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A global study by Mindshare and Snapchat found that social media 

users have six main "need states" they want to fulfill:   

¶ Exploring (22%): Openness to new experiences and 

discovering new places   

¶ Learning (16%): Finding happiness in expanding knowledge  

¶ Progression (15%): Desire to build your future and move up 

in the world  

¶ Joy (19%): Specifically looking for fun, upbeat moments and 

experiences   

¶ Hanging Out/Time Waste (15%): Passing the time in their 

day-to-day lives    

¶ Connection (13%): Using social technology to share their 

lives with family and friends   

aƛƴŘ{ƘŀǊŜΩǎ ¢ŜǊŜƴŎŜ {ŎǊƻƻǇŜ ǎǳƎƎŜǎǘǎ ǘƘŀǘ ǘŀƛƭƻǊƛƴƎ ƳŜŘƛŀ 

ǎǘǊŀǘŜƎƛŜǎ ǘƻ ƳŀǘŎƘ ŜŀŎƘ ǇƭŀǘŦƻǊƳϥǎ ǳƴƛǉǳŜ ΨƴŜŜŘ ǎǘŀǘŜǎΩ Ŏŀƴ ƘŜƭǇ 

create programs that really connect with different audiences and have 

a meaningful impact in various markets. 

The study found that these need states vary in different places, 

showing how each region's culture plays a role. For example, in the UK 

and the US, people mostly use social media to have fun, while in 

countries like India, it's seen as a way to make progress. 

In Turkey, the Netherlands, and France, people focus more on 

exploring and learning. In Germany, many see social media as a tool for 

changing opinions. 

When looking at different age groups, the research found that 24% 

of Gen Z values Progression the mostτmore than any other need 

state. On the other hand, only 4% of the oldest generation (ages 78-

98) finds Progression important to them. 

Interestingly, the desire for Connection and Joy increases with age. 

However, the wishes for Learning, Exploring, and Hanging Out stay 

pretty much the same across generations. 

https://www.mediapost.com/publications/article/391153/mindsh

are-snapchat-study-need-states-of-social.html 

Social Media 
Users Want 6 
Things from You  
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Instagram Stories That Last 7 Days  

LƴǎǘŀƎǊŀƳ ƛǎ ǿƻǊƪƛƴƎ ƻƴ ŀ ƴŜǿ ŦŜŀǘǳǊŜ ŎŀƭƭŜŘ ΨƳȅ ǿŜŜƪΩ ǘƻ ƭŜǘ ǳǎŜǊǎ ƘŀǾŜ ǘƘŜƛǊ ǎǘƻǊƛŜǎ ǳǇ ŦƻǊ т ŘŀȅǎΦ 
Instagram is actively developing a range of innovative features aimed at enhancing the overall user 

experience. Among these upcoming additions are various generative AI features and the integration of direct 
camera access on the lock screen for the forthcoming Galaxy S24 series. However, a notable feature in the 
pipeline is the "My Week" functionality, designed to extend the duration of your stories to an entire week. 
The "My Week" feature enables users to share their stories with followers for a week, offering a convenient 

way to ensure prolonged visibility. Notably, "My Week" allows users to selectively remove or discreetly add 
stories to the designated week-long duration, providing greater control over their shared content. 

 
https://wccftech.com/instagram-is-working-on-a-new-feature-called-my-week-to-let-users-have-their-

stories-up-for-7-days/ 
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X Begins AI Grok Rollout  

Billboard Advertising:  
43 Traffic -Stopping Examples  

 

Stuck for creative marketing ideas? Want to see what other 

businesses are doing? 

Or maybe you just want to waste a highly enjoyable 5 minutes. 

LŦ ǎƻΣ ŎƘŜŎƪ ǘƘƛǎ ƻǳǘΦ !ƴŘ ǿƘƛƭŜ ȅƻǳΩǊŜ ǘƘŜǊŜΣ ǎŜŜ ƛŦ ȅƻǳ ŀƎǊŜŜ 

that #18 is the best:  

https://www.creativebloq.com/design/billboard-advertising-

1131681 

On November 4, Elon Musk, the owner of X, introduced his new AI chatbot called Grok. 

It's supposed to be a witty alternative to ChatGPT, inspired by Douglas Adams' book The 

Hitchhiker's Guide to the Galaxy. However, critics have pointed out that Grok doesn't really 

capture the characters and humor that made Adams' book so popular. 

Despite this, Grok is unique for a few reasons. It thrives on constant satire and humor, 

inviting users to enjoy its playful nature. It's also open to answering bold and controversial 

questions that many other AI systems would reject. This feature has helped Grok gain 

widespread attention. 

Just a heads up before you use it: Grok has real-time access to posts on X and uses 

standard training datasets. This means its responses are based on the content of a platform 

that has been criticized for allowing hate speech and having poor moderation since Musk 

took over last year. 

https://theconversation.com/grok-is-elon-musks-new-sassy-foul-mouthed-ai-but-who-

exactly-is-it-made-for-217284 
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Are you one of those gifted people who can talk on the phone while checking email and simultaneously making lunch for 

your kids? 

Probably not. 

We only think we are successfully multi-tasking because our brains are lying to us.  

Look at it this way ς drunk people think their driving is fine. They have no idea they ran a red light, nearly hit a pedestrian 

ŀƴŘ ŘǊƻǾŜ ƛƴǘƻ ƻƴŎƻƳƛƴƎ ǘǊŀŦŦƛŎ ǎƛȄ ǘƛƳŜǎ ƛƴ ǘƘŜ ƭŀǎǘ ƳƛƴǳǘŜΦ ¢ƘŀǘΩǎ ǿƘȅ ǿƘŜƴ ǘƘŜ ǇƻƭƛŎŜƳŀƴ Ǉǳƭƭǎ ǘƘŜƳ ƻǾŜǊΣ ǘƘŜȅΩǊŜ 

belligerentΦ ά²ƘŀǘǎƘƻƻ ǘŀƭƪƛƴƎ ōƻǳǘΣ hŎŎƛŦŜǊΚΗ LΩƳ ŘǊƛǾŜ ŦƛƴŜ ŎƘŜǿ Ǝƻǘ ƴǳǘƘƛƴ ōǘŜǊǊ ǘƻ Řƻ ǘƘŀƴ ƘŀǊŀǎǎ ƳŜΗ ²Ƙȅ ȅƻǳ Ǉǳƭƭ ƳŜ 

ƻǾŜǊ L Řǳƴ ƴƻǘƘƛƴ ƭŜƳƳŜ Ŏŀƭƭ Ƴȅ ƭŀǿŘǳŘŜƎǳȅ ƘŜΩƭƭ ǎǳŜ ȅƻǳ ōŀŘΣέ ŀǎ ǘƘŜȅ ǘŀƭƪ ƛƴǘƻ ŀ ǿŜǘ ǿƛǇŜΦ 

Seriously, I just saw body cam footage of a woman driver who was so drunk, she thought a wet wipe was a cellphone even 

ŀŦǘŜǊ ǘƘŜ ƻŦŦƛŎŜǊ ǇƻƛƴǘŜŘ ƻǳǘ ǘƘŀǘ ƛǘ ǿŀǎƴΩǘΦ 

And believe it or not, multi-tasking is the desk equivalent of drunk driving. 

5ƻƛƴƎ ƳƻǊŜ ŀǘ ƻƴŜ ǘƛƳŜ ƛǎ ǘƘŜ ōŜǎǘ ǿŀȅ ǘƻ Řƻ ŀ ƭƻǘ ǇƻƻǊƭȅΦ hǳǊ ōǊŀƛƴǎ ǎƛƳǇƭȅ Ŏŀƴƴƻǘ ƘŀƴŘƭŜ ƛǘΦ ²ŜΩǾŜ Ǝƻǘ ŀ ŦƛƴƛǘŜ ŀƳƻǳƴǘ 

of brain power, and flipping between tasks drains this power faster than you think. 

¸ƻǳǊ ǿƻǊƪƛƴƎ ƳŜƳƻǊȅ Ŏŀƴ ƻƴƭȅ ƘƻƭŘ ŀ ŦŜǿ ōƛǘǎ ƻŦ ƛƴŦƻ ŀǘ ŀ ǘƛƳŜΦ 5ƻƴΩǘ ōŜƭƛŜǾŜ ƳŜΚ vǳƛŎƪΣ ǊŜŀŘ ǘƘƛǎ ƴǳƳōŜǊ ǎŜǉǳŜƴŎŜ ŀƴŘ 

then repeat it out loud a minute from now without looking back at it: 937461094657  

¢ƘŀǘΩǎ ƻƴƭȅ мн ōƛǘǎ ƻŦ ŘŀǘŀΣ ŀƴŘ ȅƻǳΩǊŜ ŜǾŜƴ ŦŀƳƛƭƛŀǊ ǿƛǘƘ ŀƭƭ ƻŦ ǘƘƻǎŜ ǎȅƳōƻƭǎΦ ¸Ŝǘ ǊŜƳŜƳōŜǊƛƴƎ ƛǘ ŀƭƻƴƎ ǿƛǘƘ ŎƘŜŎƪƛƴƎ 

ŜƳŀƛƭ ƻǊ ƳŀƪƛƴƎ ŀ ǇƘƻƴŜ Ŏŀƭƭ ƛǎƴΩǘ ƎƻƛƴƎ ǘƻ ŜƴŘ ǿŜƭƭΦ  

When you attempt to multi-ǘŀǎƪΣ ȅƻǳ ŘƻƴΩǘ ǎŀǾŜ ǘƛƳŜΣ ȅƻǳǊ ƳƛǎǘŀƪŜǎ Ǝƻ ǳǇΣ ȅƻǳ ōǳǊƴ ǘƘǊƻǳƎƘ ȅƻǳǊ ōǊŀƛƴ ŜƴŜǊƎȅ ŦŀǎǘŜǊΣ 

you strain your working memory, and your focus is shot to heck. 

