
 

SIDE HUSTLE 
27-Day Task Tracker 

 
 

WEEK I: Build an Arsenal of Ideas 
 

A side hustle has many benefits, but it all starts with the right idea. This first week of hustling                   
will teach you how to generate hustle ideas that actually work. 
 
 

❏ DAY 1: Predict the Future 
 
A side hustle has many benefits and no downside. It all starts with your answer to an important 
question: Twenty-seven days from now, what will be different about your life?  
 

❏ GOAL #1 - Make some extra cash for a specific purpose, whether to pay off a 
loan, buy a big-ticket item, take a vacation, or just build up your emergency fund. 
 

❏ GOAL #2 - Create a sustainable and ongoing source of income that makes a real 
difference in your quality of life. 
 

❏ GOAL #3 - Replace or exceed the income from your current job. 
 

❏ OTHER - Choose your own goal! ____________________________________ 
 

 

❏ DAY 2: Learn How Money Grows on Trees 
 
Some hustle ideas are better than others. Learn the three qualities that make for a great idea, 
and understand how to find ones with the most potential.  
 
Step 1 - Your potential side hustle is… 
 

❏ Feasible (you can start it and earn money in a short amount of time) 
 

❏ Profitable (You’re not looking for an idea that merely sounds interesting, you’re 
looking for a profitable one. ) 
 

❏ Persuasive (It’s not enough to have a good idea—your idea has to arrive at the 
right time, and be so persuasive that it’s hard for customers to say no to.) 

 
 
 
 
 
 



 
 
 
Step 2 - The High-Potential Idea Checklist: 
 

❏ Can you describe how to turn your idea into action in one sentence? 
❏ Is there an obvious way to make money with this idea? 
❏ Does this idea solve a problem for someone? 
❏ Can you figure out how to make this idea happen quickly? 
❏ Is it relatively low maintenance? 
❏ Can you get paid more than once for this idea? 

 
The more “yes” answers you have to these questions, the more potential your idea has. Can 
you say yes to all of them? Get to work right away! 
 
 

❏ DAY 3: Brainstorm, Borrow, or Steal Ideas 
 
Side hustle ideas are all around you. Using what you’ve learned about high-potential ideas, it’s 
time to brainstorm, borrow, or steal at least three possibilities for your hustle.  
 

Brainstorm at Least Three Qualified Ideas: 
 

● Idea #1: _________________________________________________ 
 

● Idea #2: _________________________________________________ 
 

● Idea #3: _________________________________________________ 
 
 

❏ DAY 4: Weigh the Obstacles and Opportunities of Each Idea 
 
Now that you have several ideas up your sleeve, let’s look at them more closely to see which one 
has the most potential.  
 
 

● Idea #1:  
 
Opportunities: ____________________________________ 
_________________________________________________ 

 
Constraints: ______________________________________ 
_________________________________________________ 

 
 
 
 
 
 
 



 
 
 

● Idea #2:  
 
Opportunities: ____________________________________ 
_________________________________________________ 
 
Constraints: ______________________________________ 
_________________________________________________ 

 
● Idea #3:  

 
Opportunities: ____________________________________ 
_________________________________________________ 

 
Constraints: ______________________________________ 
_________________________________________________ 

 
 

❏ DAY 5: Forecast Your Profit on the Back of a Napkin  
 
To estimate the profit of your side hustle, you don’t need a finance degree or a scientific 
calculator. You just need a napkin, a pen, and the power of observation.  
 
The secret to turning a profit for any business or venture boils down to one basic principle: 
don’t spend more money than you take in. With this principle in mind, the projected profit for 
just about any hustle can be calculated by the following simple equation: 
 

expected income - expected expenses = projected profit 
 
______________ - _______________ = $____________ (cha-ching!) 

 
Back of Napkin Forecast for Idea #1: 
 

Item Income or Expense 

  

  

  

  

Monthly Income (PROFIT) $_______________ 

 
 
 
 



 
 
 
Back of Napkin Forecast for Idea #2: 
 

Item Income or Expense 

  

  

  

  

Monthly Income (PROFIT) $_______________ 

 
 
Back of Napkin Forecast for Idea #3: 
 

Item Income or Expense 

  

  

  

  

Monthly Income (PROFIT) $_______________ 

 
 

------------------------------------------------------------------------------------------------------------------------------- 
 

WEEK I RECAP! 
 
After reading this week’s steps, you should have several potential ideas in mind for your 
hustle. You should have weighed the constraints and opportunities and calculated the 
profit potential for each one.  
 
