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300 Story Ideas for Any Industry
300 teleprompter scripts. Copy one, swap the [BRACKETS] for your business, and film.
By Miklos Clarke · Your Mind's Story Playbook
How to Use These Scripts
1. Pick an idea by category or by industry.
2. Replace every [BRACKET] with your real name, results and customers. Never make details up.
3. Copy the script paragraph into your teleprompter app and film. Each script is 30 to 45 seconds.
Keep the first sentence (in bold). It is the hook. Every script ends with one call to action.
1. Origin & Identity
#001 · The Recipe Card That Started It
Storytelling · Best fit: Bakeries · about 36 sec · On screen: The recipe card that started it all
SCRIPT · TELEPROMPTER
This whole business started with one stained recipe card. It belonged to my [FAMILY MEMBER], and it sat in a kitchen drawer in [CITY] for years. Every Sunday I watched them make [PRODUCT/SERVICE]. When they passed, I realized nobody else knew how to make it. So I started baking it myself. I failed [NUMBER] times before it tasted right. The day it finally did, I cried in my kitchen. That's why [BUSINESS NAME] exists. Every batch keeps that Sunday alive. Tell me in the comments what food reminds you of home.
WHY IT WORKS · CASE STUDY
A family bakery owner films herself holding her grandmother's old recipe card while pulling a tray from the oven. It works because food is memory. Viewers instantly picture their own family kitchen, which builds warm recognition and makes the bakery feel like a place with roots, not just a shop.
MAKE IT FIT ANY INDUSTRY
A florist swaps in the first bouquet a parent ever made them. A jewelry maker shares the heirloom ring that taught them the craft.
#002 · What I Did Before This
Storytelling · Best fit: Hair salons & barbers · about 38 sec · On screen: I used to hate my job
SCRIPT · TELEPROMPTER
Before I held clippers, I was a [OLD JOB] and hated every day. I spent [NUMBER] years doing work that paid the bills but made me feel invisible. The only time I felt like myself was cutting my friends' hair on weekends. One day a [CUSTOMER] looked in the mirror and said I changed how they saw themselves. I went home and signed up for classes that same week. Now I run [BUSINESS NAME] in [CITY], and no day feels invisible anymore. Follow for part two, where I tell you about my first paying client.
WHY IT WORKS · CASE STUDY
A barber films a cut while talking about the warehouse job he left. It works because people love an underdog. The contrast between the old job and the chair today gives the story stakes, and viewers trust someone who chose this work on purpose.
MAKE IT FIT ANY INDUSTRY
A personal trainer shares the desk job they quit to coach. A real estate agent tells what they sold before houses, like cars or phones.
#003 · The Job That Made Me Leave
Storytelling · Best fit: Contractors & remodelers · about 37 sec · On screen: Why I left to do it right
SCRIPT · TELEPROMPTER
I decided to start [BUSINESS NAME] while standing in someone else's broken kitchen. I was working for a [COMPETITOR TYPE] and we cut corners on a job for a family with [NUMBER] kids. I knew it was wrong. I watched the mom try to smile anyway. That night I couldn't sleep. I kept thinking, what if I did this the right way? Within [TIME], I had my own truck and my first client. I still think about that family on every job. Comment [KEYWORD] and I'll tell you what we do differently.
WHY IT WORKS · CASE STUDY
A remodeler films in an empty kitchen he's about to rebuild and explains the job that made him go out on his own. It works because it shows values through a real moment. Homeowners fear being cheated, so a builder who left over that exact fear earns fast trust.
MAKE IT FIT ANY INDUSTRY
A mechanic shares the shop that overcharged customers. A cleaning service owner tells about the company that rushed jobs and ignored the details.
#004 · What Our Name Really Means
Educational · Best fit: Coffee shops · about 36 sec · On screen: What our name actually means
SCRIPT · TELEPROMPTER
Most people say our name wrong, and honestly, I love it. [BUSINESS NAME] comes from [MEANING OF NAME]. I picked it because [REASON IT MATTERS TO YOU]. Here's what that means for you when you walk in. First, [PROMISE ONE]. Second, [PROMISE TWO]. Third, we never [MISTAKE] because the name reminds us why we opened. Every cup we pour in [CITY] is supposed to feel like the name sounds. Now you know the story behind the sign. Save this so you can tell the next person who says it wrong.
WHY IT WORKS · CASE STUDY
A coffee shop owner points at the sign outside, says the name slowly, then explains it means a gathering place in her grandmother's language. It works because it turns a logo into a story. Curiosity pulls viewers in, and the meaning gives regulars something to repeat to friends.
MAKE IT FIT ANY INDUSTRY
A tattoo artist explains the story behind their shop name. A marketing agency breaks down the hidden meaning in its logo and colors.
#005 · Couldn't Find It, So I Made It
Storytelling · Best fit: Fashion & streetwear brands · about 38 sec · On screen: I started with a backpack
SCRIPT · TELEPROMPTER
I started this brand because I couldn't find one clothing piece I actually wanted. Everything in stores looked the same and felt like it wasn't made for people like me. So in [YEAR YOU STARTED], I took [PRICE] and printed [NUMBER] shirts in my bedroom. I sold them to friends out of a backpack. Some days I sold none. But the people who wore them kept coming back and saying, this feels like us. That's still the only goal of [BUSINESS NAME]. Share this with a friend who's been sitting on a big idea.
WHY IT WORKS · CASE STUDY
A streetwear founder films his old bedroom setup next to his current stock room. It works because it shows the gap between then and now. Viewers see a normal person who started small, which makes the brand feel real and makes buyers feel part of the journey.
MAKE IT FIT ANY INDUSTRY
A snack brand shares the flavor they couldn't find on shelves. A software founder explains the app they built because nothing solved their own problem.
#006 · Things People Say When I Say Dentist
Entertaining · Best fit: Dentists · about 38 sec · On screen: Things people say when I say dentist
SCRIPT · TELEPROMPTER
Things people say when they find out I'm a dentist. Oh, so you're judging my teeth right now. No, I'm judging your jokes. You must love candy being taken away from kids. I actually keep candy in my desk. Is it weird looking in mouths all day? Less weird than you'd think. Do you floss every day? Okay, that one's fair. I'm [YOUR NAME] from [BUSINESS NAME], and I became a dentist because I wanted people to stop dreading the chair. Tell me in the comments the funniest thing you've said to a dentist.
WHY IT WORKS · CASE STUDY
A dentist sits in the exam chair and acts out each question with quick cuts, answering with a straight face. It works because humor lowers fear. Many people feel nervous about dental visits, and seeing a relaxed, funny human behind the mask makes booking feel less scary.
MAKE IT FIT ANY INDUSTRY
An accountant does the same with tax questions at parties. A tattoo artist covers what strangers say when they learn their job.
#007 · Three Things You Don't Know About Me
Educational · Best fit: Real estate agents · about 36 sec · On screen: 3 things you don't know about me
SCRIPT · TELEPROMPTER
Here are three things you don't know about your real estate agent. One, I grew up in [CITY] and moved [NUMBER] times as a kid, so I know how stressful moving feels. Two, before real estate I was a [OLD JOB], which taught me to [SKILL]. Three, I bought my first home after [MISTAKE], and I made every error you can make. That's why I walk every client through [PROCESS STEP] slowly. I'm [YOUR NAME] with [BUSINESS NAME]. Follow if you want an agent who's been in your shoes.
WHY IT WORKS · CASE STUDY
A real estate agent films three quick facts while walking through an empty home. It works because it builds personal connection before a big decision. People hire agents they feel they know, and small honest details make the agent feel like a real neighbor, not a sales pitch.
MAKE IT FIT ANY INDUSTRY
A mortgage broker shares what they learned from their first loan. A wedding planner shares three facts that explain how they plan events.
#008 · My Own Before and After
Storytelling · Best fit: Gyms & personal trainers · about 35 sec · On screen: I wasn't always the fit one
SCRIPT · TELEPROMPTER
I didn't become a trainer because I was always fit. [NUMBER] years ago, I couldn't walk up the stairs at work without stopping. I tried every quick fix and quit every single one. What changed was one coach who didn't yell at me. They just showed up and made a plan I could actually keep. That's the only reason I'm here. At [BUSINESS NAME], I coach the way I needed to be coached. Slow, honest and patient. DM me [KEYWORD] if you're ready to start where I started.
WHY IT WORKS · CASE STUDY
A personal trainer shows an old photo from years ago, then films a workout today. It works because proof and empathy land together. Beginners are afraid of being judged, and a coach who was once in their place feels safe and believable.
MAKE IT FIT ANY INDUSTRY
A skincare studio owner shares their own past skin struggles. A tutor shares the subject they failed in school before mastering it.
#009 · The Day I Quit My Job
Storytelling · Best fit: Food trucks · about 38 sec · On screen: I quit on a Tuesday
SCRIPT · TELEPROMPTER
I quit my job on a Tuesday with no backup plan. I'd been cooking my [SIGNATURE DISH] for family parties for years, and everyone kept telling me to sell it. I finally listened. I bought a used truck for [PRICE] that barely started. On my first day in [CITY], I sold [NUMBER] plates and burned half of them. I almost sold the truck that night. But one customer came back the next day with three friends. That's the day [BUSINESS NAME] really started. Follow for part two, where the truck broke down on opening week.
WHY IT WORKS · CASE STUDY
A food truck owner films the truck's old rusty photos while telling the quit-day story. It works because stakes create tension. Viewers want to know if the gamble paid off, and seeing the truck serving today delivers the payoff and builds loyalty.
MAKE IT FIT ANY INDUSTRY
A photographer tells the day they left their office job. A contractor shares the week they bought their first truck and tools.
#010 · POV: You Became a Florist
Entertaining · Best fit: Florists · about 34 sec · On screen: POV: you became a florist
SCRIPT · TELEPROMPTER
POV: you became a florist because you love flowers. Day one, you smell roses and feel peaceful. Day thirty, you're up at [TIME] at the flower market fighting for peonies. Valentine's week, you forget what sleep is. Your hands have more cuts than a chef. And somehow, when a [CUSTOMER] cries happy tears over their bouquet, you'd do all of it again tomorrow. That's why I opened [BUSINESS NAME] in [CITY]. It's messy, and I love it. Tag a friend who needs flowers this week.
WHY IT WORKS · CASE STUDY
A florist films quick clips of early market runs, thorn cuts and a happy customer, with the POV text on top. It works because it pairs a funny reality check with a warm ending. Viewers laugh, see the hard work, and value the bouquets more.
MAKE IT FIT ANY INDUSTRY
A baker shows the dream versus the 3 a.m. reality. A wedding planner shows what planning looks like behind the pretty photos.
#011 · My Very First Camera
Storytelling · Best fit: Photographers & videographers · about 37 sec · On screen: My first camera was broken
SCRIPT · TELEPROMPTER
My first camera was a broken one I found at a [PLACE] for [PRICE]. I was [AGE] and had no idea what I was doing. I took pictures of everything. My dog. My family. The sky in [CITY]. Most of them were blurry. But one picture of my [FAMILY MEMBER] laughing is still on my wall today. That photo taught me why I do this. Moments disappear, and a good picture keeps them. That's what [BUSINESS NAME] is built on. Tell me in the comments the one photo you'd save in a fire.
WHY IT WORKS · CASE STUDY
A wedding photographer holds up her first cheap camera and the photo she still loves. It works because it shows a lifelong passion, not a side hustle. Couples feel the photographer truly cares about moments, which builds emotional trust before they book.
MAKE IT FIT ANY INDUSTRY
A DJ shares the first speaker they ever owned. A tattoo artist shows the first sketchbook that got them into art.
#012 · Why I Chose This Kind of Law
Educational · Best fit: Lawyers · about 36 sec · On screen: Why I became this kind of lawyer
SCRIPT · TELEPROMPTER
People ask why I chose [TYPE OF LAW], and the answer is personal. When I was younger, my family went through [SITUATION] and we had no idea what our rights were. We felt lost and scared. Here's what I learned from that. First, most people wait too long to ask questions. Second, not knowing the process is scarier than the process itself. Third, a good lawyer explains things in plain words. That's how I run [BUSINESS NAME]. Save this and share it with someone who needs to hear it.
WHY IT WORKS · CASE STUDY
An immigration or family lawyer shares the family moment that led to law school. It works because it turns a cold profession into a human one. People fear lawyers and legal costs, so a personal reason and plain lessons build trust without making any promises.
MAKE IT FIT ANY INDUSTRY
An accountant shares the tax mess their parents faced. An insurance agent shares the time their family had no coverage when it mattered.
#013 · What My Family Thinks I Do
Entertaining · Best fit: Accountants & tax preparers · about 35 sec · On screen: What my family thinks I do
SCRIPT · TELEPROMPTER
What my family thinks I do versus what I actually do. My mom thinks I'm a math genius who does taxes for fun. My friends think I only work in April. My kids think I stare at spreadsheets and sigh. Okay, they're right about that one. What I actually do is help [CUSTOMER] finally understand their own money and stop panicking every tax season. I started [BUSINESS NAME] because I watched my own family stress over [MISTAKE] for years. Follow for more real life from behind the calculator.
WHY IT WORKS · CASE STUDY
A tax preparer films a split meme with family members acting out their guesses. It works because it's relatable and funny. It breaks the boring stereotype of the job, and the honest ending shows who they help and why they care.
MAKE IT FIT ANY INDUSTRY
A software founder does the same with what parents think coding is. A marketing designer shows what friends think they do all day.
#014 · My Very First Client
Storytelling · Best fit: Nail & lash studios · about 36 sec · On screen: My first client walked out
SCRIPT · TELEPROMPTER
My first client left my chair in tears, and not the good kind. I was nervous, I rushed, and I messed up her [SERVICE]. I offered to fix it for free. She said no and walked out. I sat in my car for an hour thinking I wasn't good enough. Then I practiced for [NUMBER] more weeks on anyone who'd let me. The next time she saw my work, she booked with me. She's still a client today. That's why [BUSINESS NAME] never rushes. Book at the link in bio.
WHY IT WORKS · CASE STUDY
A lash artist tells this story while doing a careful full set on camera. It works because a confession shows humility and growth. Clients worry about bad results, so seeing an artist who learned from a mistake makes her care feel real.
MAKE IT FIT ANY INDUSTRY
A hair stylist shares their first bad haircut story. A web designer shares the first client project they had to redo from scratch.
#015 · Where I Grew Up Shaped My Work
Educational · Best fit: Landscapers · about 34 sec · On screen: What my roots taught me
SCRIPT · TELEPROMPTER
Where I grew up taught me everything I know about yards. I was raised on [TYPE OF PLACE] in [CITY]. Here are three lessons from my roots. One, good soil matters more than pretty plants. Two, water early in the morning, not at night. Three, the yard should fit the family, not the magazine. My [FAMILY MEMBER] taught me all of this before I was ten. Now I use it on every job at [BUSINESS NAME]. Save this for your next weekend in the yard.
WHY IT WORKS · CASE STUDY
A landscaper films in a family garden while sharing tips his grandfather taught him. It works because roots add credibility. Real advice gives viewers value right away, and the family story shows the skills come from years of experience.
MAKE IT FIT ANY INDUSTRY
A chef shares cooking lessons from where they grew up. A contractor shares building tips they learned working with a parent.
#016 · The Dog Who Started It All
Storytelling · Best fit: Pet groomers & vets · about 38 sec · On screen: The dog who started it all
SCRIPT · TELEPROMPTER
I started this business because of one scared little dog named [PET NAME]. She came to me shaking, matted and afraid of every hand near her. Another groomer had given up on her. I sat on the floor with her for [TIME] before I even picked up the brush. By the end, she fell asleep in my lap. Her owner said nobody had ever been that patient. That's when I knew I had to open [BUSINESS NAME]. Every nervous pet gets that same floor time. Share this with a pet parent who needs it.
WHY IT WORKS · CASE STUDY
A pet groomer films a calm session with a nervous rescue dog while telling the story. It works because pet owners worry most about how their animal will be treated. Seeing patience in action creates trust and strong emotion at once.
MAKE IT FIT ANY INDUSTRY
A daycare owner shares the shy child who inspired their approach. A dentist shares the nervous patient who changed how they work.
#017 · Why I Care So Much
Storytelling · Best fit: Churches & nonprofits · about 35 sec · On screen: I started this because I had nothing
SCRIPT · TELEPROMPTER
I didn't start this because I had a lot. I started it because once, I had nothing. When I was [AGE], my family went [NUMBER] months without enough food. A local group dropped off groceries and never made us feel ashamed. I never forgot their faces. Years later, I started [BUSINESS NAME] in [CITY] to be that for someone else. Last month our volunteers helped [NUMBER] families. Every one of them is me at [AGE]. If you want to help, comment [KEYWORD] and I'll send you how.
WHY IT WORKS · CASE STUDY
A nonprofit founder films at a food drive while sharing her own childhood story. It works because it shows the why behind the work. People give to people, and a founder who lived the need makes every donation feel personal and trusted.
MAKE IT FIT ANY INDUSTRY
A tutor shares the teacher who believed in them. A financial advisor shares the money struggle their family faced growing up.
#018 · The Meaning Behind Our Logo
Educational · Best fit: Jewelry makers · about 33 sec · On screen: The secret inside every piece
SCRIPT · TELEPROMPTER
Every piece I make has a tiny symbol hidden on it. Here's what it means. The shape is [SYMBOL] because [REASON]. The [DETAIL] stands for my [FAMILY MEMBER], who taught me to [SKILL]. And the reason it's always on the inside is simple. The best meaning is the kind only you know about. That's the idea behind [BUSINESS NAME]. Now when you see it, you know the story. Comment [KEYWORD] if you want me to show where to find it on your piece.
WHY IT WORKS · CASE STUDY
A jewelry maker films a close-up of her stamp being pressed inside a ring. It works because hidden details create curiosity and meaning. Buyers feel like they're part of a secret, which makes the piece feel more personal and giftable.
MAKE IT FIT ANY INDUSTRY
A streetwear brand explains a symbol on their tags. A bakery explains the shape stamped on top of their signature bread.
#019 · My Day Starts at 5 AM
Entertaining · Best fit: Cleaning services · about 36 sec · On screen: A day running my cleaning company
SCRIPT · TELEPROMPTER
This is what running a cleaning company really looks like. 5 AM, coffee and checking the schedule. 6 AM, loading the van with [NUMBER] mop heads. 8 AM, first house, and yes, I still clean myself. Noon, lunch in the van because we're behind. 3 PM, a [CUSTOMER] walks in and says it smells like a hotel. That's my favorite part. I started [BUSINESS NAME] because my mom cleaned houses and never got thanked. So we say thank you to our team every day. Follow for tomorrow's day in the life.
WHY IT WORKS · CASE STUDY
A cleaning business owner films quick timestamped clips through her day. It works because behind-the-scenes content builds trust. Clients see the real people entering their homes, and the personal reason adds heart without slowing the fun pace.
MAKE IT FIT ANY INDUSTRY
A food truck owner films prep to close. A roofer shows a full day from the supply yard to the last shingle.
#020 · The Problem I Solved for Myself
Educational · Best fit: Software & app startups · about 35 sec · On screen: I built this for me first
SCRIPT · TELEPROMPTER
I built this app because I was tired of [PROBLEM]. Every week I wasted [TIME] doing it the old way. So here's how I fixed it, step by step. First, I wrote down every step I hated. Second, I cut the ones that didn't matter. Third, I made the rest happen with one tap. That became [BUSINESS NAME]. You can use the same method even without our app. List the steps. Cut the useless ones. Simplify the rest. Save this for the next task that eats your week.
WHY IT WORKS · CASE STUDY
A startup founder films the messy old spreadsheet next to the clean app screen. It works because it gives useful steps and shows the founder lived the problem. Viewers trust tools built by someone who felt the pain first.
MAKE IT FIT ANY INDUSTRY
An e-commerce brand shares the product they made to fix their own need. A consultant shares the system they built for their own business first.
#021 · Reacting to My First Tattoo Ever
Entertaining · Best fit: Tattoo artists · about 36 sec · On screen: Reacting to my first tattoo ever
SCRIPT · TELEPROMPTER
I'm reacting to the first tattoo I ever did, and it's bad. Look at these lines. Shaky. Uneven. The shading looks like a smudge. I did this on my [FAMILY MEMBER] in [YEAR YOU STARTED], and they still show it off at every party. I was so nervous I sweated through my shirt. Now I've done over [NUMBER] tattoos at [BUSINESS NAME], and I still think about this one every time I pick up the machine. Everybody starts somewhere. Tell me in the comments your worst first try at anything.
WHY IT WORKS · CASE STUDY
A tattoo artist films a close-up of their first shaky tattoo next to a clean piece today. It works because honest self-roasting is funny and relatable. The progress shows skill growth clearly, which builds confidence in their current work.
MAKE IT FIT ANY INDUSTRY
A baker reacts to their first lopsided cake. A photographer reacts to their first blurry wedding photos next to today's work.
#022 · My Dad's Garage
Storytelling · Best fit: Auto repair & detailing · about 36 sec · On screen: My dad's garage
SCRIPT · TELEPROMPTER
I learned to fix cars before I learned to ride a bike. My dad had a small garage in [CITY], and I spent every Saturday handing him tools. He never overcharged anyone, even when he could have. When he retired, the shop closed and I watched people get ripped off by [COMPETITOR TYPE]. That bugged me. So in [YEAR YOU STARTED], I opened [BUSINESS NAME] with his old toolbox. It's still on my bench today. We fix it right, and we tell you the truth. Book at the link in bio.
WHY IT WORKS · CASE STUDY
An auto repair owner films his father's old toolbox on the bench while telling the story. It works because family legacy signals honesty. Car owners fear being overcharged, and a shop built on a parent's fair values earns trust fast.
MAKE IT FIT ANY INDUSTRY
A plumber shares the parent who taught them the trade. A bakery owner shares how their family shop shaped the way they bake today.
#023 · The Story Behind Our Signature Dish
Educational · Best fit: Restaurants & cafes · about 35 sec · On screen: This dish almost didn't make it
SCRIPT · TELEPROMPTER
Our most popular dish almost never made the menu. It's called [DISH NAME], and it's named after [PERSON OR PLACE]. Here's the story and how we make it. It started as a staff meal made from leftovers. The secret is [INGREDIENT OR STEP], which we do every morning. We cook it for [TIME] so the flavors build slowly. A [CUSTOMER] tried it by accident and demanded we add it. Now it's the first thing people order at [BUSINESS NAME]. Comment [KEYWORD] if you want the next dish story.
WHY IT WORKS · CASE STUDY
A cafe owner films the dish being made while explaining its name and origin. It works because stories make food taste better. Curiosity makes viewers want to try it, and the name gives them something to ask for when they visit.
MAKE IT FIT ANY INDUSTRY
A beverage brand explains how their first flavor got its name. A salon explains the story behind its signature service.
#024 · What I Wish I Knew About Skin
Educational · Best fit: Med spas & skincare · about 35 sec · On screen: 3 myths I had to unlearn
SCRIPT · TELEPROMPTER
I started [BUSINESS NAME] because for years, I believed every myth about skincare. Here are three I had to unlearn. One, more products don't mean better skin. Two, the most expensive product isn't always the right one for you. Three, consistency beats any quick fix. I spent [NUMBER] years and too much money learning this the hard way. Now I help [CUSTOMER] build simple routines that fit their life. Everyone's skin is different, so talk to a professional first. DM me [KEYWORD] for a simple starter routine.
WHY IT WORKS · CASE STUDY
A skincare studio owner films at her vanity, pulling away old products she used to buy. It works because personal lessons feel honest, not salesy. Viewers see she made the same mistakes, which builds trust without promising any results.
MAKE IT FIT ANY INDUSTRY
A personal trainer shares fitness myths they believed. A financial advisor shares three money myths they learned early, without giving specific advice.
#025 · Things People Assume About Me
Entertaining · Best fit: Wedding & event planners · about 36 sec · On screen: Things people assume about me
SCRIPT · TELEPROMPTER
Things people assume about me because I'm a wedding planner. I must have had a perfect wedding. I eloped. I must love drama. I avoid it at all costs. I must cry at every wedding. Okay, yes, that one's true. I must be super calm. Only on the outside. I started [BUSINESS NAME] because I saw how stressed my [FAMILY MEMBER] was planning their big day in [CITY], and nobody helped them. Now I make sure no couple feels that alone. Tell me what you assumed a wedding planner does.
WHY IT WORKS · CASE STUDY
A wedding planner acts out each assumption with quick cuts and a funny reveal. It works because busting assumptions is playful and surprising. Couples see the real person behind the clipboard, and the closing reason shows genuine care.
MAKE IT FIT ANY INDUSTRY
A real estate agent busts myths people believe about agents. A DJ covers what guests assume about their job.
#026 · My Biggest Failure Before This
Educational · Best fit: Coaches & consultants · about 34 sec · On screen: My first business failed
SCRIPT · TELEPROMPTER
Before I became a coach, my first business failed in [TIME]. I spent [PRICE] and made almost nothing back. Here are three mistakes I made so you don't have to. One, I built something nobody asked for. Two, I tried to sell to everyone instead of one [CUSTOMER]. Three, I was too proud to ask for help. Those lessons became the base of everything I teach at [BUSINESS NAME]. Failing didn't end my story. It started it. Save this before you launch your next idea.
WHY IT WORKS · CASE STUDY
A business coach films at a desk, holding up an old business card from the company that failed. It works because failure is proof of experience. Clients trust coaches who've made mistakes and learned, and the useful tips deliver value right away.
MAKE IT FIT ANY INDUSTRY
A restaurant owner shares the first location that closed. A marketing designer shares the brand they launched that never took off.
#027 · I Started With Zero Clients
Storytelling · Best fit: Marketing agencies & designers · about 37 sec · On screen: I started with zero clients
SCRIPT · TELEPROMPTER
I started my agency with zero clients and a borrowed laptop. For [TIME], I made free designs for local shops in [CITY] just to build a portfolio. Some said no. Some never answered. Then one small [CUSTOMER] said yes, and their post got more attention than anything they'd done before. They told three other owners. That's how [BUSINESS NAME] was born. Not from ads. From one owner who took a chance on me. So now I take chances on small brands too. Comment [KEYWORD] if you're a small brand ready to grow.
WHY IT WORKS · CASE STUDY
A design studio founder films the old laptop next to the current team workspace. It works because it shows humble beginnings and real growth. Small business owners relate to starting from nothing, and the story proves the agency understands them.
MAKE IT FIT ANY INDUSTRY
A photographer shares their first free shoot. A consultant shares the one client who referred everyone else in the early days.
#028 · Tell Me You're a Plumber
Entertaining · Best fit: Plumbers & electricians · about 36 sec · On screen: Tell me you're a plumber
SCRIPT · TELEPROMPTER
Tell me you're a plumber without telling me you're a plumber. I'll go first. I can't eat at a restaurant without checking their pipes. My kids know the word clog before the word cat. I have [NUMBER] flashlights and none are where I left them. Every holiday, someone's cousin asks me to look at their sink. And honestly, I love it. I started [BUSINESS NAME] because my grandpa fixed half the town's pipes and never charged the widows. Tell me you're in [YOUR INDUSTRY] without telling me in the comments.
WHY IT WORKS · CASE STUDY
A plumber films quick funny cuts of each line, ending with an old family photo of his grandfather. It works because trend formats pull comments and shares. The humor makes the business feel human, and the family story adds trust.
MAKE IT FIT ANY INDUSTRY
An electrician does the same with their own quirks. A hair stylist shares signs they can't stop noticing everyone's haircut.
#029 · The Kitchen Table First Batch
Educational · Best fit: Beverage & snack brands · about 34 sec · On screen: Our first batch was awful
SCRIPT · TELEPROMPTER
Our first batch was made on my kitchen table, and it tasted awful. Here's what I learned turning a home recipe into [PRODUCT/SERVICE]. One, test with strangers, not just family, because family lies to be nice. Two, write down every change, or you'll never repeat the good batch. Three, start small, we made [NUMBER] bottles, not thousands. It took [TIME] to get it right. That's how [BUSINESS NAME] went from my table to shelves in [CITY]. Follow if you're building a product from home.
WHY IT WORKS · CASE STUDY
A juice brand founder films at the same kitchen table with the first labeled bottle. It works because it mixes an origin story with useful tips. Aspiring makers learn something, and customers feel connected to a brand that started just like them.
MAKE IT FIT ANY INDUSTRY
A skincare brand shares its first homemade batch lessons. A jewelry maker shares what they learned making pieces at their kitchen table.
#030 · Rating My Old Report Cards
Entertaining · Best fit: Daycares & tutors · about 34 sec · On screen: Rating my old report cards
SCRIPT · TELEPROMPTER
I'm a tutor, so today I'm rating my own old report cards. [GRADE LEVEL], [SUBJECT]. The teacher wrote, talks too much. Still true. Next year, math, a big fat C. Yes, the tutor struggled with math. And this one says, needs to try harder. Ouch. Here's the thing. Someone finally explained it in a way that clicked, and everything changed. That's the whole reason I started [BUSINESS NAME]. No kid is bad at learning. Share this with a parent who needs to hear it.
WHY IT WORKS · CASE STUDY
A tutor holds up old report cards and reacts to each teacher comment with funny faces. It works because it's surprising and honest. Parents of struggling kids feel hope, seeing that even the tutor once had low grades.
MAKE IT FIT ANY INDUSTRY
A fitness coach reacts to old gym class records. A lawyer reacts to an old school essay they wrote about wanting to argue for a living.
2. Goal & Journey
#031 · Day One Of Building In Public
Storytelling · Best fit: Coffee shops · about 34 sec · On screen: Day 1: Watch me build this
SCRIPT · TELEPROMPTER
Today is day one, and I'm showing you everything. My name is [YOUR NAME], and I'm building [BUSINESS NAME] in [CITY] from scratch. Right now I have [NUMBER] customers and a lot of questions. My goal is [RESULT] by [TIME]. Most people only post when things go well. I'm going to post the good days, the bad days, and the days I want to quit. I believe people support what they watch grow. So if you want a front row seat, follow along for day two.
WHY IT WORKS · CASE STUDY
A new coffee shop owner films the empty counter before opening and names one clear goal. It works because viewers get to be there at the start. That early inside look builds loyalty, and people come back to see if the owner hits the goal.
MAKE IT FIT ANY INDUSTRY
A dog walker films their first leash and first client goal. A software startup films a blank screen and their first user goal.
#032 · My First Sale Ever
Storytelling · Best fit: Jewelry makers · about 34 sec · On screen: The night I made my first sale
SCRIPT · TELEPROMPTER
I still remember the exact moment I made my first sale. I had been making [PRODUCT/SERVICE] for [TIME] and nobody had bought a thing. I almost gave up. Then one night my phone buzzed. A stranger in [CITY] bought one for [PRICE]. I stared at that screen for ten minutes. It wasn't the money. It was proof that someone I didn't know believed in what I made. That one sale is why [BUSINESS NAME] exists today. Tell me in the comments what your first sale was.
WHY IT WORKS · CASE STUDY
A home jewelry maker holds up a copy of her very first order receipt while telling the story. It works because everyone remembers a first. Viewers feel the doubt and the relief, and the small start makes the brand feel human and easy to root for.
MAKE IT FIT ANY INDUSTRY
A personal trainer tells the story of their first paying client. A bakery shows the first cake order they ever filled.
#033 · Day [NUMBER] Of My Challenge
Entertaining · Best fit: Gyms & personal trainers · about 34 sec · On screen: Day [NUMBER]: still going
SCRIPT · TELEPROMPTER
Day [NUMBER] of [NUMBER], and today almost broke me. I set a challenge to [RESULT] in [TIME], and I'm filming every single day. Today I woke up late, skipped breakfast, and still showed up at [BUSINESS NAME]. Here's the scoreboard. Days done: [NUMBER]. Days missed: zero. Honestly, my legs hate me. But the people watching keep me honest, and that's the whole point. If I can do this while running a business, you can do yours. Follow so you can check on me tomorrow.
WHY IT WORKS · CASE STUDY
A personal trainer runs a public fitness challenge and posts a quick scoreboard every day. It works because a daily series creates a habit for viewers. They return to see if the trainer keeps the streak, and that consistency proves the trainer practices what they sell.
MAKE IT FIT ANY INDUSTRY
A tutor does a read-every-day challenge. A food truck tries a new menu item every day for thirty days.
#034 · The Setback Nobody Saw
Storytelling · Best fit: Bakeries · about 38 sec · On screen: Our oven died on Saturday
SCRIPT · TELEPROMPTER
Last month I lost everything I baked for a whole weekend. Our oven died at four in the morning on the busiest Saturday of the year. I had [NUMBER] orders waiting. I sat on the kitchen floor and cried. Then I called every customer myself and told them the truth. Most of them said take your time. A few even came to help. That day taught me that people don't need you to be perfect. They need you to be honest. If you've ever had a day like that, share this with someone who needs it.
WHY IT WORKS · CASE STUDY
A family bakery owner tells the story of a broken oven and how customers responded. It works because a setback shows real stakes. Being open about a hard day builds trust, and the customer kindness in the story acts as social proof.
MAKE IT FIT ANY INDUSTRY
A roofer shares the storm that wiped out a week of work. An online store shares the shipment that got lost.
#035 · What [NUMBER] Clients Taught Me
Educational · Best fit: Photographers & videographers · about 34 sec · On screen: [NUMBER] clients, 3 big lessons
SCRIPT · TELEPROMPTER
I just hit [NUMBER] clients, and here are three lessons that changed my business. One, the client who haggles on price will haggle on everything, so set your price and stay calm. Two, send a short plan before every shoot, because clear clients are happy clients. Three, ask for a review the same day, while the excitement is fresh. I learned all three the hard way at [BUSINESS NAME]. If you run a service business, save this so you don't learn them the hard way too.
WHY IT WORKS · CASE STUDY
A wedding photographer marks a client milestone by sharing three quick lessons. It works because the milestone is proof of experience, and the lessons give real value. Viewers see the photographer as someone who has done this many times and knows what they're doing.
MAKE IT FIT ANY INDUSTRY
A dentist shares lessons from [NUMBER] patients. A cleaning service shares lessons from [NUMBER] homes cleaned.
#036 · Why I Hired My First Employee
Storytelling · Best fit: Cleaning services · about 36 sec · On screen: I waited too long to hire
SCRIPT · TELEPROMPTER
I waited way too long to hire my first employee. For [TIME], I did every job myself at [BUSINESS NAME]. I cleaned all day and did paperwork all night. I told myself nobody could do it like me. Then I got sick and had to cancel [NUMBER] jobs in one week. That's when I knew. I hired [EMPLOYEE NAME], and within a month I got my evenings back. Growing isn't doing more yourself. It's trusting someone else to help. Follow for part two, where I share how I trained them.
WHY IT WORKS · CASE STUDY
A solo cleaning business owner shares the moment she finally hired help. It works because it shows real growth and a real struggle many owners feel. Customers also gain trust, seeing that the business is growing and has a team they can rely on.
MAKE IT FIT ANY INDUSTRY
A barber shares hiring their first chair renter. A marketing agency shares bringing on their first designer.
#037 · Opening Our First Location
Storytelling · Best fit: Restaurants & cafes · about 36 sec · On screen: We finally have our own place
SCRIPT · TELEPROMPTER
Three years ago this building was empty, and today it has our name on it. I started [BUSINESS NAME] out of a tiny rented kitchen in [CITY]. I sold [PRODUCT/SERVICE] at markets every weekend and saved every dollar I could. The bank said no twice. I kept going. Today we open our first real location. When I unlocked that door this morning, my hands were shaking. This place is for every customer who came back week after week. Come see us this weekend, the address is in my bio.
WHY IT WORKS · CASE STUDY
A small restaurant owner films the moment they unlock the door of their first space. It works because viewers love a big milestone with a clear before and after. Loyal customers feel part of the win, and new people want to visit a place with a story.
