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INTRODUCTION

You may not realize it, but you’ve been subscribed since
birth. Before you ever signed up for Netflix, Spotify, or
Amazon Prime, life had already enrolled you in an
endless list of recurring charges.

« Taxes — Automatically deducted before you see your
paycheck.

+ Rent/Mortgage — A monthly payment just to exist
Inside four walls.

« Insurance — Health, car, life—you pay every month,
hoping you never need it.

 Utilities, Loans, Subscriptions — A never-ending

cycle of deductions that shrink your take-home pay before
you even touch It.

Your time, energy, and money are locked into a system
that profits from your existence, leaving you with just
enough to survive, but never enough to escape.

Yet, while most people accept this as the unavoidable
cost of living, there’s another way.

The same subscription-based economy that drains your
resources can be flipped to your advantage.



€ What if, instead of being a consumer of
subscriptions, you became the provider?
€ What if your business, your system, was designed

to generate more recurring revenue than your life
obligations take from you?

¢ The You Subscription Code: Your Blueprint for
Financial Liberation

This book Is not about working harder. It’s about
working smarter by creating a system that works for
you—even when you’re asleep.

The You Subscription Code is a step-by-step guide to
designing a subscription-based business that:

+ Outperforms your life subscriptions—so your
business earns more than your expenses.

+ Creates generational wealth—so your family
doesn’t have to repeat the cycle of financial struggle.

+« Turns passive income into an empire—scaling
beyond one-time sales to predictable, recurring cash flow.

Inside, you’ll find proven frameworks to move from:

« Subscriber — Creator — Stop paying into systems
and start owning them.

+ Consumer — Owner — Build a business that



generates automated income.

« Struggling — Scaling — Leverage the same economic

principles that billion-dollar companies use to win.

¢ Why This Book Matters Now More Than Ever

The economy is shifting. Automation, Al, and digital
platforms are eliminating traditional jobs and increasing
the cost of living at an unprecedented rate.

The people who will thrive in the future are not those
who work harder for money, but those who build
systems that print money on autopilot.

Every major business—from Amazon to Apple, Netflix
to Uber—operates on the subscription model.

Why? Because recurring revenue is the most powerful
financial engine on the planet.

Now, it’s your turn to apply the same principles to your
own life and business.

¢ Why | Wrote This Book

I didn’t learn this from theory—I lived it. | experienced
what it’s like to:

v Work tirelessly while my paycheck disappeared
Into automatic deductions.



+ Watch companies scale by charging me every
month while I had no financial system of my own.
+ Realize that unless I flipped the equation, I would

always be a financial tenant in someone else’s
economic structure.

That’s when I discovered The You Subscription Code—
a formula that transforms you from a paying subscriber
Into a business architect.

This book distills real-world experience, business
frameworks, and financial blueprints that you can
apply immediately to build a business that generates
predictable, scalable, and compounding wealth.

¢ What You’ll Gain From This Book

By the end of this book, you will:

+ Understand the subscription economy and how to
leverage it for financial freedom.

+ Know how to create a business that generates
Income on autopilot.

+ Develop multiple revenue streams that scale
beyond your personal labor.

+ Transform from someone who pays into systems to
someone who OWNS the system.



This isn’t just another business book. This Is a system
you can plug into right now to build your own
financial empire.

¢ It’s Time to Activate Your Subscription Code

Right now, your life subscriptions are winning—
deducting money from you every month, keeping you
trapped in financial servitude.

But this moment is your turning point.

€ You are about to design a system where your
business subscription outperforms your life
subscription.

€ You are about to break free from paycheck-to-
paycheck survival.

< You are about to architect your own economy.

This book is your blueprint. Now, let’s unlock

your subscription code and build the life you were
meant to live.

Let’s begin. %’
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CHAPTER 1: THE INVISIBLE
SUBSCRIPTIONS YOU’RE
ALREADY PAYING FOR

According to Merriam-Webster, the definition of
subscription is:

la: an act of subscribing

1b: an arrangement for providing, receiving, or making
use of something of a continuing or periodic nature on a
prepayment plan

2: the act of signing one's name (as in attesting or
consenting)

3: something (such as a sum of money) that is subscribed*

Merriam-Webster. (n.d.). Subscription. In Merriam-Webster.com dictionary. Retrieved March
28, 2025, from https://www.merriam-webster.com/dictionary/subscription

1
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€ In the context of this book, we focus on definition
1b—a system where value is exchanged on a recurring
basis, ensuring predictable income and ongoing access.

Identifying Your Subscriptions: Trimming the Fat &
Shifting the Paradigm

Now that we understand what a subscription truly is—an
ongoing financial commitment—it’s time to audit your
current life subscriptions. Before we build a business
subscription model, we must first trim unnecessary
expenses and shift our mindset from passive participant
to active controller of our financial landscape.

Step 1: Identify Your Involuntary & Voluntary
Subscriptions

¢ Involuntary Subscriptions (Non-Negotiable
EXxpenses)
These are costs you must pay to function in society:
« Taxes (Federal, State, Social Security, Medicare)
+ Rent/Mortgage

+ Ultilities (Electric, Gas, Water, Trash)

+ Health Insurance

« Car Payments & Insurance

+ Loan Repayments (Student, Personal, Business)
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These are fixed commitments—Dbut are there ways
to optimize, reduce, or restructure them?

¢ Voluntary Subscriptions (Lifestyle &
Discretionary Spending)

These are the costs we opt into, often out of habit or
convenience:

« Streaming Services (Netflix, Hulu, Spotify, etc.)
+ Gym Memberships & Wellness Apps

+ Subscription Boxes (Meal Kits, Fashion, Beauty,
Books)

+ Premium App Subscriptions (Cloud Storage,
Software, Productivity)

+ High-Interest Credit Card Payments (from past
overspending)

Do all these truly serve you, or have they become
passive drains on your finances?

Step 2: Trimming the Fat & Making Intentional
Choices

+« Cancel unnecessary services—If you’re not using it
weekly, it’s a luxury, not a necessity.



King Larney XIV — The You Subscription Code

+ Negotiate better rates—Call providers for lower
utility bills, insurance premiums, or loan interest rates.

+ Consolidate & optimize—Use one streaming service
Instead of five; choose cost-efficient meal planning over
delivery services.

¢ The goal isn't just to cut costs—it’s to redirect
money from consumption to ownership.

Step 3: The Paradigm Shift—From Subscriber to
Architect

Instead of simply paying into life subscriptions, begin
thinking:

+ How can I build a system where others pay into
MY subscription?

+ How can | use the money I save to create wealth
Instead of just maintaining survival?

+ How can | take control of my financial
commitments instead of blindly accepting them?

This new mindset transforms financial obligations
from burdens into opportunities.

By trimming excess, optimizing necessary
expenses, and shifting our thinking, we clear the path
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to financial freedom—so we can build a system that
works for us, not against us. &’

Living Commodity — Trading Time for Money in
Exchange for Scrip

The Hlusion of Wealth Through Wages

Most people believe they are working for a paycheck, but
they are working for scrip—form of currency that is
deducted, pre-allocated, and strategically extracted before
they ever touch it. Wages are an illusion of ownership, a
temporary pass to participate in an economic system that
ensures you stay dependent on it.

From the moment your paycheck is processed, nearly half
of your earnings never actually reach you. Instead, they
are pre-distributed to corporate entities, government
programs, and financial institutions that profit from
your labor before you do. Because this happens
automatically, you never experience having that money—
so you never feel the loss. This psychological trick is how
the system keeps you compliant, believing you are
building wealth when you are actually just sustaining
the machine.

This is the essence of being a Living Commodity—you,
as a worker, are the product. The system is built to keep
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you in an endless loop of earning, spending, and
sustaining itself, with just enough discretionary income
to prevent rebellion but never enough to allow escape.

Section 1: The Paycheck vs. The Reality of Scrip
The Traditional Perception
Most people believe:

A paycheck represents their labor.
It is their money, and they have full control over it.

They work hard, get paid, and use It to cover expenses
and build wealth.

This is the narrative we’ve been taught, but it is far
from the truth.

The Reality: What You Earn vs. What You Keep

s 100% of your labor’s value is recorded in corporate
payroll systems.

s Before you touch it, a series of automatic checkoffs
occur—deductions that pay other entities first.

¢ You receive what is left after the system has
ensured its own survival.

This means you are never truly paid in full. Instead, you
are issued a scrip—a fractional representation of your
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labor’s worth that keeps you dependent on continued

work.

Section 2: Corporate Checkoffs — The Hidden Price of

Participation

Who gets paid first? Not you. A closer look at your
paycheck reveals that a long list of corporate checkoffs

take their share before you

ever see a dollar.

Checkoff

What It Pays

Federal Taxes

Government operations, social
programs, debt payments

State Taxes

Local infrastructure,
education, public services

Social Security

Retirement benefits (that you
may never fully access)

Healthcare for seniors (that

Medicare you pay into for decades)
Representation fees (even if
Union Dues they fail to benefit you

directly)

10
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Checkoff What It Pays
Long-term retirement savings
Pension Funds (that may not yield real
returns)

Loan Repayments
(NYCERS, Muni
Credit, etc.)

Debt obligations to corporate
lenders

Before you even consider rent, mortgage, or basic living
expenses, you have already paid corporations,
Institutions, and governments for the privilege of
working.

You are taxed before you ever get the chance to build
wealth.

And because this happens automatically, you never
realize how much is taken. You don’t miss what you
never see.

Section 3: Scrip — The False Wealth of Wages
What is Scrip?

Scrip was historically used in company towns, where
workers were paid in tokens that could only be redeemed
at company-owned stores. The company controlled both

11
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your earnings and your expenses, ensuring that no real
wealth was ever accumulated.

Modern wages function the exact same way.
. Your paycheck is not truly yours.

. ltis pre-controlled, pre-deducted, and pre-
destined for spending that keeps wealth out of your
hands.

. The system is designed to ensure you keep working,
consuming, and staying trapped in the cycle.

Why Is This a Problem?

. Your labor is undervalued. By the time you receive
your wages, 40-50% of their value is already gone.

. Your money is pre-allocated. The portion you do
receive is already destined for rent, utilities,
Insurance, and expenses.

. You are left with discretionary income—just
enough to keep you consuming, but not enough to
build wealth.

This is not by accident—this is by design.

Section 4: The Rat Race — The Systematic Trap of
Scrip-Based Living

12
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The paycheck system ensures that you remain in a
perpetual cycle:

Work to survive. You trade your time for wages, which
you never receive in full.

Pay corporate checkoffs first. Taxes, deductions, and
mandatory payments reduce your earnings before you
even see them.

Cover life expenses. Rent, mortgage, utilities, and
Insurance consume the majority of what remains.

Spend discretionary income. What’s left is funneled into
entertainment, subscriptions, and consumer goods that
keep the economy moving.

Repeat the cycle. Because you never accumulate enough
to escape, you must continue working under the same
conditions.

This is what people call “the rat race.” It’s a self-
replenishing system where workers remain the fuel for
corporate and institutional profit.

Section 5: Breaking Free — The Plan of Attack

Now that you see how the system works, it’s time to beat
It.

Step 1: Acknowledge That You Are the Product

13
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€ You are not working to build wealth—you are
working to sustain corporations.

@ Understanding this reality is the first step toward
financial liberation.

Step 2: Transition from Worker to Owner

¢ The only way to escape wage dependency is to build
Income streams that do not rely on trading time for
money.

¢ Focus on social capital and business ownership to
shift from being a laborer to a wealth creator.

Step 3: Reduce Corporate Checkoffs

¢ Challenge mandatory deductions where possible.

¢ Redirect funds into self-managed investment
vehicles that put control back in your hands.

Step 4: Build Self-Sustaining Income Models

¢ Implement business strategies like the Chili Shot
Principle and the The One Million One Thousand
Concept, where revenue is built through ownership and
network scaling.

€ Use subscription-based models to generate income
that is independent of hourly labor.

Step 5: Reprogram Your Financial Mindset

14
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¢ Stop thinking of wages as wealth. Real wealth is
ownership.

¢ Recognize that financial freedom is achieved
through control, not labor.

¢ Make decisions that move you from participant to
master of the system.

Conclusion: Escape the Living Commodity Trap

This chapter is your wake-up call: You are the
commodity. You are trading time for an illusion of
wealth, and the system is designed to ensure you never
escape.

Now that you understand the game, you have a choice:

s Stay in the system, working for scrip.

%’ Break free by designing a strategy that puts your
money, time, and energy under your control.

Your freedom begins the moment you recognize that
wages are a trap and ownership is the key to true
wealth.

The rest of this book will show you exactly how to
execute your plan of attack.

15
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The Illusion of Financial Freedom Under the Default
System

Financial freedom is sold as a destination—a goal that can
be achieved through hard work, responsible spending, and
disciplined saving. We’re told that if we just follow the
right steps—qget a job, pay taxes, invest in a 401(k),
buy a house, and avoid debt—we’ll eventually reach a
place of financial security and independence.

But the truth is, the system is not designed for you to
ever be free.

The default system—the one we’re all born into—ensures
that financial "freedom" remains an illusion, something
just out of reach but never fully attainable. Why?
Because true financial freedom would mean you no
longer need to participate in the system as a worker or
consumer, and that is a direct threat to the economy
itself.

Here’s how the illusion 1s maintained:
1. The Paycheck Trap: You’re Always Paying First

A paycheck represents your labor, yet before you ever
touch it, everyone else gets paid first—the government,
corporations, financial institutions. Taxes, insurance,
pension contributions, and mandatory deductions ensure

16
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that a portion of your labor is extracted before you
ever see a dime.

You are left with what remains, but even that is pre-
allocated toward rent, food, transportation, and utilities.
Your discretionary spending is an illusion—it’s just the
scraps after the system has taken its share.

2. The Debt Cycle: A Lifetime of Payments

From student loans to mortgages, car payments, and credit
cards, debt is structured as a lifelong obligation. You
are encouraged—if not outright required—to take on debt
to participate in society.

« You borrow to get an education so you can earn a
paycheck.

« You borrow to buy a house because "owning" is
better than renting.

+« You finance a car because you need transportation to
maintain employment.

Each of these debts locks you into the system
indefinitely—your future earnings are already claimed by
lenders before you even earn them.

3. Retirement Planning: A Delayed Promise That
Rarely Delivers

17
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The system tells you to invest in a 401(k), a pension, or
Social Security, but these are long-term promises built on
uncertain returns and volatile markets.

¢ The value of your retirement savings depends on
factors you don’t control—the stock market, inflation,
Interest rates, corporate decision-making.

¢ Social Security may not even be solvent by the time
you need it.

¢ Pensions are disappearing, and many who rely on
them find their payouts far lower than expected.

The idea of retirement security keeps you working
longer, always deferring freedom to an uncertain
future.

4. Inflation: The Silent Erosion of Wealth

Even if you save, the system ensures that the value of
money decreases over time. Inflation is built into the
economy so that the purchasing power of your earnings is
constantly shrinking.

s The $100 you saved 10 years ago doesn’t buy what it
used to.
s Wages do not rise at the same pace as the cost of

living, ensuring that you must keep working longer just
to maintain the same standard of living.

18
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You are led to believe that saving will bring financial
security, but inflation quietly eats away at your wealth,
ensuring that you must continue participating in the
system.

5. The Consumption Economy: Keeping You Spending

The economy is designed to make you a perpetual
consumer. Every financial decision you make is
engineered to keep you spending, borrowing, and
working.

« Subscriptions and recurring payments ensure
ongoing financial commitments.

+ Advertising and marketing normalize luxury
spending as a sign of success.

« Easy access to credit keeps people buying things
they can’t afford.

Even when you try to save, the system tempts you with
new expenses, new financial obligations, and new ways
to part with your money.

The Reality: You’re Not Free—You’re Subscribed

You are not financially free under the default system. You
are subscribed to it. Your labor, your earnings, and

19
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your spending are all pre-structured to ensure that
you remain a participant.

X Your paycheck is pre-deducted.

>{ Your expenses are pre-determined.

X Your debt is designed to keep you paying indefinitely.
X Your savings lose value over time.

X Your retirement is uncertain.

What the system calls "financial freedom" is just
financial survival with slightly more comfort.

Real financial freedom is not found within the default
system.

It comes from exiting the system of labor-based
iIncome, debt, and consumerism and creating a
business model that pays you indefinitely.

This is what The You Subscription Code is about
flipping the script so that you no longer exist as a
financial commodity but instead become the one who
owns the system.

Now, let’s get to work

20
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.
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more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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CHAPTER 2: THE LIFE

SUBSCRIPTION TRAP

WHY MOST PEOPLE NEVER OUT-EARN THEIR
SUBSCRIPTIONS
The average person is trapped in a financial cycle where

their recurring expenses (life subscriptions) consistently
outpace their ability to earn, save, or invest. This is not an
accident—it’s a system designed to keep people
perpetually subscribed to obligations they can’t escape.

Below are the five core reasons why most people never
out-earn their subscriptions and remain financially
stuck.

1. Income is Linear, but Expenses Are Compounding

23
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Most people trade time for money—whether through a
salary or hourly wages. Their income is fixed and limited
by time:

. A 40-hour work week means they can only earn
within those 40 hours.

. Overtime or side hustles may increase earnings
temporarily, but there’s a ceiling—there are only so
many hours in a day.

Meanwhile, expenses are NOT fixed—they compound
and expand.

. Rent and mortgage payments increase annually due
to inflation.

. Utility bills fluctuate but rarely decrease.
. Insurance premiums steadily rise.

. Food, gas, and other essentials constantly cost more
over time.

Your paycheck is predictable and capped, but your
expenses increase indefinitely, ensuring you remain on
the treadmill of working just to cover rising costs.

2. The Subscription Economy Is Designed to Drain
You

24
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Every modern industry operates on a subscription-based
model, ensuring that a portion of your paycheck is
permanently allocated to recurring charges you can’t
escape.

Essential Subscriptions (Non-Negotiable Expenses):
+ Rent/Mortgage

« Utilities (Electricity, Water, Gas)

+ Insurance (Health, Car, Life, Home)

« Taxes (Federal, State, Local)

+« Loan Repayments (Student, Auto, Credit Cards)
Lifestyle & Digital Subscriptions (Discretionary, But
Habitual):

« Streaming Services (Netflix, Hulu, Disney+)

+ Music (Spotify, Apple Music)

v Software & Cloud Storage (Microsoft 365, Google
Drive, iCloud)

+ Gym Memberships & Fitness Apps

+ Online Learning & Course Platforms

The system ensures that even after covering essential
expenses, your discretionary income is automatically

funneled into recurring subscriptions that lock you
into financial dependency.

25
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Even if you increase your earnings, these subscriptions
scale up with your income, ensuring you never truly get
ahead.

3. Lifestyle Creep: The Hidden Subscription That
Scales with You

When people earn more, they spend more. This is called
Lifestyle Creep, and it ensures that every raise,
promotion, or bonus gets absorbed into new financial
commitments.

. A pay raise leads to a more expensive apartment or
home.

. A bonus means a newer car with a higher payment.

. A promotion justifies a designer wardrobe, new
gadgets, or luxury travel.

Instead of using extra income to outpace financial
obligations, people increase their obligations to match
their income—Xkeeping them financially trapped.

This is why most people never feel richer, no matter
how much they earn. Their expenses always rise to
match their new income level.

26
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4. The System Encourages Borrowing Over
Ownership

The financial system does not reward ownership—it
rewards perpetual payments.

People are trained to finance everything:

+ Mortgages (30+ years of payments) instead of
owning a home outright.

