
T H E  M O N E Y  S K I L L S  D E C O D E R

Hobby to Income
Start a small online business from what you already do.

No fluff. No "follow your passion" theory. A concrete, step-by-step system —

pick the right hobby, set up for under $100, launch in 90 days.

INCLUDES: 90-DAY LAUNCH CHECKLIST • PRICING TABLES • OUTREACH

SCRIPTS

A Money Skills Decoder Guide
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Introduction: You're Already Closer Than You

Think

There's a gap between "I like doing this" and "people pay me for this." Most people

imagine that gap is enormous — a canyon that requires a business degree, a loan, and a

leap of faith. The Money Skills Decoder is here to tell the truth: the gap is a ditch, not

a canyon. It's about six inches wide, and this guide is the board you lay across it.

Here's why hobbies beat "business ideas" every time:

You already have the skill. Most business advice starts with "learn a high-income

skill." You skipped that step years ago — every hour you've spent on your hobby

was training.

You already have the interest. Businesses die when the owner gets bored.

You're not going to get bored of something you've done for fun for years.

You already have the reps. Hundreds of hours of practice mean your baseline

quality is already past what most beginners charge for.

The only thing missing is the system: how to present yourself, where to be found, what to

charge, and what to say. That's this guide. Nothing else is missing.

The honest timeline

No hype. Here's what actually happens when people follow this system:

Phase What happens
Realistic

income

Months 1–3

Setup, first discounted clients, portfolio building, first

testimonials. This is the foundation phase — you're investing

effort, not yet earning much.

$0–$500

total

Months 4–6

Rates rise to market-adjacent levels. Referrals start. You

have a portfolio that sells for you. Bookings become semi-

regular.

$200–

$1,000/

month

1. 
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Year one

(months 7–

12)

Established mini-business. Repeat clients, word of mouth,

maybe a waitlist in busy seasons. You raise rates with

confidence.

$500–

$2,500/

month

Notice what's not promised: quitting a job in 90 days, six figures, passive income while

you sleep. Those promises are how gurus sell courses. This guide sells something better:

a real path, with real numbers, that real people have walked.

The core promise: You already have the skill. This guide shows you how to get paid for

it — for under $100 in startup costs, with a website built in an afternoon, and your first

paying client inside 90 days.

📐 Framework: The Hobby-to-Income Formula

Every chapter of this guide executes one formula: Skill you have + Presentation +

Visibility + Pricing + Clients = Income. You bring the skill. The guide supplies the

other four. This formula doesn't care what the hobby is — it works for photography,

woodworking, sourdough baking, and dog training equally. Whenever a chapter uses a

photography example, ask: "What's my version of this step?" The framework box at

each chapter's end will help.
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Chapter 1: Pick the Right Hobby to Monetize

Not every hobby should become a business — and picking the wrong one is the most

expensive mistake in this guide. Not expensive in money. Expensive in months. Choose

wrong and you'll spend half a year pushing a boulder uphill before admitting the market

isn't there.

The fix is a 10-minute filter. Run every hobby you're considering through three questions:

The 3-question filter

A hobby needs yes to all three to be worth monetizing. Two out of three is a "maybe

later." One out of three is a hobby — enjoy it, don't monetize it.

✏️ Hobby Inventory Worksheet

List everything you're decent at. Be generous — include things you take for granted.

Then score each one: Y/N on the three filter questions.

Hobby /

Skill

People pay

for this?

Can I deliver

consistently?

Enjoy it on

deadline?
Verdict

Do people already pay for this? Not "would they" — do they, right now, to

someone? If strangers are already opening wallets for this skill, demand is proven. If

nobody pays for it anywhere, you're not starting a business — you're starting a

charity with extra steps.

1

Can you deliver consistently? A hobby tolerates off days. A business doesn't.

Can you produce the result on a deadline, when you're tired, when the client is

picky, three times in one week? "Pretty good when I'm inspired" is not a business.

"Reliably good on schedule" is.

2

Do you enjoy it enough to do it on deadline? This is the killer question. Loving

photography on a Saturday morning with coffee is not the same as shooting a

wedding in 95-degree heat because the contract says so. If the thought of doing it 

for someone else, on their timeline drains you, pick a different hobby.

3
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Y / N Y / N Y / N

Y / N Y / N Y / N

Y / N Y / N Y / N

Y / N Y / N Y / N

Y / N Y / N Y / N

Verdict key: YYY = monetize now. YYN or YNY = fix the weak answer first, then

reconsider. Anything else = keep it a hobby.

Hobbies that monetize well vs. ones that don't

Monetizes well Why
Struggles to

monetize
Why

Photography
Every event needs one;

clear deliverable
Video gaming

Tiny % can earn;

oversaturated

Woodworking
Physical products people

buy as gifts
Reading No natural transaction

Baking / custom

cakes

Recurring events

(birthdays, weddings)
Hiking

Experience is free by

nature

Writing /

copywriting

Every business needs

words
Watching movies

Consumption, not

production

Graphic design
Businesses pay for

visuals constantly
Collecting

Value is personal, not

sellable skill

Music lessons
Parents pay reliably for

kids' lessons
Puzzles

No buyer on the other

end

Crafts (Etsy-style) Gift market is enormous Daydreaming —
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The pattern: monetizable hobbies produce something someone else wants — a

photo, a cake, a song lesson, a logo, a cutting board. If your hobby's output is only

enjoyed by you, it's a wonderful hobby and a terrible business. That's not a judgment. It's

a filter.

The "good enough" myth

Here's the sentence that keeps more hobby-businesses from starting than any other: "I'm

not good enough yet."

The Money Skills Decoder wants to dismantle this completely. You don't need to be the

best. You don't need to be in the top 10%. You need to be reliable. Clients don't hire the

most talented photographer in town — they hire the one who answers emails, shows up

on time, and delivers what was promised.

Think about it from the buyer's side. A mom hiring a photographer for her kid's birthday

party isn't comparing your portfolio to a National Geographic cover. She's asking: "Will

this person show up, be nice to my kids, and give me photos I can post?" If the answer is

yes, you're hired. Reliability beats artistry in the beginner market every single time.

The reliability standard: If you can deliver a solid, professional result on schedule —

not a masterpiece, just solid — you are good enough to charge. The market for "good

enough, on time, pleasant to work with" is enormous and underserved.

Photography as the model

Photography is this guide's running example for five reasons:

Universal demand. Families, events, businesses, real estate, products — everyone

needs photos regularly.

Low barrier to the first gig. The camera in your pocket right now is good enough

to start (Chapter 2 proves it).

Clear deliverable. The client knows exactly what they're buying: photos. No

ambiguity.

Natural portfolio building. Every shoot produces portfolio pieces. The work

advertises itself.