MAKE IT FIT ANY INDUSTRY
A salon films their first chair in a new suite. A daycare films opening a first classroom.
#038 · Where We'll Be In One Year
Educational · Best fit: Software & app startups · about 34 sec · On screen: My goals for the next year
SCRIPT · TELEPROMPTER
Here's exactly where I want [BUSINESS NAME] to be one year from today. Goal one, [NUMBER] happy users. Goal two, launch [PRODUCT/SERVICE] to everyone. Goal three, hire our first full-time teammate. Here's how I'll get there. I'll break each goal into monthly steps, check them every Friday, and post the results here. Saying goals out loud makes them real. It also means you can call me out if I slip. What's one goal you want to hit this year? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A two-person app startup films their one-year goals on a whiteboard. It works because a clear public goal creates curiosity. Viewers want to see if the team hits it, and the plan shows the founders are serious and organized.
MAKE IT FIT ANY INDUSTRY
A church shares its one-year plan for its food pantry. An interior designer shares their goal to finish their first full-home project.
#039 · POV: Your First Week Open
Entertaining · Best fit: Food trucks · about 35 sec · On screen: POV: week one of my food truck
SCRIPT · TELEPROMPTER
POV, it's your first week running a food truck and nothing goes as planned. Monday, the generator won't start. Tuesday, we sold out of [PRODUCT/SERVICE] in an hour. Wednesday, it rained, and I sold exactly three tacos. Thursday, a customer asked if I was the owner or just helping out. Friday, a line down the block, and I forgot to eat all day. Saturday, I fell asleep in the truck. And somehow, I can't wait for week two. Follow to see if week two goes any better.
WHY IT WORKS · CASE STUDY
A food truck owner acts out each chaotic day of their first week. It works because the humor makes a hard start relatable. Viewers laugh, feel the owner's energy, and want to see how the story continues.
MAKE IT FIT ANY INDUSTRY
A new dentist shows their first week of patients. A landscaper shows their first week of mowing jobs.
#040 · Our Monthly Numbers Update
Educational · Best fit: E-commerce product brands · about 34 sec · On screen: Monthly update: the good and bad
SCRIPT · TELEPROMPTER
Here's the honest monthly update for [BUSINESS NAME], good and bad. Orders this month: [NUMBER]. Last month: [NUMBER]. Our best seller was [PRODUCT/SERVICE]. Our biggest [MISTAKE] was running out of stock for [TIME]. What worked was posting a video every day. What didn't work was paid ads without a clear offer. Next month I'm testing [TOOL] to plan stock better. I share this so other owners can learn from my wins and my messes. Save this so you can compare your own numbers next month.
WHY IT WORKS · CASE STUDY
An online product brand shares a simple monthly recap with wins and misses. It works because being open about numbers builds trust. Other owners learn something useful, and customers feel like insiders who get to watch the brand grow.
MAKE IT FIT ANY INDUSTRY
A coffee shop shares their monthly regulars count. A photographer shares how many shoots they booked and why.
#041 · The Goal I Almost Quit
Storytelling · Best fit: Hair salons & barbers · about 35 sec · On screen: I almost quit this dream
SCRIPT · TELEPROMPTER
I almost gave up on my dream of opening my own shop. For [TIME], I rented a chair and saved every tip. Twice I had the money, and twice something went wrong. My car broke down. Then my rent went up. I told my wife I'd stop trying. She said, give it one more year. So I did. Today I'm standing in [BUSINESS NAME], my own shop in [CITY]. If you're close to quitting on something, don't. Share this with a friend who needs to hear it today.
WHY IT WORKS · CASE STUDY
A barber shares the long road from renting a chair to owning a shop. It works because viewers feel the tension of almost quitting. The payoff gives hope, and clients feel proud to support a barber who fought for his dream.
MAKE IT FIT ANY INDUSTRY
A tattoo artist shares their path to their own studio. A contractor shares saving for their first work truck.
#042 · Things People Said When I Started
Entertaining · Best fit: Tattoo artists · about 33 sec · On screen: What people said when I started
SCRIPT · TELEPROMPTER
Things people told me when I said I'd open a tattoo shop. You'll never make money doing that. Get a real job. Nobody will pay [PRICE] for a tattoo. Your parents must be so disappointed. Who's going to trust you with their skin? Well, [NUMBER] clients later, here I am, running [BUSINESS NAME] in [CITY]. I'm not mad at any of them. Every doubt just made me work harder. What's the worst thing someone said when you started? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A tattoo artist reads doubtful comments from friends and family, then shows their studio today. It works because viewers love an underdog. The contrast between the doubt and the current shop is simple proof, and the comments section fills with other people's stories.
MAKE IT FIT ANY INDUSTRY
A streetwear brand shares what people said about starting a clothing line. A wedding planner shares the doubts they heard.
#043 · Three Mistakes In Year One
Educational · Best fit: Contractors & remodelers · about 34 sec · On screen: 3 mistakes from my first year
SCRIPT · TELEPROMPTER
My first year in business cost me money because of three mistakes. Mistake one, I gave quotes without writing down every detail, so I ate the extra costs. Mistake two, I said yes to every job, even ones I wasn't good at. Mistake three, I didn't take before photos, so I had nothing to show new clients. Now at [BUSINESS NAME], we write everything down, say no more often, and film every project. If you're in your first year, save this and avoid my [MISTAKE].
WHY IT WORKS · CASE STUDY
A remodeling contractor shares hard lessons from their first year. It works because admitting mistakes builds trust. Homeowners see a contractor who learned and now has a clear system, and other contractors share it because it helps them.
MAKE IT FIT ANY INDUSTRY
An accountant shares first-year mistakes with clients. A florist shares mistakes from their first wedding season.
#044 · My Rock Bottom Month
Storytelling · Best fit: Real estate agents · about 34 sec · On screen: The month I almost quit
SCRIPT · TELEPROMPTER
There was a month when I sold zero homes and almost left real estate. It was my [NUMBER] month in the business. My savings were almost gone. I remember sitting in my car outside an open house nobody came to. Then I changed one thing. I stopped chasing everyone and started helping first-time buyers in [CITY]. I made simple videos answering their questions. Slowly, people started calling. That month taught me who I'm really here to serve. If you're buying your first home, DM me [KEYWORD].
WHY IT WORKS · CASE STUDY
A real estate agent shares the month she almost quit and the change that helped. It works because the low point makes her human. The shift shows who she serves, so first-time buyers recognize themselves and feel she understands them.
MAKE IT FIT ANY INDUSTRY
A mortgage broker shares their hardest month. An insurance agent shares when they changed who they focus on.
#045 · Day In The Life: Then vs Now
Entertaining · Best fit: Nail & lash studios · about 33 sec · On screen: Year 1 vs now
SCRIPT · TELEPROMPTER
Day in the life of my lash studio, year one versus now. Year one, I worked out of my living room and my cat kept walking through appointments. Now, I have my own suite at [BUSINESS NAME]. Year one, I booked clients through texts and lost half of them. Now, clients book at the link in my bio. Year one, I did [NUMBER] sets a week. Now, it's [NUMBER]. Same passion, better setup. Want to see what year three looks like? Follow along.
WHY IT WORKS · CASE STUDY
A lash tech films side-by-side clips of her old living room setup and her studio now. It works because a before and after is instant visual proof of growth. The funny details make it fun to watch, and clients trust a business that clearly keeps improving.
MAKE IT FIT ANY INDUSTRY
A chiropractor shows their first office versus now. A DJ shows their first speaker setup versus their current rig.
#046 · Our Next Big Goal, Explained
Educational · Best fit: Churches & nonprofits · about 35 sec · On screen: Help us reach this goal
SCRIPT · TELEPROMPTER
We have a big goal this year, and we can't reach it alone. At [BUSINESS NAME], we want to [RESULT] for [NUMBER] families in [CITY] by [TIME]. Here's what that takes. We need volunteers on Saturdays, donations of [PRODUCT/SERVICE], and people to spread the word. Right now we're at [NUMBER]. Every month, I'll post where we are, so you can see exactly where your help goes. Being open is how we earn your trust. Comment [KEYWORD] if you want to help, and I'll send you the details.
WHY IT WORKS · CASE STUDY
A local nonprofit leader shares a clear community goal and tracks it publicly. It works because people give more when they can see progress. Regular updates build trust, and the clear ask makes it easy for viewers to join in.
MAKE IT FIT ANY INDUSTRY
A gym sets a goal of collecting coats for winter. A coffee shop sets a goal to support a local school.
#047 · The Customer Who Kept Us Going
Storytelling · Best fit: Florists · about 36 sec · On screen: The customer I'll never forget
SCRIPT · TELEPROMPTER
One customer kept my flower shop alive during our worst year. When we opened [BUSINESS NAME], business was slow for months. But every Friday, an older man came in and bought one bouquet for his wife. Every single Friday. One week, he didn't come. The next week, he came back and told me she had passed. Then he said, I still want flowers for her table. I cried in the back room. People like him are why I do this. Tell me about a customer who changed your business.
WHY IT WORKS · CASE STUDY
A florist tells the story of a loyal customer who came every week. It works because it's emotional and real. It shows the meaning behind the business, and viewers connect with a shop that cares about people, not just sales.
MAKE IT FIT ANY INDUSTRY
A coffee shop shares the regular who comes daily. A mechanic shares the first loyal family that trusted them.
#048 · Rating My First Ever Logo
Entertaining · Best fit: Marketing agencies & designers · about 33 sec · On screen: Rating my first logo ever
SCRIPT · TELEPROMPTER
I found the very first logo I ever designed, and I have to rate it. Here it is. Yes, that's [NUMBER] different fonts. Yes, that's a gradient on a gradient. I charged [PRICE] for this, and the client was happy. Honestly, I'm proud of past me for trying. Now at [BUSINESS NAME], we build brands that actually last. Everyone starts somewhere, and your first work is supposed to be bad. Show me your first project in the comments, and I'll rate it next.
WHY IT WORKS · CASE STUDY
A graphic designer reacts to their own old work with honest humor. It works because laughing at yourself makes you likable. Showing the growth proves skill, and inviting others to share their first work drives comments and connection.
MAKE IT FIT ANY INDUSTRY
A photographer rates photos from their very first shoot. A baker rates the first birthday cake they ever sold.
#049 · What I'd Tell Day One Me
Educational · Best fit: Coaches & consultants · about 35 sec · On screen: What I'd tell day one me
SCRIPT · TELEPROMPTER
If I could go back to my first day in business, I'd say three things. First, pick one type of client and focus on them. Trying to help everyone meant I helped nobody well. Second, raise your price sooner. Charging too little made people take me less seriously. Third, show your work online from day one, even when you feel like nobody's watching. Somebody always is. Those three lessons would have saved me [TIME] at [BUSINESS NAME]. Share this with a friend who just started a business.
WHY IT WORKS · CASE STUDY
A business coach shares advice to their younger self. It works because the tips are simple and useful for anyone starting out. It proves the coach has been through the struggle, which builds trust with people at the same starting point.
MAKE IT FIT ANY INDUSTRY
A tax preparer shares what they'd tell their younger self about clients. A pet groomer shares advice for their first year.
#050 · The First Paycheck I Paid Myself
Storytelling · Best fit: Landscapers · about 34 sec · On screen: My first paycheck, framed
SCRIPT · TELEPROMPTER
For the first [TIME], I never paid myself a single dollar. Every dollar from [BUSINESS NAME] went back into mowers, gas, and trailers. My friends thought I was crazy, working in the heat for nothing. I had one rule. No paycheck until the business could stand on its own. Last Friday, I wrote my first check to myself. It wasn't a lot, but I framed it. It's proof the plan worked. If you're still in the grind phase, keep going. Follow for how I planned it.
WHY IT WORKS · CASE STUDY
A landscaping owner shows the framed first paycheck he wrote himself. It works because it's a real milestone every owner understands. The sacrifice creates stakes, and customers respect a business owner who built slowly and carefully.
MAKE IT FIT ANY INDUSTRY
A food truck owner shares their first paycheck. A software startup founder shares when they finally paid themselves.
#051 · Guess How Many Orders
Entertaining · Best fit: Beverage & snack brands · about 33 sec · On screen: Guess how many orders today
SCRIPT · TELEPROMPTER
Guess how many orders we packed today, and I'll tell you at the end. We started [BUSINESS NAME] in my kitchen [TIME] ago. Back then, a big day was [NUMBER] orders. Today, the whole team is here, music on, boxes everywhere, and we're racing the clock. Somebody spilled [PRODUCT/SERVICE] on the floor. Somebody else taped a box shut with no drink inside. Final count, [NUMBER] orders. Kitchen me would never believe this. Drop your guess in the comments before you check the answer.
WHY IT WORKS · CASE STUDY
A small snack brand films a busy packing day as a guessing game. It works because the question creates curiosity and keeps people watching. The busy scene is visual proof of growth, and the comment guesses help the video reach more people.
MAKE IT FIT ANY INDUSTRY
A florist asks viewers to guess how many stems went out today. A printing shop asks them to guess how many shirts they printed.
#052 · How I Track My Goals Weekly
Educational · Best fit: Fashion & streetwear brands · about 33 sec · On screen: My weekly goal system
SCRIPT · TELEPROMPTER
Here's the simple system I use every week to grow my clothing brand. Every Sunday, I write three numbers. Sales, new followers, and new email signups. Then I pick one goal for the week, just one. Last week it was dropping [PRODUCT/SERVICE]. Friday, I check if I hit it. If not, I ask why, and fix one thing. That's it. No fancy [TOOL] needed, just a notebook. This habit took [BUSINESS NAME] from guessing to growing. Save this and try it this Sunday.
WHY IT WORKS · CASE STUDY
A streetwear brand owner shows the notebook they use for weekly goals. It works because it's easy to copy and gives quick value. Viewers see real discipline behind the brand, which builds respect and brings back people who want more tips.
MAKE IT FIT ANY INDUSTRY
A realtor tracks weekly calls and showings. A yoga studio tracks new students and class signups.
#053 · The Big Order We Lost
Storytelling · Best fit: Printing & sign shops · about 35 sec · On screen: We lost our biggest order
SCRIPT · TELEPROMPTER
We lost the biggest order in our shop's history, and it was my fault. A [CUSTOMER] asked for [NUMBER] signs by Friday. I said yes without checking our stock. Wednesday, I realized we didn't have enough material. I called them and told the truth. They went with another shop. I felt sick for a week. But I changed how we take orders at [BUSINESS NAME]. Now we check everything before we say yes. Losing that order made us better. Follow for part two, when that customer came back.
WHY IT WORKS · CASE STUDY
A sign shop owner admits to losing a big order. It works because honesty about a mistake builds trust. The lesson shows the shop now has better systems, and the tease for part two makes viewers curious enough to follow.
MAKE IT FIT ANY INDUSTRY
A contractor shares a job they lost by overbooking. A caterer shares an event they had to turn down.
#054 · Unboxing Our First Company Truck
Entertaining · Best fit: Moving companies · about 34 sec · On screen: Our first truck is here
SCRIPT · TELEPROMPTER
We just got our first company truck, and I'm not okay. For [TIME], we moved people with a rented truck and my cousin's pickup. Every job, I prayed the rental would be ready. Today, look at this. Our name, [BUSINESS NAME], on the side. The team is honking the horn like kids. My mom is crying. The first thing we're doing is taking a picture with it. The second is booking a move. Need help moving in [CITY]? Book at the link in bio.
WHY IT WORKS · CASE STUDY
A moving company films the day their first branded truck arrives. It works because the excitement is fun and real. A new truck is a clear sign of growth, and customers feel more confident hiring a company that is clearly established.
MAKE IT FIT ANY INDUSTRY
A detailing business unveils its first branded van. A photographer unboxes their first professional camera and books a shoot.
#055 · The Milestone Nobody Celebrates
Educational · Best fit: Accountants & tax preparers · about 34 sec · On screen: The milestone nobody talks about
SCRIPT · TELEPROMPTER
Everyone celebrates the first client, but nobody celebrates the first client who came back. At [BUSINESS NAME], that's the milestone I care about most. A returning client means you did something right. Here's how I earn it. I send a thank-you note after every job. I check in [TIME] before their next deadline. And I explain things in plain words, not confusing terms. This year, [NUMBER] clients came back. That's my real scoreboard. Tell me in the comments what milestone matters most to you.
WHY IT WORKS · CASE STUDY
A tax preparer explains why repeat clients are the milestone that matters. It works because it shows care and long-term thinking. New clients trust a preparer others keep returning to, and the simple steps give value to other owners watching.
MAKE IT FIT ANY INDUSTRY
A hair stylist celebrates repeat bookings. A dog groomer celebrates pets that return every month.
#056 · From Garage To Storefront
Storytelling · Best fit: Auto repair & detailing · about 35 sec · On screen: From one bucket to this shop
SCRIPT · TELEPROMPTER
I started my detailing business in my parents' garage with one bucket. I didn't have a pressure washer. I didn't have a sign. I had a bucket, some towels, and [NUMBER] cars from friends and family. My dad said, as long as you clean the garage after. For [TIME], I detailed cars at night after my day job. Word spread. Today, [BUSINESS NAME] has a real shop in [CITY]. I still keep that first bucket on the shelf. Book your detail at the link in my bio.
WHY IT WORKS · CASE STUDY
A detailer tells the story of starting in a family garage and shows the first bucket. It works because a humble start is relatable and memorable. The object from the past is visual proof, and customers feel good supporting someone who earned every step.
MAKE IT FIT ANY INDUSTRY
A baker tells the story of starting in a home kitchen. A streetwear brand shows its first hand-printed shirt.
#057 · What Changed At [NUMBER] Clients
Educational · Best fit: Yoga & pilates studios · about 34 sec · On screen: What changed when we grew
SCRIPT · TELEPROMPTER
When our studio hit [NUMBER] members, three things had to change. First, I couldn't answer every message myself, so we set up [TOOL] for bookings. Second, classes filled up too fast, so we added early morning times. Third, I had to stop teaching every class and train other teachers. It was scary to let go. But now, [BUSINESS NAME] runs even when I'm not there. Growth means changing how you work. Want to know how I trained my teachers? Comment [KEYWORD] and I'll send it.
WHY IT WORKS · CASE STUDY
A pilates studio owner explains what changed after a growth milestone. It works because it gives real lessons with the milestone as proof. Other owners learn from it, and members feel the studio is well run and growing.
MAKE IT FIT ANY INDUSTRY
A daycare shares changes after hitting a full roster. A restaurant shares what changed at [NUMBER] tables per night.
#058 · Countdown To Opening Day
Entertaining · Best fit: Boutique retail · about 32 sec · On screen: [NUMBER] days until we open
SCRIPT · TELEPROMPTER
[NUMBER] days until my boutique opens, and here's what's still not done. The floor? Half painted. The sign? Stuck in shipping. The racks? In pieces in the back. The dressing room curtain? Still a shower curtain. My to-do list is longer than my receipt paper. But the clothes are here, and they're beautiful. Every day until we open, I'll show you one thing we finish. Will we make it in time? Follow so you can see opening day at [BUSINESS NAME].
WHY IT WORKS · CASE STUDY
A boutique owner films a messy store with a countdown to opening. It works because a deadline creates stakes and suspense. Viewers follow along each day and feel invested, so many show up on opening day.
MAKE IT FIT ANY INDUSTRY
A med spa counts down to a new service launch. A hotel counts down to its first guests.
#059 · The Year I Started Over
Storytelling · Best fit: Pet groomers & vets · about 35 sec · On screen: I had to start from zero
SCRIPT · TELEPROMPTER
Two years ago, I had to start my business over from zero. My grooming van broke down for good, and I couldn't afford a new one. I lost most of my regular clients in [TIME]. I thought it was over. So I started again, small. I rented a tiny room in [CITY] and called every old client one by one. Some came back. Some didn't. Today, [BUSINESS NAME] has more clients than before the crash. Starting over isn't failing. Share this with someone starting over right now.
WHY IT WORKS · CASE STUDY
A mobile dog groomer shares the year they had to start again. It works because a comeback story has real tension and hope. Pet owners respect the grit, and the honest story makes the groomer feel trustworthy and caring.
MAKE IT FIT ANY INDUSTRY
A musician shares rebuilding after losing a gig. A roofer shares starting over after a bad season.
#060 · Year One Of Our Rental
Educational · Best fit: Hotels & short-term rentals · about 34 sec · On screen: Year one: what I learned
SCRIPT · TELEPROMPTER
One year ago we listed our first short-term rental, and here's what I learned. Lesson one, guests care more about clean than fancy, so spend money on cleaning first. Lesson two, answer messages fast, because quick replies turned into good reviews. Lesson three, small touches matter, like a note and local snacks from [CITY]. Our [MISTAKE] was pricing too low the first months. Next goal for [BUSINESS NAME] is a second property by [TIME]. Save this if you're thinking about starting your first rental.
WHY IT WORKS · CASE STUDY
A short-term rental host shares lessons from their first year and names the next goal. It works because the milestone gives authority and the lessons give value. Future guests see a careful host, and the next goal makes people follow for updates.
MAKE IT FIT ANY INDUSTRY
A gym shares lessons from year one of classes. A travel agent shares their first year of booking group trips.
3. Behind the Scenes
#061 · What [TIME] Looks Like Here
Storytelling · Best fit: Bakeries · about 38 sec · On screen: What [TIME] looks like at [BUSINESS NAME]
SCRIPT · TELEPROMPTER
At [TIME], while you're asleep, I'm already covered in flour. Most people think bread just shows up on the shelf. It doesn't. I start the ovens, check the dough I mixed last night, and shape every loaf by hand. Some mornings the dough doesn't rise and I have to start over with customers coming at opening. That used to scare me. Now I see it as the part that makes us [BUSINESS NAME]. You're not buying bread. You're buying the hours nobody sees. If you want to watch the whole morning, follow for part two.
WHY IT WORKS · CASE STUDY
A family bakery owner films the dark early hours before opening: lights on, ovens warming, hands shaping dough. It works because people rarely picture the effort behind a simple loaf. Seeing the hours builds respect, and respect turns into loyalty and a willingness to pay for quality.
MAKE IT FIT ANY INDUSTRY
A gym owner shows the early cleanup before the first class. A florist shows the flower market run at dawn before the shop opens.
#062 · The Ugly Middle of Every Project
Storytelling · Best fit: Contractors & remodelers · about 38 sec · On screen: Day [NUMBER]: the ugly middle
SCRIPT · TELEPROMPTER
Every project looks worse before it looks better. This is day [NUMBER] of a kitchen for [CUSTOMER], and right now it's a mess. Walls open, dust everywhere, wires hanging. This is the part where clients panic and think we ruined their house. I get it. So I walk them through it every single day. I show them what's behind the wall and why we're fixing it now instead of later. The pretty after photo you see online only happens because we don't skip this ugly middle. Want to see how it ends? Follow for the reveal.
WHY IT WORKS · CASE STUDY
A remodeler films a half-demolished kitchen and calmly explains what is happening. It works because future clients fear the chaos of a remodel. Showing the mess honestly, with a steady voice, lowers that fear and proves the contractor is organized when things look their worst.
MAKE IT FIT ANY INDUSTRY
A web designer shows a half-built site full of placeholder boxes. A hair colorist shows the foil stage before the final color is revealed.
#063 · One Bouquet, Start to Finish
Storytelling · Best fit: Florists · about 40 sec · On screen: One order. Start to finish.
SCRIPT · TELEPROMPTER
This bouquet started with a phone call that made me tear up. [CUSTOMER] wanted flowers for her mom's [NUMBER]th birthday, and she only had one photo to go on. So I picked each stem to match the colors in that photo. I cut, cleaned and conditioned them so they'd last a full week. I built it, took it apart and built it again because it didn't feel right. When she picked it up, she went quiet for a second. That's why I do this. Every order has a story behind it. Tell me in the comments who you'd send flowers to.
WHY IT WORKS · CASE STUDY
A florist films one order from the first call to pickup, showing each step. It works because it turns a product into a personal story. Viewers feel the care in each choice and picture their own loved one, which makes the shop feel thoughtful instead of transactional.
MAKE IT FIT ANY INDUSTRY
A jewelry maker follows one custom ring from sketch to gift box. A caterer follows one birthday order from menu call to delivery.
#064 · The Work After the Shoot
Storytelling · Best fit: Photographers & videographers · about 39 sec · On screen: The part after the shoot
SCRIPT · TELEPROMPTER
The photo shoot took two hours, but the real work took [NUMBER] more. People think my job ends when I put the camera down. That's where it starts. I back up every file twice before I even eat dinner. Then I go through hundreds of shots and pick the best ones. I fix the light, the skin tones and the tiny details you'd never notice unless I skipped them. One wedding once took me [TIME] to finish. That's what you're paying for. Not the click, the care. Save this so you remember what goes into your photos.
WHY IT WORKS · CASE STUDY
A wedding photographer shows the backup drives, the culling screen and the editing process after a shoot. It works because clients often question pricing when they only see the shoot day. Showing the hidden hours reframes the price as fair and builds trust in the photographer's standards.
MAKE IT FIT ANY INDUSTRY
A lawyer shows the research behind a one-page letter. A tailor shows the fittings and hand-stitching behind one finished suit.
#065 · The Dish We Remade [NUMBER] Times
Storytelling · Best fit: Restaurants & cafes · about 36 sec · On screen: We remade this [NUMBER] times
SCRIPT · TELEPROMPTER
We made this dish [NUMBER] times before it went on the menu. The first version tasted fine, and fine wasn't good enough. The sauce was too heavy. The second one was too plain. My team tasted every single round and told me the truth, even when I didn't want to hear it. There was a night I almost gave up on it. Then one small change fixed everything. Now it's the thing people drive across [CITY] for. If you've tried it, tell me in the comments what you think we changed.
WHY IT WORKS · CASE STUDY
A neighborhood restaurant owner tells the story of testing one signature dish over and over. It works because it creates curiosity about the final version and shows a real standard behind the menu. Viewers who have eaten it feel proud, and new viewers want to taste it.
MAKE IT FIT ANY INDUSTRY
A skincare brand shares how many formulas they tested before launch. A coffee roaster shares the roast they redid until the flavor felt right.
#066 · From Sketch to Your Doorstep
Storytelling · Best fit: Fashion & streetwear brands · about 39 sec · On screen: Napkin sketch to your doorstep
SCRIPT · TELEPROMPTER
This hoodie started as a doodle on a napkin in [YEAR YOU STARTED]. I had no idea how clothes were even made back then. I sent the design to [NUMBER] factories. Most ignored me. The first samples came back wrong, the wrong color and the wrong fit. I kept sending notes until one finally looked like the picture in my head. Then came photos, the launch and packing every order myself. So when you open that box, know it took a lot of no's to get there. Comment [KEYWORD] and I'll show you the first bad sample.
WHY IT WORKS · CASE STUDY
A streetwear founder shows the original sketch, rejected samples and the final piece. It works because buyers love being part of a brand's journey. Seeing the failed samples makes the product feel earned and turns customers into supporters who want the brand to win.
MAKE IT FIT ANY INDUSTRY
A candle maker shows the first melted mess next to the final jar. An app founder shows the first ugly screen next to today's version.
#067 · The Job That Almost Broke Us
Storytelling · Best fit: Cleaning services · about 36 sec · On screen: The job that almost broke us
SCRIPT · TELEPROMPTER
I walked into this house and honestly thought about turning around. The owner was moving out in [TIME] and hadn't cleaned in years. My team looked at me like, are we really doing this? We did. We split the rooms, put on music and went one corner at a time. It took [NUMBER] hours. When the owner walked back in, she just said thank you over and over. Behind every clean home there's a crew that almost quit and didn't. Share this with someone who needs to hear that.
WHY IT WORKS · CASE STUDY
A cleaning company owner films the before, the team working and the finished space. It works because it shows real stakes and grit. Viewers see a team that shows up when it's hard, which builds trust that the crew won't quit on their own home.
MAKE IT FIT ANY INDUSTRY
A moving company tells the story of its toughest move. A landscaper tells the story of the yard that took all weekend.
#068 · The Car Nobody Wanted
Storytelling · Best fit: Auto repair & detailing · about 39 sec · On screen: 3 shops said no to this car
SCRIPT · TELEPROMPTER
Three shops turned this car away before it got to me. [CUSTOMER] told me it was his late dad's truck and it hadn't moved in years. Mold on the seats, rust on the doors and a smell I still remember. I almost said no too. But I kept thinking about his dad. So we took it apart piece by piece. It took [TIME]. When he saw it, he didn't say a word. He just sat in the driver's seat. That's the part of this job nobody posts. DM me [KEYWORD] if you have a car with a story.
WHY IT WORKS · CASE STUDY
An auto detailer tells the story of one neglected vehicle with deep meaning to its owner. It works because emotion and stakes make viewers stay, and the transformation proves skill. People start seeing the shop as a place that cares, not just a place that cleans.
MAKE IT FIT ANY INDUSTRY
A furniture restorer shares the chair nobody wanted to fix. A photo retoucher shares the torn family picture they rebuilt.
#069 · The Ring I Had to Remake
Storytelling · Best fit: Jewelry makers · about 35 sec · On screen: Why I remade a finished ring
SCRIPT · TELEPROMPTER
I finished this ring, looked at it and threw it back in the fire. It was for [CUSTOMER]'s engagement, and technically it was done. But one prong sat a tiny bit off. She would never have noticed. I would have, every time I saw her photos. So I started over and lost [TIME] of work. People ask why my pieces cost what they do. This is why. I don't ship anything I wouldn't wear myself. If you're planning something special, book a consult at the link in bio.
WHY IT WORKS · CASE STUDY
A jewelry maker explains why they redid a nearly finished piece over a tiny flaw. It works because it shows a standard higher than the customer's own. Viewers trust that nothing sloppy will reach them, which makes premium pricing feel reasonable.
MAKE IT FIT ANY INDUSTRY
A baker explains why a cake was scrapped over a crooked tier. A printer explains why a whole batch was reprinted over one color.
#070 · What Happens Before the Needle
Storytelling · Best fit: Tattoo artists · about 35 sec · On screen: Before the needle touches skin
SCRIPT · TELEPROMPTER
Your tattoo starts about [TIME] before you sit in my chair. The day before, I redraw your design until the lines feel right. The morning of, I clean every surface, set up fresh supplies and lay out everything in order. I once had a client show up nervous and shaking. I walked her through each step of my setup, and by the end she was laughing. That prep isn't just about safety. It's about you feeling calm. Follow along if you want to see the full session next.
WHY IT WORKS · CASE STUDY
A tattoo artist films the drawing, cleaning and setup before a client arrives. It works because first-timers are often nervous. Seeing a careful routine builds trust and shows cleanliness without making claims. It also makes the artist feel calm and professional before anyone meets them.
MAKE IT FIT ANY INDUSTRY
A dentist shows how the room is prepared before a patient. A massage therapist shows how the room is set up before each client.
#071 · The Logo That Took [NUMBER] Drafts
Storytelling · Best fit: Marketing agencies & designers · about 37 sec · On screen: [NUMBER] drafts for one logo
SCRIPT · TELEPROMPTER
The logo you see took [NUMBER] drafts, and most of them were bad. [CUSTOMER] came to us with a name and a feeling, nothing else. Our first round missed. The second was close, but it looked like every other brand in [YOUR INDUSTRY]. So we went back to the one question that matters: what should people feel when they see it? Draft [NUMBER] finally answered that. The client's reaction was instant. Good design isn't magic. It's a lot of wrong answers until one is right. Comment [KEYWORD] to see all the drafts.
WHY IT WORKS · CASE STUDY
A design studio shows a wall of rejected logo drafts before revealing the final one. It works because it makes the creative process visible and valuable. Clients understand why design takes time and trust that the studio will keep going until it is right.
MAKE IT FIT ANY INDUSTRY
A songwriter shows the scrapped versions of a hook. A menu designer at a cafe shows every rejected layout before the final print.
#072 · Our First Morning Open
Storytelling · Best fit: Coffee shops · about 37 sec · On screen: Opening day went wrong
SCRIPT · TELEPROMPTER
On our first morning open, the espresso machine broke at [TIME]. We had a line out the door and no coffee. I wanted to hide in the back. Instead, I told everyone the truth and handed out free pastries while we fixed it. Most people stayed. Some of them still come in every day. That morning taught me that people don't need you to be perfect. They need you to be honest. Now we check that machine every night before we lock up. Tell me in the comments about your worst first day.
WHY IT WORKS · CASE STUDY
A coffee shop owner tells the story of a disastrous opening day and how they handled it. It works because honesty about failure builds connection. Viewers relate to the panic, admire the response and learn the shop now has a routine to prevent it, which quietly proves care.
MAKE IT FIT ANY INDUSTRY
A salon shares the day the power went out mid-color. A food truck shares the first event where they ran out of food.
#073 · Why Your Consult Takes [TIME]
Educational · Best fit: Hair salons & barbers · about 37 sec · On screen: The cut starts before the scissors
SCRIPT · TELEPROMPTER
The most important part of your haircut happens before I pick up the scissors. Some clients think the consult is small talk. It's not. I'm checking how your hair grows, where your cowlicks are and how you style it at home. I ask what you hated about your last cut. I look at your photos and tell you honestly what will work. Skipping this is the number one reason people leave a salon unhappy. So if I ask a lot of questions, that's me protecting your hair. Save this for your next appointment.
WHY IT WORKS · CASE STUDY
A barber explains what they check during a consultation before cutting. It works because it teaches clients something they never noticed and shows expertise without bragging. People feel understood and start to trust that the result is planned, not guessed.
MAKE IT FIT ANY INDUSTRY
An interior designer explains what they ask in a first walkthrough. A personal trainer explains what they check before writing a plan.
#074 · Where the Tools Go Between Patients
Educational · Best fit: Dentists · about 39 sec · On screen: What happens to the tools after you leave
SCRIPT · TELEPROMPTER
Ever wonder what happens to the tools after your cleaning? Here's the part you never see. Everything used in your mouth goes to our cleaning room right away. We scrub it, rinse it and run it through a machine that uses heat and pressure. Then it's sealed in a pouch with a date on it. The pouch only gets opened in front of the next patient. We do this for every tool, every visit, no shortcuts. Now you know why we open that pouch in front of you. Follow for more of what happens behind our doors.
WHY IT WORKS · CASE STUDY
A dental office walks viewers through its tool cleaning room in simple terms. It works because many people feel uneasy at the dentist. Seeing a clear, repeated process builds trust and comfort without making any health promises, just showing the standard.
MAKE IT FIT ANY INDUSTRY
A nail studio shows how tools are cleaned between clients. A restaurant shows how the kitchen is cleaned after closing.
#075 · What Happens to Your Receipt Shoebox
Educational · Best fit: Accountants & tax preparers · about 37 sec · On screen: What we do with your shoebox
SCRIPT · TELEPROMPTER
You hand me a shoebox of receipts, and here's what happens next. First, we sort everything by type, like supplies, travel and meals. Then every receipt gets scanned so nothing gets lost. Next, we match each one against your bank statements to catch anything missing. That's where most of the surprises show up. Finally, a second person checks the work before anything gets filed. It's slow on purpose. Messy records are the most common [MISTAKE] I see. Comment [KEYWORD] and I'll send you the simple way we ask clients to sort receipts.
WHY IT WORKS · CASE STUDY
A tax preparer walks through the steps a client's paperwork goes through. It works because clients often feel embarrassed by messy records. Showing a calm, clear system removes that shame and proves the firm is careful, which makes new clients feel safe handing things over.
MAKE IT FIT ANY INDUSTRY
A mechanic explains what happens after you drop off your car. A tailor explains what happens to your suit after the first fitting.
