"Find something you're passionate about and figure out how to make money doing it!"  

More Info: 

● KellieGimenez.com  

http://www.amazon.com/Jab-Right-Hook-Story-Social/dp/006227306X
http://www.kelliegimenez.com/
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PODCAST FOR PROFIT 

ABOUT SCOTT 

Scott Oldford is the founder of INFINITUS Marketing + Technology, host of The Limitless Business 
podcast, and most recently, The Executive Minute podcast. 

Why Start a Podcast? 

Scott started The Executive Minute podcast with the idea of a daily podcast under 5 minutes. 
He believes this audio medium is the fastest way to be viewed as a thought leader and gain an 
audience.  

I can attest to that as well. The Side Hustle Show has grown at least as twice as fast as the 
accompanying blog. It’s been a huge brand-builder for me, and it’s one of those cool things that 
“scales” – it takes the same time and energy to produce an episode that 10 people listen to or 
one that 1000 people listen to. 

Scott says only 13% of Americans listen to 1 podcast a week, so there's a big opportunity to get 
on before the bandwagon. As crowded as it seems, the pie is only getting bigger. 

Tip: Be authentic, share what makes you laugh and cry...Scott doesn't even edit his recordings. 

Start Your Own Podcast 

Keep it short and sweet! Tim Ferriss and Dave Ramsey can put out rambling 3-hour episodes, 
but the rest of us can’t pull that off, at least to start.  

Plus, shorter content is easier to produce and for listeners to consume. 

"Micro-content is where the world is going," Scott says. People want bite-sized information that 
they can take away quickly, hence Scott’s Executive Minute show is always less than 10 
minutes.  

That’s why you’ve seen similar short-format shows like the $100 MBA and Ask Pat do well.  

The added benefit is that you can batch process these and record, edit, and upload several 
episodes at a time, so the time-commitment isn’t as bad a longer-form or interview-based 
show.  

Even for interviews, you could split up the audio file into several different episodes – to 
encourage more downloads. For instance, I could have broken my conversation with Scott into 
4 or 5 different segments and had a week’s worth of podcast episodes come from just one call. 

http://www.scottoldford.com/
http://goinfinitus.com/
http://goinfinitus.com/podcast/
http://goinfinitus.com/podcast/
https://itunes.apple.com/ca/podcast/the-executive-minute/id908553308
http://100mba.net/show/
http://www.askpat.com/
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Maybe I’ll have to launch a new show to take advantage of this trend! 

How to Get to #1 in iTunes 

When you first start your podcast, iTunes has a special section where they feature new shows 
even above the most popular podcasts in the world. It’s called “New and Noteworthy” and each 
new show is given an 8-week window to try and earn as many new listeners as it can through 
this free exposure. 

To capitalize on this, Scott sent personal emails to his contacts with 3 specific calls to action:  

1. Download (I would say SUBSCRIBE instead) 

2. Share 

3. Leave a review.  

Merely asking, "Can you help?" is not enough.  

You need to have 6-12 podcast episodes ready to go at launch, because people like to binge 
download and binge listen, especially for a short-format show like The Executive Minute. 

He advised to start sending your personal emails asking people to subscribe, share, and review 
at 7am, then at 8am hit up people on Facebook, and by 9am you've got an excellent chance of 
being #1.  

The iTunes algorithm updates several times a day, so if you can cluster together a high velocity 
of downloads and reviews in a short period, you’ll skyrocket in the rankings.  

Getting Press Coverage 

One of Scott’s “wins” for his launch was getting a half-page spread in the local newspaper for 
being his town's first podcast.  

"Figure out why someone would write about you," Scott says. What kind of trends can you help 
a journalist illustrate?  

After the Launch 

Scott says there's a moment in podcasting where everything explodes – usually after at least a 
year of steady slow growth and persistence.  