Do you want to get more done in less time? Then do one thing at a time. I know this sounds counterintuitive, but our 

brains try to fool us into thinking we are good at things we stink at... 

Like driving drunk. 

 
  

Drunk Driving and Multi -Tasking  
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IŜǊŜΩǎ ŀ Ƴƛƴƛ-case study from a self-ŘŜǎŎǊƛōŜŘ ΨŀōǎƻƭǳǘŜ ƛŘƛƻǘΦΩ 

In 2020 Stanley Tussy started an ecommerce brand with great success. Covid helped the business to gain 

traction and in the first-year revenues were nearly $2 million. 

{ǘŀƴƭŜȅ ǎŀȅǎ ǘƘŀǘΩǎ ǿƘŜƴ ƘŜ Ǝƻǘ ƭŀȊȅ ŀƴŘ ŎƻƳǇƭŀŎŜƴǘΦ 

Thanks to the pandemic, ads were cheap, and he was happy to generate 100% of his revenue and sales 

through paid ads. 

But when things went back to normal after Covid, ad costs rose, and his business experienced a massive 

decrease in profit. 

The one thing he neglected was as he says, ά¢ƘŜ Ƴƻǎǘ .!{L/ ŀƴŘ C¦b5!a9b¢![ ǘƘƛƴƎ ŦƻǊ ŜǾŜǊȅ ōǳǎƛƴŜǎǎΣέ 

ς sending out emails.  

He had an audience and customer base that he built through paid ads, and yet because of his complacency 

he did not send out a SINGLE promotional email until 2023. 

9Ƴŀƛƭǎ ǿŜǊŜ ǎƻƳŜǘƘƛƴƎ ƘŜ ǘƘƻǳƎƘǘ ƘŜ ǿƻǳƭŘ Řƻ ƭŀǘŜǊ ƻƴŎŜ ƘŜΩŘ ƎǊƻǿƴ ǘƘŜ ōǳǎƛƴŜǎǎ ƳƻǊŜΦ 

Now emails account for 35% of his revenue and net 70% of his sales. He could operate at break even or 

even at a loss acquiring new leads and customers because his email revenue will more than make up for that. 

He says, άLϥƳ ōŀǎƛŎŀƭƭȅ Ƨǳǎǘ ǇǊƛƴǘƛƴƎ ƳƻƴŜȅ ŀǘ ǘƘƛǎ ǇƻƛƴǘΣ ŀƴŘ Ƴȅ ƻǇŜƴ ǊŀǘŜΣ ŎƭƛŎƪ ǊŀǘŜΣ ŀƴŘ ǇƭŀŎŜŘ ƻǊŘŜǊ ǊŀǘŜ 

ŀǊŜ ƎƻƛƴƎ ǳǇ ǿƛǘƘ ŜŀŎƘ ƴŜǿ ŎŀƳǇŀƛƎƴ L ǎŜƴŘ ƻǳǘΦέ 

And his emails are simple: A logo, a simple image with a promo code using a Canva template, 4-5 lines of 

ǘŜȄǘ ǘŀƭƪƛƴƎ ŀōƻǳǘ ǘƘŜ ǇǊƻƳƻ ŀƴŘ Ƙƻǿ ǎǳōǎŎǊƛōŜǊǎ ǿƛƭƭ Ƴƛǎǎ ƻǳǘ ƛŦ ǘƘŜȅ ŘƻƴΩǘ ƎǊŀō ƛǘΦ 

He spends more time creating the subject line than the email itself and uses a swipe file to create a subject 

line that will work. 

¢ƘŜ ƳƻƴŜȅ ƘŜΩǎ ƭƻǎǘ ƛǎ ŀƴ ŜǎǘƛƳŀǘŜ ōŀǎŜŘ ƻƴ ƭŀǎǘ ȅŜŀǊΩǎ ǊŜǾŜƴǳŜΣ ŀƴŘ Ƨǳǎǘ ǘƘƛƴƪƛƴƎ ŀōƻǳǘ ƛǘ ƳŀƪŜǎ ƘƛƳ ŦŜŜƭ 

ill. 

Stanely says, ά!ǘ ǘƘŜ ŜƴŘ ƻŦ ǘƘŜ ŘŀȅΣ ǎǳŎŎŜǎǎ ƛƴ ŜŎƻƳƳŜǊŎŜ ƻǊ ƛƴ ŀƴȅ ƛƴŘǳǎǘǊȅΣ ƛƴ Ƴȅ ƻǇƛƴƛƻƴΣ ƛǎ ǊŜŀƭƭȅ Ƨǳǎǘ 

about the fundamentals. You need to put in the groundwork by first creating or branding a product that fulfills 

a need/want in your niche, promote the hell out of it through paid ads/posts, and then cultivate a relationship 

ǿƛǘƘ ǘƘŜ ŀǳŘƛŜƴŎŜǎ ȅƻǳϥǾŜ ōǳƛƭǘ ǘƘǊƻǳƎƘ ǘƘŜǎŜ ŎƘŀƴƴŜƭǎΦέ 

The one takeaway he wants everyone to remember is to not make the same mistake he made and neglect 

promotional emails. He says if he were starting over, he would be sending emails from Day 1 and promoting 

his product on social media as well. 
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This Mistake  
Cost Roughly 
$1,500,000  

In Profit  



Use Pinterest to Reach an Affluent Market  

 

A multi-market survey conducted by PA Consulting reported that 482 million 

monthly users use Pinterest to plan their next projects where consumer brands 

enhance a positive experience rather than collide with toxic content found on so 

many other sites.  

The data revealed that three of every five luxury shoppers use Pinterest to 

research and be inspired when shopping for luxury brands and products. PA 

/ƻƴǎǳƭǘƛƴƎΩǎ ǎǳǊǾŜȅ ŦƻǳƴŘ ŀ ǘƘƛǊŘ ƻŦ ƭǳȄǳǊȅ ǎƘƻǇǇŜǊǎ ƻƴ tƛƴǘŜǊŜǎǘ ŀƭǎƻ ƘŀǾŜ ŀƴƴǳŀƭ 

incomes exceeding USD $100,000 and are 35% more likely to crack the six-figure 

mark than luxury shoppers on other platforms. 

 

https://www.mediaweek.com.au/study-reveals-pinterest-is-go-to-platform-for-

luxury-consumers/ 
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Users Can Purchase Amazon Products 
Directly from Snapchat, Facebook Ads  

Amazon, Facebook and Snap have teamed up to make it possible for people to 

buy Amazon products directly through ads on Snapchat and Facebook. This means 

that when you see an Amazon ad on Snapchat, you can view real-time prices, 

delivery estimates, product details, and check if it's eligible for Amazon Prime.  

To make a purchase, users can connect their Facebook or Snapchat account to 

their Amazon account with a one-time setup. After linking the accounts, users can 

buy the advertised products from Amazon without leaving Snapchat. This feature is 

available for certain products advertised on Snapchat and Facebook and sold either 

by Amazon or independent sellers on Amazon's platform. 

 

https://techcrunch.com/2023/11/14/amazon-strikes-deal-snap-let-users-buy-

products-ads-snapchat/amp/ 
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ARTICLE 

YouTube Case Study: One Million 
Subscribers in 6 Months  

In 6 months, Matthew 

Beam went from YouTube 

unknown to gaining over a 

million subscribers, thanks to 

changes he made to his 

channel. 

 

Even though Matthew created YouTube videos for two years, his channel 

was stagnant and never got many views or subscribers. 

¢ƘŜƴ ƻƴŜ Řŀȅ ƘŜ ǘǿŜŜǘŜŘ ǘƘŀǘ ƘŜ ǿŀǎ ƎƻƛƴƎ ǘƻΣ ΨŎƘŀƴƎŜ ¸ƻǳ¢ǳōŜ ŦƻǊŜǾŜǊΦΩ 

¢ƘŀǘΩǎ ŀ ǇǊŜǘǘȅ ōƻƭŘ ŎƭŀƛƳ ŦƻǊ ǎƻƳŜƻƴŜ ǿƘƻ ǇǊŜǾƛƻǳǎƭȅ ŎƻǳƭŘƴΩǘ ǎŎƻǊŜ ƳƻǊŜ 

than a few hundred views per video, but Matthew had a new strategy that he 

was about to employ. 

Matthew has discovered how to make his videos go viral nearly every 

ǎƛƴƎƭŜ ǘƛƳŜ ƘŜ ǳǇƭƻŀŘǎΦ IŜǊŜΩǎ ǿƘŀǘ ƘŜ ŘƻŜǎΥ 

Trend Jacking 

What do many of the most popular YouTube videos have in common? 

They use trends or other popular YouTubers as topics for their videos. In 

ǘƘŜƻǊȅΣ ǘƘƛǎ ƳƛƎƘǘ ōŜ ǘƘŜ ǇŜǊŦŜŎǘ ǎǘǊŀǘŜƎȅ ǘƻ ƎǊƻǿ ŀ ŎƘŀƴƴŜƭ ƛŦ ȅƻǳ ŘƻƴΩǘ 

already have a following. You make a video of something or someone with an 

audience, effectively borrowing that audience and bringing them onto your 

channel. 