#076 · What I Do Before Listing a Home
Educational · Best fit: Real estate agents · about 36 sec · On screen: Before your home goes live
SCRIPT · TELEPROMPTER
Before your home hits the market, I do [NUMBER] things you never see. First, I walk through the house like a picky buyer and write down everything they'd notice. Second, I study what similar homes in [CITY] actually sold for, not what they were listed at. Third, I plan the photos around the time of day your home gets the best light. Most listings skip at least one of these. That's why some homes sit. If you're thinking about selling, DM me [KEYWORD] and I'll send my prep checklist.
WHY IT WORKS · CASE STUDY
A real estate agent explains the hidden steps before a listing goes live. It works because sellers often think agents just post photos. Teaching the prep work shows expertise and gives them a reason to choose an agent who clearly has a system.
MAKE IT FIT ANY INDUSTRY
A wedding planner explains what they do before the first vendor call. A roofer explains what they check before giving a quote.
#077 · What I Check Before Touching Anything
Educational · Best fit: Plumbers & electricians · about 38 sec · On screen: What I check before I fix
SCRIPT · TELEPROMPTER
When I walk into your house, I don't start fixing right away. First, I ask what you heard, saw or smelled, and when it started. Then I check the things around the problem, not just the problem. A leak under a sink can start two rooms away. I also take photos before I touch anything so you can see what I found. This is how I avoid fixing the wrong thing and charging you twice. If a pro skips this, ask why. Save this so you know what to expect on your next service call.
WHY IT WORKS · CASE STUDY
An electrician explains the checks they do before starting a repair. It works because homeowners fear being overcharged or misled. Showing a clear, honest routine builds trust, and teaching viewers what a good pro does helps them feel smart for choosing this one.
MAKE IT FIT ANY INDUSTRY
A chiropractor explains the questions asked at a first visit. An IT consultant explains what they look at before touching a slow computer.
#078 · Why Your File Matters to Printers
Educational · Best fit: Printing & sign shops · about 38 sec · On screen: Why your print came out blurry
SCRIPT · TELEPROMPTER
Your banner looked perfect on your phone and blurry on the wall. Here's why. Screens and printers work differently. A photo that looks sharp on a phone can be too small to print big. Before anything goes to print, we check three things: the size of your file, the colors and the edges. We look for text too close to the edge because it can get cut off. Catching this now saves you a reprint later. It's the most common [MISTAKE] we see every week. Comment [KEYWORD] and I'll send our simple file checklist.
WHY IT WORKS · CASE STUDY
A sign shop owner compares a blurry print to a sharp one and explains the difference. It works because many customers have been burned by bad prints. Teaching the reason builds authority, and offering a checklist starts a conversation that can lead to an order.
MAKE IT FIT ANY INDUSTRY
A photographer explains why a phone photo won't work for a billboard. A web designer explains why huge images slow a website down.
#079 · The Prep Before the Cut
Educational · Best fit: Pet groomers & vets · about 36 sec · On screen: Why grooming takes [TIME]
SCRIPT · TELEPROMPTER
Your dog's haircut is the last thing we do, not the first. First, we check the coat, skin and paws so we know what we're working with. Then comes the bath and a full blow dry, which takes longer than most people think. We brush out every knot before a single cut, because cutting through knots can pinch the skin. Only then do we trim and shape. That's why a groom takes [TIME], not twenty minutes. Share this with a friend whose dog has a grooming appointment coming up.
WHY IT WORKS · CASE STUDY
A pet groomer walks through each step before the final trim. It works because owners often wonder why grooming takes so long. Explaining the care in each step replaces impatience with trust and helps owners feel their pet is in gentle hands.
MAKE IT FIT ANY INDUSTRY
A nail tech explains the prep before polish. A car detailer explains the washing and claying done before any wax goes on.
#080 · How Your Idea Becomes an Update
Educational · Best fit: Software & app startups · about 38 sec · On screen: Where your feature request goes
SCRIPT · TELEPROMPTER
You sent us a feature request, and here's where it went. First, it lands in a shared list with every other request. When we see the same idea from [NUMBER] people, it moves up. Then our team sketches it and asks, does this make the app simpler or messier? If it passes, we build a small version and test it with a few users. Most ideas change a lot at this stage. Only then does it ship in an update. So your idea wasn't ignored. It's in line. Comment [KEYWORD] with the feature you want next.
WHY IT WORKS · CASE STUDY
A small app team shows the path a user suggestion takes from inbox to release. It works because users often feel unheard. Showing a real process creates recognition and patience, and inviting ideas in the comments turns followers into active participants.
MAKE IT FIT ANY INDUSTRY
A restaurant explains how a customer's dish idea gets tested. A clothing brand explains how a requested color goes from poll to production.
#081 · How Your Order Travels to You
Educational · Best fit: E-commerce product brands · about 37 sec · On screen: Where your order goes after you click buy
SCRIPT · TELEPROMPTER
The moment you click buy, a lot happens that you never see. Your order prints out on our end within minutes. Someone on our team picks each item by hand and checks it for flaws. Then we pack it with care, add a note and weigh the box so the shipping is right. It gets scanned, sealed and handed to the carrier by [TIME] the same day. From there, the tracking link in your email tells the rest. Now you know who touched your order. Follow to see packing day in full.
WHY IT WORKS · CASE STUDY
A small online brand films the steps from order alert to carrier pickup. It works because online buyers never meet the people behind the product. Seeing real hands and a clear process makes the brand feel human and trustworthy, which helps first-time buyers commit.
MAKE IT FIT ANY INDUSTRY
A bakery shows a cake order from ticket to pickup. A print shop shows a business card order from upload to delivery.
#082 · Before Your First Session
Educational · Best fit: Gyms & personal trainers · about 37 sec · On screen: Before your first session
SCRIPT · TELEPROMPTER
Your first workout with me starts before you ever walk in. I read your intake form and look for old injuries or things you're nervous about. I plan moves you can actually do on day one, not moves that look cool online. I set up the space so you're not waiting around feeling awkward. And I pick one small win for you to leave with. Most people quit because day one felt too hard or too confusing. I plan so that doesn't happen. Book a first session at the link in bio.
WHY IT WORKS · CASE STUDY
A personal trainer explains the planning behind a new client's first session. It works because beginners fear feeling lost or embarrassed at the gym. Showing thoughtful prep lowers that fear and signals that the trainer cares about the person, not just the workout.
MAKE IT FIT ANY INDUSTRY
A tutor explains how they plan a student's first lesson. A yoga studio explains how they prepare the room for a beginner's class.
#083 · POV: You're Our Truck at [TIME]
Entertaining · Best fit: Food trucks · about 33 sec · On screen: POV: 15 minutes before we open
SCRIPT · TELEPROMPTER
POV, you're our food truck at [TIME] and nobody's here yet. The generator coughs twice before it starts. Someone forgot the lids again. The grill needs twenty minutes, and we have fifteen. Somebody's cutting onions and crying for real. Then a person walks up and asks if we're open, and suddenly everyone smiles like nothing's wrong. That's the job. Chaos inside, calm at the window. Tag a friend who'd survive one shift with us, and tell me in the comments who you'd bring.
WHY IT WORKS · CASE STUDY
A food truck crew films a fast, funny POV of the rush before opening. It works because humor and chaos are entertaining and relatable. Viewers get to know the team's personality, which makes the truck feel like a place with friends, not just food.
MAKE IT FIT ANY INDUSTRY
A salon shows the scramble before the first client. A DJ shows the setup panic before guests arrive at a wedding.
#084 · What Clients Say vs What's Happening
Entertaining · Best fit: Nail & lash studios · about 37 sec · On screen: What clients say vs what I hear
SCRIPT · TELEPROMPTER
Things clients say to me, and what's really going on. When you say, just a quick fill, I'm thinking about the full [TIME] I set aside for you. When you say, can you make it look like this photo, I'm checking if that photo is even real. When you say, I don't care, surprise me, I'm scared because you absolutely care. And when you say, you're the only one who gets it right, that's why I do this. Tell me in the comments the funniest thing you've said to your nail tech.
WHY IT WORKS · CASE STUDY
A nail tech pairs common client phrases with funny reactions, filmed like a skit. It works because clients recognize themselves and laugh. Recognition builds a bond, the ending adds warmth and the comment prompt gets people talking.
MAKE IT FIT ANY INDUSTRY
A contractor does what homeowners say versus reality. An accountant does what clients say in tax season versus what they're really thinking.
#085 · Wedding Day in [NUMBER] Seconds
Entertaining · Best fit: Wedding & event planners · about 36 sec · On screen: A wedding day from my side
SCRIPT · TELEPROMPTER
Here's what a wedding day looks like from my side. [TIME], I'm the first one at the venue with a coffee and a checklist. By noon, one vendor is late and I've already found a backup. The flower girl refuses to walk, so I bribe her with a sticker. During the vows, I'm in the back holding the groom's backup tie. By midnight, my feet hurt and I'm smiling anyway. The couple never saw any of it, and that's the point. Follow for more wedding days from behind the curtain.
WHY IT WORKS · CASE STUDY
A wedding planner films quick clips across a wedding day, from setup to cleanup. It works because the fast pace is fun to watch and quietly shows problem-solving. Couples watching see a planner who handles surprises calmly, which is exactly what they want to hire.
MAKE IT FIT ANY INDUSTRY
A caterer shows a party day from prep to last plate. A hotel manager shows a busy check-in day from the front desk to the last room.
#086 · Closing Time Reset Routine
Entertaining · Best fit: Hair salons & barbers · about 36 sec · On screen: After the last client leaves
SCRIPT · TELEPROMPTER
Nobody talks about what happens after the last client leaves. First, the hair. So much hair. Then every chair gets wiped, every comb gets cleaned and the towels go in the wash. I line up my tools in the exact same order every night, because future me will thank me. The floor gets swept, then mopped. Music up, lights down. It takes me about [TIME], and it's weirdly my favorite part of the day. This is how a clean shop happens. Save this if you love a good reset video.
WHY IT WORKS · CASE STUDY
A barber films a satisfying end-of-day cleanup set to music. It works because reset videos are relaxing and people love watching order return. It also quietly proves cleanliness and pride in the space, which reassures new clients before they ever book.
MAKE IT FIT ANY INDUSTRY
A coffee shop films its closing routine. A tattoo artist films their station breakdown and cleaning after the last session.
#087 · POV: You're the Box Marked Fragile
Entertaining · Best fit: Moving companies · about 37 sec · On screen: POV: you're the fragile box
SCRIPT · TELEPROMPTER
POV, you're the box marked fragile, and today is moving day. First, you get wrapped in so much padding you can't breathe. Then two guys lift you like you're a newborn. You get your own spot on the truck, away from the heavy stuff. The driver takes every turn slow, just for you. At the new house, you're the first one inside and set down gently. You made it. Not a scratch. That's how we treat all your stuff, not just the fragile boxes. Share this with a friend who's moving soon.
WHY IT WORKS · CASE STUDY
A moving company tells a funny story from the point of view of a fragile box. It works because the playful angle is memorable and shareable. Under the humor, it shows careful packing and handling, which is the biggest fear people have when hiring movers.
MAKE IT FIT ANY INDUSTRY
A courier tells the day from a package's view. A bakery tells it from the view of a wedding cake riding to the venue.
#088 · Expectation vs Reality: One Video
Entertaining · Best fit: Content creators & influencers · about 34 sec · On screen: One video: expectation vs reality
SCRIPT · TELEPROMPTER
Expectation, I film one quick video and post it. Reality, I clean my room for the background. The light's wrong, so I move everything. I record the first line [NUMBER] times because I keep forgetting the words. My neighbor starts mowing the lawn. The video finally works, but I look tired. Then I spend [TIME] editing a thirty second clip. Then I post it and check the views every five minutes. That's the job. Tell me in the comments how many takes your last video took.
WHY IT WORKS · CASE STUDY
A creator shows the funny gap between a simple video and the messy reality of making it. It works because other creators and small businesses recognize every frustration. That recognition builds community, and it helps followers respect the work behind content.
MAKE IT FIT ANY INDUSTRY
A chef shows the reality behind one perfect plate. A real estate agent shows the reality behind one clean listing photo.
#089 · Guess How Long This Took
Entertaining · Best fit: Bakeries · about 33 sec · On screen: Guess how long this took
SCRIPT · TELEPROMPTER
Guess how long this cake took before I tell you. Most people say an hour or two. Let me show you. The layers baked the night before. The frosting took two tries because the first batch split. Each little flower was piped by hand, one at a time. The lettering alone took longer than my lunch break. In total, it took [TIME]. And it'll be eaten in about ten minutes. Worth it. Drop your guess in the comments before you watch the end.
WHY IT WORKS · CASE STUDY
A baker invites viewers to guess the hours behind a detailed cake, then reveals the steps. It works because guessing games create curiosity and keep people watching to the end. The reveal also shows skill and effort, which helps customers value custom orders.
MAKE IT FIT ANY INDUSTRY
A tattoo artist asks people to guess the hours on a back piece. A furniture maker asks them to guess the time behind one handmade table.
#090 · Rate This Yard Transformation
Entertaining · Best fit: Landscapers · about 33 sec · On screen: Rate this yard: before vs after
SCRIPT · TELEPROMPTER
Rate this yard from one to ten before and after. Here's the before. Weeds taller than my knee and a fence that's barely standing. Day one, we just pull stuff out. So much stuff. Day two, the ground gets leveled, and my back complains. Day three, the plants go in and it finally starts looking like something. Final day, fresh mulch, clean edges and one very happy [CUSTOMER]. Okay, what's your score now? Drop your before and after rating in the comments.
WHY IT WORKS · CASE STUDY
A landscaper films a yard across several days and asks viewers to rate it. It works because rating invites easy engagement and the day-by-day progress keeps people watching. The final reveal is the proof, showing real work without needing any big claims.
MAKE IT FIT ANY INDUSTRY
A painter asks viewers to rate a room before and after. A pressure washing service asks for a rating on a driveway transformation.
4. Educational How-To
#091 · The One Question Before Every Cut
Storytelling · Best fit: Hair salons & barbers · about 36 sec · On screen: Ask this before every haircut
SCRIPT · TELEPROMPTER
A client once cried in my chair, and it was my fault. She asked for a trim. I heard a trim. She meant half an inch, and I took off three. That day I started asking one question before every cut. Show me with your fingers how much you want gone. Words like trim, a little, and layers mean something different to every person. Fingers don't lie. I'm [YOUR NAME] at [BUSINESS NAME] in [CITY], and now nobody leaves surprised. Save this and use the finger trick at your next appointment.
WHY IT WORKS · CASE STUDY
A neighborhood barber films himself holding two fingers against a client's hair before cutting, then shows the finished result. Viewers remember their own bad haircut, and the simple fix builds trust that this barber actually listens before the scissors come out.
MAKE IT FIT ANY INDUSTRY
A remodeler asks clients to point at photos instead of describing a style. A florist asks for a color photo instead of guessing what bright means.
#092 · 3 Questions Before Hiring a Contractor
Educational · Best fit: Contractors & remodelers · about 34 sec · On screen: Ask these 3 before you hire
SCRIPT · TELEPROMPTER
Three questions can save you from a remodel nightmare. I'm [YOUR NAME], and I've fixed a lot of jobs other people started. Question one, can I see photos of a finished job like mine? Question two, who is actually on site every day, you or a crew I've never met? Question three, what happens if the project runs over [TIME]? A good contractor answers all three without getting nervous. If they dodge, keep looking. Save this before you call anyone for your next project.
WHY IT WORKS · CASE STUDY
A kitchen remodeler films three quick clips, one question each, standing inside a finished project. Homeowners feel protected instead of sold to. By teaching people how to check out contractors, he becomes the obvious safe choice, because he's clearly not afraid of the questions.
MAKE IT FIT ANY INDUSTRY
A wedding photographer shares three questions to ask before booking. A web designer lists three questions about ownership, timelines and revisions before signing.
#093 · Things Patients Say In The Chair
Entertaining · Best fit: Dentists · about 34 sec · On screen: Things patients say in my chair
SCRIPT · TELEPROMPTER
Things patients tell me while my hands are in their mouth. I floss every day, says the person who clearly doesn't. I only drink one soda, says the person holding a giant cup. Can you make them white by Friday? Here's the real tip hiding in all of this. Flossing the night before your visit doesn't fool anyone. What we see is months of habits, not last night. I'm [YOUR NAME] at [BUSINESS NAME]. Tell me in the comments what you always say to your dentist.
WHY IT WORKS · CASE STUDY
A family dental office films a playful skit where a team member acts out common patient excuses, then drops one honest tip. People laugh because they see themselves, and the humor lowers the nerves many feel about the dentist, so the office feels friendly and human.
MAKE IT FIT ANY INDUSTRY
A personal trainer does things clients say about their diet. An accountant does things clients say in April about their missing receipts.
#094 · Stop Keeping Coffee In The Fridge
Educational · Best fit: Coffee shops · about 34 sec · On screen: Your fridge is ruining your coffee
SCRIPT · TELEPROMPTER
A regular showed me where she keeps our beans, and I winced. The fridge is one of the worst places for coffee. It's full of moisture and smells, and beans soak up both. Here's how to store them. Keep them in a sealed container. Put them somewhere cool and dark, like a cupboard. Buy only what you'll drink in about [TIME]. Grind right before you brew if you can. I'm [YOUR NAME] from [BUSINESS NAME]. Save this so your next bag tastes like the first cup.
WHY IT WORKS · CASE STUDY
A local coffee shop owner films behind the counter, holding a bag of beans next to a fridge, then shows a simple cupboard jar. Customers get a better cup at home, which keeps the shop top of mind and makes the owner the trusted expert.
MAKE IT FIT ANY INDUSTRY
A skincare studio shares where not to store products. A bakery explains how to keep bread fresh for days without it going stale.
#095 · The Oil Change He Skipped
Storytelling · Best fit: Auto repair & detailing · about 37 sec · On screen: He skipped this. Big mistake.
SCRIPT · TELEPROMPTER
A customer told me he was saving money by skipping oil changes. Six months later, his car rolled into my shop on a tow truck. The repair cost way more than every oil change he skipped put together. Here's the simple rule I gave him. Check your owner's manual for how often you need one. Put a reminder in your phone for that date. And look under the hood once a month. It takes two minutes. I'm [YOUR NAME] at [BUSINESS NAME]. Share this with a friend who's been ignoring that dashboard light.
WHY IT WORKS · CASE STUDY
An auto repair owner tells the story next to a car up on the lift, then shows how to set a phone reminder. The viewer can picture the tow truck, so the stakes feel real, and the small fix builds trust that the shop wants to save them money.
MAKE IT FIT ANY INDUSTRY
A pet groomer shares the story of a skipped nail trim. A roofer shares a skipped yearly inspection and the leak that followed.
#096 · First-Time Buyer Mistakes To Avoid
Educational · Best fit: Real estate agents · about 37 sec · On screen: 3 first-time buyer mistakes
SCRIPT · TELEPROMPTER
My first buyer fell in love before she knew what she could afford. It broke her heart when the numbers didn't work. So here are three beginner mistakes I help people avoid. One, shopping for homes before talking to a lender. Two, only seeing the house in daylight and never checking the street at night. Three, skipping the inspection to win a bidding war. None of this is fun to hear, but it protects you. I'm [YOUR NAME], helping buyers in [CITY]. Comment [KEYWORD] and I'll send you my first-time buyer checklist.
WHY IT WORKS · CASE STUDY
A real estate agent films three quick tips while walking through an empty home, holding up one finger per mistake. First-time buyers feel nervous and unsure, so clear guidance lowers that worry. Offering a checklist for a comment builds a list of people who already trust the agent.
MAKE IT FIT ANY INDUSTRY
A mortgage broker lists three beginner mistakes before applying. A wedding planner shares three mistakes couples make before booking a venue.
#097 · POV: Your First Day At The Gym
Entertaining · Best fit: Gyms & personal trainers · about 35 sec · On screen: POV: first day at the gym
SCRIPT · TELEPROMPTER
POV, it's your first day at the gym and you feel lost. You walk in. Everyone looks like they know what they're doing. You grab the biggest weights to look cool. Big mistake. Here's what I tell every new member at [BUSINESS NAME]. Start with a weight you can lift ten times with good form. Pick three moves, not fifteen. And nobody is watching you as much as you think. Honestly, they're busy watching themselves in the mirror. Follow for part two, where I build your first week.
WHY IT WORKS · CASE STUDY
A personal trainer acts out a nervous beginner wandering the gym floor, then switches to coach mode with three simple tips. The POV format makes beginners feel seen instead of judged, and the part two promise brings them back to watch again.
MAKE IT FIT ANY INDUSTRY
A yoga studio does POV for your first class. A hair salon does POV for your first time going blonde, with three simple tips.
#098 · Make Your Flowers Last Longer
Educational · Best fit: Florists · about 37 sec · On screen: Why your flowers die so fast
SCRIPT · TELEPROMPTER
Someone told me their roses died in two days, and I asked one question. Did you cut the stems? They didn't. Here's how to make flowers last. Cut the stems at an angle as soon as you get home. Pull off any leaves that sit under the water. Change the water every couple of days. Keep them away from sunny windows and your fruit bowl. Ripe fruit gives off a gas that makes flowers age faster. I'm [YOUR NAME] at [BUSINESS NAME]. Save this for the next time someone gives you flowers.
WHY IT WORKS · CASE STUDY
A florist films her hands trimming stems at the counter while explaining each step. The fruit bowl surprise sparks curiosity and gets shared. Customers see her as the expert who still helps after the sale, which builds loyalty and repeat orders.
MAKE IT FIT ANY INDUSTRY
A jewelry maker shows how to keep silver shiny. A car detailer shows how to make a wash last longer between visits.
#099 · What Not To Wear To Your Shoot
Storytelling · Best fit: Photographers & videographers · about 34 sec · On screen: Don't wear this to your shoot
SCRIPT · TELEPROMPTER
A family showed up to their photo shoot all wearing tiny stripes. On camera, the stripes started to shimmer and buzz. We saved it, but it taught me to send one tip to every client before the shoot. Wear solid colors or soft patterns. Pick two or three colors that go together, not matching outfits. Skip big logos. And bring a backup top in case of spills. I'm [YOUR NAME], a photographer in [CITY]. DM me [KEYWORD] and I'll send you my free what-to-wear guide.
WHY IT WORKS · CASE STUDY
A family photographer tells the story over a split screen of busy stripes next to calm solid outfits. Parents worry about looking bad in photos, so a clear guide removes stress. The free guide shows she plans ahead, which builds trust before anyone books.
MAKE IT FIT ANY INDUSTRY
A wedding planner shares what guests should know before the big day. A tattoo artist shares what to wear to an appointment for easy access.
#100 · The Tiny Drip That Wasn't Tiny
Storytelling · Best fit: Plumbers & electricians · about 36 sec · On screen: Do this 2-minute check monthly
SCRIPT · TELEPROMPTER
A homeowner ignored a tiny drip under her sink for months. By the time she called me, the cabinet floor was soft and ruined. The drip was never the real problem. Waiting was. So here's my two-minute check. Once a month, open the cabinet under every sink. Run your hand along the pipes. Look for water spots, a musty smell, or warped wood. If you see any of that, call someone that week. I'm [YOUR NAME] with [BUSINESS NAME] in [CITY]. Save this and set a monthly reminder today.
WHY IT WORKS · CASE STUDY
A plumber films himself kneeling at an open sink cabinet with a flashlight, walking through the check. The story creates stakes people can picture in their own home, and the free check shows honesty, so he becomes the first call when something goes wrong.
MAKE IT FIT ANY INDUSTRY
A roofer shares a monthly gutter check. An auto shop shares a two-minute check for tire wear and small fluid leaks.
#101 · Brush Your Dog The Right Way
Educational · Best fit: Pet groomers & vets · about 36 sec · On screen: You're brushing your dog wrong
SCRIPT · TELEPROMPTER
A fluffy dog came in so matted we had to shave him down. His owner said she brushed him every day. She did, but only the top layer. Here's how to brush the right way. Use a slicker brush first, then a comb. Lift the fur and brush from the skin out, one small section at a time. Check behind the ears, under the legs, and the belly. If the comb gets stuck, that's a knot starting. I'm [YOUR NAME] at [BUSINESS NAME]. Save this for your next brushing session.
WHY IT WORKS · CASE STUDY
A pet groomer films on the grooming table, showing a top layer that looks fine and the hidden knots underneath. Owners feel the stakes because they love their pets, and the reveal builds trust that this groomer notices what others miss.
MAKE IT FIT ANY INDUSTRY
A hair salon shows how to brush curly hair without breakage. A cleaning service shows the hidden spots people always forget to clean.
#102 · The Shoebox Full Of Receipts
Storytelling · Best fit: Accountants & tax preparers · about 36 sec · On screen: The shoebox client
SCRIPT · TELEPROMPTER
A client once handed me a shoebox stuffed with crumpled receipts and said good luck. Some were faded blank. Some were years old. We spent hours sorting what should have taken minutes. So here's the system I teach every client now. Snap a photo of each receipt the day you get it. Drop it into one folder on your phone, named by month. At the end of each month, spend [TIME] labeling them. That's it. I'm [YOUR NAME] at [BUSINESS NAME]. Comment [KEYWORD] and I'll send you my folder setup.
WHY IT WORKS · CASE STUDY
A tax preparer films a shoebox of mixed papers spilling onto a desk, then shows a clean phone folder. Small business owners instantly recognize their own mess, and the simple system builds belief that working with this preparer will make tax season calmer.
MAKE IT FIT ANY INDUSTRY
A cleaning service shows a simple weekly routine. A marketing agency shows how to keep brand photos in one folder so posting gets easy.
#103 · Lash Aftercare Fails, Ranked
Entertaining · Best fit: Nail & lash studios · about 35 sec · On screen: Worst lash aftercare fails
SCRIPT · TELEPROMPTER
I asked my clients what they did right after their lash appointment. Here are the worst answers. Number three, went straight to a hot yoga class. Number two, rubbed their eyes all night like they were tired. Number one, slept face down and woke up with lashes pointing sideways. Here's the right way. Keep them dry for the first day. Brush them gently every morning. Sleep on your back if you can. I'm [YOUR NAME] from [BUSINESS NAME]. Tell me in the comments which one you've done.
WHY IT WORKS · CASE STUDY
A lash artist counts down the funny answers with a straight face, then switches to real aftercare tips. The ranking creates curiosity to reach number one, the humor feels relatable, and clients who follow the tips keep their sets looking good longer.
MAKE IT FIT ANY INDUSTRY
A tattoo artist ranks the worst aftercare stories. A car detailer ranks the worst things people do right after a fresh ceramic coating.
#104 · What Pros Do When It Rains
Storytelling · Best fit: Wedding & event planners · about 35 sec · On screen: It rained. Nobody panicked.
SCRIPT · TELEPROMPTER
It started pouring ten minutes before the outdoor ceremony, and nobody panicked. Why? Because pros plan for the worst day, not the best one. That couple didn't even know we had tents on standby and umbrellas in their colors. Here's what I tell every couple. Ask your planner what the backup plan is for weather, late vendors, and lost rings. If they don't have an answer, that's your answer. I'm [YOUR NAME] with [BUSINESS NAME] in [CITY]. Save this and ask that question before you book anyone.
WHY IT WORKS · CASE STUDY
A wedding planner shares clips from a rainy day that still looked beautiful, then gives the one question to ask. Couples fear things going wrong on their big day, so staying calm under pressure is proof, and the question teaches them why planning matters.
MAKE IT FIT ANY INDUSTRY
A DJ shares the backup gear they always bring. A moving company shares their plan for when the elevator breaks on move day.
#105 · Chef Reacts To Home Cooking
Entertaining · Best fit: Restaurants & cafes · about 34 sec · On screen: Chef reacts to home cooking
SCRIPT · TELEPROMPTER
I watched my friend cook dinner and had to bite my tongue five times. First, she crowded the pan, so everything steamed instead of browning. Second, she flipped the chicken every ten seconds. Third, she cut it right away and all the juice ran out. Here's what chefs do differently. Give food space in the pan. Leave it alone so it can brown. Let meat rest a few minutes before cutting. I'm [YOUR NAME], chef at [BUSINESS NAME]. Share this with a friend who needs it.
WHY IT WORKS · CASE STUDY
A restaurant chef films a playful reaction next to a friend's messy stovetop, wincing at each mistake before showing the fix. The humor keeps people watching, the tips are useful right away, and viewers start to trust the kitchen that clearly knows the details.
MAKE IT FIT ANY INDUSTRY
A hair stylist reacts to at-home dye jobs. A contractor reacts to DIY shelf installs and shows the right way to hang them.
#106 · You're Watering Your Lawn Wrong
Educational · Best fit: Landscapers · about 36 sec · On screen: Stop watering your lawn at night
SCRIPT · TELEPROMPTER
My neighbor watered his lawn every evening and still had brown patches. He was doing the one thing that makes it worse. Here's how to water the right way. Water early in the morning, so less of it dries up in the sun. Water deeply a few times a week instead of a little every day. That pushes roots to grow deeper. And skip the evening, since grass that stays wet all night can invite problems. I'm [YOUR NAME] with [BUSINESS NAME] in [CITY]. Save this before your next heat wave.
WHY IT WORKS · CASE STUDY
A landscaper films early in the morning next to a sprinkler, comparing a healthy lawn with a patchy one. The neighbor story makes it relatable, and simple advice shows skill without selling, so homeowners remember who to call when the yard needs real work.
MAKE IT FIT ANY INDUSTRY
A pool service shares the best time to test water. A personal trainer shares why a few solid workouts can beat a little every day.
#107 · I Clean Before The Cleaner Comes
Entertaining · Best fit: Cleaning services · about 35 sec · On screen: Cleaning before the cleaner comes?
SCRIPT · TELEPROMPTER
Confession, my clients clean their house before I come to clean their house. And honestly, I get it. But let me save you the stress. Here's my cheat sheet for what to do before a cleaner arrives. Pick up clothes and toys so we can reach the floors. Put away anything valuable or private. Tell us the one room that matters most to you. That's all. Leave the scrubbing to us. I'm [YOUR NAME] with [BUSINESS NAME]. Tell me in the comments if you've done this too.
WHY IT WORKS · CASE STUDY
A house cleaner acts out a panicked client scrubbing before the appointment, then calmly lists the cheat sheet. The confession hook feels funny and familiar, and clear rules lower the embarrassment many people feel about hiring help, which makes booking feel easier.
MAKE IT FIT ANY INDUSTRY
A dentist jokes about things patients do the night before a visit. A photographer shares what to prep, and skip, before a home photo session.
#108 · Ask Your Agent This One Question
Storytelling · Best fit: Insurance agents · about 38 sec · On screen: Ask your agent this today
SCRIPT · TELEPROMPTER
A family found out what their policy didn't cover in the worst possible way. A pipe burst, and they learned their plan left out the exact thing they needed. They'd never asked. So here's the one question I want you to ask your agent this week. What is not covered by my policy? Not what's covered. What's not. Then ask them to show you in writing. It's a boring question that can save you a very hard day. I'm [YOUR NAME] with [BUSINESS NAME]. Share this with someone who hasn't looked at their policy in years.
WHY IT WORKS · CASE STUDY
An insurance agent tells the story at a kitchen table while holding a printed policy. The stakes are clear and a little scary, but the fix is simple. Teaching people to question their coverage builds deep trust, because the agent looks like someone on their side.
MAKE IT FIT ANY INDUSTRY
A lawyer shares one question to ask about any contract. A contractor shares what to ask about warranties before you sign anything.
#109 · Keep Your Silver From Turning Dark
Educational · Best fit: Jewelry makers · about 35 sec · On screen: Why your silver turns dark
SCRIPT · TELEPROMPTER
A customer brought back a ring saying it was fake because it turned dark. It wasn't fake. It was just living in her bathroom. Here's how to care for silver jewelry. Take it off before showers, pools and workouts. Put it on after lotion and perfume, not before. Store each piece in a small sealed bag so air can't reach it. And wipe it with a soft cloth after you wear it. I'm [YOUR NAME], maker at [BUSINESS NAME]. Save this so your favorite piece stays shiny.
WHY IT WORKS · CASE STUDY
A jewelry maker films a darkened ring next to a polished one, then shows the small storage bags she uses. Customers feel reassured the piece isn't cheap, and the care tips show she stands behind her work, which builds trust and repeat buyers.
MAKE IT FIT ANY INDUSTRY
A leather goods brand shares how to condition a bag. A furniture store shares how to keep wood tables from getting water stains.
#110 · The Tattoo That Healed Wrong
Storytelling · Best fit: Tattoo artists · about 36 sec · On screen: He went swimming. Big mistake.
SCRIPT · TELEPROMPTER
A client came back upset because his fresh tattoo looked patchy. Then he told me he went swimming two days after his session. That one choice cost him a touch-up. So here's what I tell everyone before they leave my chair. Follow your artist's aftercare steps exactly. Keep it clean and stay out of pools and the sun while it heals. Don't pick or scratch, even when it itches. And ask your artist every question before you walk out. I'm [YOUR NAME] at [BUSINESS NAME]. Save this for your next tattoo.
WHY IT WORKS · CASE STUDY
A tattoo artist tells the story while wrapping a fresh piece in the studio. Clients feel the stakes because a tattoo is permanent, and honest guidance shows the artist cares about the result long after payment, which builds loyalty and referrals.
MAKE IT FIT ANY INDUSTRY
A lash studio shares a client who ignored aftercare. A car detailer shares a car that got washed too soon after a fresh coating.
#111 · How To Brief a Designer
Storytelling · Best fit: Marketing agencies & designers · about 34 sec · On screen: Make it pop is not a brief
SCRIPT · TELEPROMPTER
A client asked for a logo that pops, and we went through [NUMBER] rounds. Nobody was wrong. We just didn't have a clear brief. So here's how to brief any designer in three steps. First, share three brands you love and say exactly why. Second, share one brand you hate and why. Third, describe your customer in one sentence. That's it. It saves time and money on both sides. I'm [YOUR NAME] at [BUSINESS NAME]. Comment [KEYWORD] and I'll send you my one-page brief template.
WHY IT WORKS · CASE STUDY
A design agency owner tells the story at a desk covered in rejected logo drafts, then lists the three steps. Business owners recognize their own vague requests, and the free template builds trust by showing the agency makes the process easier, not harder.
MAKE IT FIT ANY INDUSTRY
A contractor explains how to brief them for a remodel. A wedding photographer explains how couples should share a shot list before the day.
#112 · 3 Steps To Pick The Right Coach
Educational · Best fit: Coaches & consultants · about 37 sec · On screen: How to pick the right coach
SCRIPT · TELEPROMPTER
I once hired a coach with amazing posts and zero real results. It cost me [TIME] I'll never get back. Here's how to choose the right coach in three steps. Step one, ask to talk to a past client, not just read a review. Step two, ask what a normal week of working together looks like. Step three, ask what happens if it isn't working. Good coaches answer fast and don't get defensive. I'm [YOUR NAME], a coach at [BUSINESS NAME]. DM me [KEYWORD] if you want to ask me all three.
WHY IT WORKS · CASE STUDY
A business coach films a direct-to-camera confession about a bad hire, then teaches the three checks. Admitting a mistake builds trust, and inviting tough questions signals confidence. Prospects feel respected, which turns a doubtful viewer into a warm conversation.
MAKE IT FIT ANY INDUSTRY
A tutor shares how parents should choose a tutor. A personal trainer shares three questions to ask before signing up at any gym.
#113 · Packing Mistakes I See Every Week
Entertaining · Best fit: Moving companies · about 35 sec · On screen: Box labeled stuff. Really?
SCRIPT · TELEPROMPTER
Things I find when I show up to move people. A box labeled stuff. A box labeled misc, which is also stuff. A box of books so heavy two of us can't lift it. A lamp packed with the bulb still in. Here's my cheat sheet. Put heavy things in small boxes and light things in big ones. Label every box with the room and what's inside. Pack a first-night bag with chargers and toothbrushes. I'm [YOUR NAME] from [BUSINESS NAME]. Share this with someone who's moving soon.
