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Introduction: 
Keeping It Real
Let’s be honest—most modern-day business books that have 

anything to do with the Internet kick off with some over-the-

top, rags-to-riches story. You know the type: the guy who was 

sleeping on a friend’s couch, scraping together loose change, 

and then boom, he’s driving a Lambo and telling you how you 

too can manifest millions by following his simple 3-step system.

But nobody ever talks about the part where you’re stuck. 

Completely stuck. Banging your head against the wall, 

wondering why the hell you ever thought you could pull this 

off. That moment when you’re neck-deep in rejection emails, 

bills are piling up, and you seriously start questioning your life 

choices? Yeah, that’s the part they conveniently leave out.

Well, I know that part all too well.
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And that’s exactly why I created the Mission Map. It’s not a 

quick-fix, 3-step formula for easy money. What it is, though, 

is a 12-step framework I’ve personally used to generate over 

$100 million in sales across a wide range of my own products 

and services. It’s helped me launch nearly a dozen profitable 

brands in almost every modern business model you can 

think of. More importantly, it’s the same system that’s guided 

countless students of mine to build their own successful 

businesses or income streams from scratch.

Now, let me take you back to where it all began for me—

because, trust me, it wasn’t always smooth sailing. My first 

business? An advertising franchise called CityLocal. Now, I 

know what you’re thinking: Wow, that sounds boring. And 

guess what? You’re right. But at the time, I was convinced 

this was my ticket to the big leagues. I borrowed £12,000—

and claimed the territory rights for the city of Reading. I was 

absolutely convinced I had just unlocked my golden ticket.

The idea was simple: set up a local business directory, get 

companies to list for free, and then upsell them to premium 

spots on the front page. How hard could it be? People were 

already online. Businesses would surely jump at the chance to 

get in front of more customers.

Turns out, my master plan of sending out a bunch of emails 

and waiting for the cash to roll in was about as effective as 

trying to start a fire with a wet matchstick. I’d spend hours 

pulling together email lists, firing off messages, and... 

crickets. Dead silence. If you’ve ever felt completely invisible, 
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then you know exactly what I mean. That gut-wrenching, 

soul-crushing silence that makes you question every decision 

you’ve made up to that point.

Desperation kicked in, and I did what any self-respecting 

entrepreneur would do: I called the franchise office for help. 

Maybe they had some magic solution I hadn’t thought of. 

Their advice? Try cold calling. Now, I wasn’t thrilled with the 

idea of harassing people with my advertising pitch, but hey, 

I was willing to try anything at this point. So, I gave it a shot. 

And, of course, it didn’t work. I could practically hear the eye-

rolls through the phone.

So I called them back again, and this time, they suggested 

door-to-door. Yes, door-to-door, like I was peddling vacuum 

cleaners in the ‘50s. But fine, I thought, what do I have to lose?

Picture this: me, a 25-year-old kid, wandering the streets 

of Reading, knocking on doors, trying to convince local 

businesses to buy ad space. I’ll never forget one shop owner 

who took one look at me and said, “How old even are you?” 

Not great for the confidence. It was rejection after rejection, 

and honestly, I started feeling like a complete joke. This 

wasn’t just rejection—it was demoralising. I felt like I was in a 

game rigged against me, where no matter what I tried, I was 

destined to fail.
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Weeks went by, and my bank account started looking more 

like a countdown to disaster. Overdrafts, late bills, missed 

car payments—it was bad. I hit my breaking point and sent 

a long, frustrated email to the franchise HQ, laying it all out. 

I’d tried everything they told me, and I was getting nowhere. 

Their response? They sent me to a cold-calling workshop.

Now, imagine this: a room full of struggling franchise owners, 

all wide-eyed and desperate, clinging to the hope that some 

magical cold-calling script would save their businesses. And 

there, front and centre, was this guy in a cheap suit straight out 

of an ‘80s infomercial, pacing back and forth like he was about 

to sell us a ShamWow. He kept saying we just needed to “push 

through it.” I looked around, and I saw some of the other 

owners nodding along, maybe even feeling inspired. But me? I 

just felt empty. I knew in my gut that this wasn’t the answer.

That night, I went home, and I hit the internet, searching for 

something—anything that would tell me there was another 

way to make this work. And that’s when I stumbled upon a 

book that would change everything: Never Cold Call Again 

by Frank J. Rumbauskas Jr. And get this, it came with an 

audio CD. I ordered it immediately.

When the CD arrived, I must’ve listened to it three times 

in two days. Here was Frank, saying everything I had been 

thinking but didn’t know how to articulate. His message was 

simple: stop chasing. Instead, become a trusted authority, lead 

with value, and let people come to you. It was like someone 

had flipped a switch in my brain. I realised I’d been going 

I n t r o d u c t i o n :  K e e p i n g  I t  R e a l
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about this all wrong. Frank’s approach wasn’t about selling ad 

space—it was about offering something that business owners 

actually needed.

So, I tried something different. No more cold calls. No more 

walking into shops like a desperate door-to-door salesman. 

Instead, I put together a free report on SEO. I broke down 

why search engine rankings mattered and how being part of 

our CityLocal directory could help businesses rank higher on 

Google. Suddenly, I wasn’t just some random guy trying to 

sell them something—I was a resource. I was offering them 

something they could actually use.

And you know what? The response wasn’t huge, but it was a 

glimmer of hope. A few businesses reached out. They weren’t 

brushing me off anymore—they were actually interested. It 

wasn’t like they were throwing money at me, but for the first 

time in months, I felt like I was onto something. I wasn’t the 

one chasing them—they were coming to me.

Frank’s message had given me something invaluable: 

permission to let go of the outdated, sleazy tactics and build 

something real. Something that built trust and offered real 

value. And even though the response wasn’t overwhelming, 

it was a start. It was enough to make me feel like I was on the 

right path.
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That’s what this book is about. It’s about making the shift from 

chasing clients to becoming the authority clients are drawn 

to. It’s about letting go of the old-school tactics that make 

you feel like a sleazy used car salesman and embracing a new 

way—one that builds genuine authority and trust.

So, if you’re tired of feeling like you’re on a hamster wheel, 

chasing leads and clients, if you’re ready to step into a role as 

a trusted authority, then you’re in the right place. We’ve got a 

lot to cover, and I’m excited to take you through this journey.

Welcome to a new way of doing business. Let’s get started.

I n t r o d u c t i o n :  K e e p i n g  I t  R e a l
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Let’s be honest: if you think my first taste of success 

meant I was on a one-way ticket to the land of Ferraris 

and champagne, think again. Because here’s what actually 

happened: I realised pretty quickly that I hated it. Like, really 

hated it. It’s almost funny to look back now, but at the time, 

it felt like I’d jumped out of the frying pan and straight into 

the fire—except this fire involved small business owners who 

seemed to think their £40 a month bought them a full-time, 

on-demand business saviour.

I mean, these guys had some next-level expectations. There 

was one driving instructor who called me up in a panic, 

practically hyperventilating, telling me he needed three new 

students by the end of the month or he was going bankrupt. 

And guess who he thought was going to make that happen? 

Yep, me. Because apparently, that’s what you get for £40 a 

month—a personal marketing miracle worker. I’d hang up the 

phone after conversations like that, just staring at the wall, 

wondering what I’d gotten myself into.

This wasn’t a one-time thing, either. It was call after call. 

Plumbers, hairdressers, landscapers—you name it. They 

all had the same urgent tone, like their entire business was 

going to collapse if I didn’t pull off some marketing magic 

immediately. And I’m not talking about reasonable requests 

either. They weren’t asking for a few leads here and there—

they were asking for overnight transformations.

C H A P T E R  1 :  N o t  M y  K i n d  o f  B u s i n e s s
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The Endless Expectations
It didn’t take long to realise this wasn’t for me. I mean, hats 

off to the people who can deal with that level of chaos, but 

I’m not one of them. The constant pressure, the frantic calls, 

the unreasonable expectations—it was draining the life out 

of me. I started to feel like I was trapped in a bad dream 

where I couldn’t wake up. So, I did what any sensible person 

would do: I quit. Just walked away from the whole thing, took 

my debt, and called up my old boss at the estate agency, 

begging them to take me back. And thankfully, they did.

But if you think I was out of the woods, well, no. Turns out, 

I’d just swapped one soul-sucking experience for another. 

Sure, I’d escaped the stress of saving small businesses from 

imminent collapse, but now I was back in the grind of cold-

calling homeowners. And let me tell you, cold-calling is about 

as much fun as it sounds.

A Hard-Learned Lesson
Here’s another valuable business lesson: get intentional 
about your target audience. We’ll dive deeper into this 

later, but I’ll say this now—it’s no harder to build a business 

that attracts like-minded and great customers. So, choose 

the latter. It makes all the difference in the world when you’re 

working with people who respect what you bring to the table 

and are genuinely interested in their own success. Trust me, 

the alternative is not worth it.
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Back to the Grind
Don’t get me wrong—I was relieved to be back, especially 

with the financial mess I’d created for myself. I was drowning 

in debt, and getting that steady paycheck again was a 

lifeline. To this day, I am beyond grateful that they gave me 

a second chance. But it didn’t take long for me to remember 

why I’d left in the first place. I’d spend hours cold-calling 

homeowners, trying to convince them to come in for a “quick 

valuation.” It didn’t matter that they had zero intention of 

selling; what mattered was that I could add another tick mark 

to the whiteboard.

Two hours of making these calls every single afternoon. We 

were like robots, programmed to push people into something 

they didn’t want, just so we could keep the bosses happy. 

It was the same mindless, soul-crushing grind day after day. 

And every day, I could feel my spirit fading a little more. I was 

stuck in a rut, but the worst part? I couldn’t see a way out.

The Nagging Voice of Opportunity
So, yeah, I was grateful, but I was also going a little bit crazy. 

And yet, no matter how much I hated it, I couldn’t stop 

thinking about those lessons I’d picked up from Frank—the 

man who’d taught me about attraction marketing, about 

leading with value instead of begging for business. Something 

about the idea of becoming a trusted authority kept tugging 

at me. It was like a nagging voice in the back of my head, 

reminding me that there was a different way to do things.

C H A P T E R  1 :  N o t  M y  K i n d  o f  B u s i n e s s
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Most nights, after a long day of cold calls, I’d find myself back 

on Google, hunting for anything that could pull me out of this 

endless grind. I’d type in search terms like “how to make money 

online,” or “how to escape the 9-to-5,” or even “jobs where you 

don’t have to talk to anyone.” I was desperate for an answer. 

And then, one night, I stumbled onto something that seemed 

too good to be true: affiliate marketing. The concept was 

simple: you promote other people’s products, drive traffic to 

their sites, and get paid if someone buys. No more clients with 

impossible expectations. No more begging for appointments. 

Just a pure, numbers-driven way to make money.

The Affiliate Marketing Revelation
I spent hours reading everything I could find about it. Affiliate 

marketing seemed like a lifeline—a way out of the cold-calling 

grind. Soon enough, I found a mentor named Brad—some guy 

out in America who’d made a killing with affiliate marketing. 

His whole approach seemed like the polar opposite of the 

franchise model. No sales quotas, no clients breathing down 

your neck—just promoting offers, driving traffic, and watching 

the commissions roll in.

I was hooked. So I signed up for Brad’s training program 

without a second thought.

But this time, I did things differently. I took Frank’s lessons 

about attraction marketing and blended them with Brad’s 

strategies. I started promoting online dating websites and 
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dating advice for men. Yeah, I know, it sounds weird, but it 

worked. The commissions started coming in, and soon I was 

making more in a month than I’d ever made cold-calling or 

selling ad space.

Hard Work Pays Off
But here’s the thing—I didn’t just sit back and hope it would 

work. I worked my arse off to learn the ins and outs of online 

marketing. I flew to America for three conferences that 

year alone, spending £50,000 just to get in the room with 

people who actually knew what they were doing. I met some 

of the greats, like Frank Kern, and I forged relationships 

with people like Ryan Deiss, who’s now the CEO of 

DigitalMarketer.com. That relationship is still strong today, 

and it’s partnerships like these that allow us at Launch You to 

deliver some of the best marketing training in the world.

By November 2008, just 11 months in, I’d hit a whole new 

level. I didn’t just have one Porsche 911. I had two. And let 

me tell you, that was a dream come true. I’d been obsessed 

with that car for years, and now, at just 27 years old, I had 

two sitting in my driveway. Sure, maybe it wasn’t the wisest 

financial decision, but I was living the dream. A year earlier, 

I’d look at guys driving cars like that and think, “That’ll never 

be me.” I was the kid who sucked at school, the one who got 

kicked out of college for bad attendance. I never thought I’d 

be the guy with the 911.

C H A P T E R  1 :  N o t  M y  K i n d  o f  B u s i n e s s
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Defining Success on Your Own Terms
I’m telling you this because if you relate to any of that—if 

you’ve ever felt like you weren’t cut out for success or like 

your past defined you—I want you to realise what’s possible. 

We live in a digital age, and the playing field has been 

levelled in ways that were unimaginable even a decade ago. 

Your past doesn’t matter. Your circumstances don’t matter. 

What matters is how hard you’re willing to work and how 

smart you’re willing to play the game.

And that’s the thing, isn’t it? We get so caught up chasing 

someone else’s version of success that we forget to define 

what it looks like for ourselves. I’d tasted the cold-calling 

life, I’d been through the small business grind, and now, for 

the first time, I was building something I could be proud of. 

Frank’s lesson about leading with value stuck with me. I had 

people’s attention now, not because I was pestering them, 

but because I had something worth sharing.

I wasn’t just selling products—I was helping people solve 

their problems. And in doing so, I was solving my own. This 

was a far cry from cold-calling uninterested homeowners or 

dealing with panicked small business owners. Now, I was 

creating value, and that value was coming back to me in ways 

I couldn’t have imagined.

The Power of Investing in Yourself
If there’s one thing I’ve learned, it’s that success doesn’t come 

from sitting back and waiting for opportunities to fall into 
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your lap. You have to be willing to invest in yourself. I’m not 

just talking about money—I’m talking about time, effort, and 

energy. I spent thousands of pounds on courses, conferences, 

and mentors. I flew across the world to meet the people who 

could teach me what I needed to know. I put in the work.

But more than that, I believed in myself. Even when things 

weren’t going perfectly, even when I had doubts, I kept 

pushing forward. That’s what it takes. You can’t rely on 

someone else to hand you the keys to success—you have 

to go out there and grab them for yourself.

Building the Life You Want
And that’s what I want to leave you with. No matter where 

you are right now—whether you’re stuck in a dead-end job, 

drowning in debt, or just feeling like you’re not living up to 

your potential—you can change your life. It’s not easy. It’s 

not going to happen overnight. But if you’re willing to put in 

the work, if you’re willing to invest in yourself, you can build 

the life you’ve always dreamed of.

And here’s the funny thing: looking back, every single 

misstep, every awkward call, every late-night Google 

search—they all led me to this. The real lesson? Don’t  
settle for what everyone else thinks you should do.  

Find your own way, and when you do, lean into it. It  

might just change everything.

C H A P T E R  1 :  N o t  M y  K i n d  o f  B u s i n e s s
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Here’s a crazy thought: just a few decades ago, if you wanted 

to be financially successful, your options were about as 

limited as a 1990s dial-up internet connection. You could 

pour your life savings into real estate, bet big on a brick-and-

mortar business, or spend decades kissing up to bosses as 

you clawed your way up some corporate ladder. And what 

did all of those paths have in common? Assets you could see, 

feel, and slap a “For Sale” sign on. Your success was tethered 

to physical things—property, inventory, or your time clocking 

in at the office. But today? Well, let’s just say the landscape 

has shifted in ways no one could have predicted. Welcome to 

the digital gold rush.

For most of us, the internet has cracked the doors wide open, 

offering up opportunities our grandparents couldn’t have 

even dreamed of. Where they saw stability in a storefront, we 

see it in a well-optimised website. They believed in property 

investments; we believe in digital assets. And if you’re 

sitting there wondering what on earth a “digital asset” is, 

think of it like this: it’s anything you create online that makes 

you money. It could be an online store, an online course, a 

website that lands you dream clients, an affiliate marketing 

empire, or even a YouTube channel. It’s a new kind of asset, 

and it’s more accessible than ever before.

But let’s pause for a second here. When I say accessible, I 

don’t mean easy. I’m not talking about some magic button 

you press, and voilà, you’re a millionaire by next Thursday. 

What I’m talking about is opportunity—real opportunity—for 

anyone willing to put in the work. You don’t need a fancy 

C H A P T E R  2 :  I T ’ s  a  D i g i ta l  G o l d  R u s h
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degree. You don’t need a massive loan. All you need is the 

right mindset, the willingness to learn, and the drive to keep 

going when most people would throw in the towel. And 

that’s why this moment in time is so significant: because the 

internet has levelled the playing field.

A Revolution in Wealth Creation
For most of history, wealth building was reserved for 

landowners. If you didn’t own property, you were left out of 

the wealth game. In the 20th century, the doors to financial 

success expanded, with businesses and stock market 

investments becoming viable paths. Yet, these options still 

required significant upfront capital—if you didn’t already have 

money, you were likely sidelined.

Then came the digital revolution. Now, wealth creation isn’t 

just for the wealthy. The internet has democratised access, 

removing barriers that once held people back. It doesn’t 

matter if you have a trust fund or just $50 to your name—

what matters is your ability to create value, solve problems, 

and bring something to the table. Today, it’s less about how 

much you can invest upfront and more about how much 

creativity, resourcefulness, and hustle you’re willing to put in.

Digital Assets vs. Physical Assets: Why Digital Wins
When comparing digital assets to physical ones, the 

advantage of digital is clear: flexibility and freedom. Real 



1 8

estate, a traditional way of building wealth, ties you down 

with its responsibilities—tenants, upkeep, market volatility, 

and the risk of losing value. Even if real estate builds wealth, 

it often limits your time and lifestyle, tethering you to 

constant management and financial exposure.

Digital assets, on the other hand, provide a level of freedom 

real estate can’t match. Whether it’s an e-commerce store, 

blog, or affiliate site, digital businesses can be launched 

from anywhere with just a laptop. There’s no need for a large 

initial investment—$10,000 or even less, can get you started. 

With the right strategies, these businesses can scale to six or 

seven figures, giving you financial freedom and the ability to 

live life on your terms. Want to travel or take time off? You 

can, because your income isn’t tied to a physical location or 

ongoing oversight.

In essence, digital assets enable wealth without strings. 

Real estate, while still valuable, ties you down in ways that 

digital businesses don’t. And in today’s economy, real estate 

is becoming an increasingly harder game to play. Rising 

property prices, stricter regulations, and volatile markets 

make it less accessible. No longer can you simply buy and 

hold property; it requires deep pockets, perfect timing, and 

constant management.

In contrast, digital assets offer a level playing field to 

anyone willing to learn. They are scalable, resilient to 

economic downturns, and require much less capital and 

upkeep. With the global shift towards digital consumption, 

C H A P T E R  2 :  I T ’ s  a  D i g i ta l  G o l d  R u s h
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these assets are primed for continuous growth, giving you 

an edge in today’s fast-moving economy. Simply put, digital 

assets provide a smarter, more flexible path to wealth 

creation—without the restrictions that come with traditional 

investments like real estate.

Brick-and-Mortar vs. Digital Businesses:  
Flexibility and Scalability
Starting a brick-and-mortar business versus a digital one is 

like night and day, especially when you consider flexibility 

and scalability. A brick-and-mortar business demands a huge 

upfront investment—leasing or buying a physical space, 

stocking inventory, purchasing equipment, and hiring staff. 

Beyond the financial cost, it requires your physical presence. 

Managing the store, dealing with suppliers, and handling 

customers all demand your time and energy, making it nearly 

impossible to start and run alongside a day job. You’re locked 

into fixed hours, location-specific operations, and steep 

ongoing costs.

A digital business, however, offers unmatched flexibility. You can 

start small—whether with an e-commerce store, blog, a service 

side hustle, or affiliate marketing—on the side while keeping 

your day job. With just a laptop and internet connection, you 

can build and scale your business in your own time, without 

needing physical space, inventory, or a large staff. The overhead 

is minimal, and you’re not tied to one place or a rigid schedule. 