I’ve seen similar results, after 6-8 months, the Side Hustle Show started to gain more traction 
and downloads. I think it’s the cumulative impact of word of mouth spreading and your library 
of back-episodes that people can download all at once. 
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Scott says that even in the worst-case scenario (no one listens to your podcast), what you're left 
with is a digital, audio timestamp of your life and progress over the last year. Maybe you’ll be 
able to turn that into a book or some other asset. 

He also warns, “If you're doing it just for the money, look elsewhere. If you're doing it to 
produce quality, valuable content, the money will come.”  

That may sound like a weird paradox, but Scott swears it's true. 

Monetizing a Podcast 

Scott says the podcast is monetized in 4 ways, but some are pretty subtle. 

1. As a lead generation tool for his marketing business. He says he landed a $75k client as a 
direct result of the podcast. 

2. Paid speaking engagements. Since the podcast establishes Scott’s authority, listeners reach 
out or connect him with event organizers and he has landed 7 paid speaking gigs so far. 

3. Paid coaching/consulting contracts. One listener reached out to hire him as a consultant … 
for $400 hour! 

4. Referral sponsorships. For me this was the most interesting opportunity, and one I’ve been 
experimenting with myself.  

Scott brings in a bit of cash by promoting (in a natural way) services he already loves such as 
Ruby receptionists. He originally reached out to them telling them about his podcast and asking 
if they had a referral program. 

They ended up offering a full free month for everyone who signed up through Scott, and sent 
him a $250 Visa card for each referral. This relationship has earned nearly $2000 already and 
was first mentioned in just the 3rd week of his show! 

Other services Scott has recommended under a referral sponsorship: 

● Contactually 

● Fancy Hands  

● Harvest 

● Rescue Time 

I’m experimenting with a similar strategy with tools and services I love like Ting and Airbnb, but 
it all depends on what your audience will resonate with the most and find the most value in. 

http://www.sidehustlenation.com/ting
http://www.sidehustlenation.com/airbnb
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Scott claims that in the world of podcasting, "You get value by giving value back."  

For instance, his App of the Week episode on Mondays add a ton of value to the podcast and 
the funny thing is the companies he features will sometimes promote his show to their 
audience, which helps him expand his reach even more.  

Scott’s #1 Tip for Side Hustlers 

“Don’t be afraid of failure: We enter the world with nothing and leave with nothing, and 
everything in between is a game.” 

More Info: 

● GoInfinitus.com 

● ScottOldford.com  

http://www.goinfinitus.com/
http://www.goinfinitus.com/
http://www.scottoldford.com/
http://www.scottoldford.com/
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BONUS: 
5 WAYS TO BUILD AUTHORITY  

IN ANY NICHE 

If you’re running a website, a blog, a business, or a brand, there’s huge value in being seen as 

an authority in your niche. After all, visitors, readers, and customers are more likely to trust 

(and buy from!) someone who’s established authority on their topic. 

For instance, Ford has built the best-selling truck in America for over 35 years. That kind of track 

record has earned them a certain authority on trucks. 

In the online media world, John Lee Dumas took his crazy idea of a daily podcast from zero to 

hundreds of thousands of downloads per month, making him a sought-after authority on all 

things podcasting — and earning him hundreds of thousands of dollars in the process! 

So what can you do to increase your authority, even if you’re just starting out? 

Here are 5 ways to get the ball rolling. 

1. Publish 

Write a book! 

There’s a reason the words author and authority share the same root! Even if you go the self-

published route, having “written the book on the subject” is a huge authority booster. 

For example, my friend Alex wrote a short book on the topic of forming mastermind groups, 

and that’s earned him authority on the topic. 

Is he the world’s foremost expert on the subject? Probably not, but it doesn’t matter. 

He put the effort together to write the book and that makes him the de facto expert.  