Scalable pricing. $75 mini-sessions scale to $3,000 weddings as skill grows. The

ladder is built in.

1. 

2. 

3. 

4. 

5. 
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📐 Framework: The Monetization Test (Any Hobby)

Strip away the photography specifics and Chapter 1 is one reusable test: Proven

demand + Consistent delivery + Deadline-proof enjoyment = monetizable.

Apply it to woodworking (people buy cutting boards and furniture — demand proven;

can you finish a commissioned piece on time?; do you still love sanding when it's a

job?). Apply it to sourdough (farmers' markets prove demand; can you bake 20 loaves to

order?). The three questions don't change. Only the hobby does.
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Chapter 2: The Minimum Viable Setup (Under

$100)

The internet will tell you that starting a photography business requires a $2,000 camera,

a $600 lens, Lightroom, a website designer, and business cards. The internet is trying to

sell you things. The Money Skills Decoder is trying to save you money.

The truth: you can book your first paying client with the camera you already own, free

editing software, and a $0 website. Everything else is an upgrade you buy later, with

client money (Chapter 7).

The $100 rule

Here is the rule that governs this entire chapter: if you can't start for under $100,

you're overthinking it. Not "under $100 plus the camera you bought three years ago."

Under $100 in new spending, total. If your startup plan needs more, something in the

plan is wrong — you're buying wants, not needs.

Why does this matter so much? Three reasons:

Low stakes = fast action. A $3,000 investment needs months of deliberation. A

$60 investment needs an afternoon. Speed beats perfection at the start.

No debt pressure. Starting in the hole makes you desperate, and desperate

sellers discount, overpromise, and burn out.

It forces focus. When the budget is tiny, you spend it on the one thing that

actually gets clients — not on gear that feels productive but isn't.

Photography example: the $25 starter kit

What you actually need to book your first client:

Need The $0-to-cheap solution Cost

Camera
The one you already own — phone, entry DSLR, borrowed camera. A

modern phone shoots portfolio-quality portraits in good light.
$0

$0

1. 

2. 

3. 
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Editing

software

Snapseed (free, phone), GIMP (free, desktop), or Lightroom Mobile

(free tier). All do 90% of what paid software does.

Website
Google Sites (free) or Carrd free tier. Built in an afternoon (Chapter

3).
$0

Portfolio

images

Shoot friends and family for free — 3 sessions gives you 30+

portfolio images.
$0

Business email YourName.Photo@gmail.com — free, professional enough to start. $0

Contracts
Free templates online (search "photography contract template

free").
$0

Optional:

reflector

A $12–$15 5-in-1 reflector transforms outdoor portraits. The single

best cheap upgrade.
~$15

Optional:

domain name

YourNamePhoto.com via Cloudflare or Porkbun — about $10/year.

More professional than a subdomain.
~$10

Total
$0–

$25

That's it. You're bookable. Everything else — the second lens, the flash, the studio

backdrop — comes later, funded by clients.

The equipment trap that kills beginners

The equipment trap works like this: you research cameras for three weeks, buy a $1,200

body, realize you need a better lens ($800), then lighting ($400), then editing presets

($99), then a website designer ($500)... and six months later you've spent $3,000 and

booked zero clients. The gear felt like progress. It wasn't. It was procrastination with a

receipt.

The trap test: Before buying anything, ask: "Will this directly get me my next client, or

does it just make me feel more like a professional?" If it's the second one, put the credit

card down. Feeling professional and being profitable are different things. Profit comes

first.

What NOT to buy yet:

A new camera body — your current one is fine until clients complain (they won't)• 
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Studio lighting — natural light plus a reflector handles 90% of beginner gigs

Paid editing software subscriptions — free tools are enough to start

Business cards — nobody asks for them anymore; your Instagram is your card

A logo designer — your name in clean text is a logo for now

Any course over $50 — this guide plus free YouTube covers the beginner stage

Budget breakdown: startup costs for 6 hobbies

Hobby

business

You already

have
What to buy to start Startup

Photography
Phone or

camera
Reflector ($15), domain ($10) $0–$25

Crafts (Etsy)
Basic supplies,

hands

Etsy listing fees ($0.20/listing), shipping

supplies ($20), restock of your best-selling

material ($30)

$30–

$60

Writing /

freelancing

Laptop, ability

to write

Domain ($10), portfolio samples (free to

create). Contently/Upwork profiles are free.
$0–$10

Graphic design Computer

Canva Pro trial then free tier ($0), or Affinity

Designer one-time $70 instead of Adobe's

subscription. Portfolio is free to build.

$0–$70

Baking (custom

cakes)

Kitchen, basic

pans

2–3 specialty pans or tips ($25), cake boxes

and boards for delivery ($20), food-handler

basics per local rules ($0–$15)

$30–

$60

Music lessons

Your

instrument,

the skill

Zoom free tier for online lessons ($0), a $20

clip-on tuner/metronome app, printed starter

sheets ($10)

$0–$30

Every one of these starts under $100. Notice the pattern: the money goes to the

transaction (listings, delivery, a domain) — not to the craft itself. You already own the

craft.

Free and cheap tools that do 90% of the job

Expensive thing Free/cheap replacement What you lose

• 

• 

• 

• 

• 
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Adobe Lightroom

($12/mo)
Snapseed, GIMP, Lightroom Mobile free tier

Some batch-editing

speed

Adobe Creative Suite

($60/mo)

Canva free, Photopea (free Photoshop in

browser), Affinity ($70 one-time)

Industry file-format

compatibility

Custom website

($500+)
Google Sites, Carrd free tier (Chapter 3)

Fancy animations

nobody notices

Studio lighting

($300+)

Window light, $15 reflector, free "golden

hour"

Consistency in bad

weather

Paid scheduling app Calendly free tier, Google Calendar Advanced automation

Accounting software
A spreadsheet (Chapter 8 has the template

logic)
Nothing, at this stage

The 90% rule: Free tools do 90% of what paid tools do. That missing 10% matters at

$5,000/month — not at $0/month. Upgrade when revenue justifies it, never before.

📐 Framework: Minimum Viable Setup (Any Hobby)

Every hobby business has the same three setup layers: (1) the tool you already own

(phone, kitchen, laptop, instrument), (2) the free software layer (editing, design,

scheduling, accounting — all have free tiers), and (3) one small transaction enabler

(a domain, listing fees, packaging). If your setup list has more than one item in layer 3,

you're overbuilding. Start with the minimum, let clients fund the rest.

The Money Skills Decoder • 12



Chapter 3: Build Your Website with AI in an

Afternoon

"I need a website" is where most hobby-business dreams go to die. People imagine

months of work, thousands of dollars, or learning to code. Then they do nothing for six

months.

