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1. Introduction

Hi there, I'm Jenna. This report exists to give creators and small businesses a clear
understanding of the world they're building in. Economic shifts, cultural change and rapid
advances in technology are reshaping how people work, buy and grow. If you understand these
forces, you can position yourself intelligently and maximise your success in 2026, breaking free
from the limitations and perceived weight your business may have carried until now.

By the end, you'll have a clear view of what's changing, why it matters and how to use it to your
advantage. The operators who learn to leverage these shifts will grow faster, make better
decisions and build stronger, more resilient businesses in 2026.
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2. The Great Restructuring: Cultural and Behavioural Shifts (2020-2030)
A macro lens on how identity, work and opportunity have been rewired across a generation.

The world as we know it, has changed,

e Money is worth less. Real wages have declined while core living costs surge. Rent, mortgages and
groceries rise faster than income in every major market, breaking the link between hard work and upward
mobility. The old promise that effort equals security has evaporated. The life path previous generations
relied on is now mathematically out of reach.

e The traditional life sequence collapsed. Degree — stable job — mortgage — family is no longer the
default. Housing has become a luxury asset, not a milestone. The nuclear family is no longer the dominant
household type.

e Mobility became a financial strategy. The digital nomad moved from stereotype to structural trend.
Millions left high-cost cities for global flexibility. The average nomad is now mid-30s, career-focused and
often travelling with children. This isn't wanderlust; it is economic adaptation.

e Covid triggered a complete re-evaluation of value and identity. A wellness revolution took hold as
people rebuilt their lives around performance, longevity and optimisation. Gym memberships hit record
highs. Recovery culture exploded. Wellness spending overtook traditional luxury.

e Optimisation moved from physical to cognitive. Skill acquisition, emotional inteligence and
self-awareness became essential “hedge assets”. People stopped waiting for institutions to fix the system
and invested directly in themselves.

e The creator boom and small-business surge were structural, not trends. When career ladders stalled
and job tenure shortened, people pivoted toward autonomy. Millions built businesses not out of ambition
alone, but necessity. They weren't building companies — they were building systems to control time, money
and energy. Women led this exit, redefining independence and professional identity.

e Social media reframed aspiration. Influencers, micro-entrepreneurs and digital educators showed
ordinary operators what was possible. Social proof moved from neighbourhood gossip to global
comparison. The “American Dream” rewrote itself on Instagram. People realised the gap between “normal
life” and “designed life” was skills, not credentials.

e But the shift came with cost. The always-on era pushed operators into burnout. Creators became the
product: their insight, energy and presence. The load of being a one-person team — strategy, delivery,
sales, content, innovation — pushed many to the edge. The model wasn't sustainable without leverage, and
the leverage didn’t exist yet.

e Al is now correcting the imbalance. Companies are flattening hierarchies, automating roles and reducing
headcount. Full-time positions are shrinking while demand rises for solopreneurs with systems, individuals

who bring workflows, tools and execution infrastructure, not hours.

e A new labour equation emerged. Contracted Units of Expertise are replacing departments. The value has
shifted from time to capability, from tenure to adaptability, from presence to systems.
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e A new hierarchy is forming. Systems outperform status. Leverage outperforms reach. Independent
operators with operational maturity and Al-enabled workflows now hold the structural advantage in a
market that rewards speed, depth, precision and adaptability.

3. Market Context: Economic Restructuring (2020-2030)

3.1 The Great Restructuring

The economy is shifting from institutions to individuals. Al accelerates this shift by lowering the cost of capability,
enabling one person to perform work that previously required a coordinated team. As corporate stability declines
and digital tools become more accessible, more people are building independent economic pathways and entering
markets once protected by scale or credentials.

This structural change has created a new class of micro-operators who function as “individual empires”, competing
with traditional businesses in both capability and output. The foundations of work, value creation and economic
participation are being reorganised around autonomy, technology and personal leverage.

3.2 The Shift from Employment to Individual Enterprise

Across the US, UK, EU and Australia, the labour market is reorganising around individual enterprise rather than
institutional employment.

Key data trends:

e U.S. Census Bureau (2023): 5.5 million new business applications; the highest ever recorded, with 82% of

these being non-employer firms.
e  Eurostat (2023): micro-enterprises (0—-9 employees) now represent 93% of all EU businesses

e Australia (Xero Small Business Insights, 2024): Australia experienced 472,731 new business entries in
2023-24, an increase of 13.1% YoY, marking the fourth consecutive year in which entries outpaced exits
(ABS, 2024). Crucially, 62-68% of these new entities were non-employing businesses, reflecting a structural
shift toward solo-run enterprise. Australia now has 1.57 million sole operators, representing more than 62%

of all active businesses nationwide.
e  OECD (2023): reports declining job tenure across most advanced economies.
e  MIT (2024): 13% contraction in middle management roles from 2020-2024 due to automation [18].
e Upwork (2023) shows freelancers now represent 39% of the US workforce.

e McKinsey (2024) estimates that 30% of all work tasks will be automated by 2030, with up to 50% exposure

in admin-heavy sectors.
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e IBM'’s Al Index (2023) found that 40% of companies have already reduced headcount in at least one

function due to Al adoption.