¢ƘŜǊŜ ƛǎ ŀ ǇǊƻōƭŜƳ ǿƛǘƘ ǘƘƛǎΣ ǘƘƻǳƎƘΦ Lǘ ŘƻŜǎƴΩǘ ǿƻǊƪ ŀǎ ǿŜƭƭ ŀǎ ƛǘ ƻƴŎŜ ŘƛŘ 
ōŜŎŀǳǎŜ ǘƘŜǊŜΩǎ ŀ ƭƻǘ ƻŦ ŎƻƳǇŜǘƛǘƛƻƴΣ Ǉƭǳǎ ǘƘŜ ¸ƻǳ¢ǳōŜ ŀƭƎƻǊƛǘƘƳ Ƙŀǎ ŎƘŀƴƎŜŘ 
over the years. Placing someone's name in your title might not be enough to 
make your video blow up.  

 
But Matthew Beam has managed to invent 

trend jacking 2.0. First, he knows his viewer and 

targets his videos exclusively for that viewer. In 

ǘƘƛǎ ŎŀǎŜΣ ƛǘΩǎ ŀ ȅƻǳƴƎ ƳŀƭŜ ŀǳŘƛŜƴŎŜΦ ¢ƘŜƴ ƘŜ 

makes his trend jacking video a collaboration 

between himself and the person whose audience 

he wants to hijack.  

Collaboration is an exchange of value. If you 

ŘƻƴΩǘ ƘŀǾŜ ŀ ƭŀǊƎŜ ŀǳŘƛŜƴŎŜ ǘƻ ǎƘŀǊŜΣ ǘƘŜƴ ȅƻǳΩǾŜ 

got to find something else that gives free 

ǇǊƻƳƻǘƛƻƴ ǘƻ ǘƘŜ ƻǘƘŜǊ ǇŜǊǎƻƴΩǎ ōǳǎƛƴŜǎǎΦ  

For example, in one video Matthew has a giant 

chocolate bar made for another YouTuber, Mr. 

Beast, who had just released his own line of 

normal sized chocolate bars. Mr. Beast appears in 

the video to receive the chocolate bar, and 

Matthew quickly got 8 million views. 
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Timing is Crucial 

¢ƘŜ ŎƘƻŎƻƭŀǘŜ ōŀǊ ǾƛŘŜƻ ǿŀǎ ǊŜƭŜŀǎŜŘ о Řŀȅǎ ŀŦǘŜǊ aǊΦ .ŜŀǎǘΩǎ 

chocolate bar was announced. Another example: 5 days before the 

Spider-Man movie was released, Matthew made a video where he hired 

50 Spidermen and he got 15 million views.  

To effectively ride a trend, you can either jump on just before the 

ǘǊŜƴŘ ǘŀƪŜǎ ƻŦŦ ƻǊ ŀǘ ƛǘǎ ǇŜŀƪΦ ¢Ƙƛǎ ƳŜŀƴǎ ǇŀȅƛƴƎ ŀǘǘŜƴǘƛƻƴ ǘƻ ǿƘŀǘΩǎ 

ƎƻƛƴƎ ǘƻ ƘŀǇǇŜƴ ŀƴŘ ǘŀƪƛƴƎ ǉǳƛŎƪ ŀŎǘƛƻƴ ōŜŦƻǊŜ ƛǘΩǎ ǘƻƻ ƭŀǘŜ ǘƻ ŎŀǇƛǘŀƭƛȊŜ 

on it. 

.ǳǘ ƛƴ Ƴƻǎǘ ŎŀǎŜǎ ǘǊŜƴŘ ƧŀŎƪƛƴƎ ƛǎƴΩǘ ŜƴƻǳƎƘΦ ¢ƻ ƎŜǘ ¸ƻǳ¢ǳōŜΩǎ 

ŀƭƎƻǊƛǘƘƳ ǊŜŎƻƳƳŜƴŘƛƴƎ ȅƻǳǊ ǾƛŘŜƻΣ ȅƻǳΩǾŜ Ǝƻǘ ǘƻ ƘƻƭŘ ǘƘŜ ǾƛŜǿŜǊΩǎ 

attention. On average, YouTubers lose about 40% of viewers in the first 

30 seconds. Every second of your video needs to hold tƘŜ ǾƛŜǿŜǊΩǎ 

attention to keep them from clicking away. 

How do you achieve this? The first step is a great intro. 20 seconds of 

ōƻǊƛƴƎ ǘƘŜƳŜ ƳǳǎƛŎ ǿƻƴΩǘ Ŏǳǘ ƛǘΣ ƴƻǊ ǿƛƭƭ ŀ ǊŀƳōƭƛƴƎ ƳŜǎǎŀƎŜ ǘƘŀǘ ƎƻŜǎ 

nowhere slowly.  

IŜǊŜΩǎ ǘƘŜ о-point intro formula Matthew uses in almost all of his 

videos: 

1. Start with one line that explains the video concept. Think of 

this as your attention-grabbing headline. 

2. DƛǾŜ ŀ ǇŜǊǎƻƴŀƭ ǎǘƻǊȅΣ ǎǳŎƘ ŀǎΥ άLΩǾŜ ŀƭǿŀȅǎ ŘǊŜŀƳŜŘ ƻŦ ŘƻƛƴƎ 

ǘƘƛǎ ŎǊŀȊȅ ǘƘƛƴƎ ǎƛƴŎŜ L ǿŀǎ ŀ ŎƘƛƭŘΦέ hǊΣ ά!ŦǘŜǊ ȅŜŀǊǎ ƻŦ 

ǎǘǊǳƎƎƭƛƴƎΣ ƘŜǊŜΩǎ Ƙƻǿ L Ŧƛƴŀƭƭȅ ōǊƻƪŜ ǘƘǊƻǳƎƘ ŀƴŘ ƳŀŘŜ ƛǘ 

ƘŀǇǇŜƴΦέ 

3. Create an adversary. It could be something as simple as a 

ƘŀǊŘ ŘŜŀŘƭƛƴŜΣ ǎƻƳŜƻƴŜ ǘŜƭƭƛƴƎ ȅƻǳ ǘƘŀǘ ȅƻǳ ŎŀƴΩǘ ŀŎƘƛŜǾŜ 

your goal, a jerk who is trying to stop you, or whatever. There 

has to be a bad guy of some sort that your hero is up against. 

This creates tension and purpose from the very beginning. 

You can multiply the tension by adding more comments from people 

ǿƘƻ ǎŀȅ ƛǘ ŎŀƴΩǘ ōŜ ŘƻƴŜΣ ƛǘΩǎ ǘƻƻ ŜȄǇŜƴǎƛǾŜΣ ŀǊŜ ȅƻǳ ǎǳǊŜ ȅƻǳ ǿŀƴǘ ǘƻ Řƻ 

this, etc. These are quick one-liners and can be as simple as your friends 

or family chiming in to suggest this thing ȅƻǳΩǊŜ ŀōƻǳǘ ǘƻ Řƻ ŎŀƴΩǘ ƻǊ 

ǎƘƻǳƭŘƴΩǘ ōŜ ŘƻƴŜΦ ά¢Ƙƛǎ ƛǎ Ǝƻƴƴŀ ǘŀƪŜ ǿŜŜƪǎ ŀƴŘ ȅƻǳǊ ŘŜŀŘƭƛƴŜ ƛǎ т Řŀȅǎ 

ŀǿŀȅΦ !ǊŜ ȅƻǳ ǎǳǊŜ ȅƻǳ ǿŀƴƴŀ Řƻ ǘƘƛǎΚέ 

These can be the same thoughts the viewer has, reminding the 

audience of how big the stakes are. It keeps the audience engaged by 

using other people's reactions to build out the story. 

Show the Setbacks 

Next, you might add in someone mishaps, mistakes, and things that 

Ǝƻ ǿǊƻƴƎ ǘƘǊƻǳƎƘƻǳǘ ǘƘŜ ǾƛŘŜƻΦ ¸ƻǳΩǊŜ ǘǊȅƛƴƎ ǘƻ ƳŀƪŜ ǘƘƛǎ ǘƘƛƴƎ ƘŀǇǇŜƴΣ 

ōǳǘ ƛǘΩǎ ƴƻǘ ǎƳƻƻǘƘ ǎŀƛƭƛƴƎΦ ¢ƘŜǊŜ ŀǊŜ ǇǊƻōƭŜƳǎΦ ¸ƻǳ Ƴŀȅ ƴƻǘ ǎǳŎŎŜŜŘΦ  

Matthew shows something going wrong every minute or two in his 

ǾƛŘŜƻǎΦ ¢Ƙƛǎ ŎǊŜŀǘŜǎ ŜǾŜƴ ƳƻǊŜ ǘŜƴǎƛƻƴ ōŜŎŀǳǎŜ ǘƘŜ ǾƛŜǿŜǊ ŘƻŜǎƴΩǘ 

ƪƴƻǿ ƛŦ ƘŜΩƭƭ ōŜ ǎǳŎŎŜǎǎŦǳƭΦ 
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Ramp Up the Pace 

Matthew shows how frantically he and his team are working to get 

Ƙƛǎ ƭŀǘŜǎǘ ŎƘŀƭƭŜƴƎŜ ŘƻƴŜΦ ά²ŜϥǾŜ ōŜŜƴ ǇŀƛƴǘƛƴƎ ŦƻǊ ǘƘǊŜŜ ƘƻǳǊǎΣ ŀƴŘ ǎƻ 

far, we've only done 10 boxes, and we still ƘŀǾŜƴϥǘ Ǉǳǘ ǘƘŜ ǎǘŜƴŎƛƭ ƻƴΦέ 

9ǾŜƴ ƛŦ ƛƴ ǊŜŀƭ ƭƛŦŜ ȅƻǳ Ŏŀƴ Řƻ ǎƻƳŜǘƘƛƴƎ ŀǘ ŀ ƭŜƛǎǳǊŜƭȅ ǇŀŎŜΣ ȅƻǳ ŘƻƴΩǘ 

want it to look that way in your video. Your back is against the wall, the 

ŘŜŀŘƭƛƴŜ ƛǎ ƭƻƻƳƛƴƎΣ ǇŜƻǇƭŜ ǎŀȅ ȅƻǳ ŎŀƴΩǘ Řƻ ƛǘΣ ǘƘƛƴƎǎ ŀǊŜ ƎƻƛƴƎ ǿǊƻƴƎΧ 

feel the tension? Your viewer is riveted to their screen. 