Here is the truth: you need a simple, trustworthy one-page-ish site, and AI

website builders can generate it in under an hour. Your website has exactly one job

— when someone hears about you and Googles your name, they find something that

answers: "Is this a real business? Can I trust this person? How do I contact them?" That's

it. It doesn't need to win awards.

Why a website (not just social media)

You own it. Instagram can throttle your reach, suspend your account, or fall out of

fashion. Your site is yours.

It looks professional. "Check out my work at sarahshoots.com" closes clients.

"Check my IG" doesn't, quite.

Clients expect it. When someone is about to pay a stranger, they look for a

website. No website = a trust gap you have to overcome with extra effort.

It's your portfolio's home base. Social feeds bury old work. Your site keeps your

best work front and center, forever.

Step-by-step: three free builders, pick one

All three below have genuinely free tiers (no credit card required to start). Pick based on

your comfort level:

Option A: Google Sites (easiest — truly free, no catch)

1. 

2. 

3. 

4. 

Go to sites.google.com and sign in with your Google account. Click the blank

template.

1

Name your site (top-left): "Sarah Shoots — Family & Event Photography."2
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Limitations: the free URL looks a bit homemade (fix with a $10 custom domain — see

below). Design options are basic. For a beginner portfolio site, basic is fine.

Option B: Carrd (prettiest — free tier is generous)

Limitations: free tier = one page (that's all you need), Carrd branding badge on the

page (small, ignorable at this stage).

Option C: Wix (most features — free tier with ads)

Click Insert → Text box for your headline. Type: "Natural, relaxed family photos

you'll actually frame."

3

Click Insert → Images → Upload and add your 6–10 best portfolio photos (how to

get them with no clients yet — see below).

4

Add sections using Insert → Text box for: About (3 sentences), Services & Pricing

(your portfolio rates from Chapter 5), Contact (email + a Google Form via Insert →

Forms).

5

Click Publish (top-right). Your site is live at sites.google.com/view/yourname. Total

time: 1–2 hours.

6

Go to carrd.co, create a free account, click "New Site."1

Choose the "Profile" or "Portfolio" template — these are designed for exactly

this.

2

Use Carrd's built-in AI text helper or just replace the template text: headline, one-

line about, gallery section (drag in your photos), pricing text, contact button linking

to your email.

3

Carrd's free tier publishes to yourname.carrd.co — cleaner than Google Sites'

URL.

4

Hit Publish. Total time: 1–2 hours.5

Go to wix.com, sign up free, and choose "Let Wix ADI create your site" (ADI =

Artificial Design Intelligence).

1

Answer the prompts honestly: "photography," "portfolio and bookings," your

business name.

2
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Limitations: Wix shows ads on free sites and the URL is clunky. Upgrade to remove them

later — when clients are paying.

The Money Skills Decoder's pick: Start with Carrd if you want it to look polished fast,

or Google Sites if you want zero limitations and zero cost forever. Either one beats a

half-finished Wix site you abandoned in frustration. Done beats perfect.

The 5-page structure (maximum)

Every hobby-business site needs these pages — and only these pages:

Portfolio without clients yet: the "sample project" method

The chicken-and-egg problem: you need a portfolio to get clients, but you need clients to

build a portfolio. The solution is staged sample work — and it's completely honest as

long as you don't lie about it.

ADI generates a full multi-page site in ~2 minutes. Then edit ruthlessly: keep

Home, Portfolio, Pricing, Contact — delete everything else (blog, testimonials page,

etc.).

3

Replace stock photos with YOUR photos. Replace lorem-ipsum text with your real

words.

4

Publish. Your URL is yourname.wixsite.com/yourname. Total time: 2–3 hours (ADI is

fast; your editing is the slow part).

5

Home. One headline saying what you do and for whom. Three best photos. One

button: "Book a session" / "Get a quote." That's the whole page.

1

About. Three sentences: who you are, what you love about the craft, why clients

like working with you. A photo of YOU (or your hands at work — faceless is fine).

People hire people.

2

Portfolio. Your 10–20 best pieces. Not 100. Curate ruthlessly — your portfolio is

only as strong as its weakest image.

3

Services & Pricing. What you offer, what it costs, what's included. Real numbers

(Chapter 5). Hiding prices loses clients — they assume "expensive" and leave.

4

Contact. Email address, a simple form, your service area, and response-time

promise ("I reply within 24 hours").

5
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For photography: shoot three free sessions for friends/family. Treat them like paid gigs

— plan, shoot, edit, deliver a gallery. You now have 30+ real portfolio images of real

people. Label the page "Portfolio," not "Client work" — no deception needed.

The universal method: create 3–5 sample projects that look exactly like paid work. A

baker bakes three celebration cakes for family events and photographs them. A designer

rebrands three fictional businesses. A woodworker builds three pieces and stages them in

good light. Present them as your work — because they are.

Never fake clients. Don't invent testimonials, don't claim "I've shot 50 weddings"

when you've shot zero. Sample work presented as sample work is honest and effective.

Fake credentials destroy trust permanently when discovered — and they always get

discovered.

Domain and hosting: the cheapest reliable options

What Cheapest reliable option Cost When

Domain

name

Cloudflare Registrar or Porkbun

(both sell at near-wholesale, no

upsell games)

~$10/year

for .com

Day one if you can — it

makes everything look 3x

more professional

Hosting

None needed — Google Sites,

Carrd, and Wix free tiers all host

for you

$0
Until you're earning $500+/

month

Business

email

Gmail with your business name

(free) until revenue justifies

Google Workspace ($7/mo)

$0 Start free, upgrade later

To connect a custom domain: buy it at Cloudflare/Porkbun, then follow your builder's

"connect custom domain" guide (all three have step-by-step docs — it's a 15-minute DNS

change). Until then, the free subdomain works fine.

Common mistakes (avoid all five)

Overbuilding. A 12-page site with a blog you never update looks worse than a

sharp one-pager. Five pages max.

1. 
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No clear call-to-action. Every page needs one obvious next step: "Book now,"

"Get a quote," "Email me." If the visitor has to hunt for how to hire you, they're

gone.

Hiding your prices. "Contact for pricing" reads as "expensive" or "I make it up as I

go." Post your rates. It pre-qualifies buyers and saves you both time.

Stock photos as portfolio. Visitors can smell stock photos. Ten real photos of

your actual work beat fifty polished fakes.

Never launching. The site is "not ready" for six months because the About page

isn't perfect. Launch at 80%. You can edit a live site; you can't get clients from a

draft.

📐 Framework: The Afternoon Website (Any Hobby)

The method is hobby-agnostic: pick a free builder → 5 pages max → real sample

work → real prices → one clear call-to-action → publish today. A woodworker's

site shows finished pieces and commission pricing. A music teacher's site shows a short

performance video and lesson rates. A baker's site shows cake photos and order pricing.

Same skeleton, different content. The builders don't care what you sell.

