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T H E  M O M E N T

The portfolio nobody asked for.

You are good at the work. Clients who have worked with you come back, and the people in

your field who have seen your output respect it. And still, most months, the enquiries that

arrive are the ones you already knew about — a referral, a repeat client, someone you met

years ago.

This is not a beginner's problem. Beginners are invisible because their work is not ready. Your work is

ready. The gap is somewhere else entirely, and it is the reason this paper exists: being good and being

findable are two different skills, and almost nobody is taught the second one.

You have built the thing.

Nobody outside your own circle knows it exists.

What follows is not a growth playbook and not a list of channels. It is a description of what actually

happens between a person who has never heard of you and the moment they write to you — in the

order it happens, because the order is the whole point.

Who this is for

Independent professionals selling expertise: designers, developers, consultants, coaches, writers,

visualisers, translators. If your income depends on strangers finding you rather than on a shelf in a

shop, this describes your situation.



T H E  D I A G N O S I S

Why more output does not fix it.

The standard advice compresses the whole problem into one instruction: publish more,

publish consistently, and eventually it compounds. For some people it does. For most

capable professionals it produces a year of work and a handful of polite comments.

The reason is that "getting found" is not one activity with one bottleneck. It is a chain, and a chain fails

at its weakest link — not at the link you are strengthening. Publishing more only helps if the thing that

limits you is how many strangers see something. If the limit sits further down the chain, more output

changes nothing at all, and it costs you every evening.

Three professionals with the same symptom — no enquiries — can have three different broken links:

Nobody stops. The work goes past people and never registers. More of it goes past more people and

still never registers.

People stop, then leave. Attention arrives and lands on a page that asks for nothing, asks for too

much, or asks the wrong thing.

People arrive, then vanish. There is no way to reach anyone a second time, so every month starts

from zero, and one change on a platform you do not control can erase four years of reach overnight.

The same symptom has three different causes.

Only one of them is fixed by posting more.

Which is why the first useful act is not producing anything. It is finding out which link is actually broken

— and that requires being able to read your own numbers, which is the fourth stage and the one almost

nobody teaches.



T H E  M O D E L

A stranger's journey, in four stages.

Everything a stranger does between never having heard of you and writing to you fits into

four stages. They happen in this order, and skipping one does not speed anything up — it

just moves the failure later, where it is more expensive to find.

1 · Attention

Someone stops. Not because of a trick, but

because something in the first three seconds

was about them and not about you.

2 · The page

Attention arrives somewhere. That somewhere

either turns a visit into an enquiry or quietly

sends it away.

3 · The list

Most people are not ready today. Without a way

to reach them again, the interest you earned

expires within a day.

4 · What worked

You can only fix the broken link if you can see it —

and see it honestly, including when the data

cannot tell you yet.

Why the order matters

Attention without a page is traffic that leaves. A page without attention is a door in an empty street.

A list without either is an empty file. And all three without measurement is a year of guessing which

one to blame.

The rest of this paper walks through the four stages and names, for each, the single mistake that costs

capable people the most.



S T A G E  O N E  A N D  T W O

Stopping, and the page that asks.

Attention is not a personality trait

The people who get attention are not louder. They are more specific. A stranger gives you roughly

three seconds to answer one question — is this about a situation I am actually in? — and almost all

invisible work fails it in the same way: it describes what the maker does instead of what the reader is

stuck with.

The second failure is format. Something you can make once is a stunt; something you can still make in

a year, on a bad week, is a channel. Choosing a format you can repeat is a bigger decision than any

individual piece.

The costly mistake: talking about your work

instead of their situation.

A page is a question, not a brochure

Attention has to land somewhere, and that somewhere is where most enquiries die. A page that asks

for nothing gets nothing. A page that asks for six form fields gets fewer answers than the same page

asking for one. A page that asks the wrong thing — "book a call" from someone who has known you for

ninety seconds — gets silence and leaves you thinking the traffic was bad.