If you don’t have any ideas yet, read through the first five days again. In Week 2, we’re 
going to decide which of these ideas to turn into action, so move on to the next section 
only when you have several ideas that you can compare and rank against one another. 

 
 
 
 
 
 



 
 

❏ Money grows on trees, but you have to plant the right seeds. Start to notice 
potential opportunities wherever you go. 

 
❏ Not all hustle ideas are created equal. Move forward with ideas that are feasible, 

profitable, and persuasive. 
 

❏ Use the back-of-napkin financial analysis (or a simple spreadsheet) to estimate 
the profit of your idea (or ideas) before proceeding further. 

 
------------------------------------------------------------------------------------------------------------------------------- 
 
 

WEEK II: Select Your Best Idea 
 

Once you have multiple ideas, you need to be able to identify the best ones. Learn how to                  
instantly rank and compare ideas so that you’ll have confidence to proceed with the highest               
possible odds of success. 
 
 

❏ DAY 6: Use the Side Hustle Selector to Compare Ideas 
 
Once you start thinking about side hustles, the ideas don’t stop. This tool will show you how to 
apply “Tinder for Hustling” logic to pick the best one at any given time.  
 
Use the Side Hustle Selector below to determine which of your ideas is the best.  
 
Scoring: assign 3, 2, or 1 to each quality based on High, Medium, & Low. The highest total wins 
in comparison to other ideas. 
 

IDEA #1: __________________________ 

 High Medium Low 

Feasibility    

Persuasion    

Profit Potential    

Efficiency    

Motivation    

 
Total # of points: __________ 

 
 
 



 
 
 

IDEA #2: __________________________ 

 High Medium Low 

Feasibility    

Persuasion    

Profit Potential    

Efficiency    

Motivation    

 
Total # of points: __________ 

 
 
 
 

IDEA #3: __________________________ 

 High Medium Low 

Feasibility    

Persuasion    

Profit Potential    

Efficiency    

Motivation    

 
Total # of points: __________ 

 
Final checklist for the idea. Are you almost ready to get to work on a real- life side hustle? Let’s 
do a quick review to find out: 
 

❏ Do you have an idea you can explain in very simple language? 
❏ Is your idea feasible, profitable, and persuasive? 
❏ Is it clear how the idea will make money? 
❏ When you think about the idea, does it make you feel excited? 

 
 
 



 
 
 

❏ DAY 7: Become a Detective  
 
As you move forward with an idea, take a look at what other people are doing. Then, do it 
better—or at least differently.  
 
Step 1 - Reconnaissance Mission 
Your reconnaissance mission doesn’t need to be complicated. You just want to learn two things: 
 

1. Who else is offering the same thing or something similar? 
 
Answer: _____________________________________________________ 
____________________________________________________________ 

 
2. How your idea will be better or different? 

 
Answer: _____________________________________________________ 
____________________________________________________________ 

 
Step 2: Validate an idea with $10 and a Facebook account. 
If you have a big idea and want to get some real-world feedback (not just from your friends) 
before going further, you can set up an advertisement and see how people respond. No need to 
rent a billboard—with Facebook you can get it going in less than an hour and as little as $10. 
(See Appendix 2 for more details) 
 
 

❏ DAY 8: Have Imaginary Coffee with Your Ideal Customer 
 
There’s one person out there who fits the profile of your target customer. What can you learn 
from them?  
 
Step 1 - Start With One. 
Every side hustle has a target customer, a specific type of person that its product or service is 
designed for. Sometimes these target customers are called “avatars,” but you can also just 
think of them as your people. 
 

● Who is your ideal customer? 
 
Answer: _____________________________________________________ 
____________________________________________________________ 
____________________________________________________________ 
____________________________________________________________ 
____________________________________________________________ 
 
 
 
 
 



 
 

● What does your ideal customer care about? 
 

Answer: _____________________________________________________ 
____________________________________________________________ 
____________________________________________________________ 
 

● What does your ideal customer want? 
 
Answer: _____________________________________________________ 
____________________________________________________________ 
____________________________________________________________ 

 
 
Step 2 - Write a Letter to Your Ideal Customer. 
If you have an idea of who your customer is, but are having trouble figuring out their pain 
points, it may help to have an extended (albeit one-way) conversation with them. One way to 
do this is to write a letter to your ideal customer and show them you understand their needs. 
Propose a solution and build a relationship with this imaginary person. (See Appendix 3 for 
more details) 
 
 

❏ DAY 9: Transform Your Idea into an Offer 
 
Once you have a great idea and an ideal customer, you need to transform the idea into an offer. 
An offer has a promise, a pitch, and a price.  
 

