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Your Offer Is the Foundation



An offer, in simple 
terms, is what a 
business will give 
to its customers in 
exchange for 
money.  
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An offer, in simple terms, is what a business will give to its customers in exchange for money. 

You can offer almost anything to anyone.

Creating a well-defined and enticing offer can be tricky for business owners. But it is one of the most worthwhile time and energy investments you can make.

The difference between a business having a good offer and a bad offer is astronomical. A good offer will help you scale your business well up into the seven-figure range. A bad offer will cause your business to suffer and limp along.



What a Weak Offer Does to a Business



A weak offer will kill 
a business long 
before it gains any 
momentum. 
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A weak offer will kill a business long before it gains any momentum. This could happen in several different ways. The first and most obvious way is that it makes the business unprofitable. 

Most of these offers are crippling because of how they’re structured.

If your offer isn’t structured right, then the revenue you make from the business will only be slightly higher than your cost of doing business. Meaning, the business doesn’t actually make much profit, and if the business doesn’t make a profit it’ll go belly up.



The other main way 
an offer will kill a 
business, is that your 
target audience won’t 
find your offer 
particularly appealing.
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The other main way an offer will kill a business, is that your target audience won’t find your offer particularly appealing.

When your prospects see your offer, they need to think Wow that is a crazy good deal and I would be stupid to pass that up.

Without a good offer in place, it is going to be extraordinarily difficult to grow, maintain, and enjoy your business. 

And it will make it almost impossible to scale that business into the seven or eight-figure range.



Having a Weak Offer Is Not Sustainable



With a little bit of grit and some 
hustle, you can make a bad offer 
work for you for a little while. But 
you can only get so far when the 
foundation of your business is 
working against you.
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With a little bit of grit and some hustle, you can make a bad offer work for you for a little while. But you can only get so far when the foundation of your business is working against you.

If the very foundation of your business is off and not totally aligned with the goals of the business, it is likely that other aspects of your business are going to be misaligned and out of sync with your vision.



Being misaligned and 
out of sync while 
simultaneously having 
to hustle and expend a 
lot of time and energy 
on your business will 
cause burnout very fast.
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Being misaligned and out of sync while simultaneously having to hustle and expend a lot of time and energy on your business will cause burnout very fast.

Some business owners can maintain this situation for several years but, eventually, they burn out and give up on the business. Many times, their business idea and concept were great. But the execution of that idea and the lackluster offer to the audience is what killed the business.



The Majority of Offers



You don’t have to look 
far to see bad offers.

Most of the time they 
look like this…
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You don’t have to look far to see bad offers.

Most of the time they look like this:

“Give me money and I’ll give you this thing.”

It’s boring and bland. And yet that is what the majority of offers look like. 

There’s no incentive to purchase right now. There’s no reason to believe that now is the best time to make this purchase. There’s no guarantee that this product or service will work. And there is no effort to mitigate all of the risks the consumer takes.

Most business owners think that their offer is simply the thing that they sell. That idea is so far from the truth.



The offer is the packaging 
that goes around the 
service you sell. Think of 
your product or service as 
a gift. You have to wrap 
that gift in pretty wrapping 
paper. 
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The offer is the packaging that goes around the service you sell. Think of your product or service as a gift. You have to wrap that gift in pretty wrapping paper. Maybe you put a bow or two on it and some fancy ribbons. You also hand write a card that’s thoughtful and affectionate, and you put that on the gift. 

You have to present your services the right way. And a great offer is the only way to do that.

There are many, many ways to make a bad offer. Thankfully, there are also many ways to make a great offer.

A “no brainer“ offer.



What You Will Discover



In this guide, we’re 
going to be taking a 
look at what makes an 
offer a “no brainer”.
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In this guide, we’re going to be taking a look at what makes an offer a “no brainer”.

The topic of offer creation is a deep and expansive topic, and we won’t be able to cover everything in this guide. That being said, we are going to dive in and figure out exactly how to construct a no-brainer offer. 

We’re going to look at all the components that make up a no-brainer offer and how you can tailor those elements to your specific offer.