🪵 Woodworking note

Woodworkers have a natural website advantage: every piece is photogenic and

shoppable. A simple Carrd page with 8–10 staged piece photos, commission pricing

("custom cutting boards from $65"), and a contact form is a complete woodworking

business site. For skill-building beyond this guide, the Everyday Learning Finds brand

covers Ted's Woodworking — 16,000 woodworking plans that double as both practice

material and product ideas. Build the skill from plans, sell the finished pieces from your

site.

2. 

3. 

4. 

5. 
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Chapter 4: Get Seen for Free — The Social Media

Playbook

You have a skill and a website. Now you need eyeballs — and the good news is that the

best advertising for a hobby business is free. Nobody ever bought a photography session

from a billboard. They bought it because they saw photos they loved, posted by someone

who seemed great to work with.

Social media is your showroom, and it costs $0. But only if you work it with a system

instead of vibes.

Rule one: pick ONE platform

This is the most violated rule in the guide, so read it twice: pick one platform and

ignore the rest until you're earning. Every platform you add divides your effort. A

photographer posting daily on Instagram for 90 days will outperform a photographer

posting weekly on five platforms — because the algorithm rewards consistency, and

consistency is only possible with focus.

Pick based on where your customers are, not where you like scrolling. You might love

Twitter. Your cake customers are on Instagram and Facebook. Go where the money is.

Platform-by-hobby matching table

Hobby

business

Best first

platform
Why

Second platform

(later)

Photography Instagram
Visual-first; clients browse

portfolios like catalogs

Facebook (local groups,

moms)

Crafts /

handmade

Instagram or

TikTok

Process videos go viral; gift

buyers browse visually

Pinterest (evergreen gift

search traffic)

Writing /

freelance
LinkedIn or X

Clients (businesses) live

here, not on Instagram

Medium (portfolio +

discovery)

Graphic design Instagram
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Visual portfolio; small

businesses browse for

designers

Dribbble/Behance

(credibility)

Baking
Instagram or

Facebook

Local discovery; moms plan

parties here

TikTok (decorating

videos = massive reach)

Music lessons Facebook
Parents — the buyers — are

here in local groups

YouTube (teaching clips

build authority)

Woodworking
TikTok or

Instagram

Build/process videos are

hypnotic; huge organic reach

YouTube (long-form

builds = loyal audience)

The content formula: 70 / 20 / 10

Every post you publish should fall into one of three buckets:

70% — Your work. Finished photos, cakes, pieces, designs. This is the product.

Post your best, consistently. For photography: every session yields 3–5 postable

images. Never run out.

20% — Process / behind-the-scenes. You setting up, editing, sketching,

kneading, sanding. People LOVE process — it builds trust ("they really know what

they're doing") and it's endlessly watchable.

10% — Personality. You, your workspace, your dog asleep on the fabric pile, why

you love this. People hire people, not portfolios. A little humanity converts followers

to clients.

Notice what's missing: sales pitches. No "BOOK NOW!!! 🔥🔥🔥" posts. No daily stories

begging for clients. Your bio says what you do and where to book. The content does the

selling by being good.

The "show, don't pitch" rule: A photographer who posts stunning family photos every

day with the caption "The Miller family at golden hour 🧡" and a bio link to book will

outsell the photographer posting "NOW BOOKING — DM ME!!!" every time. Let the work

pitch. You just show up.

• 

• 

• 
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Posting cadence that doesn't burn you out

The sustainable minimum: 3–4 posts per week. That's it. Not daily. Not twice daily.

Three to four quality posts a week, every week, beats a 30-day daily sprint followed by

three months of silence.

Week template Example (photography)

Post 1 — Work showcase Best 3 images from a recent session, short warm caption

Post 2 — Process
Behind-the-scenes: setting up at a park, editing screen, before/

after

Post 3 — Work showcase A different session or a themed set ("fall mini sessions")

Post 4 (optional) —

Personality

Your workspace, your story, a client thank-you note (with

permission)

Batch it: spend 90 minutes every Sunday scheduling the week's posts (Meta Business

Suite is free and schedules Instagram + Facebook). Then ignore social media the rest of

the week except 10 minutes a day replying to comments.

Hashtags and discovery: how people actually find you

Local tags first: #[YourCity]Photographer, #[YourCity]Moms, #[YourCity]Eats (for

bakers). Local intent = buyers. A bride searches "[city] wedding photographer," not

"#photography."

Niche tags second: #FamilyPhotographer, #CustomCakes,

#WoodworkingCommunity — 5–10 per post, mixed sizes (some big, some small).

Skip the mega-tags (#love, #instagood — 100M+ posts; you're invisible there).

Geotag every post. Your city/neighborhood. Local discovery is the whole game for

service businesses.

Engage locally 10 min/day: comment genuinely on local business and

community posts. Not "check out my page!" — real comments. Visibility

compounds.

• 

• 

• 

• 

• 
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When to expand to a second platform (and when not to)

Add platform #2 only when all three are true:

You're posting on platform #1 consistently (3–4x/week) without stress

Platform #1 is producing inquiries (even a few — proof of concept)

You have 3+ spare hours a week after client work

If any one is false, stay on one platform. Depth beats breadth until you can afford to hire

help or you're earning enough that the second platform's ROI is obvious.

📐 Framework: Free Visibility (Any Hobby)

The playbook is universal: one platform where buyers browse → 70/20/10 content

mix → 3–4 posts/week batched → local discovery tactics → expand only when

proven. A woodworker's TikTok build videos, a baker's Instagram cake reveals, a

writer's LinkedIn insights — different content, identical system. The algorithm doesn't

care what you sell. It cares that you show up consistently with things people want to

look at.

1. 

2. 

3. 
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Chapter 5: Pricing — Start Low, Earn Your Raise

Pricing is where beginners either starve (too low) or stall (too high). Both mistakes come

from the same root: pricing based on feelings instead of a system. This chapter is the

system.

The beginner pricing strategy

Your opening prices need to do two contradictory jobs: low enough to get booked with

no reputation, and high enough to be taken seriously. "Free" fails the second job —

free clients don't value the work, don't refer well, and don't convert to paid. "Market rate"

fails the first — why would a stranger pay full price to an unproven beginner?

The answer is the portfolio rate: a deliberate, framed discount for your first 5–10

clients.

