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Premium Action Guide

Beginner Side Hustle: Launch an

Micro-Agency

Validate, sell, and deliver a simple Al phone/chat receptionist and speed-to-

lead service for local businesses, then scale into retainers. Outcome-first,
minimal code.

' Updated for 2026 =: $300-$500/mo per client typical Al receptionist retainer (source-reported)

& @jobhacki - JobHacki Community

fﬁ Start Fast D Real Sources Honest Numbers
Clear first steps you can take Built from people who Source-reported pay, costs,
this week. actually did it. and risks.

Get the Full Guide Vault >

@ Includes checklists, scripts & source-backed insights

jobhacki.com - @jobhacki


https://jobhacki.com/

What you'll build Platforms & tools

Step 1 — @ Pick a niche and outcome Step 2 — &~ Study the pain with SCAN
Step 3 — @ Validate with 5-10 Step 4 — & Activate your network
conversations immediately
MODULE 01

What you'll build

A lean, outcome-driven side hustle selling Al receptionists and speed-to-lead automations to
local businesses. You'll niche down, validate with real conversations, close on ROI, and deliver
a voice/chat agent that answers calls, qualifies leads, and books appointments — then stack

retainers and scale with minimal headcount.

1  Pick a high-volume niche; validate pain fast
2 Stand up a one-page offer and pipeline
3 Build a voice/chat agent + instant follow-up
4  Close on ROI, deliver, and report wins
5 Productize after consistent retainers
MODULE 02
Platforms & tools
Lead & Outreach 1 free - 6 paid
3¢ Apollo () 'nstantly ® Upwork ¢ £ Loom A Linkedin @ Fiverr

Cal.com


https://apollo.io/
https://instantly.ai/
https://upwork.com/
https://loom.com/
https://linkedin.com/
https://fiverr.com/
https://cal.com/

Website Builders 0 free -

5 paid

GoHighLevel .3 Hostinger @ Lovable € Webflow & Framer

Al Models 1 free -

2 paid

€3 claude @ ChatGPT % Gemini o

Dev & Hosting 0 free -

1 paid

»{ Vs Code

Automation 1 free -

3 paid

m Make.com < N8n e @ Zapier VA‘ Apify

MODULE 03

Step 1— @ Pick a niche and outcome

Choose one industry you understand and where missed calls and slow follow-ups are costly

(plumbers, dentists, roofers, chiropractors, home services). Commit to a single core outcome:

an Al receptionist that answers, qualifies, and books — plus instant speed-to-lead on web

inquiries.

Tip

Hyper-niche to Al receptionists for high-volume, low AOV businesses; avoid broad "Al

automation" where big agencies dominate.

MODULE 04


https://gohighlevel.com/
https://hostinger.com/
https://lovable.dev/
https://webflow.com/
https://framer.com/
https://claude.ai/
https://chatgpt.com/
https://gemini.google.com/
https://code.visualstudio.com/
https://make.com/
https://n8n.io/
https://zapier.com/
https://apify.com/

Step 2 — + Study the pain with SCAN

Use SCAN to ground truth the problem: Study current processes, Calculate lost revenue from
missed calls and slow replies, Architect a simple receptionist + follow-up flow, Narrate the

outcome in plain language and ROI terms.

FIND BUSINESSES TO OBSERVE

') Google Maps Search local service businesses to mystery-shop

g YeIp Identify high-intent local categories

@ Better Business Bureau Directory Find established firms in your niche
MODULE 05

Step 3 — (U Validate with 5-10 conversations

Interview 5-10 owners/operators in your niche. Act as a secret shopper. Map where time,
money, and focus leak: missed calls, duplicate data entry, manual lead follow-up, no

appointment routing. Capture transcripts for analysis.

PROMPT — DISCOVERY OPENER (LRP FRAMEWORK)

Use the LRP framework: Listen while they describe their week or processes,
Repeat back the pattern to confirm alignment, then Poke to quantify it with
questions like whose hours are those? What's their hourly value? How often does
this process result in an error? Where are you paying people to copy and paste
or chase info? What interrupts you the most between 9 and noon? Where do
mistakes cause rework, refunds, or churn? If I could remove one weekly fire,
which one changes your week?



https://maps.google.com/
https://www.yelp.com/
https://www.bbb.org/

Tip
Lead with business outcomes and ROI (time saved, errors reduced, revenue gained).

