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Day 9-13: 5 Easy Posts (353 It (4150 I@R)

Day 9: Post 1 — Story + Problem + Solution

Day 10: Post 2 — How-to tip

Day 11: Post 3 — Common mistake (avoid)
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Day 13: Post 5 — Offer + CTA (DM/WhatsApp)
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“pigital Micro Entrepreneurship 101: From Idea to Income” (<105f
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e step-by-step roadmap
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Next Step (Simple)
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https://purplebusiness.org/
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 STARTER PACKAGE /- GROWTH PACKAGE
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%BUsiness
'Model

A web platform where users
can rent oul their space to
host travelers to:
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Mini Case Study: Rafig’s
30-Day Plan
Zaved Mannan

Rafig, a 48-year-old 9-to-5 employee from Bangladesh, faces the all-too-
common struggle of balancing family expenses with the desire for a secondary
income. In just 30 days, he outlines a practical roadmap to overcome obstacles
like time constraints and tech fears, ultimately building a sustainable side
hustle. This case study reveals how Rafiq clarifies his offer, generates leads,
and secures his first paid trial, providing a step-by-step guide for others seeking

financial stability.
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