Then we’re going to look at what it takes 
to actually create one of these offers. 
What needs to happen and what needs to 
be in place in order for your prospects to 
see your offer and be blown away.
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Then we’re going to look at what it takes to actually create one of these offers. What needs to happen and what needs to be in place in order for your prospects to see your offer and be blown away. 

Then, we will look at the four tactics that smart business owners use to enhance their offers and make them irresistible.

Finally, we will look at what a good offer can do for a business. How it can completely transform the business and turn it from a small struggling business to a highly successful and scalable company.

With that being said, let’s take a look at what exactly a no-brainer offer looks like.



What Is a No-Brainer Offer
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You’d think that creating a no-brainer offer would be a bit of a no-brainer. Just give the people what they want and charge a lot of money for it right?

Well. No.

Not exactly.

Just like that old saying goes “if it was easy then everyone would do it.“

A no-brainer offer really boils down to this, it is an offer that, when presented to a prospect, the prospect thinks to themself that this is too good to be true and the amount of value that they are getting for the price tag is incredible.



You would think that creating a 
no-brainer offer would be a bit of a 
no-brainer. Just give the people what 
they want and charge a lot of money 
for it, right?

Presenter Notes
Presentation Notes
You would think that creating a no-brainer offer would be a bit of a no-brainer. Just give the people what they want and charge a lot of money for it, right?

No.

Not exactly.

Just like the old saying goes, “If it was easy then everyone would do it.“



You Can’t Be a Commodity

Presenter Notes
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When it comes to creating a no-brainer offer you can’t just follow the crowd. If you create the same kind of offer that everyone else in your market is throwing around then nobody’s going to give you any attention. And money tends to follow the attention.



When it comes to 
creating a no-brainer 
offer you can’t just 
follow the crowd. 

Presenter Notes
Presentation Notes
When it comes to creating a no-brainer offer you can’t just follow the crowd. If you create the same kind of offer that everyone else in your market is, nobody’s going to give you any attention. And money tends to follow the attention.

Your offer needs to stand out from the crowd. It needs to be so unique and so tempting that no other offer in your niche can compare.

It’s really easy to look at the different offers in your niche and try to model one that you think is doing well. But the truth is, if you do that then you’re going to end up with two similar offers in the same niche. And that doesn’t help you to stand out in any way, shape, or form.



However, what you can do is to take a 
look at all of the different offers in your 
market and compare them to each other. 
See what is working in your market right 
now. What is the market paying for?
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However, what you can do is to take a look at all of the different offers in your market and compare them to each other. See what is working in your market right now. What is the market paying for?

Take the best of the best of all of these offers and then ask yourself how you can improve upon them. How can you take what is already working and enhance it to a level that becomes irresistible to your audience?



Target the Right People



Even if you have the 
greatest offer that the 
business world has 
ever seen, it won’t 
mean much if you’re 
not targeting the right 
people.
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Even if you have the greatest offer that the business world has ever seen, it won’t mean much if you’re not targeting the right people.

If you have an offer designed to help plumbers to increase their monthly revenue, but you’re only talking to deli shop owners, you’re not going to get very far.

If you want to find the right audience for your offer, then you have to think about the people who are really hungry for your solution.



When you have the perfect audience 
to match your no-brainer offer, it 
makes selling, and selling at higher 
prices, much easier.
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When you have the perfect audience to match your no-brainer offer, it makes selling, and selling at higher prices, much easier.

When thinking about your target audience, try to imagine who would do just about anything to solve the problem that you solve. Determine who wants a solution right now and is willing to pay good money to get it fixed right now. That’s your target audience.




Pricing: Measure ROI
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So we just talked about how if you have an alignment between your offer and your target audience you can charge more and your audience will be happy to pay it.

Let’s talk a little bit more about pricing and how to really make the prices work for you.

Obviously, pricing is going to vary depending on what you’re selling. You can’t sell a taco for $5000; it just doesn’t work for your product. But if you’re selling a high-priced item or some sort of offer then you need to be able to communicate the return on investment (ROI) that your customer will experience.



