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01. Why Your First 3 Clients Are the Only Goal
That Matters
Most people who want to start a digital marketing service never start. They get stuck

building logos, picking business names, and watching tutorials — everything except

getting paid.

This playbook ignores all of that. Your entire focus is three paying clients. Not a brand. Not a

website. Not 10,000 followers. Three people who hand you money in exchange for a result.

Why three? Because three clients changes everything:

Proof. You're no longer "trying to start" — you run a service with real clients.

Case studies. Each client becomes a story that wins the next five.

Cash flow. Three clients at $500–$1,000/month is a real part-time income.

Confidence. You learn more from one paying client than from fifty courses.

The mindset shift

You are not "a beginner with no experience." You are a specialist who solves one specific,

expensive problem for one specific type of business. The rest of this book makes that true.

• 

• 

• 

• 
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02. Choose a Niche You Can Actually Win
A niche is simply: who you help + what you help them with. "I do marketing" is invisible. "I help

local dentists get more patients with Google reviews and local SEO" is magnetic.

The two-axis method

Pick one from each column and combine them:

Who (industry) What (service)

Dentists, clinics, gyms, salons, restaurants, real-

estate agents, coaches, e-commerce stores,

trades (plumbers, roofers)

Social media management, local SEO, Google/Meta

ads, email marketing, content writing, review

generation, short-form video

How to choose well

Do they have money? A business that spends to get customers can pay you.

Can you reach them? You should be able to find 100 of them on Google Maps, Instagram, or

LinkedIn today.

Do you have an unfair edge? A past job, a hobby, a family business — any insider familiarity

shortens the learning curve.

Do this now

Write one sentence: “I help ______ (who) get ______ (result) with ______ (service).” You

can refine it later — but you cannot skip it.

• 

• 

• 
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03. Package One Service (Not Ten)
Beginners offer everything and sell nothing. Confused buyers don't buy. Offer one clear package

with a clear outcome and a clear price.

The anatomy of an irresistible offer

Outcome: what they get ("20+ qualified leads a month"), not the task ("run ads").

Deliverables: the concrete things you'll do each month.

Timeframe: when they'll see progress.

Price: one monthly number. No menus.

Example package

“Local Lead Engine” — $750/month. We run and manage your Google Business Profile +

a review-request system + one weekly local post, so your clinic shows up when nearby

patients search. Setup in week one, first results in 30 days.

Notice: one audience, one promise, one price. That is what you sell on every call.

• 

• 

• 

• 
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04. Build a Portfolio With Zero Clients
You don't need clients to show proof — you need examples. Here are four honest ways to build a

portfolio this week:

The spec project. Pick a real local business and create what you'd deliver: a sample social

calendar, a mock ad, an SEO audit. Label it clearly as a sample.

The free pilot. Offer one business 2–4 weeks free in exchange for a testimonial and

permission to show results. (Use this sparingly — one is enough.)

Your own channels. Grow your own small account or site and document what you did. Proof

you can do it for yourself is proof.

A teardown. Publicly analyze a brand's marketing and show how you'd improve it. This

doubles as content and outreach bait.

What to put in your portfolio

A one-page “work” section: 2–3 samples, the problem each solved, and a screenshot. Keep

it simple — a Google Doc, Notion page, or a single page on your site is plenty to start.

1. 

2. 

3. 

4. 
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05. Price It So People Say Yes
Underpricing attracts bad clients and burns you out. Overpricing with no proof stalls the sale. For

your first three clients, aim for a confident starter price you can say out loud without flinching.

Service type Common beginner range (monthly)

Social media management $400 – $900

Local SEO / Google Business $500 – $1,000

Paid ads management $600 – $1,200 + ad spend

Email marketing $400 – $800

Ranges are illustrative starting points, not guarantees — adjust for your market and scope.

Three pricing rules

Price the outcome, not the hours. Clients pay for leads and sales, not your time.

Make it monthly. Recurring revenue is the whole point of a service.

Offer one “fast-start” incentive for your first clients (e.g., no setup fee) — not a permanently

low price.

• 

• 

• 
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06. Find People Who Already Need You
You don't need to “go viral.” You need a list of 100 businesses that match your niche. Build it in an

afternoon:

Google Maps: search your niche + city. Every listing is a lead (note ones with few/poor

reviews or no website — they need you most).

Instagram / Facebook: search hashtags and locations; find businesses with weak or

inconsistent posting.

LinkedIn: ideal for B2B and coaches/consultants.

Your warm network: friends, family, former employers. The fastest first client is almost always

someone who already trusts you.

Build your 100-list

Make a simple spreadsheet: Business name · Contact · Channel · One thing I noticed ·

Status. That “one thing I noticed” column is your outreach superpower — it makes every

message personal.

• 

• 

• 

• 
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07. The Outreach System That Gets Replies
Generic blasts get ignored. Specific, helpful, short messages get replies. The formula: 

compliment → observation → value → soft ask.