Use fast-paced editing. Matthew does a cut every second or two, 

switching between cameras, aerial shots, action and voiceovers. The 

video is never allowed to get boring.  

¢ƘŜǊŜΩǎ ƴƻƴ-ǎǘƻǇ ŀŎǘƛƻƴ ŀƴŘ ǘƘŜ ǾƛŜǿŜǊ ŎŀƴΩǘ ǘŀƪŜ ǘƘŜƛǊ ŜȅŜǎ ƻŦŦ ƻŦ ƛǘΦ 

Thumbnails Are Everything 

In copywriting they tell you that your sales page is only as good as 

ȅƻǳǊ ƘŜŀŘƭƛƴŜΦ LŦ ȅƻǳǊ ǊŜŀŘŜǊ ƛǎƴΩǘ ƎǊŀōōŜŘ ōȅ ȅƻǳǊ ƘŜŀŘƭƛƴŜΣ ȅƻǳΩǾŜ ƭƻǎǘ 

ǘƘŜƳΦ ¢ƘǳƳōƴŀƛƭǎ ŀǊŜ ǘƘŜ ǎŀƳŜΦ LŦ ȅƻǳǊ ǾƛŜǿŜǊ ŘƻŜǎƴΩǘ ƎŜǘ ǎǳŎƪŜŘ ƛƴ ōȅ 

your thumbnail, they will never click on it and watch your video. 

Your thumbnail is competing with every other thumbnail on the page. 

It has got to stand out, stand apart and be intriguing enough for people 

to want to immediately click on it. 

When creating his thumbnail style, Matthew looked at the 

thumbnails of super successful videos with millions of views in his niche. 

IŜ ŘƛŘƴΩǘ ŎƻǇȅ ǘƘŜƳΣ ōǳǘ ƘŜ ŘƛŘ ōƻǊǊƻǿ ǘƘŜ ŎƻƴŎŜǇǘǎΦ ¢ƘŜ ƪŜȅ ƛǎ ǘƻ ǘŀƪŜ 

what works and adapt it into your own style.  

LŦ ȅƻǳΩǊŜ Ƨǳǎǘ ǎǘŀǊǘƛƴƎ ƻǳǘ ƻƴ ¸ƻǳ¢ǳōŜ ŀƴŘ ƴƻ ƻƴŜ ƪƴƻǿǎ ȅƻǳ ȅŜǘΣ ǘƘŜƴ 

ǘƘŜ ŘƻƳƛƴŀƴǘ ǎǳōƧŜŎǘ ƛƴ ǘƘŜ ǘƘǳƳōƴŀƛƭ ǎƘƻǳƭŘƴΩǘ ōŜ ȅƻǳǊ ŦŀŎŜΦ YŜŜǇ ǘƘŜ 

focus on the subject or the celebrity the video is about.  

In his thumbnails, Matthew gives some sort of action, such as 

appearing to run away from a stationary object. It creates interest. Keep 

in mind that a great thumbnail portrays the story of the video.  

Use vibrant colors in your thumbnail to stop people from scrolling by. 

Keep the thumbnails simple and uncluttered, too. If possible, show 

something extreme.  

You might use Canva to create your thumbnails. Always be noticing 

the thumbnails of super successful videos and taking notes on why they 

work. And when you hit upon a style that works, continue to use that 

same style for continuity.  

Going viral is as much a science as it is luck. Follow these steps for 

ȅƻǳǊ ƴŜȄǘ ǾƛŘŜƻǎ ŀƴŘ L Ŏŀƴ ŀƭƳƻǎǘ ƎǳŀǊŀƴǘŜŜ ȅƻǳΩƭƭ ƎŜǘ ŦŀǊ ƳƻǊŜ ǾƛŜǿǎ 

and subscribers than ever before. 
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Are You Making This 
Influencer Marketing Mistake?  

 

You decide to start using social media influencers in your marketing to 

broaden your appeal and reach a new audience. Cheers for you! 

But then you make the biggest bone-headed mistake ever, causing 

ŎƻƴŦǳǎƛƻƴΣ ƳƛǎǘŀƪŜǎΣ ƭƻǎǎ ƻŦ ǊŜǇǳǘŀǘƛƻƴΣ ƳƻƴŜȅΧ ƘŜŎƪΣ ƛƴ ŜȄǘǊŜƳŜ ŎŀǎŜǎ ǘƘƛǎ 

could cost you your business. 

²ƘŀǘΩǎ ǘƘŜ ƳƛǎǘŀƪŜΚ 

Not getting a written agreement with each of your influencers that 

outlines exactly what you expect from them, what they are allowed to do 

and say, and even what it is that you explicitly do NOT want them to say. 

¸ƻǳ ŀƴŘ ǘƘŜ ƛƴŦƭǳŜƴŎŜǊ ƳƛƎƘǘ ōŜ ŦǊƛŜƴŘǎΦ ¸ƻǳ ǘƘƛƴƪ ǘƘŜȅΩƭƭ ƪƴƻǿ ǿƘŀǘ ȅƻǳ 

ǿŀƴǘΣ ǎƻ ǘƘŜǊŜΩǎ ƴƻ ƴŜŜŘ ǘƻ ƘŀƳƳŜǊ ǘƘƛƴƎǎ ƻǳǘΦ !ŦǘŜǊ ŀƭƭΣ ǘƘŜȅ ƪƴƻǿ ǿƘŀǘ 

ǘƘŜȅΩǊŜ ŘƻƛƴƎΧ ǊƛƎƘǘΚ  

But even with the best of intentions, misunderstandings can happen, 

details are overlooked, things are done or said that never should have 

ƘŀǇǇŜƴŜŘ ŀƴŘ ƴƻǿ ǘƘŜǊŜΩǎ ŀ ŦƛǊŜǎǘƻǊƳ ƻŦ ŀƴƎǊȅ ŎǳǎǘƻƳŜǊǎ ǿƘƻ Ƨǳǎǘ 

ŘƛǎŎƻǾŜǊŜŘ ǎƻƳŜǘƘƛƴƎ ŀōƻǳǘ ȅƻǳ όǘǊǳŜ ƻǊ ƴƻǘΣ ŘƻŜǎƴΩǘ ƳŀǘǘŜǊύ ǘƘŀǘ ǘƘŜȅ ŘƻƴΩǘ 

like.  

Safeguarding your business means getting a written agreement before 

channeling your funds into an influencer marketing campaign. With a written 

agreement, there are no questions of what should be said or done. 

Misunderstandings are few and you get what you want, rather than a jarring 

surprise that has you putting out social media fires at 2a.m. 

IŜǊŜ ŀǊŜ ǘƘŜ ƪŜȅ ŎƻƳǇƻƴŜƴǘǎ ǘƻ ŀƴ ƛƴŦƭǳŜƴŎŜǊ ŀƎǊŜŜƳŜƴǘΦ LǘΩǎ ǳǇ ǘƻ ȅƻǳ 

how many of these you use in your business: 

Deliverables 

Content Type - Clearly outline the specific type of content you expect 

from the influencer, whether it's an Instagram story, a blog post, or other 

formats. This helps in setting clear expectations and ensures that both 

parties are on the same page. 

Go-live Dates - Nail down the exact dates when the influencer is supposed 

to publish or share the content. This adds a time element to the agreement, 

allowing you to plan and coordinate other aspects of your marketing 

strategy. 

Platforms - Clearly mention the platforms where the content will be 

shared. Whether it's Instagram, YouTube, or any other social media 

platform, defining this upfront prevents misunderstandings later on. 

Hashtag Guide - Establish a clear guide for the use of hashtags. This not 

only ensures consistency in branding but also aids in tracking the 

performance of the campaign across social media platforms. 

Specific Features or Callouts - Highlight any specific features or callouts 

you want the influencer to include in the content. This could be product 

features, promotions, or key messages that align with your marketing goals. 
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Brand Objectives 

Collaboration Goals - Outline the core goals of the collaboration. Whether it's 

increasing brand awareness, driving sales, or promoting a specific product, clearly define 

the overarching objectives. 

Performance Metrics - Detail the key performance metrics that will be used to 

measure the success of the campaign. This could include metrics such as engagement 

rates, click-through rates, or conversion rates, depending on your goals. 

Payment Terms 

Payment Timeline - Decide on a payment timeline. Clearly state whether the 

influencer will be paid upfront, in milestones, or after the completion of the campaign. 

This helps manage expectations and ensures a smooth financial transaction. 

Performance Bonuses - If applicable, set out any performance bonuses based on 

specific achievements or milestones. This incentivizes the influencer to actively 

contribute to the success of the campaign. I HIGHLY recommend using performance 

bonuses. 

Currency - Mention the currency in which payments will be made if influencers are 

from different parts of the world. 

Usage Rights 

Content Ownership - Clarify whether you are licensing the content for a specific 

period or if you will own the rights to the content. This is crucial for future use and 

repurposing of the influencer's content (Hint hint). 

Copyright Issues - Decide who will handle copyright issues if they arise. This ensures 

a clear process for addressing any legal concerns related to the content created by the 

influencer. 

Guidelines 

Brand Specifics - Lay out any specific guidelines regarding how your brand should be 

represented. This could include color schemes, logo usage, and other brand-related 

elements to maintain a cohesive brand image. 

