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Chapter 1: Everybody Is Talking About AI… So Why Aren’t You 
Making Money Yet? 

 
 

If you have spent any time online lately, you already know the story. 

AI is everywhere. 

Someone is using ChatGPT to write posts. Someone else is creating videos with AI. 

Another person is making money from AI services. Then you see another person 

saying, “I made this much money with AI in one week.” 

And you are there thinking: 

“Okay… but what exactly am I supposed to do?” 

I know that feeling. 

Because knowing that something is possible is not the same as knowing how to do it 

yourself. 

You can watch ten YouTube videos about making money with AI and still close your 

laptop without knowing what your first step should be. 

You can download ChatGPT. 

You can learn how to write prompts. 

You can try Canva. 

You can watch people talk about automation, freelancing, digital products, content 

creation and remote work. 

And somehow, after all that learning, your bank account has not changed. 

That is where many beginners get stuck. 

They are not lazy. 

They are not stupid. 

They are not even necessarily lacking opportunities. 

They simply don't have a clear path from AI knowledge to a useful skill that someone 

will pay for. 

And that is the problem we are going to fix. 

AI Is Not the Skill 

Let me start with something that may sound obvious, but it changed the way I looked 

at AI. 

Knowing how to use ChatGPT is not a skill people automatically pay you for. 

 



 

Think about it. 

If I tell you that I know how to use Google, does that mean you will hire me? 

Probably not. 

Almost everybody knows how to search Google. 

The same thing is happening with AI. 

Millions of people can open ChatGPT and type: 

“Write me an Instagram caption.” 

That alone does not make them a professional content creator. 

The real value comes from knowing what to ask, why you're asking it, how to 

improve the result, how to check it, and how to turn the final result into something 

useful for another person or business. 

That is the difference. 

AI is the tool. 

The skill is what you do with the tool. 

And this distinction matters because it changes the question you should be asking. 

Instead of: 

“How can I make money with AI?” 

Start asking: 

“What useful result can I create with AI that someone already wants?” 

That is a much better question. 

The “Too Many Options” Problem 

This is another trap I see all the time. 

You search for ways to make money with AI. 

One person tells you to start an AI YouTube channel. 

Another says you should sell prompts. 

Someone else says affiliate marketing is the answer. 

Another person says freelancing. 

Then there's AI video creation. 

AI copywriting. 

AI graphic design. 

AI automation. 

Data annotation. 

Digital products. 

Faceless content. 

 



 

And before you know it, you have twenty tabs open. 

You are excited. 

You are learning. 

You are planning. 

But you are not actually doing anything. 

It is like entering Balogun Market with ₦20,000 and trying to buy everything because 

every seller is shouting that their product is the one you need. 

By the time you leave, you've spent your money and you're still wondering what you 

actually bought. 

More options do not always create more opportunity. Sometimes they create more 

confusion. 

When you are a beginner, your biggest advantage is not knowing everything. 

It is knowing what to ignore. 

Why Learning Everything Is Keeping You Stuck 

I want you to imagine someone who says: 

“I want to become a doctor.” 

But instead of choosing medicine, they spend six months learning a little bit about 

dentistry, nursing, pharmacy, physiotherapy, surgery and laboratory science. 

At the end of those six months, they know something about everything. 

But they cannot treat you. 

That is what happens when you try to learn every AI skill at once. 

You become familiar with many things without becoming useful at one thing. 

And the market rewards usefulness. 

A business owner doesn't wake up and say: 

“I need someone who knows 47 AI tools.” 

They wake up and say: 

“I need someone to help me create content.” 

Or: 

“I need someone to write product descriptions.” 

Or: 

“I need someone to turn these ideas into social media posts.” 

Or: 

“I need someone to help me create marketing content faster.” 

See the difference? 

 



 

The client has a problem. 

You need to become the person who can help solve it. 

Stop Chasing the Tool 

This is one of the biggest shifts I want you to make. 

Don't build your entire plan around a tool. 

Tools change. 

One month everybody is talking about one AI platform. 

The next month there is another one. 

New features appear. 

Prices change. 

Some tools disappear. 

New ones replace them. 

If your entire income plan depends on knowing one particular tool, you are always 

going to be running after the next update. 

Instead, build around a skill and an outcome. 

For example: 

Don't say: 

“I use ChatGPT.” 

Say: 

“I help small businesses create consistent social media content using AI-assisted 

workflows.” 

Don't say: 

“I know Canva.” 

Say: 

“I create simple promotional graphics and social media content for small 

businesses.” 

Don't say: 

“I know AI writing.” 

Say: 

“I help businesses turn their ideas into clear, engaging content they can publish.” 

The tool supports the work. 

The outcome is what makes the work valuable. 

But I Don't Have Any Experience 

Now I can almost hear your next question. 

 



 

“But what if I am a complete beginner?” 

Good. 

Because this guide was built for you. 

You don't need ten years of experience. 

You don't need to know how to code. 

You don't need a computer science degree. 

And you certainly don't need to understand every technical thing happening behind 

AI. 

What you need is the willingness to learn one useful skill, practise it, create proof 

that you can do it, and then start putting that skill in front of people who may need it. 

That's a very different goal from becoming an AI expert. 

And it is much more realistic. 

You are not trying to build the next ChatGPT. 

You are learning how to use tools that already exist to solve simple problems for 

people and businesses. 

That is where the opportunity starts. 

Your First Goal Is Not “Make Millions” 

Let me say something that may save you a lot of disappointment. 

Your first goal should not be: 

“I want to make ₦1 million with AI.” 

Of course, it is okay to want that eventually. 

But if that is the only thing you focus on, you may overlook the small steps that 

actually get you there. 

Your first goal should be: 

“I want to become useful enough that someone would pay me for a specific piece of 

work.” 

That is a much better first target. 

Because once you can create something useful for one person, you have proof. 

Then you can improve. 

You can serve another person. 

You can build a portfolio. 

You can increase your price. 

You can get referrals. 

You can create a better offer. 

 



 

You can learn more. 

And gradually, the skill becomes an income-producing asset. 

What If Everyone Is Already Doing It? 

This is another thought that stops beginners before they even start. 

You see thousands of people talking about AI and think: 

“The market is already crowded.” 

Maybe it is. 

But crowded does not automatically mean impossible. 

Think about how many people sell clothes in Lagos. 

There are thousands. 

Yet new clothing businesses still open every day. 

Why? 

Because people don't buy from “the entire market.” 

They buy from specific people who solve specific needs in a way they like. 

The same thing applies here. 

You don't need everybody to hire you. 

You need to become useful to somebody. 

Maybe you help small businesses create social media content. 

Maybe you help coaches turn their ideas into posts. 

Maybe you help online sellers write product descriptions. 

Maybe you help a busy entrepreneur turn one long piece of content into several 

smaller pieces. 

There are many possible directions. 

But you don't need to chase all of them. 

You need one good starting point. 

The Shift That Changes Everything 

So here is the shift I want you to remember throughout this guide: 

Don't start with the money. Start with the skill. 

Then connect the skill to a problem. 

Then connect the problem to a person who has that problem. 

Then show that person what you can do. 

That is a much stronger path than simply shouting: 

“I want to make money with AI!” 

Because wanting money is not an offer. 

 



 

A useful skill is. 

And this is exactly why I created the AI Skill-to-Income Method™. 

The goal is simple. 

We are going to move you through a clear path: 

Choose a practical AI skill → create useful work → build proof → package the skill → 

find potential clients → take consistent action. 

No jumping from one shiny AI tool to another. 

No trying to learn everything at once. 

No pretending you are an AI expert when you are still learning. 

And no sitting down every evening watching another “10 ways to make money with 

AI” video while wondering why nothing has changed. 

We're going to build something. 

Before You Turn the Page, Do This 

Take a piece of paper or open your notes app. 

Write this sentence: 

“If I could use AI to help someone with one thing, I would help them ______.” 

Don't try to make it perfect. 

Just write whatever comes to mind. 

Maybe it's writing. 

Maybe it's social media. 

Maybe it's creating ideas. 

Maybe it's research. 

Maybe it's product descriptions. 

Maybe it's something else. 

You are not choosing your final service yet. 

You're simply getting your brain to stop asking: 

“How do I make money with AI?” 

And start asking: 

“What can I become useful at?” 

That small change in thinking is important. 

Because the next problem is even bigger. 

Once you realise there are dozens of ways to use AI, you may make the mistake of 

trying all of them. 

 



 

And trust me, that can keep you busy for months without getting you any closer to 

your first client. 

In the next chapter, I'm going to show you the AI trap that makes beginners feel 

productive while keeping them stuck — and the simple shift that helps you stop 

collecting information and start building something people can actually pay for. 

 

 



 

Chapter 2: The AI Trap That Keeps Beginners Busy But Broke 
 

 

So now you know the first big shift. 

AI is the tool. The skill is what you do with it. 

But there is another problem that can quietly keep you stuck. 

And honestly, this one is easy to fall into. 

You start learning. 

You watch videos. 

You save posts. 

You join WhatsApp groups. 

You bookmark tutorials. 

You test new AI tools. 

You download prompts. 

You tell yourself, “I'm preparing.” 

And because you are doing all these things, it feels like you are making progress. 

But months can pass. 

And you still haven't created anything you can show a client. 

You still haven't offered a service. 

You still haven't spoken to a potential customer. 

You still haven't made your first naira from the skill. 

This is the AI trap. 

You are busy. 

But you are not moving. 

The Addiction to New Information 

Let me be honest with you. 

Learning feels safe. 

Selling feels scary. 

If you're learning, nobody can reject you. 

Nobody can say your work isn't good enough. 

Nobody can ignore your message. 

Nobody can tell you your price is too high. 

You can simply keep learning. 

 



 

Another YouTube video. 

Another course. 

Another tutorial. 

Another prompt pack. 

Another AI tool. 

And because AI changes so quickly, you always have an excuse to keep learning. 

You can say: 

“I'm still waiting to understand this new tool.” 

Or: 

“I need to learn prompting properly first.” 

Or: 

“Let me finish this course before I start.” 

Before you know it, you have become very knowledgeable about getting ready. 

But you haven't actually started. 

I know how tempting this is. 

When you don't feel ready, more information feels like the answer. 

But sometimes, more information is exactly what is keeping you from taking action. 

The “I Need One More Tool” Trap 

This one is especially dangerous with AI. 

Because there is always another tool. 

You discover one tool for writing. 

Then another for images. 

Then another for videos. 

Then another for voice. 

Then another for research. 

Then another that supposedly does everything. 

Suddenly, your phone is full of AI apps. 

Your browser has 30 tabs. 

And your head is full of tool names. 

But ask yourself: 

What can I actually deliver to a paying client? 

If the answer is “I'm not sure,” then the problem isn't that you need another tool. 

You need a clearer skill. 

Think about cooking. 

 



 

If you want to cook jollof rice, you don't need to buy every kitchen appliance in the 

market. 

You need the right ingredients, a workable recipe, and the ability to cook the meal 

properly. 

AI is similar. 

You don't need every tool. 

You need enough tools to produce a useful result. 

The Prompt Obsession 

Let's talk about prompts. 

You've probably seen people selling huge collections of prompts. 

“500 ChatGPT prompts.” 

“1,000 prompts for making money.” 

“Ultimate AI prompt library.” 

Prompts can be useful. 

But I don't want you to make the mistake of thinking that collecting prompts 

automatically gives you a marketable skill. 

It doesn't. 

A prompt is an instruction. 

The skill is knowing what result you're trying to create and how to guide AI toward 

that result. 

Imagine I give you a recipe for jollof rice. 

Does that automatically make you a great cook? 

No. 

You still need to understand the ingredients. 

You need to know how much water to use. 

You need to notice when something isn't right. 

You need to taste the food. 

You need to adjust it. 

You need to know when it is ready. 

The same thing happens with AI content. 

You prompt. 

You review. 

You correct. 

You improve. 

 



 

You fact-check when needed. 

You add context. 

You make it sound human. 

You shape it for the audience. 

That is the skill. 

Why Copying AI Output Doesn't Work 

Here is something else I want you to understand early. 

AI can produce content very quickly. 

But fast does not always mean good. 

You can ask AI to write ten Instagram captions in a few seconds. 

Fine. 

But if those captions sound like every other AI-generated caption online, why would 

a business pay you? 

The client could ask ChatGPT themselves. 

Your job is not simply to press a button. 

Your job is to make the result useful, relevant, clear and suitable for the person 

you're creating it for. 

That's where your human judgement comes in. 

For example, imagine a small Lagos fashion business wants social media content. 

A generic AI caption might say: 

“Elevate your style with our stunning collection. Shop now and make a statement!” 

Nothing is technically wrong with it. 

But it could belong to almost any fashion business in the world. 

A better content creator would ask: 

Who is the customer? 

What are they buying? 

Why do they want it? 

What kind of language do they use? 

What makes this business different? 

What action should the customer take? 

Now AI becomes much more useful. 

You are not just asking AI to “write a caption.” 

You are using AI as part of a content creation process. 

That is a completely different skill. 

 



 

The Biggest Beginner Mistake: Starting With the Money 

I know you want to make money. 

That's why you're reading this. 

And there is nothing wrong with that. 

But if you start with: 

“What is the fastest way to make money with AI?” 

you can easily fall for anything that sounds fast. 

You jump from one opportunity to another. 

Today it's AI writing. 

Tomorrow it's faceless YouTube. 

Next week it's selling prompts. 

Then you're watching a video about automation. 

Then someone tells you to start an agency. 

Then someone says you should sell digital products. 

You keep starting. 

You never build. 

The better question is: 

“What useful AI-assisted service can I learn well enough to offer?” 

That question forces you to slow down. 

It makes you choose. 

And choosing is important. 

Because your first income-producing skill does not need to be your forever career. 

It simply needs to be useful enough to get you moving. 

The Skill Before Income Rule 

This is one rule I want you to remember throughout this guide: 

Skill first. Income second. 

Not because money doesn't matter. 

Money matters. 

Especially when you're trying to improve your income. 

But the money is usually attached to the value you can create. 

Think about a plumber. 

You don't pay the plumber because he wants money. 

You pay because your leaking pipe is a problem and he can fix it. 

Think about a hairdresser. 

 



 

You don't pay because she needs money. 

You pay because you want your hair done. 

The customer is buying the result. 

Your AI client will be the same. 

They don't really care that you know ChatGPT. 

They care that you can help them get something done. 

That is why your skill must connect to a real problem. 

Your New Rule: One Skill, One Problem, One Person 

If you remember only one thing from this chapter, remember this: 

One skill. One problem. One person. 

Don't start by trying to serve everyone. 

Don't try to offer 15 different AI services. 

Don't write: 

“I do AI, content, graphics, videos, automation, social media, copywriting, research, 

digital marketing and everything else.” 

That sounds impressive. 

But it can also make you sound like you don't have a clear offer. 

Instead, start smaller. 

For example: 

Skill: AI-assisted social media content 

Problem: Small businesses struggle to post consistently 

Person: Small business owners who need regular content 

Now you have something you can work with. 

Or: 

Skill: AI-assisted product descriptions 

Problem: Online sellers struggle to describe their products clearly 

Person: Small online retailers 

Again, simple. 

The goal is not to choose the perfect thing immediately. 

The goal is to choose something specific enough that you can actually practise it. 

The 30-Minute Anti-Trap Exercise 

Let's make this practical. 

Grab your notebook. 

Set a timer for 30 minutes. 

 



 

Then do these three things. 

Step 1: List What You Already Know 

Write down any AI-related things you have already tried. 

Maybe: 

●​ Writing with ChatGPT 

●​ Creating social media content 

●​ Generating ideas 

●​ Creating images 

●​ Research 

●​ Rewriting content 

●​ Creating scripts 

●​ Canva 

●​ Video ideas 

●​ Product descriptions 

Don't judge the list. 

Just write it. 

Step 2: Circle What You Enjoy 

Look at your list. 

Which activities do you actually enjoy doing? 

Circle three. 

You don't need to be an expert at them yet. 

You simply want to notice where your natural interest is. 

Step 3: Ask Who Needs It 

For each one, ask: 

“Who could use this?” 

For example: 

AI writing → coaches, businesses, creators 

Content ideas → small businesses, influencers, online sellers 

Product descriptions → ecommerce sellers 

Social media content → businesses and personal brands 

Now you are beginning to connect skill → problem → person. 

That is the foundation of the method. 

You Don't Need to Feel Ready 

There is something else I want to tell you. 

 



 

You may still feel like you don't know enough. 

That's okay. 

You will learn while doing. 

In fact, one of the fastest ways to improve is to create something and then ask: 

“How can I make this better?” 

Do that repeatedly. 

Your first sample may not be amazing. 

That's fine. 

Your second will probably be better. 

Your fifth should be much better. 

By the time you create your tenth, you may look back at the first one and laugh. 

That's normal. 

You don't need perfection before movement. 

You need movement before improvement. 

So What Are We Actually Going to Do? 

At this point, you should understand why random AI learning can keep you stuck. 

You don't need another list of 50 AI side hustles. 

You don't need to download 20 new tools tonight. 

And you don't need to become the smartest AI person in your WhatsApp group. 

You need a practical skill. 

Then you need to learn how to use AI to produce a useful result with that skill. 

Then you need proof. 

Then you need an offer. 

Then you need people to see that offer. 

That is the path we're going to follow. 

And now we are ready to move from thinking about AI income to actually choosing 

your skill. 

Because this is where things start becoming real. 

In the next chapter, I'll show you how to choose an AI content skill without guessing, 

jumping from trend to trend, or wasting months learning something nobody wants. 

That's where the Skill-to-Income Method™ comes in. 

 

 



 

Chapter 3: Step One — Find the AI Skill Someone Will Actually Pay 
For 

 

 

Now we are getting to the part where things start becoming practical. 

You already understand why simply knowing AI isn't enough. 

You also understand why jumping between ten different AI opportunities can leave 

you more confused than when you started. 

So now we need to answer one important question: 

What AI content skill should I actually learn and offer? 

This is where many beginners make another mistake. 

They choose a skill because it is trending. 

They see someone making money with AI video creation, so they decide to become 

an AI video creator. 

The next day, they see someone earning from AI copywriting. 

They switch. 

Then someone talks about AI social media management. 

They switch again. 

Three weeks later, they've started five things and finished none. 

We are not doing that here. 

You are going to use a simple filter to choose a skill based on usefulness, demand, 

your ability to learn it, and your ability to turn it into an offer. 

I call this the: 

Skill-to-Income Filter™ 

The goal isn't to find the “best AI skill” in the world. 

There isn't one. 

The goal is to find a practical AI-assisted skill that makes sense for you and gives 

you a realistic starting point. 

First, Understand What a Sellable Skill Looks Like 

Let's make this very simple. 

A sellable skill has three parts: 

Something you can do + a problem it solves + someone who needs the result. 

For example: 

 



 

Example 1 

Skill: Social media content creation 

Problem: A business owner doesn't have enough time to create posts consistently. 

Person: Small business owner. 

Example 2 

Skill: Product description writing 

Problem: An online seller has products but struggles to write clear descriptions that 

help customers understand what they're buying. 

Person: Ecommerce seller. 

Example 3 

Skill: Short-form video scripting 

Problem: A creator has ideas but struggles to turn them into engaging scripts. 

Person: Content creator. 

Notice something? 

The word AI doesn't even have to be the centre of the offer. 

That's important. 

AI is helping you produce the result faster and more efficiently. 

The customer is paying for the result. 

The Five Questions of the Skill-to-Income Filter™ 

Before choosing a skill, run it through these five questions. 

Question 1: Can I learn it? 

You don't need to be an expert today. 

But you should be able to realistically learn the basics and practise them. 

If a skill requires years of technical training before you can produce anything useful, 

it may not be the best first skill. 

Your first skill should have a reasonable learning curve. 

Ask yourself: 

“Could I become reasonably competent at this with consistent practice?” 

If yes, keep it on your list. 

Question 2: Does Someone Need the Result? 

This is where we separate an interesting AI activity from an actual service. 

You may enjoy generating beautiful AI images. 

That's great. 

But ask: 

 



 

“Who needs these images?” 

If you can identify a specific group of people who could benefit from them, you have 

something to investigate. 

