


This is the ultimate guide for creators who want to grow from 
from 5 figures to 6 figures per year in revenue with their 
business. 

By the end of the book, you’ll have a map of where you are, 
where you’re going (six figures per year in revenue), and how to 
get there. 
 
Most importantly, you’ll know what to do next so that you can 
get started today. 

I’ve compressed everything I know about growing your one-
person business to $100k/year in revenue and will share it in 
this ebook.



Step 1.  

Create a no-brainer offer  

for one audience 

Problem: Too many creators try to be everything to 
everyone.  

Creators often either a) don’t define who their audience is, or b) 
have an audience that’s too big to realistically serve. Only 
massive companies like Apple and Google and Facebook and 
Netflix can say their business is “for everyone”.  

When you try to serve “everyone” as a creator, this leads to 
being nothing to no one, because people don’t see themselves as 
part of your audience. This leads to having no audience, no 
awareness, no traffic, and no revenue. 

Solution: Create a no-brainer offer for one specific 
audience. 

An offer is a statement of what people get in exchange for 
working with you, hiring you, or buying your product. 

The iPod: “1,000 songs in your pocket” 

Netflix: “Unlimited movies, TV shows, and more” 

Facebook: “Connect with friends and the world around you” 



Those are the most obvious examples. But what about creator 
offers? 

Justin Welsh: Build a diversified portfolio of internet income 

ConvertKit: Grow and monetize your audience 

Miss Excel: Have fun learning excel through online courses 

http://justinwelsh.me/
http://convertkit.com/
https://www.miss-excel.com/


A no-brainer offer is one where there is little to no friction when 
people hear your offer and becoming a customer or client.  

To create a no-brainer offer, you need to understand your 
audience better than they understand themselves. This means 
you need to speak their language, and understand the outcomes 
they desperately want, as well as how to achieve them. 

Start by defining the ideal audience you want to serve 
with your business. Focus on their desires, not their 
demographics. 

Age, income, location, etc. don’t matter as much as what they 
want, what they’ve tried in the past, and how badly they want 
it. 

Take these two audience definitions as an example: 

1. Men and women in their 20s and 30s who work in 
startups in San Francisco, New York, and Miami, are 
mainly on Twitter, and follow accounts like Tim Ferriss. 

2. Creators who want to grow their business from five- to six-
figures a year so that they can do their creative work full 
time.  



With option #1 - what’s an offer that you can create to sell to 
that audience? You have NO idea, because there’s nothing in 
that description that helps you know what to make for them. 

Yet, with definition #2, you probably can think of a dozen ways 
to serve that audience. A podcast that interviews people who 
have gone through that growth in their own business. A cohort-
based course teaching you how to do it step by step. A weekly 
curated newsletter with tips from people who have done it 
successfully. A book, coaching, consulting… the list goes on. 

Now that you have an idea for an offer, you need to take it one 
step further and make it a no-brainer offer. 

Making your offer a no-brainer 

No-brainer simply means that they would feel silly saying “no” 
when they hear your offer. It has a feeling of “too good to be 
true”. 

Anything that promises more time, more money, more status, 
more success is an offer. Selling that offer in exchange for an 
email address, or a few dollars, is what makes it a no-brainer, 
compared to charging $100, $1,000, or $10,000. 

For example, take a standard offer for an online course. Most 
cost $29-$150. 

How can you make it a no-brainer offer? Try to 10X the 
value. 

Many successful creators talk about how good their free stuff is, 
so that when you are presented with an offer to buy something 
from them, you’re already convinced at the value. 



Some recent no-brainer offers that I’ve signed up for or 
purchased: 

Kieran Drew’s Copywriting Crash Course 

Sam Parr’s Copywork Course 

Rob Fitzpatrick’s Write Useful Books 

Nick Grey’s 2-hour Coctail Party 

What made these purchases such no-brainers?  

Two things: 

1. The Offer - it was very clear what I would get by 
purchasing. 

2. The Context - many of these came to me as 
recommendations, or after I had been following someone 
for a while online, or from a search where I was trying to 
find a solution to a problem.  

You can control both of these things, the offer and the context, 
as you craft your offers and try to get them in front of your ideal 
customer.  

My most successful offer to date was producing an online 
course for creators for no up-front cost. That meant $5-30k+ 
worth of video production, for $0. In exchange I received 50% 
of the sales of the courses. 

My success rate on those “sales” calls was 80%. It worked so 
well I since changed the offer to charge up-front to cover the 
hard costs, and kept the 50% of sales. The initial result was a 
$10k launch one month after I started that business. That 

https://twitter.com/ItsKieranDrew/status/1558407375085772800?s=20&t=EuhXWiFDysjQ8zY5T6PvaA
https://thesamparr.gumroad.com/l/wyrci
https://writeusefulbooks.gumroad.com/l/useful
https://party.pro/book/


creator has gone on to make tens of thousands of dollars from 
her course. I now have 18 courses on the site selling multiple 
students each week, and it will only grow from here.  

