

Crafting an “Irresistible” Offer

An offer is not merely your product and the price point. An offer is a collection of benefits that answer the question, "Why should I buy this from you right now?"

In other words, while a product is just the tangible item or service you're selling, the offer encompasses everything around it that makes the transaction compelling and timely for the buyer. The psychology of your offer is what makes people say “YES”. It includes the product, the added value, the reduced risk (through guarantees or other means), the reason to act now (urgency or scarcity), and more.

I’d like to emphasize the advantage a great offer gives you against your competition. Most businesses just sell a product or service, but successful businesses sell offers. The goal is to make your offer so enticing and valuable that it becomes nearly irresistible to your target audience.

An Example of What Most Companies Present, Vs Using A Great Offer:

Selling Like Most Companies:
Product Presentation: "Buy our 12-week fitness training program for $299."
Here, the company is merely presenting the product and its price. There's no particular incentive for a potential customer to choose this product over others or to act immediately.
Creating a Great Offer:
Offer Presentation: "Join our 12-week transformation challenge now! For just $299, you'll get:
1. Personalized Training Program: Tailored to your fitness level and goals.
2. Nutrition Guide: A complete meal plan designed by certified nutritionists to fuel your transformation.
3. Access to our Private Community: Connect, share, and get motivated with fellow members.
4. Weekly Check-ins with a Personal Coach: To keep you accountable and answer any queries.
5. Bonus: First 50 sign-ups receive a free resistance band set worth $50!
6. 100% Money-Back Guarantee: If you don't see results in the first 4 weeks, get a full refund, no questions asked.
7. Limited Spots: We're only taking 100 participants this month to ensure personalized attention.
Enroll now and kickstart your fitness journey!"


Here is a distilled framework for crafting a compelling offer:

1. Understand Your Customer's Pain Points: Before you can create an irresistible offer, you need to deeply understand what problem your customer is trying to solve. Potentially, better than even they do. This involves getting into the mindset of your target audience and understanding their pain points, desires, fears, and aspirations.
2. Stack Value: Instead of just selling a product or service, think about how you can add additional value to it. This could be in the form of bonuses, additional services, extended warranties, or anything else that amplifies the value of what you're offering. The easiest way to do this is to think of all of the “but…” that will come to mind when your customer hears your offer. “Man, your HVAC offer sounds so good, but… I won’t know how to operate it with all the new tech.”  In this case, you could include a “complete video and written guide on using the system + one of our techs will come out an train you.” 
3. Reduce Risk: People are naturally risk-averse. By offering guarantees, you can reduce the perceived risk associated with your product or service. This could be a money-back guarantee, a satisfaction guarantee, or any other type of assurance that makes the buyer feel more secure in their decision.
4. Create Urgency or Scarcity: Limited-time offers or limited stock can push people to make a decision faster. When there's a perception that something might run out or a special deal might end, it motivates action.
5. Provide Social Proof: Testimonials, reviews, and case studies can provide evidence that your product or service delivers on its promises. Showing potential customers that others have benefitted can be a powerful motivator.
6. Make the Offer Clear: Your offer should be easy to understand. Avoid jargon and keep the language simple. The prospect should know exactly what they are getting and what they need to do next.
7. Test and Optimize: Always be testing different aspects of your offer to see what resonates most with your audience. This could be the price, the bonuses, the guarantee, or any other element. By continuously testing, you can refine your offer for maximum effectiveness.
Remember, the key to a successful offer is not just to get a sale, but to create a win-win situation where the customer feels they are getting more than they are paying for. This not only helps in conversion but also in building long-term customer relationships.

