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A Note to the Reader

This book begins with a simple idea: useful work has value. ChatGPT can
help you organize information, explore ideas, and prepare drafts.
Turning that help into income requires something more: a customer with
a real problem, a clear offer, careful delivery, and the willingness to keep

improving.

The word “secret” in this book means a practical lesson that beginners

often overlook. It does not mean a hidden button that produces money.
No prompt can guarantee clients, sales, or profit. You may earn little or
nothing, especially while learning. Every price and earnings calculation
in these pages is an illustrative planning example, not a market average

or a prediction.

You do not need to start with a complicated company. You can begin by
improving one page of a website, turning one approved recording into
useful written material, or helping a business document one routine

task. The aim is to become dependable at something a customer values.
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This is an independently created guide. It is not affiliated with or
endorsed by OpenAl or the seller of any reference book. ChatGPT is an
OpenAl product. Features, availability, terms, and subscription costs can
change; check current official information before making commitments.
The cover and manuscript were developed with generative Al and

require the publisher’s final editorial review before commercial release.

Use this book as a working companion. Keep a notebook. Write down
your decisions. Try the small exercises before buying more tools. Most of

all, measure what happens when real customers see your offer.

StargateDPN

Published by StargateDPN Publishing

Stargate Digital Productions Network

First edition October 2026
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1. The First Secret: Sell a Result

Imagine two people approaching a local business owner. The first says, “I
use ChatGPT to write things.” The second says, “I can help visitors
understand your services and request an estimate by rewriting your
home page around the questions customers actually ask.” The second

person has described a reason to buy.

Customers generally do not buy your typing speed. They buy a useful
deliverable, a saved headache, or a better way to get something done.
ChatGPT belongs inside your production process. Your offer belongs in

the customer’s language.

Consider a fictional gutter-cleaning company, Clearview Gutters. Its
website says, “Quality solutions for all your needs.” The owner receives
calls asking whether the company serves nearby towns and whether
customers must be home during service. A useful project might clarify
the service area, explain the booking process, and add an accurate

frequently asked questions section. You cannot promise that these
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changes will produce sales. You can promise to deliver those agreed

improvements and check that they work.

Start with the work you can responsibly review. If you know home
services, you may recognize unclear service descriptions. If you have
administrative experience, you may understand forms and procedures.
If you enjoy teaching, you may be good at turning a difficult task into a
beginner’s guide. Familiarity helps you spot errors that a fluent AI draft

can conceal.

Avoid presenting yourself as an expert in subjects you cannot evaluate. A
polished answer can still contain false information. A beginner should
not sell medical, legal, tax, or investment advice simply because a tool
can produce convincing paragraphs about those subjects. Choose work

whose accuracy you can check and whose boundaries you can explain.

There are three assets worth building: a useful skill, a repeatable process,
and evidence of completed work. A collection of prompts is helpful only

when these assets support it. Your first goal is therefore modest: create
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one strong sample and learn whether a specific customer wants a similar

result.

Try this today: finish the sentence, “I help [specific customer] complete
[specific task] by delivering [specific item].” Remove words such as
revolutionary and unlimited. If the sentence still makes sense, you are

getting closer to an offer.

The secret: a clear customer result gives your use of ChatGPT a

commercial purpose.
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2. Find a Problem People Will Pay to Solve

An idea becomes a business opportunity when someone cares enough to
spend money, time, or attention on it. Begin with a narrow audience you
can reach. “All businesses” is too broad for an inexpensive first
experiment. “Independent cleaning companies with confusing service

pages” gives you something concrete to investigate.

Make a list of ten businesses or professionals in one group. Use public
information and your own relationships. Look for observable friction:
repeated questions, outdated descriptions, scattered instructions, or
valuable material that has never been organized. Do not assume a poor-
looking website means the owner wants a redesign. Their actual priority

may be hiring, scheduling, or collecting late payments.

Ask for short conversations. Explain that you are learning about a
problem, rather than disguising a sales pitch as research. Five
conversations will not prove a market exists, but they can reveal

whether your assumptions are wrong before you build a large product.
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Useful questions include: “Which questions do customers ask
repeatedly?” “What task keeps getting postponed?” “How do you handle
it now?” “What happens when it is not done?” and “Who decides
whether to spend money fixing it?” Ask for a recent example. Specific

stories are more informative than polite praise for your idea.

Listen for a combination of urgency, access, and fit. Urgency means the
problem matters now. Access means you can reach the decision-maker
and obtain the necessary information. Fit means you can deliver a useful
improvement with the skills and time available. A problem can be real

without being a good first business for you.

Now create a small paid pilot. For Clearview Gutters, the pilot could be a
home-page rewrite and five verified answers to common questions. It
should have a defined deliverable, a price, a deadline, and a limited
revision round. A customer’s willingness to pay for a small result is
stronger evidence than a survey response saying they might buy

someday.
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If several people decline, investigate the reason. Perhaps the result is
unclear, the timing is poor, the decision-maker is different, or the work is
not valuable enough. Do not automatically cut your price. Ask what
would make the project useful and compare their answer with what you

can deliver.

