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How to use this workbook

Each lesson in this workbook follows the slides in the Genially course: the cover slide sets
what you will learn, the teaching slide carries the idea, the activity slide is the work, and the
quiz is a quick check. This workbook goes deeper than the slides and ends each lesson with
questions that challenge you to apply the idea to your own business.

The workbook is structured in two sections. Section 1 covers the foundations of building your
economy: the breadcrumb trail from free to paid, and the authority protection that makes
paid depth credible. Section 2 covers the operational and strategic work of sustaining it:
repurposing and automation, and the final one-page resistance plan.

SECTION 1

Building the Economy

This section establishes the two foundations every creative economy needs: a clear path
from free attention to paid depth, and the professional authority that makes the paid step
worth taking.



LESSON 1.1

Scarcity and Value: The Breadcrumb Trail

WHAT YOU WILL LEARN
* Design a breadcrumb trail from free value to paid depth.
» Write a clear go-deeper call to action.

THE IDEA, IN DEPTH

Every sustainable creative economy is built on the same structural sequence: free value
leads to a next step, which leads to paid depth. This sequence is a breadcrumb trail.
Understanding it changes how you design every piece of content you produce.

The first requirement is precision. Before you can design the trail, you must be able to state,
in specific terms a stranger would immediately understand, what you offer, how you offer it,
and why it is exclusive. Vague value cannot be sold. If the distinction between your free
content and your paid depth is not clear to someone encountering your work for the first
time, the trail fails at the first step.

Breadcrumbs, not giveaways

Free content in a breadcrumb model is not a giveaway. It is a trail marker. Each free piece
should end by pointing somewhere specific, and the somewhere should be worth arriving at.
A free piece that ends without a next step is a dead end. It may deliver value to the reader,
but it does not extend the relationship.

The next step is not the paid offer. It is the bridge between free attention and paid depth. A
newsletter subscription, a free first chapter, a short workshop: these are the bridge steps that
move a visitor from passive audience to active participant, and from there to paying
subscriber or customer.

Scarcity in this model is not a manipulative tactic. It is the honest signal that
real depth sits one step further than where the visitor currently is. Rewarding
people who go deeper is the mechanism that makes the trail work.

Rewarding depth

The call to action that holds the trail together is a single repeated invitation: do you want to
go deeper into this? The moment a visitor says yes, by subscribing, levelling up, or
registering for a workshop, they should be immediately rewarded for that choice. Recognition
of the step taken is what makes the next step feel worth taking.

The goal of this structure is to turn your free content from a giveaway into a business asset.
Every free piece you produce either advances the relationship or it does not.

WORK IT THROUGH
Design your breadcrumb trail.

1. Write the free piece that starts the trail.
2. Write the next step that deepens it.
3. Write the paid depth and your go-deeper call to action.



Outcome: You can lead people from free attention to paid depth.

QUESTIONS THAT CHALLENGE YOU
» Design your breadcrumb trail: the free piece, the next step, and the paid depth. Write
all three.
» What makes your offer exclusive, in concrete terms a stranger would understand?
* Where does your free content currently dead-end instead of pointing deeper?
*  Write your go-deeper call to action in one line you would actually use.



LESSON 1.2

Protecting Your Authority: Be the Expert, Not the Court Jester

WHAT YOU WILL LEARN
« Explain why oversharing weakens your authority.
* Replace one overshared item with an evergreen content asset.

THE IDEA, IN DEPTH

One of the most counter-intuitive principles in building a creative economy is that
oversharing weakens your position. The instinct when building an audience is to be present
everywhere, share everything, and make yourself as accessible as possible. This instinct is
understandable, but it produces the wrong result.

Oversharing turns you into one more creator competing for attention in a crowded feed. It
erodes the professional distance that makes people trust your judgment. When a potential
client or customer sees you posting every detail of your process, your doubts, your daily
routines, and your behind-the-scenes moments, they experience you as a peer, not as an
authority. Peers are pleasant. Authorities are hired and paid.

The expert and the court jester

The distinction to maintain is precise: be the expert, not the court jester. The court jester
performs daily for the approval of the crowd. The expert appears with something worth
hearing and trusts that the audience will return when they do. People do not want their
expert to be their friend. They want their expert to be the person who knows, and that role
requires a degree of distance to remain credible.

Goal: Be present enough to be trusted and scarce enough to be valued.
These two conditions are in tension, and managing that tension is the work of
protecting your authority.

Evergreen assets as authority protection

The practical mechanism for protecting authority while maintaining presence is the
evergreen asset. An evergreen piece of content, a thorough guide, a framework, a recorded
workshop, a structured course, carries your expertise without requiring your daily presence.
It works while you are not online. It answers questions you would otherwise answer in real
time. It demonstrates depth without the cost of constant performance.

The exercise this lesson asks is direct: list three things you currently overshare. Pick one to
stop. Replace it with an evergreen asset that carries the same expertise without the daily
cost. Done consistently, this practice shifts your visible presence from volume to authority.

WORK IT THROUGH
Trade oversharing for evergreen.

4. List three things you currently overshare.
5. Pick one to stop.
6. Replace it with an evergreen piece that works for you without daily presence.



Outcome: You protect your presence and your authority.

QUESTIONS THAT CHALLENGE YOU
+ List three things you currently overshare. Which one will you stop first?
* What is one evergreen piece you could build that works without you being online?
*  Where are you being the court jester when you should be the expert?
*  How much of your presence is necessary, and how much is habit?