Plus, you can automate many aspects of a digital business, 

freeing up time to manage other commitments.
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In today’s world, trying to juggle a brick-and-mortar business 

while working full-time is nearly impossible due to the 

demands on your time and finances. A digital business, on the 

other hand, empowers you to grow at your own pace, giving 

you the freedom to work from anywhere and scale without the 

burden of large investments or constant oversight.

The Freedom Digital Brings
Now let’s talk about freedom. Because at the end of the day, 

that’s what we’re all after, isn’t it? Freedom to spend time 

with our families, to travel, to work on things we’re passionate 

about, and to live life on our own terms. That’s the real prize 

here—not just the money, but the freedom it buys you.

When I first started digging into affiliate marketing, it was this 

freedom that hooked me. I didn’t want to be tied to an office, 

a location, or someone else’s schedule. I wanted control over 

my time and my income. And that’s exactly what the digital 

world offers. You don’t need anyone’s permission to start. 

You don’t need a massive loan, a big office, or a team of 

employees. You can start from your bedroom with a laptop 

and an internet connection. The tools are out there, and 

they’re more accessible than ever before.

And the best part? Digital assets aren’t limited by geography. 

If you’ve got an internet connection, you can do business 

with anyone in the world. Your market isn’t the small town you 

live in—it’s the entire planet. And once you realise that, the 

possibilities are endless.

C H A P T E R  2 :  I T ’ s  a  D i g i ta l  G o l d  R u s h
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Let me tell you, when I first started affiliate marketing, 

I didn’t have a big team, a fancy office, or a trust fund 

backing me up. All I had was a laptop, a full time 70 hour a 

week job that I had to work around, an internet connection, 

and a desire to figure it out. And I did. Because here’s the 

thing about digital assets: they’re scalable. Once you’ve 

built one, you can build more. You can scale them up, 

automate parts of the process, and create streams of income 

that work for you—rather than the other way around.

The Myth of Passive Income
Now, before you start thinking that this is one of those “get 

rich quick” deals, let’s clear something up: passive income is 

real, but it’s not passive from day one. If you’re serious about 

building a digital asset, you need to put in the time, effort, 

and grit upfront. It’s about creating something of value—

something people actually want and are willing to pay for.

You’ll see ads all over the place promising “passive income 

in just a few weeks” or “make six figures in your sleep.” 

Don’t fall for it. Those ads leave out the part where you’re 

working late nights, grinding through the early stages, and 

learning on the fly. Building a digital asset takes some time, 

and it takes work. But once you’ve done that work, that’s 

when the magic happens. That’s when you can start to scale. 

That’s when the income starts to flow, even when you’re not 

directly trading time for money.
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The Internet: The Ultimate Equaliser
And here’s where the internet has truly changed the game: it’s 

the ultimate equaliser. It doesn’t care about your background, 

your education, or your financial status. All it cares about is 

whether you can add value. In the old world, success was 

reserved for the select few who had the right connections, the 

right credentials, or the right amount of capital to get started.

But in the digital world? Anyone with an internet connection 

can create something valuable. You don’t need to wait for 

permission. You don’t need to jump through hoops to get 

started. You can build something right now—today—that 

could completely change your life.

The Power of Rewriting the Rules
This is what I want you to understand: the old paths to 

success were paved with gatekeepers, barriers, and endless 

hoops to jump through. But the digital landscape is wide 

open. You don’t need to ask for permission anymore. You 

don’t need anyone to validate your idea. You just need to 

show up, add value, and solve real problems for people. If 

you can do that, the opportunities are endless.

And the best part? This isn’t a zero-sum game. You’re not 

taking wealth away from someone else to create your own. 

There’s room for everyone. The internet is vast, and it’s 

growing every single day. New niches, new opportunities, 

and new audiences are cropping up all the time. You’re not 

competing for a slice of the pie—you’re baking your own.

C H A P T E R  2 :  I T ’ s  a  D i g i ta l  G o l d  R u s h
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So, here’s my question for you: What are you waiting for? The 

tools are here, and they are better than ever (hello, ChatGPT)! 

The opportunities are here. And the best part? You don’t 

need anyone’s permission to start. The internet has levelled 

the playing field. The only thing standing between you and 

the life you want is your willingness to take that first step.

The digital gold rush is happening, and it’s happening now. 

The question is: are you going to dig in, or are you going to 

let this moment pass you by?



Chapter 3:
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So you’ve scrolled through social media, and been bombarded 

by the glossy lives of influencers and self-proclaimed 

“experts.” showing off their luxurious lifestyles—private jets, 

exotic trips away and fancy cars. They’re all preaching the 

gospel of affiliate marketing, dropshipping, online courses—or 

their special secret —the holy trinity of online business models 

promising freedom, flexibility, and a fat bank account. And 

you’re thinking, I want a piece of that..

But hold up. If you’re diving into this world just because you 

saw someone else strike gold, you’re setting yourself up for 

one of the classic blunders. You’re starting with the business 

model, chasing the money without giving a damn about 

anything else. And that’s a surefire way to crash and burn. I’ve 

seen this movie too many times: people latch onto a shiny 

business model that looks like a shortcut to easy street. They 

throw themselves into it—sometimes for weeks, sometimes 

for months—but more often than not, they hit a wall, get 

pissed off, and bail.

Why? Because There’s No Heart Behind It
There’s no purpose, no deeper meaning. You’re chasing 

something hollow, and once the novelty fades or the 

results don’t come as fast as Amazon Prime shipping, your 

motivation tanks.

Look, I’ve got nothing against affiliate marketing, 

dropshipping, or selling courses. My own brands do it all. 

These models can be powerful moneymakers if you’re willing 

C h a p t e r  3 :  C h o o s i n g  Y o u r  C l a i m
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to put in the work. But if you’re picking your path based 

solely on how quickly you think it’ll make you rich, you’re 

setting yourself up for failure. This isn’t about a quick cash 

grab; it’s about building something that lasts, something 

you’re proud of, something that doesn’t just pay the bills but 

actually matters to you.

Think of it like hopping into a car without knowing the 

destination. Sure, you might enjoy the ride for a bit, but 

eventually, you’ll run out of gas, lost and wondering what 

the hell you were doing in the first place. The real key to 

long-term success isn’t about finding the fastest lane to the 

money; it’s about choosing a lane you actually want to be in. 

And that starts with finding your niche.

Step 1: Start with Your Niche
Yeah, I know—talking about niches sounds about as exciting 

as watching paint dry, especially when you’re itching to make 

money. But the brutal truth: if you don’t choose a niche 

you actually give a damn about, you’re building a castle on 

quicksand. Sure, you can chase the latest trends, jump into 

whatever’s hot right now, but trends fade faster than your 

New Year’s resolutions.

Maybe you pick a niche because it’s your latest hobby or 

something that seems exciting at first glance. But if it’s not 

the right fit, that initial spark fizzles out quick. Then you’re 

stuck with a business you can’t stand, centred around a topic 
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that’s about as interesting to you as watching grass grow. 

Good luck staying motivated when the shit hits the fan.

Sticking with something long enough to see real success 

requires more than chasing shiny objects. It requires purpose, 

genuine interest—something that will keep you going when 

things get tough (and trust me, they will).

Learning how to pick the right niche from the get-go lays the 

foundation for long-term success. It should be something that 

excites you, keeps you engaged. It doesn’t have to be your 

life’s ultimate passion, but you should at least be able to talk 

about it without wanting to gouge your eyes out.

And let’s clear something up: your niche doesn’t have to be 

a “passion” in the traditional sense. People often think, I love 

cooking, so I should start a cooking blog, or I’m into fitness, 

so I should become a personal trainer. Sure, those are fine, 

but your niche could also be something bigger—something 

you believe needs to change in the world.

Maybe you think the current retirement system is a joke and 

it’s screwing over millions of people. That could be your 

niche. Make it your mission to talk about these issues, present 

solutions, whether that’s through your own ideas, affiliate 

products, or partnerships.

Let’s roll with that. Suppose you’re someone who’s staring 

down the barrel of retirement, and it’s freaking you out. 

You’re tired of the doom and gloom from the media and want 

to offer people some real hope and a solid plan. Maybe the 

solution is to build something you don’t want to retire from—

C h a p t e r  3 :  C h o o s i n g  Y o u r  C l a i m
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like a digital business or a passive income stream. Boom. 

Now you’ve got a business idea that not only fires you up but 

could genuinely help a ton of people.

Here’s what most miss: there’s massive value in just 

providing hope and options. You don’t need to have all 

the answers. Sometimes, being the person who starts the 

conversation and guides others toward solutions they hadn’t 

considered is more than enough. Before you know it, you’ve 

got a blog or YouTube channel pulling in commissions by 

promoting courses, investment tools, or whatever aligns 

with your mission.

See where I’m going with this?

Step 2: Define Your Dream Customer Avatar (DCA)
Alright, so you’ve nailed down your niche. Now, who the hell 

are you trying to help? And don’t give me some vague crap 

like “people who want to lose weight” or “dog lovers.” Get 

specific. Who are they? What’s keeping them up at night? 

What are they struggling with? What gets them excited? How 

can you make a real difference in their lives?

This is the step most people skip, and it’s why so many 

businesses go belly up. They jump straight to How can I make 

money? without stopping to ask, Who needs my help, and 

how can I serve them? Remember, you’re not just a product 

pusher; you’re in the business of solving problems. If you 

don’t know who your customer is, you can’t know what they 
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need. And if you don’t know what they need, you’re basically 

shooting in the dark.

Here’s a pro tip: the more your Dream Customer Avatar 

resembles you, the easier this whole process becomes. If you 

can see yourself in your customer, you’ll naturally understand 

their struggles, their language, their desires. You’ve walked 

a mile in their shoes, and that authenticity shines through in 

everything you do.

Back to our retirement example. If you’ve personally 

grappled with the stress of a shaky retirement plan, you know 

exactly how that feels. The sleepless nights, the anxiety, the 

frustration of feeling like you’re running out of time. You’re 

not just guessing—you’ve lived it. That experience allows you 

to connect with your audience on a deeper level, offering 

solutions that actually make sense.

Step 3: Craft an Irresistible Offer
Now that you’ve got your niche and you know who you’re 

talking to, it’s time to figure out what the hell you’re going to 

offer. What problem can you solve for your Dream Customer 

Avatar? How can you package that solution in a way that’s 

valuable, unique, and worth their hard-earned cash?

This is where a lot of folks choke. They think, I’m not an 

expert. I don’t have anything special to offer. Rubbish. You 

don’t have to be the world’s leading authority; you just need 

to be a few steps ahead of the people you’re trying to help. 

C h a p t e r  3 :  C h o o s i n g  Y o u r  C l a i m



3 0 S t u a r t  R o s s  -  S e c r e t s  o f  t h e  m o d e r n  w e a lt h y

Even if you’re only a chapter ahead in the book of life, that’s 

enough to provide value.

Let’s circle back to the retirement scenario. Maybe you’ve 

figured out how to build simple, set-it-and-forget-it 

investment plans using apps like Robinhood or eToro. These 

platforms make investing accessible without needing a 

finance degree or a Wall Street broker.

You’ve seen how a basic plan—like investing in index funds—

can alleviate retirement stress without taking crazy risks or 

spending hours analysing stock charts. You’ve done the 

legwork, found strategies that work, and now you’re sleeping 

a hell of a lot better at night. That’s gold.

Many people are overwhelmed by investing. They think it’s 

complicated, risky, and reserved for the financially savvy. But 

you’ve cracked the code on making it straightforward and 

accessible. By sharing what you’ve learned, you can help 

others navigate this intimidating world.

You don’t need to be Warren Buffett to offer value here. 

You just need to be someone who’s been in the trenches 

and found a way out. By showing people they don’t need 

to gamble or shell out big bucks for financial advice, you’re 

giving them something priceless—peace of mind.
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Let’s Explore More Examples
Example 1: The Dog Breed Fanatic

Suppose you’re a skilled photographer, and you decide to 

pair that talent with a print-on-demand (POD) business. In this 

model, you create designs—like photos or illustrations—and 

partner with a company that prints these designs on products 

like shirts, mugs, or posters, but only when a customer places 

an order. This means no upfront cost for inventory, making 

it low-risk and perfect for customising products for niche 

audiences without worrying about unsold stock.

Now, instead of focusing on generic landscapes or portraits, 

you decide to zoom in on a passionate niche: dog breed 

fanatics.

These are not just casual dog lovers. These are people who 

are almost obsessively devoted to their specific breed. They 

wear clothing featuring their dog’s face, decorate their homes 

with breed-specific art, and buy every piece of merchandise 

imaginable that celebrates their furry companion.

Example 2: Postnatal Fitness

Let’s say you’re a fitness trainer, but you’re tired of the 

saturated market of general fitness coaching. You decide to 

specialise in postnatal fitness, helping new moms regain their 

strength and confidence after giving birth.

C h a p t e r  3 :  C h o o s i n g  Y o u r  C l a i m
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Why? Because new moms face unique challenges. Their 

bodies have been through the wringer, they’re sleep-

deprived, and their priorities have shifted dramatically. But 

many still crave a return to feeling strong and connected to 

their bodies.

You develop programs that cater specifically to these women—

quick, effective workouts that fit into their chaotic schedules. 

Maybe you offer 10-minute online sessions, subscription-based 

coaching, or personalised plans. You create a YouTube channel 

or blog sharing tips and building a community.

By zeroing in on this niche, you’re not just another fitness 

trainer. You’re someone who understands their specific 

struggles and can offer real solutions. You’re building trust and 

providing value that generic fitness programs can’t match.

Example 3: Personalised Homeschooling Resources

Imagine you’re a teacher who’s fed up with the lack of quality 

homeschooling resources for early education. You know that 

young kids thrive on personalised, hands-on learning—not 

cookie-cutter worksheets and boring online modules.

You decide to create customised lesson plans tailored to 

each child’s interests and developmental stage. Maybe you 

offer subscription-based curriculum kits, online workshops for 

parents, or even software that helps parents design their own 

lesson plans.
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By focusing on this niche, you’re filling a gap in the market 

and providing immense value. Parents are desperate for 

resources that engage their kids and make learning fun. 

You’re not just selling a product; you’re offering a solution to 

a problem that’s personal and pressing.

The Business Model Comes Last
Do you see the pattern here? The business model is just the 

vehicle. It’s important, but it’s not the first thing you should 

obsess over. Once you’ve nailed down your niche, defined 

your Dream Customer Avatar, and crafted an offer they can’t 

refuse, the right business model will naturally reveal itself.

The beauty of this approach is flexibility. You’re not locked 

into one way of doing things. Maybe you start with affiliate 

marketing, and as your audience grows, you introduce your 

own products or courses. You can layer different business 

models, creating a hybrid that maximises impact and revenue.

This framework also allows you to listen to your audience. 

Engage with them, gather feedback, and adjust your offerings 

accordingly. Whether it’s a membership site, physical 

products, or affiliate deals, the right model emerges from 

understanding what your audience truly wants and needs.

So don’t get trapped thinking you have to pick one business 

model and stick with it forever. By building a strong 

foundation—your niche, your DCA, your offer—you give 

yourself the freedom to evolve. The business model is just 

the method of delivery.

C h a p t e r  3 :  C h o o s i n g  Y o u r  C l a i m
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You’re not just building a business; you’re creating something 

with the potential to grow, scale, and serve your audience in 

ways you haven’t even imagined yet. That’s how you build 

something that lasts.

Welcome to the Niche Economy—Opportunity Awaits
Let’s rewind a bit. Remember the golden days of film 

rentals? The excitement of strolling into Ritz or Blockbuster 

on a Friday night, hoping the latest release wasn’t already 

snatched up. For those of you under 30, let me paint a 

picture. VHS tapes were these chunky black rectangles that 

you had to physically rewind before watching again. And if 

you returned them without rewinding? That was a 50p fine—a 

petty fee that still managed to piss you off.

But renting a VHS wasn’t just about the movie; it was an 

experience. It was a ritual. Then along came DVDs, and they 

didn’t just politely take over—they obliterated VHS tapes. 

Fast forward a few years, and streaming services made 

physical media practically extinct. Now, we’ve got endless 

content at our fingertips—no trips, no late fees, no rewinding.

While this digital shift made entertainment universally 

accessible, it also sparked something unexpected: the rise 

of the niche economy. The internet didn’t just expand our 

options; it shrunk our focus. People crave personalisation. 

They want what they want, and they want it tailored to them.
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This shift has cracked the door wide open for businesses 

with unique, specific offerings. Back in the VHS days, you 

had to appeal to the masses to survive. Now, zeroing in on a 

passionate few can be far more profitable—and a hell of a lot 

more fulfilling—than trying to be everything to everyone.

How the Niche Economy Came to Be
In the ‘80s and ‘90s, if you wanted to start a business, you 

had to cater to the widest audience possible. You had 

limited channels to reach people—three TV stations, a few 

local shops, maybe a radio spot if you were lucky. Mass 

appeal wasn’t just a strategy; it was a necessity.

Today, the game’s completely changed. You don’t need 

a storefront on Main Street; you need Wi-Fi and a clue 

about how to connect with your tribe. Now, the more 

specific you get, the better. It’s like finding that hole-in-

the-wall coffee shop that makes your latte just the way you 

like it—no corporate chain can compete with that kind of 

personalised service.

Sure, it might seem like every niche under the sun has 

already been tapped. But that’s like saying every song has 

already been written. People are drawn to unique voices, 

perspectives, and values. With a global audience at your 

fingertips, there’s room for countless stories and offerings.

And guess what? We’re just getting started.

C h a p t e r  3 :  C h o o s i n g  Y o u r  C l a i m
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YouTube: A Case Study in Niche Opportunity
Take YouTube. A decade ago, it was a repository for cat 

videos and low-quality clips. Now, it’s a powerhouse where 

people make millions by catering to specific niches. Gamers 

streaming themselves playing Minecraft, tech geeks reviewing 

obscure gadgets—they’ve built empires by speaking directly 

to a dedicated audience.

Try explaining that to someone in 1995—they’d think 

you’re nuts. But today, there’s an audience for damn near 

everything, no matter how niche.

This isn’t limited to YouTube. Across the board, people are 

flocking to brands, products, and services that align perfectly 

with their interests. They want to feel understood, catered to. 

And the beauty is, you don’t need to reach millions. You just 

need to matter deeply to the right few.

The Big Corporations Are Too Slow to Compete
Big companies are like giant cruise ships—impressive but slow 

as hell to turn around. They’re stuck chasing mass appeal, 

bogged down by bureaucracy and outdated strategies.

Meanwhile, the niche economy is dominated by 

speedboats—you, the solo entrepreneurs and small 

businesses that can pivot and adapt on a dime. While the 

corporate giants are holding meetings about meetings, 

you’re out here connecting directly with your audience, using 

tools like AI to streamline and innovate.
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Take AI tools like ChatGPT. Big companies are still scratching 

their heads about how to implement AI without disrupting 

their precious status quo. Meanwhile, savvy entrepreneurs are 

leveraging these tools to write copy, generate content, and 

automate tasks, gaining an edge that’s hard to beat.

What does this mean for you? It means you have a golden 

opportunity to get ahead, to create something that 

resonates on a personal level, and to build a business that 

feels authentic.

Why Now Is the Time to Get Involved
You might be thinking, Isn’t it too late to jump on this niche 

economy thing? Absolutely not. If anything, you’re early to 

the party. The niche market movement is still in its infancy. 

For years, content creators have been paving the way, but 

now it’s time for businesses to catch up.

There’s a growing demand for products and services tailored 

to specific interests, no matter how quirky or specialised. 

Vegan fitness programs, eco-friendly gardening kits, 

marketing services for microbreweries—you name it, there’s 

probably a market for it.

And with tools like ChatGPT, creating and marketing these 

niche offerings has never been easier. You don’t need a 

massive budget or a team of experts. You just need the 

willingness to dive in.

C h a p t e r  3 :  C h o o s i n g  Y o u r  C l a i m
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Affiliate Marketing: Profit from Other  
People’s Products
If you’re looking for a low-risk way to enter the niche economy, 

affiliate marketing is a solid choice. You promote other people’s 

products and earn a commission on each sale. It’s a way to test 

the waters without the hassle of product development.

Here’s what I call the affiliate advantage: affiliates often 

market products better than the companies that make them. 

Why? Because affiliates can speak directly to niche audiences 

in a way that feels authentic and personal.