WHY IT WORKS · CASE STUDY
A mover films a playful walkthrough of badly labeled boxes, reading each one out loud with a straight face. The humor makes it easy to share, and the cheat sheet gives real value, so people moving soon save it and remember the company when booking.
MAKE IT FIT ANY INDUSTRY
A cleaning service shows funny things they find under couches. An accountant jokes about file names clients send, then shares a simple naming system.
#114 · Why Your Cookies Spread Flat
Storytelling · Best fit: Bakeries · about 35 sec · On screen: Why your cookies go flat
SCRIPT · TELEPROMPTER
My first batch of cookies at [BUSINESS NAME] came out flat as pancakes. I almost quit that day. Turns out the recipe was fine. My butter was too warm. Here's what I learned. Use butter that's soft but still cool to the touch. Chill your dough for at least [TIME] before baking. And always let the pan cool between batches. A hot pan melts the dough before it can set. I'm [YOUR NAME], and these cookies are still our best sellers. Save this and try it this weekend.
WHY IT WORKS · CASE STUDY
A small bakery owner tells the story holding a tray of flat cookies next to a tray of perfect ones. The early failure makes her relatable, the fix is easy to try at home, and showing the struggle builds trust that she truly knows her craft.
MAKE IT FIT ANY INDUSTRY
A coffee shop shares why home espresso tastes sour. A hair salon shares why at-home curls fall flat by lunch.
#115 · The Rug Size Rule
Educational · Best fit: Interior designers · about 35 sec · On screen: Your rug is too small
SCRIPT · TELEPROMPTER
A client spent weeks picking the perfect sofa, then ruined it with a tiny rug. A rug that's too small makes a whole room feel cheap. Here's the rule I use. The front legs of your sofa and chairs should sit on the rug. Leave about [NUMBER] inches of bare floor around the edges of the room. In a dining room, chairs should stay on the rug even when pulled out. Measure before you buy. I'm [YOUR NAME] with [BUSINESS NAME]. Save this before your next rug purchase.
WHY IT WORKS · CASE STUDY
An interior designer films a room with a small floating rug, then swaps in the right size while explaining the rule. The before-and-after is instant proof, and a simple rule feels empowering, so homeowners trust her with bigger design decisions.
MAKE IT FIT ANY INDUSTRY
A florist shares the rule for vase height on a dining table. A sign shop shares how big letters must be to read from the street.
#116 · Things People Say About Our App
Entertaining · Best fit: Software & app startups · about 37 sec · On screen: Things new users tell us
SCRIPT · TELEPROMPTER
Things people tell me after they sign up for our app. It doesn't work, says the person who never finished setup. It's too complicated, says the person who skipped the two-minute tour. Can it do my taxes too? No. But here's the tip hiding in all of it. Before you judge any new tool, finish the setup and spend ten minutes with the tour. A lot of frustration comes from skipping step one. I'm [YOUR NAME], founder of [BUSINESS NAME]. Tell me in the comments the worst app setup you've ever had.
WHY IT WORKS · CASE STUDY
A software founder acts out a frustrated new user, then switches to a calm tip. The humor makes a boring product feel relatable, and the lesson quietly cuts support questions while showing new users the team understands their pain.
MAKE IT FIT ANY INDUSTRY
A gym does things new members say in week one. A printing shop does things customers say about blurry files, then shares the fix.
#117 · What To Bring To a Lawyer
Educational · Best fit: Lawyers · about 36 sec · On screen: Bring this to your first meeting
SCRIPT · TELEPROMPTER
A client showed up to our first meeting with nothing but a story. We needed papers, dates and names, so we had to book a second meeting. Here's what to bring to any first meeting with a lawyer. Write down a simple timeline of what happened. Bring every letter, email or contract tied to the issue. Make a list of the names and phone numbers of people involved. And write your questions down before you come. I'm [YOUR NAME] at [BUSINESS NAME]. Save this so your first meeting counts.
WHY IT WORKS · CASE STUDY
A family law attorney films a short checklist at her desk, holding a folder while explaining each item. People feel nervous about legal meetings, so a simple list lowers fear. Being organized and clear signals skill and makes the first call feel safer.
MAKE IT FIT ANY INDUSTRY
An accountant shares what to bring to a tax meeting. A contractor shares what homeowners should have ready before an estimate visit.
#118 · Read This Before You Book
Storytelling · Best fit: Hotels & short-term rentals · about 34 sec · On screen: Check this before you book
SCRIPT · TELEPROMPTER
A guest arrived at midnight and couldn't find the key box. She was standing in the rain, calling a number that went to voicemail. That wasn't at my place, but it's why I do things differently. Before you book any rental, check three things. Read the check-in steps before you arrive, not at the door. Look at the host's response time. And read the newest reviews first, not the best ones. I'm [YOUR NAME], host at [BUSINESS NAME]. Save this for your next trip.
WHY IT WORKS · CASE STUDY
A vacation rental host tells the story at their front door, then shows the clear check-in guide they send guests. Travelers worry about arrival problems, so this builds confidence. Teaching guests how to spot a good host makes their own listing look like the safe pick.
MAKE IT FIT ANY INDUSTRY
A travel agent shares what to check before booking a tour. A moving company shares which reviews to read before hiring any movers.
#119 · POV: Your First Yoga Class
Entertaining · Best fit: Yoga & pilates studios · about 36 sec · On screen: POV: your first yoga class
SCRIPT · TELEPROMPTER
POV, you walk into your first yoga class. You set up your mat in the front row. Everyone else is in the back. You forgot water. You're wearing loose shorts, and you just realized why that's a problem. Here's what I wish every beginner knew. Grab a spot in the middle so you can watch others. Wear clothes that fit close. Tell the teacher it's your first class. We want to help. I'm [YOUR NAME] at [BUSINESS NAME]. Share this with a friend who's scared to try their first class.
WHY IT WORKS · CASE STUDY
A yoga teacher acts out a nervous first-timer making small mistakes, then switches to teacher mode with gentle tips. Beginners laugh because they fear looking silly, and the kind advice makes the studio feel welcoming, turning curious viewers into first-time visitors.
MAKE IT FIT ANY INDUSTRY
A barber does POV for your first fade. A daycare does POV for a parent's first drop-off day, with three calming tips.
#120 · Stop Ruining Your Graphic Tees
Storytelling · Best fit: Fashion & streetwear brands · about 32 sec · On screen: Stop ruining your graphic tees
SCRIPT · TELEPROMPTER
My favorite shirt from our first drop cracked after three washes, and I was embarrassed. It was my own brand. So I tested everything and found how to make prints last. Turn the shirt inside out before washing. Use cold water. Skip the dryer and hang it to dry. Never iron right on the print. That's it. Now those steps are printed on a card in every order from [BUSINESS NAME]. I'm [YOUR NAME]. Save this before your next laundry day.
WHY IT WORKS · CASE STUDY
A streetwear brand owner tells the story holding the cracked tee next to a clean one, then shows the care card from the package. Admitting a mistake shows honesty, and the tip helps customers protect what they paid for, making the brand feel trustworthy.
MAKE IT FIT ANY INDUSTRY
A jewelry maker shares a care card story. A printing shop shares how to keep outdoor banners from fading in the sun.
5. Mistakes & Lessons
#121 · The Price I Was Scared to Charge
Storytelling · Best fit: Hair salons & barbers · about 40 sec · On screen: I was too scared to charge this
SCRIPT · TELEPROMPTER
For [NUMBER] years, I charged less than I was worth. I'm [YOUR NAME] from [BUSINESS NAME] in [CITY]. Back then I charged [PRICE] because I was scared people would walk away. I was booked solid and still broke. I was tired every single night. One day a regular told me I was the cheapest good [PRODUCT/SERVICE] in town, and it hit me. Cheap was my whole reputation. So I raised my price. A few people left. The right people stayed, and they started sending friends. If you're scared to raise your prices too, tell me in the comments what's stopping you.
WHY IT WORKS · CASE STUDY
A neighborhood barber films this at his empty chair after closing, talking about the years he undercharged. Viewers feel the stakes because almost every small owner has done it. The honesty builds trust, and new clients arrive already understanding why his price is what it is.
MAKE IT FIT ANY INDUSTRY
A dog groomer swaps in her old grooming price and a loyal client comment. A web designer uses the first site he built for almost nothing.
#122 · The Client I Lost and Why
Storytelling · Best fit: Marketing agencies & designers · about 40 sec · On screen: How I lost my biggest client
SCRIPT · TELEPROMPTER
I lost my biggest client, and honestly, it was my fault. I'm [YOUR NAME], and at [BUSINESS NAME] we do [PRODUCT/SERVICE]. This client was paying most of our bills. I got comfortable. I stopped checking in. I sent reports late and figured the work spoke for itself. Then one Monday they emailed to say they were moving on. No fight. They just felt forgotten. That hurt more than losing the money. Now every client hears from me every [TIME], even when nothing's wrong. Follow for part two, where I tell you what I said when I called them back.
WHY IT WORKS · CASE STUDY
A small design studio owner tells this story at her desk with the old email open on screen. Admitting fault is rare, so viewers stop scrolling. Current and future clients feel reassured that she learned the lesson and now communicates without being chased.
MAKE IT FIT ANY INDUSTRY
An accountant tells how a client left over slow replies. A personal trainer shares the member who quit because he never followed up.
#123 · My Worst Day in Business
Storytelling · Best fit: Restaurants & cafes · about 41 sec · On screen: The worst day of my business
SCRIPT · TELEPROMPTER
The worst day of my business started with one broken fridge. I'm [YOUR NAME], owner of [BUSINESS NAME]. It was a Friday, our busiest night. The cooler died overnight and we lost almost everything inside. Guests were already booked. I wanted to lock the doors and cry. Instead, my team and I ran to the market, rewrote the menu in an hour, and served a smaller dinner at a lower price. People still talk about that night. I learned a bad day doesn't have to be the end of the story. Tell me in the comments about your worst day at work.
WHY IT WORKS · CASE STUDY
A family cafe owner films this in the kitchen, pointing at the new cooler. The mid-disaster setup creates tension, and the recovery shows grit. Locals feel like insiders who know the real story, which builds loyalty far beyond a menu post.
MAKE IT FIT ANY INDUSTRY
A florist tells about the van that broke down on a wedding day. A mover shares the truck that got stuck on a narrow street.
#124 · The Lie I Told Myself
Storytelling · Best fit: Gyms & personal trainers · about 39 sec · On screen: The lie that kept me small
SCRIPT · TELEPROMPTER
I told myself I didn't need social media to grow. I'm [YOUR NAME] from [BUSINESS NAME] in [CITY]. I thought if my [PRODUCT/SERVICE] was good enough, people would just find me. So I hid. I waited for word of mouth. For [TIME], it barely moved. Meanwhile, people who were less skilled but more visible were getting the clients I wanted. The truth hurt. Good work you never show is invisible work. So I started posting, badly at first. That's the same reason you're watching this right now. Save this if you've been telling yourself the same lie.
WHY IT WORKS · CASE STUDY
A personal trainer films this between sessions in a quiet gym. Viewers recognize their own excuse in his words, which creates instant connection. The confession makes him feel human and approachable, so shy beginners feel safer reaching out to him.
MAKE IT FIT ANY INDUSTRY
A jewelry maker admits she hid her work for years. A plumber confesses he thought ads were a waste until a competitor took his area.
#125 · What I'd Tell My Younger Self
Storytelling · Best fit: Bakeries · about 40 sec · On screen: Dear younger me
SCRIPT · TELEPROMPTER
If I could talk to myself in [YEAR YOU STARTED], I'd say three things. I'm [YOUR NAME], and I started [BUSINESS NAME] with almost nothing. One, stop working for free just to be liked. Two, write everything down, even the small orders. Three, your first bad review is not the end of the world. I spent so many nights worried I wasn't good enough. I cried over burnt batches and empty days. That younger me had no idea people would one day line up for this. Share this with a friend who's just starting out and needs to hear it.
WHY IT WORKS · CASE STUDY
A home baker films this while shaping dough, speaking gently to her past self. The warm, reflective tone makes viewers feel something. New bakers see themselves in her, and customers feel proud to support someone who kept going through the hard years.
MAKE IT FIT ANY INDUSTRY
A tattoo artist speaks to his apprentice self about pricing. A realtor tells her first-year self to stop chasing every lead.
#126 · The Risk That Almost Failed
Storytelling · Best fit: Food trucks · about 40 sec · On screen: I almost lost everything
SCRIPT · TELEPROMPTER
I spent my whole savings on this and almost lost it all. I'm [YOUR NAME], and this is [BUSINESS NAME]. Everyone told me to keep my safe job. I didn't listen. For the first [TIME], almost nobody came. I parked in the wrong spots. I made too much food and threw a lot of it away. I was one bad month from selling everything. Then one [CUSTOMER] posted about us and people started showing up. I still get nervous thinking how close it was. Follow for part two and I'll tell you the one change that turned it around.
WHY IT WORKS · CASE STUDY
A food truck owner films this from the service window before opening. The high stakes and near miss keep viewers watching to the end. The part-two hook builds curiosity, and new customers feel invested in the underdog they now know.
MAKE IT FIT ANY INDUSTRY
A streetwear founder shares the first big order he paid for upfront. A startup founder tells how she quit her job before the app worked.
#127 · The Night I Almost Quit
Storytelling · Best fit: Photographers & videographers · about 40 sec · On screen: The night I almost quit
SCRIPT · TELEPROMPTER
There was a night I typed out a message saying I was shutting down. I'm [YOUR NAME], and I run [BUSINESS NAME]. I had just finished a job where nothing went right. The client wasn't happy. I was tired, behind on bills, and doubting everything. I sat there for an hour, ready to hit send. Then I scrolled back through my old work and saw how far I'd come. I deleted the message. That was [TIME] ago. Today I've worked with [NUMBER] clients. If you're close to quitting tonight, DM me [KEYWORD] and I'll send you what helped me.
WHY IT WORKS · CASE STUDY
A wedding photographer films this late at night with only a desk lamp on. The quiet, honest scene feels like a secret shared. Other creatives feel less alone, and couples see a person with heart behind the camera, which builds deep trust.
MAKE IT FIT ANY INDUSTRY
A yoga teacher shares the empty class that almost ended her studio. A contractor describes the job that made him want to sell his tools.
#128 · The Review That Hurt
Storytelling · Best fit: Auto repair & detailing · about 37 sec · On screen: Reading my worst review
SCRIPT · TELEPROMPTER
One bad review taught me more than a hundred good ones. I'm [YOUR NAME] from [BUSINESS NAME]. A customer wrote that we rushed their car and didn't explain anything. My first reaction was anger. I wanted to argue. But I read it again, and they were right. We were busy and I skipped the part where I talk people through the job. So I called them. I apologized and fixed it. Now every customer gets a quick walk-through before they leave. Tell me in the comments, what's the worst review you ever got?
WHY IT WORKS · CASE STUDY
An auto shop owner films this beside a car on the lift, reading the review out loud. Owning a mistake in public shows integrity. Viewers trust him more than shops with perfect ratings, because they know he listens and fixes things.
MAKE IT FIT ANY INDUSTRY
A dentist reads a review about long wait times and how she changed. A hotel host shares a guest complaint that fixed their check-in.
#129 · I Said Yes to Everything
Storytelling · Best fit: Wedding & event planners · about 41 sec · On screen: Why I stopped saying yes
SCRIPT · TELEPROMPTER
Saying yes to every client almost ruined my business. I'm [YOUR NAME], and I run [BUSINESS NAME] in [CITY]. At the start, I took every job. Wrong budget, wrong style, wrong vibe. It didn't matter. I was scared to say no. So I was stressed, my work got worse, and the clients I actually wanted never found me. One event went so badly I almost gave up. That's when I learned saying no is part of doing great work. Now I only take [NUMBER] events a month. Book at the link in bio if you're the kind of client I love working with.
WHY IT WORKS · CASE STUDY
An event planner films this while setting a table for a real event. Her honesty about saying no sets clear expectations. Dream clients feel chosen and special, while poor-fit clients filter themselves out before ever sending an inquiry.
MAKE IT FIT ANY INDUSTRY
A photographer shares why she stopped shooting every genre. A coach explains why he turned down clients who wanted quick fixes.
#130 · The Order I Completely Messed Up
Storytelling · Best fit: Florists · about 40 sec · On screen: I sent the wrong flowers
SCRIPT · TELEPROMPTER
I once delivered the wrong flowers to a funeral. I'm [YOUR NAME], owner of [BUSINESS NAME]. It was a busy week, two orders got mixed up, and a grieving family got bright party colors. I found out when the daughter called me crying. My stomach dropped. I drove over with the right arrangement myself and apologized face to face. She hugged me. That day I built a simple checklist every order goes through now, no matter how busy we get. Mistakes will happen. How you fix them is what people remember. Save this if you run a busy shop.
WHY IT WORKS · CASE STUDY
A florist tells this story while arranging a sympathy bouquet. The emotional stakes are high, which grabs attention. Showing how she fixed it proves her care, and customers feel safe trusting her with their most important moments.
MAKE IT FIT ANY INDUSTRY
A bakery owner tells about the misspelled birthday cake. A print shop owner shares the banner with the wrong date and how they fixed it.
#131 · I Hid Behind My Logo
Storytelling · Best fit: Real estate agents · about 40 sec · On screen: I hid behind my logo
SCRIPT · TELEPROMPTER
For years, I never showed my face online. I'm [YOUR NAME], and I help people in [CITY] with [PRODUCT/SERVICE]. I only posted listings and my logo. I thought it looked more professional. But nobody felt like they knew me. People don't hire a logo. They hire a person they trust. The first time I posted a video of myself, I almost deleted it. That video brought me my first message from a stranger who said I seemed easy to talk to. Now I show up every week. Follow along if you want to get to know the person behind [BUSINESS NAME].
WHY IT WORKS · CASE STUDY
A real estate agent films this in her car before a showing. Admitting she hid makes her feel relatable. Buyers want to trust the person guiding a huge decision, and seeing her face and hearing her voice builds that trust early.
MAKE IT FIT ANY INDUSTRY
An insurance agent admits he only posted quotes and stock photos. A lawyer shares how showing her face made new clients less nervous.
#132 · The Money I Wasted
Storytelling · Best fit: Fashion & streetwear brands · about 38 sec · On screen: My most expensive mistake
SCRIPT · TELEPROMPTER
My first [PRODUCT/SERVICE] order is still sitting in boxes in my closet. I'm [YOUR NAME], founder of [BUSINESS NAME]. I spent [PRICE] on a huge batch because I was sure everyone would want it. I didn't test anything. I didn't ask a single customer. I just guessed. It barely sold. For months, those boxes reminded me of my ego. Now I make small drops, ask my followers what they want, and only then order more. That mistake taught me to listen first. Comment [KEYWORD] if you want me to show you how I test ideas now.
WHY IT WORKS · CASE STUDY
A streetwear founder films this surrounded by old unsold boxes. The visual proof makes the confession real and funny. Followers feel involved in future drops, so they vote, comment and buy because they helped shape the product.
MAKE IT FIT ANY INDUSTRY
A candle brand shows the scent nobody bought. A cafe owner shares the fancy machine she bought before checking what customers wanted.
#133 · 3 Mistakes I Made Starting Out
Educational · Best fit: Contractors & remodelers · about 38 sec · On screen: 3 mistakes that cost me
SCRIPT · TELEPROMPTER
Here are three mistakes that cost me the most when I started. I'm [YOUR NAME] from [BUSINESS NAME]. Mistake one, I gave quotes without seeing the job in person. I lost money on surprises every time. Mistake two, I didn't put changes in writing. Clients remembered things differently than I did. Mistake three, I didn't take before and after photos. I had great work and no proof of it. If you're just starting in [YOUR INDUSTRY], fix these three first and you'll save yourself a lot of stress. Save this so you don't repeat my mistakes.
WHY IT WORKS · CASE STUDY
A remodeler films this on an active job site, holding up fingers for each mistake. The numbered list is easy to follow and feels useful. Homeowners also learn what a careful contractor does, which quietly builds trust in his process.
MAKE IT FIT ANY INDUSTRY
A photographer lists skipping contracts, deposits and backups. A cleaning service owner shares underpricing, no checklists and no reviews.
#134 · The Thing I Stopped Doing
Educational · Best fit: Cleaning services · about 39 sec · On screen: I stopped doing this
SCRIPT · TELEPROMPTER
The best decision I made this year was to stop doing one thing. I'm [YOUR NAME], and I run [BUSINESS NAME]. I stopped giving prices over text without asking questions first. Every home is different. When I guessed, I either lost money or the client felt tricked later. Now I ask [NUMBER] quick questions before every quote. How big, how often, any pets, anything special. My quotes are fair, and clients know exactly what they're getting. If you run a service business, try this this week. Tell me in the comments what you're going to stop doing.
WHY IT WORKS · CASE STUDY
A cleaning business owner films this while packing her supply caddy. Viewers learn a practical tip they can use right away. Customers also see her as fair and thoughtful, which makes a clear quote feel honest instead of pushy.
MAKE IT FIT ANY INDUSTRY
A landscaper stops quoting from street photos. A marketing consultant stops sending proposals before a discovery call.
#135 · The Mistake That Costs You Regulars
Educational · Best fit: Coffee shops · about 34 sec · On screen: Why your regulars stop coming
SCRIPT · TELEPROMPTER
Most small shops lose regulars because of one tiny mistake. I made it for years. I'm [YOUR NAME] from [BUSINESS NAME]. I never learned my customers' names. I knew their orders, but not them. People don't come back just for [PRODUCT/SERVICE]. They come back because they feel seen. Once my team started using names and asking one real question, our regulars started staying longer and bringing friends. It costs nothing. It takes five seconds. Share this with a friend who runs a small shop.
WHY IT WORKS · CASE STUDY
A coffee shop owner films this behind the counter, greeting a regular by name mid-video. The small, simple fix feels doable for anyone. Viewers feel warmth and belonging, which is exactly what makes a local shop worth choosing over a chain.
MAKE IT FIT ANY INDUSTRY
A pet groomer learns every dog's name and quirk. A boutique owner remembers each shopper's size and style.
#136 · What I'd Do Differently on Day One
Educational · Best fit: E-commerce product brands · about 34 sec · On screen: If I started over tomorrow
SCRIPT · TELEPROMPTER
If I started my brand again tomorrow, here's exactly what I'd do differently. I'm [YOUR NAME], founder of [BUSINESS NAME]. First, I'd build an email list before launch, not after. Second, I'd start with one product, not [NUMBER]. Third, I'd post behind the scenes from day one, because people buy stories, not just products. I did the opposite of all three and it slowed me down for a long time. Learn from my mistakes, not your own. Comment [KEYWORD] and I'll send you my launch checklist.
WHY IT WORKS · CASE STUDY
A skincare product founder films this while packing orders at her kitchen table. The clear, practical list gives viewers real value. Sharing hindsight positions her as experienced, and the checklist offer turns curious viewers into warm leads.
MAKE IT FIT ANY INDUSTRY
A gym owner lists what he'd do before opening doors. A real estate agent shares what she'd change in her first year.
#137 · Stop Copying the Big Brands
Educational · Best fit: Beverage & snack brands · about 33 sec · On screen: Stop copying big brands
SCRIPT · TELEPROMPTER
My biggest early mistake was trying to look like a giant brand. I'm [YOUR NAME] from [BUSINESS NAME]. I copied their ads, their colors, their fancy words. But I didn't have their money, so it just looked like a cheaper version. Nobody cared. What finally worked was the stuff big brands can't do. Showing my face. Telling the real story of how [PRODUCT/SERVICE] started. Answering every comment. Small is your advantage, not your weakness. Follow for more lessons I learned the hard way.
WHY IT WORKS · CASE STUDY
A small snack brand founder films this in her tiny production space. The contrast with polished big brands makes her story stand out. Viewers root for the underdog and feel a personal connection that no huge brand can offer.
MAKE IT FIT ANY INDUSTRY
A local gym stops copying national chains. A small law office stops using stiff corporate language and speaks plainly instead.
#138 · The Contract I Didn't Write
Educational · Best fit: Interior designers · about 34 sec · On screen: The handshake that cost me
SCRIPT · TELEPROMPTER
Skipping one simple document cost me weeks of free work. I'm [YOUR NAME] from [BUSINESS NAME]. Early on, I started projects with just a handshake. Then a client kept asking for changes, again and again. I had nothing in writing about how many revisions were included. So I did them all for free. Now every project starts with a clear agreement. What's included, how many changes, and when payment is due. It protects both of us. Save this if you still start projects on a handshake.
WHY IT WORKS · CASE STUDY
An interior designer films this at her mood board wall. The painful lesson feels relatable to anyone who has been taken advantage of. Clients see her as organized and professional, and fellow creatives trust her advice because she lived it.
MAKE IT FIT ANY INDUSTRY
A videographer shares unlimited edits gone wrong. A web designer explains how a missing scope turned a small site into a huge project.
#139 · Why I Stopped Running Discounts
Educational · Best fit: Nail & lash studios · about 36 sec · On screen: I stopped doing discounts
SCRIPT · TELEPROMPTER
I stopped running discounts, and my studio got busier. I'm [YOUR NAME] from [BUSINESS NAME]. I used to post a sale every time things got slow. People came for the deal, then disappeared until the next one. I was training clients to wait. So I stopped. Instead, I added small extras for loyal clients, like a free touch-up or first pick of new designs. Now my regulars book ahead and stay. Discounts attract deal hunters. Care attracts loyal clients. Tell me in the comments if you've felt this too.
WHY IT WORKS · CASE STUDY
A lash artist films this while setting up her station. The counterintuitive hook makes people stop and listen. Other owners learn a new approach, and clients feel valued for loyalty instead of being trained to wait for sales.
MAKE IT FIT ANY INDUSTRY
A restaurant swaps coupon days for a regulars-only tasting night. A clothing boutique rewards repeat shoppers with early access instead of markdowns.
#140 · The Question I Never Asked
Educational · Best fit: Accountants & tax preparers · about 38 sec · On screen: The question I forgot to ask
SCRIPT · TELEPROMPTER
For years, I forgot to ask clients one simple question. I'm [YOUR NAME] from [BUSINESS NAME]. I never asked, what else is going on in your life this year? New baby, new house, side job. I just worked with the papers they handed me. Then a client mentioned a big change months too late, and we had to redo everything. Now it's the first thing I ask. The small details people forget often matter most. If you do any kind of service, ask better questions up front. Follow for more lessons from my desk.
WHY IT WORKS · CASE STUDY
A tax preparer films this at his desk with a stack of folders. The simple lesson shows he pays attention to the whole person. Clients feel understood and cared for, which builds trust in a field where people often feel nervous.
MAKE IT FIT ANY INDUSTRY
A hairstylist asks about upcoming events before every cut. A travel agent asks about past trips before suggesting a new one.
#141 · The Hiring Mistake I Won't Repeat
Educational · Best fit: Landscapers · about 36 sec · On screen: My worst hiring decision
SCRIPT · TELEPROMPTER
I hired my first employee for the worst possible reason. I'm [YOUR NAME] from [BUSINESS NAME]. I was overwhelmed, so I hired the first person who said yes. No trial day. No clear job list. Within [TIME], jobs were late and a client was upset. That was on me, not him. Now every new hire does a paid trial day, gets a written checklist, and works next to me first. Slow hiring feels painful, but bad hiring hurts more. DM me [KEYWORD] if you want my simple new-hire checklist.
WHY IT WORKS · CASE STUDY
A landscaping owner films this while loading equipment onto a trailer. Taking the blame himself makes the story trustworthy. Other small owners learn a real process, and clients feel confident his crew is trained before touching their yard.
MAKE IT FIT ANY INDUSTRY
A salon owner shares hiring a stylist without a test cut. A cafe owner explains hiring for speed and skipping training.
#142 · I Ignored My Reviews
Educational · Best fit: Dentists · about 34 sec · On screen: I ignored my reviews
SCRIPT · TELEPROMPTER
I ignored my online reviews for years, and that was a mistake. I'm [YOUR NAME] from [BUSINESS NAME]. I thought good care was enough. But new patients in [CITY] were reading those reviews before they ever called us. Some old comments had no reply at all. It looked like we didn't care. Now we thank people for every kind review and answer every concern politely. Reviews are often the first time people meet you. Save this and go reply to your last three reviews today.
WHY IT WORKS · CASE STUDY
A family dentist films this in a calm, empty treatment room. The admission feels honest and humble. New patients, who are often nervous, see a practice that listens and responds, which makes booking a first visit feel less scary.
MAKE IT FIT ANY INDUSTRY
A roofer starts replying to every storm-season review. A hotel owner answers each guest comment with a thank-you and a fix.
#143 · Things I Believed as a Beginner
Entertaining · Best fit: Tattoo artists · about 32 sec · On screen: Things I believed as a beginner
SCRIPT · TELEPROMPTER
Things I honestly believed when I started [BUSINESS NAME]. I'm [YOUR NAME], and yes, I was this clueless. I believed good work sells itself. It doesn't. I believed I could work every day with no breaks. My back says no. I believed every client knew what they wanted. They usually don't, and that's my job. I believed I'd never need to post online. Well, here I am. Tell me in the comments one thing you believed when you started.
WHY IT WORKS · CASE STUDY
A tattoo artist films this as a quick-cut list, pulling a funny face after each belief. The humor makes the lessons easy to watch. Viewers relate, laugh and comment their own, which spreads the video and makes the artist feel approachable.
MAKE IT FIT ANY INDUSTRY
A realtor lists beliefs like every showing leads to a sale. A baker jokes she thought she'd eat the leftovers every night.
#144 · POV: My Very First Client
Entertaining · Best fit: Pet groomers & vets · about 36 sec · On screen: POV: my very first client
SCRIPT · TELEPROMPTER
Let me tell you about my very first client, because it was a disaster. I'm [YOUR NAME] from [BUSINESS NAME]. I was so nervous I forgot my own prices. The client was a tiny [CUSTOMER] who wouldn't sit still for one second. I dropped my tools twice. I said sorry about fifty times. At the end, the owner laughed and booked again anyway. Now I've seen [NUMBER] clients and I still remember that day. Everyone starts somewhere awkward. Share this with a friend who's nervous about their first client.
WHY IT WORKS · CASE STUDY
A pet groomer acts out her nervous first appointment, then shows a calm groom today. The funny before-and-after shows growth without bragging. Pet owners laugh and feel her warmth, which matters when trusting someone with a family pet.
MAKE IT FIT ANY INDUSTRY
A driving tutor acts out the first student who hit a cone. A DJ shows the first gig where his speaker died mid-song.
#145 · Rating My Worst Business Decisions
Entertaining · Best fit: Boutique retail · about 32 sec · On screen: Rating my worst decisions
SCRIPT · TELEPROMPTER
I'm rating my worst business decisions from one to ten. I'm [YOUR NAME], owner of [BUSINESS NAME]. Ordering [NUMBER] of an item nobody wanted, that's a seven. Opening on a holiday when the whole street was closed, a five, it was lonely. Hiring my friend without a plan, an eight, we're still friends though. Waiting [TIME] to start posting online, that's a ten. That one cost me the most. Tell me in the comments what number your worst decision would get.
WHY IT WORKS · CASE STUDY
A boutique owner films this holding up handwritten score cards. The rating format is playful and easy to follow. Viewers laugh along, feel like friends, and comment their own scores, which boosts reach and makes the shop feel personal.
MAKE IT FIT ANY INDUSTRY
A cafe owner rates her menu flops from one to ten. A software founder rates the features he built that nobody ever used.
#146 · Me Then vs Me Now
Entertaining · Best fit: Yoga & pilates studios · about 33 sec · On screen: Me then vs me now
SCRIPT · TELEPROMPTER
Me when I started [BUSINESS NAME] versus me now. I'm [YOUR NAME]. Then, I taught to an empty room and pretended it was fine. Now, I teach [NUMBER] people a week and still get nervous. Then, I said yes to every time slot, even five in the morning. Now, I protect my rest. Then, I thought I had to know everything. Now, I just keep learning. Growth isn't pretty. It's small steps. Follow if you're somewhere between your then and your now.
WHY IT WORKS · CASE STUDY
A pilates instructor films this as a split-screen, old clip on one side, new class on the other. The contrast is fun and quietly shows her growth. Viewers find it encouraging, and prospective students trust a teacher who stayed consistent.
MAKE IT FIT ANY INDUSTRY
A barber shows his first shaky fade next to today's. A landscaper shows his old pickup next to his current crew truck.
#147 · Confessions I Never Posted
Entertaining · Best fit: Coaches & consultants · about 34 sec · On screen: Confessions I never posted
SCRIPT · TELEPROMPTER
Here are some confessions I've never said online before. I'm [YOUR NAME] from [BUSINESS NAME]. Confession one, I've googled answers during a client call. Confession two, my first [PRODUCT/SERVICE] had typos on the sales page. Confession three, I once priced a package by guessing what sounded nice. Confession four, I still get nervous before every new client call. None of this made me bad at my job. It made me real. DM me [KEYWORD] and tell me your own confession, I'll keep it between us.
WHY IT WORKS · CASE STUDY
A business coach films this in a casual hoodie with a coffee, whispering some lines like a secret. The playful honesty breaks the expert mask. Viewers feel closer to him, and the private DM prompt opens real one-on-one conversations.
MAKE IT FIT ANY INDUSTRY
A chef confesses she ate cereal for dinner after a big service. A financial planner admits he forgot his own password twice this week.
#148 · Red Flags I Ignored
Entertaining · Best fit: Printing & sign shops · about 34 sec · On screen: Red flags I ignored
SCRIPT · TELEPROMPTER
Red flags I ignored that I will never ignore again. I'm [YOUR NAME] from [BUSINESS NAME]. The client who said, this should only take five minutes, right? Red flag. The one who needed it tomorrow but sent the file next week. Red flag. The one who wanted the logo bigger, then smaller, then bigger again. Red flag. And me, saying yes to all of them with a smile. Biggest red flag of all. Share this with a friend who has had a client like this.
WHY IT WORKS · CASE STUDY
A sign shop owner acts out each client type with a red flag emoji-style prop. The skit is relatable for anyone in a service job. Viewers share it with friends, and good clients laugh while quietly learning how to work with him well.
MAKE IT FIT ANY INDUSTRY
A contractor lists clients who say they'll just watch. A lash artist lists clients who show up late and ask for a full set.
#149 · Things That Would Make Day-One Me Panic
Entertaining · Best fit: Hotels & short-term rentals · about 32 sec · On screen: Day-one me would panic
SCRIPT · TELEPROMPTER
Things that would have made day-one me panic, and now I just shrug. I'm [YOUR NAME] from [BUSINESS NAME]. A guest checking in at midnight? Used to panic. Now, I have a lockbox. A three-star review? Used to lose sleep. Now, I read it, fix it and move on. A slow month? Used to think it was over. Now, I plan for it. Experience doesn't stop problems. It just makes them smaller. Follow for more lessons from hosting in [CITY].
WHY IT WORKS · CASE STUDY
A vacation rental host films this with calm reactions as problems pop up on screen. The contrast between old panic and new calm is funny and relatable. Guests feel reassured they're in experienced hands, and other hosts pick up useful habits.
MAKE IT FIT ANY INDUSTRY
A wedding planner shows how she handles a late vendor now. A chiropractor jokes about the double bookings that used to ruin his day.
#150 · Guess What This Mistake Cost Me
Entertaining · Best fit: Plumbers & electricians · about 32 sec · On screen: Guess what this cost me
SCRIPT · TELEPROMPTER
Guess what this tiny mistake ended up costing me. I'm [YOUR NAME] from [BUSINESS NAME]. Early on, I skipped one small step because I was running late. I didn't double check a fitting. One tiny drip turned into a callback, a ruined ceiling and a very unhappy [CUSTOMER]. I fixed it all at my own cost, [PRICE] total. Now I check everything twice, no matter how late I am. Drop your guess in the comments before you watch the end.