« Car loans (5-7 years of payments) instead of buying
in full.

« Credit cards (high-interest debt) instead of cash
transactions.

Even high-income earners fall into this trap. Instead of
buying assets that generate revenue, they take on
liabilities that require recurring payments.

The result? They work harder just to maintain the
ability to keep paying.

5. Lack of Scalable Income: No System That Works
for You

The #1 reason people never out-earn their subscriptions is
they have no scalable income.

27
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+ A job is not scalable. You can only work so many
hours.

« Trading time for money is not scalable. Your
energy is finite.

« A single paycheck means limited earning potential.

Meanwhile, businesses and investors don’t work hard,
they build scalable income streams.

. Subscription-Based Businesses: Owners make
money on autopilot while customers stay subscribed.

. Franchises & Licensing: Business models that
generate revenue even when the owner 1sn’t present.

Investments (Stocks, Real Estate, Digital Assets):
Money making money, without labor.

People who break free from the system create assets that
work for them, while those who remain trapped continue
working for a system that extracts their wealth.

The Solution: Building a Subscription That Pays You
Instead

The only way to out-earn your life subscriptions is to
flip the model and create a business subscription that
outperforms your financial obligations.

28
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+ Instead of paying into subscription-based systems,
create your own.

+ Instead of being the consumer, become the owner of
a recurring revenue model.

+ Instead of trading time for money, build a system
that makes money while you sleep.

This is what The You Subscription Code is about
escaping the financial trap and building income that
exceeds your recurring obligations.

Your life is already a subscription. The question is:
Are you the payer, or are you the provider?

The Cost of Inflation, Debt, and Lifestyle Creep

Most people believe that if they work hard, save
diligently, and manage their money wisely, they’ll
eventually reach financial security. But three invisible
forces—inflation, debt, and lifestyle creep—work
together to ensure that your wealth never truly builds.
These forces are not just financial obstacles; they are
systematic tools designed to keep you permanently
subscribed to a cycle of earning, spending, and
borrowing.

29
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Let’s break down how these three factors silently drain
your wealth and keep you from outpacing your financial
obligations.

1. Inflation: The Silent Killer of Wealth

Inflation is not an accident—it is a designed feature of
the economy. It ensures that the cost of living rises faster
than your wages, guaranteeing that you must continue
working harder just to afford the same standard of living.

How Inflation Works Against You:

. Your savings lose value over time. If you put
$10,000 in a savings account today, and inflation
averages 5% per year, in 10 years, your money will
only have the purchasing power of $6,139.

. Your paycheck doesn’t keep up. The cost of food,
rent, healthcare, and education rises every year, but
wages rarely increase at the same rate. This means
you are actually getting poorer, even if your salary
remains the same.

. Goods and services become more expensive. If you
earned $50,000 a year in 2000, you had far more
purchasing power than if you earned $50,000 today.
The system makes sure that your dollars buy less
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over time, forcing you to work longer just to
maintain your lifestyle.

v Inflation ensures that you are always running on a
treadmill—never truly getting ahead, just trying to
keep up.

2. Debt: The Engine of Financial Enslavement

Most people don’t realize that debt is not just a financial
burden—it’s a form of control. The more you owe, the
more obligated you are to stay subscribed to the system.

Here’s how debt keeps you trapped:
Student Loans: The First Subscription to the System

. You take out tens (or hundreds) of thousands of
dollars in student loans, believing it’s an "investment
in your future."

. Before you even start your career, you are already
financially obligated to lenders.

. Your paycheck is now pre-dedicated to paying off
loans, reducing your ability to invest or save.

Mortgages: The Lifetime Payment Plan
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. The American Dream tells you to buy a house, but in
reality, a mortgage is a 30-year financial contract
that guarantees you remain tied to the system.

. Most people don’t own their homes—the bank does.
Miss a few payments, and they take it back.

Credit Cards: The Hlusion of Purchasing Power

. Credit cards make you feel like you have more
money than you actually do.

. By keeping you in a cycle of paying minimum
balances, banks ensure you stay in debt
permanently, while paying interest that multiplies
what you owe.

v Debt forces you to keep working—not for yourself,
but for the institutions that own your obligations.

3. Lifestyle Creep: The Trap That Scales with You

Lifestyle creep is one of the most dangerous financial
traps because it feels like progress, but it’s actually a
trap.

How Lifestyle Creep Works:
. You get a raise, So you upgrade your apartment.
. You receive a bonus, so you finance a new car.
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. You land a higher-paying job, so you start dining
at expensive restaurants.

Every time your income increases, your expenses
Increase with it. Instead of using that extra money to
outperform your obligations, you unconsciously
Increase your obligations.

¢ People don’t feel richer, even when they earn
more, because they immediately subscribe to a more
expensive lifestyle.

This is how high-income earners still struggle
financially. A person making $200,000 a year can still
live paycheck to paycheck if they have a luxury home
mortgage, high car payments, and expensive habits.

Why This Keeps You Trapped:

. You never actually increase your disposable
Income.

. You take on higher financial commitments that
require you to keep working harder.

. You convince yourself that these expenses are
necessary because they are "part of your success."

v Lifestyle creep ensures that, no matter how much
you make, you are always spending just enough to stay
financially dependent.
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How to Escape the Cycle

Now that you see how inflation, debt, and lifestyle creep
keep you subscribed to financial dependency, you need
a strategy to outperform these forces.

1. Build Income That Outpaces Inflation

. Instead of relying on wages, create subscription-
based income streams that grow over time.

. Invest in assets that appreciate with inflation (real
estate, stocks, businesses).

. Avoid keeping large amounts of money in
savings—instead, put it to work.

2. Escape the Debt Trap

. Pay off high-interest debt first, eliminating
unnecessary financial burdens.

. Stop financing liabilities. If you can’t buy it
outright, don’t buy it.

. Use debt strategically—borrow only when it funds
Income-generating assets.

3. Prevent Lifestyle Creep

. Every time you earn more, allocate it toward
Investments, not spending.
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. Resist the pressure to upgrade your lifestyle just
because you can.

. Build financial discipline so that wealth actually
accumulates, rather than just maintaining a higher-
cost version of your old life.

Conclusion: Winning the Game Instead of Playing It

¢ Inflation is designed to keep you running.
¢ Debt is designed to keep you working.
¢ Lifestyle creep is designed to keep you spending.

If you follow the default system, you will always be
running a race that you can never win.

The only way to break free is to stop playing by the
system’s rules and start building a financial structure
that works for you, instead of against you.

The You Subscription Code is your roadmap to
outpacing these forces—not by working harder, but by
designing a system where money works for you.

%’ The question is: Will you be the one paying the
subscriptions, or the one collecting them?

Time as a Subscription—How You’re Leasing Your
Life Away
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When people think of subscriptions, they think of Netflix,

gym memberships, and phone plans—but the biggest

subscription you’ve unknowingly signed up for is time

itself.

Every day, every hour, every minute—you are paying
with your life in exchange for wages, obligations, and

responsibilities that keep you subscribed to survival, not

SUCCesS.

If you don’t control your time, you don’t control your
life. And if your time is pre-allocated to labor, bills, and
commitments outside your control, then you don’t own
your time—you’re leasing it.

1. The Time-For-Money Subscription Model

Most people operate on a time-based subscription
model, whether they realize it or not.

. You trade 40+ hours a week for a paycheck.

. You spend 10+ hours commuting to the job that
provides the paycheck.

. You use time on weekends recovering from the
stress of earning the paycheck.

. You dedicate years of your life trying to climb the
corporate ladder for a better paycheck.
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If your income is tied to your time, then your life has
been structured like a work subscription—you have to
keep paying in hours to keep access to survival.

2. The Hidden Lease Agreement on Your Own L.ife
Your Paycheck is a Time Lease

. Every dollar you make is an exchange of your time
for someone else’s gain.

. The salary or wage you receive Is just a temporary
access pass to money that immediately gets funneled
Into pre-subscribed expenses—rent, food, taxes, and
debt.

¢ You don’t own your time; you’re just renting it
out at an agreed-upon rate.

Your Retirement is a Delayed Lease Termination

. The system tells you work now, retire later, but by
the time you retire, most of your life has already
been leased away.

. Many people don’t make it to retirement or find
that their savings aren’t enough to enjoy it.
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. You are expected to trade 40+ years of labor for
the “promise” of 10-15 years of financial
freedom—if you’re lucky.

¢ The system gives you back ownership of your time
when you’re too old to enjoy it.

3. The Subscription Mindset That Keeps You Trapped

The reason this system works is because people don’t see
time as a limited currency.

If you waste money, you can make more.
If you lose possessions, you can replace them.
But once time is spent, it’s gone forever.

Yet, society trains people to treat money as more
valuable than time by promoting:

+ Overtime culture—rewarding people for giving up
personal time to work longer hours.

+ Debt financing—ensuring you must continue
working indefinitely just to stay afloat.

+ Entertainment distractions—Kkeeping people so

consumed with content that they never analyze how their
time is being spent.
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¢ Most people are more willing to give away their
time than their money—because they don’t realize
time is the only resource that truly belongs to them.

4. The Subscription Plan You Never Signed Up For

Your entire life is pre-subscribed before you even get a
choice:

¢ Education Subscription (0-18 years) — You are
placed in school to train for the workforce.

¢ Employment Subscription (18-65 years) — You
work jobs to earn just enough to survive, always
subscribed to bills, taxes, and obligations.

¢ Retirement Subscription (65+ years) — If you’re
still around, you get what’s left of your time—on limited
funds.

For most people, the cycle never breaks.

5. Escaping the Time Subscription Trap

Step 1: Recognize That Time is the Ultimate Currency
. Stop thinking of money as the most valuable asset.
. Start viewing time as your real wealth.

39



King Larney XIV — The You Subscription Code

Step 2: Stop Trading Time for Money—Start Building
Systems

. Wages = Time for Money (Trap)
. Business = Money for Value (Freedom)
. Investments = Money for Growth (Wealth)

The wealthy don’t trade time for money—they create
systems where money works for them, not the other
way around.

Step 3: Build a Subscription That Pays You Instead
. Own businesses that generate recurring revenue.

. Invest in assets that grow without your daily
labor.

. Create scalable income that isn’t tied to your
personal time.

Step 4: Buy Back Your Time

Real freedom isn’t about being rich—it’s about
owning your time.

%’ If your life is a subscription, make sure you’re the
one collecting payments—not the one endlessly paying
into it.
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I'm sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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CHAPTER 3: HOW BUSINESSES USE

SUBSCRIPTIONS TO WIN

THE POWER OF PREDICTABLE, RECURRING
REVENUE

Most people live in a financial guessing game—
paychecks fluctuate, expenses creep up, and emergencies
can derail even the best-laid plans. This instability is why
the subscription model is the most powerful financial
structure ever created—for businesses, for wealth
builders, and for anyone who wants to escape the cycle of
uncertainty.

When you own the subscription, instead of just paying
Into It, you create a predictable and scalable financial
future—one where money flows to you on autopilot,
Instead of away from you on demand.
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1. Why Predictability Beats Hustle

Most people grind for money—they wake up every day
needing to "earn" their paycheck, make new sales, or take
on new clients. There is no certainty.

s A job: Work for two weeks — Get paid — Start over.
s A freelancer: Find a new client — Deliver service —
Get paid — Find another.

¢ A business without subscriptions: Sell a product —
Get paid once — Chase the next sale.

This is the cycle of financial instability—no matter how
much you earn, you’re still starting from zero every time
the clock resets.

Now compare that to a recurring revenue model:

« Subscription business — Customers pay you every
month, no new sale needed.

+ Membership programs — People stay subscribed,
generating steady income.

« Licensing and royalties — You create once, and get
paid over and over again.

@ The goal isn’t to work harder—it’s to create a
system that ensures your income is automatic,
predictable, and recurring.
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2. The Three Pillars of Recurring Revenue

To build financial stability and wealth, your revenue
must be:

1. Predictable — You Know How Much Is Coming In

With a job, your income is set by your employer and can
disappear at any time.

With a subscription model, you control a steady and
growing income stream.

You know your exact monthly revenue ahead of
time.

You can plan investments, expansions, and
lifestyle choices with confidence.

You don’t have to start from zero every month.

2. Scalable — Growth Without Extra Labor

Most jobs and businesses require more effort to make
more money—but a subscription model works without
your direct involvement:

%’ 10 customers paying $49/month = $490/month

%’ 1,000 customers paying $49/month =
$49,000/month
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Your effort doesn’t increase with every new
customer—you build the system once, and it continues to
grow.

3. Automated — Income That Comes Without Chasing

Recurring revenue allows you to step away while your
income keeps flowing.

Instead of worrying about where the next sale is coming
from, you can focus on:

Scaling your business, not chasing sales.
Buying back your time.
Investing in new opportunities.

€ The ultimate goal: Get paid while you sleep.

3. The Subscription Economy: The Wealthiest People
Already Use It

The richest people in the world don’t work for income—
they own systems that generate recurring revenue:

. Amazon Prime — Millions pay every month for
faster shipping.

. Netflix & Spotify — Monthly payments, whether
people use them or not.
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. Apple iCloud & Google Drive — Digital storage =
recurring payments forever.

. Insurance Companies — Policyholders pay every
month, even if they never make a claim.

¢ The question isn’t whether subscriptions work—
the question is why you’re still just paying them
instead of collecting them.

4., Creating Your Own Recurring Revenue Stream

To flip the game, you must stop working for income and
start creating recurring revenue.

+ A membership-based business model — Customers
pay you monthly or yearly for access to a product,
service, or exclusive benefits.

+ A digital subscription product — Courses, coaching
programs, or premium content that users subscribe to
rather than buy once.

« Licensing, royalties, or passive investments —
Where you create once and get paid repeatedly.

¢ The fastest way to financial freedom is to build
Income that never stops.
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5. Why This Matters: Recurring Revenue vs. The Rat
Race

A job requires you to trade time for money every
day.

A business without recurring revenue requires you
to chase new sales.

Recurring revenue makes money move toward you
automatically.

The Choice:

v Keep paying into subscriptions and stay
financially dependent.

A Create your own subscription and generate wealth
on autopilot.

Your life is already a subscription. The question is:
Are you the payer, or are you the collector?

The Customer vs. The Owner: Why Being on the
Receiving End is Better

Most people spend their lives on the paying side of the
economy—constantly subscribing, consuming, and
funding businesses they don’t own. But the real wealth
builders position themselves on the receiving side, where
money flows to them instead of away from them.
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The difference between the customer and the owner is
the difference between financial survival and financial
freedom.

1. Customers Pay, Owners Collect

Customers are locked into recurring payments for things
they need or want:

s Rent/Mortgage — A lifelong payment cycle, ensuring
they never own outright.

s Car Payments — Leasing or financing means paying
Indefinitely.

s Subscriptions — Netflix, gym memberships, software
fees—small amounts that add up to thousands per year.

s Insurance & Loans — Monthly payments that fuel
corporations, whether used or not.

Meanwhile, Owners sit on the other side:

« They own real estate — Collecting rent from tenants
Instead of paying it.

« They own businesses — Selling subscriptions
Instead of buying them.

« They own assets — Earning from investments
Instead of working for wages.
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@ The wealth gap isn’t about intelligence or hard
work—it’s about positioning. Customers fund the
system. Owners profit from it.

2. The Business of Being a Customer

The economy is engineered to keep people as paying
customers for life:

= Phone Plans — Locked in, upgrading every 2-3
years, always paying.

(7 Streaming Services — Monthly payments that go on
Indefinitely.

> Mortgages — 30+ years of payments, ensuring the
bank makes more in interest than you paid for the home.

# Car Leases/Loans — New models, new financing—
repeat cycle every 5-7 years.

You don’t just make purchases—Yyou enter long-
term financial obligations.

And the worst part? Most people think this is normal.
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3. The Business of Being an Owner
Now, let’s flip the script.

4 Instead of being the customer, be the one
providing the service.

4 Instead of paying subscriptions, own a business
that collects them.

4 Instead of working for money, create systems
where money works for you.

Wealthy individuals create assets that generate
recurring income:

. Real estate owners collect rent while tenants cover
the mortgage.

. Subscription-based businesses charge customers
monthly, creating predictable revenue.

. Investors put their money in businesses and get paid
without direct labor.

¢ The goal is to move from being the payer to being
the collector.

4. The Power Shift: How You Can Move to the
Receiving End
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Step 1: Identify What You’re Paying For Every
Month

. List your recurring expenses and subscriptions.

. ldentify where money is consistently leaving your
pocket.

Step 2: Flip the Model — Create Instead of Consume

. If you pay rent — Invest in rental property to
collect rent instead.

. If you pay for streaming — Launch a content-based
subscription model.

. If you buy courses — Sell your own expertise in a
membership format.

Step 3: Build a Subscription Business That Pays You

The easiest way to switch from customer to owner is to
create a subscription-based income stream:

+ Own a membership-based business.
v Sell digital products with recurring payments.
+ Invest in assets that generate cash flow.

5. The Key Difference: Financial Freedom vs.
Financial Dependence
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¢ Customers pay, owners collect.

s Customers work for money, owners make money
work for them.

¢ Customers stay on the hamster wheel, owners
escape it.

¢ The real question is: Will you keep funding the
system, or will you create one that pays you?

Case Studies of Successful Subscription Models

The most profitable businesses today do not rely on one-
time sales—they build subscription-based models that
generate predictable, recurring revenue. Below are
some of the most successful case studies, demonstrating
why subscription models are superior and how you can
apply these strategies to your own business.

1. Amazon Prime — The Ultimate Ecosystem Lock-In

¢ Model: Paid Membership Subscription ($139/year or
$14.99/month)

¢ Core Offer: Fast shipping, streaming content,
exclusive discounts

¢ Why It Works: Creates a habit-based ecosystem
where subscribers keep buying
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Key Takeaways:

Bundled Value — Amazon Prime offers a mix of
benefits (shipping, video, music, discounts) that make it
iIrreplaceable.

Customer Retention Strategy — Subscribers buy
more frequently because they want to maximize their
membership.

Loyalty & Lifetime Value (LTV) — The average
Prime member spends 4X more than a non-member.

How to Apply This: Create a subscription that
offers multiple value points—not just one service but a
full ecosystem that keeps customers engaged.

2. Netflix — Turning Content into a Monthly Cash
Machine

¢ Model: Digital Streaming Subscription ($6.99—
$22.99/month)

¢ Core Offer: Unlimited access to movies, shows, and
exclusive content

* Why It Works: A constant pipeline of fresh content
keeps users paying

Key Takeaways:
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Recurring Consumption — Users binge content,
ensuring they remain subscribed.

Exclusive Content — Netflix creates its own shows,
making it impossible for competitors to replace them.

Global Scalability — Netflix doesn’t require physical
Inventory—it monetizes digital assets repeatedly.

How to Apply This: If you offer knowledge,
entertainment, or expertise, turn it into a recurring
subscription instead of one-time sales.

3. Dollar Shave Club — Disrupting an Industry with
Subscriptions

¢ Model: Subscription Box ($9-$20/month)
¢ Core Offer: Razor blades and grooming products on
autopilot

¢ Why It Works: Eliminates the hassle of re-
purchasing everyday essentials

Key Takeaways:

Solves a Recurring Problem — Customers always
need razors, so they stay subscribed out of convenience.

Direct-to-Consumer Model — Eliminates retail
middlemen, increasing profit margins.
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Brand Loyalty — Subscribers get customized
packages, making them less likely to switch brands.

How to Apply This: Find a product or service that
people need repeatedly and offer it on autopilot.