Examples:

•	 Health-Focused Dog Food: The company might 

advertise broadly about “premium ingredients.” As an 

affiliate, you can target health-conscious dog owners, 

diving into the specifics of ingredient benefits, sourcing 

practices, and how this food can improve their pet’s well-

being.

•	 Online Yoga Classes for Busy Parents: While the 

platform markets to everyone, you focus on time-

strapped mums and dads. Highlight quick, stress-relieving 

sessions that fit into their hectic schedules.

•	 Ergonomic Home Office Gear: The brand says, “Affordable 

office solutions.” You target remote workers concerned 

about long-term health, emphasising the benefits of 

ergonomic furniture for posture and productivity.
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Affiliate marketing lets you zero in on niche audiences, 

crafting messages that resonate on a deeper level.

Create Your Own Product: Be the Solution They’re 
Searching For
Want to take it up a notch? Create your own product or 

service. This is where you can really make a mark.

Suppose you’re a fitness enthusiast. Instead of another 

generic workout plan, you design a program specifically for 

people over 50 who want to stay active without risking injury. 

Or maybe you’re passionate about photography. Instead of 

general tips, you create a course for food bloggers who want 

to up their Instagram game.

By narrowing your focus, you’re not excluding people; you’re 

attracting the right ones. People are more likely to support a 

brand that feels tailor-made for them.

Trust: The Currency of the Niche Economy
In this landscape, trust is everything. People have endless 

options, but they gravitate toward brands that “get” them. By 

positioning yourself in a niche, you have the chance to build a 

loyal audience that trusts you implicitly.

Big corporations struggle with this because they’re too busy 

trying to be all things to all people. But when you focus on 

relevance over reach, you build connections that last.

C h a p t e r  3 :  C h o o s i n g  Y o u r  C l a i m



4 0 S t u a r t  R o s s  -  S e c r e t s  o f  t h e  m o d e r n  w e a lt h y

The Power of AI and Automation
Remember those clunky VHS tapes? That’s how outdated 

big corporations can be. But you’ve got AI tools at your 

disposal that can automate and optimise nearly every aspect 

of your business.

From content creation to customer engagement, tools like 

ChatGPT level the playing field. While the big guys are stuck 

in meetings and red tape, you’re agile, efficient, and directly 

connected to your audience.

Why the Time Is Now to Start Your Own  
Niche Business
If you’ve been sitting on the sidelines, consider this your call 

to action. The niche economy is ripe with opportunity, and 

the barriers to entry have never been lower.

Here’s how to get started:

•	 Identify Opportunity: Find something you’re passionate 

about that could become a venture. The more specific, 

the better.

•	 Research the Market: Make sure there’s an audience. 

Use Google Trends, forums, social media—wherever your 

potential customers hang out.

•	 Create a Minimal Offer: Start small. Launch a blog, an 

affiliate site, or a basic product. You don’t need to go big 

from day one.



4 1

•	 Leverage AI and Automation: Use tools to streamline 

your operations. Content creation, marketing, customer 

service—you can automate a lot.

•	 Engage Directly with Your Audience: Be genuine. 

Respond to comments, messages, emails. Build real 

relationships.

•	 Iterate and Improve: Don’t wait for perfection. Launch, 

get feedback, adjust. The niche economy rewards those 

who are flexible and responsive.

We’ll dive deeper into each of these steps later in the book 

as we explore the Mission Map in detail.

So, What Are You Waiting For?
Stop being a spectator. The window of opportunity is 

wide open, but it won’t stay that way forever. In the niche 

economy, being small, specific, and agile is a massive 

advantage.

This is your moment. The digital tools are at your fingertips, 

the market is eager, and if you’re willing to find your niche, 

connect authentically, and deliver real value, the sky’s the limit.

Welcome to the niche economy—where your opportunity awaits.
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In 2008, I made close to $500,000 in the dating space as 

a new affiliate marketer. But let me tell you, it wasn’t like I 

just woke up one day, threw out a few ads, and watched the 

money roll in. Nope. It was a lot of trial and error—creating 

generic dating advice ads for anyone who’d listen, hoping 

something would stick. Spoiler alert: it didn’t.

I was spinning my wheels. Back then, affiliate marketing 

wasn’t what it is today. There weren’t thousands of online 

courses or shiny software tools guiding you step-by-step. It 

was a lot of guesswork. I’d spend days creating broad dating 

advice content that was so watered down it could’ve been 

straight out of a free magazine. I’d hit publish, cross my 

fingers, and wait for the money to roll in. But there was just 

one problem: nothing was happening.

Maybe you’ve been there. That sinking feeling when you’re 

doing all the “right” things, but the results just aren’t coming 

in. That was me, day in and day out, shouting into the void. 

And guess what? The void wasn’t listening.

The Lightbulb Moment: Narrowing My Niche
Then, out of sheer frustration, I had a lightbulb moment. 

I realised that I was making the same mistake I had made 

before in the franchise—I was trying to be everything to 

everyone. The dating world is huge, and there’s no way to 

speak to everyone effectively. So, I went back to the basics. 

C h a p t e r  4 :  L e s s o n s  f r o m  t h e  J o u r n e y



4 4 S t u a r t  R o s s  -  S e c r e t s  o f  t h e  m o d e r n  w e a lt h y

I dusted off some lessons I learned from my franchise days 

and did something that a lot of people are too scared to do: I 

narrowed my focus. Like, really narrowed it.

Instead of trying to sell dating advice to everyone, I decided 

to speak directly to a very specific group of people—

introverted guys in tech. You know the type. They’re brilliant 

with computer stuff, can build entire systems from scratch, 

but when it comes to starting a conversation with someone 

they’re interested in? They freeze. That was their pain point, 

the thing that held them back most. I saw it clearly, and I 

knew they could do something about it.

So, I stopped promoting “dating advice for everyone” and 

started creating content just for them. I ran ads that hit on 

their exact pain points—the social anxiety, the self-doubt, 

the feeling of being invisible in a crowd. My ads weren’t 

just generic promises of “how to get the girl.” They were 

specific, addressing their challenges directly. And that’s when 

everything clicked.

Suddenly, the content, ads, and blogs I created weren’t just 

another voice in the dating space. They became their voice. 

The things they read made them feel understood on a deep 

level. And when you tap into someone’s specific fears and 

frustrations like that, the response is immediate. They bought 

in—big time.

I started promoting info products tailored specifically for 

guys looking to improve their game—not just generic dating 

advice, but real solutions to their unique challenges. I didn’t 
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stop there either. I referred them to platforms like Match.

com, where they could actually put the advice into practice. 

And the money? Oh man, the money started pouring in. I 

was getting paid $5 for every free trial sign-up and up to 50% 

commission on a customer’s first subscription payment, with 

double-figure sign-ups daily.

It wasn’t just about the money. For the first time, I saw the 

power of speaking to a niche—a highly specific group of 

people with a very specific problem. I wasn’t just promoting 

dating advice or matchmaking sites. I was solving a problem 

these guys had been struggling with for a long time. And 

they were willing to take action and pay for that solution.

The Emotional Rollercoaster of Success
The first time I saw those big affiliate commission checks roll 

in, I couldn’t believe it. I’d gone from cold-calling and door-

knocking to generating more income in a day than I used to 

make in months. It was surreal.

I remember walking around, almost in disbelief. Is this real? Is 

this my life? Just a few years earlier, I’d been doing the grind 

like everyone else, hustling for scraps. Now, I was making real 

money—life-changing money—and it was coming from the 

internet, a space most people didn’t even understand yet.

Back in 2008, making money online wasn’t mainstream. 

People didn’t trust it. They didn’t even know it was possible. 

So when I started sharing my success, the reactions were wild. 
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I’d post about my lifestyle on Facebook, and people from my 

old life couldn’t believe it. Some were inspired, some were 

confused, and a few—well, they assumed I’d gone full Walter 

White and started dealing drugs. When you’re making that 

kind of money without a “normal job” to explain it, people 

start filling in the blanks with some pretty wild stories.

Transitioning to Personal Development
By 2009, I’d shifted gears a bit. I moved into the personal 

development space, focusing on helping people improve 

themselves in broader areas of life. While the dating stuff was 

more than paying the bills, it wasn’t a topic I deeply cared for. 

Yes, it was quite fun learning about dating, I always bought the 

courses I promoted as an affiliate to check them out and make 

sure I could position them properly and authentically share 

insights into the value of the teachings. But I knew I didn’t want 

to become an expert or authority in the space. Spending so 

much time learning about wooing women and how to write a 

dating profile wasn’t my destiny.

With that said, it was through this experience that I was 

introduced to the self-development industry. A lot of the 

best dating advice centred around the idea that the more 

you work on yourself, the more attractive you are to others. 

The space (the legit players) really encourages personal 

development and self-awareness. It wasn’t just about 
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becoming more appealing to a potential partner, but about 

becoming a better version of yourself overall—emotionally, 

mentally, and physically. It was this insight that led me to 

explore the personal development niche.

Suddenly, the idea of helping people transform their lives 

in ways that went beyond dating resonated with me on a 

deeper level. I wasn’t just interested in the surface-level stuff 

anymore—I wanted to dig into the core of what makes people 

tick, what motivates them, and how they could unlock their full 

potential. Personal development became my new focus.

I made about the same amount of money that year, but I 

spent a good chunk of it travelling. Facebook was becoming 

the new playground for sharing your success, and that’s when 

I really started to see the power of social media as a business 

tool. Posting updates on Facebook wasn’t just about showing 

off where I’d been or what I was doing; it became a way to 

build my personal brand and grow my audience.

And let me tell you, the reactions were mixed. Some of my 

old colleagues and friends from back in the day were blown 

away by what they were seeing on my profile. The messages 

I’d get ranged from admiration to outright disbelief. Some 

people genuinely thought I’d become a drug dealer. When 

you’re making that kind of money and don’t have a “normal” 

job to explain it, people start filling in the blanks with all kinds 

of wild stories.
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But that’s the thing about success—when you break the 

mould, when you stop living by the traditional rules, people 

don’t always know how to process it. I’d gone from cold-

calling and door-knocking to generating serious income 

online, and the transition wasn’t something a lot of people 

could wrap their heads around, especially back then. But 

there were two friends who saw past the flashy Facebook 

posts and got genuinely curious. They approached me 

together, both of them tired of their dead-end jobs and 

desperate for a way out.

They didn’t care about the flashy stuff—they just wanted to 

know how they could start creating their own path, free from 

the daily grind. So, I agreed, I’d help them out, give them a 

crash course on modern business, and see where it went.

There was just one small problem: neither of them even 

owned a laptop. They hadn’t needed one before. So, I 

dusted off an ancient laptop I had sitting around and handed 

it to them. This thing was so old it could barely connect to the 

internet. One of my friends, in particular, was practically scared 

of it. He looked at the thing like it was going to bite him.

We had to get creative. I knew my buddy wasn’t going to be 

setting up websites or running online tools anytime soon, as 

it was far more complex back then than current site builders. 

But he had a different skill—he was great with people. He 

could strike up a conversation with anyone. So, we came up 

with a plan.
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He’d attend local business meet-ups, not with the goal of 

making sales, but with the goal of helping. He presented 

something we called the “Web Presence Plan.” It wasn’t about 

selling websites; it was about showing these small business 

owners what was possible if they embraced the internet. We 

weren’t there to pitch, we were there to lead with value.

Meanwhile, my other friend worked on the tech side, 

setting up the websites using a small team we found in the 

Philippines. Within weeks, the plan started gaining traction. 

The business owners appreciated the no-pressure approach, 

and soon enough, clients were rolling in.

Within three months, they had enough clients to quit their jobs. 

They were free. And watching them succeed was one of the 

most rewarding experiences of my life. I had helped them find 

their freedom, and in doing so, I realised that helping others 

escape the grind was something I wanted to do more of.

Facing My Fear at the UK Internet  
Millionaire Summit
In 2010, I got an invitation to speak at the UK Internet 

Millionaire Summit. Sounds impressive, right? Well, let me 

tell you—I had zero experience with public speaking, and 

the closer I got to the event, the more I wanted to back out. 

In fact, I was practically in tears on the way there. No joke. I 

felt like a seven-year-old who had just seen the shadow of a 

monster creeping out from under the bed. I even considered 

calling the organiser, Chris, and cancelling. But something 

inside me pushed through the fear, and I decided to go for it.
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When I arrived, a few of the other speakers went up before me. 

They were slick, polished, and intimidating as hell. These guys 

had their presentations down to a science. They had flown in 

from America, and they weren’t just smooth speakers—they 

were professional pitchmen. Their talks ended with these 

aggressive sales pitches for supposed easy money-making 

solutions, and people were actually buying. It was wild.

Meanwhile, I was sitting backstage, feeling like a complete 

imposter. I didn’t have a polished pitch. I didn’t have a fancy 

coaching program to sell. Hell, I wasn’t even sure I belonged 

on that stage. But I decided that if I was going to bomb, I was 

going to do it my way.

The first ten minutes were brutal. I was stuttering, sweating, 

the whole deal. But then, something clicked. I stopped 

worrying about the audience. I stopped comparing myself 

to the other speakers. I just started talking, sharing what I 

knew, and focusing on helping. By the end of my talk, when 

everyone expected a big sales pitch, I told them I wasn’t 

selling anything. I just wanted to help.

And that’s when the magic happened. People swarmed 

me afterward, not just to ask questions but to throw money 

at me. They wanted to cancel their orders with the other 

speakers and work with me instead. Why? Because I wasn’t 

selling them some get-rich-quick scheme. I was showing up 

as myself, offering real value. And that’s what people crave. 

Authenticity. Realness.
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The Workshop That Changed Everything
During the afternoon sessions at the event, while I was hiding 

out in the speakers’ room trying to collect myself, Chris, the 

event organiser, casually came over to thank me for my session. 

And then, out of nowhere, he drops this bomb: “Why don’t you 

offer a workshop? People really want to learn from you.”

I hadn’t even thought about that. A workshop? Me? I was just 

happy I didn’t pass out during my talk. But Chris was serious. 

So he put together a last-minute slide for the final session 

of the day, announcing that, due to popular demand, I’d 

be running a few small group workshops over the next few 

weekends. Limited spots, ten or so people per group, £2,000 

a head.

Honestly, I was cringing inside. I mean, what if no one 

signed up? What if this whole thing flopped, and I ended 

up standing there, awkwardly holding a stack of forms while 

everyone just shuffled past me? But then Chris, with all the 

confidence in the world, says, “Stuart’s heading out to the 

foyer now with a form you can request.”

And that’s when things got wild.

I barely made it to the foyer before people were practically 

throwing themselves at the table, signing up left and right. 

Like, Chris was still wrapping up his session, and there were 

already people lining up. In that moment, I went from “Holy 

crap, this is embarrassing” to “Holy crap, this is happening.” 

Tens of thousands of pounds in profit. Just like that. Not bad 

for a guy who almost bailed on the whole thing, right?
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Here’s the real takeaway: it wasn’t the money that mattered. It 

wasn’t the sales or the sudden success. What hit me like a ton 

of bricks was the fact that people genuinely wanted to learn 

from me. They saw value in what I had to offer. And that’s the 

lesson I’ve carried with me ever since—lead with value, be 

yourself, and success will follow.

People are sick of the polished sales pitches and the fake-

it-till-you-make-it nonsense. What they want, what they’re 

hungry for, is authenticity. And the truth is, if you show up as 

yourself—warts, nerves, stutters, and all—and if you actually 

care about helping people, they’ll be drawn to you. They’ll 

pay a premium for that kind of realness because, honestly, it’s 

so damn rare these days.
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It was early 2011, and I was sitting in the salon, getting my 

hair cut, making the usual small talk with the owner. We’d 

known each other for years, but only in that weird way you 

know someone you see every few months—surface-level 

chit-chat, nothing too deep. She started venting about the 

usual rollercoaster of running her business. Some days, she 

had clients spilling out the door, turning people away. Other 

days, it was crickets—like she’d opened a salon in the middle 

of nowhere. I looked at her and said, “So, why don’t you do 

something about it?”

She gave me that classic what-the-hell-are-you-talking-about 

look and said, “Like what?”

I shrugged. “Well, why not offer something? Doesn’t need 

to be complicated. If you’re having a slow day, send out a 

quick email to your customers with a one-day-only deal. See 

who bites.”

You’d think I’d just asked her to build a rocket and fly it to 

Mars. She stared at me, blinking, before saying, “We don’t 

collect customer emails.”

What? I couldn’t believe it. How could a business like hers 

not be collecting emails? But she wasn’t alone. A ton of small 

businesses are so wrapped up in their day-to-day grind that 

they completely miss the basics of marketing. That was true 

then, and it’s still true now! They’re so busy dealing with the 

immediate stuff, they don’t even realise how much easier their 

life could be if they just put a few simple systems in place.
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So I told her, “That’s the first thing you need to change.”

Long story short, I agreed to help her set up a basic email 

system. Nothing fancy, just a simple tool called AWeber—an 

email autoresponder that collects emails, organises them, 

and lets you send messages whenever you need. We spent 

an afternoon getting everything set up, created a few basic 

email templates, and that was it.

Fast forward a couple of months. I’m back for another 

haircut—this one’s on the house. The second I walked 

through the door, she came rushing over, practically bouncing 

with excitement. “I can’t believe how well this has worked!” 

she said, giving me a massive hug. “All I do is send out an 

email when it’s quiet, and customers actually show up!”

That was it. No complicated strategy, no all-day promotions—

just a simple email on slow days, and her once-empty salon 

was suddenly no longer empty. It was a game-changer for 

her. She went from worrying about slow days to being able to 

control them. And the best part? She now had a direct line to 

her customers anytime she needed it.

Seeing how pumped she was gave me an idea. This wasn’t 

just a win for her—it was a case study. Proof of concept. So, 

I called up a buddy of mine who had been pestering me for 

business advice. He hated his job and was always asking me 

how he could break out and do something different. I told 

him, “I’ve got a plan for you. You’re going to do exactly what 

I did for the salon owner—help local businesses set up email 

newsletters and keep in touch with their customers.”
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And that’s exactly what we did. He started cold-emailing local 

businesses, asking them to reply if they wanted  a free case 

study video on how to use email to drum up business. No 

hard selling, no pressure—just a simple offer to help them 

solve a real problem. We used the same tool—AWeber—and 

focused on one thing: providing value. We weren’t out there 

hustling for a quick sale. We were out there offering them 

something they didn’t even know they needed.

Within six weeks, we turned that simple offer into a business 

pulling in over £8,000 a month with a 50/50 split, plus we built 

a 100% passive recurring income source by referring email 

software as affiliates. And all we did was help small businesses 

set up basic email systems. It was so straightforward that 

most people overlooked it. But it worked because it solved a 

problem these business owners didn’t even realise they had. 

And it all started with a single conversation and a simple idea 

that focused on their needs first.

Are you starting to see a pattern here? The best ideas—the 

ones that really move the needle—aren’t about flashy tactics 

or clever gimmicks. They’re about finding a real problem and 

offering a solution that genuinely helps people. It’s not rocket 

science. But you’d be amazed how many people skip this 

critical step.
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The Real Lesson: Getting Paid for Value
Here’s where most people get it wrong. They think their 

paycheck is directly tied to the hours they put in. They 

believe the only way to make more money is to work more 

hours. The cold, hard truth: that’s a trap. A lot of people 

spend their entire lives clocking in and out, attaching their 

value to time rather than their impact. And because they 

believe their worth is tied to the hours they work, they never 

break free from that hamster wheel.

But that’s not how you create real wealth. The key to getting 

rich is simple—you get paid for the value you bring to the 

table, not for how long you sit at the table. And with the 

leverage of the internet, that shift from time to value is how 

you break free.

Think about it this way: let’s say you’re a skilled carpenter, 

and you build custom sheds. You could get paid by the hour, 

working 10-12 hours a day, building each shed one at a time. 

Maybe you’re great at what you do, and you get a steady 

stream of clients. But your income is capped because your 

time is capped. There are only so many hours in the day.

Now, what if instead of building sheds one by one, you 

decided to teach people how to build their own sheds? You 

could create a course, something like “Build Your Dream 

Shed in 10 Easy Steps for Less Than $200” and charge $99 

for it. You could then list it on a marketplace like ClickBank, 
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get affiliates to promote it, and suddenly, instead of trading 

your time for money, you’re trading your knowledge.

