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What you'll build Platforms & tools

Step 1 — @ Pick one offer and niche Step 2 — @ Map your pipeline and
metrics
Step 3 — € Build your one-page MVA Step 4 — # Record a 2-3 minute Loom
hub audit
MODULE 01

What you'll build

A complete Al appointment-setting system: lead sourcing, personalized multi-channel
outreach, instant speed-to-lead follow-ups, Al receptionist/voice or chat agent, and

automated nurture — all tracked in one pipeline.

You'll package it as a simple, outcomes-focused offer for local and B2B services, then close,

onboard, deliver, and scale with automations.

1 One-page offer hub + demo audit

2 Lead lists with verified emails

w

Personalized cold email + LinkedIn

4 Speed-to-lead + Al receptionist

(8]

Follow-up, reactivation, reporting

MODULE 02



Platforms & tools

Lead & Outreach 1 free - 7 paid
() Instantly 3% Apollo [ Linkedin ¢ (3 Loom @ upwork @ Fiverr

() smartlead Cal.com

Website Builders 0 free - 8 paid
GoHighLevel €) Webflow @ Lovable ® carrd () Bolt wx  Wix

% Sdquarespace & WordPress

Al Models 0 free - 5 paid
® OpenAl @ ChatGPT £ Claude % Gemini A\ Anthropic

Dev & Hosting © free - 6 paid
0 GitHub )(l VS Code Supabase Cursor 2 Replit o Vercel
Automation 1 free - 3 paid
m Make.com ¢ N8n @ @ Zapier F.\ Apify

MODULE 03

Step 1 — @ Pick one offer and niche

Decide your single, simple promise: never miss a lead and book more appointments. Choose

high-call or high-intent niches (home services, healthcare, real estate, legal, coaching, SMB

e-com support), not low-volume micro-services. Commit to one market for 90 days.

First week plan: Day 1 choose niche; Day 2 list 20 businesses with expensive missed-

appointment problems; Day 3 write 5-8 audit questions; Day 4 contact 100; Day 5 book first

audit.


https://instantly.ai/
https://apollo.io/
https://linkedin.com/
https://loom.com/
https://upwork.com/
https://fiverr.com/
https://smartlead.ai/
https://cal.com/
https://gohighlevel.com/
https://webflow.com/
https://lovable.dev/
https://carrd.co/
https://bolt.new/
https://wix.com/
https://squarespace.com/
https://wordpress.org/
https://openai.com/
https://chatgpt.com/
https://claude.ai/
https://gemini.google.com/
https://anthropic.com/
https://github.com/
https://code.visualstudio.com/
https://supabase.com/
https://cursor.com/
https://replit.com/
https://vercel.com/
https://make.com/
https://n8n.io/
https://zapier.com/
https://apify.com/

Tip

Your brain will resist picking one person/offer — that's normal. Avoid low-call-volume
shops (e.g., barbers). Explain a simple system that stops missed calls/leads instead of
pitching SEO/ads/funnels all at once.
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Step 2 — () Map your pipeline and metrics

Create one Google Sheet to store leads and metrics. Fields: lead_id, search_query,
business_name, category, address, phones, emails, owner_name, team_contacts,
enrichment_status.

Track per channel: opens, replies, positive replies, clicks, booked calls, cost per lead,
conversion to proposal/closed, CPA, engagement, site traffic, inbound leads. Categorize

timing: kitchen (soon), refrigerator (months), freezer (year).

Benchmarks

From name drives opens. Reply rates: <2% weak; 2-5% improve copy; 5-10% good;
>10% excellent (source-reported).

MODULE 05

Step 3 — < Build your one-page MVA hub

Publish a one-page site with five sections: headline, what the system does, who it's for, how it

works, one CTA (book audit). Keep it minimal with meaningful content and social proof.

Send all content and outreach back to this page. Use a single opt-in that tags the source and

triggers an automated nurture drip.



PROMPT — ONE-PAGE SITE (COPY A PROVEN LAYOUT)

Copy the design from [DOMAIN]. But the new website needs to be for a business
called [YOUR BUSINESS NAME], which is a business that builds [YOUR SERVICES]
only within [YOUR SERVICE AREA]. Be sure to insert beautiful images of
completed projects and list out the five to 10 biggest cities in your area. As
well, there should be a form where people can request more info, too. Go.