4. Apple iCloud - Selling Digital Space Instead of
Physical Products

¢ Model: Cloud Storage Subscription ($0.99—
$9.99/month)

¢ Core Offer: Paid storage for photos, videos, and files

¢ Why It Works: Digital storage needs keep
Increasing, forcing customers to keep upgrading.

Key Takeaways:

Inescapable Dependency — As users take more
photos, they need more storage and can’t afford to
cancel.

Low Friction, High Retention — Once a customer
subscribes, they rarely think about leaving.

Invisible Revenue Stream — Unlike hardware, digital
subscriptions have zero production costs after launch.
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How to Apply This: If you can sell digital assets or
services, you can create a business that grows without
requiring new inventory.

5. Spotify — Turning Music Into Monthly Cash Flow

¢ Model: Freemium to Paid Subscription
($10.99/month for Premium)

¢ Core Offer: Ad-free music streaming & exclusive
features

¢ Why It Works: Customers pay to remove pain
points (ads, skips, offline listening).

Key Takeaways:

Freemium Upsell Strategy — Free-tier users
eventually upgrade to unlock premium features.

Emotional Connection — Music is part of daily life,
making Spotify a habit rather than a luxury.

Recurring Revenue Without New Content — Unlike

Netflix, Spotify doesn’t have to create music—It just
licenses it.

How to Apply This: Offer a freemium model where

users get limited access for free but must pay to unlock
the full experience.
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6. Peloton — Selling Community Alongside a Product

¢ Model: Hardware + Subscription ($44/month for
classes)

¢ Core Offer: Interactive live fitness classes +
premium workout content

¢ Why It Works: The hardware (bike/treadmill)
locks users into the ecosystem.

Key Takeaways:

Hardware + Subscription Combo — Instead of
selling just a one-time product, Peloton locks in long-
term payments.

Community-Based Retention — Users stay
subscribed because they feel part of a group culture.

Gamification & Social Features — Leaderboards,

challenges, and virtual high-fives keep people engaged
and subscribed.

How to Apply This: If you sell a physical product,
combine it with a digital subscription that adds long-
term value.
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7. Adobe Creative Cloud — Turning Software Into
Lifetime Revenue

¢ Model: SaaS (Software as a Service) ($20—
$55/month)

¢ Core Offer: Professional design and creative tools
(Photoshop, Illustrator, etc.)

¢ Why It Works: Instead of selling software once,
Adobe transitioned to monthly billing forever.

Key Takeaways:

From One-Time to Recurring — A $500 one-time
software sale became a $55/month subscription,
increasing lifetime revenue per customer.

Monopolizing an Industry — Professionals must use
Adobe tools for work, making cancellation risky for
their careers.

Regular Updates & Features — Subscribers feel
they’re always getting new value, reducing churn.

How to Apply This: If you provide any service, tool,
or resource, structure it as a subscription instead of a
one-time payment.

Final Takeaways: The Subscription Model Wins
Every Time
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What do all these companies have in common?
+« They don’t chase one-time sales.
« They get paid automatically, every month.

« They create “must-have” services that customers
can’t easily cancel.

The customer funds the system. The owner profits
from it.

< If your income is reset to zero every month, you
are still in the wrong position.

< If you are paying subscriptions but not collecting
them, you are losing the game.

Your mission: Move from being the customer to
being the owner.

%’ The question is: Are you paying for the
subscription, or are you collecting it?
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I'm sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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CHAPTER 4: OUT SUBSCRIBING

YOUR OBLIGATIONS

THE FORMULA: YOUR BUSINESS SUBSCRIPTION
REVENUE > LIFE SUBSCRIPTION COSTS
At the core of The You Subscription Code is one simple

but powerful equation:

Your Business Subscription Revenue > Your Life
Subscription Costs

This formula is the key to financial freedom, escaping
paycheck dependency, and building generational
wealth. The moment your recurring income outpaces
your recurring expenses; you are no longer financially
trapped—you have flipped the system in your favor.

1. Understanding the Two Sides of the Equation
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Side 1: Life Subscription Costs (LSC) — The Money
You’re Already Paying

Life is a subscription model, whether you realize it or
not. You are already paying into a system where your
financial obligations reset every month:

+ Rent/Mortgage

« Utilities (Electricity, Water, Internet, Gas, Trash)
« Car Payments & Insurance

+ Health Insurance & Medical Bills

« Groceries & Essentials

+ Credit Card & Loan Payments

+ Phone Bills, Streaming Services, & Other
Subscriptions

& Most people don’t calculate how much their life
costs them per month—they just keep paying. But once
you do the math, you realize you are locked into a
financial obligation that never stops.

Side 2: Business Subscription Revenue (BSR) — The
Money That Pays You
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Instead of being just a consumer of subscriptions, you
need to become the owner of a subscription-based
Income stream.

¢ What is Business Subscription Revenue?

It iIs money that comes in every month on autopilot from
a business that collects recurring payments instead of
one-time sales.

Examples of Business Subscription Revenue (BSR):

+ Membership Programs (Exclusive access, coaching,
private communities)

+« Digital Subscriptions (Courses, newsletters, paid
content)

+ Product Subscriptions (Physical goods shipped
monthly)

« Service Subscriptions (Software, consulting
retainers)

v Rental & Passive Income (Real estate, licensing, or
royalties)

€ When BSR > LSC, you are no longer working just
to pay bills—you are working to build wealth.

2. The Path to Breaking Even—Your Freedom
Number
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Before you build wealth, you must first break even—
meaning your Business Subscription Revenue covers all
your Life Subscription Costs.

Your Break-Even Number = Your Monthly
Expenses

If your monthly life costs $5,000, then your goal should
be to build a subscription-based income that generates
at least $5,001 per month.
Once you reach this level:

You no longer need a job to survive

You buy back your time

You eliminate financial stress

%’ Every dollar beyond this number is pure wealth-
building fuel.

3. Scaling Up: From Survival to Wealth

Breaking even gets you out of survival mode—but the
real goal is wealth accumulation.

¢ Stage 1 — Breaking Even (BSR = LSC)
You reach a point where your business revenue covers
your life costs.
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¢ Stage 2 — Exceeding Costs (BSR is greater than (>)
LSC)
Your income starts exceeding your obligations, allowing
you to reinvest.

¢ Stage 3 — Generational Wealth (BSR — Passive
Assets)
You take excess revenue and multiply it through
Investments, real estate, or business expansions.

@ Once your business subscription revenue
permanently outpaces your life costs, you are free.

4. Your Action Plan: Flipping the Formula in Your
Favor

Step 1: Calculate Your Life Subscription Costs
(LSC)

. Add up your monthly recurring expenses

. This is your financial baseline—the number you
must outpace

Step 2: Build a Business Subscription Model (BSR)
. Choose a scalable subscription-based business
. Set up automated income streams
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Step 3: Scale Until BSR is greater than (>) LSC

. Optimize, automate, and grow until your revenue
outpaces your life costs

. Shift from working for money to money working
for you

Final Thought: The Only Math That Matters

¢ If your Life Subscription Costs are greater than
your Business Subscription Revenue, you are
financially trapped.

< If your Business Subscription Revenue is greater

than your Life Subscription Costs, you are financially
free.

Your life is already a subscription—the question
IS, are you paying into it, or are you profiting from it?

How to Map Out Your Personal Subscription Balance
Sheet

Your Personal Subscription Balance Sheet is a financial
roadmap that shows you exactly how much money is
leaving your pocket every month (Life Subscription
Costs) and how much recurring revenue is coming in
(Business Subscription Revenue).
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Most people never take the time to do this
calculation—they just keep paying bills and working to
cover expenses without understanding where their money
truly goes. But once you map this out, you gain full
control over your financial future and can start flipping
the formula in your favor.

Step 1: List All Your Life Subscription Costs (LSC)

Your life is already structured as a subscription.
You must identify every recurring expense that you are
paying into.

Use the table below to list all your life subscriptions and
total them up.

Amount

Life Subscription Costs (LSC) ($/Month)

Rent/Mortgage

Property Taxes (if applicable)

Car Payment

Car Insurance

Health Insurance
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Life Subscription Costs (LSC)

Amount
($/Month)

Life Insurance

Student Loan Payments

Credit Card Minimum Payments

Utilities (Electricity, Water, Gas,
Internet, Trash, etc.)

Groceries & Household Essentials

Phone Bill

Streaming Services (Netflix, Hulu,
Spotify, etc.)

Cloud Storage & Digital Services
(Google Drive, iCloud, etc.)

Gym Membership & Health
Subscriptions

Loan & Debt Payments (Auto,
Personal, Business Loans)

Other Recurring Payments
(Memberships, Apps, etc.)
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Life Subscription Costs (LSC)

Amount
($/Month)

Total Monthly Life Subscription Costs
(LSC)

$

& Key Insight: This final number represents your
financial baseline. If your monthly Life Subscription
Costs add up to $5,000, then you must generate at least
$5,001 in recurring business revenue to be financially

free.

Step 2: List Your Business Subscription Revenue

(BSR)

Now, list out all the ways money comes in

automatically.

Business Subscription Revenue (BSR)

Amount
($/Month)

Rental Income (Real Estate, Airbnb,
etc.)

Subscription-Based Business
(Memberships, Digital Products, etc.)
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Business Subscription Revenue (BSR)

Amount
($/Month)

Software-as-a-Service (SaaS) or
Licensing Fees

Affiliate Marketing & Passive Income

Investment Dividends (Stocks, REITS,
Crypto Staking, etc.)

E-commerce & Product Subscription
Services

Online Course Sales (if recurring
payments apply)

Consulting or Coaching Retainers (if
recurring)

Advertising & Monetized Content
(YouTube, Blogs, etc.)

Total Monthly Business Subscription
Revenue (BSR)

$

& Key Insight: If your BSR is less than your LSC, you

are still financially dependent. If your BSR Is greater

than your LSC, you are free.
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Step 3: Calculate Your Subscription Balance Score

¢ Your Financial Freedom Score = BSR - LSC

€ If your score is negative (BSR is less than (<) LSC)
— You are still financially trapped and need to grow
your recurring income.

€ If your score is zero (BSR = LSC) — You have
reached financial break-even, meaning you no longer
NEED to work a traditional job.

< If your score is positive (BSR is greater than (>)
LSC) — You are financially free and can now reinvest,
expand, or retire early.

Step 4: Build a Strategy to Increase BSR & Lower
LSC

To Increase Your Business Subscription Revenue
(BSR):

A Create a subscription-based income stream
(Memberships, SaaS, etc.)

A Invest in assets that pay you (Stocks, Real Estate,
Digital Assets)

A Automate & Scale—find ways to increase income
without trading more time for money
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To Lower Your Life Subscription Costs (LSC):

v Reduce unnecessary recurring expenses (Do you
really need 5 streaming services?)

v Eliminate high-interest debt (Refinance loans, pay
off credit cards aggressively)

v Minimize “lifestyle creep”—avoid upgrading
expenses every time you make more money

Final Thought: Your New Financial Blueprint

< Your goal is simple—flip the equation so that 4
BSR is greater than (>) LSC v

Once you achieve this, you are no longer subscribed to
survival, you are subscribed to financial freedom.

%’ The question is: How long will you wait before
building a system that pays you instead of the other
way around?

Understanding Your Financial “Break-Even”

Financial break-even is the moment when your passive
or subscription-based income covers your life
expenses, meaning you no longer need to work a job to
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survive. It is the first step toward financial freedom and
the foundation of wealth-building.

Most people never calculate this number, so they work
indefinitely, never knowing how close (or far) they are
to true independence. But once you understand your
break-even point, you can strategically build income
streams that allow you to escape the paycheck cycle.

1. What is Your Break-Even Number?

Your Financial Break-Even Number is the amount of
money you need to make every month, without working
for wages, to cover all your expenses.

The formula is simple:

¢ Break-Even Point: Life Subscription Costs (LSC)
IS equal to Business Subscription Revenue (BSR)

If your Life Subscription Costs are $5,000 per month,
your break-even goal is to generate at least $5,001 per
month in passive or recurring revenue.

At this point:
You no longer work out of necessity—your income
COVErs your costs.

Your time belongs to you—you can choose to work
or scale your business.
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You have financial control-—no more paycheck-to-
paycheck survival.

< |If your BSR is greater than your LSC, you have
reached break-even and can begin wealth-building.

2. The Fastest Path to Financial Break-Even

A Increase Your BSR (Business Subscription
Revenue)

%’ Launch a subscription-based income stream
(membership, SaaS, or rental income).

%’ Create scalable income (content monetization,
Investments, royalties).

%« Automate sales & marketing to ensure consistent
monthly revenue.

v Reduce Your LSC (Life Subscription Costs)

. Eliminate unnecessary subscriptions & expenses.

. Reduce debt payments by consolidating or
refinancing.

. Avoid lifestyle creep—don’t increase spending just
because you earn more.

3. Your Break-Even Plan: A Simple Challenge
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¢ Step 1: Calculate your current monthly Life
Subscription Costs (LSC).

¢ Step 2: Identify how much Business Subscription
Revenue (BSR) you are generating.

¢ Step 3: Set a deadline for when you want to reach
break-even (3 months, 6 months, 1 year).

¢ Step 4: Choose a strategy (subscription business,
investments, rentals) to increase BSR.

¢ Step 5: Track your progress until BSR is greater
than > LSC.

%’ Once you hit break-even, you are no longer
working for survival, you are working for wealth.

Final Thought: Breaking Even is the First Step to Real
Freedom

¢ If your Life Subscription Costs are greater than
your Business Subscription Revenue, you are
financially trapped.

< |If your Business Subscription Revenue is greater
than your Life Subscription Costs, you are financially
free.

79



King Larney XIV — The You Subscription Code

Your goal is simple—flip the equation. Once you
reach break-even, every dollar beyond that builds
your legacy.
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Scan to donate

Throughout this book, you’ll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I’'m sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange

value as you see fit.
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CHAPTER 5:
DESIGNING YOUR PERSONAL

SUBSCRIPTION MODEL

WHAT VALUE CAN YOU OFFER ON A
RECURRING BASIS?
To build a business that generates recurring revenue,

you must offer something that people need, use, or desire
consistently enough to keep paying for. The key is to
create ongoing value—not just a one-time product, but an
experience, service, or resource that customers don’t want
to cancel.

This section will help you identify what value you can
offer on a recurring basis so you can build a
subscription-based income stream that outperforms
your life expenses.

1. The Three Core Types of Recurring Value
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To make people keep paying, your business must offer
value that falls into at least one of these three
categories:

Why People
Value Type Stay Examples
Subscribed

Necessity (Must- |Customers need |Rent, utilities,
have services or it regularly to  |insurance, cloud
products) function storage, software

Meal delivery,
Customers pay |business

to simplify life |automation, done-
for-you services

Convenience
(Saves time, effort,
or mental energy)

Customers want |[Exclusive

Desire (Enhances [to be part of  [communities,
lifestyle or status) |something entertainment, VIP
bigger perks, coaching

%’ The most successful subscriptions combine
multiple categories—for example, Amazon Prime is a
necessity (free shipping), convenience (streaming), and
a desire (exclusive perks).
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2. ldentifying Your Recurring Value Offer
¢ Ask Yourself These Key Questions:

@ What problem can | solve that people need help with
regularly?

¢ What knowledge, skill, or access do | have that
people will pay for?

@ How can | create something that people use,
consume, or depend on every month?

¢ How can | make it easier, faster, or more
convenient than what already exists?

Now, let’s explore recurring value models you can
build.

3. Subscription-Based Business Models You Can Start
A. Membership & Exclusive Access Models

People pay for ongoing access to knowledge,
community, or premium experiences.

+ Private Coaching / Consulting Groups (e.g.,
business mentorship, fitness coaching)

+ VIP Communities (e.g., mastermind groups, niche
professional networks)
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+ Content Subscriptions (e.g., premium newsletters,
industry insights, stock market signals)

« EXxclusive Training & Courses (e.g., learning
platforms, workshops)

s Example: Business mentor charges $49/month for
access to weekly coaching calls + exclusive content.

B. Physical Product Subscriptions

People pay for automatic product replenishment
or convenience.

+ Consumable Goods (e.g., meal prep Kits, health
supplements, grooming Kits)

+ Niche Subscription Boxes (e.g., coffee club, book
club, pet treats)

+ Print Publications (e.g., specialty magazines,
collectible series)

s Example: A chili spice brand offers a monthly
seasoning subscription for $14.99/month.

C. Software, Digital, & Automation Subscriptions
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People pay for tools that improve efficiency or
automate tasks.

+ SaaS (Software-as-a-Service) (e.g., marketing tools,
business automation, Al assistants)

+ Cloud Storage & Hosting (e.g., website hosting, data
security)

+ Premium Content Access (e.g., paywalled video
courses, exclusive research reports)

s Example: A personal finance tracker app charges
$9.99/month for premium budgeting tools.

D. Passive & Investment-Based Recurring Income

Money that flows in without requiring active work
every month.

+ Real Estate Rentals (e.g., Airbnb, long-term leases,
commercial rentals)

v Affiliate Marketing (e.g., earning commissions from
promoting subscription-based services)

+ Royalty-Based Income (e.g., book publishing, music
licensing, patents)

+ Dividend Stocks & Passive Investments
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s Example: A property owner earns $2,500/month
from rental properties.

4. Making Your Subscription Sticky: How to Keep
People Paying

Even if you offer great value, you must design your
subscription in a way that keeps people from canceling.

+ Consistent New Value — Keep content fresh, update
features, introduce new perks.

v Engagement & Community — Make people feel
part of something bigger (forums, live calls,
recognition).

« Tiered Pricing — Offer entry-level plans to attract
more subscribers and upsell premium versions.

+ Habit Formation — Build your service into

customers’ daily or monthly routines (e.g., automated
bill payments, exclusive rewards).

¢ If your subscription feels like a necessity instead of
a luxury, people will stay.
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5. Your Next Step: Defining Your Recurring Value
Offer

¢ Challenge: Answer These Questions to Find Your
Best Subscription Model

What is something you already do that people
would pay for monthly?

What expertise, products, or services can you offer
that people NEED regularly?

How can you make it easier or more valuable than
competitors?

What is the best way to deliver it? (Digital?
Physical? Service?)

%’ Once you identify the value you can offer on a
recurring basis, you have the foundation for financial
freedom.

The real question is: Are you paying for
subscriptions, or are you collecting them?

Choosing the Right Pricing Model: Freemium, Flat-
Rate, Tiered, Hybrid

Your pricing model is one of the most important decisions
In building a successful subscription-based business.
The right model will maximize revenue, reduce churn,
and create long-term customer loyalty.

89



King Larney XIV — The You Subscription Code

This guide will help you understand the four major
pricing models—Freemium, Flat-Rate, Tiered, and
Hybrid—and how to choose the best one for your

business.

1. The Four Main Subscription Pricing Models

Pricing Why It
Model Best For Works Examples
Attracts
Digital users W|t_h a Spotify.
. __|products, free version, | .
Freemium LinkedIn,
SaaS, content |then upsells
: : Dropbox
businesses premium
features
Simple One set price |\ o fix.
. for all :
services, Amazon Prime,
Flat-Rate : customers,
memberships, easy to Dollar Shave
Saas Y Club
understand
B2B services, ||Offers Adobe Creative
Tiered hlgh-v_alu_e ml—J|tip|e Cloud, |
subscriptions, |price levels |ConvertKit,
SaaS based on Kajabi
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Pricing Why It
Model Best For Works Examples
features or
usage
i Mix of two |[Peloton
High-scale
: or more (Hardware +
. businesses, .. .
Hybrid : pricing Subscription),
service-based )
structures for||LinkedIn
models . .
flexibility  |Premium

%’ The best pricing model depends on the nature of
your business and customer expectations.