And here’s the best part—you only have to create that course 

once, but you can sell it over and over again. While you 

sleep. While you’re on vacation. While you’re doing anything 

but building sheds. It’s scalable, and it allows you to leverage 

your expertise without being tied down to a physical project 

every time.

You’re no longer limited by time. You’re getting paid for the 

value you provide—teaching people how to build their own 

sheds—rather than the time you spend building them yourself.

The Leverage of the Internet
The internet has completely transformed the way we can offer 

value to people. It gives us a platform to scale, to multiply 

our efforts, and to reach people who need what we have to 

offer, no matter where they are. If you understand how to 

leverage this, the possibilities are endless.

You see, with the internet, you’re not just working for one 

client at a time. You’re not limited by geography, and you’re 

definitely not limited by time. You can create something 

once—whether it’s a course, a product, or even a system like 

the email autoresponder we set up for local businesses—and 

sell it repeatedly without needing to clock in every day.

This is how people create passive or at least semi-passive 

income. They’re not grinding away, trading their hours for 
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dollars. They’re using systems, technology, and knowledge to 

deliver value on a massive scale. And the best part? Once the 

system is in place, it continues to work for them, even when 

they’re not working.

Here’s the shift: instead of thinking, “How much can I make for 

the time I put in?” start thinking, “How much value can I create, 

and how can I get paid for that value, over and over again?”

The Power of a Simple Offer
Here’s another truth: simple offers often have the biggest 

impact. That salon owner didn’t need a complex marketing 

strategy to really move the needle. She didn’t need to 

hire a big team or spend thousands on advertising. All she 

needed was a simple email, sent out on slow days, offering 

her clients something of value. And it worked. It was that 

straightforward.

Similarly, my buddy didn’t need to create a full-fledged 

agency to start helping local businesses. He didn’t need to 

be an expert in everything. He only needed to focus on one 

thing—helping them set up an email system that solved their 

problem. First, he visited the businesses in person, learning 

the best process along the way. Eventually, we automated it 

with a series of instructional videos and a basic members area 

where they could log in and do it themselves. If they wanted 

in-person help, they paid a premium for it.
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And that simple offer turned into a business generating 

thousands of pounds every month. It was streamlined, 

scalable, and tackled a real pain point for those businesses.

In fact, the best offers are often the simplest. People aren’t 

looking for complicated solutions. They want something that 

works, something that solves a problem they’re facing right 

now. And if you can provide that, they’ll happily pay you for it.

So, if you’re stuck trying to figure out your next offer, start by 

asking yourself, How can I help someone? What’s a problem 

they’re facing, and how can I offer a solution that makes their 

life easier? Lead with that, and the rest—money, growth, 

success—will follow.

Shifting Your Mindset to Get Paid for Value
Most people are conditioned to think in terms of time for 

money. They clock in, they clock out, they get a paycheck. 

But the people who truly succeed—the ones who build 

wealth, freedom, and long-term success—understand that 

the real money comes from getting paid for value.

When you focus on creating value instead of trading time, 

you’re no longer stuck in that limited mindset. You can scale 

your efforts, reach more people, and ultimately make more 

money because you’re not limited by how many hours you can 

work. You’re only limited by how much value you can create.
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This is the fundamental shift you need to make if you want to 

break free from the grind. It’s the shift that allowed me to go 

from a job I hated and debt, to becoming a multi-millionaire.

So, next time you’re thinking about how to make more 

money, don’t just think about working more hours. Think 

about how you can offer more value. Because that’s the 

secret to breaking free, creating wealth, and building a life on 

your own terms.
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Since 2008, I’ve marketed all kinds of offers. I’ve promoted 

affiliate products in dating, personal development, some 

of the first e-cigarettes (story for another day), and I’ve 

helped small businesses figure out how to actually use email 

marketing without sounding like spam bots. Hell, I’ve even 

gone all-in with my own software platforms for web hosting 

and building some of the industry’s most effective AI tools.

But here’s the one thing I’ve learned after more than a 

decade in the trenches: None of it matters if you make it all 
about you.

I’ve seen people—smart, motivated, hard-working people—fall 

flat on their faces because they just don’t get this. They hustle, 

they grind, they jump from idea to idea like an over-caffeinated 

squirrel, and when it doesn’t work out, they point fingers at 

everything but themselves. “It’s the market,” they say. “It’s the 

economy. This doesn’t work. It’s the algorithms.” They’ll blame 

anything except the fact that they’ve made it all about what 

they want instead of what their audience actually needs.

Here’s the harsh truth: nobody gives a damn about your 
dreams. Yeah, I said it. Nobody cares if you want to quit your 

9-to-5, make seven figures, or buy a Porsche. Your potential 

customers don’t give two sh*ts about your aspirations. They 

care about their own dreams, their own problems, and most 

importantly, how you can help solve them.

You want the secret to success? Stop obsessing over how to 

get what you want and start focusing on how to give other 

people what they need. You think people are going to hand 
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over their hard-earned cash because you’ve got a fancy logo 

or a new portrait photo? Nope. They’re going to give you 

money when you solve a problem for them or give them 

something they genuinely want.

Money = Certificates of Appreciation
Here’s a mindset shift for you: money is nothing more than 
a certificate of appreciation. That’s it. People don’t hand 

over cash because you look nice (unless you’re on OnlyFans), 

or because you put up a flashy website. They do it because 

they’re grateful for the value you’ve provided. So, instead 

of obsessing over how to make more money, start thinking 

about how you can get more people to appreciate you. And 

how do you do that? By helping them.

Now, I know this sounds simple. But it’s where 90% of 

people screw up. They wake up every day thinking, “How 

do I make more money?” instead of, “How do I create 

something that helps people?” You want to shift from 

consumer to creator? Stop thinking about what you can 

take, and start thinking about what you can give.

When you do that, something magical happens: you stop 

chasing trends, hacks, and shiny objects. Instead, you start 

spotting opportunities everywhere. Every conversation, 

every frustration you hear from friends, every problem you 

encounter—suddenly, it’s all potential value you can provide. 

But you’ve got to be in the right mindset to see it.
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The Power of Simple Solutions
And here’s another truth: it doesn’t have to be complicated. 

In fact, the most effective value you can give is often the 

simplest. Let me give you an example.

One of our Launch You affiliates, Melissa Robinson, absolutely 

crushed it with a single blog post that she runs ads to. Yep, 

that’s right—just a blog post. No fancy funnels, no viral video, 

just one well-crafted article.

She shared her personal journey about burnout and how she 

turned it around using a strategy she learned from one of our 

workshops. There wasn’t a hard sell, no flashing “BUY NOW” 

buttons. She just told her story, connected with her audience, 

and offered a simple solution that had worked for her. The 

result? Over $300,000 in affiliate commissions in 12 months. 

One article, one ad.

Why did it work? Because it wasn’t about her. It was 

about her audience. She spoke directly to their pain, their 

frustration, and then offered them a solution that made 

sense. Her readers didn’t feel like they were being sold to—

they felt understood. And that’s what led them to trust her 

and ultimately buy.

See the difference? It’s not about creating content to sell. It’s 

about creating content to help. It’s about showing up with 

genuine intent to provide value, not just to make a quick buck.
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Stop Chasing, Start Giving
Over the years, I’ve watched some of the hardest-working, 

most determined people fail miserably because they don’t 

get this. They hustle, they grind, they change tactics every 

two weeks, they reinvent themselves over and over, but 

nothing sticks. And the reason is simple: they make it all 
about them.

On the flip side, I’ve seen people make multi six-figure 

incomes with one piece of content. But it wasn’t just the 

content that worked—it was the mindset behind it. They 

weren’t thinking, “How do I make sales?” They were thinking, 

“How do I help my audience?”

When you approach business with that mentality, everything 

changes. You stop chasing sales and start creating value. And 

when you create value, guess what? Sales follow.

Here’s the thing: people can smell a fake from a mile away. If 

you’re just out to make a quick bit of cash, they’ll know. But 

if you’re genuinely trying to help, they’ll feel that too. And 

when you genuinely care about helping people, not only 

does it feel a hell of a lot better, but it actually works.

The Law of Reciprocity
This is what is called the law of reciprocity. When you give 

without expecting anything in return, when you lead with 

value, people will reciprocate. Maybe not immediately, but 
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they will. They’ll remember the person who helped them 

when they needed it, and when they’re ready to buy, guess 

who they’re coming to? You.

This is why so many people get business wrong. They focus 

on getting money instead of giving value. They create offers 

based on what they think will sell, instead of what their 

audience actually needs. And then they wonder why their 

business never takes off.

It’s because they’ve missed the point entirely. Business is not 
about taking. It’s about giving.

Shifting from Scarcity to Abundance
Here’s the next big mindset shift you need to make: stop 

thinking in terms of scarcity and start thinking in terms of 

abundance. Most people operate with a scarcity mindset—

they believe there’s a limited amount of success or money out 

there, so they cling tightly to what they have and focus on 

getting more.

But the creator mindset is different. When you’re a creator, 

you know that value is infinite. There’s no limit to how much 

you can create, how much you can give, or how many people 

you can help. And when you focus on giving, you stop 

worrying about getting, because you know that by creating 

value, the rewards will come.
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Here’s an analogy: imagine you’re a farmer with a field. You 

could obsess over how many crops you can harvest right 

now, frantically picking every plant before it’s ready, worried 

that you’ll run out. Or, you could focus on cultivating the 

field—nurturing the soil, planting seeds, and letting the 

crops grow. When you take the time to cultivate, you’re not 

worried about scarcity, because you know that abundance is 

just around the corner.

This is the same in business. If you’re focused on grabbing 

every dollar you can right now, you’re playing a short-

term, scarcity-based game. But if you focus on creating 

value, cultivating relationships, and helping people, you’re 

playing the long game. And the long game is where the 

real wealth lies.

The Power of Content that Genuinely Helps
Let’s talk more about content. I’m not saying you need to 

create a 5,000-word blog post every week or drop viral 

videos every day. It’s not about how much content you 

create; it’s about how helpful that content is.

Look at Melissa’s story again. It wasn’t a fancy piece of 

marketing that made her $300k. It was her genuine desire 
to help. She took the time to connect with her audience, to 

understand their struggles, and then offer them a solution. 

And that’s why it worked.
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Your content, whether it’s a blog post, a YouTube video, or 

a podcast, should always lead with value. Don’t ask, “How 

can I get people to buy?” Ask, “How can I help people solve 

a problem?” The moment you make that shift, your entire 

approach to business changes.

How This Translates to Business Success
Here’s another example: I had a family member who used 

to work at a soul-sucking corporate job. He was desperate 

to get out, but he was stuck in that scarcity mindset. Every 

time we talked, it was, “How can I make more money?” And 

every time, I’d tell him the same thing: “Stop focusing on the 

money and start focusing on how you can help.”

It took him a while, but eventually, he got it. He started a 

blog, not about making money, but about helping other 

burnt-out corporate workers like himself find purpose again. 

He wasn’t selling anything at first—just writing about his 

journey, sharing insights, offering advice. And wouldn’t you 

know it, within a few months, people started reaching out to 

him, asking for help.

Long story short, he turned that blog into a coaching 

business that now makes him more money than his old 

corporate job ever did. But it all started with that shift in 

mindset—from scarcity to abundance, from getting to giving.
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Start Giving
So here’s the takeaway: start giving. Stop thinking about 

what you can get out of your business, and start thinking 

about what you can give. How can you help your audience? 

How can you make their lives easier, better, more enjoyable?

The more you focus on giving, the more you’ll get. It’s really 

that simple. And when you lead with value, you won’t have to 

worry about where your next sale is coming from. The sales 

will come because you’ve built trust, you’ve shown up, and 

you’ve made a difference.

In the next chapter, we’re going to dive into what happens 

when the offer falls flat. Because even when you’re doing 

everything right, sometimes things don’t go as planned. 

And that’s okay. We’ll talk about how to handle it, how to 

pivot, and how to keep moving forward when things don’t 

go as planned.

But for now, remember this: start giving. When you shift your  

focus from getting to giving, you’ll unlock a whole new world  

of opportunities.
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Not every offer is going to be a home run. And if you’re 

serious about building something that lasts, you have to be 

prepared for that gut punch. I remember this all too well 

around the time I came up with what I thought was going 

to be a game-changer: my first big online course, Affiliate 
Marketing Secrets. I’d already made a couple of million by 

that point, so I figured it was time to pass on what I’d learned. 

You know, help all the affiliate side hustlers out there who were 

stuck in the grind, trying to crack the code like I had.

So, I spent three solid months pouring everything I knew into 

this course. I’m talking late nights, no sleep, the whole hustle-

culture routine. I was convinced that this was going to take off 

like wildfire. I thought, “Man, people need this! I’ve cracked 

the code; I’m about to change lives!” The night before the 

launch, I couldn’t sleep. The excitement had me wired like I 

was on a week-long caffeine binge.

Then launch day came… and, well, crickets. Not the good kind.

Sure, I got a few sales here and there, mostly through 

Facebook ads, but nothing even close to what I had built up 

in my head. I kept thinking, What the hell am I missing? This is 

great stuff! I was so sure this killer content was going to fly off 

the digital shelves, but after a couple of months, and maybe 40 

customers later, I knew I had to pivot or crash and burn.
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The Wake-Up Call: Listening to Your Audience
So, I did something radical—I asked my audience. I sent out a 

simple survey to the folks who had bought the course, asking 

them one question: What do you need the most help with 

right now? The response? Traffic. Almost every single person 

said they needed more traffic to their websites.

Now, here’s the deal: I’d seen many of their websites, and 

traffic wasn’t the problem. Their problem was that their sites 

were bland, had no clear audience, no compelling story, and 

didn’t offer any real value in their marketing. Traffic was the 

band-aid they wanted, but it wasn’t going to fix the gaping 

wound they were ignoring. But, you know what they say: give 

the people what they want.

So, I rolled with it. I put together a workshop in London called 

Six-Figure Traffic Secrets. I figured, “Okay, they want traffic? 

Fine. I’ll show them how to get it.” I kept it simple, just the 

basics, and taught a few strategies. What happened next? It 

blew me away.

I sent the offer to my small list of customers, and within hours, 

the workshop was completely sold out. People were actually 

flying in from halfway around the world to attend. That was 

my wake-up call. I thought, Alright, maybe I need to double 

down on this.
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The Lesson in Pivoting: Sell What They Want, Give 
Them What They Need
So, I booked a much bigger conference room, threw together 

a basic sales funnel, and started marketing the event through 

Facebook ads. And guess what? We sold out again. This time, 

250 tickets gone in days. People were tripping over themselves 

to buy seats like I was selling front-row passes to a Beyoncé 

concert. That’s when it hit me: Affiliate Marketing Secrets, as 

amazing as it was, wasn’t the offer these struggling affiliates 

wanted. They wanted traffic. They didn’t care about my secret 

sauce or my carefully crafted strategies for building a long-

term, sustainable online business. They wanted the fast fix. 

They wanted more eyes on their sites ASAP.

And here’s the first big lesson: Affiliate Marketing Secrets 

was what I call a “vitamin” offer—it was valuable, no doubt, 

but it didn’t solve an immediate, painful problem. A vitamin 

offer is something that’s good for you, but if you skip it today, 

no big deal. It’s easy to put off. But a painkiller offer? That’s 

different. When people are in pain, they’ll do just about 

anything to get relief.

And that’s exactly what Six-Figure Traffic Secrets was for 

these business owners—a painkiller. They felt the pain of not 

having enough traffic. They believed if they could just get 

more people to their sites, everything else would magically 

fall into place. They wanted a quick fix for an immediate 

problem. And that’s why the workshop sold out twice over—it 

hit a nerve.
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Look, this isn’t some universal law, but it’s a damn good 

rule of thumb: the students who know their audience’s pain 

points and build around them have offers that take off the 

fastest. A vitamin offer might need world-class marketing 

to succeed because you’re trying to convince people to 

buy something that isn’t urgent. But a painkiller? That thing 

practically sells itself.

Recognizing the Deeper Problem: It’s Not Always 
What They Ask For
So, I ran the event, and it was a massive success. But the 

ironic twist: as I dug into their questions and looked at their 

businesses, I realised that traffic wasn’t even their main 

problem. Most of them needed a complete overhaul. Traffic 

was the last thing they should’ve been worrying about. They 

didn’t have a solid strategy, they had no real brand story, 

and they didn’t know how to position themselves. I’d already 

covered all of this in Affiliate Marketing Secrets, but they 

didn’t care about that—they just wanted traffic.

So, I tried something new. I packaged Six-Figure Traffic 

Secrets as a DVD set and sold it online. I shipped out those 

DVDs like it was the early 2000s. It brought in over $230,000 

in just eight months! But here’s the real deal: once they 

bought the DVDs, they were in my ecosystem, and I had the 

chance to give them what they actually needed—a proper 

strategy. They came for the traffic but left with the essentials.
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Give Them What They Want, Then Show Them What  
They Need
This taught me another huge lesson. Sometimes, you have to 

sell people what they want to get their attention, and then, 

once you’ve got it, you give them what they need. That’s 

when I realised the offer was just the entry point. Once they 

were in, I could show them the bigger picture. And that’s 

what eventually led me to rebrand from Affiliate Marketing 
Secrets to Digital Experts Academy.

I started building a more comprehensive framework, one that 

offered more than just traffic solutions. I added in workshops, 

conferences, masterminds, and really stepped into the role 

of mentor. Eventually, I rebranded everything under Digital 
Experts Academy, and that’s when things really took off. We 

went from small workshops to running huge conferences all 

over the world. We were bringing in over eight figures a year, 

year after year, all while pumping out success stories one after 

another. It was a wild ride.

We were hosting events, bringing together some of the 

brightest minds in the business, and creating a community 

of people who were all learning, growing, and building 

alongside us. It was a high I can’t even describe. We were 

on top of the world.
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Facing a New Challenge: The Collapse of Events
Then 2020 happened. COVID hit, and the events industry—

our bread and butter—collapsed almost overnight. We had 

to shut everything down. Winding down Digital Experts 
Academy was one of the toughest things I’ve ever had to do. 

I’d poured years into building this brand, this movement, and 

suddenly, it was gone.

But you know what? As brutal as that time was, it turned out 

to be a blessing in disguise. The lockdowns gave me the rare 

opportunity to step back, reflect, and reimagine everything. 

I ended up doing more than just reflecting—I rolled up my 

sleeves and used that time to help my cousin rescue his 

business by getting him online. I also helped a close friend 

pivot his business model, and in just 12 weeks, he tripled his 

revenue while cutting his work hours in half. Now, he spends 

way more time with his kids. I’m telling you, this marketing and 

mindset stuff that so many turn their nose up at, is pure magic.

The Birth of Launch You: A New Era, A New Offer
And that’s when Launch You was born. I realised I didn’t need 

physical events or a stage to make an impact. What I really 

needed was a world-class online program—something future-

proof, something accessible from anywhere in the world, a 

system that could empower people to transform their lives no 

matter where they were and without having to find the time 

and money to travel. 
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Launch You is the culmination of everything I’ve learned, 

along with the expertise of our amazing team, over 15 years 

of helping people build thriving businesses. We’ve optimised 

it for a new era—leveraging cutting-edge technology to make 

the process smoother, more efficient, and more accessible 

than ever before. With Launch You, we’ve created a proven 

roadmap, an immersive digital experience, and a team of 

dedicated mentors to guide students every step of the way. It’s 

scalable, flexible, and built not just for today, but for the future.

The Big Takeaway: What Feels Like Failure is Often 
Just Feedback
Here’s the lesson: not every offer will take off the way you 
expect. Sometimes, what feels like failure is actually just 

feedback, steering you toward a better path. The market 

might not always want what you think they need—but if 

you’re willing to listen, they’ll tell you exactly what they’re 

looking for.

This happens to all of us. You can spend months or even 

years perfecting something you believe is incredible, only 

to find out the market doesn’t respond the way you hoped. 

That doesn’t mean your idea was bad—it just means the 

timing, the messaging, or even the product itself might 

need adjustment.
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It’s easy to get emotionally attached to your offer or idea. After 

all, you’ve poured your heart, soul, and countless hours into 

it. But the reality is, your offer or ideas are only as good as 

its ability to solve a pressing problem. And sometimes, the 

problem you think your audience has is very different from the 

one they feel they have.