Owners don't need Al jargon to value results.

MODULE 06

Step 4 — & Activate your network immediately

Start with warm intros before cold prospecting. Ask directly for referrals to owners who want
time back and more booked jobs. Host free Al office hours at coworking or realtor offices to
source audits and early clients.

TEXT — WARM REFERRAL ASK

Who do you know that’'s looking for an AI-powered chief of staff that helps them
get back 10 to 15 hours of their week and manage more projects?

Tip
Use foot-in-the-door asks ("quick audit" or "15-min ROl map"). Small yeses unlock

bigger commitments.

MODULE 07

Step 5 — < Draft your one-page offer

Write a simple, done-for-you offer that fits on one page: problem, promise, deliverables,
timeline, price, and guarantee. Spell it out on a barebones website and remove Al buzzwords

— results first, tech last.



Tip
Audit your messaging: if "Al" appears more than outcomes, rewrite. Sell time saved,

money saved, and extra revenue — not features.

MODULE 08

Step 6 — & stand up a simple web presence

Launch a minimal site with your offer, price range, FAQs, and a calendar link. Pre-sell the
solution as if live, then deliver manually first. Include social proof (before/after metrics) at the

top — tech goes at the end.

MODULE 09

Step 7 — 0 Build a targeted lead list

Filter prospects by buyer titles (Owner, Founder, Managing Partner, CEO, COQ). Use Google
to find local businesses that miss calls; map high-intent categories. Use Apollo and Linkedin

Sales Navigator to enrich and verify contacts.
Tip

Prioritize high-volume, low-ticket services; avoid low-volume, high-ticket deals where a

small conversion dip can nuke revenue.

MODULE 10



Step 8 — Launch cold outreach that adds
value

Personalize at scale with Al. Use Make.com or n8n to pull website/LinkedIn data and generate
icebreakers. Send in batches with Instantly. Offer a 60-second demo or a quantified
bottleneck map — no fluff.

COLD EMAIL — 60-SECOND DEMO
Subject: [Personalized hook for [Namel]
Hey, I built a workflow that solves [PAIN POINT]. I've got a 6@0-second demo
showing how this system works. You want me to set it up for you?

\§ J
COLD EMAIL - ROI MATH
Subject: [Personalized hook for [Name]]
Hey, you’re doing this process manually, which takes you [HOURS]/week. If you
value your time at $[RATE]l/hour, that’'s $[WEEKLY]. Over a month, $[MONTHLY].
Over a year, $[YEARLY]. If I build you a system that eliminates that manual
work, paying me $[PRICE] is a no-brainer because you get back [HOURSxMONTHS]
hours and save ~$[SAVINGS] this year.

&

COLD EMAIL - DISCOVERY INVITE

Subject: [Personalized hook for [Name]]

Hey [NAME], I'm mapping the top drains in [NICHE]. In 15 minutes, I'll quantify
your biggest bottleneck and share where AI actually helps and where it doesn't.
No pitch unless you ask. Genuinely trying to learn and add value.




Tip
Never blast the same template to the same audience repeatedly — you'll saturate the

market and tank reply rates.

MODULE 11

Step 9 — “7 Run discovery like a consultant
(70/20/10)

Structure calls: 70% diagnosing goals and constraints, 20% outcomes-framed solutions, 10%
objections/next steps. Use LRP and quantify time/cost/error. Handle objections upfront by

aligning on ROl and scope.

CALL OPENER — TIME RETURN AUDIT
Subject: [Personalized hook for [Name]l
Hi there, I'm [NAME] from [BRAND]. Quick chat to learn about your day-to-day so
I can spot where AI gives you time back. Ready to get started?
* What tools do you use daily?
» Biggest headache right now?
* Where do mistakes cause rework or refunds?
e If I remove one weekly fire, what changes your week?
\_ J

ASSUMPTIVE CLOSE

A1l right, [FIRST NAME], I’'ll send you the proposal with details and timeline.
Sound good?
\_ J




OBJECTION SAFETY NET

If you're not happy with it when I deliver it, or it doesn't deliver the value
we discussed, you'll get all your money back.

Tip
Shift from “tell me what to build” to “let me diagnose what actually moves your revenue,
cost, and time.”