2. Understanding Each Pricing Model in Depth
¢ 1. Freemium - ""Get in Free, Pay for More™

How It Works:

. Users get a basic version for free but must pay for
premium features, access, or tools.

. This model works well if you can attract a large
audience and convert percentage into paying
USers.
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« Pros:

Low barrier to entry—attracts more users
Creates habitual use before asking for payment
Premium subscribers subsidize free users

X Cons:
@ |f the free version is too good, people won’t upgrade

@ Requires strong upsell strategy to convert free users
to paid

¢ Best For: SaaS products, digital tools, content-based
businesses

¢ Example: Spotify offers free music streaming but
charges for ad-free listening, offline play, and premium
sound quality.

¢ 2. Flat-Rate Pricing — ""One Price for All"
How It Works:
. One simple price that includes everything.

. No complexity no upsells—everyone pays the
same fee.

« Pros:
Easy to understand—customers know exactly what
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they’re paying for

Simplifies business operations—no need for complex
pricing models

Attracts customers who prefer simplicity over
complicated tiers

X Cons:

@ You may leave money on the table by not charging
more for power users

@ Harder to scale revenue as customer needs grow

s Best For: Subscription boxes, media streaming,
simple SaaS services

¢ Example: Netflix charges one price for unlimited
content streaming (before introducing tiered plans).

¢ 3. Tiered Pricing — ""Different Customers,
Different Price Points"

How It Works:

. Multiple pricing levels with increasing features,
services, or usage limits.

. It gives customers flexibility to choose a plan that fits
their needs.
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« Pros:

Maximizes revenue by charging different users
according to their needs

Encourages upgrades as customers grow

Attracts both budget-conscious and high-value
users

X Cons:

@ More complex to manage multiple pricing
structures

@ Customers may struggle to decide which plan is
right for them

s Best For: SaaS businesses, coaching/consulting,
high-value digital services

¢ Example: Adobe Creative Cloud offers different
price tiers for individuals, teams, and enterprises.

¢ 4. Hybrid Pricing — ""Mixing Multiple Models"
How It Works:

. A combination of two or more pricing models
(e.g., freemium + tiered, hardware + subscription).

. Creates multiple revenue streams while offering
flexibility to different customer types.
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« Pros:
Balances low-cost entry with high-value upsells

Gives businesses multiple ways to monetize
customers

Encourages long-term retention through bundled
services

X Cons:
@ Can be complex to manage (especially for startups)
@ Requires careful customer segmentation

s Best For: Physical products + services, marketplaces,
premium content creators

¢ Example: Peloton — Sells a bike (one-time
purchase) + monthly membership for on-demand
fitness classes.

3. How to Choose the Best Pricing Model for Your
Business

¢ [f your goal is to attract as many users as possible
and upsell later — Choose FREEMIUM.

¢ |If your customers want a simple, all-inclusive
experience — Choose FLAT-RATE.

¢ |If your business serves different customer
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segments with different needs — Choose TIERED.
¢ [f you sell a mix of physical, digital, or premium
services — Choose HYBRID.

Ask yourself these key questions:
¢ How much ongoing value does my product/service
provide?
¢ How price-sensitive is my audience?
< Do | want to maximize revenue per customer or
attract as many users as possible?
¢ Can | deliver consistent value over time to keep
subscribers engaged?

%’ The goal is not just to set a price—but to create a
pricing model that maximizes growth, retention, and
profitability.

4. Bonus: Pricing Model Optimization Tips

v Offer Discounts for Annual Plans — Encourage
long-term commitment by offering a discount for yearly
subscriptions.

« Test Pricing with Early Customers — Run A/B tests
to find the best-performing price points.

+ Bundle Services for Higher Perceived Value — Give
extra perks at higher tiers to drive upgrades.
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+ Reduce Friction in Sign-Ups — The easier it is to
subscribe, the faster your revenue grows.

Final Thought: Your Pricing Model is Your Power
Play

< Your pricing model determines how predictable,

scalable, and profitable your subscription business will
be.

The question is: Are you pricing your business for
maximum growth, or are you leaving money on the

table? £’

The Chili Shot Principle: How Micro-Commitments
Lead to Upselling

The Chili Shot Principle is a business framework built
on the power of micro-commitments—small, low-risk
purchases that naturally lead to higher-value upselling
and long-term customer relationships.

Just like giving a free chili shot at a hot dog stand
increases the likelihood of someone buying a full meal,
strategic micro-commitments in business break down
resistance and create a clear path toward higher-ticket
purchases.
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This principle can be applied to subscription businesses,
digital products, coaching, and even physical sales
models, turning small transactions into long-term,
high-value customers.

1. Why Micro-Commitments Work

People resist big commitments, but they say yes to
small ones.

A small ""yes" leads to bigger ""yeses' over time.

. Asking a stranger to buy a $50 meal upfront creates
hesitation.

. But offering a free sample or a $1 chili shot makes
the decision easy.

. Once they try it and love it, they are more likely to
buy the full meal.

¢ Each small commitment reduces resistance and
Increases trust, making the next purchase feel natural.

2. How Micro-Commitments Create the Upsell Path

%’ Step 1: The Entry-Level Offer (Chili Shot) — Low-
Risk, High-Value
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. This is a low-cost, easy-to-say-yes-to offer that
requires minimal commitment.

. The goal is to get people into the buying mindset
and build immediate trust.

. Example: A $1 trial, free sample, or low-ticket
digital product ($5-$10).

%’ Step 2: The Mid-Tier Upsell — Building the Habit

. After the initial micro-commitment, you introduce a
slightly higher-value offer.

. Since the customer already made a small purchase,
they are primed to buy again.

. Example: A $19.99/month subscription, an
exclusive membership, or a product bundle.

%’ Step 3: The High-Ticket Offer — The Big Upsell

. Once the customer has made multiple small
purchases, they trust your brand and are more
likely to commit to a premium product or service.

. Example: A $2,000 coaching program, a $500
yearly membership, or a franchise opportunity.

¢ By the time customers reach the high-ticket offer,
they already feel invested—making it easier to say Yyes.
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3. The Chili Shot Principle in Action: Real-World
Examples

1. McDonald’s: The Dollar Menu to Meal Combo
Strategy

v $1 fries — You’re already buying, so why not get the

full meal?

v ""Would you like to supersize that?"" — A simple
question that increases average order value.

2. Netflix: The Free Trial Funnel

« First Month Free — No risk, easy sign-up.
+ Monthly Subscription — Auto-renews unless
canceled.

« Upsell to Premium Plans — More screens, better
resolution.

3. Amazon Prime: The Small Buy-In to Full
Ecosystem Lock-In

« Free 2-Day Shipping Offer — Encourages small
purchases.

+ Amazon Prime Membership — Locks users into
ongoing value.

« Alexa & Echo Devices — Expands ecosystem,
increasing lifetime value.
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¢ Every successful business uses micro-commitments
to drive upsells—now it’s time to apply it to your
model.

4. Applying the Chili Shot Principle to Your Business

How can you get people to make a small
commitment today that leads to a larger sale
tomorrow?

A. Subscription-Based Business Model

« Micro-Commitment: $1 trial for 7 days
+ Mid-Tier Upsell: $19.99/month membership
v High-Ticket Upsell: $1,000/year mastermind group

B. Digital Product Funnel

« Micro-Commitment: $7 mini-course
« Mid-Tier Upsell: $49 full course
v High-Ticket Upsell: $997 coaching program

C. Physical Product Business

« Micro-Commitment: Free sample or $1.99 trial pack
v Mid-Tier Upsell: $39/month subscription box
v High-Ticket Upsell: $499 yearly bundle
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% By guiding customers through this journey, you
maximize customer lifetime value and create long-
term business sustainability.

5. Final Thought: Stop Selling, Start Leading
Customers to Buy

¢ Instead of asking for a big sale upfront, give them
a ""chili shot."

¢ Once they say yes to something small, they are
more likely to say yes again.

¢ Every small commitment builds trust, making
bigger purchases feel natural.

@ The best businesses don’t chase customers—they
create irresistible stepping stones to bigger sales.

The question is: What’s your chili shot? g’
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I’'m sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.

103



King Larney XIV — The You Subscription Code

104



King Larney XIV — The You Subscription Code

CHAPTER 6: THE ONE
MILLION ONE THOUSAND

CONCEPT

SCALING A SUBSCRIPTION MODEL FOR
FINANCIAL INDEPENDENCE

%’ How The One Million One Thousand Concept
Unlocks True Wealth

Building a successful subscription business is just the
beginning. The real goal is to scale it to the point where
It outperforms your life expenses, giving you true
financial independence.

The One Million One Thousand Concept is the
ultimate scale strategy, designed to create self-
replicating, subscription-driven wealth—where every
member builds toward financial freedom by leveraging a
network of recurring income.
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1. The Foundation: Your Subscription Revenue vs.
Life Expenses

Before scaling, you need to define your financial break-
even point.

¢ Your Break-Even Formula;

s BSR (Business Subscription Revenue) > LSC (Life
Subscription Costs)

v It your life costs $5,000/month, your subscription
revenue must exceed $5,000/month to achieve financial
independence.

+ Once your subscription revenue surpasses this

number, you no longer rely on a job or active income
to survive.

¢ Step One to Scaling: First, build your subscription
revenue to match your life expenses. Then, focus on
scaling beyond it.

¢ Step Two: The One Million One Thousand
Concept — Where each person leverages their own
network to multiply income exponentially.

2. The Three Pillars of Scaling a Subscription Business
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¢ Scaling isn’t about working hard, it’s about
multiplying revenue while reducing effort.

There are three primary ways to scale:

Increase Customer VVolume (The Power of the One
Million One Thousand Network)

How?
« 1,000 People Paying $49.99/Month =
$50,000/Month.

+ Leverage Partnerships & Affiliates — Other people
promote your subscription for a commission.

+ Build a Scalable Sales Funnel — Automate sign-ups
through email, social media, and paid traffic.

¢ Example: If 10 people recruit 10 people each, the
subscription model grows 10X instantly—without
requiring individual labor.

Zlincrease Subscription Price & Value (Charge More
Per Customer)

How?
v Offer Premium Tiers — Basic plan ($49), Franchise
Plan ($99), Expansion Plan ($199).

+ Bundle Additional Services — Add extra perks to
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justify a price increase.

+ Raise Prices Over Time — Increase rates for new
customers while grandfathering in existing ones.

¢ Example: The One Million One Thousand
Concept rewards top-tier members with access to
franchise ownership, increasing both value and
Income potential.

EExtend Customer Lifetime (Keep Members Engaged
& Earning)

How?

+ Increase Engagement & Community — Members
who feel involved stay subscribed.

+ Automate Retention (Email, SMS, Upsells) — Keep
reminding customers of the value.

+ Reduce Friction (Make It Harder to Leave) —
Long-term contracts, discounts for annual plans.

¢ Example: Instead of a simple subscription, members
in The One Million One Thousand Concept have an
Incentive to recruit and build—keeping them engaged
for years.
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3. How to Automate & Scale Without Burnout

% The best subscription businesses grow without
needing more of your time.

¢ Automate Customer Acquisition

. Paid Ads (Google, Facebook, YouTube, TikTok)
— New Signups Daily

. Organic Marketing (Content, SEO, social media)
— Evergreen Growth

. Affiliate & Influencer Marketing — Other People
Selling for You

¢ The One Million One Thousand Concept uses viral
marketing and referral systems to scale rapidly.

¢ Automate Payments & Retention

. Subscription Billing Software (Stripe, PayPal,
Recurly) — Handles Auto-Payments

. Automated Email Sequences — Engages
Customers Without Manual Work

. Annual Plans & Upsells — Increases Customer
Lifetime Value
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€ Members are incentivized to recruit more people
because the system feeds itself.

¢ Multiply Growth with Network Effect

. Strategic Collaborations — Partner with
businesses that have your ideal customers.

. Joint Ventures — Offer bundled packages with
complementary businesses.

. Licensing & Franchising — Scale without
personally managing everything.

¢ Instead of selling to customers The One Million
One Thousand Concept builds a community of
business owners, each scaling their own network.

4. The Wealth Formula: Exponential Subscription
Growth

%’ Once your subscription revenue exceeds your living
expenses, you shift from survival mode to wealth-
building mode.

5. Financial Freedom Formula:
(BSR - LSC) = Investment Capital
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« Every dollar beyond break-even is fuel for wealth
creation.

+ Reinvest in assets that generate more passive
iIncome (real estate, stocks, or reinvesting in your
business).

« Your money starts making money—removing the
need for active labor.

¢ In The One Million One Thousand Concept, top
earners scale by reinvesting profits into franchising
opportunities—creating generational wealth.

5. Final Thought: Scaling is Not Optional—It’s the
Path to Freedom

If you are not scaling, you are just maintaining.
If your subscription revenue only covers expenses,
you are still stuck in the cycle.

Financial independence happens when your
recurring income outpaces your life costs—
permanently.

¢ The One Million One Thousand Concept is not
just a business model—it’s a movement toward
unlimited financial potential.
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The real question is: Will you keep paying
subscriptions, or will you build one that pays you? &’

The Math Behind Financial Freedom Through
Subscriptions

Financial freedom isn’t a dream, it’s a mathematical
formula that can be solved with a subscription-based
model.

The key Is to structure your Business Subscription
Revenue (BSR) so that it outperforms your Life
Subscription Costs (LSC). Once you cross this
threshold, you no longer need a paycheck to survive,
and every extra dollar builds generational wealth.

This guide breaks down the exact math behind
subscription-driven financial freedom, showing you how
to scale your monthly recurring income to escape the rat
race.

1. The Financial Freedom Formula
¢ Your Break-Even Point: When BSR = LSC
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Your Break-Even Point is the moment when your
monthly recurring revenue covers your monthly
expenses.

s Break-Even Formula:

¢ BSR (Business Subscription Revenue) > LSC (Life
Subscription Costs)

¢ Example:

. Your Life Subscription Costs (LSC) (rent, food,
car, utilities, insurance, debt, etc.) = $5,000/month

. Your Business Subscription Revenue (BSR) must
reach at least $5,001/month to achieve financial
independence.

%’ Once you hit this number, you are no longer

financially trapped—you have full control over your
Income and time.

2. The Power of Subscription-Based Scaling

Subscriptions grow exponentially without requiring
more of your time. Unlike traditional businesses that rely
on one-time sales, a subscription-based model generates
recurring income with minimal effort after setup.

The Simple Math of Subscription Scaling
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¢ 100 people paying $50/month = $5,000/month —
Break-Even Point Reached

* 1,000 people paying $50/month = $50,000/month
— Wealth-Building Stage

* 10,000 people paying $50/month = $500,000/month
— Generational Wealth

%’ Your subscription business doesn’t need 10,000
customers overnight. It just needs to consistently grow
while keeping customers engaged.

3. The One Million One Thousand Concept — A
Scaling Model for Subscription Wealth

The One Million One Thousand Concept is a formula
for rapid subscription growth that leverages network
effects and viral scaling.

The Math Behind The One Million One Thousand
Concept:

¢ 1,000 customers paying $49.99/month =
$50,000/month

¢ Each customer refers 10 new customers — 10X
scaling power

¢ 10,000 customers paying $49.99/month =
$500,000/month
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¢ Instead of relying on personal effort to grow
revenue, this model turns subscribers into brand
ambassadors who multiply the business.

%’ This is how Amazon Prime, Netflix, and SaaS
companies scale—and how your business can reach
financial freedom faster.

4. How to Structure Your Subscription Model for
Maximum Profitability

To scale efficiently, your pricing model must maximize
customer value and retention.

.. Impact on
Pricing Strategy Example Revenue
Low-Tier High volume, low
Subscription ($10— |Netflix, Spotify Chﬁ’m ’
$50/month)

Mid-Tier Coaching, Balanced profit &
Subscription ($50— |premium accessibilit
$200/month) services y
High-Tier VIP

L. : Fewer customers,
Subscription mentorship, Massive margins
($500+/month) franchising J
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@ The best subscription businesses combine multiple
tiers to serve different customer needs.

% Example:
. $49/month = Entry-level membership
. $199/month = Premium mastermind access
. $999/month = Franchise training & licensing

€ This tiered approach ensures a steady flow of
revenue from different types of customers.

5. The Wealth Acceleration Formula: From Financial
Freedom to Legacy Building

Once your BSR > LSC, every additional dollar can be
reinvested to scale and build generational wealth.

s Wealth Acceleration Formula:
¢ (BSR - LSC) = Investment Capital

Example: A Subscription-Based Wealth Plan

+ BSR = $15,000/month
v LSC =$5,000/month
« Investment Capital = $10,000/month
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¢ Investing $10,000/month in income-generating
assets — Financial expansion without active labor.

%’ When you reach this stage, your money starts
making money—compounding your financial
Independence indefinitely.

6. Final Thought: The Subscription Wealth Mindset

The average person pays into subscriptions, but
the wealthy collect them.

The subscription model is the fastest way to break
free from paycheck dependency.

Financial freedom isn’t just a concept, it’s a
formula that can be solved with recurring revenue.

The real question is: Will you keep paying into the
system, or will you build one that pays you? &’

Gamification, Engagement, and Leveraging Social
Capital for Subscription Growth

Scaling a subscription-based business isn’t just about
attracting new members—it’s about keeping them
engaged, encouraging retention, and incentivizing
referrals.
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The most successful subscription models use
gamification, engagement strategies, and social capital
to create a self-sustaining, viral business.

Why This Matters:

¢ Gamification — Keeps members engaged and
Increases retention.

¢ Engagement Strategies — Builds a strong
community that feels connected.

¢ Leveraging Social Capital — Turns customers into
brand ambassadors who recruit new members for you.

1. Gamification: Making Subscription Growth
Addictive

Gamification is the use of game-like elements (points,
leaderboards, rewards) to keep members engaged and
motivated.

Why Gamification Works:
« Increases engagement — People stay subscribed
longer when they’re actively participating.

+ Encourages competition & achievement —
Leaderboards and milestones drive motivation.

« Creates reward-based loyalty — Customers feel like
they’re "winning" when they take action.
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How to Gamify a Subscription Business

Gamification Example in
Strategy How It Works Subscription Model
A business coaching
Rank members  |membership shows a
n activity, |top 10 list of
Leaderboards based on activity, [top 10 list o .
referrals, or members earning the
achievements most from the
program
A fitness
Rewar rs for ription
Challenges & ewa d_use s for [subscriptio
. completing challenges users to
Missions :
milestones complete 30 workouts
for a badge
Recognize long- A Iearnlllng platform
) gives a "6-month
Badges & term subscribers "
. mastery badge" to
Achievements |and engaged
students who
members
complete 10 courses
Referral Tiers |1 he more A subscription box
referrals someone |[rewards users with
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Gamification Example in
Strategy How It Works Subscription Model

gets, the more free products after 5
perks they unlock |successful referrals

A Saas subscription
Visual progress |offers bonus

Streaks & .
motivates users to|features for users
Progress Bars : : .
continue who log in daily for
a week

¢ The goal is to turn your subscription into
something users WANT to interact with daily, not just
passively pay for.

2. Engagement: Keeping Subscribers Active and
Retained

A subscription model thrives on long-term retention.
The longer people stay subscribed, the more profitable
your business becomes.

Why Engagement is Critical:

« Prevents churn — Members who feel engaged are
less likely to cancel.
+ Creates a sense of belonging — People are more
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likely to stay if they feel part of something bigger.

