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GETTING STARTED

Introduction: The Idea Behind RevenueClone

Most content only gets used once. It gets written, recorded, or designed, published to a single channel,
and then left behind while the creator moves on to the next thing. RevenueClone was built around a
simple observation: the content you've already made is one of the most underused assets in your
business, and a system that reformats, repositions, and republishes it can generate meaningfully more
reach and revenue from the same amount of original work.

This isn't about spamming the same post everywhere. Independent research on content repurposing
consistently shows that repurposed content performs differently, and often better, than one-off posts
when it's adapted to fit the platform and audience it lands on — marketers who repurpose report
meaningfully higher output without a proportional increase in creation time, and updated or reformatted
content tends to outperform posts that are never revisited. Social platforms also move fast: a typical feed
post has an effective lifespan measured in hours to a couple of days, while video and blog content can
keep earning attention for weeks or months if it's actively maintained and reshaped. RevenueClone
exists to close that gap.

This Playbook walks through each of the eight modules inside your RevenueClone system: what it does,
how to use it, a worked example, and a checklist you can run through as you set it up. You don't need a
technical background to use this guide — each chapter is written the way we'd walk you through it
directly.

How to use this guide

Read chapters in order the first time through — each module builds on the one before it.

Use the worksheets and checklists as working documents. Print them, or keep them open while you set
up your system.

Come back to individual chapters later as reference material once your system is live.

What this guide is not

This Playbook is a system reference, not a get-rich-quick promise. Nothing here should be read as a
guarantee of income, traffic, or results — those depend on your content, your niche, your existing
audience, and how consistently you use the system over time. What we can promise is that every module
described in this guide is real, functional, and included with your RevenueClone system.

Table of Contents

Section Covers

Introduction The idea behind RevenueClone



Chapter 1
Chapter 2
Chapter 3
Chapter 4
Chapter 5
Chapter 6
Chapter 7
Chapter 8
Closing

Appendix

RevenueClone Playbook

The Content Cloning Engine

Al Rewrite & Repositioning

The Multi-Channel Publisher

The Revenue Dashboard

The Lead Capture Layer

Payment Integration

The Al Business Assistant

Growth Analytics

Putting it all together + your first 30 days

Glossary of terms

Page 2



MODULE 01

Chapter 1. The Content Cloning Engine

The Cloning Engine is the starting point for everything else in RevenueClone. It takes a single piece of
content you've already created — a video, a blog post, a social caption, a podcast segment — and
produces a set of reformatted variations built for other channels and formats.

What counts as a source asset

Almost anything you've already published can become a source asset: a long-form video, a written
article, a podcast episode, a slide deck, or even a single strong social post. The engine works best with
source material that already has a clear point of view or a complete idea, since that's what it will carry
through into every clone.

How the engine decides what to clone

Rather than mechanically copying text, the engine identifies the reusable units inside a piece of content
— the individual insights, quotes, statistics, or steps — and treats each one as a candidate for its own
standalone piece. A single 2,000-word article can reasonably yield five to ten of these reusable units,
each capable of becoming its own post.

Setting your cloning depth

You control how aggressively the engine clones a given asset. A 'light' setting produces two to three
variations meant for close platforms (for example, a blog post reformatted into an email and a LinkedIn
article). A 'deep'’ setting can produce eight or more variations spanning video captions, carousel copy,
short-form scripts, and pull-quote graphics.

Building a source library over time

As you run more assets through the engine, it helps to think of your past content as a growing library
rather than a one-time input. Many buyers set aside a recurring block of time — even just twenty minutes
a week — to feed one new or older asset into the Cloning Engine, so the library, and the volume of
clones it can produce, keeps expanding steadily instead of in occasional bursts.