Keep a simple demand log: audience, problem, current workaround,
consequences, buyer, and next step. Record what people actually said. Do
not let ChatGPT invent interview responses or replace missing evidence

with imaginary customer enthusiasm.

The secret: conversations reduce the cost of being wrong.
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3. Build a Useful ChatGPT Workflow

Good instructions give an Al tool a job it can complete and a standard
you can check. OpenATI’'s prompting guidance emphasizes clear goals,
relevant context, and iteration. In practice, a useful brief names the task,
supplies approved information, describes the reader, and specifies the

desired output. You do not need a magical phrase.

Here is an original working example: “Help me draft a home page for a
gutter-cleaning company. Use only the facts below. The audience is
homeowners in the listed towns. Deliver a headline, a short introduction,
three service descriptions, five frequently asked questions, and one
request-an-estimate call to action. Mark missing facts as [OWNER TO
CONFIRM]. Do not invent reviews, qualifications, prices, guarantees, or

service areas.” Then provide the approved facts.

Separate the job into stages. First ask for an outline or a list of missing
information. Next review that structure. Then request a draft. Finally

perform your own accuracy and usability checks. A smaller task is easier
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to inspect than an instruction to create an entire business in one

response.

Maintain a source sheet. For each important claim, record where it came
from and who approved it. A service area may come from the owner. A
product specification may come from the manufacturer. A refund policy
may come from the business’s current written terms. If you cannot

identify the source, do not quietly turn the claim into a fact.

Treat uncertainty as useful information. If an output says a company has
twenty years of experience, ask where that number came from. If you
did not supply it and cannot verify it, remove it. Asking the same tool
whether its answer is correct is not an independent fact-check. Inspect

the original source or consult the responsible person.

Use a three-pass edit. In the first pass, check factual accuracy. In the
second, check usefulness: does the reader know what to do? In the third,
check voice and readability. Read important passages aloud. Replace
vague phrases with concrete actions. Keep approved terminology

consistent.
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Protect client information. Ask permission before using a client’s
material in an AI workflow. Minimize what you share, remove
unnecessary personal details, and review the settings and terms for the
account and tools you use. Do not assume that a subscription
automatically makes every kind of confidential information appropriate

to upload.

Create a final delivery folder with the approved brief, draft, source sheet,
and final version. This simple habit makes revisions easier and helps you

explain your decisions professionally.

The secret: a reliable process matters more than an impressive first draft.
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4. The Website Improvement Business

Many small websites have a practical weakness: a visitor cannot quickly
tell who the business serves, what happens next, or how to ask for help.
You can build a focused service around improving that clarity. Begin
with copy and basic usability if those are the skills you can confidently

provide.

Review the site as a first-time customer. On a phone, can you read the
main message? Is the service area visible? Does the contact button work?
Is the form short enough to finish? Does a confirmation explain the next
step? Record observed problems, separating them from guesses about

sales performance.

For Clearview Gutters, a sample project might include a rewritten home
page, one service page, five owner-approved answers, and revised form
confirmation text. State whether your fee includes publishing the
changes. Writing copy and changing a live website are different

responsibilities. If implementation is included, obtain access through the
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owner’s preferred secure method, make a backup where appropriate,

and agree on a rollback plan.

A weak introduction says, “We provide exceptional solutions with
customer satisfaction.” A clearer version might say, “Gutter cleaning for
homes in Brookdale and Pine Hill. Request an estimate online and tell us
your address, number of stories, and preferred timing.” These locations

and details are fictional; real copy must reflect the actual business.

Use ChatGPT to propose alternative wording based on approved facts.
Ask it to identify unanswered customer questions. Do not use it to
fabricate a business history, make up testimonials, or claim a license that
nobody has checked. A confident claim can create a serious problem

even when it makes the page sound better.

An illustrative pilot price could be $350 for a tightly defined copy
package with one revision round. That is a test price, not evidence of
what customers generally pay. Record the hours spent researching,

speaking with the owner, drafting, revising, and delivering. If the project
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takes twelve hours, your economics differ substantially from a four-hour

estimate.

Measure what you can. With permission, establish a baseline for
relevant activity, such as completed estimate requests over a defined
period. Compare similar time periods and note other changes, including
advertising, seasonality, and traffic. An increase after a rewrite does not
prove the rewrite caused it. Early projects can still be valuable without a

dramatic case study.

Before delivery, check every link and form you changed. Read the page
on a phone. Confirm contact information with the owner. Ensure the
owner can edit the final material and knows which items still need

approval.

A complete pilot you can try
Here is a practical three-day project for a beginner who can write
clearly. All businesses, prices, and results in this example are fictional.