If you can't identify anyone who would realistically use or pay for the result, don't 

automatically choose it just because it looks impressive. 

A skill becomes more valuable when it solves a real problem. 

Question 3: Can I Create Proof Without a Client? 

This is extremely important for beginners. 

If you don't have clients yet, how will you convince someone to hire you? 

You need proof. 

That doesn't necessarily mean testimonials. 

It can mean samples. 

Suppose you want to offer social media content. 

You don't have to wait for a business to hire you before creating samples. 

You can choose an imaginary business. 

For example: 

Business: Lagos skincare brand 

Create: 

●​ Five Instagram captions 

●​ Three promotional posts 

●​ One product-focused content piece 

●​ A simple weekly content plan 

Now you have something to show. 

You're saying: 

“Here is what I can create.” 

Instead of: 

“Please trust me. I promise I can do it.” 

That is a huge difference. 

So ask: 

“Can I demonstrate this skill before someone hires me?” 

If the answer is yes, that's a strong sign. 

Question 4: Can I Turn It Into a Simple Offer? 

This is where many people overcomplicate things. 

Your first service doesn't need to sound fancy. 

 



 

For example: 

“I create 12 social media posts for small businesses each month.” 

That's clear. 

Or: 

“I write product descriptions for online stores.” 

Clear. 

Or: 

“I create short-form video scripts for creators.” 

Clear. 

The person reading it should understand what they are getting. 

If you need five paragraphs to explain what your service is, your offer probably 

needs simplifying. 

Ask: 

“Can I explain what I do in one sentence?” 

If yes, keep going. 

Question 5: Would I Be Comfortable Doing This Repeatedly? 

This question is often ignored. 

Something can be profitable and still be a terrible fit for you. 

Imagine you discover that a particular AI service pays well. 

But you absolutely hate doing it. 

You force yourself through one client. 

Then another. 

Eventually, you stop. 

That's not a sustainable skill. 

You don't have to love every part of the work. 

But you should be able to imagine yourself doing it repeatedly without feeling 

miserable. 

Ask: 

“Could I see myself practising and improving this skill for the next few months?” 

If yes, that's another positive signal. 

Five Beginner-Friendly AI Content Skills to Consider 

You don't need to choose from these five. 

But I want you to see what a practical AI skill can look like. 

1. AI-Assisted Social Media Content 

 



 

You help businesses or personal brands create content for platforms such as 

Instagram, Facebook, LinkedIn or TikTok. 

You might help with: 

●​ Content ideas 

●​ Captions 

●​ Hooks 

●​ Content calendars 

●​ Post concepts 

●​ Educational posts 

●​ Promotional content 

AI can help you brainstorm and draft. 

Your value comes from knowing how to turn those ideas into content that fits the 

client's audience and goals. 

Possible offer: 

“I help small businesses create a month of social media content without having to 

spend hours thinking about what to post.” 

2. AI-Assisted Copywriting 

This involves creating marketing content with the help of AI. 

Examples include: 

●​ Product descriptions 

●​ Email copy 

●​ Landing-page copy 

●​ Advertisements 

●​ Sales captions 

●​ Promotional messages 

Again, AI can help with the first draft. 

But your job is to make the final copy clear, persuasive, accurate and appropriate for 

the audience. 

Possible offer: 

“I help online businesses turn their product information into clear, persuasive sales 

copy.” 

3. AI-Assisted Short-Form Video Scripts 

Short videos are everywhere. 

But many people struggle with one simple problem: 

 



 

What do I say? 

You could help creators and businesses turn their ideas into short scripts. 

You might create: 

●​ Hooks 

●​ 30-second scripts 

●​ 60-second scripts 

●​ Educational scripts 

●​ Storytelling scripts 

●​ Promotional scripts 

Possible offer: 

“I help creators turn their ideas into short, engaging video scripts they can record 

quickly.” 

4. AI-Assisted Content Repurposing 

This is one of the easiest concepts to understand. 

Someone already has content. 

Your job is to help turn one piece of content into several smaller pieces. 

For example: 

One YouTube video could become: 

●​ Five social media posts 

●​ Ten short-form video ideas 

●​ Three email ideas 

●​ Several quote posts 

●​ A LinkedIn post 

●​ A short article 

AI can make this process much faster. 

Possible offer: 

“I help busy creators turn one piece of long-form content into multiple pieces of social 

media content.” 

5. AI-Assisted Product Content 

Online sellers constantly need content. 

You could help create: 

●​ Product descriptions 

●​ Product captions 

●​ FAQ content 

 



 

●​ Promotional copy 

●​ Product comparison content 

●​ Social media posts 

This can be particularly useful for small businesses that don't have dedicated content 

teams. 

Possible offer: 

“I help online sellers turn basic product information into clear content they can use to 

promote their products.” 

Don't Choose Based on What Looks Most Exciting 

This is important. 

AI video generation might look incredible. 

AI image generation might look incredible. 

AI voice generation might look incredible. 

But don't choose a skill simply because the technology is impressive. 

Ask: 

Can I use this to solve a problem? 

That's the question. 

Your client doesn't care that you used a sophisticated AI workflow if the final result 

doesn't help them. 

The simpler skill that solves a real problem can be more valuable than the 

impressive skill nobody needs. 

Your Skill-to-Income Scorecard 

Now let's make your decision easier. 

Take the AI skills you're considering and score each one from 1 to 5. 

Question Scor

e 

Can I realistically learn this? /5 

Does someone need this result? /5 

Can I create samples without a client? /5 

Can I explain the service simply? /5 

 



 

Would I be willing to practise it 

repeatedly? 

/5 

TOTAL /25 

Don't overthink the numbers. 

The purpose isn't to create a scientifically perfect score. 

The purpose is to stop yourself from choosing based purely on excitement. 

Your First Skill Does Not Have to Be Your Forever Skill 

This is something I want you to remember. 

You are not choosing your entire career. 

You're choosing a starting point. 

Maybe you start with social media content. 

After six months, you realise you really enjoy copywriting. 

Great. 

You can add copywriting. 

Maybe you start with product content and eventually learn email marketing. 

That's fine too. 

The mistake is believing you must discover your perfect skill before taking action. 

You don't. 

You need a skill that is: 

Useful enough to practise.​

Simple enough to learn.​

Specific enough to offer.​

Valuable enough to sell. 

That's enough to begin. 

Your One-Skill Rule 

For the next stage of this guide, I want you to follow one rule: 

Choose ONE primary skill. 

Not three. 

Not seven. 

One. 

You can learn other skills later. 

But right now, your goal is focus. 

Because when you focus on one thing, you can get better faster. 

 



 

You can create better samples. 

You can explain your offer more clearly. 

You can identify potential clients more easily. 

And you can start building confidence. 

YOUR ACTION STEP 

Open your notebook and complete these sentences: 

My Skill 

The AI-assisted skill I am most interested in learning is: 

My Person 

The type of person or business I could help is: 

Their Problem 

The problem I could help them solve is: 

My Possible Offer 

I could help them by: 

Now read your answers aloud. 

Do they make sense? 

Can you understand what you would actually do? 

If yes, you're moving in the right direction. 

If not, don't panic. 

You can refine it. 

The Most Important Decision So Far 

Remember, your goal isn't to become “good at AI.” 

Your goal is to become useful with AI. 

That distinction will keep you focused. 

You don't need to know every tool. 

You don't need to understand every new AI development. 

You don't need to call yourself an AI expert. 

You need one skill that can produce one useful result for one type of person. 

And once you have that, we can start building proof. 

Because knowing what you want to offer is one thing. 

Being able to show someone that you can actually do it is another. 

That's what we'll tackle next. 

In the next chapter, you'll learn how to use AI without producing the generic, robotic 

content that makes clients think: 

 



 

“I could have just done this myself.” 

You'll learn the Human + AI Workflow™ and create your first piece of client-quality 

work.  

 



 

Chapter 4: Step Two — Turn AI Into Work That Looks Human 

 

 

Now that you've chosen a skill, we need to deal with something that can make or 

break your success. 

The quality of what you produce. 

Because here's the uncomfortable truth: 

AI can help you create content quickly. 

But quickly created content isn't automatically good content. 

And if your work looks like it was copied directly from ChatGPT, a potential client 

may wonder: 

“Why should I pay you when I can type the same thing into ChatGPT myself?” 

That is a fair question. 

Your job is not to prove that you can use AI. 

Your job is to prove that you can use AI to create something useful. 

That requires a different approach. 

I call it the: 

Human + AI Workflow™ 

The idea is simple: 

AI helps you produce.​

You provide the direction.​

AI helps you improve.​

You provide the judgement.​

AI helps you move faster.​

You make the final decision. 

That's how you turn AI from a shortcut into a skill. 

The Problem With “One Prompt and Done” 

Let's say someone asks you to create five Instagram captions. 

You open ChatGPT and type: 

“Write five Instagram captions for a fashion business.” 

You press enter. 

Done. 

Technically, you have content. 

 



 

But let's look at what happened. 

Did you tell AI who the customer is? 

Did you explain what the business sells? 

Did you explain the brand's personality? 

Did you give it examples of previous content? 

Did you explain the purpose of each post? 

Did you tell it what action you want the customer to take? 

Probably not. 

So AI has to guess. 

And when AI has to guess, you often get generic content. 

That's why you see phrases like: 

●​ “Elevate your style” 

●​ “Unlock your potential” 

●​ “Take your business to the next level” 

●​ “Don't miss out” 

●​ “Transform your life today” 

These phrases aren't necessarily wrong. 

They're just overused. 

They could belong to almost anyone. 

Generic input often produces generic output. 

AI Is Your Assistant, Not Your Replacement 

I want you to think about AI differently. 

Imagine you hired a very fast assistant. 

This assistant can: 

●​ brainstorm ideas 

●​ organize information 

●​ create first drafts 

●​ rewrite sentences 

●​ generate variations 

●​ summarize information 

●​ help you structure content 

But this assistant doesn't know your client's business unless you explain it. 

It doesn't automatically know what matters to their customers. 

It doesn't automatically understand the brand's personality. 

 



 

And it doesn't know whether something sounds ridiculous to a real person. 

That's where you come in. 

Your role is to provide the context and judgement. 

AI gives you speed. 

You give it direction. 

The Human + AI Workflow™ 

Here is the workflow I want you to use whenever you're creating AI-assisted content. 

Step 1: Understand the Assignment 

Before opening your AI tool, understand what you're supposed to create. 

Ask: 

What am I creating? 

Who is it for? 

Why is it being created? 

What should the audience do after seeing it? 

For example: 

You're creating Instagram content for a small skincare business. 

The goal might be to educate potential customers about a common skincare mistake 

and encourage them to check out a product. 

Now you know the purpose. 

That's much better than simply saying: 

“Write a skincare post.” 

Step 2: Gather the Context 

AI needs information. 

Give it as much relevant context as possible. 

For example: 

Business: Nigerian skincare brand 

Audience: Women aged 25–40 

Product: Gentle facial cleanser 

Problem: Customers struggle with harsh products that leave their skin feeling dry 

Tone: Friendly, simple and trustworthy 

Goal: Educate first, then introduce the product 

Now AI has something to work with. 

The output will usually be much more useful than if you simply typed: 

“Write a post about skincare.” 

 



 

Step 3: Ask AI for Ideas Before Asking for Final Content 

This is one of my favourite ways to use AI. 

Don't always jump directly to the final answer. 

Start with ideas. 

For example: 

“Give me 10 educational content angles for a Nigerian skincare brand targeting 

women aged 25–40 who struggle with dry skin.” 

Now you have options. 

Maybe AI suggests: 

●​ Signs your cleanser is too harsh 

●​ Why your skin feels tight after washing 

●​ Common mistakes people make when choosing cleansers 

●​ How often you should cleanse your face 

●​ Ingredients to look for in a gentle cleanser 

Now you can choose the strongest idea. 

You are directing the process. 

Step 4: Create the First Draft 

Once you know the direction, ask AI to create the draft. 

But don't stop there. 

The first draft is just that: 

a first draft. 

Think of it as raw material. 

You wouldn't normally receive a rough block of wood and call it a finished piece of 

furniture. 

You shape it. 

The same applies here. 

Step 5: Add the Human Layer 

This is where you earn your value. 

Read the AI-generated content carefully. 

Ask: 

Does this sound natural? 

Would a real person actually say this? 

Does it sound like the brand? 

Does the language match the business? 

 



 

Is anything exaggerated? 

AI can sometimes make claims that need to be checked. 

Is it too generic? 

Could this caption belong to 100 other businesses? 

Is it too long? 

Can you say the same thing more simply? 

Is the opening strong? 

Would someone actually stop scrolling? 

Is the next step clear? 

Does the reader know what they should do? 

These questions turn you from someone who generates AI content into someone 

who creates content using AI. 

That distinction matters. 

Step 6: Add Specificity 

One of the easiest ways to improve AI content is to make it more specific. 

Compare these two sentences. 

Generic: 

“Taking care of your skin is important. Use quality products and maintain a good 

skincare routine.” 

Nothing terrible here. 

But it's forgettable. 

Now consider: 

“If your face feels tight and uncomfortable immediately after washing, your cleanser 

may be doing more than removing dirt.” 

The second one gives the reader something specific to think about. 

Specificity makes content feel more useful. 

Step 7: Rewrite in the Audience's Language 

This is particularly important if you're working with Nigerian businesses or Nigerian 

audiences. 

People don't always communicate like textbooks. 

Depending on the brand, the content might be conversational. 

It might use familiar expressions. 

It might be direct. 

It might use examples the audience understands immediately. 

 



 

That doesn't mean forcing Nigerian slang into everything. 

It means understanding the audience. 

For example, a Nigerian small-business audience may respond differently to: 

“Are you experiencing financial difficulties?” 

compared with: 

“Does it feel like money enters your account and disappears before you've even had 

time to breathe?” 

The second sounds more conversational. 

Again, context matters. 

Don't make every piece sound the same. 

Step 8: Fact-Check Important Information 

This step is non-negotiable. 

AI can be confidently wrong. 

It may invent statistics. 

It may provide outdated information. 

It may misunderstand a product. 

It may create a source that doesn't exist. 

So if you're creating content involving: 

●​ statistics 

●​ medical information 

●​ financial claims 

●​ legal information 

●​ product specifications 

●​ dates 

●​ research 

●​ names 

●​ quotations 

verify the information before presenting it as fact. 

Your client is trusting you with their content. 

Don't damage that trust because you were too eager to copy and paste. 

Step 9: Do the Final Human Edit 

Before delivering anything, read it like the customer would. 

Not like the person who created it. 

Like the person receiving it. 

 



 

Ask: 

“Would I actually stop and read this?” 

“Would I believe this?” 

“Does this feel relevant to me?” 

“Does this make me want to take the next step?” 

“Does this sound like a real person?” 

If the answer is no, edit it. 

The 80/20 AI Content Rule 

Here's a simple principle you can use: 

AI can handle much of the heavy lifting. 

But don't let AI make every decision. 

Let it help with: 

●​ brainstorming 

●​ research organization 

●​ first drafts 

●​ variations 

●​ structure 

●​ rewriting 

●​ idea expansion 

You handle: 

●​ strategy 

●​ context 

●​ judgement 

●​ accuracy 

●​ audience understanding 

●​ brand voice 

●​ final editing 

The exact percentage will change depending on the task. 

The important point is this: 

Don't outsource your brain. 

A Practical Example 

Let's say you're offering AI-assisted social media content to a small fashion 

business. 

The owner gives you this information: 

 



 

“I sell ready-to-wear women's clothing. My customers are mostly young working 

women. I want more Instagram engagement and more people asking about my 

clothes.” 

A beginner might immediately tell AI: 

“Create 10 Instagram posts for a fashion brand.” 

That's not enough. 

Instead, you can break the work down. 

First prompt: 

“Based on this business information, give me 15 content ideas that would appeal to 

young working women who want stylish but practical outfits.” 

You review the ideas. 

You choose five. 

Then you ask AI to develop the strongest idea. 

Then you edit it. 

Then you make sure the language fits the brand. 

Then you add the appropriate call to action. 

Now you're not simply handing ChatGPT's answer to the client. 

You're running a content workflow. 

That is a service. 

Your First Client-Quality Sample 

Now it's your turn. 

Take the skill you selected in Chapter 3. 

Create one sample piece. 

Don't worry about finding a client yet. 

You're creating something that demonstrates what you can do. 

Use this process: 

1. Choose a fictional or real business. 

Example: 

●​ Fashion brand 

●​ Skincare brand 

●​ Restaurant 

●​ Real estate business 

●​ Coach 

●​ Online store 

 



 

2. Define the audience. 

Who are they trying to reach? 

3. Define the problem. 

What does this audience struggle with? 

4. Define the goal. 

What should your content accomplish? 

5. Ask AI for ideas. 

Generate several possible angles. 

6. Choose one. 

Don't use the first idea automatically. 

7. Create the draft. 

Use AI to help you. 

8. Edit aggressively. 

Remove generic language. 

Add context. 

Make it sound human. 

9. Check the facts. 

Especially if you've included claims or statistics. 

10. Save the final version. 

This becomes your first portfolio sample. 

Your Human + AI Checklist 

Before you call any AI-assisted content “finished,” check: 

☐ I understand who the content is for. 

☐ I understand what the content is supposed to achieve. 

☐ I gave AI enough context. 

☐ I didn't blindly copy the first output. 

☐ I removed generic or repetitive language. 

☐ The content sounds natural. 

☐ The information is accurate. 

☐ The content fits the brand. 

☐ There is a clear purpose or call to action. 

☐ I personally reviewed the final version. 

If you can check those boxes, you're already working differently from someone who 

simply copies and pastes AI output. 

 



 

You Are Building More Than Content 

This is the bigger picture. 

Every sample you create is doing two jobs. 

First, you're practising. 

Second, you're building proof. 

That's important because when you eventually approach a potential client, you don't 

want to say: 

“I can do this.” 

You want to be able to say: 

“Here's an example of what I can do.” 

Proof is powerful. 

And you don't need ten years of experience to create proof. 

You need to start creating. 

In the next chapter, we'll take the work you've created here and turn it into something 

you can actually show potential clients. 

I'll show you how to build a portfolio before you have your first client, using the 

3-Sample Portfolio Method™. 

 

 



 

Chapter 5: Step Three — Build Proof Before You Have Clients 
 

 

There is one sentence I hear from beginners again and again: 

“But I don't have experience.” 

And honestly, I understand it. 

You want to offer an AI content service, but nobody has hired you yet. 

So you look at your situation and think: 

“How am I supposed to get a client when I have nothing to show them?” 

This is where many beginners get stuck. 

They wait for someone to give them an opportunity before they create proof that they 

are capable of handling the opportunity. 

But you don't have to do that. 

You can create proof before you have clients. 

That's exactly what we're going to do in this chapter. 

Experience Is Not the Same as Proof 

Let's separate two things. 

Experience is what you've done for real clients or employers. 

Proof is evidence that you can produce a useful result. 

When you're starting out, you may not have much experience. 

That's normal. 

But you can still create proof. 

Think about someone applying for a graphic design job. 

If they've never worked with a client before, they can still create sample designs. 

Someone learning photography can create a portfolio before booking their first paid 

shoot. 

A writer can create sample articles before getting their first writing client. 

And you can do exactly the same thing with AI-assisted content. 

You don't have to pretend that your sample was created for a real client. 

You simply need to show what you are capable of creating. 

The 3-Sample Portfolio Method™ 

This is the system I want you to use. 

 



 

Instead of spending weeks trying to create a massive portfolio with 30 different 

examples, start with three strong samples. 

Three. 

Not thirty. 

Your goal is to make it easy for a potential client to understand: 

1.​ What you can do. 

2.​ What kind of business you can help. 

3.​ What the finished result could look like. 

That's enough to start. 

I call it the: 

3-Sample Portfolio Method™ 

Your three samples should each have a purpose. 

Sample 1 — Show the Basic Skill 

This proves that you can actually perform the service. 

For example, if you're offering social media content, create several polished social 

media posts for a fictional business. 

If you're offering product descriptions, create descriptions for several products. 

If you're offering short-form video scripts, create a few complete scripts. 

The first sample answers: 

“Can this person actually do the work?” 

