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Boring Business Ideas: Build an

Service

A simple, repeatable service business: pick a high-volume niche, pre-sell

outcomes, deliver a voice/chat Al receptionist plus a few automations, then
scale on retainers. No hype — just what works.

' Updated for 2026

. $300-$500/mo per client Recurring Al receptionist retainer (source-reported example)

& @jobhacki - JobHacki Community

‘ﬁ 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

What you'll build Platforms & tools
Step 1 — @ Choose one boring, Step 2 — \¢ Talk to 5-10 businesses and
high-volume niche diagnose

jobhacki.com - @jobhacki


https://jobhacki.com/

Step 3 — # Pre-sell with a one-page Step 4 — & Warm outreach and

offer partnerships

MODULE 01

What you'll build

A lean, boring-on-purpose service business that installs Al voice/chat receptionists and
simple automations for local/high-volume businesses. You'll validate with a one-page offer,
sell outcomes (not tech), deliver a working agent that books appointments and answers FAQSs,

and graduate clients to retainers.

You'll master one build stack, wire APIs/webhooks, and prove ROl with before/after metrics —

then scale with distribution, partnerships, and minimal headcount.

1  Pick one high-volume niche; talk to 5-10 businesses
2 Pre-sell a clear offer; run consultative discovery

3 Ship a voice Al receptionist + speed-to-lead chat

4  Automate with APIs/webhooks; prove ROI quickly

5 Shift to retainers; scale with distribution

MODULE 02
Platforms & tools
Lead & Outreach 3 free - 4 paid
3% Apollo O Instantly @ Upwork e 0 Fiverr o Cal.com e €3 Loom

3 Linkedin


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

Website Builders 0 free - 5 paid

GoHighLevel .3 Hostinger @ Lovable € Webflow & Framer

Al Models 1 free - 2 paid
€3 Claude $ Gemini e & ChatGPT

Dev & Hosting 1 free - 1 paid

() GitHub ¢  >{) VS Code

Automation 1 free - 3 paid

m Make.com < N8n e @ Zapier VA‘ Apify

MODULE 03

Step 1 — @ Choose one boring, high-volume
niche

Pick one group that gets many inbound calls and repeats processes daily: plumbers, HVAC,
roofers, dental, chiropractic, med-spa, home services, multi-location retail. Prioritize niches
you already know and that can pay quickly. Hyper-niche your use-case to Al receptionists and

speed-to-lead instead of “general Al automation.”
Tip

Focus on high-volume, lower AOV industries. Small conversion dips matter far less here

than in high-ticket, low-volume markets.

MODULE 04


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

Step 2 — \¢ Talk to 5-10 businesses and
diagnose
Run quick informational interviews to hear real workflows and where time/money is wasted.

Ask what's already tried, what actually blocks growth, and what a win would look like. Imagine
you're competing with 10 Al-enabled firms — how would they win here?

~
PROMPT — DISCOVERY OPENER

Subject: [Personalized hook for [Namel]

Hi there, I'm [NAME] from [FIRM]. This is a quick chat to learn about your

business and day-to-day so I can spot where AI can give you time back. Ready to
start?

* What's your role and team setup?

* What tools do you use daily?

e Biggest weekly headache or bottleneck?

e If I removed one weekly fire, which changes your week?
\_ J

\
PROMPT — LRP PROBE SET

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?

Tip
Handle most objections upfront: spend ~70% discovering problems, 20% mapping
outcomes, 10% next steps.

MODULE 05




Step 3 — # Pre-sell with a one-page offer

Create a barebones page (bolt.new, Lovable, carrd.co, Webflow, or Framer) for one use-case
(e.g., "Al Receptionist that books you more jobs"). State what you do, price/guarantee,
deliverables, and turnaround. Describe it as if it already exists and invite early adopters to pay

to reserve setup slots.

Audit your messaging: remove Al jargon and lead with revenue impact, cost reduction, and

time leverage. Use social proof and results first, then mention the system.

