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How to Use This Book

This book is built to be used, not just read. Each of the next thirty days gives you one focused idea, a short explanation of why it matters, and a specific action to try that same day — usually something you can do in fifteen minutes or less.

You don’t need any technical background to use Claude AI, and you don’t need to follow this book in strict daily order. If a topic doesn’t apply to your business this week, skip ahead to one that does, and come back later. The goal isn’t to check every box — it’s to build a handful of habits that actually stick.

A note on judgment: Claude is a capable assistant, not a replacement for your expertise, your relationships with customers, or professional advice on legal, financial, and compliance matters. Treat everything it produces as a strong first draft that you review, edit, and take ownership of.



Introduction

Most small business owners don’t need more ideas about what to do. They need more hours to do it in. Between customer emails, marketing, admin, hiring, and the hundred small decisions that come with running something of your own, the bottleneck is rarely a lack of good ideas — it’s time and bandwidth.

Claude AI won’t run your business for you, and it shouldn’t. But used well, it can take the first draft off your plate: the first pass at a customer email, the rough outline of a policy, the messy notes turned into a clear plan. That first draft is often the hardest part to start, and it’s exactly where an AI assistant is most useful.

This book walks through thirty days of practical, low-friction ways to bring Claude into the work you’re already doing — organized into six themes: foundations, marketing, operations, customer experience, strategy, and team growth. By day thirty, the goal isn’t that you’ve mastered every feature. It’s that two or three new habits have quietly become part of how you run your business.




Part One: Foundations

Before Claude can save you time, you need a working relationship with it. These first five days are about comfort, not complexity — learning how to talk to Claude the way you’d brief a sharp new assistant.


DAY 1



Meet Your New Business Partner

Today isn’t about a big project — it’s about opening a conversation. Sit down with Claude and describe your business in plain language: what you sell, who you sell it to, what’s eating your time this week. Claude doesn’t need a polished pitch; it needs context, the same way a new hire would.

TRY THIS TODAY


Open a new chat and write three sentences describing your business, then ask: “Based on this, what are three ways you could help me save time this month?”




Takeaway: The quality of what you get back starts with the quality of what you put in.



DAY 2




Writing Your First Real Prompt

A prompt is just a clear request. The best ones name the task, the audience, the tone, and the format you want back. Vague requests get vague answers; specific requests get usable ones. This is the single highest-leverage skill in this book — everything else builds on it.

TRY THIS TODAY


Take a task you’d normally do yourself this week and write a prompt with four parts: the task, who it’s for, the tone, and the format (bullet list, email, table, etc.).




Takeaway: Specific in, specific out. Vague in, vague out.



DAY 3




Organizing Your Day

Claude is a capable second brain for the unglamorous work of running a business: sorting a messy to-do list into priorities, estimating how long tasks will take, or turning a brain dump into a plan. This won’t replace your judgment, but it will save you the fifteen minutes you spend each morning deciding where to start.

TRY THIS TODAY


Dump everything on your plate this week into a chat, unsorted, and ask Claude to group it into “urgent,” “important but not urgent,” and “can wait.”




Takeaway: Let Claude do the sorting so you can spend your energy on the doing.



DAY 4




Turning Notes Into Action Items

Meetings and calls generate decisions that quietly evaporate if no one writes them down clearly. Paste your raw notes — messy is fine — and ask for a clean summary with owners and deadlines. This is one of the fastest wins in the book because the input already exists; you’re just asking Claude to structure it.

TRY THIS TODAY


Paste your notes from your last meeting or call and ask: “Summarize this into decisions made, open questions, and action items with owners.”




Takeaway: Nothing you decided should get lost because no one had time to write it up.



DAY 5




Building a Prompt Swipe File

The prompts that work well for your business are worth keeping. Start a running document — even a simple note — of prompts that produced something you actually used. Over time this becomes a personal playbook, and it’s far faster to adapt an existing prompt than to write one from scratch each time.

TRY THIS TODAY


Look back at your chats from this week and copy your two best prompts into a new document titled “My Claude Playbook.”




Takeaway: You’re not just getting answers this week — you’re building a reusable asset.






Part Two: Marketing and Content

Marketing is where the time savings become obvious fast. Claude won’t replace your voice or your judgment about what to say — but it will get you from blank page to working draft in minutes instead of hours.


DAY 6



Website Copy That Sounds Like You

Generic AI copy is easy to spot and easy to ignore. The fix is giving Claude real material to work from: your actual voice, in your own words, plus a few examples of writing you like. Ask for a first draft, then edit it in your voice rather than accepting it as final.

TRY THIS TODAY


Paste three to five sentences you’ve written about your business (an email, a social post, anything in your own words) and ask Claude to draft your homepage “About” section in that same voice.




Takeaway: Treat every draft as a starting point you’ll edit, not a finished product.



DAY 7




A Month of Social Posts in an Afternoon

Instead of writing posts one at a time under deadline pressure, batch the work. Give Claude your themes for the month, your platform, and a couple of example posts, and ask for a full content calendar. You’ll still review and adjust each one, but you’ll never stare at a blank post box again.

TRY THIS TODAY


Ask Claude for twelve social post ideas for the next month, organized by week, based on three themes you care about in your business.




Takeaway: Batching content is one of the biggest time-savers available to a small team.



DAY 8




Newsletters People Actually Open

Most business newsletters fail for the same reason: they’re written for the business, not the reader. Tell Claude who actually reads your list and what they care about, then ask for a draft that leads with something useful to them, not an announcement about you.

TRY THIS TODAY


Describe your ideal subscriber in two sentences, then ask Claude to draft a newsletter that opens with a tip or insight for them before mentioning anything about your business.




Takeaway: Lead with value to the reader; the promotion can come second.



DAY 9




One Piece of Content, Five Formats

You don’t need five ideas — you need one good idea used five ways. Take something you’ve already written (a blog post, a long email, a talk you gave) and ask Claude to reshape it into a social post, a short video script, an email, and a slide outline.

TRY THIS TODAY


Paste one piece of existing content and ask for it reshaped into three different formats you use regularly.




Takeaway: Repurposing is faster than creating, and your best ideas deserve more than one outing.



DAY 10




Getting Honest Feedback on Your Marketing

Claude can act as a candid reviewer when you ask it to. Rather than “is this good,” ask a more useful question: what would make a skeptical customer stop scrolling, or where does this copy lose the reader’s attention. Specific critique questions get you specific, usable feedback.

TRY THIS TODAY


Paste a piece of marketing copy and ask: “Where would a busy, skeptical reader stop paying attention, and why?”




Takeaway: Ask for critique, not compliments — that’s where the useful answers live.