Sample 2 — Show Your Thinking 

Your second sample should show that you understand more than just the mechanics. 

This is where you demonstrate strategy. 

For example, instead of simply creating five social media captions, you might create: 

A mini content plan 

●​ Target audience 

●​ Content goal 

●​ Five content ideas 

●​ Three sample captions 

●​ Suggested calls to action 

Now the potential client sees that you aren't simply generating words. 

You're thinking about the business. 

The second sample answers: 

“Does this person understand what they're creating and why?” 

 



 

Sample 3 — Show a Better Outcome 

Your third sample should demonstrate how your skill can solve a specific problem. 

For example: 

Before:​

A basic product description with unclear messaging. 

After:​

A clearer, customer-focused product description that explains the product, highlights 

its benefits and gives the reader a reason to act. 

Or: 

Before:​

One long piece of content. 

After:​

A collection of social media posts created from that original content. 

The third sample answers: 

“How could this person's work actually help my business?” 

Don't Create Random Samples 

This is important. 

Your portfolio shouldn't look like a school assignment where you are trying to prove 

that you can do everything. 

If you want to work with small businesses, create samples for small businesses. 

If you want to work with coaches, create samples for coaches. 

If you want to work with online sellers, create samples for online sellers. 

Your portfolio should make your intended client think: 

“This person understands businesses like mine.” 

That's much stronger than showing ten unrelated pieces of work. 

Choose One Type of Client 

If you're not sure who to create your samples for, start with one of these: 

●​ Fashion businesses 

●​ Beauty businesses 

●​ Skincare brands 

●​ Restaurants 

●​ Real estate businesses 

●​ Coaches 

●​ Consultants 

 



 

●​ Online stores 

●​ Personal brands 

●​ Service businesses 

You don't have to stay with this industry forever. 

You're simply choosing a context for your portfolio. 

For example, let's say you've decided to offer AI-assisted social media content. 

You could choose: 

Target client: Nigerian fashion businesses. 

Now your samples might include: 

Sample 1 

Five Instagram captions for a ready-to-wear brand. 

Sample 2 

A seven-day content calendar for the same type of business. 

Sample 3 

A promotional campaign for a new clothing collection. 

Suddenly, your portfolio has direction. 

Your Portfolio Doesn't Need to Be Fancy 

Please don't spend three weeks designing a beautiful portfolio website before you 

have three good samples. 

That's another form of procrastination. 

At the beginning, your portfolio can be simple. 

You could use: 

●​ A PDF 

●​ Google Drive 

●​ Canva 

●​ Notion 

●​ A simple document 

●​ A basic portfolio platform 

The platform matters much less than the quality and clarity of your work. 

A beautiful portfolio with weak samples won't save you. 

A simple portfolio with useful, well-presented work can. 

Focus on the proof first. 

How to Create a Sample Without Lying 

Let's address something important. 

 



 

If the sample wasn't created for a real client, don't pretend it was. 

You don't need to say: 

“I helped XYZ Fashion Brand increase sales by 200%.” 

If that's not true. 

Don't invent testimonials. 

Don't create fake client results. 

Don't claim that a business hired you when it didn't. 

Instead, label the work honestly. 

For example: 

Sample Project — Social Media Content for a Nigerian Fashion Brand 

Then explain: 

“This is a sample project created to demonstrate how I would approach social media 

content for a fashion business.” 

That's professional. 

And it protects your credibility. 

Never manufacture results just to make your portfolio look impressive. 

Give Every Sample a Little Context 

Don't simply upload a screenshot and expect the client to figure everything out. 

For each sample, give a little context. 

Use this structure: 

Project 

What type of business is this? 

Problem 

What were you trying to help them solve? 

Approach 

What did you create? 

Result 

If it's a sample project, don't invent a business result. 

Instead say: 

“The intended outcome was to create clearer, more engaging content that could help 

the business maintain a consistent social media presence.” 

This helps the potential client understand your thinking. 

Example: Building a Social Media Sample 

Let's say you're creating a portfolio for a fictional skincare business. 

 



 

Business 

A Nigerian skincare brand selling gentle skincare products for women. 

Audience 

Women who want simple skincare routines and struggle with choosing suitable 

products. 

Problem 

The brand needs educational content that builds trust while introducing its products. 

Your solution 

Create a one-week content plan containing: 

●​ Educational post 

●​ Common skincare mistake 

●​ Product-focused post 

●​ Customer question 

●​ Promotional post 

●​ Story idea 

●​ Call-to-action 

Then create three polished examples from the plan. 

Now you have something that looks like actual client work. 

Example: Building a Product Description Sample 

Suppose you want to offer AI-assisted product descriptions. 

Create a fictional online store. 

Choose three products. 

For each product, create: 

●​ Product title 

●​ Short description 

●​ Key benefits 

●​ Features 

●​ Customer-focused explanation 

●​ Call to action 

Then show your process. 

You might present: 

Original information 

followed by: 

Improved product description 

 



 

Now the potential client can immediately see the transformation. 

Example: Building a Video Script Sample 

If you choose short-form video scripting, create three scripts. 

For each one, include: 

Hook 

The first few seconds designed to get attention. 

Body 

The main message. 

Call to action 

What the viewer should do next. 

You could create three different styles: 

●​ Educational 

●​ Storytelling 

●​ Promotional 

That demonstrates range without creating a huge portfolio. 

The “Before and After” Advantage 

Whenever possible, show transformation. 

This is powerful because clients don't necessarily understand your process. 

They understand improvement. 

For example: 

Before 

“We sell beautiful dresses for every occasion.” 

After 

“The wedding invite is in two weeks and you still haven't found the dress? We've got 

elegant ready-to-wear pieces you can order without spending days searching.” 

The second version gives the reader a situation they recognise. 

It shows how you can turn basic information into audience-focused content. 

That's proof. 

Your Portfolio Should Answer Five Questions 

When someone opens your portfolio, they should quickly understand: 

1. What do you do? 

Example: 

“I create AI-assisted social media content for small businesses.” 

2. Who do you help? 

 



 

Example: 

“I help small fashion and beauty businesses create consistent social media content.” 

3. What problem do you solve? 

Example: 

“I help business owners who struggle to consistently come up with content ideas and 

captions.” 

4. What can you create? 

Show your samples. 

5. How can they contact you? 

Make the next step obvious. 

That's it. 

You don't need a 20-page autobiography. 

The Beginner Portfolio Mistake 

Don't write your portfolio like this: 

“Hello, my name is ___ and I have always been passionate about AI, technology, 

creativity and helping people.” 

There is nothing wrong with introducing yourself. 

But your potential client is probably thinking: 

“Can you help me?” 

Lead with that. 

Instead: 

“I help small businesses create consistent, audience-focused content using 

AI-assisted workflows.” 

Then show the work. 

Your portfolio is not primarily about proving that you're interesting. 

It's about proving that you're useful. 

Your 3-Sample Portfolio Checklist 

Before you move on, make sure you have: 

☐ One sample demonstrating your core skill. 

☐ One sample demonstrating your strategic thinking. 

☐ One sample demonstrating how your work can solve a business problem. 

☐ All samples clearly labelled as samples if they weren't created for real clients. 

☐ No fake testimonials. 

☐ No invented income or business results. 

 



 

☐ A clear description of what you offer. 

☐ A clear description of who you help. 

☐ A simple way for someone to contact you. 

If you can check those boxes, you have something valuable. 

You may not have years of experience yet. 

But now you have proof of capability. 

Don't Wait Until Your Portfolio Is Perfect 

Here's another trap. 

You finish your three samples. 

Then you start thinking: 

“Maybe I should create five more.” 

Then ten. 

Then twenty. 

Then you redesign the portfolio. 

Then you change your colours. 

Then you change your font. 

Then you build a website. 

Then you start watching tutorials about personal branding. 

And suddenly another month has passed. 

Stop. 

Your portfolio is not supposed to be perfect. 

It is supposed to be good enough to start conversations. 

You can improve it as you gain experience. 

Your first portfolio is Version 1. 

That's okay. 

Your Action Step 

Today, create your first three samples. 

Don't wait until tomorrow. 

Don't wait until you know everything. 

Use the Human + AI Workflow™ from Chapter 4. 

For each sample: 

Choose the client → identify the problem → create the work → edit it → check it → 

present it professionally. 

Then put the three pieces together. 

 



 

When you're finished, look at them and ask yourself: 

“If I were a potential client, would this make me believe that this person could help 

me?” 

If the answer is yes, you're ready for the next step. 

Because now we have something to sell. 

And that brings us to a problem many beginners don't know how to solve: 

How do you turn a skill and a portfolio into an offer someone can actually understand 

and buy? 

That's what we're doing next. 

In Chapter 6, we'll take your skill and turn it into a clear service using the Problem → 

Deliverable → Outcome offer formula. 

 

 



 

Chapter 6: Step Four — Package Your Skill So People Know What 
They're Buying 

 

 

You now have something most beginners don't have. 

You have a skill you're developing. 

You've practised using AI to produce useful work. 

And you've started building proof through your portfolio. 

But there's still one important piece missing. 

What exactly are you selling? 

This sounds simple. 

But many beginners struggle here. 

They know what they can do, but when someone asks: 

“So, what do you offer?” 

They respond with something like: 

“I do AI content.” 

And the potential client is left thinking: 

“Okay… what does that actually mean?” 

Do you write? 

Do you design? 

Do you make videos? 

Do you manage social media? 

Do you create prompts? 

Do you build chatbots? 

The client shouldn't have to figure out what you mean. 

Your job is to make the offer clear. 

A Skill Is Not an Offer 

Let's start with the difference. 

Your skill is what you know how to do. 

Your offer is how you package that skill into something a specific person can buy. 

For example: 

Skill: AI-assisted social media content creation. 

That's a skill. 

 



 

But: 

“I create 12 ready-to-post social media posts each month for small businesses that 

struggle to stay consistent online.” 

That's an offer. 

See the difference? 

The second one tells the client: 

●​ What you're doing 

●​ How much you're creating 

●​ Who it's for 

●​ What problem it solves 

That's much easier to understand. 

The Problem → Deliverable → Outcome Formula 

Here's the simple formula I want you to use: 

Problem → Deliverable → Outcome 

Let's break it down. 

Problem 

What is your potential client struggling with? 

Deliverable 

What exactly will you create or provide? 

Outcome 

What useful result does your work help them achieve? 

Let's look at an example. 

Problem 

A small business owner struggles to post consistently. 

Deliverable 

You create 12 social media posts with captions each month. 

Outcome 

They have a month's worth of organised content they can use to stay active online. 

Now turn that into an offer: 

“I help small businesses that struggle with consistent social media by creating 12 

ready-to-post content pieces each month, so they always have quality content to 

publish.” 

Simple. 

Clear. 

 



 

Specific. 

Don't Sell “AI” 

This is one of the most important lessons in this entire guide. 

AI is part of your process. 

It doesn't always need to be the product. 

Imagine you're going to a restaurant. 

The chef may use a blender, oven, food processor and pressure cooker. 

You don't walk into the restaurant and ask: 

“Which brand of blender did you use?” 

You care about the food. 

The tools help create the result. 

It's the same with your service. 

A client may not care that you used ChatGPT. 

They care that you delivered the content they needed. 

So instead of saying: 

“I offer AI content generation.” 

Try: 

“I help small businesses create consistent social media content.” 

Then, if relevant, you can explain that you use AI-assisted workflows to make the 

process more efficient. 

Sell the result. Explain the tool when it adds value. 

Your Offer Should Be Easy to Picture 

Imagine you're the potential client. 

Someone tells you: 

“I provide AI-powered digital content solutions.” 

What exactly are you buying? 

You don't know. 

Now imagine they say: 

“I'll create 10 Instagram captions and five post ideas for your business every week.” 

Now you can picture it. 

That's what clarity does. 

A good beginner offer should be something the client can visualise. 

They should be able to think: 

“Yes. That's what I need.” 

 



 

Start With One Simple Service 

You may eventually create packages. 

But when you're starting, don't make your offer unnecessarily complicated. 

You don't need: 

Bronze Package 

Silver Package 

Gold Package 

Premium Package 

Ultimate AI Transformation Package 

You can start with one simple service. 

For example: 

12 Social Media Posts + Captions 

Or: 

10 Product Descriptions 

Or: 

5 Short-Form Video Scripts 

Or: 

One Week of Repurposed Content 

Simple is good. 

You can always add more later. 

What Should You Charge? 

This is probably the question you're already asking. 

“How much should I charge?” 

The honest answer is that there isn't one universal price. 

Your price can depend on: 

●​ The type of work 

●​ The amount of work 

●​ Your experience 

●​ The quality of your work 

●​ The client 

●​ The market 

●​ The turnaround time 

●​ Whether the work is one-off or recurring 

●​ How much value the client gets from it 

 



 

So don't obsess over finding the “perfect” price. 

Instead, start with a price that feels reasonable for the scope of work you're providing 

and allows you to gain experience without undervaluing yourself. 

Don't Make Your First Offer Too Big 

Here's another beginner mistake. 

You want to impress the client, so you offer everything. 

For example: 

“For ₦100,000 I'll manage your Instagram, Facebook, TikTok, create graphics, write 

captions, make videos, respond to comments, create a content calendar, run ads 

and handle your entire online presence.” 

Stop. 

That's too much. 

Especially if you're still learning. 

You may end up overwhelmed. 

The client may also expect much more than you can realistically deliver. 

Start with a manageable service. 

For example: 

“I create 12 social media posts and captions for your business each month.” 

Now you know exactly what you're responsible for. 

Package the Deliverable Clearly 

Your client should know exactly what they're getting. 

For example: 

Starter Social Content Package 

You receive: 

●​ 12 social media post ideas 

●​ 12 captions 

●​ Suggested calls to action 

●​ Basic content calendar 

●​ One revision round 

Delivery: Within an agreed timeframe. 

That's much better than: 

“I'll help you improve your social media presence.” 

The second sounds nice. 

The first tells the client what they're actually buying. 

 



 

Don't Promise Results You Can't Control 

This is extremely important. 

Be careful with promises like: 

“I will increase your sales by 300%.” 

Or: 

“I will guarantee 10,000 followers.” 

Or: 

“My content will make you go viral.” 

You cannot completely control those outcomes. 

There are too many variables. 

Instead, promise what you can actually deliver. 

For example: 

“I will create 12 audience-focused social media posts.” 

That's within your control. 

You can also explain the intended benefit: 

“The content will be designed to improve consistency and encourage engagement.” 

That's more responsible. 

Your Offer Should Solve a Specific Problem 

Let's say you want to work with online sellers. 

Don't simply say: 

“I create AI content.” 

Instead: 

“I help online sellers turn basic product information into clear, customer-friendly 

product descriptions and promotional content.” 

Now the seller can recognise themselves. 

They might think: 

“I actually struggle with that.” 

That's what you want. 

The “I Can Do Everything” Problem 

You might be tempted to list every skill you have. 

Don't. 

Imagine someone says: 

“I'm a content writer, graphic designer, video editor, social media manager, 

copywriter, virtual assistant, web designer, AI consultant and digital marketer.” 

 



 

You might think: 

“Wow, this person can do everything.” 

Or you might think: 

“What are they actually good at?” 

When you're starting out, specificity can create more confidence. 

You can always expand later. 

Start with one clear problem. 

One clear service. 

One clear type of client. 

Create Your Offer Statement 

Now we're going to create yours. 

Use this formula: 

I help [TYPE OF CLIENT] who struggle with [PROBLEM] by providing 

[DELIVERABLE], so they can [USEFUL OUTCOME]. 

Let's create some examples. 

Social Media Content 

I help small businesses that struggle to post consistently by creating ready-to-publish 

social media content, so they can stay active online without spending hours creating 

posts themselves. 

Product Descriptions 

I help online sellers who struggle to explain their products clearly by creating 

customer-focused product descriptions, so shoppers can quickly understand the 

product and its benefits. 

Video Scripts 

I help content creators who struggle with what to say by creating short-form video 

scripts, so they can record useful content without spending hours planning each 

video. 

Content Repurposing 

I help busy creators turn their long-form content into multiple social media posts, so 

they can get more mileage from the content they've already created. 

Notice how each statement focuses on the client, not the AI tool. 

Your Offer Is Allowed to Evolve 

Don't worry if your first offer isn't perfect. 

You're going to learn from the market. 

 



 

Maybe you start offering 10 captions. 

After speaking to clients, you discover they also need content ideas. 

You can add that. 

Maybe clients keep asking for graphics. 

You can decide whether that's something you want to include. 

Maybe you realise your best clients are coaches rather than small businesses. 

You can specialise. 

Your first offer is not a life sentence. 

It's Version 1. 

What If Someone Says, “But I Can Do This Myself With ChatGPT”? 

You may hear this. 

And honestly, it's becoming a reasonable objection. 

Your answer should not be: 

“But I'm better at ChatGPT than you.” 

Instead, show them the value beyond the tool. 

You are not simply selling access to AI. 

You're selling: 

●​ Understanding 

●​ Strategy 

●​ Research 

●​ Editing 

●​ Consistency 

●​ Time saved 

●​ Human judgement 

●​ Organisation 

●​ A finished deliverable 

A business owner may technically be able to create their own captions. 

But they may not want to spend two hours every week doing it. 

That's where your service becomes useful. 

People often pay for convenience, not because they are incapable of doing 

something themselves. 

Think about laundry. 

Most people can wash their own clothes. 

Some still pay someone else to do it. 

 



 

Why? 

Because they value the time saved. 

The same principle can apply to digital services. 

Create a Simple Starter Package 

Let's build one. 

Imagine your chosen skill is AI-assisted social media content. 

You could create: 

Your Starter Content Package 

For: Small businesses 

Includes: 

●​ 12 content ideas 

●​ 12 captions 

●​ 4 promotional posts 

●​ 4 educational posts 

●​ 4 engagement-focused posts 

●​ Suggested calls to action 

●​ One revision round 

You don't have to copy this exact package. 

The point is to understand the structure. 

Clear service. Clear deliverables. Clear boundaries. 

Set Boundaries Early 

This is something beginners often learn the hard way. 

A client says: 

“Can you just add one more thing?” 

Then another. 

Then another. 

Before you know it, the small job you agreed to has become a completely different 

project. 

That's why your offer needs boundaries. 

Decide: 

●​ What is included? 

●​ What isn't included? 

●​ How many revisions? 

●​ When will you deliver? 

 



 

●​ What information does the client need to provide? 

●​ What happens if they request additional work? 

You don't have to sound harsh. 

Just be clear. 

Clarity protects both you and the client. 

Your Offer Creation Exercise 

Now it's your turn. 

Fill this in: 

My Target Client 

Their Problem 

My Skill 

What I Will Deliver 

How Many? 

My Intended Outcome 

Now combine them: 

I help __________________ who struggle with __________________ by providing 

__________________, so they can __________________. 

Read it. 

Does someone understand what you do? 

If yes, excellent. 

If not, simplify it. 

The Three-Second Test 

Here's a simple test. 

Show your offer statement to someone who knows nothing about your business. 

Give them three seconds to read it. 

Then ask: 

“What do you think I do?” 

If they can explain it back to you, you're on the right track. 

If they say: 

“I'm not really sure.” 

Your offer is too vague. 

Don't worry. 

Rewrite it. 

Keep simplifying until the service is obvious. 

 



 

Don't Confuse Cheap With Beginner-Friendly 

Because you're new, you might think: 

“I have to be extremely cheap.” 

Not necessarily. 

Being new means you don't have years of experience. 

It doesn't mean your time has no value. 

You should price according to the scope of the work, your current ability, the market 

you're targeting, and the value of the service. 

And remember: 

A low price does not automatically make an offer attractive. 

Sometimes clarity is more persuasive than cheapness. 

A client may happily pay a reasonable amount for something they understand. 

But hesitate to pay even a small amount for something vague. 

Your Offer Is Ready When... 

You should be able to answer these five questions immediately: 

Who do I help? 

What problem do they have? 

What exactly do I deliver? 

How much do they receive? 

What useful result does my service support? 

If you can answer all five, you have the beginning of a real offer. 

Now we have something important. 

You have: 

A skill. 

A portfolio. 

An offer. 

But none of those things will make you money if nobody knows you exist. 

And this is where many beginners make their next mistake. 