The goal is a finished deliverable, not a promised sale.
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Day one begins with a 20-minute owner interview. Ask which service is
most important, which locations are served, how estimates are handled,
and what customers repeatedly misunderstand. Request the current page
text and written approval of the answers. Put each fact in a source sheet.

If the owner cannot confirm a fact, leave it out of the public draft.

Use this brief: “Draft a 500-word home page using these approved facts.
The company cleans residential gutters in Brookdale and Pine Hill.
Customers request an estimate using an online form. Scheduling follows
confirmation by the office. The owner has approved no claims about
same-day service, insurance, guarantees, or pricing. Provide a headline,
introduction, three useful sections, and a request-an-estimate button

label. Mark unresolved questions. Use plain language.”

A possible draft opening is: “Gutter cleaning for Brookdale and Pine Hill
homeowners. Tell us about your home and request an estimate. Our
office will confirm the details and discuss scheduling.” Before using it,

the real owner must approve the locations and process. Notice what
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makes the passage useful: a visitor can identify the service, determine

whether the location fits, and understand the next step.

Day two is editing and testing. Compare each claim with the approved
source sheet. Remove repetitive language. Read the copy on a phone. Ask
someone unfamiliar with the business to answer three questions after
reading: What is offered? Where is it offered? What should I do next?
Record confusion and revise. Test the form only with the owner’s

permission, using clearly labeled test information.

Day three is delivery. Send an editable document containing the copy,
button text, five approved answers, and a list of unresolved items.
Include a separate implementation note showing where each section
belongs. Ask the owner for one consolidated revision response. Do not
call the project complete while important placeholders remain in

material intended for publication.

An illustrative $350 quote might allow one interview, one page of up to
500 words, five answers, and one revision round. It could exclude

website access and publishing. Suppose selling and administration take
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two hours, discovery takes one, drafting and fact-checking take two, and
revisions and delivery take one. Six total hours with $20 of direct
expenses leave $330, or $55 per hour before overhead, tax, and
compensation arrangements. If the work takes ten hours, the same
amount becomes $33 per hour. Neither scenario predicts demand; both

help you decide whether the package is sustainable.

The less obvious secret is to sell a small complete improvement. A
beginner often offers “anything with Al,” forcing the buyer to design the
project. A defined pilot makes the purchase easier to understand and the

work easier to price.

The secret: make a website easier for a real person to understand and use.
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5. Turn Existing Knowledge into Content

Business owners often have useful material already: a recorded
workshop, a sales presentation, a demonstration, or a set of answers they
repeat every week. Repurposing that approved material can be more

useful than producing generic posts from scratch.

A focused offer could turn one customer-owned thirty-minute recording
into a short article, a newsletter draft, and four social posts. The package
should specify the source length, deliverables, revision allowance, and
whether scheduling or publishing is included. Keep the first version

small enough to finish well.

Begin by checking permission. Does the client own or have the right to
use the recording? Did a guest contribute material that needs approval?
Are customer names or private examples present? Resolve these

questions before uploading or republishing the content.

Prepare a transcript and compare important names, figures, and claims

against the recording. Transcription errors can become persuasive
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mistakes when rewritten. Ask ChatGPT to identify the main lesson,
audience questions, and possible article structures. Select an angle that

the source genuinely supports.

For a fictional garden center, a spring workshop might become an article
about preparing a small container garden. A newsletter can invite
readers to review the article. Social posts can each answer one question
from the workshop. Every format should offer a useful idea on its own,

rather than tease an answer that never arrives.

Preserve the speaker’s meaning. Do not turn “this may help in some
conditions” into “this always works.” Keep direct quotations exact and
verify their context. If you substantially rewrite someone’s words,

present the result as a paraphrase rather than a quotation.

A sample monthly test package might cost $450 for one approved source
and the listed deliverables. If a customer asks for daily posting, image
creation, comment replies, or ad management, quote those separately. A
small content package can expand into an unmanageable marketing

department when the boundaries are vague.
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Measure signals relevant to the customer’s goal. A newsletter intended to
generate workshop registrations needs a different scorecard from a
guide intended to reduce repeated support questions. Discuss useful
actions, qualified inquiries, and customer feedback. Do not promise

reach, rankings, or sales you cannot control.

The secret: existing expertise becomes more valuable when you make it

easier to find and understand.
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6. Organize the Work Behind a Business

Not every profitable service needs a public audience. Many businesses
struggle with internal work: onboarding a new employee, answering
routine inquiries, preparing a proposal, or remembering the steps in a

recurring task. Clear documents can reduce confusion.

Choose one process with a responsible owner. Ask that person to walk
you through a real example. Record the trigger, required information,
decisions, handoffs, and definition of completion. ChatGPT can help
structure your notes, but it cannot know the actual process unless

someone supplies and verifies it.