Long-form article (1,500+ words)  5-10 variations = Multi-platform campaigns
Short video (under 3 min) 3-5 variations Social clips + captions

Podcast episode 4-8 variations Quotes, clips, show notes
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Single social post 2-3 variations Cross-posting to adjacent platforms

RevenueClone Playbook Page 4



Worked Scenario

Worked scenario: You publish a 1,200-word blog post about pricing strategy. Run through the Cloning
Engine on a 'deep’ setting, it identifies six reusable insights and produces: a condensed Linkedin article,
three standalone social captions built around individual quotes, a short video script covering the core
argument, and an email newsletter version with a call-to-action added. All six trace back to the one blog
post — none of them required you to write anything new.

Common Mistakes To Avoid

e Cloning everything you've ever published at once instead of starting with your strongest asset
e Setting cloning depth to 'deep' before you've reviewed how the light setting performs first

e Feeding in source content that's thin on substance — the engine can reformat an idea, but it can't invent
one

e Ignoring which source asset types are yielding the most usable clones over time
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Chapter 1: The Content Cloning Engine (continued)

Quick Answers
Do | have to use my newest content as the source asset?

No. Older evergreen content often clones just as well, and revisiting it can bring back an asset that had
stopped generating traffic entirely.

What if my source asset is very short, like a single social post?

Short assets still work, but expect a lighter yield — two or three variations rather than the five-plus you'd
see from a long-form piece.

Setup Checklist

e Choose one existing asset to run through the engine first
e Decide your cloning depth (light vs. deep) for that asset type
e Review the generated variations before they're scheduled

e Flag any asset types you want the engine to prioritize going forward
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MODULE 02

Chapter 2: Al Rewrite & Repositioning

Cloning an asset only gets you half the value. The Rewrite & Repositioning module takes each clone and
adjusts its voice, structure, and angle so it reads as a fresh piece of content rather than a copy-pasted
duplicate.

Why repositioning matters

Publishing the identical sentence across five channels reads as spam, and most platforms' algorithms
are tuned to suppress obviously duplicated text. Repositioning solves this by rewriting each clone in
language suited to where it's going — a LinkedIn post reads more formally than an Instagram caption,
and a YouTube description needs different structure than a tweet.

Tone and audience presets

You can set a tone profile (professional, conversational, direct-response, educational) that the rewrite
engine applies consistently across every clone, so your brand voice stays intact even as the format
changes underneath it.

Keeping the core message intact

Repositioning changes phrasing and structure, not substance. The module is built to preserve the original
claim, statistic, or argument exactly as written in the source asset — it will not introduce new facts or
figures that weren't in your original content.

Building a tone profile that actually sounds like you

The strongest tone profiles are built from your own past writing or speech, not generic adjectives. Rather
than describing yourself as 'friendly and professional,’ it works better to point the system at a handful of
posts, emails, or transcripts you've already written and let it learn from the actual patterns in your
sentence length, word choice, and rhythm — then refine from there as you review early output.
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Worked Scenario

Worked scenario: The same underlying insight — 'most people quit repurposing content because it takes
too long by hand' — gets rewritten three ways: a direct, short-form hook for social (‘Here's why repurposing
never sticks..."), a more measured professional framing for LinkedIn, and a narrative lead-in for an email
newsletter. Same idea, three genuinely different reading experiences.

Common Mistakes To Avoid

e Skipping the tone profile step and publishing with the default settings
e Assuming a rewritten clone doesn't need a spot-check against the original
e Using the same tone profile for every channel instead of letting formal and casual channels differ

e Changing tone settings too often, which makes your brand voice feel inconsistent

Worksheet

LinkedIn
Instagram
Email

Short-form video
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Chapter 2: Al Rewrite & Repositioning (continued)

Quick Answers

Will the rewritten clones sound like me, or like a generic Al voice?

They're built from your tone profile, so the more specific you make that profile, the closer the output
tracks your actual voice.

Can | edit a clone after it's rewritten?

Yes. Every rewritten clone can be edited manually before it's scheduled or published.