You know when you have created a no-brainer offer when the 
majority of people that you put it in front of - that are part of 
your ideal audience - say “yes!” and either give you an email 
address or a little bit of money. 

Take Action 

Look at what you make or the service you provide. Write down 
the following questions as well as your answers: 

1. Who is this product or service for? (Remember, desires 
not demographics) 

2. What context do they have before becoming a customer? 
What context do I want them to have? 

3. How can I 10x the value of this offer? 

Write down everything that comes to mind, because in those 
words will be a spark or an answer that you can use to build 
your offer.  

You don’t need to create something new here. You can reframe 
an existing product or service using a new offer as often as 
you’d like, to experiment and see what offer works best.  

Once you have your answers, test your offer by messaging at 
least 10 ideal customers (people you’ve identified as having the 
desires you listed in question1) and see what happens. 



You’ll know you have a no-brainer offer if the majority of them 
say YES - by giving you their email address, or becoming a 
customer or client.



Step 2. 

Sell it to your  

audience manually 

Problem: Most creators don’t ever take the responsibility 
upon themselves to do sales. Instead, they post content every 
day and hope that people show up at their website with their 
credit card in hand ready to buy from them. 

That’s not how it works.  

Solution: Once you’ve done the work to create a no-brainer 
offer and test that your audience wants it, your focus needs to 
shift to sales. 

“If you build it they will come” was a great line in Field of 
Dreams, but it’s not reality for you or me or anyone trying to 
build a successful company.  

You need to take responsibility for every aspect of your 
business, starting with sales.  

Sales leads to income which leads to profit, which is the oxygen 
your business needs to stay alive. 

Step 2 is to go directly to your ideal customer - which you 
identified in step 1 - and tell them about your offer.  

Not once, not five times, but at least 10 times per day. 



How you do this is up to you. You can message people on social 
media. You can email them. You can call them. But you need to 
directly reach out to at least 10 people per day. 

That’s 50-70 people per week, and over 200 per month.  

Depending on the price of your offer, this step alone can lead to 
thousands of dollars a month in revenue. 

THE MATH IS IN YOUR FAVOR 

If you put your $100 offer in front of 200 people per month, 
and conservatively 20 people say yes, that’s an extra $2,000 
per month, or nearly $25,000 per year! 

What if 50 people say yes? Or 100? Now you’re talking about 
$5,000 to $10,000 per month, or $60-120,000 per year!! 

It doesn’t take much to get your business to six-figures per year. 
One sale per day of a $275 offer. One sale per week of a $2,000 
service.  

Take Action 

Work backwards here - how many people do you need to 
message every day and share your offer with them to get 
enough people per month to buy from you? 

Then, message that many people every day. That’s it! 

People need to know that you and your offer exist, and initially 
you need to make that happen through your own efforts. 

You’ll be surprised how easy it is to get a handful of people a 
month to buy something they are already desperate to buy and 



just haven’t found yet. So go and find those people, message 
them, and put your offer in front of them.  

Share your offer, see how they respond, then optimize and 
repeat. You’re building your selling muscles and overcoming 
your fear of rejection. Talking face-to-face (or phone to phone) 
with your ideal customer will reveal their desires, their wants, 
their needs, their pains, and the things you can help them with. 
You can use that information to make your offer better, both for 
you and for them.  

Don’t skip this step.



Step 3.  

Scale your business  

with more leads 

Problem: Creators don’t treat their work like a business. They 
think they have to do everything themselves, and since they 
aren’t good at X, Y, or Z, they will forever remain a starving 
artist. 

Solution: Start thinking like a business owner! Systematize 
and outsource parts of your business so that you can automate 
them, and free up time and space for you to focus on your work. 

Once you’ve dialed in your offer and have successfully sold it 
manually for a few weeks, now it’s time to automate it and 
create more leverage with the time you’re spending.  

The reason you do it manually first is so that you know what to 
automate and to scale. 

You don’t want to put a mediocre offer in front of hundreds or 
thousands of people. You want to put a no-brainer offer in front 
of them. So make sure it’s a no-brainer first. 

Step 3 is using your skills to your advantage, and making this 
next step easy rather than hard.  

Choose ONE platform that you already spend your 
time on.  



Which one comes to mind first? Use that. 

There’s no sense in implementing a LinkedIn strategy or a 
TikTok strategy if you’re not currently using those platforms 
every single day.  

If you’re already on Twitter, use Twitter. Same with Instagram, 
Facebook, YouTube, Medium, or whatever your favorite app is.  

For the next 3 months, only focus on that one platform. 

Don’t try to cross-post to every single site. Don’t worry about 
repurposing content and being “active” on every platform. 
That’s a quick way to burn out before you find what works. 

Next, think about the content you’re putting out in a new 
context. 

Every customer of yours has to go through the same journey: 

Awareness → Engagement → Conversion 

Awareness: They have to know you (and your offer) exist 

Engagement: Then they need to give you their email address 
or phone number 

Conversion: They buy from you and become a customer or 
client 

Every. Single. Customer.  