Strategic interpretation

The rise in new business formation reflects a simple truth: more people are choosing to build income they can
control. Stagnant wages, rising inflation and the increasing accessibility of digital tools have made independent work
one of the most appealing pathways to financial progress. Technology now allows a single operator to create value,
earn more and move faster than traditional employment structures allow. This shift is not only a response to
economic pressure; it is driven by the opportunity to design a more flexible, self-directed and higher-upside career.
Together, these forces are accelerating the move toward individual empires and reshaping the structure of modern

work.

3.3 Economic Drivers of the Shift Toward Solopreneurship
There are several main reasons for this consistent rise in micro-operations and solopreneurship:

e Corporate layoffs (2020-2024)

Cognitive automation

e  Adaptation to instability

e Wage stagnation

e Collapse of trust in corporate career pathways (MIT Labour Study, 2024)
e Rising cost of living

These forces are reshaping how people think about work, stability and long-term earning potential. As traditional
employment becomes less predictable, individuals are increasingly turning to independent business models to
regain control of theirincome and career trajectory.

Strategic interpretation

The move toward independent work is reshaping how people define stability, ambition and long-term earning
potential. More individuals are choosing to build their own income pathways because it offers greater control,
flexibility and upside than traditional employment.

Al increases this momentum by expanding personal capability, making it possible for one operator to perform at the
level of a small team. The desire for autonomy, meaningful work and identity-driven careers now sits alongside the
economic drivers. These forces together are creating the conditions for individual empires to emerge at scale,
where capability, creativity and systems become the foundation of personal economic growth.

3.4 Cognitive Automation: The New Industrial Revolution

Cognitive automation is reshaping the labour market in the same way industrial automation reshaped physical work.
What was once considered skilled, high-effort knowledge work is now executed by Al systems at scale. The value of
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labour is shifting as output becomes abundant and the differentiating factors become judgment, interpretation and
decision quality.

Al, especially in its latest reincarnation as Agentic Al, can automate:

Analysis

Planning

Admin

Customer service
Creative work
Decision-making
Writing/editing
Content creation

According to McKinsey (2024):
e 30% of all work tasks will be automated by 2030
e Inadmin-heavy sectors, 50% of all work tasks will be automated

e  ‘“cognitive augmentation” becomes the defining productivity advantage

Strategic interpretation

This transition increases pressure on individuals to upskill, restructure workflows and integrate Al as a core operating
system. The expectation is no longer that one person performs the work, but that they design and manage the
systems that do. Al compresses the cost of capability and raises the baseline competition in every market, making
system-led operators significantly more effective than those relying on manual effort.

Freelancers, creators and small business owners now compete in an environment where output is fast, infinite and
inexpensive. This elevates qualities Al cannot replicate: point of view, taste, judgment, creativity, context,
relationships and trust. It also increases the importance of systems maturity, because those who integrate Al into
structured workflows will operate at a speed and consistency that manual operators cannot match.

3.5 The Rise Of The Individual Empire

The combination of cognitive automation, accessible software and flexible labour markets has created a new
category of operator: the individual empire. A single person can now design, produce, distribute and deliver work at
a standard that previously required a coordinated team. Al systems, contractors and modular workflows expand
personal capability and compress operational costs, allowing individuals to compete at levels once reserved for
established firms.

As capability becomes cheaper and more widely distributed, the baseline competition in every market rises. Skills
such as content production, general strategy and execution become expected rather than exceptional. Advantage

shifts toward the attributes Al cannot replicate: judgment, interpretation, point of view, personal brand, community
and operational maturity.

Key economic signals

e Pulkit Jain (2024) shows that modern operators now run their entire business through a blend of social
platforms, Saa$S tools and outsourced talent, with personal brand acting as the core growth engine.
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e |Gl Global (2023) confirms that digital tools have flattened traditional barriers to entry, giving one person
the leverage of a small organisation.

e Industry data across consulting, education, media and fitness shows consistent year-on-year growth in
solo operators generating multi-six and seven figures through digital products, content ecosystems and
community-led models.

Strategic interpretation

This shift is already visible across modern operators who have built influential platforms from a single point of
expertise. Examples such as Alex Cooper (Call Her Daddy), Stephen Bartlett (The Diary of a CEO), Chris Williamson
(Modern Wisdom), Shelby Sapp (education and coaching), Emma Chamberlain (consumer brand expansion) and
Coach Mark Carroll (digital fitness empire) illustrate how individual empires form when strong positioning meets
distribution, systems and consistent publishing. These operators demonstrate the same pattern: clarity of identity,
compelling point of view, repeatable workflows and an ecosystem that compounds trust over time.