● The Promise: how your hustle will change someone’s life 
 

● The Pitch: why they should purchase or sign up now the price: what it costs to purchase 
or sign up (and how to do it) 

 
● The Price:  what it costs to purchase or sign up (and how to do it) 

 
Before going any further, see if you can shift your idea into a simple (yet specific) offer. 
 

Your Idea: _______________________________________________________________ 
 
 

Your Promise: ____________________________________________________________ 
________________________________________________________________________ 

 
 

Your Pitch: ______________________________________________________________ 
________________________________________________________________________ 

 
 

 
 



 
 
 
Your Call to Action: ________________________________________________________ 
________________________________________________________________________ 

 
 
Now put it all together in a couple of brief and catchy lines.  
 
 

Your Offer: ______________________________________________________________ 
________________________________________________________________________ 
________________________________________________________________________ 
________________________________________________________________________ 
________________________________________________________________________ 
_______________________________________________________________________. 

 
 

❏ DAY 10: Create Your Origins Story 
 
Like a comic book superhero, your side hustle needs a history. Don’t just give ’em the facts; tell 
them a story.  
 
Side Hustle Stories: Fill in the Blanks 
To create your origins story, first consider why you’re pursuing this particular hustle in the first 
place. Of all the ideas you could have chosen, what was compelling, special, or just interesting 
about this one? These prompts may help: 
 

I’ve always been interested in _______________________________________________ 
_______________________________________________________________________, 
so I decided to try _________________________________________________________ 
________________________________________________________________________ 
_________________________________________________. 
 
 
I was frustrated by ________________________________________________________ 
________________________________________________________________________ 
and knew there was a better way. I made ______________________________________ 
________________________________________________________________________ 
to help other people with the same problem.  
 
 
I started this hustle because I noticed _________________________________________ 
_________________________________________________. 
 
 
 
 
 
 



 
 

 
There didn’t seem to be anyone else doing anything about it (or the existing businesses 
were missing something important), so I made _________________________________ 
________________________________________________________________________ 
_________________________________________________. 

 
------------------------------------------------------------------------------------------------------------------------------- 
 

WEEK II RECAP! 
 

You learned how to generate side hustle ideas (remember, they’re everywhere!) and how to 
select from a multitude of different options. You’ve figured out who your ideal customer is and 
crafted an origins story sure to inspire. And finally, you’ve turned your hustle idea into a full- 
fledged offer. In the next section, we’ll be diving right in to do everything we need to get your 
offer up and running. Forward motion! 

 
❏ Some ideas are better than others. Use the Side Hustle Selector to find the best 

ones by comparing them on a range of criteria. 
 

❏ You don’t have to be better than the competition in every way, but you should at 
least be different. Become a detective and survey the landscape to understand 
what else is out there. 

 
❏ Get super clear on your avatar or ideal customer. Start with the basics, but then 

think about some deeper questions: What do they really want? What are their 
hopes and dreams? These answers will guide you as you prepare to launch with 
maximum impact. 

 
------------------------------------------------------------------------------------------------------------------------------- 

 

WEEK III: Prepare for Liftoff 
 

You’ve settled on your idea, you’ve transformed it into an offer, and you know who your ideal                 
customer is. This week you’ll learn how to help that person understand why they can’t live                
without your offer, without getting bogged down in unimportant details. 
 
 

❏ DAY 11:  Assemble the Nuts and Bolts 
 
Resourcefulness is your most valuable hustle skill. Get all the logistics out of the way so you can 
focus on more important things. 
 
 
 
 
 
 



 
 
 
The Mini-Toolkit 
No matter how resourceful you are, it never hurts to start with a mini-toolkit—so here are 
some recommendations and general principles that will apply to many people and many 
different kinds of hustles. 
 

❏ Get a bank account that’s just for your side hustle. There is little to no 
difference between what the bank calls “business” and “personal” accounts, so 
just get the option that’s easiest for you. The most important thing is to keep 
your funds separate. 

 
❏ Similarly, get a separate credit or debit card you use only for expenses 

associated with your hustle. Bonus tip: make sure you’re earning airline miles for 
them! 

 
❏ Set up your legal structure: operating as a sole proprietor is perfectly acceptable 

for many hustles. If you need to incorporate your hustle, you can often do that 
yourself online for much less money than it would cost to hire an attorney.  