« Increases lifetime value — Engaged users are more
likely to upgrade, refer friends, or buy premium

Services.

Engagement Strategies to Keep Subscribers Active

Strategy How It Works |Example
. Members get A $49/month
Exclusive access to a : L
Communit Fivate arou business subscription
y P Jroup, includes a VIP
Access forum, or
: Facebook group
mastermind
Monthly liv :
ca:)Is wi)t/h © A coaching program
Live Q&A hosts live business
: experts keep
Sessions strategy calls every
members
Sunday
engaged
Encourage A fitness program
User- members to rewards members for
Generated share results, posting
Content case studies, and |transformation
ideas stories
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Strategy How It Works |Example
A subscription-based

Progress : coding school tracks

: Give members a
Tracking & : students’ progress
: roadmap with

Personalized checkains and offers

Feedback personalized
milestones

sSurprise Unexpected A subscrlptl_on b_ox
sends surprise gifts to

Bonuses & rewards keep

Perks eople engaged members who stay

PEOP Jad for 6+ months

€ Your goal is to turn your subscription into a
"must-have' by making it feel more like a community
than just a product.

3. Leveraging Social Capital: Turning Subscribers

Into Advocates

Social capital is the power of relationships and word-
of-mouth marketing. Instead of paying for ads, your
existing members bring in new subscribers through
referrals, networking, and social sharing.
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Why Social Capital is a Game-Changer:
+ Referrals grow exponentially — Every engaged user
brings in more users.
+« Reduces customer acquisition costs — Instead of
spending on ads, growth comes from organic word-of-

mouth.

+ People trust recommendations — A personal
referral is more powerful than any ad.

How to Leverage Social Capital for Subscription

Growth
Strategy How It Works |Example

Offer rewards ||A SaaS platform gives
Referral :

for every new |users $10 credit per
Programs

member referred|referral

Leverage people A business
Influencer Je Peop subscription partners

Partnerships

with engaged
audiences

with influencers in
entrepreneurship

Affiliate
Marketing

Pay commissions
to affiliates who

bring in new
subscribers

A coaching program
pays 20% commission
per referred
subscriber
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& Social Proof

Strategy How It Works |Example

User Highlight : A fitness subscription
: : success stories

Testimonials showcases members

to attract new
members

who lost 50+ Ibs

Viral Loops &
Shareable
Content

Make it easy for
users to share
your
subscription
with others

A music streaming
service gives a free
month for every 3
referrals

€ Your best customers are your best marketers, turn
them into ambassadors, and your subscription
business will grow itself.

4. The One Million One Thousand Concept — Scaling
Social Capital & Gamification

%’ The One Million One Thousand Model is a
socially-driven subscription scaling strategy that
rewards subscribers for bringing in new members—
multiplying their earnings as they grow.

s The Math Behind Social Scaling:
+ 1,000 people paying $49.99/month =$50,000/month
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« Each person refers 10 new customers — 10X
scaling power.

« 10,000 customers paying $49.99/month =
$500,000/month.

¢ Instead of traditional advertising, this model uses
gamified referral incentives and social capital to grow.

Key Elements of The One Million One Thousand
Concept

Social Scaling Strategy:

« Leaderboards for top referrers

« Referral-based bonuses & VIP perks

+ Milestone rewards for recruiting 10, 50, 100+
members

+ Community recognition for top contributors

%’ When social capital and gamification are built into
your subscription model, growth becomes viral and
self-sustaining.

5. Final Thought: The Future of Subscription Growth
IS Engagement-Driven

People don’t just want to subscribe, they want to
belong.
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Gamification makes engagement fun, keeping
customers hooked.

Leveraging social capital turns your subscribers
Into your marketing team.

¢ The biggest subscription businesses (Amazon,
Netflix, Saas, fitness, coaching) all use these

strategies—now it’s time to apply them to your
business.

The real question is: How will you turn your
subscribers into an unstoppable movement?
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I'm sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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CHAPTER 7:
BUILDING YOUR SUBSCRIPTION

BUSINESS FROM SCRATCH

THE STEP-BY-STEP ROADMAP TO LAUNCHING A
SUBSCRIPTION BUSINESS
«’ From ldea to Scalable Income Stream

Launching a subscription-based business requires a
structured approach. This roadmap breaks down each
step—from concept to execution—to help you build,
launch, and scale a profitable subscription model.

¢ Step 1: Define Your Subscription Concept

¢ What recurring value will you offer?

Before you launch, you must clearly define:

+ The Problem You Solve — What ongoing need or
desire does your subscription fulfill?

+ Who Your Ideal Customer Is — Who needs your
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service, and why would they pay for it every month?

« Your Subscription Type — Will you offer
membership access, digital content, physical products,
coaching, or software?

¢ Examples of Subscription Models:
Coaching & Mastermind Subscription — $49/month
for exclusive business mentoring.

Digital Membership — $29/month for private access
to industry secrets & tools.

Subscription Box — $39/month for monthly curated
products.

SaaS or Digital Tool — $99/month for premium
software access.

¢ Deliver consistent value to keep subscribers
engaged every month.

¢ Step 2: Choose Your Pricing Model

¢ What will you charge, and how will you structure
payments?

+ Flat-Rate Pricing — One price for all members. (e.g.,
Netflix: $15.99/month)

v Tiered Pricing — Multiple pricing levels for different
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customer needs. (e.g., Adobe Creative Cloud: $20, $50,
$100 plans)

v Freemium Model — Basic version for free; pay for
premium features. (e.g., Spotify, LinkedIn)

+ Hybrid Model — One-time fee + monthly
subscription. (e.g., Peloton: Buy the bike, then pay for
classes)

¢ Test Your Pricing:

s Offer a Founding Member Price — Get early
adopters at a discount.

s Annual vs. Monthly Plans — Reward yearly
subscribers with a discount.

¢ Start with simple pricing. You can always increase
prices as demand grows.

¢ Step 3: Build Your Offer & Content
¢ What will subscribers get every month?

+ Digital Subscription — New content, training,
reports, or templates.

+ Physical Subscription — Monthly product
shipments, curated boxes.

+ Community Membership — Private access to a
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mastermind group or forum.

« Software Access — Recurring access to an essential
tool or service.

< Plan 3-6 months of content ahead of time to
maintain engagement.

¢ Step 4: Set Up Your Subscription Platform

¢ How will customers sign up and make payments?

Tools to Set Up Your Subscription:

« Membership Platforms — Kajabi, MemberPress,
Thinkific, Patreon.

« Subscription Billing — Stripe, PayPal, Recurly.
+ Website & Checkout Pages — WordPress, Shopify,
ClickFunnels.

¢ Must-Have Subscription Tech Stack:
+ Automated Billing & Recurring Payments —
Ensures seamless transactions.

+ User Dashboard & Content Access — Members can
easily log in and access their benefits.

+ Email Automation — Welcome emails, payment
confirmations, and engagement reminders.

¢ Keep it simple at launch—refine as you scale.
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¢ Step 5: Pre-Launch — Build Hype & Attract Early
Subscribers

¢ Start marketing BEFORE launching to build
excitement.

%’ How to Build Pre-Launch Momentum:

+ Create a Waitlist Page — Capture emails of
Interested customers.

+ Beta Test with Early Users — Offer exclusive
"founder pricing" for initial subscribers.

+ Use Social Proof — Get testimonials from beta users
before launch.

+ Launch a Countdown Campaign — Build urgency
with a launch date & incentives.

¢ The more buzz you generate, the easier it is to
attract your first subscribers.

¢ Step 6: Launch & Start Selling
¢ Go live and drive traffic to your offer.

%« How to Market Your Subscription at Launch:
« Leverage Social Media Marketing — Post valuable
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content daily.

+ Run Paid Ads (Facebook, Google, YouTube,
TikTok) — Bring targeted traffic.

« Use Influencer & Affiliate Marketing — Let others
promote for you.

v Offer a Limited-Time Bonus — Create urgency with
a fast-action offer.

¢ Don’t overcomplicate your launch—focus on
getting your first 100 paying subscribers.

¢ Step 7: Engage & Retain Your Subscribers

¢ Keep members engaged to reduce churn and increase
lifetime value.

How to Increase Retention:
« Deliver Ongoing Value — Keep content fresh &
useful.

v Gamify the Experience — Offer rewards, badges, &
milestones.

+ Create a Community — Engage members with Q&A,
challenges, and live events.

« Personalize Customer Experience — Give shoutouts
& tailor content.
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v Offer an Exclusive VIP Tier — Make people want to
upgrade.

¢ The longer subscribers stay, the more valuable
your business becomes.

¢ Step 8: Scale & Automate for Passive Income

¢ Optimize your subscription business for growth &
hands-free revenue.

% How to Scale a Subscription Business:

v Expand Marketing Channels — Paid ads, organic
SEOQ, partnerships.

+« Increase Prices Over Time — Raise rates as demand
grows.

v Offer Additional Tiers — Higher-priced plans for
premium members.

+ Use Social Capital — Referral programs, influencer
marketing, viral loops.

+ Automate Customer Onboarding — Reduce manual
work with auto emails & chatbots.

¢ The goal is to create a system that scales without
relying on your daily effort.
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¢ Step 9: Multiply Your Revenue Streams

¢ Leverage your existing subscribers to create new
Income streams.

Monetization Strategies for Subscription
Businesses:
v Upsells & Add-Ons — Offer exclusive premium
content or products.
v Affiliate Partnerships — Earn from recommending
complementary services.
« Sponsorships & Brand Deals — Get paid to promote
brands.
+ Franchising & Licensing — Scale by letting others
sell your system.

+ Investment in Passive Income Assets — Real estate,
stocks, and royalties.

¢ Once your subscription revenue exceeds your life
costs, every extra dollar fuels wealth-building.

Final Thought: The Best Time to Start is NOW

Your subscription business will not build itself—
act today.
The longer you wait, the more money you leave on
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the table.

Financial freedom isn’t about working harder—
it’s about building systems that work for you.

¢ Follow this roadmap step by step, and you’ll create
a subscription business that not only pays your bills—
but funds your legacy.

The question is: How soon will you start building a
subscription that pays you instead of paying into one?

2

Tools and Platforms for Automating Your
Subscription Business

%’ Build, Manage, and Scale Your Subscription Model
Without Manual Effort

Automation is the key to running a profitable
subscription business without burnout. The right tools
will help you:

+ Collect recurring payments effortlessly
+ Manage memberships & content access
+ Automate marketing & customer communication

+ Optimize sales funnels & CRM (Customer
Relationship Management)
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This guide breaks down the best automation tools for
every part of your subscription business.

¢ 1. Payment Processing & Recurring Billing

¢ Set up automatic subscription payments & invoicing

Best Tools for Subscription Payments:

Tool Best For Key Features|Pricing
SaaS Auto-billin
- I 12 99 +
: memberships, |fraud
Stripe : 30¢ per
global detection, :
: : transaction
businesses analytics
Digital One-click 1, g9 4
checkout,
PayPal products, 30¢ per
global :
eCommerce transaction
payments
Advanced Dunnin
billing & J Custom
Recurly . management, | ..
subscription ' pricing
) reporting
analytics
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Tool Best For Key Features|Pricing
Chargebee sslfsycnr? tion ﬁl\Jltooi::r;ﬁtedtax Starts at
J P N9, 4% le99/month
businesses compliance
rl?:;(;?r(? SS::cure |:rr:\L/Igntion 2:9% +
Authorize.Net J P " |30¢ per
payment PCI :
: : transaction
processing compliance

¢ Stripe & PayPal are the best for most startups.
Chargebee & Recurly are great for scaling subscription
businesses that need detailed analytics.

¢ 2. Membership & Content Access Platforms

¢ Manage gated content, member logins, and exclusive

perks
Best Membership Management Platforms:
Tool Best For Key Pricing
Features
Coaching, Built-
Kajabi online uiit-in $119/month+
website,
courses,
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Key

Tool Best For Features Pricing
digital CRM, email
memberships [automation

Restrict
WordPress |content,
MemberPress cites handle $179/year
subscriptions
Online Drip content, |Free & Paid

Thinkific courses &  |quizzes, live |Plans
memberships |sessions ($39+/mo)
Education & Integrated

: payments, |Starts at
Teachable |coaching .
e community |$29/month
subscriptions
features
Membership |5-12%
Creators, . : .
Patreon . tiers, direct |transaction
Influencers
payments  |fees
E;;)esgrlptlon- Monetize
Ghost content, paid |$9/month+

newsletters &
blogs

subscribers

141



King Larney XIV — The You Subscription Code

¢ Kajabi is the best all-in-one solution for course
creators. Patreon is ideal for creators, while
MemberPress is great for WordPress-based membership.

¢ 3. CRM & Customer Engagement Automation

¢ Track subscribers, automate messaging, and increase

retention

Best CRM Tools for Subscription Businesses:

Tool Best For |Key Features|Pricing
Scalin Contact Free &
HubSpot CRM busine%ses management, [Paid Plans
automation  |($45+/mo)
Automating |Advanced
: : : . |Starts at
ActiveCampaign|email segmentation,
.’ 1$29/month
sequences |Al automation
Keap ;‘I%Q_end Lieid“zc;ormg, Starts at
(Infusionsoft) _Pped $79/month
automation |tracking
' Funnels, Starts at
GoHighLevel |All-In-0ne lgng email, $97/month
sales & firacking

142



King Larney XIV — The You Subscription Code

Tool Best For |Key Features|Pricing
CRM
automation
Small to Custom Free &
Zoho CRM mid-sized |workflows, |Paid Plans
businesses |analytics ($14+/mo)

¢ HubSpot is a great free CRM to start with.

ActiveCampaign and GoHighLevel are ideal for
marketing automation.

¢ 4. Email Marketing & Drip Campaigns

¢ Engage subscribers & prevent churn with automated
email sequences

Best Email Marketing & Automation Tools:

Tool Best For Key Features |Pricing
Creators & L anding pages Free & Paid

ConvertKit|digital automa%gng " IPlans
businesses ($15+/mo)
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Tool Best For Key Features |Pricing
Smart Free & Paid
. eCommerce .
Klaviyo —— segmentation, |Plans
deep analytics  |($20+/mo)
Small Affordable, Free & Paid
MailerL.ite |businesses & [simple Plans
startups automation ($10+/mo)
Advanced Behavior
: : Starts at
Drip eCommerce |tracking, deep
: . $39/month
automation |personalization
: SMS + Email |Integrates SMS Free & Paid
Omnisend marketin + email flows Plans
J ($16+/mo)

¢ ConvertKit is best for creators. Klaviyo is ideal for
eCommerce businesses. Drip and Omnisend are great
for complex automation.

¢ 5. Funnel & Landing Page Builders

¢ Convert visitors into paying subscribers effortlessly

Best Tools for Building Sales Funnels & Landing

Pages:
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Tool Best For Key Features |Pricing

High-
: : Drag & drop,

ClickFunnelsjconverting buili-in CRM $97+/mo
sales funnels
Simple Mobile-

Leadpages X friendly, A/B |$37+/mo
landing pages|, ..

testing

All-in-one  |Email, funnels,

Kartra business CRM, $99+/mo
automation |automation
Budget- : Free & Paid

: . All-in-one

Systeme.io |friendly latform Plans
funnel builder|” ($27+/mo)
A/B testing & :

Unbounce |Al Al-driven page $80+/mo

L customization

optimization

% ClickFunnels is best for funnel-based sales.
Systeme.io is a budget-friendly all-in-one alternative.

¢ 6. Customer Support & Chat Automation
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* Keep subscribers engaged & reduce churn with fast

support
Best Customer Support Tools:
Tool Best For Key Features |Pricing
Al chatbot,
Zendesk Helpdesk_, knowledge  [$19+/mo
support tickets
base
Real-time Automated
LiveChat ) responses, live [$16+/mo
website chat
agents
N Chathots & live AI chatbots,_ Free & Paid
Tidio SuDDOIt Integrates with |Plans
PP Shopify ($18+/mo)
Drift Conversational |Automated $40+/mo
sales chat lead capture
Help Email-based Shared |_nbox, $20+4/mo
Scout customer supportjautomation

¢ Zendesk is great for handling customer support
tickets. Tidio is best for Al-powered chatbot automation.

¢ 7. Referral & Affiliate Marketing Tools
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¢ Grow your subscription business using social capital
& referrals

Best Tools for Referral & Affiliate Management:

Tool Best For Key Features |Pricing
eCommerce & %\;3;?;2
ReferralCandy|product ’ $49+/mo

.. seamless
subscriptions :
tracking
ﬁ;i'li'iite « IMulti-tiereg
Tapfiliate J commissions, [$89+/mo
SaaS & .
. |automation
memberships
Affiliate
management |Easy
Rewardful for Stripe- commission  [$49+/mo
based tracking
businesses
Deep
Post Affiliate Advanced analytics,
referral $129+/mo
Pro : fraud
marketing :
detection
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¢ ReferralCandy is best for eCommerce. Tapfiliate is
great for SaaS and digital subscriptions.

% Final Thought: Automate to Scale & Succeed

The best subscription businesses don’t rely on
manual work—they use automation to grow.

Choose the right tools, automate your systems, and
focus on scaling your revenue—while spending LESS
time managing the business.

%’ The question is: Which tools will you implement
today to start growing on autopilot?

Marketing Your Subscription: Turning Awareness
into Conversions

%’ How to Attract, Convert, and Retain Paying
Subscribers

Building a subscription-based business is only half the
battle—the real challenge is getting people to subscribe
and stay. Successful subscription marketing follows a
three-stage strategy:

1 Generate Awareness — Attract potential subscribers
2 Convert Interest into Paid Sign-Ups — Optimize
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sales & checkout process
3 Retain Subscribers & Reduce Churn — Maximize
customer lifetime value

This guide will break down how to market your
subscription effectively and turn curious visitors into
long-term paying customers.

& Step 1: Generate Awareness & Traffic

¢ (et people to notice and engage with your brand.

To convert customers, you must first get their attention
through organic, paid, and social channels.

% Best Ways to Drive Awareness for Your
Subscription

Marketing How It Works  |Best For
Channel

_ SaaS,
SEQ (Search Ranking your memberships,

Engine website on Google

Optimization)  |for keywords content

subscriptions
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Marketing How It Works  |Best For
Channel

Providing value
Content through Online courses,
Marketing (Blogs, jeducational or coaching, fitness
Videos, Podcasts) |entertaining subscriptions

content

Paid Ads (Google, [Running targeted |High-ticket

Facebook, ads to attract memberships,
TikTok, potential Saas, digital
YouTube) subscribers products
Affiliate & Leveraging Subscription
Influencer partners to refer |boxes, SaaS,
Marketing paying customers |coaching
Referral & Word-|Encouraging Community-
of-Mouth customers to bring|based
Programs In new members |subscriptions
Capturing emails B28
Email & Lead P J subscriptions,

and nurturing

leads over time _|co2ching, digital

tools

Magnets

< Your goal is to drive consistent traffic to your sales
page, landing page, or sign-up form.
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¢ Step 2: Convert Interest into Paid Subscribers

¢ Get visitors to act and sign up for your subscription.

Once you have traffic, you need to convert visitors into
paying subscribers.

% Key Elements of a High-Converting Subscription
Funnel

+ Compelling Offer & Messaging — Why should they
subscribe NOW?

« Clear & Simple Pricing — Avoid confusion—offer
easy-to-understand plans.

+ Limited-Time Incentives — Discounts, bonuses, or
risk-free trials.

v Fast & Secure Checkout Process — Reduce friction
In sign-ups.

v Social Proof & Testimonials — Show credibility
through real success stories.