For creators, consultants and small business owners, the implication is clear. Markets are becoming more crowded
and more capable because individuals now enter with tools and workflows that once belonged to organisations.
Value moves away from information and effort toward interpretation, identity, system design and the ability to build
trust at scale.

3.6 The Creator Economy As Labor Market, Not a Culture Movement

The creator economy has become a significant labour market within the broader digital economy, characterised by
rapid expansion, high participation and concentrated earnings.

Key economic signals:

e Goldman Sachs (2024) estimates the creator economy at USD $480 billion by 2027, driven primarily by
services, education and digital products rather than entertainment.

e Linktree’s Creator Report (2024) found that more than 200 million people now monetise online in some
form, but only 12% earn a sustainable, full-time income.

e YouTube Partner data shows earnings concentration consistent with labour-market power laws: the top
3% capture more than 90% of revenue.

e Patreon and Substack report growing subscription activity but similarly concentrated income distributions.

e The World Economic Forum (2025) notes that digital self-employment is one of the fastest-growing
labour categories globally, particularly among knowledge workers aged 25-44.

Strategic interpretation

The creator economy behaves like a labour market where supply consistently outpaces demand, competition
intensifies at every price point and distribution advantages compound over time. As more operators enter with
similar tools and baseline capability, differentiation shifts toward judgment, relationship capital, trust and operational
maturity.

Audience building, personal brand development and content systems operate as economic infrastructure. They are
the mechanisms that enable predictable service delivery, product sales and long-term business viability.
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This context explains why creators, coaches, consultants and small businesses experience similar constraints. They
are all operating within the same labour-market dynamics, where visibility, retention and system-led execution
determine economic outcomes rather than effort alone.

3.7 The Decline of the Nuclear Family as an Economic Force

Delayed parenthood, declining fertility and affordability pressures are shifting how people organise their working
lives. With fewer adults stepping out of the workforce, more are pursuing independent income streams to secure
stability and long-term autonomy.

Key data trends
Australia

e ABS (2024):Australian Bureau of Statistics data shows the total fertility rate was approximately 1.48 children
per woman in 2024, continuing below replacement level (2.1) and reflecting delayed or reduced
childbearing.

e Domain Housing Affordability Report (2024): Sydney’s house price-to-income ratio has reached 15,
making it one of the least affordable housing markets in the world.

e Productivity Commission (2024): Women's workforce participation is at a historic high, driven by
cost-of-living pressures and wage stagnation.

e HILDA 2025 Survey insights confirm economic pressures are influencing major life decisions, including
family planning and labour participation.

United Kingdom

Office for National Statistics (2024): Fertility rate has fallen to 1.49, the lowest since records began.

e ONS Housing Affordability (2023): Average house prices are 8.3 times annual earnings; in London, this
rises to more than 12 times earnings.

e UK labour participation data shows women aged 25-44 have the highest workforce participation in
recorded history.

e Average parenthood age continues to rise, with mothers averaging over 31 years and fathers near 34 years
in 2024.

United States

e CDC (2024): Fertility rate has dropped to 1.62, below replacement level for the twelfth consecutive year.
Federal Reserve (2023): Median house price-to-income ratio hit 5.6 nationwide; in major metros like Los
Angeles, San Francisco and New York, ratios exceed 10 to 1.

e Pew Research (2023): Dual-income households now represent 65% of all married or partnered families, up
from 49% in 1970.

Strategic interpretation
These trends keep more people in the workforce for longer, which expands the number of operators pursuing
independent income streams. Delayed family formation, dual-income pressure and rising living costs increase the

volume of people building side businesses, consulting and creating content.

For creators and small businesses, this means a larger supply of competitors with similar tools and similar ambitions.
Participation rises every year, and the market becomes more crowded across every niche, format and price point.
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Al accelerates this shift. Automated admin, flexible workflows and scalable content systems make it easier for more
women and early-stage operators to participate while managing careers and household responsibilities. As access
increases, competition intensifies in both output and capability.

3.8 Follow The Money: Wellness, Performance and the New Personal Optimisation Economy

By 2025, spending patterns confirmed that wellness is no longer a luxury; it has become a strategic asset for
anyone operating outside the legacy workforce.

Consumer Spending: The Performance Premium
High-performers are reallocating money away from “status spending” and into optimisation.

e Australians now spend an average of USD $4,824 per person per year on wellness (= $7,400 AUD),
ranking 4th highest in the world for per-capita wellness spend.

e The Australian wellness industry is now worth $126.7 billion USD, driven by functional nutrition,
recovery, fitness, wearables and longevity-focused services.

e The surge is structural: Australians are treating wellness, nutrition, recovery, wearable tech and
performance tools as essential maintenance for earning power, not discretionary treats.

e While the global personal luxury market contracted by 2% in 2025, wellness grew 7.9%, signalling a shift
from buying “things” to buying capacity, capability and longevity.

e This is reinforced by the 60 million global drop in luxury buyers since 2022, money didn’t disappear; it
moved to health, resilience and performance.