They post their service once and wait. 

Nothing happens. 

They decide: 

“Maybe this AI thing doesn't work.” 

But the problem isn't necessarily the skill. 

 



 

The problem is that they haven't created enough opportunities for the right people to 

see it. 

In the next chapter, we're going to solve that. 

I'll show you how to find potential clients, where to look for them, and how to 

approach them without sounding desperate, spammy or like you're begging for work. 

 

 



 

Chapter 7: Step Five — Find People Who Already Need What You 
Offer 

 
 
You have done a lot of work already. 

You chose a skill. 

You learned how to use AI to support that skill. 

You created samples. 

You built a simple portfolio. 

And you packaged your skill into an offer. 

So now comes the question you've probably been waiting for: 

“Where do I find people who will actually pay me?” 

This is where things get real. 

Because having a good skill doesn't automatically bring clients. 

There are talented people everywhere who struggle to find work because nobody 

knows they exist. 

Your job now is to put your offer in front of people who have a reason to need it. 

And I want you to stop thinking about this as “looking for people to beg for work.” 

Think of it as: 

finding people who already have a problem you can help solve. 

That mindset makes a huge difference. 

Don't Look for “Anyone Who Needs AI” 

This is one of the first mistakes beginners make. 

They say: 

“I need clients.” 

Then they start messaging everybody. 

Friends. 

Family. 

Random businesses. 

Influencers. 

People on Instagram. 

People on LinkedIn. 

People on WhatsApp. 

 



 

And the message is usually something like: 

“Hello sir/ma, I offer AI services. Do you need an AI content creator?” 

That's not targeted. 

And it puts all the work on the person receiving the message. 

Instead, start with the person you already identified in your offer. 

If your offer is: 

“I help small businesses create consistent social media content.” 

Then look for small businesses that are already using social media but aren't doing it 

consistently or effectively. 

That's much more specific. 

Your Ideal Client Is Already Somewhere 

You don't need to invent demand. 

There are already businesses and individuals online who: 

●​ Need content 

●​ Need ideas 

●​ Need better product descriptions 

●​ Need scripts 

●​ Need social media posts 

●​ Need help staying consistent 

●​ Need to save time 

●​ Need someone to take a task off their plate 

Your job is to find them. 

And there are several places to look. 

1. Your Existing Network 

Before you start cold messaging strangers, look around you. 

You probably already know people who run businesses. 

Think about: 

●​ Friends 

●​ Family members 

●​ Former colleagues 

●​ Schoolmates 

●​ Church or mosque contacts 

●​ Neighbours 

●​ People in WhatsApp groups 

 



 

●​ People you follow online 

You may know someone selling: 

●​ Clothes 

●​ Shoes 

●​ Skincare 

●​ Food 

●​ Hair products 

●​ Real estate 

●​ Services 

●​ Digital products 

You don't have to approach them aggressively. 

You can simply let people know what you're now offering. 

For example: 

“I've started helping small businesses create social media content. I'm currently 

building my portfolio and taking on a few projects.” 

That's very different from: 

“Please help me find work.” 

You're communicating what you do. 

2. Instagram 

Instagram can be a goldmine if your skill involves content. 

Search for businesses in the niche you're targeting. 

For example: 

●​ Lagos fashion brands 

●​ Nigerian skincare brands 

●​ Small restaurants 

●​ Makeup artists 

●​ Real estate agents 

●​ Coaches 

●​ Online stores 

Look at their pages. 

Don't immediately send a sales message. 

Observe first. 

Ask yourself: 

Are they posting consistently? 

 



 

Are their captions weak or repetitive? 

Do they have good products but poor content? 

Are there obvious content opportunities? 

Does their page look like the owner is doing everything themselves? 

You are looking for a problem you can genuinely help with. 

3. LinkedIn 

LinkedIn can be useful if your target clients are: 

●​ Professionals 

●​ Consultants 

●​ Coaches 

●​ Founders 

●​ Agencies 

●​ B2B businesses 

●​ Startups 

Search for people in the type of business you want to work with. 

Then pay attention to what they post. 

Someone who posts regularly but struggles with consistency may be a potential 

client. 

Someone launching a new product may need content. 

Someone who has lots of expertise but rarely creates content may need help turning 

their ideas into posts. 

Again: 

Don't start with the sale. Start with observation. 

4. Facebook Groups 

Facebook groups can be useful, particularly for local businesses and communities. 

Look for groups where your potential clients already gather. 

For example: 

●​ Small business groups 

●​ Entrepreneurs' groups 

●​ Ecommerce communities 

●​ Nigerian business groups 

●​ Freelancing communities 

●​ Industry-specific groups 

But don't join a group and immediately spam everyone with: 

 



 

“I offer AI services. DM me.” 

That is a quick way to get ignored. 

Instead, contribute. 

Answer questions. 

Share useful information. 

Give helpful suggestions. 

When appropriate, mention what you do. 

Become visible before you become promotional. 

5. WhatsApp 

Don't underestimate WhatsApp. 

Especially if you're targeting people in Nigeria, your existing WhatsApp network can 

be valuable. 

You can use: 

●​ Status updates 

●​ Direct conversations 

●​ Business groups 

●​ Existing contacts 

For example, instead of posting: 

“I am looking for clients.” 

Try: 

“I've started helping small businesses create ready-to-use social media content. I'm 

opening a few spots this month for businesses that need help staying consistent.” 

Now people know: 

●​ What you do 

●​ Who it's for 

●​ Why they might care 

That's much stronger. 

6. Freelance Platforms 

You can also look at platforms where people actively post jobs. 

Depending on your skill, you may find opportunities for: 

●​ Copywriting 

●​ Content writing 

●​ Social media 

●​ Virtual assistance 

 



 

●​ Data-related work 

●​ Research 

●​ Video scripting 

●​ Content repurposing 

The important thing is not to apply for everything. 

Look for projects that match the skill you chose. 

If you apply to 30 unrelated jobs, you'll probably create 30 weak applications. 

If you apply to fewer jobs that actually match your skill, you can personalise your 

applications. 

Relevance beats volume. 

Learn to Spot a “Content Opportunity” 

Here's a skill I want you to develop. 

When you look at a business page, don't just look at the product. 

Look at the content gap. 

For example: 

A fashion business has beautiful clothes but posts only once every two weeks. 

That's a possible content problem. 

A skincare brand constantly posts product pictures but almost never educates its 

audience. 

That's a possible content opportunity. 

A real estate agent has lots of listings but doesn't explain common buyer questions. 

That's another opportunity. 

A coach has years of knowledge but only posts generic motivational quotes. 

Another opportunity. 

You're training yourself to see: 

“Where could my skill make this person's life easier?” 

Don't Manufacture Problems 

There's an important distinction here. 

You should never insult someone's business just to create a sales opportunity. 

Don't message: 

“Your Instagram page is terrible.” 

Don't tell a business owner: 

“You're losing thousands of customers because your captions are bad.” 

You don't know that. 

 



 

Instead, be respectful. 

You can say: 

“I noticed you have a lot of great products, and I saw a few opportunities where more 

educational content could help you keep your audience engaged.” 

That opens a conversation without pretending you know everything about their 

business. 

 

The 10-Minute Prospecting Method™ 

You don't need to spend five hours every day searching for clients. 

Start with 10 focused minutes. 

Choose one platform. 

Find five businesses or individuals who fit your target client. 

For each one, write down: 

Name 

What they sell 

What content they currently post 

One content opportunity you noticed 

How your service could help 

That's it. 

Do this consistently. 

After a week, you could have dozens of potential prospects. 

Don't Message Everyone the Same Thing 

This is another big one. 

If you send the exact same message to 100 people, it will probably feel like spam. 

Instead, personalise the opening. 

For example: 

“Hi Sarah, I came across your fashion page and noticed you've been posting some 

of your new arrivals recently. I had an idea for a few educational posts that could 

complement the product posts you're already sharing.” 

That's more natural. 

Then you can explain your service. 

You don't need a huge paragraph. 

You just need enough to start a conversation. 

The Simple Outreach Formula 

 



 

Use: 

Observation → Opportunity → Offer 

Observation 

Mention something genuine you noticed. 

Opportunity 

Point out a potential improvement. 

Offer 

Explain how you can help. 

For example: 

“Hi Sarah, I came across your page and noticed you're regularly sharing your new 

arrivals. I also noticed there isn't much content explaining how customers can style 

the pieces. I create social media content for small fashion businesses, and I could 

put together a few content ideas around styling and product education if that's 

something you'd find useful.” 

Notice what this message doesn't do. 

It doesn't say: 

“I am the best AI content creator.” 

It doesn't say: 

“I can guarantee more sales.” 

It doesn't say: 

“You desperately need me.” 

It simply starts a conversation around something relevant. 

What If They Don't Reply? 

They may not. 

That's normal. 

Don't take it personally. 

People are busy. 

Some messages get missed. 

Some people aren't interested. 

Some aren't ready to spend money. 

Some already have someone doing the work. 

And some simply don't check their messages. 

That's why you follow up. 

A simple follow-up could be: 

 



 

“Hi Sarah, just following up on my message from earlier. No pressure at all — I just 

wanted to see if you'd be interested in discussing some content ideas for your page.” 

One follow-up is often enough. 

You don't need to chase someone repeatedly. 

What If They Say No? 

Good. 

Now you know. 

A “no” is information. 

Maybe they don't need the service. 

Maybe the timing isn't right. 

Maybe your offer isn't clear. 

Maybe your price doesn't fit their budget. 

Maybe they already have someone. 

You don't need to turn every rejection into a personal crisis. 

Thank them and move on. 

Your goal isn't to convince everyone. 

Your goal is to find the people who are a good fit. 

What If They Ask for Free Work? 

This can happen. 

Someone might say: 

“Can you just do one sample for me first?” 

Be careful. 

There's a difference between demonstrating your ability and doing free client work. 

You already have a portfolio. 

You can show it. 

You don't need to repeatedly create custom projects for people who may never pay 

you. 

If you choose to do a small trial, make sure the scope is clear and limited. 

Don't allow a “small test” to become two weeks of unpaid work. 

 

Don't Let Rejection Make You Change Your Skill Every Week 

This is important. 

You send five messages. 

Nobody replies. 

 



 

You start thinking: 

“Maybe social media content isn't profitable.” 

Then you switch to AI video. 

You send five messages there. 

No replies. 

You switch again. 

Stop. 

Five messages is not enough data. 

Ten messages may not be enough either. 

You need consistent action before making conclusions. 

Sometimes the problem isn't your skill. 

It might be: 

●​ Your message 

●​ Your target client 

●​ Your portfolio 

●​ Your offer 

●​ Your pricing 

●​ Your timing 

●​ Your consistency 

That's why you test and improve. 

 

The 20-Prospect Challenge 

Here's your next challenge. 

Find 20 potential clients who match your target market. 

Create a simple list: 

Prospec

t 

Busines

s 

Problem/Opportunity Contacted

? 

Respons

e 

1     

2     

3     

4     

 



 

5     

...     

20     

You don't need to contact all 20 in one day. 

You can do five per day. 

The purpose is to stop thinking vaguely: 

“I need clients.” 

And start thinking specifically: 

“I have 20 people who fit the type of client I want to help.” 

That's actionable. 

Your Daily Client-Finding Routine 

If you have limited time, use this simple routine. 

10 minutes — Find prospects 

Look for businesses or people who fit your target client. 

10 minutes — Study them 

Look at their content and identify one genuine opportunity. 

10 minutes — Send personalised messages 

Contact a few people. 

5 minutes — Follow up 

Check previous conversations. 

That's 35 minutes. 

You don't need to spend your entire day prospecting. 

Consistency matters more than spending one exhausting Saturday sending 100 

random messages. 

Remember: You're Starting a Conversation 

This is one of the biggest mindset shifts. 

Your first message does not have to close the sale. 

Its job is simply to open a conversation. 

If they respond: 

“Tell me more.” 

Great. 

Now you can explain your service. 

 



 

If they ask: 

“How much?” 

Now you can discuss your package. 

If they say: 

“Send your portfolio.” 

Perfect. 

You send it. 

One step at a time. 

Don't try to force the entire sales process into the first DM. 

Your Client-Finding Formula 

Keep this somewhere you can see it: 

Find the right person. 

↓ 

Understand their situation. 

↓ 

Identify a genuine opportunity. 

↓ 

Start a relevant conversation. 

↓ 

Show your proof. 

↓ 

Explain your offer. 

↓ 

Discuss the next step. 

That's how you turn a skill into potential income. 

Your Action Step 

Today, do this: 

Step 1 

Choose one platform. 

Step 2 

Find five potential clients. 

Step 3 

Study each person's content. 

Step 4 

 



 

Write down one genuine opportunity for each. 

Step 5 

Send a personalised message to at least three. 

Step 6 

Record what happens. 

Don't judge the process based on one response. 

You're collecting information. 

You're learning what people respond to. 

You're practising communication. 

You're becoming comfortable putting your work in front of people. 

And that brings us to the next stage. 

Because eventually, someone is going to reply: 

“Okay, I'm interested. How much do you charge?” 

And this is where many beginners panic. 

They don't know what to say. 

They immediately slash their price. 

Or they quote a number without explaining what the client gets. 

Or they agree to everything the client asks for. 

Don't do that. 

In the next chapter, we'll talk about pricing, handling client questions, and getting 

paid without feeling like you're guessing.  

 



 

Chapter 8: Step Six — Get Paid Without Guessing, Undervaluing 
Yourself, or Feeling Awkward 

 
 

So far, you've built the foundation. 

You have: 

●​ Chosen a skill. 

●​ Learned how AI can support that skill. 

●​ Created samples. 

●​ Built a simple portfolio. 

●​ Created an offer. 

●​ Started looking for potential clients. 

Now imagine this happens. 

Someone replies to your message: 

“I'm interested. How much do you charge?” 

Your heart starts beating faster. 

You stare at the screen. 

You think: 

“What should I say?” 

You don't want to charge too much. 

But you also don't want to work for almost nothing. 

So you type a number. 

Then delete it. 

Type another. 

Delete that one too. 

Eventually, you send: 

“How much is your budget?” 

And now you've handed the entire pricing conversation to the client. 

Let's change that. 

You Don't Need a Perfect Price 

First, relax. 

There is no magical number that is guaranteed to be the correct price for every 

client. 

 



 

Your price depends on many things: 

●​ What you're delivering 

●​ How much work is involved 

●​ Your skill level 

●​ Your turnaround time 

●​ The type of client 

●​ The market 

●​ Whether it's a one-off project or recurring work 

●​ How much customisation is required 

So don't waste your time searching for: 

“The exact price for AI content creation.” 

There isn't one. 

Instead, learn how to think about pricing. 

Stop Pricing the AI Tool 

This is a mistake I want you to avoid. 

You might think: 

“ChatGPT helped me create this in 20 minutes, so maybe I should charge very little.” 

No. 

Your client isn't paying for the number of minutes you spent typing into ChatGPT. 

They're paying for the work you deliver. 

Imagine a professional designer creates something in one hour because they've 

spent years developing their skills. 

Would you tell them: 

“You only worked for one hour, so I should only pay you for one hour”? 

Not necessarily. 

You're paying for the ability to produce the result. 

The same principle applies here. 

AI may make you faster. 

Speed is one of the benefits of learning how to use AI well. 

Don't automatically punish yourself for becoming more efficient. 

Price the Work, Not the Prompt 

Suppose you create: 

10 product descriptions 

The client doesn't care that you used five prompts to produce them. 

 



 

They care that they received 10 usable product descriptions. 

So your thinking should be: 

What am I delivering? 

Not: 

How many prompts did I use? 

This is another reason we spent time creating a clear offer in Chapter 6. 

When the deliverable is clear, pricing becomes easier. 

Start With the Scope 

Before you quote a price, understand what the client actually wants. 

Ask questions such as: 

“How many pieces of content do you need?” 

“Which platforms will the content be used on?” 

“Do you already have brand guidelines?” 

“When do you need the work?” 

“Do you have examples of the style you prefer?” 

“Will you provide the product information and images?” 

These questions matter. 

Imagine someone asks: 

“How much for social media content?” 

That's too vague. 

Are they asking for five posts? 

Twenty? 

A month's worth? 

Captions only? 

Captions and graphics? 

Content strategy? 

Scheduling? 

Community management? 

You cannot price properly until you know what you're actually delivering. 

Your Simple Pricing Formula 

Here's a useful starting framework: 

Scope of work + time/effort + complexity + client value + your current experience = 

reasonable starting price 

You don't need to calculate this like a complicated mathematical equation. 

 



 

Use it as a thinking framework. 

For example: 

A small project with five simple captions is different from a monthly content package 

involving: 

●​ Strategy 

●​ Research 

●​ 20 posts 

●​ Captions 

●​ Graphics 

●​ Revisions 

●​ Content calendar 

Those should not have the same price. 

Don't Quote Before Understanding the Job 

Let's say someone says: 

“How much do you charge for content?” 

Instead of immediately sending a number, you can say: 

“I'd be happy to help. How many pieces of content are you looking for, and what type 

of business is it for? Once I know the scope, I can give you a proper quote.” 

That's professional. 

You're not avoiding the question. 

You're gathering the information you need. 

Three Ways You Can Structure Your Pricing 

There are several ways to charge. 

For beginners, these three are easy to understand. 

1. Per Project 

You charge for a specific piece of work. 

Example: 

10 product descriptions — ₦X 

Or: 

5 short-form video scripts — ₦X 

This is simple and works well for one-off jobs. 

2. Per Package 

You combine several deliverables. 

Example: 

 



 

Monthly Social Content Package 

Includes: 

●​ 12 captions 

●​ 12 content ideas 

●​ 4 promotional posts 

●​ Content calendar 

●​ One revision round 

Price: ₦X 

Packages can make your service easier to understand. 

3. Monthly Retainer 

A client pays you regularly for ongoing work. 

For example: 

“Every month, I create your agreed content package.” 

This can eventually give you more predictable income. 

But don't rush into retainers before you understand how much work you can 

realistically handle. 

Start small. 

Learn. 

Improve. 

Then expand. 

Don't Underprice Just Because You're New 

Being new doesn't mean you have to work for free. 

But there's another side to this. 

You also shouldn't pretend you have ten years of experience when you don't. 

Your pricing should reflect where you are. 

You are building your reputation. 

You're gaining experience. 

You're collecting testimonials. 

You're improving your processes. 

So your early pricing can be attractive without being ridiculous. 

Think: 

fair starting price + clear scope + good work. 

As your skill and proof improve, you can increase your rates. 

Your First Client Is Valuable for More Than Money 

 



 

This is something people sometimes overlook. 

Your first client can give you: 

Experience. 

Feedback. 

A testimonial. 

A real portfolio project. 

A better understanding of client expectations. 

A case study. 

A referral. 

That doesn't mean you should accept terrible conditions just because you want 

experience. 

It means you should understand that your early clients can help you build assets 

beyond the immediate payment. 

But Don't Work for “Exposure” 

Be careful when someone says: 

“I'll give you exposure.” 

Exposure doesn't pay your bills. 

If someone genuinely wants to collaborate without payment, you can decide whether 

the opportunity is strategically valuable to you. 

But don't let people repeatedly take your work for free under the promise that: 

“It will be good for your portfolio.” 

You already know how to create portfolio samples. 

Your time has value. 

What If the Client Says Your Price Is Too High? 

Don't panic. 

They may simply have a different budget. 

You can respond: 

“I understand. The quoted price reflects the scope we've discussed. If you'd like, we 

can reduce the deliverables and create a smaller package that fits your budget.” 

That's a powerful response. 

Instead of immediately dropping your price, you adjust the scope. 

For example: 

The client wants 20 posts. 

Your price is ₦X. 

 



 

They say: 

“That's too expensive.” 

You could offer: 

“We can start with 10 posts instead.” 

Now the price can change because the amount of work has changed. 

You're not saying: 

“Okay, I'll do the same work for half the price.” 

You're saying: 

“Let's find a smaller version of the service that works for both of us.” 

Don't Give Endless Discounts 

One discount is one thing. 

Constantly reducing your price is another. 

If you keep dropping your price every time someone hesitates, you teach potential 

clients that your first price isn't real. 