MODULE 12

Step 10 — # Offer a paid audit and 48-hour
report

Charge for a focused operations audit. Record/auto-transcribe meetings. Feed transcripts into
Claude to surface off-the-shelf tools and quick wins. Send a concise report within 48 hours

and book a 30-minute walkthrough to upsell implementation.

~
PROMPT — TOOL FINDER FROM TRANSCRIPT
Subject: [Personalized hook for [Name]]
Hey, I've attached the transcript of a conversation I had with a local business
owner. Your job is to go out on the internet and find any AI tools or just any
software tools that they can implement that are off-the-shelf that can fix the
pain points that you've identified from the transcript.

o 4

Tip
Price audits for perceived value (avoid $200). Strong audits fuel high-margin

implementation retainers.



MODULE 13

Step 11— ‘X Choose your build path (primary
platforms)

Pick one platform to master for 90 days. Build a simple prototype that proves calls are

answered, leads qualified, and appointments booked — before polishing.

Platform What to do in this step

GoHighLevel Create Voice Agent; name it after the business. In Launchpad, link
Google/Facebook/WhatsApp (if applicable). Purchase/assign a local or toll-free
number. Configure ring-owner-first then Al pickup; set fallback to Al

auto-answer and book.

Google Al Start a Voice/Gemini agent. Add System Instructions to collect lead info and use
Studio Web/API actions to submit to your CRM or calendar. Use live API for a

conversational lead form; prepare a Twilio number to route calls/SMS.

Make.com Create a scenario: Webhook trigger from form or Twilio - Al
(Claude/Gemini/OpenAl) for summarization/qualification - CRM create lead >
Calendar booking link - SMS/Email confirmation. Start from the final module
and work backwards.

n8n Build a flow: Webhook/HTTP In > Al node - conditionals - HTTP requests to
CRM/Calendar - notifications. Import cURL samples into HTTP Request to
speed auth/headers. Test each node incrementally.

Zapier Use Webhooks by Zapier to catch form/Twilio events; Formatter + Al steps to
extract fields; actions to CRM/calendar; SMS follow-ups. Keep first version

minimal and test end-to-end.



Tip
Build from the end (final action) backwards and test after every module; it prevents
dead-end paths and rework.

MODULE 14

Step 12 — ¥ Load knowledge and prompts

Give the agent business context and precise instructions. Crawl the site to ingest About,

Services, Service Areas, Reviews. Configure the advanced prompt to collect required fields
and ask industry-specific qualifiers.

PROMPT — LEAD CAPTURE VOICE/CHAT AGENT

You are a helpful, friendly, and personal AI agent for [BUSINESS NAME]. Your
primary goal is to collect the user's full name, email, [PHONE], and [INDUSTRY-
SPECIFIC FIELDS e.g., insurance provider, address, service needed]. Be
conversational and transparent that you're AI. Once you collect all required
info, call the [SUBMIT_LEAD] function. Do not ask for other personal
information. Introduce yourself first and confirm booking preferences
(date/time) if applicable.

Tip

Voice Al is best received when it's clearly Al and faster than traditional phone trees.

MODULE 15



Step 13 —
channels

Wire up inbound calls/SMS, web chat, and booking. Ensure the owner gets notified instantly

Connect phone, calendar, and

for every new appointment or conversation. Make Al auto-answer if the team misses the call.

Platform What to do in this step

GoHighLevel Buy/link a number; assign to the Voice Agent. Ring owner first; if no answer, Al
handles and books. Integrate Google Calendar/Jane app via native integrations

or webhooks. Enable site chat + SMS + social DMs.

Google Al Use Twilio for phone/SMS routing to your agent; configure Actions to hit
Studio calendar APIs (e.g., Cal.com) and CRM endpoints. Embed live chat widget on

site if using web UI.

Make.com Connect Twilio module for calls/SMS; Webhook for site forms; Google
Calendar/Cal.com modules for bookings; send owner notifications via
SMS/Email/Slack.

n8n Use Webhook or Twilio nodes for inbound; HTTP nodes for calendar/CRM;

conditional branches to notify owner and log events.

Zapier Catch hooks from Twilio/forms; book via Google Calendar/Cal.com; send
SMS/Email notifications; update CRM.

Tip

Always notify the owner instantly. Missed reply notifications crater conversion.