Keep it simple

Clients don’t care about meta tags or prompt engineering — they care about booked
calls. Media amplifies clarity; unclear offers amplify confusion.
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Step 4 — i Record a 2-3 minute Loom audit

Structure your Loom: 15s intro with why you looked them up; show their Google listing, review
count, competitors, and quick website issues; 30s on the biggest problem and exactly how
you'd fix it. End with a no-pressure close and your booking link.

Optionally, show a quick demo of Al answering calls and booking an appointment, then include
the checkout link if they want it done-for-you.

Value first

The bar for cold outreach keeps rising — a short, specific, useful audit outperforms
generic personalization.

MODULE 07




Step 5 — K Set up the core demo: speed-to-lead
+ Al receptionist

In GoHighLevel: import a warm-water client system template; add the client’s business info;
activate workflows; add logo/colors; connect their calendar. Turn on missed-call text back,
review generation, estimate follow-ups, no-show recovery, and payments as needed. This

becomes your demo and your base delivery.

Prototype fast, go live, then run a one-week internal QA with sample and real data; fix edge

cases; then give the client a week to QA.

All-in-one advantage
GoHighLevel bundles CRM, funnels, email, SMS, calendar, and automations starting at
~$97/month (source-reported). Most fail by pitching every GHL feature — just show how

you'll stop missed calls and book more appointments.
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Step 6 — € Choose lead sources by market

Local/blue-collar: use Google Maps to find businesses with few or old reviews, missing info, or
no website links in your target cities. White-collar/B2B: use LinkedIn Sales Navigator filters

(role, company size, geo) to build decision-maker lists.

Supplement with niche communities, followers of relevant creators, job boards, YouTube
channels with strong engagement, and comment sections where owners complain about

time/lead issues.

Signal vs. noise
Beware of spammy Google Business Profiles (keyword-stuffed names, poor sites). They

signal weak competition but also lower quality.



MODULE 09

Step 7 — ¢ Enrich and verify emails (two-
scenario pipeline)

Scenario A — Find emails: send domains/people to AnyMailFinder; use the success boolean
and verified email to proceed; try common naming conventions if needed. Scenario B —
Callback enrich: when enrichment returns, pass contacts to your sender (e.g., Instantly) with
custom fields for icebreakers.

For large-scale scraping, know Apify’s basics: actors (serverless programs), tasks (runs),

datasets (results). Store raw + cleaned data in Google Sheets for transparency.

Compliance & scale

Do not use Mailchimp/Constant Contact for cold outreach (policy violations). LinkedIn
heavily rate-limits scraping. Scraping JS-rendered sites via simple HTTP often returns
empty pages.
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Step 8 — -~ Generate icebreakers and smart
copy with Al

Create a Google Sheet: URL, first_name, last_name, email, website_url, headline, location,
phone_number, multi_line_icebreaker. Use Al to write JSON-only icebreakers from
LinkedIn/website data — short, specific, Spartan tone. Avoid generic company boilerplate;
favor personal nuggets (e.g., podcast, unique background).

Feed compressed website text + contact data to your Al to draft succinct replies and subject
lines. Define a fallback plain-text template that still feels custom when site text isn't parsed
(use phone/name).



PROMPT — ICEBREAKER (JSON ONLY)

You are an SDR assistant. Write a single personalized icebreaker using the
prospect’s LinkedIn profile and website. Keep it succinct, casual, and Spartan.
Avoid generic company info; prefer personal nuggets. Output JSON only:
{"icebreaker": "..."}.