€ Conversion Boosting Strategies
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Tactic

How It Works

Example

Free Trial /
$1 Trial Offer

Let users experience
the product before

Spotify’s free 30-
day trial before

committing charging
"50% OFF for the
Limited-Time|Create urgency to  |first 3 months—
Discounts sign up now expires in 24
hours!"
Money-Back |Reduce perceived Cancel anytime in
. 7 days—no
Guarantee  |risk

questions asked"

Bundle Offers

Add extra value for

"Join today & get a
free coaching

& Bonuses  [sign-ups .
session
Exit-Intent C_at_ch Iea\_/lng "Wait! Get 10% off
visitors with an : . .
Popups if you sign up now!

Irresistible offer

¢ Make subscribing a no-brainer by removing

objections and

maximizing value.

¢ Step 3: Retain Subscribers & Reduce Churn
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* Keep subscribers engaged so they continue paying
every month.

Retention = More Profit Without More Marketing.

If you lose too many subscribers each month (high
churn rate), you’re constantly replacing them with
Nnew ones.

% Strategies to Keep Subscribers Long-Term

+ Deliver High Value Monthly — Keep content fresh &

exclusive.

v Engage with Your Community — Private groups,
live calls, and support channels.

v Gamification & Rewards — Milestones, badges,
exclusive perks for long-term members.

« Personalized Communication — Send birthday
emails, engagement reminders.

v Upsell & Cross-Sell — Offer premium tiers, add-on
services.

« Loyalty Discounts for Long-Term Members —
Reward members for staying subscribed.

¢ The longer a subscriber stays, the more valuable
they become. Focus on keeping them happy!
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¢ Bonus: The Viral Growth Hack — Leveraging
Social Capital

¢ Use your existing subscribers to attract new ones.

Your current subscribers are your best marketers—
when they share your service, it’s more authentic and
trustworthy than any ad.

%’ How to Turn Subscribers into Brand
Ambassadors

+ Referral Rewards — Give members discounts or
bonuses for every referral.

+ Exclusive VIP Tiers — Unlockable benefits for
long-term members.

v Gamify Sharing — Create leaderboards for top
referrers.

+« Encourage Social Sharing — Offer bonuses for
posting on Instagram, TikTok, or Twitter.

v Affiliate Program — Let influencers earn
commission for promoting your subscription.

¢ Social proof is the most powerful marketing tool—
get your members involved.
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% The Subscription Marketing Formula for
Explosive Growth

1 Attract Traffic — Use SEO, ads, content, and
Influencers to drive awareness.

2 Convert Interest — Optimize your funnel with trials,
pricing, and incentives.

3 Maximize Retention — Keep subscribers engaged with
fresh value & personalization.

4 L_everage Referrals — Use word-of-mouth,
gamification, and affiliate programs.

Marketing doesn’t stop at sign-ups—it’s an
ongoing process of keeping customers happy and
scaling growth.

¢ The question is: Are you marketing your
subscription business in a way that turns curiosity into

cash flow? £’
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I'm sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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CHAPTER 8: THE
POWER OF COMMUNITY &

NETWORK EFFECTS

THE ROLE OF SOCIAL PROOF IN SUBSCRIPTION-
BASED BUSINESS MODELS

%’ Why People Subscribe When They See Others Do It
First

Social proof is one of the most powerful marketing
tools in a subscription business. When people see others
using and loving a product, they are more likely to trust
It and subscribe.

¢ \What is Social Proof?
It’s the psychological phenomenon where people assume
the actions of others reflect the correct behavior.

¢ Example:

. You’re looking for a place to eat. You see one empty
restaurant and one with a long line.
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. Which one do you trust more? The one with the
line—because social proof tells you it’s better.

Why Social Proof is Essential for Subscription
Models:

« Increases conversions — More trust = more sign-ups.
+ Reduces risk for new customers — "If others like it, |
will too."

+ Boosts engagement & retention — People stay when
they see an active community.

« Drives organic growth — Word-of-mouth marketing
Is free and powerful.

This chapter will show how to use social proof
effectively to scale your subscription business.

¢ 1. The 5 Most Powerful Types of Social Proof for
Subscriptions

¢ Different types of social proof work at different
stages of the customer journey.
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Type of Why It
Social Proof |Works Best For Example
Digital .
Customer tprics)f:)iher products, Th's
Reviews & | .~ SaaS, coaching
Ratings membership |Pro9ram
thanads. | changed my
business!"
User- Sgglr:g Ligl Ecllt:ce;tsi’on Customer posts
Generated |PooP° Y ., |a before &
the service jcommunity- :
Content after from using
(UGC) boosts based oUr Droaram
credibility. models [0 Program.
A fitness
Influencer & |Trusted Lifestyle, [influencer
Expert figures add |business,  |shares their
Endorsement |instant health, monthly
S credibility. |[software progress with
your program.
Subscriber Bi Saas, "Join 100,000+
Count & J media, members
numbers = : :
Growth ) membership |already in our
: big trust. T
Milestones S community!
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Type of Why It

Social Proof |Works Best For Example
Sr;g;\llcasm Coachin “How John

Case Studies ?esul ts . J went from $0 to

& Success . . $10,000/month

. convinces |financial .

Stories . . with our
skeptical |services strateqy.”
buyers. 9y

¢ The more types of social proof you use, the
stronger your marketing becomes.

< 2. How to Use Social Proof to Increase
Subscriptions

%’ Strategy 1: Show Real Customer Reviews
Everywhere

« Place testimonials & star ratings on your landing
page, checkout, and emails.

+ Use video testimonials to show genuine reactions.

+ Add Trustpilot or Google Reviews badges to your
website.
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¢ Example: Amazon prominently displays star ratings
& verified purchase badges—increasing trust in their
subscription products.

% Strategy 2: Leverage User-Generated Content
(UGC) for Social Validation

+« Encourage members to post about your product on
social media.

+ Create a hashtag for your subscription and feature
top posts.

v Offer discounts, free months, or bonuses for users
who share their experience.

¢ Example: Peloton riders post workout stats,
milestones, and personal stories, making others want to
join the fitness subscription.

%’ Strategy 3: Use Influencers & Experts to Boost
Authority

« Get industry leaders, influencers, or celebrities to
endorse your product.
v Offer affiliate deals where influencers earn
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commissions for referrals.
v Feature expert testimonials on your site.

¢ Example: Audible partners with YouTubers,
podcasters, and celebrities to promote their audiobook
subscription with special discount codes.

% Strategy 4: Showcase Subscriber Count &
Community Growth

+ Display real-time member counts (e.g., "Over
25,000 subscribers and growing!™).

+ Create milestone celebrations ("We just hit 50,000
members! Join the movement!").

+ Show a live feed of recent subscribers on your site.

¢ Example: Spotify shows "Top 10 Trending
Playlists” based on listener data—driving more people to
subscribe for exclusive access.

% Strategy 5: Use Case Studies & Success Stories to
Prove Results

+« Interview customers and turn their journey into a
detailed case study.

+ Create before-and-after comparisons of member
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progress.

« Share screenshots of results & testimonials across

soclal media.

¢ Example: LinkedIn Premium uses "Success Stories"
from users who landed jobs with their paid service—
convincing others to subscribe.

¢ 3. The Psychological Triggers Behind Social Proof

¢ Why does social proof work so well? Because it
taps into deep psychological triggers.

Fear of Missing
Out (FOMO)

want to be left
behind.

Psychological Example in
Y J Why It Works |Subscription
Effect ;
Marketing
People don’t "Join 100,000+

people using this
strategy today!"

Herd Mentality

People follow
what others do.

"9 out of 10
businesses use our
software."
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Psychological Example In
y J Why It Works |Subscription
Effect .
Marketing
Trustin Large user bases L mll!lon+ active
. subscribers
Numbers = credibility. o
worldwide!
If people get "Share your
Reciprocity value, they want |experience and get a
to give back. free month!"

¢ The best subscription businesses tap into these
triggers at every stage of the funnel.

¢ 4. How to Automate & Scale Social Proof

%’ You don’t have to manually collect testimonials—
automate the process!

+ Email Automation — Send automatic review requests
after sign-up.

« Incentives for Reviews — Offer discounts or bonuses
for testimonials.

+ Al Review Generation — Use chatbots to collect
feedback & publish results.
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+ Social Media Integration — Auto-publish customer
reviews to Instagram & Facebook.

¢ The more seamless the process, the more social
proof you collect—and the faster your subscription
grows.

¢ 5. Final Takeaway: Social Proof is the Fastest Way
to Build Trust

Without trust, people won’t subscribe. Social
proof builds instant credibility.

People don’t believe brands—they believe other
customers.

The best subscription models create movements,
not just businesses.

¢ The real question is: How will you turn your
existing customers into your biggest marketing asset?

«
Ballyhoo & the Future of Digital Business Networking

%« How Ballyhoo is Revolutionizing Business
Connections & Digital Collaboration

The future of business networking is no longer confined
to In-person events, LinkedIn connections, or outdated
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directories. The next evolution of digital business
growth is about real-time, dynamic, and Al-driven
networking—where opportunities find you instead of
you searching for them.

This is where Ballyhoo enters the scene.
¢ What is Ballyhoo?

Ballyhoo is a digital business networking platform
designed to connect entrepreneurs, professionals, and
creators in real time—fostering promotion, deal-
making, and strategic partnerships without traditional
gatekeeping.

Think of it as:

+ LinkedIn meets Al-powered matchmaking

+« Truth Social but focused on business growth

« A platform where networking isn’t just passive but
profit-driven

¢ Ballyhoo bridges the gap between social
networking and tangible business opportunities.

¢ 1. Why Digital Business Networking is the Future

The old way of networking was:
X Attending in-person networking events (time-
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consuming, costly)

X Cold outreach via email or LinkedIn (low response
rate, generic)

X Relying on word-of-mouth or chance encounters

The new way of networking with Ballyhoo is:

Al-driven connections — The right people come to
you automatically.

Business-first engagement — Not just social, but
transactional.

Real-time collaboration — Get introduced to
partners, investors, and customers instantly.

< In a world where digital relationships drive
business, Ballyhoo ensures that every connection is
meaningful and profitable.

¢ 2. The Key Features That Make Ballyhoo a Game-
Changer

%’ Al-Powered Business Matchmaking

+ Instantly connect with relevant partners, investors,
or clients based on business needs.

« Personalized Al-driven recommendations for
networking opportunities.
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+« No cold outreach needed—Ballyhoo brings the right
people to you.

¢ Example: A startup founder looking for funding gets
automatically matched with angel investors who are
actively seeking deals in that industry.

%’ Gamified Networking & Engagement

+« Earn points for introductions, referrals, and
collaborations.

+« Unlock higher networking tiers by engaging in
valuable business discussions.

+ Compete on leaderboards for top dealmakers and
Influencers.

¢ Example: A business coach who helps others gets
ranked as a top industry expert, gaining increased
visibility and credibility.

% Real-Time Deal-Making & Virtual Business
Events

« Live virtual meetups—matchmaking rooms for
business opportunities.

+ Instant deal execution—secure partnerships,
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Investments, or clients in real time.

+ Al-powered follow-ups—Ballyhoo keeps the
conversation going for you.

¢ Example: A SaaS founder joins a funding meetup
and secures a $100K deal within an hour—without ever
leaving their home.

% Monetization & Subscription-Based Access

« Premium Tiers — Unlock exclusive networking
circles & investment groups.

« Sponsored Features — Businesses can promote
deals, jobs, or partnerships to targeted users.

+ Revenue-Sharing Model — Users who bring high-
value connections earn commissions.

¢ Example: A consultant lands five high-ticket clients
per month just from being in the Ballyhoo premium
network.

¢ 3. How Ballyhoo Integrates with The One Million
One Thousand Concept

¢ The One Million One Thousand Model is about
scaling wealth through networks and recurring
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revenue.

¢ **Ballyhoo accelerates this by creating a direct

pathway to business collaborations that generate
ongoing income.

%’ How Ballyhoo Supports the Subscription Business
Model

+« Recruit Faster — Find 1,000 people in your network
who align with your vision.

+ Build Social Capital — Transform connections into
long-term revenue partnerships.

+« Monetize Your Network — Turn business
Introductions into cash flow opportunities.

¢ Ballyhoo is not just another social media
platform—it’s a direct path to wealth-building.

@ 4. The Future of Business Networking: What’s
Next?

Al & Automation Will Dominate — No more cold
outreach—AIl matchmaking will replace LinkedIn
connections.

Live Virtual Business Events Will Replace
Conferences — Why spend thousands traveling when
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you can connect instantly online?

Networking Will Become Transactional — Every
conversation will have a measurable business outcome.

Community-Driven Business Models Will Scale

Faster — Networks like Ballyhoo will replace outdated
""business card™ networking.

@ The question isn’t IF networking will change—it’s
HOW FAST will you adapt to the future? &’

¢ 5. The Final Takeaway: Ballyhoo is the Evolution
of Business Growth

The strongest networks create the biggest wealth
opportunities.

Social capital is the new currency—connections
will determine financial success.

Ballyhoo is the next evolution—Al-powered,
gamified, and built for profitable relationships.

¢ The real question is: Will you wait for the future of
business networking, or will you build it with

Ballyhoo? %’

How to Create Viral Loops for Recurring Customers
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%’ How to Turn Your Subscribers into Your Best
Marketers

A viral loop is a self-replicating growth system where

existing customers bring in new customers, who then
bring in even more—creating exponential, automated
growth.

For subscription businesses, viral loops are the key to

sustainable, low-cost expansion because they:

+« Reduce customer acquisition costs (CAC) —
Customers recruit for you.

+« Increase retention — Engaged customers stay
longer.

+ Drive organic, network-driven growth — More
customers = more referrals.

< Viral loops transform your subscribers into an
engine of growth, compounding your revenue over
time.

¢ 1. What Makes a Viral Loop Work?
A successful viral loop follows this 5-step cycle:

1 A customer subscribes and engages.
2 They receive an incentive to invite others.
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B New users sign up through the referral.
£ New users become paying subscribers.
5 1These new subscribers then invite others.

¢ If done correctly, this process repeats indefinitely
growing your business with little effort.

< 2. The 3 Types of Viral Loops for Subscription
Businesses

Different viral loops work for different business models.
Here are the most effective types for recurring revenue
models:

%’ 1. Incentivized Referral Loop

+« Users earn discounts, credits, or rewards for
Inviting new subscribers.

« New subscribers also receive a bonus for signing up
through a referral.

+« The more users share, the more rewards they
accumulate.

¢ Example: Dropbox’s referral program gave 500MB
of free storage per referral, leading to 3900% growth.
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Best For: SaaS, coaching memberships, online
courses, fitness programs.

% 2. Community-Driven Viral Loop

+ The value of the subscription increases as more
people join.

+ Members invite others to access exclusive content
or features.

+ A network effect kicks in—more users = more
valuable experience.

¢ Example: Slack grew through team-based
Invitations—where every new team member added made
the tool more essential.

Best For: Business masterminds, social platforms,
group coaching.

%’ 3. Content & Gamification Viral Loop

« Users share their progress, results, or experiences
publicly.

+ Their audience sees the subscription in action and
wants to join.
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« Sharing Is incentivized with badges, ranking, or
rewards.

¢ Example: Peloton’s leaderboards and social
sharing features make workouts feel competitive and
engaging—driving new sign-ups.

Best For: Fitness, education, gamified coaching
programs.

¢ 3. How to Design an Effective Viral Loop

A viral loop must be easy, rewarding, and automatic.
%’ Step 1: Create an Irresistible Incentive

« Cash Rewards — Pay users per successful referral.
+ Discounts — Offer 10% off their next month for
each referral.

+ Bonus Features — Unlock exclusive perks for
Inviting friends.

« Lifetime Value Rewards — Give long-term
bonuses for referrals that stay subscribed.

¢ Example: PayPal gave $10 for every new user who
signed up and deposited funds—Ileading to mass
adoption.
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% Step 2: Make It Easy to Share

+ Provide one-click referral links.
+« Integrate social media share buttons.
« Create pre-written messages for emails & DMs.

¢ Example: Robinhood’s "Invite a Friend" feature
gives both users free stock—instantly sharable via
link.

% Step 3: Reward Engagement & Milestones

« Offer progressive rewards—the more referrals, the
better the perks.

+ Use badges, rankings, and VIP tiers for power
referrers.

+ Publicly acknowledge top community contributors.

¢ Example: Tesla owners who referred friends earned
exclusive access to new product launches.

% Step 4: Automate the Process

+ Use referral software (ReferralCandy, Viral Loops,
or Tapfiliate).
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+ Integrate email automation to follow up with invites.
« Track referrals with real-time dashboards.

¢ Example: Airbnb automated its referral program,
allowing users to send invites with a few taps—scaling
the platform globally.

¢ 4. The Ballyhoo Advantage: Supercharging Viral
Loops

Ballyhoo is designed to integrate social networking,
engagement, and referrals into a business-driven viral
loop.

%’ How Ballyhoo Can Create Self-Sustaining
Growth:

+ Al-powered networking — Smart suggestions match
people with high-value referrals.

v Gamification & rankings — Top dealmakers &
referrers earn exclusive benefits.

+ Built-in social capital leverage — Introductions
create ongoing value instead of one-time sales.

¢ Instead of passive networking, Ballyhoo turns
every interaction into a revenue-generating viral
opportunity.
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¢ 5. Final Thought: The Best Subscription
Businesses Market Themselves

A successful viral loop means your subscribers
become your best sales team.

The best referrals come from customers who
already love your product.

The faster your viral loop spreads, the less you
spend on ads.

¢ The question isn’t IF your subscription can grow
virally, it’s HOW FAST you’ll build your loop. &’
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I’'m sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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CHAPTER 9:
OUTSOURCING & SCALING TO

SUBSCRIPTION WEALTH

WHEN TO DELEGATE AND AUTOMATE IN YOUR
SUBSCRIPTION BUSINESS

%« How to Scale Without Burnout & Free Up Your Time

As your subscription business grows, you’ll hit a point
where doing everything yourself becomes a bottleneck.
The key to scaling without stress is knowing when to
delegate, automate, or eliminate tasks that don’t require
your direct involvement.

The Rule:

+ Automate first — Delegate second — Eliminate
Inefficiencies last.

< Your time is your most valuable asset. If you're
spending hours on tasks that don’t directly grow
revenue, it’s time to shift your focus.

182



King Larney XIV — The You Subscription Code

¢ 1. The Three Growth Stages of a Subscription

Business

At every stage, your role evolves from “doer” to

“strategic leader.”

What to Delegate &

Stage Your Focus Automate
Launch (0-100 |Build & test Content creation,

) customer support,
Subscribers) your model . :

basic admin

Growth (100- Scale Social media,
1,000 marketing & |customer service, tech
Subscribers) retention maintenance
Maturity (1,000+ |Optimize & Sales, _partnershlps,

: operations, full
Subscribers) expand

automation

¢ Trying to "'do it all"" will slow you down—Ieverage

automation and delegation early.

< 2. What to Automate First
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Automation saves time, reduces errors, and Increases
efficiency. If a task is repetitive, time-consuming, or
data-driven, automate it first.

%’ High-Impact Automation Areas for Subscription
Businesses

« Payment Processing & Recurring Billing — Use
Stripe, PayPal, Recurly.

« Customer Onboarding & Emails — Set up email
sequences with ConvertKit, ActiveCampaign, or
Mailchimp.

+ Content Delivery — Use Kajabi, Teachable, or
MemberPress for auto-content access.