So, in this context, you want to use your content to get more 
awareness, send people to a landing page so you can capture 
their email or phone number, and save the conversion for later. 



The principle here is to give value before any 
transaction takes place. 

If you’ve ever seen a friend suddenly take over your social feed 
with their new business opportunity, selling something in their 
stories or on their blog every day, you know what it feels like to 
get this backwards. 

You don’t try to convert everyone on social media. It’s 
not the right place for conversion, but it’s great for awareness 
and engagement.  

Every day, post something helpful, i.e. valuable for your ideal 
audience. Teach what you know. Share the process of you doing 
the work. Be helpful. Respond to others and start and join 
conversations. 

Optimize your bio to make it clear why people should follow 
you, and where to go to learn more. 

A percentage of people who discover you through your new 
awareness efforts will want to learn more, and will click on the 
link in your bio. 

Send them to a landing page.  

A landing page is where someone “lands” when they’ve clicked 
on a link and are brought to your site.  

They’re no longer on a platform, but on your site that you own.  

This is important. Growing a huge following on a social media 
platform is like building a house on rented land.  

Having an email list is like building on land that you own.  



 
So, on this landing page, you ask people for permission to share 
your offer with them. 

This is not a sales page. 

That would be like going in for the kiss at the doorstep when 
you pick up someone for a first date. 

Don’t do that. 

Be kind, be courteous, invite them in with language that helps 
them see that they can trust you and feel comfortable giving you 
their contact info. (Use actual phrases that people have shared 
with you when you manually reached out to them over the first 
two steps). 

Ask for their email address so that you can share even more 
value with them.  

The days of sales funnels and funnel hacking and all that are 
over. People don’t like being in funnels, or pushed through 
heavy-handed sales tactics. You can spot them from a mile away 
(many of the sites even look the same). The people that give you 
their email addresses leave as soon as they see what’s on the 
other side, and the small percentage that you manage to convert 
- buy your offer - is miniscule in comparison to the number of 
people that you’re burning through every day. 

It’s not worth it. 

Once you have their email address, share more value with them 
- past blog posts, free guides, etc, - and then share more info 
about your offer. 



Make it easy for the ideal audience member to say yes to your 
no-brainer offer.  

You’re essentially taking the conversations you had in the first 
month of manual selling and putting it into words online.  

You don’t start the conversation with “do you want to buy my 
thing?” 

You start by asking questions, being helpful, gauging the 
interest, and then, when the time is right, you offer your 
product or services using your no-brainer offer.  

The same process is what to use online.  

Now, with every new post, every new blog, every new 
video, you can send people from your content to your 
landing page, and your written words can do the 
selling for you, day and night, rain or shine. 

This doesn’t mean you should stop manually selling, but 
instead of reaching 200 people a month, you can now reach 
thousands. Don’t stop having sales conversations with your 
ideal customers, they’ll teach you what other offers they might 
be interested in, or why your current offer is no longer working 
and how to change it to best serve their needs. 

Once you’ve grown your one social channel to a sustainable 
level (delivering at least 1,000 people to your landing page 
every week), you can start adding in other platforms. But plenty 
of creators stick to one channel for years before expanding to 
other apps.  

You don’t need to be everywhere at once. You simply need to 
get in front of the right people every day, and serve them.



Step 4. 

Take Action 

This guide delivers a lot of information on what to do. 

Each business is different. How you choose to get these 
outcomes for your business is completely up to you, and will 
involve lots of discovery, experimentation, and even failure that 
will provide valuable lessons and information.  

But, the only way to get what you want is to take action.  

However, there is one last secret that I want to leave with you. 
It comes from Derek Sivers in his book on marketing called 
Your Music and People.  

To get what you want in your creative life, call the destination 
and ask for directions. 

Meaning, if you’ve got the map in your hands but still don’t 
know which way to go or how to get where you want to be, call 
someone who has already made the journey and knows the 
terrain. 

This guide gives you information, and is enough for you to 
apply to your business and find success.  

If you want help with implementation, if you want to grow 
your business from five- to six-figures per year, check 
out this offer, which is similar to calling the destination and 
asking for directions.  



Grab my new book, Craftsman Creative - How five-figure 
creators can build six-figure businesses. It covers 
everything you need to grow your creative business, including 
mindset, finances, sales, marketing, audience building, and 
systems thinking.  

Dozens of creators just like you have used the principles in this 
book to grow their businesses: 

 

There are many paths to success. Don’t set down this guide 
without determining your goals for the next 90 days, and 
committing to showing up every day for the next three months 
until you reach your goal.  

You have all of the information you need, now it’s about taking 
action and a high level of execution.  



I’d love to hear what you learned from this guide, and your 
goals for the next 90 days, if you’re willing to share them with 
me. Send me a dm on Twitter, or shoot me an email at 
daren@craftsmancreative.co 

If you enjoyed this guide, please send it to a friend. You can 
share this link so that they can get the guide and the 
accompanying emails directly.

Thank you! 

Daren. 

http://twitter.com/darentsmith
mailto:daren@craftsmancreative.co