Venture Capital & PE: The Longevity Bet

Institutional money moved away from conventional SaaS and into Deep Tech and biological optimisation, signalling
where the next trillion-dollar market will be.

Global longevity investment more than doubled across 2024-2025, reaching $8.49B across 325 major deals.
Key moves

e Altos Labs: $3B initial funding (largest in biotech history). Now advancing early human safety tests for
cellular reprogramming.

e Retro Biosciences: Backed by Sam Altman with $180M. Entered clinical stage in late 2025. Currently
raising $1B Series A at a $5B valuation.
OURA: Raised $200M to evolve from consumer wearable to medical-grade preventative diagnostics.

e NewlLimit: Secured $130M to pursue epigenetic reprogramming and cellular age reversal.

Strategic interpretation
Optimisation has become a financial strategy. As costs rise and competition intensifies, people are investing in

performance because it directly strengthens earning power. Wellness is no longer a luxury; it is essential
infrastructure for staying productive, competitive and resilient.
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This is why wellness spending grows while luxury contracts. Wearables, recovery, nutrition and performance tools
are treated as maintenance, not indulgence. People now recognise that their body, mind and energy are economic
assets, and they are allocating capital accordingly.

Venture capital is signalling the same shift at scale. Billions flowing into longevity, biological optimisation and
preventative diagnostics show that human performance is being positioned as the next trillion-dollar market.

The outcome is clear: human performance is becoming the new economic moat. The surge in coaching, education
and personal development reflects a simple truth. People are not buying comfort. They are buying capability — the
ability to stay sharp, relevant and competitive in a fast-moving economy.

3.9 The Coaches’ Economy: Where People Pay for Perspective, Not Labour

Individuals have become the dominant spenders in the education and coaching market as upskilling surged in
response to inflation, automation and job instability. People invested heavily in learning, guidance and intellectual
leverage as a way to stay competitive when traditional career paths stopped offering security or growth.

Key economic signals

e Duolingo onboarded 30 million new learners post-lockdown, representing a 67% increase in global
reskilling activity.

e Australia’s personal development market surpassed AU$1.4 billion in 2025 and is expanding at 8.3%
CAGR.

e Individual consumers now account for more than 51% of total personal development spending.

e The fastest-growing category within the sector is self-awareness and emotional intelligence, reflecting
demand for human-only skills.

e Digital and remote delivery make up 72% of revenue across the personal development and coaching
industry.

e Hybrid models that combine structured online curriculum with high-ticket 1:1 guidance generate the
strongest margins.

Strategic interpretation

People are not opting out of education, and they are not rejecting automation either. They are rejecting learning
experiences that feel overwhelming, passive or disconnected from real life. Duolingo proved that automation works
when it is built for adherence. It breaks learning into simple steps, celebrates progress, creates emotional reward
and keeps people coming back.

The demand for education is stronger than ever, but people want learning that fits into their life, respects their time
and actually helps them apply skills. This is why coaching, advisory and expert-led systems continue to grow.
Education is not declining. It is evolving, and the winners in 2026 will be the operators who create learning
experiences that combine structure, personal relevance and practical execution instead of dumping information
into another automated course.
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4. Creator Economy Mechanics: Why Growth Feels Harder Than Ever

More people are creating, more people are monetising and Al has accelerated the volume of content entering every
platform. Supply is rising faster than demand. Visibility now requires structure, consistency and strategic judgment
— not just talent.

The issue isn't capability. It's the conditions creators are operating in.
4.1 Platform Dynamics: Structural Constraints

Platforms are noisier, more automated and more competitive than ever, and these patterns show up clearly in the
data.

Key data signals

20%+ of videos shown to new YouTube users are Al-generated (The Guardian, 2025)

200M+ monetising creators, but only 12% earn a sustainable full-time income (Linktree, 2024)
The top 3% of YouTube creators capture 90%+ of all revenue

Organic reach declining across Reels, Stories and feed posts (Socialinsider, 2025)

Faster content switching + shorter viewing windows across all platforms (McKinsey, 2025)

Strategic interpretation

Marketing is about human connection. | have always said “make people like you, make people pay you”. Social media
made it easier to be liked because it was easier to be seen, but now, big tech and Al know how to be like us, almost
better than we do perhaps because Al cannot fear failure or judment.

This means we are going to see a rise of ‘human’ content:

Honest attempts
Real-time learning
Thinking out loud
Point of view
Curiosity
Transformation

It is hard to build a business on your own and break free from the system, don’t pretend it isn't, learning new skills is
admirable and desirable to human beings, we have this in common. Share your transformation with this new
evolution of technology.

Why Failure Rates Are High

Creators aren't failing because they lack skill. They’re failing because one person cannot carry the complexity the
ecosystem now demands.