Obviously, pricing is going to vary 
depending on what you’re selling. 
You can’t sell a taco for $5000; it 
just doesn’t work for your product. 
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Obviously, pricing is going to vary depending on what you’re selling. You can’t sell a taco for $5000; it just doesn’t work for your product. But if you’re selling a high-priced item, you need to be able to communicate the return on investment (ROI) that your customer will experience.

Let’s say you’re a lead generation coach. You help service businesses increase their sales pipeline and grow their monthly revenue by at least $20,000 per month.

In your offer, you need to be able to communicate that your service will help prospects accrue $20,000 or more per month. If you can get your prospects to believe that, then you can easily charge $5,000, $10,000, or even $15,000 for that coaching.



Now, this is a lot 
easier to work out if 
you have an offer 
that directly makes 
or saves your clients 
money. 
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Now, this is a lot easier to work out if you have an offer that directly makes or saves your clients money. It’s a little bit harder to quantify the ROI with offers that don’t directly correlate to money.

But, that’s not to say that it can’t be done.



Creating Your Offer



It’s finally time to create our no-brainer 
offer. We’ve already covered some of 
the ideas and thought processes that 
go into creating an offer. Now we’re 
actually going to get down into the 
nitty-gritty of it.
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It’s finally time to create our no-brainer offer. We’ve already covered some of the ideas and thought processes that go into creating an offer. Now we’re actually going to get down into the nitty-gritty of it.

This section of the guide will focus on the actual parts that make up your offer and how you communicate that offer to your target audience.



Value to Price Ratio
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We already talked about the price a little bit but it bears repeating that you need to have a premium offer. You need to have a competitively high-priced offer because that is the only way that you’re gonna be able to scale your business comfortably.



You need to have a 
competitive, high-
priced offer because 
that is the only way 
that you’re going to be 
able to scale your 
business comfortably.
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You need to have a competitive, high-priced offer because that is the only way that you’re going to be able to scale your business comfortably.

Dan Kennedy is a legendary marketer and direct response copywriter. He has created some of the most phenomenal offers for different businesses in recent years.

One of his classic quotes says, essentially, that there is no competitive advantage to being the cheapest option in your marketplace. But, he also says that there’s no competitive advantage to being the second most expensive. But, there is a distinct and very real advantage to being the most expensive option in your market.



Obviously, if you’re going to have a 
very expensive option - a premium 
offer - then you need to deliver 
extraordinary amounts of value to 
your customers.
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Obviously, if you’re going to have a very expensive option - a premium offer - then you need to deliver extraordinary amounts of value to your customers.

The value to price ratio needs to lean heavily towards value. Whether your offer is $50 or $50,000, the client or customer needs to believe that they are getting a steal of a deal when they buy from you.



A good rule for 
pricing your premium 
offer is to deliver 10 
times more value 
than the price point 
you are asking.
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A good rule for pricing your premium offer is to deliver 10 times more value than the price point you are asking.

If your price point is $50 then deliver $500 worth of value. If your offer is $50,000 then deliver $500,000 worth of value.

Obviously, you need to know how to deliver that value in a way that doesn’t break the bank. You can’t just give more of your product and make yourself completely profitable.

You need to create perceived value for your offer by enhancing it in ways that don’t affect your profit margins, but at the same time, impresses and entices your target audience.



Goodwill Marketing



One of the ways that you create 
perceived value for your offer is by 
instilling a sense of trust and 
credibility in your audience.
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One of the ways that you create perceived value for your offer is by instilling a sense of trust and credibility in your audience.

You want them to see you as the pinnacle of authority in your niche. If they are ever struggling with the problem that your product fixes, you want them to think of you and you alone.

The best way to build this credibility and the booster authority is with something that we will call goodwill marketing.



Goodwill marketing 
revolves around the idea 
that you give so much 
value to your audience 
that they almost feel 
indebted to you…
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Goodwill marketing revolves around the idea that you give so much value to your audience that they almost feel indebted to you and, in an act of reciprocity, will buy your product when either they can’t fix the problem themselves or they would rather have you fix it for them.
�You are going to put out so much valuable content that you become a sort of fountain of knowledge around your topic.