Off-limits Topics - Clearly list any topics or themes that are off-limits. This prevents 

the influencer from creating content that might be inconsistent with your brand values 

ƻǊ ƳŜǎǎŀƎƛƴƎΦ CƻǊ ǎƻƳŜ ōǊŀƴŘǎ ǘƘƛǎ ƛǎ /w¦/L![Χȅƻǳ ƪƴƻǿ ǿƘƻ ȅƻǳ ŀǊŜΦ 

Data Insights 

Post-campaign Metrics - Define the specific metrics you will need post-campaign to 

evaluate its success. This could include data on reach, engagement, conversion rates, and 

other relevant analytics. 

Reporting Deadline - Set a deadline for the influencer to report these insights. This 

ensures that you receive the necessary data in a timely manner for analysis and 

reporting. 

Legal Obligations 

FTC Guidelines - Remind the influencer of the legal obligations. For example, if you 

are based in the US, mention compliance with Federal Trade Commission (FTC) guidelines 

regarding disclosure and transparency in influencer marketing. 

I know this is a LOT. But much of it can become your boilerplate, whereby you simply 

pull up the same form you always use and change a few specifics for each campaign. 

By addressing each of these aspects in your influencer contract, you create a 

comprehensive and transparent agreement that minimizes the risk of misunderstandings 

and sets the stage for a successful collaboration. 

 

 

 

 

  

12 



Editor: 

Today I'm excited to chat with a remarkable entrepreneur 

and innovator in digital marketing. Kevin Polley is the man 

behind ARP Reach, a powerful email marketing tool. ARP 

Reach has been pivotal for many leading names in internet 

marketing, offering advanced functionality that rivals even 

some of the highest level subscription-based 

autoresponder services. Kevin is also the visionary behind 

V2 Movement. We'll find out more about that, but this 

really underlines his commitment to providing top-notch 

digital solutions. He's also the founder of Mutual 

Advantage, a marketing firm which showcases his 

expertise in various aspects of online business and digital 

marketing, so let's delve into Kevin's journey and discover 

the innovative approaches and strategies that he has 

employed to stay at the forefront of the digital marketing 

world. Kevin, welcome. 

Kevin Polley: 

Well, hello. Whatever time it is, wherever you are, thanks 

for listening. 

Editor: 

Well, it's good to have you with us, Kevin. Now, I guess we 

should start with asking if you can just share a little bit 

about your background and what initially inspired you to 

venture into this crazy world of digital marketing and 

online business. 

Kevin Polley: 

I think the best answer for that is I needed to make money 

because I'm totally unemployable. I started off in 1999 on 

this online journey, and that was when the internet was in 

its infancy and I bought my first domain name and at that 

time we didn't have WordPress or anything, so I went and 

took the time to learn how to write HTML. And I put this 

page up and I suddenly realised that, well, how do people 

find this page that I've created? There's more to this story, 

so I've got a page that was trying to sell, I think it was 

gardening services at the time, and I just realised no one's 

going to find me. And that led me into the rest of the 

journey, which has involved becoming an SEO expert using 

schema.org, creating the UK module for one of the original 

open source shopping carts, creating a hosting company, 

getting involved in data transit. Literally from 1999 to now, 

it's been one roller rollercoaster of a ride, and I'm just glad 

to be here. 

Kevin Polley  
Interview  
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Editor: 

I can imagine. It all started with your green fingers, is that 

right? 

Kevin Polley: 

Exactly, yep. 

Editor: 

Got a lot to answer for those green fingers. When was this 

and what were you doing prior to that? Did you have a 

job? I know you said you're unemployable, but before 

that, what were you doing before that? 

Kevin Polley: 

I'm also a coded welder, so from an early age I never used 

to like getting up in the morning for school, and it became 

problematic when employers wanted me to turn up at a 

set time in the morning, and at the age of 17, 18, I never 

drunk, never ever drunk when I was younger than that, 

but with the hangover at 8:00 in the morning, it wasn't 

good. And I suppose my story could go back to when I was 

11 and I realised that mum and dad weren't giving me 

enough pocket money, and my uncle turned around to me 

and he said, "Well, why don't you start a little part-time 

job?" And that was the gardening. And if you're that 

young, there's not many of the older generation that 

don't need a helping hand, and I tried to be polite, I tried 

to do a good job and they paid me. 

And then I got a job in an off licence, and from there, the 

owner of that off licence, he taught me about working to 

lists and planning what I was going to do, making sure the 

customer was happy, so I always had that entrepreneurial 

streak and it was always based on if I need something or I 

want something, I have to be responsible for making my 

way in the world. What was the point of being paid a 

pound an hour if I was working for someone back then 

when I could get five pounds an hour by working for the 

older people helping them, and they were happy to pay 

me for that? 

Then I became a DJ when I was 16, and as a DJ it brought 

together all of my passions at the time, which were music, 

drinking and women. And the money that a DJ on the 

circuit was working as an hourly rate was phenomenal, 

and it just made me realise again that having that freedom 

and the flexibility to manage your own life, manage your 

own time, set your own value, it would be the definition, 

the defining moment for me.  
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And since then, all of the skills that I've learned, the 

different businesses that I've started up, not just internet 

publishing businesses, printing businesses, it was that I've 

got to start something up to make a little bit more money 

or give myself a little bit more time so that I can spend more 

time playing music or spend more time on holiday or 

something like that. 

Editor: 

What came first in terms of your online endeavours? 

Kevin Polley: 

The first major thing in my online endeavours was the UK 

module for Zen Cart. Back then the internet was a new 

thing, people were being told, "If you're not on the internet, 

your business will suffer." And in the 1990s we had a nine, 

six ort modem, there was none of this face-to-face and 

video. Web pages were words, you couldn't even get 

pictures on them back then, so there's been this whole 

technology. And when you wanted to have a webpage, you 

then needed to find a way to sell it, and that was Zen Cart 

back then, which was an open source shopping cart. And 

the problem was that the developers were all American, so 

if I wanted to sell a batch of leaflets or something like that, 

the states in the dropdown for the order form were all 

American and there was no UK module, and I realised that 

actually there's a bit of an opportunity here. 

I went in and I contacted the post office, got their first list 

of counties, and then Royal Mail, their list of drop zones, 

and I hacked, quite literally... I wasn't a coder then, I'm not 

a brilliant coder now, I'm a hacker, and that doesn't mean 

that I'm like Anonymous and I'm going to be getting into 

your bank account, it just means that I take a little bit of 

code that's here and a little bit of code that's there, find a 

little bit of knowledge and make something work to do 

what I needed it to do. My first step was the UK shopping 

cart for Zen Cart, and that allowed a couple of thousand 

people back then to set up their shops and distribute their 

products around the UK. 

Editor: 

It was one of those systems that just took the internet by 

storm as well, because it allowed people finally to make 

sales online. Then after that, you moved more into 

software development yourself, is that correct? 
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Kevin Polley: 

From then I used the software development skills that I picked up, hacking PHP, MySQL together to make a module 

for Zen Cart. I then realised that the next problem in my journey was going to be how do you get found in the search 

engines? You've now got a website, you've got your shopping cart platform, you've got a way of distributing the 

goods, but who and how are people going to find the product you are serving or selling in this big online web? I got 

into SEO at that point. 

 
   

 

 

  

Here Is The Link To 
Listen/ Watch  The Full 

Interview! 

16 

https://smarterbizacademy.com/smarter-business-success-interview-series-page-4/


Most marketers know you need to first choose a niche, know in 

ŀŘǾŀƴŎŜ Ƙƻǿ ȅƻǳΩǊŜ ƎƻƛƴƎ ǘƻ ƳƻƴŜǘƛȊŜ ǘƘŜ ƴƛŎƘŜ ŀƴŘ ¢I9b ǎǘŀǊǘ 

making content. 

But what if someone does it backwards by first building a large 

ŦƻƭƭƻǿƛƴƎ ŀƴŘ ǘƘŜƴ ǘǊȅƛƴƎ ǘƻ ŦƛƎǳǊŜ ƻǳǘ Ƙƻǿ ǘƘŜȅΩǊŜ ƎƻƛƴƎ ǘƻ ƳƻƴŜǘƛȊŜ 

that following? 

¢ƘŀǘΩǎ ǿƘŀǘ ǳκƻƻƛƛŜ ŀǎƪŜŘ ƻƴ wŜŘŘƛǘ ǘƘŜ ƻǘƘŜǊ ŘŀȅΦ ¢ƘŜƛǊ Ǉƻǎǘ 

begins with this: 

My wife has built a pretty cool TikTok account up to 250K followers. 

A handful of her videos have 10M+ views while many others are in the 

1-9M range.  

LǘΩǎ IŀǊǊȅ tƻǘǘŜǊ ŜŘƛǘǎΦ {ƘŜ ŘƻŜǎ ŀƭƭ ƪƛƴŘǎ ƻŦ ŜŘƛǘƛƴƎ ŦǊƻƳ ƳƻǾƛŜǎ ŀƴŘ 

games. 

How can we monetize this? 