Inputs:

— First name: [FIRST_NAME]

- LinkedIn URL: [LINKEDIN_URL]

- Website: [WEBSITE_URL]

o

PROMPT — SUCCINCT EMAIL REPLY

Write a short, plain-text email reply. Fill variables from provided context.
Required vars: [FIRST_NAME], [COMPANY], [UNIQUE_VALUE_PROP]. Use 2-4 sentences
max, no emojis, no fluff. End with a simple CTA to book a 15-minute audit.
Context:

- Website text (if any): [WEBSITE_TEXT]

- Service/offer: [OFFER]

- Booking link: [BOOKING_LINK]

-

TEMPLATE - FALLBACK HUMAN EMAIL

Subject: Quick idea for [FIRST_NAME]
Hey [FIRST_NAME], noticed your contact number [PHONE] while searching for
[NICHE] in [CITY]. I put together one thing that stops missed calls and books

more appointments without adding new tools. Worth a 15-minute audit this week?

— [YOUR_NAME]

-

Writer's block fix
If stuck, ask ChatGPT: “Write me a high-converting email in the style of [STYLE] using
proven psychology. Before you write, ask me 2-3 questions about my business, offer,

and target.” Personalize only parts of your script — full Al emails can sound flamboyant.
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Step 9 — % Build outbound sequences and
cadences

Create a plain-text 3-touch sequence: message 1 now; message 2 at +24h if no reply;
message 3 at +3 days if no reply. Stop on reply or booking. Use delays between internal
notifications (e.g., wait 4 minutes for thanks, 3 minutes for next steps). Pipe categorized

replies to Slack.

Use omni-channel where possible: email + Linkedln DM + occasional IG/X DM to increase

asset visibility.

Platform What to do in this step

GoHighLevel Create a cold email + SMS cadence in Campaigns; import CSV with custom

fields; set sending windows; enable stop-on-reply; add “booked"” conversion via

Calendar; route replies to Opportunities.

Instantly Create a campaign; import list with icebreakers; set warmup (if enabled), sending
hours, daily caps; configure 3 steps with plain text; connect a Slack webhook for

categorized reply alerts; track opens/replies/meetings.

Apollo Build a list via filters; verify emails; create a sequence with merged fields; A/B
test subject lines; set rules to stop on reply and move to “engaged”; track by

persona and industry.

Lindy Create an Al SDR; add knowledge (past emails, Loom scripts, ICP); connect
mailboxes; define objection handlers; enable A/B tests; set booking link; route

qualified replies to your CRM.

Make.com Orchestrate sends via Gmail/[SMTP or Instantly API; watch for replies; categorize
with Al; post to Slack; update Google Sheets and CRM; stagger with Sleep

modules.



Platform What to do in this step

n8n Use Gmail/IMAP nodes; parse replies with Al (Claude/GPT); write to Google
Sheets; trigger webhooks to your CRM; add Function nodes for custom logic;
throttle sends.

Deliverability

Scale horizontally across more sender accounts at lower volume per inbox. Excessive

automation risks blocks. Use plain text; avoid heavy HTML.

MODULE 12

Step 10 — .= Load first-touch messages
(copy-paste)

~
DM/EMAIL — MISSED AFTER-HOURS CALLS
Subject: [Personalized hook for [Namel]
Hey [NAME], I noticed you might be missing leads after business hours —
weekends/nights aren’t getting answered. I help [NICHE] automate follow-up with
AI so more visitors turn into booked appointments automatically. Want a
30-second demo?

N J

~

DM/EMAIL — AI RECEPTIONIST PITCH

Subject: [Personalized hook for [Namel]

Hey [NAME], noticed you’'re missing calls after hours. I can add something that
answers every call, books appointments automatically, and makes sure you never
lose another lead. Takes ~10 minutes to set up. Want me to add it?




2
DM/EMAIL - IF THEY HAVE A WEBSITE

Subject: [Personalized hook for [Name]l

Hey [NAME], I was searching for [NICHE] in [CITY] and came across your site —
great reviews, by the way. I found a few things likely costing leads, so I put
together a version optimized for calls/customers. Want the 1link?

