
HOW TO CRAFT
COMPELLINGOFFERS



• Learn how to reduce your cost of 
sales and marketing by increasing 
the appeal of all of your (free and 
paid) offers for your ideal customer

• Make your marketing messages far 
more compelling by matching the 
benefits of your offers (not 
features) with the exact core needs 
of your ideal customers

OBJECTIVES



• Craft your free and paid offers as 
solutions to your ideal customers’ 
most compelling problems

• Make your offers more desirable 
by mapping them to the 
outcomes your customers are 
willing to pay for

OBJECTIVES



• Use the “Nested Offer Design” 
tool to help you nest your offers 
so that each subsequent offer 
increases the interest and 
probability that your prospect will 
want it / buy it

OBJECTIVES



COMPELLING OFFERS



SO WHAT MAKES AN OFFER 
COMPELLING?



First you have to select a specific 
audience or type of ideal customers
What is compelling to one type of 
customer will not be to another



If you make the mistake of trying to appeal 
to everyone you will not appeal to anyone
The key to marketing success is specificity



The first step in crafting a compelling offer 
is to decide who the offer is for



You must choose a type of customer who 
has a need that you can meet and that they 
are willing to pay for



You must study the people you want to help…
Deeply understand their needs 
You need to become an expert at what your 
customers want and need



1.Who definitely is in the market for what you 
offer and is willing to pay it?

2.Who is most likely to find you and your brand 
and products and service credible?

3.Who will benefit the most from what you have 
to offer?

4.Who are you most qualified to serve based on 
your track record of helping others solve this 
problem or achieve this desired outcome?



Compelling offers 
are relevant to the 
core needs of your 
customer 



Compelling offers 
are resonant with 
your customer’s 
values and vibe 
(including worldview 
and preferences)



Customer needs are 
defined as:
1. Their unmet 

desires



Customer needs are 
defined as:
1. Their unmet 

desires
2. The problems they 

want to solve



As we will see, compelling 
offers are compelling 
precisely because they 
are:
1. The outcomes your 

customers’ desire



As we will see, compelling 
offers are compelling 
precisely because they 
are:
1. The outcomes your 

customers’ desire 
2. The solutions to your 

customers’ problems
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WORKSHEETS

HOW TO CRAFT
COMPELLINGOFFERS



Desires

CUSTOMER NEEDS

What transformational outcomes does your product/service provide?

What’s the one thing...more than anything else...your prospects truly want to know?

What else is your market buying that you aren’t selling (but possibly should?) 

What does this profile of customer want?

What are their hopes and desires?

COMPELLING OFFER WORKSHEET



Problems

CUSTOMER NEEDS

What is this person’s main problem?

Any other problems they have that you can help them with?

What is painful to them? 

What is frustrating for this person?

COMPELLING OFFER WORKSHEET



Outcomes

COMPELLING OFFER

What is the specific outcome that would satisfy this customer? 
(What does that look like?)

What transformational outcomes does your product/service deliver for this person?

How are you going to help this person reach their desired outcome? 

What are the key benefits of your unique solution that sets it apart from the other alternatives on 
the market?

What makes your solution so different/unique/valuable/distinct/superior/more desirable?

COMPELLING OFFER WORKSHEET



Solutions

COMPELLING OFFER

What valuable piece of your main offer could you ‘splinter off’ and 
deliver on an a la carte basis that will deliver results in advance 
and get your foot in the door?

What’s a “Little Victory” you can deliver to your customer that will 
cause them believe you have the ultimate solution to their problem? 

If you had two minutes to impress someone, what would you say, show or give them that would blow 
their mind about what your product/service can do? 

COMPELLING OFFER WORKSHEET
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PRICE DESIRE / PROBLEM OUTCOME / SOLUTION INCREASES INTEREST HOW?

FREE OFFER: 
$0 

FREE  OR INTRO OFFER: 

CORE OFFER:

NEXT OFFER:

NESTED OFFER DESIGN WORKSHEET
What is the piece of the desire / problem being addressed at each level? 
What outcome or solution is provided? How does each level increase overall 
interest and deepen the relationship? 