The real constraints:

e Low switching costs: it's harder to be and stay the favourite
e High role load: strategist, editor, marketer, salesperson, customer success... all at once
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e Misleading feedback: vanity metrics # business viability
e  Weak unit economics: attention alone doesn’t convert
e Platform volatility: formats evolve faster than creators can upskill

The Human Reality Behind The Data

It truly is @ mental game. There are plenty of resources available to support the transition into a thriving state of
business, the reason said resources are undiscovered is because of burnout, exhaustion and potentially a lack of
access. One simply doesn’t know what they don’t know afterall.

Starting a business a decade ago was a rare and brave evolution of one's career that usually meant they had
excelled their way to the top of their career and there was demand for their services (consulting).

Today people make that leap fresh into their career, some without any corporate experience or professional training.

This makes learning new skills harder as you have had less time in the training ground that is a multi-layered global
business with people who have no patience for mistakes and fast feedback that hits you in the face like a tonne of
bricks.

Creator-Founders pay to learn on their own time and this is why learning systems and assessing their effectiveness
will be a key skill and determining factor for success in the years to come.

Where Solopreneurs Struggle The Most

Consistent findings across different research sources (OECD, MIT, McKinsey, ConvertKit) show that
solopreneurs/creators lack:

System design

Workflow optimisation

Analytical frameworks

Operational maturity

Automation

Delegation

Consistent content cycles

Knowledge of modern marketing (Al era)
Capacity to scale beyond themselves
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5. Consumer Trends & Behavioural Shifts 2026

1. The Wellness Rebellion

2026 marks the beginning of a new kind of arms race: Human Performance vs Artificial Performance. Wellness is
accelerating again because people feel the pressure of a world moving faster than they are.

The economic conditions throughout this report make it obvious: living costs are rising, job tenure is collapsing,
middle management is disappearing, and Al is taking over entire layers of work. People are being pushed into
reinvention, upskilling, freelancing, consulting and starting businesses at record speed. To survive that pace, they're
strengthening the only asset they fully control: themselves.

We're seeing a measurable return to behaviours that increase physical and cognitive capacity:

Fitness returning as a lifestyle, not a phase

Sober or low-alcohol weekends

Communities built around discipline and wellbeing

Prioritising sleep and recovery

Hot—-cold therapy, supplements, wearable tech

Biohacking and brain optimisation

Motivation, mindset and structured routines

Even a soft return to spirituality or faith as grounding during uncertainty (“I manifested it” is basically
mainstream vocabulary now)

We’ve also seen what'’s possible.

Millennial millionaires are growing at a disproportionate rate.People we know, or want to know, are flying business
class, taking midday Pilates classes, working from beachside bars. Our inspo isn't celebrity culture anymore; it's
lifestyle proximity. We're watching people optimise themselves and win.

This creates a social acceleration effect:when people see others strengthening their capacity, they feel
compelled to rise with them. Not everyone knows where to start, but the desire is there, clarity, structure and
discipline are becoming aspirational traits again.

2026 will be a lock-in year.

People will tighten routines, focus on the basics that yield real results, and double down on anything that makes
them feel stronger, sharper and more in control.

And as always with wellness, people won't do it alone. They'll thrive in tribes.

2. The Rise of Individual Empires
We're watching a new class of founder emerge, the individual who builds an entire business ecosystem from their
expertise, their distribution and their point of view. Creators aren't waiting for permission, funding or traditional
pathways. They're launching companies, products and tools directly into their audience, and the market is rewarding
it.

Creators are no longer stopping at content. They're building:
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Niche consumer goods (chemical-free laundry sheets, baby bundles, skincare, haircare, wellness products)
Digital products, templates and IP-driven systems

Full workflows, automation layers and Al tools

Lightweight Saa$, platforms and utilities built around their brand world

Why represent a product when you can own it?

Distribution is leverage, and creators are realising they are the distribution. One moment of curiosity can open an
entirely new vertical. A single post can launch a brand. Ambassadors are becoming equity partners, equity partners
are becoming founders, and founders are building multi-unit businesses from their laptop.

They’ll package their intellectual property into tools, not just courses and operate like founders, not freelancers.
Systems become the engine. Ownership becomes the moat.

The smartest operators will acquire small brands, buy distribution-light businesses, plug them into their audience,
and scale them for a fraction of the traditional cost. This is how category leaders are born.

People trust people. They buy from people. They follow individuals far more than logos, and creators with 50,000
true fans now have more negotiating power than funded startups.

The individual empire isn't a buzzword. It's a structure. And the ones who move now will own the workflows,
categories and IP that everyone else will one day license.

3. Creative Units

People are going back to “work,” but not in the traditional sense. The emotional load of being the product is catching
up, and even top creators are realising the model was never built for long-term stability.

At the same time, big business is waking up to the consequences of automating too fast. Al stripped out too much
humanity, and brands are feeling the gap. They don't need more staff; they need people who understand culture,
storytelling and digital behaviour, skills creators mastered by accident over the last five years.

Creators have become one-person creative ecosystems: production, strategy, distribution, community and brand,
all in one operator.