Setup Checklist

e Set atone profile that matches your brand voice
e Spot-check the first few rewrites against your original source
e Adjust tone settings if any output feels off-brand

e Lock in afinal tone profile once you're satisfied
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MODULE 03

Chapter 3: The Multi-Channel Publisher

Once your clones are rewritten, the Publisher module gets them out into the world. Instead of manually
logging into each platform, you manage scheduling and distribution from one place.

Connecting your channels

During setup, you connect the accounts you want RevenueClone to publish to. Each connected channel
gets its own formatting rules automatically applied, so image sizes, caption lengths, and link placement
are handled without extra input from you.

Scheduling philosophy

Rather than blasting every clone out at once, the Publisher spaces distribution across days or weeks, so
a single source asset can keep generating fresh touchpoints well after the original post has faded from
view.

Manual review before publishing

Every scheduled post can be reviewed and approved before it goes live. Automation handles the
repetitive work; you retain the final say before anything is published under your name.

Handling platform-specific quirks

Every channel has its own quirks — character limits, aspect ratios, link-in-bio restrictions, hashtag
conventions — that change from time to time as platforms update their own rules. The Publisher keeps a
running set of formatting rules per channel so a clone built for one platform doesn't show up cropped,
truncated, or malformed on another.

Format Adjustment Suggested Cadence

LinkedIn Longer-form, professional tone 1-2x per week
Instagram Shorter captions, carousel-friendly  3-4x per week
Email Narrative lead-in, single CTA Weekly

Short-form video  Hook in first 3 seconds 2-3x per week
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Worked Scenario

Worked scenario: Your six clones from Chapter 1's blog post are staged across a two-week window instead
of dumped on day one — the LinkedIn article goes out immediately, the short-form video script three days
later, and the email newsletter a week after that. The original blog post effectively gets three separate
'launch moments' instead of one.

Common Mistakes To Avoid

e Connecting every channel on day one instead of starting with the two or three you actually use
e Publishing every clone from a source asset all on the same day
e Turning off manual review before you've built confidence in how clones read

e Forgetting to update formatting rules after a platform changes its content specs
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Chapter 3: The Multi-Channel Publisher (continued)

Quick Answers
What happens if | disconnect a channel later?

Any clones already scheduled for that channel are paused; nothing is force-published to a channel you've
disconnected.

Can | publish the same clone to more than one channel?

You can, but it defeats the purpose of repositioning — each channel generally performs better with a
variation built specifically for it.

Setup Checklist

e Connect the channels you actively use
e Set your preferred publishing cadence per channel
e Turn on manual review if you want approval before anything posts

e Confirm formatting looks correct on each connected channel
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MODULE 04

Chapter 4. The Revenue Dashboard

You can't improve what you can't see. The Revenue Dashboard pulls performance data from every
published clone into a single view, so you know what's actually working.

What the dashboard tracks

At a glance, you'll see engagement by clone, traffic driven back to your site or offer, and leads or sales
attributed to specific pieces of content — not just vanity metrics like views.

Reading clone performance

Because every clone traces back to a single source asset, the dashboard can show you which source
assets are generating the most downstream value, so you know what kind of content to make more of.

Setting up conversion tracking

If you connect a payment processor (Chapter 6) or a lead form, the dashboard can attribute actual leads
and sales to the specific clone that generated them, not just the channel.

Interpreting the numbers instead of just collecting them

A dashboard full of numbers is only useful if you act on it. The most useful habit is a short, recurring
review — even fifteen minutes — where you look specifically for the highest and lowest performing
clones from the past week and ask what made the difference, rather than passively watching totals climb.

Engagement rate by clone = Which formats resonate on which channel
Traffic to offer Which clones are actually driving visits
Leads/sales attributed Which content is converting, not just performing

Source asset performance  Which original content is worth cloning more from
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Worked Scenario

Worked scenario: After a month of running the system, the dashboard shows that short-form video clones
are generating roughly twice the click-through of static image posts, even though they took the same effort
to produce, because the engine handled the reformatting. That data point alone tells you where to focus
your next source assets.