Tip
Shift from “tell me what to build” to “let me diagnose and design what actually moves

your numbers."

MODULE 06

Step 4 — &’ Warm outreach and partnerships

Text your network: ask who knows owners needing an Al-powered chief-of-staff/receptionist
to reclaim 10-15 hours/week. Host free Al office hours at coworking/realtor offices and offer
audits to warm contacts or local CEO peer groups. Partner with people already talking about

the problem; offer a referral cut.

PROMPT — REFERRAL TEXT

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?
- J

Tip

Prioritize revenue activities daily; avoid busywork like polishing logos or business cards.




MODULE 07

Step 5 — % Build your cold pipeline

Find local businesses that miss calls (search Google for
plumbers/dentists/roofers/chiropractors + your city). Build lists via Apollo or LinkedIn Sales
Navigator; filter titles (founder/partner/owner/principal/CEOQ/COQ/President/CTO). Use Ampify
to scrape personalized data. Send with Instantly; set reply notifications. Supplement with
Upwork/Fiverr/Toptal/Malt proposals.

Use Al to research and personalize at scale; batch outreach in sprints.

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

\_ J

PROMPT — 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/hr, that’'s $[WEEKLY COST] a week. Over a month,
$[MONTHLY COST]. Over a year, $[ANNUAL COST]. If I build you a system that
removes this, you get back [HOURS/MO] and save ~$[MONTHLY COST]/mo. Paying me
$[PRICE] is a no-brainer — you’ll save ~[ANNUAL SAVINGS] this year.




PROMPT — COLD EMAIL: “MAPPING DRAINS”

Subject: [Personalized hook for [Name]l

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

- J

PROMPT — REDESIGNED WEBSITE OUTREACH

Subject: [Personalized hook for [Name]]

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

Tip
Cold email is door-knocking for pros — be genuinely useful and personalized. Don't

copy templates verbatim or spam the same list repeatedly.

MODULE 08

Step 6 — 2 Run discovery like a consultant, not a
vendor

Lead with constraints and outcomes: quantify missed calls, slow replies, rework, refunds,
churn, and hiring deferrals. Explain tech briefly, then pivot back to revenue, cost, and time.
Use SCAN: Study, Calculate, Architect, Narrate.

When they say "Al?", give a simple description and move on to ROI. Confirm numbers and
agree on the target result.




PROMPT — DISCOVERY QUESTIONS (RESULTS-FIRST)

* Where do you lose the most time each week? Who does that work and at what
hourly value?

* Which missed calls or slow replies cost you the most? How many per week?
* What % of leads are qualified, and how long to first response?

e« If we increase speed-to-lead and booking rate by [X%], what’'s that worth
monthly?

\_

Tip
Use concrete metrics when possible (e.g., "lift engagement by 30%") instead of vague

claims.

MODULE 09

Step7— " Lock scope, expectations, and price

Write a 1-page scope: objectives, inclusions/exclusions, timeline, client responsibilities,
reporting cadence, and payment terms. Frame pricing in ROl and risk terms
(pay-for-performance or money-back if value isn't met). Close assumptively and schedule
kickoff.

PROMPT — ASSUMPTIVE CLOSE

A1l right, [NAME], I'1l1l send over the proposal with the details and milestones.
Sound good?

.

PROMPT — RISK-REVERSAL

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




Tip

Price the outcome, not your effort. Clients buy solved problems, not hours.

MODULE 10

Step 8 — © Architect the minimum lovable
solution

Build one simple prototype solving the top pain. Start from the end (the last module/desired
output) and work backward. Use proven templates and adapt to the niche. Practice

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

Master one platform for 90 days. In 3-4 weeks of steady practice you'll be capable enough for

client work. Only do things Al can’t: talk to people, negotiate, understand nuance.

Tip

Working backward from the final output prevents dead-end flow branches and rebuilds.

MODULE 11

Step 9 — ¥ Build the voice Al agent

Create a voice agent that answers calls, qualifies, and books. Keep instructions
outcome-focused and friendly. Name it after the business and match their tone. You'll wire

knowledge and routing next.