This is why we're going to see a major shift in 2026: creators taking contracts, embedded roles and fractional
creative leadership positions for stability, and businesses hiring creative units instead of agencies.

A creative unit comes with:

Their own workflows

Their own systems

Their own Al agents

Their own distribution

Their own point of view

Their understanding of the market
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e Access to a market
o  Trustin market

It's faster, cheaper and more culturally fluent than rebuilding an in-house team.

For companies, it brings back the humanity and cultural fluency their marketing lost.
2026 will be the year creator units become the new hire and the new competitive advantage.
4. The Great Unplugging

The “No Internet Theory” isn't about rejecting technology, it's about choosing when and how you participate. People
are exhausted. Everything feels noisy, commercialised and Al-generated, and the mental load outlined throughout
this report is pushing people to protect their attention like it's currency.

Creators will go dark for “think weeks”, and intentional resets. I've already seen people become completely
disconnected as they have a team in place to support their business, and they just show up for their communities in
dedicated work times.

Unplugging is a sign that you've built a business and life that doesn’t demand constant visibility.

Younger generations are already ahead. Gen Alpha is instinctively pulling back. Gen-Z, the most psychologically
impacted generation on record, is choosing control, boundaries and mental health over endless scrolling.

As unplugging grows, expect:

More in-person communities and micro-events

Travel, staycations and intentional time away

Phone-free mornings and structured offline routines

Smaller, connection-driven platforms (WhatsApp, Discord, Geneva)
A return to reading and long-form thinking

Tighter, more intentional online circles

The real desire isn't to be “rich enough not to work.” It's to be unreachable, to have systems, structure and stability
so strong that you can switch off without everything falling apart.

People will become selective about who they follow, what they consume and what they let shape their thinking, not
because they're disengaging, but because they’ve realised their peace is worth protecting.

Unplugging reflects a new standard of professionalism, structure, boundaries and the confidence to
prioritise depth over noise.
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5. The great upskilling

2026 will trigger one of the biggest skill-acquisition waves we've seen since the post-pandemic shift. People are
learning out of necessity, not curiosity. Entire layers of work are being automated, roles are changing overnight, and
the baseline for staying employable is rising fast.

Managers need data fluency. Operators need Al literacy. Creatives need to edit, film, code and run workflows.
People are moving into new roles, starting businesses, testing creator paths, and building income streams they
control.

Learning preferences are evolving just as quickly. No one wants long lectures or endless PDFs. They want practical,
interactive education, demonstration, implementation, repetition, feedback. Real skills in real contexts.

We’ll see rapid growth in:

Micro-courses and short-form education
Workshops and real-time coaching
Interactive Al tutors

Duplicatable systems and frameworks
“Show me how to do it” content

Platforms like YouTube, podcasts, digital libraries and low-cost learning hubs will surge as people replace passive
scrolling with intentional learning. Books and long-form thinking will regain status as audiences seek depth, clarity
and structured guidance.

The thread running through it all: people are levelling up to protect their income, stay relevant and create stability in
a fast-moving economy.

For creators, coaches and consultants, the opportunity is clear.

Your systems, frameworks and intellectual property become the assets everyone wants access to.
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6. Where Marketing Is Actually Heading in 2026

1. Storytelling Returns as the Dominant Format

Storytelling is re-emerging as the most effective format on social media because it shows how you think, not just
what you know. People want proximity, perspective and personality, and the quickest way to deliver that is through
real moments shared in real time.

What this means for your marketing:

Face-to-camera, unscripted content in real time.
Point-of-view content anchored in life moments.

Stories that demonstrate experience, not rehearse expertise.
Content designed to build resonance, not just to educate.
Shift from “teaching” to “thinking out loud.”

This format works because it mirrors how humans naturally share information.
The most effective stories follow structures like:

e Scene — Conflict — Insight — Shift — Application
e Place — Person — Problem — Pivot — Point
e Human moment — Tension — Meaning

These frameworks create instant context, pull the audience into the moment, and lead them directly to the takeaway
without overselling.

You'll hear more content beginning with:

“In the gym this morning...”

“A client asked me this yesterday...”

“On my walk today | noticed...”

“Something happened in a meeting that made me rethink...”

Storytelling is strategic narrative building. It lets audiences see your judgment, your thinking style, your
interpretation of events and the values that guide your decisions. That's where trust is built.

In 2026, the creators and founders who grow the fastest will be the ones who can articulate the meaning behind
their experiences clearly, confidently and consistently.

2. Conversation based marketing and interactivity
Conversation-based marketing is becoming the most effective format on social media because people want
interaction, not instruction. They want to participate, respond, ask, challenge, and contribute — not sit through
polished, passive content. With saturation at an all-time high, the creators who feel closest win, and nothing builds

closeness faster than formats that mimic real dialogue.