Common Mistakes To Avoid

e Checking the dashboard once and never again
e Focusing on views instead of the leads and sales that are actually attributed to each clone
e Comparing clones against each other without accounting for which source asset they came from

e Making major content decisions from a single week of data instead of a full month
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Chapter 4: The Revenue Dashboard (continued)

Quick Answers

How soon will | see data in the dashboard?

As soon as your first clones are published and start receiving engagement, typically within the first 24-48
hours.

Does the dashboard replace my platform's native analytics?

No, it complements them by rolling data from multiple channels into one attributable view tied back to
source assets.

Setup Checklist

e Review your dashboard weekly during the first month
e Identify your top 3 performing clones
e Note which source asset type they came from

e Adjust your content plan based on what the data shows
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MODULE 05

Chapter 5: The Lead Capture Layer

Distribution without a next step is just noise. The Lead Capture Layer lets every cloned asset carry a path
back to your offer, so reach turns into pipeline.

Where capture points live

Depending on the channel, a capture point might be a link in a caption, a swipe-up, a comment prompt,
or an embedded form on a landing page the clone links to.

Matching the ask to the format

A short-form video clone might simply point to 'link in bio," while a long-form email clone can carry a
direct, specific call-to-action. The Lead Capture Layer adjusts the ask based on what's natural for that
format.

Avoiding capture fatigue

Not every single clone needs a hard sell. The module lets you mix value-only clones with clones that
carry a capture point, so your audience doesn't feel like every post is a pitch.

Testing different offers across clones

Because you're publishing multiple variations of similar content anyway, the Lead Capture Layer gives
you a natural way to test different calls-to-action against each other — one clone pointing to a free guide,
another to a direct offer — and let the dashboard show which one actually converts better with your
audience.
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Worked Scenario

Worked scenario: Of six clones from one source asset, four are pure value (building trust and reach) and
two carry a specific capture point pointing to a lead form. That mix keeps the content feeling useful while
still generating measurable leads.

Common Mistakes To Avoid

e Putting a hard sell on every single clone, which drives audience fatigue
e Sending traffic to a generic homepage instead of a dedicated landing page built for that offer
e Never testing more than one version of your call-to-action

e Forgetting to match the ask to what's natural for that specific platform

Worksheet

Clone / Post CTA Used

Clone 1
Clone 2
Clone 3

Clone 4
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Chapter 5: The Lead Capture Layer (continued)

Quick Answers
Do | need a separate landing page for every capture point?

Not necessarily — many buyers route several capture points to the same landing page, and add more
pages as specific offers grow.

What's a reasonable capture-to-value ratio to start with?

Many buyers start around one capture-focused clone for every two to three value-only clones, then adjust
based on dashboard data.

Setup Checklist

e Decide your capture-to-value ratio for cloned content
e Setup at least one landing page or form to capture leads
e Match the call-to-action to each platform's natural behavior

e Review capture performance alongside your dashboard metrics
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MODULE 06

Chapter 6: Payment Integration

For cloned content to actually generate revenue rather than just reach, it needs a direct path to payment.
This module connects your payment processor so that a lead can become a sale without extra manual
steps.

Connecting your processor

RevenueClone integrates with your payment processor account, which you connect during setup by
providing the necessary business account details for that processor.

Where payment links appear

Once connected, payment links or checkout buttons can be embedded directly into landing pages linked
from your cloned content, so a reader can move from content to purchase in one step.

Testing before you go live

Before any cloned content goes out with a live payment link, run a test transaction to confirm the
checkout flow, thank-you page, and delivery process all work correctly end to end.

What happens after a sale

A completed payment should trigger more than just a charge — it should route the buyer to a thank-you
page, and from there to the actual product or service they purchased, without requiring you to manually
intervene for every single order. Getting this handoff right up front saves a lot of manual customer
support later.