They also mention the account is completely faceless and that 

ǘƘŜȅΩǾŜ ǘǊƛŜŘ ǳƴǎǳŎŎŜǎǎŦǳƭƭȅ ǘƻ ǎŜƭƭ ƳŜǊŎƘŀƴŘƛǎŜΦ 

How would you answer this question? 

hǾŜǊ ŀ ƘǳƴŘǊŜŘ ƳŀǊƪŜǘŜǊǎ ǿŜƛƎƘŜŘ ƛƴΦ LΩƭƭ ǎŀǾŜ Ƴȅ ŦŀǾƻǊƛǘŜ ŀƴǎǿŜǊǎ 

ŦƻǊ ƭŀǎǘΣ ōǳǘ ŦƛǊǎǘ ƭŜǘΩǎ ƭƛǎǘ ǎƻƳŜ ƻŦ ǘƘŜ ƳƻǊŜ ŎƻƳƳƻƴ ŀƴǎǿŜǊǎΧ 

¶ Sell the account for money 

¶ Organically integrate merch into HP clips. For example, Harry 

getting a sweater or t-shirt 

¶ Use call to actions in the captions, comments or in the video 

itself 

¶ Livestream on TikTok doing live edits and people will donate 

¶ Promote products through rollouts and effective marketing 

¶ Add an eBay store using products from AliExpress 

¶ Start creating new content with your face, talking about 

different topics, theories, thoughts, etc. about the Harry Potter 

series 

¶ Add a Patreon account with exclusive content 

¶ Get sponsors and place ads 

¶ Make longer form content and post on YouTube 

¶ Reach out to SaaS companies who have editing tools and see if 

you can get sponsorships through them 

¶ Offer your own custom edits through services like Fiverr and 

Upwork 

¶ Ask for $1 donations from every follower 

¶ Omnichannel over to OnlyFans and keep the theme working for 

your revenue 

¶ Create a paid info community 

¶ Offer a channel evaluation service 

¶ Offer to teach others how to create these videos, scripting, 

growing the channel, etc. in a course or a one-on-one 

mentorship 

¶ Feature magic academy fantasy novels with quick book reviews 

because this is a good audience for it, booktok is huge and lots 

of authors would pay for the exposure 

Redditors Debate 
How To Monetize 
250K Followers  
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Several Redditors volunteered to buy her TikTok account or hire her 

to help them do their social media, while others suggested she beware 

of copyright infringement.  

ggn0r3 gave a popular answer on how to monetize the channel: 

"How I use the Harry Potter Method to build TikTok accounts to 250K 

followers starting from scratch without having to show my face or doing 

cringey dances for views" 

Buy full course: $997 

SwimOld5053 added: 

Sure, but I can sell you a course about how to actually make your 

own course of your Harry Potter tik tok building secrets. 

And then perhaps a course on how to take a course on how to build 

ŀ ŎƻǳǊǎŜΧ ¢Ƙƛǎ ƛǎ ǘǊǳŜ wŜŘŘƛǘ ǘƘƛƴƪƛƴƎΦ 

ItsRellzBeats offers lots of suggestions: 

Maybe do more intricate longer videos with a face behind it on 

YouTube to monetize some of the crowd over there without having to 

affect your current viewers. 

Ideas - 

Character Development Review / Review about the sets / Character 

history and family line / Favourite Film / Character/ Scene and why / On 

set footage review / Interesting facts regarding filming / Interesting 

facts about the actors / 

As someone else said this is definitely a bloated market but if you 

can get people wanting to watch you or your wife and attach to the face 

behind the content then I'd definitely be way more easier to monetise 

on YouTube. You can also upsell during these videos or get better 

sponsors. 

Iliketodrive****s offered perhaps the most unusual idea:  

F*** every answer here. 

High ticket retreats. 

L Ŏŀƴ ƳŀƪŜ ȅƻǳ ϷмллΣллл ǇǊƻŦƛǘ ƛƴ ŀ ǿŜŜƪŜƴŘΦ LΩƳ ŀƴ ŜǾŜƴǘ ƳŀǊƪŜǘŜǊ 

and I have done this 10 times in a row for a concert hall and I believe 

that I can do this for vou with just a few posts. 30 tickets to an 

aspirational retreat at $4,000 with a 70% gross prƻŦƛǘ ƳŀǊƎƛƴΦ LΩLL Řƻ ƛǘ 

for free for you for the first one if you give me a testimonial. You could 

Ŝŀǎƛƭȅ Řƻ ǘƘƛǎ пȄκȅŜŀǊΦ [ƛƪŜΦΦΦ ƛƴ ²ŀƭŜǎΣ ŀǘ ŀ ŎŀǎǘƭŜΣ ŜǾŜǊȅƻƴŜ ŘǊŜǎǎŜŘ ǳǇΧ 

sh** would be fire. We could do a whole Harry Potter game in the castle 

like a mystery. Send me a Dm 

Good answer, but again the question of legal rights may come into 

play. 

tipit_smiley_tiger has something interesting to say: 

There is a ratio for monetizing: 

For every 3 contents you give to the consumer, you can do 1 ask to 

the audience. 

So, it's okay to monetize if you follow this ratio. 

Not sure if this means to have a call to action in every third video, or 

ǘƻ ƘŀǾŜ ŀ ǎŜǇŀǊŀǘŜ ǾƛŘŜƻ ŦƻǊ ǘƘŜ ŀǎƪΦ !ƭǎƻΣ LΩŘ ƭƻǾŜ ǘƻ ƪƴƻǿ ǿƘȅ ǘƘŜȅ 

think 3:1 is the magical ratio for every niche. 
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Corriedotdev has the right idea: 

Look at Harry Potter YouTubers and see what they are marketing to make revenue. Copy 

pasta their recipe. 

LǘΩǎ ŀƭǿŀȅǎ ƎƻƻŘ ŀŘǾƛŎŜ ǘƻ ŦƛƴŘ ƻǳǘ ǿƘŀǘΩǎ ŀƭǊŜŀŘȅ ǿƻǊƪƛƴƎ ŦƻǊ ƻǘƘŜǊǎΦ 

Whynotthebest writes: 

Your best bet is to use your content/account as proof that you can create content, edit 

videos, run social, create and market merch, etc. I would not expect the THING you created 

to be the money maker, but the evidence that you know how to create/mange THINGS. 

This is great if she wants to be a freelancer or land a job. 

OptimisticByChoice makes a good point. Emphasis is mine: 

Perhaps plug the merch in a quick second after the video. 

Perhaps find a partner to shout things out in exchange for $$ 

5ƻƴΩǘ ōŜ ŀŦǊŀƛŘ ƻŦ ŀƭƛŜƴŀǘƛƴƎ ǘƘŜ ŀǳŘƛŜƴŎŜΦ [ƻǎŜ рлΣллл ŦƻƭƭƻǿŜǊǎ ōǳǘ ǘƘŜ ǊŜƳŀƛƴŘŜǊ 

ōŜŎƻƳŜ ŀƴ ƛƴŎƻƳŜ ǎǘǊŜŀƳΗ ¢ƘŀǘΩǎ ŎƻƻƭΦ 

Nearby_Orange6578 offered stellar advice we should all remember: 

Start showing your face. It helps. I grew my Instagram account from 0 to 123K without 

really showing myself, but also without ever making money. I changed that 3 months ago 

and doubled my followers (250K now) and am now selling videos to brands in my niche. 

¢Ǌǳǎǘ ƳŜΣ ƛǘΩǎ ǿƻǊǘƘ ƛǘΣ ŀƴŘ ȅƻǳǊ ŦƻƭƭƻǿŜǊǎ ǿƛƭƭ ƎŜǘ ǳǎŜŘ ǘƻ ƛǘ ƛŦ ȅƻǳ ƎǊŀŘǳŀƭƭȅ ǎǘŀǊǘ ǎƘƻǿƛƴƎ 

yourself. 

Also, reach out to companies yourself. My first deal came from a cold email sent to a 

company that I thought was a good match. 

Faceless = little or no money 

With face = more followers, more money 

5ƻƴΩǘ ōŜ ŀŦǊŀƛŘ ǘƻ ŀǇǇǊƻŀŎƘ ŎƻƳǇŀƴƛŜǎ ŀƴŘ ǎŀȅΣ άIŜȅΣ L ǘƘƛƴƪ ǿŜ ƳƛƎƘǘ ƳŀƪŜ ŀ ƎƻƻŘ ŦƛǘΗέ 

tkfx2000 may have had the best advice of all: 

So you built a following around somebody else's intellectual property, and now want to 

monetize that. ... that is going to be tricky. Affiliate sales links are probably the only 

reasonable option. But realize that any given moment, the hammer of copyright can fall 

upon you and take, at best take the monetization, and at worst, everything you own. If you 

really want to run it as a business start another channel and use what you have learned to 

build your own Intellectual Property. 

hǳŎƘΦ ¢ƘŜǊŜΩǎ ŀƭǿŀȅǎ ǘƘŀǘ ƻƴŜ ǇŜǊǎƻƴ ōǊƛƴƎƛƴƎ ŜǾŜǊȅōƻŘȅ ŜƭǎŜ ōŀŎƪ ǘƻ ǊŜŀƭƛǘȅΦ 

Finally, the most upvoted answer came from ali-hussain 

Make videos with Harry Potter LEGOs. Put a note this video used these LEGO sets and 

use your affiliate links: https://www.lego.com/en-us/page/affiliate-program 

Bunny_Baller_888 added: 

saw at.T.Tok video Lego pays up to 1000.00 for affiliate market referrals but have to look 

up the stipulations. 

If you combine your current Harry Potter content with Harry Potter Legos and include 

your affiliate referral link then you could easily pull this off since the lego is a perfect match 

for this niche. Just go to the lego website and search up affiliate. Just make sure you include 

the word affiliate partners or affiliate somewhere on the profile or content so you don't get 

banned or called out for being misleading. 

Harry Potter Legos? I have to admit I could have worked on this problem for a month 

without hitting upon that answer. 

Do you have a pressing marketing question? Then you might want to post it at 

Reddit/r/Entreprenuer and see what happens. 
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Webinars ɀ Should You Ask for 
Their Phone #?? 

 

LŦ ȅƻǳ Řƻ ǿŜōƛƴŀǊǎΣ ȅƻǳ ƪƴƻǿ ǘƘŀǘ ȅƻǳΩǾŜ Ǝƻǘ ŀ ŎƘƻƛŎŜ ǘƻ ƳŀƪŜ ς should you ask for 

their phone number so that you can send them a text message and remind them to join 

the webinar?  