Hi [Name] — I came across [Business] while looking for [niche] in [city], and your [specific thing] 

stood out.

One quick thing I noticed: [specific, helpful observation — e.g., “you're not collecting Google 

reviews automatically, which is costing you local ranking”].

I help [niche] fix exactly that. Want me to send a free 2-minute breakdown of what I'd do? No pitch 

— just useful.

The rules of outreach

Lead with value, not your résumé. They don't care about you yet.

Volume + personalization. 10 tailored messages a day beats 200 copy-pastes.

Follow up 2–3 times. Most replies come after the first message. A simple “just floating this

back up” works.

Track everything in your spreadsheet so nothing slips.

• 

• 

• 

• 

Success King Marketing Inc · skmarketsinc.com 10



C H A P T E R  8

08. The Discovery Call That Closes
A discovery call is not a pitch — it's a diagnosis. Ask, listen, then prescribe. Follow this simple arc:

Rapport (2 min): be human, set the agenda.

Diagnose (10 min): “What are you doing for marketing now? What's working? What's your

biggest frustration? What would a win look like in 90 days?”

Prescribe (5 min): connect their problem to your one package. “Based on what you said,

here's exactly what I'd do…”

Price & next step (3 min): state the monthly price plainly, then stop talking. Confirm start date

and send the proposal same day.

Handling “it's too expensive”

“Totally fair. Can I ask — is it the budget right now, or are you not yet sure it'll pay off? If it's

the second, here's how we'll measure results so you're never guessing.” Then re-anchor on

the outcome.

1. 

2. 

3. 

4. 
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09. Onboard Like a Pro & Deliver Results
Your first impression after “yes” decides whether they refer you. Make onboarding feel organized

and calm.

The 5-step onboarding checklist

Send a simple welcome email + invoice/payment link the same day.

Collect access & brand assets with one shared form (logins, logo, brand colors, do's and

don'ts).

Set expectations: what you'll do, when, and how you'll report.

Book a kickoff call and a recurring monthly check-in.

Deliver one small “quick win” in week one to build trust fast.

Report results they understand

Once a month, send 3 numbers that matter to them (leads, calls, sales — not

“impressions”), plus one sentence on what you'll do next. Simple, consistent reporting

keeps clients paying.

1. 

2. 

3. 

4. 

5. 
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10. Turn 3 Clients Into a Referral Engine
Your first three clients are not the finish line — they're your sales team. Happy clients refer when

you make it easy and specific.

Ask at a high point. Right after a win: “Glad that worked! Do you know one other [niche]

owner who'd want the same?”

Collect a testimonial the moment you deliver a result — a two-line quote and a number is

gold.

Offer a simple referral reward (a free month, a discount) for anyone they send who signs.

Document the case study: problem → what you did → result. This is what sells clients 4

through 20.

The compounding loop

Deliver result → get testimonial → ask for referral → publish case study → win next client

faster. Repeat. This is how a 3-client side hustle becomes a real agency.

• 

• 

• 

• 
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11. Your 30-Day First-Client Action Plan
Stop planning, start doing. Here's exactly what to do each week.

Week Focus Actions

Week

1
Position

Pick niche + service. Write your one-sentence offer. Draft your one package &

price.

Week

2
Prove

Build a one-page portfolio with 2–3 samples. Set up your outreach

spreadsheet. Build your list of 100.

Week

3
Reach out Send 10 personalized messages per day. Follow up. Book discovery calls.

Week

4

Close &

deliver

Run calls, send same-day proposals, onboard your first client, deliver a week-

one quick win.

If you only remember one thing

Done beats perfect. Ten imperfect outreach messages sent today will out-earn a perfect

brand you launch “someday.”
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12. Copy-&-Paste Templates

Cold outreach (DM / email)

Subject: quick idea for [Business]

Hi [Name] — found [Business] while searching [niche] in [city]; love [specific thing].

Noticed [specific helpful observation]. I help [niche] fix that and get more [result].

Want a free 2-minute breakdown of what I'd do? No pitch.

Follow-up

Hi [Name] — floating this back up in case it got buried. Still happy to send that quick breakdown for 

[Business]. Want me to?

Simple proposal (send same day as the call)

[Business] — Growth Plan

Goal: [their 90-day win, in their words]

Package: [name] — $[price]/month

What I'll do: [3–4 deliverables]

First results: within [timeframe]

Start date: [date]   ·   To begin: [payment link]

Referral ask

So glad [result] happened! Quick favor — do you know one other [niche] owner who'd want the 

same? Happy to give you [reward] if they come on board.

Keep building with Success King
Marketing Inc
You've got the playbook to land clients — now sharpen the skills you'll sell them. Explore

our guides on digital marketing, AI, and SEO:
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100 Digital Marketing Tips · The AI Customer Journey Blueprint · SEO Services:

The Complete Guide

→ skmarketsinc.com/shop
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