The other half of the problem is proof. A stranger cannot verify your competence, so they look for

evidence they can check: a piece of the actual work, a clearly described outcome, a boundary you

name yourself. Testimonials from people they have never heard of do less than one honest paragraph

about what you will not do.

The costly mistake: asking for more

than the relationship can carry.



S T A G E  T H R E E  A N D  F O U R

The channel you own, and the numbers you can trust.

Rented reach and owned reach

Reach you do not control is a supplier relationship, and it is the only supplier relationship most

independents accept without a contract. The terms can change without notice, the audience is not

transferable, and the day the terms change is the day you find out how much of your business was

resting on it.

A list of people who have agreed to hear from you is the one asset in this chain that survives that day. It

is also the one that ages best: an address you collected honestly three years ago still works, while

every tactic that earned it has probably stopped working.

The costly mistake: building for years

on ground you are only renting.

The arithmetic almost nobody does

The fourth stage is the one that separates this from a marketing course, and it is mostly a warning. At

the volumes an independent professional works with, the honest answer to "did that change work?" is

very often we cannot tell yet — and acting as if you can is worse than not measuring at all, because it

makes you rebuild things that were never broken.

A concrete case: suppose a page turns four visitors in a hundred into enquiries, and you change it

hoping to reach six in a hundred. To distinguish that improvement from ordinary fluctuation with any

confidence, you need on the order of a thousand visitors per version. If your page sees two hundred

visitors a month, a clean split test of that change takes the better part of a year — not because you are

slow, but because the arithmetic does not allow it.

That is not a reason to stop measuring. It is a reason to measure differently: fewer numbers, bigger

changes, decisions written down in advance, and cost per outcome as the one figure that ends most

arguments.

The costly mistake: reading noise as a result

and rebuilding what was fine.



T H E  R U L E  B E H I N D  A L L  F O U R

Why there is not a single platform name in this paper.

You have read seven pages about being found, and not one of them named a network, an

app or a tool. That is deliberate, and it is the most useful thing here.

Everything platform-specific has a half-life. The interface changes, the ranking changes, the rules for

what is allowed change — and every hour spent learning the surface expires with it. Meanwhile the four

stages above have not changed in decades, because they are not facts about technology. They are

facts about what a stranger needs before they will trust someone with money: to notice, to

understand, to be able to come back, and to be asked clearly.

This has a practical consequence for how you spend your learning time. Anything you learn about a

surface, learn quickly and expect to discard. Anything you learn about the journey, learn properly — you

will use it on channels that do not exist yet.

How to use this paper

Take the four stages and ask, for your own situation, which link is broken. Not all of them: one. Then

fix that one and leave the others alone until the numbers say otherwise. Most people who feel

invisible are strengthening a link that was never the problem.

Learn the mechanism properly.

Learn the surface quickly, and expect to discard it.



I F  Y O U  W A N T  T H E  W H O L E  T H I N G

Getting Found — four curricula, twenty-five courses.

This paper is the map. The programme is the work: each of the four stages as a full

curriculum, with chapters, exercises, an exam you can fail, and a certificate anyone can

verify.

Attention · 7 courses

The idea before the format, openings as a craft,

formats that survive repetition, the twelve quiet

weeks, borrowed audiences, and paid attention

told honestly.

The Page · 6 courses

One page and one action, the offer in writing,

proof a stranger will accept, friction ranked by

how often it costs you, and rewriting from

evidence.

The List · 6 courses

Rented or owned, getting an address honestly,

the welcome sequence, cadence, arriving at all,

and writing to strangers.

What Worked · 6 courses

Three numbers per stage, the honest limits of

attribution, difference or noise, when a split test

is arithmetically impossible, cost per outcome,

and deciding.

The whole programme

$999
All four curricula, four certificates, yours

permanently.

Individually $349 per curriculum · anything you already

bought is credited in full, with no deadline.

Start with one

Any single curriculum, $349. No

subscription, no renewal.

Or start with nothing

The first episode of each

curriculum plays free — no

account, no email.
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