Everyone knows that asking for a phone number is going to greatly reduce how many 

sign-ups you get. Right? 

¢ǳǊƴǎ ƻǳǘΣ ǘƘŀǘΩǎ ƴƻǘ ǘǊǳŜ ŀƴŘ L ŎƘŀƭƭŜƴƎŜ ȅƻǳ ǘƻ ǘŜǎǘ ǘƘƛǎ ŦƻǊ ȅƻǳǊǎŜƭŦΦ 

Jonathan, a copywriter for 'The Copy That' show, experimented with a landing page 

split test: 

¶ 1 Landing page that did not require a phone number  

¶ 1 Landing page that required a phone number 

The results were surprising because the phone number landing page had a 30-40% 

opt-in rate. 

Most webinar campaigns avoid making the phone number mandatory because they 

think it might scare people away from signing up. 

IŜǊŜϥǎ Ƙƻǿ WƻƴŀǘƘƻƴΩǎ {a{ {ŜǉǳŜƴŎŜ ǿƻǊƪǎΥ 

1. When you sign up to his webinar, you get a personal SMS text message right 

away, 'Hey (name), its Jonathan, I just sent you a quick email about the 

upcoming webinar. ' 

2. The day before the webinar, you get another text to remind you of the event. 

3. Right before the webinar starts, he sends you a third text with the link to the 

webinar so you can join on your phone. 

Emails can be overlooked, but texts stand out and are timely reminders that people 

seldom overlook.  

Don't be afraid to experiment with SMS sequences for your next virtual event 

because it might pay off with more attendees and sales. 
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Shutterstock's New AI Image Editor 
Transforms Stock Photos  

 

Shutterstock has come up with a new way to change how we use stock 

photos. Usually, people download stock photos and then edit them using 

separate software.  

But now, Shutterstock is making things easier by adding AI editing tools right 

into its photo library. This means you can change any image on the site before 

you download it.  

The CEO, Paul Hennessy, says it's a big deal in the stock photo world and 

aims to make Shutterstock a one-stop solution for all your image content 

needs, making its library of 7 million images seem almost endless. 

https://www.shutterstock.com/discover/ai-features 

7 

New Tool Poisons AI Image Generators  

Since last year, artists have been worried about AI image generators that use text-based instructions. Some 

of these generators use images from the internet without caring about copyright, and some can even imitate 

the styles of living artists. 

Now, a new tool is in the works to help artists protect their work and fight against these AI image 

generators. This tool is called Nightshade, and it aims to disrupt the AI models by corrupting them. If this tool 

becomes easily accessible, artists might be able to protect their creations; at least until AI finds a work around. 

This effort started in March with a project called Glaze, developed by researchers at the University of 

Chicago. They used a method called "style cloaks" to make tiny changes in images before putting them online. 

These changes prevent AI models from copying the artistic style.  

Nightshade is the newest incarnation of Glaze and actively influences the results of an AI model by 

providing corrupted training data. This data makes the model learn the wrong names for objects in an image. 

{ŎǊƻƭƭ Řƻǿƴ ƛƴ ǘƘƛǎ ŀǊǘƛŎƭŜ ǘƻ ǎŜŜ ŜȄŀƳǇƭŜǎ ƻŦ ǿƘŀǘ ƘŀǇǇŜƴǎ ǘƻ !L ŀŦǘŜǊ ǊŜǇŜŀǘŜŘ ΨǇƻƛǎƻƴƛƴƎǎΩ ōȅ bƛƎƘǘǎƘŀŘŜΦ 

https://www.creativebloq.com/news/nightshade-ai-image-generator-poison 
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Landing Page 

Optimization Checklist  

 

Optimizing your landing page involves a combination of 

strategic planning, testing, and refinement. Regularly revisit 

this checklist to ensure your landing page remains effective and 

aligned with your marketing goals. 

 

1. Clear Value Proposition: 

___ Clearly communicate the unique value proposition. 

___ Use concise and compelling headlines and subheadings. 

2. Engaging Visuals: 

___ Use high-quality and relevant images or videos. 

___ Optimize multimedia for quick loading times. 

3. Concise and Relevant Content: 

___ Keep the text concise, emphasizing benefits. 

___ Use compelling and action-oriented language. 

___ Ensure readability with proper formatting. 

4. Call-to-Action (CTA): 

___ Have a clear and prominent CTA above the fold. 

___ Use compelling CTA text that encourages action. 

___ Ensure the CTA button stands out visually. 

5. Mobile Responsiveness: 

___ Optimize the landing page for mobile users. 

___ Test and ensure a seamless experience on various 

devices. 

6. A/B Testing: 

___ Implement A/B testing for different elements. 

___ Test variations of headlines, visuals, and CTAs. 

7. Form Optimization: 

___ Minimize the number of form fields. 

___ Clearly label form fields and provide helpful 

instructions. 

___ Use a compelling and action-oriented submit button. 

8. Trust Signals: 

___ Incorporate trust-building elements such as 

testimonials, reviews, or trust badges. 

___ Showcase affiliations, certifications, or partnerships. 

9. Loading Speed: 

___ Optimize images and multimedia for faster loading 

times. 

___ Minimize HTTP requests and use browser caching. 
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10. Social Proof: 

___ Highlight social media shares, likes, or testimonials. 

___ Showcase user-generated content if applicable. 

11. Clear Navigation: 

___ Keep navigation simple, with a clear path toward the 

CTA. 

___ Avoid distracting links that lead visitors away from the 

conversion goal. 

12. Consistent Branding: 

___ Maintain consistent branding elements throughout the 

page. 

___ Use colors and fonts consistent with the overall brand. 

13. Urgency and Scarcity: 

___ Create a sense of urgency through limited-time offers. 

___ Display stock availability or limited quantities if 

applicable. 

14. Analytics Integration: 

 ___ Integrate analytics tools to track user behavior. 

 ___ Set up goals and conversion tracking for insights. 

15. Privacy and Security: 

___ Clearly communicate privacy policies. 

___ Use secure connections (HTTPS) for data transmission. 

16. Exit-Intent Popups: 

___ Implement exit-intent popups with relevant offers. 

___ Use popups judiciously to avoid user annoyance. 

17. SEO Optimization: 

___ Ensure meta tags, headers, and content are optimized 

for relevant keywords. 

___ Create a clear and descriptive URL structure. 

18. Accessibility: 

___ Ensure the landing page is accessible to users with 

disabilities. 

___ Use descriptive alt text for images. 

19. Thank You Page: 

___ Design a compelling thank-you page after form 

submissions. 

___ Provide clear next steps or additional calls to action. 

20. Continuous Testing and Iteration: 

___ Regularly review analytics data and user feedback. 

___ Continuously test and optimize various elements for 

improved performance. 
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Simple Changes Turn 
Duds into Studs  

 

LƳŀƎƛƴŜ ȅƻǳΩǊŜ ǎǇŜŀƪƛƴƎ ǿƛǘƘ ŀ ȅƻǳƴƎ ŜƴǘǊŜǇǊŜƴŜǳǊ 

from Tanzania who owns a small bread business in Dar es 

Salaam. After a year of selling his traditional local bread 

with a profit decline, what advice might you give him? 

IŜǊŜΩǎ ǿƘŀǘ ƘŜ ŘƛŘ ς he introduced a new product that 

wasn't common in his country - simple sandwiches. As he 

says, the response has been incredible. His daily profit 

jumped from $8 to $25+, and he even had the opportunity 

to employ another person. 

Conversely, years ago I knew a sandwich maker who 

was having a terrible time turning a profit. But his 

customers kept asking if they could buy loaves of his 

homemade bread. Finally, he decided to stop selling the 

sandwiches and just sell the bread, and in a year his bread 

was in every store in his part of the country. 

aŀȅōŜ ȅƻǳΩǾŜ Ǝƻǘ ŀ ǇǊƻŘǳŎǘ ǘƘŀǘ ƛǎƴΩǘ ǎŜƭƭƛƴƎΦ [ŜǘΩǎ ǎŀȅ 

it teaches everything a person needs to know about 

starting and running a business. People who take your 

program keep commenting on the content of the 5th 

ƳƻŘǳƭŜΦ ¢ƘŜȅ [h±9 ǘƘŜ рǘƘ ƳƻŘǳƭŜ ŀƴŘ ǎŀȅ ƛǘΩs worth the 

ǇǊƛŎŜ ƻŦ ǘƘŜ ŜƴǘƛǊŜ ŎƻǳǊǎŜΦ .ŜŎŀǳǎŜ ȅƻǳΩǊŜ ǎŀǾǾȅΣ ȅƻǳ 

decide to make an entire course just about the topic you 

cover in Module 5. 

hǊ ǇŜǊƘŀǇǎ ȅƻǳΩǾŜ Ǝƻǘ ŀƴ ƛƴŦƻǊƳŀǘƛƻƴ ǇǊƻŘǳŎǘ ƻƴ Ƙƻǿ 

ǘƻ ƭƻǎŜ ǿŜƛƎƘǘΦ LǘΩǎ ƴƻǘ ǎŜƭƭƛƴƎ ŀƭƭ ǘƘŀǘ ǿŜƭƭΣ ōǳǘ ŜǾŜǊȅƻƴŜ 

ǎŜŜƳǎ ǘƻ ƭƻǾŜ ȅƻǳǊ ǊŜŎƛǇŜǎΦ aŀȅōŜ ƛǘΩǎ ǘƛƳŜ ǘƻ ŦƻŎǳǎ ƻƴ ǘƘŜ 

recipes instead of weight loss. 

Whatever products or services you might offer, notice 

if customers especially love one aspect of them. This might 

be the area you need to concentrate on. 