MODULE 16



Step 14 — # Test calls and speed-to-lead

Call the number yourself. Confirm natural voice, info capture, and booking. Submit the website
form and verify instant SMS/email follow-up with a calendar link. Iterate prompts and

knowledge until it's smooth.

Tip

Use test-driven development: add one module, test thoroughly, then add the next.

MODULE 17

Step 15 — 4 APIs & webhooks (the minimum
viable way)

Understand APIs at a practical level: an endpoint URL, an auth method, and JSON in/out. Start

with a copy-paste example; get one small call working, then expand. Use webhooks to trigger

flows from forms, calls, or chats.

Platform Quick implementation

Make.com HTTP module - set URL, method, headers (Authorization: Bearer [TOKEN];
Content-Type: application/json) - JSON body. Test with a simple POST to your
CRM.

n8n HTTP Request node - import cURL from docs to auto-fill details. Use

Webhook node to receive events and pass payloads forward.

Zapier Webhooks by Zapier - Custom Request; start with a GET/POST sample from

docs. Use Catch Hook to trigger flows.

GoHighLevel Use native actions first; when needed, call external APIs via webhooks from

workflows. Add API keys/credentials securely.



Platform Quick implementation

Google Al Define Actions that call external APIs with auth; test in the live playground
Studio before wiring Twilio/web UL.
Tip

APIs expose more power than drag-and-drop. Start small to avoid auth/endpoint

mistakes; expand once one call works.

MODULE 18

Step 16 — =« Speed up builds with Al copilots
(optional but powerful)

Use Claude/ChatGPT as coding copilots to draft prompts, regex, or API payloads. In Claude’s
Cloud Code, pick Haiku/Sonnet/Opus based on complexity; use /context and [compact to
manage tokens; allow edits where safe; ask it to self-diagnose and fix errors. Keep API keys

(Anthropic, Gemini, Gmail, etc.) in environment variables.

MODULE 19

Step 17 — & Show, don't tell (live demo)

On sales calls, dial the demo number live and let the Al collect and book. Screen-share inbox
notifications and the calendar event. Show the finished package in their colors/logos — avoid

slideware.



QUICK VALUE-FIRST OUTREACH (OPTIONAL)

Subject: [Personalized hook for [Name]l

Hey, I redesigned your website using AI. Here it is: [LINK]. If this seems
interesting, let me know. If not, your marginal cost was basically nothing.
- J

Tip
Use social proof early: results and systems you've shipped. Mention Al last to avoid tech
rabbit holes.

MODULE 20

Step 18 — ““ Price and close on ROI

Frame pricing against value: revenue saved from recovered calls and faster responses, hours
eliminated, and error reduction. Offer a receptionist retainer plus optional add-ons. Use a

simple pay-for-performance guarantee when appropriate.

Reference math examples carefully (source-reported): each missed HVAC call (~$1,000 job;
25% close) =~ $250 lost; typical lead pre-qualification can raise conversion 10-20%; small
conversion dips can be costly on high-ticket deals — choose niches accordingly.

MODULE 21

Step 19 — = Scope, expectations, and
onboarding

Send a clear scope: objectives, inclusions/exclusions, timeline, client responsibilities, and

payment terms. Collect FAQs, appointment rules, and required intake fields (e.g., insurance).
Set expectations on what the product does and doesn't do.



SCOPE OUTLINE - COPY/PASTE

Objectives: [BOOK MORE APPOINTMENTS, REDUCE MISSED CALL LOSS]

Inclusions: [VOICE AGENT], [SPEED-TO-LEAD SMS/EMAIL], [CALENDAR INTEGRATION],
[BASIC REPORT]

Exclusions: [FULL CRM MIGRATION], [AD BUYING], [24/7 HUMAN SUPPORT]

Timeline: [7-10 BUSINESS DAYS]

Client Inputs: [CALENDAR ACCESS], [FAQ], [BRAND INFO], [INTAKE FIELDS]
Payment: [50% UPFRONT, 50% ON DELIVERY] or [RETAINER $XXX/MO]

Guarantee: [PAY-FOR-PERFORMANCE or REFUND IF NO VALUE]

MODULE 22

Step 20 — % Deliver, notify, and measure

Assign the number, go live, and confirm owner notifications for every booking/conversation.
Deploy website chat + SMS + social inboxes. Track baseline vs. after: hours saved, errors

reduced, and dollars recovered. Report proactively to earn long-term retainers.