The style is shifting toward:
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Reply-style videos

Direct responses to questions, comments and DMs
Insights delivered like a voice note

Two-way exchanges instead of one-way lectures
Reactive content made in real time

We're about to see the rise of:

Roundtable discussions (multiple perspectives, friction, nuance)
Co-hosted conversations instead of solo content

Live Q&A sessions as weekly anchor content

Interactive workshops replacing long static webinars

Panel-style livestreams across TikTok, YouTube and Instagram
Community-led discussions inside WhatsApp, Discord and Substack
Comment-to-content loops that turn the audience into co-creators

People want proximity. They want to be in the room where the thinking happens, not receive the polished outcome
afterwards.

Conversation-led formats demonstrate:

How you think

How you solve real problems

How you guide people through tension
How you communicate in the moment

All of which builds trust far faster than curated, pre-written content ever could.

What this means for your marketing

Expect creators to feel closer and more accessible, communities to participate more, and content to function like an
open conversation rather than a staged performance.

More interactive programming (workshops, breakdowns, panels)
Formats designed for back-and-forth interaction

Audience participation becoming a growth lever

Real-time content replacing overproduced videos

Conversational hooks that reference people, not abstract topics
Increased conversion from “l watched you” — “| learned with you”

In 2026, the fastest-growing brands will be the ones that create interactive spaces, not just content.

Conversation is no longer a tactic, it’s the new conversion engine.
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3. Curiosity Content For The Win

Curiosity-led content is becoming one of the most effective formats on TikTok, Reels and YouTube Shorts. The
interest-based algorithm has matured, and platforms now reward creators who open loops, explore ideas in real
time, and take their audience on a journey rather than deliver rehearsed education.

Curiosity is a core human driver, we want to follow people as they try, build, test and uncover something new.
We're seeing a shift toward formats that begin with:

“Come with me as | learn...”

“I'm trying to figure out...”

“I'm testing this idea...”
“l want to see what happens if...”

This mirrors the journeyman storytelling arc: a clear intention, a defined path, and a sense of unfolding discovery.
Curiosity works because it creates:

An open loop

Emotional investment in the outcome

Parasocial depth through shared experience
Resonance through “I'm learning too” relatability

Authentic but Aspirational; the new lane.

Curiosity content builds authenticity because it shows the real process, the learning, the experimenting, the honest
attempts. But the key is that it's intentional authenticity, not sloppy oversharing.

Creators will choose specific areas to be a novice in, areas that still sit inside their brand house.

Think:
e A fitness creator exploring nutrition mastery
e A marketer documenting a daily research ritual
e A founder sharing their journey to improve public speaking
e Alifestyle creator learning interior design, styling or cooking
e A consultant experimenting with a new productivity method

This blend of authenticity + aspiration matters because it signals:

Curiosity

Self-leadership

Teachability

Growth mindset

Commitment to personal excellence

And it gives audiences something to buy into and follow.

People want real humans, but they also want to follow someone going somewhere.
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Why curiosity will dominate in 2026

People are actively upskilling, exploring new interests and restructuring their work and creative lives. They want to
see the real process behind growth. Curiosity content gives creators the perfect way to:

document progress

share lessons

reveal thinking

show consistency

connect identity back to their brand world

This year, we'll see more:

skill-building journeys

hobby-based content series

brand-aligned personal quests

“come with me as | try...” arcs
week-by-week updates

documented experiments
micro-challenges that involve the audience

What this means for your marketing

Share your journey, people want to grow and be guided by people who can prove they have overcome the
challenges along the way. You are not done growing, so pick something aligned with your vision, and start learning
and building in public.

Expect:

series-based storytelling with clear arcs

open loops that increase retention

updates that reward returning viewers

journeys chosen for strategic relevance

curiosity as a tool for both brand depth and audience connection
high engagement because people feel invested in the outcome

Curiosity becomes a growth lever when the chosen journey is:

aspirational

Relevant

aligned with the brand
intentional and skill-building
authentic without being chaotic

In 2026, the creators who win will be the ones who document what they're genuinely learning and do it in a way that
strengthens the brand story, not dilutes it.

4. Personality pays
The dominant tactical shift in 2026 is that your personality becomes a profit centre, not an accessory to your brand.
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For years the advice was simple: specialise, teach clearly, show proof, stay in your lane. That still matters, but it's no
longer enough. Audiences have endless options for education, frameworks, and strategy. What they don't have is
another you. And in a saturated market where people want to feel seen and understood, being the favourite is more
commercially valuable than being the most specialised.

This shift is driven by everything outlined earlier: burnout, sales resistance, social fatigue, unplugging, Al-generated
sameness, and a rising demand for identity-based resonance. People don’t want a coach or consultant who feels
above them; they want someone they align with. Someone they like, trust and understand.

Personality is now the differentiator because identity cannot be automated.

The creators and founders who grow fastest in 2026 will be the ones who make their personality visible
through:

Clear points of view

Value-driven decisions

Hobbies, passions and interests

Lifestyle signals and lived experience

Humour, quirks and personal context

The people around them, family, friends, culture

This is not oversharing; it’s strategic self-revealing that builds affinity, trust and emotional proximity.