You can do this in 
several different ways. 
It’s undeniable that 
social media is an
absolute powerhouse for 
marketing businesses. 
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You can do this in several different ways. It’s undeniable that social media is an absolute powerhouse for marketing businesses. Goodwill marketing lends itself especially well to social media, especially social media platforms that promote video content. 

The whole purpose of goodwill marketing is to build a strong relationship between you and your audience to establish your own credibility. Video communication builds this trust better than any other medium. Platforms like Instagram and YouTube will be beneficial to you.



Another great platform for your goodwill 
marketing is your email list.

Even with all the new marketing 
strategies and tactics available, email 
marketing still has the highest ROI of any 
marketing channel.
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Another great platform for your goodwill marketing is your email list.

Even with all the new marketing strategies and tactics available, email marketing still has the highest ROI of any marketing channel. When done correctly, email marketing can have an ROI of 44X. That means for every dollar that you spend on email marketing you will make $44 back.

This is what makes an email list such an obvious choice for your goodwill marketing. Communicate your value back-and-forth with your email audience and even direct them to other sources of content, like social media or a blog.



Speaking of blogs, they 
are another fantastic 
way to communicate 
your goodwill 
marketing to your 
audience. 
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Speaking of blogs, they are another fantastic way to communicate your goodwill marketing to your audience. Weekly or biweekly blog posts that deliver massive amounts of value can quickly rise through SEO rankings and generate thousands if not hundreds of thousands of website visitors and traffic numbers.



The central framework of goodwill 
marketing is that you tell your prospects 
exactly what to do to solve their problem. 
But you don’t necessarily show them 
exactly how to solve that problem.
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The central framework of goodwill marketing is that you tell your prospects exactly what to do to solve their problem. But you don’t necessarily show them exactly how to solve that problem. It seems like a negligible difference on the outside but it’s actually a crucial difference. By telling people what to do they can then take that information and go do it themselves, albeit with a little bit of struggle and elbow grease.



By telling them how to do 
something you are taking 
them by the hand and 
showing them step-by-step 
how to accomplish their 
goal.
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By telling them how to do something you are taking them by the hand and showing them step-by-step how to accomplish their goal.

Don’t skimp out with the value you provide through your goodwill marketing. Share tons and tons of relevant and valuable contact with your audience. You want them to think Wow, this person gives away so much amazing free information. I can’t imagine what their paid stuff looks like. It must be incredible.



Problem and Solution



Another key 
component of your 
offer is that you have 
to have a very detailed 
and specific solution to 
a very specific 
problem.
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Another key component of your offer is that you have to have a very detailed and specific solution to a very specific problem.

If you’re a business coach or business consultant, then a powerful no brainer offer isn’t going to sound like this:

“I help business owners reach the $10,000 per month mark.”

That’s not specific or detailed at all. If you phrase your offer this way it doesn’t look like you have an audience at all. If you try to sell to everyone then you’ll end up selling to no one. You have to get very specific with who you are actually selling to.



“I help new lead generation coaches 
nail their offer and increase their 
monthly revenue to at least $10,000 
per month in a 90-day timeframe.”
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A much more compelling offer might look something like this:

“I help new lead generation coaches nail their offer and increase their monthly revenue to at least $10,000 per month in a 90-day timeframe.“

This offer is much more direct and targeted towards a very specific demographic.

Let’s think about this from the customer's point of view. If you were a lead generation coach and you were looking for some help with your business, would you rather:

Go with someone who says they’ll help anybody reach $10,000 a month? 
Invest in someone who specifically helps lead generation coaches like you to get a very specific result in a very specific time frame?

Obviously the latter. 



Your audience is thinking the same 
way. They are looking for someone 
who understands their specific 
situation and who has special 
insight into their problems.
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Your audience is thinking the same way. They are looking for someone who understands their specific situation and who has special insight into their problems.