For example, a small repair business might need a job-intake checklist.
The owner explains which contact details to collect, what photographs
are useful, when to escalate a request, and who schedules the visit. Your
deliverable could include a one-page checklist, an intake form draft, and

a short training example.
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Write instructions around actions. “Handle the customer professionally”
is vague. “Read back the service address and preferred contact number
before ending the call” tells someone what to do. Include exception rules:
if the caller describes an urgent hazard, follow the business’s approved

emergency procedure rather than improvising from an Al answer.

Test the document with a person who did not write it. Ask them to
complete a realistic sample task without coaching. Watch where they
stop, guess, or interpret a term differently. Revise those points. A

document that reads beautifully can still fail during use.

For proposals, create a consistent structure containing the customer
problem, scope, deliverables, assumptions, timing, price, and next step.
Let the business supply its approved commercial and legal terms. Do not
invent warranty language or rewrite a contract beyond your

competence.

An illustrative $500 process-documentation pilot might cover one

interview, one procedure, one checklist, and one revision after a test. If
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the business actually needs ten procedures, that is a different project.

Make the unit of work visible before quoting.

Keep sensitive records out of demonstration materials. Replace real
names, account numbers, and private business details with invented
placeholders. A portfolio can demonstrate your method without exposing

the client’s operations.

The secret: clarity inside a business can be as valuable as attractive

marketing outside it.
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7. Create Ebooks People Can Use

An ebook business begins with a specific reader and a practical promise.
“Everything about business” is difficult to evaluate. “A first-time craft
seller’s guide to writing product descriptions” gives the reader a

recognizable task and gives you an editorial boundary.

Choose a subject you understand or can research responsibly. Make a list
of the questions beginners ask and the mistakes they commonly make.
Interview knowledgeable people when useful, obtaining permission
before quoting them. Build the outline around a sequence of decisions

and actions rather than a pile of loosely related tips.

ChatGPT can help organize your material and draft passages, but the
publisher must shape, verify, and improve the work. Add original
examples, worked exercises, checklists, and explanations of tradeoffs. A
long manuscript is not automatically a useful book. Repetition and
unsupported claims should be removed even when they increase page

count.
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If another book inspires you, use it to understand the audience or
category. Do not copy its chapters, distinctive explanations, illustrations,
or cover composition. A sales listing does not provide permission to
reproduce the underlying book. Develop your own structure and obtain

appropriate rights for material you include.

A useful production sequence is outline, source research, draft, fact-
check, structural edit, copyedit, layout, cover, and final proof. Read the
exported file on a phone and a larger screen. Check that chapter titles
match the contents page, links work, and worksheets are readable. For

print, order a proof before treating the layout as finished.

Consider a small original guide sold for $19. That price is only a test
assumption. If a platform and payment process together cost $2 on a sale,
the remaining $17 is still not profit: you must account for promotion,
refunds, production, customer support, and your time. A low-priced
product can become expensive to sell when each buyer requires

substantial help.
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Provide a clear product page: who the book is for, what it covers, what
format buyers receive, and any important limits. Offer a sample chapter.
Explain refund terms accurately. Do not manufacture reviews, pretend
an Al-generated author has credentials, or promise outcomes that

ordinary readers cannot reasonably expect.

Before using a publishing platform, check its current rules. Amazon
KDP’s current content guidelines require disclosure to KDP of Al-
generated text, images, or translations, including content later
substantially edited. The platform distinguishes Al-generated from Al-
assisted work. Check the policy again at publication and answer its

questions truthfully.

The secret: readers pay for a useful learning experience, not merely access

to generated text.
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8. Price for Profit, Not Just Activity

Pricing begins with scope and economics. You need to know what you
are selling, how long it takes, what it costs, and what the customer

values. No universal price fits every beginner, location, or service.

Hourly pricing can work when the task is uncertain and the customer
accepts a time budget. Fixed project pricing can work when the
deliverable and boundaries are clear. A monthly retainer can work when
recurring work is predictable. A digital product can have a fixed
purchase price or a bundle price. Avoid subscriptions whose main
purpose is to charge repeatedly for something that provides no

continuing value.

Suppose you sell a copy project for $600. Payment processing costs $18
and another direct project expense is $22. That leaves $560 before
general overhead, taxes, and compensation for your labor. If you spend
fourteen total hours on selling, meetings, research, writing, revisions,
and administration, the amount available per hour is $40 before those
remaining costs.

The Secrets of Everything 30



Now suppose you counted only seven writing hours. You might tell
yourself the project earned $80 per hour. The calculation is
arithmetically correct for writing time alone but misleading as a picture
of the business. Include all the work required to win and complete the

project.

A capacity example makes the same point. Four $600 projects produce
$2,400 in revenue. Using the same direct costs, $2,240 remains before
overhead, tax, and labor compensation. At fourteen hours each, the
projects require fifty-six hours. This is a planning scenario, not a promise

that four customers will appear or that every project will fit the estimate.