2. Podcast 

Podcasting is about making the extra effort that your competitor can’t be bothered with. All 

things being equal, who has more authority in the eyes of the consumer, the guy who just 

writes about a topic, or the guy who writes AND broadcasts about it? 
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It’s that extra boost, that extra trust signal, and that deeper connection that makes it 

worthwhile. Instead of some anonymous words on a page, now you’re a voice in someone’s 

earbuds. 

It doesn’t cost much to start and does wonders for your authority. 

From personal experience, pretty much no one wanted to talk to me before I launched my 

podcast. Now I’m the “side hustle guy,” which is awesome, and it’s opened up doors I never 

even imagined. 

3. Interview Experts 

This is one of my favorites and a super-easy way to get started building your authority. The 

strategy: simply borrow someone else’s authority. 

Do it enough times and it starts to rub off on you! 

Jaime Tardy of EventualMillionaire.com has absolutely crushed it with this tactic, having 

interviewed more than 100 millionaires. She’s successfully translated her authority into a 

lucrative coaching business and even a book deal. 

4. Speak 

Another way to establish authority is to speak on your topic in front of a live audience. Scary, 

right? 

I don’t think it has to be, especially when you can start small at a local Toastmasters or meetup 

related to your niche. Then, as your comfort level grows and your speaking skills improve, you 

can aim to be on the stage at an industry conference. 

You probably won’t get paid for any of these types of speaking gigs, especially just starting out, 

but they can be an effective way both to spread your message and to build your authority. 

After all, if someone agreed to let you on the stage, you must be pretty knowledgeable, right? 

I heard Caleb Wojcik speak on the topic of video production at New Media Expo, and I was 

impressed — in my mind, he’s now a credible authority on creating high quality videos.  

Since then, he’s turned his knowledge on the subject into an online course of his own, and can 

certainly use the trust factor of speaking at an industry event to help sell it. 

5. Sell Something 
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What’s the difference between an amateur and a professional? 

The professional gets paid! 

To put the “buy now” button on your authority is to finally capitalize on what you’ve been 

building, and it’s a surprising trust signal in itself. 

For example, my friend Virginia is an expert in online dating. But if you visit her site today, you’ll 

notice a prominent “Book My Help!” page in which she spells out her coaching services — and 

their price tags. 

The reason selling something is an authority-builder is it sends the simple signal you know 

enough about a topic to charge money for it. 

In fact, just like higher-priced wines are perceived to be better, higher-priced services can 

establish even greater levels of authority. 

Consider the $20 an hour consultant. Don’t you think their $500 an hour counterpart enjoys 

magnitudes greater perceived authority?  
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WRAP-UP 

In this book we explored 10 different walks down The Side Hustle Path, each from a real been-

there-done-that entrepreneur.  

First, we looked at some examples of successful freelancers who made the leap from part-time 

to full-time, selling their specific skills. I believe this is one of the fastest ways to get started if 

you need to see income right away. 

In Section Two I introduced coaching and consulting as a side hustle; both of which have a very 

low barrier to entry, but a high potential earning ceiling. Just find a problem you can help with 

and a client and all of a sudden you’re in business! 

As your practice grows, you can experiment with one-to-many offerings instead of just one-to-

one assistance. 

Next we met Spencer and Jon, who are both earning money selling software online. Although 

they have very different approaches, the demand for problem-solving software only continues 

to climb. One exciting thing I took out of both their stories is that they weren’t struck by divine 

inspiration to create the next Windows, but rather took action on a pain they had in their own 

lives, and recognized that other people probably faced the same challenges. 

And finally we explored three different “authority” business models, where people built up 

their reputation and influence in just a few hours a week to the point they were able to begin 

earning money from it. This strategy may be a slightly longer or more speculative road than 

freelancing or consulting, but it’s something you can also start without much monetary 

investment and it can “scale” quite nicely. 

The stories and ideas in this book are meant to be a starting point, something to get the ideas 

flowing and the conversation moving in your mind. The next step on The Side Hustle Path is to 

decide which of these (or another idea entirely) you’d like to pursue, and take action! 