WHY IT WORKS · CASE STUDY
An electrician films this holding the small part that caused the problem. The guessing game keeps people watching for the answer. Homeowners appreciate that he paid for his own mistake, which shows honesty and makes him feel safe to hire.
MAKE IT FIT ANY INDUSTRY
A web developer shares the typo that broke a checkout page. A detailer reveals the wrong product that stained a seat.
6. Customers & Proof
#151 · The customer who almost didn't come
Storytelling · Best fit: Hair salons & barbers · about 40 sec · On screen: She almost drove away
SCRIPT · TELEPROMPTER
[CUSTOMER] sat in her car outside my shop for ten minutes before walking in. She told me later she almost drove away. She'd had a bad experience somewhere else and didn't trust anyone with her hair anymore. So we didn't rush. We talked first. I showed her exactly what I'd do before I picked up a single tool. An hour later she looked in the mirror and went quiet. Then she smiled. She's been back every [TIME] since, and she said I could share this. If you've been nervous to try somewhere new, DM me [KEYWORD] and we'll talk first.
WHY IT WORKS · CASE STUDY
A barber films this story in an empty chair after closing, with the client's permission. It works because nervous new customers see their own fear in the story, and the calm first-visit process builds trust before they ever book.
MAKE IT FIT ANY INDUSTRY
A dentist shares a nervous patient's first visit story. A personal trainer tells about a client who was scared to walk into a gym.
#152 · My most memorable customer ever
Storytelling · Best fit: Restaurants & cafes · about 39 sec · On screen: She stopped showing up
SCRIPT · TELEPROMPTER
The most memorable customer I've ever had ordered the same thing for [NUMBER] years. [CUSTOMER] came in every week, sat at the same table, and ordered [PRODUCT/SERVICE]. Then one week, she didn't show up. Or the next. I got worried. When she finally came back, she told me she'd been going through a hard time, and this table was the one normal thing in her week. That's when I realized we don't just sell food. We sell a place to belong. She said I could tell you that. Tell me in the comments who your favorite regular is.
WHY IT WORKS · CASE STUDY
A cafe owner tells this while wiping down the regular's usual table. It works because it turns a small business into a place people feel they belong, and viewers remember feelings far longer than menu items.
MAKE IT FIT ANY INDUSTRY
A barber tells about a client who never missed a Saturday. A gym owner shares a member who came every morning at six.
#153 · Why they chose us over cheaper
Storytelling · Best fit: Contractors & remodelers · about 40 sec · On screen: We were the most expensive
SCRIPT · TELEPROMPTER
[CUSTOMER] got three quotes, and ours was the most expensive. She hired us anyway. I asked her why, and she gave me permission to share her answer. She said the cheaper guys told her what she wanted to hear. We told her about the [MISTAKE] hiding behind her wall before we even started. She said that one honest answer made her trust everything else we said. [TIME] later, her [PRODUCT/SERVICE] is done, on time, with no surprise bills. Cheap is easy to sell. Honest is what people remember. Comment [KEYWORD] if you want the questions to ask before you hire anyone.
WHY IT WORKS · CASE STUDY
A remodeler films this on the finished job site with the homeowner's okay. It works because it handles the price objection head-on, and honesty shown through a real customer's words feels more believable than any sales pitch.
MAKE IT FIT ANY INDUSTRY
A wedding photographer explains why a couple picked them over cheaper options. A lawyer shares why a client chose clear advice over a low fee.
#154 · The regular since day one
Storytelling · Best fit: Coffee shops · about 37 sec · On screen: My first customer ever
SCRIPT · TELEPROMPTER
[CUSTOMER] was my very first customer, and she still comes in every morning. On day one, I had no sign, half a menu, and I was shaking so much I spilled her [PRODUCT/SERVICE]. She laughed, told me to take my time, and came back the next day. And the next. She's watched this place grow from nothing into [BUSINESS NAME]. She's the reason I didn't quit that first hard year. She said I could share this, so here it is. Thank you. Share this with the friend who was your first real supporter.
WHY IT WORKS · CASE STUDY
A coffee shop owner films this at opening time, with the first customer sitting in frame if she agrees. It works because origin stories plus loyalty show staying power, and viewers trust a place its regulars have backed for years.
MAKE IT FIT ANY INDUSTRY
A tattoo artist thanks the first person who trusted them with ink. A software founder thanks the first user who kept paying through the bugs.
#155 · The referral chain story
Storytelling · Best fit: Real estate agents · about 42 sec · On screen: One client became many
SCRIPT · TELEPROMPTER
One client turned into [NUMBER] more, and I never ran a single ad for them. [CUSTOMER] bought her first home with me in [CITY]. It wasn't easy. We lost two offers before we won the third. A few months later, her sister called me. Then her coworker. Then her neighbor. When I asked her why she kept sending people my way, she said I answered her texts at 10 p.m. when she was panicking. That's it. Not the price. Not the listing. Showing up. She gave me the okay to share this. Follow for part two, where I tell you about her sister's crazy deal.
WHY IT WORKS · CASE STUDY
A real estate agent films this outside a first client's home with permission. It works because referrals are proof that someone risked their own reputation on you, and the small detail about late-night texts shows how the agent actually treats people.
MAKE IT FIT ANY INDUSTRY
A cleaning service shows how one client led to a whole street. A photographer shows how one wedding led to the bridesmaids' weddings.
#156 · The customer who came back years later
Storytelling · Best fit: Tattoo artists · about 41 sec · On screen: She came back with her daughter
SCRIPT · TELEPROMPTER
A client walked in last week that I hadn't seen in [NUMBER] years. [CUSTOMER] got her first tattoo with me when she was nervous and unsure. Last week, she came back with her daughter, who wanted her first one too. Same chair. Same nerves. Same questions. I realized I wasn't just doing tattoos. I was part of their family story now. She told me I could share this, and her daughter wanted to be in the video. That's the kind of work I want to do forever. If you've got a story like that with someone you trust, tell me in the comments.
WHY IT WORKS · CASE STUDY
A tattoo artist films this after a session, with both clients' permission. It works because a returning customer bringing family is the strongest trust signal there is, and it shows the artist is safe for first-timers.
MAKE IT FIT ANY INDUSTRY
A hair stylist tells about cutting three generations. A family dentist shares a patient who now brings their own kids.
#157 · The review that made me cry
Storytelling · Best fit: Bakeries · about 44 sec · On screen: This review stopped me cold
SCRIPT · TELEPROMPTER
I read one review in the back room and had to sit down. [CUSTOMER] ordered a cake for her dad's last birthday. She didn't tell me that when she ordered. She just wrote about it after. She said it was the last time the whole family was together, and the cake was the thing everyone talked about. I had no idea. To me it was one order out of [NUMBER] that week. To her, it was a memory. I asked if I could share her words, and she said yes. Now I bake every order like it might be that one. Save this if you needed a reminder today.
WHY IT WORKS · CASE STUDY
A family bakery owner reads the review in the kitchen with the customer's permission. It works because it shows the owner cares about meaning, not just orders, and viewers feel what that cake meant to a real family.
MAKE IT FIT ANY INDUSTRY
A florist shares a review about funeral flowers. A photographer shares a family photo that became the last one with a grandparent.
#158 · The client who was ready to quit
Storytelling · Best fit: Gyms & personal trainers · about 39 sec · On screen: She texted me she was quitting
SCRIPT · TELEPROMPTER
[CUSTOMER] texted me that she was quitting, and I'm so glad I called her instead. She'd been training with me for [TIME] and felt like nothing was changing. She was tired, frustrated, and embarrassed. So we sat down and looked at where she started. Her first week, she couldn't finish a warm-up. Now she does the full class without stopping. She just couldn't see it because she saw herself every day. She stayed. She gave me permission to tell you this, because she wants you to hear it. If you're about to quit, DM me [KEYWORD] first.
WHY IT WORKS · CASE STUDY
A personal trainer films this after a session with the client's okay. It works because the stakes are real, almost quitting, and viewers who feel stuck recognize themselves, then see proof that progress can hide in plain sight.
MAKE IT FIT ANY INDUSTRY
A tutor shares a student who wanted to quit before a breakthrough. A business coach shares a client who nearly gave up before their first big month.
#159 · He gave us a second chance
Storytelling · Best fit: Auto repair & detailing · about 41 sec · On screen: We messed up his car
SCRIPT · TELEPROMPTER
We messed up a customer's car, and he still comes back. Here's why. [CUSTOMER] brought his car in for [PRODUCT/SERVICE], and we missed something. He drove off, and it broke down two days later. He was furious, and he had every right to be. I didn't make excuses. I picked it up myself, fixed it for free, and called him every day until it was done. Now he's been with us for [NUMBER] years and sends his whole family. He said I could share this. Mistakes don't lose customers. How you handle them does. Follow for more real stories from the shop.
WHY IT WORKS · CASE STUDY
An auto shop owner films this in the garage with the customer's permission. It works because admitting a mistake is rare, and showing how it was fixed builds more trust than pretending to be perfect ever could.
MAKE IT FIT ANY INDUSTRY
A caterer shares a wrong order they made right. A plumber tells about a leak they came back to fix at midnight.
#160 · When customers showed up for us
Storytelling · Best fit: Florists · about 40 sec · On screen: Our customers saved our shop
SCRIPT · TELEPROMPTER
The week our shop almost closed, our customers did something I'll never forget. A pipe burst and flooded everything right before [BUSINESS NAME]'s busiest week. I posted that we'd be closed. Within an hour, [CUSTOMER] showed up with buckets and towels. Then her friends came. Then people I'd never even met. By the end of the day, we'd saved enough to stay open. I asked a few of them if I could share this, and they said yes. I didn't build a shop. They helped me build a community. Tag someone in the comments who always shows up for you.
WHY IT WORKS · CASE STUDY
A florist tells this among fresh buckets of flowers after reopening, with helpers' permission. It works because community moments show that real, everyday people truly care about the business, which is proof no ad can fake.
MAKE IT FIT ANY INDUSTRY
A church shares how members rebuilt after a storm. A food truck shares how regulars rallied after a breakdown.
#161 · The couple who almost cancelled
Storytelling · Best fit: Photographers & videographers · about 38 sec · On screen: They almost cancelled me
SCRIPT · TELEPROMPTER
The couple almost cancelled me two weeks before their wedding. [CUSTOMER] and her fiance were over budget and stressed, and photos felt like the easy thing to cut. We talked it through and found a smaller package that worked. On the day, it rained. Everyone was upset. Then we stepped outside for five minutes, and I got the shot that's now framed above their bed. They told me later it's the only picture from that day that makes them cry. They said I could share it. If you're planning a wedding, save this for later.
WHY IT WORKS · CASE STUDY
A wedding photographer shows the framed rain photo with the couple's okay. It works because the near-cancel adds real stakes, and the happy payoff shows why the service matters in a moment people only get once.
MAKE IT FIT ANY INDUSTRY
A DJ tells about a couple who nearly skipped music. An event planner shares a party saved after a last-minute venue problem.
#162 · Walking through a client's before and after
Storytelling · Best fit: Interior designers · about 41 sec · On screen: She hated coming home
SCRIPT · TELEPROMPTER
[CUSTOMER] told me she hated coming home, and that stuck with me. Her living room was dark, crowded, and full of stuff she didn't even like. She worked long hours and felt like her house was another job. So we started with one question. How do you want to feel when you walk in? She said calm. Every choice after that came from that one word. Now she sends me photos of her sitting in her favorite chair with coffee. She said I could share her space with you. Comment [KEYWORD] and I'll send you the one question I ask every client.
WHY IT WORKS · CASE STUDY
An interior designer films a slow walkthrough of the finished room with the client's permission. It works because the before-and-after is visual proof, and the single word calm gives viewers a feeling to picture in their own home.
MAKE IT FIT ANY INDUSTRY
A landscaper shows a yard the owner now loves using. A cleaning service shows a client's kitchen after a deep clean.
#163 · Reading my 1-star review out loud
Educational · Best fit: Restaurants & cafes · about 42 sec · On screen: Our worst review ever
SCRIPT · TELEPROMPTER
This is the worst review we ever got, and it made us better. [CUSTOMER] wrote that she waited [TIME] for her food and nobody checked on her. She was right. So here's what we changed. One, every table now gets a check-in within two minutes. Two, if the kitchen is behind, we tell guests right away instead of hoping they won't notice. Three, I read every review myself, good or bad. She actually came back last month and said it felt like a different place. Bad reviews aren't the end. They're free advice. Tell me in the comments what your worst review taught you.
WHY IT WORKS · CASE STUDY
A cafe owner reads the review from a phone at the counter, leaving out the reviewer's name unless they agree. It works because owning a mistake in public signals honesty, and the three fixes prove the business actually listens.
MAKE IT FIT ANY INDUSTRY
A hotel shares a review about a noisy room and what changed. An online shop shares a slow-shipping complaint and its new process.
#164 · Three questions clients ask me first
Educational · Best fit: Accountants & tax preparers · about 41 sec · On screen: Clients always ask me this
SCRIPT · TELEPROMPTER
Every new client asks me the same three questions, so here are the answers. [CUSTOMER] asked me all three last week, and she said I could share them. One, do I need to keep every receipt? Keep the ones for things you claim, and snap a photo so they don't fade. Two, when should I call you? Before the big decision, not after. Three, is it too late to get organized? No. It's never too late to start clean. Every client is different, so we always look at your own situation first. Save this so you have it when the season comes.
WHY IT WORKS · CASE STUDY
A tax preparer films this at a desk with a folder of receipts. It works because answering common questions shows expertise without selling, and hearing a real client asked them makes viewers feel less embarrassed to ask too.
MAKE IT FIT ANY INDUSTRY
A mortgage broker answers first-time buyer questions. A vet answers the three questions every new puppy owner asks.
#165 · What our repeat clients do differently
Educational · Best fit: Med spas & skincare · about 41 sec · On screen: What my best clients do
SCRIPT · TELEPROMPTER
My clients who love their results the most all do the same three things. I've watched this with [CUSTOMER] and so many others. One, they tell me the truth about their routine at home, even the lazy parts. Two, they come in on a steady schedule instead of only before big events. Three, they ask questions when something feels off, instead of waiting. Everyone's skin is different, so there's no magic promise here. But these habits make every visit work better. [CUSTOMER] gave me permission to use her as the example. DM me [KEYWORD] and I'll send you my simple at-home checklist.
WHY IT WORKS · CASE STUDY
A skincare studio owner films this in the treatment room. It works because it teaches simple habits without promising any results, and pointing to real repeat clients shows loyalty without making any claims about outcomes.
MAKE IT FIT ANY INDUSTRY
A gym owner shares what long-term members do differently. An auto detailer shares habits of clients whose cars stay spotless.
#166 · What they wish they knew first
Educational · Best fit: Mortgage brokers · about 38 sec · On screen: I wish I knew this first
SCRIPT · TELEPROMPTER
I asked a client what she wished she knew before buying her first home. [CUSTOMER] said three things, and she let me share them. One, get your paperwork together before you start looking, not after you fall in love with a house. Two, the price on the listing is not the only cost, so ask about the rest early. Three, asking a basic question doesn't make you look dumb. It makes you look smart. Everyone's situation is different, so always talk it through with a pro. Share this with a friend who's thinking about buying.
WHY IT WORKS · CASE STUDY
A mortgage broker films this at a coffee table with the client's permission. It works because advice feels safer coming from someone who just went through it, and the broker earns trust by teaching without pushing a product or rate.
MAKE IT FIT ANY INDUSTRY
A wedding planner shares what a bride wishes she knew. A moving company shares what a family wishes they packed differently.
#167 · The mistake that cost a customer
Educational · Best fit: Roofers · about 38 sec · On screen: Check this after a storm
SCRIPT · TELEPROMPTER
[CUSTOMER] called us after a storm, but the damage started a year earlier. She said I could share what happened. She thought a few missing shingles were no big deal. By the time water came through her ceiling, the fix was much bigger. So here's what to check after any big storm. Look for shingles that are missing, curled, or cracked. Look for dark spots on your ceiling. And check your gutters for piles of loose grit. You don't need to climb up there. Just look from the ground. Save this for the next storm.
WHY IT WORKS · CASE STUDY
A roofer films this in front of a repaired roof with the homeowner's okay. It works because the customer's story shows real stakes, and the simple checklist gives viewers value today, which makes the roofer the one they call later.
MAKE IT FIT ANY INDUSTRY
A plumber shares a small drip that became a big leak. A dentist shares a small ache a patient ignored for months.
#168 · Why our clients send their friends
Educational · Best fit: Cleaning services · about 42 sec · On screen: Why clients send their friends
SCRIPT · TELEPROMPTER
I asked my clients why they refer us, and the answers weren't what I expected. I thought they'd say price or speed. Nope. [CUSTOMER] said it's because we show up when we say we will. Another client said it's because we text a photo when we're done. Another said we remember how she likes her pillows. Small things. Every single one. So if you run a business, here's the lesson. People don't refer you for the big stuff. They refer you for the little things they can't stop talking about. My clients said I could share this. Comment [KEYWORD] and I'll share the full list.
WHY IT WORKS · CASE STUDY
A cleaning business owner films this while folding towels in a client's home, with permission. It works because real client answers are proof, and the small details show viewers exactly what kind of care they'll get.
MAKE IT FIT ANY INDUSTRY
A coffee shop shares why regulars bring friends. A marketing agency shares why clients refer other business owners.
#169 · Customer question of the week
Educational · Best fit: Pet groomers & vets · about 40 sec · On screen: You asked, I answered
SCRIPT · TELEPROMPTER
This week's customer question is one I get almost every day. [CUSTOMER] asked me how often her dog really needs a bath. She said I could share it because she knows other owners wonder too. Here's the honest answer. It depends on the coat and how much your dog gets into. Short coats can go longer. Long or curly coats need more brushing between visits so they don't mat. If you're not sure, ask your groomer or vet about your own dog. Got a question about your pet? Drop it in the comments and I'll answer it next week.
WHY IT WORKS · CASE STUDY
A dog groomer films this with a freshly groomed dog on the table, with the owner's okay. It works because a weekly customer question builds a habit of coming back, and using a real customer shows other owners they're not alone.
MAKE IT FIT ANY INDUSTRY
A tutor answers a parent's question each week. A contractor answers one homeowner question every Friday.
#170 · What one user taught me
Educational · Best fit: Software & app startups · about 40 sec · On screen: One email changed everything
SCRIPT · TELEPROMPTER
One customer email changed how we build our whole product. [CUSTOMER] wrote to us saying she almost cancelled because she couldn't find one simple button. We thought our app was easy. It wasn't. So we did three things. We started watching real users try the app without helping them. We cut every screen that didn't need to be there. And we started replying to every email within a day. She's still with us, and she said I could share her story. If you run anything, your customers already know what to fix. Follow for more lessons from building [BUSINESS NAME].
WHY IT WORKS · CASE STUDY
A startup founder films this at a laptop showing the old and new screens, with the user's permission. It works because it shows humility and listening, and potential users trust a team that fixes problems customers actually point out.
MAKE IT FIT ANY INDUSTRY
A restaurant changes its menu after a guest's comment. A gym changes its sign-up process after a member gets confused.
#171 · Read this review before hiring anyone
Educational · Best fit: Wedding & event planners · about 39 sec · On screen: Ask this before you hire
SCRIPT · TELEPROMPTER
Before you hire any planner, listen to what one of my brides wrote. [CUSTOMER] said the best part wasn't the flowers or the food. It was that she never had to answer a vendor's call on her wedding day. That's the part people forget to ask about. So when you interview a planner, ask these three things. Who handles problems on the day? How will you share the timeline with my vendors? And what happens if something goes wrong? She let me share her review, and it's a great checklist. Save this for when you start planning.
WHY IT WORKS · CASE STUDY
An event planner reads the review over clips from the wedding with the bride's permission. It works because it teaches viewers what to look for, and the review quietly proves this planner already does it.
MAKE IT FIT ANY INDUSTRY
A contractor shares a review and the questions to ask before remodeling. A photographer shares what to ask before booking anyone.
#172 · How our client moved in one day
Educational · Best fit: Moving companies · about 37 sec · On screen: She moved in one day
SCRIPT · TELEPROMPTER
[CUSTOMER] moved a three-bedroom house in one day, and here's how she did it. She let me share her plan, because it worked so well. One, she packed one room at a time and labeled every box with the room it goes to, not what's inside. Two, she packed an open-first box with sheets, snacks, chargers, and a towel. Three, she cleared a path at both homes before we arrived. That's it. Nothing fancy. Just a plan. We showed up, and everything flowed. Comment [KEYWORD] and I'll send you her full moving checklist.
WHY IT WORKS · CASE STUDY
A moving crew lead films this beside a stack of labeled boxes, with the client's permission. It works because practical tips give instant value, and a real customer's smooth move makes the stressful job feel doable.
MAKE IT FIT ANY INDUSTRY
A wedding planner shares a couple's day-of checklist. A tax preparer shares how one client got organized in one weekend.
#173 · Things my regulars say to me
Entertaining · Best fit: Coffee shops · about 38 sec · On screen: Things my regulars say
SCRIPT · TELEPROMPTER
Things my regulars say to me every single day. The usual, but make it bigger. I didn't have coffee yet, so ignore my face. Is this decaf? Because I need the opposite. Can you just start making it when you see my car? I'm only getting one today, and then they get two. I'm not a morning person, but I am a [BUSINESS NAME] person. Honestly, these people are the best part of my job. I asked my regulars before posting this, and they loved it. Tell me in the comments which one you are.
WHY IT WORKS · CASE STUDY
A coffee shop owner acts out each line in quick cuts behind the counter. It works because viewers laugh when they see themselves, and it shows the warm relationship the owner has with regulars, which makes new people want in.
MAKE IT FIT ANY INDUSTRY
A barber shares what clients say in the chair. A gym shares what members say at six in the morning.
#174 · Reading our reviews in a dramatic voice
Entertaining · Best fit: Food trucks · about 38 sec · On screen: Our reviews, but dramatic
SCRIPT · TELEPROMPTER
I'm reading our customer reviews like it's a movie trailer. In a world where lunch was boring. One customer said, I drove [NUMBER] miles for this taco, and I'd do it again. Another said, my coworker stole half and I've never forgiven him. And [CUSTOMER] said, I came for the food, I stayed because the guy in the window remembered my name. That guy is me. Hi. I asked before reading their words, and they all said go for it. Come find us this week and tell me in the comments what your review would say.
WHY IT WORKS · CASE STUDY
A food truck owner reads reviews from a phone in an over-the-top movie voice outside the truck. It works because humor makes social proof fun to watch and share, and real customer words show quality without bragging.
MAKE IT FIT ANY INDUSTRY
A plumber reads reviews like a sports announcer. A bakery reads them like a bedtime story.
#175 · POV: the first look
Entertaining · Best fit: Nail & lash studios · about 32 sec · On screen: Wait for her reaction
SCRIPT · TELEPROMPTER
POV, you're my client and I just turned the mirror around. First you squint. Then you lean in. Then you say, wait, those are mine? Then you take [NUMBER] pictures before you even pay. That's my favorite part of this job. Not the work. The moment right after. [CUSTOMER] let me film her reaction today, and she said I could post it. I'll never get tired of it. Want your own mirror moment? Book at the link in bio.
WHY IT WORKS · CASE STUDY
A lash artist films the client's real reaction with permission, cut with the artist's own reaction. It works because genuine emotion is proof that people can actually see, and viewers imagine that moment happening to them.
MAKE IT FIT ANY INDUSTRY
A barber films a client's first look at a fresh cut. A car detailer films an owner seeing their clean car.
#176 · Guess what this regular orders
Entertaining · Best fit: Bakeries · about 38 sec · On screen: Guess her order
SCRIPT · TELEPROMPTER
I bet you can't guess what my regulars order just by looking at them. Let's play. [CUSTOMER] walks in every Friday. She's in a rush, keys in her hand, sunglasses on. Take a guess. Comment it now. Okay, she orders [PRODUCT/SERVICE] and a coffee, every single time. Next up is a quiet guy who always holds the door. Nope, he gets the biggest, messiest thing on the menu. My regulars said I could play this game with them, and they thought it was hilarious. Comment your guess for the next one, and follow for part two.
WHY IT WORKS · CASE STUDY
A bakery owner plays the guessing game with regulars who agreed to appear. It works because guessing creates curiosity and comments, and featuring real regulars shows the bakery has loyal fans who feel at home.
MAKE IT FIT ANY INDUSTRY
A boutique guesses what a regular will try on. A coffee shop guesses each regular's drink before they order.
#177 · Rating my customers' weirdest requests
Entertaining · Best fit: Printing & sign shops · about 41 sec · On screen: Rating my weirdest requests
SCRIPT · TELEPROMPTER
I'm rating the weirdest requests my customers have ever made. Number one. [CUSTOMER] wanted a birthday banner with her cat's face on it, life size. I give that a ten. We made it, and it was perfect. Number two. A guy wanted his business card printed on something he could eat. That one's a four, because we couldn't do it, but I respect the idea. Number three. Someone asked for a sign that said sorry in [NUMBER] languages for his girlfriend. Solid eight. These customers said I could share, and they're legends. Tell me in the comments the weirdest thing you'd want printed.
WHY IT WORKS · CASE STUDY
A print shop owner holds up each finished piece while rating it, with customers' okay. It works because odd requests are fun and memorable, and they quietly show that the shop can make almost anything.
MAKE IT FIT ANY INDUSTRY
A baker rates the strangest cake orders. A florist rates the most unusual bouquet requests.
#178 · Day in the life of a regular
Entertaining · Best fit: Hair salons & barbers · about 38 sec · On screen: A day with my regular
SCRIPT · TELEPROMPTER
Today I'm following one of my regulars through her appointment, start to finish. [CUSTOMER] has been coming here for [NUMBER] years, and she runs this place better than I do. First, she greets everyone by name. Then she picks the music. Then she tells me the latest drama while I work. She knows who's getting married, who's moving, and who's fighting. By the time she leaves, she's booked her next visit and given two people advice. She said I could film her today, and she loved being the star. Follow for more days at [BUSINESS NAME].
WHY IT WORKS · CASE STUDY
A salon owner films a real regular's visit with quick fun cuts, with her permission. It works because it shows the salon is a warm community, and viewers feel like they already know the place before booking.
MAKE IT FIT ANY INDUSTRY
A gym follows a longtime member's morning. A tattoo shop follows a regular on their fifth piece.
#179 · Types of customers in our store
Entertaining · Best fit: Fashion & streetwear brands · about 38 sec · On screen: Which customer are you?
SCRIPT · TELEPROMPTER
There are five types of customers who shop with us, and you're one of them. The one who says just looking, then leaves with three bags. The one who needs to see the fit on someone else first. The one who waits for every single drop and camps out. The one who buys a gift for a friend and keeps it. And the one who shows up in our gear from head to toe. [CUSTOMER] is the last one, and she said I could share her fit. Tag the friend who is number one.
WHY IT WORKS · CASE STUDY
A streetwear brand owner acts out each customer type in quick cuts. It works because people love finding themselves in a funny list, tagging friends spreads the video, and the real loyal customer adds proof.
MAKE IT FIT ANY INDUSTRY
A bookstore acts out types of readers. A car dealership acts out types of test drivers.
#180 · My customer takes over my account
Entertaining · Best fit: Boutique retail · about 38 sec · On screen: She took over my account
SCRIPT · TELEPROMPTER
Today my favorite customer is taking over the account, and I have no control. [CUSTOMER] has shopped with us for [NUMBER] years, so I handed her my phone. She's going to show you her three favorite pieces in the store right now. She's going to tell you what she'd never buy. And she's going to tell you one honest thing about me. I'm a little nervous. She agreed to do this, and honestly, she sells better than I do. Watch till the end to see what she says about me, and follow for her next takeover.
WHY IT WORKS · CASE STUDY
A boutique owner hands the phone to a loyal customer who agreed to it, then films her real picks. It works because customers trust other customers more than owners, and the honest moment at the end keeps people watching.
MAKE IT FIT ANY INDUSTRY
A coffee shop lets a regular pick the week's special on camera. A gym lets a member plan a workout for followers.
7. Transformations
#181 · My First Logo vs Now
Storytelling · Best fit: Marketing agencies & designers · about 35 sec · On screen: My first logo vs today
SCRIPT · TELEPROMPTER
This was the first logo I ever sold, and I charged [PRICE] for it. I made it in one night with a free [TOOL]. The client loved it. I did not. Back then I thought design was about looking cool. Now I know it's about being remembered. Here's the logo I made for the same kind of client last month. Same budget type, totally different thinking. I ask [NUMBER] questions before I draw a single line now. If you want those questions, comment [KEYWORD] and I'll send them.
WHY IT WORKS · CASE STUDY
A small design studio owner puts their oldest logo next to a recent one. Viewers love seeing an expert admit they started rough. It builds trust through honesty, and the side-by-side proof shows real skill growth without needing a single claim.
MAKE IT FIT ANY INDUSTRY
A web developer shows their first website next to a new build. A cake decorator shows their first birthday cake next to a recent wedding cake.
#182 · The Box Dye Rescue
Storytelling · Best fit: Hair salons & barbers · about 38 sec · On screen: She came in wearing a hat
SCRIPT · TELEPROMPTER
She walked in with a hat on and said, please don't judge me. [CUSTOMER] had tried to fix her hair at home with box dye. Three times. It was orange at the roots and almost black at the ends. She had a big event in [TIME]. I told her the truth. This would take [NUMBER] hours and we might need two visits. She said do it. Here's the after. The best part wasn't the color. It was her taking the hat off in the mirror. Book your color fix at the link in bio.
WHY IT WORKS · CASE STUDY
A neighborhood salon owner shares a color correction from a nervous client. The shame, the deadline and the mirror moment create real emotional stakes. Viewers who hide their own hair mistakes feel seen, and the reveal is proof the stylist can handle hard jobs.
MAKE IT FIT ANY INDUSTRY
A roofer tells the story of a DIY patch gone wrong. A tutor shares a student who tried to self-teach before a big exam.
#183 · Dated Kitchen to Done
Educational · Best fit: Contractors & remodelers · about 31 sec · On screen: Same kitchen. No walls moved.
SCRIPT · TELEPROMPTER
This kitchen went from 1995 to today without moving a single wall. Most people think a remodel means tearing everything out. It doesn't. We did three things. First, we painted the cabinets and swapped the handles. Second, we changed the lighting, because bad light makes any room look old. Third, we replaced the counters only. Total time was [TIME]. The owner kept their layout and their budget. Save this for when you're ready to update your own kitchen.
WHY IT WORKS · CASE STUDY
A local remodeler films a kitchen refresh and breaks down the three changes. Homeowners fear huge costs and mess. Showing a smaller path lowers that fear, teaches something useful, and the before-and-after proves the contractor thinks about the client's budget, not just the big sale.
MAKE IT FIT ANY INDUSTRY
A landscaper shows three small yard changes with a big result. An interior designer shows three swaps that updated a bedroom.
#184 · POV: The Car Was a Disaster
Entertaining · Best fit: Auto repair & detailing · about 30 sec · On screen: Found a fry from last year
SCRIPT · TELEPROMPTER
POV, you open the car door and a french fry from last year falls out. This is what [CUSTOMER] brought me. Dog hair everywhere. Coffee on every seat. Something sticky I refused to identify. I found [NUMBER] coins, a toy dinosaur and a phone charger from 2019. Watch this. Vacuum, steam, scrub, wipe, done. Same car. It smells new now. The owner said he forgot the seats were gray. Tag the friend whose car needs this.
WHY IT WORKS · CASE STUDY
A mobile detailer films the worst interior of the week with funny commentary. The humor keeps people watching, the found items make it relatable, and the clean reveal is instant proof. Tagging friends spreads it to exactly the people who need the service.
MAKE IT FIT ANY INDUSTRY
A cleaning service shows a messy garage turnaround. A pet groomer shows a muddy dog before and after a full groom.
#185 · My First Loaf vs Today
Storytelling · Best fit: Bakeries · about 36 sec · On screen: My first loaf was a doorstop
SCRIPT · TELEPROMPTER
My first loaf of bread could have been used as a doorstop. I baked it in my apartment in [YEAR YOU STARTED]. It was flat, burnt on the bottom and raw inside. I almost quit that night. Instead I baked every morning before my day job for [TIME]. Some days I threw the whole batch away. This is the loaf we sell now at [BUSINESS NAME]. It's the same flour. The difference is a thousand bad loaves. Follow for part two, where I show the mistake that fixed everything.
WHY IT WORKS · CASE STUDY
A family bakery owner holds a photo of their first failed loaf next to today's bread. Admitting failure makes them relatable, the years of practice build respect, and the promise of part two creates curiosity that pulls viewers into a series.
MAKE IT FIT ANY INDUSTRY
A barber shows their first haircut photo next to a recent fade. A photographer shares their first blurry shoot next to a new gallery.
#186 · Backyard Time-Lapse Explained
Educational · Best fit: Landscapers · about 32 sec · On screen: Mud pit to backyard in [NUMBER] days
SCRIPT · TELEPROMPTER
This backyard went from mud pit to family hangout in [NUMBER] days. Here's what actually happened in this time-lapse. Day one, we fixed the drainage, because grass dies where water sits. Day two, we leveled the ground and laid a base. Day three, we added the patio and the edging. Last, we put in sod and plants that like shade. Skip step one and the whole yard fails in a year. Comment [KEYWORD] and I'll send you my yard checklist.
WHY IT WORKS · CASE STUDY
A landscaping crew posts a sped-up yard makeover and explains each stage. The time-lapse grabs attention, the explanation turns it into real value, and warning about drainage shows expertise. Homeowners trust the pro who explains the boring step others skip.
MAKE IT FIT ANY INDUSTRY
A painter narrates a room time-lapse step by step. A food truck explains a full lunch rush setup in fast motion.
#187 · She Stopped Hiding in Photos
Storytelling · Best fit: Gyms & personal trainers · about 32 sec · On screen: She's front and center now
SCRIPT · TELEPROMPTER
When [CUSTOMER] joined, she told me she hadn't been in a family photo in years. She wasn't here to get skinny. She wanted to keep up with her kids. The first week, she couldn't do one push-up. She almost cancelled twice. We started small. Two days a week. Then three. Last month, she sent me this. A family photo, and she's front and center. That's the change I care about most. If you're ready to start small, DM me [KEYWORD].
WHY IT WORKS · CASE STUDY
A personal trainer tells a client story about confidence, not numbers. It avoids body promises and focuses on real life change. Parents watching recognize themselves, the near-quits make it honest, and the family photo gives the story a warm, believable ending.
MAKE IT FIT ANY INDUSTRY
A dentist's office could share a client who started smiling in photos. A stylist could share someone who finally loved their headshot.
#188 · Things People Say Before I Clean
Entertaining · Best fit: Cleaning services · about 27 sec · On screen: Things people say before I clean
SCRIPT · TELEPROMPTER
Things people say to me right before I clean their house. I swear it's not usually like this. Don't look in that room. I cleaned before you came. Is it the worst you've seen? It's never the worst I've seen. Now the after. Here's the thing. Nobody should feel embarrassed. Life gets busy. That's literally why we exist. Tell me in the comments which one you've said.
WHY IT WORKS · CASE STUDY
A home cleaning owner acts out the common lines customers say at the door, then shows a reveal. The recognition makes people laugh at themselves, and the kind ending removes shame, which is a big reason people put off booking a cleaner.
MAKE IT FIT ANY INDUSTRY
A dentist shares things patients say before a cleaning. An accountant shares things people say when they hand over a box of receipts.