 
❏ Set up a very simple accounting system. This should be cheap or free and can 

grow with you if the hustle takes off, but do have a means of tracking income 
and expenses. (See Day 23 for a couple of options) 

 
❏ If at all possible, set aside a dedicated hustle workspace—even a small one—in 

your home or apartment. If that’s not possible, create a mobile one. The idea is 
to create a pattern and a routine that will make it easier to work on the hustle 
consistently. 

 
 

❏ DAY 12: Decide How to Price Your Offer 
 
Pricing can be a challenge even for experienced hustlers. Use the cost-plus model and follow two 
easy guidelines for much higher odds of success. 
 
Pricing a Product: 
 

❏ Determine how much it will cost to provide the product. 
 

❏ Consider how much income per sale would make that sale worthwhile to you. Consider 
your costs as well as the time you’ll spend developing the product. 

 
❏ Determine your projected volume: whether you hope to sell a small (low volume) or a 

large (high volume) number of products. For higher volume products, you can charge a 
price just slightly above cost and still make a profit, but for lower volume products, your 
margin will need to be much higher 

 
 
 



 
 
 
Selling a Service: 
 

❏ Start by deciding on your minimum acceptable hourly income. Be sure to consider the 
time that is spent actually providing the service + any needed prep time or “lost” time 
that you’ll spend on the work that won’t go onto an invoice. 

 
❏ Determine your minimum accepted hourly income. Should be at least what you make 

per hour in your day job, and probably more. Since you’ll be working on the project in 
your spare time, the income you earn needs to be worth the leisure time you’ll be giving 
up. 

 
Follow these pricing pointers to the bank:  
 

❏ Design your hustle with recurring revenue in mind. 
 

❏ Consider offering pricing tiers, where customers can pay more to get more. 
 

❏ Don’t be too clever—leave the gimmicks to the home shopping networks. 
 

❏ Don’t stray too far from market prices. 
 
 

❏ DAY 13: Create a Side Hustle Shopping List 
 
Your hustle will require specific tools, resources, and deliverables. Learn to find, gather, or 
create everything you’ll need to bring your offer into the world. 
 

❏ Build Your Website. A website is essentially an online home— and you 
probably don’t want to be homeless. 

 
❏ Hosting—where the website lives 

 
❏ Content Management System—Wordpress, Squarespace, etc. 

 
❏ Social Media Profiles. Don’t worry about trying to be everywhere in the social 

media universe at once. Pick one or two networks and spend your time on those. 
 

❏ Scheduling Tools. This is especially important for coaches, consultants, or 
anyone who makes time-based commitments that involve other people. 

 
❏ Determine a Workflow. Create a detailed sales or service process, or an on 

boarding campaign for your new customers. 
 
 
 
 
 



 
 
 

❏ Acquire a Payment System. This could include a shopping cart on your website, 
a PayPal account, an invoicing system, or any of the number of options you’ll 
learn about in tomorrow’s lesson. 

 
Time to Test the Recipe 
A recipe is only as good as the finished product you take out of the oven. So as you craft yours, 
the answers to two questions should be at the front of your attention. 
 

● What will people experience after purchasing your offer? 
 
Answer: _____________________________________________________ 
____________________________________________________________ 
____________________________________________________________. 
 

● What needs to happen for you to deliver that experience to them? 
 

Answer: _____________________________________________________ 
____________________________________________________________ 
____________________________________________________________. 

 
 

❏ DAY 14:  Set Up a Way to Get Paid 
 
You’ve got a lot more than just an idea now—you’re well under way to a real-life side hustle. 
Before proceeding, make sure you’ve also got a real-life way to get paid for it. 
 
Make decisions about payments. 
 

❏ Settle on a simple payment system (e.g. - PayPal, Shopify, Stripe, etc.) 
 

❏ Decide on the payment options you will accept (e.g. - credit card, check, bank 
transfer, etc.) 

 
❏ Decide on how you’ll prepare and submit invoices if you’re planning on invoicing 

 
❏ If invoicing, decide on a time frame and process for clients who don’t pay 

promptly (for example: plan to send a follow-up email on the second day of their 
being late, then make a phone call if you still haven’t been paid by the fifth day) 

 
❏ Decide on a payment schedule (e.g. - Payment in full prior to beginning work, 

partial payment prior to beginning work—the rest at completion, or payment in 
full when the work is completed) 

 
 
 
 
 



 
 
 
Create simple contracts. 
A very basic contract should specify what you’ll do, how much you’ll be paid, and when you’ll 
get paid. When in doubt, write it out like this: 
 

● What will you do? 
 

Answer: _____________________________________________________ 
____________________________________________________________. 
 