If there’s one thing I’ve learned in my years as a side hustler and as an entrepreneur, it’s that no 

one else is going to do it for you. But I find when I take action, even just a tiny step, I feel great 

about it because it brings me that much closer to my goal. 

As with anything, do your homework and your research, but I’ve found the most valuable 

education comes once you’re in motion. My friend Jeremy calls this “just in time learning,” and 

what he means by that is you can take that first step on any of these side hustles today, and 

learn the next thing you need to know when the time comes. 
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But trying to know everything there is to know in advance can turn into a paralyzing debility. 

I’m anxious to hear what your next step down The Side Hustle Path is, so be sure to let me 

know! My email is nick@sidehustlenation.com, and I read every message.    

mailto:nick@sidehustlenation.com
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ABOUT NICK 

Nick Loper is an online entrepreneur and lifelong student in the game of business. He lives in 
Northern California with his wife Bryn and a lovable giant Shih-Tzu called Mochi. On a typical 
day you can find him writing, working on his latest business idea, rooting for the Huskies, or 
skiing the Sierra pow. 

Nick built his first website in 2003, and was instantly hooked. Since then he’s run a number of 
online businesses and consulted for dozens more. 

As you can probably tell from the book, he gets really excited about this stuff and wants to help 
other aspiring and part-time entrepreneurs find success online. 

Want to know more?  

Drop by and check out his blog, SideHustleNation.com, a growing resource and community for 
aspiring and part-time entrepreneurs.  

Connect with fellow side hustlers to share wins, get feedback, and support each other along 
The Side Hustle Path in the free Facebook group: Facebook.com/groups/SideHustleNation. 

Do you have a side hustle success story you’d like to share? Get in touch and you might just be 
featured in the next book in this series!  

https://www.facebook.com/groups/SideHustleNation
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THANK YOU! 

I’d like to say a quick “thank you” for purchasing this book. 

Obviously there are thousands of books out there, but you took a chance and chose this one. 

Hopefully it got the gears turning and you learned some new strategies to begin earning side 
hustle money. 

If you have any questions or feedback, please let me know (nick@sidehustlenation.com). Your 
comments are really valuable because they will guide future editions of this book and I’m 
always striving to improve my writing. 

And if you liked what you read, I need your help! 

Please take a minute to leave a quick review on Amazon. Each review helps more people 
discover this material and brings more awesome side hustle success stories to my attention to 
share. 

Thanks so much!  

https://www.amazon.com/review/create-review?ie=UTF8&asin=B00UO1Q2N4
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ALSO BY NICK 

Nick is also the author of: 

The Side Hustle Path Volume 1: 10 Proven Ways to Make Money Outside of Your Day Job 

The Small Business Website Checklist: A 51-Point Guide to Build Your Online Presence The Smart 

Way 

Treadmill Desk Revolution: The Easy Way to Lose Up to 50 Pounds in a Year – Without Dieting 

Virtual Assistant Assistant: The Ultimate Guide to Finding, Hiring, and Working with Virtual 

Assistants 

Work Smarter: 350+ Online Resources Today’s Top Entrepreneurs Use to Increase Productivity 

and Achieve Their Goals 

http://www.amazon.com/Side-Hustle-Path-Proven-Outside-ebook/dp/B00U867I3S/
http://www.amazon.com/The-Small-Business-Website-Checklist-ebook/dp/B00GHQZOKM/
http://www.amazon.com/The-Small-Business-Website-Checklist-ebook/dp/B00GHQZOKM/
http://www.amazon.com/Treadmill-Desk-Revolution-Without-Dieting/dp/1484857747/
http://www.amazon.com/Virtual-Assistant-Ultimate-Finding-Assistants/dp/1490477608
http://www.amazon.com/Virtual-Assistant-Ultimate-Finding-Assistants/dp/1490477608
http://worksmarter.co/
http://worksmarter.co/

