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Know what's working and what's not. \ You must know who you're selling to.
\
Ota rget D — (document everything)
Oprice What they want
Omessage -and don't
g g : g Ostack & biggest pain
Oguarantee .
oco® ot (O greatest desire
(O worst fear
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1RV /‘f/| - (your ideal customer)
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Different for each offer in value ladder. What's impossible to turn down?
(try giving them that)
(& Free lead magnets (bait) (4 what everyone else provides
(O Selfliquidating offers under $100 - ~ o O plus something else - = e
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One and only one offer. , / Talk directly to your avatar. N . Identify objEctions. €4 kp
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g| Clearinstructions on what's next. ~ /,"/ What you say and how you say it matters. "> What's needed to overcome objections?
2 “buy now and get 50% off!” / \ (add that to your guarantee)
(4 Use action verbs , / (F Turn facts & flaws into benefits \ N (4 pay nothing until __
rovoke emotion alk about transformation \ wedon't___, ge % money bac
O Provoke emoti .0 (3 Talk about transformati O fwedon't___, get 100% y back
/ . (attention-getting) \
(O Reasontoactnow _./ (3 Build trust, show proof « O pluskeep bonuses
(O Be pithy / "A show urgency 3 Solve their “jobs to be done” N v it
e nd scarcity \
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Use numbers
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