For a fixed quote, define what changes the price: extra pages, new
interviews, a different audience, additional revision rounds, or
implementation work. Write these conditions clearly. Ask the customer
to approve added work before doing it. A modest project can become

unprofitable when every new request is silently included.

Discount deliberately. A paid pilot can cost less because the scope is

smaller, not because you are promising unlimited work at a bargain. If
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you offer a temporary discount, state its reason and end date honestly.

Avoid fake crossed-out prices that nobody has ever paid.

Keep a monthly record of revenue collected, refunds, direct expenses,
software, marketing, and total hours. Set aside money for obligations
appropriate to your situation and seek qualified advice when needed.
Revenue is money coming in; it is not the amount you can safely spend

personally.

The secret: a profitable price must survive the full cost of delivering the

promise.
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9. Find Your First Customers

Your first customers are more likely to come from relevance and trust
than from a complicated advertising funnel. Start with people who can
understand your work and evaluate a small project. That might include
an existing professional network, a local business group, or a referral

from someone who has seen your sample.

Build one demonstration for a fictional business or a business that has
permitted you to use its material. Label it accurately. Show the original
problem, your proposed improvement, and your reasoning. A sample is
evidence of your thinking; it is not evidence of revenue results you have

never measured.

A respectful introduction can be short: “I help independent service
businesses make their websites easier to understand. I noticed your
service page does not explain which towns you cover. If useful, I can
send a short example of how that section could read.” Personalize the

observation and ask before investing in a large unpaid redesign.
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If the person responds, learn what matters to them. Ask about their
current process and priorities. Offer a small next step with a clear scope.
If they decline, respect the answer. Repeated automated messages can

damage the reputation you are trying to build.

Educational content can also attract attention. Publish a short
explanation of one recurring problem, such as the information an
estimate-request form should collect. Show your work and invite readers
to discuss a specific project. Choose a channel where your intended
buyers already pay attention; posting everywhere can consume the

hours you need for delivery.

Partnerships may be useful. A web designer might need an independent
copywriter. A photographer might know businesses updating their
websites. Agree on responsibilities and disclose referral compensation
when relevant. Do not represent yourself as part of another business

without permission.

Track acquisition costs from the beginning. Suppose an illustrative

campaign costs $120 in cash and produces two paying customers. Cash
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acquisition cost is $60 per customer. If you also spent six hours
prospecting and value that time at $30 per hour, the combined
acquisition cost is $150 per customer: $120 plus $180, divided by two.

State which definition you are using.

These figures are examples, not channel benchmarks. Your own cost
depends on your audience, offer, reputation, competition, and
measurement period. Compare channels using collected revenue and
contribution after delivery costs, rather than likes or raw inquiry counts.
If a channel produces no customers, report the spending and the zero

result; do not hide it inside an optimistic average.

The secret: consistent, relevant conversations create better evidence than

attention without buying intent.
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10. Run a Professional Client Project

A good sale is the beginning of the work. A professional project makes
responsibilities visible and reduces avoidable surprises. Before starting,
confirm the deliverable, price, payment schedule, timeline, client inputs,

revision allowance, and approval process in writing.

For a small project, a plain-language scope might say: “One home-page
draft of up to 800 words, five frequently asked questions, one thirty-
minute discovery call, and one revision round based on a single
consolidated response. Website publishing, new photography, legal
review, and additional pages are outside this scope.” Adjust the terms to
the actual project and use appropriate professional help for legal

agreements.

Ask for one decision-maker where possible. Several stakeholders can
contribute, but someone must reconcile conflicting feedback. Specify
when the clock starts: for example, after receipt of the agreed payment

and approved source material. If the client’s information arrives late,
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update the schedule rather than quietly promising the original date at

any cost.

Explain your Al use in a way the customer can understand. Describe
what the tool helps with and what you personally review. Agree on
whether client material may be processed with the tools you plan to use.
Do not imply every word is handwritten if a substantial Al workflow is

central to the work.

At kickoff, ask what a successful deliverable looks like and what must not
change. Gather current information. For a website, confirm services,
locations, contact details, credentials, and approval requirements. For
internal documents, confirm who owns the process and how exceptions

are handled.

Deliver a draft with a short note explaining the choices and identifying

unresolved questions. Ask for consolidated feedback by an agreed date.
Distinguish a correction from a change in direction. Fixing an error you
introduced should not be treated as a paid scope expansion; rewriting

the project for a newly chosen audience may be.
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Before final delivery, perform your checklist, confirm ownership and
permitted use of included assets, and provide editable files where
agreed. Explain how the client can maintain the material. Remove

unnecessary access when the project ends, following the client’s process.

Ask for honest feedback after the work is accepted. Request permission
before publishing the client’s name, materials, or comments. A
testimonial should reflect what the person actually said. A good
relationship is worth more than a dramatic claim assembled from

selective wording.