Instead, be comfortable saying: 

“That's the current price for this package.” 

If it's outside their budget, that's okay. 

Not every prospect will become a client. 

The “Can You Do It Cheaper?” Response 

You can use this: 

“I can adjust the scope to fit a lower budget. Which part of the package would you 

like to prioritise?” 

This keeps the conversation professional. 

You're not defensive. 

You're not desperate. 

You're simply discussing options. 

What If They Ask for a Free Sample? 

If you already have a portfolio, send it. 

For example: 

“Absolutely. I've attached a few relevant samples so you can see the type of work I 

produce.” 

If they insist on a custom unpaid project, decide carefully. 

A short trial can sometimes make sense. 

But define the boundaries. 

 



 

For example: 

“I'm happy to create one short sample so you can assess the style. Any additional 

work would be covered under the agreed project.” 

Don't accidentally complete an entire project for free. 

Get the Agreement in Writing 

Even for small jobs. 

You don't necessarily need a complicated legal contract for every simple task, but 

you should have the important details written down. 

Confirm: 

●​ What you're delivering 

●​ How many items 

●​ Price 

●​ Payment terms 

●​ Deadline 

●​ Number of revisions 

●​ What the client needs to provide 

●​ What happens with additional requests 

This can be through a simple written agreement or clearly documented conversation, 

depending on the project. 

The point is: 

Don't rely on “we discussed it on the phone.” 

Written clarity prevents misunderstandings. 

Ask for a Deposit When Appropriate 

For custom projects, especially larger ones, consider requesting an upfront deposit 

before starting. 

The exact percentage can depend on the project and your agreement. 

For example: 

“A 50% deposit is required to begin, with the remaining balance due upon 

completion.” 

You can choose another structure if it makes sense for your situation. 

The important thing is that the payment arrangement is agreed before you begin 

substantial work. 

Don't Start Working Before You Know the Terms 

Imagine this: 

 



 

A client sends you a message on Monday. 

You get excited. 

You spend six hours creating content. 

You send it. 

Then the client says: 

“Oh, I thought you were going to include graphics too.” 

Now you're frustrated. 

They thought something different. 

You thought something different. 

The problem wasn't necessarily the client. 

The problem was that the scope wasn't clear. 

This is why professional communication matters. 

The Simple Client Confirmation Message 

Before starting, make sure both sides understand the agreement. 

Something like: 

“Just to confirm, I'll be delivering 10 social media captions and 10 content ideas, with 

one revision round. Delivery will be by Friday, and the agreed fee is ₦X. Once the 

initial payment is received, I'll begin.” 

Simple. 

Clear. 

Professional. 

What If the Client Keeps Adding Work? 

This is called scope creep. 

The client asks for one extra thing. 

Then another. 

Then another. 

Eventually, the original project has doubled. 

Don't become angry. 

Simply explain: 

“The additional items aren't included in the original scope. I'm happy to add them, 

and I can send you an updated quote for the extra work.” 

That's it. 

No long argument. 

No apology. 

 



 

No guilt. 

What If You're Nervous About Saying Your Price? 

This is normal. 

Especially when you're new. 

You may feel: 

“Who am I to charge this amount?” 

Remember: 

You are not charging someone because you believe you're better than them. 

You're charging because you're offering a service that saves them time or helps 

them complete something they need. 

If your work is useful, it has value. 

And you are allowed to charge for your time and skill. 

The confidence comes gradually. 

At first, saying your price may feel uncomfortable. 

After you've done it 20 times, it becomes much easier. 

Don't Make Your Price the Whole Conversation 

Another mistake is immediately jumping into price before communicating value. 

Imagine someone says: 

“I charge ₦50,000.” 

Your first thought might be: 

“For what?” 

Instead, explain the package. 

For example: 

“For ₦50,000, the package includes 12 social media captions, 12 content ideas, four 

promotional posts, and one revision round.” 

Now the client understands what the number represents. 

Price without context feels expensive. 

Price attached to a clear deliverable feels more understandable. 

Your Simple Pricing Conversation 

Here's a basic structure: 

Step 1 — Understand the need 

“How many pieces of content do you need?” 

Step 2 — Clarify the scope 

“Will you need captions only, or captions and graphics?” 

 



 

Step 3 — Recommend the package 

“Based on what you've described, I recommend the 12-post package.” 

Step 4 — Explain what's included 

List the deliverables. 

Step 5 — State the price clearly 

“The total is ₦X.” 

Then stop talking. 

You don't need to immediately apologise for the price. 

You don't need to say: 

“I know it's expensive.” 

You don't need to say: 

“But I can reduce it.” 

Give the client space to respond. 

Your Money Conversation Script 

You can adapt this: 

“Based on what you've described, I can help with [deliverable]. The package includes 

[specific deliverables] and [number] revision round. The total fee is ₦X, and I can 

deliver within [timeframe]. If you'd like to proceed, I'll send over the next steps.” 

Simple. 

Professional. 

Clear. 

What Happens After They Say Yes? 

Don't celebrate and immediately start working. 

First, confirm: 

Scope 

Price 

Payment 

Deadline 

Client materials 

Communication method 

Then begin. 

This creates a professional experience from the beginning. 

Delivering the Work 

Remember what we learned earlier. 

 



 

Don't simply send AI output. 

Use your Human + AI Workflow™. 

Before delivering: 

☐ Check the content. 

☐ Check spelling. 

☐ Check facts. 

☐ Check names. 

☐ Check brand voice. 

☐ Check formatting. 

☐ Check that all agreed deliverables are included. 

☐ Make sure files are clearly labelled. 

Your client should feel that they received finished work, not raw AI output. 

 

Ask for Feedback 

After delivery, ask: 

“I'd love to know if there are any adjustments you'd like me to make.” 

This helps you improve. 

And when the client is happy, you can eventually ask for a testimonial. 

For example: 

“If you're happy with the work, would you be comfortable sharing a short testimonial 

about your experience?” 

A genuine testimonial can become valuable portfolio proof. 

Build a Reputation, Not Just a Transaction 

Your goal isn't simply to get one client. 

It's to create a system where one client can potentially lead to: 

Repeat work 

↓ 

Testimonial 

↓ 

Referral 

↓ 

Better portfolio 

↓ 

Higher confidence 

 



 

↓ 

Better clients 

↓ 

Higher income 

That's how a small AI skill can gradually become a real income stream. 

Your First-Payment Mindset 

Don't obsess over how much you will eventually make. 

Focus on getting your first legitimate payment for a useful skill. 

That first payment proves something important: 

Someone was willing to exchange money for the value you created. 

That changes your confidence. 

The amount may be small. 

That's okay. 

Your first payment isn't the finish line. 

It's evidence that the system can work. 

Your Action Step 

Now create your own pricing sheet. 

Write down: 

Service 

Deliverables 

Quantity 

Turnaround 

Revisions 

Price 

Deposit/payment arrangement 

Additional work 

Then practise saying your price out loud. 

Seriously. 

Say: 

“The total fee is ₦X.” 

Don't whisper it. 

Don't apologise. 

Don't immediately offer a discount. 

Just say it. 

 



 

The more comfortable you become discussing money, the easier client 

conversations will become. 

The Bigger Picture 

Look at what you've built so far. 

You started with: 

“I want to make money with AI.” 

Now you have: 

A specific skill. 

A workflow. 

Portfolio proof. 

A target client. 

A clear offer. 

A prospecting system. 

A pricing structure. 

That's a completely different position. 

But there is one more piece. 

You need to make this process repeatable. 

Because getting one client is great. 

Getting one client and then having no idea what to do next is not a business system. 

You need a simple routine for: 

Finding prospects → starting conversations → closing work → delivering → getting 

feedback → finding the next client. 

That's what we'll build next. 

In Chapter 9, we'll create your 7-Day AI Client Acquisition Sprint™ — a practical 

routine you can repeat each week to keep putting your skill in front of potential 

clients instead of waiting for opportunities to magically appear. 

 

 

 



 

Chapter 9: Step Seven — The 7-Day AI Client Acquisition Sprint™ 
 

 
At this point, you know what you're offering. 

You know who you want to help. 

You have samples. 

You have a portfolio. 

You understand how to approach potential clients. 

You even know how to discuss pricing. 

So here's the next question: 

“How do I keep doing this consistently?” 

Because finding one client is exciting. 

But if you want to build a reliable online income stream, you can't depend on luck. 

You need a routine. 

Something simple enough that you can repeat every week. 

That's why I created the: 

7-Day AI Client Acquisition Sprint™ 

This is not about spending eight hours every day searching for clients. 

It's about giving yourself a small, focused set of actions that keep your pipeline 

moving. 

Think of it as a weekly reset. 

Every week, you: 

Find → Research → Reach out → Follow up → Improve → Deliver → Repeat. 

Day 1 — Find Your Prospects 

Start the week by building your prospect list. 

Your target: 

10 potential clients. 

They should fit the type of client you've chosen. 

For each person or business, record: 

●​ Name 

●​ Business 

●​ Platform 

●​ Contact method 

 



 

●​ What they offer 

●​ Content opportunity you noticed 

Don't contact everyone immediately. 

First, build your list. 

This gives you something concrete to work with. 

Day 2 — Study Their Content 

Now take a closer look. 

Choose five of the prospects from your list. 

Spend a few minutes studying each one. 

Look at: 

●​ Their recent posts 

●​ Their captions 

●​ Their consistency 

●​ Their offers 

●​ Their audience 

●​ Their engagement 

●​ Their content style 

Then ask: 

“If I were working for this business, what would I improve first?” 

You don't need to find something wrong. 

Look for opportunities. 

Maybe they need: 

●​ More educational content 

●​ Better captions 

●​ More content ideas 

●​ Better product descriptions 

●​ More engaging hooks 

●​ Content repurposing 

●​ More consistent posting 

Write down one useful observation for each prospect. 

Day 3 — Send Your Outreach 

Now contact your prospects. 

Don't send 50 generic messages. 

Start with three to five personalised messages. 

 



 

Remember: 

Observation → Opportunity → Offer 

For example: 

“Hi Sarah, I came across your page and noticed you're sharing a lot of your new 

arrivals. I also noticed there aren't many posts showing customers how to style the 

pieces. I create social media content for fashion businesses, and I had a few content 

ideas that could work well for your audience. I'd be happy to share them if you're 

interested.” 

The objective isn't necessarily to close the sale immediately. 

You're opening a conversation. 

Day 4 — Create Something Useful 

Today, create. 

Use AI to help you produce another strong portfolio sample or a useful piece of 

content. 

This is important because your skill shouldn't stop improving just because you're 

looking for clients. 

You're doing two things simultaneously: 

Building your pipeline. 

And: 

Improving your ability. 

For example, if you're a content creator, create: 

●​ New captions 

●​ New hooks 

●​ A content calendar 

●​ A sample campaign 

●​ A product description transformation 

If you're a video scriptwriter, create another set of scripts. 

If you're doing content repurposing, take one long piece of content and demonstrate 

how you would turn it into multiple shorter pieces. 

Every week, your proof should get stronger. 

Day 5 — Follow Up 

Now check the people you contacted earlier. 

Some won't respond. 

That's normal. 

 



 

Some will have seen the message and forgotten. 

Some may have been busy. 

Follow up with the people who make sense to follow up with. 

Keep it short. 

For example: 

“Hi Sarah, just following up on my earlier message. I wanted to see if you'd be 

interested in discussing a few content ideas for your page. No pressure either way.” 

Don't send five follow-ups. 

One or two respectful follow-ups are enough. 

If there's no response, move on. 

Day 6 — Improve Your Offer 

This is the day many beginners skip. 

But it's important. 

Look at the conversations you've had. 

Ask: 

What questions did people ask? 

Maybe several people asked: 

“Do you also create graphics?” 

That tells you something. 

Maybe everyone asked: 

“How many posts are included?” 

Maybe your offer wasn't clear enough. 

Maybe people liked your work but thought the price was too high. 

Maybe people didn't understand exactly what you were offering. 

Write down what you're learning. 

Then improve your offer. 

This is how your business gets smarter over time. 

Day 7 — Review Your Numbers 

At the end of the week, don't simply ask: 

“Did I get a client?” 

Look at the entire process. 

Record: 

Prospects found: ___ 

Messages sent: ___ 

 



 

Replies: ___ 

Conversations: ___ 

Portfolio requests: ___ 

Quotes sent: ___ 

Clients gained: ___ 

Now you have information. 

Suppose you contacted 20 people. 

You received five replies. 

Three asked to see your portfolio. 

Two asked about pricing. 

One became a client. 

That's useful data. 

You can improve from there. 

Don't Expect Every Week to Produce a Client 

This is important. 

You may have a week where: 

20 prospects → 0 clients 

That doesn't automatically mean you're failing. 

Maybe your targeting was wrong. 

Maybe your offer needs improvement. 

Maybe your portfolio wasn't strong enough. 

Maybe the people weren't ready to buy. 

Or maybe you simply need more conversations. 

That's why you measure the entire funnel. 

Understand Your Client Funnel 

Think about your process like this: 

Prospects 

↓ 

People contacted 

↓ 

People who respond 

↓ 

People interested 

↓ 

 



 

People who ask for details 

↓ 

People who receive your offer 

↓ 

Paying clients 

Not everyone will move to the next stage. 

That's normal. 

If you have lots of prospects but almost nobody responds, improve your outreach. 

If people respond but don't ask about your service, improve your offer. 

If people like your offer but don't buy, examine your pricing, positioning and sales 

conversation. 

This is much better than simply saying: 

“Nobody wants my service.” 

Your Weekly Numbers Matter 

Let's imagine two beginners. 

Beginner A 

Sends three messages. 

Nobody replies. 

They decide: 

“Freelancing doesn't work.” 

Beginner B 

Sends 20 targeted messages. 

Gets four replies. 

Two people ask for their portfolio. 

One asks for pricing. 

One doesn't buy. 

Beginner B now has information. 

They can improve. 

That's the difference between guessing and testing. 

Build a Simple Tracking Sheet 

You can create a spreadsheet with these columns: 
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You don't need sophisticated software. 

A basic spreadsheet is enough. 

The purpose is simply to make sure opportunities don't disappear from your memory. 

Your Weekly Sprint at a Glance 

Here's the complete system: 

Monday 

Find 10 prospects. 

Tuesday 

Research five prospects. 

Wednesday 

Send 3–5 personalised messages. 

Thursday 

Create or improve portfolio work. 

Friday 

Follow up. 

Saturday 

Improve your offer based on what you learned. 

Sunday 

Review your numbers and plan the next week. 

You can adjust the days to fit your schedule. 

The important thing isn't Monday versus Tuesday. 

The important thing is that every week includes these activities. 

What If You Have a Full-Time Job? 

You don't need to spend all day doing this. 

Even if you only have one hour in the evening, you can divide it. 

For example: 

20 minutes: Prospecting 

20 minutes: Outreach 

20 minutes: Skill improvement or portfolio work 

One hour. 

Consistently. 

That can be more useful than spending six hours once every two weeks. 

What If You're a Stay-at-Home Parent? 

You may have an unpredictable schedule. 

 



 

That's okay. 

Don't build a routine that requires perfect conditions. 

Instead, work in small blocks. 

Maybe: 

15 minutes in the morning: Find prospects. 

20 minutes during a quiet period: Send messages. 

30 minutes later: Create content. 

Your system should fit your life. 

Not the other way around. 

What If You're Starting With Almost No Money? 

This is one reason I like the service approach. 

You don't necessarily need to build a complicated business infrastructure before you 

begin. 

You can start with: 

●​ A computer or phone 

●​ Internet access 

●​ An AI tool 

●​ Basic productivity tools 

●​ A simple portfolio 

●​ A way to communicate with clients 

●​ A way to receive payment 

You don't need to buy every AI tool you see advertised. 

You don't need 15 subscriptions. 

You don't need an expensive website. 

You don't need a logo before you have a client. 

Start lean. 

Don't Become a Tool Collector 

This deserves its own warning. 

You discover: 

ChatGPT. 

Then: 

Claude. 

Then another writing tool. 

Then an image generator. 

 



 

Then a video generator. 

Then an automation platform. 

Then another AI platform. 

Soon you're spending more time comparing tools than actually doing the work. 

Don't fall into that trap. 

You need tools that help you produce results. 

You don't need every tool. 

Ask: 

“Will this tool help me deliver my current service better or faster?” 

If the answer is no, you probably don't need it yet. 

Your First Goal Isn't “Make a Million” 

Big goals are fine. 

But your immediate goal should be more concrete. 

For example: 

Goal 1 

Create three portfolio samples. 

Goal 2 

Contact 20 relevant prospects. 

Goal 3 

Have five genuine conversations. 

Goal 4 

Get your first paid project. 

Goal 5 

Deliver excellent work. 

Goal 6 

Get a testimonial. 

Goal 7 

Get a second client. 

These milestones build confidence. 

And confidence comes from evidence. 

The First Client Changes Your Thinking 

Before your first client, you may think: 

“I hope someone will pay me.” 

After your first client: 

 



 

“Someone actually paid me for this.” 

That psychological shift matters. 

You begin to understand what clients ask for. 

You learn how to communicate. 

You learn what takes longer than expected. 

You learn what clients value. 

You learn what you don't enjoy. 

You learn what you are good at. 

And those lessons are worth more than another hundred hours of watching tutorials. 

Don't Stop Learning 

But don't misunderstand this. 

You shouldn't stop improving once you get a client. 

Keep developing your skills. 

Learn: 

●​ Better prompting 

●​ Better research 

●​ Better editing 

●​ Better copywriting 

●​ Better content strategy 

●​ Better communication 

●​ Better organisation 

But here's the rule: 

Learn something, then use it. 

Don't spend six months “preparing.” 

Learn. 

Apply. 

Review. 

Improve. 

Repeat. 

The AI World Will Keep Changing 

One reason I don't want you to build your entire career around a specific AI tool is 

simple: 

The tools will change. 

Features will change. 

 



 

Prices will change. 

Models will improve. 

New platforms will appear. 

Old platforms may become less useful. 

So don't define yourself as: 

“I'm an expert in using Tool X.” 

Instead, think: 

“I'm someone who can use AI tools to solve a particular business problem.” 

That skill is more transferable. 

Your Real Asset Is the Workflow 

Remember the Human + AI Workflow™. 

The tool is replaceable. 

Your ability to: 

Understand → research → prompt → create → evaluate → edit → deliver 

is what matters. 

If a better AI tool appears tomorrow, you can learn it. 

You don't have to start from zero. 

Because you understand the workflow. 

The Bigger Goal: Build a System 

Eventually, you want your week to look something like this: 

Monday: Find opportunities. 

Tuesday: Start conversations. 

Wednesday: Follow up. 

Thursday: Work on client projects. 

Friday: Deliver and request feedback. 

Saturday: Improve your skill. 

Sunday: Review and plan. 

Not every week will look exactly like this. 

But the principle is powerful: 

Don't depend on motivation. 

Build a routine. 

Your 7-Day Sprint Checklist 

Use this every week: 

☐ Find 10 potential clients. 

 



 

☐ Research at least five. 

☐ Send 3–5 personalised messages. 

☐ Follow up with previous prospects. 

☐ Improve one portfolio piece. 

☐ Review your offer. 

☐ Track your numbers. 

☐ Review what worked. 

☐ Decide what to change next week. 

Then repeat. 

And Now We Need to Talk About Income 

At this point, you might be thinking: 

“Okay, but how do I actually turn this into meaningful monthly income?” 

That's the right question. 

Because getting one ₦20,000 project is encouraging. 

But if your goal is to improve your income and eventually have more flexibility in how 

you work, you need to think beyond one-off jobs. 

You need to understand: 

How many clients do you need? 

What happens when you raise your prices? 

How can you turn one-off projects into recurring work? 

How can you increase your income without simply working more hours? 

That's where we're going next. 

In Chapter 10, we'll build your AI Income Ladder™ — a simple way to move from 

your first small project toward more consistent and higher-paying online work 

 

 



 

Chapter 10: Step Eight — Build Your AI Income Ladder™ 
 

 
Getting your first client feels good. 

Getting paid for your first project feels even better. 

But eventually, another thought starts creeping in: 

“How do I make this income bigger and more consistent?” 

Because one small project is not the same thing as reliable income. 