Photography example: the portfolio rate in action

Service
Market rate (established

local photographer)

Your portfolio rate

(first 5–10 clients)

What the client

gets

30-min mini

session
$150–$250 $75

15 edited digital

images, online gallery

1-hour family

session
$300–$500 $150

30 edited images,

online gallery, print

release

Event

coverage (2

hrs)

$400–$800 $200
50+ edited images,

online gallery

Senior

portraits
$250–$450 $125

20 edited images, 2

outfit changes

The pattern: roughly 50% of market rate. Not 90% off (looks desperate), not 10% off

(no incentive to risk a beginner). Half price is the sweet spot — an obvious deal that still

says "I value my work."
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How to frame discounted rates without looking cheap

The words matter enormously. Compare:

❌ Sounds desperate ✅ Sounds strategic

"I'm new so I'm only charging

$75..."
"Introductory portfolio pricing: $75 (regularly $150)"

"I don't have much experience

yet"

"I'm building my portfolio in [niche] — 5 spots at portfolio

rate"

"I'll do it cheap, please hire me"
"Portfolio rate includes full gallery — in exchange I ask for a

testimonial"

The magic phrases: "introductory portfolio pricing," "portfolio rate," "founding client

rate." All three frame the discount as a limited, strategic offer — not a confession of

inadequacy. And make the exchange explicit: the discount buys you portfolio pieces and

testimonials. That's a trade, not a handout.

Template — stating your portfolio rate:

"Thanks so much for reaching out! I'm currently offering portfolio pricing as I build my 

[family/event/etc.] portfolio — that's $[X] for [what's included] (my standard rate will be

$[2X]). In exchange, I just ask for permission to share a few favorites in my portfolio and

a short testimonial afterward. I have [number] portfolio spots left — would you like one?"

The rate-increase ladder

Portfolio pricing is temporary by design. Here's exactly when and how to raise rates:

Rung Trigger (all must be true) New rate

Rung 1: Portfolio Starting out — 0–5 clients 50% of market

Rung 2: Proven
5+ paying clients, 10+ portfolio pieces, 3+

testimonials
70% of market

Rung 3:

Established

15+ clients, steady inquiries, 2+ months booked

out
90–100% of market
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Rung 4: In-

demand

Turning away work, waitlist, repeat/referral

clients

Market rate + 10–

25%

Rules of the ladder:

Raise rates for new inquiries — never retroactively for booked clients.

Announce increases simply: "My rates go to $X starting [date]." No apology, no

essay.

Raise in steps, not leaps — 20–30% per rung feels natural to the market.

If inquiries dry up after a raise, you climbed too fast — drop back one rung, rebuild

demand, try again in 2 months.

Starting rates vs. established rates: 6 hobbies

Hobby business
Portfolio rate

(start)

Established

rate
Unit

Photography (family

session)
$75–$150 $300–$500 per 1-hr session

Custom cakes (baking) $50–$80 $150–$400+
per cake (size-

dependent)

Freelance writing $0.05–$0.08/word
$0.15–$0.50/

word
per word

Logo design $100–$150 $500–$2,000 per project

Music lessons $20–$25 $40–$75 per 30-min lesson

Woodworking (cutting

boards)
$35–$50 $85–$150 per piece

Ranges reflect U.S. market averages for local/solo providers (not big-city premium

studios). Your market may vary ±30% — research 5 local competitors and position

honestly within the range.

What to do when someone says "you're too expensive"

First: don't panic and don't discount on the spot. Say this:

• 

• 

• 

• 
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Template — the price objection:

"I completely understand — budget matters. Can I ask what you had in mind? [listen]

Here's what I can tell you: my rate includes [list deliverables], and my clients tell me 

[testimonial snippet]. If the full session doesn't fit, I do offer [smaller option, e.g., 30-min

minis at $X]. Would that work better?"

When they're right (your price genuinely exceeds your current proof): that's data, not

failure. It means you need more portfolio and testimonials before that rate — drop to the

rung your proof supports and rebuild.

When they're wrong (they just want it cheaper): let them go politely. "No problem at all

— if things change, I'm here!" Discount-chasers become nightmare clients. Every hour

you spend on them is an hour not spent finding clients who value the work.

The one pricing mistake that kills beginners

Never charge by the hour. Hourly pricing punishes efficiency and rewards slowness —

the better you get, the less you earn per job. It also invites clients to nickel-and-dime

your time ("that only took you 20 minutes..."). Charge by the project, always. A

family session is $150 — whether it takes you 45 minutes or 90. As you get faster, your

effective hourly rate climbs. That's the reward for skill.

The exceptions (rare): ongoing retainer-style work (a business hiring you monthly) can

be scoped hourly with a minimum. But for 95% of hobby businesses, project pricing wins.

📐 Framework: The Pricing Ladder (Any Hobby)

Every hobby business climbs the same ladder: portfolio rate (50% of market, first

5–10 clients) → proven (70%) → established (90–100%) → in-demand (110%+).

Frame every discount as strategic ("portfolio pricing"), raise on proof not feelings, price

by project not hour. A baker's "$60 portfolio cake" and a designer's "$125 portfolio logo"

follow identical mechanics — only the numbers change.
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Chapter 6: Landing Your First Paying Clients

You have the skill, the setup, the website, the social presence, and the prices. Now the

only thing between you and income is asking. This is the chapter most people skip —

and it's the chapter that actually makes money.

Here's the uncomfortable truth: clients don't find you in the beginning. You find them. The

good news: your first clients are closer than you think, and the "sales" involved is nothing

like selling.

Where first clients actually come from

Forget ads, SEO, and viral posts. Your first 5–10 paying clients come from:

The math of the first 10: If 200 people see your offer (a normal Facebook friends list

+ one community group post), a 5% response rate = 10 inquiries. You need a 50% close

rate on warm inquiries to book 5. These are realistic numbers — not guru fantasy. The

bottleneck is almost always not asking, not market size.

The outreach scripts (copy, customize, send)

Most beginners overthink outreach. Keep it short, warm, specific, and easy to say yes to.

Your existing network. Friends, family, coworkers, neighbors, church, gym, PTA.

These people already trust you — that's 80% of the sale. Post your portfolio-rate

offer as a normal social post (not a desperate plea) and watch.

1

Local community groups. Facebook neighborhood groups, Nextdoor, local mom

groups, community Discords. People ask "anyone know a good photographer?"

weekly. Be the answer — with a portfolio link, not a pitch.

2

Complementary businesses. Photographers: wedding planners, florists, venues.

Bakers: event planners, party venues. Music teachers: schools, churches. Offer a

simple referral swap.

3

Word of mouth from free/sample work. Those 3 free portfolio sessions? Every

one of those people knows 10 people. Deliver great work, and ask (politely) for

referrals.

4
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Script 1 — The network post (Facebook/Instagram):

"Exciting news — I'm officially booking [photography/family photo/etc.] sessions! 📸

I'm offering portfolio pricing for my first [5] clients — that's $[X] for [what's included]

(my standard rate will be $[2X]).

If you've been meaning to get [family photos / updated headshots / etc.], now's the

time! Comment or DM me and I'll send details. Shares appreciated! 🙏"

Attach your 3 best portfolio images.