● How much will you be paid? 
 

Answer: _____________________________________________________ 
____________________________________________________________. 
 

● When will you get paid? 
 

Answer: _____________________________________________________ 
____________________________________________________________. 

 
 

❏ DAY 15: Design Your First Workflow 
 
You’re almost to launch week. By listing out your next steps in an ordered fashion, you’ll prevent 
mishaps and feel more confident. 
 
Create an Email List Sign-up Workflow 
 

❏ Decide on an email list service and set up an account. 
 

❏ Add the code provided by the email list service to at least one page on the 
website. 

 
❏ Write an interesting call-to-action that encourages readers to join the list. 

 
❏ Write a welcome message that goes to people who join the list. Let them know 

who you are and what they can expect from future mailings. 
 
Troubleshooting 
One way to troubleshoot any workflow is to test out the customer experience 
yourself—another is simply to ask: “What could go wrong?” To break that down a bit, other 
troubleshooting questions might include: 
 
 
 
 
 
 



 
 
 

● If your system relies on email communication, what if people don’t get the 
email? 

 
Answer: _____________________________________________________ 
____________________________________________________________. 

 
● If you’re shipping out a product, what happens if people enter the wrong 

shipping address or an item goes missing? 
 

Answer: _____________________________________________________ 
____________________________________________________________. 

 
● If you’re shipping out a product, what happens if people enter the wrong 

shipping address or an item goes missing? 
 
Answer: _____________________________________________________ 
____________________________________________________________. 

 
What else needs to happen? 
The examples in this day’s lesson should get you thinking about your own workflow, but since 
every hustle is different, you still need to create your own master list. These questions may 
help: 
 

● How will prospective customers or clients learn about your idea? 
 

Answer: _____________________________________________________ 
____________________________________________________________. 

 
● What will happen after someone purchases or signs up for whatever you’re 

offering? 
 

Answer: _____________________________________________________ 
____________________________________________________________. 

 
● What else needs to happen in order for your customer to pay for and receive 

your service or product? 
 

Answer: _____________________________________________________ 
____________________________________________________________. 
 

● How would you proceed if the book stopped here, but you still had to launch 
your hustle in the next twelve days? 

 
 
 
 
 



 
 
 
Answer: _____________________________________________________ 
____________________________________________________________. 

 
 

❏ DAY 16: Spend 10 Percent More Time on the Most Important Tasks 
 
Many new hustlers get caught up in mundane details. Avoid that trap from the beginning, and 
keep your focus on just two things. 
 
FOCUS AREA #1: Change Your Customer’s Life 
No matter what your hustle is, you should always focus on improving the experience for your 
customer. Methods for doing this could include: 
 

❏ Underpromise, overdeliver. Manage expectations but go above and beyond 
whenever possible. 

 
❏ Respond to unspoken needs. Sure, they hired you to complete a certain task— 

but is there something else they need that you could easily provide as well? 
 

❏ Highlight positive results. If you report back to customers in some way, show 
them how your service has benefited them. 

 
FOCUS AREA #2: Make More Money 
The second area of focus relates to you. There are lots of great reasons to have a side hustle, 
but never forget that money is one of them. Your hustle must be profitable! Ways to make 
more money could include: 
 

❏ Commit to a schedule of regular price increases. People understand that most 
businesses increase their price over time. 

 
❏ Pursue incremental revenue. Once you’re making money, it’s not usually that 

difficult to make more. 
 

❏ Start a side hustle to your hustle! Guess what’s better than two streams of 
income? It starts with the number three. 

 
------------------------------------------------------------------------------------------------------------------------------- 
 

WEEK III RECAP! 
 

You’ve gone from idea generation to offer creation . . . and now it’s time to move to execution! 
Now that you have a solid offer to present your customers— along with a way to get paid for 
it— it’s time to move on to the step you’ve been waiting for: launch. 

 
 
 
 



 
 

 
❏ Create an idea that can easily transition to an offer so that people can pay you 

for them.  
 

❏ Use the cost-plus model to set your price. You want it to be low enough that you 
don’t turn away or lose customers, but high enough that you can still earn 
enough money to make the hustle worth your time. 

 
❏ Once your idea is more fully formed, create workflows and list every action your 

customer will need to go from discovery to purchase (then consider a few 
common scenarios to find solutions where something might go wrong). 

 
❏ Make it as easy as possible for customers to pay you. Always start with simple 

technology. You can upgrade later if the hustle takes off. 
 

❏ When you’re not sure how to spend your hustle time, focus at least 10 percent 
more of your time on two things: change people’s lives, and make more money. 