You don't want to spend every month starting from zero. 

You want to gradually move from: 

Finding one small job 

to 

having repeat clients 

to 

earning more from the same skill 

to 

building a more flexible online income stream. 

That's what this chapter is about. 

I call it the: 

AI Income Ladder™ 

The idea is simple. 

You don't have to jump from beginner to expert overnight. 

You climb one level at a time. 

Level 1 — Get Paid to Practise 

At the beginning, your main goal is not to maximise your income. 

Your goal is to prove that someone will pay you for the skill. 

You might start with a small project. 

Maybe: 

●​ A few social media captions 

●​ Several product descriptions 

●​ A handful of video scripts 

●​ A small content repurposing task 

●​ A short research or AI-assisted content project 

 



 

The project may not pay a huge amount. 

That's okay. 

You're building something more important: 

real-world experience. 

You learn how clients communicate. 

You learn what they actually want. 

You discover how long tasks take. 

You learn how revisions work. 

You learn what clients consider “good.” 

You also discover which parts of the work you enjoy. 

That's valuable information. 

Level 2 — Turn One-Off Work Into Repeat Work 

This is where things become interesting. 

Imagine you complete a project for a client. 

Instead of thinking: 

“Great. That's finished.” 

Ask yourself: 

“Could this client need this again?” 

For example: 

If you created 10 social media posts, they may need another 10 next month. 

If you created product descriptions, they may add new products. 

If you created video scripts, they may need scripts every week. 

If you repurposed one piece of content, they may have more content waiting. 

This creates an opportunity for recurring work. 

Don't Wait for the Client to Ask 

After successfully completing a project, you can start the conversation. 

For example: 

“I'm glad you liked the content. If you'd like, I can also help you create a similar batch 

each month so you don't have to start from scratch every time.” 

That's not pushy. 

You're simply identifying a possible ongoing need. 

Recurring Work Changes the Game 

Let's imagine you have one client who pays you for a single project. 

Then another. 

 



 

Then another. 

Every month, you have to start looking for new work. 

That's exhausting. 

Now imagine three clients who each have ongoing monthly work. 

You still need to find new clients eventually. 

But your income isn't starting from zero every month. 

This is why recurring services are powerful. 

Level 3 — Increase the Value of Your Offer 

Once you're comfortable delivering your basic service, you can start adding useful 

components. 

For example: 

You started with: 

12 social media captions 

Then you realise clients also need: 

●​ Content ideas 

●​ Hooks 

●​ Calls to action 

●​ Content calendars 

●​ Basic content strategy 

You can create a more complete package. 

But remember: 

Don't add things simply to make the package look bigger. 

Add things because they solve a real client problem. 

Think in Problems, Not Tasks 

This is one of the biggest changes you can make as you gain experience. 

At the beginning, you think: 

“I write captions.” 

Later, you start thinking: 

“I help businesses stay consistent on social media.” 

That's a much more valuable way to position yourself. 

The first describes a task. 

The second describes a problem you're helping solve. 

Level 4 — Specialise 

You don't have to remain a generalist forever. 

 



 

As you work with different clients, you may notice a pattern. 

Maybe you enjoy working with: 

●​ Fashion brands 

●​ Beauty businesses 

●​ Coaches 

●​ Real estate agents 

●​ Restaurants 

●​ Online stores 

●​ Personal brands 

You can gradually specialise. 

For example: 

Instead of: 

“I create content for businesses.” 

You could eventually say: 

“I help Nigerian fashion brands create consistent social media content.” 

That's more specific. 

And specificity can make it easier for the right clients to recognise that you're 

relevant to them. 

You Don't Have to Choose Your Forever Niche Today 

This is important. 

Don't panic if you aren't completely sure who you want to serve. 

You can test. 

Work with different types of clients. 

Pay attention to: 

●​ Which work you enjoy 

●​ Which clients are easiest to work with 

●​ Which clients value your service 

●​ Which projects produce the best results 

●​ Which industries have recurring needs 

Then specialise based on what you learn. 

Your niche can evolve. 

Level 5 — Raise Your Prices 

Once your ability improves, your proof grows and you understand the work better, 

you can increase your prices. 

 



 

Don't raise prices simply because you feel like it. 

Raise them because your offer has become stronger. 

Maybe you now: 

●​ Deliver faster 

●​ Produce better work 

●​ Understand the client's industry 

●​ Need fewer revisions 

●​ Provide better strategy 

●​ Have testimonials 

●​ Have real examples 

●​ Understand what clients actually need 

Those are legitimate reasons to charge more. 

Don't Increase Prices Every Week 

You don't need to constantly change your rates. 

Give your pricing time to work. 

Gather information. 

Talk to clients. 

Complete projects. 

Improve your service. 

Then reassess. 

Your pricing should evolve with your capability. 

Level 6 — Build Packages Around Outcomes 

At a higher level, you can move beyond selling individual tasks. 

For example: 

Instead of: 

“I write 20 captions.” 

You might eventually offer: 

Monthly Social Content System 

Including: 

●​ Content strategy 

●​ Content calendar 

●​ 20 captions 

●​ Hooks 

●​ Calls to action 

 



 

●​ Promotional content 

●​ Educational content 

●​ Repurposing 

Now you're helping the client with a larger problem: 

consistent content production. 

The work is no longer just about writing. 

You're helping organise their content system. 

Level 7 — Build Systems 

This is where AI becomes particularly powerful. 

As your workload increases, don't simply work longer hours. 

Look for repetitive tasks that can be systemised. 

For example: 

A client sends you information. 

You organise it. 

AI helps generate initial ideas. 

You review the ideas. 

You select the strongest ones. 

AI helps develop the drafts. 

You edit them. 

You run quality checks. 

You package the final deliverables. 

You send them to the client. 

You've created a workflow. 

Now you can repeat it. 

Your Workflow Becomes an Asset 

Remember: 

Tools change. 

Your workflow can stay. 

You may use one AI model today and another one next year. 

That's fine. 

What matters is that you know: 

What information to collect. 

What questions to ask. 

How to generate ideas. 

 



 

How to evaluate outputs. 

How to edit. 

How to deliver. 

That process becomes your competitive advantage. 

Don't Automate Everything 

There's a temptation when you discover AI: 

“I should automate everything.” 

Be careful. 

Automation is useful for repetitive tasks. 

But some parts of your service require human judgement. 

For example: 

●​ Understanding a client's audience 

●​ Choosing the best idea 

●​ Checking whether a claim makes sense 

●​ Deciding whether something sounds authentic 

●​ Understanding cultural context 

●​ Knowing when AI has produced nonsense 

Those things shouldn't simply be handed over blindly. 

Use AI where it improves your workflow. 

Keep human judgement where it matters. 

The Income Ladder in Practice 

Let's put everything together. 

Level 1 

First paid project 

Goal: prove the skill can make money. 

↓ 

Level 2 

Repeat client 

Goal: stop starting from zero. 

↓ 

Level 3 

Better package 

Goal: increase the value of each engagement. 

↓ 

 



 

Level 4 

Specialisation 

Goal: become more relevant to a specific market. 

↓ 

Level 5 

Higher pricing 

Goal: increase income without simply increasing hours. 

↓ 

Level 6 

Systems 

Goal: deliver consistently and efficiently. 

↓ 

Level 7 

Multiple income opportunities 

Goal: create more stability and flexibility. 

You don't need to climb every level immediately. 

One step at a time. 

What Does “Earning More” Actually Mean? 

This is worth thinking about. 

More income doesn't always mean: 

“Work more hours.” 

There are several ways income can increase. 

More clients 

You serve more people. 

Better clients 

You work with clients who can afford more comprehensive services. 

Higher-value services 

You solve a bigger problem. 

Recurring work 

You create predictable monthly income. 

Better systems 

You reduce the amount of time required to deliver the same service. 

Multiple services 

You add complementary services when you have the capability. 

 



 

The goal is not simply to stay busy. 

The goal is to become more valuable and more efficient. 

Don't Try to Build Everything at Once 

This is where people get overwhelmed. 

They think: 

“I need five clients.” 

“I need a website.” 

“I need to learn automation.” 

“I need to master ten AI tools.” 

“I need to create a personal brand.” 

“I need to be on LinkedIn, Instagram, TikTok and X.” 

“I need a logo.” 

Stop. 

You don't. 

Right now, you need: 

One useful skill. 

One clear offer. 

One target client. 

One portfolio. 

One way to find clients. 

One way to deliver the work. 

Build from there. 

Your First Income Target 

Instead of saying: 

“I want to make a lot of money online.” 

Create a specific first target. 

For example: 

“My first goal is to earn my first ₦50,000 from this service.” 

Then: 

“My next goal is ₦100,000.” 

Then: 

“My next goal is consistent monthly income.” 

Your exact targets will depend on your situation. 

The important thing is to create milestones you can measure. 

 



 

Reverse-Engineer the Number 

Let's say your monthly target eventually becomes: 

₦300,000. 

Don't just stare at the number. 

Break it down. 

Maybe you need: 

3 clients × ₦100,000 = ₦300,000 

Or: 

6 clients × ₦50,000 = ₦300,000 

Or: 

10 projects × ₦30,000 = ₦300,000 

Suddenly, the goal becomes more concrete. 

You can then ask: 

“What service could I provide that makes this realistic?” 

This is much more useful than simply saying: 

“I need to make more money.” 

Be Careful With the Math 

This is where people sometimes create unrealistic plans. 

They say: 

“I'll just get 100 clients.” 

But can you actually manage 100 clients? 

Probably not alone. 

If every client needs 20 pieces of content, that's a huge workload. 

So don't just calculate revenue. 

Calculate capacity. 

Ask: 

How much time does one client require? 

How many clients can I realistically handle? 

Which tasks can AI help me speed up? 

Which tasks should I stop offering? 

What price makes the workload worthwhile? 

This is how you avoid building yourself a job you hate. 

Your Goal Is Flexibility 

 



 

If one reason you're interested in online work is to have more flexibility, keep that in 

mind. 

Don't build a business that requires you to be online 16 hours a day. 

The point of using AI should partly be to help you work smarter. 

You want systems that allow you to: 

Produce efficiently. 

Communicate clearly. 

Deliver reliably. 

Protect your time. 

That's more sustainable. 

Your AI Income Ladder Exercise 

Take a piece of paper. 

Write: 

My Current Skill 

My First Paid Service 

My First Income Target 

My Ideal Client 

A Possible Recurring Service 

A Higher-Value Service I Could Eventually Offer 

A Task AI Could Help Me Do Faster 

A Task That Still Requires My Human Judgement 

 

This exercise helps you see where you're going. 

 

Remember Where You Started 

You may have started this journey thinking: 

“I need to make more money online, but I don't know what to do.” 

Now you have a pathway. 

You don't have to know everything. 

You don't need to predict exactly where AI will be five years from now. 

You need to know your next step. 

Learn a useful skill. 

Create proof. 

Package it. 

 



 

Find people who need it. 

Get paid. 

Deliver well. 

Learn from the experience. 

Improve. 

Repeat. 

That's the ladder. 

But There's One More Problem 

There's something we haven't fully addressed. 

What happens when you start getting work and life gets busy? 

What happens when you have: 

●​ Client work 

●​ Family responsibilities 

●​ Your own learning 

●​ Household responsibilities 

●​ Messages to answer 

●​ Deadlines 

●​ Multiple projects 

You can easily end up feeling like you're working online all day but still not making 

meaningful progress. 

That's why the next step isn't another AI tool. 

It's how you manage your time and workload. 

In the next chapter, we'll create a simple AI Workday System™ to help you organise 

your tasks, protect your focus and use AI to reduce unnecessary work — without 

turning your entire day into a race against your laptop 

 

 

 

 

 



 

Chapter 11: Step Nine — The AI Workday System™ 
 

 
There's a point in every online-work journey when something unexpected happens. 

At first, you're worried because you don't have enough work. 

Then suddenly... 

You have messages to answer. 

A client wants revisions. 

Another client needs something tomorrow. 

You have your own portfolio to update. 

You still need to find new clients. 

And somewhere in between all of that, you have a normal life happening. 

This is where many people discover something important: 

Getting work is one skill. Managing work is another. 

You don't want your new online income to create a new kind of stress. 

You want a system that helps you stay organised, meet deadlines and protect your 

time. 

That's what we're building in this chapter. 

I call it the: 

AI Workday System™ 

The goal is simple: 

Know what needs to be done.​

Know when it needs to be done.​

Use AI to reduce unnecessary work.​

Finish the important things first. 

You Don't Need to Work All Day 

One of the biggest misconceptions about working online is: 

“If I'm working from home, I should always be available.” 

No. 

Being online doesn't mean being available every minute. 

And working remotely doesn't mean you have to spend the entire day staring at your 

screen. 

The goal is to create focused work periods. 

 



 

For example, instead of constantly switching between: 

●​ WhatsApp 

●​ Email 

●​ AI tools 

●​ Instagram 

●​ Client documents 

●​ YouTube 

●​ Your portfolio 

you create specific periods for specific activities. 

This reduces mental clutter. 

Start With Three Categories 

At the beginning of each workday, divide your tasks into three categories: 

1. Money Tasks 

Tasks directly connected to earning. 

Examples: 

●​ Sending proposals 

●​ Following up with prospects 

●​ Completing client work 

●​ Sending invoices 

●​ Delivering projects 

These come first. 

2. Growth Tasks 

Tasks that improve your future earning ability. 

Examples: 

●​ Improving your portfolio 

●​ Learning a new skill 

●​ Practising AI workflows 

●​ Creating case studies 

●​ Improving your offer 

These matter. 

But they shouldn't completely replace money-producing activities. 

3. Maintenance Tasks 

Tasks that keep everything organised. 

Examples: 

 



 

●​ Checking email 

●​ Organising files 

●​ Updating your tracker 

●​ Scheduling content 

●​ Cleaning your workspace 

●​ Planning tomorrow 

Necessary, but usually not the highest priority. 

The 3-Task Rule 

If you're overwhelmed, choose just three important tasks. 

For example: 

Today 

1. Finish Client A's content. 

2. Follow up with five prospects. 

3. Create one portfolio sample. 

That's enough. 

You don't need a list of 27 tasks to feel productive. 

A long to-do list can actually make you feel like you're failing before you've even 

started. 

Instead ask: 

“If I only complete three things today, which three would matter most?” 

Then start there. 

Use AI as a Planning Assistant 

AI can help you organise your workload. 

For example, you can give it a list of tasks: 

“I have these tasks to complete today. Help me organise them by urgency and 

importance. I have four hours available.” 

Then provide your tasks. 

AI can help you create a logical order. 

But don't blindly follow its plan. 

You know your actual deadlines and responsibilities. 

Use AI to assist your thinking, not replace it. 

Turn Large Projects Into Smaller Tasks 

A task like: 

“Create social media content for Client A” 

 



 

can feel huge. 

Break it down. 

Step 1 

Review the client's information. 

Step 2 

Identify content themes. 

Step 3 

Generate ideas. 

Step 4 

Select the strongest ideas. 

Step 5 

Create drafts. 

Step 6 

Edit. 

Step 7 

Fact-check. 

Step 8 

Format. 

Step 9 

Final review. 

Step 10 

Deliver. 

Suddenly the project feels manageable. 

This is one of the easiest ways to reduce overwhelm. 

Use AI for the Repetitive Parts 

Look at your workflow. 

Which tasks happen repeatedly? 

Maybe you always need to: 

●​ Turn notes into outlines 

●​ Generate headline variations 

●​ Rewrite content 

●​ Create multiple caption options 

●​ Summarise information 

●​ Organise ideas 

 



 

●​ Create first drafts 

●​ Repurpose content 

These are excellent places to use AI. 

Instead of starting from a blank page every time, create a repeatable process. 

Create Your Own Prompt Library 

Don't keep reinventing the wheel. 

When you find a prompt that consistently produces useful results, save it. 

Create folders such as: 

Content Ideas 

Social Captions 

Product Descriptions 

Video Scripts 

Research 

Editing 

Repurposing 

Client Communication 

Over time, you'll build your own library. 

Then instead of asking: 

“What prompt should I write?” 

you can start with a proven structure and customise it. 

Your Prompt Library Becomes Valuable 

As you work with more clients, you'll discover which instructions produce better 

results. 

You can improve them. 

For example, your first prompt may be: 

“Write five Instagram captions.” 

Later, you may develop something much more detailed: 

“Create five Instagram captions for [audience] based on [topic]. Use [brand voice]. 

Each caption should begin with a strong hook, address [specific problem], avoid 

generic marketing language, and end with [desired CTA].” 

That's a much more controlled workflow. 

You aren't just “using AI.” 

You're developing a repeatable production system. 

Create Templates for Client Communication 

 



 

Another place where AI can save time is communication. 

You don't need to write every basic message from scratch. 

Create templates for: 

●​ New client enquiries 

●​ Price quotes 

●​ Project confirmations 

●​ Delivery messages 

●​ Revision requests 

●​ Follow-ups 

●​ Testimonials 

●​ Payment reminders 

Then personalise them. 

The goal isn't to sound robotic. 

The goal is to avoid wasting 20 minutes writing a simple message you've already 

written five times. 

But Don't Automate Your Personality 

Templates are useful. 

Copy-and-paste communication isn't always. 

If a client has a specific concern, respond to the actual concern. 

If something went wrong, acknowledge it. 

If the client gave you useful feedback, respond thoughtfully. 

AI can help you draft. 

You still own the relationship. 

Create a Client Folder System 

Organisation becomes increasingly important as your workload grows. 

For each client, create a folder. 

For example: 

Client Name 

→ Brief 

→ Brand Information 

→ Content 

→ Drafts 

→ Final 

→ Images 

 



 

→ Feedback 

→ Payments 

The exact structure doesn't matter as much as consistency. 

You should be able to find a file without spending 15 minutes searching. 

Use Clear File Names 

Don't save files as: 

final.docx 

Then: 

final2.docx 

Then: 

finalNEW.docx 

Then: 

finalNEW2.docx 

This becomes chaos. 

Instead: 

ClientName_SocialContent_August2026_v1 

Then: 

ClientName_SocialContent_August2026_Final 

Simple naming saves time. 

Create a Revision Process 

Revisions are normal. 

But unlimited revisions can destroy your schedule. 

That's why your offer should already specify how many revision rounds are included. 

When the client sends feedback, organise it. 

For example: 

Revision 1 

●​ Caption 2: change opening 

●​ Caption 5: shorten 

●​ Post 7: change CTA 

Then make the changes together. 

This is much more efficient than constantly switching between messages. 

Protect Your Deep-Work Time 

Some tasks require concentration. 

Examples: 

 



 

●​ Writing 

●​ Editing 

●​ Research 

●​ Strategy 

●​ Client projects 

Don't constantly interrupt these periods to check notifications. 

You can create a focused block. 

For example: 

9:00–10:30 — Client work 

Then: 

10:30–11:00 — Messages 

Then: 

11:00–12:00 — Prospecting 

Your exact schedule can be different. 

The principle is: 

Batch similar tasks together. 

The Notification Trap 

You sit down to work. 

A WhatsApp notification appears. 

You check it. 

Then Instagram. 

Then email. 

Then you remember you wanted to search for something. 

Thirty minutes later, you've done almost nothing. 

This is why protecting focus matters. 

Turn off unnecessary notifications during your focused work periods. 

You don't have to respond immediately to everything. 

Don't Let Client Work Consume All Your Time 

Remember your income ladder. 

You still need to find new opportunities. 

If you spend every available hour completing client work, eventually your pipeline 

can dry up. 

That's why you should reserve some time for prospecting. 

Even when you're busy. 

 



 

For example: 

30 minutes a day for client acquisition. 

It may feel unnecessary when you already have work. 

But it keeps the pipeline alive. 

Your “Minimum Viable Workday” 

Some days will not go according to plan. 

Maybe you're tired. 

Maybe your internet is unreliable. 

Maybe something unexpected happens. 

Maybe your family needs you. 

Don't let one difficult day turn into: 

“I'll restart next Monday.” 

Instead, have a minimum version of your workday. 

For example: 

Complete one important client task. 

Send three prospecting messages. 

Review tomorrow's priorities. 

That's enough to keep momentum. 