The secret: clear expectations are part of the service you sell.
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11. Build Repeat Business Without Overpromising

Recurring revenue can make planning easier, but it must correspond to
recurring value. A customer who needs one rewrite may not need a
monthly copy subscription. Find a real continuing task before offering a

retainer.

Examples include refreshing a changing service list, turning a monthly
workshop into approved content, or reviewing a fixed set of customer-
facing documents each quarter. Define the volume, turnaround time,
approval process, and limits. “Unlimited content” sounds attractive until

the customer expects more work than you can responsibly complete.

An illustrative $400 monthly maintenance package might include one
thirty-minute review call, updates to two short pages, and one newsletter
draft, using client-supplied facts. It should specify what happens to
unused capacity, whether implementation is included, and how the
arrangement can end. Those details matter more than a fancy package

name.
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Do not sell a retainer before understanding delivery time. Complete a
pilot, record the hours, and identify recurring needs. If the same kind of
work takes twice as long for one customer, investigate the cause. Poor
source material, many approvers, and frequent changes can make an

apparently identical package very different.

Create templates for your own process: discovery questions, draft
structure, quality checks, delivery notes, and invoices. Templates should
help you remember important steps. They should not erase the
differences between customers. A restaurant, a plumber, and a training

consultant need different information and language.

Decide how many customers you can support while leaving time for
sales, administration, learning, and unexpected problems. If each
account requires six hours a month, ten accounts require sixty hours
before those other responsibilities. Recurring work can become a trap

when the business sells every available hour in advance.

Use actual retention data when planning. A customer who pays for one

month has not demonstrated a year of loyalty. Track how long customers
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stay, why they leave, and whether the arrangement remains profitable.

Offer improvements based on those observations.

The secret: recurring income lasts when the recurring promise remains

useful and deliverable.
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12. Use Automation with Judgment

Automation can reduce repetitive work after a process is understood. It
can also repeat a mistake faster than a person can notice. Start with a
manual workflow that already produces acceptable results, then

automate the most predictable step.

A sensible first automation might create a draft project folder from an
approved intake form. Another might format an internal checklist. A
higher-risk action, such as publishing a claim on a client’s website or
sending a proposal, deserves an explicit review step before it leaves your

control.

Draw the process in plain words: input arrives, required fields are
checked, a draft is prepared, a person reviews it, approval is recorded,
and the approved version is delivered. Identify what happens when
information is missing. “Stop and request clarification” is often a better

exception rule than “guess and continue.”
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ChatGPT subscriptions, third-party automation services, and API usage
can have separate capabilities and charges. Check current official pricing
and tool documentation before building your offer around them. Do not
assume a customer’s subscription covers every external service or

integration.

Test with invented data first. Try a complete form, an incomplete form,
an unexpected request, and a duplicate submission. Confirm who
receives notifications and whether a retry can create duplicate messages
or charges. Keep records sufficient to investigate errors without

collecting unnecessary sensitive information.

Treat material from customers and websites as content to review, not as
authority to change the workflow. A document might contain
instructions that conflict with your process. Your system should not
grant a document permission to send messages, expose information, or

bypass an approval simply because its text asks for that action.

Keep an off switch and a manual alternative. Know how to pause the

workflow and who is responsible when it fails. If you lack the technical

The Secrets of Everything 43



skill to build reliable integrations, continue with a simpler process or
hire appropriate help. Selling a fragile automation as a dependable

business system can create expensive problems.

The secret: automate a checked process, while keeping important decisions

accountable to a person.
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13. Build an Honest Affiliate Program

An affiliate program allows independent promoters to earn
compensation when their referrals produce eligible sales. For an ebook
brand such as The Secrets of Everything, it can extend distribution. It
also creates obligations: tracking, clear terms, quality control, customer

support, and accurate payouts.

Begin with a product that readers value and a checkout process that
works. Confirm the purchase, file delivery, support address, refund
handling, and reporting before recruiting promoters. Affiliates cannot

repair a confusing offer or a disappointing book.

Define eligible sales and how commissions are calculated. For example, a
program might pay 30 percent of the product price collected after
discounts, excluding taxes, on eligible sales that remain after the stated
refund period. State how refunds, chargebacks, coupon codes, competing
referral links, and self-purchases are handled. Use a system whose

tracking rules you understand.
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Here is a simplified example with no sales tax or refunds. A $19 ebook
sale produces a $5.70 commission at 30 percent. If payment and platform
charges total $2, $11.30 remains before other expenses, production costs,
and your labor. This is contribution toward the business, not net profit. If
a customer receives a refund, the economics and commission treatment

must follow your written terms.

Recruit a few relevant partners first. A beginner’s photography guide
might fit an educator who teaches new photographers. A bowling guide
might fit an instructor with an audience interested in practice. Audience
fit is more useful than a large follower count with little interest in the

topic.

