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The "Offer" is the bridge between your customer's current pain and their desired future. This
worksheet helps you architect that bridge so it is sturdy, attractive, and impossible to ignore.

Phase 1: The Foundation

Before you can sell, you must know exactly who is buying and why they are stuck.
1. The Target Segment
Who is the specific person that needs this solution yesterday?

Tip: Avoid broad demographics. Think: "Freelance designers struggling to raise
their rates” rather than "Small business owners."

Answer:

2. The Transformation (A — B)

Modern marketing is about the gap. Describe their journey:

Point A (The Current Hell): What are they feeling, experiencing, and losing right now?
Point B (The Desired Heaven): What does their life/business look like after using your
offer?

Answer:
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Phase 2: Strategic Positioning

Identify the "job" this offer does in your business ecosystem.

3. The Offer Tier

Which tier does this offer fall into? (Check one)

[ 1 Front-End / Splinter ($7 - $97): Low-friction, impulse buy. Solves one tiny specific
problem to build trust.

[ ] Core Offer ($197 - $997): Your primary flagship solution. Solves the main problem
thoroughly.

[ ] High-Ticket / Premium ($2,000+): Deep transformation. Usually involves higher
proximity to you and higher accountability.

4. The Delivery Model

How will the value be delivered?

Downloadable/Digital Product: Self-paced, DIY. (Value is in the utility and speed).

[ ] Online Course: Curriculum-led. (Value is in the knowledge and pathway).

[ ] Productized Service: A fixed-price, fixed-outcome service. (Value is in the execution -
"Done For You").

[ ] Coaching/Consulting: High-touch, bespoke. (Value is in the access and customization).

Phase 3: The Core Offer

This is the "Big Promise" of your product.

5. The "Big Promise"

In one sentence, what is the single most important result they will achieve? Use these
categories for inspiration:

The Specific ROI: "Add $5,000 to your monthly recurring revenue in 90 days."

The Time-Saver: "Build your entire sales funnel in a single weekend without touching
code."

The Pain Killer: "Stop the feast-or-famine cycle and get a predictable stream of inbound
leads."

The Identity Shift: "Go from 'struggling freelancer' to 'highly-paid consultant' in 6 weeks."
The Efficiency Gain: "Reduce your weekly administrative work by 10 hours using my Al
workflow."
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Answer:

6. The Unique Mechanism

Why will this work when everything else they’ve tried has failed? This is your "secret sauce." Use
these categories to name yours:

The Proprietary Framework: A named, multi-step process.

o Example: "The 5-Step Rapid Launch Sequence" or "The Content Pillar System."

The Hidden Tool/Asset: A specific piece of technology or a template that does the heavy

lifting.

o Example: "The Al-Powered Lead Extractor" or "The Zero-Code Website Blueprint.”

The "Anti-Method": Doing the opposite of what the industry usually suggests.

o Example: "The No-List Launch Strategy” (selling without an email list).

The Integration/Hybrid: Combining two unrelated fields for a better result.

o Example: "Yoga for Stock Traders" (using mindfulness to improve financial
decision-making).

The Scientific/Mathematical Edge: Using data or a specific law to drive results.

o Example: "The 80/20 Client Filter" or "The Compound Interest Content Plan."

Your Unique Mechanism Name/Description:

Answer:

Phase 4: Architecture of Value

Mapping features to the emotional "Why."

Use the Feature-to-Meaning Chain for your top 3 components:

Feature (The "What") Benefit (The "Result") Emotional Meaning (The
“Feel")
Example: Weekly Q&A No more getting stuck for Feeling supported and
days confident
1.
2.
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Phase 5: Friction & Resistance

The best offers don't just add value; they remove obstacles.

7. Objection Handling

Identify what will stop them from clicking "Buy." Use these common objections and
counter-feature examples to strengthen your offer:

e "l don't have enough time."
o Counter-Feature: Shortcut cheat sheets, a "Quick Start" 15-minute module, or
automation templates.
e "I'm not sure | can do this technically."
o Counter-Feature: Over-the-shoulder setup videos, "Done-for-you" tech stack
imports, or a curated tool list.
e "I've tried things like this before and failed."
o Counter-Feature: A "Gap Analysis" showing how your Unique Mechanism is different,
or a "Rescue Call" for stuck students.
e "It's too expensive right now."
o Counter-Feature: An ROI Calculator (showing the cost of inaction) or flexible payment
plans.
e "l need to talk to my partner/boss first."
o Counter-Feature: A "Buy-In" PDF or presentation slide deck that helps them explain
the value to stakeholders.

Identify your top 3 objections and their counter-features:

e Obijection 1:

o Counter-Feature:
e Objection 2:

o Counter-Feature:
e Objection 3:

o Counter-Feature:
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8. Risk Reversal

How will you remove the risk of buying? Choose a guarantee that builds the most trust for your

tier:

The Standard Satisfaction (Low/Mid Tier): "30-Day No-Questions-Asked Money Back
Guarantee."

The "Keep It All* Guarantee (Digital Products): "If you don't love it, I'll refund you and
you can keep the [Bonus/PDF] just for giving it a try."

The Results-Based Guarantee (High-Ticket): "If you don't achieve [Outcome] in
[Timeframe], | will work with you for free until you do."

The Conditional "Do The Work" Guarantee: "If you complete the modules and show us
the work but don't see progress, we'll give you a full refund.”

The "Pay on Results" (Services): "You only pay the final 50% once the project is launched
and you are 100% satisfied."

Answer:

Phase 6: The "No-Brainer"” Stack

9. Strategic Bonuses

Bonuses should solve the "Yes, but..." in your customer's mind. Use these categories to
brainstorm:

The Accelerator (Speed to Result): Templates, swipe files, or checklists that skip the

"blank page" phase.

o Example: "The 10-Minute Copywriting Templates”

The Tech-Fixer (Removes Technical Friction): Implementation guides or setup tutorials

for required tools.

o Example: "The 1-Click Landing Page Import"

The "What’s Next" Solver (Solves the next problem): What problem will they have after

your product works?

o Example: If you sell a weight loss course, a bonus on "How to Maintain Your New
Weight."

The Objection Crusher (Specific support): Directly addresses a fear.

o Example: "The Quiet Solopreneur’s Guide to Networking" (for an introverted
audience).

Bonus Ideas for this Offer:
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10. Ethical Urgency

Why should they buy now rather than later? Use one of these ethical urgency triggers:

The Cost of Inaction: Highlight what they lose (money, time, or peace of mind) for every
week they remain in "Point A."

Diminishing Bonuses: A high-value bonus (like a 1-on-1 call or a specific tool) that is only
available for the first 48 hours.

The Enrollment Window: If the offer is cohort-based or has a hard start date, emphasize
that the "doors close" on a specific day.

Capacity Limits: (Best for services) "l only accept 3 new students per month to ensure |
can provide high-touch support.”

Introductory Pricing: A special "Founding Member" price that is guaranteed to increase
once the beta period ends or the next version is released.

Answer:

Phase 7: The Pitch Builder

11. The One-Sentence Offer

Combine your brainstorming into a high-impact "elevator pitch." This statement clarifies your
positioning and serves as the foundation for your sales copy.

"l help [Target Audience] achieve [Big Promise] via [Unique Mechanism] so
they can finally [Emotional Meaning] without [Top Pain Point]."
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