 
------------------------------------------------------------------------------------------------------------------------------- 
 
 

WEEK IV: Launch Your Idea to the Right People 
 

After careful planning, you’re all set to take your offer into the world. The time is now! Learn                  
everything you need to know about marketing, testing, and showing up to the battlefield in a                
tank. 
 

❏ DAY 17: Publish Your Offer! 
 
When’s the best time to get your offer out in the world and see what happens? Usually before 
you feel totally confident.  
 

❏ The best time to start was yesterday. Start your hustle before you feel 
completely ready. Why start sooner rather than later? The first is proof of 
concept, the second, perfectionists do not make for good hustlers. 

 
❏ Create a Facebook page before making a website. Why do this before making a 

website? Well, first, it’s incredibly easy— might as well knock it off the list. 
 

❏ Launch in Beta. Here’s a trick—go ahead and publish your offer, but add the 
label “beta” to it. Doing so will allow you to continue working on it while also 
getting real feedback, and hopefully some sales as well. 

 
 
 
 
 



 
 
 

❏ DAY 18: Sell Like a Girl Scout 
 
Even with a great product or service, and a great offer to make your pitch, magic money doesn’t 
usually fall from the sky. Channel your inner Girl Scout and make some sales! 
 
Lead with benefits, back them up with features. 
So as you begin working to spread the word about your offer, you want to make sure that in all 
your communication, you’re letting people know just how great your product or service is. 
 

At the end of this course, users will_____________________________________ 
_________________________________________________________________. 
 
By buying this widget, customers will ___________________________________ 
_________________________________________________________________. 
 
I will improve my clients’ lives by _______________________________________ 
_________________________________________________________________. 

 
 

❏ DAY 19: Ask Ten People For Help 
 
No man is an island, and few side hustles thrive without the help of friends and supporters. As 
you begin hustling, don’t hesitate to ask friends, family, and maybe even your mail carrier to 
join your cause. 
 
Don’t “Spray and Pray.” Instead, be Specific. 
Based on my experiences, here’s some subjective advice for asking for favors in a way that will 
get you the answer you want: 
 

❏ Think long and hard about your ten people.  
 

❏ Make your list, then write or call each person to tell them about your project. 
 

❏ Ask for one specific thing, not a shopping list. Additionally, make sure that one 
thing is something the person is actually able and well positioned to do. 

 
❏ Explain one thing about yourself and something about why and how your hustle 

will help people. 
 
 

Person #1: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
 
 
 
 
 



 
 
 
Person #2: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
Person #3: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
Person #4: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
Person #5: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
Person #6: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
Person #7: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
Person #8: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
Person #9: _____________________ What they can do: __________________________ 
________________________________________________________________________ 
Person #10: _____________________ What they can do: _________________________ 
________________________________________________________________________ 

 
 
Important things to keep in mind: 1) Don’t overdo the flattery. Feel free to say something nice 
about the person when explaining why you’ve come to them for help, but no need to go on and 
on. 2) Gently follow up if you don’t hear back— but only once, and not right away. Give people 
at least a few days to respond. 3) Don’t expect everyone to say yes, and be gracious no matter 
the response. 
 
Try your hand at writing your introduction letter below: 
 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
 
 
 



 
 
 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
 

❏ DAY 20: Test, Test, and Test Again 
 
When you’re beginning a new hustle, you don’t usually know which approach will be the most 
effective. To find out, try different things and keep a record of results. 
 
Don’t test the color of your order buttons. 
A lot of people get sidetracked by testing tiny stuff. You just need to test the things that matter 
most. Start with the big stuff! Here are the big three: 
 

❏ Test your product or service (what you offer) 
 

❏ Test your offer (how you present it) 
 

❏ Test your price (how much it costs) 
 
Additional Testing Opportunities: 
 

❏ Long vs short copy on your sales page 
 

❏ Word order, especially in headlines and calls to action 
 

❏ Website navigation and user experience 
 

❏ Free trial vs low- priced trial (or vs no trial) 
 

❏ Testimonials from happy customers vs experts’ ratings or reviews (These are two 
different forms of “social proof,” an important factor in many purchasing 
decisions.) 

 
❏ Hard sell vs soft sell (or both) 

 
 
 



 
 
 

❏ DAY 21: Burn Down the Furniture Store  
 
There’s a very good reason why most of us will go out of our way to buy something that’s on 
sale. Master the benefits of deals, discounts, and special offers—then put them to work for you. 
 