Platform What to do in this step

GoHighLevel Create a new Voice Al agent named after the business. Set an initial greeting
that references the brand. Configure objectives (qualify, collect contact details,

book). Save — we'll add knowledge, phone, and calendars in the next steps.

Google Al Create a new agent with Voice enabled. In System Instructions, define identity,
Studio goals, and data to capture (e.g., name, phone, email). Use Gemini for

conversational quality; keep prompts clear and concise. Test with the live API
preview.

~
PROMPT — AGENT SYSTEM INSTRUCTIONS (COLLECT LEAD INFO)

You are a helpful, friendly, and personal AI agent for [BUSINESS NAME]. Your
primary goal is to collect the user's full name, email, and [OTHER REQUIRED
FIELDS]. Be conversational and engaging. Once you successfully collect all
required information, call the [SUBMIT_LEAD] function. Do not ask for other
personal information. Give a short introduction before starting.

Tip
Be transparent it's Al. Clear, fast experiences get higher acceptance than traditional
phone trees.

MODULE 12

Step 10 — ¥ Teach your agent with a knowledge
base

Feed the agent the business'’s website and FAQs so answers are specific. Add advanced

prompts for tone, escalation rules, and any industry-specific questions (e.g., insurance,
service area, intake fields).



Platform What to do in this step

GoHighLevel Create a Knowledge Base. Use Web Crawler to ingest the site (About,
Services, Reviews, Service Areas). In Advanced Prompt, set style and

escalation. Add required fields (name, email, address, insurance, etc.).

ChatGPT Create a GPT. Upload PDFs/URLs with offerings, packages, policies. Add
(Custom GPTs) Instructions for scope/deflection/escalation. Use it to power FAQ/chat (and to
prep responses for your web chat).

Google Al Ground the agent with web retrieval or uploaded documents via the APL. In
Studio System Instructions, specify exact data to collect and how to respond when
unsure (escalate or ask clarifying questions).

PROMPT — AGENT CONVERSATION TEST (FOR QA) A
Subject: [Personalized hook for [Namel]
Hey, how's it going? It's going well. Thanks for asking. I'm here to help you
with [BUSINESS]. Could I get your full name, email address, and [REQUIRED
FIELD]? [USER PROVIDES INFO] Thank you, [NAME], for providing your full name,
email address, and [FIELD]. I have noted that you [DETAIL]. Is there anything
else I can help you with today?

\_ J

Tip
Use a web crawler to auto-train from the client’s site so answers stay on-brand and
accurate.

MODULE 13



Step 11—
routing

Connect phones, calendars, and

Attach a phone number, ring the client first, then the agent if missed. Connect calendars and

CRM via webhooks or integrations. Enable instant speed-to-lead and owner notifications.

Platform What to do in this step

GoHighLevel Purchase a local/toll-free number and assign it to the agent. Set call flow: ring
team first, then Al answers if no pickup; enable 24/7 after-hours. Connect
Google Calendar/Jane via Cal.com or webhooks. Link Live Chat, SMS,
Facebook, Google page, and WhatsApp (if outside US). Turn on owner

notifications for new conversations/appointments.

Google Al Provision a Twilio number. Publish the Al Studio agent to Twilio (voice). Create
Studio + Twilio a webhook that writes leads to CRM and books via Cal.com/Google Calendar.

Add fallback logic (forward to team if needed) and notifications to the owner.

Tip
Position the agent as augmenting (not replacing) receptionists — and keep humans in

the ring-first loop.

MODULE 14

Step 12 — = Add website chat, SMS, and social
DMs

Embed web chat, connect SMS, and attach Facebook/Google pages (and WhatsApp where
relevant) so the agent replies instantly across channels. Offer monthly retainer hosting for

these agents.



For deep FAQs, deploy a Custom GPT on client data to draft responses or power a site widget.