Your Ideal Workday 

When things are going well, you can use something like: 

Block 1 — Money 

Client work. 

Block 2 — Money 

Prospecting and follow-ups. 

Block 3 — Growth 

Learning or portfolio development. 

Block 4 — Maintenance 

Messages, organisation and planning. 

Again, this is only a framework. 

Your actual schedule should fit your life. 

Don't Measure Productivity by Screen Time 

This is important. 

Being on your laptop for eight hours doesn't necessarily mean you had an eight-hour 

productive day. 

 



 

You could spend eight hours: 

●​ Watching tutorials 

●​ Comparing AI tools 

●​ Scrolling social media 

●​ Changing your portfolio 

●​ Reading about freelancing 

●​ Tweaking your logo 

and earn nothing. 

Meanwhile, someone else spends two focused hours: 

●​ Contacting prospects 

●​ Completing client work 

●​ Sending invoices 

and moves their business forward. 

Ask: 

“What did I actually accomplish?” 

Not: 

“How many hours was I online?” 

Your Weekly Review 

At the end of each week, ask yourself: 

What made me money? 

What wasted my time? 

What task took longer than expected? 

What could AI help me speed up? 

What should I stop doing? 

What should I repeat next week? 

These questions help you improve your system. 

The AI Workday System™ in One Page 

Here's the complete process: 

Every morning 

Choose your three most important tasks. 

↓ 

During focused work 

Work on one task at a time. 

↓ 

 



 

Use AI 

Automate or accelerate repetitive parts. 

↓ 

Review 

Check AI-generated work yourself. 

↓ 

Communicate 

Batch messages instead of constantly checking them. 

↓ 

Prospect 

Keep looking for future opportunities. 

↓ 

End the day 

Record what was completed and identify tomorrow's priorities. 

That's your system. 

Don't Try to Become a Productivity Robot 

There's another trap here. 

You discover productivity systems. 

Then you create: 

●​ Morning routines 

●​ Evening routines 

●​ Time blocks 

●​ Habit trackers 

●​ Notion dashboards 

●​ Spreadsheets 

●​ AI assistants 

●​ Automated reminders 

Suddenly you're spending more time managing your productivity system than doing 

the work. 

Keep it simple. 

You need a system that helps you work. 

Not a system that becomes another job. 

Your Real Objective 

The purpose of this entire process is not: 

 



 

“Become extremely busy.” 

It's: 

“Create useful work, earn money, and have more control over how you spend your 

time.” 

That's the difference. 

AI should help you reduce unnecessary effort. 

Your skill should create value. 

Your systems should protect your time. 

Your income should gradually become more predictable. 

Your Action Step 

Today, create your own AI Workday System. 

Write down: 

My Top 3 Money Tasks 

1.​  

2.​  

3.​  

My Growth Task 

My Maintenance Tasks 

Tasks AI Can Help Me Speed Up 

My Focus Block 

My Prospecting Time 

My End-of-Day Review 

Then test the system for one week. 

Don't try to perfect it before you use it. 

Use it first. Improve it second. 

You Now Have a Real Foundation 

Let's look at how far you've come. 

You started with an interest in making money online using AI. 

Now you have: 

A skill. 

A Human + AI workflow. 

Portfolio proof. 

A clear offer. 

A prospecting method. 

 



 

A pricing structure. 

An income ladder. 

A workday system. 

That's no longer just an idea. 

It's the beginning of a practical online-work system. 

But there's one final piece we need to address. 

What happens when things don't work? 

Because they won't always work. 

You may send messages and get ignored. 

You may get rejected. 

You may have a difficult client. 

You may make a mistake. 

You may lose motivation. 

You may have a month where income is lower than expected. 

And if you don't know how to handle those moments, you can abandon the entire 

journey just when you're beginning to make progress. 

So in the next chapter, we'll talk about mistakes, rejection, setbacks and how to keep 

moving without constantly starting over. 

Because building online income isn't about never struggling. 

It's about knowing what to do when you do. 

 

 



 

Chapter 12: Step Ten — What to Do When Things Don't Work 
 

 
Let's be honest. 

At some point, something will go wrong. 

You will send messages and get no response. 

Someone will tell you your price is too high. 

A prospect will say they're interested and then disappear. 

A client may ask for more revisions than you expected. 

You may make a mistake. 

You may have a month where you earn less than you hoped. 

And there may even be a day when you sit down at your computer and think: 

“Maybe this online thing isn't for me.” 

If that happens, don't immediately quit. 

First, understand what went wrong. 

Because a setback is not always a sign that the entire strategy is broken. 

Sometimes it's simply feedback. 

Rejection Is Part of the Process 

Let's say you contact 20 potential clients. 

You get: 

●​ 12 people who don't respond 

●​ 4 people who aren't interested 

●​ 2 people who say they'll think about it 

●​ 1 person who asks for your portfolio 

●​ 1 person who becomes a client 

It can feel like: 

“Nobody wants what I'm offering.” 

But look at the numbers differently. 

You found one paying client. 

You also discovered that your message reached people. 

Some people responded. 

One person was interested enough to buy. 

That's information. 

 



 

You now have something to improve. 

Don't Turn Rejection Into a Personal Verdict 

Someone saying: 

“No, thank you.” 

doesn't mean: 

“You're not talented.” 

Someone saying: 

“That's outside my budget.” 

doesn't mean: 

“Your work has no value.” 

Someone not replying doesn't mean: 

“Nobody needs this.” 

There are countless reasons someone may not buy. 

Maybe they aren't ready. 

Maybe they don't have the money. 

Maybe they already have someone. 

Maybe your offer isn't what they need right now. 

Maybe your message didn't communicate the value clearly enough. 

Separate the person from the result. 

A rejected offer is not a rejected person. 

Diagnose Before You Change Direction 

When something isn't working, don't immediately throw everything away. 

Ask: 

“Which part of the process is actually failing?” 

Remember your client funnel: 

Prospect 

↓ 

Outreach 

↓ 

Response 

↓ 

Conversation 

↓ 

Portfolio 

 



 

↓ 

Offer 

↓ 

Payment 

Now identify where people are dropping off. 

 

Problem 1: Nobody Responds 

If you're contacting many relevant prospects and almost nobody responds, examine 

your outreach. 

Ask: 

●​ Is the message too generic? 

●​ Am I contacting the right people? 

●​ Am I talking about their problem? 

●​ Am I making the message too long? 

●​ Am I immediately trying to sell? 

●​ Does my opening show that I actually looked at their business? 

Don't immediately conclude: 

“The skill isn't profitable.” 

Your outreach may simply need work. 

Problem 2: People Respond but Don't Show Interest 

This is different. 

If people reply but the conversation doesn't go anywhere, look at your offer. 

Maybe you're describing what you do rather than the problem you solve. 

Compare: 

“I create AI-generated content.” 

with: 

“I help small businesses create consistent social media content without spending 

hours every week writing posts.” 

The second statement gives the client a clearer reason to care. 

Problem 3: People Like Your Work but Don't Buy 

Now examine: 

●​ Pricing 

●​ Scope 

●​ Trust 

 



 

●​ Testimonials 

●​ Portfolio 

●​ Offer clarity 

●​ Payment terms 

Maybe your price is reasonable but the client doesn't understand what they're 

getting. 

Maybe your portfolio doesn't demonstrate the exact type of work they need. 

Maybe you don't have enough proof yet. 

Don't guess. 

Ask yourself what the conversations are telling you. 

Problem 4: You Get Clients but Struggle to Deliver 

This is a completely different problem. 

And it's actually a good one to have. 

It means demand exists. 

Now your focus becomes: 

Improve your workflow. 

Maybe the problem is: 

●​ Poor organisation 

●​ Too many revisions 

●​ Unrealistic deadlines 

●​ Unclear briefs 

●​ Too much custom work 

●​ Inefficient AI workflows 

Fix the process. 

Don't simply work longer hours. 

When a Client Becomes Difficult 

Not every client will be easy. 

Sometimes you'll encounter someone who: 

●​ Changes the brief repeatedly 

●​ Responds slowly 

●​ Wants everything urgently 

●​ Requests work outside the agreement 

●​ Gives unclear feedback 

●​ Expects unlimited revisions 

 



 

The solution isn't to become rude. 

The solution is to become clearer. 

Go Back to the Agreement 

If a client asks for something outside the original scope, calmly explain: 

“That wasn't included in the original scope, but I'm happy to add it. I'll send you the 

additional cost before proceeding.” 

This keeps the conversation factual. 

You don't need to argue. 

You don't need to say: 

“But you promised!” 

Simply refer back to what was agreed. 

What If You Make a Mistake? 

You will. 

Everyone does. 

Especially when you're learning. 

Maybe you: 

●​ Misspell a name 

●​ Use outdated information 

●​ Forget part of the brief 

●​ Send the wrong file 

●​ Miss a deadline 

●​ Produce something that doesn't match the client's expectations 

The worst response is pretending it didn't happen. 

Instead: 

Acknowledge it. 

Correct it. 

Learn from it. 

For example: 

“You're right. I missed that part of the brief. I'm sorry about that. I'll correct it and 

send the updated version by [time/date].” 

Short. 

Professional. 

Then fix the problem. 

Don't Make the Same Mistake Twice 

 



 

One mistake can become a system improvement. 

For example: 

You forgot a client's brand colours. 

So you create a client checklist: 

☐ Brand colours 

☐ Brand voice 

☐ Logo 

☐ Target audience 

☐ Content goals 

☐ Examples they like 

Now that mistake is less likely to happen again. 

This is how professionals improve. 

They don't rely entirely on memory. 

They build systems. 

What If You Miss a Deadline? 

First, don't disappear. 

Silence usually makes the situation worse. 

Tell the client as soon as you know there's a problem. 

For example: 

“I wanted to let you know that I won't be able to meet the original delivery time. I 

need an additional day to complete the work properly. I'm sorry for the delay, and I'll 

have the completed work to you by [new deadline].” 

Then make sure you actually meet the new deadline. 

A delay handled honestly is much better than disappearing. 

Don't Promise Unrealistic Turnaround Times 

When you're desperate to get a client, you may be tempted to say: 

“I can finish it tonight.” 

Even though you know you need three days. 

Don't. 

A client doesn't need you to promise the fastest possible delivery. 

They need you to deliver what you promised. 

It's better to say: 

“I can deliver this by Thursday.” 

and deliver Wednesday, 

 



 

than: 

“I'll have it tonight.” 

and still be working on it three days later. 

What If a Client Wants Everything Urgently? 

Urgent work can sometimes justify a different fee. 

But don't agree automatically. 

Ask: 

“When exactly do you need it, and which deliverables are essential?” 

Then determine whether you can realistically do it. 

Your health and time matter too. 

A client emergency doesn't automatically become your emergency. 

Don't Let One Bad Client Make You Hate Freelancing 

This happens. 

You have one difficult experience and start thinking: 

“All clients are stressful.” 

No. 

You had one difficult client. 

Learn from it. 

Maybe you need better screening. 

Maybe your scope wasn't clear. 

Maybe your communication needed improvement. 

Maybe the client simply wasn't a good fit. 

Use the experience to improve your process. 

Learn to Recognise Red Flags 

Be cautious when someone: 

●​ Refuses to clarify the project 

●​ Wants unlimited work for a tiny fee 

●​ Constantly changes the requirements 

●​ Pressures you to start without agreeing on payment 

●​ Becomes disrespectful during negotiations 

●​ Expects immediate responses at all hours 

●​ Refuses reasonable boundaries 

●​ Continually asks for “one more thing” 

One red flag doesn't automatically mean you should walk away. 

 



 

But repeated problems are worth taking seriously. 

You Don't Have to Accept Every Client 

This is an important milestone. 

When you're starting, it can feel like: 

“Any client is better than no client.” 

Sometimes that's true. 

But not always. 

A bad client can consume so much time and energy that they prevent you from 

finding better opportunities. 

As your confidence grows, learn to ask: 

“Is this client a good fit for the way I want to work?” 

You're evaluating them too. 

Your Energy Is an Asset 

People talk about money. 

They don't talk enough about energy. 

Imagine a client pays you well but sends messages constantly, changes everything, 

and creates stress every day. 

Another client pays slightly less but gives clear instructions, respects deadlines and 

communicates professionally. 

Which relationship is more sustainable? 

Money matters. 

But so does the cost of the work. 

What If You Have a Bad Month? 

This is especially important when your income is coming from freelance or 

project-based work. 

Some months may be better than others. 

Don't panic after one slow month. 

Look at the numbers. 

Ask: 

How many prospects did I contact? 

How many conversations did I have? 

How many offers did I send? 

How many clients did I close? 

Did I stop prospecting because I became busy? 

 



 

Did my offer change? 

Did my target market change? 

You need facts before making decisions. 

Don't Abandon a Strategy Too Quickly 

There's a common cycle: 

Week 1 

“I'll become an AI content creator.” 

Week 2 

“Maybe AI video is better.” 

Week 3 

“Maybe I should do data annotation.” 

Week 4 

“Maybe freelancing is dead.” 

Week 5 

“Maybe I should start dropshipping.” 

Then another month disappears. 

The problem isn't necessarily that the opportunities are bad. 

The problem is that you never stay with one long enough to develop evidence. 

Give a strategy enough time to produce useful information. 

Then evaluate. 

But Don't Stay Stuck Forever Either 

There's a balance. 

You shouldn't quit after five failed messages. 

But you also shouldn't continue doing exactly the same thing for six months when the 

evidence clearly shows something isn't working. 

Use this process: 

Try → Measure → Diagnose → Adjust → Try again. 

Not: 

Try → Fail once → Quit. 

And not: 

Try → Ignore all feedback → Repeat forever. 

The 30-Day Rule 

Give yourself a focused period of consistent effort. 

For example: 

 



 

30 days. 

During those 30 days: 

●​ Keep your offer stable enough to test. 

●​ Contact prospects consistently. 

●​ Track responses. 

●​ Improve your messaging. 

●​ Improve your portfolio. 

●​ Deliver any client work professionally. 

●​ Record what you're learning. 

At the end of the period, review the evidence. 

Then decide what needs changing. 

This gives you something more useful than emotion: 

data. 

What If You Lose Motivation? 

Motivation comes and goes. 

That's normal. 

You don't need to feel excited every day. 

Instead, create a minimum action. 

On a low-energy day: 

Send three messages. 

Or: 

Improve one portfolio sample. 

Or: 

Complete one client task. 

Or: 

Spend 20 minutes learning. 

Small actions keep the chain alive. 

Don't Compare Your Beginning to Someone Else's Middle 

This is especially dangerous online. 

You see someone posting: 

“I made ₦2 million with AI this month!” 

And suddenly you feel like you're behind. 

You don't know: 

●​ How long they've been doing it 

 



 

●​ How much they spent 

●​ How many clients they have 

●​ Whether the claim is accurate 

●​ What expenses they had 

●​ What their previous experience was 

Their result is not your starting point. 

Focus on your own progress. 

Your Comparison Trap 

Remember this: 

Someone else's income screenshot is not your business plan. 

Your plan should come from: 

●​ Your skills 

●​ Your available time 

●​ Your market 

●​ Your experience 

●​ Your goals 

●​ Your resources 

●​ Your actual results 

Not from somebody else's social media post. 

When You Feel Like You Know Nothing 

You will probably have this thought: 

“There are so many people better than me.” 

Of course there are. 

There will always be people ahead of you. 

Your job isn't to become the world's best. 

Your job is to become useful enough that someone is willing to pay you. 

You can improve while you work. 

You don't have to reach some imaginary level of perfection before you start. 

The Beginner Advantage 

Being new isn't always a disadvantage. 

You may be: 

●​ More willing to experiment 

●​ More flexible 

●​ More comfortable learning new tools 

 



 

●​ More attentive to clients 

●​ More willing to adapt 

Use that. 

You don't need to pretend to be an expert. 

You need to be reliable. 

Reliability is underrated. 

If you say you'll deliver on Friday and you deliver on Friday, you've already 

demonstrated something valuable. 

Your Recovery Plan 

When something goes wrong, use this five-step process: 

1. Stop 

Don't react emotionally. 

2. Identify 

What exactly went wrong? 

3. Learn 

What caused it? 

4. Fix 

What can you change? 

5. Continue 

What is the next action? 

That's it. 

Don't turn one setback into a complete identity crisis. 

The “Next Three Actions” Rule 

When you're overwhelmed, don't ask: 

“How do I fix my entire business?” 

Ask: 

“What are the next three useful actions?” 

For example: 

1.​ Rewrite my outreach message. 

2.​ Contact five better prospects. 

3.​ Improve my portfolio. 

That's enough. 

Action creates clarity. 

Your Setback Journal 

 



 

Keep a simple record. 

Whenever something doesn't work, write: 

What happened? 

What did I expect? 

What actually happened? 

What might have caused the difference? 

What will I change? 

What will I keep doing? 

Over time, this becomes your personal business education. 

The Real Skill You're Building 

By now, you may think you're learning: 

“How to make money with AI.” 

But you're actually learning something much bigger. 

You're learning how to: 

Identify problems. 

Create solutions. 

Communicate value. 

Find customers. 

Deliver work. 

Handle money. 

Manage relationships. 

Improve systems. 

Adapt when circumstances change. 

AI is helping you do those things faster. 

But the underlying skill is much more valuable. 

Don't Give Up Because the First Version Didn't Work 

Your first offer may not be your best offer. 

Your first portfolio may not be your best portfolio. 

Your first outreach message may be terrible. 

Your first client conversation may feel awkward. 

Your first pricing structure may change. 

That's okay. 

You're not supposed to get everything right on version one. 

Think in versions: 

 



 

Version 1 

↓ 

Learn 

↓ 

Version 2 

↓ 

Learn 

↓ 

Version 3 

↓ 

Improve 

↓ 

Better system 

That's how real progress happens. 

Your Chapter 12 Action Plan 

This week: 

☐ Track your outreach. 

☐ Record every meaningful rejection or objection. 

☐ Identify where prospects are dropping off. 

☐ Improve one part of your funnel. 

☐ Create or update one system to prevent mistakes. 

☐ Set clearer boundaries with clients. 

☐ Give yourself a realistic 30-day target. 

☐ Keep going even when motivation drops. 

One Final Reminder 

You don't need everything to work immediately. 

You need to keep learning what works. 

There will be people who succeed faster. 

There will be people who quit earlier. 

There will be people who discover a different path. 

That's okay. 

Your journey is not supposed to look exactly like theirs. 

The goal is to build something that fits your skills, your life and your goals. 

 



 

And if you keep improving the system instead of constantly abandoning it, you give 

yourself a much better chance of getting there. 

You've Reached the Final Step 

At this point, you've learned the complete framework: 

Choose a useful skill. 

↓ 

Use AI to increase your capability. 

↓ 

Create proof. 

↓ 

Build an offer. 

↓ 

Find people who need it. 

↓ 

Start conversations. 

↓ 

Get paid. 

↓ 

Deliver well. 

↓ 

Create repeat work. 

↓ 

Build systems. 

↓ 

Improve based on evidence. 

But knowing the framework isn't enough. 

The next chapter is where we bring everything together. 

You'll get a practical 30-Day AI Income Action Plan that tells you what to focus on 

each week so you don't finish this guide feeling inspired for two days and then 

wonder: 

“Okay... what do I actually do tomorrow?” 

That is the final step. 

Not more theory. 

Action. 

 



 

Chapter 13: Your 30-Day AI Income Action Plan 
 

 
You've reached the point where you have enough information. 

You know how to choose a skill. 

You know how to use AI as a productivity partner. 

You know how to create proof. 

You know how to package an offer. 

You know how to find potential clients. 

You know how to start conversations. 

You know how to price your work. 

You know how to manage projects. 

You know how to handle rejection. 

You know how to build a repeatable system. 

Now comes the most important part: 

Do something with what you've learned. 

Because information doesn't change your income. 

Implementation does. 

You don't need another 50 hours of tutorials before you begin. 

You need a plan. 

So for the next 30 days, follow this roadmap. 

Your 30-Day Goal 

Your goal for the next 30 days is not to become an AI expert. 

It is not to build a huge company. 

It is not to master every AI tool. 

And it definitely isn't to make yourself busy just so you can say you're working. 

Your goal is: 

Build and test a simple AI-powered service that someone is willing to pay for. 