Provide an honest partner kit: a product summary, cover, sample pages,
approved descriptions, tracking instructions, support information, and
clear limits on claims. Require promoters to identify compensated
recommendations clearly and follow applicable advertising rules. Do not
supply fabricated success stories or suggest that buyers are guaranteed

to earn money.
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Pay for genuine customer purchases, not the mere recruitment of
additional promoters. Avoid making affiliates buy expensive packages to
qualify. The value should come from useful books sold to readers who

want them.

Review the program regularly. Watch for misleading claims, unusual
refund patterns, self-referrals, and support complaints. Stop problematic
promotion and correct inaccurate materials. You remain responsible for
the reputation of the brand even when someone else writes the sales

post.

The secret: a sound affiliate business rewards trusted recommendations of

a worthwhile product.
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14. Your First Thirty Days

Treat the first month as a learning experiment. The aim is to build a
sample, speak with real buyers, offer a manageable pilot, and learn from
the result. A thirty-day plan cannot guarantee a sale. It can prevent

weeks of preparation that never reach a customer.

Days 1-3: Choose one audience and one problem. Write your offer
sentence. List your relevant skills and gaps. Decide what work you can
review responsibly. Choose the smallest deliverable that would be useful

to someone in that audience.

Days 4-7: Arrange a few discovery conversations. Ask about recent
examples of the problem and the current workaround. Record what you
hear. Revise your offer based on evidence. If nobody sees the problem as

important, change the problem before polishing the branding.

Days 8-10: Create a sample using fictional or authorized material. Build
your source sheet and quality checklist. Ask a knowledgeable person to

review the sample. Correct it before showing it as evidence of your work.
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Days 11-14: Write a simple offer page or one-page proposal. Include the
result, deliverables, boundaries, test price, timing, and next step. Prepare
a basic agreement, invoice method, and delivery folder. Buy only tools

needed for the work you are actually offering.

Days 15-21: Have a small number of thoughtful sales conversations. For
planning, you might aim for ten relevant introductions during the week;
that is an activity target, not a conversion forecast. Track replies and

reasons for declining. Follow up respectfully when appropriate and stop

when asked.

Days 22-26: If a customer buys, deliver the pilot using your workflow
and time log. If nobody buys, review the evidence. Ask whether the
audience, problem, offer, price, trust, or timing needs adjustment.

Change one major variable at a time so you can learn what mattered.

Days 27-30: Review collected revenue, costs, hours, feedback, and
unresolved problems. Decide whether to repeat, revise, or stop the

experiment. Ask a satisfied customer for permission to describe the
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project and for an introduction if appropriate. Plan the next month

around what happened, rather than what you hoped would happen.

If you have only a few hours a week, extend the schedule. Protect the
quality of the work. A sustainable pace is more useful than an impressive

calendar you cannot follow.

The secret: small experiments turn uncertainty into information you can

use.
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15. A Practical Prompt Library

These original prompts are starting points. Replace the brackets with
approved information. Remove private details that are not necessary.
Review every result before sharing it. A prompt does not transfer

responsibility for accuracy to the tool.

Offer builder: “I can reliably do [skills]. I can reach [audience]. Their
observed problem is [evidence]. Suggest three small service offers. For
each, specify one deliverable, required inputs, scope exclusions, and a
way to test demand. Separate evidence from assumptions. Do not invent

customer research.”

Interview planner: “Help me learn how [audience] handles [task]. Write
eight neutral questions about recent behavior, current workarounds,
costs, and decision-making. Avoid leading questions that assume my

proposed service is desirable.”
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Missing-information check: “Review this project brief: [brief]. Identify
facts needed before drafting. Group them into essential questions and

optional improvements. Do not fill gaps with invented answers.”

Website reviewer: “Using the page text below, identify places where a
new customer may not understand the service, location, next step, or
limits. Quote the relevant phrase and explain the uncertainty. Do not

claim to have tested links, speed, accessibility, or analytics.”

Website copy draft: “Use only these approved facts: [facts]. Draft [page]
for [audience]. Include [sections]. Use plain language and one clear next
step. Mark unknowns [TO CONFIRM]. Do not invent reviews,

qualifications, guarantees, or prices.”

Source comparison: “Compare this draft with the source notes. List each
factual claim that lacks support or changes the source’s meaning. Provide
the relevant draft text and source passage. Treat your comparison as a

review aid, not proof of correctness.”

Content repurposing: “Use this authorized transcript to suggest one

article outline, one newsletter outline, and four standalone post ideas.
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Preserve qualifications and uncertainty. Identify transcript timestamps if
supplied. Do not create direct quotations that do not appear in the

source.”

Procedure organizer: “Turn these verified process notes into a numbered
procedure: [notes]. Include trigger, responsible role, inputs, steps,
exceptions, handoffs, and completion check. Mark missing decisions as

questions for the process owner.”

Scope draft: “Draft a plain-language project scope from these commercial
decisions: [details]. Include deliverables, exclusions, client inputs, timing
assumptions, revision allowance, and approval steps. Flag unresolved
terms. Do not present the result as legal advice or invent contract

protections.”