o

J
4 2
DM/EMAIL — IF THEY DON’T HAVE A WEBSITE
Subject: [Personalized hook for [Name]]
Hey [NAME], I was trying to find your website when searching for [NICHE] in
[CITY] but couldn’t find one. Bit out of nowhere, but I went ahead and built
you one. Would it be okay to send the link to check it out?
- J
~
COLD EMAIL — NOTICING A SPECIFIC PROBLEM
Subject: [Personalized hook for [Name]]
Hey [NAME], I was looking at [BUSINESS] and noticed you might be missing out on
leads because of [SPECIFIC PROBLEM] (e.g., slow follow-ups, no recent reviews,
unanswered calls). I set up an automated AI system that handles [PROBLEM] for
businesses like yours. I made a quick demo just for [BUSINESS]. Want me to send
it? Takes ~30 seconds.
- J
~
NICHE EXAMPLE — DENTISTS
Subject: [Personalized hook for [Namel]
Hey [NAME], I help dentists turn website visitors into booked appointments
without spending more on ads. Open to seeing how that might work for your
office?
- J




2
WARM MARKET ASK

Subject: [Personalized hook for [Name]l

Hey [NAME], I just started helping [TYPE OF BUSINESS] get [SPECIFIC RESULT]. Do
you know anyone who might need that?

- J
PHONE OPENER — FREE AI AUDIT HOOK
Subject: [Personalized hook for [Namel]l
Hey, this is [YOUR_NAME] from [AGENCY]. We work with [NICHE] across [REGION].
I'm the founder here. We're offering free AI audits to [NICHE] owners right
now. Would you be open to a quick 15-minute walkthrough?
- J

Promise placement

Use specific, money-tied outcomes (e.g., +30% conversion) as examples — avoid
income guarantees.

MODULE 13

Step 11 — &’ Go omni-channel and warm first

Start with your nearby territory and warm network. Share a micro post: “I'm helping five
[NICHE] get 10-15 leads/month with a 3-step system (no ads). DM me ‘audit’ if interested.”
Send your Loom/audit via email + LinkedIn + one social DM to maximize visibility.

Customize each LinkedIn connection: "Hey [FIRST_NAME], saw [CASUAL COMPANY NAME]. |
think we'd vibe — quick idea to help you stop missed calls. Open to connect?”




Pacing
Avoid mass, high-frequency automation that triggers platform limits. Omni-channel

means smarter exposure, not spamming.

MODULE 14

Step 12 — @ Apply persuasive psychology

Use anchoring (compare Al receptionist to $2.5k/mo front desk + $2.5k/mo answering
service), serial position (lead with the single biggest win), bandwagon (most clients already
had someone), mere exposure (consistent content), and first-impression bias (crisp subject

lines/from name).

Trigger commitment/consistency with small asks: comment a keyword, short audit review, or a

10-minute walkthrough.

Amplifier effect

Media magnifies what's there — clear message wins; unclear adds confusion.

MODULE 15

Step 13 — 2 Handle objections and book the
audit

IF “NOT INTERESTED” OR “WE ALREADY HAVE SOMEONE”

That's great. Most of the businesses I work with already had someone, too.
Would it be okay if I showed you one thing we do differently just so you have

something to compare it to? No pressure either way.
- J




IF “WE TRIED THIS BEFORE"”

That's actually really useful to know. A lot of the businesses I work with said
the same before we started. Usually the issue is the system, not the idea.
Would it be okay if I showed exactly how we handle that so you can see what'’s
different?

- J

IF “NOT LOOKING” OR “BAD TIMING”

Totally understand — timing matters. Would it be all right if I sent you one
quick thing that’'s useful whenever the timing is right? Takes about 2 minutes.

No pressure.

- J

IF THEY STILL SAY NO - OFFER THE AUDIT

In that case, I think the audit would actually be beneficial because it'’s a
quick 15-minute call showing exactly how others in your industry use AI. To be
transparent, we do this free because we know 80% of businesses will adopt AI in
the next 12-18 months — we’'re just building relationships early so when the
time comes, you have a contact. Does a 15-minute call sometime this week sound
fair?

MODULE 16

Step 14 — Ed Run the audit call like a pro
(70/20/10)

SOP: build rapport; ask why your email stood out; diagnose problems/costs; confirm urgency;
share experience; demo the fix; agree next step. Spend 70% on problems/goals, 20% on

outcomes/solution, 10% on objections/next steps.

Use a simple Typeform to capture structured info live (business description, problems,
proposed solution, platforms, timeline, pricing). Ask GPT to generate a 5-10 slide deck: pain

points per slide and how Al increases bookings by 15-30% at the end.