RevenueClone Playbook Page 19



Worked Scenario

Worked scenario: A cloned email newsletter links directly to a landing page with an embedded checkout
button. A reader clicks through, completes payment, and is automatically routed to a thank-you page and
then a delivery page — no manual follow-up required on your end.

Common Mistakes To Avoid

e Publishing content with a live payment link before running a full test transaction
e Leaving the thank-you and delivery pages generic instead of tailored to what was purchased
e Not confirming your processor account is fully verified before launch

e Overlooking what happens if a payment fails partway through checkout

Worksheet

Test transaction
Thank-you page

Delivery page
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Chapter 6: Payment Integration (continued)

Quick Answers

Can | switch payment processors later?

Yes, though you'll need to re-test the checkout flow end to end after switching.
What happens if a customer's payment fails?

The checkout flow should route them back to try again rather than silently failing — confirm this during
your test transaction.

Setup Checklist

e Confirm your payment processor account is active and in good standing
e Connect your processor details during setup
e Run afull test transaction before launch

e Confirm your thank-you and delivery pages load correctly after checkout
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MODULE 07

Chapter 7: The Al Business Assistant

As your cloned content reaches more people, you'll get more questions. The Al Business Assistant is a
pre-configured layer that can answer common buyer and customer questions on your behalf.

What it's trained on

The assistant is set up using your product details, FAQ content, and policies, so its answers reflect your
actual offer rather than generic responses.

Where it shows up

Depending on your setup, the assistant can sit on your website as a chat widget, respond to common
inbound questions, or help triage messages before they reach you directly.

Knowing its limits

The assistant is built to handle common, repetitive questions. Anything outside its training — refund
exceptions, custom requests, or anything requiring judgment — should still route to you directly.

Keeping the assistant's answers current

Your offer will change over time — pricing shifts, new modules get added, policies get updated. The
assistant should be treated as a living part of the system, not a one-time setup step, with its training
refreshed whenever something it might get asked about actually changes.
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Worked Scenario

Worked scenario: A visitor arriving from a cloned social post has a basic question about what's included in
the offer. The assistant answers immediately using your actual FAQ content, instead of the visitor waiting
hours for an email reply and possibly losing interest.

Common Mistakes To Avoid

e Launching the assistant without providing real FAQ and product details first
e Assuming the assistant should handle every type of question, including exceptions and refunds
e Never reviewing assistant conversations to see where it's giving weak answers

e Forgetting to update its training when your offer or pricing changes

Worksheet

Assistant Answer OK? | Fix Needed

Question 1
Question 2

Question 3
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Chapter 7: The Al Business Assistant (continued)

Quick Answers

Can the assistant process refunds on its own?
No. Refunds and other judgment calls should always route to you directly, not be resolved automatically.
How do | update what the assistant knows?

You can update its training whenever your FAQ, pricing, or policies change so its answers stay current.

Setup Checklist

e Provide your core FAQ and product details for training
e Test the assistant with your 5 most common customer questions
e Setclear rules for when a conversation should route to you directly

e Review assistant conversations periodically to refine its answers
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MODULE 08

Chapter 8. Growth Analytics

The final module closes the loop: Growth Analytics compares clone performance against your original
source assets, so you can see exactly which repurposing decisions are paying off.

Clone vs. original comparison

Rather than just tracking each clone in isolation, Growth Analytics benchmarks every clone against the
performance of the original source asset it came from, so you can see the actual lift from repurposing.

Spotting your best-performing formats

Over time, patterns emerge — certain source content types consistently produce clones that outperform
the original. Growth Analytics surfaces those patterns instead of leaving you to spot them manually.

Using data to guide new content

The goal isn't just to measure the past, it's to inform what you create next. If short-form video clones are
consistently your top performers, that's a signal to create more source video content specifically for the
engine to clone.