SECTION 2

Sustaining and Defending It

This section covers the operational discipline that keeps a creative economy running without
consuming you, and the strategic decision that defines what you are building and what you
refuse to build.



LESSON 2.1

Workflow Automation: Multiply Output Without Multiplying Hours

WHAT YOU WILL LEARN
* Repurpose one piece of content into three new formats.
» Identify which step in your process to automate.

THE IDEA, IN DEPTH

One of the most common failures in building a personal creative economy is becoming a
worker bee in your own ecosystem. The platform exists to serve your creative and economic
goals. You do not exist to feed the platform. When the operational demands of sustaining a
presence begin to consume the time and attention you need for the deep work that makes
your presence worth sustaining, the structure has inverted.

The solution is a systematic approach to content repurposing combined with selective
automation. The principle is simple: take content you already have and transform it into new
formats, rather than creating everything from scratch. A strong piece of written analysis
becomes the basis for a newsletter edition. That newsletter edition becomes the script for a
short video. That video is transcribed and edited into a blog post. One source, multiple
outputs, a fraction of the effort of starting from zero each time.

Repurposing vs generating

Al workflow automation belongs in this process in a specific and limited role: transforming
what already exists into new forms. This is different from using Al to generate new
surface-level content from scratch. The distinction matters because the source of the value
in your content is your perspective, your accumulated expertise, and your specific way of
framing problems. Al can change the format. It cannot supply the original thinking that
makes the format worth reading.

Rule: Never start from zero if you can start from something. Identify your
highest-value existing content first. Plan the formats it could become. Then
identify which step in the transformation a tool can carry, and which steps
must remain yours.

What automation carries and what it does not

Certain steps in content transformation are well-suited to automation: reformatting text for a
different medium, generating an initial draft of a social post from a longer piece, resizing or
re-captioning visuals, scheduling and distributing published content. These are structural and
mechanical tasks. The judgment calls, the framing, the decisions about what to emphasize
or omit, and the quality review before anything is published remain the creator's
responsibility.

Done well, this approach allows one person to sustain a platform presence that would
otherwise require a team. The platform becomes the place your audience returns to and
resides in, rather than a feed you must constantly replenish to stay visible.

WORK IT THROUGH
Plan one transformation.



7. Pick one piece of existing content.

8. List three new formats you can turn it into.

9. Note which step you can automate and which must stay yours.
Outcome: You multiply your work without multiplying your hours.

QUESTIONS THAT CHALLENGE YOU
+ Pick one piece of existing content. Write three new formats it could become.
*  Which step in that process can a tool carry, and which must stay yours?
* Where are you a worker bee in your own business right now?

*  What would change if your platform became the place people reside rather than a
feed you service?



LESSON 2.2

Join the Resistance: Write Your One-Page Plan

WHAT YOU WILL LEARN
» State clearly what the resistance is and is not.
*  Write a one-page plan to build and defend your own economy.

THE IDEA, IN DEPTH

This lesson is the capstone of the Who Pays Stays series. Everything preceding it, the
understanding of platform power, the mapping of owned versus rented assets, the
identification of platform decay, the economics of audience depth, the breadcrumb trail, the
authority protection, and the automation strategy, has been preparation for a single decision:
what are you going to build?

The resistance the course names is not a refusal of technology. It is something more precise
and more demanding. It is an insistence that complexity stays visible and that you build an
economy that rewards depth over surface. The choice is stated plainly: stay and fight for
attention on someone else's terms, or build your own platform, community, and economic
system.

Who pays stays

The phrase that holds the entire series together is its title: who pays stays. It is a description
of an economic structure and an audience selection mechanism simultaneously. The people
who pay for depth are the ones who remain and form the economy. The people who came
for free content, attracted by a gimmick or a viral moment, leave for free. They are not the
audience for what you are building.

This is not a judgment about the value of those people. It is a description of the structural
difference between an audience built on free attention and an economy built on paid depth.
The second is more durable, more focused, and more aligned with the kind of creative work
that requires sustained investment to produce.

The one-page plan has four components: the off-platform home you will build,
the depth that sits behind your paywall, the first email opt-in that begins the
owned relationship, and the gimmick you refuse to perform. The last item is
as important as the first three.

The future is yours to build

The course closes with a specific claim about the future: not surface, not
engagement-over-depth, not Al-generated content at scale, but depth, complexity, and
resistance. That future is available to the creators who choose to build it. The choice to build
it is demonstrated not in agreement with the argument but in the act of writing the plan and
beginning the first item on it.

The one-page plan is the proof that you did not merely understand the argument. You acted
on it. The series ends here. The build does not.

WORK IT THROUGH



Write your resistance plan.

10. Name your off-platform home and the depth behind your paywall.
11. Name your first email opt-in and your tracking step.
12. Name the gimmick you refuse to perform.

Outcome: You leave with a one-page plan you can start this week.

QUESTIONS THAT CHALLENGE YOU
» Write your one-page resistance plan: home, paywall depth, first opt-in, refused
gimmick.
* What does who pays stays mean for your specific business?
*  What is the first thing you will build, and what is the date?
» If the future is yours to build, what are you choosing not to build, and why?

Build your economy. Who pays stays.
MCJ Studio - Marilva Berrenstein
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