The Value Stack

Presenter Notes
Presentation Notes
The value stack is something you’ve probably seen before. The value stack is when you get through the whole offer that a business has and at the very end they stack up so many incredible benefits and bonuses that it makes it pretty hard to say no.



The value stack is something you’ve 
probably seen before. The value stack is 
when you get through the whole offer 
that a business has and at the very end 
they stack up so many incredible 
additional benefits and bonuses that it 
makes it hard to say no.
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The value stack is something you’ve probably seen before. The value stack is when you get through the whole offer that a business has and at the very end they stack up so many incredible additional benefits and bonuses that it makes it hard to say no.

One of the best places to see value stacks is actually old-school infomercials.

Do you remember that guy that sold the “Sham-Wow”? The super absorbent towel that could soak up like half a gallon of water or something ridiculous like that.

Do you remember that in the commercial they spent almost all of the time telling you how amazing this towel was and all the things it could do. Then, at the very end of the commercial, after they’re done giving you all the benefits, they tell you that instead of one Sham-Wow towel, you’ll get six of them.

This is a simplistic, but effective value stack. They are taking the value of their offer and then they are stacking a ton of additional value on top of it.



Another place we 
see value stacks 
used a lot is in paid 
online courses.
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Another place we see value stacks used a lot is in paid online courses. 

A webinar might say that a certain paid course has 50+ hours of video and 12 different workbooks and group coaching every week. After hearing all that, you’re thinking it’s a pretty good offer. You think you might actually buy it.

And then at the very end of the webinar, they throw a ton of other benefits at you. Benefits like a one-on-one kick-off call with the head coach or limited-time access to another similar program that will get you results even faster. 

And that’s when you go from thinking that this is a solid program, you might want to invest in to, “Oh wow. There is so much here. I need to get this. I can’t afford to let this opportunity slip away.“

The value stack is similar to our price to value ratio. You want your customers to think that they are getting way more value than they’re paying for. You want them to think that it is a no-brainer offer.



Enhancing Your Offer



Now that you have the 
building blocks of 
your offer laid out, you 
can start to construct 
your premium offer.
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Now that you have the building blocks of your offer laid out, you can start to construct your premium offer.

Once you have a solid offer in place it’s time to enhance it and make it a no-brainer offer.

We do that through the four following tactics:

Scarcity 
Urgency
Guarantees 
Bonuses



The most important thing to keep in 
mind with these four tactics is that it 
is incredibly easy to bend the truth. 
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The most important thing to keep in mind with these four tactics is that it is incredibly easy to bend the truth. A lot of shady business owners will use these four tactics to make their offer seem better than it really is.

These strategies are powerful and they do work. But it is up to you to use them ethically. Don’t lie and don’t cheat your customers out of a good experience. It will eventually come back to bite you.

With that being said.

Let’s start with scarcity.



Scarcity



Scarcity is when 
you only have a 
limited supply of 
something.
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Scarcity is when you only have a limited supply of something.

If you sell physical products then you only have a certain amount of product in stock. It’s very realistic that you will run out if there’s a big sale.

If you sell something like coaching, then it is realistic to say that you can run out of space in your coaching program. You want to be able to help every individual as much as you can, so there’s only a certain limited number of spaces available in the program.



When there is only a 
limited amount of 
something and it’s a 
very real possibility that 
it’ll run out, it triggers 
something called FOMO.
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When there is only a limited amount of something and it’s a very real possibility that it’ll run out, it triggers something called FOMO. 

FOMO is an acronym that stands for “fear of missing out.“ It is a very powerful emotional reaction that people get when they don’t want to be left out or left behind. We always want to feel like we’re part of the tribe. 

It’s an emotional technique that business owners can use to increase the emotional reaction to their offers.



Urgency



Urgency is very similar to 
scarcity. But instead of the 
product or service being 
the thing that is running 
out, with urgency it’s time 
that’s running out. 
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Urgency is very similar to scarcity. But instead of the product or service being the thing that is running out, with urgency it’s time that’s running out. 