Or perhaps your business is missing something. You 

might team up with someone else who can provide that 

missing ingredient or supply it yourself. 

The point is this: You might be very close to having a 

huge success. All you need is find that small change or two 

and make it happen. 
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Kid Candy Biz  

 

I was goofing around on eBay the other day when I noticed bags 

of white chocolate and rice M&Ms selling for $10 a pop plus 

shipping.  

LΩǾŜ ōŜŜƴ ƻǳǘ ƻŦ ǘƘŜ ƭƻƻǇ ƻƴ ŎŀƴŘȅ ŀƴŘ ŦǊŀƴƪƭȅ ŘƛŘƴΩǘ ƪƴƻǿ ǘƘŀǘ 

M&Ms now comes in strange, limited-edition flavors. 

Nor did I know that anyone would pay $10 for a bag of candies 

weighing less than half a pound. 

Naturally curious, I went over to Amazon and found this 

particular type of M&M sold out months ago. 

Next, I went to CamelCamelCamel to find out what price they 

sold at when they were available, and it was a steady $10.98 with 

no fluctuations. 

Again, I was shocked anyone would pay prices like this for 

ƛƴŦŜǊƛƻǊ όƛƴ Ƴȅ ƻǇƛƴƛƻƴύ ŎƘƻŎƻƭŀǘŜΣ ōǳǘ ƘŜǊŜΩǎ ǿƘŜǊŜ L ōŜŎŀƳŜ 

briefly stumped... 

How were people buying bags of these candies months ago, 

holding on to them and then selling them at a 98cent loss? 

¢ƘŜȅ ǿŜǊŜƴΩǘΦ Lƴ Ƴŀƴȅ ŎƻǳƴǘǊƛŜǎ ȅƻǳ Ŏŀƴ ŦƛƴŘ ŘƛǎŎƻǳƴǘ ƎǊƻŎŜǊȅ 

ǎǘƻǊŜǎ ǘƘŀǘ ǎŜƭƭ ǘƘŜ ƛǘŜƳǎ ǊŜƎǳƭŀǊ ƎǊƻŎŜǊȅ ǎǘƻǊŜǎ ŎŀƴΩǘ ǎŜƭƭΦ aŀȅōŜ ŀ 

candy is seasonal, and once the holiday passes, the candy is either 

sold at a massive discount to the consumer or sold in bulk to these 

discount stores. 

tŜƻǇƭŜ ōǳȅ ǘƘŜ ǎǘǳŦŦ ŀƴŘ ǘƘŜƴ ǎŜƭƭ ƛǘ ƻƴ Ŝ.ŀȅ ǿƘŜƴ ƛǘΩǎ ƴƻ ƭƻƴƎŜǊ 

available on Amazon. 

LǘΩǎ ŀ ƭƻǳǎȅ ǿŀȅ ǘƻ ƎŜǘ ǊƛŎƘ ǳƴƭŜǎǎ ȅƻǳ Ŏŀƴ ŦƛƎǳǊŜ ƻǳǘ Ƙƻǿ ǘƻ ƎŜǘ 

massive volume. For example, cut out the discount grocery store 

and buy directly from the regular stores. Then hang on to your 

ƛƴǾŜƴǘƻǊȅ ǳƴǘƛƭ ƛǘΩǎ ǎƻƭŘ ƻǳǘ ŜǾŜǊȅǿƘŜǊŜ ŜƭǎŜΦ 
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But if you have a young son or daughter, this might 

be an excellent way to teach them about building a 

business of their own. 

First, they need to invest in a small amount of 

inventory. Next, they learn how to make a listing and 

how to write the description in a way that makes the 

customer want to buy. 

Then they learn about inventory fulfillment, 

packing the items and shipping them off. 

Finally, they learn there are business expenses that 

ŀǊŜ ŘŜŘǳŎǘŜŘ ŦǊƻƳ ǘƘŜ ƳƻƴŜȅ ƳŀŘŜΣ ŀƴŘ ǿƘŀǘΩǎ ƭŜŦǘ 

over is profit that can be reinvested to make even 

more money. 

If you start your kid out young enough, this side 

business can help to pay for college as well as providing 

them with a wealth of real-world business experience. 

You might even get them to write up a manual on 

Ƙƻǿ ǘƘŜȅΩǊŜ ǊǳƴƴƛƴƎ ǘƘŜƛǊ ōǳǎƛƴŜǎǎΣ ǿƘƛŎƘ ǘƘŜȅ Ŏŀƴ 

then sell as a book or course to other kids who want to 

learn how to do the same thing. 

!ƴŘ ǘƘŜȅΩǊŜ ƴƻǘ ƭƛƳƛǘŜŘ ǘƻ ŎŀƴŘȅΣ ŜƛǘƘŜǊΦ !ƴȅǘƘƛƴƎ 

that can be purchased in person and then sold at a 

markup will work, whether it comes from regular 

stores, thrift stores, garage sales and so forth. 

¸ƻǳ ƳƛƎƘǘ ŜǾŜƴ ΨƘƛǊŜΩ ȅƻǳǊ ŎƘƛƭŘ ǘƻ ǎŜƭƭ ǘƘƛƴƎǎ ŦƻǊ 

you around the house, paying them a commission on 

profit earned. 
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Mini -Case Study ɀ  
Creating a New Product  
 
You get an idea for a product, you build the product based on that idea, you launch your 

product to the world and make a ton of sales. Right? 

Except it almost never works that way. 

IŜǊŜΩǎ ǿƘŀǘ .ƭŀȄƪƳŀƴWǊ ǎŀȅǎ ŀōƻǳǘ ŎǊŜŀǘƛƴƎ ǘƘŜ ŀǇǇ ǘƘŜȅΩǊŜ ŀōƻǳǘ ǘƻ ƭŀǳƴŎƘ ς emphasis 

is mine: 

After 8 months of talking to users, going through multiple iterations and speaking to 

professional researchers, I can proudly say that me and my co-founder have created an app 

that'll be released on the App Store in December! 

MyndMap started as an idea to me, and it's crazy to see how far it's come when you 

don't let self-doubt and perfectionism cloud your eyes (which I think a lot of first time 

founders do) and focus on the one true thing that matters - user feedback and iteration. A 

great idea is nothing without iteration, and so if you've got something that you think will be 

a good idea, go ahead and do it! 

Notice the key points here: Talking to users and creating multiple versions until they 

(hopefully) got it right, according to user feedback. 

²ƘŜƴ ȅƻǳΩǊŜ ŎǊŜŀǘƛƴƎ ŀ ōǊŀƴŘ-new product, ideally you want to make successive 

refinements or improvements to that product based on user feedback. The goal of having 

several product iterations is to enhance the product's features, functionality, and overall 

performance to better meet customer needs and preferences. 

And this process can be used not just for software, but for any product including 

ƛƴŦƻǊƳŀǘƛƻƴ ǇǊƻŘǳŎǘǎΦ ¢ƘŀǘΩǎ ǿƘȅ ŎƻǳǊǎŜǎ ŀǊŜ ƻŦǘŜƴ ŘŜǾŜƭƻǇŜŘ ƛƴ ŎƻƴƧǳƴŎǘƛƻƴ ǿƛǘƘ ōŜǘŀ 

users, so that user input can strengthen and improve the course as well as providing the 

first testimonials. 

BlaxkmanJr also mentions overcoming self-doubt and perfectionism, two things that 

ǇǊƻōŀōƭȅ ƪƛƭƭ фр҈ ƻŦ ǇǊƻŘǳŎǘ ƛŘŜŀǎΦ bƻǘ ōŜƭƛŜǾƛƴƎ ƛƴ ȅƻǳǊǎŜƭŦ ƻǊ ǘǊȅƛƴƎ ǘƻ ŎǊŜŀǘŜ ǘƘŜ ΨǇŜǊŦŜŎǘ 

ǇǊƻŘǳŎǘΩ Ŏŀƴ ǎǘƻǇ ȅƻǳ ŦǊƻƳ ōǳƛƭŘƛƴƎ ƻǊ ŦƛƴƛǎƘƛƴƎ ȅƻǳǊ ƴŜǿ ǇǊƻŘǳŎǘΦ ¸ƻǳ Ŏŀƴ ƻǾŜǊcome self-

doubt by focusing on the product and your users instead of focusing on yourself. And you 

can overcome perfectionism by acknowledging in advance your product will not be perfect 

because (spoiler alert) it never will be. 

Finally, they mention focus ς getting that minimum viable product out there, letting 

users try it, getting feedback and repeating the process over and over until they get it right. 

They could have given up and tried something else, but instead they stayed focused on the 

goal and got it done. 

LƴŎƛŘŜƴǘŀƭƭȅΣ ǘƘŜ ŀǇǇ ƛǎ ŎŀƭƭŜŘ aȅƴŘaŀǇ ŀƴŘ ƛǘΩǎ ŘŜǎƛƎƴŜŘ ǘƻΧ help individuals, especially 

those with ADHD, to better manage their daily lives. It's a digital platform that combines 

task management, mood tracking, and personalized reminders with AI-driven insights. 

The idea behind MyndMap is to provide a structured yet flexible framework that assists 

users in organizing their tasks, setting priorities, and keeping track of their emotional well-

being. It's not just about getting things done; it's about understanding how different aspects 

of your day affect your mood and productivity. 

¢ƘŜȅΩǊŜ ƭŀǳƴŎƘƛƴƎ ƛƴ ǘƘŜ !ǇǇ {ǘƻǊŜ ƛƴ 5ŜŎŜƳōŜǊ ŀƴŘ ǊŜƭŜŀǎƛƴƎ ŀƴ ŀƴŘǊƻƛŘ ǾŜǊǎƛƻƴ ǘƘŜ 

following month. 
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