Script 2 — The community group reply (when someone asks for recommendations):

"Hi [Name]! I'm a [town]-based [photographer] — here's my work: [website link]. I'm

currently booking at portfolio rates ($[X] for [package]) as I build my [niche] portfolio.

Happy to chat about what you need — I reply within a day! 😊"

Never trash-talk other recommendations in the thread. Be the helpful option, not the

desperate one.

Script 3 — The direct DM (to a warm contact who mentioned needing your service):

"Hey [Name]! You mentioned needing [photos for X] — I'm booking those now! I'm doing

portfolio pricing ($[X], normally $[2X]) for my first few clients. Want me to send you the

details? No pressure at all either way 😊"

One follow-up max, 5–7 days later, then drop it. Chasing kills the relationship and the

sale.

Script 4 — The complementary business intro (email or in-person):

"Hi [Name], I'm [Your Name], a [photographer] here in [town] — [website]. I love your

work with [specific compliment]. I wanted to introduce myself because our clients

overlap — I'd love to be on your referral list, and I'm happy to return the favor. Could I

buy you a coffee next week?"
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Overdeliver on the first 5 gigs

Your first five clients are not profit centers — they're marketing investments.

Overdeliver shamelessly:

Deliver the gallery early (promise 2 weeks, deliver in 5 days)

Include 5–10 extra edited images beyond what was promised

Send a handwritten thank-you note (costs $1, remembered forever)

Follow up a week later: "How did the prints turn out?"

Ask for the testimonial and the referral in the same conversation (below)

Why? Because client #1–5 produce your testimonials, your referrals, and your confidence.

A client who feels overdelivered-to becomes a salesperson who works for free. The ROI on

overdelivery at this stage is absurd — do not skip it.

Collecting testimonials: when, what, where

When: at delivery, when excitement is highest. Not two weeks later.

What to ask (make it easy — give them the questions):

Template — the testimonial ask:

"I'm so glad you love them! 🎉 Would you be open to writing a quick testimonial? It

really helps me as I'm building my business. Just reply with a sentence or two on any of

these:

• What were you worried about before booking?

• What was the experience like?

• What would you tell a friend considering it?

And may I use your first name + the review on my website? Thank you!!"

Where to display them: your website's home page (3 best, with first names), your

social bio link page, and Google Business Profile reviews (free to set up — do it in week

2). Screenshots of kind DMs count too — with permission.

Handling "can you do it for free for exposure?"

You will hear this. Here's the decoder on it:

• 

• 

• 

• 

• 

The Money Skills Decoder • 28



Situation Verdict Response

A charity/nonprofit

you care about

✅ Sometimes

yes

Do it, but treat it like paid work — contract, limits,

credit. One per quarter max.

"Influencer" with 800

followers
❌ No

"My portfolio rate is $X — happy to discuss!"

Exposure from small accounts converts at ~zero.

Friend/family

expecting free

⚠️ Portfolio

rate

"I'd love to! My friends-and-family rate is $X." Free

for family trains them to never pay.

Business offering

"great exposure"
❌ No

"I don't do free commercial work, but here's my

rate card." Businesses have budgets.

Portfolio-building

(your idea)

✅ Yes,

strategically

YOU choose, YOU set terms, limited to 3 sessions,

then done.

Template — the polite no:

"Thanks for thinking of me! I don't take on free commercial projects, but I'd love to work

with you — my current rate for [project] is $[X]. If budget is tight, my [smaller package]

at $[Y] might fit. Let me know!"

Red flags: clients to avoid even when you're hungry

🚩 "It's easy, should only take you an hour" — they're pre-negotiating your

effort down. It won't be an hour.

🚩 Won't sign a contract — no contract, no booking. Ever. (Free templates —

Chapter 2.)

🚩 Already complaining about your price before booking — they'll complain

about everything after, too.

🚩 "My cousin has a camera, but..." — they're comparison-shopping you against

free. You'll never win.

🚩 Vague scope + rush deadline — "just something nice, need it Friday." Scope

creep guaranteed.

🚩 Wants to pay "after" with no deposit — always take 25–50% deposit upfront.

Non-negotiable.

• 

• 

• 

• 

• 

• 
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The deposit rule: 25–50% non-refundable deposit to book, balance due before/on

delivery day. This single policy eliminates 90% of flaky-client problems. Professionals

require deposits. You're a professional.

📐 Framework: Client Acquisition (Any Hobby)

The sequence never changes: warm network first → community groups second →

complementary businesses third → referrals forever. The scripts adapt with find-

and-replace: a baker's network post offers "portfolio pricing on celebration cakes," a

music teacher's DM offers "founding-student rates." Overdeliver on the first five, collect

testimonials at peak excitement, require deposits, decline exposure offers. Client

psychology is identical across hobbies — only the deliverable differs.
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Chapter 7: The Equipment Upgrade Path

Remember the $100 rule from Chapter 2? This chapter is its sequel. Now that clients are

paying you, upgrades enter the picture — but how you upgrade determines whether your

business stays profitable or becomes an expensive hobby with customers.

The golden rule

Let client revenue buy your upgrades — not your savings. Every equipment

purchase must be traceable to money a client paid you. New lens? Funded by sessions

6–10. Better lighting? Funded by the event gig. If you can't point to the client revenue

that pays for it, you can't afford it yet. This one rule keeps hobby businesses profitable

from day one.

Practical version: set aside 20–30% of every payment into an "upgrade fund" (a

separate savings account or even an envelope). When the fund covers the upgrade, buy

it. When it doesn't, wait. Simple, disciplined, sustainable.

What to upgrade first (photography priority order)

A fast prime lens (50mm f/1.8 — ~$125–$200). The single biggest image-

quality jump per dollar in photography. Blurry-background portraits that look

"professional" instantly.

1

Backup storage. An external hard drive ($60) + a cloud backup (Google Drive free

tier or Backblaze ~$9/mo). Losing a client's photos is the one unforgivable sin —

this isn't optional.

2

Lighting. A speedlight + basic modifier ($100–$150) or a continuous LED panel.

Extends you into indoor/evening work — new revenue, not just better quality.

3

A second camera body (used). Only when you're booking regularly — a dead

camera mid-wedding with no backup is a business-ending event.

4

Everything else. Backdrops, premium editing software, studio space — all "later"

items funded by established revenue.

5

The Money Skills Decoder • 31



Notice the logic: each upgrade either unlocks new revenue or prevents

catastrophe. "Niceness" alone never justifies a purchase.