If you’re willing to pivot, adapt, and put your audience’s 
needs first, you’ll always find a way to make it work. The 

creator mindset teaches you that there are no dead ends—

only opportunities to adjust and keep moving forward.

Listening, Adapting, and Moving Forward
By the time Launch You took off, I had learned one of the 

most important lessons of my career: the market will always 

tell you what it wants, but you have to be willing to listen. I 

learned to stop pushing what I thought people needed and 

started listening to what they said they wanted. The key is 

in the balance—you sell them what they want to get their 

attention, but you deliver what they need once you’ve 

earned their trust.

When your offer falls flat, it’s not the end. It’s a chance to 

step back, listen, and pivot. Every failure contains valuable 

feedback. Every misstep points you toward a better path. 

And when you understand that, there’s no such thing as 

failure—just progress.
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Let me take a wild guess. You’ve probably been fed one of 

two flavours of bullsh*t about making it big in online business: 

either that you need to grind yourself into oblivion, or that 

success is as easy as 1-2-3 if you just buy into the latest shiny 

scheme. Here’s the cold, hard truth: both are wrong. Hard 

work without a clear direction is just spinning your wheels in 

the mud, and thinking success comes easy is a fantasy sold by 

those who profit from your naivety.

Real success requires smart, focused effort. You need to 

understand the problem you’re solving, have a clear plan, 

and take consistent, meaningful action. That’s how you move 

the needle.

So, what’s the real secret? It’s about striking a balance 

between intelligent, focused effort and strategic planning. 

That’s where LaunchPad’s Mission Map comes in. It’s not just 

a collection of steps; it’s a battle-tested framework that has 

helped countless aspiring entrepreneurs here at Launch You 

build businesses that are not only profitable but meaningful 

and driven by purpose.

Why You Desperately Need a Map
Launching a business without a plan is like trying to complete 

a jigsaw puzzle without the picture on the box. You might 

piece together a few sections through trial and error, but 

without the full image, the process is slow, frustrating, and 

nearly impossible. Wouldn’t it be easier if you knew exactly 

how all the pieces fit to reveal the bigger picture?

C h a p t e r  8 :  T h e  M i s s i o n  M a p  –  Y o u r  R o a d m a p  t o  I n e v i ta b l e  S u c c e s s
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That’s where the Mission Map comes in. It’s the difference 

between aimlessly wandering and embarking on a targeted 

journey to success. This map doesn’t just guide you; it helps 

you avoid pitfalls, accelerates your progress, and ensures that 

every ounce of effort you put in brings you closer to your goal.

And the truth about most courses and training? They’re selling 

you a puzzle without all the pieces. You end up frustrated, 

trying to force things together without a clear picture or the 

right tools to complete it. The Mission Map is different. It gives 

you every piece, along with the blueprint to see how they all 

fit, so you can build your business with confidence and clarity.

The Birth of the Mission Map
The Mission Map wasn’t dreamed up in a cushy boardroom 

or churned out by some social media influencer regurgitating 

the latest trends. It was forged in the fires of real-world 

entrepreneurial warfare. I first sketched the framework on 

the back of a paper invoice sitting on my desk, trying to 

distil what had worked for me and our best case studies, so I 

could streamline our own business efforts and also guide new 

members to success right from the start.

And guess what? It’s working. The same strategies and 

checkpoints that took me from a nearly bankrupt franchisee to 

the CEO of a thriving enterprise are now helping thousands of 

others. Over the years, we’ve refined and adapted this map, 

and it’s proven to be both powerful and practical. It’s designed 

to turn your pipe dream into a solid, actionable plan.



Now, let’s break down exactly how the Mission Map works, 

starting with the four phases and then diving into each 

individual step. This roadmap will take you from where you 

are now to where you want to be, guiding you through the 

preparation, launch, growth, and scaling phases of your 

business. Let’s get into it!

The Four Crucial  
Phases
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Foundation Phase: Mindset Overhaul
Before you build anything, you need to tear down what’s holding 

you back. It starts with rewiring your mindset—embracing 

change, anticipating challenges, and preparing to adapt. The 

digital world is fast and unpredictable. You’re either ready to 

ride the wave or get swallowed by it. This phase is about getting 

your head in the game, sharpening your focus, and building 

the mindset you need to thrive. We call this the Ultimate Life 
Blueprint—21 transformative steps designed to reset your 

mindset and fuel your growth and it’s included with LaunchPad. 

Prepare Phase: Lay the Groundwork
This is where you roll up your sleeves and dig into the details. 

You define your niche with laser precision, understand your 

Dream Customer Avatar like they’re sitting in the room with 

you, and craft an offer that’s impossible to ignore. It’s not 

guesswork—it’s about creating a foundation so solid that you 

can move forward with confidence. 

Launch Phase: From Theory to Action
It’s time to turn your ideas into action. This is where 

everything comes together—your brand, your tech stack, 

your website and marketing funnel—all designed to bring 

your vision to life. You’re not just launching a website; you’re 

launching your business into the world, with every element 

working together to deliver results.



Grow Phase: Scale and Dominate
With your foundation laid and your business launched, now it’s 

time to scale. You’ll ramp up your marketing efforts, optimise 

your sales process, and increase your profitability. This is where 

you move from side hustle to a thriving digital asset, breaking 

through limitations and unlocking limitless growth.

Conclusion: The Map to More Than Just Money
The Mission Map isn’t just about making money—it’s about 

building a business that’s sustainable, ethical, and impactful. 

It’s for people who want to create something lasting, 

something that truly makes a difference. If you’re tired of 

chasing quick wins and ready to build something real, this 

map is your guide to measurable, lasting success. 

Ready to get started? Let’s go through each of the milestones 

in more depth.
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Step 1: Mindset – Embrace the Shift
Before you can build anything, you need to tear down what’s 

holding you back. It all starts with rewiring your mindset—

embracing change, anticipating obstacles, and adapting to 

challenges. The digital world moves fast, and if you’re not 

prepared, you’ll get swept away. This first phase is about 

sharpening your focus, building resilience, and getting 

your head in the game so you can thrive in a world that’s 

constantly evolving.

People often say things like, “You can learn everything for 

free on YouTube,” or, “If you’re so rich, why don’t you do 

all of this for free?” The reality is that free information is 

everywhere, but if information alone were enough, you’d 

already be living your dream life, right? The difference isn’t 

just having access to knowledge—it’s about knowing how to 

apply it and having the right guidance and support to turn 

that knowledge into real-world results.

That’s why the first step on this journey is all about mindset. 

If you’re not ready to shift the way you think, none of the 

steps that follow will matter. The world is changing faster 

than ever, and those who can adapt will thrive. But only those 

willing to think differently—who are ready to ditch the old 

playbook—will succeed. You can’t take on the new world with 

an outdated mindset. It just doesn’t work.

One of the biggest mindset traps I see is people becoming 

information junkies. They get stuck in a cycle, endlessly 

consuming content from YouTube, Google, Facebook 
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groups, or even forums and comment sections full of dream 

stealers—seeking reassurance that they’re on the right path. 

They crave validation, trying to prove to themselves (and 

often their sceptical loved ones) that they’re not crazy for 

chasing their dreams.

Here’s the thing: it’s the internet. You’ll always find exactly 

what you’re looking for. If you want dream stealers to tell you 

your dreams are impossible, congrats—you’ll find a whole fan 

club. If you want some fake guru to promise you a six-figure 

income by next Tuesday, guess what? There’s a YouTube ad 

for that. And calling everything a scam? That’s practically the 

internet’s favourite sport.

So if you’re looking for people to tell you it’s all a scam, 

you’ll find them. Whatever story you’re seeking, the internet 

will hand it to you. But if you’re serious about success, the 

first thing you need to do is clear out the mental clutter. 

Stop searching for shortcuts or hacks. The real work begins 

with getting your mindset right—one rooted in resilience, 

adaptability, and focusing on the long game.

That’s why in our curriculum, we’ve created the Ultimate 
Life Blueprint—a series of transformative steps designed 

to reset your mindset and prepare you for lasting success. If 

you haven’t started it yet, it’s included with the LaunchPad, 

and you’ll find thousands of testimonials under each step 

from people who’ve made life-changing breakthroughs.

Success isn’t about hoarding knowledge; it’s about applying 

it—and that’s exactly what we’re here to help you do.
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Step 2: Vision – Build Something You Love
Let’s be real: if you don’t know where you’re going, how do 

you expect to get there? And no, I’m not talking about vague 

ideas like “making more money” or “quitting your 9-to-5.” 

That’s not a vision—that’s an escape plan.

A real vision is about more than just financial success. It’s 

about the ultimate life you want to create. What do you 

actually want to do with your life? How do you want your 

business to impact the world? What kind of lifestyle would 

be a dream come true for you? What does holistic success 

look like? These are the questions that will guide you, not just 

through your business, but through every decision you make.

How can you expect to create the life of your dreams if you 

can’t even describe it? How can you figure out the right steps 

if you’re unsure of where you’re going? Too many people skip 

this part because it sounds too “woo-woo” or intangible. But 

trust me, this is where everything starts.

Everyone has the capacity to create this vision—as long as 

they believe they can. Many people doubt they’re capable 

and stop themselves before they even start. But belief is what 

transforms possibility into reality. If you genuinely believe in 

your ability to create this vision, you’ve already taken the first 

and most critical step forward.

Because here’s the thing: life will throw obstacles at you. The 

road to building something meaningful isn’t easy. It’s full of 

roadblocks, setbacks, and moments where you question if it’s 
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even worth it. And if you don’t have a clear, compelling vision, 

what’s going to keep you going when things get tough?

What if you do make it—only to realise it’s not what you 

wanted after all? What if you’ve got the money, but the success 

you’ve built is so one-dimensional that it doesn’t align with 

any of your other life goals? That’s a sure way to end up self-

sabotaging, or worse—getting burned out, frustrated, and 

wondering why you even started in the first place.

Your vision is what keeps you grounded. It’s the compass 

that gets you out of bed in the morning, even when the odds 

feel stacked against you. It’s what pushes you forward when 

you hit those inevitable roadblocks. Without it, you’re just 

spinning your wheels—chasing short-term wins that don’t add 

up to much in the long run.

So, take the time to figure out your vision. Get specific about 

what your ideal life looks like. It’s not about having a perfectly 

polished five-year plan. It’s about knowing the direction you 

want to head in. Because when you have that vision locked 

in, the path to getting there becomes a hell of a lot clearer.

Step 3: Action – Focus on What Really Moves  
the Needle
By now, you’ve probably heard of the 80/20 rule—the idea 

that 80% of your results come from 20% of your efforts. 

Well, this is where that rule stops being just a theory and 

starts becoming your reality. The key to success isn’t doing 

everything; it’s doing the right things.
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It’s easy to get caught up in hustle culture, thinking that if you 

just work harder, longer, and grind more, you’ll eventually 

get there. But the truth is, being busy doesn’t equal being 

productive. You can run yourself ragged chasing tasks that 

don’t really matter, or you can focus on the high-impact 

actions that actually move the needle toward your vision.

Think of the busiest person you know—the one who’s always 

telling you how swamped they are. It’s called being a “busy 

fool,” and it’s not a good approach. They’re spinning their 

wheels, but are they really making progress? Probably not. 

The key is working smarter, not harder, and focusing on the 

few actions that drive real results instead of getting lost in the 

noise of endless tasks.

And here’s the counterintuitive part: Yes, you need a vivid 

picture of your biggest goals and vision. But for now, let go 

of that big, ultimate life vision. Seriously. It’ll come, but not 

by obsessing over it. Your ultimate vision is a byproduct of 

something much more practical—your daily actions. It’s not 

about dreaming your way to success; it’s about showing up 

every single day and doing the work.

Focusing on the small, consistent actions that move you 

forward is what brings your vision to life. It’s not the grand 

plan that gets you there, but the daily effort, the steady 

commitment to doing what matters most, that transforms 

your dreams into reality.

I’m talking about micro-commitments. These small, daily 

process goals may not seem life-changing in the moment, but 
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over time, they compound and get you where you want to 

be. It’s like building a brick wall—one brick at a time doesn’t 

look like much, but give it time, and suddenly you’ve got 

something solid.

Look, I’m all for the law of attraction and positive thinking. 

But it doesn’t end there. It starts there. You can visualise your 

dream life all you want, but unless you back that up with 

action, it’s just daydreaming. The universe isn’t going to drop 

success in your lap because you wished hard enough.

The good news? Once you start taking real, focused 

action—those daily micro-commitments that align with your 

bigger vision—momentum takes over. And that’s when 

things start to shift.

And if you’re invested in LaunchPad, be sure to do the 

Fourtopia Challenge at least once. This challenge is all about 

figuring out those high-impact actions and turning them 

into habits. It’s designed to help you lock in the small, daily 

actions that lead to your bigger success. Because once those 

actions become habits, the process gets a whole lot easier.

So, what’s your 20%? What are the high-impact actions that 

will actually get you closer to your goals? Identify them. Then, 

do them. Every day. Because it’s not about trying to control 

the whole game—it’s about winning one play at a time.
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Step 4: Niche – Find Your Corner of the World
Let’s talk about niches again. This step is so often overlooked, 

yet as we already covered it’s the foundation that separates 

a business that blends into the background from one that 

truly stands out. A niche is more than just a market—it’s your 

place in the world. It’s the thing you care deeply about, the 

topic you could talk about all day without getting bored. 

When you find the right niche, you’re not just another voice 

in the crowd. You’re speaking directly to the people who are 

looking for exactly what you have to offer. This isn’t just about 

profit; it’s about purpose.

But let me repeat myself from earlier: this isn’t just about 

chasing your “passions” in the sense of your latest hobby. 

For many of us, our hobbies and personal interests are best 

left as exactly that—hobbies. Just because you love to hike 

doesn’t mean you should start a business selling hiking 

gear. Maybe that’s the right idea, but maybe it’s not. Simply 

focusing on the gear or hobby itself is a fast track to blending 

in with every other generic business out there.

Now, let’s flip the script. Say you’re not just passionate about 

hiking gear, but you deeply believe in the importance of 

getting people outdoors. You think nature has the power 

to change lives, and you want more people to experience 

it. Now we’re talking. This is something we can work with, 

because it’s not just about the product—it’s about a belief, 

a purpose, something bigger than you. That’s the kind of 

passion that moves people.
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What I’ve found after mentoring thousands of people over 

the years is that, as we get older, we tend to care more 

about meaning. It’s not just about chasing what excites us 

in the moment—it’s about building something that matters. 

You need to have a burning passion for your niche, but not 

necessarily in the hobby sense. Instead, it could (and often 

should) be a passion for change, for solving a problem, for 

making an impact.

Take me, for example. I’m not passionate about funnels and 

online marketing for the sake of it. What drives me is the 

belief that the traditional career ladder is completely broken. 

In fact, it always was—it’s just getting worse. My passion 

is helping people create lives of freedom and meaning, 

to break free from that broken system. The funnels, the 

marketing, the courses? Those are just the tools I use to help 

people get there. They’re how I express my purpose and 

make an impact.

Your niche is where purpose meets practicality. It’s about 

finding that intersection between what you believe in and 

what the world needs. Sure, your niche can be rooted in 

something you enjoy, but it’s even more powerful when it’s 

rooted in something you care about—something you’re 

willing to show up for, even when the going gets tough.

The Power of Purpose-Driven Niches

The magic of finding a niche you care about is that it fuels you. 

When you’re aligned with a purpose bigger than just making 
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money, everything changes. Your marketing becomes more 

authentic. Your message resonates deeper. People connect 

with you because you’re not just trying to sell something—

you’re inviting them to be part of something meaningful.

And here’s another truth: a niche that’s driven by purpose 

has staying power. When you care about something enough 

to commit to it for the long haul, you’ll find a way to make 

it work—even when the obstacles show up. The energy you 

bring to your business comes from your belief in what you’re 

doing, not just the potential for profit.

So, don’t settle for a surface-level niche. Dig deeper. Find 

something that matters to you. And don’t be afraid to get 

specific. The more you focus on a particular group of people 

and a particular problem, the more you’ll stand out as the 

person who gets it. The person who understands their pain, 

their challenges, and who can lead them toward the solution 

they didn’t even know they needed.

Step 5: Avatar – Attract the Right People
Once you’ve nailed down your niche, the next step is figuring 

out who you’re doing this for. This is where your Dream 

Customer Avatar (DCA) comes into play. And no, I’m not 

talking about a generic target audience like “people who 

need shoes” or “anyone who wants to lose weight.” I’m 

talking about the people who believe what you believe—the 

ones who see themselves in your story, who resonate with 

your message on a deeper level.
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Your DCA isn’t just a collection of customers. These are the 

people who will champion what you’re building. They’re the 

ones who will buy into your vision, who will stick with you 

through the ups and downs, and who will tell their friends about 

you because they genuinely believe in what you’re doing.

And here’s the thing: the best businesses aren’t built on 

transactions. They’re built on relationships. If you take the 

time to deeply understand your DCA, you’ll be able to 

create solutions, products, and services that speak directly 

to them. You’re not guessing—you’re connecting. When you 

can tap into their wants, needs, fears, and desires, you’re no 

longer just selling a product; you’re offering something that 

genuinely improves their life.

Now, while this isn’t the only approach, I’ve found that when 

you can deeply relate to your DCA, life gets a whole lot 

easier. The best way to market is to just be you—to attract 

the people you actually want to do business with. If you try to 

fake it, or water yourself down, you’ll attract the wrong kind 

of customer, and that’s a recipe for frustration.

Yes, Demographics Matter, But It’s All About Psychographics

Of course, demographics—things like age, gender, 

income, and location—are part of defining your DCA. But 

psychographics is where the magic happens. Psychographics 

go deeper. They’re about understanding the psychology of 

your audience—what they care about, what drives them, what 

keeps them up at night.
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Let me break it down for you. Demographics are the “who,” 

but psychographics are the “why.” Why does your DCA 

feel the way they do? What are their values? What are their 

biggest fears and dreams? What problems are they trying to 

solve? This is the stuff that allows you to connect on a human 

level. And when you’re able to do that, you don’t just create 

customers—you create lifelong fans.

Take me, for example. I’m not just targeting aspiring 

entrepreneurs in their 30s to 60s who want to build online 

businesses. I’m speaking directly to the people who are fed 

up with the traditional career path, who crave freedom, and 

who want to create a life of meaning. These are people who, 

like me, believe the old system is broken and that there’s a 

better way. They’re not just chasing money; they’re chasing 

impact, freedom, and fulfilment. That’s who my DCA is.

How to Define Your Dream Customer Avatar

If you’re struggling to figure out your DCA, start by asking 

these questions:

•	 What are their biggest frustrations?

•	 What keeps them awake at night?

•	 What are they passionate about?

•	 What do they value most in life?

•	 What solutions are they actively searching for?

•	 What kind of person would they connect with?
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The more specific you get with these questions, the clearer 

your DCA will become. And once you’ve got that clarity, 

you can craft your messaging, your offers, and your entire 

business around serving them.

Be You, and You’ll Attract the Right People

The beautiful thing about really understanding your DCA is 

that it allows you to just be yourself. You don’t have to put 

on a mask or pretend to be someone you’re not. The people 

who resonate with your message will naturally gravitate 

toward you. And the ones who don’t? Well, they’re not your 

people, and that’s perfectly fine.

Building a business that attracts your Dream Customer 

Avatar isn’t just about marketing—it’s about authenticity. It’s 

about showing up as who you are, speaking your truth, and 

connecting with people who share your values. And when you 

do that, you create a community of people who are excited to 

be part of what you’re building. They’re not just buying from 

you; they’re investing in your mission.

Why This Matters for Your Business

Understanding your DCA isn’t just about making sales. It’s 

about building something that’s sustainable, something that 

lasts. When you know who you’re talking to and what they 
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need, your marketing becomes easier. Your products practically 

sell themselves because they’re designed specifically for the 

people who need them most.

So, stop trying to be everything to everyone. Get specific. 

Find your people. Understand what makes them tick, and 

then create a business that speaks to them. When you do 

that, you’re no longer just another business in the crowd—

you’re the business they’ve been searching for.

Step 6: Offer – The Heart of Your Business
Now we get to the heart of it all. If there’s one thing that 

determines success above everything else, it’s your offer. And 

I don’t mean just some product or service you’re throwing out 

there, hoping someone will bite. Your offer is the solution to a 

problem, the answer to a pain point. It’s the bridge between 

where your Dream Customer Avatar (DCA) is and where they 

want to be.