2
PROMPT — AUDIT DECK GENERATOR

Create a 5-10 slide outline for a [NICHE] AI appointment-setting audit.
Include: 1) Missed call/lead pain quantified, 2) Current online presence gaps,
3) Speed-to-lead impact, 4) Follow-up/nurture gaps, 5) Social
proof/competitors, 6) Proposed workflow, 7) Expected lift (use 15-30% as
example-only), 8) Next steps.

Context: [NOTES_FROM_TYPEFORM + LOOM_FINDINGS]

Stay outcome-first

Don't deep-dive into tech (SEO tags, prompt minutiae). Share the one different thing
and the business result.

MODULE 17

Step 15 — & Price and package cleanly

Offer connected Al solutions as a package: Al phone answering, live web chatbot, instant

follow-up, review generation, staff notifications, and lead segmentation. Structure

deliverable-based retainers with weekly strategy calls, priority plans, daily availability, training,

and unlimited maintenance.

Pricing examples (example-only): Basic Al site + automation $500/mo; Lead gen + ads
$1,500-$2,000/mo; Full suite (incl. Google Ads + SEQ) $2,500-$3,000/mo. Cost-saving

pricing: charge ~25-50% of estimated savings if client is confident. Anchor against traditional

costs (e.g., $2.5k/mo front desk + $2.5k/mo answering services).

Premium without sleaze

Use the 5 S's: selectivity, scarcity, specialization, social proof, superior experience. You
can discount selectively; keep an anchor price based on your target margin.

MODULE 18




Step 16 — © Automate follow-ups, reactivation,
and reporting

Create multi-touch nurture that stops on reply or booking. Build a database reactivation
workflow: segment old contacts by drop-off stage; send personalized outreach referencing
history to restart conversations.

Build internal reporting: pull data from multiple systems, run analyses, and send real-time
updates to Slack/email. Use automated evals (e.g., Lighthouse for site speed, API analytics for
reply rates) to monitor quality.

Define success precisely

Set granular eval criteria (e.g., legibility, palette, linearity) but avoid over-constraining so
models don’t optimize trivialities.

MODULE 19

Step 17 — C Build the speed-to-lead engine

Capture form/phone leads instantly, qualify, route to the right owner, and send a personalized
follow-up within seconds. Confirm meetings, take notes, and trigger reminders automatically.
Responding within five minutes can be up to 10x more effective than at 30 minutes

(source-reported).

Right tool for the job

You don't need the most expensive model for routing/confirmations; keep heavyweight
Al for personalization where it matters.

MODULE 20



Step 18 — @¥ Add an Al voice/chat agent
(optional)

Spin up a voice agent: define system identity, tone, goals, required topics, and variables
(prospect name, business, reason for calling). Configure to collect caller info, qualify, and
book into your calendar.

Many voice APIs require two calls: initiate then poll for details. Keep POST bodies minimal —
remove unused keys and send only dimensions, avatar/voice IDs, and input text. Test
commands via Telegram (summarize emails, send email, get/update project status, create
events, get today's schedule).

PROMPT — PERSONALIZED VIDEO/VOICE SCRIPT

System: You create concise 45-60s scripts that sound natural and low-pressure.
Start with: “Hey, this is [YOUR_NAME] from [AGENCY].” Mention one personalized
finding about [COMPANY], the impact on bookings, and how our AI receptionist +
follow-up fixes it. End with: “Want a quick 15-minute audit? Here’s my link:
[BOOKING_LINK].”

Inputs: [COMPANY], [FINDING], [NICHE], [CITY]

Keep it lean

Trim API payloads and poll for completion; otherwise you'll miss call outcomes or
overpay for compute.

MODULE 21



Step 19 — 4 Connect mailboxes and APls
securely (Make vs n8n)

Platform What to do in this step

Make.com Use the OAuth2 module. Register your app on the provider's developer portal; get
client ID/secret, auth URI, token URI. Set redirect to Make's OAuth URL. Add
Gmail/IMAP and OpenAl modules. Insert Sleep modules to pace sequences.

n8n Create a Google Cloud project; enable Gmail API; configure OAuth consent; publish
app; create OAuth client with n8n redirect. Use Gmail/IMAP nodes, Al nodes
(OpenAl/Claude), and Gmail Send for replies. Copy subject/body from Al nodes into

Gmail nodes.