If you already have a client, your goal is to improve the system and find another. 

If you already have several clients, your goal is to improve your offer and create 

more predictable income. 

Start from wherever you currently are. 

WEEK 1: Build the Foundation 

 



 

Day 1 — Choose Your Skill 

Pick one primary skill. 

Examples: 

●​ AI-assisted content creation 

●​ Social media content 

●​ Copywriting 

●​ Video scripting 

●​ Content repurposing 

●​ AI-assisted research 

●​ Data-related services 

●​ Virtual assistance 

Don't choose five. 

Choose one. 

Write: 

“I help [type of person/business] with [specific problem] using [skill].” 

For example: 

“I help small businesses create consistent social media content using an AI-assisted 

content workflow.” 

That's your starting point. 

Day 2 — Choose Your Target Client 

Now decide who you're going to approach. 

Don't say: 

“Anyone who needs content.” 

Be more specific. 

For example: 

●​ Nigerian fashion businesses 

●​ Beauty brands 

●​ Coaches 

●​ Real estate agents 

●​ Restaurants 

●​ Online stores 

●​ Personal brands 

Choose one group to test first. 

Write: 

 



 

My ideal client is ____________________. 

Then ask: 

What problem do they regularly have that my skill could help solve? 

Write the answer down. 

Day 3 — Study Your Market 

Spend today observing. 

Find at least 10 businesses or individuals who fit your target client. 

Look at: 

●​ Their social media 

●​ Their website 

●​ Their content 

●​ Their offers 

●​ Their audience 

●​ Their communication 

Don't sell yet. 

Just observe. 

You're learning how your potential clients currently operate. 

Day 4 — Create Your First Sample 

Create one strong portfolio sample. 

If you're offering content creation, create content. 

If you're offering video scripts, create scripts. 

If you're offering product descriptions, create product descriptions. 

Don't simply generate something with AI and post it. 

Use your: 

Human + AI Workflow™ 

Research → Generate → Evaluate → Edit → Fact-check → Polish → Deliver 

Your sample should look like something a real client could use. 

Day 5 — Create Two More Samples 

Now create two additional samples. 

You should have at least three pieces of proof. 

Try to make them different enough to demonstrate range. 

For example: 

Sample 1: Educational content 

Sample 2: Promotional content 

 



 

Sample 3: Storytelling content 

Or choose examples relevant to the exact service you're offering. 

Day 6 — Build Your Simple Portfolio 

You don't need an expensive website. 

Start simple. 

Your portfolio should contain: 

About 

Who you help. 

Service 

What you do. 

Samples 

Your strongest examples. 

Process 

How you work. 

Contact 

How someone can reach you. 

That's enough to begin. 

Day 7 — Create Your Offer 

Now package your service. 

Write: 

My Service 

Who It's For 

What's Included 

Delivery Time 

Revisions 

Price 

Keep it simple. 

You can improve it later. 

WEEK 2: Find Potential Clients 

Week one was about preparation. 

Week two is about getting your offer in front of people. 

This is where many beginners get nervous. 

Don't overthink it. 

Day 8 — Build Your Prospect List 

 



 

Find 10 potential clients. 

Record: 

●​ Name 

●​ Business 

●​ Platform 

●​ Contact information 

●​ What they do 

●​ One opportunity you noticed 

Don't just collect names. 

Research them. 

Day 9 — Find the Content Gap 

Study five prospects. 

For each one, identify: 

“What could this business be doing better with its content?” 

Don't insult them. 

Don't invent problems. 

Look for genuine opportunities. 

Day 10 — Write Your Outreach Message 

Use: 

Observation → Opportunity → Offer 

For example: 

“Hi [Name], I came across your page and noticed [specific observation]. I also 

noticed [specific opportunity]. I help [type of business] with [service], and I had a few 

ideas that could work well for your page. I'd be happy to share them if you're 

interested.” 

Keep it natural. 

Day 11 — Send Your First Messages 

Contact three to five prospects. 

Don't send 50. 

Your goal today is to practise. 

Pay attention to how you feel before pressing send. 

If you're nervous, that's normal. 

Press send anyway. 

Day 12 — Contact More Prospects 

 



 

Find another five prospects. 

Send personalised messages. 

Now you're beginning to build a pipeline. 

Day 13 — Follow Up 

Check your previous conversations. 

If someone hasn't responded, send a short, respectful follow-up. 

Don't chase people endlessly. 

One follow-up can be enough. 

Day 14 — Review Your Results 

Write down: 

Prospects contacted: ___ 

Replies: ___ 

Interested: ___ 

Portfolio requests: ___ 

Quotes sent: ___ 

Clients: ___ 

Now look at what happened. 

Don't judge yourself. 

Study the information. 

WEEK 3: Improve, Sell and Deliver 

By week three, you should have some real-world feedback. 

Maybe someone asked about your price. 

Maybe someone wanted a portfolio. 

Maybe someone wasn't interested. 

Maybe someone became a client. 

All of this is useful. 

Day 15 — Improve Your Outreach 

Look at your messages. 

Ask: 

“Would I respond to this if I received it?” 

Remove unnecessary words. 

Make your opening specific. 

Focus on the person you're contacting. 

Day 16 — Improve Your Offer 

 



 

Look at the questions prospects asked. 

Did they ask: 

“What's included?” 

“How long does it take?” 

“Do you also do graphics?” 

“Can you manage the page too?” 

Their questions may reveal gaps in your offer. 

Make the offer clearer. 

Day 17 — Practise Your Sales Conversation 

Practise answering: 

“What do you do?” 

“How much do you charge?” 

“What's included?” 

“How quickly can you deliver?” 

“Why should I choose you?” 

You don't need complicated sales language. 

You need clear answers. 

Day 18 — Send More Outreach 

Contact another five prospects. 

By now, this should start feeling less uncomfortable. 

Remember: 

You're not begging. 

You're offering a solution. 

Day 19 — Follow Up 

Follow up with people who previously showed interest. 

If someone asked for your portfolio, make sure you sent it. 

If someone asked for pricing, respond. 

Don't let warm opportunities disappear because you're afraid of the next step. 

Day 20 — Deliver Excellent Work 

If you have a client, focus on delivery. 

Check: 

☐ Did I follow the brief? 

☐ Did I complete everything? 

☐ Did I check the facts? 

 



 

☐ Did I check spelling? 

☐ Did I follow the brand voice? 

☐ Did I meet the deadline? 

☐ Did I make the files easy to use? 

Quality matters. 

Day 21 — Ask for Feedback 

If your client is happy, ask for feedback. 

You can say: 

“I'm glad you're happy with the work. If you're comfortable, I'd really appreciate a 

short testimonial about your experience working with me.” 

A testimonial can become valuable proof for future prospects. 

WEEK 4: Turn Your First Results Into a System 

Now you're no longer operating entirely from theory. 

You've gathered real information. 

This week is about turning that information into a better system. 

Day 22 — Analyse Your Numbers 

Look at your first three weeks. 

Ask: 

How many people did I contact? 

How many replied? 

How many showed interest? 

How many asked about pricing? 

How many became clients? 

This tells you where your biggest opportunity is. 

 

Day 23 — Identify Your Best Prospect 

Look at the people you've contacted. 

Which type of prospect responded most positively? 

Maybe: 

●​ Fashion businesses responded more than restaurants. 

●​ Coaches responded more than online stores. 

●​ Small brands responded more than established companies. 

Pay attention. 

You may have discovered the beginning of your niche. 

 



 

Day 24 — Improve Your Portfolio 

Now that you've had real conversations, create samples that better match what 

people are asking for. 

Your portfolio should evolve based on market feedback. 

Don't leave it untouched for six months. 

Day 25 — Improve Your Workflow 

Look at your process. 

Ask: 

“What took too long?” 

Maybe research took too long. 

Maybe revisions were messy. 

Maybe you kept rewriting the same type of content. 

Use AI to improve the repetitive parts. 

Create templates. 

Save useful prompts. 

Create checklists. 

Day 26 — Create a Recurring Offer 

Think about how you can turn a one-time service into ongoing work. 

For example: 

Instead of: 

“I create 10 social media captions.” 

Consider: 

“I provide a monthly social media content package.” 

The exact package depends on your skill. 

The goal is to solve an ongoing problem. 

Day 27 — Contact Previous Prospects 

Return to people who were interested but didn't buy. 

You can send: 

“Hi [Name], I wanted to check back in. I've recently refined my [service/package], 

and I thought it might be useful for your business. If you're still looking for support 

with [problem], I'd be happy to discuss it.” 

Some people who weren't ready earlier may be ready now. 

Day 28 — Raise the Standard 

Look at your work as if you were the client. 

 



 

Ask: 

“Would I be happy paying for this?” 

If the answer is no, improve it. 

Check: 

●​ Quality 

●​ Presentation 

●​ Communication 

●​ Speed 

●​ Accuracy 

●​ Professionalism 

Your goal isn't perfection. 

It's continual improvement. 

Day 29 — Create Your Next 30-Day Plan 

You're no longer starting from zero. 

Now you have data. 

Set your next targets. 

For example: 

Prospects 

50 

Conversations 

15 

Proposals 

8 

New clients 

2 

Monthly income target 

₦____ 

Your numbers will be different. 

Make them realistic. 

Day 30 — Review the Whole Journey 

Today, stop and look back. 

Ask yourself: 

What did I learn? 

What worked? 

 



 

What didn't work? 

What type of client responded best? 

What service was easiest for me to deliver? 

What service was most valuable? 

What should I stop doing? 

What should I do more of? 

What is my next income target? 

Then make one decision: 

Continue, adjust, or change direction. 

But make that decision using evidence. 

Not emotion. 

Your 30-Day Scorecard 

At the end of the month, record: 

Metric Resul

t 

Portfolio samples ___ 

Prospects 

researched 

___ 

Outreach 

messages 

___ 

Replies ___ 

Conversations ___ 

Quotes sent ___ 

Clients ___ 

Testimonials ___ 

Total income ₦___ 

Repeat clients ___ 

This is your first real business data. 

 



 

Keep it. 

Compare it with your next 30 days. 

What If You Didn't Make Money Yet? 

This is important. 

Suppose you complete the 30 days and make: 

₦0. 

Don't automatically conclude that you failed. 

Ask what you actually accomplished. 

Maybe you: 

●​ Built your first portfolio. 

●​ Sent 40 messages. 

●​ Had 10 conversations. 

●​ Learned how to price. 

●​ Discovered a better niche. 

●​ Improved your offer. 

●​ Got useful feedback. 

You haven't necessarily failed. 

You may simply need to improve the conversion process. 

However, don't use “learning” as an excuse forever. 

The ultimate objective is still to create something people will pay for. 

Keep testing. 

 

What If You Already Got Clients? 

Excellent. 

Don't blindly follow the beginner steps again. 

Instead, focus on: 

Client retention. 

Recurring work. 

Higher-value packages. 

Better systems. 

Testimonials. 

Referrals. 

Improved pricing. 

Your next level isn't necessarily finding more random clients. 

 



 

It may be getting more value from the right clients. 

What If You Didn't Like the Skill? 

That's useful too. 

Maybe you discovered: 

“I don't actually enjoy creating social media content.” 

Good. 

You learned that before spending another six months on it. 

Ask: 

“Which part of the work did I enjoy?” 

Maybe you liked: 

●​ Research 

●​ Writing 

●​ Strategy 

●​ Data 

●​ AI experimentation 

●​ Editing 

●​ Client communication 

You can use that information to test another related service. 

Don't throw away everything you've learned. 

Take the transferable skills with you. 

What If You're Still Confused? 

Go back to the simplest version. 

One skill. 

One audience. 

One problem. 

One offer. 

One platform. 

One month of testing. 

That's enough. 

You don't need to have your entire career mapped out. 

You need a direction. 

Then you learn from movement. 

Your 30-Day Commitment 

If you want this guide to produce a real change, make yourself a commitment. 

 



 

For the next 30 days: 

I will not constantly switch strategies. 

I will take consistent action. 

I will track my results. 

I will learn from rejection. 

I will improve my offer. 

I will use AI to increase my efficiency, not replace my judgement. 

I will focus on creating real value. 

I will keep going long enough to collect meaningful evidence. 

Write that somewhere you can see it. 

The Bigger Vision 

Imagine what happens if you continue this for six months. 

Your portfolio is stronger. 

Your communication is better. 

Your AI workflows are faster. 

You understand your market. 

You have testimonials. 

You know what clients want. 

You know what work you enjoy. 

You have a clearer niche. 

You have repeat clients. 

Your pricing has improved. 

And you're no longer asking: 

“Can I make money online?” 

You're asking: 

“How do I make this better?” 

That's a completely different position. 

You Don't Need Permission 

You don't need someone to tell you: 

“You're ready.” 

You may never feel completely ready. 

Start with what you know. 

Learn what you don't know. 

Improve as you go. 

 



 

The internet has created an enormous marketplace for people who can solve 

problems, communicate clearly and deliver useful work. 

AI has changed the tools available to you. 

Your opportunity is to learn how to use those tools intelligently. 

Your New Rule 

From now on, when you see a new AI tool, don't immediately ask: 

“How can I make money with this?” 

Ask: 

“What problem can this help me solve?” 

Then ask: 

“Who has that problem?” 

Then: 

“Can I create a useful service around it?” 

That's the mindset that will keep you adaptable. 

Because tools will change. 

The ability to identify problems and create useful solutions will remain valuable. 

Final Checklist 

Before you close this guide, make sure you can answer these questions: 

☐ What skill am I offering? 

☐ Who am I helping? 

☐ What problem am I solving? 

☐ What is my offer? 

☐ Where can I find potential clients? 

☐ How will I contact them? 

☐ What will I charge? 

☐ What will I deliver? 

☐ How will I manage my workload? 

☐ How will I track my results? 

☐ What is my next income target? 

If you can answer those questions, you have something to work with. 

You don't need everything figured out. 

You need to start. 

The Final Message 

You may have started this journey because you wanted more money. 

 



 

Maybe you wanted to work from home. 

Maybe you wanted flexibility. 

Maybe you were tired of depending entirely on one source of income. 

Maybe you simply looked around and realised: 

“AI is changing everything. I need to learn how to use it.” 

Whatever brought you here, remember this: 

AI itself isn't the opportunity. 

Your ability to use AI to create something useful is the opportunity. 

You don't need to become a programmer. 

You don't need to understand every technical detail. 

You don't need to master every AI platform. 

You need to become useful. 

Learn a skill. 

Find a problem. 

Use AI intelligently. 

Create something valuable. 

Put it in front of the right people. 

Ask to be paid. 

Deliver well. 

Improve. 

Repeat. 

That's the system. 

And if you keep doing that, one small project can become another. 

One client can become two. 

Two can become recurring work. 

Recurring work can become a reliable income stream. 

And eventually, you may find that the thing you started as a side experiment has 

become a genuine part of your working life. 

Don't wait until you feel ready. 

Start with what you have. 

Use what you know. 

Learn as you go. 

And take the next step. 

Your first 30 days begin now  
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TARA AKINOLA 
Tara Akinola created this guide for people who want to take advantage of the 

opportunities AI is creating without feeling like they need to become technology 

experts first. 

Through exploring AI and online work, Tara realised something important: 

Knowing about AI isn't enough. 

You need to know how to turn what you know into something useful. 

Something a business needs. 

Something a person is willing to pay for. 

And something you can deliver confidently. 

That's why this guide focuses on the practical side of AI income. 

Not just the tools. 

Not just the trends. 

But the process of taking a skill, finding a problem, creating an offer, finding potential 

clients and turning that skill into real work. 

Tara also understands that making money online isn't always as simple as people 

make it look. 

There are distractions everywhere. 

New platforms appear constantly. 

New AI tools launch all the time. 

And there is always someone promising that they've discovered the “secret” to 

making money online. 

This guide isn't another promise. 

It's a practical starting point. 

You don't need to know everything before you begin. 

You don't need to be perfect. 

You need a useful skill, a willingness to learn and the discipline to keep testing what 

works. 

AI is changing the way people work. 

 



 

The people who learn how to use it intelligently will have opportunities to create, 

adapt and earn in ways that weren't available before. 

Tara's hope is that this guide helps you take advantage of those opportunities with 

more clarity and confidence. 

You don't have to build everything at once. 

Start with one skill. 

Help one person. 

Complete one project. 

Then build from there. 

Your first opportunity may be smaller than you expect—but it can still be the 

beginning of something much bigger. 

 

A Final Word From Tara 
If there's one thing I want you to take away from this guide, it's this: 

Don't wait until you feel ready. 

You will learn more from creating your first real project than from endlessly watching 

another tutorial. 

You will learn more from speaking to potential clients than from endlessly rewriting 

your offer. 

And you will learn more from testing your idea in the real world than from trying to 

predict exactly what will work. 

So take what you've learned here and put it into practice. 

Learn. 

Create. 

Reach out. 

Deliver. 

Improve. 

Then do it again. 

That's how you build something real. 

— Tara Akinola 

 

 



 

IMPORTANT NOTE & DISCLAIMER 
This guide is intended for educational and informational purposes only. 

The strategies, ideas, examples and workflows shared in this guide are designed to 

help you understand how AI can be used to develop skills, create services and 

explore online income opportunities. 

However, results are not guaranteed. 

Your results will depend on factors such as: 

●​ The skill you choose 

●​ The quality of your work 

●​ Your consistency 

●​ Your ability to communicate with clients 

●​ The demand for your chosen service 

●​ Your pricing 

●​ Your target market 

●​ Your ability to adapt and improve 

●​ The amount of time and effort you put into implementation 

No income figure mentioned or implied in this guide should be understood as a 

promise that you will earn a specific amount of money. 

 

AI Tools Can Change 

AI platforms, features, pricing, policies and capabilities can change over time. 

A tool that works one way today may work differently tomorrow. 

Some tools may introduce paid features, remove features, change their limits or 

become unavailable in certain locations. 

For that reason, don't build your entire income strategy around one specific AI tool. 

Instead, focus on learning the underlying skill. 

The tool is only part of the process. 

Your ability to solve problems is the real asset. 

 

Always Review AI-Generated Work 

AI can make mistakes. 

It can produce inaccurate information, outdated information, incorrect claims or 

content that doesn't properly fit the situation. 

Never assume that AI-generated content is automatically correct. 

 



 

Review your work. 

Fact-check important information. 

Protect confidential information. 

And use your own judgement before delivering anything to a client. 

 

Be Honest With Clients 

Never claim that you have experience you don't have. 

Never create fake testimonials. 

Never invent client results. 

Never present a practice project as paid client work. 

If you're creating sample projects, simply say that they are samples. 

Your reputation is more valuable than a quick opportunity. 

 

Online Income Requires Work 

The internet can create genuine opportunities. 

But there is no guaranteed shortcut. 

If someone promises: 

“Make money effortlessly.” 

or: 

“Earn a guaranteed amount every day.” 

be cautious. 

Building an online income can take time. 

You may experience rejection. 

You may need to change your offer. 

You may discover that your first idea doesn't work. 

That's part of the process. 

The purpose of this guide is not to promise effortless income. 

It is to give you a practical framework you can test, apply and improve. 

 

Protect Yourself 

When working with clients online: 

●​ Clarify the scope before beginning 

●​ Agree on payment terms 

●​ Keep important conversations in writing 

 



 

●​ Be careful with personal information 

●​ Don't share passwords unnecessarily 

●​ Don't accept suspicious payment arrangements 

●​ Be cautious of requests that require you to pay money before receiving 

legitimate work 

If something feels wrong, pause and investigate before proceeding. 

 

Your Responsibility 
Ultimately, you are responsible for how you use the information in this guide. 

Use AI ethically. 

Respect copyright and intellectual property. 

Respect client confidentiality. 

Follow the rules of the platforms you use. 

And make sure the services you offer are services you can actually deliver. 

The goal is not simply to make money. 

The goal is to build something useful, honest and sustainable. 

 

One Last Reminder 
You don't need to know everything before you start. 

But you do need to take responsibility for what you create, what you promise and 

what you deliver. 

Use the information in this guide as a starting point. 

Test it. 

Learn from your results. 

Improve your approach. 

And build your own experience over time. 

— Tara Akinola 

 

 