Let me tell you, the best offers—like we talked about 

before—are most often painkillers, not vitamins. Sure, a 

vitamin is nice to have, something people might pick up 

when they feel like it. But a painkiller? A painkiller is essential. 

It’s what people seek out when they’re in pain, and they’re 

willing to pay for immediate relief. That’s the kind of offer you 

need to create.
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Think about it: when someone’s in pain, they don’t want 

something that might help eventually. They want something 

that solves the problem right now. If you can offer that kind of 

solution—something that takes away their pain or frustration—

you’ve got their attention. And you’ve got a business.

Create Offers That Speak to Real Needs

Here’s the magic: because you know your DCA inside and 

out, coming up with multiple offers over time becomes way 

easier. Why? Because they’ll tell you what they want and need. 

They’ll show you their pain points, and you’ll be able to create 

solutions that speak directly to them. This is one of the biggest 

mistakes I see people make—they start with the offer, the 

product, or the business model, thinking, this idea is great; 

people are going to love it. And then they’re shocked when no 

one buys.

It doesn’t work that way. You need to start with your 

audience, not your offer. You don’t create something and 

then hope people will want it. You learn about the people 

you want to serve, figure out what they’re struggling with, 

and then design an offer that’s exactly what they need. The 

market tells you what it wants—you don’t tell the market.

Your Offer Guides Your Business Model

Here’s where a lot of people trip up: they decide on a business 

model before they’ve even figured out their offer. That’s 

C h a p t e r  8 :  T h e  M i s s i o n  M a p  –  Y o u r  R o a d m a p  t o  I n e v i ta b l e  S u c c e s s



1 0 0 S t u a r t  R o s s  -  S e c r e t s  o f  t h e  m o d e r n  w e a lt h y

backward. Your offer should dictate your business model, not 

the other way around.

Let me break it down for you:

•	 Affiliate Marketing: If your offer is informational and 

you’re just starting out without your own products, affiliate 

marketing could be the best model. You find high-quality 

products or services that solve your DCA’s problem and 

earn commissions by referring people to them. Your offer 

here isn’t the product itself; it’s your ability to curate the 

best solutions for your audience.

•	 E-commerce: If your offer is centred around physical 

products—whether it’s something you’ve created 

or something you’re sourcing—e-commerce is your 

business model. Maybe your DCA needs a particular 

tool or item to solve their problem. If that’s the case, 

an online store could be the way to go. You can sell 

directly to your audience through a platform like Shopify, 

Amazon, or your own website.

•	 Service-Based Business: If your offer is a done-for-you 

service that helps your DCA solve a problem directly, 

you’re looking at a service-based business model. This is 

especially useful for local or niche audiences. You provide 

the service that takes away their pain or frustration, 

whether it’s web design, content creation, marketing, or 

something else.
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•	 Membership/Subscription Model: Maybe your DCA has 

an ongoing need, like learning, access to information, 

or staying updated in a specific field. In this case, a 

membership or subscription model could be perfect. You 

offer continuous value over time—whether it’s exclusive 

content, a community, or access to expert advice—in 

exchange for a monthly fee.

•	 Coaching/Consulting: If your offer is about personal 

transformation or providing tailored advice, coaching 

or consulting could be your path. Your DCA may need 

personalised guidance to solve their problems, and you’re 

offering them your time and expertise to help them reach 

their goals.

•	 Digital Products: If your offer can be packaged into an 

online course, ebook, or digital resource, this could be your 

business model. You’re providing an on-demand solution, 

where your DCA can learn or benefit from your knowledge 

on their own time.

Each business model has its pros and cons, and each requires a 

different approach to marketing, selling, and scaling. But the key 

takeaway here is that the offer comes first. Once you understand 

your DCA’s pain points and design an offer that truly solves their 

problem, the business model will fall into place.

C h a p t e r  8 :  T h e  M i s s i o n  M a p  –  Y o u r  R o a d m a p  t o  I n e v i ta b l e  S u c c e s s



1 0 2 S t u a r t  R o s s  -  S e c r e t s  o f  t h e  m o d e r n  w e a lt h y

Your Offer is Your Business

When you get your offer right, everything else becomes 

easier. In the LaunchPad program, this is the module we 

spend the most time on. Why? Because the right offer can 

make or break your business. Our coaches work closely with 

every member to make sure they nail this step because we 

know how crucial it is.

You need to wake up every day believing in what you’re 

selling, excited to put it out into the world. If you’re not 

passionate about your offer, if you’re not convinced it will 

change lives, guess what? Your audience won’t be either. 

People can sense when you’re just trying to make a sale 

versus when you genuinely believe in what you’re offering.

It’s About Value, Not Just Sales

Here’s something that gets lost in a lot of the “get rich 

quick” noise: great offers aren’t just about making a sale. 

They’re about creating value. If you truly understand your 

audience—if you know their pain points better than they 

do—you can create something they can’t ignore.

And that’s why we go deep on the offer in LaunchPad. We 

don’t just help you throw something together and hope for 

the best. We help you design something that doesn’t just 

sit on the shelf. It’s something that catches fire because it’s 

exactly what your DCA needs. It’s solving a real problem for 

them, something they’ve been looking for but couldn’t find—

until now.
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A Great Offer Creates Momentum

Here’s the thing about a great offer: once it’s out there and 

working, it creates momentum. People start talking. They 

start telling their friends. Word spreads because you’re not 

just offering a product; you’re offering a solution to a real 

problem that people care about. And that’s the key.

You’re not in the business of selling products or services. 

You’re in the business of solving problems and changing 

lives. When you approach your offer from that perspective, 

you’re not just making a sale—you’re building something that 

people are drawn to. Something that matters.

So, don’t rush this step. Don’t treat your offer like just another 

thing to check off the list. It’s the heart of your business. And 

when you get it right—when you create or find an offer that 

solves real pain for your audience—it’s a game-changer.

Step 7: Brand – Be Unmistakable
With your offer in place, it’s time to build your brand. But let’s 

clear something up right away—this isn’t about fancy logos 

or slick websites. Sure, those things can be nice, but they’re 

not what makes a brand. Your brand is the story you tell, the 

values you represent, and, most importantly, the way you 

make people feel.

When you’ve built a brand that reflects your mission and 

speaks directly to your Dream Customer Avatar (DCA), you 

C h a p t e r  8 :  T h e  M i s s i o n  M a p  –  Y o u r  R o a d m a p  t o  I n e v i ta b l e  S u c c e s s



1 0 4 S t u a r t  R o s s  -  S e c r e t s  o f  t h e  m o d e r n  w e a lt h y

don’t have to compete with the noise. People will seek you out 

because you’re not just another business offering a service or 

product—you’re the business that offers something uniquely 

aligned with what they believe. You’ve become unmistakable.

The Power of Authentic Branding

Think about how you ended up here, reading this. Something 

in our marketing—whether it was a story, a testimonial, or one 

of our ambassadors—resonated with you. It struck a chord, 

and you paid attention. We didn’t hook you with a million-

dollar TV commercial. We didn’t bombard you with flashy, 

superficial ads. It was the message, the values, and the story 

that made you stop and think, This is different. This is for me.

That’s what branding really is. It’s how you make your DCA 

feel. It’s how you grab their attention in a world that’s noisier 

than ever. Too many people building businesses online think 

branding starts and ends with a logo. And guess what? They 

blend into the sea of others doing the exact same thing, hoping 

to make a quick buck. You don’t want to be in that crowd.

Your brand is your identity, and it’s rooted in much more 

than design. It’s about clarity—clarity in your values, your 

voice, your mission, and your vision. When these elements 

are dialled in, you stand out because you’re the only one 

who does what you do, in the way you do it. No one can 

replicate that because no one else has your story.
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Brand Values, Voice, and Mission

Before you even think about a logo, you need to figure out 

what your brand stands for. What do you believe in? What 

values guide you and your business? This isn’t just about 

writing a nice mission statement for your website—this is 

about the DNA of your brand. It’s what drives your decisions, 

your messaging, and the experience you deliver to your DCA.

Your brand values aren’t just what you believe—they’re what 

your audience believes, too. When your DCA sees your 

brand, they should feel like you “get” them. They should 

see themselves in your story. This is where most brands fall 

short—they focus on themselves instead of their audience. 

Don’t make that mistake. Your brand is a bridge between you 

and your DCA. It’s about them as much as it’s about you.

Once you’re clear on your values, it’s time to define your 

brand voice. This is how you communicate with your 

audience. Is your brand voice casual or formal? Bold or 

understated? Inspirational or educational? The tone you 

use should reflect your values and resonate with your DCA. 

Your brand voice is the personality that comes through in 

everything you do—from social media posts to emails to how 

you show up in conversations.

And then there’s your brand mission. This is the “why” behind 

everything you do. Why does your business exist beyond 

making money? What impact do you want to have on the 

world? A strong brand mission is magnetic. It attracts people 

who believe what you believe and turns them into loyal 

customers, ambassadors, and advocates for your business.
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Be Unmistakable, Not Generic

Look, branding isn’t just for the big companies. If anything, 

it’s even more important for small businesses and 

entrepreneurs. Why? Because if you don’t brand yourself with 

clarity and intention, the market will brand you as just another 

generic business. And in today’s world, blending in is a death 

sentence for your business.

Your brand should be unmistakable. It should be so aligned 

with who you are and who you serve that people can’t 

help but notice. When you nail this, you don’t have to 

chase customers—they come to you. Because you’ve built 

something that’s not just about selling a product, but about 

delivering a message, a mission, and a movement.

 

Don’t Worry About the Logo… Yet

Here’s where most people get it wrong: they think branding 

is all about a fancy logo, colours, and fonts. Don’t get me 

wrong—design has its place. But if you’re focusing on that 

before you’ve nailed down your brand values, voice, and 

mission, you’re putting the cart before the horse.

Your logo doesn’t make your brand—it’s just a visual 

representation of it. The real power of your brand lies in the 

emotional connection you create with your DCA. It’s in the 

way your story resonates with them, the way your message 

cuts through the noise, and the way you show up consistently, 

delivering value that’s aligned with who they are and what 

they need.
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Once you’ve got that foundation in place, then you can worry 

about the logo.

Step 8: Tech – Keep It Simple
Let’s get one thing straight: tech doesn’t have to be 

complicated or expensive. Too many people get overwhelmed 

with all the tools, software, and platforms out there and end up 

spending way too much money and time on things they don’t 

even need. But here’s the good news: you can get started with 

the essentials for less than $100 a month. The goal here is to 

build a system that supports your growth, not something that 

ties you down in endless tech headaches.

You don’t need to be a tech wizard to get your business off 

the ground. You just need a few key tools, and once those 

are in place, the rest will fall in line. Think of it like this: tech 

is there to make your life easier, to automate the tasks you 

don’t need to do manually, and to free you up to focus on 

what really matters—growing your business and serving your 

audience.

The Basics: Website, Funnel, and Autoresponder

Let’s break it down into the basics—what you actually need to  

get started.

1. Your Website: The Hub of Your Business

Your website is like your online home base. It’s where 

people go to learn about you, your offers, and your brand. 

With LaunchPad, we’ve got you covered with hosting and 

C h a p t e r  8 :  T h e  M i s s i o n  M a p  –  Y o u r  R o a d m a p  t o  I n e v i ta b l e  S u c c e s s



1 0 8 S t u a r t  R o s s  -  S e c r e t s  o f  t h e  m o d e r n  w e a lt h y

templates, so you don’t need to worry about starting from 

scratch. We use WordPress, which is one of the easiest and 

most flexible content management systems (CMS) out there.

With WordPress, you can:

•	 Blog: Share valuable content with your audience to build 

trust and authority.

•	 Sell Products: Use WooCommerce, a plugin built into 

WordPress, to sell physical goods if that’s part of your 

business model.

•	 Sell Courses: If you’re offering expertise, you can 

use LifterLMS to sell online courses, manage student 

progress, and even create membership sites—all within 

WordPress.

•	 Take Bookings: Set up appointment scheduling for 

consultations, coaching calls, or service-based work.

•	 A Whole Lot More: With plugins for just about 

everything, WordPress allows you to customise your site 

to meet your needs as your business evolves.

The great thing about WordPress is that it’s versatile. Whether 

you’re blogging, selling products, or building a course, it’s all 

possible without needing complicated coding skills.
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2. Your Funnel: Your Marketing Bridge

A funnel is just a fancy way of saying the path you lead 

someone down from the moment they discover you to the 

moment they become a customer. Think of it like a guided 

experience, where you’re taking your potential customer by 

the hand and leading them to your offer.

You can build funnels using WordPress, too, with some simple 

plugins we provide at LaunchPad, or if you want something 

dedicated and built for this purpose, you can use funnel-

building software like ClickFunnels or Leadpages. Either way, 

the point is the same—make it easy for people to go from 

curious to customer.

Here’s how it works in simple terms:

•	 Step 1: A potential customer finds you—maybe through a 

blog post, social media, or an ad.

•	 Step 2: They land on a specific page, often called a 

landing page, which is designed to grab their attention 

and get them to take action (like signing up for your email 

list or downloading a free resource).

•	 Step 3: From there, you nurture the relationship, usually 

through email, leading them toward your offer—whether 

it’s a product, course, service, or something else.

The funnel bridges the gap between your marketing and your 

sales, giving your customers a clear and easy path to follow.
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3. Your Autoresponder: Stay in Touch, Automatically

Once someone is in your funnel, you need a way to stay 

in touch with them. This is where an autoresponder comes 

in. An autoresponder is just a tool that automatically sends 

emails to your list at specific times, helping you build 

relationships, deliver value, and move people toward 

becoming a customer.

If you’re just starting out, something like AWeber is perfect. 

It’s simple, affordable, and does exactly what you need—

collects emails, organises them, and sends out messages 

automatically. As your business grows, you might want to 

explore more advanced options, like a Customer Relationship 

Management (CRM) system, especially if you’re offering more 

complex products or services. A CRM helps you manage your 

interactions with customers, keeping everything organised as 

your audience and offers expand.

And here’s the key: you don’t need to jump straight into 

complex systems. Start simple. Use AWeber or another basic 

autoresponder, and grow from there.

Automate Where You Can, Focus on What Matters

One of the biggest advantages of using tech is automation. 

You can set things up once and let them run on autopilot, 

which frees you up to focus on the stuff that really moves the 

needle—like refining your offer, building relationships with your 

DCA, and growing your brand.
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•	 Automate your email sequences to nurture leads without 

constantly having to follow up.

•	 Use tools like scheduling apps to automate your social 

media posts so you’re not spending hours every day 

glued to your phone.

•	 Set up payment systems so your customers can purchase 

from you seamlessly without needing to manually process 

each sale.

The point is, tech should make your life easier, not harder.

Keep It Simple and Scalable

In the beginning, all you need are the basics: a website, a 

funnel, and an autoresponder. With LaunchPad, we make 
it even easier by providing the tools, templates and 
web hosting you need to get started without all the hassle. 

From there, as your business grows, you can layer in more 

advanced systems, but don’t overwhelm yourself trying to do 

it all at once.

Remember, you don’t need a $1,000/month tech stack to 

succeed. With less than $100/month or with your access 

to LaunchPad, you can have everything in place to run a 

successful online business, build a list, and start making sales. 

The trick is to keep it simple, and let your business—and your 

tech—grow with you.
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Start small, build smart, and use tech to serve your business, 

not the other way around. Keep it simple, automate what you 

can, and focus on what really matters—growing your business 

and serving your audience.

Step 9: Website & Funnel Launch  
– Build Your Digital Home
Once you’ve chosen your tech stack, it’s time to take the 

next step and actually launch your website and funnel. This 

is where everything starts to come together. Your website is 

your digital home, your storefront, and your brand hub all 

wrapped into one. And your funnel is the customer journey 

you’ve carefully designed to guide people from curiosity to 

conversion. So, let’s talk about how to get it live.

Now, you’ve got two main options: you can outsource or you 

can go the DIY route. Both approaches come with their own 

pros and cons, and the best choice depends on your skills, 

budget, and how involved you want to be in the technical side 

of things.

Outsourcing: Let the Pros Handle It

Outsourcing means handing off the work to people who 

specialise in web and funnel development. There are clear 

advantages to this approach:
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•	 Saves Time: If you’re busy running your business or don’t 

want to dive into the tech details, outsourcing can save 

you a lot of time and headaches.

•	 Professional Look & Feel: Hiring experts means your site 

and funnel will look polished and professional from day 

one, with all the right elements in place.

•	 Focus on What You Do Best: You can focus on building 

your business, refining your offer, and connecting with 

your DCA, while the experts handle the tech.

But there are also cons:

•	 Higher Cost: Outsourcing can get expensive, especially 

if you’re hiring top-tier developers or designers. Costs 

can range from a few hundred to thousands of dollars 

depending on the scope of the project.

•	 Less Control: You’re trusting someone else to bring your 

vision to life, and sometimes that means things might not 

turn out exactly the way you’d hoped. It requires good 

communication and clear expectations.

Outsourcing is a great option if you have the budget and 

would rather focus on growing your business instead of 

learning all the tech ins and outs.

DIY: Roll Up Your Sleeves

If you’re the type who likes to get hands-on or if you’re on 

a tighter budget, the DIY route is a perfectly viable option. 
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With the tools available today, building your own website and 

funnel isn’t as daunting as it used to be. And when you’re 

part of LaunchPad, we’ve made this process even easier.

Pros:

Cost-Effective: DIY can save you a lot of money upfront. 

With affordable tech tools and LaunchPad’s resources, you 

can get your website and funnel up and running without 

breaking the bank.

Full Control: You’re in charge of every detail. You get to 

decide how everything looks and functions, and you can 

tweak and adjust as much as you want without having to wait 

on someone else.

Learn Valuable Skills: By building it yourself, you’ll learn 

valuable skills that can benefit you down the road. Plus, you’ll 

have a deeper understanding of how everything works.

Cons:

Time-Consuming: Learning how to set up a website and 

funnel takes time. If you’re not naturally tech-savvy, there’s a 

learning curve involved.

Can Be Overwhelming: If you’re juggling a lot of other 

responsibilities, trying to DIY your website and funnel can 

feel overwhelming. You may run into tech issues that take 

time to troubleshoot.
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LaunchPad Has You Covered – The Best of Both Worlds

With our LaunchPad program, we’ve got your back no matter 

which route you choose. If you want to DIY, we provide all 

the tools, templates, hosting and resources you need to get 

started. We use WordPress, one of the most flexible and user-

friendly platforms available. Whether you’re building a blog, 

an e-commerce store, or a course platform, we’ve got the 

templates and plugins to get you started quickly.

And if funnels make you nervous, don’t worry. We’ve got 

ready-to-go templates and simple guides that walk you 

through the process of building a funnel that converts. No 

need to stress about figuring it all out on your own—we’re 

here to support you every step of the way.

Need a little more help? For a fee you can even work directly 

with our BrandLaunch experts to create a site and funnel that not 

only functions well but also looks incredible and aligns perfectly 

with your brand. 

Build Your Digital Home and Make It Shine

The key to building a great website and funnel isn’t 

perfection—it’s getting it live and iterating as you go. Don’t 

get stuck trying to make everything flawless from day one. 

Your website and funnel will evolve over time as you learn 

more about your audience and fine-tune your message. The 

important thing is to start.
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Remember, your website is the hub of your business. It’s 

where your audience comes to learn about you, connect with 

your brand, and take action. And your funnel is the path you 

guide them down to turn interest into conversion.

So whether you decide to DIY or outsource, focus on 

getting your digital home up and running. Use tech to your 

advantage, automate where you can, and lean on the support 

and resources available to you through LaunchPad.

When your website and funnel are live, you’ve officially 

planted your flag in the digital world. This is where your 

audience will find you, and where your business will grow. 

Whether you’re working with the pros or doing it yourself, the 

key is to start, build, and keep refining. You’ve got the tools, 

the support, and the roadmap - the next step is to get it live.