Upgrade priorities for other hobbies

Hobby Upgrade first Upgrade second Wait on

Photography 50mm f/1.8 lens
Backup storage +

lighting
New camera body

Baking
Quality stand mixer

(used)

Specialty pans per

demand
Commercial kitchen

Woodworking
Quality blade/bits for

existing tools

Dust collection

(health!)
CNC machine

Design
Affinity/Adobe

subscription
Color-accurate monitor

Drawing tablet (unless

illustrating)

Music

teaching

Quality instrument

setup/repair

Recording gear for

online lessons
Studio space

Writing Ergonomic setup Grammarly/pro tools
Everything else —

writing needs little

The "rent before you buy" strategy

Some gear costs more than your monthly revenue. For those items, rent per-gig:

Need a 70-200mm lens for one wedding? Rent it for $40–$60 (Lensrentals,

BorrowLenses, local camera shops) and build the rental cost into the client's

quote.

Need studio lighting for a single commercial shoot? Rent the kit for the day.

The rule: if you'll use it fewer than 6 times a year, renting wins. Do the math: rental

× 6 vs. purchase price. Whichever is lower wins.

Pass the cost through: When a specific gig requires rented gear, add a "specialty

equipment" line to the quote. Clients expect this — videographers, contractors, and

photographers all do it. It's professional, not cheap.

• 

• 

• 
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Buying used: where, what to check, what to avoid

Where Best for Caution

KEH, MPB, Adorama

Used

Camera gear — graded,

warrantied, reliable

Prices 10–15% above private sellers

(worth it for warranty)

Facebook Marketplace /

Craigslist

Everything local — test

before paying

No warranty; meet in public; test

thoroughly

eBay (top-rated sellers) Hard-to-find items
Check return policy; verify shutter

counts on cameras

Estate sales / auctions
Woodworking tools, kitchen

equipment

Know values beforehand — auction

fever is real

What to check (camera gear): shutter count (under 50k for most bodies is fine),

sensor for scratches (shoot a white wall at f/16), lens for fungus/haze (shine a flashlight

through it), all buttons/dials function.

What to avoid used: memory cards (failure risk, they're cheap new), camera batteries

(degraded), anything without a return option at high prices.

Gear envy vs. genuine need: the 3-question check

Before any upgrade, answer honestly:

Is a client asking for something I can't deliver with current gear? (Need)

Will this directly increase revenue or prevent a disaster? (Need)

Or do I just want it because other photographers have it? (Envy — wait)

Two "needs" = buy (from the upgrade fund). Any "envy" = wait 30 days and re-ask. Most

envy purchases die in the waiting period — that's the point.

1. 

2. 

3. 
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📐 Framework: Funded Upgrades (Any Hobby)

The upgrade system is hobby-blind: 20–30% of revenue into an upgrade fund →

upgrade only what unlocks revenue or prevents disaster → rent rare-use items

→ buy used where safe → envy waits 30 days. A baker's stand mixer, a

woodworker's dust collection, a designer's monitor — every hobby has its "50mm f/

1.8" (the absurdly high-ROI first upgrade) and its "new camera body" (the shiny thing

that can wait). Identify yours with the 3-question check.
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Chapter 8: From Side Hustle to Real Income

You're booked. Clients are paying. Testimonials are coming in. Now the question changes

from "how do I start?" to "how big can this get?" This chapter is the map from side hustle

to serious income — the math, the growth levers, the money management, and the

burnout traps.

The math: work backward from your income goal

Most people set income goals as wishes. Set yours as arithmetic:

✏️ Income Goal Worksheet

Step 1 — Pick a monthly target. Be concrete: $

 /month

Step 2 — Divide by your current average rate.

Monthly target ÷ Average $ per client = Clients needed per month

Step 3 — Sanity-check the workload. Each client = shoot + edit + deliver + admin.

Be honest about hours per client: 

 hrs × clients needed =  hrs/month. Sustainable?

Worked example:

Goal Rate
Clients/mo

needed

Hours/

client

Total

hrs/mo
Verdict

$1,000
$150/

session
7 5 35

✅ Very doable — ~8

hrs/week

$2,500
$200/

session
13 5 65

✅ Doable — ~15 hrs/

week
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$5,000
$250/

session
20 5 100

⚠️ Full-time territory —

or raise rates

$5,000
$500/

wedding
10 12 120

⚠️ Needs higher-value

services

The insight: you don't get to $5,000/month by doing more $150 sessions — you

get there by raising rates and adding higher-value services. The math forces the

strategy. Run your own numbers before deciding what "growth" means.

Signs you're ready to go bigger

Consistent bookings 2+ months out. Demand exceeds supply — that's the

market telling you to raise prices (Chapter 5, Rung 4).

Referrals outnumber outreach. When clients find you without effort, your

reputation is doing the marketing. Time to expand services, not hustle harder.

You're turning down work. Every "no" is money left on the table — raise rates

until the "no"s stop hurting, or add capacity.

Clients ask "do you also do X?" That's free market research. If three clients ask

for newborn sessions, add newborn sessions.

Ways to go bigger (pick one at a time): raise rates • add premium packages (albums,

prints, rush delivery) • expand services (events → weddings, sessions → commercial) •

teach (workshops, mentoring) • hire help (an editor or second shooter) • go full-time

(only with 6 months of expenses saved — see below).

Adding income streams (beyond client work)

Client work trades time for money. These streams don't — or trade less time per dollar:

Stream Photography example Effort profile

Digital products
Preset packs, posing guides, "what to wear"

guides for clients ($15–$50)

Build once, sell

forever

Teaching
Beginner photography workshop ($99/seat), 1-

on-1 mentoring ($150/hr)

High hourly

value

Print sales
Fine-art prints of your best work via a print-on-

demand service

Passive after

setup

• 

• 

• 

• 
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Affiliate

recommendations

Recommend the gear you actually use; earn

commission on sales (disclose it — trust is

everything)

Passive;

requires

audience

Stock/licensing
License unused session outtakes and personal

work on stock sites

Slow build, truly

passive

🪵 Woodworking income streams

Woodworkers get a bonus stream most hobbies don't: plans. Once you've built a piece,

document the cut list and steps and sell the plan ($10–$25) alongside the finished piece.

The Everyday Learning Finds brand's coverage of Ted's Woodworking (16,000 plans)

shows how deep the plan market runs — buyers happily pay for well-documented builds.

Design once, sell the instructions forever.

Tax record basics (not tax advice)

The Money Skills Decoder is not a tax professional. But every hobby business needs these

records from day one — reconstructing them in April is miserable:

Track every dollar in: date, client, amount, payment method. A spreadsheet with

these four columns is enough to start.

Track every dollar out: date, what, amount, receipt photo. Equipment, mileage to

shoots (log odometer), software, supplies.

Separate the money: a free second checking account for business income/

expenses. Mixing personal and business money is the #1 beginner accounting

disaster.

Set aside for taxes: as a rule of thumb, move 25–30% of profit into a separate

savings account the day you're paid. Self-employment tax surprises no one who

does this.

Know your local rules: some areas require a business license even for side

income; some products (like baked goods) have cottage-food laws. A 30-minute

search for "[your state] small business requirements" beats a fine.