+ Customer Support — Implement chatbots (Tidio,
Drift, Intercom) for 24/7 assistance.

+ Marketing & Social Media Posting — Use Buffer,
Hootsuite, or Zapier to schedule content.

v Lead Capture & CRM — Automate follow-ups with
HubSpot, GoHighLevel, or Zoho CRM.

¢ Example: Instead of manually sending welcome
emails, set up an automated onboarding sequence that
nurtures new members on autopilot.

¢ 3. When to Delegate (And Who to Hire First)
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Once you’ve automated as much as possible, delegate
tasks that require human creativity, communication,
or strategy.

% Tasks You Should Delegate First

« Customer Service & Support — Hire a virtual
assistant (VA) or chatbot team.

+ Content Creation & Management — Outsource
blogs, videos, & social media.

+ Sales & Lead Generation — Bring on a
commission-based sales rep or affiliate manager.

+ Technical & Website Maintenance — Hire a
developer for ongoing updates.

v Paid Advertising Management — Delegate
Facebook & Google Ads to specialists.

€ Who to Hire First? Start with a virtual assistant
(VA) for admin & customer support, then bring in
specialized roles as revenue grows.

€ 4. The 80/20 Rule: Focus on High-Value Work

The 80/20 Rule (Pareto Principle) states that 80%
of your results come from 20% of your efforts.
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Ask Yourself:

What are the 20% of activities that directly grow
my revenue?

What 809% of tasks can be automated or
delegated?

¢ If a task isn’t generating revenue or freeing up
your time—it’s time to automate, delegate, or cut it.

¢ 5. The Ultimate Delegation & Automation
Workflow

% Step 1: List Your Daily & Weekly Tasks

v ldentify everything you do manually in your
business.

%’ Step 2: Apply the ""Delete, Automate, Delegate™
Framework

« DELETE — Unnecessary or low-value tasks.

« AUTOMATE — Tasks that follow repeatable
patterns.

« DELEGATE — Tasks that require human input but
aren’t CEO-level.

% Step 3: Implement Automation & Hiring Solutions
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« Set up workflows using Zapier or Make (formerly
Integromat).

v Hire VAs, customer support agents, or content
creators as needed.

+ Monitor & optimize—adjust roles and tools based
on efficiency.

¢ Example: Instead of spending 2+ hours on social
media, use Hootsuite to auto-schedule posts and hire a
VA to manage engagement.

¢ 6. The Ballyhoo Factor: How Smart Business
Owners Scale Faster

Ballyhoo is built to streamline networking, referrals,
and collaboration—automating growth through Al-
driven connections and gamified engagement.

How Ballyhoo Helps You Delegate & Automate
Growth:

« Al-Powered Business Matchmaking — No need to
manually find partners.

+ Automated Deal Follow-Ups — Keep networking
moving forward without effort.

+ Referral-Based Growth Engine — Members bring
In new opportunities on autopilot.
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¢ By leveraging Ballyhoo, entrepreneurs can reduce
manual outreach, optimize deal-making, and focus on
high-value strategic moves.

¢ 7. The Final Takeaway: Work Smarter, Not
Harder

Your time is best spent growing the business—not
running daily operations.

Automation & delegation free you to focus on
vision, strategy, and leadership.

Scaling isn’t about working more—it’s about
working more efficiently.

¢ The real question is: What will you automate and
delegate TODAY to accelerate your growth? £’

Expanding Into Multiple Revenue Streams

%’ How to Turn One Subscription into Multiple Income
Streams

Relying on a single source of income is risky—even in a
successful subscription business. The smartest
entrepreneurs create multiple revenue streams to
Increase profitability, reduce dependency, and turn a
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simple subscription into a multi-dimensional business
empire.

¢ Why Multiple Revenue Streams Matter

« Diversifies income — If one stream slows down,
others keep cash flowing.

« Increases customer lifetime value (LTV) — More
ways to monetize each subscriber.

+ EXxpands brand reach — Creates new entry points for
different customer segments.

« Strengthens business resilience — Reduces risk from
market shifts or economic downturns.

@ The most scalable businesses build complementary
revenue streams around their core offering.

< 1. The Multi-Stream Revenue Formula

The best way to expand revenue is to layer multiple
Income streams around your core subscription
business.

¢ Base Subscription Model — Additional Revenue
Streams

Example: A fitness membership ($49/month) can
expand into:
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+ Premium Coaching — $299/month for 1-on-1
training.

« Merchandise & Apparel — Branded fitness gear &
supplements.

v Affiliate Marketing — Earning commissions on
recommended products.

+« Certifications & Licensing — Train others to start
their own fitness business.

+« Franchising & Licensing — Expanding the brand
Into new markets.

¢ One subscription can evolve into a six-figure,
multi-channel empire.

¢ 2. The Best Revenue Streams to Add to a
Subscription Business

Every subscription model can expand revenue in
different ways. Here’s how to stack multiple income
streams:
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%’ 1. Upsells & Premium Tiers

v Offer higher-tier memberships with VIP access,
coaching, or enhanced features.

+ Add exclusive perks for high-paying subscribers.

¢ Example: Netflix offers Basic, Standard, and
Premium plans with more features at higher price points.

Best For: SaaS, coaching, fitness programs, business
memberships.

% 2.0ne-Time Digital Products

v Sell e-books, templates, toolkits, or masterclasses
as standalone purchases.

+ Use them as entry-level offers to attract new
customers into your subscription funnel.

¢ Example: A business coach sells a $97 digital
marketing playbook that leads into a $99/month
coaching program.

Best For: Online courses, business consulting,
content creators.
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%’ 3. Affiliate Marketing & Partnerships

+« Earn commissions by recommending
complementary products to your audience.

+ Partner with brands that align with your niche for
sponsorships.

¢ Example: A SaaS company integrates Stripe
payments and earns affiliate commissions for every
referred Stripe user.

Best For: SaaS, content creators, subscription-based
communities.

%’ 4. Physical Product Sales & Merchandising

+ Sell branded apparel, accessories, or physical tools
related to your niche.

« Launch exclusive, limited-edition items for VIP
members.

¢ Example: Gymshark built a billion-dollar brand by
Integrating fitness content & apparel sales.

Best For: Fitness, lifestyle brands, niche
communities.
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% 5. Certification, Licensing & Franchising

+ Train others to replicate your business model in
different locations.

« License your content, system, or methodology to
other businesses.

¢ Example: Tony Robbins offers coaching
certification programs that let others teach his methods.

Best For: Coaches, educators, business consultants.

%’ 6. Event Hosting & Live Experiences

v Sell tickets for live workshops, retreats, or
conferences.

v Offer exclusive networking events for premium
members.

¢ Example: Grant Cardone’s 10X Growth Conference
sells event tickets AND online access—doubling
revenue.

Best For: Business coaching, fitness, professional
networking.
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% 7. Advertising & Sponsorships

v Offer ad placements in newsletters, podcasts, or
private communities.

« Partner with brands that pay for exposure to your
audience.

¢ Example: A podcast with 100,000 subscribers
charges $2,500 per ad spot while still selling premium
memberships.

Best For: Media companies, content creators,
business platforms.

%’ 8. High-Ticket Consulting & Done-For-You
Services

v Offer personalized coaching, consulting, or agency
services for premium clients.

+ Provide done-for-you solutions for businesses that
want a hands-off experience.
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¢ Example: A digital marketing expert offers a
$99/month membership but also sells $10,000 custom
strategy packages for high-end clients.

Best For: B2B, consultants, business education.

¢ 3. The Ballyhoo Model: Scaling Revenue Through
Business Networking

Ballyhoo is built to unlock multiple revenue streams for
business owners by connecting entrepreneurs,
promoting opportunities, and gamifying growth.

%’ How Ballyhoo Expands Revenue Potential

+ Referral-Based Earning — Get paid for making
strategic business introductions.

« Exclusive VIP Networking Memberships — High-
tier access to top investors & dealmakers.

+ Event Sponsorship & Monetization — Charge
brands to participate in high-level networking events.

+ Marketplace for Business Collaborations —

Monetize partnerships, joint ventures, and premium
listings.
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¢ Instead of relying on one income stream, Ballyhoo
creates an ecosystem where multiple streams are built
Into the platform.

¢ 4. The Smart Revenue Expansion Plan (Step-by-
Step Guide)

%’ Step 1: Identify Your Core Subscription Offer

+ What problem does it solve?
+ What other products/services complement it?

% Step 2: Introduce an Easy Upsell

+ Create a premium tier or one-time offer.
« Test with a small segment of subscribers.

%’ Step 3: Layer in Additional Revenue Streams

« Add affiliate deals, digital products, or high-ticket
services.

« Scale into events, licensing, or physical products as
demand grows.

% Step 4: Automate & Optimize Growth

« Use subscription billing tools (Stripe, Chargebee).
+ Automate referral programs & affiliate sales.
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%’ Step 5: Track, Test & Scale

+ Monitor which revenue streams perform best.

+ Double down on high-profit, low-effort income
sources.

@ The key is layering additional streams
strategically—without overwhelming your business.

¢ 5. Final Takeaway: Build a Subscription Empire,
Not Just a Business

One income stream is a business. Multiple streams
create an empire.

The most profitable businesses don’t sell one
thing—they build an ecosystem.

If your subscription only has one way to make
money, you’re leaving profits on the table.

¢ The real question is: What additional revenue
streams will you add to your subscription today? &’

The Long-Term Vision: Becoming the Architect of
Your Own Economy

%’ How to Move from Earning to Owning & Controlling
Your Financial Ecosystem
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Most people participate in someone else’s economy—
working for a paycheck, subscribing to services, and
spending money in systems they don’t own. But the most
successful entrepreneurs and wealth builders don’t just
play in the system—they build their own economic
Infrastructure.

The long-term goal of scaling a subscription-based
business isn’t just financial independence—it’s
economic control. You’re not just creating revenue
streams; you’re building an ecosystem where value
circulates within your network, compounding over
time.

This chapter will show you:

+ How to move from earning income to owning an
economic system.

+ Why controlling distribution, production, and
networks is the key to lasting wealth.

+« How to create a self-sustaining business empire
using your subscription model.

¢ 1. The Shift: From Participant to Architect

¢ Most People: Work within someone else’s
economy—paying for taxes, subscriptions, and services
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that drain wealth.

¢ Wealth Builders: Create their own economy—
owning the systems that others rely on.

%’ The Three Phases of Economic Ownership

Phase Focus Key Outcome

1. Build & Scale a
Subscription

Generate Consistent cash
recurring income |flow

Business
2. Expan : :
=xpa d& Own multiple Reduce risk,
Diversify Revenue |. : :
Income streams  |increase profit
Streams
Control
3. Create a Self- : :
. production, Economic
Sustaining o :
. distribution & Independence
Economic System :
community

¢ The ultimate goal is to own a network where
money, resources, and opportunities circulate within
your ecosystem.
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¢ 2. Controlling Your Own Economy: The
Billionaire Playbook

The richest people in the world don’t just sell
products—they own entire industries.

0 How the World’s Wealthiest Own Their Economic
System

+ Amazon: Owns the marketplace (distribution), AWS
(infrastructure), and Prime (subscription revenue).

« Apple: Owns the iPhone (hardware), App Store
(ecosystem), and iCloud (recurring revenue).

« McDonald’s: Owns the brand (franchise model),
real estate (assets), and food supply chain (logistics).

¢ You can apply this strategy by expanding your
subscription business into a full-scale economic
ecosystem.

< 3. How to Build Your Own Economic
Infrastructure

To become the architect of your own economy, you
must control three key areas:

¢ 1. Production — Create Assets & Value
¢ 2. Distribution — Control How It Reaches the
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Market

¢ 3. Community — Build a Network Where
Transactions Happen

@ When you control these three, you’re no longer
dependent on external systems—you own the
economy.

% Step 1: Control Production (Create Your Own
Assets)

+ Develop intellectual property (IP) — Courses,
brands, trademarks, software.

+ Own the product you sell — No dependency on
outside suppliers.

+« License or franchise your model — Allow others to use
your system for a fee.

¢ Example: Instead of just selling fitness coaching,
create a branded certification program that others pay
to license.
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%’ Step 2: Own Distribution (Cut Out Middlemen &
Gatekeepers)

+ Build direct-to-consumer platforms — Membership
sites, exclusive apps, newsletters.

+ Eliminate reliance on Amazon, YouTube, or
external platforms by controlling customer access.

+ Create subscription-based communities where value
circulates within your network.

¢ Example: Instead of relying on social media ads,
build an email list and private community that you
fully own.

% Step 3: Build a Community That Fuels the
Economy

+ Create a network effect where members invite,
collaborate, and spend within your ecosystem.

+« Incentivize loyalty, referrals, and participation to
keep the value circulating.

+ Monetize the community through events, exclusive
deals, and high-ticket opportunities.

¢ Example: Ballyhoo is designed as a self-sustaining
business network where entrepreneurs can exchange
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value, collaborate, and grow together—creating an
economy within itself.

¢ 4. The Ultimate Vision: The Subscription Wealth
Model

Your goal isn’t just to make money—it’s to build a
system that prints money.

Subscriptions create predictable income.
Expanding into multiple revenue streams multiplies
profits. Owning the ecosystem ensures long-term
control.

The ultimate move is to create a circular economy
where wealth never leaves your network.

¢ The question is: Will you keep participating in
someone else’s economy, or will you build your own?

2

Conclusion: Becoming the Architect of Your
Subscription Life

%’ From Paying Subscriptions to Building an Empire

For too long, most people have lived their lives on
someone else’s terms, subscribing to costs they didn’t
choose, working jobs that barely outpace their expenses,
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and fueling economies they don’t own. But now, you
have the blueprint to flip the script—to move from
being a passive consumer to the architect of your own
subscription-driven life.

€ The Shift: From Subscribing to Systems to
Owning Them

The world is built on subscriptions—not just Netflix and
Spotify, but your entire financial life:

« You subscribe to taxes—every paycheck is deducted
before you see it.

« You subscribe to bills—rent, mortgage, car payments,
utilities.

« You subscribe to debt—-credit cards, loans, student
payments that extract wealth.

The key to financial independence isn’t just
making more money—it’s building a system where
your Business Subscription Revenue (BSR)
permanently outperforms your Life Subscription
Costs (LSC).

¢ When your BSR > LSC, you become financially
untouchable.
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¢ The New Subscription Model: One That Pays You
Instead

The goal is no longer to work for money—it’s to
build assets that print money.

The Smart Subscription Life Plan:
+ Build a profitable subscription business that creates
passive income.

+ Expand into multiple revenue streams—upsells,
coaching, physical products, licensing, and events.

+ Control your own economy—own the platform, the
community, and the network effects.

« Leverage social capital & viral loops—so the system
grows itself.

+ Automate & delegate—so you own your time instead
of selling it.

¢ At this point, you're not just financially free—
you’re an economic powerhouse.

¢ The Final Challenge: Building Your Own System,
Your Own Legacy

The wealthiest people don’t work harder—they
build systems that work for them.
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The most powerful businesses don’t compete—
they create new ecosystems.

The smartest entrepreneurs don’t chase money—
they design networks that generate it forever.

Now, it’s your turn.

Will you stay locked in someone else’s subscription
economy?

Or will you build your own system—one that
outperforms everything you’ve ever subscribed to?

¢ The future belongs to the architects—the ones who
design the systems, not just pay into them.

%’ It’s time to build YOUR subscription empire.

Recap: From Subscriber to Subscription Creator

%’ How You Moved from Paying into the System to
Owning It

You started this journey as a subscriber—Iocked into
recurring payments, bound by financial obligations, and
playing inside someone else’s economic system. Now,
you’ve transformed into a subscription creator—a
person who owns the system, monetizes networks, and
controls how value flows in and out of your financial
world.
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This book has given you the blueprint to shift from
working for money to building a system that prints
money. Let’s recap your transformation step by step.

¢ Phase 1: Recognizing the Subscription Economy
You’re Already In

« Your entire life is a subscription—taxes, rent,
utilities, insurance, and debt all take a recurring cut of
your income.

+« The paycheck illusion—you never actually see your
full earnings because deductions and obligations take
their share before you touch it.

+ The trap of trading time for money—as long as
your income is based on hourly labor, you’ll always be a
financial subscriber, not an owner.

¢ Realization: The only way out is to build a
subscription model that outperforms your life
subscriptions.
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¢ Phase 2: Building Your Own Subscription
Business

+ Choosing a high-value subscription model—
membership sites, coaching, SaaS, media, product
subscriptions, or premium content.

« Pricing it right—offering entry-level, mid-tier, and
high-ticket pricing to maximize revenue.

« Creating predictable, recurring income—shifting
from one-time sales to automatic payments.

¢ Breakthrough: You now have a system that
generates money while you sleep.

¢ Phase 3: Scaling & Automating for Maximum
Profitability

« Leveraging gamification & viral loops—turning
subscribers into ambassadors who bring in more users.
+ Expanding into multiple revenue streams—
licensing, franchising, high-ticket consulting, events, and
digital products.

+ Delegating & automating—removing yourself from
daily operations so the business runs itself.
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¢ Transformation: You’ve moved from entrepreneur
to subscription empire builder.

¢ Phase 4: Owning Your Own Economy

+ Controlling production—owning the assets, IP, and
systems behind your business.

+ Owning distribution—creating direct-to-consumer
platforms where customers engage without middiemen.
+ Building community-driven economies—

monetizing networks, referrals, and partnerships where
value circulates within your ecosystem.

¢ Outcome: You are no longer a participant in someone
else’s system—Yyou are the architect of your own
economy.

¢ Final Thought: The Evolution is Complete

From paying into subscriptions — to owning a
subscription business — to designing an entire
economic ecosystem.

From chasing income — to automating income —
to multiplying wealth effortlessly.
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From trading time for money — to building
systems that work without you.

< You are no longer just a consumer—you are the
creator, the system builder, and the architect of your
own financial destiny.

%’ The only question that remains: How far will you
take it?
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.

If you find value in what I’'m sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange

value as you see fit.
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The 90-Day Action Plan:
From ldea to Subscription Empire

%’ How to Launch, Scale, and Automate Your
Subscription Business in 90 Days

The fastest way to escape the life subscription trap is to
build a profitable subscription business that
outperforms your recurring expenses. This 90-day
roadmap will take you from concept to execution—so
you can start generating predictable, recurring income.

The Goal:
+ Build a subscription model that earns recurring

revenue
+ Launch, test, and refine your business for maximum
profitability

+ Automate & scale so it runs without your daily
involvement
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¢ By the end of 90 days, you’ll have a fully
functioning, revenue-generating subscription business.

¢ Phase 1: Foundation (Days 1-30) — Build Your
Subscription Model

Set up the core structure of your business so you're
ready to launch.

%’ Week 1: Choose Your Subscription Model

+ What problem does your subscription solve?
+ What recurring value will people pay for monthly?

+ Choose your model: Membership, SaaS, digital
content, physical product, or service-based.

« Research competitors & refine your unigue value
proposition (UVP).

% Outcome: You have a clear business idea & market
positioning.

% Week 2: Define Pricing & Offers

« Set up tiered pricing (Basic, Standard, Premium).

« Offer an entry-level free trial or incentive to attract
early adopters.
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+« Create a killer offer that makes subscribing a no-
brainer.

¢ Outcome: Your pricing & membership structure is
locked in.

% Week 3: Set Up Your Subscription Platform

+ Choose your platform (Kajabi, MemberPress,
Patreon, Stripe).

« Set up payment processing (Stripe, PayPal,
Chargebee).