Step 10: Marketing – Share What Matters (Attraction 
Marketing Approach)
Marketing isn’t about making noise or shouting louder than 

everyone else. It’s about sharing messages that matter, 

connecting with your audience, and attracting them with 

content that resonates. Attraction marketing focuses on 

drawing your Dream Customer Avatar (DCA) to you by 

providing valuable content that meets their needs and 

desires. When you lead with value, you’re not just promoting 

a product—you’re offering real solutions that engage your 

audience on a personal level.
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Pick Your Platform and Master It

You don’t need to be on every platform to succeed. Trying 

to be everywhere will spread you too thin. Instead, identify 

where your DCA spends most of their time and focus on 

mastering that platform. Whether it’s Instagram for lifestyle 

brands, LinkedIn for professionals, or YouTube for content 

creators, go deep instead of wide. Consistently provide 

valuable content that draws people in, keeps them engaged, 

and positions you as a trusted resource in your niche.

 
Lead With Value, Not Sales

Attraction marketing is about solving problems and meeting 

desires, not making a hard sell. Your audience wants 

solutions, and your content should reflect that. Offer helpful 

tips, insights, and guidance that align with your DCA’s needs. 

The more value you provide upfront, the more trust you 

build. Your audience will come to see you as a go-to source, 

making them more likely to engage with your brand when 

they’re ready to buy.

 
Mini Ads: Test, Tweak, and Discover What Resonates

When you’re ready to test paid ads, start small with mini ads. 

These aren’t about immediate sales but about engagement—

seeing what content sparks interest and starts conversations. 

Run different versions of ads on platforms like Facebook to 

test headlines, images, and videos. Your goal is to see what 

resonates with your audience before scaling up. By spending 
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just $5–$10 a day, you’ll gain insights into what your DCA 

responds to, allowing you to refine your messaging and make 

data-driven decisions when you’re ready to invest more.

 
Create Lead Magnets That Speak Directly to  
Your Audience

Use what you learn from your mini ad testing to craft 

a lead magnet that directly addresses your DCA’s pain 

points or desires. A lead magnet is a free resource offered 

in exchange for an email address, and it should solve an 

immediate problem or meet a key desire. Tailor it to your 

audience’s interests:

•	 Affiliate Marketing: Create a guide like “The Best 

Supplements for Home Workouts” to engage fitness 

enthusiasts and set up future affiliate promotions.

•	 E-commerce: Offer a downloadable “10 Steps to a Zero-

Waste Kitchen” guide if your audience is eco-conscious.

•	 Coaching: Provide a free ebook like “10 Productivity Hacks 

Every Entrepreneur Needs” to attract your ideal clients.

•	 Digital Products: Create a checklist or quick-start guide 

like “How to Grow Your Instagram in 30 Days” to draw in 

those looking for social media growth.

Your lead magnet should deliver immediate value, creating 

trust and laying the foundation for future purchases.
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Marketing Becomes Effortless When You Align With  
Your Audience

When your content, platform, and message are aligned 

with your audience’s needs, marketing becomes a natural, 

effortless process. You’re not trying to convince anyone to 

buy—you’re attracting the right people who already want 

what you offer. When you lead with passion, your audience 

will feel it, and they’ll be drawn to your brand because they 

trust you.

 
Position Yourself as a Trusted Authority

Attraction marketing positions you as the go-to brand in your 

niche. By consistently sharing valuable content and leading 

with solutions, you build authority and trust. Your audience 

will seek you out because they see you as a reliable guide 

who can help them solve their problems or fulfil their desires.

 
Focus on Impact, Not Just Sales

Marketing through attraction isn’t about quick wins or 

aggressive tactics—it’s about making a meaningful impact. 

When you show up consistently, share content that matters, 

and provide value through lead magnets, you build lasting 

relationships. Over time, these connections will lead to sales, 

but more importantly, they’ll help you create a brand that 

makes a real difference in people’s lives.
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By using mini ads to test your messaging, creating lead 

magnets that solve real problems, and focusing on building 

trust through value, your marketing will become a foundation 

for long-term success. You won’t just be promoting 

products—you’ll be building relationships that last.

Step 11: Leads – Pick One Platform and Master It
Now that you’ve laid the foundation, it’s time to scale. And 

when it comes to scaling, there’s one thing you need to 

understand: pick one platform and master it. This is where 

so many people get tripped up. They listen to the gurus who 

tell them they need to be everywhere—Facebook, Instagram, 

TikTok, YouTube, LinkedIn—and the list goes on. But the 

reality: we haven’t seen that strategy work for startups at all.

In the early stages, spreading yourself too thin across multiple 

platforms is a surefire way to burn out before you even get 

started. You don’t need to be everywhere. You need to be 

where your Dream Customer Avatar (DCA) already hangs out, 

and you need to master that platform.

Go Where Your DCA Is

This isn’t about playing guessing games or being influenced 

by the latest social media trends. It’s about making a 

strategic choice based on where your DCA is spending their 

time. Think about it: Are they scrolling through Instagram, 

watching YouTube tutorials, or networking on LinkedIn? 

Maybe they’re active on Facebook groups or engaging with 

content on Pinterest.
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Wherever they are, that’s where you need to be. It’s about 

meeting your audience on their turf and becoming the authority 

they turn to in that space. Once you’ve figured out where your 

DCA is, the goal is simple: master that platform. Become the go-

to person in your niche for that audience. Show up consistently, 

deliver value, and build your authority there.

 

Organic or Ads? Choose Your Strategy

Once you’ve picked your platform, the next decision is 

organic or ads. Either way, it’s time to go all in.

•	 Organic Growth: If you’re going the organic route, your 

focus will be on creating consistent, high-quality content 

that engages your audience and drives them toward 

your offer. Organic growth requires time and effort, but 

it can be extremely powerful if you’re building a brand 

based on trust and authority. Think long-term here—

your content will continue to bring in leads as it builds 

momentum over time.

•	 Paid Ads: If you want to scale faster, paid ads can help 

you get there. But before you dive into ads, you need to 

understand the economics. Ads only work if you can afford 

to acquire a customer and still have a healthy margin.
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The Economics of Paid Ads

Here’s the deal with paid ads: they’re only going to be 

profitable if the numbers make sense. You can’t just throw 

money at ads and hope for the best. You need to know 

exactly how much you’re willing to spend to acquire a 

customer and how much profit you’re making on each sale.

Let’s break it down:

•	 Cost per Lead (CPL): This is how much it costs you to 

generate a lead. Depending on your niche, platform, and 

ad strategy, this number will vary. For example, in highly 

competitive niches like health and fitness, the CPL might 

be higher than in less competitive niches.

•	 Cost per Acquisition (CPA): This is how much it costs 

you to acquire a customer. It’s the amount you spend on 

ads to turn a lead into a paying customer. This number is 

crucial because it directly impacts your margins.

•	 Average Order Value (AOV): This is the average amount 

of money a customer spends when they buy from you. If 

your AOV is low, your margins will be tighter, and it’ll be 

harder to cover your ad costs.

•	 Customer Lifetime Value (CLV): This is the total value 

a customer brings to your business over the course of 

their relationship with you. For example, in a membership 

model, your CLV might be much higher than a one-time 

purchase business, which allows for higher CPA.
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Example: How the Math Works

Let’s say you’re selling an online course for $300. Here’s how 

the maths might break down:

•	 Your CPL (cost per lead) is $10. For every $10 you spend on 

ads, you get one lead.

•	 Your CPA (cost per acquisition) is $100. It takes ten leads 

(so $100 in ad spend) to make one sale.

•	 Your AOV (average order value) is $300, which means for 

every customer you acquire, you make $300 in revenue.

•	 Subtract your CPA of $100, and you’re left with $200 in 

profit per sale.

In this example, the economics work out well because you’re 

able to acquire a customer for $100 and still have a solid 

margin of $200. However, if your CPL was higher or if your 

AOV was lower, these numbers might not look as favourable.

If you’re in a different business model, like affiliate marketing 

or e-commerce, the maths will be different. For example, in 

affiliate marketing, your margins might be slimmer, and you’ll 

need to keep a closer eye on your CPA to ensure profitability. 

In an e-commerce store with physical products, shipping 

costs and product margins also come into play.

The key is to understand the numbers in your niche and 

make sure your paid ads are profitable. If your CPA is too 

high, it’ll eat into your profits, and you’ll need to tweak 

your ads, target a different audience, or adjust your offer to 

improve your economics.
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Set Your Targets and Go All In

Whatever strategy you choose, whether it’s organic or paid, 

it’s time to commit. Set your lead flow targets. Whether it’s 

generating 10 new leads a day or scaling to 100+ leads a week, 

set a specific goal and go after it with focus and intensity.

This is where the daily grind pays off. Show up every day, create 

content, engage with your audience, and drive traffic to your 

offer. If you’re running ads, analyse the data daily and make 

adjustments as needed. The key here is consistency. You’re not 

going to see results overnight, but with consistent effort, you’ll 

start to see the lead flow you need to scale your business.

Daily Lead Flow = Long-Term Success

Once you’ve got your lead generation system in place, 

whether it’s through organic content or ads, the goal is 

to create daily lead flow. Leads are the lifeblood of your 

business. Without them, nothing else works. But with a steady 

flow of leads coming in every day, you’ve got the fuel you 

need to scale, make sales, and build a sustainable business.

By focusing on one platform, mastering it, and going all-in on 

lead generation, you set yourself up for long-term success. No 

need to be everywhere—just be the best where it matters most.
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Step 12: Sales – Expand the Value
Finally, let’s talk about sales. And here’s the truth: if you’ve 

done the previous steps right, sales is simply a byproduct. 

You won’t be stressing about how to make sales happen, 

because they’ll flow naturally as part of the value you’ve been 

delivering all along. But if you skip any of these steps? Well, 

then you’re just another dreamer hoping to make money with 

a broken system.

The reality is, if you’ve followed the Mission Map—if you’ve 

built your business with a clear vision, a strong offer, a deep 

connection with your Dream Customer Avatar (DCA), and a 

solid marketing strategy—sales won’t feel forced. They’ll be 

the next logical step in the relationship you’ve already built 

with your audience.

Sales Is About Expanding the Value

Sales isn’t about manipulating or pressuring people into 

buying. It’s about expanding the value you provide to those 

who are ready for more. It’s not a hard sell—it’s an invitation 

for your audience to take the next step with you. Think of it 

as helping them go deeper, offering them solutions that will 

further improve their lives or solve their problems.

If you’ve built trust, if you’ve been showing up consistently 

with value, then when you present your offer, it feels like a 

win-win for both you and your audience. They’ll see it as the 

next logical progression in the relationship they already have 

with you, not as some random sales pitch.
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You Won’t Have to Guess – Your Audience Will Tell You 
What They Want

Here’s the beauty of doing things this way: your audience 

will tell you what they want to buy. If you’ve built a strong 

relationship with them, they’ll give you feedback on what 

they need, what’s missing, and what they’re willing to pay for. 

All you have to do is listen. They’ll make it clear.

Maybe your audience starts asking for a higher-tier service, 

a more in-depth course, or additional support through 

coaching or consulting. Whatever it is, they’ll guide you 

toward what your next offer should be.

 

Create Offers That Meet Their Needs

When it comes time to create your next offer, whether it’s a 

product, a service, or even a membership, focus on what they 

need. This might mean offering:

•	 Upsells: If you have a product, think about what else they 

might need after that purchase. What’s the logical next 

step for them?

•	 Additional Services: If you’re in a service-based business, 

what else could help your clients? Maybe it’s an ongoing 

support package, a premium version of your service, or 

even a done-for-you option.

•	 Memberships or Communities: If your audience values 

ongoing access to you, consider a membership or community 

where they can get regular content, advice, or coaching.
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•	 Courses and Digital Products: If your audience is hungry 

for more knowledge, you can create a more in-depth 

course or resource that goes beyond what you’ve already 

taught.

•	 Retreats and Events: For audiences who value face-to-

face connection and immersive experiences, retreats 

or live events can be a powerful next step. These can 

deepen engagement, build a sense of community, 

and provide intensive learning or transformation in a 

condensed time frame.

Your offers should feel like natural extensions of the 

relationship you’ve built, meeting the specific needs your 

audience has told you about, and offering more value at 

every step.

Sales Becomes a Natural Progression

When you’ve built a brand and business rooted in providing 

value, sales don’t feel like sales at all. They’re simply the next 

step in a relationship based on trust, where your audience 

knows you have their best interests in mind. When you 

approach sales this way, it’s no longer about closing deals—it’s 

about expanding the impact you can have on people’s lives.

And the best part? Sales feel great when you know you’re 

offering something that will genuinely help your customers. You 

wake up every day excited to share what you’re selling, because 

you believe in it and you know it will make a difference.
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Bottom Line: Sales Is About Service

If you’ve done the work, if you’ve followed the Mission Map, 

then sales is simply another form of service. You’re not here 

to push products or trick people into buying something they 

don’t need. You’re here to help people, to guide them, and 

to offer them solutions that genuinely improve their lives. 

When you approach sales with that mindset, everything shifts. 

It becomes less about transactions and more about providing 

real and tangible value.

The more you focus on expanding the value you provide, the 

more natural sales will feel. You’re not just selling—you’re 

inviting people to go deeper, to get more of what they’ve 

already come to love about your brand. And when you do 

that, sales take care of themselves.

 

Wrapping It Up

Taking all of this in at once can feel like trying to drink from a 

firehose. And that’s totally fine—it should feel overwhelming 

at first. But like any journey, when you break it down into 

smaller milestones (with a few coffee breaks along the way), 

you realise that progress doesn’t come from doing everything 

at once. It comes from putting one foot in front of the other.

The Mission Map isn’t just some fancy framework—it’s your 

blueprint to inevitable success. Every step is intentional, 

building on the last to create a foundation that’s not just solid, 

but scalable. This isn’t about throwing spaghetti at the wall 

and hoping something sticks. When you follow this roadmap, 
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you’re not just setting yourself up to make money—you’re 

building something real. Something that’s going to outlast 

trends, gimmicks, and all the other crap out there.

Success stops being a mystical endgame and becomes 

the natural result of showing up and doing the work. Why? 

Because you’ve put in the effort, step by step. Each part of 

the Mission Map—from nailing down your niche, to crafting an 

offer, to actually giving a damn about the value you provide—

builds a business that doesn’t just survive, but thrives. 

Building Something That Actually Matters

Let’s be real—this isn’t about some get-rich-quick fantasy or 

chasing the latest shiny object. It’s about building something 

that actually matters. Something you can be proud of. 

Something that aligns with your values, your vision, and your 

life. The Mission Map takes the guesswork out of it and gives 

you a clear path to results that actually stick.

When you wake up fired up to sell, share, and serve, that’s 

when you know you’re onto something. That’s when you 

realise you’re building something that’s not just about profit—

it’s about purpose. That’s the moment you know you’re on the 

right track with the Mission Map. 
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The Journey Never Really Ends

Another reality: the journey doesn’t stop. The Mission Map is 

a living, breathing thing—something you’ll revisit, refine, and 

expand as you grow. It’s not about reaching the end; it’s about 

the constant cycle of learning, tweaking, and levelling up.

So yeah, this isn’t about quick cash or a one-off win. It’s 

about creating something that lasts—something that serves 

others and gives you the freedom and fulfilment you’ve been 

busting your backside off for.

You’ve got the tools. You’ve got the roadmap. Now, it’s almost 

time to stop reading and start doing, but before that we have 

two more shorter chapters to wrap everything up!



Chapter 9:

Overcoming 
Common 
Obstacles 
– Why Most 
People Fail 
and How to 
Avoid It
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Let’s have an honest conversation: most people fail. It’s not 

because they’re lazy, untalented, or lacking the willpower. It’s 

because life happens. Roadblocks show up. Doubts creep 

in. Momentum slows down. And when that happens, many 

people lose their way. Even with a great plan, even with the 

clearest steps, most people still struggle. And that’s okay—

because struggle is part of the journey.

What separates the people who make it from those who don’t 

isn’t some magical ability or special circumstance. It’s how they 

handle the rough patches—the moments when they want to 

quit. And trust me, we all hit those moments. But there’s hope. 

The good news is that if you know the common traps that trip 

people up, you can prepare yourself and avoid them.

Before we dive into the common obstacles, let me offer 

a reminder: this journey doesn’t need to be unpleasant. 

Most people make change and transformation harder than 

it needs to be because the voice in their head is constantly 

telling them how difficult or stressful it all is. That voice is 

exhausting. Seriously, if you embark on this journey, take a 

chill pill—figuratively speaking– and enjoy it. Yes, there will 

be tough days, but if you constantly tell yourself how hard it 

is, you’re going to make it feel a thousand times worse.

Here’s the truth: it should be fun. It can be fun. You can 

make it fun by taking the pressure off. Do this for the 

journey, not just for the destination. When you lighten 

up a bit, the entire experience becomes more enjoyable, 
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and you’re more likely to keep going. So, as we talk about 

overcoming obstacles, keep that in mind. You don’t have 

to suffer through every challenge. Some struggles will be 

tough, yes, but you can still approach them with curiosity 

and playfulness.

Now, let’s break down the most common obstacles and, 

more importantly, how to move through them with grace and 

persistence. Remember: it’s not about avoiding challenges, 

but about knowing how to get back up when you fall.

1. The Perfection Trap
It’s easy to get stuck here. You’ve probably been there—

paralyzed by the need for everything to be perfect before 

you take the next step. Your business model needs to be 

fully mapped out, your website has to look flawless. Your 

messaging has to be pitch-perfect. And until everything is 

exactly right, you hold off. You keep tinkering, doubting, 

and delaying.

But you know this already— perfection doesn’t exist. And 

waiting for everything to be just right is the quickest way to 

ensure you never get started. The world doesn’t need you 

to be perfect—it needs you to show up, imperfections and 

all. The people who succeed are the ones who take action, 

even when things are messy. They put themselves out there, 

knowing they’ll learn along the way.
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Perfectionism often comes from fear—fear of being judged, 

fear of making mistakes, fear of success, or fear of not being 

good enough. And those fears are understandable. But 

the truth is, you don’t need to be perfect to be valuable. 
In fact, it’s in the imperfections that you’ll find your most 

valuable lessons.

How to Avoid It: Give yourself permission to take imperfect 

action. Release the pressure to have everything figured out 

before you begin. Progress matters more than perfection, and 

each step forward, no matter how small, brings you closer to 

where you need to be. Remember, you can refine and adjust 

as you go, but you can’t improve what doesn’t exist. Be kind to 

yourself and let go of the need for everything to be flawless.

2. Fear of Failure
Let’s talk about fear—specifically, the fear of failure. It’s one of 

the most common reasons people hold back from pursuing 

their dreams. We’ve all been there, staring at the starting line, 

paralyzed by the “what ifs.” What if I fail? What if I waste my 

time? What if I’m not good enough?

Here’s the thing: failure is part of success. Every person you 

admire has failed. They’ve launched projects that didn’t work, 

tried things that fell flat, and made mistakes that cost them 

time and money. But they didn’t quit. Failure wasn’t the end 

of their story—it was a stepping stone.
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I get it—failure is scary. It’s uncomfortable. It challenges 

your sense of security. But the truth is, failure is a teacher. It 

shows you what doesn’t work so that you can adjust and keep 

moving forward. If you’re not willing to fail, you’re also not 

giving yourself the chance to succeed.

How to Avoid It: Shift your perspective on failure. Instead 

of seeing it as something to fear, see it as a natural part of 

growth. It’s okay to stumble. It’s okay to fall short sometimes. 

What matters is how you respond. Embrace failure as feedback 

and use it to get better. You’re not supposed to get it right the 

first time—that’s how learning works. Be gentle with yourself as 

you learn to view failure as a friend, not an enemy.

3. Shiny Object Syndrome
Ever feel like you’re making progress, then something shiny 

and new pops up, and suddenly you’re off chasing a new 

idea? You’re not alone. Shiny Object Syndrome happens 

to the best of us. One minute, you’re focused, and the next, 

you’re distracted by a new platform, a new strategy, or some 

hot trend that promises overnight success.

But here’s the truth: chasing shiny objects keeps you spinning 

in circles. You start, you stop, you jump from one idea to 

the next, and before you know it, you’re overwhelmed and 

exhausted with nothing to show for it.
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Here’s what I want you to know: it’s okay to get excited about 

new ideas. That excitement is part of what makes you an 

entrepreneur. But the key to success is staying focused on 

the path you’ve committed to. The people who make it aren’t 

the ones who chase every trend—they’re the ones who stay 

the course, even when it’s not flashy or exciting.