Mailbox gotchas

If you see "unknown mailbox,” verify a valid mailbox connection and the correct folder.

Use specific GPT-4 variants; base defaults may reduce output quality.

MODULE 22

Step 20 — ¢” Orchestrate agentic fulfillment &
proposals

Automate proposals, onboarding, lead scraping, enrichment, campaign generation, and Al
replies. Build flows backward from the send step (email send - slides creation - Al content -
data fetch).

Use plan mode first so the agent drafts a detailed plan and asks missing questions; then
enable execution. Apply the DO framework: Directive (your instructions), Orchestration (agent

manages steps), Execution (scripts/functions).



PROMPT — PROPOSAL JSON GENERATOR

Return one JSON object for a highly customized proposal using input form data.
Inputs: {company: [COMPANY], niche: [NICHE], current_stack: [STACK], problems:
[PROBLEMS], goals:[GOALS], timeline: [TIMELINE], budget: [BUDGET]}

Output JSON fields: {summary, objectives, workflow_diagram, deliverables,
success_metrics, timeline, investment_tiers:[{name, price, inclusions}],
case_studies: [{client, problem, result}], next_steps}

Style: concise, outcome-focused, no hype.

Reality check

Prompts are noisy; run multiple iterations and evaluate with concrete criteria. Use
objection handlers and A/B tests in your agent.

MODULE 23

Income Forecast

Review KPI dashboards weekly: open, reply, positive reply, booked, CPA, proposal rate, close
rate. Attribute replies by channel. Tighten subject lines/from name; adjust CTAs; refine
icebreakers by ICP.

Use Slack for formatted reply notifications by category (positive, referral, not now, objection),
and maintain a testing log for each change to isolate impact.

Heuristic targets

Aim for 5-10% reply rates (source-reported). One in ten who ask for a lead magnet is

~10x more valuable than generic responders (source-reported).

MODULE 24




Step 22 — ~ Build inbound and authority

Dig your watering hole: pick one channel and publish real insights that help your ICP. Over 90
days: post one video/week, promote a relevant lead magnet, and send one helpful email/week
to build a warm list.

Focus on three video types: search-based tutorials (trust starters), credibility builders (proof
points), and deep dives (differentiators). Use micro-triggers like “Comment [KEYWORD] and
I'll send the free [ASSET]." Route all traffic to your one CTA page and tag by source for

segmented nurture.

Gradual shift: Months 1-3 outreach + content; Months 4-6 mixed with early inbound; Months

7-12 mostly inbound + referrals.

Own your list

Don't build your business on rented land. Algorithms change; your owned email

list/fendpoints don't.

MODULE 25

Step 23 — 1 Win clients on Upwork (optional
channel)

Create/optimize your profile: complete every field (video, languages, education, portfolios,
skills, catalog, testimonials, certifications, employment). Use a bright background, chest-level
photo, keyword-rich titles, social proof above the fold, variable rates, and keep the online
badge active.

Apply to 3-5 jobs/day with a customized Loom and a small custom asset based on the job
post. Send it both in the application and via any listed contact to maximize visibility. Being

upfront about being new and offering a small free sample can increase leniency.



Ranking realities

Incomplete profiles rank poorly. Don't over-polish; fast, relevant samples + Looms win
more than long resumes.

MODULE 26

Step 24 — \4 Close and onboard

Ask for the sale explicitly: “Hey [NAME], ready to move forward tomorrow?"” Send a PandaDoc
proposal; collect payment via Stripe. Use a simple onboarding call: thank them, review call
cadence, timelines, communication channels, platform signups/2FA, and Q&A. Automate
onboarding: collect info via forms, update CRM/PM, send welcomes, schedule meetings,

generate branded assets.

Build long-term partnerships: overdeliver early, collect data and case studies, expand one
project into multiple. Increase communication frequency to improve retention and upsells.