When we use urgency we’re still tapping into that “fear of missing” emotional technique. But, instead of saying that we have a limited supply of our product or that there are only a few spaces left in our program, we say that there’s only a limited amount of time left to act on our offer.

This can look different for different business models. For a product-focused business, urgency can look like a special 24-hour sale. Certain products are discounted heavily but for a very short amount of time. This spurs an emotional response from our prospects and encourages them to buy.



If you have a service-based 
business, the urgency will look a 
little bit different. You can say you 
only have a limited number of 
enrollments for your program. 
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If you have a service-based business, the urgency will look a little bit different. You can say you only have a limited number of enrollments for your program. Or you might say that you only have space for one more client before people have to go on a waiting list.

Scarcity and urgency are all about making people feel like they don’t want to miss out on a special opportunity.



Guarantees



A guarantee is a way for an 
offer to reduce the amount 
of risk the customer is 
taking. You want our 
customers to feel like there’s 
absolutely nothing to lose 
and everything to gain when 
they purchase from you.
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A guarantee is a way for an offer to reduce the amount of risk the customer is taking. We want our customers to feel like there’s absolutely nothing to lose and everything to gain when they purchase from us.

There are many different guarantees that you can offer. The most obvious and well-known guarantee is the money-back guarantee. This is by far the most common guarantee you’ll see, but it’s not necessarily the best for the business owner. 



You want your guarantee to bring 
confidence to your customers. But you 
also don’t want to be refunding people 
left and right. That will lower profits and 
unnecessarily complicate the flow of the 
business.
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You want your guarantee to bring confidence to your customers. But you also don’t want to be refunding people left and right. That will lower profits and unnecessarily complicate the flow of the business. 

Make your guarantee some sort of satisfaction guarantee. For example, if someone feels unsatisfied with your product or service, you can offer to keep working with that person until they are satisfied. Or if you sell products, you can send them a different product that might satisfy them more. 

This creates a situation where you’re not having to give refunds left and right, but it also presents an opportunity to display amazing customer service and support. 



Bonuses



Bonuses go hand-in-hand 
with your value stack. 
These bonuses are what 
you add to your offer to 
make it seem like such an 
amazing deal that it would 
be crazy to pass it up.
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Bonuses go hand-in-hand with your value stack. These bonuses are what you add to your offer to make it seem like such an amazing deal that it would be crazy to pass it up.

A good rule of thumb with bonuses is that you want them to either help your customer accomplish their goal faster or more easily. 

Make sure that they are 100% capable of overcoming the problem or finding the solution to their problem with your base offer. The bonuses are there to give them that “But wait there’s more” feeling.



You might be wondering how many 
bonuses should be added to your offer. 
And the answer is that you should be 
adding as many bonuses as you possibly 
can while still maintaining a profit margin 
similar to your base offer.

Presenter Notes
Presentation Notes
You might be wondering how many bonuses should be added to your offer. And the answer is that you should be adding as many bonuses as you possibly can while still maintaining a profit margin similar to your base offer.



What a Good Offer Can Do for Your Business



At the beginning of this guide, we 
talked about all of the different ways 
that having a bad offer can damage 
your business. And that’s true. A bad 
offer can cripple a business.
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At the beginning of this guide, we talked about all of the different ways that having a bad offer can damage your business. And that’s true. A bad offer can cripple a business.

But the opposite is also true.



Creating a no-brainer 
offer for your 
business can take it 
from the brink and 
resurrect it. 
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Creating a no-brainer offer for your business can take it from the brink and resurrect it. It can take a business from struggling and barely making any profit to exponentially growing month after month.

The offer is the foundation of your business. And having a bad offer is like building your house on a foundation of sand.