Use a speed-to-lead bot: capture, qualify, and book immediately.

Tip
Chat agents are crowded — win with speed-to-lead, clear outcomes, and booked

revenue, not flashy tech.

MODULE 15

Step 13 — 4 Wire automations with APIs and
webhooks

APIs are URLs you call to send/receive data. Find authentication, copy a working example,
then build the smallest call that returns what you need. Create a webhook endpoint to receive

agent events (new lead, booked slot) and trigger downstream tasks. Test from the end first.

Add API keys (Anthropic/Claude, Perplexity, Gmail, Key.ai) securely. Use webhooks to receive

data; trigger flows by sending test requests from a browser or apps.

Platform What to do in this step

Make.com Add a Webhooks module to receive lead payloads. Use HTTP module to call
external APIs (URL, method, headers with Authorization: Bearer [TOKEN], JSON
body). Chain modules to CRM, email, and calendar. Work backward from the final

delivery.

n8n Create a Webhook node for inbound events. Use HTTP Request; import a cURL
example to auto-fill details. Map response data to downstream nodes (Google
Sheets, Gmail, Slack/CRM).

Zapier Use Webhooks by Zapier to catch hooks. Map to Gmail/Sheets/Calendar/CRM. For
custom endpoints, set method/headers/body manually. Test each step before

adding the next.



PROMPT — MINIMAL API CALL CHECKLIST

e Auth method (API key, OAuth, Bearer)?

e Copy working cURL from docs and run it.

* Convert to your platform’s HTTP node.

* Verify 200 response with expected fields.

e Store keys in [KEY MANAGER] and env vars.

* Add webhook receiver and send a test event.

Tip
Built-in integrations are convenient, but raw APIs expose more parameters and power.

Use them when you hit limits.

MODULE 16

Step 14 — " Prototype and analyze with Claude
(Cloud Code)

Use Claude to analyze call transcripts and map off-the-shelf tools to pains. Code quick
proof-of-concepts with Cloud Code inside your IDE. Choose models by task (Haiku =
fastest/cheapest, Sonnet = balanced, Opus = complex/long). Use slash commands (/clear,

[context, [compact, /slr) to manage state.

Enable Accept Edits/Bypass permissions so Cloud Code can write/execute. When errors occur
(wrong endpoint, encoding), instruct Claude in plain English to self-diagnose and fix. Run on a
VPS for always-on jobs; push to GitHub; schedule with trigger.dev or Modal.



PROMPT — ANALYZE TRANSCRIPT - TOOLS & NEXT STEPS

Subject: [Personalized hook for [Name]l

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.

\_

Tip

Prototype in 1.5 hours: 15 min plan, 60 min build, 15 min record a demo.

MODULE 17

Step 15— 0 Create outcome-led content and
lead magnets

Use Ask Al to draft a 30-day content calendar and schedule posts across platforms (mix
formats). Generate a branded checklist/guide lead magnet in Al Studio from one prompt;
package with the client’s look. Use Gamma for reports, and Opus Clips/Descript/VO3 to
repurpose wins into shorts.

Build distribution as your moat: post results and case studies first, then your tech. Partner

with creators in your niche and offer referrals.

PROMPT — 30-DAY CONTENT PLAN

Create 30 days of posts for [NICHE] owners about [TOPIC: speed-to-lead, missed
calls, bookings]. Vary formats (case study, checklist, Q&A, myth-busting,
before/after). Include CTAs to book a 15-min audit. Schedule posts at optimal
times.




Tip
Lead with results; implying association with recognizable businesses boosts perceived
credibility.

MODULE 18

Step 16 — & Demo live and QA the flow

Show a finished product, not a deck: call the agent’'s number live, capture/qualify, and book in
the client’s calendar. Verify tone, info capture, and escalation paths. Notify owners

automatically on new appointments and conversations.

PROMPT — LIVE DEMO CHECKLIST

e Call the Twilio/GHL number from your phone.
* Trigger a booking and show calendar invite.
e Confirm owner notification fired.