The Psychology of Scarcity and Urgency 
Generally speaking, the more you can introduce these factors in your marketing— without 
being dishonest—the more successful you’ll be. 
 

❏ Introduce scarcity and a sense of urgency to your marketing techniques using 
common deal language. (See pg. 193 for examples) 

 
Guidelines, Tips, and Tricks for Your First Sale 
Special offers are more of an art than a science, but a few simple guidelines may help. 
 

❏ Announce your sale in advance. Don’t just show up with a sale; let people know 
that it’s coming. 

 
❏ Make your sale accessible. Don’t make your customers jump through a bunch of 

hoops to take advantage of the deal. 
 

❏ Create the sale with substantial savings. Make sure that it’s something your 
customers can get excited about! 

 
❏ Test your systems (order form, shopping cart, etc.)to make sure everything 

reflects the right info. Before you send a flood of interested prospects to your 
online home (or retail location), make sure everything is consistent and works as 
it should! 

 
❏ Create a clear end time for your sale. A brief grace period is fine, but for the 

most part you should hold fast to your principles. By doing so, they’ll be much 
more likely to pay attention and not miss out the next time. 

 
 

❏ DAY 22: Frame Your First Dollar 
 
Take time to celebrate your initial achievements. There’s more work to be done, but small 
victories can be disproportionately satisfying. 
 

❏ Frame your first dollar!  
 

❏ Celebrate victories—no matter how small they may be. 
 
 
 
 
 



 
 

------------------------------------------------------------------------------------------------------------------------------- 
 

WEEK IV RECAP! 
 

Your offer is out in the world! There’s more to be done, but there’s also much to celebrate. 
 

❏ Start before you’re ready and look for “proof of concept.” 
 

❏ “Sell like a Girl Scout”— if you’ve correctly identified your ideal customer, 
remember that they’re looking for you, not just the other way around. Don’t be 
afraid to get creative in reaching them with your message. 

 
❏ Testing is boring in the way that making a lot of money is boring. Set up at least 

one A/B test to see how you can improve your offer. 
 

❏ Use deals and promotions to encourage action. Show up with a tank! 
 
------------------------------------------------------------------------------------------------------------------------------- 
 

WEEK V: Regroup & Refine 
 

Your hustle is out in the world! Congratulations—now let’s see what you can do to raise the                 
game. 
 

❏ DAY 23: Track Your Progress and Decide on Next Steps 
 
As you learn more about the response to your hustle, take note of the most crucial 
metrics—then take action on what you learn. 
 
Measure your original idea: Is it working? 
You must objectively evaluate your hustle, and be honest with yourself about whether it’s 
actually making money or not.  
 

❏ Evaluate your side hustle so far and ask yourself—is it working? (See Outcomes 1, 
2, & 3 on pgs 209-210) 

 
Answer: _________________________________________ 

 
● What is your profit (income minus expenses) so far?  

 
Answer: $_________ 

 
 
 
 
 
 



 
 

● What kind of growth (# of new prospects, customers, or clients) are you 
experiencing? 

 
Answer: ____________________________________ 

 
● How many hours per week do you spend starting and operating the 

project? 
 
Answer: ____________________________________ 

 
 

❏ DAY 24:  Grow What Works, Let Go of What Doesn’t 
 
As your hustle grows, there are countless options to expand. Don’t get distracted—identify 
what’s working and do more of that. 
 
Find the winners and focus on them. 
After you’ve reviewed your initial results and made some decisions about your next steps, you 
need to get back to work. What you do at this juncture can make a huge difference in the long- 
term success of your hustle. 
 

● Based on what you learned, what will you adjust and how will you improve? 
 

Answer: ___________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
 

Audit your Side Hustle. 
Every month or two, take a step back and have a conversation with yourself. Ask yourself 
specific, open-ended questions about how things are going. These might help: 
 

● What’s working well with this hustle, and how can I develop that (or those 
things) further? 

 
Answer: ___________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 

 
● Is there anything about this hustle that I could automate or outsource? 

 
Answer: ___________________________________________________________ 
__________________________________________________________________ 
 

 
 
 
 



 
 
 

__________________________________________________________________ 
__________________________________________________________________ 

 
● What could I do to make more money without spending a great deal more time? 

 
Answer: ___________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
 

 
● Could I increase the price of the offer(s) associated with this hustle? 

 
Answer: ___________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 

 
After conducting your audit, set goals based on what you’ve learned. 
 