#189 · The House Nobody Wanted
Storytelling · Best fit: Real estate agents · about 32 sec · On screen: Same house. Different story.
SCRIPT · TELEPROMPTER
This house sat on the market for [TIME] and nobody made an offer. The owners were frustrated and ready to drop the price. I walked in and saw the problem right away. Dark rooms, old photos, and furniture blocking every window. We didn't renovate. We cleared it out, opened the curtains, and took new photos. It went back online on a Friday. By Monday, we had offers. Same house. Different story. If your home isn't selling, DM me [KEYWORD].
WHY IT WORKS · CASE STUDY
A local agent shares a stale listing they turned around with simple staging. The frustrated sellers create stakes, the simple fix feels surprising, and the new photos are the proof. Sellers in the same spot instantly see the agent as someone who solves problems.
MAKE IT FIT ANY INDUSTRY
A hotel owner shows old listing photos next to new ones. A boutique shows a slow product that sold out after a better display.
#190 · Bad Photo vs Good Photo
Educational · Best fit: Photographers & videographers · about 30 sec · On screen: Same phone. Different photo.
SCRIPT · TELEPROMPTER
Same person, same day, same phone, and these photos look totally different. The first one has three problems. The light is behind her, so her face is dark. The camera is too low, so it looks awkward. And the background is messy. For the second photo, I turned her toward the window, lifted the camera to eye level, and moved two steps to a plain wall. That's it. Save this before your next photo.
WHY IT WORKS · CASE STUDY
A portrait photographer shows a quick fix on a friend using only a phone. The before is common and relatable, the tips are easy to try, and giving value away builds trust. People who want the pro version remember who taught them.
MAKE IT FIT ANY INDUSTRY
A makeup artist shows the same face with two different base routines. A real estate agent shows one room shot two ways.
#191 · We Cut Our Menu in Half
Storytelling · Best fit: Restaurants & cafes · about 33 sec · On screen: Our old menu vs our new one
SCRIPT · TELEPROMPTER
We used to have [NUMBER] items on our menu, and it was killing us. Food was slow. Stuff went to waste. Customers took forever to order. I was scared to cut anything because someone might leave. Then one night we ran out of half the menu and nobody complained. So we cut it for real. Now we make fewer things and make them great. Here's the old menu, and here's the new one. Which dish should never leave? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A family restaurant owner holds up the old crowded menu and the new short one. The fear of losing customers is real stakes, the accident is a relatable turning point, and asking about favorite dishes invites comments from loyal regulars.
MAKE IT FIT ANY INDUSTRY
A salon shows its old price list next to a simpler one. A coach shows the ten offers they cut down to one.
#192 · Guess the Before
Entertaining · Best fit: Nail & lash studios · about 28 sec · On screen: Guess what she walked in with
SCRIPT · TELEPROMPTER
I'll show you the after first, and you guess what she walked in with. Ready? Here's the after. Clean shape, perfect shine. Now, was it bitten nails, old gel that was lifting, or a broken nail she glued herself? Take a second. Okay, reveal. It was all three. She told me she almost cancelled because she was embarrassed. I'm so glad she didn't. Comment your guess before you watch the reveal.
WHY IT WORKS · CASE STUDY
A nail tech flips the normal order and shows the result first. The guessing game hooks curiosity, the reveal delivers a surprise, and the kind line about embarrassment makes nervous clients more likely to book. Comments boost the video too.
MAKE IT FIT ANY INDUSTRY
An auto detailer shows a clean car and asks what it looked like. A florist shows a bouquet and asks which flowers were saved.
#193 · Why We Redesigned Our Package
Educational · Best fit: E-commerce product brands · about 34 sec · On screen: We changed our package. Here's why.
SCRIPT · TELEPROMPTER
Our old package looked nice, but nobody could tell what we sold. Here's the before. Pretty colors, tiny words, and our name was the biggest thing on it. People don't care about your name yet. They care what it does for them. So we made three changes. The product is now the biggest word. We added one clear benefit on the front. And we picked one bold color so it pops on a shelf. Save this if you're about to design your own package.
WHY IT WORKS · CASE STUDY
A small product brand shares its packaging redesign and the reasons behind it. Founders learn a lesson they can use, which makes the video worth saving. It also shows the brand listens and improves, which builds trust with buyers.
MAKE IT FIT ANY INDUSTRY
A beverage brand walks through its label redesign. A printing shop shows a client's business card before and after.
#194 · Who I Was Before This
Storytelling · Best fit: Coaches & consultants · about 32 sec · On screen: I needed my own help
SCRIPT · TELEPROMPTER
[NUMBER] years ago, I was the person who needed my own help. I was working a job I hated, saying yes to everything, and too tired to fix any of it. I thought if I just worked harder, it would change. It didn't. What changed me was one hard conversation with a mentor who asked, what are you pretending not to know? Today, I help people answer that question. If you're where I was, follow me. I'll share what worked.
WHY IT WORKS · CASE STUDY
A business coach shares an honest then-and-now of their own life. The past struggle makes them relatable, the turning point gives a clear idea, and the present shows proof they walked the path. People hire coaches they believe truly understand them.
MAKE IT FIT ANY INDUSTRY
A trainer shares who they were before fitness. A financial advisor shares the money mistakes that made them choose their career.
#195 · POV: The Dog Narrates
Entertaining · Best fit: Pet groomers & vets · about 30 sec · On screen: I smelled like a swamp
SCRIPT · TELEPROMPTER
Hi, I'm [PET NAME], and my human says I smell like a swamp. Rude. I only rolled in one thing. Okay, three things. She brought me to [BUSINESS NAME] and I pretended to be scared. They gave me a bath, a haircut, and even did my nails. I'll admit I got a treat after. Now look at me. I'm basically famous. My human keeps taking photos. Send this to someone whose dog needs a glow-up.
WHY IT WORKS · CASE STUDY
A pet groomer voices a messy dog's thoughts over the before-and-after footage. The funny voice keeps people watching, pet owners find it adorable, and the reveal proves the groomer's work. Sharing it with other dog owners spreads it naturally.
MAKE IT FIT ANY INDUSTRY
An auto detailer can voice the car's thoughts. A cleaning service can narrate a messy couch's journey to clean.
#196 · Tiny Room Fix for Less
Educational · Best fit: Interior designers · about 29 sec · On screen: This room felt tiny
SCRIPT · TELEPROMPTER
This room felt tiny until we fixed three small mistakes. Mistake one, the rug was too small, so the room felt broken up. We went bigger. Mistake two, the curtains hung right above the window. We raised them near the ceiling, so the walls look taller. Mistake three, every light was on the ceiling. We added two lamps. Nothing here needed a contractor. If you want my small room guide, comment [KEYWORD].
WHY IT WORKS · CASE STUDY
An interior designer fixes a small living room with low-cost changes. Clear steps feel doable, so viewers save and try them. The before-and-after proves the eye for design, and people who want the full service know who to call.
MAKE IT FIT ANY INDUSTRY
A boutique owner shows three changes that fixed a cramped store. A photographer shows three studio tweaks that improved lighting.
#197 · The Building That Came Back
Storytelling · Best fit: Churches & nonprofits · about 32 sec · On screen: We almost closed. Look now.
SCRIPT · TELEPROMPTER
Five years ago, this room had broken chairs and about [NUMBER] people on Sunday. Some leaders thought we should close. Instead, a few families showed up on Saturdays with paint and tools. No budget. Just time. Then neighbors started coming to help, and some of them stayed. Today, this room is full. It's also a food pantry on Tuesdays. The building didn't save us. The people did. If you want to be part of the next chapter, visit us this weekend.
WHY IT WORKS · CASE STUDY
A small church or community group shares how volunteers brought their space back. The risk of closing creates stakes, the volunteers make it human, and the full room is proof. People want to join something that is growing and alive.
MAKE IT FIT ANY INDUSTRY
A daycare shows its playground rebuild with parent help. A coffee shop shares how regulars helped it reopen after a hard year.
#198 · Shoebox to Clean Books
Educational · Best fit: Accountants & tax preparers · about 30 sec · On screen: The shoebox of receipts
SCRIPT · TELEPROMPTER
A client handed me a shoebox of receipts and said, good luck. Here's what we did to turn it into clean books. First, we sorted everything by month. Second, we matched each receipt to the bank statement. Third, we set up a simple system so this never happens again. Take a photo of every receipt the day you get it and drop it in one folder. That one habit saves hours. Save this and start today.
WHY IT WORKS · CASE STUDY
A tax preparer shows a messy pile of paper turning into neat, organized records. The shoebox is funny and familiar, the steps are simple, and the one habit gives instant value. Overwhelmed business owners trust someone who makes the mess feel fixable.
MAKE IT FIT ANY INDUSTRY
A cleaning service shows a messy closet turned into an organized one. A mover shows the packing system that kept a move stress-free.
#199 · Rate This Cover-Up
Entertaining · Best fit: Tattoo artists · about 28 sec · On screen: Rate this cover-up 1 to 10
SCRIPT · TELEPROMPTER
Rate this cover-up from one to ten, and be honest. Here's what he walked in with. A name. His ex's name. On his arm. In big letters. He said, make it disappear. The trick with a cover-up is the new design has to be darker and busier than the old one. So we went with [DESIGN]. Here's the after. Can you even see the name? Drop your rating in the comments.
WHY IT WORKS · CASE STUDY
A tattoo artist shares a funny cover-up story and asks viewers to rate it. The ex's name creates instant laughs, the quick tip shows real skill, and asking for a rating drives comments. People with tattoo regrets feel there's a way out.
MAKE IT FIT ANY INDUSTRY
A roofer can ask viewers to rate a repair. A jewelry maker can ask people to rate a ring they reworked.
#200 · Our First Drop vs Latest Drop
Storytelling · Best fit: Fashion & streetwear brands · about 30 sec · On screen: First drop vs latest drop
SCRIPT · TELEPROMPTER
Our first drop was [NUMBER] shirts, and I sold most of them to my cousins. I printed them in my garage. The ink cracked after one wash. I was embarrassed, but I kept going. Every drop, I fixed one thing. Better blanks. Better printing. Better photos. Here's our latest drop next to the first one. Same name on the tag. Totally different brand. If you've been here since the garage, comment [KEYWORD] so I know.
WHY IT WORKS · CASE STUDY
A small streetwear founder holds the first shirt next to the newest piece. Early fans feel proud, new fans see real growth, and the honest story about cracked ink builds trust. Asking day-one fans to comment builds a sense of community.
MAKE IT FIT ANY INDUSTRY
A candle maker shows her first candle next to her best seller. A food truck shows its first menu board next to today's.
#201 · Storm Roof: What to Check
Educational · Best fit: Roofers · about 31 sec · On screen: It looked fine from the street
SCRIPT · TELEPROMPTER
After a big storm, this roof looked fine from the street. It wasn't. Here's what we found up close. Missing granules, which look like sand in your gutters. Lifted shingles that let water sneak under. And a cracked seal around the chimney. Here's the after, fully fixed. You don't need to climb up there. Just check your gutters for that sand and look at your ceilings for stains. See something? Book an inspection at the link in bio.
WHY IT WORKS · CASE STUDY
A local roofing company shows hidden storm damage and the repair. The surprise that it looked fine creates tension, simple checks give real value, and the fixed roof is proof. Homeowners feel safer calling the roofer who taught them what to look for.
MAKE IT FIT ANY INDUSTRY
A plumber shows hidden damage under a sink. An auto repair shop shows what looked fine under a car but wasn't.
#202 · Our Coffee Shop, Day One vs Now
Storytelling · Best fit: Coffee shops · about 34 sec · On screen: Day one vs today
SCRIPT · TELEPROMPTER
On our first day, [NUMBER] people came in, and two of them were my parents. I had one used machine and a hand-painted sign. I made every drink myself and cried in the back at closing. I didn't know if we'd last a month. That was [NUMBER] years ago. Now, look at this line. Some of these people have been coming since week one. They didn't just buy coffee. They kept us open. Come say hi this week and tell me how long you've been coming.
WHY IT WORKS · CASE STUDY
A coffee shop owner shows an old opening-day photo next to a busy morning today. The small start and fear make the story emotional, and the busy line is proof. Thanking loyal customers publicly makes regulars feel valued and invites new people in.
MAKE IT FIT ANY INDUSTRY
A gym shows its first class next to a full class today. A florist shows her first market table next to her shop.
#203 · Reacting to My Old Listing Photos
Entertaining · Best fit: Hotels & short-term rentals · about 29 sec · On screen: Reacting to my first listing
SCRIPT · TELEPROMPTER
I'm reacting to my first rental listing photos, and it hurts. Photo one. Why is the trash can in the middle of the shot? Photo two. That's a bed, I think. It's dark. Photo three is my thumb. Just my thumb. No wonder it sat empty for [TIME]. Now here are the new photos. Bright, clean, one room per shot. Tell me in the comments if you've got a thumb photo too.
WHY IT WORKS · CASE STUDY
A short-term rental host roasts their own early listing photos. Self-roasting is funny and humble, other hosts recognize the mistakes, and the new photos show real improvement. It builds trust with guests and attracts hosts who may want help.
MAKE IT FIT ANY INDUSTRY
A real estate agent reacts to old listing photos. A restaurant reacts to its first food photos on its menu.
#204 · Why This Sign Got Customers
Educational · Best fit: Printing & sign shops · about 31 sec · On screen: They walked right past it
SCRIPT · TELEPROMPTER
This store had a sign, but people still walked right past it. Here's the before. Small letters, fancy font, and the word nobody searches for. Here's what we changed. Big, simple letters you can read from a car. One word that says what they sell. And bright colors that stand out against the brick. The owner told us people started walking in saying they never knew the store was there. Save this before you order your next sign.
WHY IT WORKS · CASE STUDY
A sign shop shows a storefront before and after a new sign. The problem is easy to understand, the three rules are practical, and the owner's comment is a believable result without made-up numbers. Business owners see the sign as an investment, not decoration.
MAKE IT FIT ANY INDUSTRY
A web designer shows a homepage headline fix. A packaging designer shows a label that finally stood out on a shelf.
#205 · Grandma's Ring, Remade
Storytelling · Best fit: Jewelry makers · about 32 sec · On screen: Grandma's ring, remade
SCRIPT · TELEPROMPTER
She brought me her grandma's ring in a plastic bag. It was bent, the stone was loose, and it didn't fit anyone in the family. She said, I don't want to sell it, but I can't wear it. So we kept the stone and the gold and made something new. Here's the before. Here's the after. When she put it on, she said, it feels like she's holding my hand. If you've got a piece like this, DM me [KEYWORD].
WHY IT WORKS · CASE STUDY
A jeweler reworks an old family ring into a wearable new piece. The family memory creates deep feeling, the damaged before sets the stakes, and the final reaction is emotional proof. People with drawers of old jewelry realize it can have a second life.
MAKE IT FIT ANY INDUSTRY
A furniture maker shows an old family chair restored. A tailor shows a parent's old suit reworked for a wedding.
#206 · Our App, Version One vs Now
Educational · Best fit: Software & app startups · about 28 sec · On screen: Our app had [NUMBER] buttons
SCRIPT · TELEPROMPTER
Version one of our app had [NUMBER] buttons on one screen. We thought more features meant more value. Users disagreed. Most people never made it past sign-up. Here's the lesson. We watched real people use it and wrote down every place they got stuck. Then we removed anything they didn't need. Here's the app now. Fewer buttons, one clear next step. Share this with a founder who's adding too much.
WHY IT WORKS · CASE STUDY
A small app team shows their clunky first screen next to today's clean version. Founders relate to overbuilding, the lesson about watching users is useful, and the honest story makes the brand feel human. It attracts both users and other builders.
MAKE IT FIT ANY INDUSTRY
A restaurant shows its old online order page next to a simpler one. A coach shows how they simplified a messy sales page.
#207 · Empty House to Home Day
Entertaining · Best fit: Moving companies · about 30 sec · On screen: Empty house to home in a day
SCRIPT · TELEPROMPTER
Come with me as we turn an empty house into a home in one day. 7 a.m. The truck is packed and the coffee is hot. 9 a.m. We're unloading, and [CUSTOMER] already changed her mind on the couch twice. Noon. Beds are built and the kids are claiming rooms. 4 p.m. Boxes are gone and the family eats dinner at their own table. Empty to home in [TIME]. Follow for more moving day stories.
WHY IT WORKS · CASE STUDY
A moving crew films a day-in-the-life from empty rooms to a family dinner. The time stamps keep people watching, the funny couch moment adds charm, and the dinner ending gives heart. Families planning a move picture themselves being cared for.
MAKE IT FIT ANY INDUSTRY
A cleaning crew films a move-out clean hour by hour. A wedding planner films an empty venue becoming a reception.
#208 · My First Video vs My Latest
Storytelling · Best fit: Content creators & influencers · about 30 sec · On screen: I almost deleted my account
SCRIPT · TELEPROMPTER
I filmed my first video [NUMBER] times because I kept saying um. The light was bad. My voice was shaking. It got [NUMBER] views, and one was my mom. I almost deleted my account. But I posted again the next day. And the next. I didn't get better from watching tips. I got better from posting scared. Here's my latest video. If you're scared to post your first one, comment [KEYWORD] and I'll cheer you on.
WHY IT WORKS · CASE STUDY
A creator plays a clip of their awkward first video next to a recent one. It shows growth, makes beginners feel less alone, and the offer to cheer people on builds community. Viewers stick around for someone who remembers where they started.
MAKE IT FIT ANY INDUSTRY
A realtor shows their first property tour next to a recent one. A DJ shows their first mix next to a recent live set.
#209 · Window Display Glow-Up Rules
Educational · Best fit: Boutique retail · about 30 sec · On screen: Our window looked like a yard sale
SCRIPT · TELEPROMPTER
Our window used to look like a yard sale, and people walked right past. Here's what fixed it. Rule one, pick one story, like one color or one season. Rule two, fewer items. Three great pieces beat twenty okay ones. Rule three, put the best piece at eye level and light it up. We changed the window on a Monday, and people stopped to look that same week. Save this for your next display.
WHY IT WORKS · CASE STUDY
A boutique owner shows the cluttered old window next to the new clean display. The rules are simple and easy to copy, so other shop owners save it. Shoppers see a store that cares about style, which makes them curious to come inside.
MAKE IT FIT ANY INDUSTRY
A florist shows a cooler display before and after. A bakery shows its pastry case rearranged with the same three rules.
#210 · Rebuilding the Truck Challenge
Entertaining · Best fit: Food trucks · about 30 sec · On screen: Rusty truck to [BUSINESS NAME]
SCRIPT · TELEPROMPTER
Day one of turning this rusty old truck into [BUSINESS NAME]. Yes, that's rust. Yes, the door falls off. I gave myself [TIME] to get it ready for our first event. Week one, we gutted it. Week two, the kitchen went in and the budget cried. Week three, paint day. Here's where we are now. Not done yet, but look at it. Follow for part two, when we fire up the grill for the first time.
WHY IT WORKS · CASE STUDY
A new food truck owner documents the rebuild as a countdown challenge. The deadline creates tension, the rusty before makes the progress dramatic, and following for the next part builds an audience before opening day. Fans feel part of the journey.
MAKE IT FIT ANY INDUSTRY
A salon owner films a build-out before opening. A tattoo artist documents turning an empty room into a studio.
8. Opinions & Myths
#211 · The haircut I refuse to give
Storytelling · Best fit: Hair salons & barbers · about 39 sec · On screen: Why I say no to your photo
SCRIPT · TELEPROMPTER
I turn down [NUMBER] haircut requests every single month. A [CUSTOMER] sits in my chair with a photo and says make me look like this. I get it. You saw it, you loved it. But if your hair can't hold that cut, you'll hate it in [TIME]. So I tell the truth. This part will work for you, and this part won't. Some people get up and leave. Most stay, and they keep coming back for years. I'd rather lose one appointment than lose your trust. Ever gotten a cut you regretted? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A barber films himself gently talking a client out of a trendy cut that won't suit their hair. Saying no in public builds instant trust. Viewers see an expert who puts their result above a quick sale, so they feel safe booking.
MAKE IT FIT ANY INDUSTRY
A tattoo artist swaps in a design they won't ink too small. A contractor swaps in a layout change they refuse because it won't last.
#212 · Why our menu is so small
Educational · Best fit: Restaurants & cafes · about 39 sec · On screen: Small menu, fresh food
SCRIPT · TELEPROMPTER
A short menu is not a lazy menu. People ask me why [BUSINESS NAME] only has [NUMBER] dishes. Here's the honest answer. Every item on a menu needs fresh stock, prep time and a cook who's great at it. When a kitchen has fifty dishes, something is sitting in the freezer. When it has [NUMBER], everything gets made fresh, the same way, every day. So a small menu usually means better food, not less effort. Next time you see a huge menu, ask yourself how fresh it can really be. Save this for your next dinner out.
WHY IT WORKS · CASE STUDY
A cafe owner explains, over shots of morning prep, why the menu fits on one card. It flips a common doubt into proof of quality. Viewers feel let in on a kitchen secret, and the small menu starts to look like a promise of freshness.
MAKE IT FIT ANY INDUSTRY
A bakery swaps in why they only bake a few flavors. A software startup explains why their app does fewer things, but does them well.
#213 · Can you just Photoshop it?
Entertaining · Best fit: Photographers & videographers · about 38 sec · On screen: Things clients say to photographers
SCRIPT · TELEPROMPTER
Things people say to me as a photographer, part one. Can you just Photoshop it? Sure, give me [TIME] and I'll edit out your whole family. Can we do it in ten minutes? Yes, if you want ten minutes of photos. My cousin has a nice camera. Great, and I have a nice oven, but I'm not a chef. I laugh, but here's the truth. Good photos come from planning, light and time, not magic buttons. That's why every shoot at [BUSINESS NAME] starts with a plan. Follow for part two, because the list is long.
WHY IT WORKS · CASE STUDY
A wedding photographer acts out each client line with quick cuts and deadpan replies. Humor makes the viewer feel in on the joke. It quietly teaches what good work takes, so price questions feel fair before anyone asks.
MAKE IT FIT ANY INDUSTRY
A web designer swaps in can you just make the logo bigger. A plumber swaps in my uncle said it's an easy fix.
#214 · The cheapest quote cost double
Storytelling · Best fit: Contractors & remodelers · about 39 sec · On screen: Why the cheap quote cost more
SCRIPT · TELEPROMPTER
The cheapest quote on this job ended up costing my client twice as much. A [CUSTOMER] called me after another crew finished their [PRODUCT/SERVICE]. It looked fine for about [TIME]. Then the problems started. Leaks, cracks, things we had to rip out and do again. I'm not bashing anyone. Sometimes cheap is fine. But in my trade, a low price often means something got skipped. Now I show every client exactly what's in my quote, line by line, so they can compare fairly. If you're getting quotes right now, DM me [KEYWORD] and I'll send you my checklist.
WHY IT WORKS · CASE STUDY
A remodeler walks through a redo job and points at the shortcuts, without naming who did it. Viewers feel the stakes of a bad choice. The honest tone and free checklist build trust at the exact moment people compare prices.
MAKE IT FIT ANY INDUSTRY
A roofer swaps in a patch job they had to redo. A web designer swaps in a cheap website a client paid to rebuild.
#215 · No pain does not mean fine
Educational · Best fit: Dentists · about 37 sec · On screen: No pain doesn't mean fine
SCRIPT · TELEPROMPTER
No pain does not always mean nothing is wrong. This is the myth I hear most at [BUSINESS NAME]. People skip checkups because nothing hurts. But a lot of problems grow quietly before you feel a thing. By the time it hurts, the fix is often bigger. That's why checkups exist. Not to find problems, but to catch small things while they're still small. I'm not here to scare you. Every mouth is different, so ask your own dentist what's right for you. When was your last checkup? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A family dentist films a calm, simple explainer at the front desk. Busting a common myth positions the dentist as a guide, not a salesperson. The soft tone lowers fear, and the question invites people who've been putting it off.
MAKE IT FIT ANY INDUSTRY
An auto shop swaps in the no-noise-means-no-problem car myth. A roofer swaps in why a roof with no leaks can still need a look.
#216 · POV: you priced your home high
Entertaining · Best fit: Real estate agents · about 38 sec · On screen: POV: you overpriced your home
SCRIPT · TELEPROMPTER
POV, you listed your house way over what it's worth. Week one, you're excited. Week three, nobody's calling. Week six, the neighbors are asking what's wrong with it. Week ten, you drop the price and buyers think something must be broken. Here's the thing nobody likes to hear. Pricing high to leave room to bargain often backfires. The right price at the start usually brings the most interest. I'm [YOUR NAME] and I'll always tell you the honest number, even when you don't want it. Share this with a friend who's about to sell.
WHY IT WORKS · CASE STUDY
An agent plays a nervous seller checking their phone each week as nothing happens. The skit lets viewers feel the stakes without a lecture. Honesty about an unpopular truth makes the agent look trustworthy to future sellers.
MAKE IT FIT ANY INDUSTRY
A car dealership swaps in overpriced trade-in hopes. A boutique owner swaps in why they don't mark up just to put things on sale.
#217 · I turned down our biggest order
Storytelling · Best fit: Bakeries · about 38 sec · On screen: I said no to the big order
SCRIPT · TELEPROMPTER
Last month I turned down the biggest order [BUSINESS NAME] has ever been offered. A [CUSTOMER] wanted [NUMBER] cakes by the weekend. The money was great. But to make it, I'd have to use frozen stuff, rush every layer, and let my regulars down. That's not who we are. So I said no, and I told them why. It hurt a little. Then they came back and booked a smaller order with real time to do it right. I'll never trade quality for a quick payday. Would you have said yes? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A home baker films in the kitchen, sharing a hard no she said to a big order. The confession creates tension and curiosity. Standing by her values shows regulars they matter, and makes her quality feel real, not just claimed.
MAKE IT FIT ANY INDUSTRY
A florist swaps in a rushed event they declined. A marketing agency swaps in a big client they passed on because of a bad fit.
#218 · Sweating more isn't working harder
Educational · Best fit: Gyms & personal trainers · about 39 sec · On screen: Sweat isn't the goal
SCRIPT · TELEPROMPTER
A sweaty workout is not the same as a good workout. This is the myth I fight every day as a trainer. People think if they're dripping and wrecked, it worked. But sweat mostly tells you the room is hot or you're dressed warm. What matters is showing up, good form, and slowly doing a bit more over [TIME]. Stop chasing exhaustion. Start chasing progress you can track. That's how we train every client at [BUSINESS NAME]. Everyone's body is different, so check with a pro before you change your routine. Save this for your next workout.
WHY IT WORKS · CASE STUDY
A personal trainer films a quick myth-bust between sets. It corrects a belief many beginners hold, which makes the trainer feel like an honest guide. Viewers who felt they weren't trying hard enough feel relief and curiosity.
MAKE IT FIT ANY INDUSTRY
A yoga studio swaps in the myth that you must be flexible first. A skincare studio swaps in the myth that burning means it's working.
#219 · You don't need to go viral
Storytelling · Best fit: Marketing agencies & designers · about 36 sec · On screen: Viral isn't the goal
SCRIPT · TELEPROMPTER
Unpopular opinion, most small businesses don't need to go viral. I learned this the hard way. A client of ours got a video with millions of views. Everyone was thrilled. Sales that month barely moved. The people watching lived nowhere near them and would never buy. The next month we made small videos for the right [CUSTOMER] in [CITY]. Far fewer views. Way more real calls. Views feel good. The right people pay the bills. Follow for part two, where I'll show you how we find the right people.
WHY IT WORKS · CASE STUDY
A small design agency owner tells a story about views that didn't turn into sales. The reversal hook stops scrollers, and the honest lesson builds trust. Owners who feel bad about low views feel seen and relieved.
MAKE IT FIT ANY INDUSTRY
A coach swaps in a viral post that brought no clients. A food truck swaps in a local post that filled their line.
#220 · Things lash clients really ask
Entertaining · Best fit: Nail & lash studios · about 36 sec · On screen: Lash questions I really get
SCRIPT · TELEPROMPTER
Things people really ask me at the lash studio. Can you make them last [TIME] with no fill? Can I sleep face down and rub them all night? Can you do them in fifteen minutes? Can we make them super full and super light? I love my clients, I promise. But lashes are tiny, delicate work, and good ones take time and care. The honest answer is always the same. Treat them gently and they'll treat you well. What's the funniest thing you've asked your lash tech? Comment below.
WHY IT WORKS · CASE STUDY
A lash tech lip-syncs client questions with playful reactions. The format is fun and shareable, so it spreads beyond current clients. Underneath, it sets fair expectations, which cuts down complaints and builds respect for the craft.
MAKE IT FIT ANY INDUSTRY
A car detailer swaps in make it look brand new in ten minutes. A tailor swaps in make it fit by tonight.
#221 · Write-off doesn't mean free
Educational · Best fit: Accountants & tax preparers · about 38 sec · On screen: Write-off does not mean free
SCRIPT · TELEPROMPTER
A write-off does not mean you get it for free. I hear this every tax season. Someone buys something big and says, it's fine, it's a write-off. Here's what that usually means in plain words. It may lower the amount you're taxed on. You still spent the money. So buying things just to get a write-off can leave you with less cash, not more. Every situation is different, so talk to a pro about yours before you buy. I'm [YOUR NAME] at [BUSINESS NAME]. Share this with the friend who always says it's a write-off.
WHY IT WORKS · CASE STUDY
A tax preparer explains the myth with a simple visual of cash leaving a wallet. It corrects a costly belief in plain language, which builds trust. The share CTA spreads the video to the exact people who need the lesson.
MAKE IT FIT ANY INDUSTRY
A car dealership swaps in the myth of zero down means cheap. A gym swaps in the myth that a pricey membership makes you fit.
#222 · Why we stopped the cheap latte
Storytelling · Best fit: Coffee shops · about 39 sec · On screen: Why we killed the cheap coffee
SCRIPT · TELEPROMPTER
We lost money on every cheap drink we sold for a year. At [BUSINESS NAME], we had a [PRICE] coffee to compete with the chains. People loved it. But to keep that price, we had to buy cheaper beans and cut staff hours. The coffee got worse and my team got tired. So we dropped it. I was scared we'd lose everyone. Some did leave. But the people who stayed told us the coffee tasted better than ever. I'd rather be worth it than be the cheapest. Come taste the difference and tell me in the comments.
WHY IT WORKS · CASE STUDY
A coffee shop owner shares why a bargain drink was dropped. The confession feels brave and human. Viewers respect the honesty, and the story turns a higher price into a sign of care for beans and staff.
MAKE IT FIT ANY INDUSTRY
A cleaning service swaps in a bargain package they stopped offering. A printing shop swaps in a rock-bottom rush job they no longer take.
#223 · More spray doesn't mean cleaner
Educational · Best fit: Cleaning services · about 36 sec · On screen: Stop using so much spray
SCRIPT · TELEPROMPTER
Using more cleaning spray does not make your home cleaner. Here's a secret from [NUMBER] years of cleaning houses. Most people use way too much product. It leaves a sticky layer that grabs dirt faster, so things look dirty again sooner. The real trick is the right amount, the right cloth, and giving it a moment to work before you wipe. Less product, better tools, more patience. That's how our team at [BUSINESS NAME] does it. Try it this week and tell me in the comments if you noticed the difference.
WHY IT WORKS · CASE STUDY
A cleaning business owner shows a sticky counter wiped the right way. Sharing a real trade secret builds trust and shows skill. Viewers feel helped for free, which makes hiring the pro feel like the natural next step.
MAKE IT FIT ANY INDUSTRY
A detailer swaps in why too much car soap hurts paint. A hair salon swaps in why too much shampoo dries your hair.
#224 · Reacting to car myths
Entertaining · Best fit: Auto repair & detailing · about 37 sec · On screen: Car myths, busted
SCRIPT · TELEPROMPTER
Let's react to car myths I hear at the shop every week. Myth one, you need to warm up your car for ten minutes. Most modern cars don't need that. Myth two, premium gas makes any car faster. Only if your car calls for it. Myth three, if the check engine light goes off, it's fixed. Nope, it just stopped yelling for now. I'm [YOUR NAME] from [BUSINESS NAME], and I'd rather teach you than scare you. Every car is different, so check your manual. Which myth did you believe? Comment the number.
WHY IT WORKS · CASE STUDY
A mechanic does a green-screen reaction to common car beliefs with quick verdicts. It's fun and easy to share. Busting myths without talking down shows expertise and honesty, two things people crave from a mechanic.
MAKE IT FIT ANY INDUSTRY
A dentist swaps in tooth myths like whitening strips fix everything. A pet groomer swaps in dog bath myths.
#225 · The rule I give every couple
Storytelling · Best fit: Wedding & event planners · about 40 sec · On screen: The no I tell every couple
SCRIPT · TELEPROMPTER
There's one thing I tell every couple no to, and it's not what you think. They say, let's invite everyone and figure it out later. I've watched that idea wreck budgets and stress out families. One couple I worked with added [NUMBER] guests a month out. The food, the chairs, the venue, all of it had to change. Now I start every plan at [BUSINESS NAME] with the guest list, before we talk flowers or colors. It's not the fun part. It's the part that saves the day. Planning a wedding? DM me [KEYWORD] for my guest list guide.
WHY IT WORKS · CASE STUDY
An event planner shares a story over shots of a seating chart. The reversal hook creates curiosity, and the real story adds stakes. A free guide turns the lesson into a warm lead from couples already planning.
MAKE IT FIT ANY INDUSTRY
A photographer swaps in the one shot list rule. A contractor swaps in why they lock the design before any demo starts.
#226 · Why flowers cost what they cost
Educational · Best fit: Florists · about 37 sec · On screen: What you pay for in flowers
SCRIPT · TELEPROMPTER
Here's why a bouquet costs more than the flowers inside it. People see a [PRICE] arrangement and think the flowers must be cheap. But flowers are fresh food that spoils fast. We buy them, trim them, keep them cool, and toss the ones that don't make it. Then there's the design time, the vase, and the delivery. You're not paying for stems. You're paying for fresh, careful work that lasts. I'm not asking you to spend more. I just want you to know what you're buying. Save this for your next special day.
WHY IT WORKS · CASE STUDY
A florist films the hidden steps behind one arrangement. Showing the work behind a price turns doubt into respect. Viewers who once thought prices were high now see the value, which makes ordering feel fair.
MAKE IT FIT ANY INDUSTRY
A bakery swaps in why custom cakes cost more. A tattoo artist swaps in why a custom design takes paid drawing time.
#227 · I said no to this tattoo
Storytelling · Best fit: Tattoo artists · about 39 sec · On screen: Why I refused this tattoo
SCRIPT · TELEPROMPTER
I turned down a tattoo last week, and the client thanked me later. A [CUSTOMER] wanted a detailed portrait the size of a coin on their finger. I could have taken the money. But I know how ink spreads over [TIME]. That tiny face would turn into a blur. So I showed them other ideas. A bigger size, a new spot, a simpler design. They picked one and loved it. My job isn't just to do what you ask. It's to make sure you still love it in ten years. Got a tattoo idea? DM me [KEYWORD].
WHY IT WORKS · CASE STUDY
A tattoo artist tells the story while sketching the better design. Saying no shows real skill and care for the long term. Viewers trust someone who protects them from regret, which makes booking feel safe.
MAKE IT FIT ANY INDUSTRY
An interior designer swaps in a trend they talked a client out of. A jewelry maker swaps in a ring design that wouldn't last.
#228 · Guess the price challenge
Entertaining · Best fit: Fashion & streetwear brands · about 32 sec · On screen: Guess the price
SCRIPT · TELEPROMPTER
Guess which hoodie costs the most. Hoodie one, hoodie two, hoodie three. Most people pick the one with the biggest logo. Wrong. The priciest one here is not always the best made. Price is often about the name, not the fabric. So here's what I check. Feel the weight. Look at the stitching inside. Stretch the cuffs and see if they bounce back. That's how we build everything at [BUSINESS NAME]. Which one did you guess? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A streetwear founder holds up three hoodies and reveals the real prices at the very end. The guessing game keeps people watching to the reveal. Teaching how to judge quality builds trust without bashing other brands.