* Ask the bot an FAQ; verify grounded answer.
* Force a handoff/escalation; verify routing.

Tip
Demonstrating a working package with their branding moves conversations from

hesitation to commitment.

MODULE 19

Step 17 — ¥ Close a paid audit or pilot, then a
retainer

Offer a paid operations/Al audit; deliver a concise report within 48 hours, then run a

30-minute review call to upsell implementation. Launch manually (concierge) before




automating. Once results are proven, convert to a monthly retainer with clear SLAs or a
pay-for-performance model.

PROMPT — FOLLOW-UP AUDIT RECAP

Sending your assessment now. In the next 30 minutes we’ll walk through:
1) Where time/money is leaking

2) Quick wins we can implement in 7 days

3) The 30-day roadmap and projected ROI

If it’s not valuable, you don’t pay.

PROMPT — MONEY-BACK SAFETY NET

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

- J

Tip

Underpricing audits reduces perceived value and weakens your upsell path.

MODULE 20

Step 18 — ~ Prove value with data, not slides

Capture baseline vs. after: hours saved, errors reduced, speed-to-lead, booking rate, and cost
per lead. Use DashThis to show KPIs and Fathom.ai to auto-capture meetings and action
items. Reframe case studies: results first, tech at the end. Keep monthly check-ins for
renewals, testimonials, and referrals.




PROMPT — BEFORE/AFTER CASE SUMMARY

Client: [NICHE, LOCATION]

Problem: [MISSED CALLS / SLOW REPLIES]

Intervention: [VOICE AI + SPEED-TO-LEAD + WORKFLOWS]

Before: [X mins to first replyl, [Y% bookingl, [CPL $Z]

After: [X’ - Y’], [Booking +A%], [CPL -A$] (source-reported/example)
ROI Narrative: [TIME/MONEY SAVED, HIRING AVOIDED]

Tip

Schedule recurring check-ins; silent accounts churn even if results are good.

MODULE 21

Step 19 — v Systemize delivery and scale lean

Standardize onboarding, flows, and QA. Batch similar tasks (all cold emails, then all
proposals). White-label HighLevel for recurring revenue if desired. Outsource cold calling and

lower-leverage ops. Scale clients with the fewest hires; loop yourself in for high-leverage
decisions only.

PROMPT — WEEKLY OPS CADENCE

Mon: Prospect list build + personalization
Tue: Send campaigns + proposals (batched)
Wed: Demos + pilots

Thu: Implement + QA

Fri: KPI reviews + case study drafts

Tip
Businesses want outcomes ownership, not more tools. Don’t sell software — sell solved
problems.




MODULE 22

Step 20 — ‘@ Expand with thin, vertical apps
(optional)
Once your core offer hums, build thin niche apps: a travel companion via Twilio SMS, Al

curtains/furniture placement, or document/sales bots. Use Manas.ai to generate full-stack

starters from prompts. Explore Al-to-Al marketplaces and stacking agents — but keep them
focused and revenue-tied.

Ship, publish, and tell people; the friction to launch is now low.

PROMPT — ONE-PAGER FOR A THIN APP

Product: [APP NAME]

Niche: [SPECIFIC USER]

Job-to-be-done: [CLEAR TASK]

Inputs: [WHAT USER PROVIDES]

Outputs: [ACTION/BOOKING/ASSET]

SLA: [TIME TO RESULTI

Price: [$X/mo or $Y/setupl

Guarantee: [PAY-FOR-PERFORMANCE / TRIAL]

Tip
Avoid oversaturated, low-value Al outputs (generic copy/images). Thin, focused tools
beat bloated “all-in-ones.”

MODULE 23

Step 21— O Qualify out risky or bad-fit deals

Avoid high-ticket, low-volume pipelines where small conversion drops are catastrophic.

Compare savings from Al vs. any potential revenue loss. Decline projects with desperate or



highly risk-averse buyers; they're painful and unprofitable. Explain implementation simply and
tie back to ROl — not architecture.