+ Automate billing, sign-ups, and member
onboarding.

+ Design a simple landing page & checkout funnel.

¢ Outcome: Your website, payment system, and
automation are ready.

% Week 4: Pre-Launch & Audience Building

+ Build a waitlist or pre-launch page to capture leads.
« Post content on social media to build awareness.
+ Start an email sequence to nurture leads before
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launch.
v Offer early-bird bonuses for first subscribers.

¢ Outcome: You have an engaged audience ready for
launch.

¢ Phase 2: Launch & Growth (Days 31-60) — Start
Generating Revenue

Go live, attract paying subscribers, and refine your
business model.

% Week 5: Launch & Drive Initial Sign-Ups

+« Announce your subscription launch to your
audience.

v Offer a limited-time launch discount or bonus.
+« Run paid ads (Facebook, YouTube, TikTok) to
attract early subscribers.

« Host a live Q&A or webinar to sell directly.

¢ Outcome: Your subscription is officially LIVE with
your first paying members.
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% Week 6: Optimize & Increase Conversions

v ldentify drop-off points in the sales funnel.
+ Refine your messaging & pricing based on
customer feedback.

v Start referral incentives for early subscribers.

« Test upsells & premium pricing tiers.

¢ Outcome: You’ve improved conversions and
Increased your subscriber base.

% Week 7: Implement Viral Loops & Social Proof

+« Launch a referral program (give rewards for new
member sign-ups).

+ Collect testimonials & user-generated content.
« Leverage social media sharing incentives.

¢ Outcome: Your subscribers start bringing in more
subscribers.

% Week 8: Expand Marketing Channels

+ Run collaborations & influencer promotions.

« Start guest podcasting, YouTube interviews, or
media outreach.

217



King Larney XIV — The You Subscription Code

« Test new ad creatives & split-test landing pages.

+ Begin SEO-optimized content to rank for organic
traffic.

¢ Outcome: More visibility, traffic, and paying
members.

¢ Phase 3: Scale & Automate (Days 61-90) —
Remove Yourself from Operations

Turn your business into an automated, self-sustaining
machine.

% Week 9: Systematize & Automate Operations

+ Automate customer onboarding emails.
« Set up Zapier integrations for task automation.

« Hire a virtual assistant (VA) to handle customer
support.

¢ Outcome: Your subscription runs smoothly without
daily work.

%’ Week 10: Add New Revenue Streams

+ Introduce premium coaching or done-for-you
Services.
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v Sell digital products (ebooks, templates, toolkits).
v Offer corporate or business-tier memberships.

¢ Outcome: Increased monthly revenue without
Increasing workload.

% Week 11: Scale with Paid Advertising &
Partnerships

« Increase Facebook/Google ad spend for more leads.
v Build affiliate & influencer partnerships.
+ Host an exclusive members-only event.

¢ Outcome: Your brand is expanding beyond your
original audience.

% Week 12: Optimize, Delegate & Step Back

v ldentify bottlenecks & inefficiencies in your
business.

+ Delegate more tasks (marketing, support, content
creation).

+ Focus on long-term expansion—franchising,
licensing, or networking.
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@ Outcome: Your subscription business is now self-
sustaining, scalable, and largely automated.

@ The Final Milestone: You Are Now an Economic
Architect

In 90 days, you’ve moved from an idea to a fully
functional, revenue-generating subscription business.

You’re no longer working in someone else’s
system—you own the system.

You’ve built an automated income stream that
outperforms your life subscriptions.

¢ The real question is: Where will you take it from
here? &’

The Long-Term Vision: Becoming the Architect of
Your Own Economy

%’ From Paying into the System to Controlling the
System

Most people spend their lives trapped in someone else’s
economic blueprint—working for wages, paying taxes,
subscribing to services, and fueling businesses they don’t
own. But the wealthiest individuals and the most
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powerful businesses don’t just participate in the
economy—they build and control their own.

Your journey through this book has transformed you
from a passive participant into an economic
architect—a person who not only earns but designs a
self-sustaining financial system where money,
Influence, and value flow within your own network.

€ What Does It Mean to Be the Architect of Your
Own Economy?

+« You are no longer dependent on a paycheck.
+« You own assets that generate recurring income.

« You control the distribution of value in your
ecosystem.

+« You have built an infrastructure that compounds
wealth over time.

€ Your economy is no longer dictated by external
forces—you design the rules.

< 1. From Earning Money to Controlling Money
Flow

The traditional model of success tells you to:
> Work hard.

221



King Larney XIV — The You Subscription Code

>{ Save money.
X Invest in someone else’s system.

But true financial control comes from:

Owning the platform, the audience, and the
product.

Creating multiple revenue streams that grow
passively.

Building a network-driven economy where value
circulates inside.

%’ The Three Phases of Economic Ownership

Phase What You Own |Impact

1. Build a Creates cash
Subscription-Based|Recurring revenue [flow
Business Independence

2. Expand intoa |Digital products,
Multi-Stream licensing, high-
Business Model ticket services

Diversifies
Income streams

3. Create a Self-  |[Community, Long-term
Sustaining distribution, and |economic
Economic System [business network |control
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@ The goal is to shift from making money to creating
a network that continuously generates wealth on
autopilot.

¢ 2. The Playbook of the Wealthiest Economic
Architects

The richest people don’t just sell—they own and
control entire markets.

%’ How the Most Powerful Players Build Their Own
Economy

+ Amazon: Owns the marketplace, the infrastructure
(AWS), and the subscription model (Prime).

+ Apple: Owns hardware (iPhone), software (App
Store), and services (iCloud, Apple Music, Apple Pay).

« McDonald’s: Doesn’t just sell burgers—it owns the
real estate, the supply chain, and the franchise system.

€ You can replicate this playbook by expanding your
subscription business into a full economic ecosystem.
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¢ 3. The Three Pillars of Building Your Own
Economic System

¢ 1. Production — Create Your Own Assets & Value

¢ 2. Distribution — Control How It Reaches the
Market

¢ 3. Community — Build a Network That Sustains
Itself

¢ When you control these three, you’re no longer
dependent on outside systems—you OWN the
economy.

% Step 1: Control Production (Own Your Value
Creation)

+« Develop intellectual property (IP) — Brands,
products, courses, and tools.

+ Own your subscription model — Instead of selling
once, create recurring revenue.

« License your system — Allow others to use your
method for a fee (e.g., franchising, white-labeling).

¢ Example: A business coach who owns a
subscription-based mastermind can later license their
program to other coaches.
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% Step 2: Own Distribution (Control How Money &
Value Flow)

+ Build your own platform — Avoid relying on
Facebook, Amazon, or third parties.

+« Create direct-to-customer relationships — Own
email lists, communities, and paid networks.

« Launch your own affiliate/referral ecosystem —
Others promote your business for a percentage.

¢ Example: Instead of selling courses on third-party
sites, create a private membership portal where you
control the pricing and access.

%’ Step 3: Build a Self-Sustaining Community (Your
Own Economy)

+ Turn your customers into partners and
ambassadors.

« Incentivize members to spend, earn, and grow
Inside your ecosystem.

+ Design network effects where each new member
Increases value for everyone.
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¢ Example: Ballyhoo transforms networking into an

economic engine where members create business deals,
partnerships, and revenue opportunities that stay within
the ecosystem.

¢ 4. The Ultimate Vision: The Subscription Wealth
Model

Your goal isn’t just to make money—it’s to build a
system that prints money.

Subscriptions create predictable income.
Expanding into multiple revenue streams multiplies
profits. Owning the ecosystem ensures long-term
control.

The ultimate move is to create a circular economy
where wealth never leaves your network.

¢ 5. The Final Challenge: Will You Build Your Own
System or Keep Paying into Someone Else’s?
Most people:

X{ Work for money that disappears into subscriptions,
bills, and taxes.

X Invest in companies that pay them small dividends
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while extracting massive profits.
X Rely on economies they don’t control.

The architects of wealth:
Design systems where money flows in rather than out.

Build communities where opportunities multiply
within the network.

Scale businesses that don’t just sell a product but own
entire financial ecosystems.

Now, it’s your turn.

¢ The real question is: Will you stay locked in
someone else’s subscription economy, or will you build
your own system—one that outperforms everything
you’ve ever subscribed to?

% The future belongs to the architects—the ones who
design the systems, not just pay into them.
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I’'m sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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Appendices/ Resources

Here is a Recommended Tools & Platforms list
with hyperlinks:

¢ Payment Processing & Billing

. Stripe — Secure, scalable online payments for
subscriptions.

. PayPal — Trusted global payment processing.

. Chargebee — Advanced subscription billing
management.

¢ Membership & Subscription Platforms

. Kajabi — All-in-one platform for courses,
memberships, and coaching.

. MemberPress — WordPress plugin for
subscription-based memberships.
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. Teachable — Course and coaching subscription
platform.

¢ CRM & Customer Management

. HubSpot CRM - Free and powerful customer
relationship management.

. ActiveCampaign — Advanced email & automation
CRM.

. GoHighLevel — All-in-one marketing automation
& sales CRM.

¢ Email Marketing & Automation

. ConvertKit — Email marketing designed for
creators & subscriptions.

. MailerLite — Affordable email automation and
newsletters.

. Klaviyo — Advanced email automation for
eCommerce and subscription businesses.

¢ Funnel & Landing Page Builders
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. ClickFunnels — High-converting sales funnel and
landing page builder.

. Leadpages — Easy-to-use landing page creation
tool.

. Kartra — All-in-one marketing, funnel, and
membership solution.

¢ Customer Support & Chat Automation

. Zendesk — Al-powered customer service & help
desk.

. Tidio — Al chatbots and automated customer
support.

Intercom — Conversational chat & customer
support automation.

¢ Referral & Affiliate Marketing

. ReferralCandy — Automate word-of-mouth and
referral programs.

. Tapfiliate — Track and manage affiliate
marketing.

. Rewardful — Simple affiliate and referral tracking
for Stripe businesses.
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This list will help you quickly access the best tools for
launching, managing, and scaling your subscription-
based business.
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.

If you find value in what I’'m sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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SUBSCRIPTION-BASED BUSINESS

IDEAS DIRECTORY

% A Comprehensive List of Scalable & Sustainable
Subscription Models

This directory categorizes subscription business ideas
based on 18 key commerce drivers (Building, Writing,
Music, Methods of Travel, Communications, Painting,
Sight, Sound, Smell, Touch, Taste, Spirit, Security, Self-
Improvement, Self-Preservation, Convenience, Avoidance
of Worry, Recognition from Others) and the 3
foundational economic pillars (Landlord-Tenant,
Consumer-Entrepreneur, Advertising-Banking).

Each category includes subscription-based businesses that
scale, sustain, and compound wealth over time.

¢ Sight-Based Subscription Businesses (Visual
Commerce)
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« Graphic Design on Subscription — Unlimited graphic
design services for businesses.

« Al-Generated Art Subscription — Monthly custom Al-
generated art for personal or commercial use.

+ Home & Office Decor Box — Monthly curated
artwork, prints, or home decor items.

« Streaming Video Platforms — Niche video-on-demand
services (e.g., independent films, business training).

+ Stock Image & Video Subscription — Access to
royalty-free images, stock video, or Al-generated media.
+ Augmented Reality (AR) Subscription — AR-based
marketing tools or home design previews.

¢ Sound-Based Subscription Businesses (Audio &
Music Commerce)

+ Podcast Memberships — Exclusive podcast content,
ad-free listening, and community access.

+ Royalty-Free Music Licensing — Subscription-based
music and sound effects for creators.

« Personalized Sound Healing & Meditation — Al-
generated sound therapy sessions.

v Virtual DJ & Curated Playlists — Custom playlists and
live-streamed DJ sessions for businesses.
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+« Audiobook & Spoken Word Subscription — Niche
audio storytelling, business books, or self-improvement
talks.

¢ Smell-Based Subscription Businesses (Scent
Commerce)

« Luxury Candle & Scent Box — Monthly delivery of
premium scents and candles.

+ Aromatherapy Subscription — Essential oils, diffusers,
and scent-based wellness Kits.

+ Personalized Perfume Subscription — Al-matched
fragrances based on preferences.

+ Food & Beverage Aromas Subscription — Coffee, tea,
or wine scent samplers.

+ Natural Cleaning Product Subscription — Eco-
friendly, scent-infused household cleaners.

¢ Touch-Based Subscription Businesses (Physical &
Tactile Commerce)

« Luxury Fabric & Textile Subscription — Monthly
curated high-end fabrics for fashion designers.

+ DIY Craft & Maker Kits — Subscription boxes for
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woodworking, painting, or building.

+ Massage & Therapy Subscription — Monthly massage
therapy access or guided self-massage tools.

+ Wearable Tech Subscription — Smart rings, fitness
trackers, and biofeedback wearables.

v Gadget & Tool Rental Subscription — Monthly access
to premium tools and tech.

¢ Taste-Based Subscription Businesses (Food &
Beverage Commerce)

« Personalized Meal Subscription — Al-generated meal
plans based on health goals.

+ Coffee & Tea Memberships — Exclusive blends and
new roasts delivered monthly.

« Luxury Snack & Gourmet Box — Curated rare and
high-end snacks.

+« DIY Cooking Kits — Subscription for international
cuisine or specific diets.

« Whiskey/Wine/Craft Beer Club — Curated premium
alcohol samplings.

¢ Spirit-Based Subscription Businesses (Mindfulness &
Wellness)
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+ Meditation & Mindfulness Coaching — Daily guided
meditations & digital retreats.

« Tarot & Astrology Subscription — Personalized
readings and spiritual guidance.

« Energy Healing & Sound Bath Sessions — Weekly
digital healing sessions.

« Esoteric Knowledge Memberships — Exclusive

content on ancient wisdom, hermeticism, and self-
actualization.

+« Online Church & Spiritual Community — Digital
faith-based memberships with live sermons.

¢ Security-Based Subscription Businesses (Protection &
Peace of Mind)

+ ldentity Theft Protection Subscription — Al-driven
fraud detection and recovery.

« Smart Home Security Subscription — Monitored
security with Al alerts.

+ Legal Assistance Membership — On-call lawyers for
personal and business needs.

+« Disaster Preparedness Subscription — Monthly
survival kits and emergency plans.

« Cybersecurity & Digital Privacy Memberships —
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VPN, encrypted communications, and digital self-
defense.

¢ Self-Improvement Subscription Businesses (Growth
& Development)

+ Business & Marketing Mentorship — Monthly
mastermind groups and expert calls.

« Exclusive Online Courses & Training — Subscription-
based education for career advancement.

« Al-Powered Personal Coaching — Al-driven self-
Improvement and goal tracking.

+ Language Learning Memberships — Access to live
tutors, Al-based lessons, and immersive programs.

« Fitness & Personal Training Subscription — Custom
fitness plans, workout videos, and coaching.

¢ Self-Preservation Subscription Businesses (Health &
Longevity)

« DNA & Ancestry Subscription — Monthly health
Insights based on genetic testing.

+ Longevity & Biohacking Memberships —
Personalized wellness and anti-aging programs.
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+ Customized Supplement Subscription — Al-tailored
supplement regimens.

+ Telemedicine & Virtual Health Coaching — Ongoing
doctor access via subscription.

+ Mental Health Therapy Membership — Virtual therapy
and self-guided mental health tools.

¢ Convenience-Based Subscription Businesses
(Lifestyle & Automation)

« Al-Powered Virtual Assistant Subscription — Smart
Al concierge for personal and business tasks.

+ Automated Shopping & Delivery — Monthly
replenishment of household essentials.

« Car & EV Subscription — Monthly access to electric
and hybrid vehicles.

+ Home Cleaning & Maintenance Membership —
Rotating home service plans.

+ On-Demand Personal Styling Subscription — Al-based
fashion recommendations & clothing rental.

+ Avoidance of Worry Subscription Businesses (Stress-
Free Living)
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+ Al-Based Financial Planning & Budgeting — Auto-
managing bills, savings, and investments.

« VIP Travel & Lifestyle Concierge — Stress-free
curated luxury experiences.

+ Daily Meditation & Affirmation Service — Al-
powered guided stress relief.

+« Minimalist Subscription (Declutter & Organize) —
Monthly digital decluttering & productivity tools.

« Home Repair & Insurance Subscription — Ongoing
home maintenance and emergency fixes.

¢ Recognition from Others Subscription Businesses
(Status & Influence)

« Influencer Growth Subscription — Monthly brand-
building and engagement strategies.

+« VIP Networking & Business Access — Subscription-
based membership to high-value circles.

« Al-Powered Social Media Growth — Auto-content
generation & audience analytics.

+ Custom Luxury Goods Subscription — Personalized
watches, jewelry, or designer wear.

« Press & Publicity Membership — Monthly PR services
to boost brand credibility.
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Scan to donate

Throughout this book, you’ll notice a OR
code—it’s what I call a Value Exchange Code.
If you find value in what I’'m sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange

value as you see fit.
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EPILOGUE: OWN THE
SYSTEM, OWN YOUR FUTURE

You started this book as a subscriber—paying into
systems designed to keep you working, spending, and
surviving. Now, you have the blueprint to become the
architect of your own economy—-building a business that
generates recurring income, scales without you, and
outpaces your life subscriptions.

¢ Key Takeaways

« You are already subscribed to life’s expenses. Flip the
model—qget paid instead of paying.

+ Build a subscription-based business that earns
predictable, automated income.

« Leverage automation, community, and network
effects to scale beyond yourself.

+ EXxpand into multiple revenue streams to create lasting
wealth.
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¢ Your Next Steps

Launch your subscription business. Even a small start
puts you on the path to ownership.

Replace your life expenses with business income. The
moment your revenue outpaces your costs, you win.

Scale, automate, and free yourself from the cycle of
trading time for money.

The choice is yours—continue subscribing to life, or
build a system that funds it for you.

You now hold the key. Unlock the You Subscription
Code and take control of your future. &’
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Scan to donate

Throughout this book, you'll notice a OR
code—it’s what I call a Value Exchange Code.

If you find value in what I’'m sharing, feel free
to scan it and reciprocate in whatever way
feels right to you. Maybe that’s $1, maybe
more. Tips are appreciated, but there’s no
pressure—just an open invitation to exchange
value as you see fit.
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Larney Hunter, also known as King Larney XIV and Mr.
Larney World Famous (The C hili King), and The Bus
Operator Formerly Known as 420690, is not just an
author—he’s a movement. Born in Brooklyn’s Bed-Stuy,
raised with the relentless spirit of New York City, and a
graduate of Briarcliff High School, Larney spent 20 years
as a Transit Authority worker before stepping into
entrepreneurship. Now, residing in Delaware, he owns a
thriving charter bus company and uses his business as a
gateway for wealth-building and opportunity creation.

But Larney doesn’t do regular—never has. A true
disruptor of normality, he’s merging business, strategy,
and opportunity into a powerful system designed to help
have-nots break through financial ceilings. His Chili Shot
Principle, a business-in-a-bag concept, lays the foundation
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for franchise ownership, creating a pipeline to
generational wealth.

Now, at the apex of his vision, Larney is launching
Ballyhoo, the ultimate business congregation platform,
designed to connect entrepreneurs, innovators, and go-
getters in a dynamic ecosystem of success. This 1sn’t just
about learning the game—it’s about playing to win.

This book 1sn’t just another business guide—it’s a game
plan to help everyday people leap into the two-comma net
worth zone. With his no-nonsense, high-impact approach,
Larney is packaging decades of real-world experience
Into a system anyone can follow—if they’re ready to level

up.

This isn’t just knowledge. This is access.
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