Algorithms are already shifting to reward resonance over reach. TikTok, Reels and Shorts cluster audiences by
identity and psychological patterns. When people feel like you “get them,” they stay longer, engage deeper and
convert faster.

What this means for your marketing

More point-of-view content

Identity-led storytelling woven into short form

Lifestyle and interest-based signals that build emotional closeness
Values-led content that attracts the right people naturally

Hybrid positioning: authority + relatability

Lower CAC from pre-sold audiences

Stronger loyalty to creators who feel human, not polished

In 2026, personality becomes commercial. Being the favourite is now a strategy.
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7. Your Content Strategy (2026)

A strategic framework for placing the right content, in the right format, at the right stage of the buyer journey.
Attention is fractured. Expectations are higher. People consume based on energy, context and curiosity.

A single format won’t carry your brand this year, an ecosystem will.

1. Short Form — Awareness

Short form (TikTok, Reels, Shorts) are invitations to the party. This is where people discover you, feel you, and decide
if you're worth another second of their time.

Its job:
e Introduce your point of view
e  Show your personality fast
e Create instant resonance
e  Move the right people deeper into your world

Formats that work:

Curiosity-led hooks

POV statements

Storytelling fragments
Conversational replies
Reactive insights
Micro-demonstrations of value

Short form is volume. Long form is depth. You need both.

2. Mid-Form — Resonance

Mid-form is resonance content, the layer where people decide “/ align with you.” It works across four core channels:
1. Instagram (Strongest Mid-Form Platform)

Use formats:

Narrated carousels

Written carousels / think pieces

60-90 sec breakdown reels

Multi-part series
Voice-note style talking videos

IG mid-form = depth, relatability, worldview.

2. TikTok

Use formats:
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60-120 sec POV breakdowns
Storytime with insight
Multi-part series
Talking-head commentary

TikTok mid-form = judgment signal + identity clusters.
3. YouTube

Use formats:

2-7 min micro-explainers

Story-driven commentary

Short structured breakdowns
Founder reflections

YouTube mid-form = bridge into long-form authority.
4. LinkedIn
Use formats:

e  Written breakdowns
e POV short videos
e  Carousel think pieces

LinkedIn mid-form = professional credibility + strategic reach.

3. Long Form — Authority

Long-form is where relationships are built, people spend enough time with you to understand your judgment, your
values and your thinking.

Its job:

Demonstrate mastery

Reveal depth in your thinking

Build trust through time spent

Create evergreen assets that compound

Convert viewers by giving them a seat in your mind

Formats that work:

Industry trend breakdowns
Founder diaries

Client case studies with analysis
Chapter-style educational content
Long-form thought leadership

Long form is going to be the greatest driver of community trust. It's impossible to fake depth for 20-60 minutes.

Written by Jenna Davies



4. Live + Interactive — Conversion

Live sessions (workshops, Q&As, roundtables, livestreams) turn passive audiences into active buyers. This is where
people feel you, not just watch you.

Its job:

Build proximity

Handle objections in real time

Show how you think under pressure

Create shared moments people remember
Convert warm audiences into paying clients

Formats that work:

Weekly live Q&A

Rotating roundtables

Interactive breakdowns

Real-time strategy sessions
Co-hosted deep-dives with experts

Interactivity accelerates trust. Trust accelerates sales.

5. Written Ecosystems — Loyalty

Newsletters, Substack, long captions and premium written insights meet a completely different psychological need:
depth. When people aren’t in a heavy scrolling season, they turn to writing because they want clarity, thinking and
direction.

Its job is to:

Keep the relationship warm when people step back from social and want something deeper
Show your slow thinking, not just quick takes

Establish a clear, credible voice people trust

Retain your highest-quality buyers who want substance

Formats that work:

Weekly articles

Curated insight roundups
Productised newsletters
Frameworks explained in writing
Research-driven pieces

High-quality buyers read. Writing builds a different kind of authority.

Your 2026 Multi-Format OS

Every format has a job and earns its place in the ecosystem:
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Short form — Awareness

Mid-form — Resonance

Long form — Authority

Live formats — Conversion

Written formats — Loyalty + Retention

o~ wbdn -

When these layers work together, your content becomes your sales infrastructure, finding new people, building
trust, demonstrating capability, helping people decide, and keeping them engaged long term.
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Conclusion

If you are still reading this, you have what it takes to build an exceptional business this year. You are devoted to being
your best and committed to your evolution and success. 2026 will be a year for the history books. | believe that one
day people will talk about this moment in time, and | encourage you to consider the story you'd like to tell when
someone asks “Where were you when Al really hit us?”...

You can tell a story of courage, innovation, leadership and growth.

On behalf of the team at Big Uppetite we thank you for reading our report and if you are committed to building your
best business in 2026, book a call and find out how our team of experts can help you.

Yours in big dreams, bigger action and the greatest success,

Jenna Davies
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