MAKE IT FIT ANY INDUSTRY
A jewelry maker swaps in three rings. A coffee shop swaps in three bags of beans for a taste test.
#229 · Free templates can cost you
Educational · Best fit: Lawyers · about 37 sec · On screen: The free template trap
SCRIPT · TELEPROMPTER
That free contract template online might not fit your situation. I see this all the time. A [CUSTOMER] downloads a template, fills in the blanks, and thinks they're covered. Then something goes wrong, and the paper doesn't say what they thought it said. Every state has different rules, and every deal is different. Templates can be a start, not the finish. This isn't legal advice, just a heads up from [YOUR NAME] at [BUSINESS NAME]. If you've got a contract you've been unsure about, book a consult at the link in bio.
WHY IT WORKS · CASE STUDY
A small-business lawyer speaks plainly to camera with a printed template in hand. It names a real risk without fear tactics. Plain words make legal help feel less scary, and the soft CTA turns worry into action.
MAKE IT FIT ANY INDUSTRY
An accountant swaps in free tax software gone wrong. A web designer swaps in a free website builder that doesn't grow with you.
#230 · I lost a client by being honest
Storytelling · Best fit: Coaches & consultants · about 37 sec · On screen: Honesty cost me a client
SCRIPT · TELEPROMPTER
I lost a client by telling them the truth, and I'd do it again. They hired me to help them grow. [TIME] in, I saw the real problem. It wasn't marketing. It was their offer. Nobody wanted it the way it was. I could've kept quiet and kept getting paid. Instead I told them. They were upset and they left. Months later, they messaged me. They'd fixed the offer and sales finally came in. Sometimes the truth costs you. I still think it's worth it. Follow me for more honest business lessons.
WHY IT WORKS · CASE STUDY
A business coach tells this story on a walk, no script visible. The confession hook grabs attention, and the honest risk he took builds deep trust. Future clients see someone who puts results over a paycheck.
MAKE IT FIT ANY INDUSTRY
An accountant swaps in the hard money talk they gave a client. A personal trainer swaps in telling a client their plan wasn't working.
#231 · Ask for photos before you pay
Educational · Best fit: Roofers · about 35 sec · On screen: Always ask for roof photos
SCRIPT · TELEPROMPTER
Before you pay anyone to fix your roof, ask for photos. Here's an honest tip from [NUMBER] years on roofs. Most homeowners never go up there, so you're trusting what you're told. A good roofer should happily show you before photos, during photos and after photos. If someone won't show you the problem, ask why. I'm not saying anyone's lying. I'm saying you deserve to see what you're paying for. At [BUSINESS NAME], you get photos of every job. Save this so you remember it next time.
WHY IT WORKS · CASE STUDY
A roofer films from the roof showing damage up close. Teaching buyers how to check any roofer, including himself, is a big trust move. It proves confidence in his own work and gives viewers a simple rule to follow.
MAKE IT FIT ANY INDUSTRY
An auto shop swaps in asking to see the old parts. A plumber swaps in photos of the pipe under the floor.
#232 · POV: my dog loves baths
Entertaining · Best fit: Pet groomers & vets · about 34 sec · On screen: POV: my dog loves baths
SCRIPT · TELEPROMPTER
POV, the owner says my dog loves baths. Meanwhile the dog is gripping the door frame with all four paws. Another owner says he's great with his feet. He is not great with his feet. And my favorite, just a little trim, when the dog hasn't been brushed in [TIME]. I love every one of these dogs. But here's the truth. Regular brushing at home makes grooming faster, safer and way less stressful for your pet. Tag a friend whose dog hates bath day.
WHY IT WORKS · CASE STUDY
A dog groomer acts out owner lines with cut-ins of real, happy dogs. Humor makes the video easy to share among pet owners. The tip at the end shows care, and owners feel understood, not judged.
MAKE IT FIT ANY INDUSTRY
A daycare swaps in he never cries at drop off. A hair salon swaps in I just want a tiny trim after a year.
#233 · Why we never run fake sales
Storytelling · Best fit: E-commerce product brands · about 37 sec · On screen: We don't do fake sales
SCRIPT · TELEPROMPTER
We almost ran a fake sale, and I'm glad we didn't. Early on at [BUSINESS NAME], someone told me to raise my prices, then put a big fifty percent off sign on everything. Everyone does it, they said. I tried to picture my first customer finding out. I felt sick. So we made a rule. One fair price, all year. No fake timers, no pretend discounts. Some months are slower. But our customers trust us, and they come back. Would you rather have fair prices or big sales? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A small product brand founder films at the packing table. The confession of a near mistake makes the story human. Refusing a common trick builds trust and gives buyers a clear reason to pick this brand.
MAKE IT FIT ANY INDUSTRY
A boutique swaps in a no-fake-sale policy. A gym swaps in no pressure sign-up deals that expire tonight.
#234 · You don't need all new furniture
Educational · Best fit: Interior designers · about 36 sec · On screen: Redesign without buying new
SCRIPT · TELEPROMPTER
You don't need to buy all new furniture to love your home. This surprises a lot of my clients. They think design means starting over. Most of the time, it's about moving what you have. Change where the sofa faces. Pull furniture off the walls. Swap the lamps into different rooms. Add one or two new pieces, not twenty. Good design is more about layout and light than shopping. That's where every project at [BUSINESS NAME] starts. Try one of these today and send me a before and after by DM.
WHY IT WORKS · CASE STUDY
An interior designer rearranges a living room in fast motion using only existing pieces. Busting the buy-it-all myth makes design feel doable. The quick visual win proves real skill and builds trust with budget-minded viewers.
MAKE IT FIT ANY INDUSTRY
A boutique swaps in styling clothes you already own. A landscaper swaps in moving plants instead of buying new ones.
#235 · I stopped saying no pain no gain
Storytelling · Best fit: Yoga & pilates studios · about 38 sec · On screen: Why I stopped pushing so hard
SCRIPT · TELEPROMPTER
I used to push my students too hard, and I stopped. When I started teaching in [YEAR YOU STARTED], I thought a good class had to hurt. I'd push people into poses their bodies weren't ready for. Then a longtime student quietly stopped coming. When I asked why, she said class made her feel like she wasn't good enough. That hit me. Now at [BUSINESS NAME], we meet you where you are. Some days that means going easier. That's not weakness. That's how people stick with it. Book your first class at the link in bio.
WHY IT WORKS · CASE STUDY
A pilates instructor shares a personal turning point after class. The confession shows humility and growth, which builds emotional trust. Beginners scared of intense classes feel welcome, and the one clear CTA gives them a first step.
MAKE IT FIT ANY INDUSTRY
A gym swaps in dropping shouting-style coaching. A tutor swaps in easing off pressure so kids stay excited to learn.
#236 · Things people say to food trucks
Entertaining · Best fit: Food trucks · about 35 sec · On screen: Things people say to food trucks
SCRIPT · TELEPROMPTER
Things people say to me at the food truck. Is it real food or just truck food? Can you move the truck closer to my car? Do you guys cook this in a restaurant somewhere? And my favorite, why is it more than a gas station sandwich? Here's the truth. We cook it fresh, right here, in a kitchen smaller than your closet. In the heat. In the rain. Every single day. And we love it. Where should the truck park next? Tell me in the comments.
WHY IT WORKS · CASE STUDY
A food truck owner acts out customer lines with quick cuts through the window. The humor is relatable and shareable. It also busts the myth that truck food is lesser, and shows the hard work behind each meal.
MAKE IT FIT ANY INDUSTRY
A DJ swaps in can you just play my playlist. A florist swaps in can you do a wedding by tomorrow.
#237 · Stop sending me logo screenshots
Educational · Best fit: Printing & sign shops · about 36 sec · On screen: Screenshots ruin big signs
SCRIPT · TELEPROMPTER
Please stop sending me a screenshot of your logo for a big sign. Here's why. A screenshot looks fine on your phone. But blow it up to [NUMBER] feet and it turns into blurry blocks. What we need is the original file your designer made. Ask them for a vector file, it usually ends in AI, EPS, SVG or PDF. If you don't have one, that's okay, we can help rebuild it. But the right file is the difference between sharp and sad. Save this before your next print order.
WHY IT WORKS · CASE STUDY
A sign shop owner shows a blurry blown-up logo next to a sharp one. The side-by-side is instant proof. Teaching a simple fix saves customers stress, and the shop looks like the patient expert people want.
MAKE IT FIT ANY INDUSTRY
A photographer swaps in why they need full-size photos, not screenshots. A web designer swaps in why they need original brand files.
#238 · Why we show where money goes
Storytelling · Best fit: Churches & nonprofits · about 37 sec · On screen: Where your giving really goes
SCRIPT · TELEPROMPTER
We used to be afraid to show where every dollar goes. At [BUSINESS NAME], we thought people only wanted to hear about the good stories, not the costs. So we hid the boring stuff. Rent, lights, staff. Then a longtime giver asked us straight up where the money went. We didn't have a clear answer ready. That was the day we changed. Now we share the whole picture, including the boring parts. And people trust us more, not less. Want to see where your support goes? Comment [KEYWORD] and we'll send it.
WHY IT WORKS · CASE STUDY
A nonprofit director tells this story with a simple breakdown on a whiteboard. Admitting a past fear feels honest, and openness about costs builds trust. Givers feel respected and see their support going somewhere real.
MAKE IT FIT ANY INDUSTRY
A contractor swaps in showing a full cost breakdown. A coffee shop swaps in showing what goes into the price of one drink.
#239 · It's just a few boxes
Entertaining · Best fit: Moving companies · about 37 sec · On screen: It's just a few boxes
SCRIPT · TELEPROMPTER
The customer said it's just a few boxes. We open the garage. Boxes to the ceiling. A piano. Three bikes. A canoe for some reason. Then they say, oh, and the upstairs closet. I love this job, but here's the honest tip nobody tells you. Walk through every room and closet before you get a quote. Open every door. A good mover wants the real list so your price and time are right from the start. No surprises for you, no surprises for us. Share this with a friend who's moving soon.
WHY IT WORKS · CASE STUDY
A moving crew films a playful reveal of a packed garage after hearing just a few boxes. The humor is relatable to anyone who has moved. The tip builds trust and shows the company cares about fair quotes.
MAKE IT FIT ANY INDUSTRY
A cleaning service swaps in it's only a little messy. A landscaper swaps in the yard just needs a quick trim.
#240 · I won't promise straight A's
Storytelling · Best fit: Daycares & tutors · about 37 sec · On screen: Why I won't promise A's
SCRIPT · TELEPROMPTER
A parent once asked me to guarantee their kid would get straight A's. I said no. Not because I don't believe in their child. Because no honest tutor can promise that. What I can promise is this. I'll find where your kid is stuck, and we'll fix that one thing first. That student came in scared of [SUBJECT]. After [TIME], they raised their hand in class for the first time. The grade came later. The confidence came first. That's the part I care about. Tag a parent who needs to hear this.
WHY IT WORKS · CASE STUDY
A tutor shares this story at a quiet desk. Refusing to make a big promise builds more trust than any promise could. Parents relate to the fear and feel hopeful seeing growth measured in confidence, not just grades.
MAKE IT FIT ANY INDUSTRY
A gym swaps in refusing to promise fast weight loss. A marketing agency swaps in refusing to promise instant sales.
9. Problems & Solutions
#241 · The Stain She Almost Ignored
Storytelling · Best fit: Roofers · about 40 sec · On screen: The stain she almost ignored
SCRIPT · TELEPROMPTER
My customer's ceiling looked fine, but her roof was rotting underneath. [CUSTOMER] called me about one small brown spot. She almost waited until spring. When I climbed up, I found [NUMBER] soft spots hiding under the shingles. Water had been sneaking in for months. If she'd waited, the fix would have been way bigger and way messier. We repaired it in [TIME], and she slept dry that same week. Here's the lesson. A small stain is your house asking for help. If you have a spot you keep ignoring, comment [KEYWORD] and I'll tell you what to check first.
WHY IT WORKS · CASE STUDY
A local roofer films on a rooftop, pointing at hidden damage under a harmless-looking ceiling stain. It works because homeowners recognize that exact brown spot in their own house. The tiny detail creates instant recognition, and seeing what hides underneath raises the stakes without any scare tactics.
MAKE IT FIT ANY INDUSTRY
A dentist swaps in a small sensitivity that hid a bigger issue; an auto shop uses a tiny squeak that turned out to be worn brakes.
#242 · Three Signs It's Checkup Time
Educational · Best fit: Dentists · about 39 sec · On screen: 3 signs you need a checkup
SCRIPT · TELEPROMPTER
Most people wait for pain before they see a dentist. That's usually the most expensive way to do it. Here are three signs it's time to book. One, your teeth feel sharp when you drink something cold. Two, you've started chewing on one side without thinking. Three, it's been more than [TIME] since your last cleaning. None of these mean something is wrong for sure. They just mean it's worth a quick look. At [BUSINESS NAME] in [CITY], we check, show you what we see, and let you decide. Save this so you remember the three signs.
WHY IT WORKS · CASE STUDY
A family dentist counts the three signs on her fingers in the treatment room. It works because viewers quietly check each sign against their own mouth. That self-recognition builds curiosity, and the calm, no-pressure tone builds trust with people who feel nervous about dental visits.
MAKE IT FIT ANY INDUSTRY
A mechanic lists three sounds that mean book a check; a roofer lists three things you can spot from the driveway.
#243 · Tax Season Shoebox Panic
Storytelling · Best fit: Accountants & tax preparers · about 41 sec · On screen: She brought me a shoebox
SCRIPT · TELEPROMPTER
She walked into my office holding a shoebox and started crying. It was full of receipts from the whole year. [CUSTOMER] runs a small business and did everything herself. Every tax season she lost sleep for [TIME]. She thought that was just normal. It isn't. We sorted the box together and set up a simple system that takes her [NUMBER] minutes a week. This year she didn't dread tax season at all. The problem was never her. It was having no system. If your receipts live in a box, a bag, or your car, follow for part two where I show the system.
WHY IT WORKS · CASE STUDY
A tax preparer films a real-looking shoebox of crumpled receipts on her desk. It works because so many small business owners have that exact box at home. Seeing it on screen feels like being understood, and the relief in the story makes asking for help feel normal, not embarrassing.
MAKE IT FIT ANY INDUSTRY
A cleaning service shows the one closet a client was ashamed of; a personal trainer shows the gym bag that never left the car.
#244 · Things Customers Say About Noises
Entertaining · Best fit: Auto repair & detailing · about 36 sec · On screen: Things people say to mechanics
SCRIPT · TELEPROMPTER
Things people say to me right before a big repair bill. It's only been making that noise for a month. I just turned the radio up. The light comes on, but then it goes away. My cousin said it's probably nothing. It's fine as long as I don't brake too hard. I love my customers, I really do. But that little noise is your car talking to you. The sooner you listen, the smaller the fix usually is. Tell me in the comments the weirdest noise your car has ever made.
WHY IT WORKS · CASE STUDY
An auto shop owner plays both roles, switching hats for customer and mechanic between lines. It works because viewers laugh at themselves, they have said these exact things. Humor lowers defenses, so the real message about catching problems early lands without feeling like a lecture.
MAKE IT FIT ANY INDUSTRY
A dentist uses things people say about skipping flossing; a plumber uses things people say about a slow drain they've ignored.
#245 · No Salon Could Do My Hair
Storytelling · Best fit: Hair salons & barbers · about 38 sec · On screen: Why I opened this salon
SCRIPT · TELEPROMPTER
I opened my salon because no salon in [CITY] could do my hair. For years I'd sit in the chair and watch stylists look nervous. I'd leave with a cut that didn't fit me and pay [PRICE] for it. I started learning on myself, then on my friends, then on their friends. That's how [BUSINESS NAME] started. Every stylist here is trained on hair like mine and hair like yours. If you've ever left a salon feeling unseen, you're exactly who I built this for. Book your first visit at the link in bio.
WHY IT WORKS · CASE STUDY
A salon owner tells her origin story while styling her own hair in the mirror. It works because the problem is personal, not a sales pitch. Customers who felt the same frustration see themselves in her story, and that shared pain builds trust faster than any before-and-after photo.
MAKE IT FIT ANY INDUSTRY
A bakery owner explains she couldn't find a cake without allergens; a streetwear brand explains nothing fit their style or budget.
#246 · Why January Memberships Fail
Educational · Best fit: Gyms & personal trainers · about 39 sec · On screen: Why your gym membership fails
SCRIPT · TELEPROMPTER
Buying a gym membership doesn't fix your fitness. I know, strange thing for a trainer to say. Here's why the usual fix fails. People sign up, walk in, and have no plan. They wander between machines, feel lost, and stop coming by week [NUMBER]. The problem was never motivation. It was not knowing what to do when they got there. That's why at [BUSINESS NAME], every new member gets a simple plan for their first [TIME]. You walk in knowing exactly what to do. If that's been you, comment [KEYWORD] and I'll send you a free starter plan.
WHY IT WORKS · CASE STUDY
A personal trainer films in an empty gym, standing beside rows of unused machines. It works because the contradiction in the hook stops the scroll. Viewers who quit before feel relief that it wasn't their fault, and the clear reason gives them hope to try again.
MAKE IT FIT ANY INDUSTRY
A marketing agency explains why buying ads alone fails; a tutor explains why buying workbooks doesn't fix bad grades without a plan.
#247 · POV: Grease Down the Drain
Entertaining · Best fit: Plumbers & electricians · about 36 sec · On screen: POV: grease down the drain
SCRIPT · TELEPROMPTER
POV: you just poured bacon grease down the kitchen sink again. It goes down warm and easy, so it feels fine. Then it cools inside your pipes and turns hard, like a candle. Every time you do it, the clog gets a little bigger. You won't notice for weeks. Then one day the sink backs up during a dinner party. And that's when you call me. Save yourself the drama. Pour grease into a jar, let it cool, and toss it. Share this with the friend who always does this.
WHY IT WORKS · CASE STUDY
A plumber acts out the scene at a kitchen sink, then cuts to a pipe clogged with hard grease. It works because the habit is so common that viewers feel caught. The gross visual makes the hidden cost real, and the easy tip makes the plumber look helpful, not pushy.
MAKE IT FIT ANY INDUSTRY
An auto shop does POV skipping your oil change; a skincare studio does POV sleeping in your makeup again.
#248 · The Hidden Cost of Overpricing
Educational · Best fit: Real estate agents · about 39 sec · On screen: The hidden cost of overpricing
SCRIPT · TELEPROMPTER
Pricing your home too high can quietly cost you more than pricing it right. Here's the hidden cost. When a home sits on the market, buyers start wondering what's wrong with it. After [NUMBER] weeks, people stop clicking on the listing. Then the seller drops the price, and it looks even more desperate. Meanwhile, you're paying the mortgage, the bills, and the stress the whole time. Every home and market is different, so I can't promise a number. But I can show you what homes near you actually sold for. DM me [KEYWORD] and I'll send it.
WHY IT WORKS · CASE STUDY
A real estate agent stands outside a house with an old, faded for-sale sign. It works because sellers fear their home sitting unsold. Explaining the hidden cost builds authority, and offering real local numbers instead of promises builds trust with nervous homeowners.
MAKE IT FIT ANY INDUSTRY
A photographer explains the hidden cost of cheap wedding photos; a contractor explains the hidden cost of the lowest bid.
#249 · She Stopped Inviting Friends Over
Storytelling · Best fit: Cleaning services · about 39 sec · On screen: She stopped inviting people over
SCRIPT · TELEPROMPTER
She told me she hadn't invited friends over in two years. [CUSTOMER] works long shifts and has two kids. Every weekend she'd try to catch up on cleaning and fall further behind. She felt embarrassed, so she just stopped having people over. She didn't think she needed help. She thought she needed to try harder. After our first deep clean, she sent me a photo of her table set for [NUMBER] friends. That's why we do this. It's not about dust. It's about getting your life back. Tell me in the comments if this sounds like your house.
WHY IT WORKS · CASE STUDY
A cleaning business owner tells the story over footage of a table being set for guests. It works because the real problem is emotional, not dirt. Busy parents recognize the shame and isolation, and the happy ending lets them picture their own home ready for people again.
MAKE IT FIT ANY INDUSTRY
A landscaper tells of a family who hid their backyard; an interior designer tells of a client embarrassed by an unfinished living room.
#250 · If This Is Your Bathroom Shelf
Entertaining · Best fit: Med spas & skincare · about 34 sec · On screen: If this is your shelf...
SCRIPT · TELEPROMPTER
If your bathroom shelf looks like this, this video is for you. Seven half-used serums. Three cleansers you bought because a stranger online said so. One mask you're scared to open. You've spent [PRICE] and your skin still doesn't feel right. You're not lazy. You're guessing. And guessing gets expensive. At [BUSINESS NAME], we start by looking at your skin and asking questions before we recommend anything. Sometimes the answer is fewer products, not more. Tag the friend whose shelf looks exactly like this.
WHY IT WORKS · CASE STUDY
A skincare studio owner sweeps a messy shelf of half-used bottles into a basket. It works because almost every viewer owns that same shelf. The funny recognition makes them laugh, and the idea that guessing is the real problem reframes the studio as the calm, expert answer.
MAKE IT FIT ANY INDUSTRY
A financial advisor shows a drawer of unused apps; a gym shows a garage full of workout gear that nobody uses.
#251 · Is Your Desk the Real Problem
Educational · Best fit: Chiropractors & physio · about 36 sec · On screen: Is your desk hurting you?
SCRIPT · TELEPROMPTER
Your stiff neck might have started at your desk, not in your sleep. Here are three signs your setup is part of the problem. One, your screen sits below your eyes, so you look down all day. Two, your feet don't rest flat on the floor. Three, you haven't stood up in [TIME]. I can't tell you what's going on with your body through a phone. That's what a real visit is for. But these small fixes are worth trying today. Save this and check your desk tomorrow morning.
WHY IT WORKS · CASE STUDY
A physiotherapist sits at a desk and adjusts a laptop and chair as she explains each sign. It works because office workers can check their own setup right away. Clear, simple tips build expertise, and admitting limits about diagnosis builds the kind of trust health businesses need.
MAKE IT FIT ANY INDUSTRY
An interior designer lists signs your lighting is the problem; a mattress brand lists signs your pillow, not your stress, ruins your sleep.
#252 · The Matted Dog Moment
Storytelling · Best fit: Pet groomers & vets · about 39 sec · On screen: He wasn't being difficult
SCRIPT · TELEPROMPTER
Her dog looked fluffy, but underneath the fur was one big tangle. [CUSTOMER] brought in her dog because he kept scratching. She thought he just had an itch. When I started brushing, I found the mats were pulling on his skin every time he moved. He wasn't being difficult. He was uncomfortable. It took [TIME] to work through it gently. When he walked out, he was running around like a puppy again. She told me she felt awful she hadn't noticed. Most owners don't. Comment [KEYWORD] and I'll show you how to check your dog's coat at home.
WHY IT WORKS · CASE STUDY
A pet groomer films a slow brush-through, showing the difference between surface fluff and hidden mats. It works because pet owners care deeply and fear missing something. The gentle, no-blame tone builds trust, and the happy ending gives viewers an emotional reason to book.
MAKE IT FIT ANY INDUSTRY
A hair salon tells of a client whose damage hid under extensions; an auto detailer shows dirt hiding under a car's floor mats.
#253 · One Blurry Photo of Grandma
Storytelling · Best fit: Photographers & videographers · about 36 sec · On screen: Why I became a photographer
SCRIPT · TELEPROMPTER
My family has one blurry photo of my grandma, and that's it. When she passed, we searched every phone and drawer. Everyone said we'll take a real photo next holiday. Next holiday never came. That's the moment I picked up a camera for real. I started [BUSINESS NAME] in [YEAR YOU STARTED] so families don't wait for the right time. Because the right time is usually right now, while everyone is still here. If you've been putting off family photos, share this with the person you'd want in the picture.
WHY IT WORKS · CASE STUDY
A family photographer holds up an old, blurry printed photo while telling the story. It works because nearly everyone has been meaning to take that family picture. The personal loss creates deep emotion, and viewers connect the photographer's reason for starting with their own unfinished plans.
MAKE IT FIT ANY INDUSTRY
A financial advisor tells why a family money scare made them start; a daycare owner tells how struggling to find childcare led to opening theirs.
#254 · Boosting Posts Won't Fix This
Educational · Best fit: Marketing agencies & designers · about 37 sec · On screen: Boosting won't save this post
SCRIPT · TELEPROMPTER
Boosting a post won't fix a message nobody understands. Here's why the usual fix fails. A business posts, gets no sales, and decides it needs more reach. So they pay to show that same confusing post to more people. Now more people are confused. The real problem is usually one of three things. Nobody knows who it's for. Nobody knows what you're offering. Or nobody believes you. Fix those first, then spend money. At [BUSINESS NAME], that's where we start with every client. Comment [KEYWORD] and I'll look at one of your posts.
WHY IT WORKS · CASE STUDY
A designer screen-records a vague social post, then rewrites it on screen in plain words. It works because business owners have wasted money on ads and felt confused why. Naming the real cause shows expertise, and the free post review lets viewers experience the value first.
MAKE IT FIT ANY INDUSTRY
A gym explains why more cardio won't fix a bad diet; a restaurant explains why discounts won't fix a confusing menu.
#255 · My Cousin Will Handle It
Entertaining · Best fit: Wedding & event planners · about 38 sec · On screen: My cousin will handle it...
SCRIPT · TELEPROMPTER
We don't need a planner, my cousin will handle it. Famous last words. Three weeks before the wedding, your cousin is also a bridesmaid. The morning of, she's getting her hair done when the florist calls. The DJ can't find the venue. Nobody knows who's collecting the rentals at midnight. And your mom is directing traffic in heels. Your cousin loves you. But she can't be in [NUMBER] places at once. That's my whole job, so your family gets to actually enjoy the day. Tell me in the comments your wildest wedding day story.
WHY IT WORKS · CASE STUDY
A wedding planner acts out the chaos in quick cuts, playing the stressed cousin with ringing phones. It works because couples and guests have seen this chaos in real life. The comedy makes it memorable, and the stakes of a once-in-a-lifetime day make the planner feel necessary.
MAKE IT FIT ANY INDUSTRY
A moving company does my friends will help me move; an accountant does my brother-in-law does my taxes.
#256 · Read Your Policy Before Disaster
Educational · Best fit: Insurance agents · about 37 sec · On screen: When did you last read this?
SCRIPT · TELEPROMPTER
Most people read their insurance policy for the first time after something breaks. That's the worst time to find a surprise. Here's what happens if you ignore it. Your coverage stays the same while your life changes. You renovate the kitchen, buy new equipment, or start working from home, and your policy never hears about it. I can't tell you what your policy covers without looking at it. But I can tell you to check it once a year, especially after big changes. Save this and set a reminder for [TIME] from now.
WHY IT WORKS · CASE STUDY
An insurance agent sits at a kitchen table flipping through a thick policy nobody has read. It works because nearly everyone admits they've never read theirs. The honest, no-scare tone builds trust, and a simple yearly habit gives viewers an easy action without any pressure.
MAKE IT FIT ANY INDUSTRY
An accountant explains checking withholding after a raise; a lawyer explains reviewing an old will after a new baby.
#257 · The Contract He Didn't Read
Storytelling · Best fit: Lawyers · about 40 sec · On screen: Standard doesn't mean safe
SCRIPT · TELEPROMPTER
He signed a [NUMBER]-page contract on his phone in the parking lot. [CUSTOMER] was excited about his first big deal. The other side said it's just standard stuff, so he didn't read it. A few months later, he found out he couldn't work with his own past clients. That's when he called me. I can't talk about every case, and every situation is different. But I tell every business owner the same thing now. Standard doesn't mean safe. Read it, or have someone read it with you. DM me [KEYWORD] if you have a contract sitting in your inbox.
WHY IT WORKS · CASE STUDY
A small business lawyer tells the story while scrolling a long contract on a phone. It works because owners sign things quickly all the time and know it. The realistic moment of realization creates stakes, and the careful, honest wording builds the trust people need before calling a lawyer.
MAKE IT FIT ANY INDUSTRY
An insurance agent tells of a client who never checked the fine print; a real estate agent tells of a buyer who skipped the inspection.
#258 · POV: Your Business Runs on Spreadsheets
Entertaining · Best fit: Software & app startups · about 36 sec · On screen: POV: your file is named final final
SCRIPT · TELEPROMPTER
POV: your whole business runs on [NUMBER] spreadsheets and one tired person. Someone asks where the latest version is. There are four files named final. One says final final. Somebody typed over the formulas again. The one person who understands it goes on vacation, and everything stops. We built [PRODUCT/SERVICE] because we lived this exact mess at our last job. Now everything lives in one place, and nobody has to guess. If your team has a file called final final, comment [KEYWORD] and I'll send you a free trial.
WHY IT WORKS · CASE STUDY
A startup founder acts out the office panic, clicking between messy files with the same name. It works because office workers laugh in painful recognition. The joke names the problem clearly, and the founder's own history with it makes the product feel built by people who truly understand.
MAKE IT FIT ANY INDUSTRY
A cleaning service does POV your junk drawer; an accountant does POV your receipts live in four email inboxes.
#259 · Don't Buy the Couch First
Educational · Best fit: Interior designers · about 37 sec · On screen: Don't buy the couch yet
SCRIPT · TELEPROMPTER
Buying furniture before you have a plan is the most expensive design mistake. Here's the hidden cost. You fall in love with a couch, bring it home, and it's too big for the room. Now the rug looks wrong, the walkway is blocked, and returns cost [PRICE]. So you buy more things to make it work. Most rooms feel off because of the order, not the style. Measure first. Plan the layout. Then shop. If you're about to buy something big, send me a photo of the room and DM me [KEYWORD] first.
WHY IT WORKS · CASE STUDY
An interior designer stands in a room with an oversized couch blocking the doorway. It works because many homeowners have made this exact mistake. The visual makes the hidden cost obvious, and the simple three-step order gives viewers a clear takeaway that shows real expertise.
MAKE IT FIT ANY INDUSTRY
A contractor explains why picking tile before plumbing costs more; a wedding planner explains why booking the venue before the guest list backfires.
#260 · I Couldn't Find It Anywhere
Storytelling · Best fit: Restaurants & cafes · about 36 sec · On screen: Why we opened this place
SCRIPT · TELEPROMPTER
I moved to [CITY] and couldn't find one real [PRODUCT/SERVICE] anywhere. Everything tasted like a copy of a copy. I missed my family's kitchen so much that I started cooking for friends every Sunday. Then friends brought their friends. Then strangers started knocking. That's when I knew the problem wasn't just mine. We opened [BUSINESS NAME] in [YEAR YOU STARTED] with my family's recipes. If you've been missing food that tastes like home, come see us this weekend. Tell me in the comments what dish you miss the most.
WHY IT WORKS · CASE STUDY
A family restaurant owner tells the story while cooking the signature dish in the kitchen. It works because food is tied to memory and home. People who feel the same craving connect instantly, and the real origin story makes the restaurant feel personal rather than just another place to eat.
MAKE IT FIT ANY INDUSTRY
A coffee shop explains missing a certain brew from abroad; a boutique owner explains never finding clothes in her size and style.
#261 · Rating Lawns Before We Fixed Them
Entertaining · Best fit: Landscapers · about 38 sec · On screen: Rating lawns before we fixed them
SCRIPT · TELEPROMPTER
Rating my customers' lawns before we fixed them, with permission, of course. This one? Two out of ten. That's not grass, that's a weed party. This one gets a four. The mower clearly gave up in [TIME]. And this one gets a one. There's a trampoline sinking into a swamp. But here's the thing. Every one of these owners thought their yard was just how it is. Then they saw the after. You don't need a perfect yard, just the right plan. Send me your worst yard photo in the DMs and I'll rate it.
WHY IT WORKS · CASE STUDY
A landscaper reacts to before photos with playful scores, then shows quick after shots. It works because rating content is fun and a little competitive. Viewers compare their own yard, recognize themselves, and the before-and-after gives visual proof without the owner making any bold claims.
MAKE IT FIT ANY INDUSTRY
An auto detailer rates dirty car interiors; a cleaning service rates cluttered kitchens before the deep clean, with owner permission.
#262 · Signs You Need a Coach
Educational · Best fit: Coaches & consultants · about 35 sec · On screen: 3 signs you need a coach
SCRIPT · TELEPROMPTER
Buying another online course won't fix what's really stuck. Here are three signs you need a coach instead. One, you already know what to do, but you're not doing it. Two, you've bought [NUMBER] courses and finished none of them. Three, you keep making the same decision over and over, and it never feels right. Information isn't your problem. Follow-through is. A coach doesn't give you more to learn. A coach helps you act on what you already know. If two of these sound like you, comment [KEYWORD].
WHY IT WORKS · CASE STUDY
A business coach films with a laptop showing a long list of unfinished course logins. It works because many viewers have bought courses they never finished and feel guilty. Naming the real problem as follow-through, not knowledge, shifts the blame and positions coaching as the missing piece.
MAKE IT FIT ANY INDUSTRY
A personal trainer lists signs you need a trainer, not another app; a tutor lists signs your child needs a tutor, not more homework.
#263 · The Birthday Cake Collapse
Storytelling · Best fit: Bakeries · about 38 sec · On screen: The cake that fell over
SCRIPT · TELEPROMPTER
The cake slid off the plate right as everyone started singing. That's how [CUSTOMER] found us. She'd ordered a cheap cake for her daughter's birthday, and it looked nothing like the picture. The frosting melted in the car. At the party, it leaned, cracked, and fell. Her daughter cried. She called us the next week and said, never again. We made her next cake from scratch, built to travel, and she sent us a video of the whole party cheering. A cake is more than dessert. It's the moment. Order yours at the link in bio.
WHY IT WORKS · CASE STUDY
A family bakery owner tells the story over footage of a sturdy cake being boxed for delivery. It works because parents fear ruining a big day for their child. The vivid failure creates stakes, and the happy second party proves the bakery cares about the moment, not just the cake.
MAKE IT FIT ANY INDUSTRY
A photographer tells of a couple whose cheap photos came back blurry; a DJ tells of a party where the speakers died mid-dance.
#264 · Your Sign Is Losing Customers
Educational · Best fit: Printing & sign shops · about 38 sec · On screen: Is your sign scaring people off?
SCRIPT · TELEPROMPTER
Your business sign might be sending customers straight to your competitor. Here are three signs it needs an update. One, people drive past and then call to ask where you are. Two, the colors have faded so much it looks closed. Three, you can't read it from across the street. Your sign works for you every day, even when you're asleep. When it looks tired, people think your business is tired too. Walk across the street today and look at it like a stranger would. Then DM me a photo and I'll give you honest feedback.
WHY IT WORKS · CASE STUDY
A sign shop owner films from across a busy street, pointing at a faded storefront sign. It works because owners stop noticing their own sign after a while. Seeing it through a stranger's eyes creates a moment of realization, and the free honest feedback builds trust before any sale.
MAKE IT FIT ANY INDUSTRY
A web designer lists signs your website looks closed; a boutique owner lists signs your window display is turning people away.
#265 · Day in the Life: Almost Packed
Entertaining · Best fit: Moving companies · about 36 sec · On screen: We're almost packed, they said
SCRIPT · TELEPROMPTER
Day in the life of a mover when the customer says we're almost packed. [TIME] in the morning, we knock. The kitchen is still full. The closet is still full. There's a box labeled random stuff, and it's empty. We find a drawer of cables from [NUMBER] different phones. The couch is still wearing blankets from last night's movie. We smile, grab tape, and get to work. Honestly, it happens every week. So here's my tip. Start packing two weeks early, one room a day. Follow for more moving day stories.
