
HOW TO GET RICH

A clear and ethical guide about how to attract loyal 
customers and build a profitable business

A lot of us forget the basics when we’re starting a business 
because it’s easy to get caught up in the day-to-day.



Read this guide to take a step back and make sure you’re on 
the right path to creating the business you dream about.



A

B

Give people a way to get from point A to point B

Here’s an example: every maker has struggled with 
marketing at some point. You could create a newsletter that 
features makers every week to get the word out.



This would get them from where they are now, with no 
audience (point A), to where they want to be, with more 
people paying attention to their project (point B).



A

Make sure there are a lot of people at point A who want to 
get to point B

Before you start your newsletter, you need to make sure 
there are a lot of makers hungry for the type of marketing 
exposure you’re offering.



The best way to do this is to call up a few makers you know 
and ask them about the biggest problems they face.



Make sure you have a way to consistently communicate 
with people at point A

This is the first really challenging step. Talking to a few 
makers might be relatively easy, but consistently talking to a 
lot of them is difficult.



You need to find a community that cares about the problem 
you’re trying to solve — and then tell them about it!



A

B

Accurately describe both the problems of point A and 
benefits of point B, so your audience knows you 
understand their motivation

A lot of people make this step harder than it needs to be.



If you’re already talking to people who want you to solve 
their problem, you just need to use their own words to get a 
description of where they’re at and where they want to be.



Make easy-to-follow instructions on how to get from point 
A to point B

Here comes the fun part! You’ve talked to some people and 
got them interested — now start helping them!



That means launching your newsletter and talking about it 
everywhere! Don’t be disappointed if things don’t go well the 
first time you launch, keep trying.



B

Use these instructions to manually help people get from 
point A to point B and describe the problems you’re helping 
them avoid along the way

This can be a tough spot because a lot of the time your idea 
won’t work exactly as you intend. You need to figure out 
what’s not working.



A great way to do this is by helping each person individually.



Ask for feedback from the people you’ve helped

If you actually manage to help someone with your idea (a 
harder task than you probably imagined it would be at first), 
then you’ve reached a major milestone!



Early feedback you get from people will be invaluable as you 
move forward and attempt to scale your idea to even more 
people.



Improve your instructions based on the feedback you 
receive

Be open to changing directions at this point. If you get a lot 
of feedback that your newsletter wasn’t that useful, but a 
particular blog post you wrote was, consider switching to 
focusing on something related to that blog post.



You might end up releasing a course instead of a newsletter.



Show the positive feedback you receive to next people 
you’re planning to help

When you set out to talk to more potential clients about your 
idea, you’ll have a lot more knowledge than when you 
started out.



The quickest and easiest way to communicate that you have 
this knowledge is to show clients feedback you’ve gotten.



After you’ve tested your instructions and helped a lot of 
people, start charging money for them

Continue testing your idea, whether it’s a newsletter, a blog 
post, a course, or a digital product. Once people are 
consistently getting value from it, it’s time to make it “real”.



Start charging your most ambitious clients for a premium 
version of your idea and watch the money roll in.



POINT B

Always remember when communicating: you’re selling the 
experience at point B, not the instructions on how to get 
there

It’s easy to get distracted by how awesome your product is 
and start talking to clients about why it’s amazing.



But never forget your original goal: helping people get from 
point A to point B. That’s what they really care about.



Always treat the people you’re helping with the utmost 
respect — there’s more than one way to get to point B

Don’t forget how tough it was to get paying customers. A 
good business will revisit that process of testing and getting 
feedback, so they can stay competitive.



Nurture relationships with existing clients and be open to 
their feedback — that’s the lifeblood of your company.



If you’ve done your homework and point B is a valuable 
place to get to and your guide is simple and reliable: You 
will get rich

Creating a solution where there was none before is one of 
the most enjoyable things you can do. It will help so many!



It requires a lot of grit and patience to pull it off, but if you 
stay strong, you can do it! The world needs you!



SELL 
AT ALL 
COSTS

WORK

WORK

Don’t get distracted by doing things the hard way, with 
advanced guides and tricky tactics. Just keep coming back 
to the basic question: how can I help someone achieve their 
goal today?

Every type of business can get caught in a loop of doing 
work just to do it, without considering its real value.



Make sure you stay focused on helping people and you will!