After a win: "We're glad we achieved [RESULT]. Can we document this as a case study?”

Retention > acquisition

Recurring revenue, deeper relationships, and higher pricing come from keeping clients

— invest in proactive communication and roadmaps.

MODULE 27

Step 25 — <" Scale your operation sensibly

Use VAs ($10-$15/hr) for initial lead sourcing; combine with Al for personalization; retain
higher-cost talent for QA. Manage code/logic/data errors via lightweight code nodes rather

than complex split trees when possible.



Use plan-then-execute agents; keep lane guards so Al stays within scope. Scale email with
more inboxes, not more volume per inbox. Back up data with 3-2-1 (three copies, two formats,
one off-site). Prioritize sales, communication, and client retention over perfecting

automations.

Focus that compounds
Growth solves complexity. Selling before building shrinks product cycles from 6-7

weeks to ~9-10 days.

MODULE 28

-
Lt

Step 26 — © Bold performance-offer cold emails
(optional)

COLD EMAIL — BOLD GUARANTEE (EXAMPLE-ONLY) A
Subject: I will get you 20 booked meetings in the next 60 days or you don’'t pay
I will generate you 20 booked appointments in the next 60 days or you don’t
pay.
- J
~

COLD EMAIL - REVENUE OUTCOME (EXAMPLE-ONLY)

Subject: I will help you close $10,000 in the next 30 days or I'll keep working
for free until I do

I will help you close $10,000 in the next 30 days or I will continue working
for free until I get them for you.




COLD EMAIL - FREE CONTENT OFFER (EXAMPLE-ONLY)

Subject: I will write your next client 100 free SEO and AI optimized blog posts

I will write your next client 100 free SEO and AI optimized blog posts you can
use to cross—sell them or value your offer. Plus, give them an in-depth SEO
audit for free for $0. Only if you absolutely love it will I ask you to pay
mostly on performance, and I won’t unless you're 100% satisfied.

-

COLD EMAIL - FREE CREATIVE (EXAMPLE-ONLY)

Subject: I will write you 10 YouTube video titles, outlines, and scripts for
free in the next 72 hours

I will write you 10 YouTube video titles, 10 YouTube video outlines, and 10
YouTube video scripts for free in the next 72 hours. Only if you absolutely
love them would I ask you to pay.

COLD EMAIL - LANDING PAGE AUDIT (LONG FORM, EXAMPLE-ONLY)

Subject: [Personalized hook for [Namel]l

Hey [NAME], love your channel. Think I can help you with something.

I work with [CREATOR] to build landing pages; we made [RESULT] recently. I went
through your [PAGE] and you’re likely losing money. I'm confident a few changes
could fix this — I'1l do it 100% up front, no strings. If it adds [$AMOUNT] in
60 days, I’'d ask for a small cut (15-20%).

Open to a 50-minute call? How's [TIME] tomorrow?

[YOUR_NAME]




Use responsibly

These are example-only and depend on your terms, capacity, and laws. Avoid income

guarantees in regulated markets; set clear scope and success criteria.

MODULE 29

Mistakes to avoid

Y

WRONG SENDERS

Don't use Mailchimp/Constant Contact for cold

email to scraped lists — accounts get suspended.

EZ

OVER-AUTOMATING

Blasting too fast triggers blocks; scrape limits
and JS-rendered sites will break naive flows.

O

MAILBOX MISCONFIG

"Unknown mailbox” and bad folders derail
automation. OAuth correctly; test each node.

=

INVISIBLE WORK

Clients judge deliverables they can see: emails,
calendars, calls, reports. Surface value.

MODULE 30

)
TECH DUMPING

Overexplaining SEQ/prompts loses non-technical
buyers. Lead with outcomes and one clear
differentiator.

=

BUILDING BEFORE SELLING

Custom bots that take weeks stall momentum.
Sell the outcome first; prototype after the yes.

/7
PROMPT OVERFITTING

Prompts are noisy; a single pass proves nothing.
Evaluate repeatedly with clear criteria.

WEAK PROFILE

On Upwork, incomplete sections and no
Loom/custom asset sink rankings and replies.

jobhacki.com - @jobhacki



Income Forecast

$500-$5,000/mo

Typical Al automation retainers per SMB client

(source-reported/example-only).