Setting a review cadence that fits your volume

How often you check Growth Analytics should scale with how much you're publishing. Buyers running a
handful of clones a month might review quarterly, while buyers publishing daily should check in closer to
weekly so emerging patterns can inform the next batch of source content before too much time passes.

A source type consistently outperforms Prioritize creating more of that type
A channel underperforms across all clones  Revisit formatting or posting cadence
One clone format spikes unexpectedly Investigate and try to replicate the pattern

Engagement drops after volume increases  Slow cadence and prioritize quality
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Worked Scenario

Worked scenario: Growth Analytics shows that clones generated from podcast episodes outperform clones
from written articles by a wide margin across every connected channel. Going forward, podcast episodes
become the priority source asset, and article-writing time gets redirected accordingly.

Common Mistakes To Avoid

e Looking only at total engagement instead of clone-vs-original lift
e Reacting to a single spike or dip instead of watching for a repeated pattern
e Never redirecting future content creation based on what the data actually shows

e Reviewing analytics so infrequently that trends are missed until it's too late to act on them
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Chapter 8: Growth Analytics (continued)

Quick Answers
How often should | check Growth Analytics?

Monthly is a reasonable baseline for most buyers; more frequent review makes sense once you're
publishing a high volume of clones.

What if no clear pattern shows up yet?

Early on, with only a few source assets published, patterns can take a few cycles to emerge — keep
publishing consistently before drawing conclusions.

Setup Checklist

e Review clone-vs-original performance monthly
e Identify your single best-performing source asset type
e Redirect future content creation time toward what's proven to work

e Reassess quarterly as your audience and channels evolve
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NEXT STEPS

Putting It All Together

Each module in this Playbook solves one piece of the same problem: content that gets made once and
used once. Cloned, repositioned, published across channels, tracked, captured, connected to payment,
supported by an assistant, and measured against its own results — that's the full loop.

You don't need to master every module on day one. Most people get the most value by starting with one
strong source asset, running it through the Cloning Engine and Publisher, and expanding from there
once the first cycle is live.

Your first 30 days

e Week 1: Connect your channels and run your first source asset through the Cloning Engine.
e Week 2: Review your first published clones and adjust tone or formatting as needed.
e Week 3: Connect your payment processor and add capture points to your top-performing clones.

e Week 4: Review your Revenue Dashboard and Growth Analytics, then plan your next source asset
around what worked.

This system is built to compound. The more source content you feed it, the more data your dashboard
and analytics have to work with, and the sharper your next round of content decisions becomes.

If you get stuck

Every module in this Playbook has a setup checklist you can return to, and the Al Business Assistant
described in Chapter 7 can also help answer questions about your own account and setup once it's
configured. If something isn't working as described anywhere in this system, that falls under your
guarantee — reach out and it will be addressed.

Results from any content or marketing system depend on your existing content, audience, niche, and
consistency of use. This guide describes how the RevenueClone system works; it is not a guarantee of
specific income or results.
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REFERENCE

Appendix: Glossary of Terms

Quick definitions for the terms used throughout this Playbook, for reference as you set up and run your
RevenueClone system.

Source Asset The original piece of content &mdash; a video, article, post, or podcast episode &mdash; that gets fed |
Clone A reformatted, rewritten variation of a source asset, built for a specific channel or format.

Cloning Depth The setting that controls how many variations the engine produces from a single source asset (light vs.
Repositioning The process of rewriting a clone's tone and structure so it fits naturally on its destination channel.

Tone Profile A saved set of voice preferences (professional, conversational, direct-response, educational) applied a
Capture Point A link, prompt, or embedded form inside a clone that invites the audience to take the next step.
Publisher Queue The scheduled list of clones waiting to be published across your connected channels.

Attribution The process of tracing a lead or sale back to the specific clone or source asset that generated it.
Growth Analytics The module that compares clone performance against the original source asset to measure repurposin
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