Pricing worksheet: “Build a planning worksheet for this offer: [scope].
Include selling time, delivery time, revisions, administration, direct
expenses, overhead allocation, and desired compensation. Show
assumptions separately. Use formulas and ask for missing numbers. Do

not invent market averages.”

The Secrets of Everything 53



Sales-message editor: “Edit this introduction for relevance and brevity:
[draft]. Retain only observations I have verified. Explain the customer
result clearly. Include a polite optional next step. Remove pressure,

fabricated familiarity, guarantees, and unsupported claims.”

Feedback organizer: “Group this approved customer feedback into
factual corrections, style preferences, scope changes, and questions.
Preserve the customer’s meaning. Identify conflicts requiring a decision.

Do not silently choose between contradictory instructions.”

Ebook outline: “The reader is [reader], starting at [level], and wants to
complete [task]. Using these original notes and verified sources, propose
a chapter sequence with one practical exercise per chapter. Identify
topics requiring additional research. Avoid padding and repeated

lessons.”

Risk review: “Review this deliverable for unsupported facts, private
information, unclear permissions, exaggerated promises, and

instructions a beginner could misunderstand. List concerns with

The Secrets of Everything 54



locations and suggested fixes. Do not certify legal compliance or factual

accuracy.”

Monthly review: “Using only this business log, summarize collected
revenue, expenses, total hours, acquisition activity, completed work, and
customer feedback. Show calculations. Separate observed results from
explanations that remain hypotheses. Suggest one small experiment for

next month.”

The secret: reusable prompts become valuable when you combine them

with approved inputs and careful review.
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16. Your Business Workbook

Use these pages to make decisions before adding more tools. Copy a
worksheet for each new offer or project. Blank answers are useful: they

show what you still need to learn.
Worksheet 1 — My first offer

My chosen customer is:

The problem I have actually observed is:

The consequence of leaving it unresolved is:

My specific deliverable is:

The information I need from the customer is:

The work I will not include is:

My evidence that someone wants this is:

The next conversation I need is:
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Worksheet 2 — My project economics

Proposed project price:

Direct project expenses:

Hours for sales and discovery:

Hours for production and review:

Hours for revisions and administration:

Total hours:

Price minus direct expenses:

That amount divided by total hours:

Overhead and obligations still to account for:

One assumption I need to test:
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Worksheet 3 — My customer conversation record

Date and business:

Person and decision-making role:

Recent example of the problem:

Current workaround:

Why it matters now, if it does:

Proposed next step:

Permission and follow-up preference:

What I learned that changed my offer:
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Worksheet 4 — My delivery checklist

The scope and payment terms are confirmed.

The client has approved the use of supplied material and tools.

Important factual claims have identifiable sources.

Unknowns are resolved or visibly marked.

Names, numbers, contact details, and links are checked.

The deliverable has been reviewed for clarity and usefulness.

Included assets have appropriate permissions.

The correct person has approved the final version.

Editable files and maintenance instructions are delivered as agreed.

Unneeded access and working material are handled appropriately.
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Worksheet 5— My monthly decision

Revenue actually collected:

Refunds and expenses:

Total hours worked:

Paying customers acquired:

Cash acquisition cost and time cost:

Most useful customer feedback:

What I will repeat:

What I will stop:

The single experiment I will run next:

The secret: a business becomes easier to improve when its assumptions

and results are written down.
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Sources and Publication Checklist

Research checked October 20, 2026. These sources support the limited

product and publishing-policy points identified in the text. The business
examples, prompts, fictional companies, test prices, and worksheets are
original illustrative material. They are not income evidence or industry

benchmarks.

OpenAl “Prompting.” Official learning guidance on clear goals, context,
and improving requests through iteration.

https://learn.chatgpt.com/docs/prompting

OpenAl, “ChatGPT Enterprise Prompting Guide.” Additional official
examples of defining tasks and reviewing outputs.
https://developers.openai.com/cookbook/examples/chatgpt/chatgpt_prom

pt_guide/chatgpt_prompt_guide

Amazon Kindle Direct Publishing, “Content Guidelines.” Consult the

current Al-generated content and intellectual-property sections before
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uploading a manuscript or cover.

https://kdp.amazon.com/en_US/help/topic/G200635600

Before selling this edition, complete a human editorial and factual
review; confirm rights to all included assets; verify platform
requirements and Al disclosures; test checkout, downloads, and support;
confirm author and imprint details; and proof the final ebook or print
file in its intended format. This large-print, double-spaced manuscript is
an editable reading edition. A retail EPUB or print edition may require a

separate layout and final platform checks.

Your final working note

Choose one useful problem. Speak with someone who has it. Offer a
manageable result. Deliver it carefully. Review the economics. Repeat
what earns trust and improves the customer’s situation. That is the

central secret behind building a business with ChatGPT.
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