MODULE 23

Step 21— ~ Build distribution and keep the
funnel full

Mix channels: cold email, Upwork, niche communities, partner referrals. Batch work (e.g.,
send all emails at once, then proposals). Consider partner incentives for creators serving your

niche. Keep posting useful content where owners already engage.

COMMUNITIES TO MEET DECISION-MAKERS

@ Local Chamber of Commerce Find local business groups

\" Vistage CEO peer groups for mid-market


https://www.uschamber.com/co/chambers
https://www.vistage.com/

eNi BNI Referral networking chapters

@® Entrepreneurs’ Organization Owner/operator community

Tip
Unsexy, consistent prospecting beats tinkering with logos or business cards. Focus on

revenue-generating activity daily.

MODULE 24

Step 22 — & Retainers, add-ons, and upsells

Shift from one-offs to ongoing outcomes: receptionist retainer, Al chat on site, lead
pre-qualification, missed-call text-back, and FAQ bots. Build custom GPTs trained on client

data to reduce support load. Package simple automations per industry with guaranteed
results.

MODULE 25

Step 23 — © Add simple niche automations
(optional ladder)

After your receptionist is stable, add small automations: sales bots, document processors, or
operational bots. Keep them thin and focused. Use Ask Al to draft 30-day post calendars and

lead magnets for clients when relevant.

MODULE 26


https://www.bni.com/
https://www.eonetwork.org/

Step 24 — = Advanced ops: scheduling &
versioning (optional)

Push workflow code to GitHub and sync with a scheduler (e.g., trigger.dev or modal) for timed
jobs. Use dashboards (Dash This) to centralize KPIs. White-label HighLevel if you want an
owned portal for clients.

MODULE 27

Step 25 — £ Career path and scaling lean

Walk before you run: freelancer - consultant - (maybe) agency. Add the least number of
people possible and stack Al agents to scale ops. Productize only after consistent delivery

and partner-led demand. Keep your moat in distribution and relationships.

MODULE 28
Mistakes to avoid
SELLING Al, NOT OUTCOMES STARTING BROAD
Talking about models/agents instead of revenue, General "Al automation" competes with big
cost, and time improvements tanks close rates. agencies; niche to Al receptionists for local,
high-volume services.
OVERENGINEERING BUILDING FROM THE START
Multi-agent Rube Goldbergs are slower and less If you don't begin at the final action, you'll waste
valuable. Build the smallest thing that books time on dead ends.

appointments.



O

BUSY WORK OVER SALES

Perfecting websites/cards beats the ego, not the

market. Prospect daily.

Y

NO FOLLOW-UPS

Missing reply notifications and check-ins Kkills
conversions and upsell chances.

MODULE 29

Income Forecast

$300-$500/mo per
client

Al receptionist retainer (source-

reported/example)

$1,500-$10,000
per project

Al automation implementation (source-

reported/example)

N

WRONG NICHES

Low-volume, high-ticket markets suffer if Al
drops conversion even slightly.

o

PREMATURE PRODUCTIZATION

Templates before reps stall growth. Do custom
projects to learn fast, then package.

Up to $6,200/3
months

Premium package with leads + tools (source-

reported/example)

$4,000-$12,000

Initial build deal sizes mentioned (source-

reported/example)



~$5,000 MRR in ~8
weeks

Close ~10 clients at $500/mo (source-

reported/example)

$90k-$4M
(advanced)

Strategic Al roadmaps for
mid-market/enterprise (source-

reported/example)

MODULE 30

Resources

RESOURCES

Q Google Maps

&8 Yelp

@ Better Business Bureau Directory
@ Local Chamber of Commerce

\') Vistage

eni BNI

Low four figures [
month

Monthly from Al receptionists, reported by

practitioners (source-reported/example)

Find local businesses to mystery-shop and prospect
Identify high-intent service categories in your city
Locate established firms likely to afford retainers
Join and meet owners in your niche

CEO peer groups — offer audits

Referral networking to build distribution

jobhacki.com - @jobhacki


https://maps.google.com/
https://www.yelp.com/
https://www.bbb.org/
https://www.uschamber.com/co/chambers
https://www.vistage.com/
https://www.bni.com/

@ Entrepreneurs’ Organization
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https://www.eonetwork.org/

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/