PROMPT — CONVERSION RISK CHECK

On [LEAD COUNT] leads at $[AOV], current close [BASE%]. If AI drops conversion
by [A%], revenue impact is ~$[L0OSS]. Savings from [STAFF HOURS SAVED] at
$[RATE]/hr + tooling offsets are ~$[SAVINGS]. Net effect: $[NET]. Proceed only
if NET > @0 with margin.

Tip
Frame the agent as augmentation. Keep a manual escape hatch to humans for edge

cases.

MODULE 24

Step 22 — = Operating habits that compound

Batch work. Pre-commit 90 days to one platform. Start builds from the end. Test every
module before adding the next. Keep reply notifications on. Document scope and SLAs.

Maintain a library of tested templates per niche.

PROMPT — PERSONAL OPS MANTRA

Only do what AI can’t: talk to people, negotiate, understand nuance, and make
judgment calls.

Tip

Missed reply notifications tank conversion; verify alerts after every campaign launch.

MODULE 25



Mistakes to avoid

=

SELLING GENERIC Al SERVICES

Compete with big agencies and race to the
bottom. Hyper-niche to
receptionists/speed-to-lead.

7T\

v

BUSYWORK > REVENUE WORK

Logos and websites don't pay the bills. Prospect,

demo, and close instead.

UNDERPRICING & WEAK SCOPE

Vague scopes kill margins. Price outcomes and
set exclusions upfront.

B

COPY-PASTE OUTREACH

Mass templates without personalization get
ignored and flagged.

K

=)

TECH LECTURES

Clients buy ROI, not transformer diagrams. Talk
outcomes.

©

OVERENGINEERING

Multi-agent Rube Goldbergs and stitched
vendors slow delivery and reduce perceived
value.

\¢\

HIGH-TICKET, LOW-VOLUME

A small conversion dip can erase savings.
Choose high-volume niches.

A}

NO REPLY ALERTS

Delayed responses crater conversion. Turn on
and test notifications.

7
STARTING BUILDS FROM THE START

Work backward from the final output to avoid
dead ends.

a

WRONG CLIENTS

Risk-averse or desperate buyers create scope
creep and churn.

jobhacki.com - @jobhacki



= 4

TOOL SPRAWL LOOM-BASED AUDITING
Thinking you need many subscriptions keeps you Asking clients to record workflows adds friction;
from starting. use calls/agents instead.

MODULE 26

Income Forecast

$300-$500/mo per $1.5k-$10k per
client project

Al receptionist retainer (source-reported Al automation builds businesses pay (source-

example) reported)

S4k-912k+ $6,200 /| 3 months

Initial bespoke builds; larger deals scale higher Premium package example for leads + tools

(source-reported) (source-reported)

Low four figures/mo $5,000 MRR

Monthly from multiple receptionist clients Close ~1 client/week for ~10 clients (example

(source-reported) scenario, source-reported)

$3k-$10k $90k-$4M

Project values that justify personalized outreach Strategic Al roadmaps for mid-market+

(source-reported) (upper-end example, source-reported)

MODULE 27



Resources

RESOURCES
Google Maps — find local Search target niches; spot missed-call prone
businesses businesses

G Google — local niche search
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THE JOBHACKI ARSENAL

What All-Access members get

All 7 JobHacki tools on one membership.

Hack your career.

Al Auto Apply Job Directory

Swipe real jobs. We get each application ready; Live jobs pulled straight from company hiring
you check it and press submit. systems.

Resume Builder " Resume Match

A role-ready resume in minutes. A 0-100 match score against live roles.

Interview Role Play Playbook Directory

Free practice tests with an account; voice Step-by-step income and job playbooks.
mock interview after the trial.

Tool Directory

Tools, prompts, GitHub repos and GPTs, by
category.

Create your free account

Get All-Access — see price and terms

See the community & what's inside

A free account opens the job hubs, playbook library, Tool Directory and Interview Role Play's practice tests.

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.
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