Goal #1: ___________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
 
Goal #2: ___________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
 
 
Goal #3: ___________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
 

 

❏ DAY 25:  Look for Money Lying Under a Rock 
 
If everything’s going well, consider adding another version of it to better serve your customers. 
After all, if you saw a million dollars on the side of the road, wouldn’t you pick it up? 
 
Let’s turn over some rocks! 
The easiest way to turn over a rock and sell more to your current customers is to “remix” your 
offer. Here are some easy ways to do this: 
 
 
 
 
 



 
 
 

❏ Add an additional version of what you’re already doing. Maybe it’s a premium 
version, a “next- level” version, a Volume II— or something else entirely. 

 
❏ Give people more choices (sort of). When you remix your offer, you’re also 

providing a choice of options. This can be good or bad. Too much choice and the 
customer feels confused and overwhelmed. Some choice, however, is usually 
smart. 

 
 

❏ DAY 26: Get it Out of Your Head 
 
Every hustle has key systems. Yours are probably stored in your head—and that’s not always 
wise. To make significant improvements (and save more time) as you expand your hustle, 
systemize wherever you can. 
 

❏ Write down everything you do. Documenting your processes gets you out of the 
mundane details of the day to day. It keeps you from management by inbox. It 
makes life easier, and it also tends to make you more money. 

 
❏ Make workflows for your repeat processes. The two most important workflows 

for most hustles are sales and service. Basically, you want to document how you 
sell to people and how they receive what they purchase. 

 
Take a moment to jot down an automation below: 
 

 
 
Onboarding 
Another important workflow is focused entirely on welcoming and orienting new customers. 
This is called onboarding, and it’s all about helping your buyers become familiar with whatever 
they’ve just paid for. There are many different formats for an onboarding email series. Yours 
could look something like this: 
 

● Message #1, sent right after purchase: “Welcome, new customer!” 
 

Message #1: _______________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
 
 
 
 



 
 
 

● Message #2, sent the next day: “Watch this video to learn the most important 
elements of your new service.”  

 
Message #2: _______________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 

 
● Message #3, sent three days later: “These advanced features will make your life 

easier.” 
  

Message #3: _______________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 

 
● Message #4, sent a week later: “Hey, just checking in. Is everything working for 

you, and do you have any questions?” 
 

Message #4: _______________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 

 
 
Download a few tools to improve your hustle. 
Hustles that turn into thriving small businesses eventually need a few specific tools. You may 
not need all these things in the beginning, but it’s good to familiarize yourself with what they 
are, so that you’ll know what to look for when the time comes. 
 

● Contact Management. Commonly known as CRM, for customer relationship 
management, this software helps you keep tabs on lots of different people. 
Examples: HubSpot, Salesforce, Microsoft Dynamics 

 
● Project Management. If you end up working with a designer, web developer, 

assistant, or anyone else, it’s great to have a shared, online workspace where 
you can monitor the status of different tasks. 
Examples: Trello, Asana, Basecamp 

 
 
 
 
 



 
 

● Bookkeeping. At first, you’ll probably do this yourself— but whether you end up 
getting help or just continue on the DIY model, you’ll need to track expenses and 
income. 
Examples: Wave Accounting, FreshBooks, QuickBooks 

 
● Password Recorder. We all know that you shouldn’t use the same password 

more than once, or at least not for everything, but these days you practically 
need a login to turn the coffee maker on in the morning. 
Examples: LastPass, RoboForm, Dashlane 

 
 

❏ DAY 27: Back to the Future 
 
You’ve come to the end of the road . . . or is it the beginning? Decide whether to part ways with 
your first idea and try something else, keep growing it, or simply turn it into an ongoing source 
of income. 
 
What’s next? You decide. 
If you’ve followed the side hustle plan from the beginning of this book, look back at what 
you’ve made and decide what happens next.  
 

❏ Side hustles are not “one size fits all”—figure out if it’s something you want to 
pursue. 

 
❏ Whether you answer yes or no to the question above, determine what is next for 

you. 
 

❏ Take steps that will help you move forward whether that means starting over 
with a new side hustle, making revisions to your current side hustle, or taking 
your side hustle to the next level. 

 
------------------------------------------------------------------------------------------------------------------------------- 
 

WEEK V RECAP! 
 

The book is almost over, but the chapter that features you is just beginning. Once you start 
hustling, this way of life will be with you for a long time. Continue to learn, experiment, and 
improve. The next steps are yours! 

 
❏ Don’t worry about tracking everything, but do choose two or three metrics to 

keep an eye on. 
 

❏ Audit your hustle to see where you can make more money, save time, or both. 
 
------------------------------------------------------------------------------------------------------------------------------- 