But building your business on the foundation of a strong offer guarantees that you have a steady and stable place to grow from.
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	What Is a No-Brainer Offer
	You would think that creating a �no-brainer offer would be a bit of a no-brainer. Just give the people what they want and charge a lot of money for it, right?
	You Can’t Be a Commodity
	When it comes to creating a no-brainer offer you can’t just follow the crowd. 
	However, what you can do is to take a look at all of the different offers in your market and compare them to each other. See what is working in your market right now. What is the market paying for?
	Target the Right People
	Even if you have the greatest offer that the business world has ever seen, it won’t mean much if you’re not targeting the right people.
	When you have the perfect audience to match your no-brainer offer, it makes selling, and selling at higher prices, much easier.
	Pricing: Measure ROI
	Obviously, pricing is going to vary depending on what you’re selling. You can’t sell a taco for $5000; it just doesn’t work for your product. 
	Now, this is a lot easier to work out if you have an offer that directly makes or saves your clients money. 
	Creating Your Offer
	It’s finally time to create our no-brainer offer. We’ve already covered some of the ideas and thought processes that go into creating an offer. Now we’re actually going to get down into the nitty-gritty of it.
	Value to Price Ratio
	You need to have a competitive, high-priced offer because that is the only way that you’re going to be able to scale your business comfortably.
	Obviously, if you’re going to have a very expensive option - a premium offer - then you need to deliver extraordinary amounts of value to your customers.
	A good rule for pricing your premium offer is to deliver 10 times more value than the price point you are asking.
	Goodwill Marketing
	One of the ways that you create perceived value for your offer is by instilling a sense of trust and credibility in your audience.
	Goodwill marketing revolves around the idea that you give so much value to your audience that they almost feel indebted to you…
	You can do this in several different ways. It’s undeniable that social media is an absolute powerhouse for marketing businesses. 
	Another great platform for your goodwill marketing is your email list.

Even with all the new marketing strategies and tactics available, email marketing still has the highest ROI of any marketing channel.
	Speaking of blogs, they are another fantastic way to communicate your goodwill marketing to your audience. 
	The central framework of goodwill marketing is that you tell your prospects exactly what to do to solve their problem. But you don’t necessarily show them exactly how to solve that problem.
	By telling them how to do something you are taking them by the hand and showing them step-by-step how to accomplish their goal.
	Problem and Solution
	Another key component of your offer is that you have to have a very detailed and specific solution to a very specific problem.
	“I help new lead generation coaches nail their offer and increase their monthly revenue to at least $10,000 per month in a 90-day timeframe.”
	Your audience is thinking the same way. They are looking for someone who understands their specific situation and who has special insight into their problems.
	The Value Stack
	The value stack is something you’ve probably seen before. The value stack is when you get through the whole offer that a business has and at the very end they stack up so many incredible additional benefits and bonuses that it makes it hard to say no.
	Another place we see value stacks used a lot is in paid online courses.
	Enhancing Your Offer
	Now that you have the building blocks of your offer laid out, you can start to construct your premium offer.
	The most important thing to keep in mind with these four tactics is that it is incredibly easy to bend the truth. 
	Scarcity
	Scarcity is when you only have a limited supply of something.
	When there is only a limited amount of something and it’s a very real possibility that it’ll run out, it triggers something called FOMO.
	Urgency
	Urgency is very similar to scarcity. But instead of the product or service being the thing that is running out, with urgency it’s time that’s running out. 
	If you have a service-based business, the urgency will look a little bit different. You can say you only have a limited number of enrollments for your program. 
	Guarantees
	A guarantee is a way for an offer to reduce the amount of risk the customer is taking. You want our customers to feel like there’s absolutely nothing to lose and everything to gain when they purchase from you.
	You want your guarantee to bring confidence to your customers. But you also don’t want to be refunding people left and right. That will lower profits and unnecessarily complicate the flow of the business.
	Bonuses
	Bonuses go hand-in-hand with your value stack. These bonuses are what you add to your offer to make it seem like such an amazing deal that it would be crazy to pass it up.
	You might be wondering how many bonuses should be added to your offer. And the answer is that you should be adding as many bonuses as you possibly can while still maintaining a profit margin similar to your base offer.
	What a Good Offer Can Do for Your Business
	At the beginning of this guide, we talked about all of the different ways that having a bad offer can damage your business. And that’s true. A bad offer can cripple a business.
	Creating a no-brainer offer for your business can take it from the brink and resurrect it. 