How to Avoid It: Choose one path and commit to it. Yes, 

there will always be something new and shiny, but that 

doesn’t mean you have to chase it. Finish what you start. Give 

yourself the space to master one thing before jumping to the 

next. Trust that sticking with your current plan will take you 

farther than constantly switching gears. And remember, it’s 

okay to be curious—but don’t let curiosity pull you off course.

4. Lack of Consistency
This one might hit home: Consistency is hard. It’s not 

glamorous. It’s not exciting. It’s often boring, repetitive, and 

feels like a grind. But: consistency is the secret to success. 
It’s the not-so-sexy reality behind every great achievement.

Consistency isn’t about being perfect every day—it’s about 

showing up, even when it’s hard. It’s about doing the work, 

even when you don’t feel like it. The people who succeed 

aren’t necessarily the smartest or the most talented—they’re 

the ones who keep showing up, day in and day out.

It’s okay if some days feel like a struggle. It’s okay if progress 

feels slow. The magic of consistency is that small actions, 
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repeated over time, compound into massive results. It’s not 

about doing everything perfectly—it’s about doing something 

consistently.

How to Avoid It: Set small, achievable goals that allow you 

to show up consistently. Celebrate progress, no matter how 

small. And on the days when it feels hard, remind yourself 

that every little bit counts. Be kind to yourself when you 

fall off track, and get back to it the next day. Success isn’t a 

sprint—it’s a marathon. Keep going, even when it feels slow.

5. Trying to Do Everything Alone
Transformation can feel lonely sometimes, can’t it? There’s 

this idea that you have to figure everything out on your own, 

that asking for help means you’re weak or that it somehow 

doesn’t count unless you do it all yourself. But the truth is, 

nobody succeeds alone.

Building something meaningful requires support. It’s okay 

to ask for help. It’s okay to lean on others when you need it. 

In fact, the most successful entrepreneurs are the ones who 

surround themselves with a network of support—whether 

that’s mentors, coaches, or a community of like-minded 

people who get it.

Trying to do it all by yourself is not only overwhelming, but it’s 

also unnecessary. There are people who have been where you 

are, who can offer guidance, encouragement, and insight. You 

don’t have to carry the weight of your dreams alone.
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How to Avoid It: Reach out for support. Find mentors, join 

a mastermind, or connect with a community of people who 

you resonate with—we hope you find all of that with us. Don’t 

hesitate to ask for help—it’s a sign of strength, not weakness. 

And remember, you don’t have to know everything. Surround 

yourself with people who can fill in the gaps and support you 

on your journey.

6. Impatience
We live in a world that expects instant gratification, and it’s 

easy to get discouraged when success doesn’t happen as 

fast as you’d like. But building something meaningful takes 
time. It takes patience. It takes showing up day after day, 

even when it feels like you’re not making progress.

Impatience can lead to frustration, and frustration can lead to 

quitting too soon. It’s important to remember that success is a 

long game. Just because it’s not happening right now doesn’t 

mean it’s not happening. Every step you take, even the small 

ones, moves you closer to your goal.

How to Avoid It: Cultivate patience. Remind yourself that 

meaningful progress takes time. Celebrate the small wins 

along the way. And when frustration creeps in, take a deep 

breath and trust the process. Success doesn’t happen 

overnight, but it does happen if you stick with it.
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7. Taking on Other People’s Beliefs
It’s easy to absorb the beliefs of those around you—especially 

when they’re coming from people you care about. Maybe 

your family doesn’t understand your entrepreneurial journey. 

Maybe your friends doubt your ideas. Maybe you’ve been 

surrounded by people who live in a scarcity mindset, 

constantly worried about money and playing it safe.

Here’s the hard truth: if you take on other people’s limiting 
beliefs, you’ll end up living their reality. Just because 

someone else is afraid to take risks doesn’t mean you have 

to be. Just because others are comfortable staying in their 

comfort zones doesn’t mean that’s where you belong. You’re 

on your own journey, and that requires beliefs and a mindset 

that matches the future you’re building, not the limitations of 

the people around you.

It’s hard when the people closest to you project their fears 

and doubts onto you, but it’s important to recognize that their 

perspective comes from their own beliefs and experiences—

not yours. If you start adopting their way of thinking, you’ll 

find yourself stuck in the same place they are, trapped by 

fear, scarcity, and “what ifs.”

How to Avoid It: Surround yourself with people who lift 

you up and challenge you to think bigger. Find a mentor or 

community that shares your vision for what’s possible, and 

distance yourself (mentally, at least) from the naysayers. It’s 

okay if the people closest to you don’t get it right now. This 
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is your journey, not theirs. Stay focused on what you know is 

possible, not what others tell you is impossible.

8. Caring Too Much About What Others Think
Let’s be honest: putting yourself out there can feel terrifying. 

Whether it’s launching your business, sharing your story, or 

simply showing up online, there’s always that nagging fear 

of being judged. And here’s the thing—if you put yourself 
online, you will get haters. It’s inevitable.

If you sell holistic health products, someone will call you 

a quack. If you launch a business program, someone will 

accuse you of being a scammer. If you become a coach, 

people will question your qualifications. Offer fitness advice? 

You’ll have people nitpicking your physique. Sell natural 

skincare? Someone’s going to ask, “Why hasn’t it worked for 

you?” You get the idea. The trolls are everywhere, and they 

have nothing better to do than tear others down.

Another truth: the criticism people throw at you is often a 

reflection of their own insecurities. People project their own 

fears, doubts, and limitations onto others because it makes 

them feel better about where they are. And it’s easy for them 

to judge when they’re not the ones doing the hard work of 

showing up.

The key to navigating this? Believe in your mission. If you 

don’t believe deeply in what you’re doing, the haters, critics, 

and trolls will get to you. But if you’re grounded in your 
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purpose, if you know that what you’re doing matters, then 

their opinions start to lose their power.

How to Avoid It: Focus on your mission, not on the opinions 

of people who don’t understand it. Haters will always be 

there, but their noise is irrelevant if you stay connected to 

your purpose. Surround yourself with people who get it, who 

support you, and who believe in what you’re building. At 

the end of the day, your success will speak louder than their 

criticism ever could.

9. Mindset Blocks
Let’s talk about mindset—because it’s the foundation 

of everything. You can have the best strategy, the most 

resources, and the clearest path forward, but if your mindset 

is full of doubt, fear, or negativity, it’s going to be a struggle 

to keep moving forward. The entrepreneurial journey will test 

you, and how you handle those tests comes down to your 

mindset.

There will be days when you feel like quitting. Days when the 

obstacles seem too big, and the progress feels too slow. Days 

when you question whether you’re cut out for this. And that’s 

okay—it’s part of the process. The people who succeed aren’t 

the ones who never have doubts; they’re the ones who push 

through those doubts and keep going.

A strong mindset isn’t about pretending everything is always 

great. It’s about learning to navigate the highs and lows with 
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resilience. It’s about embracing the challenges as part of the 

journey, rather than letting them derail you.

How to Avoid It: Work on your mindset daily. Practice self-

awareness and learn to catch those limiting beliefs before 

they take over. When doubts creep in, remind yourself why 

you started in the first place. Surround yourself with people 

who challenge you to think bigger and support you when the 

going gets tough. Mindset isn’t something you fix once—it’s 

something you nurture constantly.

10. Fear of Going All In
This one’s huge. The fear of going all in is one of the biggest 

reasons people hold back from reaching their full potential. 

It’s natural to want to play it safe—after all, going all in 

means putting everything on the line, both financially and 

emotionally. But if you’re not willing to fully commit, you’re 

also not giving yourself the chance to grow.

One of the most common areas people hesitate to commit is 

investing in themselves. They’ll splurge on trips away, clothes, 

and the latest gadgets, but when it comes to investing in their 

own growth or business, suddenly it feels too risky. It’s easier 

to justify spending on temporary pleasures than to bet on their 

own potential.

But the reality is this: the greatest investment you can make 

is in yourself. Whether it’s learning a new skill, hiring a coach, 

or building your business, these are the investments that pay 
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off in ways that last far beyond short-term indulgences. Yes, 

it’s a risk—but there’s a reward. And the bigger risk is staying 

stuck, never knowing what you could have achieved by going 

all in.

How to Overcome It: Start betting on yourself. Take 

calculated risks that move you toward growth. Yes, it’s 

uncomfortable, but growth lives outside your comfort zone. 

Invest in your skills, knowledge, and business. The safest bet 

you can make is on your ability to learn, grow, and adapt. It’s 

time to go all in.

Bottom Line: Embrace the Challenges
Here’s the truth: obstacles are part of the journey. You’re 

going to face them at every stage of your business, and 

they’re not going away. But when you’re prepared for them, 

when you know they’re just part of the process, they don’t 

have the power to stop you.

The Mission Map isn’t a magic bullet that makes everything 

easy. It’s a roadmap, and it requires you to do the work. But if 

you follow it, if you embrace the obstacles instead of fearing 

them, success becomes inevitable.

You’re not looking for shortcuts. You’re building something 

that matters. And that’s worth every struggle, every failure, 

and every challenge that comes your way.
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Let’s talk about something important—you. Whether you’ve 

followed the conventional path for decades or you’re just 

now realising that the old way of doing things isn’t cutting it 

anymore, there’s one undeniable truth: there’s always more. 

More freedom, more fulfilment, more opportunities to create 

a life that truly aligns with who you are and what you want.

Maybe you’ve built a life and career you’re proud of. Things 

are going well—you’re not unhappy, but deep down, you 

know there’s another level of success or freedom you haven’t 

quite tapped into yet. Or maybe you’re stuck in a routine 

that no longer serves you, and you’re ready for real change—

change that puts you in control of your time, your income, 

and your future.

Whichever category you find yourself in, this message is for you.

At Launch You, we’ve spent years helping people unlock their 

potential by embracing the limitless opportunities of today’s 

digital world. And one thing we’ve learned is that success 

looks different for everyone. Some of you are thriving and want 

to build on that foundation. Others are at the beginning of a 

transformation, looking for a way to create something entirely 

new. No matter where you are, one thing remains true: self-
reliance is the key to unlocking the next level of your journey.

Whether you’re on top of your game or just starting out, self-

reliance is about taking ownership—creating value, solving real 

problems, and designing the life you want on your own terms.
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Why Self-Reliance Matters Now
Let’s be honest—the traditional path to wealth and success 

is broken. The old formula of “go to school, get a 9-to-5 job, 

save for retirement, and hope it all works out” just doesn’t 

work for most people anymore. Jobs aren’t as secure as they 

once were, living costs are skyrocketing, and the pace of 

change in technology and work is faster than ever.

The good news: you don’t have to follow that outdated 

path. You don’t have to trade your time for money and wait 

decades to enjoy life. Thanks to the digital world, you have 

access to tools and platforms that can help you create wealth 

and freedom faster than ever before. The opportunities are 

endless, but to take full advantage of them, you need to 

adopt a different way of thinking—and that’s where self-
reliance comes in.

Self-reliance means taking responsibility for your own success. 

It’s about owning your future, instead of waiting for someone 

else to hand you a raise, a promotion, or a pension cheque. 

Everything you need to create a life of freedom and fulfilment 

is within your reach—if you take action and seize it.

When you embrace self-reliance, you stop relying on external 

factors like the economy, your boss, or luck. Instead, you create 

value, solve problems, and actively shape your success. It’s 

about being proactive, not reactive. You understand that your 

actions today shape your outcomes tomorrow.
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For Those Already Doing Well
Let’s talk to those of you who are already doing well. You’ve 

built a solid career, maybe even a thriving business. You’re 

proud of what you’ve accomplished, and life is good. But 

here’s something you probably already know deep down: 

there’s always more.

Self-reliance isn’t about dissatisfaction—it’s about realising 

that there’s always room for growth. How can you build 

on what you’ve already achieved? Maybe you’re looking 

to diversify your income streams so you’re not dependent 

on one source of revenue. Maybe you want to scale your 

business so it can run without you, giving you more freedom 

to focus on what truly matters—whether that’s family, travel, 

or personal passions.

Self-reliance is perfect for you because it’s not about starting 

from scratch—it’s about maximising what you’ve already 

built. You’re not waiting for someone else to guide you. 

You’re in control, and with the right strategies, you can create 

even more freedom and fulfilment in your life.

At Launch You, we help you tap into these next-level 

opportunities. Our Mission Map is designed to build on your 

existing success, helping you scale your business, automate 

income streams, and free up your time to focus on what 

really matters.
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For you, self-reliance isn’t about a radical change—it’s 

about expansion. It’s about unlocking your full potential and 

building a life with limitless possibilities.

For Those Ready for a Change
Now, for those of you who are ready for a change—you’re in 

the right place. Maybe you’ve been working a traditional job 

for years, and while it’s provided stability, it hasn’t given you 

the freedom you crave. Or maybe you’ve known for a while 

that the path you’re on isn’t leading you where you want to go.

Here’s the thing: wanting a change doesn’t mean you’ve failed. 

It means you’re ready to take control of your life. Self-reliance 

is about owning that decision and taking steps to build 

something new.

If you feel stuck in a routine that no longer serves you, self-

reliance is exactly what you need. It’s about shifting your 

focus from what’s not working to what you can do to change 

it. It’s about recognizing that you have the power to create 

the life you want, no matter where you’re starting from.

The Mission Map we’ve developed at Launch You is designed 

to help you navigate this transition. Whether you’re starting a 

business, creating a side hustle, or simply taking more control 

of your income, we’ll guide you step by step. You don’t need 

to have everything figured out right away. We’re here to help 

you map out your path, so you can take action with clarity 

and confidence.



1 4 9

Self-reliance means you’re not waiting for permission to 

succeed. You’re not dependent on a paycheck or a boss to 

move forward. You’re ready to take responsibility for your 

future, and we’re here to give you the tools and support to 

make it happen.

The Core of Self-Reliance: Ownership and  
Value Creation
At its heart, self-reliance is all about ownership—taking full 

responsibility for your time, your income, and ultimately, 

your success. When you adopt the self-reliant mindset, you 

stop relying on others to determine your value or waiting for 

opportunities to fall into your lap. Instead, you understand 

that you hold the reins to your destiny, and it’s up to you to 

create the outcomes you desire.

One of the biggest shifts that comes with self-reliance is 

a change in focus—from what you can get to what you 

can give. Many people get caught up in chasing money, 

promotions, or recognition, but the self-reliant person 

flips that thinking on its head. It’s not about accumulating 

accolades or fattening your bank account—it’s about how 

much value you can offer to others. When you focus on 

solving real problems and fulfilling genuine needs, the 

rewards—whether they be financial or otherwise—will 

naturally follow.
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Why is that? Because money is nothing more than a reflection of 

the value you create. If you’re offering something that truly helps 

people, they’ll be willing to pay for it. Whether you’re building a 

product, offering a service, or delivering a solution, your success 

hinges on how effectively you solve problems and meet the 

needs of others. But if you’re stuck in a mindset focused solely 

on personal gain, you’ll miss out on the bigger picture.

Self-reliance, coupled with the creator mindset, shifts your 

focus from getting to giving. It’s about waking up every day 

and asking, “How can I help? What problems can I solve 

today?” When you come from this place of contribution and 

service, external factors like the economy, competition, or 

market trends lose their power over you. Instead, you channel 

your energy into what you can control—the value you create 

and the impact you leave behind.

In essence, self-reliance is about owning your path and 

making value creation your guiding principle. When you do 

that, the rest—money, success, fulfilment—takes care of itself.

The Mission Map: A Recap of Your Guide to Success
Now that we’ve delved into self-reliance and the creator 

mindset, it’s time to talk about how to put those principles 

into action. That’s where the Mission Map comes in. Think of 

it as your step-by-step guide to building a business that not 

only aligns with your goals and values but also puts you in 

control of your success.
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Whether you’re looking to scale what you’ve already built or 

start something brand new, the Mission Map provides a clear, 

actionable path. It’s a framework designed to help you focus on 

the essentials, stay on course, and ultimately create value that 

leads to success.

Here’s a quick recap of the Mission Map phases:

•	 Foundation Phase: Success starts with mindset. In this 

phase, we help you cultivate self-reliance, where you take 

ownership of your future and focus on creating value for 

others. You’ll get clear on what you want to build, why it 

matters, and how it can serve your audience. This phase 

is all about laying the mental groundwork for everything 

that follows.

•	 Prepare Phase: Once your mindset is aligned, it’s time 

to dive into the details. We help you define your niche, 

understand your Dream Customer Avatar (DCA), and craft 

an offer that speaks directly to the people you want to serve. 

This is where self-reliance really kicks in—you’re not waiting 

for someone to tell you what to do. You’re actively creating 

something that solves real problems for your audience.

•	 Launch Phase: Now it’s time to take action. In this phase, 

we guide you through launching your business. You’ll build 

your brand, set up your web and funnel systems, and start 

generating income. Self-reliance means you’re not waiting 

for perfection—you’re taking action, learning, and refining 

as you go. The focus is on progress, not perfection.
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•	 Grow Phase: Once you’ve launched, it’s time to scale. 

Self-reliance means you’re always looking for ways to 

improve, adapt, and grow. In this phase, we show you 

how to expand your reach, bring in more customers, and 

build long-term success. This is where the real magic 

happens—you’re no longer just running a business; you’re 

creating a sustainable system that works for you, even 

when you’re not working.

The Mission Map isn’t about following someone else’s 

blueprint—it’s about creating your own. It’s about using the 

tools and strategies we provide to build something that 

aligns with your unique goals and values.

Imagine What’s Possible
Now, let’s fast forward and imagine what your life could look 

like when you embrace self-reliance.

If you’re already successful, imagine having even more time 

to do what you love. Imagine creating additional streams of 

income that run on autopilot, allowing you to focus on what 

really matters—whether that’s spending time with your family, 

travelling the world, or diving into hobbies you’ve always 

wanted to pursue. Imagine waking up every day knowing 

that your income isn’t tied to your time anymore—that you’ve 

built something scalable, flexible, and deeply aligned with 

your values.
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Or, if you’re ready for a change, imagine waking up every 

morning excited to work on something that’s yours. Imagine 

having the freedom to set your own schedule, create your own 

rules, and design a more meaningful business that fits your life. 

Imagine no longer being dependent on a paycheck or a boss 

to determine your future. That’s the power of self-reliance.

What Happens Next?
So, what’s next for you? You’ve read this far, and that means 

you’re ready for something more—whether that’s expanding 

your existing success or creating something new. Reading is 

only the beginning. The real transformation happens when 

you take action. And that’s where LaunchPad and Mission 

Map comes in.

I invite you to join our free Prepare, Launch & Grow Your 

Dream Business masterclass. This session is packed with 

actionable insights to help you take that next big step, 

whether you’re looking to scale an existing business or launch 

a brand-new venture. This isn’t a sales pitch—it’s a genuine 

opportunity to explore what’s possible when you embrace the 

LaunchPad approach and take control of your future. You’ll 

gain clarity on the exact steps to confidently build and grow 

your business.

Visit http://dreambusinesslaunch.com to access your free 

Prepare, Launch & Grow Your Dream Business masterclass.
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TIRED OF THE ONLINE BUSINESS HYPE?
Forget the Lamborghinis and the “easy money” promises. This book isn’t about shortcuts  
or overnight success. 

IT’S ABOUT BUILDING SOMETHING REAL.
Inside, you’ll discover the Mission Map, a battle-tested framework that has helped thousands of 
entrepreneurs escape the 9-to-5 grind and create lives of freedom  and fulfilment. 

NO FLUFF. NO BS. JUST REAL STRATEGIES THAT WORK. LEARN HOW TO: 

•	 Choose the right niche: Find your corner 
of the online world and become the go-to 
authority.

•	 Craft an irresistible offer: Create products 
and services that solve real problems and 
get people lining up to buy.

•	 Build a brand that stands out: Cut 
through the noise and attract the right 
customers who believe in what you do.

•	 Master the tech (without the headaches): 
Set up simple, automated systems that 
support your growth.

•	 Market with authenticity: Attract 
customers who resonate with your 
message and become lifelong fans. 

Scale your business to new heights: Create sustainable income streams that give you the 
freedom to live life on your own terms.

IF YOU’RE READY TO DITCH THE HYPE AND 
BUILD A BUSINESS THAT TRULY MATTERS, 
THIS BOOK IS YOUR GUIDE. 

START YOUR JOURNEY TODAY. 

LAUNCHYOU.COM
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