WHY IT WORKS · CASE STUDY
A moving crew films a fast day-in-the-life montage with funny captions for each surprise. It works because anyone who has moved remembers this exact panic. The humor makes the crew likable, and the calm, helpful tip at the end shows they're experienced and not judging anyone.
MAKE IT FIT ANY INDUSTRY
A wedding planner does day in the life when the couple says we're almost ready; an accountant does it on tax deadline day.
#266 · I Built It Because I Needed It
Storytelling · Best fit: E-commerce product brands · about 38 sec · On screen: Version 1 vs version 10
SCRIPT · TELEPROMPTER
I didn't plan to start a business, I just got tired of the problem. Every [PRODUCT/SERVICE] I bought broke, leaked, or ended up in a drawer. I tried [NUMBER] different ones. None of them fixed the real issue. So I started sketching my own at the kitchen table. The first version was ugly. The tenth version finally worked. My friends asked for one, then their friends did. That's how [BUSINESS NAME] started. I still use the first one every day. If you're tired of buying the same thing over and over, check the link in bio.
WHY IT WORKS · CASE STUDY
A product brand founder holds up the ugly first prototype next to the finished version. It works because viewers trust a founder who had the same problem they do. The messy early version is honest proof of effort, and the side-by-side creates curiosity about how it changed.
MAKE IT FIT ANY INDUSTRY
A software startup shows the first clunky version of its app; a streetwear brand shows the first hand-drawn design that became its best seller.
#267 · Why Budget Apps Get Deleted
Educational · Best fit: Financial advisors · about 40 sec · On screen: Why you stopped opening it
SCRIPT · TELEPROMPTER
Downloading a budgeting app rarely fixes the stress about money. Here's why the usual fix fails. You connect your accounts, feel motivated for a week, then the app starts showing numbers you don't want to see. So you stop opening it. The app did its job. But nobody helped you decide what those numbers should mean for your life. I can't tell you what to do with your money in a video. Everyone's situation is different. But talking it through with a real person is often where it starts to make sense. Save this if your app is gathering dust.
WHY IT WORKS · CASE STUDY
A financial advisor holds a phone showing an app with dozens of unread alerts. It works because many people feel quiet guilt about avoiding money apps. Removing the shame builds trust, and staying clear of promises keeps the advisor credible in an industry where people are cautious.
MAKE IT FIT ANY INDUSTRY
A gym explains why fitness trackers get ignored; a coach explains why productivity apps stop working after the first week.
#268 · Things People Say Before Cover-Ups
Entertaining · Best fit: Tattoo artists · about 37 sec · On screen: Things people say before cover-ups
SCRIPT · TELEPROMPTER
Things people say right before they ask me for a cover-up. It was a deal, only [PRICE]. My friend had a tattoo gun at the party. I didn't check the spelling. We picked the design in five minutes. It looked way better on the wall. I'm not judging, I promise. Half my job is fixing quick decisions. But the best tattoo is the one you plan once and love forever. Look at the artist's healed work, not just the fresh photos. Tell me in the comments the worst tattoo idea you almost got.
WHY IT WORKS · CASE STUDY
A tattoo artist delivers each line to the camera while pretending to sketch a cover-up. It works because the humor is relatable and a bit embarrassing in a fun way. People laugh, share it, and remember the real lesson about choosing an artist carefully, which builds the artist's authority.
MAKE IT FIT ANY INDUSTRY
A hair salon does things people say before a color correction; a contractor does things people say before we redo a DIY job.
#269 · The Kid Who Hated Math
Storytelling · Best fit: Daycares & tutors · about 40 sec · On screen: He wasn't bad at math
SCRIPT · TELEPROMPTER
Her son said he was just bad at math, and she believed him. [CUSTOMER] saw his homework fights every night. He'd cry, she'd get frustrated, and nobody slept well. She figured some kids just aren't math people. In our first session, I found out he'd missed one basic idea back in [TIME]. Everything after that felt impossible because that one piece was missing. We went back and filled the gap. A few weeks later, he asked to do extra problems. He wasn't bad at math. He was missing a step. Share this with a parent who needs to hear it.
WHY IT WORKS · CASE STUDY
A local tutor tells the story over footage of a child working problems at a kitchen table. It works because parents feel helpless during homework battles. Finding one hidden gap gives hope and a simple explanation, and the gentle reframe helps parents believe their child can change.
MAKE IT FIT ANY INDUSTRY
A personal trainer tells of a client who thought she was just not athletic; a coach tells of an owner who thought he was bad at sales.
#270 · The Cheapest Bid Cost Double
Storytelling · Best fit: Contractors & remodelers · about 40 sec · On screen: The cheapest bid cost double
SCRIPT · TELEPROMPTER
The cheapest bid ended up costing him twice as much. [CUSTOMER] hired the lowest price to redo his bathroom. It looked fine for about [TIME]. Then the tiles started lifting and there was a musty smell in the hallway. When we opened the wall, there was no waterproofing at all. We had to tear everything out and start over. He told me he wished he'd asked more questions the first time. So here's one question to ask any contractor. What's behind the wall, and can you show me? DM me [KEYWORD] for my full list of questions to ask.
WHY IT WORKS · CASE STUDY
A remodeler films inside a torn-out bathroom wall showing the missing waterproofing. It works because homeowners worry about being taken advantage of. The hidden cost is visible proof, and giving away questions to ask any contractor builds trust instead of just attacking competitors.
MAKE IT FIT ANY INDUSTRY
A roofer shows a cheap patch that failed after one storm; a web designer shows a cheap website that had to be rebuilt from scratch.
10. Offers & Launches
#271 · First tray almost went in the trash
Storytelling · Best fit: Bakeries · about 41 sec · On screen: It took [NUMBER] tries to get this right
SCRIPT · TELEPROMPTER
The first batch of my new [PRODUCT/SERVICE] went straight in the trash. I'm [YOUR NAME] from [BUSINESS NAME], and I wanted this one perfect before you ever tasted it. It took [NUMBER] tries. Some were too sweet. Some fell flat. One set off the smoke alarm. But on try [NUMBER], my team went quiet, then asked for seconds. That's when I knew. I don't launch things because the calendar says so. I launch them when I'd serve them to my own family. It's out this [DAY], in small handmade batches. Comment [KEYWORD] and I'll tell you what time the first tray comes out.
WHY IT WORKS · CASE STUDY
A family bakery owner films the failed batches of a new pastry before revealing the one that worked. Showing the misses builds trust, because viewers see the care behind the launch. The small daily batch is simply true, so it creates real interest without any fake countdown.
MAKE IT FIT ANY INDUSTRY
A candle maker swaps in the scents that failed before the final one. A barber swaps in the new fade style he practiced for weeks before offering it.
#272 · Why I stopped lowering my price
Storytelling · Best fit: Contractors & remodelers · about 42 sec · On screen: Why my price is [PRICE]
SCRIPT · TELEPROMPTER
The cheapest job I ever took cost me the most. Early on at [BUSINESS NAME], I cut my price to win a [PRODUCT/SERVICE] job. To make it work, I rushed and used cheaper materials. I cut corners. Six months later, the [CUSTOMER] called me back, and they were right. I fixed it for free and lost money twice. That day I set my price at [PRICE] and never looked back. That number pays for the right materials, a crew that isn't rushed, and a job I'll still stand behind in [NUMBER] years. Tell me in the comments if you've ever paid twice for a cheap job.
WHY IT WORKS · CASE STUDY
A remodeling contractor tells the story of the one discounted kitchen job that went wrong. Owning a past mistake builds trust fast, and it turns the price into a promise of quality. Viewers feel the stakes of hiring cheap and see the higher price as protection, not greed.
MAKE IT FIT ANY INDUSTRY
A web designer tells about the rushed cheap website they had to rebuild. A caterer tells about the discount wedding where they had to cut portions.
#273 · Packages from biggest to smallest
Entertaining · Best fit: Wedding & event planners · about 41 sec · On screen: My packages, top to bottom
SCRIPT · TELEPROMPTER
Let's walk through my packages backwards, starting with the dream. The [PACKAGE NAME] is [PRICE]. I handle everything from the first call to the last dance, and you don't lift a finger. Next is [PACKAGE NAME] at [PRICE]. You plan the big pieces, and I run the whole day so you can actually enjoy it. Then there's [PACKAGE NAME] at [PRICE]. That's just me on the day, keeping the timeline on track. Every one of these is built for a real [CUSTOMER], not a made-up budget. No hidden fees. No surprise add-ons. Tell me in the comments which one sounds like your day.
WHY IT WORKS · CASE STUDY
A wedding planner films herself flipping through three package cards, starting with full planning. Showing the top package first sets the anchor, so the middle feels fair instead of pricey. Clear pricing on camera removes the fear of hidden costs, which is a top worry for couples.
MAKE IT FIT ANY INDUSTRY
A photographer walks from full-day coverage down to a mini session. A web agency goes from the full custom build down to a one-page starter site.
#274 · The dish my grandma never wrote down
Storytelling · Best fit: Restaurants & cafes · about 44 sec · On screen: The new dish has a story
SCRIPT · TELEPROMPTER
The new dish on our menu started with a recipe nobody ever wrote down. My [FAMILY MEMBER] made it every [HOLIDAY], and I only knew it by taste. When I opened [BUSINESS NAME] in [CITY], I promised myself I'd bring it back one day. It took [TIME] of calling relatives, testing, and getting it wrong. Last week my [FAMILY MEMBER] tasted it and just nodded. That nod meant more than any review. Now it's on the menu as [PRODUCT/SERVICE], and every plate is made the same slow way it was made in that kitchen. Come try it this week and tell me in the comments if it tastes like home.
WHY IT WORKS · CASE STUDY
A neighborhood cafe owner films a family member tasting a new dish based on an old recipe. A new menu item becomes a story about roots and memory. Viewers feel emotion and recognition, which makes them want to taste it in person, not just scroll past.
MAKE IT FIT ANY INDUSTRY
A hot sauce brand shares the family recipe behind a new flavor. A candle shop names a new scent after a grandparent's kitchen.
#275 · Why I only take a few clients
Educational · Best fit: Photographers & videographers · about 39 sec · On screen: Why I only take [NUMBER] clients
SCRIPT · TELEPROMPTER
I only take [NUMBER] clients a month, and here's the real reason. It's not a sales trick. Every session at [BUSINESS NAME] takes about [TIME] once you count planning, shooting, and editing. If I take more than [NUMBER], something slips. Usually it's the editing, and that's the part you keep forever. So here's how it works. Once my month is full, it's full. The next open spot is in [MONTH]. You'll never see a fake timer from me. Just the real calendar. Want to know which dates are still open? DM me [KEYWORD] and I'll send them.
WHY IT WORKS · CASE STUDY
A family photographer explains the hours behind each session to show why spots are limited. Showing the real math makes limited availability believable. It builds trust and respect, because viewers see the limit protects their photos, not the photographer's ego.
MAKE IT FIT ANY INDUSTRY
A dog trainer explains why they only take a few new dogs each month. A tutor explains why they cap students per term.
#276 · I had to start a waitlist
Storytelling · Best fit: Tattoo artists · about 41 sec · On screen: From empty chair to waitlist
SCRIPT · TELEPROMPTER
I never thought I'd need a waitlist. When I opened [BUSINESS NAME], I'd sit in the shop for hours hoping someone walked in. Some weeks I tattooed my own leg just to practice. Then one piece I did for a [CUSTOMER] got shared, and my messages blew up. I tried to squeeze everyone in and ended up working until 2 a.m. My lines got shaky. That scared me. So I made a rule. I only book what I can do my best on. Everyone else goes on the waitlist, in order, no skipping. Comment [KEYWORD] and I'll send you the waitlist link.
WHY IT WORKS · CASE STUDY
A tattoo artist shares the journey from an empty shop to a full book. The before and after is real proof of demand. Explaining why the waitlist exists, to protect quality, turns it from a brag into care for the client.
MAKE IT FIT ANY INDUSTRY
A cake artist tells how a viral cake led to a waitlist. A hair colorist shares why new guests now go on a list.
#277 · How to book me in 3 steps
Educational · Best fit: Hair salons & barbers · about 40 sec · On screen: How to book me in 3 steps
SCRIPT · TELEPROMPTER
Booking with me takes less than a minute, and here's exactly how. Step one, tap the link in my bio. Step two, pick your service. If you're not sure, pick [SERVICE] and we'll figure it out in the chair. Step three, choose your time and you'll get a text reminder the day before. That's it. No calling. No waiting for a reply. If you need to move it, just use the same link at least [TIME] ahead. I set it up this way because my [CUSTOMER] told me booking was the hardest part. Book at the link in bio.
WHY IT WORKS · CASE STUDY
A barber screen-records the booking steps on his phone while talking. Many people stay quiet because they don't know how to book. Showing the exact steps removes the friction, makes a first visit feel easy, and answers the question before they have to ask it.
MAKE IT FIT ANY INDUSTRY
A dentist's office shows the online form step by step. A food truck shows how to preorder lunch before the lunch rush.
#278 · What you actually get for [PRICE]
Educational · Best fit: Cleaning services · about 40 sec · On screen: Everything included for [PRICE]
SCRIPT · TELEPROMPTER
Here's everything you get in our [PRICE] clean, and why each part is there. First, we do a walkthrough, so we clean what you care about most. Second, kitchen and bathrooms get a deep scrub, because that's where germs hide. Third, we dust the high spots most people forget, like fan blades and door frames. Fourth, we bring our own supplies, so you don't have to buy anything. And last, if we miss a spot, tell us within [TIME] and we'll come back. Nothing on this list is extra. It's all included. Save this so you can compare quotes.
WHY IT WORKS · CASE STUDY
A home cleaning owner films each step of a standard clean. Listing what's included shows the value behind the price, so viewers stop comparing on price alone. The save call helps because people come back to it when they're comparing quotes.
MAKE IT FIT ANY INDUSTRY
A web designer lists what's in a site build, like hosting setup and training. A photographer lists edits, gallery, and print rights.
#279 · My first-visit offer, explained
Educational · Best fit: Med spas & skincare · about 40 sec · On screen: Your first visit, explained
SCRIPT · TELEPROMPTER
If you've never been to [BUSINESS NAME], this is how your first visit works. Your first [PRODUCT/SERVICE] is [PRICE]. That's our normal new client rate, every day of the year. It's not a flash sale. Here's why we do it. Trying somewhere new feels like a risk, so we make the first step easy. We spend [TIME] learning about your skin and your goals before we touch anything. You'll leave knowing what we'd suggest next, with zero pressure to book it. If it's not for you, no hard feelings. DM me [KEYWORD] and I'll send you the first-visit details.
WHY IT WORKS · CASE STUDY
A skincare studio owner explains her standing new-client rate while sitting in the treatment room. A steady first-visit offer lowers the risk of trying someone new. Saying it's always available keeps it honest, and the no-pressure promise builds trust with nervous first-timers.
MAKE IT FIT ANY INDUSTRY
A gym explains its standing intro week. A dog groomer explains the first-time pup groom that helps nervous dogs get used to the tools.
#280 · The fall call that came too late
Storytelling · Best fit: Landscapers · about 38 sec · On screen: The fall window nobody knows about
SCRIPT · TELEPROMPTER
Every fall I get the same call, and every fall it's too late. A [CUSTOMER] in [CITY] called me once in late [MONTH]. They wanted their yard ready for spring. I had to tell them the ground was already too cold for what they wanted. They were crushed. That's when I started our [SEASONAL OFFER]. It opens in [MONTH] because that's when the work actually has to happen. It's not a sale. It's just the right time. When the weather closes the window, we close the list. Follow along, because I'll post the day spots open.
WHY IT WORKS · CASE STUDY
A landscaper tells the story of a customer who called too late in the year. The seasonal offer is tied to the real weather, so the timing feels honest. Viewers feel the stakes of missing the window without any fake countdown.
MAKE IT FIT ANY INDUSTRY
A pool company opens its spring opening list for the same reason. A tax preparer explains why early-season appointments fill first.
#281 · The drop that almost didn't happen
Storytelling · Best fit: Fashion & streetwear brands · about 38 sec · On screen: This drop almost didn't happen
SCRIPT · TELEPROMPTER
This drop almost never happened. Our first sample of [PRODUCT/SERVICE] came back and the fabric was wrong. Thin, stiff, and it shrank after one wash. I had two choices. Push it out on time or start over. I started over. It cost us [TIME] and a lot of sleep. The second sample came back heavy, soft, and it held its shape after [NUMBER] washes. We only made [NUMBER] pieces because that's what we could afford to make right. When they're gone, that's it for this run. Comment [KEYWORD] and I'll send you the drop time first.
WHY IT WORKS · CASE STUDY
A small streetwear brand owner holds up the bad sample next to the final one. Showing the failed version proves the brand cares about quality. The limited run comes from a real budget, so the scarcity feels honest, and early fans feel like insiders.
MAKE IT FIT ANY INDUSTRY
A jewelry maker shows the first clasp that broke. A sauce brand shows the first bottle label that smudged before the final version.
#282 · POV: they ask for a discount
Entertaining · Best fit: Nail & lash studios · about 41 sec · On screen: POV: can you do it cheaper?
SCRIPT · TELEPROMPTER
POV, a client asks if I can do her full set for half price. She says her friend knows a girl who does it cheaper. I smile. I say that's totally okay. Then I explain what's in my [PRICE]. Fresh tools for every client. Products that won't hurt your natural nails. And [TIME] of real care, not a rushed set. She thinks about it. Then she books the full price. Two weeks later, her set still looks brand new. Her friend's set? Let's just say she's booking with me next week. Share this with a friend who deserves a set that lasts.
WHY IT WORKS · CASE STUDY
A nail artist acts out a common discount request with a friend playing the client. The skit makes a tense moment funny and relatable. It teaches the value of the price without sounding defensive, and viewers who've been burned by cheap sets recognize themselves.
MAKE IT FIT ANY INDUSTRY
A photographer acts out the cousin with a camera. A mechanic acts out the customer whose buddy can do it in the driveway.
#283 · Things people say about my price
Entertaining · Best fit: Gyms & personal trainers · about 39 sec · On screen: Things people say about my price
SCRIPT · TELEPROMPTER
Here are the things people say when they hear my price. Number one. That's more than my gym membership. Yes, because your gym membership doesn't text you when you skip. Number two. I can just watch videos online. You can, and how's that been going? Number three. Can I pay less if I come less? I'd rather help you come more. Here's the truth. My [PRICE] pays for a plan built for you, someone who checks your form, and someone who notices when you're not okay. Tell me in the comments what you've heard about trainer prices.
WHY IT WORKS · CASE STUDY
A personal trainer reads common price objections off his phone and answers each one with a smile. Humor makes a sensitive topic easy to watch. Each answer quietly teaches the value, and people who had the same thought feel seen instead of judged.
MAKE IT FIT ANY INDUSTRY
A tutor reads what parents say about tutoring costs. A realtor reads what sellers say about commission and answers with a grin.
#284 · Launch day, start to finish
Entertaining · Best fit: Coffee shops · about 38 sec · On screen: Launch day, behind the scenes
SCRIPT · TELEPROMPTER
Come with me on launch day for our new [PRODUCT/SERVICE]. It's [TIME] and I'm already here testing the first cup. It's not right. Too bitter. Try again. Okay, that's the one. Doors open and the first [CUSTOMER] walks in. They order it. I pretend I'm not watching. I'm totally watching. They take a sip and nod. By noon we've made [NUMBER] of them. By close, my feet hurt and I'm smiling like crazy. Launches aren't about hype. They're about that first nod. Follow along, because tomorrow I'm showing what we changed after day one.
WHY IT WORKS · CASE STUDY
A coffee shop owner films a day-in-the-life of launching a new seasonal drink. Behind-the-scenes footage lets people feel part of the launch. The honest moments, like the bad first cup, make it real, and the follow-up promise pulls viewers into part two.
MAKE IT FIT ANY INDUSTRY
A boutique films the day a new collection hits the racks. A food truck films the first day serving a new taco.
#285 · Why this flavor took two years
Storytelling · Best fit: Beverage & snack brands · about 39 sec · On screen: This flavor took [TIME]
SCRIPT · TELEPROMPTER
Our new flavor took [TIME] to make, and I almost gave up on it twice. I'm [YOUR NAME], and I started [BUSINESS NAME] in my kitchen in [CITY]. This flavor was the first idea I ever had. But every version tasted fake. Too sweet. Too sour. Too much like candy. So I shelved it. Then a [CUSTOMER] messaged me asking if I'd ever make it. That message put it back on my desk. Version [NUMBER] finally tasted like the real thing. It's out now, in small batches. Comment [KEYWORD] and tell me what flavor we should try next.
WHY IT WORKS · CASE STUDY
A small snack brand founder tells the story of a flavor that was shelved and brought back by a fan message. Crediting a real customer makes followers feel heard. Asking for the next flavor turns the audience into part of the product story.
MAKE IT FIT ANY INDUSTRY
A candle brand shares the scent it gave up on and brought back. A bakery shares the cookie a regular kept asking for.
#286 · Who my new program is NOT for
Educational · Best fit: Coaches & consultants · about 39 sec · On screen: This is NOT for everyone
SCRIPT · TELEPROMPTER
My new program is not for everyone, so here's who should skip it. If you want a quick fix in a week, skip it. If you won't show up to the calls, skip it. If you want me to do the work for you, skip it. Now, here's who it's for. A [CUSTOMER] who's already started, feels stuck, and wants a clear plan for the next [TIME]. You get [NUMBER] live sessions, a step-by-step plan, and me checking in every week. The price is [PRICE], and it stays that way. DM me [KEYWORD] if that sounds like you.
WHY IT WORKS · CASE STUDY
A business coach launches a group program by listing who should not join. Turning people away builds trust, because it shows honesty over hard selling. The right people feel recognized and picked, and the clear list of what's included explains the price.
MAKE IT FIT ANY INDUSTRY
A gym launches a class by saying who shouldn't join. A wedding DJ says which couples aren't a good fit for their style.
#287 · We launched and nobody came
Storytelling · Best fit: Software & app startups · about 43 sec · On screen: We launched and nobody came
SCRIPT · TELEPROMPTER
We launched our app and on day one, [NUMBER] people signed up. Most of them were my friends. I'm [YOUR NAME] from [BUSINESS NAME]. I thought a big launch would do the work for me. It didn't. So I did something scary. I called every single person who signed up and asked what confused them. Almost all of them said the same thing. They didn't get what it was for. We changed one screen and rewrote one sentence. The next launch, people actually stayed. Launches don't fail because of the product. They fail because people don't get it. Follow for part two, where I show what we changed.
WHY IT WORKS · CASE STUDY
A small app founder shares a flat first launch and what he learned from calling users. A confession hook grabs attention because failure is rare to see. Viewers trust a founder who listens, and the part two promise gives them a reason to follow.
MAKE IT FIT ANY INDUSTRY
A new restaurant shares its slow opening week. A course creator shares the webinar where only a few people showed up.
#288 · I don't do sales, and here's why
Storytelling · Best fit: Jewelry makers · about 41 sec · On screen: Why I never run sales
SCRIPT · TELEPROMPTER
I don't do sales, and a customer taught me why. Years ago I ran a half-off weekend at [BUSINESS NAME]. It worked. I sold out. Then a [CUSTOMER] who bought at full price the week before messaged me. She said she felt silly for paying full price. That stuck with me. Every piece I make takes about [TIME] by hand. The price is the price, for everyone, every day. That way nobody ever feels tricked for buying early. You can buy the day you fall in love with it. Tell me in the comments, would you rather have fair prices or flash sales?
WHY IT WORKS · CASE STUDY
A handmade jewelry maker explains why she stopped running sales after a loyal customer felt cheated. A real story makes the no-discount rule feel kind, not stubborn. It builds trust, because shoppers know they'll never regret buying at full price.
MAKE IT FIT ANY INDUSTRY
A clothing boutique explains why it skips Black Friday. A cake designer explains why the price is the same for every order.
#289 · How pre-orders actually work here
Educational · Best fit: Florists · about 40 sec · On screen: How holiday pre-orders work
SCRIPT · TELEPROMPTER
If you want flowers for [HOLIDAY], here's how pre-orders work and why they matter. Flowers aren't sitting in a back room. We order them from growers about [TIME] ahead. So when you pre-order, we buy exactly what you need, and it shows up fresh. Step one, pick your arrangement at the link in bio. Step two, choose pickup or delivery. Step three, we text you a photo before it leaves. Once our order to the grower is placed, we can only take what's left. That's not a trick. That's just how fresh flowers work. Book at the link in bio.
WHY IT WORKS · CASE STUDY
A florist explains her supply timeline for a busy holiday. Teaching how the process works makes the order deadline feel real, not pushy. Customers trust a seller who explains the why, and they plan ahead instead of scrambling last minute.
MAKE IT FIT ANY INDUSTRY
A bakery explains holiday pie pre-orders. A butcher shop explains why holiday roasts have to be ordered weeks ahead.
#290 · My tax packages, top to bottom
Educational · Best fit: Accountants & tax preparers · about 37 sec · On screen: My tax packages, explained
SCRIPT · TELEPROMPTER
Here are my tax packages, starting from the full service down. The [PACKAGE NAME] is [PRICE]. I do your return, plan for next year, and answer questions all year long. Next is [PACKAGE NAME] at [PRICE]. I prepare and file your return and walk you through it on a call. Then [PACKAGE NAME] at [PRICE]. That's a simple return, filed right. Every package includes a real person checking your work, not just software. Which one fits depends on how busy your year was. Save this so you can pick when tax season hits.
WHY IT WORKS · CASE STUDY
A tax preparer lays out three packages starting from full service. Showing the top package first makes the smaller ones feel easy to choose. Clear pricing takes away the fear of surprise bills, which is a big worry for clients.
MAKE IT FIT ANY INDUSTRY
A lawn company shows its yearly plan down to one mow. A lawyer shows the full estate plan down to a single simple will.
#291 · Skit: my buddy can do it cheaper
Entertaining · Best fit: Auto repair & detailing · about 40 sec · On screen: My buddy can do it cheaper
SCRIPT · TELEPROMPTER
A customer told me his buddy could detail his car for [PRICE]. I said, go for it. A week later he pulls back in. The seats are soaked. There's a swirl mark on the hood you can see from space. And somehow the car smells like wet dog. He doesn't even own a dog. So we fixed it. We did the full [PRODUCT/SERVICE], the one I quoted him the first time. He picks it up, looks at it, and says, okay, I get it now. Share this with a friend who's about to let their buddy touch their car.
WHY IT WORKS · CASE STUDY
A detailer acts out a funny skit about a cheap job gone wrong. Humor lets the business make a point about price without lecturing. Viewers who've tried a bargain and regretted it recognize themselves, which makes them share it.
MAKE IT FIT ANY INDUSTRY
A hair stylist acts out fixing a box-dye job. A handyman acts out fixing a TikTok-tutorial shelf that fell off the wall.
#292 · How to grab our holiday dates
Educational · Best fit: Hotels & short-term rentals · about 36 sec · On screen: Holiday dates open [DATE]
SCRIPT · TELEPROMPTER
Here's how to book our place for the holidays without missing out. We open holiday dates on [DATE] every year. Same day, every year, no surprises. Step one, turn on post notifications so you see it. Step two, go to the link in bio and pick your dates. Step three, you'll get a confirmation with check-in details right away. We only have [NUMBER] rooms, so once they're booked, they're booked. We don't raise prices to squeeze you. The holiday rate is [PRICE] a night. Save this so you remember the date.
WHY IT WORKS · CASE STUDY
A cabin rental host explains the one day each year holiday dates open. A set date is honest scarcity, because the rooms really are limited. Saying the price stays fair builds trust, and people feel in control when they know exactly when to book.
MAKE IT FIT ANY INDUSTRY
A summer camp explains its sign-up day. A photographer explains when holiday mini sessions open each year.
#293 · Guess the new menu item
Entertaining · Best fit: Food trucks · about 34 sec · On screen: Guess what's new on the truck
SCRIPT · TELEPROMPTER
New item on the truck, and you have to guess what it is. Here's hint one. It's something you'd never expect from a [TYPE OF FOOD] truck. Hint two. It took me [NUMBER] tries and one very angry grill to get right. Hint three. My [CUSTOMER] who tried it first asked for two more. I'll reveal it this [DAY] at [LOCATION IN CITY]. If you guess right in the comments, the first one's on me. Tell me in the comments what you think it is.
WHY IT WORKS · CASE STUDY
A food truck owner films teasing clues about a new item from inside the truck window. A guessing game creates curiosity and gets people commenting. Promising a reveal day at a real spot turns online buzz into a line at the truck.
MAKE IT FIT ANY INDUSTRY
A bakery teases a new cake flavor with clues. A streetwear brand teases a new colorway with close-up shots.
#294 · The dog who was scared of me
Storytelling · Best fit: Pet groomers & vets · about 37 sec · On screen: She used to hide from me
SCRIPT · TELEPROMPTER
The first time [PET NAME] came in, she hid under a chair for [TIME]. Her owner almost gave up on grooming for good. That's why I made our first-time groom. It's slower on purpose. We let your dog sniff the tools, hear the dryer, and take breaks. It costs [PRICE] and takes a little longer. That's the point. Today [PET NAME] walks in wagging her tail. She even jumps on the table herself. If your dog gets nervous, you're not alone. DM me [KEYWORD] and I'll send you how the first visit works.
WHY IT WORKS · CASE STUDY
A dog groomer tells the story of a scared dog that now loves visits. The first-time offer comes out of a real need, so it feels caring, not salesy. Pet owners with nervous dogs feel seen and trust the groomer before they even book.
MAKE IT FIT ANY INDUSTRY
A dentist tells about a nervous patient and a gentle first visit. A swim coach tells about a scared kid who now jumps right in.
#295 · Our packages, from big to small
Educational · Best fit: Marketing agencies & designers · about 40 sec · On screen: Our packages, biggest first
SCRIPT · TELEPROMPTER
Here's how our packages work at [BUSINESS NAME], starting with the biggest. [PACKAGE NAME] is [PRICE] a month. We plan, shoot, edit, and post your content, and you just approve it. [PACKAGE NAME] is [PRICE] a month. We make the content, and your team posts it. [PACKAGE NAME] is [PRICE]. That's a one-time brand kit so everything you post looks like you. I list them from biggest to smallest because most people don't know what full service looks like until they see it. There are no setup fees or surprise charges. Comment [KEYWORD] and I'll send the full breakdown.
WHY IT WORKS · CASE STUDY
A small design agency owner walks through three offers, largest first. Starting high shows the full picture, and the smaller options feel like easy first steps. Open pricing on camera builds trust with business owners who fear hidden agency fees.
MAKE IT FIT ANY INDUSTRY
A caterer goes from full-service catering to drop-off trays. A personal trainer goes from full coaching down to a single plan.
#296 · Why I won't cut my commission
Storytelling · Best fit: Real estate agents · about 42 sec · On screen: Why I won't cut my rate
SCRIPT · TELEPROMPTER
A seller once asked me to cut my commission, and I said no. Here's what happened next. They went with an agent who charged less. That agent listed the home with dark phone photos and one open house. It sat for [TIME]. They called me back. We did full photos, a real launch plan, and [NUMBER] showings in the first week. It sold. My fee pays for the photos, the marketing, and the hours I spend on your home when you're asleep. I'd rather charge what it costs to do it right. Tell me in the comments if you've seen a home sit forever.
WHY IT WORKS · CASE STUDY
A real estate agent tells the story of a seller who came back after choosing a cheaper agent. The story shows the fee is tied to real work, not ego. Viewers feel the stakes of a home sitting unsold and see the agent as someone who protects them.
MAKE IT FIT ANY INDUSTRY
A wedding photographer tells about couples who came back after a cheap shoot. A roofer tells about fixing a lowball job.
#297 · Testing our new class on my team
Entertaining · Best fit: Yoga & pilates studios · about 36 sec · On screen: We tested the new class on staff
SCRIPT · TELEPROMPTER
Before our new [CLASS NAME] class launches, I tested it on my own team. First, the warm-up. Everyone's smiling. Easy. Then the middle part. Nobody's smiling anymore. One of them is lying flat on the mat staring at the ceiling. Another one asks if this is legal. By the end, they're all shaking, laughing, and asking when they can do it again. That's how I knew it was ready. It starts this [DAY] at [TIME] and each class holds [NUMBER] people. Comment [KEYWORD] if you're brave enough to try it.
WHY IT WORKS · CASE STUDY
A pilates studio owner films her instructors trying a tough new class for the first time. Watching real reactions is fun and relatable. It shows the class is challenging but joyful, and the dare in the call to action makes people want to prove they can do it.
MAKE IT FIT ANY INDUSTRY
A hot sauce brand has its team taste the new spiciest flavor. A gym tests a new workout on its trainers.
#298 · We sold out and I panicked
Storytelling · Best fit: E-commerce product brands · about 38 sec · On screen: We sold out and I panicked
SCRIPT · TELEPROMPTER
We sold out in [TIME], and my first feeling was panic, not joy. I'm [YOUR NAME] from [BUSINESS NAME]. We'd made [NUMBER] of our [PRODUCT/SERVICE]. I thought it would last a month. It lasted a weekend. Then the messages came in. People were upset, and honestly, they had a point. So I made a promise. No more surprise sellouts. Now we open a restock list, tell you exactly how many we're making, and ship in the order people signed up. No bots. No games. Comment [KEYWORD] and I'll add you to the restock list.
WHY IT WORKS · CASE STUDY
A small online brand owner tells how a surprise sellout led to a fairer restock system. Owning the problem builds trust. Being clear about how many units exist is real scarcity, so customers feel respected, not played.
MAKE IT FIT ANY INDUSTRY
A bakery shares how it now handles sold-out days. A concert DJ shares how ticket drops are now handled fairly.
#299 · What's in a business card order
Educational · Best fit: Printing & sign shops · about 33 sec · On screen: What's in a card order
SCRIPT · TELEPROMPTER
Our business cards come with way more than paper. Here's what's included. First, a free design check. We look for typos and blurry logos before anything prints. Second, a proof you approve, so there are no surprises. Third, thick stock that doesn't bend in your wallet. Fourth, local pickup or delivery in [CITY] within [TIME]. Our [NUMBER]-card order is [PRICE]. Online printers might look cheaper, but we catch the mistakes they'd print anyway. Save this for the next time you need cards.
WHY IT WORKS · CASE STUDY
A print shop owner holds up a proof sheet and a finished card while listing what's included. Explaining the hidden steps shows the value behind the price. Customers trust a shop that catches mistakes, and they stop comparing only on the lowest number.
MAKE IT FIT ANY INDUSTRY
A bakery lists what's in a custom cake order. A tailor lists the fittings and adjustments included in a suit alteration.
#300 · Reacting to my clients' dream boards
Entertaining · Best fit: Interior designers · about 38 sec · On screen: Reacting to your dream boards
SCRIPT · TELEPROMPTER
Let's react to the dream boards clients send me before our first call. This one has twelve different couches. Twelve. We'll narrow it down. This one says modern farmhouse, but every photo is a beach house. I love that. And this one is just a picture of a very fancy cat on a chair. Honestly, respect. This is why my design consult is [PRICE]. In [TIME], we turn a wild board into one clear plan you can actually buy. Bring your messiest board. That's what I'm here for. DM me [KEYWORD] to book a consult.
WHY IT WORKS · CASE STUDY
An interior designer reacts to real-style mood boards in a fun, kind way. The humor makes her easy to like, and it shows she can handle a messy starting point. It also explains why a consult fee is worth paying before buying furniture.
MAKE IT FIT ANY INDUSTRY
A wedding planner reacts to Pinterest boards. A hairstylist reacts to the inspiration photos clients bring in on their phones.