$500 [ $1.5k-$2k |
$2.5k—$3k

Pricing tiers: basic [ lead-gen+ads / full suite

per month (source-reported/example-only).

$32k-$48k

Recovered revenue from database reactivation
campaigns (per client example, source-

reported).

$100k-$250k/mo

Top solo operators with automated distribution

(source-reported/example-only).

MODULE 31

$300-55,000 +
$2-$700/mo

One-time setup plus monthly maintenance per

client (source-reported/example-only).

$25,000/mo

Example: five clients at $50k/yr + $50k one-offs

annualized (source-reported/example-only).

Outcome/10

Project price guideline: annual outcome divided

by 10 (source-reported/example-only).

Resources

RESOURCES

@) Meta Ads Library

Research competitors’ ads to inform audits and outreach angles.


https://www.facebook.com/ads/library

G Google Cloud Console

G Google Lighthouse
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What you'll build
Step 1— @ Pick one offer and niche
Step 3 — € Build your one-page MVA hub

Step 5 — K set up the core demo: speed-to-lead
+ Al receptionist

Step 7 — ¢ Enrich and verify emails (two-scenario
pipeline)

Step 9 — # Build outbound sequences and
cadences

Step 11 — & Go omni-channel and warm first

Step 13 — Handle objections and book the audit

Step 15 — &2 Price and package cleanly

Step 17 — Build the speed-to-lead engine

Step 19 — 4 Connect mailboxes and APIs securely
(Make vs n8n)

Income Forecast

Step 23 — £ Win clients on Upwork (optional
channel)

Step 25 — < Scale your operation sensibly

Mistakes to avoid

Resources

02

04

06

08

10

12

14

16

18

20

22

24

26

28

30

Create OAuth credentials and enable Gmail API for automations.

Automated website performance checks for audits and reporting.

Platforms & tools
Step 2 — & Map your pipeline and metrics
Step 4 — i@ Record a 2-3 minute Loom audit

Step 6 — 0 Choose lead sources by market

Step 8 — =¥ Generate icebreakers and smart copy
with Al
Step 10 — = Load first-touch messages

(copy-paste)
Step 12 — <% Apply persuasive psychology

Step 14 — E Run the audit call like a pro
(70/20/10)

Step 16 — @ Automate follow-ups, reactivation,

and reporting
Step 18 — @ Add an Al voice/chat agent (optional)

Step 20 — ¢’ Orchestrate agentic fulfillment &
proposals

Step 22 — ~ Build inbound and authority

Step 24 — ¥4 Close and onboard

Step 26 — ¢ Bold performance-offer cold emails

(optional)

Income Forecast

jobhacki.com - @jobhacki


https://console.cloud.google.com/
https://developers.google.com/web/tools/lighthouse

THE JOBHACKI ARSENAL

This guide is 1% of what members get
Get access to thousands of tools, resources, playbooks, guides, and more.

Land your dream job. Start your dream business.

OmniCut

Any video - a timestamped, cut-by-cut edit
blueprint.

Resume Builder

Recruiter-tested one-page resume, auto-built
from your LinkedIn.

Tool Directory

Every Al tool that makes money, organized +
searchable.

Playbook Directory

100+ grounded, step-by-step income
playbooks.

can

OmniScript

Turn any idea into a viral-ready script with
hooks.

Job Readiness Simulator
Paste a job link — get tested + your fastest

study path.

Job Directory

Tens of thousands of live jobs across 12+ ATS
systems.

Access 100+ playbooks free — create your account

Get All-Access

See the community & what's inside

Join free today — founding-member pricing locks in before the tools go paid.

Created by JobHacki - @jobhacki - JobHacki Community - Version 2026
Income figures in this guide are source-reported or estimates from real creators and practitioners — not guarantees. Income depends
on location, skill, speed, and demand. Verify pay rates and offers before applying or buying.



https://jobhacki.com/dashboard
https://whop.com/checkout/plan_hfsvR7lsOjQds
https://whop.com/jobhacki/
https://jobhacki.com/