When money starts coming in regularly, learn to manage it. Earning is only half

the equation — keeping and growing it is the other half. Once you're earning, the Dumb

Money Questions guides (like the Emergency Fund Builder) show you how to manage

• 

• 

• 

• 

• 
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what you earn: building a safety net, killing debt, and making your new income actually

change your life instead of evaporating.

Avoiding burnout: systems for a one-person business

The #1 killer of hobby businesses isn't competition — it's the owner quitting from

exhaustion. Protect yourself:

Cap your bookings. Decide your max clients per week/month now — before

demand decides for you. A waitlist is a luxury problem; burnout is a business-ending

one.

Template everything. Inquiry replies, contracts, delivery emails, testimonial asks

(this guide gave you most of them). Every repeated task gets a template. Admin

should take minutes, not hours.

Batch your work. Editing day, shoot days, admin hour — grouped, not scattered.

Context-switching is where weekends go to die.

Take one full day off per week. Non-negotiable. The business serves your life,

not the reverse.

Raise rates instead of adding hours. When demand grows, the answer is

almost never "work more" — it's "charge more" (Chapter 5's ladder exists for

exactly this).

The long game: reputation that brings clients to you

Year one is hunting. Year three should be farming. The transition happens through:

Google Business Profile reviews — 20+ five-star reviews make you the obvious

local choice. Ask every happy client.

Vendor relationships — planners, venues, florists who refer you automatically.

Nurture these like gold.

Repeat clients — families who book yearly, businesses who need quarterly

content. Cheaper to keep than to find.

A body of work that compounds — every session ever posted keeps working for

you in search and social. Your portfolio is an asset that appreciates.

The goal: by year two or three, inquiries arrive without outreach. That's when a

hobby business becomes a real asset — one that could fund the life you actually want.

• 

• 

• 

• 

• 

• 

• 

• 

• 
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📐 Framework: Scaling (Any Hobby)

The growth sequence is universal: math first (clients × rate = goal) → raise rates

before adding hours → add one higher-value service → add one non-time

income stream → systematize to prevent burnout. A baker adds wedding cakes,

then decorating classes. A music teacher raises lesson rates, then sells a beginner

course. The vehicles differ; the engine is identical.
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The 90-Day Launch Checklist (print this section)

Everything in this guide, compressed into a week-by-week action plan. Check boxes as

you go. If you fall behind a week, don't restart — just pick up where you left off.

Days 1–7: Decide & Prepare

Days 8–14: Build the Foundation

Days 15–30: Get Visible

Complete the Hobby Inventory Worksheet (Chapter 1) — pick your ONE hobby☐

Run the 3-question filter — confirm YYY☐

List what you already own vs. what you need (Chapter 2) — spend under $100 total☐

Set up a separate checking account or envelope for business money☐

Start the income/expense spreadsheet (Chapter 8)☐

Research 5 local competitors — note their rates and offerings☐

Build your website in an afternoon (Chapter 3) — 5 pages max, publish at 80%☐

Buy your domain (~$10) and connect it — or note it for later☐

Create 3 sample portfolio projects (free sessions for friends/family)☐

Edit and select your 10–20 best portfolio pieces — upload to site☐

Write your Services & Pricing page with real portfolio rates (Chapter 5)☐

Download a free contract template and customize it☐

Set up Google Business Profile (free)☐

Pick ONE social platform (Chapter 4 table) — set up/optimize your profile☐

Write your bio: what you do + who it's for + how to book☐

Post your network announcement with portfolio-rate offer (Script 1)☐

Publish 6–8 posts following the 70/20/10 formula☐

Join 2–3 local community groups (Facebook/Nextdoor) — introduce yourself helpfully☐
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Days 31–60: Book & Deliver

Days 61–90: Raise & Systematize

Done is better than perfect. If you complete 80% of this checklist in 90 days, you'll

have paying clients, a portfolio, testimonials, and a working system. That's further than

95% of "someday I'll start a business" people ever get. Start before you're ready — the

checklist handles the rest.

Set up free post scheduling (Meta Business Suite) — batch Sundays☐

Identify 5 complementary local businesses for future outreach☐

Send Script 3 DMs to warm contacts (one follow-up max)☐

Reply helpfully in community groups when people ask for recommendations (Script 2)☐

Book clients 1–3 at portfolio rates — require 25–50% deposit, signed contract☐

OVERDELIVER: early delivery, bonus images, thank-you note☐

Collect testimonials at delivery (testimonial ask template) — get 3+☐

Post client work (with permission) — portfolio grows, social proof compounds☐

Move 25–30% of every payment to tax savings; 20–30% to upgrade fund☐

Book clients 4–10 — you're now at Rung 2 pricing (70% of market)☐

Add testimonials to your website home page☐

Reach out to 3 complementary businesses (Script 4) — start referral relationships☐

Template your inquiry replies, delivery emails, and follow-ups☐

Review your numbers: total earned, hours worked, effective hourly rate☐

Decide your booking cap (max clients/week) — protect against burnout now☐

Plan your first upgrade purchase from the upgrade fund (Chapter 7)☐

Set your month 4–6 goal using the Income Goal Worksheet (Chapter 8)☐
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Closing: Start Before You're Ready

The people making money from their hobby aren't more talented than you. They aren't

better connected. They don't have better gear. They did one thing you haven't done yet: 

they started.

That's the entire secret. Every working photographer, baker, designer, and woodworker

earning real money today was once someone with a hobby and a shaky first website. The

difference between them and everyone else isn't skill — it's that they published the site,

posted the offer, and asked for the sale while they still felt unready.

You now hold the complete system:

✅ The right hobby, chosen with the 3-question filter

✅ A startup that costs under $100

✅ A website built in an afternoon

✅ A social media playbook that runs on 3–4 posts a week

✅ Pricing that starts low and climbs on proof

✅ Scripts for every conversation you'll have

✅ An upgrade path funded by clients, not savings

✅ The math from side hustle to real income

✅ A 90-day checklist that turns reading into doing

The Money Skills Decoder's final advice: close this guide and do one thing today. Not

tomorrow. Today. Build the sample portfolio. Buy the domain. Post the announcement.

One action creates momentum; momentum creates a business.

And when the money starts coming in — because if you follow the system, it will —

remember that earning is half the game. The Dumb Money Questions guides pick up

where this one leaves off: turning new income into lasting financial security. But that's the

next chapter of your story. This one starts now.

When value exceeds price, a sale is made.

Now go make your first one.

• 

• 

• 

• 

• 

• 

• 

• 

• 
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This guide is for educational purposes. Pricing reflects U.S. market averages for solo providers; your market

may vary. Tax section is record-keeping guidance only, not tax advice — consult a tax professional for your

situation. 
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